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. Assignment 2 – Cultivate your relationships for your purpose 





This week we are taking a step back in time. Let’s begin by reading this letter written by Mr. J. Stanford Smith as a recent college graduate in 1945 to his boss at GE, asking for a raise. Take a moment to read it carefully. 


Part 1:
To complete Assignment 2 complete the following: 1. Imagine your dream job. Pick a job you would like to get after you graduate from college – any job. Find a description of this job on a job posting site or career description source. 2. List 3-5 people you believe could help you get this job and describe your current relationship with them and why they may be able to help you. These may be people you have not yet met, but know exist. These may be people associated with future experience you plan to obtain, or with connections you feel you need to have in order to position yourself for an interview. 3. Imagine you successfully interviewed for the job & received a job offer & they are asking you what your salary requirements are. (Congratulations!) 



Part2:
Now write the following two letters/emails: a. Write a request advice from a real or imagined mentor regarding your new position and salary request b. Write a persuasive letter similar to the one you read addressed to your future employer which states for what you believe to be a fair and appropriate salary you are looking for:. Remember - you don’t want to price yourself out of the job, but you also don’t want to ask for too little. 











[bookmark: _GoBack]WHY do these exercises? It is important to be aware of the many relationships we build and requests we make on the path to achieving a goal. These are the daily micro-negotiations we face on our way to a more significant negotiation, such as a request for salary. All too often we jump into a request without really thinking about what we believe we deserve and why or we fail to consider the value of the relationships involved in our progress. When we end up not achieving our objective, or find ourselves feeling stalled, it is easy to forget a little preparation, consideration and relationship building could prevent us from feeing dejected and forlorn on our path to our goals. By taking the time to think about what you want and carefully articulating your needs while developing the relationships you need to achieve your goals, you will find you are better prepared to negotiate effectively, as well as more persuasive. 

