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Discuss the steps that should help a manager/ negotiator ensure that media and entertainment industries do not take advantage of his lack of experience and the basic skills needed to effectively negotiate.
           Effective negotiation yields to a fair term of agreement to both the band and the media and entertainment industry.  A number of basic principles that govern a negotiation process ensuring that entertainment industries do not take advantage over negotiators who are deemed to lack experience and the needed skills and include the following;
As a start, the manager should adequately prepare - this involves adequate research on this industries. A good and broad research  highlights, their areas of focus and interests, their objectives, areas of common interest  for both the band and the media industries, negotiation strategies that have been used before in other similar negotiations, previous contract terms they have offered to other bands among other things. This research helps come up with objectives on the specific areas of concern for the band and the entertainment industries hence focusing on their common objectives rather than differences (Clay-Williams et al, 2016). It also helps identify the strategies, styles and patterns that the other party might use during the negotiation process.
            The manager should come up with a negotiation strategy (Clay-Williams et al, 2016). A negotiation strategy that brings forth a fruitful negotiation should be well thought out and based on research and specific objectives to act as points of reference. For example the manager may decide to break the negotiation terms into parts rather than dealing with the whole set of terms at once. This strategy would ensure that a variety of solutions are presented. This also ensures that conflicting areas are easy identified and points of compromise agreed on. A good negation strategy guarantees a win since points are put forth in a clear and concise way and terms of agreement are flexible both to the band and to the media companies.
                For the manager to effectively execute his duty as a negotiator, active listening skills are key. The manger should pay close attention to what is said and what is not said (Kelchner, L. 2017). This means that he/she should observe body movements, tonal variations, mostly repeated phrases by the other team. He/she should also ensure that the other teams knows that he has heard and understood what they are putting across, this helps build trust with them. The managers choice of word, statements and speech patterns should be well thought out and focused on the point of argument and objectives. This will ensure that clarification is sought in areas where the media and entertainment industries terms are unclear or seem to be in contradiction with the bands terms (Kelchner, L. 2017). Active listening can help identify areas where the other parties can compromise an advantage to the band.
             The manager ought to be respectful in how he/she approaches the media negotiators and in communication (Kelchner, L. 2017). Clear, straight to the point, concise communication is of importance for goals and objectives of each party to be understood.
         Teamwork is a key element for negotiations to move forward. The manager should be in a position to work with the media and entertainment industries towards a solution that will make them reach an agreement (Kelchner, L. 2017). If two teams work as rivals or like teams opposing one another the negotiations might remain still and in the end agreements are not reached.   

            The manager should be empathetic. He/she should try to understand the other parties concerns, objectives and the reasons behind every argument they make. Offensive statements made during the negotiation by the opponent should not be taken personally this is possible if objectives are kept in mind. Patience during the whole process is significant for a win in a negotiation. Conclusions have to be made after all possible alternatives are considered and the best agreed on rather than rushing to close deals that just seem fair. This calls for patience.
 The manager must be creative. A wide variety of solutions is needed especially if the band has to make compromises such as risks involved and payments. 
Negotiation approaches that I would use when negotiating with the media and entertainment industries
A smart strategy guarantees a win-win situation (Vij et al, 2015). The ‘being in control strategy’ is perfect for a fruitful negotiation as the manager would plan on; the place where the negotiations are going to take place, the time and the guidelines on the whole process. This gives me advantage. I will prepare and plan adequately since I plan on this time, place and guidelines on the whole process. This approach allows for preparedness on risks and incomes hence priorities are set right and then I will know the risks worth taking. Having planed and prepared well I am in a positi0on to know the medias area of interest and when they can compromise. This keeps me in line to ensure that my objectives for the band are present clearly and understood and neither a single one is overlooked or forgotten. This strategy also allows me to be flexible in my terms without compromise on issues of great concern since different possible solutions have been weighed. This strategy is a guaranteed deal breaker (Vij et al, 2015).
Breaking my terms of agreement into parts and negotiating each point on its own may be a smart move for me (Vij et al, 2015).  The media and entertainment companies may not agree on the contact terms, handling each term independently helps identify areas of common interest and areas of concern. Further a wide variety of solutions is presented for each term making it easy for both teams to come to an agreement. This is easier than having to say yes to all the terms of the one party.  It also ensures fairness on both the band and the media companies since alternatives are given where possible. Breaking of the term also clarifies them and their objectives and points of argument.
Another strategy that works to bring a negotiation to a close is by use of contingent concessions. Since all alternatives to terms of agreement that offer uncertainties in the future will be reduced (Vij et al, 2015). This means that the opposing party should clearly state what happens if the contract is breached and how much the money is supposed to be paid as penalty. This approach lays emphasis on what we, the band, and the other party wants, and expect in a contract hence negotiations are based on the objectives.
A Plan for contract negotiation
A plan entails a broad research on the opposing team, their interests, areas of compromise, areas of concern and the reason behind their concern and argument. It looks at the other previous negotiations both successful and unsuccessful (Liu 2015). It identifies their negotiations strategies, representations and language use, industries strengths, weaknesses, areas of common interest for them and the band and areas of compromise. A plan therefore lays down counter strategies that can bring the negotiations to an agreement. Planning seeks to define goals, review the contract terms, highlight interests and look at all alternatives. 
Planning gives room to think through the solutions at hand, those that can be offered and the terms that have to be compromised.  my plan outlines the goals, objectives, areas of concern  to keep the negotiation process in check because they act as reference points and limit the possibility of agreeing to   an agreement that is not fair to the band. It also helps me as the manager to know how to tackle all arguments presented to me without losing focus or getting personal. Planning looks at creative ways to tackle situations, it thus allows for flexibility in terms hence an agreement can be reached that is fair to all parties (Liu 2015).  My plan would thus include a clear set of my bands’ goals, objectives and interests and concessions, the other party’s interests and areas of interest, negotiation strategies, possible solutions and a best alternative to negotiation agreement.
Reasons why the negotiator should set the terms of contract rather than the opposing team
A contract term for my band would entail an offer, an agreement, and a relationship binding by law and a payment or consideration (Kelchner, L. 2017). I need to set the contract term because I have adequate knowledge on my bands interests, goals and objectives, areas of concern and focus and risks and revenues involved. this make me in a position to set terms that are favorable for my band in terms of the offers I am willing to make, have a wide variety of solutions or considerations that I can put forth. The opposing team is aware of my in experience in the sector and may choose to revenues and failing to consider the risks involved. I cannot allow them to set the contact terms because they don’t have the bands interests and objectives in mind and have no idea on the risks and revenues of the band. Failure to set my bands terms leaves it at a risk of not being in a position to come to a common understanding with the industries and uncertainties in case of contract breach. Setting the contract terms myself would limit chances of misrepresentation by the industries, and also allows the band to meet their objectives when in this contract.
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