i CHUAN BI DAM PHAN KY KET HOP DPONG

Nghién cttu hang hoa

. Tinh chat, qui cdch pham chat, cong dung
. Yéu cau cua thi truong vé€ mat hang

. Tim hiéu tinh hinh san xu4t va kinh doanh
. Chu ky song cua san pham

. Ty suat ngoai té
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i NGHIEN CUU THI TRUONG

= Dung luong thi truong
= Tinh hinh thi truong
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i NGHIEN CUU THUONG NHAN

= Tu cach phap ly cua thuong nhan
= Nganh nghé

= Kha nang tai chinh

= Kha nang thanh toan

= Co so vat chat

= Thai do

= Uy tin
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i LAP PHUONG AN KINH DOANH

= Danh gia tinh hinh thi truéng va thuong nhan

= D€ ra cac muc tiéu

= Bién phap thuc hién

= Danh gid so bo hiéu qua kinh té:

= Ty suat ngoai té, 10i nhuan, thoi gian hoan
von, diém hoa von.....
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i DAT HANG

= P 1a chi phi dat mua moi don hang

= Qla tri gid moi don hang

m d Ia chi phi mua vao

= A la nhu cau hang nam

= S 1a chi phi luu kho binh quin ca nam
= Chi phi dat hang la
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‘-L CONG THUC EOQ

= d=PA/Q + SQ/2
s d =-PA/Q+S5/2=0

o Q2 =2AP/S Vay Q = \2AP/S
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QUI DAN GIA

Qui dan vé mot dong tién chung
Qui dan vé cung mot don vi do luong
Qui dan vé cung mot di€u kién co so giao hang

Qui dan vé cung mot don vi thoi gian:Po/lo = Pi/I1. ta
cO P1 = 11. Po/lo

Qlli dan vé cun IIlC)t diéu kién tin dung:
g L] o g

>.Xi
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i QUI DAN TUGIA CIF VE GIA FOB

=« FOB=CIF—1-F
= CIF —R(CIF + pCIF) — F
= CIF — RCIF(1 + p) - F
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i QUI DAN TU GIA FOB VE GIA CIF

s CIF=C+1+F

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

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

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

s Neup=0thiCIF= C+F
1-R

m Neup=1thi CIF= C+F
1-1,1R
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i BAI TAP 1

s Mot doanh nghi€p nhan moét don chao ban
vo1 gid 2000USD cho mot chiéc xe may.
Pon chao dua ra cac diéu kién sau:

= Tra 80% mot thang sau khi giao hang

= Tra 20% hai thang sau khi giao hang

= Néu doanh nghiép mua véi diéu kién tra
ngay thi gid la bao nhiéu biét 1ai suat 1a
8% /nam
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DAM PHAN THUONG MAI
TRADE NEGOTIATION

+

What is “negotiation”?

An 1nteractive 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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i ROGER FISHER & WILLIAM URY

= Dam phdn 14 phuong tién co ban dé dat
duoc cai ta mong muodn tit nguoi khac.
D6 1a qua trinh giao ti€p c6d di co lai,
duoc thi€t k€ nham dat thoa thuan trong
khi gitra ta va doi tadc ¢6 nhiing quyén lgi
c6 thé chia sé va nhitng quyén loi doi
khang
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DAM PHAN LA GI

= Dam phén 1a qud trinh trao doi y kién giita cdc bén
c6 loi ich chung va loi ich xung dot dé tim ra céc
giai phap diéu hoa cdc xung dot va phat trién cac
lo1 ich chung

s Dam phdn thuong mai la qua trinh trao doi y kién
giita bén mua va bén bdn vé cdc vdn dé lién quan
dén giao dich mua bdn nham dat duoc su nhdt tri
dé ky két hop dong thuong mai
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When to Use Negotiation:
i Khi nao thi dam phan

= When Competitive Bidding 1s
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 1s carried out

