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Understanding Distributive Bargaining

Distributive bargaining, often referred to as "win-lose" negotiation, is a fundamental
concept in the field of negotiation and conflict resolution. It involves two or more parties
vying to maximize their individual gains, typically over a fixed amount of resources or a
limited "pie." Unlike integrative bargaining, which seeks mutually beneficial solutions,
distributive bargaining is characterized by competitive tactics aimed at claiming the largest
possible share of the resource.

In this context, understanding the key concepts, strategies, and the significance of the
target point in distributive bargaining is crucial for negotiators seeking effective outcomes.
The blank space in the phrase "In the case of distributive bargaining, the _____________ point
represents the goal" is often filled with terms like "target," "reservation," or "aspiration,"
each representing a critical concept in negotiation strategy.

---

The Core Concepts in Distributive Bargaining

1. The "Pie" or The Resource

At the heart of distributive bargaining lies the concept of a finite resource or "pie" that must
be divided. This could be a monetary sum, a contractual agreement, or any tangible or
intangible resource.

2. The Negotiation Zone

The zone of possible agreement (ZOPA) is the range within which an agreement is feasible.
It spans from the minimum acceptable position of one party to the maximum acceptable
position of another.

3. Key Terms in Negotiation

- Reservation Point (Bottom Line): The least favorable outcome a party is willing to accept
before walking away.
- Target Point (Goal/ Aspiration): The ideal or most desirable outcome a negotiator aims to
achieve.
- Opening Offer: The initial proposal made at the start of negotiations.
- BATNA (Best Alternative To a Negotiated Agreement): The best alternative if negotiations



fail.

---

The Target Point: The Goal of Distributive Negotiation

Definition and Significance

The target point, also known as the aspiration point, is the ideal outcome a negotiator
hopes to reach during the bargaining process. It reflects the most favorable agreement that
aligns with the negotiator's objectives and expectations.

In the phrase "In the case of distributive bargaining, the target point represents the goal,"
the target point embodies the highest level of agreement that a negotiator strives for. It
acts as a guiding beacon during negotiations, influencing offers, concessions, and
strategies.

Why is the Target Point Important?

- Guides Negotiation Strategy: It helps negotiators stay focused on their objectives.
- Sets a Benchmark: Provides a reference point to evaluate offers and concessions.
- Motivates Effort: Acts as an incentive to push for the best possible deal.
- Prevents Settling Too Early: Ensures negotiators do not accept suboptimal deals
prematurely.

How to Determine the Target Point

Negotiators typically determine their target point based on:

- The value of the resource or deal.
- Their needs and priorities.
- Market conditions and external factors.
- Their BATNA (Best Alternative To a Negotiated Agreement).
- The other party's potential aspirations and constraints.

---

The Role of the Reservation Point

While the target point is the ideal goal, the reservation point is the minimum acceptable
outcome. Negotiators aim to reach or surpass their reservation point without crossing it.
The difference between the target point and reservation point is known as the bargaining
zone.

Relationship between Target and Reservation Points

| Aspect | Target Point | Reservation Point |
|---------|----------------|---------------------|
| Definition | The ideal or most desirable outcome | The least acceptable outcome before
walking away |
| Purpose | Guides the aspiration and effort | Establishes the bottom line in negotiations |



| Position in Negotiation | Usually above the reservation point | Typically at or below the
target point |

---

Strategies for Achieving the Target Point

Preparation

- Conduct thorough research.
- Understand the other party's needs and constraints.
- Set clear objectives and define the target point.

Bargaining Tactics

- Make initial offers close to the target point to set the negotiation tone.
- Use persuasive communication to justify your position.
- Be willing to make concessions strategically to approach the target.
- Maintain flexibility within acceptable limits.

Managing Concessions

- Concede gradually and systematically.
- Use concessions as a bargaining tool to move closer to the target.
- Avoid unnecessary concessions that undermine the goal.

Recognizing When to Walk Away

- Know your reservation point.
- Be prepared to walk away if the deal does not meet your minimum requirements.

---

Common Mistakes Related to the Target Point

- Setting an Unrealistic Target: Overestimating what can be achieved leads to frustration.
- Failing to Adjust: Rigid adherence to initial goals without considering new information.
- Ignoring the Other Party’s Interests: Overlooking mutual benefits can hinder reaching the
target.
- Not Recognizing the ZOPA: Missing the bargaining zone reduces negotiation effectiveness.

---

Practical Examples of Target Points in Distributive Bargaining

Example 1: Salary Negotiation

- Target Point: The salary the candidate desires, say $80,000 annually.
- Reservation Point: The minimum acceptable salary, say $70,000.
- Negotiation Strategy: Start with an offer above the target to leave room for concessions,
aiming to settle around the target.



