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Best books/ Paige Turner Contract Negotiation 
This exercise involved two parties; Best book publishing company and Paige Turner, the famous author who wants to sign a contract with a new publishing company. Best books exercise two agent missions in it, the representative of Best Books Company and a representative of the author. Both representatives would have a meeting to start negotiations with each other. Both parties want to sign a contract with each other, and both want it to happen, but both of them have different objectives to discuss during the negotiation. My part in this exercise was to be a representative of the author. Paige Turner, the best and greatest-selling author, nationally is said to be planning to change publishers and has also planned to make a contract with the Best Books publishers. As the agent for Paige Turner, who is going to meet up with the representative from Best books, there are a set of discussions that I have with the Best Books representatives so that I can acquire the best deal for Paige Turner.
Some of the issues to discuss with the representative include royalties, which means the percentage per sale which the Best books publishers are going to offer. Other issues include the contract signing bonus they are willing to offer, the advances, number of weeks that Paige Turner is going to take in promoting his book, the number of print runs for each and every book, all the countries whereby the book is going to be sold and lastly, the number of book clubs and even libraries which are going to accept and adopt the book from Paige Turner. During the negotiation process for any business to be done, there occurs a discussion for both the seller and the buyer to agree on the price and the terms of service as well. Paige Turner has already laid down plans on how she is going to spend her money. However, bonuses are also important; therefore, the representative from Best books has to assure Turner of the bonuses since they are so common in many business settings. In this regard, Paige Turner decided to hire an advocate to handle her legal affairs in case the need is raised. The reason for taking this action is to ensure the publishing company does not exploit her and benefit from her work. Also, she aimed at ensuring companies do not violate the terms of the signed contract by avoiding meeting the promised terms.
The kind of contract that Paige Turner gets is also important since it majorly determines whether I will still remain to be his agent. The switching of publishers may happen due to a positive or rather a negative impact. Switching publishers helps the author to get a contrast of the different publishers which do exist. Therefore, the main aim of Paige Turner is to publish at least two books with the Best Books publishers, and from that, she will have enough experience with it and also have enough freedom to leverage different publishers. Since Paige is a great writer, her books do not need any form of promotion. Also, Paige Turner says that she finds book promotion boring since a great book automatically sells itself.
Therefore, my goal of the negotiation is to obtain the highest points of these eight issues, to satisfy my client, and also trying to reach out to an agreement to sign a contract with the Best Books representative. Since I do not know whether or not the best books want to sign a contract with my client, I totally want to enter the negotiation compromising and collaborating to reach the highest point of the issue discussed in the contract, and also to gain the interest of the publishing company to sign with my author (Zartman 2019). Though she is the best-selling author in the country and across the world, she needs to sign a contract with a publishing company to ensure her work is well marketed and published by the best publishers.
During the meeting with the agent of Best Books, I have used an integrative bargaining/negotiation strategy to acquire the best options for my client. Negotiations I was able to compare the opportunities provided by the company, and thus I was able to decide on the best option. This was a good approach as Best Books publishers gave better terms before signing any contract with my client. I used this strategy because I did not want to strain on the other party more than to reach out to the best agreement for both parties. At the beginning of the negotiation, I used a rational persuasion style to influence the Best books' agent. I was not playing around; I have told him straight facts and information about the author what he wanted and what he did not want through the eight issues that were discussed.  
Paige Turner/ Best books publishers’ Final Agreement Form
	 
    Issue
	
Term reached
	Points for Best book publishing Rep
	Points for Paige Turner’s agent

	Royalties
	15%
	1,000
	6,000

	Signing bonus
	15,000
	1,000
	3,000

	Print bonus
	5
	3,500
	3,500

	Weeks of promotion
	20
	1,500
	400

	Number of books
	2
	100
	2,500

	Advance
	15,000
	4,000
	1,500

	Countries distributed
	14
	4,000
	4,000

	Book clubs
	5
	7,500
	5,000

	Total points for each party
	
	23,600
	25,900



Throughout the negotiation, both Paige Turner's agent and Best books publisher's representative maintained a good, friendly, and professional relationship. No party was strained since both the parties were willing to make it soft for the other side as well. The outcome after the negotiation process was pleasing since the deal for royalties that the Best books' representative was willing to offer was quite good. From the negotiation, I learned that it is always good to keep focused since my goal was achieving the maximum number of points. In most cases, the negotiation process is distracted by noise, and this was the main distractor during the negotiation. Also, it appeared that the Best Books agent was not briefed about the negotiation, and this, to a larger extent, did not favor the negotiations. I also learned the importance of persistence since the other party was getting a greater portion from the beginning of the negotiation. However, it turned positive for me as the negotiation was coming to an end. The negotiation was information filled, and it happened to be one of my best.
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