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determine a negotiation target

AP B AT

formulate negotiation strategies Tk F) Rk
arrange negotiation agenda - HeH FIAL

determine the negotiation place/site

4 E AR ) =

set up a negotiation group

R EF) N

determine the division of labor

HyEN R 4 L

prepare negotiation materials A A ) TR
blank text for negotiation contract KA LR = LA
make emergency plan B K AITE
the best target R &2 B AR
acceptable target T B AR
bottom target AR L B AR
time schedule A 18] 4 HE
determine the negotiating issues B R F| I
the general principles of the agenda 18 M A2

the detailed principles of the agenda a0 ] U2

the site of our party R PR
the site of counter-party 75 B M
the site of the third party %= PR
meeting room N &

hotel B JE

cafe v T

prevent from intercepting or leaking commercial secret

By 2k 55 7 3 R B AL

division ST
professional knowledge ER T
negotiating experience A 25
leader of negotiating team #wHlEK
technical adviser BFRER
financial adviser M5+ %

law adviser FHEER
logistics staff J& RN




background information H % A

technical information FARFA

emergence

RAFH

emergency plan

negotiation agenda HHAR

negotiation strategies K F) Rk

negotiation situation analysis KAV B o7

warm start strategy Feritly X Ty SRk
strategies of Making Concessions ik Rowk

strategies of deadlock 13 6y SR k-

strategies of side-stepping =) B¢ SR k-

strategies of making “walk-way” power PRB B K ) 0 Sk
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1.

The best target: we will sell our products to ABC company according to
our offer and establish long-term relation with ABC company.
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s 2. The acceptable target: A discount of 5% will be given, if the counterparty
H i buy a large amount of products from our company.
RS HAR: WERXE T W K s R K, IR TR 5%I
Irn.
3. The bottom target: The largest discount we may give to the counter party
is no more than 9%, or the cooperation between us will be terminated.
BRARE bR JIT BRI AGERT 9%, HNFATHEMERA&IL.
1. Interests of Party A:
We are required to import some cars at a lower price.
R A a7 E R MR HE F
Benefits of Party B:
i We will sell our products at the highest price in order to increase our profits
X5
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. Our interests: We hope to expand our production scale and advocacy

efforts through international cooperation, so as to create a broader overseas

market and increase the global awareness of our company.
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Benefits of counter-party: We will develop our market by introduction

of new varieties of tea.
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. Our advantage: We are selling the tea produced in the beautiful Fujian.

Nowadays, our company has developed a business mode, led by foreign
trade and integrated by agriculture, industry and trade. Our mission is to
promote Chinese tea, pioneer Fujian tea, and provide tea products that are
natural, healthy and delicious; the vision is to enhance values of our brand,
employees and company with outstanding quality to achieve sustainable
development and become the leading enterprise in Fujian tea industry.
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. Our disadvantages: The export of small package tea ranked first in

our country, but poor sales of high-end tea gifts in foreign countries.
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. Advantages of counter-party: British Lipton has run the tea business for

many years. In the UK, British Lipton owns 40% of the market share and is
renowned over the world. There are enough idle funds which could be used
for the tea investment. The aggregate investment budget is up to 3 million
yuan. The company can choose tea suppliers from different countries.
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. Disadvantage of counter-party: the various unknown risks in the search

for a new tea market.
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. Warm start strategy

FIE AT r b
Make a few pleasantries before entering into the substance of the meeting
and talk a few topics not related to the transaction. The two parties discuss

their cooperation through emotional resonance and create a more




harmonious atmosphere for both parties in the negotiations.
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. Strategies of making concessions

ik s
We may make some concessions within reaching our interests, when we

bargain with the counter-party.
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. Strategies of deadlock

R =) Skt
We may just come to a halt in a negotiation and talk about other topics,
when both parties don’t want to make any concessions.

A PEAHERAIPIOTTHAA P, JATATRASEE TR, e A Ahif L.

. Strategies of making “walk-way” power
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When the counter-party want us to make larger concessions than what we
can not do, we may declare our standing, and we may stop negotiation and
we still have other customers who can cooperate with us.
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. Strategy of side-stepping

[ 388 5 M
When we do not want to answer the counterparty’s questions, we may just
ask the counterparty another question as a reply.
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. The negotiation of the first stage will be hold on December 3rd, 2017 in the

meeting room of our company.
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. The negotiation of the second stage will be hold on December 7th, 2017 in

the meeting room of Xi’an Hotel.
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. The negotiation of the third stage will be hold on December 9th, 2017 in the

meeting room of our company.

FEM BRI T 2017 4 12 H 9 HERA AW = 2817

. We’ll arrive at Shanghai Dahua Company Ltd. on November 3rd, 2017 for a

stay of a week.
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. We will have a visit firstly to Shanghai Dahua Company Ltd. after we arrive

at Shanghai.
FERTTH| Lilgfs, RITEEZIBEREAGHR AT S .

. The sales representatives of counterparty will briefly introduce the sales

volume of its products in recent years.
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. The detailed negotiation will be arranged on the second day of the agenda.
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. A big Welcome dinner will be hold after today’s negotiation.
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. The contract will be signed by both parties at 16:00 in the last afternoon of

our stay in Xi’an, if the negotiation succeeds.

ERBRART), WO T ERIGEM L RE — RO TP EESR

BRHE
#. ol
i

. We should prepare the relevant legal information, such as Contract Law,

United Nations Convention on Contracts for the International Sale of Goods
and Economic Contract Law of the People’s Republic of China.
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. We should prepare relevant automotive technical information.
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. We should analyze the automotive industry on the international market, the

stock market, and stock market in Chinese market and so on.
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