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"Business Negotiation (English)" serves as a English compulsory course
for the International Economics and Trade major, emphasizing a strong
integration of theory and practice. It closely aligns with the requirements for
cultivating talents in international trade, focusing on the practical application
of theories such as international business negotiation, international
marketing, and strategic management in the context of international trade
negotiation. The course aims to cultivate versatile foreign business talents
proficient in both business negotiation and international trade knowledge and
skills. Building upon classic theories of international business negotiation, it
tightly integrates with the professional goals of international economics and
trade education. The course incorporates a wealth of practical knowledge and
skills training related to negotiation environments, processes, methods,
techniques, and commonly used negotiation phrases in international trade
practice. It expects students to master relevant knowledge and skills for
engaging in business negotiation and international trade, while also fostering
their professionalism.
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This course is suitable for junior students majoring in International
Economics and Trade major. This course requires students to have basic
English language skills. In addition, students should complete relevant

courses on international trade practice and possess basic knowledge of

TIRENESES] | . .
= international trade.
ARFEE T EBRAF SR 55K =54 RIS R 54 B4t

ARRIAEE SRR Sbal, 2R 58 s E bR 5 S A G, A
2% E bR 5 B FE A S

KIAHE N g U ceny | mssia | 2025218

itz A (54 B E B8] 2025.2.18

<7 ot
FRHATRA ?3 : 2 b AR 8] 2025.2.18
(%




SJQU-QR-JW-056 (A0)

— RIZERSEAEX

(—) REBR

i

Fs

ES

HREAR

Understand the importance and the process of negotiation in an
international business setting, master negotiation techniques, BATNA,
negotiation styles, cultural frameworks, and the negotiation process.
AR T B T 5% PO R A B B A R, IR R AR
BATNA. RFIRAM . STHUHEZEANIR FIL AR

RKEEEMR

Be able to effectively grasp customer needs and negotiation styles in
negotiations around the common interests of both parties, and flexibly
adjust strategies. At the same time, combine international trade practical
knowledge and international business negotiation skills to develop and
implement appropriate negotiation strategies for each link, in order to
handle foreign trade business problems.
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Can comprehensively utilize English utilize English listening, speaking,
reading, and writing skills for basic business negotiations, understand
language and cultural differences in international negotiations, facilitate
effective communication, and avoid cultural conflicts.
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Professional knowledge and moral education elements complement each
other. Clarify the spirit of patriotism, integrity, dedication and fraternity,
and establish values that meet the requirements of socialist morality. To
equip students with a global perspective, cross-cultural communication
skills, and a sense of social responsibility, guide them to adhere to the
principles of integrity, respect international rules, promote fair
transactions, respect cultural differences, and uphold cultural confidence
in international business activities.
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By working in negotiation groups, students can cultivate a spirit of
teamwork, learn to listen and express, respect and understand others,
coordinate and compromise to reach consensus, cultivate a spirit of
5 collective cooperation, and enhance team awareness and ability.
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LO1 Moral Cultivation: support the leadership of the CPC, strengthen ideals and beliefs,
consciously cultivate and actively promote socialist core values, strengthen political identity,
foster family and country feelings, abide by laws and regulations, inherit Lei Feng's spirit,
practice the eight-character school motto of "gratitude, return, love, responsibility", actively
serve others, serve the society, be honest and responsible, love and work.

@ Love the CPC and love China, firmly support the CPC's leadership, love the beautiful
scenery, long history, and splendid culture of the motherland, and consciously safeguard national
interests and dignity.

@ Integrity and responsibility, honesty in character, keeping promises, diligence and hard work,
striving for excellence, and the courage to take responsibility.
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LO2 Professional Skills: Possess humanities literacy, theoretical knowledge and practical skills
in foreign trade business, international marketing, and other related work.

@ International business negotiation ability: able to collect customer information through
different channels on the basis of equality and mutual benefit, apply certain negotiation strategies
and skills, strive for cooperation conditions, and achieve the goal of mutual satisfaction.

LO2 LlvRES . BANCRFARTR, B&EMNEXSINA k5. HERT7E 855 TIEREE

WEIR. SERRE .

@E RS R AR ST ReBS AR5 BRI LA b, WA FRERER A ER, BH—

SE R PSS AR I Ty, e BUEAR AT, IR0 R H

LO3 Expression Communication Skills: Understand the opinions of others, respect their values,
and be able to effectively communicate in written or oral form in different settings.

