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Preface .

Preface

1. Characteristic of International Business Negotiation training course

At present, many specialized courses contain theory part and training part. Training course can
consolidates student’s theoretical knowledge, establishes their thinking of applying knowledge and
is meaningful to help students master the professional skills and raise innovation ability. However,
training part needs appropriate situation to realize the application and mastering of the theoretical
knowledge.

Training of International Business Negotiation, which needs a combination of industry
background and professional knowledge, is a comprehensive training and test of students’
information-collecting ability, plan-making ability, organizing ability, expressing ability, strain
capacity, cooperative ability, judging ability, psychological quality and so on. Therefore, training
course of international business negotiation has a feature of integrity, practicality and openness.
Integrity means in each phase of the training course, students are situated in an integrated situation
and each negotiation training segment is the inner integration of theoretical knowledge, industry
background and personal traits; practicality means course should show the professional skills, the
teacher’s role should swift from an imparter into an organizer and guider of the students who can
acquire knowledge from classes as students will be able to find a problem, pose a question and
solve a problem actively from the practice of negotiation; openness means the negotiation training
courses should be designed on the basis of students’ need, motivation and interest, so that students
can obtain plentiful study feelings from the training and teacher’s evaluation standard can be diverse
as well.

2. Settings and characteristics of the book

(1) Settings of the book

1) Negotiation themes

5 simulated negotiation themes chapter 1, i.e., exporting H refrigerator, exporting Penaeus
vannamei, importing Frozen Ecuadorian white shrimp, importing Vietnam GT Instant coffee and
importing Australian iron ore. Teacher chooses and decides kind and number of negotiation themes
according to each class’s class hours. In chapter 1, only plot lines of the deal like identity of each
side, product and market information and corresponding contract models are listed, students need to
do detailed information collecting and market investigation when do practice.

2) Items of negotiation practices

Chapter 2 is about individual quick response practices, chapter 3 to 5 include team-based scene
practices, display of simulated negotiation plan (with PPT), and simulated negotiations. The items
of chapter 3 to 5 need to be finished on the basis of the negotiation themes in chapter 1.

3) Grouping

A class is suggested to be divided into 4-6 teams according to the number of students. Half
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teams represent buyer while the other half represents seller. Hereinafter, a team means an
organization of 1 side, buyer or seller while a negotiation group means a combination of matched 2
teams, i.e., a combination of a team of buyer and a team of seller.

4) Venue decoration

Negotiation classroom, with negotiation desks, computers for students and internet. Students
prepare table cards.

5) Dress code

Formal, simple and decent.

(2) Features of the book

1) Comprehensiveness

In the practice, individual person needs to finish the fast response practice while the team have
to finish 6 scene practices, making and displaying of a negotiation plan and a complete simulated
negotiation. The negotiation practice goes from a certain section into the complete simulated
negotiation, from individual practice into team-based training. As the degree of difficulty increases
gradually, students can understand and master negotiation knowledge completely in the practice.

2) Close to the real business negotiation

In the practice, students will have to search information about the negotiation based on the
provided information in the book and make a negotiation plan after clarifying and screening the
information; content and target of the negotiation will be based on the clauses in the international
sales contract; an inside-team meeting will be held before the negotiation starts, to discuss about the
advantages and disadvantages of both side, negotiation target, division of the task, negotiation
strategy and so on. Those steps are really close to the business negotiation in the real work. In this
way, the negotiation practice will not be only a contention of mouth and tongue, but a
comprehensive practice of students’ organizing ability, thought, judging ability, eloquence,
adaptability to changes and teamwork skills.

3) Bilingual

All the negotiation themes, contracts and practice items in the book are written in Chinese and
English, meeting the requirement of Chinese teaching and bilingual teaching.

3. Compilation

The book is written by Su Lin from Guangxi University of Economics and Finance,
co-authored by E Xiaoman, Xie Tao, Luo Linmin and Wei Xin from Guangxi University of
Economics and Finance and Xu Qingiang, experienced businessman, supported by students Zhang
Jinxian, Wang Xin, Liang Xiaomi and Qinzuo. Thanks for their help.

Due to my limited knowledge, there might be some mistakes and flaws in the book, please
don’t hesitate to correct me.

Author
2016. 12
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