Supplement R

How to Negotiate with a Regional Center

Use the table below to prepare for your negotiations with the regional center or other agency:

What do you
disagree about?

Why is this
important for you?

What is the best
solution?

What is the next
best solution?

What solution would
you accept, even if it

What will happen to
you if you do not

is not ideal? make an agreement?
1.
2.
3.
Why does the Why is this What solution do What is their next | What other solution  |What will happen to thg

agency disagree?

important for them?

they propose?

best solution?

do they propose?

agency if you do not
make an agreement?

1.

Note: You will not be able to fill in the shaded areas until the agency tells you what other solutions they propose.
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