BEHIBIRES

BEH PEIRIGIERE
RHBANFRENRERHIMNSEEDR
AREIERIS

BEHIBIR

BRITAIEBIBFIRAR
BRHARSBEFIE

BHIERF

B

SERE R

LHTEE MR

[ECONOMY & MANAGEMENT PUBLISHING HOUSE




Universal Negotiation Course

E H R FIHIE

B % BRE L % HF

07 =g N O
Economy & Management publishing House




EHERAE (CIP) &iR |
 ERRHER/EE, TRERAE . BHE
3E AR, 2006 |
. ISBN 7 - 80207 - 510 - 6 |
L. E.. . O%.. @%.. . HH%
FI—#H N, F715.4 |
- hEBAE 0 CIP BIBHKFE (2006) 4 009881 B |

WIRETT: BRAHE 2 R K i
IEFEABREILERE S SHRAHE 112
HiE: (010) 51915602 B4 100038

ENRI: bR el Z28. BERE
FIImE. AEN
EREE. B B
FIERY: ¥ i
880mm X 1230mm/32 12. 25 Epgk 240 FF
2006 4F 3 B 1 KR 2006 4 3 A8 1 ETRI
En¥. 1—5000 FEHr. 26.00 7

$8 ., ISBN 7 —80207 —510—6/F » 430

IR E B2 -
R A ES, MARNREIR, BFAHEERST
AR, R UFEBRSALLAE 2SS
BiE. (010) 68022974 HE 43 . 100836




Advertising English Course
(r-&IEHAE) 45.005T
(JHERIEHIE) REF 8.00T
ZFEE iRt 20024

Practical English—Chinese Glossary of Advertising
(EAZNFIRIC) 13.505T
FRESMZ HARAE 19964

English Level through Ad - Reading
(X HMIE) 26.005T
ZFEE AR 20055
(EREHS &iA

(2006 £ B4 B3 2 77 12 tH AR AL AR




Foreword

Y A
H] E)

THEAR, XA —ARABRLEL, BERE., 484
AR XER, AEHNE, KBFEHE. Hhad, Bid
MAEARESENARTFR, ERREF LR 8 8wk,
AT AMARE, BREFIARKAARE B A FEFH
HE#—FHE, BABREFGS AREAR T X
BHOR, RAXRE MR ABRNBALFERFF A LIA
HFFEAROELRE,

FEATAT D, XHHFRLEBREMEE, 8%, ¥
F ORI HFAGGES; PHAAH b PEFAR
ZEHGEH, L2 HURRAAIIAITHRZAZRIL
T, Al FHRTHEERER, TR, DK
SR ARZERBRH, EAF. I REEFE TN H SR
Fs PEAAASKRR, B4, B, AEFMIAFZHARK R
HABFRX X AmBTGEAF, $2, HAMTHM
HELE, CRASHSOALBLEFABEAREAANE
BAUAAFERAS —FERN T APEE., T 0L
REHLERARD, ¥, FBPBEAFX—BAHE,
AREEZ,

HFRATHER, REFZR S L FEHARFRLS
J— 1 —



BRKHEE

Universal Negotiation Course

XE, REBHARKREG L EEmp, £ 5 54%
CHETRENTSEAAKLE, FHAFTEAN, 24
MEIRFRL, MTRELL, aHAS LSO LA a L,
NESFEBEH P L BHO AR ABE, 244680545
TN ELHEMGZE, HORBTER GEREAHE),
EMZARARELHBXA GEREAHE), 24
AT IUHH E.
c—RBTHERAEERFRERT, it k¥
BEREHGES. AWPF &,
C CRBTRERUAREFEATAN LT L FHAARRSGT
BEREAEZSPHEGRNTIERLRE5HE;
CERBTSRIFFLRBAARF I EEE A %5
it Aot fh, RALSRARITAHBRESHNIE S
T WRABRTERARAFIBAXRAER, pRPR
e Blet, BALREFZ I 4%, BSGEE LT
Flie 1, ARKE—BRE, FTEAEHETHE.,
GHAEDEIR, REFREFTZHoaK. TRLHS
By, A LAEL, REGEFEAGOHRAE T L., %5
HEBERY., EANRKBRAEF, AHAPNEAHR TR
BEADAEE TR, EHHLRETERFR, AT H
ABRXALSRARA, RAARSKANARGEF, &
EHAHEEREANGTREF, L F50EBELLER. H
EH A BN XA R PR FA LG E N
FIRERT, REAFRSETEZA AT RAENEHNEHF T
g




