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[bookmark: _GoBack]The article, How to Negotiate with Someone More Powerful than You by Carolyn O’Hara is one that can be difficult to analyse to a person. One of the questions that arise is in terms of strength in weakness. How is it possible for a person with less power to understand what the other party weaknesses are? In my understanding, when the other party is more powerful, it proves that there is often more room to give their ideas since they have full control. Therefore, to an individual, weakness is a contributing factor to misunderstandings in the negotiation process. There is hence a high possibility of unfruitful negotiations due to misunderstandings that might arise leading to failure of the process. (Weiss, 2016)
The other critical question arises in terms of goals understanding. To my understanding, goals should come after a person realizes the value that they are bringing. A person should know the value that they are brining and should not in any way accept anything below that. Ideally, many negotiations aim to exploit the one with less power. If a person does not understand the value that he/she is brining, the stronger party takes the advantage to exploit them. The value that a person will bringing should be a reflection of the powerful team since no one should exploit others. With this in mind, a person will understand the power of silence and raise concerns when necessary. This will lead to success in the negotiation process leading to a common agreement. . (Weiss, 2016)
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