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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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%0138 : Ch.4 Introducing People: part 1.
%023 : Ch.4 Introducing People: part 1.
#0378 : Ch.5 Introducing People: part 2.
0438 : Ch.5 Introducing People: part 2
28057 : Ch.6 Introducing People: part 3.
#0678 : Ch.6 Introducing People: part 3
%07 : Ch.7 Listing-order Paragraphs: part 1
#0878 : Ch.7 Listing-order Paragraphs: part 1
2098 : midterm

%107 : Ch.8 Listing-order Paragraphs: part 2
%1178 : Ch.8 Listing-order Paragraphs: part 2
#1238 : Ch.9 Listing-order Paragraphs: part 3
#1378 : Ch.10 Giving Instructions: part 1
%1438 : Ch.11 Giving Instructions: part 2
%153 : Ch.11 Giving Instructions: part 2
%1678 : Ch.12 Giving Instructions: part 3
#1738 : Ch.12 Giving Instructions: part 3
1830 : final
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FINAL : 25%

mid : 25%

HW : 40%
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1.First Steps in Academic Writing Level 2(Z#l&)
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E-Mail : zephyee@gmail.com
Office Hour :
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