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HEHAZRSE (6323 Course Number (6323
BHREE | EER Instructor  |O'BRIEN,MARK WILLIAM
hade  |[RPILEE Course Name |Negotiation Psychology
PSRN |ERAER(CHE)=ZA Department
EER  |[EE Required/Elective|Elective
=iy Sy Credits 2
ARFEENERE T RERPIER O The contents of this course range
TEE) - RO - (TR - L from negotiator psychological
REHE Objectives activities, demand psychology,
behavior characteristics, and so on.
Teaching
M Materials
BEFE SR Grading
BEMEE |
BRI AE P SE R AR A B A A A Topics covered will include:planning,
] pre-negotiation preparation,
developing strategy and tactics,
negotiation techniques, and the
BEAR Syllabus successful conclusion of negotiations.

Upon completion of the course, the
student should be able to employ
successful negotiating techniques to
common business situations.
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