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RINEEL S > ERHEAER - BHE We"re always negotiating, every day
ANEH) ~ TIERESE - BYIRE - A8 of our lives and in every kind of
RIS ~ SRIEHREE ~ BERE R - situation-—--whether it"s a boyfriend
BRI RS - (EERERFIK and girifriend deciding which movie to
TR AIEE T - DU R see, a husband and wife deciding
HafEze o Bl - ATEFREF BT which city to live in, a customer
BREAR P ~ BPIRIHIRE - fijZe looking to buy an automobile, or an
B - HAEMRERRA ~ SE=EEA employee trying to get a raise. We all
FBERES B SR » Bl (win-lose) negotiatiate. But many of us still have
= - HPEEAEME - BE(winwin)z a fundamental fear of negotiation.
ARAIRTERES BRI - BRAIRTHIYESE T Ultimately, negotiating is all about
TEGRAIRI B REERK ~ BARHER: - & whose concept of reality is going to

AREEER | AERRA) - BRPURRR R Objectives  |prevail. In the other hand, negotiations
FEGEE - B RNEREE K can get emotional. But you need to
FAE ARG - BIEEAIE remind yourself that they"re about
AFH ~ BIRSBRAIIEZR(BOSE ~ & basined. This course will introduce
2 Ry~ 2UERES) - 2UEERE above issues. Trying to make
HRPINEE » IR AINPAREZ students know how to use negotiation
HE)E - TEER > EFEHRERZ theory and skill to solving they
EEHAET DB EEH problem and conflict.
¥ o AFRERAE S R R R e
Wi AERUERRS L SR AIEGRE,
FEANAIAT R & AN AT B A T
VR HEREE.... 5% AR R EB
HrERrEaET

A P F B E RS AR 2L, TREBIE Teaching
=% (96.01, MHER) Materials
1. Hi02%(30%)2 iR A Kl &5 1.Midterm examination(30%)
. (3096)3.HIfE(20%)4 . F-HF3=TH,(20%) . 2.Case report(30%)
REE R Grading  |5'5 cention (209%)
4.0Ordinary(20%)

BEEE |
AR AR R B BN RS This course is designed to enhance
RPIFEARZ SHYmaREt > N EE the understanding of business
AR 5 e AR B R R BT ZE negotiation. It mainly concerns about
DA A2 R S Re /53 [l > B the conflicts which are often
LUAERR B i ey B R e 5 0 SRR happended in the process of
S ERERANEBIESN - 2572 business trade and how to achieves
CHENEE T (1) ~ NiEE5Ek the satisfied agreement for two sides.
PRS- FEEERE - (2) - & Also, there are discussions and
BT AREERZEH] - (3) ~fF analyses of the cases helping

HEBANE |BABRKPIEBEFTS - DUERS Syllabus students apply the theory in

FIHH »

practice.The objectives of this course
are:1. To develop an understanding of
concepts, theories, and practices of
business negotiation.2.To learn about
a particular segment of the business
negotiation from the practical
cases.3. To develop the ability to
analyze and evaluate, the
performance of negotiation.
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