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壹、概說

美國哈佛法學院(下稱哈佛)歷年來皆有開立國際租稅班，該課程在世界享有相當的聲譽，學員包括來自中國、芬蘭、日本、坦尚尼亞、斯里蘭卡、以色列等不同國家教授、學者及政府官員至哈佛，惟今年度因哈佛法學院政策的改變，並未如往年般的開辦國際租稅班，今年該院國際租稅研究中心，開放些許名額讓世界各國對於租稅改革及研究有興趣的學者或研究員，以專案研究的方式至美國哈佛法學院進行研究。今年租稅訪問學者及研究員，僅有3名，除本員外，尚包括1位來自日本政府官員及來自芬蘭的教授，另在法學碩士中亦有5名學員係以稅務研究為主，分別為美國、斯里蘭卡巴西、越南及中國，前國際租稅班主任 OLIVER OLDMAN 係本員之指導教授。OLIVER OLDMAN 教授在全球稅務界享有盛名，因為身為前國際租稅班主任，其子弟兵遍其全球，與全球其他政府交流頻繁，其豐富學識及經驗，置身於一流學府及一流教授，讓人不虛此行。

哈佛的課程分為夏、秋、冬、春四學期，夏季班主要係為正式入學準備，因為這次的課程調整，本員夏季班在哥倫比亞大學上課，其課程包括會議如何順利舉行，如何在會議上發言，其主要的訓練目的除訓練語言能力外，並訓練膽量及表達能力。至於秋、冬、春三季的課程則為哈佛法學院研究所的正規課程，多數課程皆與法學院研究生亦或博士班學生共同研讀，哈佛大學的學生確實相當認真且勇於表達自己的意見，並接受他人不同的看法，哈佛法學院係屬研究所課程，其課程多著重在如何去思考?如何推理?如何辨證分析?也因為美國係採用英美法系，與我們一般所熟悉的大陸法系亦有所不同，課堂上所受的衝擊不僅僅是文化上、語言上，還包括整個法律思維不同。

因為哈佛政策的改變，目前尚未決定是否要復辦國際租稅研習，也尚未有具體計畫。
貳、學習課程

一、美國聯邦所得稅法研究（Federal Income Taxation）

教授：Alvin Warren
本課程主要是由現任國際租稅研究中心主任 Alvin 介紹美國聯邦所得稅制，特別是針對個人所得稅制的探討。課程的進行係著重於整個所得稅的概念，並就個人所得稅之免稅額、扣除額之沿革加以說明，其課程內容簡述如下;

1.美國當政者為避免不公平及婚姻懲罰，其自1948年至1986及至目前為止，美國對夫妻合併或分開申報，其免稅額如何計算，有下列不同租稅政策及見解，不論從哪個角度去看很難做到完全公平，其相關分析如下:

	Married couple
	A

(one person)
	B

1      2 
	C

1      2
	D (CA) community property state

1        2
	E (MA)

1    2
	Policy
	Problem

	Income per person
	40k
	40k    0
	40k  40k
	80k      0
	80k  0
	
	

	Pre-1948 policy to tax individuals
	40
	40    0
	40   40
	40       40*
	80   0
	Tax individual 
	E paying more in taxes than D & C

	1948 – 1969
	40
	20*   20
	40    40
	40        40
	40  40
	Tax couples (split income)
	A paying more than B1

	1969 – 1982
	20  
20*
	20   20
	40*   40
	40      40
	40  40
	Equalize single w/ married (120% ceiling)
	C greater than 2 single A’s (marriage penalty)

	1982
	20   20*
	[20   20]
	[40  40]* gets deduction for 2nd earner
	[40    40]
	[40 40]
	Reduce mrriage penalty
	D & E are unhappy.  Paying more than C

	1986
	Back to 1969
	
	
	
	
	
	


Results of Table:

i.  Pre-1948—paying tax once on 80 is more than paying tax twice on 40, because the rates go up by income level (progressive rates).  Common law states people paying more than civil law states.

ii.  1948 policy—tax couples (let them split their income). For the first time, C, D, and E are taxed the same.  All marital couples are the same.  But now A is most unhappy.  B1 is earning the same thing for the same job.  But A1 is paying more in taxes.  Congress was just responding the squeaky wheel, not trying to incentitize marriage.  But it did end up doing this.  Single person march on Washington in Protest.

