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 第一部分  课程性质与设置目标

课程性质与特点

   《商务谈判案例分析与实践》是高等教育自学考试国际贸易专业本科段必考课，共4学分。

    这是一门英语语言知识与商务知识、谈判知识并重的课程。本课程采用国际上流行的案例教学模式，从谈判产生的原因、谈判结构、影响谈判结果的诸多因素、谈判者个人心理和文化背景等诸方面进行全面系统的分析讲解；同时结合国内外经典谈判理论与案例，从谈判动因、结构、利益、谈判力、信任、心理、文化和谈判类型等方面对影响谈判全过程的主要因素进行比较全面的分析。本课程还将采取学生直接参与、分角色训练的模拟谈判方式以适应课堂教学与训练的需要。


本课程的重点是谈判理论和谈判策略及相应的案例研究。

课程设置的目的和要求

    通过本课程的学习，使学生了解国际商务谈判的普遍规律、掌握谈判的策略和相关的国际商务基础理论知识和国际商务谈判的基本技能；同时注重培养学生对这些知识的实际运用能力。通过课堂上的实际操练使学生体会谈判理论的指导意义，并获得比较接近实际的真实体验。本课程同时还注重培养与增强学生的翻译和口语表达能力，以培养既有谈判理论基础又懂得谈判实践的高素质人才。

与本专业其它课程的关系

本课程与其它英语课程的总体培养目标是一致的。各种基础英语课程以及外贸专业课程是本课程的先修课程。考生需首先通过基础英语等课程，较好地掌握英语语音、语法，具备一定的词汇量及翻译和口语交际能力，才能比较顺利有效地进行本课程的学习和考试。考生在先修英语课程中学到的英语技能和知识在本课程中会得到进一步的实践运用和巩固提高。本课程同其它专业经贸英语课程一起，从不同角度和层次使考生对英语在对外贸易领域的运用有一个更加全面的了解。考生通过对这门课程的学习能够初步掌握用英语从事有关对外经贸工作的相关知识和能力。

第二部分  考核内容与考核目标

Chapter 1  Negotiation Motives and Key Terminology  （谈判动机与关键词语）

一、学习的目的和要求

了解冲突产生的原因和人们对冲突不同的态度可能导致的不同结果；成功谈判案例必须满足的条件以及谈判者谈判时所应注重的问题。掌握相关词汇及术语；阅读课后案例。

二、考核知识点

（一）谈判知识

The definition of negotiation and the conditions that must be satisfied for a successful negotiation. （一般）

The nature of conflicts; the relation between conflicts and negotiation; people’s attitudes toward conflicts as a decisive factor in all affairs. （次重点）
The definition of stakes; the relation between stakes and conflicts; tips for negotiation.  （重点）

（二）生词与短语
finite,  appetite,  scarce,  trigger,  complexity,  provoke,  stir up,  induce,  devastating consequence,  globalization,  integration,  conceive,  lawsuit,  arise,  offshore,  avert,  transit,  counterpart,  spouse,  dictate,  expound,  facilitate,  coexist,  innovation,  disclose,  hinder,  inhibit,  escalation,  amplify,  terrain,  incur,  status quo,  pertinent,  gauge,  terminology,  unfold

（三）相关术语


negotiation motive,  manage conflict,  clash of stakes,  confrontation,  dispute,  contradiction,  chief concern,  typical issue,  approach,  conflict settlement,  coordination through negotiation,  argument,  bargain,  back-and-forth communication,  reach an agreement,  mutual giving and taking,  one-sided concession,  compromise,  collaboration,  participant,  veto,  equal right,  unfair result,  unbalanced negotiating power,  revocation,  interrelated interests and concerns,  possible benefits,  bring under effective control,  discord, conflict resolution skill,  tension and pressure,  relevant parties,  balance the relation,  current/long term interest  

Chapter 2  Negotiation Procedure and Structure  （谈判程序与结构）

一、学习的目的和要求
了解谈判的程序，具体包括：介绍谈判组成员；安排谈判日程；进行实质性谈判；对谈判进行总结。掌握谈判结构即谈判所要经历的具体过程。掌握相关词汇和术语；阅读课后案例。 

