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Mood and emotion can impact negotiations as anger is often an effective tool in distributive bargaining, whereas positive moods are helpful in
integrative bargaining situations.

Culture also plays a role in negotiations and the styles utilized.
Positive negotiation strategies include:

v Setting ambitious goals.

v Paying little attention to initial offers.

v Researching your opponent.

v Addressing the problem, not the personalities.

v Being creative and emphasizing win-win solutions.
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Decision Making

Individuals in organizations make decisions. Top managers determine their organization's goals, what products or services to offer, how best to organize corporate

structure, and so on. Middle and lower-level managers determine production schedules, hire new employees, and decide how pay raises are to be allocated. Non-

managerial employees also make decisions that affect their jobs and the organizations for which they work. Allindividuals in every organization regularly engage in

decision making; that is, they make choices from among two or more alternatives.

Effective decision makers are rational. They make consistent, value-maximizing choices within specified constraints. The Rational Model has six steps

Step 1: Defining the problem.

Aproblem exists when there s a discrepancy between an existing and a desired state of affairs

Step 2: Identifying the decision

criteria.

This will be important in solving the problem. Here you determine what is relevant to making the decision. Your interests, values,

and personal preferences are brought into the process.

Step 3: Weighing the previously

identified criteria.

This is done in order to give them correct priority in the decision making.

Step 4: Generating possible

alternatives.

This could succeed in resolving the problem. Alternatives are not yet appraised, just listed

Step 5: Analyzing and Evaluating

critically.

Each alternative is then analyzed and evaluated critically. This is done by rating each alternative on each criterion

Step 6: Computing the optimal

decision.

This is done by evaluating each alternative against the weighted criteria and selecting the alternative with the highest total score.
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Research shows that decision-makers often allow biases and errors to creep into their judgments. The following items highlight the most common distortions:

Blas ‘Thinking we know more than we actually do.

‘The tendency to fixate on the first piece of information we receive.

‘Selectively gathering information that supports our existing views.

Basing judgments on information that s readily available.

LUl Assessing the fikelihood of an occurrence by matching it with a pre-existing
Bias e

Escalation of

LIRSS staying with a decision despite clear evidence that it is wrong.

Randomness

Error Trying to create meaning out of random events.
CUNTPLLT  6eieving that we have accurately predicted the outcome of an event, after that
outcome s actuzlly known.





image1.png
¥ Conflict

The conflict process begins when one party perceives that another party has negatively affected, or is about to negatively affect, something that
the first party cares about. The conflict process deals with four steps that help alleviate disagreement, problems, and fighting within

organizations. The four steps are potential opposition or incompatibility, cognition and personalization, behavior, and outcomes.
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Stage I: Potential Opposition

The first step in the conflict process is the presence of conditions that create opportunities for conflict to
arise. Three general categories are communication, structure, and personal variables.
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Stage II: Cognition and Personalization

If the conditions cited in Stage | generate frustration, then the potential for opposition becomes realized in
the second stage. One or more of the parties must be aware of the existence of the antecedent conditions.
However, just because a conflict is perceived does not mean it is personalized. It is at the personal level
where conflict s felt. It is when individuals become emotionally involved that parties experience anxiety,
tension, frustration, or hostiity.
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Stage lIl: Behavior

A member engages in action that frustrates the attainment of another's goals or prevents the furthering of
the other's interests. At this point, the conflict is out in the open. Overt conflict covers a full range of
behaviors. These can range from subtle, indirect, and highly controlled forms of interference to direct,

aggressive, violent, and uncontrolled struggle. This is also when most conflict management behaviors are
initiated.
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Stage IV: Outcomes

Functional Outcomes - Low o moderate levels of conflict could improve the effectiveness of a group.
Conflict challenges the status quo and therefore furthers the creation of new ideas, promotes the
reassessment of group goals and activities, and increases the probability that the group will respond to
change.

Dysfunctional Outcomes - The group s less effective. Cohesiveness and communications are reduced and
this leads to the destruction of the group.
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Negotiation is a process in which two or more parties exchange goods or services and attempt to agree on the exchange rate for them. The
process of negotiation is best understood through the steps of negotiation: preparation and planning, definition of ground rules, clarification and
justification, bargaining and problem solving, and closure and implementation. BATNA is the Best Alternative To a Negotiated Agreement, or the
lowest acceptable value you will take for a negotiated agreement. You should determine your BATNA and that of the other party before

proceeding with negotiations. Anything above your BATNA is a well-negotiated outcome.

Many individual differences are interwoven in the negotiation process and impact the effectiveness of the outcomes. Personality traits will impact
outcomes as extroverts tend to be weaker at negotiation because they will want people to like them. Intelligence is not an indicator of effective

negotiation skills.




