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Chapter 15 STORY 15 
 

 

POWER  
 

Foucault and Marx influence our thinking of power, through (1)classification and 
structure. While they both had at times expressed conflicting points of view, 
many of these conflicts converged in society, whereby creating a cohesive fusion 
that often are distinctive only by the origination of these authorities on Power. We 
will examine them through several extremely integrated tools of Power and 
emerge with a hybridized conclusion. We as a society, have become so 
embedded with these philosophies and tools of the use of Power and therefore 
no longer clearly differentiate the two as separate causes and effects but examine 
them as a whole in the fabric of society.  
 
Foucault, observed that modern power, is a form of internalized surveillance to 
produce a person who is docile and therefore disciplinary .With disciplinary 
power, everyone disciplines themselves and this is related to bio power which is 
the states’ involvement with the biological well-being of the population that 
includes prevention and control of disease, adequate supplies of food and water, 
housing and education. Bio power, is a link between the control of people and the 
development of capitalism.  
In the analysis, power states and self -regulation appear not to be the centres’ of 
power but instruments of modern power concepts. Classifying and dividing 
practices are also disciplinary practices.  They are aimed at individuals, specific 
populations, and the entire social order where new technologies were developed 
for treating individuals and populations, which cannot be understood or 
explained in Marxist terms. 
 
Marxist models of productive powers, explains the formation and transformation 
of society in terms of conflict between the relations of production and class 
struggle. Both Foucault and Marx identify an agent provocateur but disagree in 
its effect and consequences. This involves a belief in a global struggle and the 
overthrowing of capitalism to create change versus allowing the will of the people 
to create a more realistic change in society, that favours capitalism but through 
bio-power. 
 
For Marx power is originating from a clearly identifiable source, power is a top-
down forum, concentrating power at the top echelon of society to erode the 
capacity for spontaneous action and dehumanize and imprison the rest of 
humanity on the lower end of spectrum. Therefore maintaining that the 
superstructure had only a ‘relative autonomy’, and the theory of ‘relative 
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autonomy’, as a shorthand designation of the base–superstructure relation, 
became a central concept of twentieth-century Marxism 
            Foucault argues that power works through people and not just on them. 
There is no clear source of power in Foucault's view as power relations circulate 
in all sites and levels of social life. Additionally, for Marx power is restrictive, 
whereas for Foucault power is both productive and restrictive.  
 
Finally, the two views are not actually mutually exclusive. Marx saw power as 
strongly related to economic resources and the means of production, whereas 
Foucault saw it in terms of everyday social interactions, with the balance of 
power shifting from one group or individual to another, depending on the 
circumstances. The market is the ultimate authority governing economic and 
social life. Whereby efficiency, productivity and growth occurs through free 
markets to reduce government regulation Economic rationality extends 
throughout society forming, new “common sense”. 
 

Karl Marx 
 

 

 

 

 

 

 

 

 

 

 

Michel Foucault born Paul-Michel Foucault (15 October 1926 – 25 June 1984), was a French philosopher, social theorist and 
historian of ideas. He held a chair at the Collège de France with the title "History of Systems of Thought."  Foucault is best known for 
his critical studies of social institutions, most notably psychiatry, medicine, the human sciences and the prison system, as well as for 
his work on the history of human sexuality. His writings on power, knowledge, and discourse have been widely influential in 
academic circles. Foucault was listed as the most cited scholar in the humanities in 2007. 

Karl Heinrich Marx (5 May 1818 – 14 March 1883) was a German philosopher, economist, sociologist, historian, journalist, 
and revolutionary socialist. His ideas played a significant role in the development of social science and the socialist 
political movement. Marx's theories about society, economics and politics, which are collectively known as Marxism, hold 
that all societies progress through the dialectic of class struggle. He was critical of the current socio-economic form of 
society, capitalism, believing it would be replacement by a new system, socialism. Under socialism, he argued that society 
would be governed by the working class in what he called the "dictatorship of the proletariat", He believed that socialism 
would, in its turn, eventually be replaced by a stateless, classless society called pure communism. 
 
 
 

