| 'CDOPMA I'IOD,FOTOBKI/I K I'IEPEI'OBOPAM YACTb 1. OBLUME CBEOEHUA

Z ":/';NEGOTIATION PREPARATION FORM PART 1. COMMON INFORMATION

3 1 Mchopmauwﬂo.qpyrow CTOpOHe \

Other side’s Info .

2. JlnuHas vHcopmauus o apyrom c-ropone
Other side ‘s Personal Info ,

3. OnucaHue TeKkyLleh cuTyauum

Current Situation

5. Bo3amoOXHbIe TeMbI U LieNIM NeperoBopoB APYro CTOPOHbI

4. Tema neperoBopoB M Hawm uenu
Our Negotiatigh targets and agenda

Possible Other side’s Negotiation Targets and Agenda




S YCDOPIIJVIA NnoAroToOBKU K MEPETOBOPAM. HACTb 2. HALUU MEPEMEHHBIE TOPTA
N N,,EGOTIATION PREPARATION FORM. PART 2. OUR TRAIDING LIST

6. MMepeMeHHble Topra ¢ Haluen CTOPOHbI Mpuoputet 7. BO3MOXHbIN pe3ynbrar
/Our Trading List Priority Possible Outcome
Xyawmn Mpuemnembin Jyywmn
Worst Acceptable Best

8. ononHuTtenbHbIe MepeMeHHble Topra / 9. 3aTparthbl Xyawni Mpuemnemslit Nyywmii
Optional Trading List ‘ Costs Worst Acceptable Best




 ®OPMA MOArOTOBKM K MEPEFOBOPAM. YACTb 3. TEPEMEHHBIE TOPTA APYIOM

X CTOPOHbBI'NEGOTIATION PREPARATION FORM. PART 3. OTHER SIDE’S TRAIDING LIST

/" 10. BO3MOXHbIe NepeMeHHbIe Topra Apyroi CTOPOHbI | MpunopuTte 11. Bo3mMOXHbIW pe3ynbrar
/' \ Otherside’s Trading List G ) T Priority Possible Outcome
Ons Ons Hac Xyaw Mpuemnem Jyyw
apyromn mn b mn
CTOPOHbI Worst Acceptable Best

12 Yro Mkl Oyaem genarvb, ecnu Mbl'He floroBopuMcs / MnaH «B»
What I'll do ifwe do not cvome"t"o agreement / Fallback plan



vv’,CDOPMA I'IOD,FOTOBKI/I K I'IEPEI'OBOPAM YACTb 4. CTPATEITUA NEPETrOBOPOB

/X 'VV,NEGOTIATION PREPARATION FORM PART 4. NEGOTIATION STRATEGY

,'13 Manuu,a cunbl B neperoBopax ' \ ‘ 14. Kak 51 6yay npeaocTtaBnsTb UHcopmauuio
/ Matrix of Negotiation Power : \ \ ‘ How I will provide Information
/ \ \ | ]
McTOMHMKN HaLen cunbl ‘ i |/|CTOLIHVIKI/I Ol/lﬂlﬁl OpPYroi CTOPOHbI
Sources of our Power \ \ \| Other S|de S Sources of our Power

15. Kakue BOMNPOCHI A 3agamM AnsA nonyvyeHuns m-lcbopmau,uu

I'7ie HaXxoAWUTCs paBHOBECHE /o ;KaKﬂ 6y,u,y MeHﬂTb GanaHc cunbl Questions I'll ask to get Information
\Whereis the Balance / How | W\” change Balance of Power

v

16. Hawa %buaﬂ nosuuyus’ | 17. Kak 51 6yay AencTBoBaThb
Ourpifial Position / A How I will negotiate

Cuero A HauHy / What [will staft from

Moe npeanoxenue /My propbsal’

18. Kak s1 nposiBfno ruGKOCTb
How I will show flexibility

AprymeHTaumsa nos3vumm / Afgum‘en_j:étio‘n’of Position