iii.  1969 policy:  To change § 1 so that A’s rate is a ceiling.  Single never pays more than 120% of the married rate.  Everyone else stays the same.  Equalizes singles with married (120% ceiling).  A’s taxes not lowered all the way to B, but almost.  A will never pay more than 120% taxes of B.  (Same GI).  Now, married person, who as an individual earns the same as a single, is unhappy.  If two as get married, their aggregate taxes go up because their rate goes up.  Marriage penalty.  C’s taxes greater than 2A’s.

iv.  After 1982, congress tried to modify the earnings rate that applies to the second spouse.  A partial deduction for the second earner’s income was enacted.  (At that time, 10% up to $30k of the 2nd earner’s wages could be deducted).  Abandons the concept that married couples with the same joint income will have the same tax burden, regardless of division of income.  Now, D and E are unhappy.  It is no longer true that all married couples are taxed the same.  D & E pays more in the way of taxes than C does.  No way to make all this work.  To defend this solution, might say it makes sense to have D&E pay more in taxes than C—D & E have higher imputed income.  

· D2 & E2 provide household services and that is not taxed.

· But their spouses are being taxed higher than C as a unit. This puts an incentive on stay at home moms to work and was criticized.

2.  1986 tax reform act—broadening of the base.  Reduced rates.  Historic compromise.  Everyone gets closer to paying the same tax rate.  Went back to the 1969 regime.  Rates went down, then they went back up, so this problem has become more important.  Bush took office and said we should go back to 1982 to do something about the position of C.  Congress rejected that and reduced marriage penalty with lining up differences of standard deduction between singles and married. 

3. 介紹美國內地稅個人所得稅課稅標的，依美國稅法規定只要係提供相對服務，給予相對報酬，即為個人所得稅課稅範圍，但例如伙食津貼、住所補貼、停車福利或低價取得公司產品等等，若係為工作便利所致，且符合公平性，則不在課稅範圍。

4. 資本利得計算，包括長期資本利得及短期資本利得認定及計算。
5. 個人所得稅課稅規避的問題，包括利用損害賠償、保險費、遺產稅及稅基分配。
6. 保險費問題，人身損害賠償，終身人壽險等如何課稅及課稅引發的原因。

7. 推計課稅，包括家庭主婦照顧家庭是否應計算薪資課稅?自有住宅及非自有住宅要如何計算才符合公平性?
8. 股票股利、現金股利及保留盈餘之課稅方式、基礎及產生的問題。
9. 美國的行政救濟制度，美國稅務案件可向3種法院申請，1是美國稅務法庭，2是美國地方法院，3是美國行政法院，此3種法院的不同在於稅務法庭不必付稅金即可申請，其餘2種法庭必須要先付稅金才可等等相關規定。

10. 個人所得稅免稅範圍及扣除額，申報方式(合併申報亦或分開申報，標準扣除額亦或列舉扣除額)等等。

11. 個人所得及營利所得的定義及區分。
2、 公司交易之課稅(Taxation:Corporate Transaction )

教授: Alvin Warren

此課程主要是介紹公司間交易所產生的稅務問題，包括公司組織結構調整、公司股利政策及關係企業間交易產生稅務問題，公司重組包括合併或分割、取得或清算公司的稅務問題。其課程大綱如下:

1. 公司財務結構，公司一般財務結構分為資本及債務，此二者在稅務上有何影響，何者較為有利，如何有效配置。

2. 公司盈餘分配，包括分配現金股利、股票股利，清償公司債務等相關交易如何課稅、課稅標的及課稅範圍。

3. 購買公司庫藏股票是否僅是將未分配盈餘轉為公司資本，亦或係為圖利股東?美國實務上，常出現形式上是公司自股東購回庫藏股，但實際上是現金股利性質，在此課程均有辯證，美國稅法亦有相當詳盡解釋及規定。
4. 公司重組產生課稅問題，包括股票交換(普通股及特別股)，同類資產交換，交換過程如何衡量是否具有交換利益或損失、如何課稅。
5. 公司解散或清算時，贖回(全部贖回及部份贖回)股票及贖回關係企業股票等稅務規定。
6. 取得公司經營權是否涉及課稅，三角移轉方式取得公司如何課稅，母、子、孫公司之間交易如何課稅。 

