Introduction 
In the 21st century, there are numerous challenges and opportunities, such as social change, international exchange, information technology, personality development and so on. According to (Lu, 2016) can know that employees in every position should have more or less some leadership. Leadership is an act of foresight and planning, communication and coordination, sincerity and balance. According to (Gan, 2003) can know that leadership in the 21st century is not just a method and skill of leadership, but also a kind of elegant and exquisite art that everyone should possess or practice. 

In the face of all kinds of opportunities and challenges in the 21st century, if people do not have good leadership and do not learn leadership, it will be easily influenced by others. Leadership employees and non-leadership companies are more willing to choose leadership employees to promote and raise after group work, and non-leadership employees are more likely to do ordinary work, not substitutable, and are more likely to be fired in the event of an economic crisis. Therefore, only employees with leadership are more likely to be favored by their bosses. In the 21st century, employees must have learning and leadership if they do not want to be eliminated because of social changes.Everyone to adapt to the rapid changes in the 21st century environment must have leadership, the most important of which is negotiation. Negotiation is an act of all parties seeking needs and interests. The needs and benefits of negotiation are multi-level and multi-sided. Sometimes, both sides make appropriate concessions to the immediate interests for the long-term interests. According to (Liu, 2016), it can know that negotiation refers to the behavior and process of exchanging views between the two parties or parties in order to eliminate differences and change relations, and to negotiate with each other in order to achieve a common interest or fit the interests. The use of negotiation is required when the leader meets to manage the company's disagreement. In cooperation with other companies need to negotiate to obtain satisfactory solutions and prices. So negotiation is extremely important for leadership.

Negotiations and countermeasures. Generally, countermeasures are decision-making activities that study the purpose and strategy of opponents and determine their own strategies and methods. According to (Fisher, et al. 2016) At present, the theory of countermeasures in management science is to study how to carry out scientific countermeasures and optimal countermeasures in interaction. Negotiations certainly require countermeasures. Scientific countermeasures are of profound significance to all parties to the negotiations. At the same time, in the stage of negotiation, negotiators should always observe and analyze their opponents and take corresponding countermeasures. However, negotiation contains countermeasures, countermeasures are not negotiation itself, countermeasures are links or means of negotiation, but not the whole process and the essence of negotiation. Before working with other enterprises, the company staffs must make appropriate countermeasures to avoid blind negotiation. This may become the other side to guide the negotiations, so that the negotiations in a powerless position, can not clearly put forward the needs of the company. The other side may not be satisfied with the plan or not enough money, which will lead to damaging to the interests of the company. For example, in addition to achieving the negotiating goals entrusted to him by the organization, the negotiator may wish to show his status, power, talent, recognition and respect through negotiation. This requires a good response to achieve this goal.
Negotiation and dialogue. Dialogue, as the name implies, is the exchange of both sides of views, information and obtain the other side's understanding. According to (Kennedy 2006) can know that dialogue is of a two - ways and equal nature, it is not the instruction from one party to the other, and strictly not the education, advice, or advice of one party to the other. Negotiations must be negotiated, and negotiations cannot be conducted without a dialogue. Dialogue in the negotiations is called talks, negotiations and consultation. Modern negotiations especially require this two - way, equal form of dialogue.But negotiations are not just dialogue. Dialogue is only a means of negotiation. The purpose of the negotiations is to force one party or enterprise to compromise, resolve certain differences and reach agreement. Dialogue does not necessarily have this purpose, mainly for mutual understanding. Moreover, the needs of negotiators can be divided into immediate needs and long-term needs. For example, sales negotiations between buyers and sellers, border negotiations between countries, in addition to resolving sales prices, border division, may also hope to use this successful negotiation to establish a longer-term relationship between the two sides, or to turn the other party into a long-term customer, or maintain friendly cooperation between the two countries. In negotiations, negotiators are sometimes willing to make some appropriate concessions in immediate interests for the sake of long-term interests.

Negotiation ability plays an important role in every kind of negotiation, whether it is business negotiation, diplomatic negotiation or labor negotiation. In the negotiation of sale and purchase, the difference of negotiation ability between the two sides determines the difference of negotiation result. According to (Bai, 2015) can know that the general analysis of negotiation cases needs to apply models and examples to the main factors that affect the whole negotiation process from the aspects of negotiation motivation, negotiation structure, internal interests of negotiation group, negotiation power, trust of negotiation parties, negotiator psychology, international negotiation culture model, application of game theory in negotiation, negotiation type, etc. The more detailed the analysis, the more likely it is to get more solutions, so as to use more negotiation skills in practice and maximize the benefits they need. If people want to quickly master better negotiation skills to learn from world-famous negotiation cases and research results, it is typical and generally instructive.
The purpose of this lesson is to introduce the strategies and methods in the negotiation process to the learners and assume that the learners are already familiar with the whole process and the previous stages.

