
Week 3 Discussion #2: : Exploring the BATNA of the other side
Required Readings
· Second half of Fisher, R. and D. Ertel. Getting Ready to Negotiate. Penguin Books. Penguin Books; 1 edition (Aug. 1, 1995)
· *Craver, C. “Negotiation Styles: The Impact on Bargaining Transactions[image: Preview the document]” 
· *"BATNA Basics: Boost Your Power at the Bargaining Table"[image: Preview the document]
Videos
· What is BATNA and WATNA by Elanor Shakiba (Links to an external site.)
· Youtube-Alternatives and BATNA in Interest-based Negotiati on by Noam Ebner

For this exercise, it is critical that you have read Chapter 5 from the "Getting Ready to Negotiate" workbook. Answer the following questions:
· Why do you need to understand the BATNA of the other side?
· Think about the "real-life" negotiation you are preparing for, what do you think the BATNA of the other side is?
· What do you think are the pros and cons of their BATNA?
· How can you weaken their BATNA?
· What do you think their WATNA is? Why is this important?
Discussion 4 #1
Reading material- https://hbswk.hbs.edu/item/six-ways-to-build-trust-in-negotiations

Proficient negotiators and conscience leaders take the time and expend their intellectual curiosity to learn as much as possible about human behavior so that they may leverage that understanding to engage in the most effective negotiation strategies and tactics, as well as to lead in a manner that brings out the best in others. 
For this week's discussions, you need to have read Part of Leading with Dignity as your primary source as well as read The Neuroscience of Peace-building [image: Preview the document]and * Six Ways to Build Trust in Negotiation  (Links to an external site.)as secondary sources. 
Please use the reading as your primary source for answering the following questions:
· When preparing for a negotiation, which elements of dignity do you personally need to play particular attention to? You might want to consider your conflict style and the effect that style may have on others.
· Why is it so important to honor the dignity of others in negotiation?
· In preparing for a negotiation, how might you evaluate your counterpart’s relationship to dignity (i.e., which elements of dignity might be particularly resonant for them)? How will you prepare in advance to ensure you honor your counterpart’s dignity?


Week 4 Discussion #2: Emotionally Preparing for Negotiation.
Read * The Neuroscience of Peace-building[image: Preview the document].
Watch the video "Trust in Negotiation."
Emotions play a critical role in negotiations, which is why preparation is critical. When we are well prepared for a negotiation, we are able to also prepare ourselves emotionally. In order to prepare ourselves emotionally, we need to have an understanding of the tool we have to work with — the brain.
Being emotionally prepared means that we are intentional about how we approach the person with whom we are in a negotiation.
For this discussion, please consider the materials presented in The Neuroscience of Peace-building as well as the information from "Trust in Negotiation" video along with relevant learning from the Getting Ready to Negotiate workbook. 
1. What can you do to prepare yourself emotionally for the negotiation?
2. How important is trust in negotiation? How do you prepare to foster trust?
3. How might your emotions impact the relationship you have with the person with whom you are negotiating?
4. How might your emotions impact their emotions, and consequently, how might that impact the negotiation outcome?  

Week 5 Discussion #1: The Vulnerability/Trust Connection
Reading-Part 2: Chapter 6 through 11 / Hicks, Donna, Leading with Dignity: How to Create a Culture That Brings Out the Best in People. Yale Press. (2018).
Youtube-The power of vulnerability
In Leading with Dignity, Donna Hicks shares the following quote by Brené Brown: “Vulnerability is the core, the heart, the center, of meaningful human connections.” Both Hicks and Brown make the case that vulnerability is central to truly connecting to ourselves and connecting with others.
For this discussion post, draw on material from this week’s reading, video, your own personal, real-world experiences, and also take insights from your Friendly Style Profile results to answer the following questions:
1. Why is vulnerability so critical to both leadership and negotiation? Speak to both separately.
2. What barriers to vulnerability do you experience? How might your conflict style play a part in this? How might preparation help you overcome it?
3. What connections can you draw between one’s willingness to be vulnerable and the willingness of others to extend trust?

Discussion5 #2: Activating Empathy
In week 4 and week 5, we have explored empathy a great deal. In this week's reading, Hicks shares a quote from Daniel Goleman: "Self-absorption in all its forms kills empathy, let alone compassion. When we focus on ourselves, our world contracts as our problems and preoccupations loom large. But when we focus on others, our world expands. Our own problems drift to the periphery of the mind and so seem smaller, and we increase our capacity for connection — or compassionate action." 
Empathy is the gateway to responsibility and accountability. When we have a deep understanding of the feelings of others and can feel their emotions with them, we are more motivated to extend supporting energy and help.
We all have the capacity to increase our empathy quotient. Some of us may even need to employ tactics to feel less empathy at times. To gain a sense of where you “sit” on the empathy scale, please take the Empathy Quotient survey (Links to an external site.). Drawing on this week’s reading from Leading with Dignity, please answer the following questions:
1. In order to become a more effective leader and negotiator, what strategies and/or tactics do you need to consider in order to become a more effective, empathic leader and negotiator?
2. How might you incorporate these tactics in your negotiation preparation?
3. How does empathy motivate you personally to assume responsibility for yourself and others?
4. How does your position on the empathy scale influence your ability to authentically honor the dignity of others during negotiation?


