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Preparation is the jewel in the crown of negotiation. Get this right (and merely 
doing it is not enough) and your performance in the negotiation dramatically 
improves.  

 
     Gavin Kennedy  

In all negotiations of difficulty, a man may not look to sow and reap at once; 
but must prepare business, and so ripen it by degrees. 
 

 Francis Bacon (1561-1626), Of Negotiating 
 (first known published essay on how to    
 negotiate.) 
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Introduction: 

Preparation is the Jewel in the Crown 
 

For a moment he was completely flummoxed and dismayed. Just after he arrived at his 
Alpha* corporate offices one May morning a few years ago, my student Dick Sherman 
was stunned by a call from his boss, Stella Parker. She had bad news to report: the 
merger with Beta corporation was off. After months of work, despite all their hopes that 
the deal would make their careers, the whole thing had fallen apart. Now the future of 
everyone in Dick’s division was in jeopardy, and Stella didn’t know what, if anything, 
they could do about it. Come to my office now, she said.   
    Yet, within a few minutes, Dick managed to guide Stella through a way to work the 
problem. Within a few hours, he led a group of colleagues through a set of meetings 
about the crisis, winning a mandate from them to negotiate with the merger partner.  
And within a few days, he worked out an agreement that restored the merger, saved his 
and his colleagues’ jobs, saved millions for both sides, and created millions more.  
                                                                      
It looked like the weekend was ruined. My student Michelle 
Wang was waiting to check-in with her family at the Excelsior 
Hotel, a leading establishment in downtown Chicago, when 
she overheard the desk clerk tell four other guests that the 
hotel was overbooked. Even though the other guests had 
confirmed reservations, the hotel had no rooms left. The 
clerk offered the other guests a reservation at a nearby hotel, 
a free taxi there, a few dollars to cover the rate difference, 
and a promise to call them the next day if a room opened up. Michelle realized she was 
likely going to get the same awful treatment.  She asked her family to step out of line 
and think for a few minutes. Things looked hopeless. 
    Yet, within a few minutes, Michelle worked out a solution with the clerk that gave her 
family a better set of rooms in a fine, nearby hotel for the whole weekend at almost 
entirely the Excelsior’s expense. And she did it in a way that made both her family and 
the clerk feel honored and respected.  
  
    How do you do things like that? How do you quickly solve a travel crisis in a fair, 
deeply satisfying way that others never find? How do you face a complex, volatile, high-
stakes business conflict and handle it so well that you save the day and strongly 
enhance your reputation?  The answers lie in a powerful tool each student used- a tool 
called the I FORESAW IT mnemonic. 
 
What Is the I FORESAW IT? 
    The I  FORESAW  IT  is a simple preparation tool that captures the  key questions 
you  need to  think about before an important negotiation. In  essence,  the  mnemonic  
asks  you  to  do  six things:  (1) consider  what  you  each  really want and why, (2) 
learn important facts  about  the  situation,  (3)  think  creatively, (4)  empathize,  (5)  de- 
_______________________ 
*I’ve changed the names and dates in this first page for the sake of privacy. 

Two examples- 
one high-stakes, 
one simple- of 
the difference I 
FORESAW IT 
can make. 
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termine what you'll do if you can't agree, and (6) identify your targets and priorities. 
Each  letter  in  the mnemonic stands for a word, and each word represents a question 
you will want to ask and then answer before the talks. The questions follow a loose 
order, though you  can   jump  around.   Students  find that in a crisis they can profitably 
use the  mnemonic  in  as  few as ten or fifteen minutes. Extensive  preparation  is  
almost  always  better, though. Most seasoned negotiators  take  hours,  days  or  even  
weeks or more to  prepare for important  talks. For example, on the eve of the 1983 
talks between General Motors and Toyota that produced the first joint venture between 
a US and Japanese auto maker, each side spent months preparing for the talks. 
Regardless how much time you have, the I FORESAW IT mnemonic can help. 
 
What’s so Valuable- And Different- about the I FORESAW IT? 
     In 1984, Neil Rackham published a classic study that compared forty eight excellent 
negotiators with forty eight mediocre ones. What were the key differences between 

them?  
    Surprisingly, Rackham found that both groups seemed to 
prepare for about the same amount of time. How they used the 
time, though, differed a lot. Rackham found that excellent 
negotiators focused on answering a number of specific key 
questions far more than mediocre negotiators did. These 

preparation differences comprised the largest number of differences Rackham found 
between the two groups.  
    One of the several reasons The I FORESAW IT is so powerful is because it draws on 
this research (and considerably more besides), translating the keys into a simple, 
accessible set of questions.  
    To take one example, the Rackham study, and dozens of others, found 
overwhelming support for the idea that skilled negotiators intentionally research and 
write down specific, ambitious, realistic goals for each agenda item they are about to 
negotiate. In contrast, mediocre negotiators go into talks simply with the vague desire 
to ‘do well.’ The I FORESAW IT harnesses findings like these, guiding a negotiator to 
do Factual & financial research (the ‘F’ in the I FORESAW IT) and, later, to use that 
research to set specific Targets for each Topic (part of the T in the I FORESAW IT).  
    But the I FORESAW IT is more than just a list of questions. By design, it’s also  

• a rich well-integrated, easy-to-learn way to improve negotiations and decisions 
• a time-effective approach that helps you put any thinking time you have to best 

use before important talks and decisions  
• a novel, proven, widely-used tool that harmonizes collaborative with competitive 

approaches 
• a versatile business tool you can use to develop excellent group decisions and 

to plan for complex organizational negotiations, among other things 
• a method that can even help you give better gifts 
• a process that shares a number of key insights with those used by Ideo, one of 

the top Silicon Valley design firms 
• a tool that adapts naturally to simple and advanced problems, emergencies and 

long run challenges. 
 
