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Negotiation Prep
Negotiation preparation process enables us to have a thorough definition of what we intend to obtain the upper hand against an opponent. Following the right strategy of negotiation is an important factor that promotes victory in negotiating. In negotiation, best alternative to a negotiation agreement (BATNA) helps one have the upper hand in a negotiation hence it should be carefully selected. Negotiation price on the other hand is important and is the lowest amount that a party is willing to accept the agreement (Katie, 2021). The target price on the other hand is the price that both the parties are aiming for and is defines as the best price a party can get from a negotiation agreement.  
I would like to buy the houses to convert them into luxurious hotel but the use will not be disclosed in the negotiation so that the owners will not be triggered to raise the price since it is intended for commercial use. Converting the houses into commercial buildings is a good idea since it would help increase the financial security surrounding the building since with changing times and technology, people are always going to prefer the best alternatives hence rent would be affected. Changing the houses into a luxurious hotel would ensure that there is constant or increasing income from the building owing to the fact that productivity can adopt to knew changes. Contrary to residential condos which would have to have a new price incurred altogether to make new changes to fit the everchanging demands in residential places. 
The issue to buy the house and concert them into the luxurious up class hotels might be met with resistance from the mayor just as it is facing resistance against the upscaling to brownstone houses that are more preferred by the rich with the excuse that they will block out the poor from tenancy with the anticipated high price. The price that the downtown owners against selling the houses incase of discovery about the intended use of the houses is also anticipated. The owners currently face a need in $2249000 due to the $60000 in property taxes, annual $189 000 on the 20 year and the $2million principal paid to the original owner of the house. My negotiation price therefore has to be above the $2249000 as the owners will not be willing to sell the property at a price lower than that in order to settle the debts. My BATNA in this situation would be acceptance to any rezoning responsibilities that accompanied the house after the purchase, including the principal and the annual payment for the house. The property owners’ BATNAs will be the intention to have me, the new buyer settle all their responsibilities, the $2249000, and preserve the Bullard name in the new development. In the situation their BATNA would for the buyers to help settle the costs, would be a call to lower the target price. The target price would be $15 million but I would mention $10 million as the negotiation price and the agreement to pay for all the liabilities attached to the houses. 
Conclusion
The intention to use the houses as commercial entities is based on the fact that they are identified as a landmark giving it the upper hand as most people would want to be associated with such an entity. Commercializing the houses would also act as a way of winning the mayors support and neutralizing the complaint of access where both the rich and the working class can be able to access the hotel in its varying prices. Setting the negotiation price at $10 million while having the target price at $15 million will endure that the buying party leaves an allowance with which they will make a settlement for the financial responsibilities attached to the house. 
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