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What is Negotiation

Key Terms

mortgage payments Gid€is]

high stakes transaction = U 32 5

distributive negotiation SR BE R A s A 43 sk iR H
integrative negotiation A RA s — LR A
COmpetItiﬁe negotiation T PR H

‘win-lose negotiation R

cooperative bargaining AERGR A B B R A
win-win negotiation XURR R H]

1.1 Is Negotiation Necessary

Negotiation is a process in which two or more parties discuss their differences in an

attempt to work through them and arrive at an agreement.




WA a8
Nagotiation Siills

Many people think of negotiation as a formal process involving businesses closing a
multimillion dollar deal. However , this is only a small part of the picture.' In fact, whether
they know it or not. everyone in their everyday lives is a negotiator.

Children negotiate with their parents over bedtime. Teenagers negotiate for later
returning home. Husbands and wives negotiate with each other over vacation plans and
weekend activities. Friends negotiate with each other over what to do and where to eat. You

as well as others negotiate every day.

Getting what you want in these everyday
situations can improve your life and well-being by
reducing stress and argument. Getting what you
want more often confirms your personality,
identity, and confidence.” When you often succeed
in everyday negotiations, you will feel more
blessed and peaceful in your life. Things will
really be going your way |*

Perhaps you're thinking. | don’t mind if my loved ones or friends get their way
sometimes. Most of the time. or all the time regarding everyday decisions such as what
takeout we should order. However, even if you don’'t see the value of learning negotiation
skills for these smaller transactions. then perhaps you can see the value in learning them for
higher stakes transactions. such as when you buy a house, a car, or when asking for a

raise.

It's most often in these situations that getting what you want is critical to your well-
being. stress levels, and your pocketbook. And most of us encounter these transactions at
least once in our lives. Doing well in these negotiations can save us hundreds of thousands
of dollars down the road with smaller mortgage payments, car payments, or even more
money coming in from your paycheck that you could do anything with .*

New Words and Expressions
negotiate v, to discuss something in order to reach an agreement iR ¥ ; # /i

process n. series of actions or operations performed in order to do, make or achieve

sth. B3RP i

(&



party n.

attempt v.

n.
bedtime n.
confirm v,
personality n.
identity n.

confidence n.

well-being n.

regarding prep.

takeout n.
transaction n.
critical adj.

pocketbook n.

encounter v,

mortgage n.
paycheck n.

work through
close a deal

@ Notes
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What is Negotiation

one of the people involved in a legal agreement or dispute — Jj;
HEA

make an effort to do sth. 22 ; %% J; ; i &

i s 5 251

time for going to bed i $ i 1]

make definite or establish more firmly #5 & s JLI 5 I o
characteristics and qualities of a person seen as a whole A#% ;-1
the characteristics, feelings or beliefs that distinguish people from
others 4 ; ¥tk

trust in one'’s own ability H{5.(»

a feeling of being comfortable, healthy and happy 4 ; bt 4x

with reference to Xf ;& F

a meal that you buy at a shop or restaurant to eat at home #p 3

a piece of business 3¢ %)

decisive; crucial J¢# Y ; 8 % AY

people’s concerns about the money they have or hope to earn £ %
IR

to experience i il ; i | ; £

a loan of money which you get from a bank or building society in
order to buy a house {EHf 1%k

a check issued to an employee in payment of salary or wages - # /K1)
X5 HK

fifk e

1. However, this is only a small part of the picture.

PR, X RREH A —/E g .

2. Getting what you want more often confirms your personality,

confidence.

identity. and

SFE L RA ] LR BR A SR AR P, I o] LR SE R SR AR B (5 L
3. ‘Things will really be going your way!
—IERIB 4 I F] .

. Doing well in these negotiations can save us hundreds of thousands of dollars down
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the road with smaller mortgage payments, car payments, or even more money
coming in from your paycheck that you could do anything with.

RAGRIGUF AT LA FATE T R B b0 B 303K B i 42 3 S AR 89 8 1 L 3K %4 i 4 K
TREEAR , $L AL FRAT] 4 2 5 £ i 87K 33 48 8R 1] 4 th AR AL
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£ B # #:3 5% # ¥ % (Home Mortgage Market in USA)

5 [ B 2 43 DY T 39 K BT LAy = AN 2 IR

5 — 2 W $Y 3 1 3% (Prime Market) , {5 0% 3K i 37 1 1] {5 F 45 9% & (f5 FH 70 8
1E 660 43 LA BD) AR ERT§E 5 G MR RE .
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HIEZEF.
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=
7 [Exercises

1. Answer the following questions based on the text.
(1) What is negotiation?
(2) Is negotiation only relevant to business involving a lot of money? Why?
(3) What are the benefits of successful everyday negotiation?
(4) What is the value of learning negotiation skills?

(5) Give examples of negotiation you ever experienced in daily life.

2. Translate the following terms and phrases.

14 483 BE K i AU 28 5

$EY A7) 3G 5E AL 5

R A 15

work through part of the picture
get one’s way down the road

go one’s way

)
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What is Negotiation
3. Match the words in each of the following groups with their definitions.

A) negotiation pressure or worry caused by the problems in sb’s life
attempt discussion aimed at reaching an agreement
well-being holiday
stress state of being happy. healthy, etc.
vacation an act of trying to do sth.

