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The 2 MAIN [categories of] Negotiation philosophies can go by different names.
Each name conveys an element about a principle[s] regarding the nature of that philosophy [or perspective].
The assignment requires you to complete the Chart below. Discover the different names and explain what meaning it conveys.
I have provided the first. 
	NAME OF TYPE OF NEGOTIATION PHILOSOPHY
	WHY IS IT CALLED THAT? 
What does it tell you about the perspective/philosophy?

	Distributive Negotiations
	Involves allocating, or deciding, via negotiations, how limited resources will be "shared," allocated, [i.e., distributed]. The intention is to get as much as you can.

	1. Positional Negotiations
	This says what it is. It is a negotiation that is based upon you and the counterparts' position. At the end of it all, there will be a winner as well as a loser. This is a result of not everyone involved can get what they want in the negotiations.

	2. Zero-sum Negotiations
	This is the idea that there is a possibility of a fixed pie, and when one person receives more, it means the other person gets less. It is a negotiation that is thought of concerning creating some values.

	3. Win-Lose Negotiations
	It is used in organizations as a negotiation model in which only one negotiating party gets a positive outcome. So there is a winning party and one that loses. In this, impossible positions are taken by individuals, which further results in disputes.  

	4. Bargaining Negotiations
	This negotiation process is competitive and positional. It is the main focus claiming value for the negotiator rather than creating value. Bargaining revolves around single-issue, mainly price. Its predominance is mainly one-time negotiations where one side seeks to obtain the best agreement possible.

	5. Fixed pie Negotiations 
	In this approach, a. party gains at the expense of another party. In this type of negotiation,  negotiators believe that the priorities and interests of the counterparty are in direct opposition to the priorities and interests of the negotiator himself. 

	6. Accommodating Negotiations
	In this type, the negotiators take a lot of time maintaining and building relationships with the other party. They are critically sensitive to the relationships, body language, and emotions within the negotiation situation.

	7. Value claiming Negotiations
	This type of negotiation involves trying to get more value, which is preexisting on the negotiating platform for yourself, far away from the other party.

	8.Single issue Negotiations
	It involves price and also relates frequently to the process of bargaining because one party generally gains at the expense of the other party.





	NAME OF TYPE OF NEGOTIATION PHILOSOPHY
	WHY IS IT CALLED THAT? 
What does it tell you about the perspective/philosophy?

	Integrative Negotiations
	Involves "combining" [i.e., integrating/amalgamating] ideas to arrive at a creative outcome – one that neither party alone could have come up with.


	1. Win-win Negotiations
	In this negotiation, the outcome is attained by both parties' interests being considered, such that what results is gaining maximum benefit. It is more of a discussion rather than a competition.

	2. Interest-based Negotiations
	Its intent is reaching a mutually acceptable outcome beneficial to both parties. Emphasizing the importance of relationship for both parties, their interests are being met...

	3. Position based Negotiations
	The focus of negotiation is on the actual item being negotiated. Seeing the other party as an ally to overcome, each tends to be self-serving to see victory over the other party. In this negotiation, type substance is essential.

	4. Merit-based Negotiations
	By appreciating that each party places value on various outcomes differently, it attempts to improve the quality of negotiation agreements. Its need is to get mutual gains and requires a high degree of trust from both parties.

	5. Principled Negotiations
	It is a negotiation approach for resolving disagreements between parties. It focuses on finding mutually beneficial solutions and bettering interests. Helps in objective achievement. 

	6. Logrolling Negotiations
	It involves trading off issues or making concessions to maximize the value of each side. It was used to resolve partial and complete impasses amongst parties, harnessed in sales negotiations complex.

	7. Value creation Negotiations
	This type of negotiation involves looking far above the most prominent issue; for example, the price for a new source of value that can be tabled to increase the pie.

	8. Cooperation Negotiations
	This approach aligns itself with the interest-based strategy, and it also seeks parties to have win-win solutions. Disputants that enhance negotiation to come up with a solution are more likely to arise and develop a relationship of trust and result in mutually beneficial options for settlement. 
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