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ALTERNATIVES
	What will we do if this deal does not work out? What is the best combination of these alternatives (BATNA)? What is our reservation value (walkaway number)? Can we improve any alternatives? Can we worsen theirs?












THEIR ALTERNATIVES
	What will they do if this deal does not work out? What is the best combination of their alternatives (BATNA)? What is their reservation value (walkaway number)? Can they improve any of the alternatives? Can they worsen ours?












OUR INTERESTS
	What are our interests and their priorities? Are they (each) likely to be compatible / in conflict / unrelated to the counterparty’s interests? Can we quantify our interests? 










Check one more time if whatever specified as ‘interest’ is not really a position masquerading as an interest; can you find a deeper psychological motivator that underlies it?


THEIR INTERESTS
	What are their interests and their priorities? Are they (each) compatible / in conflict / unrelated to our interests? Can we quantify their interests? 











Check one more time if whatever you specified as ‘interest’ is not really a position masquerading as an interest; can you find a deeper psychological motivator that underlies it?


OPTIONS
	How can value be created in this negotiation? Consider differences in relative valuation, time preferences, risk preferences, funding discrepancies, differences in expectations.












DISTRIBUTIVE ISSUES / LEGITIMACY / CLAIMING
	What are the distributive issues in this negotiation? 





If you were to approach resolving them by using objective criteria, what could the criteria be?






If you were to approach claiming them using traditional tactics (anchoring, no offer offers, multiple offers, converging concessions, etc), which tactics could you use and how?








COMMITMENT
	What is our authority? What is the counterparty’s authority? What kind of level of commitment are we seeking for each negotiation issue?









COMMUNICATION
	Are there any sensitive issues? What is the medium of the negotiation? Do we need to sequence the communication by issues/parties?









RELATIONSHIP
	Is there a principal-agent tension? Agent-agent issues? Can we put a monetary value on the relationship?









STRATEGY
	A brief plan of action covering all relevant contingencies:
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