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1SR R - 2 B ERIR We're always negotiating, every day
W% o 3.ERMIAVASREEIER - 4 352080 of our lives and in every kind of
P EREEFR TS o 5.ERPIR LB TEER situation—---whether it's a boyfriend
(—) ERZEMXKE - 6.3418 and girlfriend deciding which movie to
DIEER () (BEHEGE 74 see, a husband and wife deciding
VERP] - NIBHE T - 8.4HRKS - which city to live in, a customer
BFEHOUREREE  fRFENE looking to buy an automobile, or an
SR - 9.FEHKA - TSMCHEE employee trying to get a raise. We all
RESHREE - 10.58E34 « DIRET negotiatiate. But many of us still
= EEEH - 1. : DlE et havea fundamemtal fear of
REHR ENIAWTOHRSER P RH - ST negotiation. Ultimately, negotiating is
all about whose concept of reality is
going to prevail. In the other hand,
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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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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