OB Midterm 2 Review Chapter 13 (Negotiation)
Negotiation – a decision-making process among interdependent parties who do not share identical preferences
Distributive Bargaining – negotiation that seeks to divide up a fixed amount of resources
Integrative Bargaining – negotiation that seeks one or more settlements that can create a win-win situation
· Strategies include:
· Build trust and share info
· Emphasize commonalities and minimize differences
· Ask lots of questions to get a good understanding of the other’s real needs and wants
· Give away some info
· Make multiple offers simultaneously
· Search for a novel solution that meets goals of both sides
How to negotiate:
· Assess personal goal, consider other’s goals, develop strategy
· Identify target and resistance points
· Target:  what one would like to achieve
· Resistance:  lowest outcome acceptable
· Identify the Best Alternative To a Negotiated Alternative (BATNA)
BATNA – key focus and the driving force behind a successful negotiator.  Generally, you should not accept a resolution worse than your BATNA
· Protects against accepting shitty terms and from rejecting terms that are in your best interest
· If better than BATNA, accept.  If worse, reopen negotiations.
Common mistakes in negotiating:
1. Irrational escalation of commitment
2. Belief in a mythical “fixed pie” – leads to win-lose (distributive) thinking
3. Anchoring and adjustment – anchors based on faulty or incomplete info can’t hurt future offers
Nibble – After the settlement is done and everyone is happy, someone tries to get an extra concession hoping that the other party will concede in order to not spoil the honeymoon period.
Positions – specific figures and proposals
[bookmark: _GoBack]Interests – what drives the proposals and what the parties actually want from the deal.  Better to focus on interests.