http://en.wikipedia.org/wiki/Social_theorist
http://en.wikipedia.org/wiki/Coll%C3%A8ge_de_France
http://en.wikipedia.org/wiki/Critical_theory
http://en.wikipedia.org/wiki/Psychiatry
http://en.wikipedia.org/wiki/Human_sciences
http://en.wikipedia.org/wiki/The_History_of_Sexuality
http://en.wikipedia.org/wiki/History_of_human_sexuality
http://en.wikipedia.org/wiki/Power_(sociology)
http://en.wikipedia.org/wiki/Philosophy
http://en.wikipedia.org/wiki/Economics
http://en.wikipedia.org/wiki/Sociology
http://en.wikipedia.org/wiki/Historian
http://en.wikipedia.org/wiki/Journalism
http://en.wikipedia.org/wiki/Revolutionary_socialism
http://en.wikipedia.org/wiki/Social_science
http://en.wikipedia.org/wiki/Socialism
http://en.wikipedia.org/wiki/Socialism
http://en.wikipedia.org/wiki/Marxism
http://en.wikipedia.org/wiki/Dialectic
http://en.wikipedia.org/wiki/Class_struggle
http://en.wikipedia.org/wiki/Capitalism
http://en.wikipedia.org/wiki/Socialism_(Marxism)
http://en.wikipedia.org/wiki/Dictatorship_of_the_proletariat
http://en.wikipedia.org/wiki/Stateless_society
http://en.wikipedia.org/wiki/Classless_society
http://en.wikipedia.org/wiki/Pure_communism


3 

THE BOOK OF 25   15-15 

3            

                                 WRITER      WRITE 

Co- Creative Writing 

Please write a short story that showcases your understanding of Power.  

 
LEXICAL WRITING TABLE 
FILL IN THE BLANKS WITH ANY WORDS YOU DO NOT KNOW. LEAVE A SPACE BLANK IF YOU 
REQUIRE THE MEANING BESIDE IT. ADD ALL WORDS THAT ARE DISCUSSED IN CLASS THAT 

ARE NOT FAMILIAR TO YOU. Example, classification 

 

1 classification 2 3 4 5 

6 7 8 9 10 

11 12 13 14 15 

16 17 18 19 20 

21 22 23 24 25 

26 27 28 29 30 

31 32 33 34 35 

36 37 38 39 40 

41 42 43 44 45 

46 47 48 49 50 

51 52 53 54 55 

56 57 58 59 60 

61 62 63 64 65 

66 67 68 69 70 

71 72 73 74 75 

76 77 78 79 80 

81 82 83 84 85 

86 87 88 89 90 

91 92 93 94 95 

96 97 98 99 100 

 
USE THE ESSAY MAP TO DEVELOP AND DISCUSS THE ESSAYS IN THE CHAPTER 
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TITLE_TOPIC_____________________ 

INTRODUCTION                                                               
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________ 

MAIN IDEA 1 

____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________ 

 SUPPORTING DETAILS 
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________ 
 
MAIN IDEA 2 

____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________ 
 

SUPPORTING DETAILS 
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________ 
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MAIN IDEA 3 

____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________ 
 

 
 

SUPPORTING DETAILS 
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________ 
CONCLUSION 
______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________ 

POWER AND NEGOTIATION 
 Power or control over a situation often makes a transaction a simple trade. The person with the 
power establishes the rules and the rate of return. Those who find the terms acceptable 

participate. If not, they will NEGOTIATE. 
http://www.how-to-negotiate.com/six-basic-negotiating-tips.html 

6 Basic Negotiating Tips  
 The First Tip Never discuss settlement terms until the end of the process, when both parties 

are committed to trying to resolve the situation. Before discussing the meaty terms of a 
settlement get to know each other, find out what you can about possible competitors, learn as 
much as possible about the issue at hand, determine if this is really what you need or want, 
wait until they indicate that they really want or need to settle. 

 The Second Tip The purpose of negotiating is to discover the term parameters of the other 
person. You want to know the most the other person will pay for something or the least they 
are willing to sell for so you can couch your initial offer or response to strategically position 
your offer or proposal.  

 The Third Tip Try to get the other person to make the first offer or proposal. Knowing how to 
bracket your response will let you move the final outcome toward your goal. But the starting 
point is a critical step in getting there. Manipulating the other person into making the opening 
proposal allows you to set the parameters of the negotiation to your advantage. 

 The Fourth Tip Prepare before meeting by considering why you are negotiating, what you 
expect to gain, why that is important to you, and what you expect to have to offer. If you fully 
understand your needs and wants you will be able to quickly determine if continuing a 
negotiation is worth your time. 

 The Fifth Tip Test the market before sitting down. Get comparables’, talk with others, and 
establish reasonable parameters for the negotiation . The key to a successful negotiation is 
keeping your proposals and counters within a range of reasonableness. Do not undermine your 
credibility by appearing ill-informed or overly aggressive. 

 The Sixth Tip Be aware when it is time to bring the negotiation to a close. Don't let the 
discussion drag on as the other person may lose interest, patience or the desire to commit. 
Over negotiating often kills deals or agreements that should have been made. 
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 Negotiations in English  

One of the most important skills anyone can hold in daily life is the ability to negotiate. In general terms, a 
negotiation is a resolution of conflict. We enter negotiations in order to start or continue a relationship and 
resolve an issue. Even before we accept our first jobs, or begin our careers, we all learn how to negotiate. 
For one person it begins with the negotiation of an allowance with a parent. For another it involves 
negotiating a television schedule with a sibling. Without the ability to negotiate, people break off 
relationships, quit jobs, or deliberately avoid conflict and uncomfortable situations. 
 
