o S1he 098 5 sl poss sl s3lei b s o fad e

°JS‘J"‘O}“3}J}"’| ud)) f“)}ﬂ)JL;ShJM

53 s ool S0 03 S8 5 5 S s (53018 Slaslil s SussE glaaiar (Bl G L eos

JJ.JJL;: ‘j?l_} ol f‘]‘b (ol Q‘;‘J\ﬂf J\:SUL‘Lg\MF_g RLPE uf.b) C.)‘JSUA

055 5 Jgol poso 81 sy 5 b &5 (50l DS Sllamla (Slal s Sege 51 F

t sl 0 Sl LT el 0 ST

S Blods Ol 5 b bl ol 5o Sl O3 5 Jgenl Jiisel ol 2l (Gogad 5 o5 (gla fuad

DJS‘J.A O),Jj J‘}—J‘ w)} )J d\.oégLSJU‘..a‘g ‘)"aé? Lfb‘ult’.fb‘:"""

-\Jﬂuic;\héOJ‘}})JéJﬁK Qb—uﬁw(juaj‘j)\ffu.ijﬁb [ ]

.Je",..:a L'..JT ‘JJ‘OJJS Q&WQTLL‘JJA 6@0)}}&0;‘.& L;w)ﬁ«_i&lﬁ;u}ulwl: )\ ffb L4
S asdllan 1y o ST g 53 S 1L (SallS e 5 S 5 s isy @

.U_,JWTLMJSUA Sy 3 obU.?.w\J)jﬁ_nge-jﬁ le.ehdms\j.‘.]awj@b)\ f)"b °
6LA}§SA§EJJU:>'|J>L5LMJS‘L)J;;&J:)W balslas 5 g low sbre ST 150 SThe (glas @

s Gl E s a3 0 SMe delE gl 3 5 1) (S5 5O ke (g0 050,

gl 3 o Slie ol 3 aS 1) b g 5wl hl53l e STde s Sodali Olgpe o LT oLl @
ns paiS 3 S o SI ped b e Do

S d e KoL 5 038 fdowi el Gl | OB Se S (o5l Gl il @

RUCHSETINE ST ST LRI At JRPYCV P NCIF- S NG SYPR

b eSS Son 3l G L (Shie s (SU 5 ekd SpeS Gl 2K 53 i slaculis sl @
KK s ok ST s Sl gauaib o5 Olse

K s slae Sl sl 1y s ek Sy g3l @

Wi oS LBUS G e 5l e b hlae Db g e sladial i g wile 4 055 acdad Dg LSl @

S S S Sl i




o S1he 098 5 sl poss sl s3lei b s o fad e

wdﬁJMUﬁco;\MQ\_ﬂbﬂ&‘fd\f&g‘}b
S adse s b cle Sl Jilie b 6 alenig slaana Al
S o 503 S i L Ll gy o S o il (Sas 48T sl sl g sl Sl

.Jsﬂé)lskfc)j}‘-fwu“_L;Jéa))}bbj_vfkau)|J.>beJS‘.MJV‘M|jL

S Lo 5 Sy i o Ayl 3 S LB s 1 ST

S oo 5 2l 3 S (slast b1 Bl G5 b i 5 ol s s sl s 1

o S1ds 03 5 LS Glins @ 0, g0 0 Sds Do) i & 45 Ljsels s 5 5 g0 @
sk (3 ol e oS (Kl-’* 3038 Sy pdeo Shhe 3155, 9lws 5 Al 3 Ol s D0 4 il g
AS ol | g

oS 53 SSES s 13 5525 b o oy (S A ol L 5 el UL o ST E 3250 0 oS il pd s
S g e (RS 5 Sy S L

..x.'SmJa';Jdjzédwbl)eJS\Judus\s)\}qurAwc‘ubdé\jjLWQ)MCWJP:O»&\%
oas Ul (ep Wl / p W) s s (glae ST 5 il (glae STie 3 15 555 & lge
:;;'—V.:S6@\@&%&&;“;&\}\&LgLAr—lleQQ\}:.oa\.g‘do.:J SoSlde 551y 345 Ojles

Asb ails

Las EalS o Slde (glassliws 5540 5o quﬁrlf;.a o gl glalas als
joJS\.:\AJJjJJJ}ﬁ-ﬂ MCLSJ;MQ‘)J LL}JJ‘LSJZG_JLSOJ\MSOJS‘J&‘UJVQ‘}:.’LGJ‘)JJLPT‘UW
Ld s Sl dgol 5 del g ol g sllas gamt S s SUlS




o S1he 098 5 sl poss sl s3lei b s o fad e

Sl SSE a6 Sl 053 5 gl oS 55 Eomy 5,90 Slo g5

(Uil O s o 5 4) o3 2 320l o 5 5581/ lie SIS ladl se &=t

e Lewicki, R.J., Saunders, D. M., & Barry, B. Sldis iyl @ LYTARAR
(2015). Negotiation. New York, NY:
McGraw-Hill Education.

e Fisher, R, Ury, W., & Patton, B. (1991). o Se 3 25
Getting to yes: negotiating agreement 23 e/ S QS 5 Slie @
without giving in. New York, NY: Penguin

e 5 0 sl 5 5ol pagie @

oS 6 S13
Books. A
e Raiffa, H., Richardson, J., & Metcalfe, D. o Sle glp gyl @ q0/\\/YV
(2007). Negotiation analysis: the science
and art of collaborative decision making.
Cambridge, Mass.: Belknap Press.
L;‘h}; a;'MdG)J&LéLLL\ o q0/\Y/¢
(Slads lad janessshy,l b aie)
e Ariely, D.(2008). Predictablyirrational:the o Sle 3 6 S el @ LYJANAR

hidden forces that shape our decisions.
New York, NY: Harper.

