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Part One
About Negotiation

XFH%H

Negotiation is a dynamic process of adjustment. In import and export trade
operations, the buyer and the seller confer together 1o reach a mutually satisfying
agreement on a matter of common interest. This is because each of the parties has
his own objective in trade operations, e. g. the seller intends to sell the goods/
services at a higher price, while the buyer intends to buy the same goods/services
at a lower price. Each party presses for the attainment of its own goal. But some
element of cooperation must be present, otherwise there will be no agreement at
all and the opportunity to take part in the activity will be lost.

RARL - T HBEREH. EHBOAS D, TEUHK— LRBRNEBH
RIEHATRERUSESHLEEA DN, SERAXEUHFEFTACHE
PrRo BlI0: EHFKURBOMBEEACKHHERRS, WS FUEUE
EMMRBULFEEOFGRRS. U BEFREcBACHEN, X8
RN ZA a1, BT LRI, ATRRRZR N

£,

The dual elements of conflict and cooperation are described here: it is in the
mutual interest of participants to come to some agreement and this provides a
cooperative aspect; however, the interests of participants are opposed, and this is
the basis for rivalry. 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.
BEFRMRPUASGHEEIER. Wy EERNOAEE BTN ARLER I
W, TRAEMRR: R, MAMAHEBRARR XA N SN ER. &
HAERRZRAIAFEAMES: —REERABENNERTRF A KE KR
i ~RFEBEMFTHER, KRS, NMEXEBERREHNL.



The two parties need to adjust themselves by exchanging their ideas on the
common interest, and then the negotiation begins. Over a span of time, a final
agreement is reached. Maybe neither of the parties is wholly satisfied but both
recognize that it is more beneficial for them to agree than to disagree. Negotiation
has its end result on a basis profitable to both parties.
BEFEBEIRLFMNAERZRELATHEEENEE, XERAR
FHY . 2 —BReda s, SaBREP. DT REx I thil 3 A5
SWE, HEMANSLEARE . SERRBUEK, SRBUHNFES
Hle RAMBRERET AT AL .

Negotiation is not treated as an isolated event but as an integral part of the total
business activity. Links are established in the chain by which goods are traded
and services are provided through the agreements negotiated. In this respect,
negotiation is a function subservient to the general commercial interests of the
parties involved and it is directed towards the achievement of their overall
objectives.

RAF ML TFRAIXEHZH, TRBIXHEHN—8S. TRELERR
BEHRAMDUTRLAY, WEHABZMS W REXEEI IR R XA
HTH . ALER, RARIRAZERNF OB LA RTHRENTR. B
ATEWZBEFEHREHENTRF K.

The process of negotiation takes place in a series of time scales. The first one is a
period during which the negotiator must prepare for the negotiation, and execute
the initial approach. The second period follows during which the parties must
reach agreement for the common interests to be realized. The agreement itself
operates during the third period and may give rise to the need for further
negotiation. Finally there is the extended period during which the parties think of
a continuing business relationship and can be regarded as infinite.
BTMRASBREE- M EZONERZH. B— TR, &5 9kAH
WA HH#TIREM; E2HE, EFVRILAXBHET AR B
REPHTREER=Z0E, dRTHE4H - SRANEE,; ERENT
REB, &N EREFRKANKHEXR, K BLHEMR K E,
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The agreement provides a discipline for the participants in the first two short
periods. And these two periods affect the value of the outcome. But the extended
period is very important if both parties contemplate a long-term continuing buyer/
seller refationship. The parties know that the value of any successful bargain is
limited because opportunities provided in the administration of the contract or by
other tenders may correct any serious out-of-balance. On the other hand. the
bargain may be of significant value in the consequences it possesses for the future,
not only because of its actual terms. but also for the manner of its negotiation and
its impact on human relationships.

. THAREONERT, B ARE T XE M REER LS
R HUEESRKRARGARO LN TR, TRNBUEXLTE.
A7) R0 AT o — UK AU Th 6 £ 6 R SR AT BR Y. R O & TR BUAT L R R
B89 Wl 22 U 1 B SR AL B9 BTl WL 4 BB A T BE A8 IF R 0 T % R A M fil
BIRE AL, WG ~EE, HHEN RN ES BN EL, &
AUERBRERT R, NRATAREGARERNEWE, FNEUIH.

Success in negotiation is seen not to be measured in points scored off one’s
opponent, but in the contribution that the negotiation makes to the successful
operation of the activity as a whole. This applies within the negotiation itself.
Each party must accept the need to modify its own demands as necessary to meet
the requirements of the negotiating objective. There is no room in a negotiating
team for a certain person to insist on pursuing limited departmental interests to
the detriment of his team’s overall success.

