NEGOTIATION PLANNER

	Our Fundamental Needs (considering overall buying strategy, future purchase, budget situation, strategic opportunities, etc.)



	Favorable Factors


	Unfavorable Factors



	Anticipated Issues


	Possible Solutions / Approaches



	Current Agreements


	Negotiation Team



	Difficult Questions to Expect


	Our Responses



	Questions to Ask 


	Scope

 
	Out of Scope



	Schedule


	Contract Negotiation Activities



	“Negotiables” We Give


	“Negotiables” We Get