 
 

Study: it’s what 
excellent 
negotiators do. 
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Over the years around the world, I have taught thousands of students to use the 
mnemonic. In a follow-up survey I conducted a couple of years ago, over 150 alumni 
rated the I FORESAW IT as one of the most important and valuable negotiation 
concepts they learned in a course they rated one of the most important they’d taken.  
    As students have found, negotiators  often feel  more relaxed, focused, and 
confident in negotiations once they've  gone  through  the  I FORESAW IT mnemonic. 
They feel this way because they have less reason  to  feel  threatened. They've done 
their homework.  Their confidence  can make a  big difference in their ability to  deal  
with  intimidation,  to respond effectively to hard bargaining tactics  and threats, to 
listen for hidden agreements, to disarm, to  relate  with  compassion  and creativity, to 
learn something, and to craft surprisingly satisfying agreements. It also helps them 
avoid the mistake of revealing too much or too little out of ignorance or fear. Often 
negotiators demonstrate poise and creativity that transform a  mess  into  a  
remarkable  solution. It doesn't always work out so well, but often they’re surprised by 
their success. 
 In 2010, Karen Walch, a scholar from Thunderbird School of Global Management, 
published the results of a three-year study of 250 student 
negotiators who trained to prepare for negotiation by 
answering some of the same questions the I FORESAW IT 
mnemonic asks. (The specific tool they used was a website 
created by ExpertNegotiator.) The study found that on 
average, those who systematically prepared produced over 
11% more value for themselves and over 6% more value for 
their counterparts than did those who did not so prepare.  
The I FORESAW IT is likely even more effective. One reason why is because it also 
considers several additional key questions research confirms make an important 
difference in real-life talks (including relational, strategic, ethical, and political aspects). 
Another reason is because the mnemonic allows negotiators to create a simple and 
powerful one-page guide to the talks they can use in real-time during their 
negotiations.   
    One sign that the I FORESAW IT can be easy to learn and powerful to use comes 
from a running experience I've had with my students over the years. One of the best 
ways to learn something is to teach it. So each semester, I challenge my students to 
go out and train someone else to negotiate once they've learned the I FORESAW IT 
themselves. There are only two requirements. First, a student's student cannot have 
taken negotiation training before. Second, the student's student must have expressed 
interest in learning how to negotiate a pressing real life matter. To my delight, most 
students who take the challenge report that their students learned very well in a fairly 
short amount of time (usually an hour or two), and went out and negotiated much 
better than they'd dared to hope they would. For example, I've seen students train 
friends in Taiwan and Germany to negotiate excellent compensation agreements 
using the I FORESAW IT. 
     In the pages that follow, I describe each part of the mnemonic in detail, with simple 
examples to make the discussion more vivid and memorable.  
    Even if you have negotiated hundreds of times for many years, you will probably 
find this book can help you. To see why, consider a story from the world of golf.  
 
 
 
 

Evidence that 
systematic 
negotiation 
planning can 
improve results 
11-17%.  
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Shortly after he won his first Master’s Tournament, Tiger Woods watched the video 
of his performance and decided that his swing stunk. So, he went to his golf coach, 
Butch Harmon, and asked him for help improving his swing. I don’t know what Butch 
Harmon said, but it probably sounded something like this: “are you crazy? You’re a 
master. Don’t mess with a good thing.” But if he had, Woods would have insisted. 
Yes, Woods would have said, I know I’m excellent. But I want to be the best- I want 
to win a record eighteen major tournament titles, and my swing isn’t good enough to 
win on some of those tournaments’ courses. “So, will you help me?” Harmon finally 
agreed, helped Woods change his swing, and, after a season of practice, went on a 
winning streak that put him in the hunt for the title of greatest golfer of all time. What 
does that story have to do with us? Just as Tiger Woods was already an excellent 
golfer, you may already be an excellent negotiator. But like Butch Harmon, I can 
help you go from excellent to outstanding. Even if you are excellent at negotiation, 
learning to prepare in particular ways can help you perform that much better.  
     Conversely, if, like most of us, you hate to negotiate, here is good news. The 
word ‘negotiate’ comes from two Latin words: Neg which means ‘not,’ and otium 
which means ‘leisure.’ The word literally means ‘not leisure.’ That etymology may 
seem like bad news, but I believe it's a source of encouragement. First, if you do 
hate to negotiate, it suggests that you are in good company. For over 2,000 years, 
people have understood that negotiation is many things, but 'leisure' isn’t one of 
them. Most of us find negotiation is work. We don't jump up in the morning rubbing 
our hands and hoping to do it. Like taking a test or dancing the samba, it takes some 
effort to do it well.  What kind? 
    Conventional wisdom says that to be a successful negotiator takes a certain killer 
attitude; that it takes the ability to think and talk fast, wear the right suit, intimidate 
the other guy, and so on. For this reason, you may well think that excellent 
negotiators are born, not made. Yet, what negotiation really requires is not inborn 
talent or nerve, but a certain amount of informed effort. Fortunately, you already 
know a lot about what it takes, because it's the same effort that you learned to do in 
school. While there was no telling what the teacher would put on the exam, you 
knew that if you did your homework, your chances of performing well on the exam 
went up dramatically.  So our task is largely about learning how to adapt that ability 
to a different area. The I FORESAW IT can help you do that well. 
     So here’s a challenge: read following pages and think about a serious problem, 
conflict, or negotiation you’re facing.  Use it to fire and focus your understanding, 
visualizing or writing down how you might answer the mnemonic’s questions. (Can’t 
think of an upcoming negotiation? Use an important past negotiation that didn’t go 
so well and see if the mnemonic sheds fresh light.) See if the process gives you 
more of a sense of power, direction, maneuverability, and, most importantly, hope.       
    Then, put the mnemonic to use in real life.  

A word about videos: throughout the text, 
you’ll find references to videos. These are 
~5 minute YouTube videos I’ve uploaded to 
my YouTube Channel. Search YouTube for  

                    “Ready & Able Negotiator.”  
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                       Part I-  
 

The I FORESAW IT Mnemonic 
 

Interests 
Factual & Financial Research 
Options 
Rapport, Reactions & Responses  
Empathy & Ethics 
Setting, Scheduling & Sequence 
Alternatives to Agreement 
Who 
Independent Criteria 
Topics, Targets & Tradeoffs 
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Why it Matters. 
    It Creates Hope. Focusing on what you want 
(your position) sometimes works, but often it 
turns the negotiation into a test of wills, 
because you are saying there is only one way 
to make you happy. If the other person can't or 
won't give that one thing to you, the negotiation 
can quickly turn into a impasse. But when you 
focus on the reasons why what you say you 
want, you discover there may be many ways to 
satisfy your interests, some of which are easy 
for the other to give.  
     Similarly, when you focus on the reasons 
why the other person wants what she says she 
wants, you may discover many solutions, some 
of which are easy to give her.  
     It Lets You Be Tough and Nice. Focusing 
on interests lets you be hard on the problem, 
soft on the person, saying, “I must fight for my 
concerns, but I’m happy to do it in ways that 
serve you well. 
    It Invites Creative Solutions. As we’ll see, 
listing interests also is the key to later spotting 
lots of creative options, which can reveal many 
reasons to have hope and optimism in 
negotiations: “Oh, that idea doesn’t work? No 
trouble; I have others.”  
    It Gives You a Powerful First Way to Test 
a Deal. Listing interests also gives you a 
powerful first test for whether a proposed 
agreement is worth accepting. If the offer 
doesn’t satisfy your interests (and the other 
person’s), then why agree to it? 

