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ABSTRACT 
 
Companies get the unions they deserve.  Business organizations rarely become extinct due to 
labor negotiations, but high-profile labor problems can generate serious temporary harm and 
enormous, unnecessary, largely self-inflicted distraction. 
 
The critical question to ask everyone constantly − the CEO to the negotiators − is, "Does what 
we are doing, saying, or planning, or what we are planning to do and say, get us quickly, directly, 
and honorably to a contract?"  If the answer is anything other than an unqualified "yes!" − stop 
doing, stop talking, stop planning, and get the goal back in focus and the process back on track.  
In this monograph Jim Lukaszewski offers 10 strategies to help you focus on the goal of getting 
a contract by using principled, honorable communication. 
 
Successful negotiations boil down to clearly identifying your true goals.  Goals that involve 
punishment, hitting back, and testosterosis are weak, defensive, and costly.  Leave these 
behaviors to the zealots and those who don't have a serious interest in peace or your future.  
Wage peace and healing from the start. 

 
 
 

 
 

If this Abstract has been helpful and you wish to acquire the entire text, please visit 
www.Amazon.com.  

 

http://www.amazon.com/Strategies-Successful-Contract-Negotiations-Monograph/dp/B000PC6X0O/ref=sr_oe_1_1?ie=UTF8&s=books&qid=1253887231&sr=1-1
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