
POST NEGOTIATION REFLECTION REPORT

final reflection paper - Free download as Word Doc .doc /.docx), PDF File .pdf), Text File .txt) or read distrust in another
person before or after a negotiation.

According to Harold Kelley, two dilemmas exist between negotiators. I learned how to use the distributive
bargaining tactic and close the deal using the integrative bargaining. I have learned that I do not always need
to please people as being a good negotiator will get me more respect than being a pushover has ever done. My
target point did not matter to me as I felt my job was to make other people happy. I did not reveal my BANTA
at any time, but the seller was anxious to take any offer that came her way. After speaking about it, I
successfully received my raise and became a happier employee working for their company. My parents always
taught me to let go and never hold grudges because it can run your life. The first one is the dilemma of
honesty concerns how much of the truth to tell the other party and the second is the dilemma of trust how
much should negotiators believe what the other party tells them. Also we will give the opposing team more
time to express their concerns and potentially achieve a more beneficial result. No problems. It is a process by
which we try to resolve differences of opinion or conflicting interests. Therefore, I knocked before entering
her office and she gave me a look as if I was disturbing her. It was a complex amount and I knew I had to raise
my initial offer. I would often take far less than what I, or items, were worth because I did not know how, or
did not feel I could, ask for more. Instead, it almost became destructive on both sides. She explained to me that
if she would trade her car in to the dealership that she would receive more money for the car, but it would also
be nice to have the money right away. We also implemented the strategies well throughout the negotiation as
well as listening and sharing information effectively. Essentially, trust makes it possible for both parties to
build the credibility to move forward with the deals by assuring each other that the commitments and promises
are met. I could call the seller with a preconceived notion of the best deal, but I would need to be able to bend
if needed. Being employed as a middle-level manager and having to deal with situations that require me to
draw on my negotiation techniques on a regular basis, and the introduction of the subject by a professional
aroused my interest to reflect on this particular module. Obviously, she gave me this position because thought
I had potential, in which I have proven so and I explained to her that Im very thankful for the opportunity but I
would like to receive a reasonable salary based on my performance and not my age. I also watched her
impatient body language from the corner of my eye after ignoring her question and realized that Id better close
my current conversation before she interrupts me again. Instead, one must use the distributive bargaining
strategy to accomplish the goal or purpose of the negotiation. Such actions are not unethical but instead it lies
on the questionable action, Is it all right to use ethically ambiguous tactics? The experience was similar in this
part as there was a lack of collective action and collective benefits. A prepared negotiator has a better chance
of winning. Knowingly and unknowingly, we negotiate almost every day with our friends, colleagues, family
members and sometimes, even with ourselves. The value of the items would be more than the value of a
snow-blower. Click an approach on the left to navigate to it Beneficiary Assessment An approach that focuses
on assessing the value of an intervention as perceived by the intended beneficiaries, thereby aiming to give
voice to their priorities and concerns. In the beginning of the class, we were asked, What do I expect from this
class? I would have been willing to give her two items, but before I could finish my sentence she had made a
deal. Approaches on this site refer to an integrated package of options methods or processes. These can then
be used to checkout other documents on Thinkswap. Either I liked what the seller would offer, or I could say
"no deal" and take one of the other offers. Most of us have these in common and how we apply them to our
values is what makes us unique from others. The module had two parts, the first part of the module required us
to form groups of 3, where 2 of the members had to arm wrestle and the third person played the role of a
mediator. Seller A: Honestly, I just want it gone. She mentioned that she understood the meaning of needing a
transportation just to make a living and she wanted to know that her car is being taken care of by someone like
me even though that the dealership would have given her more. As we look at the future of the company, it is
necessary to restructure the company body frame, strengthen employer-employee relation, the main
endowment factor of our company. I can maintain a poker face when I am not telling the truth. I played the
subordinate, who is asking for a raise, and Bryanna Kehrli played the manager. Knowingly and unknowingly,
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we negotiate almost every day with our friends, colleagues, family members and sometimes, even with
ourselves. Interestingly, even before the initiation of the exercise, my opponent was overwhelmed by a sense
of domination. Also we must properly refer to our planning form throughout our negotiations.