 

 

In a Nutshell. Why do we  each  want  
what  we say we want?  The underlying 
reasons are, by definition, interests. 
Interests are someone’s motivations, 
concerns, drives, or purposes. For 
example, why does Hannah want a 
taxi? To get to work safely, quickly, and 
conveniently. List yours and the other   
negotiator’s separately. Include  
intangible interests, such as face-
saving.  Separately, list  common 
interests (that is, shared goals you can 
achieve by working together)- expert 
negotiators spend far more time on this 
than average negotiators do. 

There may be many  
ways to satisfy an  
interest, some of which 
are easy to give. 

  How To Spot Interests.    
    Intentionally ask yourself dumb questions: ‘why do I want what I say I want? What do I 
mean by that? What are my underlying concerns?’ For example, why do you want more 
salary? Possible underlying interests: provide for your family, buy a house, and save for 
retirement. Why do you want a better title? Possible underlying interests: higher status, 
better benefits, higher visibility. Do the same for the other person.  



Advanced Application: 

No Such Thing as a 
Commodity.  Chicken was 

a commodity business until 

Frank Perdue realized 

customers had several 

interests besides price: cut, 

color, freshness tags, white 

meat; dark. When he met 

those interests, he turned 

Perdue into the top poultry 

business in the world. 

Lorem ipsum 

Illustration: Focusing on Interests Lead 
to Mid-East Peace.  
During the Camp David Peace Talks In 1978, Egyptian President 
Anwar Sadat and Israeli Prime Minister Menachem Begin reached an 
early impasse over which country would control the Sinai peninsula, 
the triangle of desert between their territories. Each insisted his 
country must control the land- a strong position. Then President 
Jimmy Carter asked each man about his country’s interests: ‘why 
does your country want the Sinai?’ Sadat’s answer: Egypt wanted 
sovereignty. Begin’s: Israel wanted security. ‘What do you mean?’ 
Carter asked, digging even deeper. Sadat said sovereignty meant 
the Egyptian flag would fly there, world maps would recognize the 
territory as Egyptian, and Egyptian civilians (not military) would settle 
there. Begin said security meant Israel would have a demilitarized 
buffer zone to guard against surprise attacks. With these respective 
interests in mind, Carter asked, what if Egypt got each of the things it 
wants but the land was demilitarized? To which both men said yes- a 
key breakthrough.  Thirteen days later, the men signed the Camp 
David Peace Accord which led to decades of peace and produced 
Nobel Peace Prizes for each man.  

        
Video: How To Win 
a Job or a Mandate 
to Lead with a 
Simple Negotiation 
Technique.   

What is a Common Interest?   
    A Common interest is a shared goal you can achieve together; a single mutual desire you 
can satisfy by collaborating. For example, Russia and the US had a common interest in 
defeating Hitler in World War II; team owners and players have a common interest in 
increasing TV viewership; two rival street gangs have a common interest in keeping a third 
gang out of the area. Common interests help negotiators turn wariness to trust, hostility to 
hope, competition into collaboration, and they can work even between enemies and 
adversaries; even in hostile situations, the parties have some shared goals. A divorcing 
couple, for example, may have several common interests, such as the wellbeing of the kids 
and a high price for the house when they sell it. Typical common interests people have 
include fairness, resolving  the matter quickly, a good long run relationship, and, perhaps, a 
common enemy, like the competition. Seek ones that are specific, compelling, and not self-
serving. To spot good common interests, finish this sentence: “Look, we’re on the same side 
here. We’re not enemies. If we work together, we can …” 
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Why it Matters. 
    It Reveals Interests. Seasoned negotiators spend 
inordinate amounts of time learning, in part because it 
helps them uncover the other side’s interests even if the 
other side doesn’t want to reveal them.  
    It Reveals Hope and Problems You Can Only See 
from Number Crunching. Calculating your budget, 
doing what-if projections, working out cashflow and 
other financial questions can uniquely reveal what you 
need, what works, and what doesn’t. Top deal makers 
know how every proposed change affects the numbers. 
Do you? 
    It Reveals Possibilities.  Typically you feel weak and 
powerless early in the preparation process. Then you 
learn things, and you start to see hope. For example, 
what if you learn that it’s common in the industry for the 
other side to give you much more? 
    It Gives You Power. Imagine I offer you $1000 for 
your clunker- far more than the $500 you can get 
scrapping it. Then you learn you can donate it to a 
college for a $2,500 tax break. That research increases 
your leverage and justifies asking me for > 250% more 
than I first offered.  
    It Builds Your Confidence and Credibility. 
Speaking from ignorance makes you feel fraudulent and 
weak. Speaking with knowledge makes you rightly feel 
relaxed and effective- and lowers the chances other 
side will try to get over on you. (“Wow, I can’t bluff her- 
she knows her stuff.”) 
 

 

In a Nutshell.  Since  
knowledge  is vital to 
negotiators, what can you 
learn about the situation? 
There are  many things worth 
researching. A few examples: 
What are the market prices?  
What  do  the  relevant 
documents say?  What do  
industry  experts  say?  What  
published information is there 
about  the  matter?  The  other  
person?   What is the 
relationship’s history?  What  
are  the  cultural  norms?  The  
legal constraints?  What does 
spreadsheet analysis reveal? 
How’s  the  other's  
organization  set up? Err on 
the side of learning too much. 

“Knowledge is power.”  
              -Francis Bacon. 

Offbeat Factual & Financial Research Tips.    
    Dial for Power. Calling a knowledgeable person can produce a wealth of insight. A traveler 
can learn a lot from a travel agent; a job seeker from a former employee. Make sure you’re 
discreet and appropriate. 
    Information Interview. Calling people you know and people they refer you to and asking 
them for information can be one of the most powerful research methods. Sports agents and 
journalists swear by it.  
    Play with Spreadsheets. Playing how different offers affect your budget, your cash flow 
and the like can reveal key negotiation strategies and priorities. 
    Research for Competitive Advantage. To negotiate price, research the best possible and 
worst acceptable outcomes carefully. You may not get exact information, but even the basis 
for a rough guesstimate helps. 
    Find Hidden Gems in Special Corners of the Internet. Bloggers have valuable stories 
and data; some sites aggregate key research, like salary surveys.  Sites for the other’s 
industry can reveal valuable surprises.   



