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Strategic View of Bargaining
 	A strategic view of bargaining emphasizes on taking a strategic game that involves making sequential moves simultaneously. In strategic games, outcomes are based on who moves first to take a strong bargaining position to prompt the other player into making a counteroffer. In this regard, a player can take advantage of the negotiation by making the first move or adopting a committed approach (Lewis, 2008). The rules of the game should be delineated as a pre-requisite to ensure fair play. The first move advantage is done by committing to a position that gives a player bargaining power and a larger share of benefits. If a rival player does not feel threatened, he/ she is allowed to call it a bluff, and the two parties will not agree.
[bookmark: _GoBack] 	For example, a trade union wants to negotiate with an organization about pay increment for its workers. The trade union proposes an increment of 10% for employee wages and takes a committed position to the same. The organization makes a counteroffer of 7.5% since they are concerned about the general overhead costs. The trade union refuses to agree to the organization's proposal and sticks with 10%. Afterward, the organization decides to tempt the trade union to agree to 9%, which it declines politely. The organization agrees to the 10% proposal since it cannot change the mind of the trade union. Besides, the entity risks legal action that is likely to cost a huge amount of money. In this case, the trade union made the first move and established an advantage that was likely to give them the best gains from the negotiation. The union took a committed stand since it did not want to disappoint workers by agreeing to an increment percentage that would not benefit them significantly. The organization made counteroffers and decided to take the deal after deliberating over the potential impacts of not agreeing to the union's demands.
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