In the world of business, negotiating skills are used for a variety of reasons, such as to negotiate a salary 
or a promotion, to secure a sale, or to form a new partnership. Here are a few examples of different types 
of negotiations in the business world: 

 Manager and Clerk: Negotiating a promotion 

 Employer and Potential Employee: Negotiating job benefits 

 Business Partner A and B: Making decisions about investments 

 Company A and Company B: Negotiating a merger 

 Customer and Client: Making a Sale 

 The Art of Negotiating 

Negotiating is often referred to as an "art". While some people may be naturally more skillful as 
negotiators, everyone can learn to negotiate. And, as they often say in business, everything is 
negotiable. Some techniques and skills that aid people in the negotiating process include: 

 Aiming high 

 Visualizing the end results 

 Treating one's opponent with respect and honesty 

 Preparing ahead of time 

 Exhibiting confidence 

Throughout this lesson, we will review important techniques and skills to learn before negotiating. We will 
also examine certain tactics your opponents may use at the negotiating table. These pages are designed 
to prepare you for  negotiating in English in the business world, but they will also help you achieve your 
goals in everyday life. 

 Case Study 

For the purpose of this lesson, we will follow the negotiations taking place at a fictional company called Landscape 
Labourers. Markus, a landscaper who has been with this company for five years, believes he is underpaid. He also 
thinks he deserves more seniority over his crew members. Markus's manager, Louis is also the owner of Landscape 
Labourers. Though Louis values Markus more than any of his other labourers, he isn't sure that he can afford to 
pay him more, especially at this time of year when work is unsteady. 
 
Read through the lesson and find out how Markus prepares his case and presents it to management, and 

how the two parties negotiate and achieve their goals. 
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 Preparing to Negotiate 

Lack of preparation in a negotiation almost always sets a person up for failure. Each party must clearly 
define their own goals and objectives and must anticipate the goals of the opposition. This may require 
doing due diligence through background research. Finally, each party must come up with various 
alternatives to their main objectives. 

 Markus Prepares to Negotiate with Louis 

Markus approaches Louis after his shift on Friday afternoon and asks if he can arrange a meeting to 
discuss a potential promotion. Louis sighs and reminds Markus that they already had this discussion last 
year. Markus agrees, but reminds Louis of his loyalty to the company and insists that they speak again on 
the subject next week. Eventually Louis, who is afraid that Markus might quit on the spot, agrees to meet 
on Monday during the crew's lunch hour. 
 
Over the weekend, Markus thinks about Monday's meeting. Last year, he was unprepared to negotiate 
and ended up only getting a 50 cent/hour pay raise. This did not satisfy him, and he has continued to feel 
undervalued ever since. Many times, after a hard day at work, Markus has considered quitting. However, 
it is difficult to find work in the middle of winter. Markus has a family to support and he can't afford to lose 
his job. 
 
Markus decides to do some research on negotiating. He learns the principles behind collaborative 
negotiating, and decides that this is the approach he will take this time. After he has understood the 
concept he can ask himself the preparatory questions above. Finally, he can apply the rules of 
collaborative negotiating to his own case. 

Here are some preparatory questions to ask before beginning talks with the other party: 

 What is my main objective?  

 What are all of the alternatives I can think of? 

 Why do I deserve to have my goals met? 

 What will my opponent's counter proposal likely consist of? 

 How can I respond to this counter proposal? 

 When would I like to have this issue resolved? 

 What is my bottom-line? 

 What market research/homework do I need to do to back up my cause? 

 What is my bargaining power compared to my opponent's? 

 What do I know about the principles of negotiating? 

 Markus Answers the Preparatory Questions 

 My main objective is to be named crew foreman and to earn a salary that is competitive with other 
foremen in the area. 

 Alternatives include looking for work elsewhere, asking for a dollar more an hour, suggesting that 
Louis hire someone else to take on extra duties. 

 I deserve this promotion because I have worked with Landscape Labourers for five consecutive 
years, and have received many compliments from satisfied clients. I am the team member who 
reports early every morning and leaves last. If we are under a deadline, I work through my lunch 
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hour. All of the other team members come to me with their questions. 

 Louis will likely say that he can't afford to pay me more because business is slow in the winter. 
He will say that there are plenty of qualified labourers who will do the work for less money. 

 Both of these arguments are probably true. Landscape Labourers lost a lot of money last year 
due to poor weather. There were a few weeks that we couldn't work, but Louis had to pay us 
anyway because of our contracts. And, unemployment is at a record high in our region. But, Louis 
just signed a contract with a new company that will mean regular work for at least the next two 
years. Also, the other team members rely on me, and none of them have the experience to take 
over my position if I quit. It will cost Louis a lot of money to train a new landscaper to do 
everything that I do. 

