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N.C. Dispute Resolution Commission’s Suggested Readings

Babcock, Linda and Laschever, Sara. Women Don’t Ask: The High Cost of Avoiding
Negotiation-and Positive Strategies for Change. Bantam (February 27, 2007);

Golann, Dwight. Mediating Legal Disputes. Aspen Law and Business (December 31,
1995);

Mnookin, Robert H., Scott R. Peppet and Andrew S. Tulumello. Beyond Winning:
Negotiating To Create Value In Deals and Disputes. Belknap Press (April 15, 2004);

Shell G. Richard. Bargaining For Advantage. Penguin Books LTD., (April 17, 2000);

Asherman, Ira and Sandra VVance Asherman. The Negotiation Sourcebook. HRD Press,
2" Edition (January 2001);

Swell, Carl and Paul B. Brown. Customers For Life: How To Turn That One Time
Buyer Into A Lifetime Customer. Broadway Business; Revised Edition (November 19,
2002);

Little, J. Anderson. Making Money Talk: How To Mediate Insured Claims And
Other Monetary Disputes. American Bar Association (November 25, 2007);

Patton, Bruce M., William Ury and Roger Fisher. Getting To Yes: Negotiating
Agreement Without Giving In. Houghton Mifflin Harcourt: 2" Edition (April 30,
1992);

Ury, William. Getting Past No. Bantam Revised Edition (January 1, 1993);

Fisher, Roger and Scott Brown. Getting Together: Building A Relationship That Gets
To Yes. Houghton Mifflin (June 28, 1988); Houghton Mifflin (June 28, 1988);

Fisher, Roger and Danny Urtel. Getting Ready to Negotiate. Penguin (August 1, 1995);

Fisher, Roger and Scott Brown. Getting Together: Building Relationships As We
Negotiate. Penguin (September 1, 1989);




Bush, Robert A. Baruch, and Joseph F. Folger. The Promise Of Mediation: The
Transformative Approach To Conflict. Jossey-Bass Revised Edition (October 25,
2004);

The Ohio State Journal On Dispute Resolution (JDR). The Ohio State University
Moritz College of Law; published in cooperation with the ABA Section of Dispute
Resolution; published 4 times a year;

Dispute Resolution Journal; American Arbitration Association Publications; published
4 times per year, February, May, August and November;

Friedman, Gary and Jack Himmelstein. Challenging Conflict: Mediation Through
Understanding. American Bar Association (March 25, 2009);

Moore, Christopher W., The Mediation Process: Strategies for Resolving Conflict.
Josey-Bass Publishers (2003);

Kolb, Deborah M., and Associates. When Talk Works: Profiles of Mediators. Josey-
Bass Publishers (July 11, 1997);

Tannen, Deborah, Ph.D. You Just Don’t Understand: Women and Men in
Conversation. Harper Paperbacks (July 24, 2001);

Tannen, Deborha, Ph.D. Talking from 9 to 5: Women and Men at Work. Harper
Paperbacks (September 1, 1995);

Gilligan, Carol. In A Different Voice: Psychological theory and Women'’s
Development. Harvard University Press, 6" Edition (July 1, 1993);

Berne, Eric. Games People Play: The Basic Handbook of Transactional Analysis.
Ballentine Books, 7™ Edition (August 27, 1996);

Richardson, Jerry. The Magic of Rapport and The Magic of Rapport Revised. Meta
Publications, (June 1, 1988) Revised Edition (August 1, 2000);

Oliver, Eric G. The Human Factor at Work: A Guide to Self-Reliance and Consumer
Protection of the Mind. Metasystems (July 1993);

Laborde, Genie Z. Influence with Integrity: Management Skills For Communication
and Negotiation. Crown House Publishing (May 2006);

Laborde, Genie Z. Control Theory: A New Explanation of How We Control Our
Lives. Harper & Rowe (October 1985);

Vansant, Sondra. Wired for Conflict: Center for Applicants of Psychological Type
(April 2003).
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