B) critical salary
encounter concerning
mortgage very important
regarding mect
paycheck home loan

4. Use the words in the box to complete the paragraph. Change the forms where necessary.
personal level technique like raise

Like it or not, everybody is a negotiator. We use negotiation _ almost every
day. We negotiated when we were kids trading sports cards or toys. We still do it today
when we negotiate with the boss for a salary . or to buy bigger toys
autos and the latest gimmicks. It doesn’t stop there either because we also use
negotiation in our lives. We all have some combination of family, friends,
significant other, or kids. At some . we negotiate with them all the time

without even knowing it.

extra tough oppose fear middle

The most common way of thinking about negotiating is when two sides try to come

to an agreement on some issue. This is often done in business, legal settlement

discussions or sales prices. Both sides often have desires and the option is one
of two. to find a ground or to leave discussions and go separate ways. When it
comes to business and legal negotiations. being a negotiator means sticking to

your guns and getting the most out of the transaction as you can. This may mean having
benefits added for the price. or reducing liabilities in onc way or another.

Good negotiators in these situations are respected and at the same time.
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5. Read the following passages and answer questions,
I

“Animals do not negotiate. They use violence or threat of violence. and various
forms of ‘dominance’ and ‘display’ to get what they want, food, mates or territory.
Theirs is a ‘red in tooth and claw’ instinct and intentions.” Human beings negotiate,
though not all of them use this method. Negotiation has been defined by various people.
“The process by which we search for terms to obtain what we want from somebody who
wants something from us is Negotiation.” “A joint decision made by two or more parties
is referred to as Negotiation. Reaching a consensus is the basic idea behind negotiating.
Enabling groups of agents to arrive at a natural agreement regarding a belief, plan or
goal. is the key form of interaction.” “Negotiation is the process of two individuals or
groups reaching joint agreement about differing needs or ideas.” Oliver (1996) described
negotiation as “negotiators jointly searching a multidimensional space and then agreeing
to a single point in the space.” According to Fisher and Ury., when you and the other
party have interests that are shared and others that are opposed, an agreement is reached
through back and forth communication is what negotiation stands for.
(1) How do animals get what they want from others?

A. They negotiate with other animals for what they want.

B. They trade with other animals for what they want.

C. They use violence or threat of violence.
(2) What is the meaning of the phrase “red in tooth and claw” in the text?

A. The color of tooth and claw is red.

B. A brutal and violent act.

C. The tooth and claw are bleeding.
(3) What is negotiation according to Fisher and Ury?

A. Negotiation is the process by which we search for terms to obtain what we want

from somebody who wants something from us.
B. Negotiation is a joint decision made by two or more parties.
C. Negotiation is back and forth communication where some interests are shared
and some are opposed.

(4) The following statements are true EXCEPT.

A. Animals use violence to get food. mates and territory.

B. Unlike animals, people always negotiate for what they what.

C. Enabling negotiators to arrive at an agreement regarding a belief. plan or goal,

is the aim of negotiation.

o



(5) Which of the following statements is true?
A. There are always two or more parties involved in negotiation.
B. Negotiation is also a means of solving conflicts in the animal world.

C. According to Oliver, reaching a consensus is the basic idea behind negotiating.

I

Asking for your oppbnent’s interests is essential to effective negotiation. You never
know what your negotiating partner is really after until you ask.

To illustrate this principle: Two brothers have been told by their father to deal with
"'s old car in the garage. The elder brother takes a look and realizes that the retro
leather seats inside are still in great condition. He wants the car so that he can take out
the seats and fit them into his own classic restoration car. The younger brother takes a
look and realizes that the car frame has rusted and everything else about the car has
broken down. He wants to take the car to his friend’s place to get cash in exchange for
the junk car. The two brothers talk to each other and each merely insists that they want
the car for themselves. Each thinks the other is being selfish, and they never ask each
other the reasons behind their respective positions. In the end, the father gets fed up
with the delay and has the car towed away.

If the brothers had asked each other the reasons behind their positions, the older
brother could have taken out the seats that he wanted and the younger brother could
have exchanged the rest of the car for cash. Now do you see why it’s so important to ask
your opponent the reason behind his position? The result could be a win-win for
everyone.

(1) Is it necessary for a negotiator to ask what his opponent’s interests are?

A. Yes

B. No.

C. It makes no difference.

(2) How does the elder brother want to deal with the car?

A. To sell it for cash.

B. Take the seat.

C. Have the car fixed.

(3) What is the meaning of the phrase “get fed up with” in the second paragraph?

A. Be at the end of one’s patience.

B. provide with.

C. Be fond of.



R &

(4) Who gets the old car finally?
A. The elder brother.
B. The younger brother.

C. Neither the elder brother nor the younger one.

(5) Which of the following statements is true?

A. The elder brother wants to sell the car for money.
B. It could be a win-win result if the two brothers asked each other what the other need.

C. Both of the brothers want the car because it is still in great condition.

6. Match the pictures in Column A with the descriptions in Column B.

Column A

Column B

A kid negotiates with parent over

bedtime.

A teenager negotiates for later returning

home.

A couple negotiates with each other over

weekend activities.




