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Managing, Organizing and Negotiating for Value
Negotiation is process where two or more parties, whether individual persons, corporate entities or unions, come together to discuss a matter pertinent to them with an aim of securing the best deal out of the discussion (Wheeler, 2015). Negotiation is a critical process used in securing business deals, solving conflicts, enhancing ralationships among other reasons. Crucial elements in a negotiation include communication, strategies, alternatives, interests, legitimacy, commitments and relationships (Shonk, 2018). In order to achieve the desired outcome in a negotiation, tactics, and strategies are required for they increase the chances of attaining the objective of the negotiation. According to Barrmeyer, (2017), negotiation strategy is a predetermined plan of action that helps negotiating parties to achieve negotiation goals (Barrmeyer, 2017). In any negotiations, there are pay-offs which is the value gained from the negotiation. This essay presents a detailed discourse on managing, organizing and negotiating for value in various styles and approaches through preparation, strategies, tactics and best practices in negotiation. 
Ideally, negotiations should be planned for. Planning for negotiation boost the chances of getting the desired outcome from the negotiation. It entails, first defining the goals and objectives of the negotiation and preparing a clear road map of how to achieve these goals (Jang, Elfenbein & Bottom, 2017). Planning is vital in negotiations as it enable one to get to know the other party, their strengths and competitive advantage as well as weaknesses. Absence of planning denies negotiations objectivity thus creating more complexities. Furthermore, planning foster time consciousness in negotiations. Moreover, planning enables parties to come up with alternatives for use if the main proposal does not sail through during negotiation and is thus useful in pre-negotiation stages.
Notably, successful negotiations often have strategies. Müller, Weyrich & Bazzan, (2014) identified two types of strategies for use in negotiations namely, mixed and pure strategies (Müller, Weyrich & Bazzan, 2014). A pure strategy in negotiation is a strategy that yield the best outcome irrespective of the strategies that the other parties in the negotiation use (O'Roark & Grant, 2018). Pure strategies are mainly dominant strategies. On the other hand, mixed strategies are used in a negotiation scenario where there exist more than one Nash equilibriums and often employs both dominant and dominated strategies (Lee, Angundjaja & Teja, 2015). This concept of strategies is very crucial in comprehending the game theory of negotiations.
However, the strategy that negotiators use depends on the frameworks or the styles to be employed in the negotiation. Below is a brief discussion on the negotiation styles. Firstly, competing style is a selfish framework where people embark on the negotiation with self-interests (Tu, 2015). It is adversarial in nature as parties have to compete for the deal thus creating a zero-sum scenario. It is mainly employed in negotiation scenario where one party has to win and the other has to lose. Moreover, a compromising style is a negotiation approach where parties in the negotiation give up some of the desired outcomes in the original demand or offer to settle for something lesser but one that is mutually acceptable to all parties (Tu, 2015). All the parties get a good outcome from the negotiation even though it is not the original desired outcome. It is a very useful style in avoiding deadlocks or a lose-lose outcome in negotiation.
Similarly, a collaborating framework in negotiation influences the strategies used in negotiation. In this style, parties to the negotiation focus more on achieving a deal that is mutually acceptable and beneficial to all parties, usually, the negotiation attains a win-win outcome (Tu, 2015). It emphasizes on fostering post negotiation relationship. Likewise, an accommodating style is a negotiation framework where one party in the negotiation intentionally lets the other gain more by minding much about their needs and desires (Tu, 2015). Lastly, in some situations, negotiations can call for the avoiding style where a critical party in the negotiation pulls off from the negotiation before a deal is made mainly to avoid a conflict, a bad deal or sees impossibility of attaining a favourable deal (Tu, 2015).
Therefore, strategy implementation in negotiations are influenced by the framework of the negotiation dominating and the type of negotiation. Common strategies to use to gain competitive advantage over the other party would include: hiring a professional negotiator, conducting a strength, weakness, opportunities and threats analysis (SWOT) prior to the negotiation, using tactics, best alternative to a negotiated agreement (BATNA) among other strategies. Competing and compromising styles are used where the stakes are high and mainly utilise hard tactics as strategies.
These hard tactics involves threatening, deceptions, puffing, insults, mockery, divulging less information, gathering more information about the opponent so as to criticise, belittling the opponent, (Staff, 2018) tight deadlines, auctioning, flinching, brinkmanship, good cop/bad cop, and bluffing also called chicken tactic (Olekalns & Adair, 2013. They are common in divorce, political and some highly lucrative zero-sum negotiations. On the other hand, soft tactics are mainly used in collaborative and accommodating strategies and include the following examples. The negotiators strive to foster post-negotiation relationships, builds trust, mutual gain, and respect, mirroring, the bogey among other tactics (Orbitz, 2014).
Furthermore, other tactics used in a variety of negotiations include the following. High ball/ Low ball where one party makes a ridiculously low or high initial offer that is not realistically acceptable so as to induce concessional negotiations to adjust the initial offer (Olekalns & Adair, 2013). The nibbling tactic involves introducing a new request or offer just before the deal is about to be closed while the “snow job” is a tactic where one negotiator releases to much confusing information such that the other party hardly knows what information is relevant. (Olekalns & Adair, 2013). Moreover, negotiations are guided by best practices. They foster professionalism, mutual respect, and cooperation. These best practices include negotiation ethics such as respect, creating rapport with the other party, understanding the other party point of view, confront the issues instead of the parties, comprehending the aims and objectives of the negotiation and aligning the negotiation trajectory towards achieving the set negotiation objectives (Hagemann & Franchi no, 2016). 
Furthermore, different stages in the negotiations will employ different strategies and tactics. In fact, such union contract negotiations are highly competing and therefore utilise mixed strategies to gain competitive advantage over the opponents. Notably, they have three stages; pre-negotiation, actual negotiation, and post negotiation stages (Wheeler, 2015). Union contract negotiations require thorough prior-preparation. In readiness, for the negotiations, the parties should gather ample background information on their opponent, plan for the negotiation, set clear goals, identify BATNA, and the negotiation team, location, time, and the strategies to use in the union contract negotiation (King, 2013). Collective bargaining negotiations, often result into a compromising scenario, nevertheless, they are competing in the initial stages (Hagemann & Franchi no, 2016). Well-thought strategies should be formulated to guide negotiations and avoid deadlocks, dilemmas and attain an outcome that is acceptable by all parties (Brandl & Bechter, 2018).
Moreover, some situations such as hostage release, divorce, employment contracts, purchasing negotiations such as car or mortgage, and diplomacy among others negotiation scenarios may require use of special strategies like using lawyers, advocates, asset valuers, underwriters and other highly experienced professional negotiators (Tomlinson & Lewicki, 2015). These people are necessary because the stakes are usually high in these negotiation scenarios. Below is table illustrating the scenarios above, possible strategies and the style used. Table one