Fo;ﬂewo; ’::
NE., RAEEHRAPKBEARGIEZE, HILAPR
XH8,

HENBEFXERTHEN “TRIMGET” 894
Ry Bh, ABEANLATHTRENES, X284
WA, BOETHHF LRPHAHETAFREAR
Frb PR hFIRE, HRETFAPAEF AR EST
AEdielE, ARANAXEOREOANSLEHTEL,
ER, BEHENFAZZTABRE., BMANE, @&,
AMIEE, FE, AR aBFEHALE I FTX, AHB
FRAEWBKAT S it, BALEGRERFERAE S,

BHEGS, REEZKRBPEER TN HEKR S H+ F X5
FXEAX —BhEAER, L E2RABRLELARNFHY
RABRERTFERAFELEHEFIO IR KL B
RU—REFEL, FEXEXAR>EIMELARER. EF £
FVRAIER A MG MBBELIRTY, 8T L%, &
F.EBE BRREFAXRABEN AL ALK, 2FF 28
MALEEBFT BL T TR AP LM, £ 8 4k
9 34 M !

ETHRAERPEEZKTIHB, BT HBHRZIL,
BAEWHE, FEXRZHE,

5k % (Ma Yongtang)
4% 3 (Yanping Zhou)
2006 %1 H 20 § Fdx

—_— 3 —



Contents

a %

Unit 1 The Nature of Negotiation XH MK/

Unit 2 Types of Negotiation &KHfFHKE/21

Unit 3 Strategies of Negotiation % ¥ &) K B&/39

Unit 4 Strategic Choice in Negotiation % 3o i) % 8% i
/66

Unit 5 Framing and BATNA #$HOS0 R E0REER
F MY F 3 FT R /86

Unit 6 Techniques of Persuasion iijR&II5/102

Unit 7 Information in Negotiation % ¥ #iR/121

Unit 8 Building Rapport - rfoigigikH X EK/132

Unit 9 Negotiators and Negotiating Team ZH AR5
WA H BA/145

Unit 10 Negotiation Process % |52 %/164

Unit 11 Planning A Negotiation &% #/190

Unit 12 Conducting A Negotiation SCHE%HI/210

K FI#EE 1 Cross-Cultural Negotiations g1k

% H/228
% Fi%&iE 2 Salary Negotiations €% ¥ /259
1 —



AR BE

Universal Negotiation Course

WHEIFE 3  The Test of Negotiation Skill % 3 & 42 W

iR/275
WHIEIEL 4 Negotiation Problem Diagnosis % ¥ j5) 5
12 HW7/286

Mt 1 Negotiation between Gazprom and Naftagaz
FHESRZRAKKH/300

MiF 2 Collective Bargaining % {ki% ¥//304

Mt 3 Negotiation: Health & Environment % # .55
S5x%i%E/307

i3 4 Solutions to Exercises % (&% )&%/314

Mt 5 Vocabulary 335 3%/348

fft3® 6 Bibliography %%+ 8/377



Unit 1 The Nature of Negotiation
WFAVIE TR

Learning Outcomes

----------------------------

A This is a warm-up unit. It will help you start and 3
‘ understand what you will learn in the following §
steps. When you have completed this unit you will
§ be able to;
e demonstrate the understanding of the definitions
of negotiation;
e examine your knowledge and awareness of the &
nature of negotiation; and

§ e set up your primary orientation to improve your §

............................
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Warm-up Questions #5858 £E

You could work individually to answer the following

questions or complete the task in pairs/groups:

1. What came into your mind when you decide to study
negotiations?

2. Have you participated in any negotiations? What are
they?

3. What do you expect for the class?

@ Key Words Challenge 3t 78k

Please translate the bold KEY terms into Chinese.
(Several answers are possible. )
1. Negotiation is generally defined as “a communication

rocess that people use to reach an
p

agreement or resolve conflict”,

¢

2. One of the thesauruses writes that “a round of

negotiating” is conference (4£xi%), consultation

s meeting (2 H.), colloquy (i%i%), and discussion
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To negotiate is to confer with another or others in

order to come to terms or reach an

agreement

Negotiation can be done cooperatively, as it is

in principled negotiation » or it can be

done in a competitive way as is typical in distributive

bargaining.

