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Assignment Questions: 
1. Provide at least one example of the filmmaker’s bargaining position in the negotiation?  
An example of the filmmaker’s bargaining position in the negotiation is her request to obtain exclusive rights to produce a documentary about the athlete’s life and career. This position reflects a clear demand focused on control over the project and its distribution. From a negotiation theory perspective, this represents a positional approach, in which the filmmaker states what she wants rather than why she wants it (Fisher et al., 2011). She attempts to justify this by emphasizing the project's exposure and storytelling value. However, this position alone does not fully reveal her deeper motivations tied to financial success and creative recognition. 
 
 
 
2. Provide at least one example of the athlete’s bargaining position in the negotiation?  
 		The athlete’s bargaining position is her insistence on maintaining control over how she is portrayed in the documentary. She expresses concern about protecting her public image and ensuring the film aligns with her brand. This reflects a protective and risk-averse stance, which is common in entertainment negotiations involving personal likeness. According to Fisher et al. (2011), this is an example of positional bargaining, where a party focuses on demands rather than underlying concerns. Her position demonstrates hesitation to commit without guarantees in place.
 
 
 
3. What were the underlying interests of the tennis star in this negotiation (e.g., what was really motivating her to be in the negotiation besides the bargaining positions she stated)?   
 		The athlete’s underlying interests go beyond control and are centered on protecting her reputation, brand value, and long-term career opportunities. She is motivated by maintaining trust with sponsors, fans, and stakeholders, which directly impacts her income and endorsements. Additionally, she likely values authenticity and wants her story told in a way that reflects her true identity. Fisher et al. (2011) highlight the importance of focusing on interests rather than positions to reach better outcomes. Understanding these motivations allows for more flexible and collaborative solutions.

 
 
 
4. What were the underlying interests of the filmmaker in this negotiation (e.g., what was really motivating her to be in the negotiation besides the bargaining positions she stated)?  
 
The filmmaker’s underlying interests include gaining access to compelling content, producing a successful documentary, and enhancing her professional reputation. She is motivated by both financial gain and creative expression, aiming to tell a story that resonates with audiences. Her interest is not just in securing rights, but in creating a high-quality and marketable film. This aligns with the principle of interest-based negotiation outlined by Fisher et al. (2011). Recognizing these interests allows for alternative solutions that still satisfy her core goals. 
 
 
5. How did the final agreement create a mutual benefit for both parties (make sure to connect to the underlying interests)?   
 
 	The final agreement creates mutual benefit by aligning the filmmaker’s need for access with the athlete’s need for control and protection. The athlete is given some level of input or approval, which satisfies her interest in safeguarding her image. In return, the filmmaker gains the access needed to produce an authentic and engaging documentary. This demonstrates integrative negotiation, where both parties expand value rather than compete over limited resources (Fisher et al., 2011). The agreement reflects a win-win outcome based on shared interests.
 
6. What specific neutral criteria (such as statistics, industry standards, etc.) were used in this negotiation and what issues were they used to settle? And How did the neutral criteria help settle the negotiation?   
 
 	Neutral criteria used in the negotiation include industry standards for documentary agreements, compensation structures, and athlete endorsement considerations. These objective benchmarks help both parties evaluate fairness without relying solely on personal opinions. Fisher et al. (2011) argue that using objective criteria is essential for principled negotiation because it removes bias and promotes fairness. For example, referencing how similar documentaries handle creative control and profit sharing provides legitimacy to each side’s arguments. This helped both parties reach an agreement more efficiently.

 
7. Define the term, BATNA and what each party’s BATNA might have been if no agreement was reached.   
 
 	BATNA stands for Best Alternative to a Negotiated Agreement and represents what each party would do if no deal were reached (Fisher et al., 2011). The athlete’s BATNA would likely be declining the documentary and maintaining full control over her image and brand. The filmmaker’s BATNA would be pursuing a different subject or project. Understanding BATNA is critical because it determines each party’s leverage in the negotiation. In this case, both parties likely recognized that collaboration offered more value than their alternatives.
 
8. Identify and describe in detail six (6) contract provisions that you think should be included in an agreement between the athlete and the filmmaker.  You should have at least one complete sentence for each contract provision, identifying and defining the provision as well as describing why you think it would be important. Three of those contract provisions should be substantive provisions that are unique to the specific negotiation. Three of the contract provisions should describe common legal provisions/ boilerplate provisions, which are provisions that you see commonly in most contracts. I described examples of contract provisions in the GoTo Session. Please WATCH the archive and video lessons before completing this question. 
One important substantive provision is creative control, which allows the athlete to approve or influence how she is portrayed, protecting her image. A second is compensation and revenue sharing, which defines how profits from the documentary are divided between both parties. A third substantive provision is access rights, outlining what footage, interviews, and personal content the filmmaker can use. A common boilerplate provision is a confidentiality clause, ensuring sensitive information remains protected. Another is a termination clause, which explains how either party can exit the agreement if necessary. Finally, a dispute resolution clause establishes how conflicts will be handled, such as through mediation or arbitration, aligning with structured negotiation practices discussed by Fisher et al. (2011).
 
 
9. What was the best thing done in this negotiation (e.g., what did you learn from watching this video about how to properly conduct negotiations or use principled negotiation techniques)? [There is always something that you can learn from watching another negotiation. A response of “There was nothing done well” will not receive any credit.]  
 	The best aspect of this negotiation was the shift from positional bargaining to interest-based negotiation, where both parties began focusing on what truly mattered rather than rigid demands. This reflects Fisher et al.’s (2011) principle of focusing on interests, which leads to more effective and creative solutions. However, one area that could have been improved is the initial communication, as both parties began with firm positions rather than exploring interests early. This created unnecessary tension and slowed progress. Applying principled negotiation earlier would have made the process more efficient and collaborative. 
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