	Name
	Elizabeth Clarke
	Case
	Liability case


NEGOTIATION PREPARATION FORM (Page 1)
	CREATING & DISTRIBUTING VALUE

	My (My Client’s) Interests

List Your Interests

	Their Interests

List your preliminary thoughts about their interests

	Our Resources & Capabilities

What could you bring to the table to trade?
	Their Resources & Capabilities

What might they bring to the table to trade?
	Value-Creating Options

Considering the interests, resources, and capabilities of both sides, ID some possible value-creating trades


	Elizabeth Clarke's insurance policy has been terminated. This is after she had severe ulcerative colitis, and the insurance company determined she was becoming a liability. It is hence relevant for her and the insurance company to come to an agreement to avoid unnecessary issues that occur. 
	The defendant, the insurance company needs to terminate the insurance policy of one of their clients Elizabeth Clarke. The client has not been reporting to work due to health issues as a result of complications. Therefore, her monthly claims are not being paid since the contract requires her to work. The insurance company will only pay her when she returns to work as she is young and will be able to work until she reaches sixty-five years.
	· There is the need to reach an agreement on the negotiation table since the issue is about what the insurance company owes her. Involving a court of law might lead to huge expenses. Spillover outrage and sympathy is what the plaintiff is bringing to enhance a more decisive agreement that might lead to effective compensation. With the consideration that she might be pregnant, there is a need for her to be compensated by the insurance company.
	As an insurance company, the defendant is emphasizing that Clarke is in her early life and there is no need for her to seek compensation since she will return to work when her health condition increases. There is a high possibility for her returning back to work hence she will start receiving the benefits.
	There is so much in common between the plaintiff and the defendant. The two want to settle the case within the minimum possible time. There is also the need to avoid expenses that might result through a court order hence requiring to settle it outside the court. Therefore, all taken into consideration, a possible agreement might be settled soon.


NEGOTIATION PREPARATION FORM (Page 2)
	Creating & Distributing Value (continued)
	Empathy & Assertiveness
	Principals & Agents

	My Alternatives/ Reservation Value
What you can do to meet your interests if you walk away 
(circle your BATNA)

· When Elizabeth Clarke does not reach an agreement with the insurance company, she might do the following
· File a case as she fell sick when in line of duty
· Return to work when her condition improves to avoid further misunderstandings
· Determine the issue null and avoid and forget.
	Their Alternatives 
What they can do to meet their interests if they walk away 
(circle their BATNA)

· The insurance company should try contacting her further
· It should also try to involve a court for settling the case
· The company should also insist on her to return to work when her condition improves to enhance further long-term disability benefit.
· Lastly, the company should compensate her to avoid a bad reputation that might make potential customers run away.
	Info to Learn &
Questions to Ask of Them to Show Empathy

To come to a better agreement with the insurance company, Elizabeth Clarke should inform them that disability and sickness are not wishes of a person. No one needs to suffer and they should find the best way to compensate her. There are times when the health of a person are more deserving than money notions. 
	Info to Share 
with Them & How

The insurance company should educate Elizabeth Clarke on the risk that the company is facing in the event that it does according to her will. There is a high risk that might lead to the closure of its operations due to the possibilities of failure. Furthermore, there is a need for the insurance company to make her aware of the rising issues in the business that are becoming fraud due to the clients' needs to benefit unlawfully.
	Principal-Agent Issues on my side
 (diff incentives & info)

There is a high possibility that Elizabeth Clarke is being compensated by a client who might want to take advantage of her. Therefore there might lead to the condition requiring a higher compensation quotation than the required leading to complications and misunderstandings.
	Principal-Agent Issues on their side 
(diff incentives & info)

The insurance company needs to take advantage of their client by paying her lowly or even failing to compensate her. Therefore, misunderstandings might result in leading to instances of lawsuits.

	
	
	
	
	Managing Relationship/ 
What Are You Working On?

	
	
	
	
	How will you manage differences that arise?
How will you manage your negotiating style tendencies?
What skills/approaches are you working on based on previous feedback?
To avoid misunderstandings, the differences will be managed by giving each other their time to raise their concerns without interruptions. This will enable relevant points to be raised in relation to the issue at hand enabling collective understanding. Based on the previous feedback, the approaches that I am working on are how to improve the negotiation process through the use of body language and non-verbal skills to show understanding.

	Objective Criteria/Standards to Consider
	Negotiating Process
	

	The objective criteria to consider to come to an agreement is the measurement of both the advantages and the disadvantages and using the right analysis to make the results are acceptable by the negotiating parties. 
[bookmark: _GoBack]When it comes to the negation process, the time required for both parties to raise their concerns is an hour taking into consideration the issue at hand. Overall, there will be effectiveness in coming to an agreement through ling down the terms. 
	Process to propose? Time for exploring interests & value-creating opportunities? Efficient distribution?

	