Negotiation is not about the past or present, it is

about how and where the parties will in future work

together to create added value

Negotiation is one of the tools that help settling a

conflict

In a number of thesauruses, “the process of negotiating”

is compromise (£ #p), arbitration ({##), intervention
, mediation (& 42), diplomacy ,

bargaining (it #y). transaction , and

wheeling and dealing (REFE).

The Nature of Negotiation
B F) 8 MR

When most people think of negotiations, they think of

S 3 —
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situations related to business or, perhaps, the purchase of
a home or a car. In reality, negotiation skill can be applied
to almost every aspect of our life right down to our personal
relationships.

Two words may state the precise meaning that “everyone
negotiates”. Nearly every person negotiates over small
matters, if not large ones, on a daily basis: with
friends, family members, colleagues, merchants, or
customers. By this definition, it is difficult to imagine
how people can get through a single day without negotiation.
In truth, necgotiation comes into play when people
participate in important meetings, get new assignments,
head a team, participate in a reorganization process,
and set priorities for their work unit. ldeally, negotiation

should be second nature, but often, it is not.

What Exactly Is “Negotiation”

Negotiation once was perceived as a r.sponse to a “two

£

dogs, one bone” conflict or a “gr. him before he gets

me” situation—a chance to ' id out “how much can I
R 4 .
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get for how little?” Nowadays negotiation is regarded
as an interactive communication process by which two
or more parties who lack identical interests attempt to
find a way to coordinate their behavior or allocate
scarce resources in a way that will make them better
off than they could be if they were to act alone. This
broad definition suggests that negotiation is nearly as
ubiquitous as human interaction itself. For instance,
negotiation can be considered the fundamental form of
dispute resolution. Essentially it involves two or more
parties working together to examine their interests and
needs, and working out a solution that will give the
best possible cutcome to both sides. Exactly speaking,
negotiation is the deliberation which takes place hetween
the parties touching a proposed agreement.

Albert Einstein put it well when he said: “The significant
problems we face cannot be solved at the same level of
thinking we were at when we created them. ” Negotiation
is one of the tools that can help settling a conflict,
reaching an agreement or transacting diverse kinds of
terms. Negotiation is not about fixing the past or the
present. It is primarily about where and how the human

beings will be living tomorrow.
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Various Definitions

% F & X

There are many definitions for negotiation, The following

selected definitions are given for the verb “negotiate”

» to confer with another so as to arrive at the settlement
of some matter;

¢ to find a way over or through an obstacle or difficult
path;

* to arrange or settle by discussion and mutual agreement;

* to come terms especially in state matters by meetings
and discussions, e. g. negotiated with somebody on the
political and economic program to be carried out;

e to communicate or confer with another so as to arrive
at the settlement of some matter;

* to confer with another or others in order to come to
terms or reach an agreement;

* to influence successfully in a desired way by discussions
and agreements or compromises;

e to meet with another so as to arriv-: through discussion at

some kind of agreement or corpromise about something;
J— 6 _
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and
* to try to reach an agreement or compromise by

discussion.

The definitions below are relevant

for the noun “negotiation”

¢ Negotiation means a business transaction.

¢ Negotiation is an interpersonal decision-making
process by which two or more people agree how to
allocate scarce resources.

* Negotiation is an interactive process, whereby parties
create and explore alternatives together, in their
common quest to reach a value-added agreement that
is mutually acceptable and that will be honored by
both parties.

¢ Negotiation is the process by which we search for
terms to obtain what we want from somebody who

wants something from us.
Let’s Define Negotiation

Negotiation comes from the practice, not the theory.

This is the definition you need to remember.
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Remember

* Negotiation is a process that transforms over time.

Negotiation is not about the past or present, it is about
how and where the parties will in future work together

to create added value,

Notes

“get him before he gets me” situation 2%l
“how much can 1 get for how little” Ny A
“two dogs, one bone” conflict “WHWTF—B” BB
g€
added value [ im{&, 1%{8 — The intangible, subjective,
perceived difference setting one brand apart from
another in the mind of a consumer. 7 %% & M6 5
L R —REARKO TS - RAR R LB M. ERM AR
ER. X
Albert Einstein % {{% - ZHE MM (1879 ~1955) —
German-born American theoretical physicist whose
special and general theories of relativity revolutionized
modern thought on the nature of space and time and
formed a theoretical base for the exploitation of atomic

energy. He won a 1921 Nobel Prize for his explanation

of the photoelectric effect. BEEXEHLYMR2EE, b

;Sﬁ



