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Undergraduate Certificate in Al Mediation and Dispute Resolution

Negotiation Theory and Practice

BATNA stands for Best Alternative to a Negotiated Agreement. It is the course of action a party will take if
the current negotiation fails. The strength of a BATNA determines a negotiator’s leverage; a strong BATNA
gives confidence to walk away, while a weak BATNA may compel acceptance of less favorable terms.
Example: A supplier who has a contract with a major retailer may use that relationship as a BATNA when
negotiating with a new buyer, signalling that they have other profitable options. The challenge in assessing
BATNA lies in accurately forecasting the value of alternatives, which often requires market research and risk
analysis. In Al-mediated negotiations, an algorithm can calculate BATNA by integrating real-time pricing
data and predictive analytics, yet the model must be transparent to avoid hidden assumptions that could
mislead parties.

ZOPA denotes the Zone of Possible Agreement, the range where the parties’ interests overlap. Identifying
ZOPA is a critical early step because it defines the space where a mutually acceptable deal can be reached.
The lower bound of the ZOPA is typically the seller's reservation price, while the upper bound is the buyer’s
reservation price. Example: In a real-estate transaction, the seller's minimum acceptable price might be
$350,000 and the buyer’'s maximum is $360,000, creating a ZOPA of $350,000-$360,000. A common
challenge is that parties may misrepresent their reservation prices to gain advantage, leading to a perceived
“no-deal” situation when a ZOPA actually exists. Al mediation platforms can use confidential data inputs to
calculate ZOPA automatically, but they must protect privacy and ensure that participants trust the
computational process.

Reservation Price is the least favorable point at which a party will accept a deal. It is closely related to
BATNA: The reservation price should not be worse than the BATNA. Setting a reservation price too high may
cause a negotiator to miss a beneficial agreement; setting it too low can result in unnecessary concessions.
Example: A freelance graphic designer may decide that $2,000 is the minimum fee they will accept for a
project, based on their cost of living and alternative job prospects. In practice, negotiators often keep
reservation prices confidential, which can cause information asymmetry. Al tools can help participants
model their reservation price by analyzing historical earnings and market trends, but the model must allow
for subjective factors such as personal risk tolerance.

Target Point is the ideal outcome a negotiator hopes to achieve. It is distinct from the reservation price and
often reflects the negotiator’s strategic objectives. The target point is usually set above the reservation price
for a seller (or below for a buyer) to allow room for concessions. Example: A car dealer may aim to sell a
vehicle for $25,000 (target point) while willing to accept $22,000 (reservation price). The difficulty lies in
balancing optimism with realism; an overly ambitious target can stall negotiations, whereas a modest target
may leave value on the table. Al-driven negotiation assistants can suggest target points based on
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comparative market analysis, but users must adjust these suggestions to reflect non-quantifiable
preferences.

Integrative Negotiation focuses on creating value rather than merely dividing existing value. This approach
seeks win-win outcomes by exploring underlying interests, expanding the pie, and crafting solutions that
satisfy multiple parties’ needs. Techniques include joint problem solving, brainstorming, and trade-offs that
align complementary interests. Example: Two companies negotiating a joint venture may combine their
technological expertise and distribution networks to launch a new product line, thereby increasing total
market share for both. The main challenge is overcoming entrenched positional thinking; parties may
default to distributive tactics that emphasize claim-splitting. Al mediation can facilitate integrative
negotiations by mapping each party’s stated interests to potential synergies, but the system must avoid
reducing complex preferences to simplistic data points.

Distributive Negotiation is a competitive, zero-sum approach where parties aim to claim the largest possible
portion of a fixed resource. It is often characterized by hardball tactics, anchoring, and limited information
sharing. Example: Salary negotiations where the employer offers a starting salary and the candidate
counters, each seeking the best possible monetary outcome. The challenge in distributive negotiation is
that aggressive tactics can damage long-term relationships and lead to impasses. Al agents programmed
for distributive strategies may employ rapid concession modeling, but without careful ethical safeguards
they could exacerbate power imbalances or exploit cognitive biases.