二、考核知识点                                                                         

（一）谈判知识

Negotiation Procedure  （一般）
Introduction of team members

Discussion of agenda

Formal negotiation

Wrapping up
Structure of Business Negotiations  （次重点）
Inquiry, offer, counter offer and acceptance
General Structure of Negotiation  （重点）

Determine interests and issues

Design and offer options

Introduce criteria to evaluate options

Estimate reservation points

Explore alternatives to agreement

Reach an agreement 

（二）生词与短语
format,  specialty,  courtesy,  indispensable,  expertise,  relaxation, trivial,  mentality,  foresee,  induce,  overlap,  perspective,  identical,  embody,  articulate,  perception,  disparity,  incite,  gauge,  initiative,  comprise,  skip,  jargon,  enforceable,  forthcoming,  lapse,  unequivocal,  aforementioned

（三）相关术语
negotiation procedure,  discussion of agenda,  wrapping up,  guest team,  counter party,  strategic consideration,  key issue,  initial tension of relations,  gain of benefit,  deadline,  discrepancy,  schedule,  interests,  substantive talk,  phase,  ambiguity,  reservation point,  gap,  alternative,  inquiry,  offer,  counter offer,  acceptance,  price,  quality,  volume,  packing,  shipment,  insurance,  terms of payment,  inspection,  arbitration,  binding effect,  deal,  mutual understanding,  offeror,  offeree,  contract,  revoke,  modification,  bargaining stage,  honor,  legal document

Chapter 3  Negotiation Lubrication  （谈判润滑剂）

一、学习的目的和要求
了解谈判前的准备工作对于谈判的重要性，以及谈判有关的调研准备工作所包括的四个方面。掌握相关词汇和术语；阅读课后案例。 

二、考核知识点

（一）谈判知识

Staffing Negotiation Teams  （一般）

     Team leaders,  professionals,  interpreters.

Choice of Negotiation Venues  （一般）

Host venue,  guest venue,  third-party’s venue.

Target Decision  （次重点）

Preference of interests,  target levels.

Collecting Information  （重点）

What is information

Where to collect information

International Organization,  Government,  Service Organizations,  Directories and Newsletters,  On-line Service.

Local laws and regulations

Information on financial credit

Market survey

（二）生词与短语
ad hoc,  integral,  comprehend,  framework,  stem,  facilitate,  illustrate,  attainable,  safeguard,  unpredictable,  attainability,  strategically,   psychologically,  secure,  esteem,  application,  uncover,  undetected,  costly,  assess,  shift,  anticipate,  overemphasize,  underestimation,  incur,  boundless,  preliminary,  sensitivity,  substitute,  substructure,  embassy,  consulate,  forwarder,  regulatory,  directory,   sift,  periodical,  pertinent,  acquisition,  substantial,  subsidy,  upgrade,  subconsciously,  constraint,  integrity,  bureau,  merchandise,  self-liquidate,  batch,  lease,  warehouse,  bilateral,  blur,  obscure,  prevalent,  tedious,  steadfast,  perseverant,  withdrawal,  hostile,  antagonistic,  impasse, neutrality

（三）相关术语

       negotiation lubrication,  financial credit,  market situation,  information channel,  choice of strategy,  preference of interest,  target level,  preparatory stage,  focus of negotiation,  repayment risk,  interest rate,  maturity of loan,  balancing point,  desirable target,  acceptable target,  bottom target,  walk away point,  possible outcome,  strategic planning,  market share,  import restriction,  heavy losses,  market demands,  labor rules,  distribution system,  availability of media,  advertising regulation,  data source,  non-tariff measures,  government trade policy,  macro/micro information,  size of market,  specification,  competitive activity,  secondary data,  growth trend,  trade flows,  growth prospect,  level of capitalization,  international payment flows,  countervailing duty,  antimonopoly laws,  antidumping trade restriction,  antitrust legislation,  negotiation draft plan,  market penetration ratio,  distribution network,  sales channel,  wholesales condition,  retail’s condition,  storehouse