Advanced Uses of the Internet 

& Social Media for Factual & 
Financial Research. To get 

special insight about your 

counterpart, read blogs and 

articles it would search to learn 

how to negotiate with its 

vendors, candidates, and 

others. It can  reveal key facts 

about your counterpart’s 

strategy, worries, going rates, 

and more. Also check his 

friends and links on Facebook 

and Linkedin.  

Illustration: Convincing a Car Dealer To Honor 
His Promise.  
    A student’s car had rusted, so he asked the dealer to 
honor the rustproofing warranty they’d sold him. The 
dealer refused: “a now-bankrupt third party firm  issued 
your warranty; we merely acted as agent." Wisely, the 
student adjourned to do research, which included calling 
a friend who was a bankruptcy attorney, and asking him 
to check out the warranty company. Soon the friend 
reported news: the warranty company was owned by the 
car dealer. Returning, the student calmly asked the 
dealer if it was true. Flustered and rattled, the dealer lost 
his arrogance, and issued to the student a check for 
$1,500 to repair the rust- a just and fair outcome others 
would never have gotten. 

      
   Video:    
   How To Get    
   Ready to       
   Negotiate in 5  
   Minutes With-  
   Research by  
   Rolodex. 

 
Advanced Technique: Financials and affiliations. 
    One valuable way to understand the other side is to review its financials carefully to 
understand its bottom line, cash flow, debt load, and other concerns. A teammate who has 
strong accounting skills can help you do that well.  
    Since understanding the other’s group identity can often help you be more persuasive, it 
can pay to spend time reading about the others’ affiliations, and what group members 
believe. Later, you can persuasively appeal to those beliefs to augment arguments from 
evidence.  
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If You Only Have A Few Minutes to Prepare: 
7 quick choices when you can’t create a full plan 

 

Case Study: Using I FORESAW IT in an Airport Crisis 
 

A terrorist alert is about to close the airport. Now what? 
 
    A student I’ll call Marge Smith was checking in when she learned her flight from Newark to London 
was cancelled. Desperate to see her child, she asked for the manager and took 30 minutes to 
develop an I FORESAW IT plan** as she waited. Among other things, she spotted some of the 
manager’s hidden interests she could appeal to, including his interest in satisfying a customer who 
had many classmates who traveled regularly by plane. "I also realized I could show empathy to the 
 

(Continued) 
 
 

 

  1. Just Do the First Three Letters- I F O 
+Pros- generates insight, power, and solutions quickly. 

     ~Cons- doesn’t prepare you well for the people side or help you identify your BATNA. 
 

  2. Go to IOWA- Do Those Four Letters 
      +Pros- quick help for organizational problems since it also highlights power and politics. 
      ~Cons- little factual support, and doesn’t give you the one-page guide you get from ‘T’. 
 
  3. Just Do the Last Letter - T 

+Pros- turns an agenda into a guide and quickly identifies your priorities and choices.  
~Cons- little factual support, and doesn’t prepare you well for people side. 
 

  4. ‘Rolodexing’- Call an Advisor and Use the I FORESAW IT as Interview Questions 
+Pros- turns a single quick conversation into insight, power, ‘what if’ prep. 
~Cons- if you choose the wrong prep partner(s), you could waste your time. 
 

  5. Do Lightening I FORESAW IT In Your Head 
+Pros- mentally running through the whole mnemonic quickly reveals valuable insights. 
~Cons- can be too quick to reveal much, and doesn’t give you research. 

 
  6. Have Teammate(s) Work on Different Parts and Then Combine Them 

+Pros- work in parallel to cover more ground in the same amount of time. 
~Cons-watch out for a ‘blind men touching the elephant’ problem, and coordination issues. 
 

  7. Revise an Earlier I FORESAW IT Plan  
+Pros- no need to re-invent the wheel; focus on just what’s special and new. 
~Cons- culling through somewhat different plans can take time. Also, active prep gets you  
      ‘up for the game’ more effectively.  
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manager’s situation of having to deal with 250 irate passengers." When they spoke, 
she appealed to his interests, saying “it would be very good public relations if he could 'do 
something' for my situation” given her situation and her ability to recommend the airline to 
classmates.  
 
 

“To say I was amazed at this outcome  
would be putting too fine a point on it….” 

 
 
Also, she added,”.…although some of the passengers may prefer to go home on time, many 
may be on holiday… and glad of the extra time in New York.” To her amazement, “he actually 
listened and just said he would see what he could do." While he checked she did further 
factual research and learned about a partner airline that had a flight that day. When he 
returned and said there was nothing he could do, she reported this new information as an 
option to him. "He smiled and said I was a very 'difficult & determined' lady to deal with, and 
'you are sure getting your dollars worth from that MBA Ma'am.'  He then got her on the flight 
at no extra cost and even issued her telephone cards to call home.  
 
"To say I was amazed at this outcome would be putting too fine a point on it…. Being 
prepared kept me calm and rational and gave me suggestions to offer the Manager which in 
the end worked in my favour….The lesson here," she concludes, "is to be prepared, get all 
the factual information you can get your hands on. Use all the resources available to you, 
friends, telephone, and written information. Seek someone, a decision maker who can 
actually influence your situation." 
 



Page 38 omitted from this excerpt.  



 Part II- Putting the I FORESAW IT To Use 
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How to Use the I FORESAW IT for  

Group Discussions & Decisions  
    Need to help your group get on the same page to manage a conflict, 
ready for a transaction, or make a decision? The I FORESAW IT can 
often help you and your team walk around the problem constructively. 
(You may want to invite them to read this book beforehand, or teach the 
mnemonic to them in a special session.)  
    Some teams find it helps to have each member create a draft I 
FORESAW IT plan and then meet to discuss it. Others like to assign 
sections to specific team members to prepare and share with the group. 
Or you can simply explore answers to the problem by discussing the I 
FORESAW IT questions together. 
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I FORESAW IT as Group Leader. In effect, the I FORESAW IT does what a skilled 
facilitator does, asking good questions and letting each person at the table answer.  It adds 
structure and wisdom to the discussion, guiding the participants until, by the time they 
complete the last letter, they can craft a consensus set of proposals.  
 
How You Can Help the Group. You can offer to be the note taker, writing the group’s 
answers to the first letter on one board or sheet and then asking them to discuss the next 
letter, and so on. You can, alternatively, project a Word version of the template itself on a 
screen and type the group’s answers.  
 
