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中南财经政法大学课程教学大纲

Course Syllabus of

Zhongnan University of Economics and Law

	Course Title: International Negotiation

	Course Code
	41103008
	Semester
	Autumn

	Teaching Hours
	32
	Credits
	2

	Prerequisites
	None

	Instructor Information

	Name
	Liu Kai
	Email
	jxmylk24@163.com

	Institute
	School of business and administration

	Applicable Object
	International Students

	Course Objectives
	Course position: This course is an elective course for international economy and trade major. In order to cultivating goal of integration of economic management and law, focusing on shaping students' negotiation consciousness, teamwork, communication ability and win-win concept, plays an important role in business knowledge and professionalism.

Core learning results: Enable students to understand the basic concepts and concepts of business negotiation, master the procedures and methods of business negotiation, use business negotiation strategies and skills, understand the conventions and rules of business negotiation, and have basic modern business ability and good professional quality.

	Course Description

(200 words)
	International Negotiation, which is established to adapt to the development of contemporary business, is an applied and professional course combining theory with practice. This course focuses on the introduction of the basic theory, basic knowledge and basic methods of business negotiation. The content mainly includes the basic principles of business negotiation, business negotiation stages and procedures, psychology and communication in business negotiation, business negotiation etiquette and cross-cultural negotiations, etc. Negotiation strategic planning, start negotiations, consultation and negotiation is the key learning points. This course will make students understand, grasp and apply the basic skills of business negotiation, and serve for laying the foundation of the comprehensive qualities and business negotiation skills required to engage in business decision making, business management, marketing and other work.

	Assessment Methods
	Main teaching methods: Using participatory situational teaching method, combining classroom teaching and group simulation with internet intelligent teaching tools, following the "student-centered" education concept, paying attention to process assessment and quality training.

	Textbooks and References
	1. Negotiation Essentials: Theory, Skills And Practices, Michael R.Carrel，格致出版社，2010
2. Essentials Of Negotiation，Roy J. Lewicki 机械工业出版社，2016
3. Practical Solutions To Global Business Negotiation，Leigh L.Thompson，中国人民大学出版社，2013
4. The Art of Negotiation，Michael Wheeler，Simon & Schuster US，2013．
5. Negotiation Essentials: Theory, Skills And Practices, Michael R.Carrel，格致出版社，2010
6. Successful Negotiation: Essential Strategies and Skills：https://www.coursera.org/learn/negotiation-skills

7. Mahdavi, M., Fatehi‐Rad, N. and Graham, J.L. (2020), Planting Orange Trees in Twenty Cultures: The Practice of International Negotiations. Negotiation Journal, 36: 421-440. https://doi.org/10.1111/nejo.12335
8. Mandell, B.S., Petraeus, S. and Subramanian, G. (2020), Sources of Power in Public Negotiations: A Framework Applied to Public‐Public and Public‐Private Negotiations. Negotiation Journal, 36: 397-419. https://doi.org/10.1111/nejo.12337
9. Dinnar, S., Dede, C., Johnson, E., Straub, C. and Korjus, K. (2021), Artificial Intelligence and Technology in Teaching Negotiation. Negotiation Journal, 37: 65-82. https://doi.org/10.1111/nejo.12351


	Course planning

	Chapter 1
	INTRODUCTION
Understand the essence of business negotiation, classify and characterize business negotiation activities, explore the significance of business negotiation activities to macro-economic activities and micro economic activities, and introduce the main contents and methods of business negotiation research, as well as the general situation and important achievements all the world.
Section1: Basic category of business negotiation

Section2: The categories of business negotiation 

Section 3: Business negotiation and market economy

Section 4: Theoretical research of business negotiation



	Chapter 2 
	ESSECIAL OF NEGOTIATIONS
To master the basic principles, ethics and legal constraints in business negotiation, improve students' ability to apply theory to practice, and establish students' ability to carry out negotiation under the framework of law and contract.
Section 1 :The summarize of business negotiation concept 

Section 2 :The concept of business negotiation 

Section3: Ethical and moral constraints in business negotiation

	Chapter 3
	PREPARATION
Understand the main work of business negotiation preparation, be able to conduct comprehensive analysis on business negotiation environment analysis, information preparation, objectives and opponents, so as to help negotiators make scientific decisions in negotiation, and improve students' ability to ask and analyze problems.
Section 1: Environmental analysis

Section 2: Information preparation before negotiation

Section 3: The determination of negotiating objectives and opponents

Section 4 : Development of the negotiation plans

	Chapter 4
	OPENING SESSION
Understanding the significance of the beginning of the negotiation will help to establish an appropriate negotiation atmosphere, understand the ice breaking skills and strategies, and objectively assess the strength of bilateral negotiations after negotiators contact each other at the beginning stage.

Section1 : Establishes a good basis for negotiation

Section 2: The main content of starting negotiations

Section 3: Starting negotiation strategy and basic requirements

	Chapter 5
	BARGAINING
Understand the basic content of business negotiation, learn to deal with deadlock and reasonable concession strategy, apply theory to practice, and improve students' persuasion skills, communication ability and game ability.
Section1: Quotation and Price Explanation

Section 2: Price Comment and Bargain

Section 3: Concessions and refusal strategies

	Chapter 6
	SETTLEMENT
Understand the main work of the signing and performance stage of the negotiation, be familiar with the negotiation characteristics and related etiquette and Strategies of the two stages, and enhance the students' contract spirit and legal awareness.

Section 1: Signature of a written contract
Section 2: Negotiation before a contract entry into force
Section 3: Negotiation after a contract entry into force

	Chapter 7
	CULTURE IN CROSS-BORDER

Master the influence of cross-cultural differences on business negotiation, be familiar with the background knowledge of different cultures and the application of various etiquette in business negotiation, especially the embodiment and inheritance of Chinese culture in negotiation.

Section 1 Cultural differences and communication of the negotiators
Section 2 The Influence of Chinese Culture on negotiation
Section 3 Negotiation Characteristics of Different Cultures

Section 4 Etiquette and Manners in Negotiation

	Chapter 8
	NEGOTIATION STIMULATION

Master the procedure and elements of negotiation comprehensively and infiltrate theoretical knowledge into simulation negotiation, fully understand the essence of negotiation, such as win-win cooperation, conflict resolution, bottom line thinking, and give students guidance in ideology and ideology, so as to improve students' theoretical literacy and business ability.


