	Name
	
	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

	· 
	· 
	· 
	· 
	


[bookmark: _GoBack]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)

·  
	Their Alternatives 
What they can do to meet their interests if they walk away 
(circle their BATNA)

·  
	Info to Learn &
Questions to Ask of Them to Show Empathy


	Info to Share 
with Them & How


	Principal-Agent Issues on my side
 (diff incentives & info)


	Principal-Agent Issues on their side 
(diff incentives & info)



	
	
	
	
	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?


	Objective Criteria/Standards to Consider
	Negotiating Process
	

	
	Process to propose? Time for exploring interests & value-creating opportunities? Efficient distribution?

	