Interests are the underlying needs, desires, fears, and motivations that drive a party's position.
Distinguishing interests from positions is essential for uncovering opportunities for mutual gain. Example: A
union may demand higher wages (position) because its members are concerned about cost-of-living
increases (interest). Effective negotiators ask "why” repeatedly to reveal interests. The difficulty lies in
encouraging parties to disclose true interests, especially when trust is low. Al mediation platforms can use
natural language processing to detect recurring themes in dialogue, highlighting hidden interests, yet they
must respect confidentiality and avoid misinterpretation of nuanced statements.

Positions are the explicit demands or statements a party makes during negotiation. They are often more
visible than interests but may be inflexible and hinder creative solutions. Example: A supplier stating a price
of $5 per unit without explaining that the cost reflects raw-material price spikes. Positions can serve as
starting points for bargaining, but an over-reliance on them may prevent parties from exploring alternative
value-creating options. Al tools can flag when positions remain static over multiple rounds, prompting
mediators to probe deeper for interests.

Power Dynamics refer to the relative ability of parties to influence outcomes, based on resources,
information, expertise, or authority. Power shapes leverage, concession patterns, and ultimately the shape of
the agreement. Example: A multinational corporation negotiating with a small supplier may hold significant
market power, allowing it to dictate terms. However, power is not static; it can shift as new information
emerges or as public pressure mounts. In Al-mediated settings, power imbalances can be amplified if one
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party lacks digital literacy, so system designers must incorporate user-friendly interfaces and provide equal
access to analytical tools.

Leverage is the capacity to affect the other party’s decisions in a way that benefits one’s own interests.
Leverage can arise from BATNA strength, expertise, time constraints, or external pressures. Example: A buyer
who can source a product from multiple vendors holds leverage over a supplier who depends on a single
large client. The challenge is to use leverage ethically; excessive pressure may lead to resentment and future
conflict. Al negotiation agents can quantify leverage by analyzing market alternatives, but they must present
this information in a way that encourages collaborative resolution rather than coercive tactics.

Anchoring is the cognitive bias where the first offer or piece of information presented sets a reference point
that influences subsequent judgments. An initial high price can raise expectations for the final agreement,
even if the final price is lower than the original anchor. Example: A seller opens with a $100,000 asking price
for a piece of equipment; the buyer, despite intending to pay $80,000, may settle at $85,000 because the
anchor shifted perceptions of value. Recognizing anchoring helps negotiators counteract its effect by
making deliberate, data-driven counter-offers. Al mediation systems can detect anchoring patterns by
tracking the sequence of proposals, alerting users when an early extreme value may be biasing the
discussion.

Framing involves presenting information in a way that highlights particular aspects, thereby shaping
perceptions and decisions. Similar to anchoring, framing can affect how parties evaluate options. Example:
Describing a contract clause as “risk mitigation” rather than “restriction” can make it more acceptable.
Effective negotiators reframe proposals to align with the other party’s values. Al tools can suggest
alternative frames by analyzing sentiment and keyword frequencies, but they must avoid manipulation that
undermines trust.

Concession is a voluntary reduction in demand or an increase in flexibility offered by one party to move
toward agreement. Concessions signal goodwill and can trigger reciprocal moves. Example: A landlord
reduces rent by 5% after a tenant expresses concerns about maintenance costs. The challenge is managing
the timing and magnitude of concessions to avoid appearing weak or encouraging exploitation.
Al-mediated platforms can model concession trajectories, recommending optimal pacing based on
historical data, yet they must remain adaptable to the human element of negotiation.

Credibility is the degree to which a party is perceived as trustworthy, competent, and reliable. Credibility
influences the willingness of others to accept proposals and make concessions. Example: A company known
for delivering on time can negotiate tighter deadlines because the counterpart believes the promises are
credible. Maintaining credibility requires consistency between words and actions; any breach can jeopardize
the entire negotiation. Al systems can support credibility by providing audit trails of commitments, but they
must also protect against data manipulation that could falsely inflate credibility.

