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Renegotiation on the Third-party Competition
Before Contract Signing

The buyer’s background

Shanghai Mingzhu International Trade Co. , Ltd. (hereinafter referred to “Mingzhu™ ) is a
professional import and export company. Under the entrustment of one factory in Hebei Prov-
ince, it imports the technology and equipment for the production line for the production of elec-
tron guns used for kinescopes. It dispatches the department general manager and related person-
nel to participate in and organize the negotiation. The factory also dispatches some major techni-
cians to participate in the negotiation. The members of the negotiation team have visited the
seller’s plant and been the goods friends with the negotiators of the seller. All of them are will-
ing to have a successful business.
The seller’s background

Japan Choyo Glass Co. , Ltd. (hereinafter referred to as “Choyo” ) is a professional glass
product manufacturer and has strong competitiveness force in the production technology for such
electronic glass products as electron gun ete. It is very familiar with the Chinese market and en-
joys certain reputation in the Chinese market. However, this is its first export project to China.
In order to get this business, they have given a good reception to the personnel of the buyer,
had very successful technical exchange and both parties have established good relation.
Relation between both parties

The seller and the buyer have established good cooperation tie, and whether technical and
commercial personnel, they understand each other well. The buyer has exchanged with the ri-
vals of the seller. These rivals participated in the bid for this project but they withdrew earlier.
This time, they come to renegotiate for the business, which is out of the expectation of the buy-
er.
Negotiation background

This project has had technical negotiation and commercial negotiation and both parties have
reached corresponding agreements. For the technical part, the experts of both parties clean up
all items and form a technical annex. For the commercial part, both parties have reached an a-
greement at USD13. 5 million, and detailed technical fees, service fees, equipment fees and
commissioning raw materials fees and reached a draft agreement for the text of the contract.
Both parties determine to have interior review on the technical annex and draft contract in order
to have a formal and effective contract signing. At this time, one domestic rival of the seller, by
means of various channels and by virtue of no formal contract signed, requests the opportunity to
participate in the competition. The top management of the buyer deems this is good for the fac-
tory and instructs the negotiator team to give such rival an opportunity.
Negotiation tips

Although a renegotiation is pregnant with heavy risks, the buyer can take advantage of
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4 competition to press down the price quoted by the other party. But the cut cannot be too big. If

the two parties fail to reach an agreement, either of them will have no room to make a remedy.
For the seller, it will not get the contracted deal if it makes no retreat at all. The needed negoti-
ation technique is how to prevent serious losses of benefits by suggesting the other party when to

stop before going too far.

Negotiation place and time

Shanghai, March, x x x x year.

Simulation requirements
Complete negotiation organization ( personnel arrangement and staffing) , prepare negotia-

tion scheme, hold and have negotiation.
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Negotiation on Technical Training Annex

The seller’s background

France Luklbashi Printer Co. , Ltd. (hereinafter referred to as “Luklbashi” ) is a company
engaging in the production of precise electronic equipments and printers and is famous in the e-
lectronic industry of France. As its products are for civilian and military purpose, it has good
market sale. As electronic technology of China after the Reform and Opening-up needed to be
improved, this company thought this was a good opportunity. By diplomatic means, it has en-
tered the Chinese market. For the first transaction of production technology and production e-
quipment for printers, the company pays much attention to and dispatches the strongest negotia-
tion team to China for investigation, exchange and negotiation and it is full of expectation and
confidence to obtain this contract.
The buyer’s background

Beijing Shuguang Electronic Equipment Co., Ltd. ( hereinafter referred to as * Shu-
guang” ) is a professional company engaging in the production and sale of computer peripherals,
especially the production and sale of printers. In order to update technology and promote prod-
uct competitiveness force, Shuguang decides to raise money to introduce the related advanced
technologies. It is registered in Beijing Hi-tech Development Zone and has the self-operation
right for export and import business. With the joining of many scholars having studied abroad
it is strong in production and sale. In addition, it is very familiar with international trade prac-
tice. For this technology introduction, it dispatches its own personnel for the negotiation.
Product

Production technology and key product production equipment for printers, as well as the
service necessary to grasp the production technology and operate the key equipment provided by
the seller (the training for the practice personnel of the buyer and the technical guide of the
seller’s experts ) .
Negotiation stage

Both parties have reached a technical agreement and a price agreement with a total con-
tractual price of USD 6. 3 million. The training program will be carried out in Luklbashi Printer
Co. , Ltd. and French party will accept 12 trainees. The technology training will cost USD
360,000 in total, of which 20% will be paid as the life subsidy for the trainees during their stay
in France. The negotiation on the main body of the contract has been completed and both par-
ties agree to include the provisions on technical training and technical guidance into its technical

annex. At present, the negotiation is about to enter the stage of technical annex consultation.
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Customer relation

This is the first transaction between both parties, but the French Embassy to China and the
Chinese Embassy to France know this transaction, which makes the negotiators of both parties
with certain publicity and increase the attention to the negotiation.

Negotiation target

The Chinese party needs to make an assessment of the training plan submitted by the
French party and consult with the representative of Luklbashi Printer Co. , Ltd. on the affairs of
life subsidy of the Chinese trainees during their stay in France.

Luklbashi delegation should try to persuade Shuguang Group recognize the main terms and
conditions of the training plan and get the technology training annex smoothly signed. On the

other hand, the life expense of the Chinese trainees should be fairly shared among both parties.

Negotiation place and time

Beijing, August, X X X X year.

Simulation requirements
Complete negotiation organization ( personnel arrangement and staffing) , put forward the

draft and discussion points of this technical annex, hold and have negotiation.
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