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Using BATNA to Supercharge More Profitable

Negotiations

by Dan Doyon, Maxim Consulting Group
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Personal and professional life
are inextricably intertwined with
negotiations. Negotiation skills
are crucial for achieving positive
outcomes in situations ranging from
deciding where to dine with friends to
brokering multimillion-dollar business
deals. The concept of the Best
Alternative to a Negotiated Agreement
(BATNA) is one of the most
effective negotiation instruments.
An alternative course of action is
crucial if a negotiation does not
reach an agreement. Understanding
and leveraging your BATNA can
significantly enhance your negotiating

power and outcome. This strategic
approach has transformed the manner
in which negotiators approach
discussions, resulting in more
profitable and effective negotiations.
This article will explain what BATNA
is, why it is significant, and how to use
it to maximize the profitability of your
negotiations’.

Understanding BATNA:

The Power of Alternatives

In its simplest form, BATNA
is the best possible option for a
negotiating party if negotiations

falter and no agreement can be
reached. It is essentially the best
option one has outside of the ongoing
negotiation. For instance, if you

are trying to subcontract work to

a company and cannot agree on
the price or contract terms, your
BATNA might be outsourcing the
subcontract to another company at
a pre-negotiated cost. At its core,
BATNA refers to a person’s best
course of action if a negotiation fails
to produce an agreement. When
individuals or parties engage in
negotiations, they have a “Plan B"

in mind. In the 2011 book “Getting to

! Fisher, R., Ury, W., & Patton, B. (2011). Getting to Yes: Negotiating Agreement Without Giving In. Penguin.
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Yes: Negotiating Agreement Without
Giving In," the authors introduce the
concept of BATNA and emphasize
the significance of having a firm
alternative option before entering into
negotiations.

Consider a scenario in which a
contractor is negotiating the price
of materials with a supplier. The
contractor's BATNA may entail
sourcing alternative suppliers or
investigating alternative materials that
serve the same function. The existence
of a viable BATNA provides the
business proprietor with negotiating
leverage, as they are not dependent
on the current supplier’'s terms. This
leverage strengthens their position
and provides a safety net, enabling
them to step away from an unfavorable
transaction.

Strength and Leverage: BATNA
provides a floor to your negotiations.
If you know your BATNA, you
understand the least you can accept
in a deal without being worse off. This
knowledge gives you strength and
leverage in discussions because you
know when to walk away.

Psychological Empowerment:
Knowing your BATNA gives you
confidence. This psychological
empowerment means you are less
likely to accept unfavorable terms
simply because you feel pressured or
believe it is the only option.

Why BATNA Matters:
Enhancing Negotiation

Dynamics

BATNA is an essential concept
because it profoundly alters the
negotiation’s dynamics. Without a
robust BATNA, a negotiator may feel
desperate to reach an agreement,
even if it requires compromising on
critical points. This desperation can
result in an agreement detrimental
to the negotiator’s interests. A well-
prepared BATNA, on the other hand,
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enables negotiators to be more
assertive, knowing they have a viable
alternative if the current negotiation
fails.

A formidable BATNA also
encourages openness and
transparency in communication.
When both parties acknowledge the
existence of viable alternatives, this
can lead to more achievable goals
and a more productive approach to
finding mutually beneficial solutions.
The emphasis transfers from a zero-
sum mentality, in which one party wins
and the other party loses, to a win-
win mentality, in which both parties
seek the best possible outcome for
themselves.

Objective Benchmark: Your BATNA
provides an objective standard against
which to measure any potential
negotiated agreement. An objective
benchmark prevents negotiators from
settling for less than what they could
achieve elsewhere.

Identify Your BATNA: Determining
your BATNA is not always
straightforward. The following is a
step-by-step guide:

1. List all alternatives: Brainstorm all
possible alternatives if the current
negotiation breaks down. This may
involve researching alternative
suppliers, examining alternative
strategies, or evaluating additional
options that align with your
objectives.

2. Evaluate each alternative: Once you
have a list, assess the value and
feasibility of each option.

3. Determine the best alternative:
Out of all the possibilities, select
the one that offers the most value
and is most achievable. That option
becomes your BATNA.

4. Continuously reassess: Your BATNA
might evolve as negotiations
progress and circumstances
change. Ensure you are always
aware of your current best
alternative.

Consider Your BATNA: After
identifying your BATNA, it is essential
to assess its viability. Is the BATNA
alternative viable and realizable?

Does it satisfy your requirements and
interests? Evaluating your BATNA
ensures you are not pursuing a course
of action as unfavorable as a poor
negotiation outcome.

Analyze the BATNA of the Opponent:
Effective negotiation requires
comprehending the opposing party’s
position. What are their potential
alternatives? This analysis can provide
insight into their motivations and
assist you in developing a negotiation
strategy that is tailored to their needs.

Set Your Reservation Point: Your
reservation point is the minimum
acceptable negotiation outcome you
are prepared to accept. Establishing
this point based on your BATNA and
objectives is essential. You must walk
away if the proposed contract falls
below your reservation point.

Utilize BATNA to Frame Offers:
Knowing your BATNA lets you
strategically frame your offers. You
may propose advantageous terms
while remaining within the range of
terms you would accept based on your
BATNA. If you employ this strategy, the
opposing party may feel pressured to
adhere to your terms.

Negotiate with Confidence and
Assertiveness: You do not need to
accept less than you deserve because
you have a viable alternative if the
current negotiation does not satisfy
your requirements.

Use Tactful Communication: While
BATNA provides negotiating leverage,
it is essential to communicate your
position tactfully and with due regard.
Aggressive or combative behavior
can harm the negotiation process and
burden relationships.

Maintain a Creative Mindset: A
well-developed BATNA does not
imply inflexibility. Be receptive to
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innovative solutions that may emerge
during negotiations. Your BATNA
functions as a safety net, permitting
you to investigate unorthodox options
without fear.

Real-World Applications of

BATNA

BATNA is a flexible concept
applicable to a variety of situations.
This concept can be a game-changer
in business negotiations.

Business Contracts and
Agreements: Having a solid BATNA
during contract negotiations with
clients, suppliers, or partners enables
you to secure favorable terms that
align with your business objectives.

Mergers or Company Acquisitions:
Having an alternative acquisition
target during negotiations will allow
you to exit negotiations with a plan to
achieve the acquisition goals.
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Compensation Negotiations:

Job candidates can use BATNA

to negotiate better compensation
packages, knowing they have
alternative job offers or opportunities
if the negotiations do not succeed.

In Conclusion

The concept of BATNA is credited
for fundamentally altering the
nature of the negotiation process
by providing a strategic approach
emphasizing alternatives and
leverage. Negotiators can approach
discussions with self-assurance and
assertiveness by identifying and
creating viable alternatives. BATNA
enables parties and individuals
to prioritize their interests while
pursuing mutually beneficial
outcomes. The application of BATNA
has the potential to turbocharge
all business negotiations, making
them more profitable and efficient.
Remember, as you enter your next

negotiation, a strong BATNA is not a
luxury but a strategic necessity.
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