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NEGOTLATION THEORY AND PRACTICE NEGOTIATION
PEDAGOGY IN BUSINESSAND MANAGEMENT SCHOOL
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Providence University

ABSTRACT

As the interests of teaching negotiation and conflict resolution increase rapidly in
Taiwan, this paper examines and develops multifaceted of art and science of negotiation
that aims at helping teaching negotiation in the school of business and management. First
of all, the paper reviews the challenges and myths of teaching and learning of negotiation
in the past and reviews the development of teaching materials and research methodology
on negotiation in the U.S after the pedagogic questions on negotiation have been raised.
Secondly, following the findings of negotiation researches, the big picture and contents of
teaching negotiation both in undergraduate and graduate have presented. Thirdly, both on
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how to bridge the gap between negotiation experience and analysis and how to evaluate
learning outcomes have been examined. Finally, the suggestions have made for improving
the definition and acquisition of negotiation pedagogy.

Key words: Negotiation, Negotiation Process, Negotiation Structure, Negotiation Strategy,
Negotiation Outcome, Components of Negotiation, Stages of Negotiation.
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