Student Reflection Paper
In the business sector, some happenings determine the nature of business operations and the success of the organizations. On the contrary, some issues pull down the business organizations' operation, which includes the clawbacks. According to Babenko et al. (2017), the clawback is a contractual provision in which money already paid to an employer must be taken back to the employer and, if possible, with a penalty. The clawbacks apply in cases where the employers have shown gross misconduct, have scandals, poor performance, and all this leading to substantial losses. The main aims of the business are to serve the interests of people in the community while making profits. With the clawbacks in the business, it becomes quite difficult for the aims of the business to be attained (Babenko et al., 2017), In the financial industry, the clawbacks are widely applicable, and currently, they are used in the government contracts, and this helps on maintaining transparency and thus preventing corruption.
In the business, some gaps are left, which might be due to the firm workers' poor performance. From the case scenario provided, there are essential things to seal the negotiation gaps. For example, in the case of Mr. Laurier was has negotiation experience and was deemed necessary in promoting effective negotiation for his company in the desire to purchase DEFA studios. One of the drawbacks identified in the Laurier's negotiations is the lack of interest and creativity in sealing the negotiation gap with Mr. Schmidt (Babenko et al., 2017). On the other hand, Mr. Schmdt had placed a very high order for the company that could not be met by the other negotiators. 
The lessons learned from the case study include the need to separate the relationships due to cultural issues. The negotiators seemed to have different cultures, and thus this might be a potential problem leading to unsuccessful negotiations (Shonk, 2020). The lack of flexibility in decision-making leads to the attainment of a common argument zone and, thus, a reasonable price of the product. For effective negotiations, there is a need for grasping the varied interest involved a, therefore, fundamental to bridging the negotiation gaps. Each negotiator first puts his ideas on the table, and the matter discussed in-depth for greater understanding. Timing is another essential thing that cannot be disputed in the negotiations (Shonk, 2020). A good negotiator should have perfect timing, and this helps them to win the negotiation. Lastly, the negotiators should be in the front line to prevent taboos that might interfere with how they negotiate.
Another essential issue in the negotiations is how to find the ZOPA in business negotiation. It is oblivious that there are two different sides in the talks and finding Zone of Possible Agreement in the business negotiations. According to Shonk (2020), the negotiators should get into the agreement trap, which implies that the environment for holding negotiations should be effective. Effective communications strategies in business negotiations lead to successful negotiations. The body language is as well deemed necessary in the establishment of ZOPA as it will promote effective understanding among the negotiators.
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Discussion 2
The Clawback is a provision in which money that has already been paid out must be returned to the employer or firm. At times, this is seen as a contractual clause used mostly in the financial firms for the money paid for services to be taken back under exceptional circumstances of even events as per the contract. Most of the clawback provisions are non-negotiable. Clawbacks are typically used in response to misconduct, scandals, poor performance, or a drop in company profits. The clawbacks act as insurance policies in the event of fraud that can lead to the company's downfall through the reduced profit of the organizations. According to Babenko et al. (2017), the significance of clawback provisions is to prevent incorrect information in the organizations and thus get used in designing the organizational progress. Among the critical ideas of Clawback in the business is creating confidence and faith of investors and the public into a company. For example, the prominent business organizations implement the clawback provisions to correct the existing financial gaps that may exist due to poor coordination of the executive members.  
The operations of the businesses are much ruled by the happening in the state and national policies. For example, the Emergency Economic Stabilization Act of 2008 is a possible way of sealing the gap. This act I applicable in cases where financial results are found to have inaccurate, regardless of whether there is misconduct in the organizations (Babenko et al., 2017). To eliminate the gaps in the organizations, there is a need to train the organizational workers on ways showing keenness and thus promote the attainment of organizations' goals. Take an incident where a company CEO was found to be corrupt and thus leading to company losses. The Clawback would be applied to ensure that the necessary actions are taken to see the company's money-back and with a penalty if possible.
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Discussion 3
According to Weiss (n.d), the negotiation gaps need to be sealed; there is a need for respective negotiations to address the financial gaps and any other gaps that can attract the organizational failure. The Zone of Possible Agreement (ZOPA) shows possible scenarios that can be used to eliminate poor negotiation skills. The most critical ideas are using the interest as well as creativity to overcome the negotiation gaps. In the case scenario, Mr. Laurier portrayed high competency levels in the negotiation when he was willing to buy the DEFA studios company. In the first place, Mr. Laurier was keen on investigating the company he was ready to negotiate for. This is among the critical issues that a good negotiator should always get involved in. Laurier was much skeptical in identifying the significant gap in the ZOPA. In the end, Laurier was incapable of convincing Schmidt about his objectives of having the studio. Another critical issue that became evident in the negotiations is having god timing whenever the talks are in place standards (Shonk, 2020). There must always be a negotiation gap between the parties, and this can be corrected by using creativity to address every person's needs among the negotiating teams.
[bookmark: _GoBack]Finding the ZOPA is essential in enabling successful negotiations to take place. The negotiators need to know how to separate the cultural issues from the talks and thus have better-negotiating grounds. As well, flexibility is essential among the negotiating parties. For example, a one-person group of negotiators has priced their product very high and above its standards (Shonk, 2020). It would be very difficult for the negotiations to be successful, and thus there is a need for price flexibility coupled with creativity for better talks. In conclusion, the negotiators need to establish a common ground for negotiations and thus attain success on the issue at hand.
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