Discussion 6 #1
Dwight D. Eisenhower once said, “In preparing for battle I have always found that plans are useless, but planning is indispensable.” How do you think this statement relates to leadership and negotiation? How do you differentiate planning versus preparation, and why is making that differentiation important? 
In your discussion, address the following:
· Describe some of the key points Andrew Bright makes in his book Improve Leadership as it relates to planning, preparation and improvisation in leadership. How does this also apply to negotiation?
· Be sure to draw on real-world examples.

#7
Reading material- https://books.google.com/books?id=0ITC0LtWrXAC&printsec=frontcover&dq=Dennis,+D.+and+D.+Meola.+Preparing+for+Leadership:+What+It+Takes+to+Take+the+Lead.&hl=en&newbks=1&newbks_redir=0&sa=X&ved=2ahUKEwjqn8fC2-3mAhUR2FkKHegDDBkQ6AEwAHoECAQQAg#v=onepage&q=Dennis%2C%20D.%20and%20D.%20Meola.%20Preparing%20for%20Leadership%3A%20What%20It%20Takes%20to%20Take%20the%20Lead.&f=false

Week 7 Discussion #1: Planning and Preparation in Leadership and Negotiation
Tackling the two realms of Leadership and Negotiation are not generally done in one program. You are now studying two very distinct topics that weave together in important ways. There are many similarities as well as differences in these two topics. Planning and preparation is clearly necessary for success when you assume a leadership role and in your negotiations.
Please reflect and respond to this question:  
Does planning and preparation differ when it comes to Leadership and Negotiation? If so, what are the differences? In this question, you are focusing on both the preparation and planning for negotiation and the preparation and planning for leadership. Please provide a minimum of two examples from your readings or real life experience to support your response. 

Discussion 7 #2
Reading Material-https://books.google.com/books?id=0ITC0LtWrXAC&printsec=frontcover&dq=Dennis,+D.+and+D.+Meola.+Preparing+for+Leadership:+What+It+Takes+to+Take+the+Lead.&hl=en&newbks=1&newbks_redir=0&sa=X&ved=2ahUKEwjqn8fC2-3mAhUR2FkKHegDDBkQ6AEwAHoECAQQAg#v=onepage&q=Dennis%2C%20D.%20and%20D.%20Meola.%20Preparing%20for%20Leadership%3A%20What%20It%20Takes%20to%20Take%20the%20Lead.&f=false

The first portion of the book Preparing for Leadership makes the case that to be an effective leader one must understand and appreciate the various roles within an organization and that a good leader is also an effective member of the organization. In addition to an examination of leadership styles, the early chapters include a discussion about the importance of being an effective team member and a self-assessment to think about how to do just that. Chapter 2 concludes with another self-assessment tool on understanding the impact of one's values on the overall impact of an organization's vision and mission. Chapter 3 then opens with the discussion of being aware that how we are perceived creates the reality of who we are. And again, there are tools for self-reflection for determining how we may be perceived by others. If all of this sounds like a lot of preparation for leadership that's because it is.
In this discussion thread, I would like you to take the self-assessment inventories found on pages 30-35, page 46 and then pages 50-51. Using the results of these tools, try to think about what areas of leadership you need to develop and how to improve your in places you are weakest.  As part of your post please provide a short list of practical steps that you will take to begin the improvement and how you will evaluate the steps taken to know if what you are doing is working to reach your goal. This ties to preparation and planning because you will have to spend more time on those areas and how you will manage them before you actually get into a situation.  


Week 8 Discussion #1: Leading vs. Coaching
There is preparing and planning for your own leadership and negotiation situations and there is coaching others to help them prepare and plan for their scenarios. There is certainly a difference between the two. From your perspective, what are the major differences between preparing and planning for yourself and helping others do so? Please use examples from your personal life or workplace to make your case.  


Week 8 Discussion #2: A Look Back
This course has provided you with the opportunity to prepare for and conduct a real-life negotiation, allowing you the opportunity to put your leadership and negotiation skills to practice. ​​
Knowing everything you know now, please answer the following questions ...
1. Why ​are​ leadership ​and negotiation skills and approaches ​so important ​and confounding ​when difficulties arise?​
2. ​What areas of this course did you experience success? What areas do you feel you still need to improve on?
3. How do you imagine incorporating the information you have learned into your life on an on-going basis?




Assignment 8

You can find reading material on google
Reading material-Second half of Dennis, D. and D. Meola. Preparing for Leadership: What It Takes to Take the Lead. July 15, 2009. AMACOM.

having reviewed the material on preparation, you should develop a customized and concise preparation tool to help you lead or negotiate in your specific workplace context. You must develop one preparation tool that can either be focused on leadership challenges, one for your negotiations, or one that is more general and combines both leadership and negotiation. A 1 to 2 page paper should accompany the preparation tool explaining why you included the different components and what learned from this process.    
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