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Recently, I was offered poor services at a local dry cleaning company. There was no way I could hide my frustrations from the poor services having trusted them with the task. . However, one of the most issues that haunted my mind was on how to negotiate for their services having discovered a week later. The negotiation skills are very essential in aiding an individual life.  However, through the knowledge and information from the classroom teaching and other areas of relevance, I was armed to negotiate back for the services without pay if they needed to be trusted back by the customers as the issue had widespread. (Mehnert, 2008) 
At first, I had to conduct the company market value research. I had an idea of what I was to ask through speaking to individual who had undergone similar frustrations at the company in terms of poor services. I talked to individuals I knew well which made me comfortable to ask the company to render their services back. Additionally, I was informed about relevant actions to make the company settle their unsatisfying services.
I knew what I was asking. I was clear as to why their services were wanting and they had to redo them. Furthermore, I made efforts to understand the company take on negative criticism. I was ready for discussion and negotiation at the negotiating table as I had an understanding of what I deserved. I had an idea of the relevance that I was bringing at the organization and I was aware of the options. (Mehnert, 2008)  
[bookmark: _GoBack]Lastly, I used the power of silence. I was not in any way tempted to commit myself to an offer too early. Pacing is all that negotiation entails. I used the right and appropriate responses which led to a common agreement. Finally, the company agreed to settle their unsatisfactory service by paying back my money that I had used. I could not accept services from them anymore. They learnt and am sure their revealed what could be wrong.
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