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Planning for A Negotiation 
I intend to negotiate with Fatson company on price and payment terms as the main negotiation objectives to be held next week on March 11, 2021. My goal is to sell my car to Fatson company to put use the cash on purchasing a home. My TP is $15,000 and RP is $ 10,000. My choice of the prices is determined by the fact that it is three months old car. The bargaining range for the company needs to be between $15,000 and $10,000. However, If Fatson company doesn't accept my offer, I can consider looking for an alternative by coming up with the Best Alternative To a Negotiated Agreement (BATNA). If, in any case, I get a buyer offering to purchase my car at $13,000, this now becomes my BATNA. Therefore, Fatson company is required to purchase the car at my BATNA, or else I sell it to my newly identified buyer, which is to my advantage since it improves the negotiating power and now determines my reservation point. I being the seller, my tangible interests in this negotiation includes the car, cash, and car documents. The intangible interests include the car's brand. On the other hand, Fatson company has tangible interests that include cash and car. The company's intangible interests include company brand, business models, and clients' relationships. The vehicle and cash might be the unique and shared interests between the company and me during the negotiation process. 
In this negotiation, I possess constructive power and walking power. I can provide the car the Fatson company wants. That is why the company has agreed to get into a negotiation to purchase the vehicle. On the other hand, having walking power, I have the freedom to walk away from the negotiation for another buyer who is willing to purchase the car within my range. When Fatson company offers a price lower than my RP, I can have a chance to consider another firm that can as well help to increase my BATNA. Nevertheless, Fatson's company has obstructive and personal power. The company can keep me from getting my intended amount from the car sale, considering that it has a variety of authority power since it is a car dealing firm. Also, being a car dealer company, it is charismatic and can use the power to deploy competitive negotiation. Therefore, the company can engage in the negotiation more professionally, ensuring that the negotiation process flows effectively.
To make the negotiation achieve my intended integrative potential through: firstly, explore alternatives. It is essential to develop other options even if I have an open offer for the company. Using the "I FORESAW IT" model will help me identify the most appropriate alternatives to ensure the negotiation runs smoothly. This will involve researching more about the company dealings, how the company purchases such vehicles, and what to expect from it. Secondly, it can be of great importance to explore interests. Exploring the company's interests by asking open-ended questions and listening carefully to the negotiator's answers will help me understand their hidden interest during the negotiation process. This will enable us to clearly understand our interests so as to collectively find a creative solution that will leave both of us happy after the deal.  Thirdly, I think it can be wise to explore the "What-if" process, enabling me to understand whether the negotiation is genuinely bringing any value to both of us. In this case, it is necessary to look into the company's priorities by using the what-if procedure that will allow me to offer multiple offers. This way, it can be convincing to the company to accept my deal. 
