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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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#0148 : Introduction, Expectations and Objectives
2023 : Unit 1

#0378 : Unit1

2043 : Unit 2

Z053F : Unit2

2063 : Unit3

078 : Unit3

083 : Unit3

20978 : Midterm Exam
103 : Unit4

%1138 : Unit4

12 : Unit4

133 : Unit5

14 : Units

151 : Unit6

%1638 : Unit6

17 : Unit6

21838 : Final Exam

B SR ST 7 R

Class attendance : 10%
In-class Quizzes : 20%
learning attitude : 10%
Midterm exam : 30%
Final exam : 30%
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1.International Negotiations Mark PowellCambridge Education(ZF}&)
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LEMHEE : http://www.cyut.edu.tw/~tinoliao/
E-Mail : tinoliao@cyut.edu.tw

Office Hour :
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