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A real-life-bargaining integrative negotiation example involves a case of two girls and an apple. There is only one apple on the shelf, and the two girls Melisa and Cathy, are simultaneously demanding it; a distributive bargain will entail that each one gets half of the apple. However, using the integrative approach, the two girls each ask why the other wants the apple, therefore discovering how one wants to eat it while the other wants to make apple pie using the peels.  The integrative bargain favors the two of them. This is so because the girls have broken the issue down into parts that are more easily managed. Deal structuring has helped in closing the divide on the differences; whether one wants to eat and the other needs the peels, the bargain has fallen in both their favor. Melisa gets to eat the fruits inside while Cathy gets the peels for her pie. 
[bookmark: _GoBack] Integrative negotiation has been achieved because both Melisa and Cathy possess shared interests in realizing mutual gains through trading beyond their issue. More than one issue needs to be bargained here; either one eats the whole fruit or the other use it for cooking, something integrative negotiation entails. The two ladies utilized the potential of making tradeoffs through their issue, therefore creating value. Even though it seems like a distributive bargain, it is integrative because additional issues were added in the discussion of who gets the apple. The two ladies were creative enough hence bringing about value-creation between themselves. However, it might have been a daunting task coming up with that innovative idea, mainly because it was in the middle of a collaborative process. Cathy, who is a skillful negotiator, had to change her mind set by becoming more creative. She offered to peel the apple for Melisa, and each gained from it.
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