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Reflection Log.
The advanced course has been very core in aiding me to understand the aspect of negotiation and leadership effectively. Negotiation can take place between two or more parties and in most cases, each party seeks satisfaction. Before starting this course, I was very ignorant on some critical aspect or principles of negotiation such as the goals, the interests of the parties, focusing on a win-win situation, open communication, active collaboration, liaison, and long term perspective. The course has therefore acted as an eye-opener to me, and I am able to appreciate the relevance of the above principles of negotiation, and as such, I can negotiate effectively or guide people in negotiation and coming up with sustainable solutions.
It is indisputable that my views on negotiation have changed in a great deal. First, I appreciate the fact that in negotiation, all the interests of the parties must be considered. It is apparent that negotiation can never be done solely and as such, the involvement of parties is paramount, and all parties have a goal in winning. In this case, I have become very sensitive and appreciate the fact that in any negotiation, bias, and subjectivity must always be averted. This is in contrary to my initial view which was based on the notion that in all negotiations, I should always focus on my goals and objectives and ignore those of the other party. My view on the goals of negotiation has also changed in a great deal. For instance, I appreciate that negotiation should provide an avenue for collaboration as well as the creation of sustainable relationships. In other words, negotiation should focus on not only short term goals but also long term goals and objectives of all the parties involved. Just like Wheeler (2013) argues, negotiation provides all parties with an essential room for interaction, and liaison and when it is done effectively, then the achievement of sustainability, effective and efficient interactions between all the parties become inevitable.
The change of views on negotiation has also aided me to change my practice. Currently, I am in a position to listen to the second party, focus on both long and short term goals, respect the second party, use communication effectively and liaise with the other party in a friendlier manner. I also avoid being subjective and focus on objectivity in an attempt to ensure that the goals of all parties are achieved.
Leadership development and growth has also been a very core aspect learned in this course. Before starting the course, I was convinced that leadership involves coercing people to make work done, but I have learned that this is not the case. The course has therefore aided me to change my views as well as the practice of leadership. I have learned that people use different leadership styles depending on their objectives and that coercing followers or employees does not always warrant results or positive feedback. I have learned that it is vital to involve subordinates in decision making and problem-solving to achieve holistic results. In the practice of leadership, I focus on both the goals of the leader and the followers. I also ask for views and ideas from them and make sure I evaluate all of them before making the final decision. My leadership improvement has been achieved through the ideas given by Heifitz & Linsky(2017),  who argue that effective leadership is marked by the achievement of the set goals and objectives by all the parties involved and not only by the leaders.
In negotiation and leadership, I intend to frequently rely on the BATNA skill which implies the best alternative to a negotiated agreement. I appreciate the importance of BATNA as it provides objectivity in negotiation alternatives, acts as the standard in the accepted terms, increases one's negotiation power and makes all parties' feel involved and appreciated. Through BATNA, the best solutions are achieved, and this skill is also very core in improving one's leadership competence.
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