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. Learn the conception of business negotiation by heart.
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The Overview of Business Negotiation

I. The Comprehension of Business Negotiation
Negotiation is a bargaining situation in which two or more players have a common interest to
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cooperate, but at the same time they have conflicting interests over exactly how to share. In other
words, the players can mutually benefit from reaching an agreement on an outcome from a set of
possible outcomes, but have conflicting interests over the set of outcomes.

The main problem that confronts the players in a bargaining situation is the need to reach an
agreement over exactly how to cooperate before their actual cooperation. Each player would like to
reach some agreement that is as favorable to him as possible. It is conceivable that the players will
reach an agreement successfully or fail to do so.

The theory of negotiation has two aspects. They are “efficiency and distribution properties” .

In a word, negotiation is a basic human activity as well as a process people undertake
everyday to manage their relationships such as a buyer and a seller, a husband and wife, children
and parents. As the stakes in some of these negotiations are not very high, people need not have
to get preparations for the process and the outcome. But in international business negotiations, the
stakes are usually high, and people cannot ignore this fact, so they have to get preplans in a more
careful way. Both parties in this kind of negotiation should contact each other so that they can get
a better deal rather than simply accepting or rejecting what the other is offering. The whole
process of negotiation is based upon the premise that both parties are interdependent, that is, one
side 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.

But it is the basic activity of human being. It concemns the following elements.

1) “negotiation” is an element of human behavior. It depends on communication, that is, it
occurs between individuals.

2) “negotiation” takes place only over issues that are “negotiable”.

3) “negotiation” takes place only between people who have the same interest.

4) “negotiation” takes place only when negotiators are interested not only in taking but also
in giving.

5) “negotiation” takes place only when negotiating parties trust each other to some
extent.

6) “negotiation” is a voluntary process of giving and taking where both parties amend their
offers and modify their expectations so as to come closer to each other and they can quit, at any
time.

II. The Characteristics of Business Negotiation

Negotiation is a social phenomenon and a special embodiment of human relations.
Negotiation is a process of information exchange between two sides. They are counterparts of
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matched qualification and rather independent in material force, personality and social status, etc.
Due to mutual contact, conflicts and differences in viewpoints, needs, basic interests and action
modes, both parties try to persuade the other party to understand or accept their view points and to
satisfy their own needs.

In negotiations, both parties should know the six points; why they negotiate; who they
negotiate with; what they negotiate about; where they negotiate; when they negotiate; how they
negotiate.

In negotiations, both parties should know the six characteristics;

1) 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.

2) Negotiation is a very trying process with confrontation and concession.

3) Both parties share open information. Both sides should sincerely express their ideas and
listen to the other’s objectives in order to find something in common.

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

5) Both parties should know their common objectives and try to find a way to achieve aids.

6) There’s no such thing as “take it or leave it” in international business. Everything is
negotiable. It all depends on the expertise of the negotiators.

Ill. The main Content of Business Negotiation

Generally speaking, the content of negotiations in international business activities mainly

involves the following elements .

® price ® quality ® terms of payment
e packing and shipping ® insurance ® agency

o complaints, disputes and claims e arbitration

e processing and assembling trade ® compensation trade
¢ technology importation ® joint venture

IV. The Basic Rules of Business Negotiation

Interdependence is very important for business negotiation. Both sides are locked together on
account of their goals. A seller and a buyer cannot separate each other, which determines this
relationship between them. In many business negotiations, both parties conceal their intentions and
goals to better their chances of best deal possible. As this is an open secret, smooth
communication and good mutual understanding will go to some degree difficult, which dose easily
lead to misunderstanding. To achieve more satisfactory results, both parties will have to decide
how open and honest they should be about personal preferences and needs, and to what extent they
should trust the other side.

& B R



The focus of negotiation is the exchange of offers and proposals. In a “good faith”
negotiation, an offer is made to be accepted or returned with a counter-offer, there is an unstated
assumption in negotiation that both sides will show their exchange of offers to the process of
finding a solution by making concessions to the other side’s offer. And through the process of
offer and counter-offer, a point is reached on which both sides will agree. To be successful, a
negotiator needs to be able to understand the events that are taking place during the exchange of
the offers, to know how to use them to advantage, to keep the other side from using them to the
negotiator’s disadvantage.

V. The Basic Principles of Business Negotiation

1. Principle of Collaborative Negotiation ( £{ExXikHIEM )

Collaborative negotiation involves people with divers interests working together to achieve
mutually satisfying outcomes. It includes:; problem-solving negotiation, interest-based
negotiation, win-win negotiation. Its goal is to manage the dispute so that the outcome is more
constructive than destructive. A constructive outcome fosters communication, problem-solving,
and improves relationships. A destructive outcome results in damages.

2. Principle of Interest Distribution (F]2§5-&EN)

The purpose of negotiation is to reach agreements between parties with different interests.
Negotiation can take a variety of forms. While the traditional competitive approach to negotiation
tries to maximize one party’s gain over the other party’s loss. No matter what form a negotiation
may take, its aim will never change: interest realization.

3. Principle of Trust in Negotiation ( {&4E/&M])

Four principles of trust in negotiation are often used in business negotiation deterrence-based
trust (BBREY{E4E), calculus-based trust ( FHiTHEI{F4E), knowledge-based trust ( T fEHEIf5F
f£), identification-based trust (iRFIEIF{E) .

4. Principle of Integrative Negotiation ( X RK/E M )

It is an approach in which parties collaborate to look for a solution that maximizes joint gain
and allows everyone to walk away feeling like they have won something. The basic idea is that
both sides can achieve their objectives. Win-win bargaining focus on developing mutually
beneficial agreements based on the interest of the negotiators. Interest includes the needs, desires,
concerns and fears important to each side. This is because the parties must be able to make trade-
offs across issues in order that both sides are to be satisfied with the outcome.
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Notes on the Text

. The main problem that confronts the players in a bargaining situation is the need to reach an
agreement over exactly how to cooperate before their actual cooperation.

AN SR, HEAMBINEEREERRNMELFEFRAEZMREEN
RGERPMY . to reach an agreement R EFRH P H AL, BEERARBIN.

. Negotiation is a process of information exchange between two sides. They are counterparts
of matched qualification and rather independent in material force, personality and social
status.
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. Due to mutual contact, conflicts and differences in viewpoints, needs, basic interests and
action mode, both parties try to persuade the other party to understand or accept their view
points and to satisfy their own needs.

BTGRP A, R, FRBA. TR, BAFRATAERNER, W
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Due to EEEH T. HN, 2T because of. e. g The company’s problems are due to a
poor management.

. But in international business negotiations, the stakes are usually high, and people cannot ignore
this fact, so they have to get pre-plans in a more careful way.
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. The whole process of negotiation is based upon the foundation that both parties are
interdependent.
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. A constructive outcome fosters communication, problem-solving, and improves relationships.
A destructive outcome results in damages.
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