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Using the Negotiation Preparation Toolkit to Negotiate With a Family Member.
I am the negotiator, while Mark is the counterpart, and there will be no other person who involved in the negotiations. Although we know each other very well we have spent a lot of time away from each other although the bond of family between us is very strong. We shall be negotiating about a job opportunity which he is offering but at a low wage, which I feel is offensive while he thinks that the wages are worth the job. My interests are that I am well educated, disciplined, and that family should matter in the salary decision making. I also think that I am qualified for this position and that it will help me improve my skills and also enable me to be independent financially. His interests, however, are not aligned on family ties, and he is considering my appointment only based on my intellects. He, however, cares about the scope of the job and the profits accrued by his company.
My most important interest is to get the job but with an increased salary than the one suggested. Mark's most important interest is to have the position filled by a qualified person. Having the job with raised salary will be met by presenting my academic papers and also stipulating the vast experience I have on the advertised position. I will also argue on the cost of living, my intended contribution, and the prospect of growth of the company. Again, I will term the increase as employee motivation to do my best in the position. In his quest to have someone filling the job, he can argue that he can get someone else willing to accept the stipend. He can also argue that he can assign some of his workers in the position and pay them overtime.
However, in finding ways to maximize joint gains, I will suggest that I am qualified and fit for the position and that a little increase in salary won't affect the companies operation. I will argue on my goals and objectives of the new position to increase the profits of the company and also increase cooperation and teamwork in the department. I will then suggest that assigning the job to another work will reduce production and finally decrease profits, thus the company losing some profits. Having another worker will also reduce their morale, thus kill the team spirit in the organization.
If an agreement is not made, I would suggest a salary increment after the first month in the job. I will require in writing authorization of my performance review, which will stimulate and guide my salary increase as the only last deal I can offer. My BATNA will be an increase in salary without an increase in responsibility for the post. His BATNA will be me accepting the role with the salary he earlier suggested. He will greatly rely on finding another person to give the position. However, I will portray my vulnerability in relation to our family ties. Although I may not use family in the context, my argument will reflect the importance of family ties in accordance me this responsibility. Here, he will have no other option but to offer me the job but now left with the nightmare of salary increment. I will also ensure that I honor his dignity while putting emotions at check while giving facts and excuses why the said out salary will not work for me. My assumptions, however, are that he will fall for the family ties and that he has no one in mind for the position.
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