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	The four principles are good advice when it comes to negotiations. This is because when it comes to negotiating, the principles lay the foundation upon which the process will go on with the consideration of what is to be attained once it is complete. Although there might be differences present, the principles help in coming into a common agreement. The concerned parties, therefore, develop strategies that will aim at effective solution attainment in the issue at hand. Overall, the princi0les aim at attaining a win-win situation without violating one another. When it comes to the author’s recommended approach, some pros and cons emerge. When it comes thee advantages, the vast knowledge of the concerned parties is in a position to determine the issues that take preference and worth coming into an agreement in the minimal possible time for the benefit of all. In terms of disadvantages, misconduct might occur hence processes taking long to comprehend. “There are fewer opportunities hence the limitation of negotiations.” (Nemeth, 2008) 
The advice of the author in issues such as dirty tricks is to delay the process when an agreement is on the verge of coming to an end. With this, there is a high possibility of the other party being impatient and might come to an agreement to the demands that were earlier made. When it comes to issues such as involvement of emotions, the best action entails keeping the negotiation moving in the desired direction as the author insists. (Varshney, 2009) 
For a fact, there is good advice since all are aimed to enhance an approach that fits the other party. For example, when it comes to the deadlines imposing, the other party is in a position to make the right decision that will aim to create a win-win situation. 
In my negotiation approach, I have incorporated GTY advice, which was influential in coming to a common agreement. I established a goal as I thought of communicating with a goal in my mind. Therefore I knew the maximum and minimum parameters hence making the agreement worthwhile. Additionally, I asked more questions, thus coming into an agreement and overall positive practices. The GTY advice worked fully in my negotiation approach as I gave other considerations in case it failed. This showed my lack of interest thereby driving the other party much attention to lower their expectations and make a final deal. 
When it comes to GTY advice improvement, I would use emotions without overusing making the environment friendly. Therefore, this will make sure the differences are taken into consideration hence the attainment of effective agreements on the best possible environment. (Nemeth, 2008)  
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