FAGHERE 8L+ E X1 2HMHUEARE
Business Negotiation & ¥ & &% H

HHAZREE (3115 Course Number (3115
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ha e | REEBHS Course Name |(Business Negotiation
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=iy e Credits 3

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
HRESE - TEHM - EFEAERZ 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
EHEBHRA Book: Business Negociation

Bt TR REE Teaching  |Author: Kuo-Chung Cheng
X EEBRAH Materials Publishing: Chian-chan publishing
Co.
HAS=% 50% Mid-term test : 50%
BEFTE G RS OHESEmEHE50% Grading Final exam : oral report & paper
50%

BEEE |
B EHEARE T E AR The goal of course is to escalate
PR E R EL 7 5 MR EE A A student's hnowledge on negociation
SRS B AT 1 SR v theory and negociation practices
PIEHABSPIAE » 3RANLE through class operation, the class
KiESERZE - A B BT RGE scope starting with business strategy
A to achieve business objectiveness
BEFEREE: LR - 8 - during negociation skill
HBO0E implementation.
1.3k PI The subjects covered essense of
2HAIF AR negociation, psychology of
3HFILHERFE negociation, situational factor,
4 HRHEE pattern, process, skill and reality
S5FIRENRE practices.
6.ZABRRER Majoy activities consist of lecture,
7 HAIEF report, sharing, speech on the class.
8. HEEH The chapters are listed below,

we  |9HARE 1. Negociation concept and

BRNE 10 spimyiess Syllabus ;- duction
1. hER B 2. Major factors of negociation
12.BIREERA 3. Psychological factors of
13 HREH negociation
1405 EZE 4. Expert speech
1515 E % 5. Power factor of negociation
1605 E K 6. Situational factor of negociation

7. Negociation processes




8. Topics lecture

9. Mid-term test

10.Tactics skill
11.Negociation and arbitration
12.International negociation
13.Expert speech

14 Harvard case study
15.Harvard case study
16.Harvard case study
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