Trust is the belief that the other party will act in good faith, honoring agreements and not exploiting
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vulnerabilities. Trust reduces transaction costs, speeds up information exchange, and enables more
collaborative outcomes. Example: Long-term partners often bypass formal contracts because mutual trust
assures performance. Building trust is especially difficult in cross-cultural or high-stakes negotiations, where
historical grievances may dominate. Al mediation can foster trust by ensuring equal access to shared
documents and by anonymizing sensitive data until parties are ready to reveal identities, yet the technology
must not become a barrier that erodes personal rapport.

Active Listening is a communication skill that involves fully concentrating, understanding, responding, and
remembering what the other party says. It signals respect and helps uncover hidden interests. Example: A
mediator paraphrases a party’s concern about “delivery delays” to confirm understanding before proposing
a solution. The difficulty lies in resisting the urge to formulate a reply while the other party is speaking.
Al-driven transcription services can highlight key phrases and provide real-time summaries, supporting
active listening, but they cannot replace the human nuance of empathy.

Nonverbal Cues include facial expressions, gestures, posture, and tone of voice, all of which convey
attitudes and emotions that may not be expressed verbally. Recognizing nonverbal signals can reveal
underlying tension or confidence. Example: A negotiator who leans forward and maintains eye contact may
be signaling openness, while crossed arms may indicate defensiveness. In virtual negotiations, limited visual
cues can obscure these signals, making misinterpretations more likely. Al video analysis can detect
micro-expressions and alert participants to potential emotional shifts, yet ethical considerations demand
consent and careful handling of such sensitive data.

Persuasion is the process of influencing another party’s attitudes or behaviors through logical arguments,
emotional appeal, or credibility. Persuasion techniques include the use of evidence, storytelling, and appeals
to shared values. Example: A negotiator cites industry benchmarks to persuade the counterpart that a
proposed price is reasonable. Overreliance on persuasive tactics can backfire if the audience perceives
manipulation. Al assistants can suggest persuasive arguments by extracting relevant case law or market
statistics, but they must avoid generating misleading or biased content.

Cognitive Bias refers to systematic patterns of deviation from rational judgment, often resulting in
suboptimal decisions. Common biases in negotiation include confirmation bias, loss aversion, and the
endowment effect. Example: A seller overvalues a product simply because they own it (endowment effect),
demanding a higher price than the market would bear. Identifying biases requires self-awareness and
structured reflection. Al tools can flag potential bias by comparing a party's statements against objective
benchmarks, but they must present findings neutrally to prevent defensive reactions.

Loss Aversion is the tendency to prefer avoiding losses over acquiring equivalent gains. It explains why
negotiators may reject offers that are objectively positive if they perceive a potential loss. Example: A buyer
may decline a discount because they fear losing a future partnership opportunity, even though the
immediate financial gain is clear. Overcoming loss aversion involves reframing proposals as gains rather
than avoided losses. Al mediation can rephrase offers to emphasize benefits, but designers must ensure the
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reframing does not obscure material facts.

Prospect Theory describes how people evaluate potential gains and losses relative to a reference point,
rather than absolute outcomes. It predicts risk-seeking behavior for losses and risk-averse behavior for
gains. Example: A party may accept a risky, high-reward deal when facing a potential loss, but prefer a
guaranteed smaller gain when ahead. Understanding prospect theory helps negotiators anticipate when a
counterpart might accept a bold proposal. Al-enabled simulations can model how changes in reference
points affect decision-making, offering strategic insights for timing offers.

Game Theory provides a mathematical framework for analyzing strategic interactions where each
participant’s outcome depends on the actions of others. Core concepts include Nash equilibrium, dominant
strategies, and payoff matrices. Example: In a price-matching scenario, two competing retailers decide
whether to lower prices; the equilibrium may involve both maintaining higher prices to avoid a price war.
Applying game theory in negotiation helps anticipate reactions and identify stable outcomes. However,
real-world negotiations often involve incomplete information and emotional factors that pure models
cannot capture. Al platforms can run iterative simulations to suggest equilibrium strategies, but human
judgment remains essential for interpreting results.

