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Negotiation Planning Guide
Pre-negotiation is essential to the success of negotiations. Before negotiations open, parties are required to frame the problem, define their goals, choose a negotiating strategy and also develop a plan to implement the policy (Hames, 2011). It is essential for them to plan goals and strategies in a negotiation process. Goals are critical since they guide behavior. Knowing your goals helps to provide direction and allows parties to stay on course. Goals also assist in clarifying expectations and determining priorities. They also suggest to parties what information is required. Additionally, substantiate goals helps individuals identify the most appropriate strategies and tactics. Goals are needs, preference and want that parties bear in mind before negotiation (Barry, 2015). Strategy is the process or the plan by which individuals involved in a negotiation attempt to achieve their set goals. Both strategies and tactics are components of the negotiation process.
Defining the Negotiating Goal
When defining the negotiating goal, you determine what your party wants to accomplish and what the other side wants to achieve. It is important that parties emphasize on targets that are substantive in nature. For instance, your party wants to establish and then set relationship goals that will change or preserve relationships with the other side. The reason for setting a relationship goal is because you value that particular relationship with the other party. Defining this goal may assist in nurturing future relationships with the other side. Parties should agree on negotiating in a manner that is comfortable with both interdependent parties. It will be the best way of accomplishing the party’s goals and the other goals. It may also assist in achieving future goals.
 In the process of defining and setting goals, it is vital that parties adopt substantive goals because they are more ambitious compared to the other party goals. They often bring secure and better outcomes when the other party goals don’t tend to be outrageous. However, they may endanger their relationship with the other party. Relationship goals mainly influence cooperative and bargaining relationships.
Significant Issues in Negotiation that Relate to Achieving Goals
There can be issues of avoidance by the negotiators, competitive conflicts or compromising. These Issues are the particular components of the situation that must be addressed. Altogether they make up the bargaining mix. If the negotiators do not identify the bargaining mix or all of the issues, the critical dimensions of the negotiation situations can remain hidden, and it may lead to incomplete solutions or agreements. It is important to prioritize them to ensure that the parties give more effort to the negotiation parts that are more important.
Interests
The interests of the negotiating parties are motives that underlie positions, and the reasons why the negotiators want them. They reflect the purpose of the positions stated by the negotiators. The interest defined may be security, respect, achievement, or recognition both issues and interests are essential because of they help in identifying the situation (Hames, 2011)
Defining the (BATNA) 	
It is essential that the negotiating parties identify their (BATNA). Parties negotiate because they often have the feeling that they can satisfy their interests better than the other side (Barry, 2015). If the parties (BATNA) agreement cannot be reached, it can be the worst outcome of the negotiation. While testing either of the proposed settlement, they should check whether it offers a value that is a better course of action without the involvement of the other party. When parties are negotiating, it is essential that they analyze the agreements alternatives that are best. It influences whether the parties should negotiate or accept the offer (Hames, 2011).
A situation of this may be real estate developer who is auctioning plots to homebuilders and he can easily compare bids from the different homebuilders.
Defining and Limits and Resistant Point 
	It is crucial that the parties know their BATNA. The reason is because the BATNA determines their reservation points. The reservation points or the prices are the party’s breakeven points; they are the worst outcomes that can be accepted. In such a case it better if parties dismiss their agreement if they cannot achieve this point. For instance, John accepts a job recently. It comes to point where John and his wife must sell their house. In this case, their resistance point is they will take the least money for it. If a buyer is not ready to purchase for that amount they would better sell it to another customer or keep the house and perhaps use it for rental purpose. Reservation points set limits that prevent parties from settling lesser than they could have achieved. It also enables individuals to accept offers that are better than their BATNA
Setting Targets and Opening Bids
When setting the targets, parties require positive thinking about each other objectives. Target setting opening bids need both sides to consider how to package the goals and the issues. It also requires an understanding of the party’s throwaways and tradeoffs.
Assessing the Social Context of the Negotiation
	When two or more parties negotiate, they negotiate in a professional setting.
When one of the parties have observers, issues may arise as to who will conduct the negotiation, who will participate or who has the power to rationalize the agreements. One of the ways to assess the principal parties in the talks is through a completed field analysis.
How to Present Issues to the Other Party
One of the crucial aspects of negotiations is presenting the case clearly and providing supporting arguments and facts. The other away is refuting the arguments of the other party by counterarguments. Good general guides are used to specify the procedure of discussing diverse issues that may be included in the negotiation.
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