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The following are the questions and discussion responses I have come up with after reading the article "How to Deal with the Irrational Parts of a Negotiations."
Should Trevor have given the resignation letter earlier than he did before the indented time to depart so that the company has enough time to prepare for this? Should the personal interests of Trevor and intentions to pursue the ambition supersede that of the company in making the decisions? What is the right time for both parties to come to the negotiating table in this context?
For the first question, I think it could have been ethical to give the resignation later much earlier or rather after submitting the letter to hold on for much more time without giving conditions or specific deadline to allow the company to make necessary adjustments as it was a blow to the organization (McMains, Michael, and Mullins, 120). Trevor was a pillar in the consulting firm, and it is obvious his absence could be felt.
On the second question concerning Trevor's personal ambition, I think it is everybody's wish and right to pursue personal ambition, however professionally, I feel like this should not override that of the consulting firm. One must put in necessary measures like preparing the firm in advance before making this decision so that changes are made rather than put the firm in a crisis; in conclusion, therefore, personal interest should not come before that of the organization.
For the last question, I think the best time for both parties to come on the negotiating table is when they are sober and relaxed without feelings of anger, that is when they have come in terms with the situation and could the tempers. This is the right time, but if they did with anger, it would be difficult for them to agree, and chances are the outcome can be messy with consequences (Nierenberg and Gerard, 94). Negotiations end well when the people involved are in good condition and terms but not the opposite. 
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