You can get a Word version of the template at professorfreeman.com.  
 
Since people often generate answers in one part that really belong in another, you may 
want to note these answers elsewhere and return to them when you get to that part. For 
example, during a discussion of Interests, if a group member says, “let’s offer to pay for 
freight costs if they buy now,” you can say that it may well be a good Option, which the 
group will get to a bit later, jot it down, and add it to the Options list when you start to 
discuss it. 
 
Alternatively, if the group is familiar with the I FORESAW IT, you can post sheets for each 

    I FORESAW IT as Group Leader. In effect, the I FORESAW IT does what a skilled 
facilitator does, asking good questions and letting each person at the table answer.  It adds 
structure and wisdom to the discussion, guiding the participants until, by the time they 
complete the last letter, they can craft a consensus set of proposals.  
    How You Can Help the Group. You can offer to be the note taker, writing the group’s 
answers t o the first letter on one board or sheet and then asking them to discuss the next 
letter, and so on. You can, alternatively, project a Word version of the template itself on a 
screen and type the group’s answers.  
    You can get a Word version of the template at professorfreeman.com.  
    Since people often generate answers in one part that really belong in another, you may 
want to note these answers elsewhere and return to them when you get to that part. For 
example, during a discussion of Interests, if a group member says, “let’s offer to pay for 
freight costs if they buy now,” you can say that it may well be a good Option, which the 
group will get to a bit later, jot it down, and add it to the Options list when you start to 
discuss it.   
    Alternatively, if the group is familiar with the I FORESAW IT, you can post sheets for 
each letter around the room at the outset. While it’s best usually to go from one letter to the 
next, you can  jump around as people suggest answers to different parts. 
    If the Group has Previously Developed an I FORESAW IT plan for a similar 
situation, you can circulate copies in advance and invite them to suggest any revisions or 
additions they’d propose for the new case. Then you can post the new material during the 
discussion.    
    Using the I FORESAW IT Before a Meeting to Be an Effective Advocate at a 
Meeting. Skilled group members understand that a group meeting to decide a key matter is 
often, in effect, a negotiation itself that deserves wise preparation. To negotiate effectively 
for her views,  a wise group member can use the mnemonic in several ways. See ‘Using 
the I FORESAW IT for Complex and Organizational Problems.’ 

The I 
FORESAW IT 
can be your 
group’s 
discussion 
leader and 
guide.  
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How to Use the I FORESAW IT to Solve Complex 
Organizational Problems   
As allies and counterparts, groups are better and worse, tougher and easier to work with in 
negotiations than individuals are.  A group of teammates can enhance your preparations, 
share the work, present hidden opportunities, and collectively discover better ideas than one 
person can. But groups require more time, raise political complexities and conflicts of interest, 
and can weaken, undermine, or even destroy your work if you are not ready to deal with 
them. The I FORESAW IT can help you realize the promise and navigate the dangers 
inherent in negotiating with several people.  
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How to Manage Internal-External Dynamics with 
the I FORESAW IT 
      
     Most important negotiations are between groups, not individuals. This fact adds complexity 
and difficulty to your work as negotiator. Whether you’re speaking for your company, your 
spouse, your government, or your charity, your task may be a lot more difficult than it is when 
you’re speaking just for yourself. Partly that’s because groups can create 
difficult political problems, conflicts, and diplomatic headaches you don’t face when you’re 
acting alone. Partly it’s because group members who are not at the table can strongly shape 
your work negotiating at the table. For these reasons, New York Police 
Department Hostage Negotiating Team founder Robert Louden reported 
that during a hostage crisis, it was harder- and perhaps more important- 
to get his people unified than it was to negotiate with the guy with the 
gun. Similarly, Ambassador at Large Sol Linowitz reported that during the 
Panama Canal treaty negotiations, it was harder- and perhaps more 
important- to get Washington, D.C. to support his proposals than it was to 
negotiate with the Panamanians.  
      
     That means if you’re representing others, you have to think about 
three negotiations- the external talks and each side’s internal talks.  
      
     If you naively think either side is a single, monolithic force, you may badly misread one 
side’s behavior and intentions. Your own team, for example, is rarely unified in its feelings 
about a deal with the other- some are Hawks- opposed to a deal; some are Doves who 
strongly favor the deal. Sometimes, the conflict between these two sides can produce 
dangerous political cross-currents for you if you go to negotiate for the group. Meanwhile, the 
other side typically has its own Hawks and Doves, and they may also be seriously conflicted. 
You may get a ‘yes’ signal one day and a ‘no’ signal the next and mistake the messages for 
dishonesty or evil when you’re seeing outward signs of internal confusion and struggle.  
      
     But if you use the I FORESAW IT, you not only can deal better with these challenges; you 
can find ways to put internal-external dynamics to wise use. In addition to using the 
mnemonic as a discussion tool for your group (see ‘Using the I FORESAW IT for Group 
Discussions & Decisions’), it can give you special guidance for organizational dynamics.  

      
     To use the mnemonic, first think about Who each of the key players is. Separately list the 
Interests of each key player on each side, and any common interests that can unite your side 
and both sides. Look for natural alliances, which can help you develop ideas, arguments, and 
sequences of meetings that can attract support. Do Factual & financial research to better 
understand the relationships within each side- who reports to whom, what is the culture, who 
dominates, what is each group’s economic situation, and so on. Brainstorm Options, seeking  
 

Supplier firm- 
Customer firm 
 
Couple- 
In-laws 
 
Government-
Government  



ideas that will appeal to most or all on your side and that will help the Doves on the other side 
win lots of support back home. Anticipate common Reactions that can arise in group-on-group 
negotiations, and work out wise Responses. Here are a few: 
     

     *The Going Native Problem. Here, people on your side accuse you of selling the team 
out when you act as the team’s agent. Why? They may fear you are getting too close to the 
other side. That fear- and the accusation of treason- may intensify if you reach a deal. To 
cope, stay in good, regular communication with your team, and find ways to signal that you 
are keeping their interests very much in mind. It can also help to bring a Hawk with you- 
someone who has the trust of  those back home who are most suspicious of you. 
     *The Common Enemy Problem. Here, one group’s natural wariness of the other (and, 
often, the other group’s incoherent or conflicted behavior) unites it against the other group. 
To cope with a group that’s unified against yours, use each of the other parts of the I 
FORESAW IT to signal you want to be hard on the problem, soft on the persons, and seek 
to make your group more unified and coherent using Consensus Building techniques we 
discuss below. 
     *Threats from Their Hawks. Here, the other side’s Hawks make extreme demands, 
accusations, or warnings against you. To cope, seek unified support from your group, 
develop your group’s BATNA, think about face saving but clear ways to signal your 
BATNA, and seek creative ways to isolate, divide, or mute their Hawks, perhaps with the 
help of some of their key Doves. Just watch out for Good Cop/Bad Cop tactics where their 
Doves nicely restate a similarly awful offer their Hawks make. You can defuse those tactics 
by testing any offer with the Measures of Success we discussed earlier.   