Chapter 4  Win-win Concept  （双赢理念）

一、学习的目的和要求
了解传统理念与双赢理念的不同指导思想，以及两种理念可能给谈判活动带来的不同结果。掌握相关词汇和术语；阅读课后案例。

二、考核知识点

（一）谈判知识

Traditional Concept --- Win-lose model  （次重点）
Win-win Concept --- Win-win model  （重点）
（二）生词与短语

trace,  dawn,  theoretical,  empirical,  bewilder,  superficiality,  behead,  submit,  overwhelm,  disastrous,  utmost,  prevail,  dimensional,  bully,  revolt,  mingle,  advocate,  core,  detrimental,  jointly,  attorney,  effectiveness,  entitle,  designate,  nonmilitary,  formidable

（三）相关术语

        envoy, conspiracy, concession, stance,  impasse,  hegemony,  equality,  mutual benefit,  international affairs,  domestic affairs,  mutual success,  mutual sharing,  sincere cooperation,  mediator,  flexibility,  indisputable,  sovereignty,  temporary setback,  

Chapter 5  Collaborative Principled Negotiation  （合作原则谈判法）

一、学习的目的和要求
了解合作原则谈判法的核心和精神实质、它广泛的适用性及其对谈判取得双赢结果的积极意义。掌握相关词汇和术语；阅读课后案例。

二、考核知识点

（一）谈判知识

Separate the People from the Problem  （一般）
Focus on Interest Not Positions  （次重点）
Invent Options for Mutual Gain  （重点）

4)  Introduce an Objective Criterion  （重点）
（二）生词与短语
arrogance,  arrogant,  superior,  irritate, overreact,  outburst,  berate,  crucial,  outwardly,  comparatively,  concrete,  explicitly,  overpass,  reiterate, deteriorate,  conducive,  hinder,  retard,  laurel,  nuisance,  consolidate,  diagnose,  prematurely  haggle,  retrieve,  parallel,  randomly,  per capita,  nonproliferation,  hijacker

（三）相关术语

       collaborative principled negotiation,  haggling process,  fair standard,  posture,  contradictory,  objective criterion,  poor impression,  misled interpretation,  prejudice,  misunderstanding,  retaliation action,  debate,  creative option,  alternative solution,  complementary interest,  down-payment,  economic analysis,  depreciation,  international conventions,  foreign reserve holdings,  procedural standard,  routine talks,  prescribed ritual,  all-purpose strategy

Chapter 6  Law of Interest Distribution  （利益分配法则）

学习的目的和要求
了解谈判过程中各种利益的多样性和复杂性，以及各种利益群体之间的关系，和这些关系如何影响谈判的进程和结果。掌握相关词汇和术语；阅读课后案例。

二、考核知识点

（一）谈判知识

1)  Personal Interests VS Organizational Interests  （一般）
Personal Interests VS Organizational & National Interests  （次重点）

3)  Law of Two Level Game  （重点）

（二）生词与短语

exert,  entity,  linkage,  convergence,  monetary,  petty,  bribery,  procurement,  procure,  junk,  discard,  binational,  patriotism,  undermine,  eminently,  arena,  expound,  empirical,  dynamics,  ratify,  consensus,  graph,  lobby,  cohesion,  ratifier,  hegemonic  

（三）相关术语

        interest distribution, coordinate, outcome of negotiation, terminate, immediate interest,  multilateral relations,  variables,  coalition,  consolidated resolution,  bargaining leverage,  acceptability-sets,  minor modification,  common ground,  diversification,  unitary-actor,  negotiating lever,  ultimatum,  commonalty,  ally,   sanction

