Aryan Tripathi

PHB – Assignment 2


4. Expand on the following statement: “Charismatic leaders follow a four step process in
influencing their followers”.
According to charismatic leadership theory, followers attribute heroic or extraordinary leadership abilities when they observe certain behaviors, and tend to give these leaders power. A number of studies have attempted to identify the characteristics of charismatic leaders: They have a vision, have a sense of mission, are willing to take personal risks, are sensitive to their followers’ needs, have confidence that their vision could be achieved, and engage in unconventional behaviors (i.e., they “go against the flow”). 
Inspirational approaches to leadership attempt to inspire followers through words, ideas, and behaviours and include charismatic and transformational styles. Charismatic leadership is a four-step process consisting of:
(1) the leader articulating an appealing vision; 
(2) the leader communicating high performance expectations and expressing confidence that followers can attain them; 
(3) the leader conveying through words and actions a new set of values and by his or her behaviour, setting an example for followers to imitate; and 
(4) the charismatic leader making self-sacrifices and engaging in unconventional behaviour to demonstrate courage and convictions about the vision. 

A charismatic leader's vision is key to follower acceptance. The vision should be value centred, realizable, with superior imagery and articulation. Visions should be able to create possibilities that are inspirational, unique, and offer a new order that can produce organizational distinction. Charismatic leadership is not always positive, as charismatic leaders do not always act in the best interests of their organizations. However, not all effective leaders are charismatic leaders.
Charismatic leadership affect motive arousal and active follower need for achievement, affiliation, and power. Charismatic leaders are excellent role models because they set a personal example by displaying those traits and behaviors that are congruent with the vision or mission they espouse. This behavior is amplified by their demonstration of self-confidence, determination, and persistence in facilitating organizational change.  
Overall, charismatic leaders try to make people feel good about themselves because they believe this will lead to followers performing above and beyond expectations. They are not harsh when people make mistakes yet are consistent in their message of empowerment. Charismatic leaders will also share their own personal stories with their followers particularly those that show they have similar values that connects them.  In conclusion, charismatic leaders focus on speaking about the things that they are passionate about rather than focusing on existing ways in which to conduct business. Charismatic leadership also appears to be most important during a crisis when people need a strong leader to drive change within an organization. However, it is important that charismatic leaders have built foundation of trust in order to gain the support of their followers. The rhetoric is important yet must also be aligned with the behaviors of the charismatic leader in order to be effective. Being a role model for others is a strong component of charismatic leadership.


6. Explain how integrative bargaining results in a win-win outcome. Discuss of integrative bargaining is different from other forms of bargaining.
There are two general approaches to negotiation—distributive bargaining and integrative bargaining. They differ in their goal and motivation, focus, interests, information sharing, and duration of relationship. Let’s define each and illustrate the differences. 
Integrative bargaining (also called "interest-based bargaining," "win-win bargaining") is a negotiation strategy in which parties collaborate to find a "win-win" solution to their dispute. This strategy focuses on developing mutually beneficial agreements based on the interests of the disputants. Interests include the needs, desires, concerns, and fears important to each side. They are the underlying reasons why people become involved in a conflict.
"Integrative refers to the potential for the parties' interests to be [combined] in ways that create joint value or enlarge the pie." Potential for integration only exists when there are multiple issues involved in the negotiation. This is because the parties must be able to make trade-offs across issues in order for both sides to be satisfied with the outcome.
In terms of intraorganizational behavior, integrative bargaining is preferable to distributive bargaining because the former builds long-term relationships. 
Distributive bargaining describes a scenario where two parties are trying to divide up a fixed resource, usually in a competitive fashion. They go back and forth until there is a final solution with a winner, who claimed the most value, and a loser, who got less value. That's why this form of bargaining is thought of as a win-lose situation or zero-sum game. Many wins have to be balanced by your losses or vice versa.
Integrative bargaining bonds negotiators and allows them to leave the bargaining table feeling they have achieved a victory. Distributive bargaining, however, leaves one party a loser. It tends to build animosity and deepen divisions when people have to work together on an ongoing basis. Research shows that, over repeated bargaining episodes, a losing party who feels positively about the negotiation outcome is much more likely to bargain cooperatively in subsequent negotiations. 
Distributive vs. Integrative Bargaining:
	Bargaining Characteristic
	Distributive Bargaining
	Integrative Bargaining

	Goal
	Get as much of the pie as possible
	Expand the pie so that both parties are satisfied

	Motivation
	Win–lose
	Win–win

	Focus
	Positions (“I can’t go beyond this point on this issue.”)
	Interests (“Can you explain why this issue is so important to you?”)

	Interests
	Opposed
	Congruent

	Information Sharing
	Low (Sharing information will only allow other party to take advantage.)
	High (Sharing information will allow each party to find ways to satisfy interests of each party.)

	Duration of Relationship
	Short term
	Long term







