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Negotiation and Bargaining
	In a business deal, integrative negotiation would be an efficient method of ensuring that both parties will receive a fair deal.  Integrative negotiation consists of interpersonal decision making to ensure the achievement of the objectives of both sides.  Successful negotiations will involve bridging the gap, and this will help provide a motivation for both involved parties to work together (Brett & Thompson,2016).It can be done by looking for common interests between both sides and putting these interests above the differences that may exist.  Integrative negotiation involves distributing value and ensuring that both sides achieve equal value.  It includes collaborative bargaining designed to make sure that both parties are satisfied by the respective business arrangement.  It is an efficient mode of negotiation because it is useful in situations that involve splitting up of resources.
It is necessary for all the involved parties to have a mutual interest in ensuring that effective methods are found in sharing the deal.  There is a need to ensure that common goals and objectives exist between both of the parties.  Both of the teams will require a mutual commitment to ensuring that practical solutions are found (Brett & Thompson, 2016).Both teams will also need to be flexible to ensure that the interests of both groups are adequately met in these arrangements.  Communication will have to be concise to ensure that all the relevant information is shared between both parties.  Furthermore, the negotiations will need to be focused on achieving a particular goal, and this will ensure the effectiveness of negotiations between both sides in the business deal.
A negotiation tactic that can be used in addressing a business partner would be the tradeoff negotiations.  It would involve exchanging the exchange of opinions to ensure balancing of values to reach a suitable agreement.  It is necessary to encourage a mechanism of building trust between both of the negotiating parties to ensure fruitful negotiation occurs.  Dialogue is needed to make sure that both negotiating parties can come to a reasonable agreement.  It will involve evaluating the business partner as well as their capabilities and assessing the financial status as well as the proposition offered.  The negotiation process will enable both parties to reach an understanding in a way that will ensure that both sides are satisfied with the arrangement.  It will also help create a framework that will enable long-term cooperation as well as problem-solving capabilities between both of the parties.
The negotiation strategy will ensure a dynamic process that will consider all practical aspects.  The ideal negotiation will not be impulsive but rather balanced to ensure the building of an interpersonal trade relationship.  It is necessary to assess the intent as well as the capabilities of the business partner and then establishes areas that will be of primary focus in the negotiations (Beenen & Barbuto, 2014).It will also involve a careful analysis of the circumstances that surround the negotiation arrangement.  During the negotiation, both sides will be expected to assess the relative strengths as well as weaknesses of each team and prepare a consultation plan that will have all these aspects in consideration.  Each member of the negotiation team will be expected to have specific duties, and these will help ensure active deal brokerage.  It is also necessary to understand that negotiation is an ongoing process and focus on providing both parties are satisfied.
The use of BATNA would be active in business negotiations if other methods fail to be effective.  In such a business deal, by BATNA would involve the implementation of a fallback alternative that has been established by both parties if the initial transaction is not successful.  If there is an ongoing deal between two teams, it is necessary to maintain a good working relationship between both parties, so the deal remains valid.  The use of BATNA would ensure that minimum benefits from the negotiation are distributed equally and in a corresponding manner (Beenen & Barbuto, 2014).As a negotiator, it is necessary to broaden the focus to ensure that both parties achieve satisfaction from the business agreement.  It will involve evaluating the most significant needs of both sides with the aim of ensuring that these requirements are met.  If a reasonable agreement is unattainable, it will be of much help to incorporate an intermediary in the negotiations.  In this particular case, the intermediary will assist the other party to understand how the BATNA will work to benefit both of the sides. The BATNA will focus on ensuring equity in the distribution of all the assets required to complete the deal and furthermore ensure equal sharing of profits from business operations.
In case differences occur in the negotiation process, it will be necessary to incorporate a BATNA in negotiation processes.  The BATNA will have already have been established even before the initial negotiations between the two organizations began (Beenen & Barbuto, 2014).The BATNA will involve a course of action to be taken in case the negotiations may reach a level of disagreement or dissatisfaction.  It will be necessary to suggest that both of these two parties should stage the lowest valued deal that can be acceptable by both of the parties.  The BATNA will then be formally introduced to the other party to ensure that they understand up to what level negotiations can effectively be reached.  After the other party has understood the implications of the new arrangement, then one can ask if they agree with the new agreement, and if they do, then the deal can be finalized under the improved terms. 
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