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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

	· Ms. Sally Soprano wants the role of Norma at Bellini’s Norma which is set to open soon. 
· She wants this role since a potential candidate by the name Ms. Risingstar was dropped.
· Ms. Sally's motivation to play the role of Norma is out of free will with the inclusion of reputation, future engagement potential impact and professional pride. To her, the salary comes last.
· Sally is seen to qualify for the position that Lyric opera is in dire need of.
	· Lyric Opera has a Bellini’s Norma which requires to be opened in the next three weeks. The main potential candidate for the role of Norma named Ms. Risingstar is best suitable for this position. However, due to unavoidable circumstances, she is dropped citing reasons as either due to a dispute or illness. 
· A potential candidate, Ms. Sally suits this position since she has successfully sang the part many times and knows it well. 
· Lyric opera requires qualifications that are seen to be dominant for Sally. 
	· As a potential candidate for the position, Sally is seen to bring a combination of experience and maturity which are relevant to enhance appropriate roles playing. 
· Additionally, most of Sally’s performances in the past have sold out implying a high rate of success when she wins the position. 
	· Lyric Opera are in a position to offer Ms. Sally a platform to showcase what she got in terms of Norma roles.
· This means that she gets to reveal herself to the outside world where potential employees will get to know her. 
· She will showcase her skills by playing the primary role in operas. 
· Her future engagements will increase
	· The main ideas for an offer are: More audience attraction hence selling out, customers' satisfaction due to experience and increased engagements due to a positive reputation of Lyric Opera.
· The offer will even be made even better through extras such as personal knowledge between Sally and Lyric Opera. 


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)

· To meet Sally’s interest if she walks away, there are a number of alternative she can have. These are
· Trying other potential areas of employment
· Learn what she missed
· Introduce her earlier endeavors and success stories

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

· Inform their interests from potential candidates
· Lay down potential requirements for the position
· Post on their websites about the vacancy

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

· To come up with a better agreement, it will be effective to ask Bellini Norma about the qualifications of the employee that they require for the vacant position. This will help in developing an argument as to why Ms. Sally best fits the position with a consideration of her past experiences and achievements. 
· To understand where they are coming from, it will only  be effective through an enquiry about vacant positions and then introduce why Sally is their best candidate
	Info to Share 
with Them & How

· As Sally’s agent, I will share about her willingness to sing for nothing as a way to build her carrier, her earlier experiences in similar roles to the one available and her many performances that sold out. 
· Furthermore, I will be indirect until they mention the vacant position which will then be a sign to introduce Sally.
	Principal-Agent Issues on my side
 (diff incentives & info)

· I am sally’s agent. There might be possible misunderstandings since as an agent, my concern is to enhance the signing of the contract with huge salary expectations resulting in preference. 
· Conflict might result on the issue of salary as they hope to exploits ally leading to disagreements.
	Principal-Agent Issues on their side 
(diff incentives & info)

· Bellini Norma's interests have high expectations that seem to be different from what Sally might offer.
· At first, they want an applicant who has been active currently and whose roles are not secondary in terms of experience.

	
	
	
	
	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 manage the emerging differences, I will develop strategies that each party raises its views without interruption from the other. This will enhance being in one agreement hence avoidance of conflicts.
· As a negotiator, one of the things is to give each other time and give one point when one is done. 
· The skills that am working on mainly are how to take negative criticism positively to enhance positive outcomes and misunderstandings during negotiations.


	Objective Criteria/Standards to Consider
	Negotiating Process
	

	· To reach an effective agreement, cost-benefit analysis best fits which will enhance the right decisions to be made. Overall, each player in the negotiation process will agree to the decisions made without restrictions.
	Process to propose? Time for exploring interests & value-creating opportunities? Efficient distribution?
· As a negotiator, the maximum time for knowing each other for me is 20 minutes. The introduction time is sufficient to know what to expect from the other team which will enhance overall visualization of what to expect throughout the negotiation process. 

	