Nash Equilibrium occurs when no player can improve their payoff by unilaterally changing their strategy,
assuming all others keep theirs unchanged. It represents a stable state of mutual best-responses. Example:
Two parties in a joint venture each choose investment levels such that any deviation would reduce their
expected profit. Finding a Nash equilibrium can be computationally intensive, especially in multi-party
negotiations with many variables. Al solvers can approximate equilibria using heuristic algorithms, yet they
must communicate the assumptions underlying the calculations to avoid overconfidence in the solution.

Prisoner’s Dilemma illustrates a situation where cooperation yields a better collective outcome, but rational
self-interest leads each participant to defect, resulting in a suboptimal equilibrium. Example: Two firms
considering a price-fixing agreement may both benefit from collusion, but each fears the other will cheat,
leading them to maintain high prices individually. Recognizing a Prisoner’s Dilemma structure helps
negotiators design mechanisms—such as monitoring or escrow—that encourage cooperation. Al mediation
can embed smart contracts that automatically enforce agreed terms, reducing the temptation to defect.

Ultimatum Game is a bargaining experiment where one player proposes a division of a resource and the
other can accept or reject it; rejection results in both parties receiving nothing. The game highlights fairness
considerations and the willingness to sacrifice material gain to punish perceived inequity. Example: A
manager offers a 90-10 profit split to a partner; the partner rejects, preferring no profit over an unfair share.
The outcome demonstrates that negotiators value procedural fairness as well as substantive gain. Al
negotiation agents can incorporate fairness metrics into proposal generation, balancing efficiency with
equity.

Negotiation Tactics are specific actions or maneuvers used to influence the negotiation process. Common
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tactics include “good cop/bad cop,” “deadline pressure,” “highball/lowball,” and “silence.” Example: A
negotiator may deliberately pause after receiving an offer, using silence to prompt concessions. While
tactics can be effective, overuse may erode trust and damage relationships. Al-augmented negotiators can
suggest tactics based on the opponent’s style profile, but they must allow the human user to approve any
aggressive move, ensuring ethical control.

Hardball Tactics involve aggressive, sometimes confrontational approaches designed to pressure the
counterpart into conceding. Examples include threats, bluffing, or imposing strict deadlines. Example: A
supplier threatens to halt deliveries unless payment terms are adjusted. Hardball can achieve short-term
gains but often harms long-term partnerships and may trigger retaliation. Al systems must be programmed
with safeguards that flag potentially damaging hardball tactics and prompt users to consider less
adversarial alternatives.

Soft Tactics emphasize relationship-building, empathy, and collaborative problem solving. They aim to
create a positive atmosphere and foster mutual respect. Example: A mediator uses affirmations and
reflective listening to validate each party’s concerns. Soft tactics can lead to durable agreements but may be
perceived as weak if not paired with clear boundaries. Al mediation platforms can balance soft and hard
tactics by suggesting language that is firm yet courteous, helping negotiators maintain authority while
preserving rapport.

Collaborative Approach integrates both parties’ interests to develop solutions that maximize joint value. It
contrasts with competitive approaches that prioritize individual gain. Example: Two departments within a
corporation co-design a workflow that reduces duplication, saving both time and budget. The main
obstacle is shifting mindsets from "us versus them” to “we.” Al tools can map each party's stated priorities
onto a shared visual diagram, making collaboration more tangible, yet they must avoid oversimplifying
complex interdependencies.

Value Creation involves activities that increase the overall size of the negotiation pie, such as bundling,
trade-offs, and joint investments. By expanding value, parties can achieve better outcomes without
sacrificing their own interests. Example: A software vendor adds free training services to a licensing
agreement, enhancing overall value for the client. Identifying opportunities for value creation requires
creativity and openness to unconventional solutions. Al-driven idea generators can propose bundled
packages based on historical deal data, but human intuition remains crucial for assessing feasibility and
cultural fit.

