The Ten Commandments of Negotiation:

1.  Assess your BANTA and where possible, improve it.

2.  Determine your reservation point, but don’t reveal it.

3.  Research the other person’s BATNA and estimate their reservation point.

4.  Set high aspirations


A. Your first offer is your anchor point.  This is very important.


B.  Avoid the winner’s curse


C.  Avoid “first and final offer.”

5.  You make the first offer!  This assumes you have prepared properly

6.  If the other party opens, immediately re-anchor.

7.  Plan your concessions


A.  What will be the pattern of concessions?


B.  What will be the magnitude of concessions (GRIT—Graduated 
reduction in Tension)


C.  Timing of concessions

8.  Use objective (appearing) rationale to support your offer

9.  Appeal to fairness

10.  Do not fall prey to the split even ploy.  Remember that splitting the difference is based on arbitrary anchor points that have been set.  

