[bookmark: _GoBack]In APA format, submit a paper detailing the negotiation and bargaining strategy you will employ during business negotiations with your chosen country. Justify this approach with supporting evidence from research on the country and on the international negotiations strategy. Include your reasoning for choosing this strategy, including supporting research from previous milestones. Explain how the strategy will be used and how it will increase the likelihood of a successful transaction. What is your BATNA in this particular negotiation? What is your negotiation strategy? How does the strength of your BATNA influence your approach to the negotiation?  Address the following questions using Australia as the country of choice.
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Part 2:
Answer the following questions in APA format.  What are the main features of principled negotiation? In the context of international business negotiation, what are the strengths and weaknesses of this approach? What are some considerations that might influence your strategy choice for an international negotiation?
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Milestone Three requires students to use their research on aulture, ecnornics, and stakeholders in order to create a bargaining strategy to employ during
negotiations with their potential business partners. Studerts must explain how this strategy will increase the likelihood of 3 successful outerme using research

and previous milestones assuppart, Milestane Three must include a Best Alternative to a Negatiated Agreement (BATNA] that will strengthen the student’s
negotiating power.

Spedfically, the following critical elements must be addressed:

1. Negotistion/Bargaining Strategy

s What bargaining strategy will you use inyour negotistions with your potential business partner? Justfy your spproach with supporting evidence
from research.

b) Why willthis strategy be ffective with the chosen ulture,/country in which the negotiation i taking place?

€ What is your BATNA? How does it affect your negotiation approach withyour potential business partner? How willyour strategy inarease the
likelihood of a suczessful outcame?

Guidelines for Submission: Your paper must be subrmitted as athree- to four-page Microsoft Word document with double-spacng, 12-point Times New Roman
font, one-inch margins, and at least three sources dited in APA format

Instructor Feedback: This activity uses an integrated rubricin Blackboard. Students can view instructor feedback in the Grade Center For more information,
review these instructions.
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Articulation of Response
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