 I understand that winter is tough on this business, so I would like to have this issue resolved by 
spring. 

 I will look into three other local landscaping businesses and inquire about the salary and benefits 
of its employees. I will also review the classified ads to see if any other companies are hiring or 
looking for a foreman. 

 My bottom-line is to receive an extra dollar an hour and to be named team manager. 

 I think Louis and I have equal bargaining power right now. None of the other current members of 
our team are as committed to the job as I am. However, unemployment is high and there are 
other people he could hire. 

 I have never been a strong negotiator. I need to learn more about negotiating strategies and 
tactics. 

 Collaborative Negotiating 

In business, the goal of negotiating parties should always be for mutual gain. This type of win-win 
negotiation is often called collaborative negotiating. The opposite of collaborative negotiating is called 
competitive negotiating. The goal of competitive negotiating is for one party to win and the other to lose. 
Dishonest practices, such as lying, manipulation, intimidation, and bribery are often used in this type of 
negotiation.  

Main Principles of Collaborative Negotiating: 

 Resolve previous conflicts ahead of time 

 Deal with issues, not personalities 

 Commit to listening more than speaking: The more you know about your counterpart, the more 
likely you will achieve your goals. You cannot convince someone of something when you do not 
know anything about them, or what their own needs are. A common mistake is to prepare one's 
next question or point while the opponent is speaking. 

 Establish trust in the onset 

 Develop a common goal 

 Discuss a common enemy 

 Take opponent's views/needs into careful consideration: Not only do you want to win this 
negotiation; you want your opponent to win as well, so that he or she will negotiate with you again 
in the future. 
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 Markus Applies the Principles for Collaborative Negotiating 

 I will not discuss the fact that I was only offered a 50 cent raise last year. It was my fault for not 
being prepared to negotiate. 

 Even though I think Louis is lazy, and takes too many days off when we are busy, I will not point 
out his shortcomings. This is about my promotion, not his work ethic. 

 I will first thank Louis for employing me for five consecutive years. I will tell him that the stable 
work has meant a lot to me and my family, and I appreciate the security, especially with so many 
people out of work. 

 I will tell Louis that I think his company is one of the most respected landscape companies in the 
region, and ensure him that my goal is to have a lifelong career at Landscape Labourers. 

 I will say that I hope I will never have to work for a company that does a poor job, such as Powell 
Designs. 

 I will acknowledge that last year's weather was a problem and note that it is not anyone's fault 
that the company lost money. 

Preparing to Negotiate a Job Offer 
Negotiating a job offer should mean more than just saying, yes. Though being offered a job is an exciting 
time, it is also an important time to use your negotiating skills. Here are some issues you may want to 
raise before you accept:  

 Salary  

 Promotion Opportunities  

 Insurance (medical, dental, accident, life)  

 Holidays  

 Vacation time  

 Retirement/pension plans  

 Stock options                                                                    

 Overtime  

 Expenses 

 The Negotiation Process 

It's time to negotiate! Here are a few golden rules to successful negotiations: 

1) Always try to negotiate for at least 15 minutes. Any less than that and it is unlikely that either party 
has had enough time to fairly consider the other side. Generally, the size or seriousness of the 
negotiation determines the amount of time needed to negotiate it. Setting a time limit is a good idea. 
Approximately 90% of negotiations get settled in the last 10% of the discussion. 
 
2) Always offer to let the other party speak first. This is especially important if you are the one making 
a request for something such as a raise. The other party may have overestimated what you are going to 
ask for and may actually offer more than what you were going to request. 
 
3) Always respect and listen to what your opponent has to say. This is important even if he or she 
does not extend the same courtesy to you. Do your best to remain calm and pleasant even if the other 
party is displaying frustration or anger. Remember some people will do anything to intimidate you. 
 
4) Acknowledge what the other party says. Everyone likes to know that what they say is important.  

If the other party opens first, use it to your advantage, by paraphrasing what you have heard. Repeat their 
important ideas before you introduce your own stronger ones. 
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5) Pay attention to your own and your counter-partner's body language. Review the chart below to 
learn how to interpret body language during the negotiations. Make sure that you aren't conveying any 
negative body language.  

 Language to use to show understanding/agreement on a point: 

 I agree with you on that point. 

 That's a fair suggestion.  

 So what you're saying is that you... 

 In other words, you feel that... 

 You have a strong point there.  

 I think we can both agree that... 

 I don't see any problem with/harm in that. 

 Language to use for objection on a point or offer: 

 I understand where you're coming from; however,... 

 I'm prepared to compromise, but... 

 The way I look at it... 

 The way I see things... 

 If you look at it from my point of view... 

 I'm afraid I had something different in mind. 

 That's not exactly how I look at it. 

