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Preparing for Negotiations


Background: 
What are the interests of the parties?


List the negotiators on your side:


On your side but not present (Banker, Govt, Spouse, etc):


Parties on the other side:


On other side but not present (Banker, IRS, Spouse, etc.):


What kind of negotiator is on the other side?


Describe background to negotiation-precedents, problems, other deals:


List research materials to be contained in your briefing book:


List research materials you have and note location:


List needed research materials that still have to be obtained:

Bargaining Cards / Interests:
Fill in interests, proposals, terms, and BATNA for yourself and the other side:


Fill in the standards and then accredit each of the terms of your proposals:


Brainstorm and rank outcomes with your BATNA as the bottom-line:


Strategies:
What tone do you want to set for the negotiation?


What could affect your goal for tone of negotiation? See dynamic.


List ways to express commonality with other side, establish rapport:


If your side has more than one member, list their names and roles:


If other side has more than one member, list their names and roles:


Select strategy: cooperative, competitive, principled negotiation:





Opening:
What ground rules will you propose and how might they be established?


How will you ease opening of negotiation?


How and at what point would you make a first offer?


How and when will you communicate your interests to other side?


How (and when) will you communicate your BATNA?


How/when will you communicate your willingness to make proposals?


How will you accredit your proposals?












Middle Tactics:
Consult list of tactics and make comments on those you might use:


List areas of disagreement with client over use of above tactics:


What tactics will you use if the negotiation gets stuck?


Brainstorm about the other side’s possible proposals:


List other side’s concerns:


What are your concerns and how will you protect yourself?



Ending:
What tactics will you use to “tie-down” the deal?


How will you insure compliance with the deal?


How do you measure utility of the deal to each party?
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