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Introduction 
	Amazon is one of the leading companies in e commerce that have gained notoriety for their outstanding performance in the society. In an article by the Harvard Business review, “Amazon and whole foods negotiation, Did the Exclusive Courtship move too fast” Pon Staff provides an explanation of how culture played a major role in the achievement of its competitive edge. For many years, Whole foods had faced declining stock prices and a reverse in its profitability and Amazon chipped in for acquisition of whole foods. Amazon shut competition from Wholefoods by getting an exclusivity conditions with Wholefoods, which was a remarkable negotiation auction hybrid strategies. The whole process of solving this conflict demonstrate that Amazon had achieved high status and negotiation techniques to help the company outperform the competitors during the negotiation period (Staff, 2019). 
	The second article by Tom Kludt, a conflict has emerged between NBA, a Fortune 500 company and China. NBA has been engaging in hardball tactics with recent legal conflict that emerged as a result of NBAs management supporting political conflicts in Hong Kong protests. The Chinese backed television has since blacked out and failed to air the opening games for four months. This is a major challenge due to the fact that most of the revenues from NBA come from the Chinese production. NBA’s successful global outreach has made the company to be successful in other areas such as in China. However, the failure to enter into improved negotiation strategies has failed the Chinese from getting efficient negotiation approaches. The need to have an effective policy that would drive the market forward is a major challenge for the Chinese (Kludt, 2020).
Different Negotiation Strategies 
Differences in the negotiation process can lead people to begin using dirty tricks preventing them from a mutually binding agreement. Several things can also happen if there is no agreement reached. Since there is no preset limit to the number of negotiation sessions any party can declare final session at any time they want.  However, if the parties opt for a dampened Pendulum Arbitration, then they can ensure that a settlement, even when the negotiation has failed to achieve any desired outcome in the process. The aspects of relationships could change the understanding of negotiation tactics and strategy. An excellent relation can become a vaccine that can prevent any blockages in the negotiation process. It is evident that negotiating within relationships often takes place over time. It is evident that negotiation is not a method of discussing an issue but rather a way of learning more about other parties and increasing interdependence. Any resolution of simple distributive issue within negotiation can lead to negative implications in the future (Siedel, 2018).
Points of resistance usually emerge during the negotiation process. Although there has been a subsequent increase in the salaries of the players, the management of the NFL has argued that it cannot further increase the salaries of the players since most of the injuries are self-inflicted. The owners might resist any demands from the players leading to a point of contention that might exist as a result of these differences. Lack of unilateral concessions is one of the problems that can lead to emergence of resistance especially during the negotiation process. Decreased communication in the negotiation process often contributes to the development of resistance in the negotiation process. Any fault in communication often leads to misunderstandings and misperceptions hence leading to long standing conflict. When one party has decreased their communication, it is evident that the other party might end up having negative perceptions that can contribute to conflicts of interest among the parties 
Negotiation strategies used in the articles 
There are several negotiation tactics that have been employed in the two articles. The use of hardball tactics has been one of the most difficult strategies that have been employed in the two cases. Some of the risks involved in the use of hardball tactics is bridging the gap among the party members hence preventing effective negotiation process. Alternatives are also belittled hence preventing effective performance of the process. Hardball tactics can also make one party hostile to the present problems leading to challenges of the communication process. Trust can also be broken hence affecting long term relations once hardball games have been involved in the negotiation. Conflict can emerge as a result of increased anger during the process preventing people from having effective communication during the negotiation process. Moreover, exploitive environment can also be created through the negotiation process. The risks of hardball tactics can be downplayed by countering with a hardball tactic, ignoring the hardball tactic or even using humor to ensure that the hardball tactic has been resolved by the negotiating parties (Shell, 2019).
Again, it is evident that a low ball offer can have a negative impact on the negotiation because it can lengthen the process, cause an offense. In prior negotiations, low balling was found to have a negative impact on relationship building, trust formation and also credibility construction during the negotiation process. In terms of feelings, it was found that low balling created negative personalities as feelings and emotions rise affecting the zone of possible agreement being reached. Low ball offers often leads to bluffing, which is a misrepresentation of facts and truths in the negotiation process. Interestingly, once bluffing has been discovered it can lead to mistrust because it is perceived as unethical act. Nonetheless, it has been found that when stakes are high, individuals can always find themselves engaging in lies that can affect the whole negotiation process. Agreements are also not reached when bluffing has been used. Thus, it is clear low balling has its own benefits and flaws in any given negotiation (Jindal, Gauri & Ma, 2021).
Impact of planning to the Negotiation situations 
	Planning is always key in the achievement of results in a more efficient negotiation challenge. Organizations that plan for their negotiation challenges end up getting fast results that help them to improve their strategies for negotiation. For this reason, there is a need to adopt strategies that improve the negotiation approaches. These approaches are key in the improvement of outcomes in the negotiation process. Distributive negotiation is an approach the goals of the parties conflict with each other.  In this approach of negotiation, the resources are limited but both parties want to maximize their share of resources. In distributive bargaining, the negotiators usually ignore the common ground of negotiation leading to counterproductive negotiation. While preconditions are not available in distributive negotiation, it is evident that for integrative negotiation to be successful, these pre-conditions must exist. In distributive negotiation, one party must not reveal their alternatives for the negotiation to be successful while in integrative negotiation, one should be able to tell their alternatives so as to examine the issues raised in every alternative (Jindal, Gauri & Ma, 2021).
Application of these negotiation strategies 
	The use of low ball offer rather than using hardball tactics is one of the approaches that can be used to enhance the negotiation process. The challenge with beginning a negotiation process is that the counter offer from an opponent usually presents an upper boundary in which the space between the two can present varied outcomes in the process. In negotiations, a low ball offer is a persuasion technique in which sellers offer a lower price for a good or service than what is actually needed in order to achieve a desired profit.  On one hand, it offers the seller the ability to quickly raise the price with an intent of ensuring that the buyer takes the offer so as to avoid the extra costs in the rising of the price. Cognitive dissonance can be used to explain different choices that people when during the negotiation process. Using this theory, it is clear that when an individual is enjoying the prospect of a better deal that has future benefits, backing out of that idea can lead to creation of cognitive dissonance that can always be prevented by playing down the negative effects of the available extra costs in the deal. A counter offer during the negotiation process can always lead to an improved baseline that helps to enhance the negotiation process. Thus, a baseline is always an important aspect for the negotiation (Staff, 2021).
Conclusion 
	In sum, the case of Amazon and Wholes foods and the dispute between NBA and China have demonstrated unique negotiation strategies that are used between two companies. The negotiation approaches that are used between these two companies demonstrate uniqueness and differences between two fortune 500 companies. Essentially, a low balling negotiation routine usually reveals the expectations for the other party. This is due to the fact that the offer presented provides one with the expectations that will be achieved at the end of the negotiation process. Establishing expectations prevents any bias from both the parties. Elimination of any bias during the negotiation helps to improve the chances that both parties achieve their goals. In a negotiation process, a clear identification of the expectations to be met is always an essential aspect for winning the whole process. Consequently, the sudden change of low balling offers is what makes it difficult to implement and hence affecting the whole process that is used for negotiations. There is always a need to ensure that all the offers in the table have been followed through so as to enhance the whole aspects of negotiation. Since the whole aspect of bargaining is based on bluffing and misrepresentation of facts, this can be a negative way to improve the whole aspect of negotiation. This helps to ensure that parties have won their arguments while at the same time establishing the goals to be met. 
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