(D Listen to others' opinions, respect their perspectives, and analyze their needs.
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LO4 Self-learning Ability: able to determine one's own learning goals according to
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environmental needs, and actively achieve learning goals through methods such as collecting
information, analyzing information, discussing, practicing, questioning, and creating.

(2 Be able to collect and obtain the learning resources necessary to achieve goals, implement
learning plans, reflect on learning plans, continuously improve, and achieve learning objectives.
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LOG6 Collaborative Innovation Ability: Maintain good cooperative relationships with the group,
be an active member of the group, and be good at self-management and team management;
Skilled at thinking about problems from multiple dimensions, utilizing one's own knowledge and
practice to propose new ideas.

(O Proactively taking on one's own role in collective activities, working closely with other
members, adept at self-management and team management, and working together to complete
tasks.
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LO8 International Perspective: Possess basic foreign language expression, communication skills,
and cross-cultural understanding, as well as awareness of international competition and
cooperation.

(D Have the ability to express and communicate in foreign languages, and meet the requirements
of this major.

(3 Have awareness of international competition and cooperation.
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4. Professional knowledge and moral education
elements complement each other. Clarify the spirit of
patriotism, integrity, dedication and fraternity, and
establish values that meet the requirements of
LO1 | O® H o . . . 100%
socialist morality. To equip students with a global
perspective, cross-cultural communication skills, and

a sense of social responsibility, guide them to adhere

to the principles of integrity, respect international
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rules, promote fair transactions, respect cultural
differences, and uphold cultural confidence in
international business activities.
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2. Be able to effectively grasp customer needs and
negotiation styles in negotiations around the common
interests of both parties, and flexibly adjust strategies.
At the same time, combine international trade
practical knowledge and international business
negotiation skills to develop and implement
appropriate negotiation strategies for each link, to
handle foreign trade business problems.
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5. By working in negotiation groups, students can
cultivate a spirit of teamwork, learn to listen and
express, respect and understand others, coordinate
and compromise to reach consensus, cultivate a spirit
of collective cooperation, and enhance team
awareness and ability.
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1. Understand the importance and the process of
negotiation in an international business setting,
master negotiation techniques, BATNA, negotiation
styles, cultural frameworks, and the negotiation
process.
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5. By working in negotiation groups, students can
cultivate a spirit of teamwork, learn to listen and
express, respect and understand others, coordinate
and compromise to reach consensus, cultivate a spirit
of collective cooperation, and enhance team

LO6 ® M . 100%
awareness and ability.
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3. Can comprehensively utilize English utilize
English listening, speaking, reading, and writing
skills for basic business negotiations, understand
language and cultural differences in international
negotiations, facilitate effective communication, and 50%
avoid cultural conflicts.

REWS 25 B is DB T YL 'S e S AT SE AR 1 7 5%
WA, B E PR A TE S AL R, e AR
A R B AT 3 S S R

4. Professional knowledge and moral education
elements complement each other. Clarify the spirit of
patriotism, integrity, dedication and fraternity, and
LOs | ©O® H establish values that meet the requirements of
socialist morality. To equip students with a global
perspective, cross-cultural communication skills, and
a sense of social responsibility, guide them to adhere
to the principles of integrity, respect international
rules, promote fair transactions, respect cultural 50%
differences, and uphold cultural confidence in
international business activities.
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SEE6 1: Formation of negotiation team 147 [P\ ZH 2

1. Teaching objectives

negotiations.

negotiations.

1.3 Improve students' communication skills and avoid conflicts in communication.

1.1 Enable students to understand the basic concepts, objectives, and processes of negotiation.

1.2 Cultivate students' teamwork skills and clarify their respective roles and responsibilities in

1.4 Guide students to respect and understand each other's requirements and achieve win-win
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2. Teaching content

2.1 The basic concept of negotiation: the definition, characteristics, and types of negotiation.

2.2 Negotiation objectives and negotiation process: Clarify the negotiation objectives and
steps.

2.3 BATNA: Understand the BATNA and its importance in negotiations.
3. Teaching requirements

3.1 Master the basic concepts, goals, and processes of negotiation.

3.2 Understand the BATNA theory and be able to analyze and develop negotiation strategies
based on it.

3.3. Be able to actively participate in team building, clarify their respective roles and

responsibilities, and establish a spirit of teamwork.

