
N E G O T I AT I O N  C H E C K L I S T

 Do I know the ZOPA (my & their red line)? 

 Do I know the customer’s bigger picture 

(more than the PCB) of their needs, and how 

we can I add value to that? 

 Do I have alternatives, that can either reduce 

our costs or make the customer more willing to 

pay? 

 Do I have a BATNA?

 Have I sent an agenda, with the price 

discussion in the end? 

 Do I know who will be at the negotiation? 

 Have I eaten? 

 Is my calendar open after this meeting? 

Don’t

drip!

Never give

away anything

without

asking for 

something in 

return!


