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Week 5
Reflection Paper
	Power is an essential element of negotiation because it gives one party an upper hand over the other. Power is described as the ability to cause an impact on people or situations (Zahariadis, 2017). Power is neither regarded to be good or bad, but it is the abuse of it that is considered to be bad. Negotiators use various tactics to increase the negotiation power or decrease that of the opponent party. 	We are all involved in negotiation in one way or another daily. Negotiation is not only crucial to an organization’s success but also for individual success. While business depend and survive on the profit achieved through proper negotiation, negotiation skills can help an individual advance in his or her career. Negotiation is similar to other skills, and one gets better with it with practice. Approaching negotiation with strategy will help to establish power that influences the outcomes (Schaerer et al., 2020). Negotiation power is crucial for an individual as it involves support services, salary, benefits, and career trajectories. The process used in negotiation matters as it influences the outcome. A strong negotiation power works to the advantage of the party that has it. 
The case presented provides an overview of some of the significant elements that empower a negotiator and a way of creating supremacy and enhancing power in the process of negotiation. Karen, who is recently graduated, needs a job at a high-tech company to help pay her bills. However, there are many other individuals who want the job in the company providing Rob, the hiring manager, a pool of options to select from. The fact that many people need a job in the company gives Rob a negotiation power in the hiring process. To increase her negotiation power, Karen has to ensure that she has all the certifications and skills that are needed for the job and will make her favorites over other competitors seeking the job. 
	From the case study, I learned that as a negotiator, one must focus on building and improving their power from various sources. Having power in negotiation helps sway the negotiation or outcome your way. A negotiator needs to determine sources that can help him or her increase negotiation power. I have also learned the importance of having a strong BATNA. A negotiator’s BATNA is his or her best source of power. Creating a strong outside option will help you to gain the power to negotiate with the other party (Schaerer et al., 2020). Sometimes power can come from a strong position or role, for instance, a higher rank than you in an organization such as the case presented. When negotiating with a person who has more power than you, it could need surrender to his or her preferences due to his status. I have also learned that it is important to research and understand the interests, aims, and goals of the other negotiating party. In Karen’s case, it is important to learn what Rob is looking for in an employee and position herself well to be chosen for the post. The hiring manager has options from which he could choose a person to be hired for the job, if Karen researches on the skills that the organization is looking for, it will enable her to be better placed for the position. 
References
Schaerer, M., Teo, L., Madan, N., &Swaab, R. I. (2020). Power and negotiation: review of current evidence and future directions. Current opinion in psychology, 33, 47-51.
Zahariadis, N. (2017). Bargaining power and negotiation strategy: Examining the Greek bailouts, 2010–2015. Journal of European Public Policy, 24(5), 675-694.
Week 5 Discussion 1
	A negotiation seeks to resolve an issue in a way that all the interested parties find to be acceptable. Each of the party’s that are involved in negotiation tries to persuade or influence the other to agree to their viewpoint (Purtell, 2018). Negotiation allows all the parties to reach an agreement. Negotiation helps parties to reach a compromise. Sometimes, a party that is involved in a negotiation may have more sway than the other due to their unequal footing in the negotiation. The Innoagri team was on a disadvantaged side as they lacked the leverage that would give them better bargaining power in the negotiation. They, however, came up with an alternative that gave them leverage and better bargaining power against Solantar. The ability to compare the deal presented with your BATNA is a crucial skill needed for the negotiation process. If the deal on the table is better compared to your best outside alternative, then the negotiator can take the deal. However, if it is not, the negotiator should declare a standstill and proceed with his or her BATNA. In the case study, I thought Solantar would walk away with a better deal than the Innoagri team. However, the team identified options they had that entail the Mongolian customer that was willing to sell gently used customers. This gave them leverage against to get the best deal out of the negotiation with Solanter. 
[bookmark: _GoBack]	BATNAs have a strong influence on the outcomes of a negotiation. This case study has helped me to learn and appreciate the importance of improving your BATNA. The ability to enhance your BATNA is an important negotiation skill. Depending on the content of the negotiation, this may mean pursuing various options and leads. 
References
Purtell, C. (2018, August). Expectations of Future Negotiation Interactions on BATNAs, Perceived Power, and Anchors. In 2018 Engaged Management Scholarship Conference: Philadelphia, PA.
