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Key Terms and Concepts

_ Bargaining mix All of the issues involved in a negotia-
tion. .

Bargaining range/settlement zone The area between
parties’ resistance points.

Best Alternative to a Negotiated Agreement (BATNA)
The most ideal alternative outcome one party to a nego-
tiation could get without negotiating with the other
party.

Frame The lens through which you view a negotiation.

Inijtial/opening offer The first offer made by a party in
a negotiation.

Discussion Questions

1. Identify the issues that might constitute the bargaining mix
in an initial employment negotiation such as Katherine’s in
the chapter scenario. '

2. Explain the differences between opening offers, target and
resistance points, and their role in negotiation.

3. Discuss the role of a negotiator’s alternatives in a negotiation.
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Reciprocity The notion that if someone does something
for you, you owe them.

Resistance point/reservation price A negotiator’s bot-
tom line; the point beyond which she will not go.
Settlement point What the parties actually agree upon.
Target point/aspiration The best outcome each party
can reasonably and realistically expect to obtain as a re-
sult of the negotiation.

~ Worst Alternative to a Negotiated Agreement (WATNA)

The worst outcome you might face if you do not come to
anegotiated agreement. '

4. Describe the impact of how an issue is framed on the final
outcome in a negotiation.

5. Citing examples from your school, work, and personal
lives, discuss the role of reciprocity in your daily relation-
ships.

Ethical Dilemma: To Reciprocate or Not to Reciprocate?

You are negotiating to buy a house. So far the sellers have been
very cooperative in working out the terms of the sale and en-
gaged in an integrative style of negotiation. Now however there
is a problem. There is a wrought iron horse mounted on the ex-
terior of the house on the chimney. The seller did not specifical-
ly exclude this on the sale agreement but now wants to keep it,
saying it was a birthday gift from a family member. You like the
horse and would like to have it remain with the house, but be-
cause the seller has been so cooperative on everything else, you
aren’t sure whether to pursue this.

Questions

1. Do you have any obligation, moral or otherwise, to cooperate
with the sellers since they have been cooperative with you? -

2. If the sellers had engaged in distributive bargaining tactics
and were generally uncooperative would your answer to
question 1 be different? How?

3. To what extent, if any, should you reciprocate the other
party’s behavior when negotiating?

Ethical Dilemma: You Heard It through the Grapevine

You are in the market for a new-to-you car. There is one in par-
ticular that you are interested in that is for sale by a friend of a
friend. You have driven it and had it checked out by a friend of
the family who is a mechanic. Based on your research you have
determined the car is worth $8,000 and you are prepared to pay
that much to get the car. The day before you planned to close
the deal you heard through the grapevine that the seller has
some unexpected legal problems that could land him in jail ifhe
doesn’t come up with $6,000 to pay the fines very soon. This
news has you wondering if you could get the car for even less
than you were willing to pay.

Questions

1. How might you use the information about the seller’s legal
problems?

2. What could you gain by using the information?

3. What could you lose by using the information?

4. Ts it ethical to use the information about the seller’s legal
problems to get the car for less than you determined to be a
fair market price?




