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Negotiation skills can be employed by all people in different areas like work, business, school or debate. However being effective makes the difference and not all negations are effective. Effective negotiation is a highly interactive and practical conversation between two or more parties or persons in which the result must be achieved even if the issue at hand is complex (Lewicki, Saunders, Minton, Roy,& Lewicki, 2011). 
Emotions can affect an individual during negotiations, and this can impact on the required outcome. Personally, I experienced the effects of emotions in the past that made me alter the strategy I had intended.   For instance, a guilty feeling would make someone become more submissive and lower the bargaining power, and with this, it means the person is likely to settle for the lowest point. An individual feeling guilty would want to make the process as short as possible so that to come up with a conclusion as faster as possible. Further, a sad feeling would also make somebody adjust his/her strategy depending with the situation, for instance, a company manager faced with disappointing results would opt for the employees to go for training rather than proceed with the regular programme (Pruitt, 2013). However on the other side, an individual who is happy is likely to negotiate with confidence, and as such be effective, this means better results or a higher point would be achieved. 
Negotiation is never an easier process because in most cases some individual might negotiate in bad faith. One person or party might resort to provide false information during negotiation. However, in perspective, I can easily tell when one is lying based on my experience. Someone who is lying during the negotiation in most cases exhibits specific characteristics like lack of confidence in the conversation, inconsistency in the speech or what is telling and making unnecessary gestures like smiling (Rubin, & Brown, 2013). Also, the individual would feel uncomfortable when asked many questions or more interrogation. It is clear therefore that it is possible to tell when one is lying. 
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