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Reflection on Negotiations
Negotiations happen when two or more parties with diverse needs and goal discuss an issue to find a solution that is favorable to all of them. As evident from the case, the significance of negotiation in businesses is helping people to build and manage good relationships. According to Carrapico, Niehuss, &Berthélémy, (2019), the position of negotiation matters a lot in the success of businesses. At the international levels, nations fight to get a position to negotiate for their people’s interest. Getting a negotiation position enables the countries to get a better title in representing the needs of businesses matters above the others. This is perceived as a step in promoting economic independence for the negotiating parties. In most of the cases, the stronger the barraging power, the better the interests of the businesses are represented. The main questions that every negotiator needs to know the reasons behind negotiations (Ury, 2016). Without the knowledge on the main interests of business owners as well as the position of customers, then the negations will be of no benefits.
As stated by Grant (2020), people mainly negotiate using two ways by rolling over to the other party of just rolling over. Maintaining a quality relationship between the negotiators is very critical in helping them to work collaboratively and build agreements for the benefit of both sides. A positive negotiation relationship is essential for they promote trust, which is so vital in securing the desired actions from other people. Every negotiator needs to focus on sharpening his or her negotiation skills for both business and life. A good negotiator should have better-listening skills and be fluent in communication for better understanding with other people (Ury, 2016). Having knowledge on the subject matter under negotiation as well as preparing in advance helps the negotiator to gain and maintain a position of negotiation for the business. Judgmental capability and general intelligence have as well been perceived as essential skills that promote successful talks.
In reflection, without a position for negotiation among successful businesses, then the chances for having both business and life interests represented are rare. A business has two essential parties; the owner who is at times referred to be the boss and the customers (Grant, 2020). The negotiators then have to focus on representing all the interests off the critical business stakeholders. Incorporating evidence and insights in the negotiation are more convincing and appealing as well as ensuring that one will have a more significant bargain power over all the other negotiators. A quality negotiator is ever flexible and can transform his ideas depending on the conditions at hand (Grant, 2020). It is recommendable that a business or nation sends to the negotiation table a person with a history of successful negotiations for assurance of god representation.
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