 
     Overcome resistance too by using organizational Empathy for the other side. In Fog of 
War, former Defense Secretary Robert McNamara says that the first rule of diplomacy and 
war is “empathize with your enemy.” To illustrate, he recounts how the US came very close to 
war with Russia during the Cuban Missile Crisis, until former US ambassador to Russia 
Tommy Thompson urged President Kennedy to offer a face-saving deal to Soviet Premier 
Khrushchev: “In Thompson's mind was this thought: Khrushchev's gotten himself in a hell of a 
fix. He would then think to himself, ‘My God, if I can get out of this with a deal that I can say to 
the Russian people: 'Kennedy was going to destroy Castro and I prevented it.' Thompson, 
knowing Khrushchev as he did, thought Khrushchev will accept that. And Thompson was 
right. That's what I call empathy. We must try to put ourselves inside their skin and look at us 
through their eyes, just to understand the thoughts that lie behind their decisions and their 
actions.” To empathize like Thompson did, ask, “Why does my first offer look unacceptable to 
my counterpart and his group?” The reasons are Interests. Creative Options can satisfy them.  
 
     Think too about the Sequence of conversations you want to have with players, deciding if 
you want to build coalitions or consensuses, and the Setting- which players do you want at 
the table with you, if any.  Think too about how you can use your Hawks as worrisome 
Alternatives to agreement to motivate the other side to agree: (E.g., “You’ve got to help me; if 
the VP isn’t happy, she’ll move to compete with you, and you don’t want that.”) Use 
Independent Criteria to bolster support for your ideas on each side.  
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    A coalition builder begins by learning the individual and common Interests of key 
players, doing Factual & Financial Research  to craft the case she’ll make to each, and to 
learn who might want what. She develops Options to offer prospective allies, and Role 
plays how the critical one-on-one conversations will likely go. She deepens her ability to 
do this by Empathizing with each prospective ally, and anticipates the several Ethical 
Dilemmas  she may face, such what promises can she make, and what will she do to 
reduce the temptation for the others to defect? She will think carefully about the sequence 
of meetings she’ll have- that is, the Setting and Scheduling, asking Who will I meet with 
first? Then whom? Then whom? She’ll consider Alternatives to Agreement  to help her 
make ‘if we agree/if we disagree’ arguments, and to help drive wedges between those who 
might wish to ally against her. Independent Criteria will enhance the case she’ll make to 
specific players. In all these ways, she’ll develop a well-crafted strategy and map for the 
subtle political  journey she’ll need to make. 

    Illustration: Claire Transforms the Portfolio Team from Hell. Claire’s Portfolio 
Management course required students to form five-person teams, collectively manage an 
imaginary $100 million portfolio, and report on the results. Susan stood up at the meeting 
of Claire’s team and said, ‘I’m a Wall Street trader; leave it to me.’ Dan, Mohammad and 
Steve quickly agreed, and ignored quiet Claire’s plea for collaboration. Susan nominated 
Claire to be bookkeeper, and the rest agreed. Weeks later, Claire privately warned Susan 
the portfolio was tanking. ‘You wouldn’t understand,’ Susan said. Things only worsened.  
    After a second failed attempt, Clair despaired of convincing Susan to change, and 
decided she needed to build a coalition, with the help of the I FORESAW IT. Among the 
many insights she discovered was the sequence of whom to speak with when. She first 
Scheduled a conversation with the one Who would most likely support her, her friend 
Steve. Noting the common Interest  in a good grade, warned him that they were in trouble 
and might face a low grade- that is a bad Alternative to Agreement- if they didn’t change 
course- with Susan or without her- two key Options. She presented her bookkeeping 
records- compelling Factual & Financial Research  and an Independent Criterion that 
strengthened her case strongly. All this convinced Steve to support Claire.  
    Next, Claire Scheduled a meeting with Mohammad, a slight acquaintance who seemed 
to somewhat respect her, and took Steve with her- a wise addition to the Setting.  She 
made a somewhat similar case to Mohammad, but tailored it in light of slightly different 
Interests he had, emphasizing the chance to beat other groups if they changed course in 
time. Her approach, together with Steve’s support, convinced Mohammad to change. 
Then Claire Scheduled a four-person meeting with Dan, the one least likely to agree with 
her. But the others’ support strengthened her case, and won him over.  
    At the next group meeting, When Susan presented her report and urged continuation, 
Claire quietly repeated her concern and suggested a change in course. Just as Susan 
was about to dismiss her argument yet again, Dan, Steve, and Mohammad all voiced 
support for Claire, and offered to work together to change strategies. Susan relinquished 
control, and the rest of the team redesigned the strategy. The portfolio turned around, 
giving them valuable lessons and a rich story that positioned them to win a high grade. 
Claire didn’t change her personality; she prepared and carried out a wise strategy using 
the I FORESAW IT.  
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How to Teach Someone to Negotiate  
With the I FORESAW IT 

Page 56 

    One of the best ways to learn something is to teach someone else how to do it. Many 
of my students have improved their negotiating skills by teaching their friends the I 
FORESAW IT on the eve of important talks.  
    Because your student is counting on you, you feel a strong motivation to master the 
material so well you can explain it clearly- a key mark of understanding.    
    My students report that their own students typically do quite well in their own 
negotiations with this support. Why?  They’ve never prepared effectively before. “I wasn’t 
perfect,” they often report, “but I was a lot better than I’d hoped. Thank you.”  An added 
benefit: once you’ve taught someone the mnemonic,  you have a valuable ally who can 
help you plan future talks. 