 From my perspective... 

 I'd have to disagree with you there. 

 I'm afraid that doesn't work for me. 

 Is that your best offer? 

 

Body Language Possible meaning 

Avoiding Eye Contact 

 Lying 

 Not interested 

 Not telling the whole truth 

Serious Eye Contact 

 Trying to intimidate 

 Showing anger 

Touching the face/fidgeting 

 Nervousness 

 Lack of confidence 

 Submission 

Nodding 

 Agreeing 

 Willing to compromise 

Shaking the head/turning away 

 Frustrated 

 In disbelief 

 Disagreeing with a point 
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 Markus Opens the Negotiations 

It's finally lunchtime and Markus and Louis meet as planned. Markus offers for Louis to speak first, but Louis declines: 
 

Markus: Thanks again for agreeing to meet today. I really 

appreciate you taking the time during your lunch. 
 
Louis: Okay, well, let's get started. I'd like to resolve this as 

soon as possible so we can get back to work. 
 
Markus: Great. Okay, well, if there's anything you'd like to say 

first, please be my guest. 
 
Louis: Oh, no, I insist you go first. After all, you're the one who 

asked to meet with me. 
 
Markus: Very well then. First of all I want you to know that I am 

fully aware of the challenges you have faced in running this 
company in the last few years. I understand that the poor 
weather last year ended up costing you and all of the local 
landscape companies a lot of money. I think you realize that I 
am unsatisfied with my current salary. I've been with Landscape 
labourers for 5 years now and there have been many profitable 
years. Despite how much your business has grown, I'm making 
less than a dollar more than I was the day I started. 

 
Louis: You're lucky to have a job in these times. 

 
Markus: Yes, and I'm very thankful that you have employed me all this time, especially during the slow seasons 

when the company is struggling to make a profit. It means a lot to me to have that stability, which is why I have 
remained loyal to your company. 
 
Louis: You haven't had much choice but to remain loyal, Markus. There are no jobs out there. 

 
Markus: Well if you don't mind, I'd like to finish what I have to say and then you can let me know what your position 

is. As a matter of fact, there are a few companies hiring right now in our area. These are not all necessarily 
companies that I would be interested in working with. For example, you and I both know that I would never want to 
work for a company such as Powell Designs. I'd much prefer to be associated with a company like Landscape 
Labourers because we do a good job. Having said that, I took the liberty of calling a few other local companies to find 
out what type of salary packages they offer to their foremen. 
 
Louis: Foremen? I don't have a foreman. I never have. It's not my style. Don't forget, you're a contract labourer just 

like the rest of the crew. 
 
Markus: Yes, I thank you for bringing that up. Besides deserving a higher salary, one that is competitive with local 

companies, I also think that I deserve a new title. You and I both know that the crew looks to me as though I am a 
foreman, even though I don't have the title. 
 
Louis: You don't have the title, but you also don't have the responsibility. It's a lot of work being a foreman. 

 
Markus: Exactly. And you can't say that you haven't noticed me coming in earlier than the others and leaving later. I 

also designate jobs to all of the crew members each morning and call suppliers when needs arise. These are duties 
of a foreman, am I right? 
 
Louis: I suppose. But a foreman also helps solve conflicts that arise within a team, and deals with customer 

complaints. You always pass those things on to me. 
 
Markus: I agree with you on that. However, I would be willing to take on these extra responsibilities, should you offer 

me a foreman position at a rate of $25.00 per hour. 
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 Coming to a Close or Settlement 

There are a number of signals that indicate that negotiations are coming to a close. This may not always 
mean that an agreement has been reached. In many cases, there are many rounds of negotiations. The 
preliminary round may uncover the major issues, while subsequent rounds may be needed to discuss and 
resolve them. Here are some signals of talks coming to a close: 

 A difference of opinion has been significantly reduced 

 One party suggests signing an agreement. 

 One or both parties indicate that a period of time to pause and reflect is necessary. 

 Beware of last-minute strong-arm tactics. 

Even if you make the decision to treat your negotiating opponent with honesty 
and kindness, the other party may not extend you the same respect. Be prepared 
to stand your ground firmly, yet cordially, especially in the last few minutes of the 
negotiations. This is the time when manipulative parties may employ certain 
tactics in order to try to fool you into losing focus or lowering goals and standards. 
Remember that conflicts are generally resolved in the last few minutes. The 
theory behind last minute tactics is that one party may be more willing to give in 
out of fear that all of the concessions or progress made up to that point (perhaps 
hours or weeks of talks) might be lost. People also get tired or have other 
commitments that need to be met, such as making an important phone call before 
another business closes, or picking up children from school. Here are some last minutes tricks that 
negotiators often use at this time: 

 Walking out of the room 

 Offering a short-term bribe 

 Telling you to take it or leave it 

 Giving an ultimatum 

 Abrupt change in tone (used to shock the other party into submission) 

 Introducing new requests (used at to get you to concede with little thought or consideration) 

 Stating generalizations without evidence (dropped without significant statistics/proof) 

 Adopting the Mr. Nice Guy persona (used to try to make it look like they are doing you a favour in 
hopes that you will lower your expectations) 

 Language to use in closing                                              

 It sounds like we've found some common ground. 

