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PART 1
Outline a plan that includes three (3) types of negotiation approaches covered in Chapters 1-17 for handling the negotiation that will either create a deadlock, an impasse, or a stalemate. 
Introduction
Basing assertions on some environmental facts, the United Nations develops a new bill that raises issues with the United States. I, as an ambassador, having been given the mandate by my employer, I have made a negotiation plan to convince the U.S president on the matter at hand. Differing opinions will always come especially where contracts have been made. An agreement should be sought, and negotiation happens to be the easiest way to reach a solution (Medeiros et al, 2017). 
The plan:
Environmental agreement implemented by the United Nations facing a dismissal by the United States. 
Major issues: this environmental policy will harm major economies, the U.S inclusive. Economic depression or stagnation is a probable risk. It will pave degraded economies a chance to evolve.
Minor issues: I have the obligation to detail the bill so that you (U.S president) can decipher the exact implication.
Negotiation priorities: minimum and maximum costs likely to be incurred by the U.S. The exact value of the loss or profit expected and the objective of the bill both to the UN and the U.S.
Negotiation approaches: soft, hard and compromising approaches can be used (Medeiros et al, 2017).
Soft approach
A soft approach is accommodative meaning that it is very cooperative and does not assert. Based on this approach, I am required to treat the U.S president’s case in a friendly manner, that is to say, I will trust his argument to establish a common beginning. I will even explain on the extension of offers to this specific country, purposing to reach a conviction that the bill benefits the country most. My approach will not confront any idea but it will focus on position of agreement. I will be very willing to concede to the point of compromising the organization’s policy. 
Hard approach
This approach is negotiated in a competitive style. It is uncooperative and very assertive. The approach will mean that I take the U.S as an adversary. I will act suspiciously and always against their purposes. I will threaten on hazardous impacts to face the country and the UN will not take part in finding a solution. I will confront the president on the basis of his stand focusing on positions that scare him. Unlike in the soft approach, I will not concede. 
Principled approach
Principled approach will act in an assertive manner. I will need to cooperate and very assertive. I will favor ideas from the president’s side, contemplate and form an agreed conclusion. My main idea at the end is to seek a solution that will integrate both of us.

Compare the United Nations member’s stances on the new environmental bill. Examine at least three (3) common stances of opposing U.N. members in which you would need to provide a rebuttal based on your research. Justify your response
UN members from third world countries are seen to support the environmental bill since it favor growth in the individual economies. This could be strategic since the UN carries most of its activities in the developing economies, it might be in the toil for a conducive economy for its operations. Either way, the U.S has vowed not to sign the bill until it is restructured (Auta et al, 2017).  Some of the valid reasons that this member state has passed include a) that the bill will collapse most of the country industries especially primary industries that derive their production factors from nature, b) the U.S economy is a developed economy. This means that it has effectively put to use its resources in a productive way. Now this bill targets the country as an important source for the developing economies, thus finding a confrontation from the U.S as well as other major member economies, and c) the bill is developed for the purpose of underdeveloped economies. This is justified by the fact that industries of the U.S are expected to pollute to a certain limit beyond which they will pay for it. To the contrary, the developing economies re not limited to the point of environmental pollution – this means that they can produce much at a low cost.  
The U.S is one among the greatest economies in the world, thus it is characterized by enormous resources and wealth (Auta et al, 2017). As the president, I would give into the bill. I would allow for the production of technology within my country and any other capital goods. At the same time, I’d allow for the third world economies to produce consumer goods/secondary industry and then import at low prices from the developing economies. 

PART 2. 
"Good Guy / Bad Guy" Please respond to the following: From both of the e-Activities, determine two (2) factors that make the “Good Guy/Bad Guy” technique in negotiating highly effective.
This tactic uses the principle of hurt and rescue; the bad guy nags on tensions and discomforts which are healed by a good guy.
Compliance is the basic concept in this tactic of negotiation (Perdue, B. C. 1992).
It’s a two way mode of persuasion. What the bad guy imposes is definitely replied to by the good guy. There are no instances where the issues at hand will be carried forward.
Suggest at least two (2) other approaches that negotiators could have used in the Russian school hostage standoff mentioned in the second video.
Other than killing the culprits, they could have detained them as a way of seeking the core issues.
Assassination after judgements as a hard approach.
 Suppose you are looking to purchase a home or a vehicle at a government sale, and you want to receive the best possible offer from the seller. Explain fundamental reasons why the early establishment of the role that “Good Guy Bad Guy” negotiating will play in obtaining the best possible offer on the home or vehicle you want to purchase is important. Provide at least two (2) examples of the early establishment of this role to support your rationale.
Good guy Bad guy tactic will demand an explanation of the key features that need be proven as a way of demanding on the right mode (Perdue, B. C. 1992). The bad guy in the case is the buyer and the good guy represents the buyer who is bound to comply. 
Examples
A couple needs to buy sub-woofers. The husband tends aggressive and commands the seller that the price is so high, the sales person concedes and keeps quiet. The wife then sneaks on the seller and tells him that the husband can just buy at a particular price.
Another example, a sales manager is presenting a report to stakeholders in a very dictator way, stating goals that are far reaching. After the presentation, a line manager meet the stakeholders and assures them that the manager will get punished if goas are not realized. 
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