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1. What’s BATNA (best alternative to a negotiated agreement)?

2. Does each party’s BATNA remain constant throughout the negotiation?

3. How do | learn the other party’s BATNA?

4, What role does non-monetary interests play in negotiations?

5. The perception is that differences tend to separate us, is that an obstacle in negotiations?

6. In negotiations, if there are “easy” issues around which consensus can be quickly obtained, is it

better to address those issues first, and leave the “hard” ones for later?
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7. How do honesty and openness affect negotiations?

8. Are there negotiation problems that are unique to lawyers?

9. What can lawyers do to become more effective negotiators?