Response to Laura
	Hello Laura, your response to this discussion is informative, and I really enjoyed reading it. When in a negotiation and it reaches an impasse, it is important to consider your best outside alternative or option (Purtell, 2018). The Innoagri team, which seemed not to have the leverage to give it a high bargaining power against Solantar, looked for an alternative that gave them an upper hand in the negotiation. Negotiators must understand the importance of assessing and improving their BATNA. 
Reference
Purtell, C. (2018, August). Expectations of Future Negotiation Interactions on BATNAs, Perceived Power, and Anchors. In 2018 Engaged Management Scholarship Conference: Philadelphia, PA.
Reference
Reply to Professor
	Hello professor, I agree with you that there are other various factors that affect the final purchase cost of the gently used equipment. Therefore, the organization having a pricing objective is not enough. The other factors entail the demand, the offering costs, competition, and the customers that need the product and can meet the price. The firm or organization must determine whether the buyers of the product perceive it to offer value. Wang and Hazen (2016) argue that an organization or seller must determine the customer’s sensitivity to price changes. Will they buy the product or they will consider it not equal to its cost.
Reference
Wang, Y., & Hazen, B. T. (2016). Consumer product knowledge and intention to purchase remanufactured products. International Journal of Production Economics, 181, 460-469.
Week 5 Discussion Question 4
	The article “How to Negotiate with Someone More Powerful than You” by Carolyn O’Hara presents essential strategies to give you a negotiation edge in the negotiation process. While all the points presented in the article are important in negotiation, preparation, and flexibility resonate with me most strongly. It can be an intimidating task to negotiate with someone who has more power than you. Winning and getting the best deal out of the negotiation may appear to be an uphill task. However, preparing oneself can give one an upper hand in the negotiation. I think that it is better to be over-prepared when going into a negotiation than being underprepared. Thorough preparation allows you to develop better counterarguments, make a good impression, and feel at ease during the negotiation. Ma, Yang, and Savani (2019) argues that when people are adequately prepared for a negotiation, they can predict the other party’s objections and back themselves with facts. Adequate preparation makes a negotiator less likely to leave benefits or money on the table. Adequate preparation means analyzing your bargaining position, what you want, and researching what the other party wants and the available alternatives.
	Another point presented in the article that I find to be important in negotiation is flexibility. Every party involved in a negotiation is focused on walking away with or getting the best possible deal. Considering alternatives is a big part of the negotiation process. As Jeff Weiss puts it in the article, the best negotiators are adequately prepared to understand the whole terrain and not just a single path (O'Hara, 2020). Therefore, flexibility allows the negotiator to compromise and find alternative ways to achieve the ultimate goal. 
References
Ma, A., Yang, Y., &Savani, K. (2019). “Take it or leave it!” A choice mindset leads to greater persistence and better outcomes in negotiations. Organizational Behavior and Human Decision Processes, 153, 1-12.
O'Hara, C. (2020). How to Negotiate with Someone More Powerful than You. Retrieved 1 August 2020, from https://hbr.org/2014/06/how-to-negotiate-with-someone-more-powerful-than-you%20 (Links%20to%20an%20external%20site.)
Response to Laura
	Listening plays a significant role in negotiation. While listening is important in the world of negotiation, not everyone has this skill. I think that it is important to understand that the process of negotiation is based on a continuous exchange of information. Therefore, it is easy to say that negotiation is not a one-minute thing. It takes time. We can expect either party to give everything from the outset. Asking questions and listening carefully is important for the entire negotiation. The information that you obtain by listening and asking questions will help in determining the other party’s real interest and help in creating solutions, alternatives, and agreements (Cleary, Lees & Sayers, 2018). 
Reference
Cleary, M., Lees, D., & Sayers, J. (2018). The Art of Negotiation. Issues in mental health nursing, 39(10), 910-912.
Response to Doug
	Deal making assumptions are some of the costly mistakes that negotiators make during the negotiation process. While it is a reasonable for any negotiation to be focused on deal-making, it is faulty that it can cost one the best possible outcome. It is funny how some people get into a negotiation focused on their agenda, thus being less interested in what the other party is saying. Davies (2019) asserts that it is important to listen past the other party’s stopping point. We should let them give their story, point, compliment, understanding, and compliment out as this allows us to gain an insight into their interests and help us forge arguments for winning. 
Reference
Davies, N. (2019). Fundamental principles surrounding negotiations. Journal of Building Survey, Appraisal & Valuation, 7(4), 377-386.
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