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If you're looking to build your deal-making chops, thereis no better school than the world of professional
sports. Few authors are as qualified to guide you through that rough-and-tumble terrain as Ken Shropshire.

From the Fortune 500 to the NFL, from Don King to big city mayors, Ken has negotiated major sports deals
across the country and around the world. He's also one of today's most sought-after negotiating coaches, with
clients ranging from the National Collegiate Athletic Association to IBM.

In Negotiate Like the Pros, Ken tells the stories behind some of the most sensational sports deals of al time
and extracts powerful lessons from them on the skills you need to master to become a top-notch deal maker.
You'll learn how to:

- Prepare and Set Agendas. Peter Ueberroth's negotiation with Fidel Castro during the Soviet boycott of
the '84 Olympics

- Know Your Negotiating Style and Play to Your Strengths. Why NFL coach Bill Walsh stresses sticking
with your style

- Set Goals: the $60 million deal Daiuske “Dice-K” Matsuzaka cut with the Boston Red Sox in 2006

- Leverage: from the astonishing three-way negotiation between Muhammed Ali, George Foreman and the
President of Zaire that Don King used to pull off “The Rumble in the Jungle’

- Build Relationships: Yao Ming's move from China and David Beckham's $250 million deal with the Los
Angeles Galaxy

You also get awealth of insider tips, tricks, and skill-building tools to help you develop a highly-effective,
systematic approach to deal making. Whether you're a fanatic who sees the world through sports-colored
glasses, or a casual observer who wantsto learn from some of the toughest, shrewdest dealmakersin any
industry, this book will teach you how to Negotiate Like the Pros.
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From reader reviews:
Lavinia Arthur:

The actual book Negotiate Like the Pros: A Top Sports Negotiator's Lessons for Making Deals, Building
Relationships, and Getting What Y ou Want: A Master Sports Negotiator's ... Relationships, and Getting
What Y ou Want will bring someone to the new experience of reading some sort of book. The author style to
spell out theideais very unique. When you try to find new book to study, this book very suitable to you. The
book Negotiate Like the Pros: A Top Sports Negotiator's Lessons for Making Deals, Building Relationships,
and Getting What Y ou Want: A Master Sports Negotiator's ... Relationships, and Getting What Y ou Want is
much recommended to you to study. Y ou can also get the e-book from the official web site, so you can more
easily to read the book.

Deborah Martins;

Spent afree time for you to be fun activity to complete! A lot of people spent their free time with their
family, or their very own friends. Usually they performing activity like watching television, about to beach,
or picnic in the park. They actually doing same task every week. Do you fed it? Do you want to something
different to fill your own personal free time/ holiday? Can be reading a book might be option to fill your
totally free time/ holiday. The first thing that you will ask may be what kinds of reserve that you should read.
If you want to consider look for book, may be the book untitled Negotiate Like the Pros: A Top Sports
Negotiator's Lessons for Making Deals, Building Relationships, and Getting What Y ou Want: A Master
Sports Negotiator's ... Relationships, and Getting What Y ou Want can be good book to read. May be it could
be best activity to you.

Wilma Hogan:

Does one one of the book lovers? If yes, do you ever feeling doubt when you find yourself in the book store?
Aim to pick one book that you find out the inside because don't assess book by its handle may doesn't work
thisisdifficult job because you are frightened that the inside maybe not because fantastic as in the outside
search likes. Maybe you answer could be Negotiate Like the Pros: A Top Sports Negotiator's Lessons for
Making Deals, Building Relationships, and Getting What Y ou Want: A Master Sports Negotiator's ...
Relationships, and Getting What Y ou Want why because the great cover that make you consider with regards
to the content will not disappoint a person. Theinside or content is definitely fantastic as the outside as well
as cover. Your reading sixth sense will directly assist you to pick up this book.

L awr ence Shults:

What is your hobby? Have you heard this question when you got pupils? We believe that that issue was
given by teacher to the students. Many kinds of habby, Every person has different hobby. And you know that
little person such as reading or as reading become their hobby. Y ou need to understand that reading is very



important and book as to be the matter. Book isimportant thing to include you knowledge, except your own
teacher or lecturer. Y ou discover good news or update regarding something by book. Many kinds of books
that can you take to be your abject. One of them is actually Negotiate Like the Pros: A Top Sports
Negotiator's Lessons for Making Deals, Building Relationships, and Getting What Y ou Want: A Master
Sports Negotiator's ... Relationships, and Getting What Y ou Want.
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