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《International Business Negotiation》课程教学大纲
Course Title:


International Business Negotiation (Conflicts and Management)
Credits: 2
Teaching hours: 32
Prerequisites: basic knowledge of International Trade Practice, International Business, and Cross-cultural Management.
Semester: Spring Semester 

Lecturer’s Information:

Name: Zhang Xifeng
Email : 13007233816@163.com
Telephone: 13007233816
Course Description: 

This is an introductory and comprehensive course in international business negotiation. The basic content of the course includes (1) an overview of the types and causes of conflicts in doing business internationally; (2) Characteristics of a negotiation situation, including a conflict of needs and desires between two or more parties, the parties negotiate by choice, etc.; (3) mutual adjustment and concession making; (4) levels of conflicts, functions and dysfunctions of conflict (5) effective conflict management; and (6) the processing of international business negotiation; (7) know the fundamental psychological sub processes of negotiation: perception, cognition, emotion, communication, power, influence and ethics; (8) Cross-cultural problems  in  international business negotiation. 

Aims and Objectives: 
The main objectives of this course are:
· to introduce the main concepts relating to international business negotiation;
· to help students understand the differences between international and domestic business, esp. from the concept of conflicts; 
· to pay special attention to the practice of international businesses negotiation through up-to-date cases. 
· to realize the importance of international manager’s job in cross-cultural negotiations. 

· to improve negotiating outcomes by understanding dynamics of negotiation process and influence of culture.
· To solve the problems and conflicts in real business practices.
Learning Outcomes:
 On completion of the course a student should be able to
· explain how culture influences the negotiation process.
· consider a proper negotiating tactic or strategy for a certain negotiation conflict.
· discuss the role of culture in the conflict resolution process.
· appreciate the approaches to conflict as well as understand the influence for negotiating.
· identify ways to be a more effective cross-cultural negotiator 
Teaching Methods:

Teaching methods will involve a combination of formal lectures, classroom discussion, case study, and presentation. Students will be encouraged to explore the application of concepts learned through contemporary case in class.

Assessment:
	Final Negotiation Imitating 
	50%

	Classroom performance
	20%

	Case study and Presentation
	20%

	Attendance
	10%

	Total
	100%


To achieve a pass grade in this course, students must obtain 60% or more as an aggregate mark on the assessment.

Regular attendance of classes is compulsory.

Final Negotiation Imitating 
Final negotiation imitating would be based on the situation of a given case. The assessment would include the contents, the strategies applied, team work spirit, the completion of the case, the responsibilities of negotiators, etc.
Classroom Discussion 

Classroom Discussion is designed to assess the students’ ability to solve complex problems relating to theory and practice of international business. Classroom Discussion should be handed in and presented during the class at the teacher’s discretion.

Case Study and Presentation 

Case study is designed to assess the students’ ability to put theory into application. Students are required to analyze cases on how to be successful in international business negotiations.
Team Work

Students are required to form team to jointly finish Classroom Discussion and Case Study and make presentation. Team members will work together to produce a joint report, and each member of a team will receive the same mark for the report. 

Your Input:
You will be expected: 

-to review your lecture notes and follow up references on lecture topic; 

-to prepare for class discussion in advance by reading and preparing outline answers to questions and notes to form the basis of discussion; 

-to work through lecture notes and other material regularly to check your understanding of the concepts and theories discussed, and to raise any difficulties with your class tutor or lecturer; 

Text Book and Indicative Reading List:

International Business Negotiation (Fifth Edition) written by Roy J. Lewicki, published by Renming University of China, printed in 2012
The required text will be supplemented by outside readings from selected periodicals and journals. Reading of business journals on a regular basis will be especially helpful in dealing with issues of current interest to this class.
Calendar of Teaching Activities:
	Week 
	Activities
	Things to remember

	Lecturer

	Week 1 
	Lecture 
	 Ａn overview of the types and causes of conflicts 
	Zhang Xifeng

	Week 2 
	Lecture
	 Levels of conflicts, functions and dysfunctions of conflict 
	Zhang Xifeng

	Week 3 
	Lecture
	Strategy and Tactics of Negotiation
 
	Zhang Xifeng

	Week 4 
	Lecture
	Understanding the Flow of Negotiation：Stages and Phases
	Zhang Xifeng

	Week 5 
	Lecture 
	Communication in negotiation

	Zhang Xifeng

	Week 6
	Lecture
	Ｍore effective cross-cultural negotiator by countries（Ｒole of culture in the conflict resolution process）
	Zhang Xifeng

	Week 7 
	Lecture
	Ethics in negotiation


	Zhang Xifeng

	Week 8
	Test 
	Reviewing ，Case study， presentation & simulation
	Zhang Xifeng


Course Outline:

1. Introduction and Overview

Chap 1Ａn overview of the types and causes of conflicts
Case Study

2. Conflicts　＆　functions of conflict
Chap 2 Levels of conflicts, functions and dysfunctions of conflict
Case Study

3. Strategy and Tactics of Negotiation
Case Study

4. The Flow of Negotiation 
Understanding the Flow of Negotiation：Stages and Phases Case Study

Negotiation Imitating
5. Communication in negotiation 
The function and key points of communication for business negotiation internationally

Case Study 
6. Ｍore effective cross-cultural negotiator by countries；TheＲole of culture in the conflict resolution process
Culture differences by nation in business negotiation

Case study　
７．Ethics in negotiation

General idea of ethics as well as the approaches to ethical reasoning

Case study
8. Reviewing ，Case study， presentation & simulation
Grades will be based mainly on the performance in classes of the last time.



