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Unethical Behavior
Negotiations are vital to the success of a business. In most cases, negotiations between companies is mostly a mix of competition and cooperation. These two elements correspond to various approaches and techniques regarding the tactics or strategies used during the negotiation process. As a result, different outcomes may be achieved. Trust and honesty are virtues vital in negotiations in businesses. These two virtues may impact the cooperation that exists during the negotiation process. Factors such as the level of power, stakes, interests, and uncertainty also influence the cooperation that parties have in the negotiation process (Alvoinne &Battazzi, 2013 p.34). Due to such factors, negotiation between businesses may pose ethical problems and fraud in instances where one party puts their interests first. Consequently, they may feel justified to engage in less ideal conduct or withhold information. Based on this facts, withholding information from the competitors is both unethical and a sign of fraud. It is unethical due to the dishonest communication by the organization and a sign of fraud since the deception results in financial gain for the organization as retaining their market share would mean that they have more sales than their competitors.
The primary purpose for this kind of deceit during the negotiations is to enhance the organization’s power over the competitors (Fisher et al., 2011 p. 135). As a result, there may be an imbalance of power between the two parties as the organization has the upper hand. This undermines the competitor’s ability to achieve their objective or even win during negotiation. However, the use of such tactics in the negotiation process may be detrimental to the organization. This is attributed to the consequences such as non-attainment of goals or criticisms with the other party. Therefore, it is imperative for parties involved in organizations to act in the best interest of the other party and observe ethical practices. They should also strive to avoid any form of dirty tricks through misrepresentation of facts or withholding information that may be essential in the negotiation process. As Fisher et al. (2011) suggest, we should strive to focus on the interests that others have and not our positions and develop option where both parties benefit (p.64).
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