Discussion 1
How do you think you can determine when there might be another player or influencer involved in a negotiation? What clues might suggest that?
One way through which I can determine that there might be another player or influencer involved in a negotiation is when the other negotiating party makes a reference to another person. For instance, when the other negotiating party states that another player or influencer gave them advice that involves immediate negotiation. Another way through which I can determine that there might be another player or influencer involved in a negotiation is when the other negotiating party pays less attention to the negotiation, and they state that they can conduct business with another party (Grant, 2020). In case there is a deal between the other negotiating and an influencer, the negotiating party talks carelessly, may have a fixed mindset, and they do not seem to be negotiating. 
And what strategies might you determine all the players?  
One strategy that might be helpful in determining all the players in a negotiation is requesting for negotiation meetings. When one requests a negotiation meeting, there is a possibility of determining all the players involved in a discussion because they will attend the meeting. If the negotiating parties have an open mind and are willing to negotiate for a deal, then one can tell that those are the only parties involved in the negotiation (Mell & Gratch, 2017). In addition, when some of the negotiating parties keep on referencing other parties not present, then one can suggest that the other players involved in the negotiation.
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Reply to matthew
Here I think we should always assume there is some influencer not at the table. It appears most negotiations we have studied at every level seem to have this dynamic in one form or another. I think we tend to have two types at the table, the representative and the shot caller (decision maker). If the representative is at the table we know already that there is a CEO or decision maker somewhere behind them. If its the decision-maker at the table the mistake would be to assume there is not another influencer with power at the table. For example, a CEO  may be trying to sell a company that the worker forcer leadership is against, therefore the CEO may be struggling to negotiate a deal that works for them without exposing their influence.
If the Shadow dynamic is not exposed up front there is probably a reason for it such as protecting the decision-maker, secrecy not fully understanding the relationship. A negotiator will probably not get a direct answer in these cases and must use questions to pull threads. Here the uses of calibrated questions (questions that require open-ended answers) might highlight the need for them to confer with someone else to answer the question. 
If the negotiators are in a group having one of your own watching for body language can help as well. If something I said and one of the member's shifts uncomfortably in their chair for instance could signal more at play.  If the negotiator keeps needing time to think about options away from the table they could be discussing with an authority figure. Many cultures are concerned with saving face and could be insulted by any direct questioning or accusations. Lastly looking at the options purposed by the negotiator and see if they are structured to fit the needs of someone other then the person doing the negotiation. 
Voss. C (2016) Never split the difference: Negotiating as if your life depended on it. Penguin.
Reply to Matthew
Hello Mathew, thank you for sharing your discussion. I agree with you that the uses of calibrated questions might highlight the need for them to confer with someone else to answer the question. During a negotiation process, the body language of the negotiator may have several indications to the other negotiating parties. Effective negotiators strive to establish effective relationships with the other negotiating parties (Kray& Kennedy, 2017). In addition, effective negotiators should possess proud negotiation skills and knowledge to navigate the process of negotiation effectively. It is also wise for the negotiating parties to listen effectively to the other parties.
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Reply to Professor
Shanay,
An issue that is implied but not quite emphasized is that the physical presence of the influencer is not always possible to obtain.  Sometimes, it is the body language of negotiators over specific elements of the negotiation or hesitations that indicate an influencer; in other words, by identifying what cannot happen rather that what is proceeding along as expected!
Doug
Reply to Professor
Hello ,
The body language of negotiators in any negotiations has a great impact on the final outcome of the process. Effective negotiators can predict the outcome of the negotiation from the body language displayed by the other negotiators. Body language cues such as nodding can suggest that the negotiators are developing rapport, and therefore the negotiation process is likely to be successful.

Discussion 4
One important take away from the video clip by William Ury is the concept of interest in the negotiation. Interests are the underlying needs and desires that drive the negotiation process. It is important to be mindful of the other parties in a negotiation process (Ury, 2016). People engage in negotiations because they have certain interests that they ought to achieve. For an individual to identify their interest in a negotiation, they need to apprehend the reason as to why they are engaging in the negotiation process, what they anticipate to gain or achieve after the negotiation, how they can modify their behavior to become happier and they should also consider the outcome in case the negotiation does not go their way. If the negotiating parties understand their interests in a negotiation, they are likely to get a better outcome that satisfies all the parties. For a negotiation process to be effective, it must result in a win-win situation. 
Another important take away from the video is the concept of positions in negotiations. A negotiator's position is the stand that they take in a negotiation. Sometimes negotiation positions can be demands of the negotiation parties. Experienced negotiators are always explicit in their negotiation positions, and they communicate them prior to the negotiation process and put more emphasis on their negotiation positions. When negotiating with another party, it is good to understand the other party's position to prevent the emergence of conflicts that may hinder the process. In addition, when the negotiating parties understand each other's interests, chances of negotiation positions are limited (Betz, 2017).
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Reply to Professor
Shanay,
Stated positions are not necessarily that actual position, short or long term, of the parties in the negotiations and assuming that they are fixed (or real and permanent) can be a BIG mistake!
Doug
Reply to Professor
Hello ,
Stated positions are not necessarily that actual position of negotiators in a negotiation, and some negotiators may impose their positions to gauge the other negotiators. Negotiators should be competitive enough, and they should not give in to the positions of the other negotiators easily. In fact, competitive negotiators do not impose positions in negotiations. Rather, they explicitly communicate their stand in advance.
Reply to Laura
The biggest takeaway that I got from the Ury video was the importance of getting to the “why” behind the position.  We are more likely to make progress addressing and negotiating the “interests or desires” behind the position than the position itself.  Uryused the example of “a war of secession” as the position the fighters were taking, when asked they appeared to have forgotten their “why”.  The second takeaway is the importance of looking for the interests in both our counterpart’s position and our own – again, negotiating the interests is likely more achievable than negotiating the position.
Negotiating for a starting salary for a new position is an example that comes to mind of when this could be used.  Everyone wants to maximize their financial position but there may be other interests that are even more important that may be easier to reach a mutual agreement on.  Insurance, status, vacation time, furthering education, incremental increases are all examples of interests that might be agreed upon in lieu of a set starting salary.  Finding out what the key interests of the employer are and how you can make that work for you is also key to the negotiation process.
William Ury: “Interests behind Positions.” 
https://www.youtube.com/watch?v=vdA2wecb4k0
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Reply to Laura
Hello Laura, I support you in your discussion. I agree with you that the importance of getting to the "why" behind the position is among the main takeaways from the video clip. It is essential for the negotiating parties to understand the position of the other negotiating parties. Understanding the position of the other party helps to develop effective negotiating strategies and prevent the emergence of conflicts that may hinder the success of the process (Ury, 2016). Experienced negotiators are always explicit in their negotiation positions, and they communicate them prior to the negotiation process and put more emphasis on their negotiation positions.
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