
ChuÈn bÞ ®µm ph¸n ký kÕt hîp ®ång

Nghiªn cøu hµng ho¸

. TÝnh chÊt, qui c¸ch phÈm chÊt, c«ng dông

. Yªu cÇu cña thÞ trêng vÒ mÆt hµng

. T×m hiÓu t×nh h×nh s¶n xuÊt vµ kinh doanh

. Chu kú sèng cña s¶n phÈm

. Tû suÊt ngo¹i tÖ
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Nghiªn cøu thÞ trêng

 Dung lîng thÞ trêng

 T×nh h×nh thÞ trêng
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Nghiªn cøu th¬ng nh©n

 T c¸ch ph¸p lý cña th¬ng nh©n

 Ngµnh nghÒ

 Kh¶ n¨ng tµi chÝnh

 Kh¶ n¨ng thanh to¸n

 C¬ së vËt chÊt

 Th¸i ®é

 Uy tÝn
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LËp ph¬ng ¸n kinh doanh

 §¸nh gi¸ tÝnh h×nh thÞ trêng vµ th¬ng nh©n

 §Ò ra c¸c môc tiªu

 BiÖn ph¸p thùc hiÖn

 §¸nh gi¸ s¬ bé hiÖu qu¶ kinh tÕ:

 Tû suÊt ngo¹i tÖ, lîi nhuËn, thêi gian hoµn 

vèn, ®iÓm hoµ vèn…..
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§Æt hµng

 P lµ chi phÝ ®Æt mua mçi ®¬n hµng

 Q lµ trÞ gi¸ mçi ®¬n hµng

 d lµ chi phÝ mua vµo

 A lµ nhu cÇu hµng n¨m

 S lµ chi phÝ lu kho b×nh qu©n c¶ n¨m

 Chi phÝ ®Æt hµng lµ  
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C«ng thøc EOQ

 d = PA/Q + SQ/2

 d’ = - PA/Q + S/2 = 0


Q2 = 2AP/S VËy Q = √2AP/S
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Qui dÉn gi¸

 Qui dÉn vÒ mét ®ång tiÒn chung

 Qui dÉn vÒ cïng mét ®¬n vÞ ®o lêng

 Qui dÉn vÒ cïng mét ®iÒu kiÖn c¬ së giao hµng

 Qui dÉn vÒ cïng mét ®¬n vÞ thêi gian:P0/I0 = P1/I1, ta 
cã P1 = I1. P0/I0

 Qui dÉn vÒ cïng mét ®iÒu kiÖn tÝn dông:

T = 
XiTi

Xi
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Qui dÉn tõ gi¸ CIF vÒ gi¸ FOB

 FOB = CIF – I – F

= CIF –R(CIF + pCIF) – F

= CIF – RCIF(1 + p) - F
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Qui dÉn tõ  gi¸ FOB vÒ gi¸ CIF

 CIF = C + I + F

 CIF = C + RCIF(1 + p) + F

 CIF – RCIF(1+ p) = C + F

 CIF = C + F/1-R(1+p)

 NÕu p = 0 th× CIF =    C + F

1- R

 NÕu p = 1 th× CIF =  C + F

1 - 1,1 R
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Bµi tËp 1

 Mét doanh nghiÖp nhËn mét ®¬n chµo b¸n 
vãi gi¸ 2000USD cho mét chiÕc xe m¸y. 
§¬n chµo ®a ra c¸c ®iÒu kiÖn sau:

 Tr¶ 80% mét th¸ng sau khi giao hµng

 Tr¶ 20% hai th¸ng sau khi giao hµng

 NÕu doanh nghiÖp mua víi ®iÒu kiÖn tr¶ 
ngay th× gi¸ lµ bao nhiªu biÕt l·i suÊt lµ 
8%/n¨m

CuuDuongThanCong.com https://fb.com/tailieudientucntt

http://cuuduongthancong.com?src=pdf
https://fb.com/tailieudientucntt


§µm ph¸n th¬ng  m¹i 

trade negotiation

What is “negotiation”?

An interactive communication process that

may take place whenever you want something

from somebody else or they want something

from you.
OH, KWAN-CHI

POSCO RESEARCH INSTITUTE
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Roger fisher & william ury

 §µm ph¸n lµ ph¬ng tiÖn c¬ b¶n ®Ó ®¹t

®îc c¸i ta mong muèn tõ ngêi kh¸c.

