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EHEREE (7205 Course Number |7205
RABED  |REE Instructor  |CHANG,TIEH CHUN
haRE | AFRREEE Course Name |Inner communication
PAFREEAL  |ERSERELII—A Department
EER  |[EE Required/Elective|Elective
2% 3 Credits 3
AR EEHEE THATASREET The goals of the course is to help the
DIGERHBCERIRNG - AHRRa g T LA students in understanding that an
WA AIDMEEARERRR - A b2 organization is a good way to make
FIRERN © N the operation more smoothly; it could
REHE ERESL e also reduce the position level in the
organization, improve the relationship
and upgrade the effect to the
organization.
ARER T HE R, 4L The course adopted lecture by
RERE 2R E NS ETHEERNGE teacher. It is a quick and simple way
HHEH > QBRI RERERZE to provide knowledge to large class.
L S B B MR A B BIET ER - Then we have open discussion on
Bt MEEC TEF RS CR Teaching final section. Please forced or non-
HLERATTEE B NE © L4} - KR Materials forced yourself said your opinion each
HFWREL » HEREBEERR open discussion.
BHARAE 2B AR - BULEERE
%2 B R FIBERAR I R R
Z2ERY -
O PRI (HEER - EFRR term-paper(30%), final-exam (40%),
< -~ E3£)30% . other assessment (30%).
BETRGR © HA R 2:30% Grading
O© HIARF AR E40%
BEEE |
HEELS > ERHEEE - #E We're always negotiating, every day
NEE ~ TIEE - Bk - A5 of our lives and in every kind of
225 - RIEHEEE - BIRMEE - situation——whether it's a boyfriend
BERIR RS - (EERERFIK and girifriend deciding which movie to
THEARRPIERE P - LATE AR e P see, a husband and wife deciding
HfETZE - Bt > ATERE T EARE : which city to live in, a customer
PRARRFINIAE - BAINIHIRS - fEze looking to buy an automobile, or an
EH - MHAEREREH - SE A employee trying to get a raise. We all
FBERES Ko SRS - Bl R (win-lose) negotiatiate. But many of us still
= HPEEAEME - BE(winwin)z havea fundamemtal fear of
RPIRERNS B SRR ~ BRAIRTHIRESE T negotiation. Ultimately, negotiating is
TEGRPIM BRERRR - BfRHERF - & all about whose concept of reality is
HEBAE | HHERSH) - PSR R Syllabus going to prevail. In the other hand,

Tk (FEAN W RAIEREE X
ARPUBCRATRERGE I - BIESRRA (B
ARFA ~ BERPIZR B ~ &
B~ R~ SERRESF) ~ SULRRE
HRAIFE > DURAAT AR E 2
R - TEER > EREAERS
EERHRFIET > DR EEE
F o AR BE SRR R &
e N AERRSERR S - SRR PIBRE,
R AT B AT S S T
TERDERE... FF ARERUES
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negotiations can get emotional. But
you need to remind yourself that
they're about businee. This course will
introduce above issues. Trying to
make students know how to use
negotiation theory and skill to solving
they problem and conflict.
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