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NEGOTIATION  
 
personalites/styles 
“it’s personal” 
leverage / differential alternatives 
differential goals 
intermediaries  

• delegated authority 
agenda 
time 

• shortcut to compromise 
• differential time constraints 

relationship 
• preexisting 
• anticipated future 

repeated iterations 
reputation 
gain/loss framing 

• risk tolerance 
• attachment level 

secrecy / bluffing 
information sharing 
bindingness 
trivialties 
 
 


