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Five Stages of Negotiation Process and How the Process can be Unsuccessful if One Step is omitted
The entire negotiation process with the prospect or client can emerge as successful or unsuccessful, based on the manner it is implemented. The negotiation process entails five core stages. The first stage relates to preparation. As indicated by De Moor and Weigand (2004), different negotiation attracts different preparation techniques. Incorporating the elements, it would assist in building a strong foundation where to build a better way of understanding customer values. Also, this would assist in identifying the interests, rather than positions of the clients. Besides, it is relevant to identify the facts and formulate potential alternatives and scenarios that may be introduced by the customer (Lewicki & Hiam, 2011).   
In the second stage, there is an exchange of information and facts. At this stage, there is a discussion of the facts honorably and responsively. In other words, in the planning stage, it is appropriate to be clear on areas of interest while allowing others to share their respective interests. Considering the first stage assists in building the information base for excellent communicating in negotiation which assists in building trust and rapport with the others (De Moor & Weigand, 2004).
The other stage relates to the bargaining stage where there is a focus on the overall value that can be offered to the customers. A lot of attention needs to be paid to what interests the customer and decide on areas of managing the negotiation. The fourth stage relates to gaining commitment with the customer where there is a determination of the valuable position (Lewicki & Hiam, 2011). After confirming that everything is in agreement, one can gain commitment and develop an effective relationship. The final stage relates to taking action, wherein this negotiation process, there are the identification and exact explanation of the agreement and the expected outcomes. 
However, in case one of these stages are omitted, values of negotiation would not be expanded in the mind of what is understood, developed, and agreed upon. Also, the relationship would not be strengthened whenever there is a negotiation.
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