 I'm willing to leave things there if you are. 

 Let's leave it this way for now. 

 I'm willing to work with that. 

 I think we both agree to these terms. 

 I'm satisfied with this decision. 

 I think we should get this in writing. 

 I'd like to stop and think about this for a little while. 

 You've given me a lot to think about/consider. 

 Would you be willing to sign a contract right now? 

 Let's meet again once we've had some time to think. 
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 Louis Signals an End to the Negotiations and Attempts some Last-minute Tactics 

Louis: Look, we're running out of time here and I've barely had a bite of my lunch. 
 
Markus: I know, and we have a lot of work to get done this afternoon. 
 
Louis: Well, I guess we'll have to settle this at another time. 
 
Markus: Actually, I'd really like to get this settled today. I know how busy you are, and it's not easy to get 
you to sit down and talk. 
 
Louis: (standing up and getting ready to walk out of the room) Well, we're not getting anywhere. 
 
Markus: Please sit down for a few more minutes so we can make a decision. 
 
Louis: And what if I don't? Are you going to quit? 
 
Markus: I am a loyal employee, and I believe that it is in the best of both of our interests to have this 
conflict resolved. This should only take a few more minutes. 
 
Louis: Fine. You can be the foreman. I'll even change the title on your pay stub. But no raise. 
 
Markus: I think you and I both know, that the raise is more important to me than the title itself. 
 
Louis: You know, not very many owners would agree to give a person like you the title of foreman. You 
don't even have your proper certification. 
 
Markus: You've said before that experience means more to you than education. Remember that guy 
Samuel that you hired. He had a four year diploma in landscape design but had never worked a day out 
on the fields. You let him go before his probation was up. 
 
Louis: Oh, don't remind me of that kid.  
 
Markus: Look, I'd be willing to accept $24.00/hr, if you agree to 
review my salary again come spring. 
 
Louis Fine. I guess, that's fair. You are my best employee, right 
now at least. 
 
Markus: Great, then, you won't mind changing my status to 
crew foreman. I won't disappoint you. Remember, I'm willing to 
take on the extra duties of a foreman, which will give you more 
time to find new clients. 
 
Louis: Speaking of new clients. I'm expecting an important phone call in ten minutes, so let's wrap this 
up. 
 
Markus: Well, I think we've both agreed on the terms. Can we shake on it? I mean, can I have your word 
that my new hourly wage will begin at the beginning of next month?(Markus holds out his hand.) 
 
Louis: (Louis shakes it.) Okay, Mr. Foreman. Get back to work, would you. And, I'll need you to order all 
of the supplies for Monday. 
 
Markus: Thanks, Louis. I'll get on that right now. 
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 Formalize the agreement/negotiation 

In most business negotiations it is a good idea to get something down 
in writing. Even if a decision has not been made, a letter of intent to 
continue the negotiations is often used. This is a way for each party to 
guarantee that talks will continue. A letter of intent often outlines the 
major issues that will be discussed in future negotiations. In some 
cases a confidentiality agreement is also necessary. This is a 
promise from both parties to keep information private between 
discussions. When an agreement has been decided, a formal contract 
may be required. On the other hand, depending on the seriousness of 
the decision, and the level of trust between the two parties, a simple 
handshake and verbal agreement may be all that is needed. For 
example, an employer may offer a promotion and an employee may 
trust that the new salary will be reflected on the next paycheque. 
However, even if nothing is put formally in writing, it is wise to send an e-mail or letter that verifies the 
terms and puts the agreement on record, especially when a specific number is decided on. 

Sample E-mail: 
 
To: louis@landscapelabourers.com 
From: markus@landscapelabourers.com 
Subject: Today's Negotiation 
Attachment: Site #345 
 
Hi Louis 
I just wanted to write and thank you for spending your lunch hour with me today. I'm pleased with how our 
talks went and am excited to take on my new role as crew foreman. Even though my new salary will not 
be put in place until the first of next month, I will begin my new duties immediately. The supplies for 
Monday's job (Site #345) have all been ordered, and the total of the invoice will be $349.98, including tax 
and delivery. The crew has been assigned their tasks for Monday so we will be able to start as soon as 
we arrive. You will find a chart attached outlining who will be taking care of what and how long it should 
take us to have it completed. If you have any concerns, feel free to call me at home over the weekend. 
Thanks again, 
Markus 

 
 

 
Steps in Writing a Summary: Initially, summary writing can seem like a 

challenging task. It requires careful reading and reflective thinking about the 
article. Most of us, however, tend to skim read without focused reflection, but 
with time and effort, the steps listed here can help you become an effective 
summary writer. 