	
	Hostage Release
	Employment
	Divorce
	Mortgage
	Car Purchase

	Suitable Styles
	Compromise


	Collaborative
	Compromising
	Compromising or Adversarial
	Compromising

	Possible tactic to use
	Bluffing, deception,
	Highball/Lowball
	Flinching/Bluffing
	Chicken tactic/Nibbling/Bogey
	Highball/low ball/Nibbling

	Strategy
	Professional Negotiators
	Use Tactics/
Find out about the company
	A lawyer or Advocate/tactic
	Tactics/use investment analysts
	Tactics/use asset valuers


Similarly, balance of power is another diplomatic negotiation that involves international stakeholders and is often complex in nature thus requiring the help of experts in international relationship matters (Peleckis, 2014). Balance of power seeks to establish equilibrium and equality in power among member states (Schweller, 2016). For instance, export/import, defence matters like nuclear weapons, immigration issues among other are subjects of balance of power negotiations. In this scenario, collaborative and compromising approaches would yield positive outcomes for all the stakeholders.
 Furthermore, value creation in negotiations is an emerging concern. It begins with cooperation in sharing information through asking and answering questions (Sass & Liao-Troth, 2015). Also, a collaborative attitude that seeks to get a win-win outcome fosters healthy relations that can yield a lot of utility in post negotiation stage. Value is achieved during the actual negotiations stage through integrative bargaining that advocates for mutual gains (Cain, 2014). Value creation sometimes involves trade-offs, for instance, parties may be compelled to compromise in the spirit of win-win outcome. 
In conclusions, negotiations are intrinsic to human interactions. At some point in life, every one negotiates consciously or unconsciously. In the corporate environment, negotiations create value by achieving the desired outcome through applying various strategies and tactics depending on the approach used in the negotiation. However, in high stake negotiation, like hostage release, diplomatic and divorce, it is imperative to use highly skilled negotiations. However, intergrative approach is always the best approach.
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