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WEEK 2 | 10%

2.5 Negotiation Evaluation Assignment






Assignment Questions:
1. Provide at least one example of each negotiator’s bargaining position in the negotiation? 

In this negotiation, both parties entered with clearly defined bargaining positions related to the management agreement terms. The manager’s position focused on securing a higher commission rate, typically between 20–30% of the artist’s gross income, along with a longer contract term to make sure it sustained financial return. In contrast, the artist’s bargaining position highlighted reducing the commission percentage and limiting the contract duration to maintain flexibility and protect future opportunities. Additionally, the artist sought a more favorable sunset clause that would reduce post-contract financial obligations. These positions reflect distributive negotiation tactics, where each party initially attempts to maximize their individual gain before moving toward compromise (Fisher et al., 2011).

2. What were the negotiators’ underlying interests in this negotiation (e.g., what was really motivating the parties to be in the negotiation? What was the reasoning behind their positions?)  

Beyond their stated positions, both parties were driven by deeper underlying interests. The manager’s primary interest was financial security and career stability, especially given the uncertainty surrounding his current job and the need to secure future income streams. He also wanted recognition for the effort and connections he had already invested in the artist’s development. On the contrary, the artist’s underlying interests included long-term career growth, maintaining creative control, and avoiding exploitative agreements due to limited industry experience. According to principled negotiation theory, focusing on these underlying interests rather than fixed positions allows for more effective and collaborative outcomes (Fisher et al., 2011).

3. How did the final agreement create a mutual benefit for both parties (make sure to connect to the underlying interests)?  
The final agreement created mutual benefit by lining up both parties’ core interests through compromise and value creation. For instance, agreeing on a moderate commission rate, for example, 20%, allowed the manager to receive fair compensation while protecting the artist’s earning potential. Additionally, implementing a shorter contract term with performance-based renewal options made sure that the artist retained flexibility while still incentivizing the manager to deliver results. A tiered sunset clause further balanced long-term compensation for the manager with decreasing financial obligations for the artist. This outcome reflects integrative negotiation, where both parties work collaboratively to expand value and achieve a win-win solution (Fisher et al., 2011).

4. What specific neutral criteria (such as statistics, industry standards, etc.) were used in this negotiation and How did the neutral criteria help settle the negotiation?  
Neutral criteria played a critical role in resolving conflicts during the negotiation process. Both parties relied on industry standards for artist management agreements, such as typical commission rates (15–25%), standard contract durations (2–5 years), and commonly accepted sunset clause structures. These objective benchmarks helped shift the discussion away from subjective opinions and toward fairness and legitimacy. By grounding decisions in external standards, the negotiators were able to justify compromises and reduce potential bias or emotional conflict. This approach lines up with the use of objective criteria in principled negotiation, which promotes fair and rational agreements (Fisher et al., 2011).

5. What were the BATNAs for each party if no agreement was reached.  

The artist’s BATNA (Best Alternative to a Negotiated Agreement) was to pursue a deal with the second manager who had already expressed interest, despite the higher 30% commission rate. This alternative still provided access to industry expertise and potential career advancement. In contrast, the manager’s BATNA was weaker, as failing to secure the agreement would result in losing the opportunity to benefit from the artist’s rising success and possibly jeopardizing his financial future. According to negotiation theory, the party with the stronger BATNA holds greater leverage, which in this case gave the artist a strategic advantage during the negotiation (Fisher et al., 2011).

6. What were the communication styles of the parties? How did you adapt your communication style to best communicate with the other party? 

The communication styles of both parties reflected their roles and experience levels. The manager used a more assertive and persuasive approach, highlighting his industry expertise and past contributions to the artist’s success. Meanwhile, the artist adopted a more cautious and analytical communication style, asking clarifying questions and carefully evaluating each proposal. To adapt effectively, it was necessary to balance assertiveness with active listening, making sure that both perspectives were understood and respected. Effective communication in negotiation involves building rapport and maintaining clarity, which helps foster collaboration and reduce misunderstandings (Lewicki et al., 2021).


7. How did the parties take proactive steps to prevent negative emotions? (Please make sure to refer to the lesson on Preventing Negative Emotions. 
Both parties took proactive steps to manage emotions and maintain a constructive negotiation environment. They expressed appreciation for each other’s contributions, which helped address emotional concerns related to recognition and respect. Additionally, they avoided personal criticism and instead focused on problem-solving and shared goals. By acknowledging concerns related to autonomy and status, the negotiation remained professional and solution-oriented. Managing emotional dynamics is important in negotiation, as unresolved emotions can hinder communication and lead to conflict (Fisher et al., 2011).


8. What was the best thing done and one thing that could be improved upon in this negotiation? (Provide thorough reasoning. It is not acceptable to say that nothing went well.) 

One of the most effective aspects of the negotiation was the use of objective criteria and industry standards to guide decision-making. This approach made sure that fairness and reduced reliance on subjective opinions or power dynamics. Additionally, the focus on mutual benefit helped establish a foundation for a long-term professional relationship. However, one area for improvement would be the earlier identification and discussion of underlying interests. By addressing motivations at the beginning of the negotiation, both parties could have reached alignment more efficiently and minimized potential tension. This improvement aligns with best practices in principled negotiation, which emphasize understanding interests before proposing solutions (Fisher et al., 2011).
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