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Abstract

This paper discusses the application and enhancement of learning outcomes of international business
negotiation course in cross-border business projects. By analyzing the characteristics and principles of
international business negotiation, combined with the theoretical knowledge and skills in the course
learning, it elaborates the practical application of learning outcomes in cross-border business projects.
The article also points out the problems and solution strategies encountered in practice, and
emphasizes the importance of continuous learning and practice. The case study demonstrates the
process of testing and enhancing the learning outcomes in actual projects, which provides a reference
for the cultivation of international business negotiation talents.
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1. Introduction

With the in-depth development of globalization, cross-border business activities are becoming more
and more frequent, and international business negotiation has become a key link for enterprises to
expand the international market and realize cross-border cooperation. As an important way to cultivate
talents with international vision and negotiation skills, the international business negotiation course is
of great significance for the test and enhancement of its learning outcomes in cross-border business
projects. The purpose of this paper is to discuss how the learning outcomes of international business
negotiation course can be applied and enhanced in cross-border business projects. By analyzing the
characteristics and principles of international business negotiation, combining the theoretical
knowledge and skills in the course learning, elaborating on the specific application of the learning

outcomes in practice, and exploring the problems encountered in practice and the solution strategies.
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2. Characteristics and Principles of International Business Negotiation

2.1 Characteristics of International Business Negotiation

Cross-cultural, international business negotiation involves negotiators from different countries and
regions, who come from different cultural backgrounds and have different values, ways of thinking,
behavioral habits and communication styles. This cross-cultural nature increases the complexity and
challenge of the negotiation, requiring negotiators to have cross-cultural communication skills,
understanding and respect for each other's cultural differences.

Diversity, the content of international business negotiation involves commodities, technology, services,
investment and other fields, and the form of negotiation is also diverse, including face-to-face
negotiation, telephone negotiation, video conference negotiation and so on. In addition, the interests of
the negotiating parties, negotiation style and negotiation strategy are also different, which requires
negotiators to have extensive knowledge and flexible adaptability.

Risk, international business negotiation involves transnational transactions, affected by political,
economic, legal, cultural and other factors, there are greater uncertainty and risk. Negotiators need to
have risk awareness and risk management ability to predict, assess and control the possible risks.

2.2 Principles of International Business Negotiations

The principle of equality and mutual benefit, equality and mutual benefit is the basic principle of
international business negotiations. Negotiating parties should, on the basis of equality, seek a balance
of interests acceptable to both sides through consultation and communication to realize mutual benefit
and win-win situation.

Flexibility principle, international business negotiation process, the situation is often rapidly changing,
negotiators need to have the ability to adapt flexibly, according to the actual situation and timely
adjustment of negotiation strategy and skills to deal with a variety of emergencies.

Integrity principle, integrity is the cornerstone of international business negotiations. Negotiators
should honor their commitments, be honest and trustworthy, and refrain from deception and

concealment in order to establish a long-term cooperative relationship.

3. Overview of Learning Outcomes of the International Business Negotiation Course

3.1 Theoretical Knowledge Learning

In the learning process of international business negotiation course, students have been able to
systematically and comprehensively explore the basic theories, core principles and complete processes
in the field of business negotiation. From the perspective of basic concepts, students deeply understand
the precise definition of negotiation, and realize that negotiation is the process of communication and
consultation between two or more parties to reach a certain agreement or resolve differences in a
specific situation. At the same time, they have mastered the diverse types of negotiation, such as
cooperative negotiation emphasizing win-win situation through cooperation, competitive negotiation

focusing on dominating in the competition for interests, and distributive negotiation focusing on the
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distribution of limited resources. The in-depth analysis of the characteristics of negotiation enables
students to understand that negotiation has a clear purpose, a high degree of interaction and the
relevance of interests, which determine the need to use specific strategies and methods in the
negotiation process.

