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Improving Negotiation
Many organizations across the globe entirely depend on the process of negotiation for better performance in their operations. The essentiality of the negotiation process cannot be in any way underestimated. Organizations have found themselves losing very suitable opportunities in their operation as a result of failure to initiate proper and effective negotiation with related parties. Why should an organization fail to initiate an effective negotiation anyway? This paper will discuss some factors that T-Mobile & Sprint organizations could have initiated to improve their organization performance. The paper will also discuss some ethical approaches practiced in the two organizations and their impact on the negotiation process.
First, the factor of power is very essential for a successful negotiation process.  The existence of power in any process of organization is based on the position of the personality of the negotiator. Power is a very dynamic phenomenon and can change several things as far as the negotiation process is concerned. According to Keltner, Gruenfeld, and Anderson (2003), power can influence two fundamental behavior systems that have implications for the initiation process – the behavioral approach system (BAS) and the behavioral inhibition system (BIS). This concept explains why having relative bargaining power makes someone have increased attention to any possible rewards related to initiating a negotiation. Also, power makes the negotiator navigate  when it comes to the process because, he or she is likely to less adhere to the norms, threats, and standards barriers. as such, the negotiator can pursue his or her negotiation goals. On the other hand, a person without power is likely to choose avoidance or fear to negotiate.
Since business is all about negotiating with any party be it clients, advertisers, manufacturers, or even investors, it is important that the organization factor power in their mode of negotiation. This will help the organization to be able to initiate any negotiation. As such, the organization will be able to enjoy the benefits such as the first offer benefit. The first offer is an important presenter for any organization process and also helps to predict the exact negotiation. 
Besides, if an individual possesses high relative negotiation power, there is a greater possibility that the person will comfortably initiate a negotiation with any party compared to a collectivist negotiator. Therefore, in any social setting, power is a measure of individual or group capacity to influence others thus able to possibly  influence the performance too. According to Galinsky & Mussweiler, 2001; Magee et al (2007), the high power negotiator is likely to open with the first offer to their counterpart creating a high leveraging area that an organization would benefit from
Mainly, the factor of power determines the competitive ability of an individual or an organization negotiator. The factor of power enables people and organizations to use more competitive techniques and tactics thus able to initiate a more strong and effective step in negotiation. Therefore, for a better outcome and performance in an organization, power has to be inducted and applied by the organization in a negotiation process.
[bookmark: _GoBack]The two companies, T Mobile & Sprint organizations have different ethical approaches which has impacted greatly on their negotiation process. The two organizations for instance are driven by an ethic of individualism. The merger of the two companies displays an objective of controlling the national carriers using the procedure of reducing it from four to three. The action might result in an oligopoly. (Salazar,2019) This ethical stand will allow more power to the two organizations which will translate into the huge potential of winning offers when any negotiation arises. Again, the two companies has  failed to offer a straightforward explanation on the reasons for the merger, and the benefits to the customers and all the shareholders. This has increased the issue of dishonesty and lack of transparency between the two companies and their stakeholders. As such, there are high chances that the two issues of dishonesty and lack of transparency would lead to the two companies becoming less powerful and influential when undertaking the negotiation process.
Conclusion
In conclusion, it is evident that with high power, individuals and organizations can bring out very key performance outcomes. However, although power and influence are major factors in determining the outcome and performance of an organization, the effects depend on the kind of negotiation that is at hand.
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