§ã lµ qu¸ tr×nh giao tiÕp cã ®i cã l¹i,

®îc thiÕt kÕ nh»m ®¹t tho¶ thuËn trong

khi gi÷a ta vµ ®èi t¸c cã nh÷ng quyÒn lîi

cã thÓ chia sÎ vµ nh÷ng quyÒn lîi ®èi

kh¸ng
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®µm ph¸n lµ g×

 §µm ph¸n lµ qu¸ tr×nh trao ®æi ý kiÕn gi÷a c¸c bªn 

cã lîi Ých chung vµ lîi Ých xung ®ét ®Ó t×m ra c¸c 

gi¶i ph¸p ®iÒu hoµ c¸c xung ®ét vµ ph¸t triÓn c¸c 

lîi Ých chung

 §µm ph¸n th¬ng m¹i lµ qu¸ tr×nh trao ®æi ý kiÕn 

gi÷a bªn mua vµ bªn b¸n vÒ c¸c vÊn ®Ò liªn quan 

®Õn giao dÞch mua b¸n nh»m ®¹t ®îc sù nhÊt trÝ 

®Ó ký kÕt hîp ®ång th¬ng m¹i
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When to Use Negotiation: 

Khi nµo th× ®µm ph¸n

 When Competitive Bidding is 
Impractical or Inappropriate

 When Risks and Costs cannot be 
accurately predetermined

 When the buyer is contracting for a 
portion of the seller’s production 
capacity
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Objectives of Negotiations

 To obtain the quality specified

 To obtain a fair and reasonable price

 To get the supplier to perform the contract on time

 To exert some control over manor in which the 

contract is carried out

 To achieve maximum cooperation

 To maintain relationships

 To create a long-term relationship
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NEGOTIATION strategies

 Soft

 Hard

 Principled

 decide issues on their merits rather than 

through haggling
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THE OLD BOOK ON NEGOTIATION

• “Win -Win” Negotiations: The Good Ones

• “Win-Lose” Negotiations: The Bad Ones

• “Lose-Lose” Negotiations: The Tragedies

THE NEW BOOK ON NEGOTIATION

• Everyone negotiates for one and only one reason:
to achieve their goals.

• No one ever does anything that is against their interests
(at least as they perceive those interests).
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The Four Stages Of Negotiation

Preparation

Exchanging

Information

Opening and 

Concession Making

(Bargaining)

Closing and 

Commitment
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Preparation

 Know the item or service

 Know the seller’s bargaining strength

 Know the buyer’s bargaining strength

 cost or price analysis

 Know the seller
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Aspects to Negotiate

 Price

 Quality

 Support

 Supply

 Transportation

 Duration
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The Six Foundations of Effective 

Negotiation

I

Bargaining Style

II

Goals
VI

Leverage
Information-

Based

bargaining

III

Authoritative

Standards
IV

Relationships

V

Their Interests

Attitude to Conflict

Fear of Loss

Self-Esteem

and Self-Interest

Power of Expectation

Reciprocity Norm
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Your Bargaining Style:Checklist

Determine your basic style preferences.

Acquire a willingness to prepare.

Set high expectations.

Have the patience to listen.

Make a commitment to personal integrity.
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The Relationship Factor: A Checklist

 Gain access and credibility through relationship networks.

 Build working relationships across the table with small 
steps

such as gifts, favors, disclosures, or concessions.

 Avoid reciprocity and relationship traps like trusting too
quickly, letting others make you feel guilty, and mixing big
business with personal friendships.

 Always follow the “Rule of  Reciprocity”:  

• Be reliable and trustworthy.
• Be fair to those who are fair to you.
• When other parties treat you unfairly, let them know about 
it.
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EXPLORING THE OTHER PARTY’S

INTERESTS: A Checklist

Locate the decision maker.

How might it serve the other party’s interests to help 

you achieve your goals?

Why might the other party say “no”?

What low cost options might remove the other party’s  

objections?
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A Leverage Checklist

 Which side has the most to lose from no deal?

 For whom is a time a factor?

 Can I improve my alternatives or make the other party’s
worse?

 Can I gain control over something the other party needs?

 Can I commit the other party to norms that favor my result?

 Can I form a coalition to improve my position?
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The Psychological 

Foundations of Negotiations

1. Your bargaining styles Attitudes about interpersonal 

conflict

2. Your goals and   

expectations

Motivational Striving

3. Authoritative  

standards and norms

The consistency principle and 

deference to authority

4. Relationships The norm of reciprocity

5. The other party’s   

interests

Self-esteem and self-interest

6. Leverage Aversion to loss

Foundation Psychological Basis
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Modes of negotiation

Telephone negotiation:

Advantages:

- conclude quickly

- Less time and money

Disadvantages:

- No proof

- Difficult to know partner’s intention
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Mail negotiation

 Advantages:

- cost less money

- Negotiate with many partners

 Disadvantages:

- Late aggreement

- Difficult to know intention of opposing 
party
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Face to face negotiation

 Advantages:

- to save time

- To represent demand

Disadvantages:

- high cost

- Complicated procedure

- Easy to know  rival’s weak point
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Negotiator Behavior

 Willing to compromise

 View issues independently

 Explore twice as many options per issue

 Make comments about common ground

 Make less irritating comments

 Give fewer reasons for arguments advanced

 Congratulate counterpart on job well done
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