    Find Someone Who is Genuinely Interested. The best student is someone who 
wants to learn. Look for someone who expresses real interest when you talk about this 
book or about your own experience negotiating. Or look for someone who has to deal 
with a serious negotiation or conflict and frankly tells you he needs help. Another good 
pool of student(s) is a group you work with that has to handle important talks or conflicts, 
doesn’t know how to do it, and says so. You can teach one or several of these group 
members. 
  Use a Serious Problem Your Student Has/Had as a Focus for Learning. Offer to 
help your student get ready to deal with his problem with a proven approach you’ve 
learned. Alternatively, offer to help him improve his chops by using a valuable new tool to 
review the problem he says he struggled to deal with effectively.  
  Plan to Take 45-120 minutes, in 1-2 Sittings, To Teach the I FORESAW IT. Spelling 
out how much time it will likely take will help you both manage time and stay focused. 
Taking a break may be wise; it can help your student ‘digest’ and help you both refresh. 
  Briefly Explain the I FORESAW IT and then Walk Through It With Your Student, 
Letter by Letter. Give a brief overview, then discuss one letter at a time. Illustrate the 
idea behind each letter by applying it to the student’s problem. Once you’ve explained it 
and answered questions, ask him to actively participate by thinking of good answers to 
the question a given letter raises; the more he does, the more he’ll learn; you can coach 
him by correcting misunderstandings and offering suggestions if he gets stuck. It’s OK if 
you jump around the mnemonic. Invite him to do additional prep alone, and then review it 
together. 
   Can’t Answer a Question? Good. Stumped? Your student is helping you learn. Go 
back to the book for clarification. Then try another way of explaining it until you both 
understand. 
  Alternatively, Ask Your Student to Read This Book and Then Help Prepare Him for 
an Important Negotiation. Even if you don’t explain the concepts, you can both benefit 
from working together to help him plan.   
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 Part III-  
Excellent to Great:  

       I  FORESAW IT + Role Playing=  
                   Top Planning 
 
              
 



I  FORESAW IT 2.0: Adding Negotiation  
War Gaming for Superior Results 

The military has long known the benefits of war gaming to gear up for combat. Similarly, 
businesses increasingly use role-play simulations to predict their competitors’ behavior and 
strategize accordingly.  As strategy consultant Paul H. Schoemaker notes, his firm 
encourages business  clients to do just that- a process he and others call ‘war gaming.’ The 
CEO and board of one of Schoemaker’s clients- a pediatric hospital- used war gaming for that 
purpose. As he recounts, the war game let them quickly realize  “that their most direct 
pediatric competitor would likely want to merge if certain adult hospital mergers were to 
occur.  As it happened, one such major consolidation was announced just a week after the 
simulation. The CEO and board were aligned and ready to act. They quickly approached the 
other pediatric hospital about teaming up and seized an opportunity that might otherwise have 
been lost.”* A notable success. But can war gaming also work for negotiators? 
 
In 2005 researchers did an experiment to test three different ways to prepare for high-stakes 
negotiations between auditors and their clients: ‘passive’ preparation in which the auditors’ 
side explicitly considered the client's interests and options, a ‘practice’ preparation in which 
the auditors did an unrelated simulated negotiation, and ‘role playing’ preparation (i.e., war 
gaming) in which half of an auditors’ team assumed the client's position in a mock negotiation.  
The researchers found that war gaming led to the best actual negotiation outcome. 
Participants found it gave them superior understanding of their counterpart’s position, 
improved the participants’ satisfaction with the actual talks, increased their desire for future 
dealings with their counterparts, and helped them feel better understood by their 
counterparts.**  Which suggests war gaming can help us a lot in negotiation.  
 
Negotiation War Gaming (NWG) is the curious name for that process. Championed by Søren 
Malmborg of negotiationwargames.com, NWGs may be one of the most exciting ideas in 
negotiation training I’ve encountered in recent years. There is some evidence an NWG was 
used to prepare President Ronald Reagan for his negotiations with Mikhail Gorbachev in 
Reykevik and Geneva in 1985 and 1986.  Students of mine who try an NWG uniformly say 
they like it and would definitely do it again in real-life negotiations. 
 
The basic steps:  
 

1. Think and learn enough about each side’s situation to create separate roles 
2. Role-play the upcoming talks with a teammate 
3. Debrief part-way through 
4. Resume the role-play 
5. Debrief further in 
6. Resume to conclusion, and  
7. Debrief.  

 
 
*”Why You Need to Play War Games,” Paul J.H. Schoemaker, INC. Magazine, February 28, 2013. 
**””Auditor Negotiations: An Examination of the Efficacy of Intervention Methods.” The Accounting Review: January 2005, Vol. 80, No. 1, pp. 349-367. 
*** Reagan and Gorbachev: How the Cold War Ended. Matlock, J.F. Jr. New York: Random House 2004. 
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Part IV- Getting Better 



How to Get Better at Negotiating 
 

     
    Plan with an Ally. Having someone to bounce ideas off of can help you make your plan- 
and your negotiation- more successful. You can first plan alone and then invite an ally to 
enrich your plan, or you create a plan together from scratch.  
    Practice By Doing a Planned Negotiation Eight Times in Eight Weeks.  It usually takes 
about two months to make a skill a habit. Intentionally planning your negotiations regularly in 
the coming weeks can help you do that.  
    Download the I FORESAW IT Template in Word format from Professorfreeman.com.  
Having the template on your electronic furniture- your laptop, your Blackberry, your iPhone, 
your tablet computer- can help you quickly go to work the moment you spot a crisis or a big 
upcoming negotiation.  
    Teach Someone to Negotiate with the I FORESAW IT.  Teaching others helps you learn, 
as the previous section explores. 
    Do a Lightening I FORESAW IT plan in Five Minutes. Got a problem? Run through as 
many of the ten letters as you can, in your head in four minutes, and use one of the minutes 
to do a lightening bit of research online or with a quick call to a knowledgeable friend. That 
exercise will make the ideas more familiar and available, and give you the ability to use more 
of the mnemonic in real time during moments of stress in important talks.  
    Save I FORESAW IT Plans and Use Them as Models for Later, Future Negotiations. 
For example, once you negotiate one car with a solid I FORESAW IT plan, you can use the 
old plan to help you get ready for future talks for other cars.  It’s easy to do if you save each 
plan like so: “I FORESAW IT Plan- West Islip Suburu New Car Negotiation.”  Because the I 
FORESAW IT template’s header begins with “I FORESAW IT,” when you create your plan 
you can simply add there the name of your counterpart and/or the subject matter. Then save 
the document with that name so it’s easy to find for future needs. 
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Where to Go for Further Support 

For a Word Version of the I FORESAW IT template- go to Professorfreeman.com and click 
on the I FORESAW IT tab. 
 
For more case studies of students using the ideas here to negotiate brilliantly- go to 
Professorfreeman.com, click on the Articles tab, and look for Negotiations of the Month. 
 