Example 2: Purchasing a Car

- Target Price: The maximum price the buyer is willing to pay, say $20,000.
- Reservation Price: The highest price the seller is willing to accept, say $22,000.
- Negotiation Approach: The buyer aims to settle as close to $20,000 as possible, making
offers slightly below that to get the best deal.

---

The Dynamic Nature of the Target Point

Negotiation is a fluid process, and the target point may shift based on:

- New information.
- Changes in the other party's position.
- External market factors.
- Strategic adjustments.

Effective negotiators remain flexible, adjusting their target points within a realistic range to
maximize outcomes while maintaining their core interests.

---

Conclusion

In the realm of distributive bargaining, the target point is a fundamental concept,
representing the negotiator’s ultimate goal for the deal. It guides strategic planning,
influences offer-making, and helps in evaluating the success of negotiations. While the
reservation point sets the minimum acceptable threshold, the target point embodies the
ideal outcome—serving as a motivating force for negotiators to maximize their gains.

Successful negotiators understand the importance of setting a realistic and well-informed
target point, preparing thoroughly, and employing effective tactics to approach it.
Recognizing the interplay between the target point, reservation point, and the bargaining
zone enables negotiators to conduct more strategic, confident, and ultimately successful
negotiations.

Whether negotiating a salary, a business deal, or any resource allocation, clarity about the
target point can significantly influence the negotiation’s outcome. Mastery of this concept is
essential for anyone aiming to excel in distributive bargaining scenarios.

---

FAQs

Q1: How is the target point different from the reservation point?
A: The target point is the ideal or most desirable outcome, while the reservation point is the
minimum acceptable threshold before walking away.

Q2: Can the target point change during negotiations?
A: Yes, it can shift based on new information, strategic considerations, or changes in



external circumstances.

Q3: Why is it important to know your reservation point?
A: Knowing your reservation point helps prevent accepting unfavorable deals and guides
when to walk away.

Q4: How do you set a realistic target point?
A: Conduct thorough research, understand the other party’s needs, and assess market
conditions to set achievable and strategic goals.

Q5: What role does the BATNA play in setting the target point?
A: Your BATNA influences your reservation point and can also inform the feasibility of your
target point, helping you negotiate more effectively.

---

By understanding and effectively applying the concept of the target point in distributive
bargaining, negotiators can improve their chances of achieving favorable outcomes and
gaining a competitive edge in negotiations.

Frequently Asked Questions

In distributive bargaining, what does the _____________
point represent?
target

Fill in the blank: In the case of distributive bargaining,
the _____________ point is the desired outcome or goal.
target

What term completes the sentence: 'In distributive
bargaining, the _____________ point represents the goal'?
target

In negotiations, which point indicates the goal in
distributive bargaining? Fill in the blank: The
_____________ point.
target



Fill in the blank: The _____________ point in distributive
bargaining is where the negotiator aims to reach.
target

What is the key term for the goal in distributive
bargaining? Fill in: The _____________ point.
target

In a negotiation context, the _____________ point signifies
the goal in distributive bargaining scenarios.
target

Additional Resources
FILL IN THE BLANK. In The Case Of Distributive Bargaining, The _____________ Point
Represents The Goal

In the intricate world of negotiation, understanding the fundamental principles that govern
different bargaining strategies is essential for achieving favorable outcomes. One such
approach, distributive bargaining, is often characterized by its competitive nature and focus
on dividing a fixed amount of resources. Central to this process is the concept of the target
point, which denotes the negotiator's goal or desired outcome. Recognizing and accurately
identifying this target point can significantly influence the success of a negotiation,
enabling parties to navigate the bargaining process more effectively. In this article, we will
explore the concept of the target point within distributive bargaining, its significance, how it
differs from other negotiation points, and strategies for setting and achieving it.

---

Understanding Distributive Bargaining

Distributive bargaining, also known as positional or win-lose bargaining, involves two or
more parties competing over a finite resource or fixed pool of value. Think of it as splitting a
pie: each party aims to maximize their share, often at the expense of the other. This
approach is common in one-time negotiations such as salary negotiations, real estate deals,
or contract bids, where the relationship between parties is less important than the
immediate outcome.

Key characteristics of distributive bargaining include:

- Fixed Pie Assumption: The total value to be divided is constant.
- Competitive Nature: Parties often view negotiations as a zero-sum game.
- Limited Information Sharing: Each side tends to withhold their bottom line or reservation
point.
- Focus on Short-term Gains: The primary goal is to maximize one's share of the resource.



---

The Critical Role of the Target Point

In the context of distributive bargaining, the target point (sometimes called the aspiration
point) is the desired outcome or goal that a negotiator aims to achieve. It serves as a
benchmark or ideal settlement figure, guiding the negotiator's offers and concessions
throughout the process.

In The Case Of Distributive Bargaining, The _____________ Point Represents The Goal refers
to this target point, which stands as the negotiator’s ideal or most preferred settlement.
When the blank is filled with "target," the phrase reads: In The Case Of Distributive
Bargaining, The target point Represents The Goal.

