商务谈判课程教学大纲

Business Negotiation

一、课程基本情况

课程名称：商务谈判 

课程编号：11130022

课程总学时：24 讲课：24

课程学分：1.5

课程分类：选修

开设学期：3秋
开课单位：经济管理学院  工商管理系

适用专业：学院各专业
所需先修课：无

课程负责人：何有缘 

二、课程内容简介：

本课程从需求理论出发，讨论了引发谈判的基本动力、谈判的基本模式以及谈判的倾听、发问、说服等技巧，然后重点介绍一种高效的谈判程序——哈佛谈判术。以此为基础，通过列举大量的实际案例，进一步讨论谈判的囚笼技巧、压力技巧和陷阱技巧，从而使学生走向社会时，不轻易钻进他人所设的圈套和陷阱，善于顶住他人施加的各种压力而坚持正确的主张，从而顺利地开创自己的美好未来。

Based upon requirement theory, this course first of all introduces the fundamental driving force and the basic patterns of negotiation, and negotiation techniques, such as listening, questioning and persuading, etc., then concentrates on introducing a highly efficient negotiation procedure—Harvard Negotiation Skill. Based on the forgoing contents, the course aims at training the students by numerous actual cases in correcting their credulousness of the daily pitfalls, improving students’ socially skills, e.g., insisting their own ideas, thus path a right way to their bright future and success.

三、各部分教学纲要

��� 课堂讲授部分教学内容要点、基本要求及学时数等(24学时)

�� �第一章  谈判的基本理论（ 6学时）

谈判的基本概念、谈判的基本形态、谈判成败的标准、传统的谈判模式、互惠的谈判模式、谈判的需求理论。重点讲授谈判成败的三标准、传统模式与互惠模式的区别与联系、需求理论的要点。 

第二章  谈判的沟通技巧（ 6学时）

倾听的技巧、发问的技巧、答复的技巧、说服的技巧。重点讲授倾听的意义及倾听方法、发问和答复的基本形态与技巧。   

第三章   哈佛谈判术（ 6学时）

在立场上讨价还价不明智、哈佛谈判术的特点、把人与问题分开、重在利益而非立场、构思对彼此有利的方案、坚持客观标准。重点讲授哈佛谈判法的要点、把人与问题分开的3个步骤以及构思方案的4个出发点。 

第四章   谈判的实用策略与方法（6学时）

谈判前的准备工作、自身实力之认定、制订谈判议程谈判时间与地点的选择、谈判的囚笼技巧、谈判的压力技巧、谈判的陷阱技巧、避免犯愚笨的错误。重点讲授谈判的准备工作包括的具体内容以及谈判的囚笼、压力、陷阱技巧。

习题作业安排

各章均有若干个习题，要求学生都要及时完成，并交教师批改。教师对学生作业中出现的普遍性问题及时给予辅导、解答。

四、使用教材及参考书�

教  材：自编讲义；

参考书：1、《哈佛谈判术》，震  弘编译，科学普及出版社，1998年。

2、《现代商务谈判》，《现代商务谈判》，李品媛编，东北财经大学出版社，2003年。

执笔人：何有缘
审定人：侯云先

2009年11月12日制定

Business Negotiation
1. Course Overview

Course Title: Business Negotiation
Course Code: 11130022
Course Total Hours: 24

Course credits: 1.5

Course Category: Elective

Open Term: Autumn
Starting units: College of Economics and Management, Department of Business Administration

For specialty: Full Court of the Specialty

Prerequisite required: None

Course Person in charge: He Youyuan

2. Course Introduction

Based upon demand theory, this course first of all introduces the fundamental driving force and the basic patterns of negotiation, and negotiation techniques, such as listening, questioning and persuading, etc., then concentrates on introducing a highly efficient negotiation procedure—Harvard Negotiation Skill. Based on the forgoing contents, the course aims at training the students by numerous actual cases in correcting their credulousness of the daily pitfalls, improving students’ socially skills, e.g., insisting their own ideas, thus path a right way to their bright future and success.

3. The Outline of the teaching

Chapter 1 Basic theory of negotiations (6 hours) 
    Definition of negotiation, basic form of negotiation，standards of successful negotiation，traditional negotiation model，reciprocity negotiation model，demand theory of negotiation. Focus on teaching the standards of successful negotiation，the difference and correlation between the models，the main points of demand theory.
Chapter 2 Communication skills of negotiations (6 hours)
    Listening skills，skills to ask questions, answer skills, persuasion skills. Focus on teaching the significance of listening，the basic form and skills of questions and answers.
Chapter 3  Harvard Negotiation Skill. (6 hours)
    Bargaining would be unwise in the position，the characteristics of the Harvard Negotiation skill，separating the people from issues，focusing on interests rather than positions，the idea of ​​mutually beneficial programs，adhere to objective criteria. Focus on teaching the main points of Harvard Negotiation Skill，three steps of separating the people from issues，four starting points of envisaging the programs.
Chapter 4 Practical strategies and methods of negotiation (6 hours)

    Preparation before the negotiations，identifying your own strengths，development of the negotiating agenda，the choice of negotiating time and place，the cage techniques，the pressure techniques，the trap techniques，avoid making stupid mistakes. Focus on teaching the preparations for negotiations，the cage techniques, the pressure techniques and the trap techniques.
Exercise Arrangements

  A number of exercises are arranged in each chapter，students must do the exercises in time and submitting to teachers marking. Teachers should give answers to common problems of exercises in time.
4. Teaching materials and reference books
Teaching materials：Handouts.

Reference books：
1. Harvard Negotiation Skill，edited by Zhen Hong，published by Popular Science Press，1998.

2. Modern Business Negotiation，edited by Li Pin-yuan，published by Northeast Finance University Press，2003. 
Author：He Youyuan
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