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NEGOTIATING PROPOSAL
SALE OF SPARE PARTS TO A JAPANESE MOTOR COMPANY
 The first step in starting off these negotiations is stating the objectives or the goals to be realized clearly. The other factors to consider before engaging into that negotiation are the interests and the culture of the Japanese. The goals set for the negotiation have to be achievable/ and achieved by the end of the negotiation. The introductory part of the negotiations will state the terms of the negotiations that are acceptable to all sides. Taking into account the company’s culture will be essential and will ensure that all issues have been handled within the scope of the business. The plan developed will also incorporate the interests of the negotiating parties. The interest demonstrated by the negotiating parties will determine the direction in which the sales negotiations will take between the Japanese motor firm and the American offering spare parts. 
 The initial stages of the introduction will start by stating their position and how it is of great importance to the negotiation process. The introductory state also ensures that a foreign firm has familiarized itself with the product that is being offered. The spare parts offered by the American firm are to be used in facilitating the automation of the new models of vehicle.  The deal brokered will guarantee the continued supply of the spare parts to the Japanese Motor firm. Both the American and the Japanese firm will have to offers commitment and assurance, during the introduction stage, that they will make sure that there is consistency in the manner in which they will be conducting business (Brett & Okumura, 2010). 
THE INTERNATIONAL NEGOTIATION PLAN
  The basis for these negotiations between the Japanese automaker and the American firm offering the spare part is that thy both want to conduct business for a longer time. It is through this business that these firms will all increase their market share. This partnership is also likely to boost trade between the two countries and most importantly the profitability of both companies. 
The Major issues involved in a Negotiation:
a). Culture
 The existence of the cultural variations between the Japanese and the Americans are likely to come handy during these negotiations. Japanese society is said to be ethnically homogenous where order and harmony are highly respected and viewed as prime virtues of the society. The culture of both parties is likely to play a critical part in determining the nature of the products that will be offered which is essentially high-quality products. 
b). Conflict of Interest
Conflict of interest between the firms is another issue that may arise during the negotiations. As a result, there is need to use consensus as to the only approach to resolving this issue. The realization of each company’s goal is majorly dependent on having the best interests as well as a difference in the opinion. The resolution of the conflict of interest enhances corporation between negotiating firms (Salacuse, 2017). 
c). Delivery
Ironing out of the delivery issues will be a major step towards reaching a healthy bargaining agreement. Streamlining this part will also ensure that issues of delay and inconsistencies have been eliminated. Resolving the delivery issue in this negotiation will also ensure that frequency of production has been enhanced. 
d). Interests & Limits
The interests of each firm in a negotiation, if addressed, will enhance the company’s profit margin as well as boost the production of quality products.  Harmonizing the interests may also contribute to the increase in the market share for both companies. Similarly, the limits for both firms will be regulated by the specific policymakers or governments. Taxes and tariffs may play as hindrances to the continued corporation and limit the extent of trade. Therefore, the negotiation must take into consideration these factors and devise mitigation plans (Lewicki, Saunders& Barry, 2015).  
Goals, resistance points and issues affecting Japanese companies
Goals
The goal of the Japanese company would be to provide high-quality products to customer’s at the most convenient price. The company’s goal would also be to increase its market share by expanding its customer base and producing to meet the available demand in the market. 
Issues
The Japanese culture will play a critical role in the negotiation process since it will regulate how the company will conduct some activities such as the sale of products. Agreements must also adhere to the Japanese norms and traditions. 
There may arise conflicts of interests during the negotiation process which can affect the expected outcome
Resistance points
· The negotiation process could be faced with barriers that could have an impact on the outcome
· The company’s culture could dictate the age and gender of a negotiator thereby affecting the negotiation process. 
· The company objectives and policies could work for or against the negotiation process
· The top management’s decision also matters in the process
· The government policies and regulations could have an impact on negotiation agreements. 
Target and the opening bid
The target of a negotiator is to help his/her organization to win in a negotiation process or strike a balance. The goal of the company is to get a high market share of above 60% globally. The opening bid is to start supplying around 200000 tons of motor vehicle parts to the Japanese company
The social context of negotiation
The negotiation needs to be interactive, integrative and distributive to ensure that the negotiators reach an agreement. A distributive negotiation allows negotiators to focus on personal interests. On the other hand, integrative negation will enable negotiators to reach a respective position that benefits all parties (Salacuse, 2017). 
Ways of handling culture influence on negotiation
Protocol: According to negotiation protocol, business cards need to be used during negotiation to avoid a breach of protocol.
Communication: It is essential to use interpreters to ensure that all language barriers are broken leading to proper communication between the parties involved. 
Time sensitivity: It is essential to come up with a timetable that ensures that people adhere to the timelines in the negotiation process also it will save time for the company.  It will also decrease misuse of others time.
Ways in which culture influences negotiation
Negotiation definition: People define negotiation depending on their culture. According to the Japanese, negotiation is a chance to share information.  
Negotiation opportunity: Americans are considered to be distributive in intranational negotiations. The Japanese are integrative when dealing with in-group Japanese. The talks between Americans and Japanese is likely to be distributive.  
Selection of negotiators: It depends on a culture where it differs depending on expectations.
 Protocol: Protocol also differs depending on culture. For instance, Japanese etiquette is considered to be strictly formal compared to that of the US.
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