Running Header: RESPONSE TO POST                                                                                  1

RESPONSE TO POST                                                                                                                     3








Response to post
 Name
University Affiliation
Unit
Date






Response to post.
Reply on the two decision an effective negotiator needs to walk away: It is true that everyone has a customer has a right to walk away. They can always decide what they want depending on the presentation of the situation at hand. Their will to walk away denies the other side the power to exploit them. There is always a fighting chance with a walking away mentality as the negotiator has an alternative in walking away if the other side to don’t heed to their part of the bargains. A good example is that of the car sale which is practical and it applies to all items with fixed prices. You have to have a will power to pay the amount quoted or walk away without the commodity you want to purchase. The next example on rental houses is excellent. Every rental house has it price quoted by the owner and the quality of housing differ and so do prices. The location of the house is also of concern and the negotiator can walk away from a house they are not comfortable with the pricing. There are other alternatives although the need of the house is a necessity they are sure of securing another place cheap and as good as the overprized one.
John focus on why he should get a pay increment will be based on the negotiation skills from the supervisor’s experience of his knowledge of him. He should take advantage of this and ask for a higher pay so that he can get a negotiation ground considering the already existing image of him in the supervisor’s mind. I agree that the explanation of his value above his current pay is a fare challenge. It will put him on the table for a better chance to explain what he will add to the company. Certainly, the productivity of John and his plan do develop will win him a better pay if he negotiates for a higher pay. He is never sure about how much increment unless he tries the highest bid (Dawson, 2012).
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