
Reply to Sheila
Out of all the readings from this course over the past 8 weeks, the one that I found the most helpful right now in my life was Negotiations via (the New) Email.  I’ve always done a lot of emailing with my job, but never this much virtual communication, such as Zoom.  When we suddenly got sent to work from home, I felt like my whole world got flipped upside down.  We had a daily call at 1:00 for the sales team, which always got pushed back, or sometimes skipped all together, resulting in confusion.  We were getting request after request to do webinars and meet with people virtually.  It was the new way of doing things.  Luckily the webinars phased out quickly as people got sick of watching Power Point presentations all day.
Ebner, N. (2014) states “Communication at a distance is more susceptible to disruption than face-to-face dialogue.  Parties communicating via telephone have been found more prone to distrust, competition, and contentious behavior than those in comparable face-to-face interactions.” I agree with this very much!  Thankfully prior to COVID-19, I had already met all of my customers face-to-face.  At this point it is just a matter of keeping in touch with them and maintaining that trust.  My coworker has four young children at home with him and it makes virtual meetings near to impossible, I can tell he is very frustrated.  Two of his children are very young, it doesn’t matter how often he explains to them that he has an important meeting – they still bust in.  I also think that people are less likely to even glance at their phone during a face-to-face meeting, resisting the urge to be distracted/disrupted in anyway.
Also Ebner touches on the clarity that emails can provide. Ebner (2014) “Used intentionally, email allows for well crafted messages, which try to preempt any lack of clarity and misunderstandings.”  I think that this feature of email helps me do my job well.  I have been successful with writing emails that are detail oriented and good at getting my point across.  Some people don’t take the time to properly write an email, but it is worth it to do so.  Plus, you have detailed information to show the other party down the road when questions come up.
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