►Read the article 
►Reread the Article. 

- Divide the article into segments or sections of ideas. Each segment deals 
with one aspect of the central theme. A segment can comprise one or 
more paragraphs. Note: news magazine articles tend to begin with an 
anecdote. This is the writer’s lead into the article, but does not contain the 
thesis or supporting ideas. Typically, a feature lead does not constitute a 
segment of thought. 
- Label each segment. Use a general phrase that captures the subject 
matter of the segment. Write the label in the margin next to the segment. 
- Highlight or underline the main points and key phrases. 
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WRITE A SUMMARY 

TITLE_TOPIC_____________________ 

INTRODUCTION                                                               
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________ 

MAIN IDEA 1 

____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________ 

  
 
SUPPORTING DETAILS 
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________ 
 
 
MAIN IDEA 2 

____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________ 
 

SUPPORTING DETAILS 
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________ 
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MAIN IDEA 3 

____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________ 
 

 
 

SUPPORTING DETAILS 
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________ 
CONCLUSION 
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________ 

 

 

 

 

 

 

 

Chapter Summary Comprehension  
Debate and Discuss Decriminalization of Marijuana, as 
you understand it as a subject of Power and Negotiation   
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Introduction 

 
Decriminalization of Marijuana has been facilitated through Social change with the laws being amended is a 
blended issue where the debate includes many interesting thoughts. How and what is socially acceptable or 
unacceptable is historically derived from and for a collective group, especially in regards to Marijuana. The 
Canadian people and the law makers created a multi-layered relationship where a division of power dictating 
the factors of law, both civil and parliamentary. When and how one takes over the other without civil un-rest 
is the foundation of a democracy.  

 
Thesis 
 
Social change has always rested in the hands of our society dictating to the law itself and in order to establish this 
argument this paper will look at the issues regarding the decriminalization of marijuana by the Canadian democratic 
system via majority rule and how the laws dictating our social issues and society change.  The legalization of 
marijuana used to be a hotly debated issue however since in the world of modern medicine, circa 2010, it has proven 
to have several benefits which have affected the laws and how society has responded to these laws. The need to 
understand law and social change will be explored, through the interconnections of law, perceptions and economic 
realities that play a large role in defining these laws and subsequent social changes. It’s, all part of a complex subset 
of how laws and policy instruments interact with society and creates changes.   
 
In this essay the word Marijuana is also conveyed through its other verbal associations as Weed, Pot, Hemp and 
Cannabis. As these, associated words are used to describe Marijuana throughout the governing literature. As well 
Prohibitionist terminology is used, not only in reference to the American Prohibition but also to a thought or an ideal 
that resulted from that movement. 
Marijuana legalization seems to be following the path of Alcohol prohibition and the legalizing of both, as in Alcohol in 
the past and Marijuana in the future can fall under provincial and State laws.    
 
The standard argument is made that if marijuana is to become legal it would rapidly spread and become a gateway 
drug in Canadian society.  Revising of existing laws and policies is at the forefront of the Marijuana debate.  With 
most Canadians in agreement that Marijuana can be decriminalized, grass root support has eroded many of any pre-
existing old fashioned legal based arguments, and Canada is fast tracking itself in its efforts to decriminalize 
Marijuana.  
This popular opinion has already influenced the laws in Washington State and in other parts of the US and is mirrored 
by the same cause and effect in Canada. In the study, Consequences and Costs of Marijuana Prohibition (Beckett 
and Herbert) several points were discussed and these points are mirrored in our relaxation of the laws affecting 
Marijuana as a legal or normative drug in Canada.  
 
It was found that increasing Marijuana arrests did not solve the issue of Marijuana prohibition. The price of Marijuana 
has decreased as the potency of the drug increased and user rates increased. The costs of Marijuana prohibition are 
high. Law enforcement costs devour financial and organizational resources that should be allocated to more pressing 
public safety iniatives. The reprioritizing of police and legal enforcement of Marijuana, lead to no increase of 
marijuana usage. (Beckett and Herbert pps iv, v).  
 
