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1.Introduce concepts and theories about negotiation and business

2.Develop an understanding of the nature, scope, conflict management and strategies of negotiation
3.Understand the importance of preparation negotiation and what information should be acquired

4 .Understand process and strategies to use during a negotiation to achieve the optimal outcome
5.Develop critical thinking abilities

The students will have to study some commercial negotiation cases as the basic skills. The students will learn the
business knowledge and commercial negotiation skills on real negotiation practice.
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%0178 : Introduction, Expectations, Objectives and Informa
%023 : Preparing to negotiate
#0378 : Relationship building
%0478 : Establishing a procedure
#0538 : The proposal stage
£0678 : The proposal stage
#0778 : Questioning techniques
25083 : Questioning techniques
2093 : Midterm exam

#1038 : Exploring interests
%1138 : Exploring interests
%123 : The bargaining zone
#1378 : The bargaining zone
#1438 : Powers of persuasion
15748 : Powers of persuasion
%1678 : Handling breakdowns
178 : Closing the deal

21838 : Final exam
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Class attendance : 10%

Online Quizzes : 20%

Midterm exam and/or project : 25%
Final exam and/or project : 35%
Conscientious attitude : 10%
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1.International NegotiationsMark PowellCambridge Education(ZF}&)
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LEM4EH : http://www.cyut.edu.tw/~philcraigie/
E-Mail : philcraigie@cyut.edu.tw

Office Hour :
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