Value Claiming is the process of securing a share of the value created. It focuses on distribution rather than
creation, emphasizing negotiation skills such as anchoring, concession timing, and leverage use. Example:
After establishing a joint venture's projected profit, each partner negotiates their share of equity. The
tension between value creation and claiming must be managed to avoid overly aggressive claims that
diminish the collaborative spirit. Al assistants can calculate fair splits based on contribution metrics, offering
a baseline for discussion while allowing parties to negotiate adjustments.
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Negotiation Protocol defines the formal rules and procedures governing the exchange, including
turn-taking, communication channels, and documentation standards. Protocols ensure fairness,
predictability, and order. Example: An e-mediation platform may require each party to submit written
proposals within a 48-hour window before a live video session. Designing protocols that are both flexible
and structured is challenging; too rigid a protocol can stifle creativity, while too loose a protocol may lead
to chaos. Al-mediated systems can enforce protocol compliance automatically, sending reminders and
logging timestamps, thereby reducing administrative burdens.

Multi-Agent Systems consist of autonomous software agents that interact to achieve individual or collective
goals. In negotiation, each agent may represent a party, a stakeholder, or a specialized function (e.G., Risk
assessment). Example: A supply-chain negotiation platform employs separate agents for procurement,
logistics, and finance, each negotiating on behalf of its department while coordinating through a central
orchestrator. Coordination among agents raises issues of alignment, conflict resolution, and communication
standards. Al designers must embed negotiation norms and ethical safeguards to prevent agents from
engaging in exploitative behavior.

Algorithmic Mediation leverages computational algorithms to facilitate dispute resolution, often by
analyzing data, suggesting compromises, and automating certain procedural steps. Example: An online
marketplace uses an algorithm to recommend refund amounts based on transaction history and product
condition reports. While algorithmic mediation can increase efficiency and reduce costs, it may also obscure
reasoning, leading parties to feel unheard. Transparency features, such as explainable Al, are essential to
maintain legitimacy and allow participants to contest or refine algorithmic suggestions.

Machine Learning enables systems to improve performance over time by identifying patterns in data. In
negotiation, machine learning models can predict counterpart behavior, estimate concession probabilities,
and recommend optimal offers. Example: A negotiation platform trains a model on thousands of past deals
to forecast the likelihood that a buyer will accept a 10 % discount. The challenge is ensuring data quality;
biased training data can perpetuate unfair outcomes. Continuous monitoring and bias mitigation strategies
are required to maintain fairness, especially when models influence high-stakes agreements.

Natural Language Processing (NLP) allows computers to understand, interpret, and generate human
language. NLP is central to Al mediation, enabling automated transcription, sentiment analysis, and
real-time summarization. Example: An Al mediator parses spoken dialogue to extract key demands, then
presents a concise list to both parties. NLP must handle ambiguity, sarcasm, and multilingual contexts,
which can be difficult. Robust language models, combined with domain-specific tuning, improve accuracy,
but developers must guard against over-reliance on automated interpretations that could misrepresent
nuanced positions.

Sentiment Analysis evaluates the emotional tone of text or speech, identifying positivity, negativity, or
neutrality. This insight helps mediators gauge the emotional climate and adjust interventions accordingly.
Example: Sentiment analysis flags a surge in frustration during a negotiation, prompting the mediator to
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introduce a cooling-off period. The limitation lies in cultural differences in expressing emotions; a phrase
considered neutral in one language may be perceived as negative in another. Al systems should incorporate
cultural calibration modules to avoid misreading sentiment.

Automated Negotiation Agents are software entities that autonomously conduct negotiations on behalf of
a human principal. They can operate in e-commerce, procurement, or diplomatic contexts. Example: A
procurement bot negotiates purchase orders with multiple suppliers, seeking the best price-quality
combination. The benefits include speed and consistency, while challenges involve aligning the agent’s
objectives with the principal’s nuanced preferences and ensuring accountability for outcomes. Transparent
rule sets, audit logs, and override mechanisms are critical for trust.

Data-Driven Negotiation relies on empirical evidence, analytics, and statistical models to inform strategy. It
contrasts with intuition-based approaches, offering objectivity and repeatability. Example: A sales team uses
market price trends and competitor benchmarks to set target points. The downside is the risk of overfitting
to historical data that may not reflect future market shifts. Al can continuously ingest fresh data streams,
updating recommendations in real time, but human judgment must interpret the context of those updates.

