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New Words and Expressions to Article 1

entity n. FEAK i
dynamic a. HAERW Hh
confer . W, de G L, RBEL
attainment n. i 3]
participant  n. SLE S ¥
a. £he

rivalry  n. EE, TR, BT, BT R A
sacrifice  n. WA, KY, B, #E

. AR, B RS R
inevitable a. R R M, b Kb

(D While many people think of negotiation as something that takes place only be-
tween a buyer and a seller or a union and management, in its various forms , negotiation

is used every day to resolve differences and allocate resources. BIRIFZ NI R H

Unit One 5 NSRS
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@ Negotiation is a dynamic process of adjustment. WRHR—AN A i B Y 3h
UL I

@) The negotiator is pulled in two directions at the same time : towards holding
out for more with the risk of losing all; towards agreeing to his opponent’s demands
and securing the bargain with sacrificing the chance of a possible higher reward. R ¥
EIFR HIGE R AR, B E HRAIEM KRR, R EEH R
SR 5 B 4 [ 76 7 SR R FEA ROIR AT AE A5 F A0 B 7 A R, LA R B PR ER A
IR o

Questions

1. What is negotiation?

2. Why has a negotiation course become charming in the past twenty years?

3. Do you think that negotiation always happens between two companies? If not, please

give some examples about negotiation taking place beyond two firms.

Article 2
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New Words and Expressions to Article 2

punctuality n.
keep the professional ball in one’s court
layover n.
attire n.
hygiene n.
bleak a.
solo n.
a.
psyche n.
banish 1.
wear on one’s personal life

rejuvenate .

novice n.
strut n.

v.
burnout n.-
rampant a.
monolithic  a.
spell n.

v.
demonstrable a.

binder n.

ingratiate v,
stance n.
equate .
construe v.

contempt n.

contemptible a.

condescend .
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patronize v. #sh

(D First impressions are a big part of society and business as a whole, and they’re

even more significant in international business. G& IRk, F—HRELSETERM
B ESNERARE S, EBRRFAERTFE—DREERB/ENEE,

@ This can sometimes be difficult in the developing economies and may even require
equipment (e.g. , irons, steamers) to be brought along. ZERFATRBEMBENER, B
AT BETRME MR — =, R T HF R E T RERE AW (B} BT IS HR)

MR
® Stubbornly adhering to “the way we do it here” will only make the negotiations an

uphill battle. FEIHA7IEHF“ R B O HIXUE JBORAE" X RS HEHRHEEEIExME,
@ Chief negotiators and those working solo must “psyche up” for every round of
meetings as if it were the first round. FIRE FOARLL BAFT I 3} Bk ) 3 B 72 G55k A
IEREUR S) & , BURTESE — R MRS AR
® Assigning new duties or allowing subordinates to take key roles (with guidance)

during meetings will keep everyone on their toes and force them to focus anew. FEZ:iY
HTFETRAMFESREUTR(E—EWERT) EAREXESEAA,
RXESEENARFERE, EHRARA.

(©® This can allow the old-hands to hold forth, and giving experienced team mem- _
bers the opportunity to “strut their stuff” can work wonders. X 8B IR K ZFM1NG5
T AR MIINED , L ER 2RNIRAEFINE VS ZRMANIHER &

BEHEE(EHRERRH) REFTE,

@ Burnout is rampant in international business ( particularly for staff with high
travel rates) and it’s usually the result of over scheduling. 18 T 1k, {# &k T
%, X EEFESESPAS IR (REM FRELHBEMRT), X EEE
BT TR MmEHE,

The psychological imﬁact of meeting a monolithic team that is both organized
and directed can be devastating. YMiRFI/NARALEEE B —B F O H0t, &6
fefi X F =4 8148,

(@ Maintaining this level of cohesiveness will become essential if Divide and Con-
quer tactics are to be thwarted. HNSRXJ 7 {1 FH 3 16131, AR 4 {RH5 X F0 B BE I 45 3028
BEFEE,

(0 Be aware that not every culture expresses its friendliness in the same way. A

—RLBER  ARB I, Fr KT RER—#E,
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