Implementation requirements: Students are divided into groups, with 4-6 people in each group,
to introduce themselves, understand each other's backgrounds and strengths, discuss and assign
negotiation roles in groups, ensure that suitable candidates are appointed for each role, and

clarify their respective responsibilities and expectations.
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SEEG 2. Environment analysis MEE40#T

1. Teaching objectives
1.1 Understand and master the external and internal environment of business negotiations.
1.2 Familiar with negotiation differences in different cultural backgrounds.
1.3 Able to analyze the business negotiation environment, identify potential risks and

opportunities.

1.4 Cultivate cross-cultural communication awareness and respect for multiculturalism,
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enhance negotiation adaptability and flexibility to cope with different negotiation environments.
2. Teaching content

2.1 Analysis of the external environment for negotiations.

2.2 Cultural differences in business negotiations.

2.3 Analysis of the internal environment of negotiations.

2.4 Comparison and discussion of the 5 main negotiation styles.
3. Teaching requirements

3.1 Can conduct a comprehensive analysis of the external and internal environment of business
negotiations.

3.2 Understand the impact of cultural differences on business negotiations.

3.3 Understand and compare the five main business negotiation styles, and understand their
impact on negotiations.

3.4 Be able to adapt and cope with negotiation styles from different cultural backgrounds, and

improve cross-cultural communication skills.

Implementation requirements: Students are grouped to analyze the business negotiation
environment through classroom discussions, case studies, and group sharing, while comparing

cultural and negotiation style differences in the business negotiation environment.
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SEI8 3: Pre—Negotiation stage: preparation iRFIRTHIFTEE: %

1. Teaching objectives

1.1 Understand and master how to effectively prepare before business negotiations.
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1.2 Be able to clarify negotiation goals, analyze the market and competitive environment,
prepare negotiation strategies and agendas, prepare supporting materials, set bottom lines and
alternative solutions, and prepare negotiation materials.

1.3Understand how to collect and analyze information related to negotiations.

2. Teaching content

2.1 Collect and analyze various information related to negotiations, including market
conditions, competitors, product characteristics, etc., to develop appropriate strategies for
negotiations.

2.2Analyze one's own strengths and weaknesses, compare and analyze them with potential
competitors and collaborators, to fully utilize this information in subsequent negotiations.

3. Teaching requirements
3.1 Be able to conduct market research and analysis before negotiations.
3.2 Understand the importance of preparing for early negotiations.

3.3 Master the importance and methods of establishing relationships in international trade.

Implementation requirements: Conduct market research in groups, collect and analyze
information related to business negotiations, develop detailed negotiation plans, and prepare
necessary documents and materials to showcase the group's negotiation plan, goals, and

strategies.
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SEHY 4. Product Launch 725 K A6

1. Teaching objectives

1.1 Understand the process and strategy of product release.

1.2Master how to promote new products through effective communication and presentation.
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1.3Able to express and demonstrate products orally in full English, able to convey the
characteristics and advantages of the product clearly and accurately.
2. Teaching content

2.1 Product launch preparation: Analyze target markets and potential customer groups to
understand customer needs.

2.2 Design release strategy: including product introduction, functional features, pricing
strategy, etc.

2.3 Simulate product release: Simulate a real product release scenario, and conduct product
display and demonstration.
3. Teaching requirements

3.1 Understand the basic process and strategy of product launch, including market analysis,
material preparation, strategy formulation, etc.

3.2 Be able to collaborate in groups to fully prepare for product releases.

3.3 Capable of showcasing and demonstrating products in full English, as well as addressing

potential challenges during the release process.

Implementation requirements: By simulating product release scenarios, students will present
their market analysis, material preparation, and strategy development processes through product
release reports. The performance of simulated releases and classroom participation will be

evaluated, and corresponding feedback and suggestions will be provided.
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1. Teaching objectives
1.1 Understand and master the process of inquiry and offer in international trade.

1.2 Simulate inquiry and offer scenarios in international trade, and learn how to use the correct
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pricing policy during the quotation stage.

1.3 Properly use English sentence to improve negotiation skills and communication skills.
2. Teaching content

2.1 Simulate how customers can effectively issue inquiries and simulate suppliers providing
reasonable quotations based on inquiry requirements.

2.2 Discuss how to choose appropriate pricing policies based on market conditions and
competitive trends during the quotation stage.
3 Teaching requirements

3.1 Master the basic principles and strategies of negotiation, be able to discuss the advantages
and disadvantages of high and low pricing policies during negotiations.

3.2 Be able to use the correct pricing policy and appropriate sentences during the quotation
stage, accurately conveying your quotation intention and conditions.

