


Learning Objectives:  The student will: 
D-1 Evaluate a negotiation which resulted in an agreement and explain how 

the terms of the agreement were met. 
D-2 Create a strategy for effective negotiating. 

GOAL E: 
Recognize the sources of power within the organization. 

Learning Objectives:  The student will: 

E-1 Identify the sources of power within the organization. 

E-2 Differentiate the positive and negative uses of power and politics within 
the organization with respect to organizational influences. 
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