It used to appear to the public that Marijuana usage was still associated with criminal or anti social behavior, much as 
alcohol was stigmatized as a polarizing influence in the many campaigns against drunk driving. Blacks are today still 
easy targets for any type of lawful scrutiny and arrests, and many have led in the past to drug related arrests. In 
Seattle, Washington the headlines of 24th Feburary2010, screamed, Police keep up Pot Arrests-Mostly of Black 
People, “Black People are more likely to be arrested, the records indicate, 18 people were black and 14 were white.  
             The article stated that 8.2 % of the population is black and 68.9 % are white. But the reasons for that are not 
linked to actual possession or dealing offences but more to a societal trap of being disenfranchised from society for 
generations. Also while the ethnicity of the races involved fit a historical profile, it was the rest of society (white) that 
was also involved with the purchasing of these illegal drugs. America’s war on Drugs campaign came into affect due 
to the increased incarcerated black profile presence in suburban white America. It’s a complicated socio-political 
economic response to the Black race, being the face of drugs, including marijuana. (Dr.Kirk Harris, The criminal 
justice system: reproducing the badges and incidents of slavery) 
(http://www.fcnetwork.org/fathersconf2002/proceedings/harris.html)  
 
Nowadays arrests make headlines for users that were busted due to their medical usage of Marijuana. The 
debate is still controversial but for more practical reasons, budgets, to fight crime and Marijuana usage as an 
illegal drug have declined. And increase of Marijuana as a cash crop is being investigated, through Marijuana 
Medical Access Regulations. 
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Sweden recognises new file-sharing religion Kopimism 

 

File-sharing is a religious ceremony according 
to the church leader  
A "church" whose central tenet is the right to file-
share has been formally recognised by the Swedish 
government. 

The  

"spiritual leader" of the church said recognition was a 
"large step". 
Others less enthusiastic stated the church would do 

little to halt the global crackdown on piracy. 
 
The Swedish government agency Kammarkollegiet finally registered the Church of Kopimism as a religious 
organisation shortly before Christmas, the group said. The church, which holds CTRL+C and CTRL+V 
(shortcuts for copy and paste) as sacred symbols, does not directly promote illegal file sharing, focusing 
instead on the open distribution of knowledge to all. It was founded by 19-year-old philosophy student and 
leader Isak Gerson. He hopes that file-sharing will now be given religious protection. 
"For the Church of Kopimism, information is holy and copying is a sacrament. Information holds a value, in 
itself and in what it contains and the value multiplies through copying. Therefore copying is central for the 
organisation and its members," he said in a statement. 
"Being recognised by the state of Sweden is a large step for all of Kopimi. Hopefully this is one step towards 
the day when we can live out our faith without fear of persecution," he added. Despite the new-found interest 
in the organisation, experts said religious status for file-sharing would have little effect on the global 
crackdown on piracy. 
"It is quite divorced from reality and is reflective of Swedish social norms rather than the Swedish legislative 
system," said music analyst Mark Mulligan. 
"It doesn't mean that illegal file-sharing will become legal, any more than if 'Jedi' was recognised as a 
religion everyone would be walking around with light sabres. "In some ways these guys are looking 
outdated. File-sharing as a means to pirate content is becoming yesterday's technology," he added. 
In the US, the Stop Online Piracy Act (SOPA) aims to stop online ad networks and payment processors from 
doing business with foreign websites accused of enabling or facilitating copyright infringement. 
It could also stop search engines from linking to the allegedly infringing sites. Domain name registrars could 
be forced to take down the websites, and internet service providers forced to block access to the sites 
accused of infringing. 
The government is pushing ahead with the controversial legislation despite continued opposition.  
http://www.bbc.co.uk/news/technology-16424659 

 
 
 
 
 
Q. HOW DOES THIS ELECTRICIFYING NEWS AFFECT YOUR POINT OF VIEW OF POWER?  
A:  
 
Q. RELECT UPON THE CHURCH AFFECTING THE STATE THROUGHOUT HISTORY 
A: 
 
Q. WHAT IS YOUR POINT OF VIEW ON THE COPYRIGHT PROCESS?   
A:                                                                                      
 
                                                               Please note the Lexical Approach to language in this report 
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WRITE YOUR DISCUSSION! 

Writing is a battle. 

Posted on December 9, 2011by Plantain Periodicals  
I am in the process of editing and found myself in a war against myself. Each time a new battle ensues.. There is the odd 
saying that in order to have peace you need to fight the war. It is true the more I write, the more I see how the actual 
process of writing reflects the conflicts and growing phases we find ourselves in within our own lives 

____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
__________________________________________________________________________________ 
 
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________ 
 

 

http://plantainperiodicals.wordpress.com/2011/12/09/writing-is-a-battle/
http://plantainperiodicals.wordpress.com/author/plantainperiodicals/
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Chapter 15 Comprehension Test  

Redefine in your own words ALL the processes of POWER, in this chapter. In 1000 
words. Please choose one of the following essay styles and format to write your essay. Explain why you made 

this choice.  

 American Psychological Association (APA) Style Guide 

 Modern Languages Association (MLA) Style Guide 

 Turabian Style Guide 

 Chicago Manual of Style  
____________________________________________________________________________________
_________________________________________________________________________________ 
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________ 
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____________________________________________________________________________________
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____________________________________________________________________________________
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