Chapter 7  Negotiating Power and Related Factors  （谈判力及相关因素）

学习的目的和要求
了解什么是谈判力，谈判力在谈判中是如何发挥作用的，以及影响谈判力此消彼长的因素是什么；掌握相关词汇和术语；阅读课后案例。

二、考核知识点

（一）谈判知识

Motivation  （重点）
Offering inducements

Demonstrating attractiveness

Getting external third parties’ back

Placing a time limit

Dependence  （重点）
Reducing, delaying or withholding services or resources

Blocking the other party’s ability to work on their own

Isolating the other party

Convincing the other party to give up

Substitutes  （重点）
（二）生词与短语
endow,  amplify,  equation,  formula,  implication,  provoke,  miscellaneous,  ailment,  retard,  resourceful,  sustenance,  dwindle,  nonrenewable,  simultaneously,  alien,  compassionate,  precedent,  crucial,  belittle,  prominence,  augment,  impel

（三）相关术语

        negotiating power,  fundamental incentives,  comparative power,  inducement,  cost of conflict,  assertiveness,  cooperativeness,  

Chapter 8  Law of Trust  （信任法则）

学习的目的和要求
了解信任对于谈判各方的意义和信任的普遍效用；掌握相关词汇和术语；阅读课后案例。

二、考核知识点

（一）谈判知识

How to Decide a Person Trusts and is Trusted?  （一般）

Effects of Trust  （次重点）

Determinants Affecting a Person’s Trustful or Mistrustful Behavior  （重点）

Childhood education

Professional or special training

Past credit record

Competence of others to perform a task

Intentions of others

Reward system

（二）生词与短语
enhance,  controllable,  substantially,  administrative,  skeptical,  tilt,  understandably,  orientation,  malicious,  peers,  subordinate,  paradoxically,  polarize,  

（三）相关术语

        mistrust,  corrosive effect,  mutual trust,  vulnerability,  penalty,  deprivation,  abuse,  impede,  distort relevant information,  withhold,  implementation,  level of trust,  determinant,  cornerstone,  versus,  misperceive,  suspiciousness,  constructive option,  destructive effect,  slowdown,  drop of confidence,  turning point,  mixed interest situation,  convergent alignment,  divergent alignment,  joint benefits,  tentative suggestion,  reciprocation

Chapter 9  Personal Styles VS Negotiation Modes  （个性类型与谈判模式）

学习的目的和要求
了解谈判者个人的性格类型对于决定谈判进程和谈判结果的重要性；了解谈判对手的性格类型的必要性，以及个人的性格类型与在谈判中的习惯表现之间的可能联系。掌握相关词汇和术语；阅读课后案例。

二、考核知识点

（一）谈判知识

1) Game Theory  （一般）
Personal Style Check and Some Findings  （次重点）
Personal Styles VS Negotiation Modes  （重点）

AC Negotiation Model  （重点）

Assertiveness depends on stakes and power

Cooperativeness depends on alignment of interests and relationship

（二）生词与短语
personality,  profile,  multi-sided,  motto,  slender,  iterate 

（三）相关术语

        personal style,  conclusive function,  customary action,  backup style,  international perspective,  identical pattern,  negotiation mode,  short-cut way,  beating-around-the-bush way,  commonality,  drawback,  tactical decision,  alignment of interests,  game theory,  egoistic individualism 

Chapter 10  Distributive Negotiation and Complex Negotiation  （两分法谈判与复杂谈判）

学习的目的和要求
了解两分法谈判与复杂谈判的不同特点及内容；掌握相关词汇和术语；阅读课后案例。

二、考核知识点

（一）谈判知识

Distributive Negotiation  （一般）
Reward system

Relationship

Items

Assumptions

Strategy used

Price Talk and Negotiation Zone
Complex Negotiations  （次重点）
Involvement of third parties
Coalition, Multi-party Negotiation  （重点）
Setting coalition target

Building coalition

Manage the coalition

（二）生词与短语

attribute,  tangible,  outrageously,  excavate,  go-between,  matchmaker,  contentious,  navigate,  verdict,  kingship,  condemnation,  embrace,  hazard,  hazardous,  arduous,  embark,  vehemently,  testimony,  plight,  lobby,  ideologically,  unprecedented,  constituency 