e Bazerman, M. H., & Moore, D. A. (2013).
Judgment in managerial decision making.
New York: Wiley.

e Malhotra, D., & Bazerman, M. H. (2008).
Negotiation genius: how to overcome
obstacles and achieve brilliant results at
the bargaining table and beyond. New
York, NY: Bantam Dell.

e Schwartz, B. (2004). The paradox of choice:
why more is less. New York: Ecco.

a;\wjbjjs.bl.‘ujc;ﬁ)du\.]a} o

e Lewicki, R. J., Saunders, D. M., & Barry, B. s Sl js LIS C3s s bl @ 40/\Y/\A
(2015). Negotiation. New York, NY:
McGraw-Hill Education.

e Berger, W. (2014). A more beautiful o S
guestion: the power of inquiry to spark
breakthrough  ideas. New  York:
Bloomsbury.

e Patterson, K. (2002). Crucial conversations:
tools fortalking when stakes are high.New
York: McGraw-Hill.

sy oblad/ Qlelbl 0L > oy s @

b s S olos om

(P25 L) AELS cpjas @

e Raybould, S. (2015). Presentation genius: slgui 5 Jgame g1 Llge | Q0/VY/YO
40insights fromthe science of presenting.
London: Hodder & Stoughton. g

e Jones, G. (2015). Sales genius: 40 insights (8 gw) S s @
from the science of selling. London:
Hodder & Stoughton.

Lol 5 Sle Jswl Jijsel @




o S1he 098 5 sl poss sl s3lei b s o fad e

Carducci, B. J. (2009). The psychology of iz 5, Lo 50, Sl dae @ LRVAVAR
personality: viewpoints, research, and ol oS + 3 .
Lo s U
applications. Malden, MA: Wiley- 20128 5 o slae B
Blackwell. Lyory dde ol ST Lo She
Js
et 3 VY b edalie @ VY
C)K\J 9 LA&:,»:&L»:‘ )L”..é) J?J‘}L.; [}
oS0 b L e o5 gl
Lewicki, R. J., Saunders, D. M., & Barry, B. Gob Laaly Co e s goluskazsl @ 4/ \ /T
(2015). Negotiation. New York, NY: s
McGraw-Hill Education (Chapter9) i
Ury, W. (1991). Getting past no: o SMe y> S @
negotiating with difficult people. New Gl ks oSl @
York: Bantam Books. TR
Lewicki, R. )., & Hiam, A. (2006). Mastering P25 oS B Sl
business negotiation: a working guide to (W55 by )
making deals and resolving conflict. San
Francisco: Jossey-Bass, aJohn Wiley &Sons
Imprint.
Ekman, P. (2003). Emotions revealed: o Sha 3 ollS & slacl, @ LaVA7A
recognizing faces and feelings toimprove e o -S| o
communication and emotional life. New . A el S
York: Times Books. o SMe Dbl s Dle 5 5 oSSl e
Ekman, P., & Friesen, W. V. (1975).
Unmaskingthe face; aguide to recognizing
emotions from facial clues. Englewood
Cliffs, NJ: Prentice-Hall.
Richmond, V. P., McCroskey, J. C.,, &
Hickson, M. (2012). Nonverbal behaviorin
interpersonal relations. Boston:
Pearson/Allyn & Bacon.
Lewicki, R. J., Saunders, D. M., & Barry, B. el slae Ss [ A/
(2015). Negotiation. New York, NY: Lol clasls il o Slie o 3 uin clan s
McGraw-Hill Education (Chapter 11) rS sl e She s St slar
Saola glasls,l 3 @
s pslaslsl 3 e
s b sl glasls,l s @
Tannen, D. (1990). You just don't o Sl 53 Caim 5 i @ 4/Y/Y
understand: women and men in

conversation. New York, NY: Morrow.




o S1he 098 5 sl poss sl s3lei b s o fad e

e Stone, D., Patton, B., & Heen, S. (1999). S e gla e Sl | AVY/YY
Difficult conversations: how to discuss il sl e
what matters most. New York, NY: Viking. i i}

e Morozov, E. (2013). To save everything, (WL oD Jigms o S @
click here: the folly of technological
solutionism. New York: PublicAffairs.

e Ury, W. (1991). Getting past no: o She glapls s lans 5 @ ¢
negotiating with difficult people. New
York: Bantam Books.

e Fisher, R., Ury, W., & Patton, B. (1991).
Getting to yes: negotiating agreement
without giving in. New York, NY: Penguin
Books.

e Berger, W. (2014). A more beautiful
guestion: the power of inquiry to spark
breakthrough ideas. New York:
Bloomsbury.

e Shell, G. R. (1999). Bargaining for
advantage: negotiation strategies for
reasonable people. New York: Viking.

e Ury, W.(2007). The power of a positive No: o Sle slagls s Lo 5 @ ¢
how to say No and still get to Yes. New
York: Bantam Books.

e Ekman, P. (1985). Telling lies: clues to
deceit in the marketplace, politics, and
marriage. New York: Norton.

e Branden, N. (1994). The six pillars of self-
esteem. New York, NY: Bantam.

e Menkel-Meadow, C., & Wheeler, M.
(2004). What's fair: ethics for negotiators.
San Francisco: Jossey-Bass.

o;‘..b:)) Lﬁb\f}éb‘ o




