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Course Outline 

Negotiation Incorporating Chinese Classical Wisdom  

Copyright ©  2014 Ko-Ming Li   

Course Title Chi. 商業談判 –捭闔縱橫，折衝談判 Number of 

Hours 

Eng. Negotiation Incorporating Chinese Classical 

Wisdom  

30 - 36 

hours 

 

Objectives  

 

This course will cause students to acquire the capability to prepare 

and carry out negotiation in a way which will bring about the 

optimum outcome in the aftermath of the negotiation; by analyzing 

negotiation’s purposes, structure and process, observing the constantly 

interacting by and changes in the relevant people, issues and 

momentum, discussing frequently used strategies and tactics in 

negotiation, aided by various ancient and modern-day negotiation 

cases. The course will make reference to Chinese classical wisdom in 

helping students to understand the thoughts and logics behind the 

various moves taken in connection with negotiation. It is expected 

that students having completed this course will be equipped with the 

mindset and skills to conduct with flying colors the modern-day 

commercial negotiation as well as gain a good grasp of the Chinese 

culture in general and the business practice in accordance with the 

Chinese classical wisdom in particular.  

 

Syllabus 

Unit One What is negotiation?  

 1. Give a definition to the term “negotiation” 

2. What if your negotiation fails? 

3. The correct mindset for entering a negotiation 

4. Means v. goals; skills v. mindset; skills v. Dao 

5. What creates strong and weak positions in a negotiation? 

6. BATNA – Best Alternative To a Negotiated Agreement 

Unit Two The “Principled Negotiation” 

 1. What is “Positional Bargaining”? 

2. What is “Principled Bargaining”? 

3. The seven elements of Fisher’s Principled Negotiation 
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4. The Forms based on Principled Negotiation 

Unit Three How to prepare for a negotiation? 

 1. Why prepare? 

2. What to prepare? 

3. Four Ws and one H 

4. Investigative negotiation 

Unit Four Negotiation being liked a chess game, who are the chess players and 

who are the pieces on the chess board? 

 1. Who will be affected? Who are the negotiators? 

2. How to organize a negotiation team? 

3. What are the roles on a negotiation team and the criteria for 

selecting each of them? 

4. The biggest mistake that a negotiator can make 

5. Division of works 

Unit Five What do you do in the beginning, mid-game and final stage of a 

negotiation? 

 1. What is to be accomplished in the beginning of a negotiation? 

2. What is to be accomplished in the mid-game of a negotiation? 

3. How to make concessions? 

4. Things to keep in mind in the thick of a negotiation 

5. What is to be accomplished in the final stage of a negotiation? 

6. What to reflect?  

Unit Six Strategies available for using in a negotiation 

 1. What is a strategy? 

2. Selecting a strategy or strategies for your negotiation 

3. Strategies used in those cases which we have discussed 

4. Other strategies 

Unit Seven Tactics available for using in a negotiation 

 1. What is a tactic? 

2. Learning as many tactics as possible 

3. Frequently used tactics 

4. Which to learn first, situations or tactics?   

Unit Eight Things that one should know about the documentation in connection 

with a negotiation 

 1. Documents to be prepared or generated concerning a 

negotiation? 

2. Why putting things into an agreement? 

3. Drafting an agreement 
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4. Things that you should know about an agreement 

5. Other documents used in a negotiation 

Unit Nine The best practice for negotiation 

 1. The necessary personal traits for an ideal negotiator 

2. The best practice for negotiation 

3. Dumb mistakes that some negotiators make 

4. Constantly finding out new information 

5. Psychology matters 

Unit Ten Presentation of the final reports 

 In class presentation by students divided into groups. 

 

Dates for  

Class  

(All Fridays) 

September 11 (#1), September 18 (#2), September 25 (#3), October 2 

(#4), October 16 (#5), October 23 (#6), October 30 (#7), November 6 

(#8), November 13 (#9), November 20 (#10), November 27 (#11), 

and December 18 (#12 and Unit Ten).  

 

Instructor Fred Ko-ming Li 

 Current Job: 

Chairman, Yuanta Venture Capital Company Ltd.  

Education: 

 J.D., Harvard Law School 

MBA, Harvard Business School 

B.S. in Chem. Eng., National Taiwan University 

J Working Experience:  

Practicing attorney for Anglo-American Law for 15 years, 

senior executive in financial, securities and investment 

sectors for 18 years; member of the 2nd National 

Assembly elected from Taipei’s 3rd electorate district; 

associate professor at the Graduate School of Law , 

Soochow University. 

Books authored: 

 《當孔子遇上哈佛 • 首部曲：志業職場》(2013.4)； 

        《當孔子遇上哈佛 • 二部曲：個人戰技》(2014.1) 

Contact Information: komingli@nccu.edu.tw; fkl_999@yahoo.com  

 

Grading  Attendance: 20% 

Class discussion: 40%  

Final group written report: 20% 

mailto:komingli@nccu.edu.tw
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Final group presentation: 20% 

 

Textbooks 

and reading 

materials 

There are no required textbooks. But there will be assigned readings 

designated as pre-class assignments, the soft copy of which will be 

distributed to students accordingly. 

  

 


