o WERBAMRFIES
BESREENRFIRDG

HEEEHIAS

Amanda Crandell Ju ©z&
B/ O#

FnRxBNEIFE AR

BRERIESHE., #WELERERESES!
Part 1 HImSAXELE DF . Part 6 Fk%
Part 2 U}é;ﬂ”m‘lll\ 'T' '}}("“Ll’] Part 7 ﬁﬁi[ﬁw
| Part 3 PRAPPROH LR RBERNE |22 Part 8 Bt ikH
| Part 4 #UFIEXA Part 9 ftitis%e 5
| P 3 BB Part 10 %Fi, # &% i
- MP3
%, REEH
%mmmm’
ah 2 X i 22

FOREIGN LANGUAGES PRESS



1110
""""""

,,,,,,,

PPt

........

II!W|||||Ill'lﬂ!Im|llll'NIMIlHIlWINNN

HEERR &R 11 000862039

Pﬁ FnFl
9&1:. /Bﬁ“ *é

il ?i‘*%;;l
,,,,,,

'BUSINESS

EGOTIATIONS ||[[IflIf




BBERSE (CIP) ¥\

RIS RHREENpIAL / (%) B (Ju, AC) ¥, BATRE. —Just : TR,

2011
(FEBA)
ISBN 978 -7 —119 —07348 — 4

1. Of 0.OE-Q@E-- 0. OfsFkH-%KEDE V. OH319.9
Hh [ A Pl 454 CIP Bl A7 (2011) 2R 235660 5

RERE F &
Ewiigit 4+ARIE
ENRIMEH D

52 Ak B3R R AE
H Sy R A BRI EIR &

1€ # Amanda Crandell Ju (3£)
# # EBE/ND

HREST SCHRAA RS A A
FEALEERK AT ERE 24 5
http ://www.flp.com.cn
008610-68320579 ( B4=E)
008610-68995852 ( &17#K)
LR FIER G ENRI A PR 7
Bre)E/ S )E

787mm X 1092mm 1/16
22.75

334 TF

2012 4E 1 H %1/ 58 1 RENRI
ISBN 978 -7 —119 — 07348 — 4
39.00 5t (°F)

5 B B

MEFNIHER BIF
SHHEERNEE

HREI 45 100037

HBFHifE flp@cipg. org. cn
008610-68995883/5964 ( ZmiE#)
008610-68996183 (& HAH 1)

B R WEIOE FENE

[ERE S8R mAENREERMGFRRER (BiF: 68995960)



Preface

Ever felt like you were about to be eaten alive at the negotiation table? Negotiation
strikes fear into the hearts of many, especially if the negotiation requires the use of a second
language. If the thought of facing a negotiation setting makes your knees start knocking and
sweat start pouring, or even if you would just like to hone your negotiation skills in
vernacular English, then this book is for you!

Because negotiation isn’t only about the words you say, this book is skill focused. In
this way, readers have practical topics that will help them learn pertinent vocabulary and the
way people actually talk in all kinds of negotiation settings. More importantly, they can
learn the skills and principles that will make them into formidable negotiators.

With real spoken English dialogues in each of the 50 topics, the reader will also learn
to communicate in a real world way. Since each topic is independent of the others, readers
can focus on the areas that are most expedient for them, and study step by step. And
because the information is presented in a straightforward and practical way, you can put
your newly developed language and negotiation skills to work for you in your business and
personal life right away.

For the well prepared, the negotiation process doesn’t have to be frightening. This
book can help you develop both the language fluency and negotiation ability necessary to
make your way through negotiation battles effortlessly. In your next negotiation, instead of

feeling fearful, you can be empowered.

Best of luck!

Amanda Crandell Ju
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I can see that we have some conflict here.

REABMNARA LB T o

'~ We’ve been over this time and time again,

KFREAFEBRHERINEERELZKT .

There’s really no room for negotiation here.

FEX A R BA T EIERHE T o

We were having problems agreeing about the contract’s timeframe.

1EA R A RIAESR ERATTA T 70

I get so upset with this guy that we end up actually letting angry
words fly.

HXMSTALRBIATE, RIBEHDERT

I am having a really tough time getting through the negotiation on

this contract.

FEXAERIBRA L, RELEEAEERT.

have some conflict £ 4~3%

time and time again R X & &

no room for negotiation X A & 7% 4 H
have problems doing F£::-+ 7 & = & A
get upset with s ¥ A% &,

let angry words fly =)#2 &

have a really tough time % %] 3F % ¥k 5

o 3o 3839




| S RHRIEEAIAS |

_]) You’re going about it all in the wrong way |
FERXA S EARBISL BB AAE T o

2/ I think your demands on the delivery date are unreasonable

RBEAFIRXT S 6] B B R A E R A 163,

y It’s not that there are that many problems hanging us up on the deal,
but it’s just that the jerk I have to deal with from the other side keeps

being obtuse about every little detail.