To achieve maximum cooperation

To maintain relationships

To create a long-term relationship
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i NEGOTIATION STRATEGIES

= Soft
= Hard
= Principled

s decide 1ssues on their merits rather than
through haggling
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THE OLD BOOK ON NEGOTIATION

* “Win -Win" Negotiations: The Good Ones o ?/
* “"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 1s against their interests
(at least as they perceive those interests).

an om/tailieudientucntt
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THE FOUR STAGES OF NEGOTIATION

Preparation

Exchanging
Information

Opening and
Concession Making
(Bargaining)

Closing and
Commitment

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

= Know the item or service

= Know the seller’s bargaining strength
= Know the buyer’s bargaining strength
m COst or price analysis

s Know the seller
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i ASPECTS TO NEGOTIATE

= Price

= Quality

= Support

= Supply

= Transportation

= Duration
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THE SIX FOUNDATIONS OF EFFECTIVE
NEGOTIATION

Attitude to Conflict

I
Bargaining Style

Information-
Based
bargaining

IV
Relationships

Power of Expectation

Fear of Loss

VI
Leverage

V
Their Interests

i
Authoritative
Standards

Self-Esteem

and Self-Interest : :
Reciprocity Norm

CuuDuongThanCong.com https://fb.com/tailieudientucntt
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i YOUR BARGAINING STYLE:CHECKLIST

v'Determine your basic style preferences.
v’ Acquire a willingness to prepare.

v'Set high expectations.

v'Have the patience to listen.

v'Make a commitment to personal integrity.
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THE RELATIONSHIP FACTOR: A CHECKLIST

v Gain access and credibility through relationship networks.

v" Build working relationships across the table with small
steps
such as gifts, favors, disclosures, or concessions.

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

v' 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

uongTh m b.com/tailieudientucntt
14 9 9
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EXPLORING THE OTHER PARTY’S
i INTERESTS: A CHECKLIST

v’ Locate the decision maker.

v How might it serve the other party’s interests to help
you achieve your goals?

v Why might the other party say “no”?

v What low cost options might remove the other party’s
objections?
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A LEVERAGE CHECKLIST

v Which side has the most to lose from no deal?
v" For whom is a time a factor?

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

v" Can I gain control over something the other party needs?
v" Can I commit the other party to norms that favor my result?

v" Can I form a coalition to improve my position?
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THE PSYCHOLOGICAL
FOUNDATIONS OF NEGOTIATIONS

Foundation Psychological Basis
1. Your bargaining styles Attitudes about interpersonal
conflict

2. Your goals and Motivational Striving
expectations

3. Authoritative The consistency principle and
standards and norms deference to authority

4. Relationships The norm of reciprocity

5. The other party's Self-esteem and self-interest
interests

|6. Leverage..... Aversion, to loss
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i MODES OF NEGOTIATION

Telephone negotiation:

Advantages:

- conclude quickly

- Less time and money
Disadvantages:

- No proot

- Difficult to know partner’s intention
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i MAIL NEGOTIATION

s Advantages:
- cost less money

- Negotiate with many partner
m Disadvantages:
- Late aggreement

- Difficult to know intention of opposing
party


http://www.fotolia.com/id/255075
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i FACE TO FACE NEGOTIATION

s Advantages: (e ) A

| . ‘ﬁd‘xua

to save time o

- To represent demand
Disadvantages: l& =
- high cost 1
Complicated procedure
Easy to know rival's weak point
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i NEGOTIATOR BEHAVIOR

= Willing to compromise

= View issues independently

= Explore twice as many options per 1ssue

s Make comments about common ground

s Make less irritating comments

= Give fewer reasons for arguments advanced

= Congratulate counterpart on job well done


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

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


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

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


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

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


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

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


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

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


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

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


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

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


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

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


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

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


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

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


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

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


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

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


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

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


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

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


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

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


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

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


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

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


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

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


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

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


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

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


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

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


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

