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Be Prepared to Walk Away
The relationship with the company or person at hand. If a gut feeling of a non-productive negotiation and the relationship to the company is more important, thank them and walk away. If the price quoted is far much higher than expected. These signifies a mismatch in priority to achieve a win-win situation for both parties. The negotiator must make the decision to not engage the in the losing battle. The prices are fixed. The attendant is not friendly, revealing a non-negotiable approach (Baarslag, et al, 2016).
The interviewer at hand seems to value you for what you are not. By the fact that they demine and value you, it means they do not give you a chance to for you to create a mental picture of yourself to them so that they value you for whom you are and what you can deliver (Dawson, 2012). If the seller has an unpleasant attitude. When you present yourself to a shop and the shop attendant does not welcome you. They don’t greet you and ask you in a cold voice, what do you want? Is a reason enough to walk away? They are not willing to lower themselves to serve you neither will they allow for a healthy negotiation.
When John is asking for more than he is expecting to receive. This might mean the supervisor will give him what he wants or is even willing to pay much more. A negotiation is never fixed. Bracketing your objectives is a strategy used to back up the request. The objectives are the visionary John, his attitude and commitment to his work. It works to increase the supervisor’s confidence in him. John should not bow down to the first offer the supervisor gives. He should allow for a spirited negotiation which will ensure he gets the best price pay increment.
Talking about himself in regard to his educational background and adequately refer to your previous achievements and experiences. They are your evidence of what you can be able to deliver effectively and consistently. Show the supervisor a clear plan for the future. A well organized and planned mind with an already laid down strategy wins the heart of the supervisor. According to Dawson (2012), employers look for vision, energy, skills, planning and focus all in the question, where do you see yourself in five years’ time?
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