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When negotiating, is establishing a BATNA important?
Name

Institutional affiliation

In the face of a conflict, there arises a myriad of methods of conflict resolution. These methods vary in their degrees of efficacy and competitiveness. Different situations call for different conflict resolution procedures.  None of the methods is the best method. Negotiation is one of the methods used in resolving conflicts. Therefore, a negotiator should possess astute negotiation skills. Determination of an individual’s Best Alternative to a Negotiated Agreement (BATNA) is a critical part of the Investigation and planning phase of a negotiation process.  The five phases of negotiation include: investigation, establishing a person’s BATNA, presentation, bargaining as and lastly closing. Therefore, establishing a BATNA in a negotiation is not only important, but it is also an essential phase of a negotiation process. 

Examining and thinking through the BATNA is essential in helping an individual in deciding on whether to accept any possible offers they might receive in the negotiation process.  Therefore, knowing your possible alternatives is important (Adair et al., 2001). In case there are numerous alternatives, you should examine the proposition more critically. One should not rush to making the decision on what offer to pick (Robbins, 2009). Therefore, it is, with no doubt, important to affirm that BATNA plays an important role in a negotiation process. The options availed; make it possible to amicably resolve a conflict without hurting any party. 

However, one needs to know what their alternatives are in time. This makes the problem-solving process smoother. In case there are numerous alternatives available to an individual, you can look at the suggested deal more analytically and examine both the pros and cons of the possible outcomes of every option (Stark, & Flaherty, 2003). Could you get better results than the suggested deal? Is the deal the best alternative a person could get? Is there a best alternative forgone? Was the deal fair? (Lebra, 1976) The best answer to these critical questions can only be obtained if there were BATNA. The best solution to the issues as mentioned earlier will ensure that no party is hurt, and there is fairness in the problem-solving process (Robbins, 2009). Therefore, BATNA is the best tool that can be used in the negotiation process. 

Your BATNA will assist you to castoff unfavorable deal. Nonetheless, in case the deal is better than another result you could get, (in case it's better the BATNA), then you should accept it (Lebra, 1976). For instance, when a person knows that the opponent is desperate for a particular deal, they can opt to demand more (Stark, & Flaherty, 2003; Brett et al., 1996). On the contrary, if they have more options out of your negotiation, then one will have to make concessions. 

In conclusion, the essay has summarized the possible significances of BATNA. The entire paper has fully elaborated into details what BATNA is, and how appropriate it is in the negotiation process. The discussion has, without any doubt, affirmed that establishing a BATNA in a negotiation is a crucial phase of a negotiation process and it helps in choosing the fairest deals out of the possible alternatives.  
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