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Distributive Negotiation
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Distributive Negotiation Terminology

 BATNA: Best Alternative To Negotiation Agreement
 WATNA: Worst Alternative To Negotiation Agreement
 WAP: Walk Away Price

e ZOPA: Zone of Possible Agreement
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The Six Skills to Win

The Win-Win Strategy.
Non-Negotiable.

Define achievements required.
Benefit from the weak Position.
What to Give up and When.

Approaching fatigue.
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1. The Win-Win Strategy
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The Main Win-Win Strategy Principles
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How to Succeed in the Win-Win Strategy
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2. Non-Negotiable
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3. Define achievements required
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List the things you want to win
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4. Benefit from the weak Position
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How to strengthen your weakness points?
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5. What to Give up and When
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Maslow's hierarchy of needs
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2. Choose your strategy
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Dual Concern Model

Competing (Forcing or Fighting)
Avoidance (Passivity)
Compromise (Conciliation)
Accommodation (Yielding)

Collaboration (Problem Solving)
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Develop Your BATNA

(Best Alternative To a Negotiated Agreement)
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2. Basic Rules Definition
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Bargaining and problem solving
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5. Conclusion and Implementation
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Remember the following when you negotiate
with your client or supplier
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