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CLASS 19 - NEGOTIATIONS
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WARM-UP -  Guess the Object
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HOMEWORK REVIEW 
Fill in the gap with the appropriate question tag.
 

1. Mr McGuinness is from Ireland, ____?

2. The car isn't in the garage, ____?

3. You are John, ____?

4. She went to the library yesterday, ____?

5. He didn't recognize me, ____? 

6. Cars pollute the environment, ____? 

7. The trip is very expensive, ____?

8.  He won't tell her, ____?
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HOMEWORK

Match the sentence with the appropriate question tag.
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VOCABULARY

Reserve price

Stretch goal

BATNA (Best alternative to a negotiated agreement)

ZOPA (Zone of possible agreement)

In a negotiation, buyers and sellers should have a reserve price, a stretch goal, a 
BATNA, and hopefully, there is a ZOPA as well. Explanation 👉
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The seller

- Reserve price = their worst case: the lowest price they’re willing to sell something for
- Stretch goal = their best case/desired price: the highest price they will try and get for what they’re selling
- BATNA = If they can’t get their reserve price, what is their alternative? E.g. they may have a second buyer 

who can meet the reserve price if this buyer can’t.

The buyer

- Reserve price = their worst case: the highest price they’re willing to buy something for
- Stretch goal = their best case/desired price: the lowest price they will try and get for what they’re buying
- BATNA = If they can’t get their reserve price, what is their alternative? E.g. they may have an alternative 

product to buy at their reserve price if the seller can’t meet it.

ZOPA

- This is the bargaining range which benefits both sides more than their BATNA does. It’s where their reserve 
prices overlap.

VOCABULARY EXPLANATION
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VOCABULARY ILLUSTRATION

Seller’s Negotiating Range

Buyer’s Negotiating Range

Seller’s Alternatives

Buyer’s Alternatives

BUYER’S BATNA

SELLER’S BATNA

Seller’s Reserve Price Seller’s Stretch Goal

Buyer’s Stretch Goal Buyer’s Reserve Price

ZOPA

Lowest

Highest

Highest

Lowest
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● You are preparing to negotiate the sale of your car to a possible buyer, Juan. 
He is the only person who responded to an ad that you posted one week ago.

● You need at least 4000 from the sale to finance the purchase of a truck that 
you have ordered. You want to keep your car for three more weeks, which is 
when the truck will arrive.

● The reasonable value of the car is 5000 (based on several online calculators).

● If you can’t find a buyer willing to pay at least 4500, you will sell the car to a 
friend, Pedro, for 4000. You know that Pedro will let you keep the car for the 
next three weeks.

TOPIC ACTIVITY
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TOPIC ACTIVITY - Questions in your analysis

● What is your overall goal in reaching a negotiated agreement with Juan?

● What issues are most important to you in reaching this goal? Why are these 
issues important?

● What is your Best Alternative to a Negotiated Agreement (BATNA) with Juan?

● What is your reservation price (in this negotiation with Juan, the lowest price 
that you will accept)?

● What is your most likely price?

● What is your stretch goal?
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TOPIC ACTIVITY - Answers in your analysis

● What is your overall goal in reaching a negotiated agreement with Juan? Sell your car

● What issues are most important to you in reaching this goal? Why are these issues 
important? Price (because you need money to buy the truck) and transfer date (because 
you need the car for the next 3 weeks)

● What is your Best Alternative to a Negotiated Agreement (BATNA) with Juan? Sell the car 
to your friend, Pedro.

● What is your reservation price (in this negotiation with Juan, the lowest price that you will 
accept)? 4500

● What is your most likely price? 5000

● What is your stretch goal? 6000?
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TOPIC ACTIVITY CONTINUED - What is the ZOPA?

Juan

You
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TOPIC ACTIVITY CONTINUED - What is the ZOPA?

Juan

You
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GRAMMAR

Comparatives and superlatives
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GRAMMAR PRACTISE

Teacher: Tall - Superlative

Student: He is the tallest negotiator in Spain.

High - comparative

Good - superlative

Low - comparative

Bad - superlative

Fast - superlative

Slow - comparative

Confident - comparative

Lucky - superlative

Stressed - comparative
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CORRECTIONS & VOCABULARY
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HOMEWORK
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HOMEWORK

Extract 1 Extract 2
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THANKS
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