Turning lemons
into lemonade

BATNA: Best Alternative to a Negotiated
Agreement

WATNA: Worst Alternative to a
Negotiated Agreement

MLATNA: Most Likely Alternative to a
Negotiated Agreement
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Turning lemons
into lemonade

You are ready to negotiate when:

Y our interests, options and alternatives are
known;

The process 1s 1n place and acceptable to
the stakeholding parties;

The communication systems are 1n place
and workable;

You have adopted a negotiating strategy.
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