References:

Bai Yuan, 2015, International Business Negotiations: Theoretical Case Analysis and Practice, Gain and Loss, p.p.30-50,4th Edition, Beijing: Renmin University Press, China
Fishe R., Ury W., and Barton B., 2012, Getting to Yes: Negotiating Agreement Without Giving In, Second edition, Wang and Luo, China Citic Press

Gan Huaming, Li Xu, 2003, Great leadership: negotiating power, p.p. 4-19 Beijing: China Radio International Press

Kennedy G., 2006, What is the negotiation, Second edition, Zhang, Beijing: China Aerospace Press House

Liu Yuan, 2016, International business negotiation: negotiation on business affairs, Second edition, Wang, Beijing: Beijing University Press

Lu Guizi, 2016, Research on the Leadership Development of SME Senior Managers, June 1, Issues 06, p.p. 5-20, Huhehaote: Inner Mongolia University of Finance and Economics Press

[Online] Available at:  CNKI(China National Knowledge Infrastructure) <https://kns.cnki.net/kcms/detail/detail.aspx?FileName=1017033264.nh&DbName=CMFD2017>[Accessed 26 April, 2021]
According to ( Nierenberg, 2011) can know that "The need is the basis and motivation of the negotiations , because every purposeful act of human beings is designed to meet some need , and for the negotiating subject , if there is not some un met need , people will not come together ". This survey will use the the negoti ator should find the need to connect with the negotiating parties and pay attention to the other needs to choose different methods to influence the other party's motives .

In important business, legal and diplomatic negotiations, it is particularly important to master scientific and effective negotiation methods and use reasonable strategies and tactics to start negotiations step by step in order to win the final victory of the negotiations. (Sebenius, Burns and Mnookin, 2020) Kissinger's negotiating rules provide readers with ways and means to improve their ability to observe, persuade and make decisions.


This time , it used Winkler(1988) to systematically present the " theory of negotiation strength ". He believes , the basis and success of the use of negotiation skills is the negotiation strength , and the key to building and strengthening the negotiation strength is the full preparation of negotiations and the full understanding of the other party.
Work is allocated based on personal strengths. This way, tasks can be completed more quickly, avoiding unfamiliar operations and wasting time. We can have more time to discuss this research.Working in a virtual team is a bit easier, because we can pass on the theoretical knowledge points and papers we find to each other, analyze each other and discuss together, which can show a good effect.We used the university library to find papers and journals to make our PPT more complete and theoretical points more complete.

We work in small groups and look for corresponding information. Wu Minyang is responsible for collecting relevant information and compiling a detailed study plan. I found some cases to expand my knowledge and put forward ideas with the team members. Make the argument about negotiating power more concrete. I searched various cases of negotiation ability on the Internet. Find a more authoritative discussion together so that we can better understand this knowledge point. I also found some theoretical knowledge points of Negotiation Power to make the PPT more complete, and also discussed relevant knowledge points with the team members. I made some improvements to the overall part of the PPT, including the layout and text matching. I also found some papers and journals to find relevant knowledge points and cases and discuss with the team members which ones are suitable for PPT. I also collected some influential cases of Negotiation Power. Collected some references for the team members to refer to. We also discussed how to write these materials together. We used the Internet to search for journals and papers together. I found research papers related to this topic. We revised some of the content and some knowledge points of the PPT through some suggestions from the teacher. Make the knowledge points of PPT more sufficient. I also asked the team members to seek help with some knowledge points, so that I could master the theoretical knowledge of Negotiation Power. Allow me to understand the specific content and some cases. I also summarized the contributions made by the team members. The team members have a clear division of labor and a good time arrangement. The team members also helped me to solve some of my doubts about knowledge.

We discussed and studied how to add knowledge points of PPT and how to find theoretical knowledge points. By consulting respective papers and journals, we determined that our research content is negotiating power. 

Gao Xiangzhi writes the Justification of Methods section. He was determined the subject of our research, and he gave us a lot of reference opinions, including selecting theories and some reference cases, so that we can understand this content better. He also organized refrence and introduction to make the PPT content more complete. And wrote part of the argument. He helped our team members with a lot of doubts and asked him for help when we had a problem. He answered us patiently. He found many cases for our reference and selection, and finally reached a consensus on the cases and theories. He studied negotiation power very carefully, and patiently explained it to the group members, which was of great help to the group members. Through this research content, we have all learned a lot of knowledge and enriched a lot of knowledge. As the leader of our group, Gao Xiangzhi is very serious about assigning tasks to us and putting forward demands on us. He is serious and kind, and will patiently answer our questions. He is the soul pillar of our group. He will make us feel safe, orderly, and not panicked.He also provided us with a lot of help, such as how to find information and theoretical knowledge more convenient, so that we saved a lot of time, and told us his requirements, so that we can complete our respective tasks seriously.

