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Competing style -4+ 4 +1+ 4+ 1= 14
Collaborating- 4+ 4+ 1+ 5 +1 =16
Avoiding- 5+ 4 +4 +5 +1 = 19
Accommodating style- 5+ 4 +5+ 1+ 5=20
Compromising 3 +5+ 5+ 1+ 1 =15
Cooperativeness index= (16+20) – (14+ 19) = 3
Assertiveness index= (14 + 16)-(19+20) = -9
Reaction Paper
According to the results obtained from the exercise herein, I agree that accommodative is my highest negotiating style. This is because while I am negotiating I strongly believe that at the end of the activity one has to lose while the other wins because there is high likelihood that someone forsook their stand to accommodate the other party. Moreover I do not agree with the fact that while negotiating I have to put only my interests and not another party’s forward. The reason as to why this is my true negotiating style is because I am an individual who is always considerate as regards the welfare of parties that I engage with in negotiations. As such I pay keen attention to what their interests are and try my best to ensure that we strike a balance at the end of the negotiation (De Wever, Van Keer, Schellens, & Valcke, 2009). However, the fact that accommodative style is my highest style does not mean that I cannot do well in other styles because I know that I do well with collaborating styles. I have used the accommodative style before severally a few of the scenarios being a situation when  I once did a small business of selling jewelry then I encountered a customer who was willing to buy jewelry from me but had lesser cash than I demanded. While we were bargaining I realized that the customer was in dire need of the jewelry since she wanted to wanted to use it on her wedding, I empathized with the customer and agreed to deal with her proposed price since I had her interest at heart and wanted her interests to also matter in the negotiation (Lan, Graf, Lai, & Kinshuk, 2011). 
According to the two – dimensional matrix provided, my dominant negotiation style does not match up with my assertiveness and cooperativeness score. Having scored fairly high on assertiveness, I would likely use the distributive bargaining style (Xu, & Davidhizar, 2004). The advantage of this style is that the parties get to share the losses and benefits equally and therefore no one has to carry the burden of the other. The disadvantage of this style is that by sharing everything equally could cause a party who was not supposed to suffer any loss to bear the burden of the other party. 
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