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Conduction of Negotiations
1. How Negotiators Prepare Negotiations
When parties disagree or have different views on an issue, a negotiation is implemented to avoid arguing and provide an agreement. Consequently, a negotiation involves strategic discussions to address an issue by establishing an acceptable conclusion to all parties involved (Balliu & Spahiu, 2020). Moreover, negotiators achieve desired results through adequate preparation for the negotiations. The degree of preparation of negotiators defines the outcome of the entire negotiation since it states the specific steps to implement during the negotiation.
The preparations made by negotiators provide an analysis of the whole negotiation process to the outcome. Some of these preparations made include the formulation of a negotiation team based on the situation, establishing the specific negotiation issues and objectives, identifying the parties' approaches, and assessing the bargaining strength and weaknesses. Once that is achieved, the negotiators also establish the negotiation priorities, determines the specific negotiation approach to use, prepares a negotiation plan, and prepares a negotiation agenda to define the specific steps to be carried out during the negotiation (Balliu & Spahiu, 2020). Once implemented, these preparations equip the negotiator with skills to implement an effective negotiation.
Furthermore, identifying the most appropriate negotiation approaches also plays a vital role in determining the outcome of the negotiation (Abigail et al., 2018). For instance, the distributive bargaining approaches involve negotiators mainly interested in achieving and maximizing their interests; therefore, there is minimal to no consideration of joint success with the other party. In addition, the integrative bargaining approaches involve negotiators that focus on establishing cooperation with the other parties to achieve the maximization of joint interests (Abigail et al., 2018). However, the adoption of either the distributive or the integrative bargaining approaches is based on the negotiators, attributes, and behaviors.
Therefore, for negotiators who choose and implement distributive bargaining approaches they are mostly characterized by non-cooperative behavior (Abigail et al., 2018). In most cases, distributive negotiators are focused on competition and win-lose outcomes. Therefore, they also depict competitive behavior and a lack of compromise attitude. On the other hand, negotiators that adopt integrative bargaining approaches tend to depict cooperative behaviors and are focused on establishing a win-win outcome. Therefore, depending on the negotiators' aim and behavior, they may choose one over the other (Abigail et al., 2018). In most cases, a negotiator would adopt the distributive bargaining approaches when involved in business negotiation and adopt integrative bargaining approaches when involved in a friendly and family-based negotiation.
2. Reasons why both Management and the Union Favor No-Strike, No-Lockout Provisions.
Strikes are often used by unions and employees to exert pressure on employers to meet the needs of the employees. However, in most cases, strikes result in negative outcomes for employers and the union due to events resulting from strikes, such as property destruction events. In case of a conflict between the employer and the employees, most management and unions opt to develop an agreement that addresses the issue by stating that no-strike, no lockout governing both the employer and the employees. The agreement's development is often based on the management and the union favoring no-strike provisions due to various reasons (Ugoani, 2019). An excellent example of these reasons is that it facilitates peaceful negotiations based on the agreement drafted. Therefore, when a disagreement occurs between the management and the employees, the employer does not lock out the employees, neither do the employees strike or engage in similar activities. As a result, future negotiations under the agreement tend to be peaceful (Ugoani, 2019).
Additionally, various methods are adopted to ensure that a negotiation impasse is conducted peacefully. In this case, the adopted negotiation methods focus on providing a win-win solution to the problem, since it may be a challenge to implement a competition-based negotiation. One of these methods is through considering the individual values of the other party (Menkel-Meadow et al., 2020). One of this method's major advantages is that the worth or value is only placed on the problem and not the other party's individual. As a result, this method facilitates maintaining a good relationship even after the negotiation process, since the process is conducted peacefully. However, it may be disadvantageous since it exposes the negotiator to the risk of misinterpreting the other party's interests, influencing the negotiation plan. 
Another peaceful negotiation method is building a rapport with the other party, making it easier to carry out a dialogue. A conducive and appropriate rapport creates a relationship during the negotiation process; as a result, the negotiation is conducted with ideas past the problem. Moreover, this method allows the negotiator to understand the specific interests of the other party; therefore, it helps in developing the specific common grounds and the shared values (Menkel-Meadow et al., 2020). However, this method may have its disadvantages since it is based on speculation of the other party. Thus, in some cases, the other party may not be interested in developing a rapport. As a result, it could facilitate the adoption of competitive based behavior. 
3. Difference between an Offer for a Unilateral Contract and an Offer for a Bilateral Contract.
An offer from a unilateral contract involves a proposal made by only one party; therefore, no one is forced to up the offer. On the other hand, an offer for a bilateral contract involves an agreement between two parties on a specific price; therefore, both parties often implement the adopted terms (Kani & Motohashi, 2016). Moreover, both offers are often exposed to other issues that may influence their outcome, such as the mode of agreements used. Moreover, understanding the difference between these two offers is important since it facilitates understanding of various aspects. For instance, the understanding of who is obligated in the offer, who the offer is extended to, for instance, whereby a unilateral offer is extended to many people; however, a bilateral offer is only available to the two parties involved.
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