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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
THEAGRPIERE T - LATe IR T see, a husband and wife deciding
HafEze o Bl - ATEFREF BT which city to live in, a customer
BRFRRFIRIAE - BAINIHIR - fyze 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
R~ HEPHEREE - BE(win-win)x 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
FEEHE | HEREA) - PSR R Objectives  |prevail. In the other hand, negotiations
TEGEM - B RAEREE K can get emotional. But you need to
RPN RE RS T ~ BRI (B 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.
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