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CHECKLIST

Q Do | know the ZOPA (my & their red line)?

Q Do | know the customer’s bigger picture
(more than the PCB) of their needs, and how
we can | add value to that?

.‘ O Do | have alternatives, that can either reduce

our costs or make the customer more willing to
pay?

O Do | have a BATNA?

O Have | sent an agenda, with the price
discussion in the end?

Q Do | know who will be at the negotiation?
U Have | eaten?

Q Is my calendar open after this meeting?

The BATNA
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