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1. Understanding business negotiation thinking

2. Knowing the types of negotiation thinking

3. Mastering the psychology of negotiation

4. Applying language arts in business negotiations
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Case 1

A negotiator walked into the office of a bank manager to promote his products. The female
manager was bowing her head in writing some things. From her expressions, the negotiator could
see that she was in very bad mood; the ashtray full of cigarette butts and the extent of the mess table
suggested that she had been busy for a long time certainly. The negotiator thought: how could I
make the woman manager put down her work and pleasantly accept my promotion? After
observation, he found that the manager had a glossy black hair. So he flattered: “What pretty
long-hair! My wife dreams about it, but her hair is yellow and scarce.” At that time, tired eyes of the
manager appeared shining and replied: “No pretty than before. Too busy, you see, the mess.” The
negotiator immediately handed a comb and said: “I just wash it, please use it to hair and you must
look more beautiful. You are too tired and should have a rest.”” At this time the manager recovered
and asked: “Are you?” The negotiator indicated his intention at once. The manager was very
interested in listening to the introduction and quickly decided to buy his products.

(From International Business Negotiation, 2014)

1. Did the negotiator directly promote his products to the manager when he walked into
the office? Why?

2. What did the negotiator do before he made his promotion?

3. What have you learned from the case?

BEBIFE U T RIS T AR BB RIS, NRREYEZ ARG T RS
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Case 2

A substantial electronics firm faced considerable difficulties in one of their subassemblies.
The root core of the problem revolved around certain types of fittings and pins that were
becoming bent and distorted by the operation of the machinery. Units which were being
produced were damaged and had to be rejected because of imperfections. These rejected
components were put aside and then re-worked later on in the month.

This duplication of effort resulted in increased costs as workers had to work overtime to
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meet their quotas. These extra costs for the extra work performed had not been considered in
the manufacturing budget. The manager of this subassembly line did not want to be charged
with these overhead expenses because he felt it was not their responsibility. Likewise, the
manager who was the overseer of the final assembly department also refused to accept the
increased costs to his budget. He argued that the extra costs were a direct result of the poor
work of the personnel in the subassembly department as this was where the problem originated.

The subassembly department manager countered this argument by claiming that the parts
were in good condition before they left his department and that the damage must have occurred
in the final assembly manager’s department instead. Both parties fell into an impasse.

Some time passed before a resolution to the matter was worked out that was agreeable to
both parties. What both parties were really seeking was to find a long term solution to this
dilemma. It was only when they truly understood the nature of the problem were they able to
negotiate a reasonable solution that was acceptable to both of them.

It was ascertained that the subassembly workers had some slack time available during
every working month. The damaged parts were returned in small batches from the final
assembly plant so that the subassembly personnel could work on them during these slack
periods. Also, when they examined the problem in more minute detail, the managers learned
that some of the personnel in the final assembly plant may not have been adequately trained
and may have also been partially responsible for the damaged incurred. These personnel were
identified and were sent to the subassembly plant to further their training and to learn more
about what transpired in that department.

The resulting solution addressed the increased cost concerns of both departments on the
one hand. On the other hand, overtime was reduced by allocating the personnel where and
when they most needed and finally, because of the enhanced training, the number of damaged
parts was considerably reduced.

(From http://www.studymode.com)

1. What reason do you think made both parties fall into an impasse?
2. How did they solve the problem?

3. Is it a successful case for business communication and why?

4. What do you learn from the case?
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Three Negative Thoughts Holding You Back from Negotiation Success!

PRAFIR FI AU Th B =N iH R B 4E

If you’ve successfully started your own business, decided to go freelance, or work at a
startup, you’re used to rolling up your sleeves, working hard, and doing whatever it takes to
get things done.

But when it comes to negotiating, do you still freeze up or freak out?

If you find it hard to approach investors, raise your rates, or talk about money and
contracts in any way—you’re not alone. Thought traps women have about their perceived
inadequacy when it comes to negotiation are pervasive: In surveys, two and a half times more
women than men said they feel “a great deal of apprehension” about negotiating.?

So how do you become comfortable asking for what you want and deserve?

It starts by shifting some fundamental beliefs you have about yourself and your ability to
negotiate. Only from there can you slough off what’s been blocking you from getting the rates,
contracts and deals you want and your business needs.

Which of these common self-limiting beliefs is holding you back from negotiating and
limiting your chances of outrageous success?

“I’m not the negotiating type”

Women often attribute their success to luck or the help of others, rather than to their own
hard work and strengths. But if you want to succeed, you need to let go of the false thought that
negotiating is a skill that you either are or aren’t born with. Negotiation is a skill you have to—
and can—learn.

Much like a muscle, you have to practice your “ask” in order to bulk up your strength. It’s
up to you to pump negotiation iron!

“I hate talking about money and numbers”

Many women are uncomfortable with confrontation. We make ourselves sick with concerns
that people will think we’re self important or pushy if we make or counter an offer. We get scared
about what others will think about us. But you can turn those anxious thoughts into an asset by
asking yourself: What’s really behind the discomfort I have asking for things from other people?
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“I won’t get what I want, so why bother?”

Women tend to operate from a “playing small” mindset, often thinking of our businesses
as side hustles, while men think of ventures in terms of enterprises. Coming from this place,
women acquiesce power, hoping for “just enough”, and crossing our fingers that the other
person will do us a favor by simply accepting to work with us. This scarcity mindset is both
damaging and unrealistic.

(From http://www.linkedin.com)
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Read the text and answer the questions.

1. Are you afraid of negotiating with others and why?

2. What negative thoughts presented in the article may hold you back from your
successful negotiation?

3. What do you learn from the text?
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Case 1

It’s at one of the city’s best restaurants. Mr. Lin is hosting the dinner. He is to make
remarks before the dinner starts.

Mr. Lin: Dear Mr. Ford and my dear colleagues. We are very happy to have Mr. Ford here
with us tonight. Confucius once said, “What a joy it is to have friends coming from afar!” Mr.
Ford is an old friend of ours, coming from the other side of the earth, so our joy tonight is
beyond expression.

Mr. Ford is a pioneer in the US trade with China. He was one of the first American
businessmen who came to China right after the implementation of our policy of opening to the
outside world in the late 70’s of the last century. Since then, we’ve signed 16 contracts with
IBM. Though there have been ups and downs in the trade volume, we’ve developed a mutually
beneficial and therefore very solid relationship. And we are very proud of this. As our present
contract is expiring next month, we’re very pleased to have you here to work with us on a new
contract. I firmly believe that through our mutual efforts, the new contract will further
strengthen the ties between our two companies and benefit both sides.

Our negotiation will begin the day after tomorrow. I’d like to take this opportunity to
propose a toast to the success of the negotiation, and to the further cooperation between our
two companies. Bottoms up! (All the guests stand up.)

Challenging projects, opportunities for
25 jinnovation and creativity, learning and
creating at a high level

Important ects, recognition from
P oo ooy Nl i

Acceptance, be part of a group,
Social (Balonging) — identiﬂcati&n with a sunnessmf

= Physlcal safety, economic security,
Safety/Security freedom from t'hraats
Physical survival needs: water, food,
Physiological = sleep, warmth, exercise, etc.
Maslow's Hierarchy of Needs is shown above. The pyramid illustrates the five levels
of human needs. The most basic are physiological and safety/security, shown at the

base of the pyramid. As one moves to higher levels of the pyramid, the needs become
more complex.

(From International Business Negotiation, 2014)



