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English Gonversation for Business Negotiation

Workshop co-sponsored by Center for Regional Management Studies & Language and Communication Research Center, The University of Shizuoka
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Icebreakers, Introductions & Negotiation BZ# - EPRAXRBL(E
We will enjoy Icebreakers/Introductions. Then we will introduce the
themes of negotiation and bargaining. We will give examples of how
to use them to bring success to both our work and personal lives.

Ice Breaker— Introductions— Negotiation — Bargaining
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10:30~11:15

Negotiation and Relationships FEL3SH ZmIFTIVOAERHREHELT 5

We will look at the importance of relationship-building for successful
11:15~12:00| negotiation. We will learn and practice techniques for doing this.
Relationship-Building — Effective Techniques— Role Plays
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Sat. 12:00~13:00| Break

Bargaining EJRAXSDERIT5IEEFEETS

Complex negotiations require bargaining. We will explore what
13:00~13:45| bargaining is and how to do it through various pairs role plays.
Introduce PBargaining— If Statements— Overcoming Rejection Fear

O—NTL1LE#BLT, BHEESHIFIZHICHITSBII5/EEEFLELLS !

Business Negotiation Practice EJHRAXRSDEEFE

Participants will analyze a business negotiation scenario. They will
13:45~14:30| take the roles of both suppliers and customers and reach agreements.
Clarifying — Summarizing — Responding — Probing
BELEEZSRAIXHE S YT EFHNTKSREILFE TRUBELEL £ 5 !

sEEMFR T

Eric Lenhardt g#mBIIKFESEIZT2 -~y —2avFR U 2— SEEM

11— N—K%E BTEBRET HEGULE) REV—IvIT—h—

\ —a—3—IHTERERY—vILT—H—ELTAVRILANIL R T A—0 5 EE B TOT S LA TEH
- LR8N\ 2,

\
y

- 'i% BEEIAS 5 (A Fv U R (G BEMETXAR52-1)
= TREmBERIEE STUDIO (2310 )

ZiE At 3,920 M

R A K] THIEIA4A (£) BERAITEICHAYREROYSETWLLEEET,
il BIZRBAH BB FIRYBEERT I EAHYETOTHEALADE (ALY,

BEEE WIHEEMR L2 —FE T, RBICEFMCEHRAANBETT . F—LAXR—UMLHRAE
HEEHIAH X O—FTEEY, FAREDOZERAES CFATRETY .

E B 15 BIRRE
e 5aE

RERIIKXE HEREHRE 42— ;
fEP : T422-8526 BFEMESAIXEH 52-1 / TEL : 054-264-5400 FAX054-264-5402 M
E-mail : crms@u-shizuoka-ken.ac.jp //Ii—ALR—= URL=http://crms.u-shizuoka-ken.ac.jp/

HEANFBBREORHTIER - sFll ISR EMFTR Y- R— AR-S2TELEN




MR E TR 2 — R NFEEE FHR 5

AL TR RSZ R AR FeA 2 N BT ) THESNOIROF H Oz iz HLIARE T,
1. ZEEHARH

= i Eli AR
F [ VR N7 R 7 ‘
%Z_;J;;L/jfé English Conversation for Business Negotiation | % 30 49 A 14 H (4)

2. HOASZERA T
LIFEBIZZRA AN E | FRLB AT~ A— L - FAX - B 72 8 TS L TLIZE W, A= L -FAX IZTRIE
WELET, HIAR LA THIRIE D2V, BT T AHUIGREE T 7E o X — £ TR EEZE,

(&0 B ) ( ) N B O wa
K £ 4 Al £ O Fhn [

I
|

g H
* T 5
T A ( BE - B%%x - oMt )

TEL

FAX
BEHER

E-mail 7FLA @
e S HAILEWEF AL TITWET, ZHEOEE T ENDL G AT FIZOZ DI TIEEY,
ERIATRE | TEL . FAX - HEREE - ZOMn ( )

i &

3. il LIAZBEH | SRIEA~DO A EHEHIVUIT A HIZTREALIZSWD, FREDOS B IZSE QW EET,

SEABR: TR £ A =]

< H&E-HAE 244 >

FREIBTIKE SR ERFIRT Y-

¥ : T422-8526 EREHENIXEASH 52-1

TEL : 054-264-5400 FAX : 054-264-5402 /E-mail : crms@u-shizuoka-ken.ac.jp
IR—LR—2 URL:--http://crms.u-shizuoka-ken.ac.jp/

XITEAVREVEIBIRE, FRERIZ A PSR ERFT TS ([CTERICEIEL., ABEOUFHREERFTR TS5 -FE(C
M 2ENUMNOFIREVLERA. . FIABORENGSBERMTEHRERENSEGEH(CEIEBENOOIIHEZR
& BEBNORBXEFARZVLERA.




