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0000 20 Negotiation representatives Information about the negotiating representatives from the other side
mainly includes the number of the negotiating representatives, the composition of the negotiating team, limits of
their authority, and their identity and status. The number and composition of the representatives refers to how
many representatives have been chosen to participate in the negotiation and how the team is formed or what people
is it composed of.[] for example, vice president, project manager, technician and interpreter and so on[J .Limits of
the representatives' authorities refer to whether the negotiation participants are the direct associates

[0 manufacturer, importer and exporter, wholesaler, retailerC] or their agents.If they are the former ones, do they
have the authority to make decisions? If they are the latter, what are their limits and scope of authority as an agent?
Identity of representatives refers to their nationalities, birth places, diplomas, qualifications, family
backgrounds,characters, hobbies, etc. 301 Market research Negotiators should make synthesis comparisons
concerning the technological specifications, uses, purchasing costs, quantity available, freight charges, domestic
market prices, international market prices, product’s life cycle and competitiveness, patents,necessary accessories
and after-services and the like ofthe negotiating item.Market research is always an indispensable part of preparatory
work.It should begin with consumers' consumption desires and needs,their present demand and future demand,
preference to what kind of products and loyalty to which brands.

Page 4



ooty

ERERERN

ooooobo@oo)yobooobooboooboo

Page 5



ooty

ERERERN

guoooobboopbrOdooobobbgogoooobnbd

OO00O0O0O0O0O :www.tushulll.com

Page 6