（三）相关术语

        distributive negotiation, complex negotiation, bargaining mix, fluctuate, arranged track,  unilateral high pressure,  symmetric high pressure,  reciprocal concession,  break the ice,  impartially,  process focus,  content focus,  conciliator,  facilitator,  mediator,  protracted negotiation,  hidden and looming obstacles,  arbitrator,  deadlock,  sheer outsider,  disputant control,  executive,  indisputant,  multi-party negotiation,  coalition target,  beneficiary,  bystander,  sequencing effect,  internal dissension,  conjuncture points,  coalition candidate,  footing, insignificant variance,  internal dissidence,  incipient stage,  deflate,  unrealistic expectation,  jeopardize,  excessive commitment,  misleading hint,  endeavor,  guarantor,  dissenting vote,  ratify,     ballot,  ratification,  validate

Chapter 11  Culture Patterns VS Negotiation Pattern  （文化模式与谈判实践）

学习的目的和要求
了解不同文化背景的人群和个体的不同文化特征及其行为举止、观念意识、哲学思想、社会地位和贸易习惯之间的关系；掌握相关词汇和术语；阅读课后案例。

二、考核知识点

（一）谈判知识

Definition of Culture  （一般）

Culture Patterns  （重点）
Individualism

Communication process

Communication approaches

Concept of time

Relationship and formality

Manners and customs

Varied practices in negotiations
Negotiations Around the World  （重点） 

Britain,  Germany,  France,  Italy,  Spain,  Northern European Countries,  Russia,  America,  Latin America,  Japan,  East and Southeast Asia,  India,  Arabian Countries

（二）生词与短语
variance,  interconnection,  ethnic,  adornment,  etiquette,  courtship ritual,  mind-set,  status differentiation, manifest,  denomination,  communicable,  multidimensional,  artifact,  encultured,  multifacese,  spectrum,  occidental,  collectivism,  bluff,  panorama,  slippery,  abhor,  grossly,  sauna,  occupancy,  occult,  subculture,  dynamo,  patchwork quilt,  homogenous,  conceited,  spar,  dogmatic,  haughty 
（三）相关术语

        vague promise,  direct confrontation,  compatibility,  decode,  tariff,  high context model,  low context model,  punctuality,  connotation,  protocol,  obstinateness,  margin,  finalize,  dictatorial,  arguable,  decision process
第三部分  有关说明与实施要求

指定教材

教材：《国际商务谈判（英文版）》  白远 中国人民大学出版社2002年6月第一版

二、自学方法指导

1、首先阅读本课程的自学考试大纲，明确本课程所用教材的编写原则、宗旨、特点、要求、内容提要及考核重点，才能有目的、有计划地进行学习，收到较好的学习效果。

2、每课学习的核心和重点在课文，因为本课程要求掌握的国际商务谈判知识和语言技能主要在课文中体现，考生应认真研读学习课文，彻底理解掌握重点、难点，融会贯通，才能学好其它环节和部分。

3、结合课文理论部分的讲解，认真阅读每课的案例研究和相应的案例分析。每课所提供的案例均为世界著名谈判案例，具有典型性和普遍指导意义。

4、认真完成课后的思考和讨论题。结合课文所讲解的理论，就案例中的问题用理论进行分析、讨论，使自学者通过课堂和课下讨论真正理解所学的知识。

5、课下认真准备课上积极参与模拟谈判。学习者在谈判结束后可以比较实际谈判的结果和自己谈判的结果，进一步体会谈判理论在谈判中的指导意义，获得比较接近实际的真实体验。

6、虽然课文的理论部分以教师讲解为主，但案例研究、模拟谈判都要求学生有较好的口语基础。因此自学者应较好地掌握国际商务谈判的相关词汇和术语，加强口语练习，才能收到更好的学习效果。

7、为了使所学知识更加扎实，自学者除认真学习必读教材外，还应进行一些课外阅读，如：《中国日报》上的经贸文章，国际商报社出版的英文月刊International Business等；坚持每天收听英语广播和CCTV News, 提高自己的听力和口语水平，会进步得更快。

