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Introduction
Almost weekly if not daily we engage in a negotiation with other individuals. Most of us don’t know how to negotiate and may often end up on the losing side. Negotiating well is a process which requires skillful thoughts and actions. In this report I am going to talk about a negotiation I am likely to engage in in future, specifically, negotiating a job offer.
A Job offer negotiation
In this context, my counterpart would likely be a HR Representative of a company or the prospective boss. With the prospective bosses I would have to be more careful because they understand more what my role would be and how it would be carried out, and also what I would deserve based on my qualifications or skillset and my work experience (Malhotra, 2014). My main items to negotiate about would be my salary and work hours. I would want to be paid what I deserve and given flexible work hours during the time of job offer.
My target point for the job salary would be an annual average income of $56000 as a junior financial analyst. I would consider $55,000 to $57,000 and would count lower or higher than that range as a resistant point due to the current pay scale statistics. I would consider the best alternative to be the average which is $56000. My target point for the working hours would be from 7 to 8 hours a day, anything above or below I would consider a resistant point. The best alternative to the agreement would be 8 hours because that is the standard working hours for employees in the US, that is, 9am to 5am.
My tangible interests would be compensation in this negotiation. I would like to put in my best effort and use my skills to benefit the organization, and be paid accordingly. If I am not compensated well, I would not enjoy my work. My intangible interests would be to realize my value and be understood by my employer. If I don’t realize my value, I might be taken advantage of. I also want to the employer to put themselves in my shoes and look at things from my perspective to understand me. My counterpart’s intangible interests would also be being understood. The company might be only a startup therefore conducting many job offers and I have to understand its needs.
My strongest power would be to collaborate and also to avoid. This would be because chances would be I need the job more than they need me. I would also need the win-win situation to create, build and strengthen my relationship with employers without compromising the I company’s best interests (Cochran, 2020). I would also need to avoid answering questions which might lead to me losing the job offer or compromising. My counterpart’s strongest power would be to compete, meaning, not accept my demands therefore using all tools possible to make me lose like threats, sarcasm, and aggression and so on.
The integrative agreement would be coming to a harmony that the compensation I would get and the hours I would work would be what I truly deserve and the company would benefit from my work and presence. That would be a win-win for both the company and I.
Conclusion
Based on the negotiation I would not want any of the parties to compromise in order to gain the favor of the other party. That would mean one party would be unempathetic to another in the negotiation. Therefore, coming to the integrative agreement mentioned above would be the best solution to the negotiation.
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