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Chapter 1 The Nature of Negotiation
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Chapter 2 International and Cross—cultural negotiation
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Chapter 3 Negotiation Style and Strategies
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Chapter 4 Prenegotiations Planning
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Chapter 5 At the negotiation
HUEENTR:
5.1 FEFri 55 R R 454
5.2 [H bR 55 A T aa b B
5.3 [ B i 55 YR H R SE TR B
5.4 [ R 55 WA 122 5 W B
5.5 [ B 55 9 1 45 R B B
VAR



Chapter 6 Undertaking Renegotiations

KNI [ BR i SR £ 4 5
R SAINPS v &
iEH: AP B

BUAE
WA EA R
AR IR

AN

6.1 & FMET 5E
6.2 Fil I ab

6.3 IR A ) e &5

AE IR :

HiE: SFEPEAT;
PRAA: AR,
jé);ﬁ H iﬁ;ﬂj B/‘J A%‘\ él:[:l:

HAHE A

dner GBS BRI

BRI

Chapter 7 Best Practices in Negotiations

e Eaukay

U BEAT — 3 T ) 1R
+t. RASLE IR EREK

Sk | .

T gpen FENE S g e P

B %

| RN | TR R L | maw

o | TR e 38 IR ALIX 1| Gan

3 | YRR L N, 1| e
G [E ;ﬁ iR . =1 1

o | R ma s mig . | wE

I\ TN AR SRS

SRR (140 VTR L
X1 RER I, CPEFRE 10
X2 IINH B SR 20




X3

PRAEL L

20

X4

MZIT 5%

50

dr
=5

BTN

2
AATHI 4 \@W




	【国际商务谈判（双语）】