BIARFEAGBRAVERFE, MRAERA FREMA WIANEE, foxt
BN SO ER A 2B 4

Q' We can’t promise anything on the delivery date because you haven’t

been reasonable in other areas of the negotiation.

ETRRETE], RAAEABRLIE, B R 2ER A H oA 7 8 4R A< 3 1

be all in the wrong way M 3k 2| B #5425 7
unreasonable REKFH), RAHKEHY

It’s not that... but it’s just that.. 8| R & ------ LGP -ATTRE
hang us up #-&A71% k19 &

promise on... fE-+--e+ 7 B ARIE

5 3w 3B S

Q Let’s talk about what we can do to solve our problem.
FATAT ARG 47 REAR IR AT A 113

_2] Let’s take a little break before we get back to this area.
HARE T FakLe,
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‘3] See if we can address your concerns in another way.

RIAE BEA R —F 7 SRR AR HEAR .

ﬁ It’s natural to have problems with people sometimes.

FEFNA A ST o H B[R] R TE 5 #Y

‘5) Don’t let it get you down
AEBIHAERE

¢) Perhaps we shouldn’t focus on whether or not the demands are

reasonable.

RAVEA B AL TR BB A EIEN R

jj I can feel that you are frustrated about some of the terms of our

agreement, is that right?

R AEEB AT UM i — L R A, ENS?

_}9 I know that we haven’t seen eye to eye on all these issues, but we can

iron out these problems if we work together on things.
RAETEPTA XL ERITOBRARAMR, BIREAT RS, KA
— E RE A4 13K 6 [ BT AR R o

solve our problem fi# ik [¥] #

take a little break & .&—2)L

see if... X IXA R AR~

address your concerns FRRAR G A2

have problems with & ----- REFE

get you down ikfRiE &

focus on EF Feeeeee

be frustrated about Fy---- B3 A&

the terms of our agreement 4[5 ¥ #) & #
seen eye to eye on & JL—3

iron out these problems f# ik 1A, F&F &

o 3w 3 Sy
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Q Let’s look and see what areas are workable,
AT — &SRB EFA WL HRATITH,

2 ) Let’s talk about some options that will work for us both.

IEFRATIR— LR B ARIE F 4%

3/ I know the timeframe on this contract is a problem area for us.

FOMIE %A 7] B FAESR R B AT )

_4] That sounds like a good way to start.
ARWT £ R BR— D ARRTIA R

5/ If he is insistent on two weeks, find out why.

A RA IR BB B BR, AREEIZAR L A A B it

6,/ It seems that you have a few reasons why two months is not possible.

[ have a few reasons why two months is necessary.
B LR —A R EER UL A AT A ORI BE, 3Rt A L 5 R K AIE BA 75
TARBER,

workable 478y, 5#iEey

work for us both %} 3 7 #gi& A
problem area |5} #7E B

a good way to start *F#5BIN &

be insistent on "&AF------

find out why 3% i A4+ & 4=t

have a few reasons why #------ 438 22

a

Foyw 3
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. Example Dialogue i

Wi . BRI BERANSRK . Lary RERMARHAXGE, Jane f2REA
B I X AMFFR, iEX 7 REI AR MR RIEE, TR AR E A0 A

Larry: I am having a really tough time getting Larry: fEX&RIERA L,

through the negotiation' on this contract. -

It’s not that there are that many problems

hanging us up on the deal, but it’s just that

the jerk” I have to deal with from the other
side keeps being obtuse’ about every little
detail. Sometimes I get so upset with this guy

that we end up actually letting angry words

fly.

Jane: Are you serious? If that’s true, then you’re

going about it all in the wrong way! You've
got to realize that the problems you are
having aren’t going to be solved unless you
work together with him, even if he is a
complete’ jerk. What kinds of things do you

say to each other?

Larry: Well, we were having problems agreeing

about the contract’s

7
demands® were totally unreasonable’, so I

told him so. I said “You're crazy if you think !

I can make a two week deadline. You're

being unreasonable!”

- 5 >
timeframe’. His

RBIGED T —BORMER T
B, BARFHEASGHAER
MR L mE, TRERA
RERATWAAHEE, foxt
BN B SRR A 2R 6
A BP0 At S E 2 2 T H]
B, BIREHRVERT .

Jane: YRIEBNEMG? 02

HE, ARFEXA A AR
BB RBRIEE T o RERIE
B MEN T RNEE, H
e Rt AV, &R
[ R ICIE R o PRATTA LR
YL T 47

Larry: 1E4 [ 9 B [A] HE SR |

ROTE T 8L, MEERS
LRTHEZR, FrARMX
PR T . i iR
PRIEAF IR BEHE PR S 1F h f BR
s, AR R REIEBAURIC T o
PRECIEAS AT 2 g !



