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It did not occur to me before I realized that I have been missing a lot when it comes to negotiation. For example, I came to realize that when it comes to issues to do with money, I was not in a position to negotiate my salary in the best way possible for the best offer. I have always had my reservations in negotiation but I have come to know that I was always scared of what I don’t know. Based on the knowledge that I have accumulated in this class on the topic of negotiation, I now have new ways that I will implement on how to handle negotiations moving forward which I aim to address in further details along with my own experiences. (Malhotra, 2016)
I have always seen negotiation before this class typically like getting people to see my point of view either gracefully or forcefully. However, I knew negotiation has always had to do with perks and discounts as I have been witnessing my elder brother doing so in his life and even on a large scale when politicians campaign to be elected in positions of power. My involvement in negotiations was hence limited due to lack of an effective and articulate understanding. (Dorn, Marcus & McNulty, 2011)
Looking back to where we are now, I am now eager and always ready to ask what I want in negotiation having learnt negotiation skills. To me, this is consciousness as am now are that everything is negotiable. I have learnt to be assertive by refusing to take NO as an answer and asking what I want without fear. The best way to express my flings is now without the involvement of anger or anxiety. I am currently in a position to let the other parties in negotiation know what I want without threatening hence the creation of a welcoming atmosphere overall where everything is tabled in the right time and manner.  Taking care of my interest while maintaining the other parties respect in now a common practice. (Dorn, Marcus & McNulty, 2011)
A strategy is also what I have learnt over the course as part of the planning process in negotiation. Having established the overall objectives in a negotiation process, I am now in a position to develop an effective planning strategy by ensuring I look at negotiation from both sides. I used to negotiate by looking at it from my point of view and I would fail most of the times. However, I am now in a position to look forward and have an idea about the strategy employed by the other side of the negotiation. (Malhotra, 2016)
Furthermore, I have realized that negotiation is not in any way, a short-term. Planning properly is what makes negotiation a success. Currently, I am in a position to know my objectives, request and what to settle for hence more preparation for the negotiation. Knowing the other party has hence led to effective information sharing enabling a relationship created for future benefits overall. “However, although there is the need to make a deal, I have learnt not to be hasty by avoidance of quicker compromises.” (Dorn, Marcus & McNulty, 2011)
Lastly, I have learnt to have the right language and etiquette. The main idea behind this is that it is relevant that everyone in the negotiation has an understanding of what is being said hence the need to avoid using big words that might lead to confusions. (Malhotra, 2016) Overall, I am competent to go into a negotiation and enhance a win-win situation due to the knowledge I have for accumulated over the semester.
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