For a printed copy of the I FORESAW IT template- see the Appendix below. 
 
For a collection of five-minute videos on Becoming a Ready & Able Negotiator, go to 
YouTube and search for “ready & able negotiator.” 
 
For more information about Prof. Seth Freeman and his work as a consultant, trainer, 
coach, and speaker- visit Professorfreeman.com or contact him at sf14@nyu.edu. 



Appendix- I FORESAW IT Plan Form 
Interests (underlying concerns and needs; the reasons why someone wants something.) 

(Mine) 
_______________ 
_______________ 
_______________ ... (Throughout this form, "..." means "feel free to list more ideas") 
 
(Other Person's ("OP's"))* 
_______________ 
_______________ 
_______________ ...** 
 
(Common) (shared needs you and OP can satisfy together. “If we work together, we 
can…”) 

 _______________ 
  _______________ 
 _______________ ... 
 
Factual and Financial Research (note useful questions you need to answer, then note the 
answers you learn through your research; attach too materials and spreadsheets) 
______________________________________________________________________ 
____________________________________________________________________... 
 
Options (for each topic, list at least six options (i.e., possible deal terms) that will satisfy your 
respective interests.) 
__________________ _________________  ________________ 
__________________ _________________  ________________ 
__________________ _________________  ________________ 
__________________ _________________  ________________ 
__________________ _________________  ________________ 
__________________ _________________  ________________ 
 
Rapport, Reactions and Responses (list things want to say to set a constructive tone. Also list 
things you fear the OP will say. For each, write how you'll respond. No need to write a dialog-- 
just note several separate interactions: 'if he says this, I'll say that') 
 
Constructive points to help build rapport: 
•  
•   
•   
 
If OP says:"______________________________________________________________" 
I can say:"_______________________________________________________________ 
 
If OP says:"______________________________________________________________" 
I can say:"__________________________________________________________________ 

*     OP means “Other Person. ” Advanced technique: If you have several OPs, or if there are several    
      influential players, list each one's interests separately 
**   Appeal to the OP's Interests to show why your proposal is good for him 
*** Appeal to the OP's Alternatives to agreement (see below) to show why saying "no" will hurt him 



I FORESAW IT Plan Form (continued) 
 
Empathy and Ethics (first speak in OP's voice about how matter seems ("I think...I feel...").) 
"__________________________________________________________________________
__________________________________________________________________________
__________________________________________________________________________
_________." 
 
-Ethical dilemmas- (then list ethical problems you each face.) 
(Mine) _________________________________________________________________ 
_________________________________________________________________... 
(OP’s) __________________________________________________________________ 
_________________________________________________________________... 
 
Setting, Scheduling & Sequence (note when and where you'll negotiate, and with whom first, 
second, and so on. Advanced technique: note discussion rules you’d like to use.) 
_______________________________________ 
_______________________________________... 
 
Alternatives to Agreement (that is, things you will do if you don't agree with the other side, and 
vice versa. (Thus, this part is quite different from Options.) List several you each have, based 
on brainstorming and research.  Include your Best Alternative to Negotiated Agreement 
(BATNA) and your Worst (WATNA).) 
 
(Mine)    (OP's) 
_____________    _______________ 
_____________  _______________ 
_____________ (BATNA) _______________  
_____________  _______________  (BATNA?) 
_____________ (WATNA) _______________  (WATNA?) 

 _____________...  _______________ ... 
 
Who (list those who can influence the negotiations, besides you and the other negotiator. 
Advanced technique: list each key player in each side’s organization, as well as allies who 
can strengthen your side’s bargaining strength.  List each player’s interests in the Interests 
section.) 
____________________ 
____________________ 
____________________ 
____________________  
____________________ ... 
 
Independent Criteria (list information you've learned that can serve as fair standards you and 
the OP will both trust. Attach materials you've acquired if any.) 
__________________________________________________________________________
__________________________________________________________________________
__________________________________________________________________________
___________________________________... 



I FORESAW IT Plan Form (continued) 
Topics, Targets & Tradeoffs  

 
 Topics    Targets          Tradeoffs   Tradeoffs 

(That is, what matters (That is, first, what is the  b/w Topics   w/i topics 
 will you discuss in the most you can realistically (That is, rank     (That is,  

negotiation?)  hope for for a given Topic Topics from          list 2-4 
   and second, what is the least dearest to least     favorite 
   you will accept for that Topic? important    Options that 
   (Check Factual Research and       would satisfy 
   Alternatives.))        your interest 
            in that Topic 
_________________ _________ -__________      __  _____________ 

          _____________ 
          _____________ 
          _____________ 
 

_________________ _________ - __________     __   _____________ 
          _____________ 
          _____________ 
          _____________ 
  

_________________ _________ - __________     __  _____________ 
          _____________ 
          _____________ 
          _____________ 
  

_________________ ... _________ - __________     __  _____________ 
          _____________ 
          _____________  
          _____________ 

Now, construct offers using your Topics, Targets & Tradeoffs 
Opening Offer: (Before you write something here,  jot down on scrap paper the best possible deal you can realistically 
imagine by listing the upper Target for each Topic.  (These are your 'Best Targets.') Then add to that deal a reasonable 
cushion so you can make concessions.  Write down that cushioned proposal here.) 
________________________________________________________________________________________________
____________________________________________________________________________ 
 
Least Acceptable Offer: (Write down here the worst possible deal you will accept by stating the best deal you have 
elsewhere, or, if you have no such alternative offer, by listing the lower Target for each Topic.  Later, compare any 
tentative deal to this one to make sure you're not accepting a bad one.) 
________________________________________________________________________________________________
____________________________________________________________________________ 
 
Creative Proposal(s) (Write down here at least one other possible deal.  You might describe a deal that gives you lots of 
your favorite Topic and less of your least favorite Topic; or a deal that uses creative Options (i.e. Tradeoffs w/i Topic) to 
satisfy your interest in a Topic at low cost to the Other Person.  Have such deal(s) ready in case an impasse arises during 
the talks.) 
________________________________________________________________________________________________
____________________________________________________________________________ 

 
Finally, test your offers: 

(1) Do the offers satisfy the Interests you've listed?  
(2) Are the offers at least as good as your best Alternative to negotiated agreement?  
(3) Do the Independent Criteria you listed confirm these offers are fair?   
(4) Which of your offers give you the chance to achieve the best Targets you’ve set for your favorite Topics? 
(5) Are there any Time Bombs in your proposed offers? (Think, “what if…?”) 
(6) How will OP React to your offers and how will you respond?  





 


