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. Positions

" STER 4 Client’s Wants, Needs Goals &
" Positions And Alternatives

STEP 5= Creation Of Your Settlement Range
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Sefttiement Range

CAR=$500
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LAR=[Least Acceptable Position



Settiement Range
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FAR=Ceast Acceptable Poasition:  MSE= Maximum Sustanmable Positon
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Settiement Range

LAR-$500 MSP=51,000
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LAR=[least Acceptable Position  MSE= Maximum Sustainable Pesiton
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LAR=[least Acceptable Position  MSE= Maximum Sustainable Pesiton
ZOPA- Zone ofi Possible Agreement
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LAR=[least Acceptable Position  MSE= Maximum Sustainable Pesiton
ZOPA- Zone ofi PessiblerAgreement
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