
 Negotiation

a.Objectives

b.Position

d.Strategy

c.Factors

a.Ideal outcome

b.Minimum requirements

c.Compromise outcome 

a.Your position

b.Opponent's position

a.Strength 

b.Weakness

a.Requirements

b.Strength 

c.Weakness

d.Arguments

a.Brief your company

b.Focus on communications

c.Address needs

d.Exchange ideas

a.Achievement

b.Strength

e. Setting objective criteria

e.Agenda

a.Common goals

b.Problem-solving ability

c.Belief

d.Motivation

e.Communication

a.Agenda overview

b.Discuss negotiation objectives

c.Exploring options

d.Developing agreement

e.Closure

a.People responsible

b.Allocation time

a.People responsible

b.Allocation time


