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Q1.) Expand on following statement “FOUR-STEP PROCESS THAT CHARISMATIC LEADERS USE TO INFLUENCE FOLLOWERS “ ?


This statement talks about a four step process which starts with stating the definite idea, assignment, objectives and tasks that create an idealized goal. This goal will contain the ways to make a better future through tasks which should be completed in some period of time.

The leader starts influencing his followers with vision which is the strategy to act on a way to gain a goal. This vision connects the present with a possible better future.
A vision should be enforced with an associated vision statement which is an official expression of a company’s idea or assignment and which is used by charismatic leaders in order to inform followers on a comprehensive goal and destination. It’s important to show trust and believe in the followers what will stimulate them to make it better to bring significant results for a company. When the steps of creating idea and its statement is made, the leader starts persuading its followers to move towards better results motivating them via different ways to rise up their self-esteem and self-insurance.

The third step presupposes that the charismatic leader is role model of acting who goes through actions, values, conduct and words together with his followers but he is personally responsible for risk and donates himself to gain goals of an organization. In such a way, via his words and behavior, a leader represents values which his followers will go after. There is such opinion that employees follow their charismatic leader because they would like to have something with him and following his ideas helps them to get closer to him and to identify themselves with him.

Finally, it’s not a seldom situation when such a leader apply to emotional expressing and eccentric behavior to encourage and convince his followers concerning the idea. In such situation followers catch leader’s spirit and mood. Afterwards leader shares achieved success with his followers calling on their efforts apply as well as accepting failures of the organization. Such connection between a leader and it followers makes the latter to feel trusted and emotionally involved into a campaign organized what normally helps to achieve better results.

Vision or idea are the most important feature of charismatic leadership that’s why most studies pay serious attention to it. The analysis of a number of definitions giving to a vision shows that it is different from other forms of a course setting and it has several specific features. A vision has well-defined and convincing form that propose a new way to make a better future involving and being based on old traditions and being connecting to the actions that people can take to gain a goal. A vision strikes people’s emotional and energetic qualities. A vision arranged in the right way accumulate people’s energy and emotion which they normally have doing some leisure activities like supporting their favorite team and direct it to the commitment at the work place.






















Q2.) How integrative bargaining results in win-win outcome. And discuss how integrative bargaining different from other forms of bargaining ?

[bookmark: _GoBack]
Integrative bargaining also called "interest-based bargaining," or "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. 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.
Integrative solutions are generally more gratifying for all involved in negotiation, as the true needs and concerns of both sides will be met to some degree. It is a collaborative process and therefore the parties actually end up helping each other. This prevents ongoing ill will after the negotiation concludes. Instead, interest-based bargaining facilitates constructive, positive relationships between previous adversaries

Identifying Interests:
 The first step in integrative bargaining is identifying each side's interests. This will take some work by the negotiating parties, as interests are often less tangible than positions and are often not publicly revealed. A key approach to determining interests is asking "Why?" Why do you want that? Why do you need that? What are your concerns? Fears? Hopes? If you cannot ask these questions directly, get an intermediary to ask them.

The bottom line is you need to figure out why people feel the way they do, why they are demanding what they are demanding. Be sure to make it clear that you are asking these questions so you can understand their interests (needs, hopes, fears, or desires) better, not because you are challenging them or trying to figure out how to beat them.

Next you might ask yourself how the other side perceives your demands. What is standing in the way of them agreeing with you? Do they know your underlying interests? Do you know what your own underlying interests are? If you can figure out their interests as well as your own, you will be much more likely to find a solution that benefits both sides.

You must also analyze the potential consequences of an agreement you are advocating, as the other side would see them. This is essentially the process of weighing pros and cons, but you attempt to do it from the perspective of the other side. Carrying out an empathetic analysis will help you understand your adversary's interests. Then you will be better equipped to negotiate an agreement that will be acceptable to both of you. Also important is the fact that the most powerful interests are basic human needs - security, economic well being, a sense of belonging, recognition, and control over one's life. If you can take care of the basic needs of both sides, then agreement will be easier. 


Creating options : 
After interests are identified, the parties need to work together cooperatively to try to figure out the best ways to meet those interests. Often by "brainstorming" -- listing all the options anyone can think of without criticizing or dismissing anything initially, parties can come up with creative new ideas for meeting interests and needs that had not occurred to anyone before. The goal is a win-win outcome, giving each side as much of their interests as possible, and enough, at a minimum that they see the outcome as a win, rather than a loss.

Using Integrative and Distributive Bargaining Together :
Distributive bargaining plays a role in integrative bargaining, because ultimately "the pie" has to be split up.
Integrative bargaining is a good way to make the pie (joint value) as large as it possibly can be, but ultimately the parties must distribute the value that was created through negotiation. They must agree on who gets what. The idea behind integrative bargaining is that this last step will not be difficult once the parties reach that stage. This is because the interest-based approach is supposed to help create a cooperative working relationship. 

Difference Between Distributive and Integrative Bargaining: 
The primary difference between these two bargaining strategies is that in distributive bargaining, you don’t take the other party’s needs into consideration when making a deal. You are simply concerned with losing less than the other party, and all your focus is on getting a better deal than the other side.

In contrast, integrative bargaining begins with the assumption that both parties need to feel as if they gave up an equal amount or that they compromised equally to complete a deal. Distributive bargaining is often filled with conflict, because both parties maintain an intractable position in their attempt to lose less than the other side. Integrative bargaining is typically less fraught with tension, as both sides enter the negotiation with the willingness to compromise to achieve a consensus.
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