A B IRHRFIBEH KL |

Jane: It would have been much better to say = Jane: IS 24HF/R4G1FMh “Fe
something like, “I know the timeframe on HIE R T1% A [F) i Bif [8] HE 42
this contract is a problem area for us. Let’s REATH R, ERATHR—
talk about some options’ that will work for SOARFARE I "

LHRFB/L ., RAAIR

BRI R, PRI

R 2 . R

A R BB —Fh o 2ok

Larry: Yeah, that would have been better. He : Larry: & #), #B%E % 2

us both. ” If he is insistent” on two weeks,
find out why. Then see if you can address"’

his concerns in another way.

just makes me so angry sometimes. SURE . AitfhAg BHRE
A LA 8,

Jane: When he does make you angry, it’s okay ' Jane: %4ffi#fisC itk A4 S i A
to tell him about how you feel. You can say . 1%, &HVFMIRAIRZZATLL
something like “I feel very frustrated'' with (Ko PRATEAELE 723X )7

BERREERREE, KA

RE TFRgkEE,” ZKK

W XA UE RS, ik

HOMEHERE TR,

the problems we are encountering here. |
Let’s take a little break before we get back to
this area. ” Then take a breather until you

. 13
aren’t so emotional .

Larry: Good idea. | Larry: W73,
Jane: FEFIHI AR i B
BUEIER B, HEAERM

Jane: It’s natural to have problems with people

sometimes. But don’t let it get you down.

HERE

! 1. negotiation % #)| 8. option &
/ 2. jerk £%& - 9. insistent "% F 4§
| 3. obtuse R4L#Y 10. address # 3 ([5]42)
| 4. complete + 2 # 11. frustrated A & 8
‘.\ 5. timeframe K} 8] E 22 12. encounter i% %]

! 6. demand &K 13. emotional 4189
_ 7. unreasonable R4&-1 2 #4
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I wmatiz 2

»Example Dialogue

0517 5. Buyer (EF) il Supplier (HE87HT) A HHIFL MR, Supplier 3
BT ANEEILS, Buyer KR AMPEX SR, #iF Supplier —ii
SFe fife e [

Buyer: Let’s get back to the issue' on our deliv- ' Buyer: LEFRATTE R (3] 232 He f
ery’ date. We've just got to get our product - ERBE B, RATLAEHR

delivered within a two-month timeframe. | I 22 5% B 6l S 4 P 1
. A ™
There’s really no room’ for negotiation here. W, XTI L 28AH
TR T .

Supplier: We've been over this time and time Supplier: T3 ™[] & )1+
again. We can’t promise’ anything on the - RERMNEEREZKT, =
delivery date because you haven’t been - TGRSR, R

PRIE, PR FE R A A A HoAth

J5 i ESRA A E F A

reasonable’ in other areas of the negotiation. |

Buyer: Okay, I can see that we have some ' Buyer: A MK ERH L&
conflict’ here. I know that we haven’t seen SHET, RAETEPTA XL
eye to eye on all these issues, but we can iron B LRI ERLARM

o (HIREAN]—ES T,

A1 — =€ B 5 H 1X 46 [a] 7R

ORI, T AR A B AR Xt

P B — 2 SR KA R

out these problems if we work together on
things. I can feel that you are frustrated about

some of the terms’ of our agreement’, is |

that right?
i W, =T
Supplier: Yes, I think your demands on the ' Supplier: Jff, FR45//R%T
delivery date are unreasonable. L O E R ER A BAS
THE,



 BSRHRIIBLHI AL |

Buyer: Well, perhaps we shouldn’t focus’ on

whether or not the demands are reasonable,

but let’s talk about what we can do to solve

our problem.

Supplier: What problem?

reasons why two months is not possible. I

have a few reasons why two months is

necessary'". Let’s look and see what areas

11
are workable .

Supplier: Okay. That sounds like a good way

to start.

Buyer: AREA]SEA ZHHR L
ZRERSHEENEA,
BATAT LABRIRE 44 Rff 2k
RATHI I

Supplier: f{4 [a]H?

Buyer: F L ER—EHLIH

Buyer: Well, it seems that you have a few

HRULEA AT AR A A AT
A, Tt Lo R R UE B P
TARBER . BRIT—EXR
BEAWLTT R ATITH

Supplier: #f#y, ARUT b 24
E—MAERTIA L

i |

/ 2. delivery & % 8. agreement X

| 3. room &3 9. focus & P

E 4. promise #¥i% 10. necessary &89
| 5. reasonable i@ |5 ik 2 &4 11. workable =] 4744
\“ 6. conflict *# %, FJ§

- 10 -

. issue UM 7. term &3k




