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The fundamental of negotiation

The concepts of negotiation: communication & bargaining
The conflicts and conflict management

The importance of negotiation objectives

The strategies of negotiation
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Il.  What is behind negotiation

1. Understanding, recognition and emotion -“rationalvs. “irrational”

2. Communication: listening carefully, expressing precisely, understanding or
being understood certainly

3. The searching and applying of negotiation authority

4.  The influence

5. The ethics of negotiation

I1l. The scenarios

1. The relationships in the negotiation
Representatives, relative persons and participators
Alliance

Multiple Negotiation / Teamwork
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IV. Individual differentials and communication methods
Sex and negotiation
Personality and ability

V. Cross cultural Negotiation

I.  Individuals
ii.  Groups




VI. Solutions to differences
Management of negotiation dilemma
Management of negotiation misplacement
Case study
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