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11:22-130110(THU)
“ Chapter 5 Insurance(J O O
00 O In the course of transportation, loading and unloading and storage, the internationally traded goods maybe
subject to various kins of risks that may damage the goods. It is, therefore, necessary for either the seller or the buyer
to buy transportation insurance in order that they can get compensation for any losses that might occur to the
goods. They need to agree on who buys insurance, what kind of insurance to be bought, what amount to be
insured, hong long to be covered an dhow to make an insurance claim, etc. All these constitute the insurance clause
in a contract.

1. As an exporter, it is important to know the following tips when negotiating the insurance clause of a
contract.(omitted)

2. With regard to the import insurance, the buyer should pay attention to the following:(omitted)

3. In negotiating the insurance clause, both the seller and the buyer should pay attention to the following
items:(omitted)”
End: 11:27(5m)
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Chapter 6 Payment([] O O

In international trade contracts, payment is an important clause. The sellers and buyers have to agree on when and
how to make or receive payment of the contracted goods. Both sides should pay attention to payment instruments
and payment methods in negotiating the payment clause.

I. Payment instruments(CD O O O O
Currency( O O
Bill of exchange or draft(C] (I [J

I1. Payment methods(C) O 0 O O
Remittance(J O [J

Letters of credit(CJ 0 OO O
Collection(J O O

I11. Payment clauses usually adopted0 O O O O O OO O OO
Under letter of credit(C) O O O

On collection(D O O

By direct remittance(C) O [

End: 10:56(5m0J
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Chapter 3 Negotiating Tactics(CJ 0 O 0O O O

. Attitudinal Tactics(C O O O O

. Situation Tactics(J O O O O

Offensive Tactics(C O O D O OO

Asking questions(C] O [0

Making the other side appear unreasonable(C] O 0 00 0O 0O 0O O
“ Pullingthepig’ staill DO ODOOOOOOOONO

Use of commitments(CJ O O O O

Discoveringinterests(U 0 0 00O O O0OOOO0O
Presentingarguments(C 0 0 0000 O OOOO0O

‘ Therightanswer strategy’ (* OO OO” OO0O

* Thebestalternative’ strategy’ (* OO OO OO0O

Defensive Tactics(C 0 0O O 0O 0O O

Minimum response and pretended misunderstanding(C O O OO0 000000
Side-stepping(C O O O O

The* Yes-but' technique(* OOODOOO” ODO0O

The counter questions(C! O O O O

Strawissues(U 0 O OO OO

Exposing dirty tricks0 D 0 0000 QdOooon

End: 19:51(18m)
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