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Chapter One: Basic Conception
of Negotiation

1.1 Conceptions of Negotiation

1.1.1  Origin of Negotiation

The word " negotiation” is from its verb “negotiate” ,
which derives from the Latin word negotiar with the mean-
ing “of to trade or do business. " This verb itself was de-
rived from another word, negare, means “deny” and a
noun, otium, means ~leisure”. Thus, the ancient Roman

businessperson would mean, “deny leisure” until the deal
had been settied.

rﬂﬁﬁ h
negotiar T X, B “HMHAZH £F" HWEE, Hnegoti-
ate 7 negotiation # 4 17 % %K &
negare LT X, Bl “dE4” ZFE. # negotiate t H 4
otwium HT X, EH “KK" | % F negare # K negoti-
ate YL B 3 4 18 negotiation

WRH—EHERT, BNAHEERR—FHECE
EH,

By
\mnwmm e J

1.1.2  Negotiation

Negotiation is a basic human activity as well as a pro-
cess people undertake every day to manage their relation-
ships such as between a husband and wife, children and
parents, and a buyer and a seller . As the stakes in some of

EEHFFEEHN 1



these negotiations are not so high, people need not have to
get preplans for the process and the outcome. But there
are other cases like international business negotiations in
which the stakes are too high to be ignored, people have to
get prepared in a more careful way. This book intends to
deal with business relationships of the latter type. Both
sides in this kind of negotiation contact each other so as to
get a better deal than simply accepting or rejecting what the
other is offering. The entire process of negotiation is found-
ed on the premise that both are interdependent, that is,
one party cannot.get what he/she wants without taking the
other into consideration. In the process of negotiation,
there are no rules, traditions, “rational methods™ or higher
authorities available to resolve their conflict once it crops
up; it is a voluntary process of giving and taking where both
parties modify their offers and expectations in order to come
closer to each other and they can quit, at any time.

-

37

stakes W&, BiE, AXFTHEELHRE)AR

premise (FH ok # 7 TWH) MR
AARN—FEANBEED, XRALHLHE,

EAFH; CARAELERXEAFZEANER, E6

HEREUNEOREES, B X L.

1.1.3  Why Negotiate

Negotiation-is at the heart of every transaction and, for
the most part, it comes down to the interaction between
two sides with a common goal (profits} but divergent
methods. These methods {the details) must be negotiated

2 WIOBMKBHEXARNELS



to the satisfaction of both sides. As we will later find out
that it can be a very trying process that is full of confronta-
tion and concession. Whether it is trade or investment, one
side will always arrive at the negotiation table in a position
of greater pcwer.

1.2  Negotiation vs Bargaining

"Negotiation” and “bargaining” are sometimes used in-
terchangeably, but not here. It is held here by us that bar-
gaining or “competitive bargaining” is more like haggling in a
typical marketplace, for the aim of both sides is at maximiz-
ing their own benefit by sacrificing the other. It 1s a typical
win-lose negotiation, where the resources are limited or
fixed, and everyone wants to maximize his share of the re-
sources. Usually neither side wants to share information
with the other while both try to get as much information on
and from the other. On the other hard, negotiation or “in-
tegrative bargaining” , when handled wisely, is nothing but
a win-win one in which both sides involved can bring home
beneficial or handsome outcomes. Namely, both sides will
win from instead of at the experse of the other. It 15 more
related to a problem-solving approach, where both sides re-
gard the negotiating process as a process to find a solution
to a common problem. With negotiation, it is possible for
both sides to achieve their objectives and neither gains
completely at the cost of the other’s concession.

FR
bargain A BEXEFH L FEE T HERT

win-lose; win-win KHLERF LAY BB, AR %
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f’ﬁ?ﬂi}i %, B EA lose-lose (W #) Z it )
concession it¥, FRPAHLFEHETRENH - FR
wRE XA TN AT LHE LR E, BRER
RRFTAFLERGFRAGBEANE LA E, ELA
HEHNE, IEREIEXFTHAEMNTERER Loy,
WG &R UEHA T HRAE .
Nt ———

1.2.1  Characteristics of this Type of Negotiation

1) Both sides share open information. In this case,
both sides sincerely disclose them and listen to the other’s
objectives in order to find something in common.

2) A search for a solution that satisfies both sides.

3) Both sides know that they have common and con-
flicting objectives, so they try to find a way to achieve com-
mon and complementary objectives acceptable to them
both.

4) Both sides try to understand each other’ s point of
view.

1.3 Framework for International Business Ne-
gotiation

An overall framework for business negotiation is made
up of the following three aspects; background factors, the
process and the atmosphere.

. “31=}
framework MHEBYFEN Wi, EE” %

atmosphere AAREA, XEHE-FFFHAAMKHA

yg “/‘—iﬁ"
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1.3.1 Background Factors
This group of variables, which is made up of objec-
tives, environment, market position, third parties and nego-
tiators, serves as a background to the process. It influences
the process of negotiation and the atmosphere in a positive
or negative way.
Objectives are defined as what each side desires to
achieve in the end. They are often classified as common,

conflicting or complementary, namely: a common interest
in both sides” wanting a successful transaction to take
place; their interests conflict as profit to one is cost to the
other; and complementary interest brings them together.
Here, common and complementary objectives leave direct
and positive effects while conflicting objectives have nega-
tive ones on the negotiation process. Environment here
refers to the political, social and structural factors related to
both sides. Variation of the two sides with regard to envi-
ronment in international negotiation often hinders the pro-
cess. This is more typically the case with those sides that
are unfamiliar to each other with their different back-
grounds. Political and social aspects directly influence the
process whereas market structure does the atmosphere.
The market position of the sides plays an important role in
the negotiation process. The third parties like governments,
agents, consultants and so on may influence the process
with their own objectives. And negotiators influence the ne-
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