To be successful, you should:

1.  Determine your BATNA before you begin

2.  Attempt to improve your BATNA

3.  Research the other party’s BATNA

4.  Set high aspirations

5.  Make the first offer

6.  Immediately re-anchor if the other party makes an “outrageous” offer.

7.  Resist the urge to state a range (revealing your bargaining zone)

8.  Make bilateral, not unilateral concessions.

9.  Use objective (appearing) criteria.

10.  Appeal to norms and fairness.