In terms of the negotiation process, the course elaborates on the key points of the preparation phase, the
consultation phase and the closing phase. In the preparation phase, which is the cornerstone of a
successful negotiation, students learn how to conduct comprehensive and detailed market research,
collect political, economic and cultural information relevant to the negotiation, and analyze potential
risks and opportunities. For example, before negotiating a cross-border investment project, students
need to understand the policies and regulations of the target country, market demand, competitive
situation and other information in order to set scientific and reasonable negotiation objectives. At the
same time, they should be able to set clear negotiation objectives, define their own bottom line and
expectations, and form negotiation teams with complementary skills and experiences. The negotiation
stage is the core part of negotiation, and students have studied in depth the opening strategy, offer
strategy, concession strategy and impasse handling strategy. For example, in the opening phase, how to
create a positive and harmonious negotiation atmosphere, so as to lay a good foundation for subsequent
communication; when making an offer, how to utilize reasonable techniques and methods to satisfy
one's own interests without scaring away the other party; when the negotiation is at an impasse, how to
use adjournment and mediation tactics to break the stalemate and promote the negotiation to continue.
The closing stage involves the consolidation and confirmation of the negotiation results, and students
master how to reach a legally binding agreement, clarify the rights and obligations of both parties, and
how to deal with the aftermath of the breakdown of the negotiations.

3.2 Negotiation Skills Training

The course trains students' negotiation skills through case study, simulated negotiation, role play and
other forms. Students learn how to communicate effectively, listen, ask and answer questions, how to
use verbal and non-verbal skills to express their views and intentions, how to recognize the other
party's negotiation tactics and intentions, and formulate corresponding response strategies.

3.3 Cultivation of Cross-cultural Communication Ability

Aiming at the cross-cultural characteristics of international business negotiation, the course focuses on
cultivating students' cross-cultural communication skills. Students understand the cultural background,
business etiquette and negotiation styles of different countries and regions, and learn how to respect
and understand the other party's cultural differences, and how to communicate effectively in a

cross-cultural environment.
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4. Practical Application of Learning Outcomes of International Business Negotiation Course in
Cross-border Business Projects

4.1 Project Background

Driven by the wave of globalized economy, cross-border business projects are becoming more and
more frequent. Take a Chinese enterprise investing in a factory project in a Southeast Asian country as
an example, the project is grand in scale and involves a number of key aspects such as land leasing,
equipment procurement and personnel recruitment. As the project is carried out locally, it requires
several rounds of complex and critical negotiations with the local government, suppliers and partners.
Recognizing the importance of negotiation, the company dispatched project team members with a
background in international business negotiation courses to participate in the negotiation work. With
the theoretical knowledge and practical skills learned in the course, these team members laid a solid
foundation for the smooth progress of the project.

4.2 Application in the Preparation Phase of Negotiations

4.2.1 Formation of Negotiation Team

According to the content and objectives of the negotiation, the project team carefully set up a
negotiation team composed of professionals in business, law, technology and other aspects. The team
members all have the background of international business negotiation courses and know the
negotiation process and skills well. In the team, the commercial talents are good at market analysis and
business strategy formulation, and can accurately grasp the market dynamics and business
opportunities; the legal talents are familiar with domestic and international laws and regulations, and
can provide solid legal support for the negotiation to ensure that the content of the negotiation is lawful
and compliant; and the technical talents have a deep understanding of the procurement of equipment,
production process, etc., and are able to communicate effectively with the other party and negotiate at
the technical level. Team members collaborate with each other, complement each other's strengths, and
work together to deal with various problems that may arise in the negotiation.

4.2.2 Collecting and Analyzing Information

Team members comprehensively collected information about the politics, economy, law and culture of
a country in Southeast Asia through a variety of channels, such as market research, government
websites and industry reports. In terms of politics, to understand the stability of local policies, the
government's attitude towards foreign investment, etc.; in terms of economy, to analyze the level of
local economic development, market demand, industry competition, etc.; in terms of law, to thoroughly
study the local land leasing laws and regulations, the terms of the contract for the procurement of
equipment, labor laws, etc.; in terms of culture, to understand the local customs, religious beliefs,
business etiquette and so on. At the same time, the background, needs and negotiation style of the
negotiation opponent were analyzed in depth. For example, to understand the market share, competitive
advantages, financial situation, etc. of the other company, as well as the strategy and bottom line that

the other party may adopt in the negotiation. Through the collection and analysis of this information, it
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provides a strong basis for the development of negotiation strategy.

