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Introduction
First and foremost, it is important note here that international business negotiation is a complex art that requires long-term strategic planning, commercial creativity, and high levels of interactive skills. By definition, negotiation is a process by which two parties that want to make a deal are able to reach at an agreement on the precise terms and conditions of the deal at hand (Fisher et al., 2011). In an international business environment, negotiators have to deal with a number of issues that arise during global business negotiations. For example, one party could prefer a more specific agreement while the other party would require a very broad type of agreement. Also, in some cultures parties would be required to discuss about the overall business deals before going into the specifics while one party would like to talk about the specific first and then discuss the overall deal later. There could also be difficulties in communication where one party would rather communicate directly while the other one prefers communicating indirectly. Some cultures are risk-taking while others would rather avoid risk. Because of all these problems, negotiators should be able to apply various negotiation strategies that would guarantee a win-win agreement on the deal at hand. 
Negotiation Strategies
A successful business negotiation is one that allows both parties to achieve their objectives. Therefore, for the negotiators to have a win-win agreement, they need to apply the following negotiation strategies:
· Focusing on commonalities rather than differences
Cultural values have a role to play in international business negotiations (George et al., 1998). However, one of the reasons why an intercultural negotiation is difficult to accomplish is because negotiators are more often used to negotiating within their own culture. Fisher et al., (2011) explains that more often negotiators assume that the rules they use to understand how they ought to negotiate and how they ought to achieve their goals are the same when they go into new contexts. When individuals are negotiating in own culture they tend to know the values of the other negotiators or have a better idea of what goals they have about the interaction. Negotiators find it even more difficult when they do not know the values other negotiators from different cultures hold on the deal. Therefore, the focus should be on how to minimize the differences because failure to do so will not allow the involved parties to settle on an agreement (Ferraro & Briody, 2017).  It is also important to note here that if negotiation experiences between the parties overlap, there could be an effective communication especially when the negotiators recognize that they can both understand the worldview of the other person. 
· Negotiators should try to address needs and interests, not positions 
In negotiations individuals tend to focus more on their positions rather than in the underlying interests that drive those positions, for example, the first negotiator in a certain deal may say “I want the majority holding of IBM shares in China.” Obviously, when this is explained one can understand that sometimes negotiators persist in taking positions which tend to be “I win you lose” confrontations often missing solutions that could have best addressed the interests of both sides. Therefore, if negotiators see their way to taking the interest driven route, it could be easier to settle on a win-win agreement rather than creating a scenario where one party feels that it will end up losing. A good example of a negotiation failure is when the Indian government felt that it was not benefiting from IBM computer business in the country and, therefore, confronted the company requiring it to reduce its ownership from 100% to 40%. IBM was reluctant to agree and instead it decided to compromise by offering a concession that the Indian government refused. The refusal led IBM to engage in a process of avoidance where it decided to leave India instead of renouncing its global strategy. In this case, both the Indian government and IBM could have engaged into a negotiation that was more focused on addressing the needs rather than positions and by so doing both parties could have benefited from the business IBM was doing in India.
· Exchanging information and ideas 
Creating a free flow of information is essential in all international business negotiations as it allows both parties to serve their best interests. It is also important to note here that by exchanging information and ideas, negotiators are able to learn how they can best achieve their objectives without ignoring one another’s wants, feelings, and reasons. By so doing, negotiators enhance their communication hence making it possible for them to produce integrative agreements where everyone becomes satisfied with the terms and conditions of the entire deal. Research has also shown that by sharing relevant information during international negotiations, negotiators are able to resist making concessions that are likely to risk the occurrence of an impasse (Pruitt, 2013). It is for this reason that negotiators are encouraged to exchange relevant information and ideas regarding the deal at hand to ensure that no one feels played off and also to ensure that everyone understands the nature of the deal they are about to enter into agreement. Pruitt (2013) has also explained that sharing of information and ideas increases trust. Negotiators are more likely to enter into an agreement where trust exists. On the other hand, distrust may lead to concealed information about the deal where negotiators do not know what to expect from one another and this may result into a disagreement.
· Invention of mutual gain 
One thing to understand in international business negotiations is that negotiations are supposed to solve problems. Therefore, this strategy requires negotiators to focus more on mutual interests where they all show their willingness to care about one another’s wants or needs. When negotiators or two parties are trying to reach an agreement voluntarily on a decision or transaction, they should consider the outcome of their negotiations. This is because sometimes there are people who are not at the negotiation table but have a stake in what comes out of the negotiation. Therefore, even if an individual is negotiating on behalf of his or her organization or even the country, there are other people to consider when negotiating. 
The technique of mutual gain approach means that involved parties should not engage in a traditional way of negotiation where people assume that whoever gets the most wins and the other side loses. Instead, parties should focus on the invention of mutual gain by creating more opportunities, arrangements, and new relationships for one another (Craver, 2003). This strategy can also help various parties create enough value by simply understanding the interests of other parties on the negotiation table. By applying this strategy, negotiators can think of other creative trades they can engage on in the future hence strengthening the relationship they have between themselves. 
· Using objective criteria to ensure high standards of performance 
In getting to yes, Fisher & Ury (2011) explains that in an international business negotiation, a negotiator should not give in to pressure from the other side as the opponent will always be trying to gain control over the negotiation process. In other words, negotiation procedures do not encourage negotiators from either side to twist one another’s hand so as to enter into an agreement. The application of objective criteria assists individuals participating in international business deals to enter into an agreement. By definition, objective criteria also referred to standards or legitimacy are things external to negotiation that tend to affect how the negotiation should be concluded (Fisher & Ury, 2011).
Fisher & Ury (2011) suggests that whether or not it is a contest of will, one party will always be trying to get something from the other party and sometimes their wills collide. Fisher & Ury (2011) refers to such a collision as “power struggle.” They also explain that power struggle can damage the existing relationship between parties and this may lead to disagreements. Therefore, negotiators should apply the strategy of objective criteria so as to ensure that no one tries to gain power over the other. 
Conclusion
For parties to enter into an agreement in any international business negotiation, they need to be aware of how to apply the various strategies discussed in this paper. Strategies discussed guarantees a win-win agreement that leaves both parties satisfied for having gotten what each party was demanding. By applying the above strategies, negotiators are also able to know what to do to make the other side happy something that strengthens the relationship. 
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