Tan Zongheng is responsible for writing introduction part. She looked for information very seriously. She modified the PPT content very carefully. With the help of teachers and classmates, she also often looked for relevant theories and cases, very seriously. She listened to the opinions of the team members very seriously, and carefully revised the PPT. She also gave us some of her opinions. How to make the presentation effect of PPT is very good, she understands the layout of PPT very well, not only beautiful, but also very organized, which makes the readers enjoyable. We also exchanged opinions with each other, and she accepted some suggestions very modestly. And she understood a lot of knowledge points, which enriched her knowledge points. As the only girl in the group, she was very patient in arranging the PPT, looking for many styles of background pictures, and consulting our opinions. We all think she is very good, and her presentation of the PPT made us very relieved. She also collected a lot of information, introduction, refer ence. Let us summarize the content written by the three of us, and discuss the content with us. She patiently checked the PPT and our respective content, and corrected some grammatical errors, and proofread with us. Completed the task very seriously and patiently.

When we were about to finish, we summarized the relevant knowledge points together, and re-read the PPT together, so that the PPT is very good in content and viewing. We are very confident in this speech.
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	TOPIC:  The importance of negotiation power
	Intended learners: Leaders at all levels



	DATE: May 6th 2021
	LENGTH OF LESSON: 2.5 hours
	NO IN CLASS: 20

	AIM OF LESSON

The purpose of this training is to explain the importance of negotiation


	LEARNING OBJECTIVES

At the end of this session learners should be able to:

What are the seven strategies and how to use them

How to use eight methods in life

Knowing that negotiation is an essential skill in the future

	ROOM LAYOUT:

The session will be held in …

Cabaret style  

Cabaret style is best for this session because …… (insert citation) 

	PREVIOUS KNOWLEDGE:

Negotiation ability refers to the special ability of negotiators to better complete the negotiation work, including thinking ability, observation ability, reaction ability and expression ability. 



	HEALTH & SAFETY:

There are no identified risks to the learners from carrying out any of the tasks associated with the learning plan. 




SESSION OVERVIEW:

	Timing
	Topic
	Content & Activity
	Resources

	20
	Find some definitions of negotiation on the Internet
	Introductions.

Negotiation power is divided into seven strategies and eight methods

	Mobile phone, computer, Internet.

	20 minutes
	Welcome and introducing the topic.
	Simple analysis of the seven theories and eight methods, so as to slowly lead to the main body, a brief introduction to the main content of this presentation

	Overhead projector, Smart Board and 

PowerPoint, slides 1,2,3

Video

	20 minutes
	Access learner experience
	Group discussion – Discuss which of the seven strategies is more appropriate and can be used in daily life, such as talking business with the company
Example 
The three squirrels' business philosophy of "user centered", relying on Internet thinking to quickly iterate products, focusing on e-commerce channels, focusing on the accumulation of consumer reputation, cultivating consumer stickiness, and constantly optimizing the supply chain to give play to its advantages, is also an important magic weapon for them to break through the siege online and offline.
	Flip chart paper

	5 minutes
	Resources and environment for effective ideation
	Ask the whole group how they think the meeting can be held well, and present the materials on the slides. Let the team members cooperate to complete the presentation and slides.
	Flip chart.

Overhead projector, Smart Board and 

PowerPoint, slides 4,5

	15 minutes
	Describe the vote first, then discuss method
	Introduce the concept of negotiating power

Negotiation ability refers to the special ability of negotiators to better complete the negotiation work, including thinking ability, observation ability, reaction ability and expression ability.

Negotiation ability can be divided into general ability and special ability. General ability, also known as intelligence, refers to the ability necessary for a variety of activities, and special ability refers to the ability required in professional activities, such as mathematical ability and professional appreciation ability., Negotiation and communication skills, organization and management skills, etc.
	Overhead projector, Smart Board and 

PowerPoint, slide 6.

Tin of sweets containing 20 chocolates. 40 additional sweets to add to the tub. 

	30 minutes
	Practice ideation session
	We voted to agree with everyone and discussed the best theories together. They also expressed their thoughts in 15 minutes, and studied the power of negotiation by discussing and choosing the best plan.
	Problem description.

Postits, blank wall or white boards. Flip chart paper and marker pens.

	10 minutes 
	Sharing ideas
	Feedback-Our team shared our ideas and brought the knowledge points of negotiation power to the next stage of the design thinking process, and we studied the theory of negotiation power together. And modified the PPT.
	

	10 minutes
	Recap learning
	Review learning objectives and learn through quizzes.
	Overhead projector, Smart Board and 

PowerPoint, slide 7.

Kahoot log-in.

Learners will need access to Smart Phones or iPads can be requested. 

