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This edited volume addresses the important issue of negotiating with
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terrorists, and offers recommendations for best practice and processes.
Hostage negotiation is the process of trying to align two often
completely polarised parties. Authorities view hostage taking as
unacceptable demands made by unacceptable means. However
terrorists view their actions as completely justified, even on moral and
religious grounds. If they are to try and reconcile these two sides, it is
essential for hostage negotiators to understand terrorist culture, the
hostage takers' profiles, their perso
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"Regression theory, while the most accurate and appropriate method
for business valuation, is often avoided by appraisers out of fear that
its complex mathematical model won't be understood by judges and
juries. Instead, they opt for the easy sell, using median and quartiles to
value a business despite their unreliable results. Businesses Using
Regression Analysis solves this issue by teaching analysts how to
simplify the method into straightforward and undeniable valuations



Current methodologies using median, quartiles, or standard deviations
to calculate Revenue Multipliers and Cash Flow multipliers often
produce values that are wildly divergent. This forces the appraiser to
choose between a very high or a very low value or consider averaging
the values, opening the possibility for the appraiser to be challenged.
On the surface, regression analysis appears to be the more complex,
mathematical model, so many professionals shy away from using it out
of fear that readers will be confused and reject the results of the
appraisal. Valuing Businesses Using Regression Analysis solves this
issue by breaking down regression to its simplest terms and providing
easy-to-read charts and explanations that can be understood by all.
Since regression analysis does not come pre-installed in Excel, the
reader will be shown how to enable Excel's regression in their
computers. The reader will then be shown four different Regression
tools that can be used for business valuations or for forecasting in
general. As an added perk, this book will also come with a template
that simplifies the entire regression methodology into the click of one
button. With minimal amount of work, the template will produce a
compelling four-page valuation report"--



