Understanding and establishing goals

Resistance point: Lots D, H, L, and P which are the minimally acceptable alternative

Target: Lots M, N, O, and P which are the desired configuration

Opening offer: Trade/Purchase lot N with Key Company

Trade/Purchase lot O with Delta Company



 Trade/Purchase lot P with Valco Company

BATNA: Sell all the plots at maximum price to help offset the added cost of other location

Tangible goals

As we are Excel company, we own lots A, B, L, and M and we are prepared to trade or sell lots A, B, and L to obtain the desired configuration. Equal trades of lots with other companies are the optimal way to obtain the lots we need. However, we are also prepare to sell A, B and L if the price is right. In addition, we are also willing to spend a maximum of $25000 company fund plus all the money we earn by selling our lots to purchase any necessary lot that will help us to reach the desired configuration. 
Intangible goals

As we are one of the four subsidiaries under Central Industries inc., we are hoping that all subsidies can see the big pictures and collaborate. We believe collaborating between all subsidiaries is the best method to have continuous growth for Central Industries Inc. as a whole and it also might be the best way for all subsidies to have mutual gains. However, in worse case scenario, if other subsidiaries persist in having distributive negotiation, we would have no other choice and compete for our needs. Therefore, we are hoping to be cooperators which we will cooperate with cooperators and compete with competitors. 