8、对与国际商务谈判相关的基础英语、听力、口语、经贸英语翻译、经贸知识等课程的学习对本课程也有积极的帮助。

对社会助学的要求

1、要把握社会助学的正确导向。社会助学单位和辅导教师应根据自学考试大纲规定的学习要求和考试要点，认真研究指定教材，明确本课程的特点、学习范围和学习要求，对自学者进行切合需要的辅导，并从学习方法上给以指导。特别要注意引导他们全面系统地掌握课程内容，不搞猜题压题，防止把“助学”变成“助考”。

2、要正确处理国际商务谈判知识和实际运用英语能力的关系。引导自学者一方面了解和掌握国际商务谈判方面的知识，另一方面则通过辅导、阅读、讨论、完成作业等方式，扩大词汇量，复习和巩固基础英语课程中所学到的知识和技能，进一步提高实际运用英语的能力。

4、要正确处理一般和重点的关系。 课程内容有一般和重点之分，但两者是密切联系、不可分离的，不掌握全面就不可能深入重点，而且考试的内容是覆盖全部课程的。因此，社会助学单位和辅导老师都应指导自学者全面系统地学习教材，在学习全部内容的基础上掌握考核要点。要引导自学者把全面理解和重点深入结合起来，切忌孤立地抓重点。

5、助学课时：本课程4学分，建议助学课时不少于72学时，每周最好4课时，学员课下再投入4 --- 6小时，半年完成。

关于命题的若干规定

1、本课程的考核和命题严格依据本大纲的要求进行，考试的范围和标准要求客观规范。不因考生水平或对象的变化而扩大或缩小范围，提高或降低标准，考试内容要覆盖全书，适当突出重点。

2、考核内容中国际商务谈判知识和英语技能并重，但试题并不截然分开，大多数试题既体现对知识的考核，又体现对语言技能的考核。

3、试题的平均难度相当于教材的课文和练习。为体现层次，拉开档次，试题难易程度分为易、较易、较难、难，比例为2：3：3：2。

4、每份试卷中，各类考核点所占比例约为：重点占65%，次重点占25%，一般占10%。

5、试题形式一般有：词语翻译（包括汉译英，英译汉两部分），词语与解释，完型填空，回答问题，汉译英，英译汉等。

6、考试采用闭卷考试， 考试时间150分钟，采用百分制评分，60分为及格。

题型示例

I . Write down the terms according to the definitions given below:

      1. _____ : a dispute, disagreement or argument between two or more interdependent parties who have different and common interests.

2. _____ : a process of communication between parties to manage conflicts in order for    them to come to an agreement, solve a problem or make arrangements.

3. _____ : the value of benefits that may be gained or lost, and costs that may be incurred or avoided.

4. _____ : what negotiators wish to attain but in reality rarely reached.

5. _____ : desires and incentives for gaining interests and stakes.

II . Translate the following terms into Chinese:

Win-win concept:

Law of two level game:

Game theory:

Distributive negotiation:

Complex negotiation:

III . Translate the following phrases into English:

性格类型：

习惯表现：

谈判模式：

极端利己主义：

囚徒困境：

IV . Match the words in Column A with their equivalents in Column B:

       Amplify





important

       Crucial 





illness

       Ailment





approve

       Ratify





    explain

       Batch





    group

V . There are five incomplete sentences in this part. For each sentence there are four choices marked A, B, C and D. Choose the ONE answer that best completes the sentence.

She _____ her trip to New York because she was ill.

A. went off




B. called off

C. put up 




D. close down 

Mr. Smith was the only witness who said that the fire was _____.

A. meaningful



B. deliberate

C. innocent




D. mature

Areas where students have particular difficulty have been treated _____ particular care.

A. in





B. by 

C. with





D. under 

You shouldn’t have written in the _____ since the book belongs to the library.

A. edge




B. border 

C. interval 




D. margin 

_____ the storm, the ship would have reached its destination on time.

A. In spite of



B. In case of

C. But for




D. Because of

 VI. Cloze   The following are some words and phrases, some of which are taken from the text that follows. Decide which phrase should go in each gap and then write the letter in the space provided. Please note that there are more phrases than gaps.

economics, rise, limitation, demand, scarce, infinite, conflicts, productive, out, confrontation, concern, approaches, satisfy, peaceful, endless

    Human beings live in a finite world, but their appetites are oriented to the _____. As a result, man’s unlimited demand has constantly given _____ to conflicts between such scarce and limited, _____ natural resources. To find a way _____, the science of _____ has been developed to study alternative ways to use scarce and limited but _____ resources to produce goods and services to _____ man’s unlimited demand. Man’s _____ need and demand not only produce _____against nature but trigger _____ among themselves.