3.3 Have basic negotiation skills and good communication skills in the inquiry process.

Implementation requirements: Simulate customer and supplier roles in groups, conduct
simulation exercises on inquiries and quotations, complete inquiry and quotation reports, display
the group's inquiry, quotation, and pricing strategy processes, form negotiation records after
negotiations, and demonstrate the performance and application of quotation strategies in

negotiations.

R CAEL

1, BRFEANE R A E PRS2 5 W 5 R B S AR .

B E RS 5 A S R R, A W IR B B AR e A B
3v W AME A THEAA, SRR AT R E e

i HUENE

Ly UL P Un A Rt A R, ASADLEE I e AR A 5 7 SR AT S R

2+ VHIRAESR M B BUUN T MR 117 37 155 AT 58 S A5 300 % 538 X 7€ UK

= HEEER

I BRI A SR BRSNS, BENE AR5 it 1 vei g A IR E I R DLk Ao
2+ BEWSLEARAT B BUE I IE R E BN S ) 1, RS IX B 2R = A
A

3+ FEMRL AR BT A S AR IR T A VA T RE T -

\]

SREEOR: S AR P A R B P A, AT AR O IR ), e S
WA, s ML IRANAUE U SRS IR, BORJE T R SR, R iR IR
W LE 1R ) o R R IILAT SR 3 FH 155 100

SEIG 6: Price negotiation Mgk HA

1. Teaching objectives
1.1 Understand the key factors and strategies in price negotiations.
1.2 Be able to flexibly apply pricing methods and terms in negotiations.

1.3 Master the ability to use concession strategies during the deadlock stage
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2. Teaching content

2.1 Analyze various factors that affect pricing, such as cost, market demand, competitive
landscape, etc.

2.2 Discuss different pricing methods, such as cost plus pricing, market-oriented pricing, and
competitive pricing.

2.3 Develop pricing terms, including fixed prices, sliding prices, discounts, etc., and
understand their impact on negotiation outcomes.

2.4 Simulate price negotiation scenarios.
3. Teaching requirements

3.1 Ability to analyze pricing factors and develop appropriate pricing methods.

3.2 Be able to choose appropriate pricing and concession strategies.

3.3 Able to conduct comprehensive international trade price negotiations in English.

Implementation requirements: Complete the price negotiation plan in groups, including the
development and implementation of pricing strategies, price terms, and concession strategies.
Simulate price negotiation scenarios in international trade, perform role-playing, and practice the

use of pricing strategies, price terms, and concession strategies.
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SEE8 7. Negotiation of transportation and payment iz #AH Sz Ai% H

1. Teaching objectives
1.1 Master common payment methods and transportation conditions in international trade.
1.2 Learn to flexibly apply transportation and payment terms in negotiations to reach the most
favorable agreement.

2. Teaching content
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2.1 Payment terms negotiation: Simulate negotiation scenarios, learn how to develop
installment or partial payment plans, and discuss how to balance the interests of both parties.

2.2 Payment term negotiation: Simulate the negotiation of payment terms between buyers and
sellers, and learn how to choose an appropriate payment method based on the needs and risk
tolerance of both parties.

2.3 Discuss the formulation of transportation and payment terms in international trade
contracts.
3. Teaching requirements

3.1 Master the commonly used payment and transportation methods in international trade and
their applicability.

3.2 Be able to choose appropriate payment and transportation conditions based on the needs
and risk tolerance of both parties.

3.3 Can apply installment payments, partial payments, and partial shipments in negotiations.

Implementation requirements: Simulate transportation negotiation between buyers and sellers in
groups, select appropriate transportation methods, discuss the terms of partial shipment, choose
appropriate payment methods, and discuss installment or partial payment plans. Summarize and
discuss commonly used payment and transportation methods in international trade, and

understand their advantages, disadvantages, and applicable scenarios.
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5286 8: Complaints and claims #VF KR

1. Teaching objectives

1.1 Develop the ability to handle claims related to product quality and short packaging issues,

and master communication skills in responding to customer complaints.




SJQU-QR-JW-056 (A0)

1.2 Understand the process of handling complaints and claims, and improve the ability to
resolve conflicts.

2. Teaching content

2.1 Quality issue claims: Learn how to identify product quality issues, evaluate customer
quality claim requests, develop reasonable compensation plans, and learn how to avoid similar
problems from happening again.

2.2 Shortage problem claim: Analyze and discuss the definition and causes of the shortage
problem, verify the authenticity of the shortage problem, develop a reasonable compensation
plan, and take measures to prevent the recurrence of the shortage problem.

