

Negotiating Prep and Guidelines

(For each dimension)

My opening:  ___________________________________________________

My expected: ___________________________________________________

My minimum: __________________________________________________

My walk-away: _________________________________________________

Their walk-away: ________________________________________________

Their maximum:  ________________________________________________

Their expected: _________________________________________________

Their opening: __________________________________________________

Get Started

Somehow negotiations are always easier if you can start by agreeing.  Find the areas that you agree on and discuss those first.

Areas of agreement: __________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Areas for debate

There’s a framework for areas where there’s a difference as well

i) State your position.

ii) Support your position with other information.

iii) Listen to the other person’s position and probe for understanding.  Don’t challenge at this point.  Just seek to understand.

Areas for debate:

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Find Alternatives - Then look for ways to meet everyone’s needs.  Often this involves bringing another dimension into the picture. 

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Gain agreement

Again, there’s a process for managing this:

i) Receive and make proposals

____________________________________________________________________________________________________________________________________________________________

ii) Receive and make concessions on different dimensions

____________________________________________________________________________________________________________________________________________________________

iii) Summarize situation

____________________________________________________________________________________________________________________________________________________________

iv) Test agreements

____________________________________________________________________________________________________________________________________________________________

v) Circle back to concessions until there’s a complete agreement

____________________________________________________________________________________________________________________________________________________________

Implement

Implementing is all about following through.  You need to do what you say you’re going to do.  You need to communicate steps along the way.  You need to deliver.  And you need to monitor all the parties so you know they are delivering as well.
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