VII. Translate the following sentences into Chinese:

The outcome of negotiation is a result of mutual giving and taking.

Negotiations happen due to the existence of conflicts, however, no negotiations can proceed smoothly and come to a satisfactory solution without collaboration between the participants.

In spite of unequal strength and power on the side of one party, it should not be viewed as a success if the other party can not excise veto right to the result of the negotiation, which is a show of equal right of the parties.

Both different and common interests coexist, which appear to be illogical.

Two parties in a conflict will naturally fight for each other’s own interests and make every effort to gain more from the other side.

VIII. Translate the following sentences into English:

客观标准应当独立于所有各方的主观意志之外，因而它可以不受任何一方的情感影响。

合作原则谈判法为我们提供了一个在艰苦的谈判中达成聪明协议的方法。

协议应当改善、或至少不伤害各方的关系。

调查表明，腐败给集体和国家带来了重大的损失。

事实上，企业常常在国家的决策过程中发挥重要作用，特别是当企业的利益与国家的利益完全一致时。

IX . Read the dialogue and decide which parts of the dialogue can be called “inquiry”, “offer”, “counter offer”, or “acceptance”:

     A: We have looked at your samples and feel interested in your products. Can you tell us how much you want to sell us?

   B: I think you must have noticed that our products have good quality and our brand is very competitive. Our offer is $25 each.

   A: We have to point out that your price is rather on the high side and it’s impossible for us to push any sales at such a price.

   B: Well, to get the business done, we plan to make some concessions. But if the quantity is too small, I’m afraid we can’t move much. What’s the size of your order?

   A: 100 pieces.

   B: You are kidding. Don’t forget you are buying watches, not motorcycles. 

   A: We have some financial difficulties at the moment. If your price is competitive and the quality is to the satisfaction of the customers, substantial orders from us will follow.

   B: In that case, let’s conclude the transaction at the price of $23 each.

   A: It’s settled.

X . Explain the following terms in English:
alignment of interests:

offering inducements:

collaborative principled negotiation:

financial credit:

the bottom target:

 XI: Fill in the blanks with the appropriate form of words given and make some changes if necessary:

Fewer and fewer people will accept _____ dictated by someone else.  (decide)

People who think negative of conflicts often cite _____ wars and fighting which caused huge loss of lives and property.  (devastate)

Introduction is not a mere show of courtesy but rather an _____ part of negotiation.  (dispense)

Initial tensions of relations built up when discussing difficult issues will end in _____ of tension and satisfaction of easy gain of benefits.  (relax)

Information can reveal possible solutions to the problem and prevent _____ mistakes.  (cost)

XII . Identify the one underlined part that is wrong:

(  ) Every business prefers doing business with people from economically and politically                       a                    b
stable countries for sake of less risk.
     c                    d

(  ) In some countries in which there is very few rain at any time, the farmers have to 

                         a              b         c                d

irrigate their fields.

(  ) Buenos Aires is one of the world capitals that are known for its busy harbor.

                  a            b            c           d

(  ) Remember to go to the post office and don’t forget taking the parcel with you.

           a     b                                c            d

(  ) Had not I known the result of the exam, I would have waited outside the teacher’s 

              a         b                   c                                          

office for the whole day.

           d

XIII . In the following sentences, some parts are underlined. You are to rewrite them without changing the original meanings, using the structures suggested in the brackets and making other necessary changes:

A sudden increase in water pressure would break the dam.  (Passive voice)

She would never again trust her own judgement when buying antiques.  (Inversion)

If you start early, you’ll quickly finish.  (Adverbial clause of comparison: the more … the more…)

He promised that he would be here on time next time.  (Infinitive)

Although he is sullen in appearance, he is indeed a kind person.  (prepositional phrase)
XIV . Study the Silk Selling Case and answer the following questions:

         On a cool day of autumn, an American saleswoman, Edward Nicolar, came into Shaoxing Silk Plant and Fan Shizhou received her. After looking carefully at the samples exhibited, she showed a look of satisfactory. Then suddenly, she turned to Fan and said she wanted to order 7 patterns at the price of $3.8 per yard. However, Fan did not answer her directly but mentioned the prices of similar products in Italy, France, America and Europe, and then he gave his counter offer of $5.36 per yard.