Ethical Considerations in Al mediation encompass fairness, privacy, accountability, and the avoidance of
manipulation. Negotiators must ensure that Al tools do not exacerbate existing inequities or create new
forms of bias. Example: An Al system that systematically undervalues offers from minority-owned businesses
would violate ethical standards. Implementing ethical guidelines, conducting impact assessments, and
establishing oversight committees are essential steps. Transparency, informed consent, and the right to
appeal algorithmic decisions are foundational principles.

Bias Mitigation involves techniques to detect, correct, and prevent unfair bias in Al models. In negotiation
contexts, bias may arise from skewed training data, feature selection, or algorithmic design. Example:
Adjusting a model that predicts settlement amounts to account for gender-related wage gaps. Strategies
include rebalancing datasets, applying fairness constraints, and conducting regular audits. Al developers
must document mitigation methods and provide stakeholders with understandable explanations of how
bias is addressed.

Transparency refers to the openness of Al systems regarding their data sources, decision-making processes,
and limitations. Transparent systems enable users to understand why a particular recommendation was
made. Example: An Al mediator displays a confidence score alongside each suggested compromise, along
with the key variables that influenced the suggestion. While full transparency can be technically challenging,
especially with deep learning models, techniques such as model distillation and feature importance
visualizations help demystify complex algorithms.

Explainability is the ability of an Al system to provide human-readable reasons for its outputs. Explainable Al
(XAl) bridges the gap between black-box models and user trust. Example: An Al negotiator explains that it
proposed a 7 % discount because historical data shows a 70 % acceptance rate for similar offers.
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Explainability enhances accountability and allows parties to contest or refine recommendations. However,
simplifying explanations too much can omit critical subtleties; designers must balance clarity with
completeness.

Digital Dispute Resolution (DDR) encompasses online platforms and tools that facilitate the settlement of
conflicts without physical presence. DDR includes e-mediation, online arbitration, and automated
negotiation portals. Example: A consumer-complaint platform provides a guided negotiation interface that
helps buyers and sellers resolve disputes over faulty products. DDR expands access to justice, especially for
geographically dispersed parties, but it also raises concerns about digital divide, data security, and the
enforceability of outcomes. Robust authentication, encryption, and clear jurisdictional rules are essential
components.

e-Mediation is the use of electronic communication channels—such as video conferencing, chat, or
collaborative documents—to conduct mediation sessions. Example: Parties in different time zones engage
in a live video mediation, while a mediator shares a real-time negotiation canvas that tracks proposals.
E-Mediation offers flexibility and cost savings, yet it can diminish nonverbal cues and create technical
hurdles. Effective e-mediation platforms provide reliable connectivity, user-friendly interfaces, and
mechanisms for recording and archiving sessions for future reference.

Virtual Negotiation extends e-mediation by incorporating immersive technologies like virtual reality (VR) to
simulate face-to-face interactions. Example: Negotiators don VR headsets to meet in a virtual conference
room, where avatars convey body language through motion capture. Virtual environments can enhance
presence and empathy, but they require substantial hardware and may introduce accessibility barriers. Al
can augment virtual negotiation by generating realistic avatars that respond to spoken input, yet
developers must ensure that the technology does not distract from substantive discussion.

Blockchain Smart Contracts are self-executing agreements whose terms are encoded on a blockchain
ledger. They automatically enforce conditions when predefined criteria are met. Example: A supply-chain
contract releases payment to a supplier once a sensor confirms delivery of goods, as recorded on the
blockchain. Smart contracts reduce reliance on third-party enforcement, enhancing efficiency and trust.
However, they are rigid; unforeseen circumstances may be difficult to accommodate without renegotiation
mechanisms. Al mediation platforms can incorporate clauses that trigger smart contract updates, blending
automation with human oversight.

Procedural Justice concerns the fairness of the processes used to resolve disputes, including impartiality,
transparency, and the opportunity to be heard. Parties who perceive procedural justice are more likely to
accept outcomes, even if unfavorable. Example: A mediation process that allows each side equal speaking
time and provides a clear agenda promotes procedural justice. Designing Al-mediated processes that
uphold procedural justice requires explicit rules, visible decision pathways, and mechanisms for participants
to raise objections. Failure to ensure procedural fairness can undermine the legitimacy of the entire system.

