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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 girlfriend deciding which movie to
TR AIEE T - DU R see, a husband and wife deciding
HifEZE - BIb - AIEREF B . 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 » DG EHE problem and conflict.
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ARER T HE R, HI4E The course adopted lecture by
AR IAE N A ETHE R IR teacher. Itis a quick and simple way
HHEH > QRIS RERERZE to provide knowledge to large class.
I S I B R A B BIET R - Then we have open discussion on

Bt MR ECTEF FRREFRCA Teaching final section. Please forced or non-
HLERATTEE B NE © L4} > iR Materials forced yourself said your opinion each
HFWEREL > HEREBERRE K open discussion.
BHARE 2B EER - SOl
%2 BB R FIBERA R R
2ERY -
O FHEEE(HHFER - ERSmE term-paper(report)(50%),other
BT R = |5)50% Grading assessment (50%).
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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
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