4.2.3 Formulate Negotiation Strategy and Program

Based on the information collected and analyzed, team members formulated detailed negotiation
strategies and programs. The negotiation goal was clearly defined, i.e., to complete the land lease,
equipment procurement and personnel recruitment at a reasonable cost in the shortest possible time, so
as to ensure the smooth start of the project. At the same time, the negotiation bottom line was set, such
as the land lease price cannot be higher than [X]% of the market average, and the quality of equipment
procurement must meet the relevant national standards. Negotiation strategies for the opening,
consultation and closing phases were formulated. In the opening phase, a friendly and cooperative
negotiation atmosphere was created to demonstrate the strength and sincerity of the enterprise; in the
consultation phase, in-depth discussions were held on the key issues, and all kinds of negotiation skills
were flexibly applied to strive for the maximum benefits; in the closing phase, the results of the
negotiation were summarized in time to reach the cooperation agreement. In addition, it has also
formulated a plan to deal with unexpected situations, such as the other party's sudden increase in price,
policy changes, etc., to ensure that it can respond flexibly in the negotiation process.

4.3 Application in the Negotiation and Consultation Stage

4.3.1 Effective Communication

During the negotiation process, team members fully utilized the communication skills learned in the
international business negotiation course and communicated effectively with the negotiation opponent.
They always stayed focused, listened carefully to the other party's views and opinions, and respected
the other party's cultural differences. For example, when negotiating with a local supplier,
understanding that the counterparty focused on interpersonal relationships and face-saving, the team
members adopted a euphemistic approach when expressing different opinions to avoid direct conflict.
Misunderstandings and conflicts were avoided by asking and answering clarifying questions to ensure
that both sides understood the content of the negotiation in the same way. At the same time, the use of
appropriate verbal and non-verbal communication skills, such as clear and accurate expression, friendly
body language, and appropriate tone and intonation, enhanced the communication effect.

4.3.2 Flexible Use of Negotiation Skills

Team members flexibly utilized various negotiation skills according to the progress of the negotiation
and the response of the other party. In the price negotiation, they utilized the concession strategy, and
through gradual concessions and exchange of conditions, they finally reached a price acceptable to both
parties. For example, in the land lease negotiation, the enterprise initially proposed a higher lease price,
but said it was willing to make certain concessions on the lease term; the other party wanted to lower
the price, and after many rounds of negotiation, the two sides reached a program acceptable to both
sides in terms of price and lease term. In solving the differences, they used the compromise strategy, by
finding the common point of the interests of both sides, and reached a compromise program. For

example, in the equipment procurement negotiations, the two sides disagreed on the quality of
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equipment and after-sales service. Through in-depth analysis, the team members found that both sides
hoped that the equipment could be operated stably and the failure rate could be reduced, and then they
proposed a compromise solution, which not only meets the enterprise's requirements on the quality of
the equipment, but also takes into account the interests of the suppliers.

4.3.3 Responding to Unforeseen Situations

During the negotiation process, some unexpected situations were encountered, such as the other party
suddenly put forward new requirements, changes in policies and so on. The team members stayed calm
and adjusted the negotiation strategy and program in time according to the preplan and the actual
situation. For example, in the personnel recruitment negotiation, the other party suddenly proposed to
increase the salary of the employees, team members quickly analyzed the market situation and the cost
budget of the enterprise, communicated with the other party in depth, explained the difficulties and
position of the enterprise, and at the same time, put forward some other welfare programs as
compensation, and finally reached an agreement that was acceptable to both parties. When the policy
changed, the team members studied the requirements of the new policy in time and renegotiated the
contract terms with the other party to ensure that the project was in line with the policy, which ensured
the smooth progress of the negotiation.