Read online: https://certificates.gsbf.co.uk/guides/5366530/ Greenwich School of Business and Finance - 24 Jun 2026
negotiation-theory-and-practice



GSBF

Greenwich School of
Business and Finance

Change your life. Start from here

Substantive Justice focuses on the fairness of the outcomes themselves, assessing whether the distribution
of benefits and burdens aligns with societal norms and expectations. Example: An arbitration award that
compensates a worker for overtime based on statutory rates reflects substantive justice. Al tools can aid in
calculating equitable distributions by referencing legal standards and precedents, yet they must be
adaptable to contextual nuances, such as cultural expectations or unique contractual terms.

Stakeholder Analysis identifies all individuals or groups affected by a negotiation, mapping their interests,
influence, and potential impact. Comprehensive analysis prevents overlooking critical parties whose support
may be decisive. Example: In a public-infrastructure project, stakeholders include local residents,
environmental groups, contractors, and government agencies. Al-driven stakeholder mapping can
automatically extract relevant entities from documents and rank them by influence scores, but human
judgment is needed to validate the relevance and to manage political sensitivities.

Interest-Based Bargaining (also known as principled negotiation) emphasizes separating people from the
problem, focusing on interests rather than positions, generating options for mutual gain, and using
objective criteria. Example: A labor negotiation where both sides explore flexible work arrangements as an
alternative to wage increases, satisfying the employer’s cost concerns and the employees’ work-life balance
needs. Implementing interest-based bargaining often requires skilled facilitation to keep discussions
constructive. Al assistants can prompt participants to articulate underlying interests after each positional
statement, fostering a more collaborative dialogue.

Principle of Fairness is a normative standard that guides negotiators to treat counterparts equitably,
respecting rights and duties. It underlies many legal frameworks and ethical codes. Example: A mediator
ensures that each party receives an equal opportunity to present evidence, reflecting the principle of
fairness. In Al-mediated environments, fairness can be operationalized through algorithmic checks that
detect disproportionate advantage, but designers must remain vigilant against hidden biases that may
subvert the principle.

Strategic Concessions are planned reductions in demand that are used to signal goodwill, test the
counterpart’s willingness to cooperate, or create momentum toward agreement. Example: A negotiator
offers a modest discount early in the session, gauging the opponent’s reaction before making further
concessions. Timing and sequencing of concessions are critical; premature or excessive concessions may
weaken bargaining power. Al can model concession curves based on historical negotiation data, advising
users when to make strategic moves, yet the model must be calibrated to the specific context.

Reciprocity is the social norm that encourages responding to a positive action with another positive action.
In negotiation, offering a concession often prompts the counterpart to reciprocate. Example: After a
supplier reduces the price, the buyer agrees to a longer contract term. Reciprocity can accelerate agreement
but may also be exploited if one party consistently offers insincere concessions. Al-mediated platforms can
track concession patterns, highlighting opportunities for reciprocal behavior while warning against
manipulative sequences.
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Anchoring Bias (different from the earlier anchoring concept) describes the tendency for initial information
to disproportionately influence subsequent judgments, even when the anchor is arbitrary. Example: A
buyer’s first offer of $5,000 sets a reference point that shapes the entire negotiation, causing the seller to
view higher offers as more reasonable. Counter-anchoring strategies include presenting counter-data or
reframing the discussion to shift the reference point. Al tools can suggest alternative anchors by presenting
market averages, helping negotiators reset expectations.

Information Asymmetry occurs when one party possesses more or better information than the other,
potentially leading to exploitation or mistrust. Example: A seller knows a product defect but the buyer does
not, influencing price negotiations. Reducing asymmetry involves disclosure, sharing relevant documents,
and verification mechanisms. Al mediation can facilitate information exchange by securely uploading and
automatically validating documents, but parties must agree on what information is permissible to share,
respecting confidentiality and competitive concerns.