2.3 Handling complaints and claims: Handle customer complaints and claims with a positive
and professional attitude, and master effective communication skills and response strategies.

3. Teaching requirements

3.1 Understand and master common sentences and strategies for handling complaints and
claims.

3.2 Be able to handle claims in the correct way and identify key conflicts.

3.3 Be able to face mistakes and conflicts with a positive and responsible attitude, and learn to

learn from mistakes.

Implementation requirements: Group simulation of negotiations between customers and
suppliers in response to claim scenarios, discussion and analysis, and completion of complaint
and claim handling reports, reflecting the performance and strategic application of the group in

the simulation exercise.
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5286 9. Final Practice: International trade negotiation HiARZ:>]:
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1. Teaching objectives

1.1 Deepen students' understanding of the entire process of international trade.

1.2 Improve students' ability to comprehensively apply their knowledge in international trade
negotiations, including the selection of negotiation strategies, application of communication
skills, and teamwork.

1.3 Cultivate students' cross-cultural communication skills to adapt to international trade
negotiations in different cultural backgrounds.

1.4 By simulating real-life situations, test students' mastery of knowledge and skills in
international trade negotiations.

2. Teaching content

2.1 Complete negotiation preparation: Prepare a detailed negotiation plan, including
negotiation goals, strategies, etc. Collect and analyze relevant market information, prepare
necessary negotiation documents and materials.

2.2 Simulate international trade negotiations: Role play according to the set negotiation
background, simulating the entire negotiation process of international trade.

2.3 Negotiation summary and reflection: Write a negotiation summary report, review the
negotiation process, evaluate results, and learn from experience.

3. Teaching requirements

3.1 Be able to apply the knowledge of pricing, transportation, payment, claims, etc. learned to
solve problems encountered in actual negotiations.

3.2 In simulated negotiations, it is necessary to demonstrate a spirit of teamwork and work
together to address various challenges in the negotiations.

3.3 Improve business communication skills, including listening, expressing, and nonverbal

communication.

Implementation requirements: Organize group simulation of complete international trade
negotiations, sign sales contracts or formal invoices, complete negotiation plans before
negotiations, complete negotiation records during negotiations, and write summary reports after
negotiations. Organize students to share experiences and discuss, summarize experimental results

and shortcomings.
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1. Teaching objectives

This course aims to integrate ideological and political elements into the teaching of professional
knowledge, elevate and internalize theoretical knowledge in conjunction with ideological and
political content, and leverage the high enthusiasm and strong interactivity of negotiation course
students. Through professional knowledge and practical abilities, it further emphasizes, extends,
and deepens ideological and political theory.

2. Teaching content and methods

2.3 Professional knowledge teaching: Combining international business cases, explain
professional knowledge such as international trade rules, business etiquette, and cross-cultural
communication. Deepen students' understanding and mastery of professional knowledge through
classroom discussions, group assignments, and other forms.

2.2 Integration of ideological and political elements: Through case analysis, role-playing, and
other methods, guide students to clarify the spirit of patriotism, integrity, professionalism, and
universal love. Based on the course content, carry out group discussions, reflections, and sharing
activities to strengthen students' socialist core values.

2.3 Global perspective and cross-cultural communication skills cultivation: Organize groups
to continue discussing and analyzing cross-cultural negotiation cases, broaden horizons, and
enhance cross-cultural communication skills.

2.4 Social responsibility cultivation: Emphasis is placed on combining social hot topics with
ideological and political education courses. Through learning and discussion groups, students are
encouraged to interact and participate, and as international trade talents in the new era, they will
play an important role in the construction of the international circulation, inspiring their
professional pride and national confidence.

2.5 Negotiation group work practice: Through group discussions, role-playing, and other
methods, cultivate students' teamwork spirit and improve communication and coordination skills.
3. Teaching evaluation and feedback

3.1 Classroom performance evaluation: Observe students' participation and discussion
performance in the classroom, and evaluate their mastery of professional knowledge.

3.2 Homework and Project Evaluation: Rate students' group assignments, negotiation projects,
etc. to assess their teamwork and cross-cultural communication abilities.

3.3 Performance evaluation and feedback adjustment: Based on the performance of students
in classroom activities, evaluate the improvement of their moral education literacy. Regularly
collect feedback from students, adjust teaching content and methods to better achieve the

ideological and political goals of the curriculum.
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