WU S EHRU GBS FRER, H2URFBRNZHEHNR
AR, T-RAFTRANBISEBZH. ERAS, gHFFERAC
MER, UEXAHRABM. E—MRAMES, FAFEMANBX
R B JR TR 2% TR 0 B N R B R T S R K



Chapter One
Preparation for Negotiations

k0N 0k -

Far too many business negotiations fail because of inadequate preparation on one
side or the other. So it is important for the participants to make a good job of
preparation before the negotiation begins. Preparation is necessary to achieve the
highest level of success in business negotiation. In a word, there is no substitution
for advance preparation in negotiation arena.
FERHARMNBEHEBE - RS - TR ETERE S, HRERAF
BZRRAANREINESTHEREBANEE., EHRARBRARE
M), BETELARTL, B2, ARHNBHLE, RMWHELTIELET
=Ty

Emphasis on preparation in international business negotiation is due to its
complexity. It involves activities that take place across national borders, and
deals that might have to be transacted in foreign languages with constraints of
foreign laws, customs and regulations. The negotiator has to take cultural
differences into account. If foreign currency transactions are necessary, the
negotiator must pay attention to exchange rate variations. Foreign/world market
situation and the risks of international trade are also within the scope of study
before the participants begin the negotiation with his foreién counterpart.
EERAZTZRAURAES TANEEN, BRI TCNERHE, EHE
PREHERER, FEPHXHTRLHIETSHERT, ETEZAE
SMEER . JBAMAMEMRRE, Hit, RHEAEBTAER. XHFHTC
XEE, RAZELAERTCRESHHOEE, £S5 F RN, Bi/HR
W15 F R B R 5 9B IR R T 3 % R % B I A s

This chapter will outline the critical steps in preparing for business negotiations.
The topics focused on are arranged according to their chronological order. Details
will be found in Part Two and Part Three in this book.
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I . Forming the Negotiating Team i% ¥ BA {8 9 4 A&

Negotiation is a team sport. It requires the specialized skills, communication
ability, team spirit and gamesmanship found in any professional sporting event.
If a negotiating team is structured properly and is deployed in an effective and
timely manner, it can play a critical role in achieving victory at the bargaining
table.

RUE—MEETE, EFEHINRABET MR, WENEN.
HHEA B fE RS, LIREBH R oM, XM — AR K F T E -
BAEB. MBREANEHABY, ARBER. A, XouikHmm
HERBEEENEM.

If you expect your negotiating team to be effective, it must be organized at an
early date, preferably as the first step in preparing for a transaction. The
members can foresee the areas covered by the negotiations, and have the technical
expertise to deal with the problems effectively. They should also be compatible in
temperament with one another.

MRGEBBE - HAEMNRARE, RARBHLARMNG, BIFHT
ENEEXHHE - IERE. XESMERMOARRERM RGN
B, FERRFNELRPRAE BRI EE, R AR 0 R 8t
M.

1. The Selection and Size of the Negotiating Team
WA A B A ik 4% 0 ik ) BA (R A A 4

The negotiating team should include members in each of the following areas:
WHAERNEFEU T A FEAE L AR

® commercial: responsible for the negotiation on price, delivery terms, and

5



commercial policy of risk taking

B RAAS: B, R BRI 4 598

@ technical: responsible for the area concerning specification, program and
methods of work
BEARRMAGR: GEAE, BFENLZHER

@ financial: responsible for terms of payment, credit insurance, bonds and

financial guarantees

MERAAG: AHRIMFA, FRRRE. RESURSHENRE
#

® lcgal: responsible for contract documents, terms and conditions of

contract, insurance, legal interpretation

BHRBRAAR: ARGAXH. GRFEHAX. RRUOEERE
MR

If it is an important negotiation, the negotiating team will be comprised of
negotiators responsible for the above mentioned areas. Other members for the
negotiation include some functional specialists. The negotiator’s function is to
negotiate, while the functional specialists provide specialist advice or information.
MRAREEMNRA, RHUAARBEERE LRI NP FANARAR. Hib
ARBETE-LREH, RAAARGEFRRA, MERMNRAARBH
EWHHELRER.

For negotiation of lesser significance, one negotiator would cover two areas after
having been fully briefed on the subject with which he was less familiar. For
instance, the legal negotiator might cover the financial area. Team of four could
be reduced to two; it should not be reduced to one, no matter how well qualified
the negotiator is.

MTFAKEERRY, —MRAARERKTH T A CREN SR
B, THRAR, Sim, TEERRANARCTHEELMY TR, 4
ABRRANGTEIFN; BRFERE—A, TEEXMABHER, ©
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However, the negotiating team should not be too large. At any time it should not
exceed five. It becomes extremely difficult for the team to be kept under control
if the team number is beyond five. And it is difficult for its activities to be
directed towards a single outcome. Arguments are likely to develop between the
members of the team themselves during the negotiation session.

R, RAMNAPBEFRRELKR, —BEAELSA. &N, 2EFET
BEHl, dEURIENEOFTETHRELSE - NMREW B RMBE, )
HHNBHBRAZ AW EEEE LA,

It is preferable that a negotiator has the support of an assistant to make notes, do
calculations and remind him of any points that he has missed. And this does not
leave him to handle the whole bargaining process by himself.

FRARAN, REA-TBFHTEIAHE, RETRAHZORE,
ERRFSUERABAZTRE MAHTE.

2. Team Leader #¥/NHA R T/ A

Reference has been made specifically to the sales manager or the chief buyer as
two obvious examples when choosing a teamn leader. But there are also numerous

other occasions when an alternative candidate will be proposed.
RADERKA - W EFLEERUESHEE, BANGTRER
A RANHATR A,

The negotiating team leader should possess sufficient knowledge of all the
problems involved in the negotiation — commercial, technical and contractual to
enable him to make an intelligent contribution to each item discussed and to direct
and coordinate the activities of the functional specialists.
RAPDHRFAMEKELBORP, 0. HF. HRA. SRS FEHODR
R R PBRMEFEE, S RNE - PREREREEC Y
R, EHMBESHESENED,

The duties of the team leader are to select the remainder team members, prepare
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