---

Why the Target Point Matters

The importance of the target point cannot be overstated. It provides several benefits:

- Focus and Direction: Knowing your target helps you stay focused and avoid making
concessions that are below your acceptable threshold.
- Strategic Planning: It helps in devising offers, counteroffers, and concessions, ensuring the
negotiation progresses toward your desired outcome.
- Psychological Preparedness: It prepares you mentally to recognize when an acceptable or
ideal deal has been reached.
- Benchmark for Success: It acts as a yardstick to evaluate offers and determine whether an
agreement is satisfactory.

---

Differentiating Between Key Negotiation Points

To fully understand the role of the target point, it is essential to distinguish it from other
related points in the negotiation process:

| Point | Definition | Description | Implication |
|--------------|------------------|------------------|-----------------|
| Target Point | The goal or ideal outcome | The most desired agreement | Guides your
offers and expectations |
| Resistance Point (Reservation Point) | The minimum acceptable offer | The worst deal you
are willing to accept | Negotiation ends if this point is not met |
| Opening Offer | Initial proposal | Your first offer to set the bargaining range | Sets the
stage for negotiations |
| BATNA (Best Alternative to a Negotiated Agreement) | Your fallback plan | What you will
do if no agreement is reached | Influences your target and resistance points |

Understanding these points helps negotiators navigate the bargaining process more
strategically, ensuring that they aim for their target while being aware of their limits.

---



Setting Your Target Point

Effective negotiation begins with careful preparation, notably in setting your target point.
Here are steps and considerations for establishing a realistic and strategic goal:

1. Assess Your Needs and Goals: Clearly identify what you want to achieve from the
negotiation.
2. Research Market Conditions: Understand the typical ranges, industry standards, or
market values relevant to your deal.
3. Determine Your Resistance Point: Know your minimum acceptable outcome based on
your BATNA and other constraints.
4. Establish an Aspirational Target: Set an ideal outcome that exceeds your minimum but
remains feasible.
5. Consider the Other Party's Interests: Anticipate their target points and resistance points
to craft offers that are attractive yet advantageous.

Example: Salary Negotiation

Suppose you're negotiating a salary. Your research indicates that the typical salary for your
role is between $70,000 and $80,000. Based on your skills and experience, your resistance
point—the lowest offer you'd accept—might be $68,000. Your target point, or goal, could be
$78,000. This aspirational figure guides your initial offer and concessions, balancing
ambition with realism.

---

Strategies for Achieving Your Target Point

Once your target point is set, the focus shifts to tactics that help you reach or come close to
it:

- Start High or Low: Depending on your position, opening with a higher offer (if seeking
more) or a lower one (if offering a price) can create room for concessions.
- Use Anchoring: Present initial offers that set the bargaining range in your favor.
- Make Concessions Gradually: Show flexibility without undermining your target.
- Control the Negotiation Pace: Be patient and avoid rushing toward a settlement that
doesn't meet your goal.
- Leverage Information: Use market data and other intelligence to justify your target point.
- Be Prepared to Walk Away: Maintain awareness of your resistance point to avoid accepting
unfavorable deals.

---

Common Pitfalls and How to Avoid Them

Navigators should be aware of potential pitfalls when pursuing their target point:

- Overestimating or Underestimating Your Target: Unrealistic goals can lead to deadlock or
missed opportunities.
- Failing to Adjust in Response to New Information: Be flexible if market conditions or the
other party's position shift.



- Focusing Solely on the Target: Rigid adherence can cause you to miss better
opportunities—consider your BATNA.
- Not Recognizing When to Walk Away: Knowing your resistance point prevents settling for
less than your minimum acceptable outcome.

---

Final Thoughts: The Power of the Target Point in Distributive Negotiation

In summary, the target point in distributive bargaining serves as the goal that guides
negotiators toward a favorable resolution. It embodies the ideal outcome, balancing
ambition with practicality, and functions as a compass throughout the bargaining process.
By carefully setting and strategically pursuing this point, negotiators can enhance their
chances of securing an agreement that aligns with their objectives.

Understanding the nuances of the target point, how it differs from other negotiation points,
and how to effectively leverage it in negotiations is vital for anyone looking to improve their
bargaining skills. Whether negotiating a contract, a sale, or a salary, having a clear and
well-defined goal empowers you to negotiate confidently and achieve optimal results.

---

Key Takeaways

- In distributive bargaining, the target point is the goal or ideal outcome.
- It guides offer strategies, concessions, and decision-making.
- Proper preparation involves researching, setting realistic goals, and understanding your
reservation point.
- Effective negotiation tactics align with achieving or approaching this target.
- Recognizing when to accept an offer or walk away depends on knowing your resistance
point.

By mastering the concept of the target point, negotiators can turn what might seem like a
competitive scramble over fixed resources into a strategic pursuit of their most valued
outcomes.
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