3、 美國國際租稅面研究(International Aspects of U.S. Income Taxation)

教授:Stephen Shay
本項課程主要是提供與跨國交易租稅有關規定，實際上施行所產生的問題，包括規範外國人（包括外國公司）在美國境內投資及從事商業活動的交易（inbound transactions）及本國人（包括美國公司）在美國境外投資及從事商業活動的交易（outbound transactions）的美國所得稅法規。也因為跨國間國際交易日漸頻繁，美國境內公司亦常利用設置於租稅天堂的境外公司、控股公司而產生許多租稅規避問題，如何利用轉撥計價，如何制定租稅協定來防堵此一漏洞，在本課程進行個案研討，其課程大綱如下：

1. 美國公民、美國居民其美國境內及境外所得如何課稅，跨國交易的相關稅法規定。

2. 租稅協定所扮演角色，美國租稅及OECD相關租稅協定模式。

3. 本、外國公司盈餘分配課稅問題，包括外國公司將盈餘匯至國外、外國公司將盈餘匯至與國內公司；本國公司將盈餘匯至國外股東及本國公司將盈餘分配國內股東等相關稅務規定及政策探討。

4. 美國境內、境外營利事業、合夥及信託事業，所得稅相關規定，並就相關案例進行研討。

5. 外國人營利所得課稅所得認定及費用分配等相關法律、解釋令規定。

6. 轉撥計價，轉撥計價適用範圍，銷售有形資產、無形資產如何計算調整，與稅務機關之預先協議及相關罰責規定等，進行案例分析，並提出不同法律見解。

7. 海外控股公司對美國境內股東課稅影響,
8. 外國租稅可扣抵稅額的計算及限制。

4、 財產稅及加值型營業稅研究（Property Tax and Value-Added Tax）

教授:Oliver Oldman

此課程係oliver 教授嘗試以讀書會方式對美國目前財產稅(Property Tax)及加值型營業稅問題進行研討，財產稅係屬地方稅，美國各州政府有相當裁量權，美國各州政府財產稅不近相同，是美國各州可利用租稅減免推動相關政策例如:學校設置亦或吸引招商等等，雖然美國目前並未採用加值型營業稅，但是布希政府正在研擬以直接稅、消費稅代替間接稅、所得稅的稅改方案，加值型營業稅及財產稅備受矚目，其課程主要內容市介紹現行先進國家（包含歐盟、日本及紐西蘭等國）已使用的加值型營業稅稅制，並與ABA對美國政府建議的營業稅模式進行比較，歐盟目前實施加值型營業稅所產生的問題及目前歐盟如何進行協商加以探討。另就開發中國家例如:巴西、印度、中國等加值型營業稅進行研討。

5、 當前稅務法令、政策及施行上的問題(Current Issues in Tax Law, Policy, and Practice)。

教授:Alvin Warren

此課程是每隔二週就會請哈佛大學、密西根大學、東北大學等教授至哈佛就美國當前備受爭議稅務法令、稅務案例、
政策制定等進行研討，其課程內容包括:

1. 美國會計師、律師在稅務上道德規範，包括230 法案(Circular 230)、ABA Opinion 346、及證券交易委員會(SEC)及美國內地稅務局(IRS)相關法令、解釋令、行政規則等等，探討律師、會計師對客戶服務與稅務責任之間衝突，稅務規避定義、違反規定處罰、如果客戶對律師或會計師等稅務建議並不採納，以致違反稅法規定，其相關責任如何界定。

2. 新金融商品課稅，遠期外匯、買、賣選擇權、或有負債、債券等等課稅標的、課稅範圍及課稅產生相關議題及解決方法等等。

3. 會計期間之切割對稅務方面的影響，如何衡量有效利率、遞延繳納稅款對有效利率的影響、徵收稅款成本衡量及長’短期資本優惠稅率等議題，就經濟面、有效利率及徵收成本進行分析、探討。
6、 管理談判及溝通協調(Managerial Negotiation)
教授:Holly Weeks

