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After two decades of hostile confrontation, China and the United States initiated negotiations in the early
1970s to normalize relations. Senior officials of the Nixon, Ford, Carter, and Reagan administrations had
little experience dealing with the Chinese, but they soon learned that their counterparts from the People’s
Republic were skilled negotiators.

This study of Chinese negotiating behavior explores the ways senior officials of the PRC?Mao Zedong, Zhou
Enlai, Deng Xiaoping, and others?managed these high-level political negotiations with their new American
“old friends.” It follows the negotiating process step by step, and concludes with guidelines for dealing with
Chinese officials.

Originally written for the RAND Corporation, this study was classified because it drew on the official
negotiating record. It was subsequently declassified, and RAND published the study in 1995. For this
edition, Solomon has added a new introduction, and Chas Freeman has written an interpretive essay
describing the ways in which Chinese negotiating behavior has, and has not, changed since the original
study. The bibiliography has been updated as well.
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From reader reviews:

Phyllis Greenfield:

The book Chinese Negotiating Behavior: Pursuing Interests Through 'Old Friends' (Cross-Cultural
Negotiation Books) can give more knowledge and information about everything you want. Why must we
leave a very important thing like a book Chinese Negotiating Behavior: Pursuing Interests Through 'Old
Friends' (Cross-Cultural Negotiation Books)? Wide variety you have a different opinion about book. But one
aim that book can give many details for us. It is absolutely correct. Right now, try to closer with your book.
Knowledge or data that you take for that, it is possible to give for each other; you are able to share all of
these. Book Chinese Negotiating Behavior: Pursuing Interests Through 'Old Friends' (Cross-Cultural
Negotiation Books) has simple shape nevertheless, you know: it has great and large function for you. You
can seem the enormous world by open up and read a publication. So it is very wonderful.

Mary Stockton:

Are you kind of occupied person, only have 10 or perhaps 15 minute in your moment to upgrading your
mind talent or thinking skill possibly analytical thinking? Then you have problem with the book than can
satisfy your short period of time to read it because this all time you only find reserve that need more time to
be read. Chinese Negotiating Behavior: Pursuing Interests Through 'Old Friends' (Cross-Cultural Negotiation
Books) can be your answer as it can be read by you who have those short spare time problems.

Antonio Fells:

Don't be worry should you be afraid that this book can filled the space in your house, you might have it in e-
book means, more simple and reachable. This kind of Chinese Negotiating Behavior: Pursuing Interests
Through 'Old Friends' (Cross-Cultural Negotiation Books) can give you a lot of good friends because by you
investigating this one book you have point that they don't and make you more like an interesting person. This
specific book can be one of a step for you to get success. This guide offer you information that possibly your
friend doesn't understand, by knowing more than additional make you to be great persons. So , why hesitate?
We need to have Chinese Negotiating Behavior: Pursuing Interests Through 'Old Friends' (Cross-Cultural
Negotiation Books).

Dennis Utley:

Reading a e-book make you to get more knowledge as a result. You can take knowledge and information
from your book. Book is prepared or printed or descriptive from each source which filled update of news. In
this particular modern era like right now, many ways to get information are available for you actually. From
media social just like newspaper, magazines, science reserve, encyclopedia, reference book, novel and
comic. You can add your understanding by that book. Isn't it time to spend your spare time to spread out
your book? Or just seeking the Chinese Negotiating Behavior: Pursuing Interests Through 'Old Friends'
(Cross-Cultural Negotiation Books) when you needed it?
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