Dr. Conflict
by Mark Light, MBA, PhD
As Dr. Conflict succinctly explains, if you don’t ask, you don’t get.
Recognizing your worth and making sure that your employer does too is the first part
of the battle. But a word of caution: it’s never a good idea to lead with a threat.
As the doctor says, “No one wants to negotiate with a terrorist.”
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say you do, you owe it the opportunity to