Negotiation Style characterizes an individual’s typical approach, ranging from competitive to collaborative,
assertive to accommodating. Understanding one’s own style and that of the counterpart can improve
communication and strategy selection. Example: A negotiator with a “compromiser” style seeks balanced
outcomes, while a “avoider” may withdraw from conflict. Al personality assessments can infer style from
language patterns, offering tailored advice. However, reliance on style labels should not pigeonhole
participants; flexibility and adaptation remain key.

Conflict Management encompasses techniques for preventing, mitigating, or resolving disputes. It includes
avoidance, accommodation, competition, compromise, and collaboration. Example: A project manager
employs collaborative problem solving to address resource conflicts among team members. Effective
conflict management requires situational awareness and the ability to switch tactics as circumstances
evolve. Al decision-support systems can recommend appropriate management strategies based on
real-time sentiment and escalation indicators, but final authority rests with human leaders.

Alternative Dispute Resolution (ADR) is an umbrella term for methods such as mediation, arbitration, and
conciliation that resolve disputes outside traditional court litigation. ADR offers speed, flexibility, and often
lower costs. Example: Two businesses settle a trademark dispute through arbitration rather than a
protracted lawsuit. Al can enhance ADR by providing case-law analysis, predictive outcome modeling, and
automated document generation, yet the human element—particularly in mediation—remains
indispensable for addressing emotional and relational dimensions.

Arbitration is a binding dispute-resolution process where an impartial third party renders a decision after
hearing arguments and evidence. The award is enforceable in courts, similar to a judgment. Example: A
construction contract includes an arbitration clause that requires any payment disputes to be settled by a
neutral arbitrator. Arbitration offers finality but can limit appeal options. Al can assist arbitrators by
organizing evidence, summarizing key arguments, and checking legal consistency, but the ultimate decision
must be exercised by a qualified professional.
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Adjudication involves a formal legal determination by a judge or tribunal, often following statutory
procedures. It is typically more rigid and adversarial than mediation. Example: A labor board adjudicates a
claim of unfair dismissal based on statutory criteria. While adjudication provides authoritative resolution, it
can be time-consuming and costly. Al tools can streamline case management, flag relevant statutes, and
suggest precedent, but they cannot replace judicial reasoning.

Facilitation is the process of guiding a group discussion to ensure productive communication, balanced
participation, and progress toward objectives. Facilitators do not impose solutions but help parties explore
options. Example: A community facilitator leads a town-hall meeting on a zoning dispute, ensuring each
resident’s voice is heard. In Al-mediated settings, facilitation can be partially automated through agenda
management, time-keeping, and suggestion prompts, yet the nuanced handling of emotions and power
imbalances still benefits from a human touch.

Negotiation Jargon includes specialized terms that may be unfamiliar to newcomers, potentially creating
barriers to effective communication. Examples include "walk-away point,” “sweet spot,” and “contingent
clause.” Example: A senior negotiator uses the phrase “sweet spot” to refer to the optimal price range, which
may confuse a less experienced counterpart. Clear definitions and glossaries, possibly embedded within Al
platforms, can reduce misunderstandings and promote inclusivity.

Contingent Clause is a contractual provision that takes effect only if a specified event occurs. It allows
parties to manage uncertainty and allocate risk. Example: A sales contract includes a clause that reduces
price if the buyer's revenue falls below a threshold. Crafting effective contingent clauses requires precise
definition of trigger events and measurement criteria. Al can assist by suggesting measurable indicators and
drafting language that minimizes ambiguity, but legal review remains essential.

Deadlines are time constraints imposed on negotiation phases to create urgency and focus. While deadlines
can accelerate decision-making, they may also induce stress and reduce thoroughness. Example: A
procurement process sets a 30-day deadline for final contract signing. Al scheduling assistants can monitor
progress toward deadlines, send reminders, and recommend extensions if necessary, balancing momentum
with realistic pacing.

Escalation refers to the intensification of conflict, often marked by increased hostility, rigid positions, or
breakdown of communication. Recognizing early signs of escalation enables intervention before irreparable
damage occurs. Example: A negotiation session becomes heated, with parties raising voices and refusing to
listen. Al sentiment-analysis modules can detect rising negativity and alert the mediator to intervene,
perhaps by proposing a break or shifting to a more collaborative framing.
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