4.4 Application at the End of the Negotiation Stage

4.4.1 Confirmation of Negotiation Results

At the end of the negotiation, the team members confirmed the negotiation results with the negotiation
counterpart, including the agreements reached, contract terms, responsibilities and obligations, and so
on. They double-checked each item to ensure that the negotiation outcomes were in line with the
interests and expectations of both parties. For example, in the land lease contract, the terms of the lease
term, rent payment method, and the scope of land use were clarified; in the equipment procurement
contract, the quality standard of the equipment, delivery time, and after-sales service were stipulated.
By confirming the negotiation results, subsequent disputes and controversies have been avoided and the
smooth implementation of the project has been guaranteed.

4.4.2 Summarize Experience and Lessons Learned

Team members made a comprehensive summary of the negotiation process and analyzed the successful
experiences and shortcomings in the negotiation. Successful experiences include effective
communication skills, flexible use of negotiation strategies, good teamwork, etc.; shortcomings such as
not comprehensive enough in information collection, not timely enough in responding to certain
emergencies, etc. They documented their experiences and lessons learned. They recorded their
experiences and lessons learned and formed a detailed negotiation report, which provided valuable
references and lessons learned for the subsequent negotiation work. In the subsequent project
negotiations, team members were able to learn from their experiences and lessons, continuously
improve the negotiation methods and strategies, and increase the negotiation efficiency and success

rate.
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5. Problems Encountered in Practice and Solution Strategies

5.1 Cross-cultural Communication Barriers

The problem manifests itself in the negotiation process, as both parties come from different cultural
backgrounds, there are language barriers, differences in thinking styles, different business etiquette and
other problems, leading to miscommunication, misunderstanding and conflict.

5.1.1 Solution Strategies

Strengthen language training, improve the foreign language skills of team members to ensure that they
can accurately understand and express each other's meaning. Understand each other's culture, learn
each other's cultural background, business etiquette and negotiation style in depth, respect and
understand each other's cultural differences. Utilize non-verbal skills, through body language, facial
expressions and other non-verbal skills to enhance the accuracy and effectiveness of communication.
5.2 Negotiation Strategy Failure

During the negotiation process, due to changes in the other party's strategy, fluctuations in market
conditions and other reasons, the original negotiation strategy may fail, resulting in a deadlock or
failure to achieve the desired goal. Flexibility to adjust the strategy, according to the progress of the
negotiations and the other party's reaction, timely adjustment of negotiation strategy, looking for new
breakthroughs. Enhance resilience, improve the resilience of team members, able to remain calm and
rational in the complex and changing negotiation environment. Strengthen information collection,
strengthen the collection and analysis of market conditions, policy changes and other information to
provide a basis for the development and adjustment of negotiation strategy.

5.3 Inadequate Risk Management

5.3.1 Problem Performance

In the process of negotiation, it may face many kinds of risks such as political risk, economic risk, legal
risk, etc. If the risk management is insufficient, it may lead to the failure of negotiation or cause
economic loss.

5.3.2 Solution Strategy

Establish a risk early warning mechanism, predict and assess possible risks, establish a risk early
warning mechanism, and discover and respond to risks in a timely manner. Formulate risk response
plans, make detailed response plans for possible risks, and clarify response measures and division of
responsibilities. Strengthen compliance management, comply with local laws and regulations and

business practices, strengthen compliance management and reduce legal risks.

6. The Way to Improve the Learning Outcomes of International Business Negotiation Course

6.1 Continuous Learning and Practice

International business negotiation is a field of continuous development and change, and new
negotiation theories, techniques and strategies keep emerging. Therefore, negotiators need to continue

learning and practicing to update their knowledge and skills in order to adapt to the new requirements
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of international business negotiation.

Attend training courses, regularly attend training courses related to international business negotiation,
learn new negotiation theories, techniques and strategies, and improve their negotiation level.
Participate in practical projects, actively participate in cross-border business projects, apply the
knowledge and skills learned into practice, and test and improve your negotiation ability through
practice.

6.2 Strengthening Cross-cultural Communication

Cross-cultural communication is an important part of international business negotiation. Negotiators
need to strengthen cross-cultural communication, understand the cultural backgrounds, business
etiquette and negotiation styles of different countries and regions, and improve their cross-cultural
communication skills.

