Instructions: Answer each of the following statements “mostly true” or “mostly false” with respect to how you have dealt with the situation, would deal with the situation, or how much you agree with the attitude expressed.
	
	
	MOSTLY TRUE
	MOSTLY FALSE

	1.
	I see myself as a hard-hitting, smash-mouth negotiator.
	□
	□

	2.
	The best way to resolve conflict is to overwhelm the other side.
	□
	□

	3.
	When negotiating a price, I like to make sure that the other side walks away with at least some profit.
	□
	□

	4.
	When negotiating a price, I like to start with an outrageous demand or offer so I can eventually get the price I really wanted.
	□
	□

	5.
	After a successful negotiation, one side wins and one side loses.
	□
	□

	6.
	After a successful negotiation, both sides walk away with something of value.
	□
	□

	7.
	When I am in conflict with somebody else, I try to listen carefully to understand his or her point of view.
	□
	□

	8.
	Face it: Business is war, so why grant concessions when in a dispute?
	□
	□

	9.
	When working out a disagreement with a workmate, I keep in mind the fact that we will have to work together in the future.
	□
	□

	10.
	Nice people finish last when it comes to resolving disputes.
	□
	□

	Total score: ______________
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