         At this she shouted and said $5.36 was Hong Kong’s retail price. Her boss would get crossed at her if she ordered silk at such high price. Fan replied confidently that the price was Hong Kong’s retail price, however, there was no such kind of products at the market, besides, the price was not at all high because it cost him $5 for buying plain silk and 0.36 for printing. If the products were sold at European market, the price could reach as high as $30. Fan further emphasized that since it was the first time they did business with each other, he hoped to establish good relationship first, so he actually offered her a favorable price.

         Nicolar could not keep calm any longer. She offered $4,  $4.2,  $4.3 and finally $4.6. Fan did not say “no” nor “yes”. He simply said that there was a saying in Chinese, “Friendship exists despite of failure in business.” Nicolar said no more and stepped onto her car and left.

     Questions:

What lessons can you learn from the results of the negotiation?

In what way can a better understanding of domestic and foreign silk markets help you with your negotiation?

What knowledge of Hong Kong and European markets is helpful in the above case?

What additional knowledge is needed for the bargaining?

What makes it possible for Mr. Fan to keep firm in his stance in negotiation with the American businesswoman?

 XV . Reading Comprehension

      Read the following passage and decide which is the best choice.

         Unlike their American or European counterparts, car salesmen in Japan work hard to get a buyer. Instead of walking around showrooms waiting for customers to drop by, many Japanese car salesmen still go out to get them. They trudge the streets selling cars door-to-door. New customers are hunted with a vengeance and existing ones feted with fruit and cakes on their birthdays. But life is getting tough --- and not just because new-car sales are failing.

         With more Japanese women (who often control the house-hold budget) going out to work, the salesmen increasingly find nobody at home when they call. That means another visit in the evening or at the weekend. Then they face an extra problem: more people, especially the young, prefer to choose a new car from a showroom where they can compare different models.

         Even as late as the mid-1980s some 90% of new cars were sold door-to-door. In some rural areas most new cars are still sold this way. But in the big cities more than half the new cars now are sold from showrooms.

         Although investing in showrooms is expensive because of the high cost of Japanese land, dealers have little choice. A labor shortage and higher expectations among Japan’s workforce are making it difficult to recruit door-to-door salesmen. Most of Japanese car salesman’s working day is spent doing favours for customers, like arranging insurance or picking up vehicles for servicing, rather than actually selling.

         Japan’s door-step car salesmen are not about to vanish. The personal service they provide is so deep-rooted in Japan that they are likely to operate alongside the glittery new showrooms. The two systems even complement each other. What increasingly happens is that the showroom attracts the interest of a potential buyer, giving the footsore salesmen a firm lead to follow up with a home visit.

According to the passage, a car dealer has to work hard to get a buyer _____.

A. in the United States




B. in Japan

C. in Britain






D. in France

Japanese car salesmen usually do not wait at showroom for customers to drop by, instead _____.

they sell cars door-to-door

they buy presents for their customers

they enjoy themselves in recreation centers

they go out to do market researches

The one reason why a car dealer’s life is getting tough is that _____.

new car sales are fall






Japan is in recession

car prices are increasing fast




high inflation has dented the customers’ purchasing power

More working women pose great threat to _____.

A. their families






B. car sales

C. workforce







D. men’s career

Which of the following is true?

More new cars are sold in big cities than in rural areas.

More new cars are sold in rural areas than in big cities.

About 10% of new cars were sold in showrooms in mid-1980s.

European car salesmen are lazier than American car dealers.
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