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Negotiation is a process of looking for a solution when disagreements arise among individual, between firms and also between an individual and a firm. There is the need to resolve issues for continued business relationship above all other things (Sebenius, J. K. 2017). Different strategies have been used to settle off issues. In this context, BATNA and ZONA are discussed:
BATNA is an acronym that means “Best Alternative To a Negotiation Strategy.” In the context of negotiation, it is defined as a strategy or a skill which leads a negotiation counterpart to the best alternative after an agreement fails to hold. In some cases, in a negotiation process, the parties can fail to agree. When this happens, the best alternative (BATNA) is sought. BATNA has a wide range of options; for instance, looking for another business counterpart, staying in stagnation, institutionalizing changes in design or mode of business, internal production or self service delivery. The choice of BATNA to use now depends on the situation of the counterpart and the impact thereafter. BATNA for one party is so different to the BATNA of another regardless of whether they fall in the same area of operation or not. 
BATNA is very important in a negotiation process. The following are some of the advantages it brings on board; it gives one enough thought and/or research into getting to know and understand their counterpart’s alternative, a good time is provided in the event to develop an alternative that can be executable, and with no doubt; it provides a room for good results when the parties don’t lie about their BATNA, it involves stake holders and colleagues as a way of reviewing on many options and at the same time reaching a consensus that is corporate. In the point of a negotiation, business is at slack. Failure to agree on the proposed negotiation, means, that business is also stagnant. A BATNA, therefore, sets foot in here to help propel the business towards its goals (Pinkley et al, 2017). 
Zone Of Possible Agreement (ZOPA) is used in a negotiation to imply the area in which an agreement between both parties is likely to occur. It reaches a point in a negotiation where both parties have no idea an agreement to solve their problem. In this case, a ZOPA is sought and it yields the good results. 
The process of developing a ZOPA starts by a proposal made by one party, who becomes a proponent. The proposition is tabled to help an agreeable ground. It is bought by the counterpart, prospect if it is convincing (Trejo, B. V. 2017). The proposal can as well be declined by the other party. The prospect targets maximum selling and the prospect target the minimum give away.  
The importance of ZOPA in a negotiation is that; the parties at the end of day, will be achieve fairness since any course of action made is based on their considerations. A ZOPA plan offers the parties an opportunity to value addition by critical evaluation of interests and concerns of each party. This advantage extends the playing zone of both parties. ZOPA allows the parties an advantage of high skills of competitive power and tactics of maneuvering stress. 
[bookmark: _GoBack]Conclusion both strategies are ideal and have their time when it comes to negotiations. Over and over, people get to the neck of each other in business and therefore, the need to reach a solution. The above strategies have been found ideal. 
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