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Importance of Batna in Negotiations
Negotiation is termed as a dialogue between two or more people or parties with intent to reach a rewarding outcome for one or more issues that are giving rise to a conflict. This rewarding outcome can either be acquired by one of the parties involved or both. It aims to gain merit for a person or a group or to craft results to satisfy different interests. The extent to which the negotiating parties trust each other to implement the negotiated deal is a major aspect in determining the success of the negotiation. It is true that there are very many questions that comes in as to why when negotiating if the establishment of BATNA is important. This essay will answer this question with reasons for the stance. 
In negotiation, BATNA is the most advantageous alternative course of action a party can take if negotiations fail and an agreement cannot be reached. The term BATNA is an acronym for the “Best Alternative to a Negotiated Agreement” which was first highlighted as a concept by Roger Fisher and William URY in their book “Getting to Yes: Negotiating Without Giving In”. Fisher and Ury stated that any negotiator should determine their BATNA before agreeing to any negotiated agreement. In light of its importance, BATNA is the key focus and the driving force behind a successful negotiator. A party should generally not accept a worse resolution than its BATNA. Care should be taken to ensure that deals are clearly valued, taking into account all considerations, such as inter-personal value, time value of money and the likeliness that the other party will live up to their side of the deal.
BATNA is important because it acts a point of leverage in negotiations. Options need to be actual and actionable to be of value, BATNA is the measure of the balance of power in a negotiation. If other parties need you in order to reach their objectives, your BATNA is strong; your negotiating circumstances are strong. If you want to buy a new computer and the same model is for sale at several computer dealers, you have a strong BATNA because you can benefit from their competition for your business. Think of BATNA in a negotiation like playing a game of cards. Your walking-in BATNA may be the first cards you are dealt. In many card games, your hand may change during the play as new cards are dealt with you (and others). So your BATNA changes as new cards come into your hand. If those new cards are only known to you, you develop a greater understanding of your own apparent strength. If the new cards are dealt with all the players in a way that allows each player to see at least some of the cards in each player's hand, you learn more about the comparative strength of your BATNA. In negotiation, rather than looking at cards, we are assessing information about our own resources, those of other negotiating parties, and the influences on each negotiator from their constituencies.
In conclusion and by looking at it as an ongoing, it is evident that changing measure of negotiating strength as a mechanism for deciding whether and/or when to quit, we develop a disciplined, informed approach to our negotiations.
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