	10 minute
	Conclude session
	Draw the session to a close by answering any questions and thank the learners for their attention. 

Evaluation
	Feedback sheet.


4. Justification of Methods
4.1.1 Experiential Learning Theory

Our group completed the study through empirical learning theory.

As the name suggests, experiential learning involves learning from experience. The theory was proposed by psychologist David Kolb who was influenced by the work of other theorists including John Dewey, Kurt Lewin, and Jean Piaget.

According to Kolb, this type of learning can be defined as "the process whereby knowledge is created through the transformation of experience. Knowledge results from the combinations of grasping and transforming the experience."1﻿

Experiential learning theory differs from cognitive and behavioral theories in that cognitive theories emphasize the role of mental processes while behavioral theories ignore the possible role of subjective experience in the learning process.

The experiential theory proposed by Kolb takes a more holistic approach and emphasizes how experiences, including cognition, environmental factors, and emotions, influence the learning process.

In the experiential model, Kolb described two different ways of grasping experience:

Abstract Conceptualization

Concrete Experience

He also identified two ways of transforming experience:

Active Experimentation

Reflective Observation

These four modes of learning are often portrayed as a cycle. According to Kolb, concrete experience provides information that serves as a basis for reflection. From these reflections, we assimilate the information and form abstract concepts.1﻿

People then use these concepts to develop new theories about the world, which they then actively test.

Through the testing of our ideas, we once again gather information through experience, cycling back to the beginning of the process. The process does not necessarily begin with experience, however. Instead, each person must choose which learning mode will work best based upon the specific situation.

4.1.2Preferences Play a Role

How do we decide which mode of experiential learning will work best? While situational variables are important, our own preferences play a large role. Kolb notes that people who are considered "watchers" prefer reflective observation, while those who are "doers" are more likely to engage in active experimentation.

"Because of our hereditary equipment, our particular past life experiences, and the demands of our environment, we develop a preferred way of choosing," Kolb explains.1﻿

These preferences also serve as the basis for Kolb's learning styles. In this learning style model, each of the four types has dominant learning abilities in two areas. For example, people with the diverging learning style are dominant in the areas of concrete experience and reflective observation.

Factors That Influence Learning Styles

Kolb suggests that a number of different factors can influence preferred learning styles.1﻿ Some of the factors that he has identified include:

1.Adaptive competencies:Adaptive learning refers to the process in which learners acquire knowledge and ability through interaction between their original knowledge and experience and adaptive learning system. In this process, students can self organize, formulate and implement learning plans, choose learning strategies, control the whole learning process and conduct self-evaluation.
2.Career choice:Career choice refers to the selection and determination of the type and direction of one's employment. It is an important behavior for people to really enter the field of social life and a key link in life.

Through the choice of occupation, it is conducive to the better combination of people and labor posts, so that individuals can enter the social labor posts smoothly, which is conducive to the smooth progress and Realization of socialization. Through career choice, it is conducive to win-win economic and social benefits, and promote people's all-round development.

Personality type：Personality type refers to the western vocational guidance theory. In the mid-1960s, Holland, an American career guidance expert, was founded. The main arguments are as follows: (1) in today's culture, everyone's personality can be classified into a certain type according to its main aspects, and people of each special type of personality will be interested in the work of the corresponding occupation type（ 2) People seek to acquire skills, cultivate intelligence, develop ability tendency and feel happy career environment（ 3) A person's behavior depends on the interaction between individual personality and environmental characteristics. According to the research materials, Holland divides personality into six types: realistic type, research type, artistic type, social type, enterprise type and traditional type. And list all kinds of personality suitable occupation range. Then we designed the personality type scale "self guided exploration".
4.2 Learning Techniques

4.2.1 Group Discussion

The group finds the information and resources needed from Moodle, then assigns tasks (please refer to contributions for specific assignment). After each person assigns to the task, it finds relevant knowledge, makes PPT, and then continuously improves through the understanding of each person. Finally, it chooses the topic. I finished this discussion

4.2.2Group Activity

The group adopts the empirical learning theory, and the empirical learning theory does not fully explain the role of non reflective experience in the learning process. Although this theory is good at analyzing individual learning process, it pays little attention to learning in larger social groups. Clear everyone's responsibility from the beginning. Most of the group members are conscientious and responsible, and drive the atmosphere of the whole group to study actively. It successfully improves the efficiency of learning, which also makes learning easier.

4.2.3 Series of lectures

Although it is considered an ineffective way to promote learning, it does have some benefits if used too much. For example, it is easy to organize, which is conducive to the purposeful and planned conduct of teaching activities. Moreover, it has a wide range of applications, and lectures of different specifications can be organized according to the size of the group. At the same time, a large amount of systematic knowledge can be transferred within a limited time. . In this case, it is used to understand the initial theoretical knowledge.
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