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NEGOTIATING PARAMETERS

QUALIFIERS

MOTIVATION AND POWER POSITION SCALE

Account: _____________________________

Owner: _______________________________

Close Date: ___________________________

Forcast Value:_________________________

Win Probability: _______________________
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YOUR MOTIVATION
LOW                                                                                                    HIGH

 1 - 2 - 3 - 4 - 5

YOUR POWER POSITION
WEAK                                                                                             STRONG

 1 - 2 - 3 - 4 - 5

THEIR MOTIVATION
LOW                                                                                                    HIGH

 1 - 2 - 3 - 4 - 5

THEIR POWER POSITION
WEAK                                                                                             STRONG

 1 - 2 - 3 - 4 - 5

BUSINESS OUTCOMES MAP
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SALES NEGOTIATION PLANNER™

NEGOTIATING LEVERAGE

GIVE TAKE

Stakeholder’s List and Success Criteria

NAME: BASIC ROLE:

Stakeholder’s Negotiation Role - A C E D Style

Stakeholder’s Perceived Alternatives

MOTIVATION SCALE
LOW    1  -  2  -  3  -  4  -  5    HIGH
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COMPILED STAKEHOLDER LIST

NON-NEGOTIABLES & LIMITS

STAKEHOLDER ALTERNATIVES BATNA RANK

INDIVIDUAL STAKEHOLDER LISTS & NEGOTIATION ROLE VALUE TO STAKEHOLDERS

HIGH LOW

VALUE TO YOU

HIGH LOW


