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Conrad Levinson, Mark S. A. Smith, Orvel Ray Wilson : Guerrilla Negotiating: Unconventional Weapons and 
Tactics to Get What You Want  before purchasing it in order to gage whether or not it would be worth my time, and 
all praised Guerrilla Negotiating: Unconventional Weapons and Tactics to Get What You Want: 

1 of 4 people found the following review helpful. everyone in business should be forced to read this bookBy Richard 
SherwoodThe overall theme of the book is excellent. Negotiations are not a zero sum, winner take all exercise. A truly 
successful negotiation is one in which both (or all ) parties leave satisfied and in better shape as a result of the 
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agreement than they would be without it. Too many people in the business world take the old track and think that they 
need to win, and that everyone else must lose, a mindset that is distructive for themselves, customers, suppliers and 
anyone else they do business with. That is why this book is a must read. It also supplies examples for increasing the 
size of the pie before dividing it, ways to recognize predatory negotiators, how to defend against their strategy, and 
most importantly what YOU need to do to prepare for and conduct a successful negotiation.0 of 0 people found the 
following review helpful. Somewhat Worthwhile ListeningBy W. Terry WhalinThis book contains valuable insight 
and information. I heard the entire audio book cover to cover.The challenge (difficulty) is the book is full of lists. For 
example power negotiating words, in the print version, I'm sure it works fine. These lists in the audio version are 
BORING the reader. It's stories that people retain--not lists. I liked this book but that's why it is three stars rather than 
higher in my view. OK.0 of 0 people found the following review helpful. which were my favorite *new* discovery 
one year in the business book categoryBy Marian DeeganYou can't go wrong with any of Levinson's Guerrilla books, 
which were my favorite *new* discovery one year in the business book category.During my years as an commercial 
artist agent and guest lecturer at numerous colleges and arts programs, I have urged design and art students to take a 
course in negotiating. If only I'd known about Guerrilla Negotiating sooner...books are so much more accessible than 
classes, and this one is top notch.

"To gain 1,000 ideas all at once and gain all the advantages, read this brilliant, illuminating book." -Mark Victor 
Hansen, coauthor, Chicken Soup for the Soul. "The Guerrilla Group has done it again. Sit down at the feet of the 
masters and learn how to negotiate right. And while you're at it, pray that your competition doesn't read this book." -
Guy Kawasaki, author, Rules for Revolutionaries, and CEO, garage.com. "The 'Guerrilla' approach to business and life 
has become a classic. I've learned from the entire series . . . but this one is the best! 'Negotiating' gives you the 
specifics for gaining a fair advantage. I love it."-Jim Cathcart, author, The Acorn Principle. GUERRILLA SELLING 
is a registered trademark of The Guerrilla Group, Inc.

From the Back Cover"To gain 1,000 ideas all at once and gain all the advantages, read this brilliant, illuminating 
book." -Mark Victor Hansen, coauthor, Chicken Soup for the Soul. "The Guerrilla Group has done it again. Sit down 
at the feet of the masters and learn how to negotiate right. And while you're at it, pray that your competition doesn't 
read this book." -Guy Kawasaki, author, Rules for Revolutionaries, and CEO, garage.com. "The 'Guerrilla' approach to 
business and life has become a classic. I've learned from the entire series . . . but this one is the best! 'Negotiating' 
gives you the specifics for gaining a fair advantage. I love it."-Jim Cathcart, author, The Acorn Principle. 
GUERRILLA SELLING is a registered trademark of The Guerrilla Group, Inc.About the AuthorJAY CONRAD 
LEVINSON is the author of the bestselling Guerrilla Marketing Series. MARK S. A. SMITH, an internationally 
acclaimed speaker and writer on business, has over 300 articles published and is past president of the Colorado 
Speakers Association. ORVEL RAY WILSON, CSP, is an internationally acclaimed author and speaker on sales, 
marketing, and management. Coauthor of Guerrilla Selling: Unconventional Weapons and Tactics for Increasing Your 
Sales, he is President of The Guerrilla Group, Inc., an international training and consulting firm serving clients large 
and small. 