Participate in cross-cultural exchange activities, such as international cultural festivals and business
exchanges, to communicate and interact with people from different cultural backgrounds, and to
enhance the understanding of and respect for different cultures.

Establish a cross-cultural communication network, keep in touch and communicate with business
people from different countries and regions, share experience and information, and expand your
international vision and human resources.

6.3 Focus on Teamwork and Cooperation

International business negotiation often involves the collaboration of multiple departments and
personnel. Negotiators need to focus on team cooperation and collaboration, and give full play to the
advantages and strengths of the team to deal with various problems in the negotiation.

Strengthen team building, improve the cohesion and collaboration of team members. Enhance the trust
and tacit understanding between team members through team building activities, training and other
means.

Clarify the division of labor and responsibilities. In the negotiation process, clarify the division of labor
and responsibilities of team members to ensure that everyone can give full play to their own expertise
and advantages. At the same time, strengthen the communication and coordination between team

members to ensure the smooth progress of the negotiation work.

7. Case Analysis

7.1 Case Background

A Chinese-funded enterprise invested in a mineral development project in an African country and
needed to conduct several rounds of negotiations with the local government and partners. The
enterprise dispatched project team members with international business negotiation course background
to participate in the negotiation work.

7.2 Negotiation Process and Results

The project team collected information about the politics, economy, law and culture of a certain country
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in Africa, as well as the market conditions and regulations of local mineral development. At the same
time, the background, needs and negotiation style of the negotiating counterparty were thoroughly
analyzed. Based on the information collected and analyzed, the team formulated a detailed negotiation
strategy and plan.

During the negotiation process, the project team utilized the communication skills and negotiation
techniques learned in the International Business Negotiation course to communicate and negotiate
effectively with the negotiating counterparty. They respected the other party's cultural differences and
clarified issues by asking and answering questions to avoid misunderstandings and conflicts. In price
negotiation, they utilized concession strategies, and through gradual concessions and exchanges of
conditions, they finally reached a price acceptable to both parties. In resolving differences, they utilized
the compromise strategy and reached a compromise solution by finding common ground between the
interests of both parties.

At the end of the negotiation, the project team and the negotiation counterparty jointly confirmed the
negotiation outcomes, including the agreements reached, contract terms, responsibilities and
obligations. They ensured that the negotiation outcomes were in line with the interests and expectations
of both parties. At the same time, the team summarized the negotiation process and analyzed the
successes and shortcomings of the negotiation, which provided reference and reference for the
subsequent negotiation work.

7.3 Learning Outcome Test and Enhancement

It can be seen through this case that the learning outcomes of the international business negotiation
course have been effectively tested and enhanced in the cross-border business project. The project team
members successfully dealt with various problems and challenges in the negotiation by applying the
theoretical knowledge and skills learned, and reached the expected negotiation goals. At the same time,
the negotiation ability and cross-cultural communication ability of the team members have been further

improved through practical exercises.

8. Conclusion

The learning outcomes of the international business negotiation course have important application
value in cross-border business projects. Through systematic course learning, students can master the
basic theories, principles and processes of international business negotiation, train negotiation skills
and cultivate cross-cultural communication skills. In cross-border business programs, these learning
outcomes have been effectively tested and enhanced. However, some problems have been encountered
in practice, such as cross-cultural communication barriers, failure of negotiation strategies, and
insufficient risk management. For these problems, corresponding solution strategies and enhancement
paths are proposed. Through continuous learning and practice, strengthening cross-cultural
communication, and focusing on teamwork and collaboration, the application effect of the learning

outcomes of international business negotiation courses in cross-border business projects can be
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continuously improved.

In the future, with the in-depth development of globalization and the continuous increase of
cross-border business activities, the application prospect of the learning outcomes of international
business negotiation courses will be broader. At the same time, it is also necessary to continuously
improve the teaching content and methods of the course, improve the quality of teaching, cultivate
more talents with international vision and negotiation skills, and provide strong support for the

internationalization development of enterprises.
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