哈佛談判及溝通研究中心(Negotiation Research Center)在全世界享有相當聲譽，其課程係從心理層面、策略面、中心思想及相關溝通、談判技巧進行研討，每次課程教授會提供一個案例進行分組研討、角色扮演，事前必須研讀案例相關背景、案情、角色個性等等，設定此次溝通、談判所要達成目標，然後於課堂上進行實際演練及角色扮演，並於每次談判後，交付心得報告。在此課程中除能磨練自己英文表達技巧外，亦了解溝通談判中心思想是必須有彈性、臨場反應要快、不可情緒化，於談判陷入僵局時，可以藉喝咖啡、抽煙亦或接電話等等，離開現場，冷靜下來再繼續進行談判，於談判前有許多功課必須要作，首先必須就此議題設想出不同的解決方案，你的BANTA(Better Alternative )越多、創造的派(pie )愈大(亦即創造雙方利益的餅越大)，此次協商成功的可能性就越大，溝通談判不是要爭輸贏，而是要解決問題，共同創造雙方可以接受的方法才是溝通協調本貭。

本次課程案例分別有就修車產生糾紛、三個學校要進行策略聯盟，向教育當局申請基金補助、醫院合併、勞資糾紛及公司合併等相關案例進行角色扮演，每每於談判中都會激發出許多的火花。事實上，談判溝通技巧在稅務是相當重要，如何與納稅人進行協商，如何不會違反法令又不會侵犯納稅人權利，如何解決稅務紛爭，如何有效率解決稅務爭議，如何與民間溝通，推動稅改法案等等，都需要良好溝通協調能力，如果與納稅人溝通協調良好，則可減少許多稅務爭訟案件，這才是根本解決之道。

參、結論

藉由哈佛大學研究員身分，得以體驗到美國的教育方式與國內不同之處;並因為哈佛大學卓越的聲譽，讓全世界精英聚集於此，期間經驗、文化的衝擊，讓我對整個世界有不同的觀感，對自己的定位有了不小的改變。
肆、研究報告

1、 題目：談判、溝通心得報告

2、 報告指導人：哈佛大學教授 Holly Weeks

Negotiation

To be a proficient negotiator I should not ask myself who’s the winner? Who’s the loser? When I ask these questions I lose in this negotiation. Negotiation is a collaborative relationship, I have to share and differ the interests .I have to give up some control to ensure that my interests will be met later. What I must ask myself when preparing for bargaining is not what weaknesses I actually possess, but what weakness I have that my opponent is likely to recognize. Looking at the result, So long as I am able to obtain what I really value, I should not be disappointed by the fact that my opponent’s interests have also been satisfied. Instead of asking whether I  did better than my opponent, ask whether I am  pleased with what I got.

a. Reputation:

Most bargaining exchanges are made orally, in person or on the telephone, with the participants relying on the factual information being exchanged. If people lost their reputation for honesty when truth telling was expected, they would greatly undermine their ability to negotiate. Everything they said would have to be verified, and all agreements would have to be reduced to writing and signed. The whole process of negotiation would become inefficient and cumbersome. Keep trustful reputation is very important to a good negotiator.

b. Disclosure:

In my negotiation with taxpayers I always use a power and hard negotiation style, which means that I won’t give them the relevant information, focus principally on his or her stated positions rather than reason out solutions, make minimal concessions. When I am  negotiating with my counterpart, how much information  I have to disclose?  I could never disclose my bottom line. Thus my counterpart will push me very hard end up with more than my bottom line. During negotiation trying to ask questions instead of talking too much, trying to frame the question let my counterpart speak out all the information I need. Don’t ask questions that can be answered “Yes” or “No” responses; ask my counterpart broad, open-ended information-seeking questions that cannot be answered with brief responses. Let my counterparts speak, as the more they speak the more information they will release .The more advantage I will get. Asking what if question, asking for advice, asking a problem-solving question. For example, ask, “What do you want/need to get?” ”Why are you trying to obtain those terms?” Especially when I sell a house or a car, I could ask this kind of question to find out what my client need. Then I can adjust my strategy.

c. Anchoring:
(1). There’s an assumption that is making the first offer will encourage similar behavior by opponents. But most of the time this will put me in an inferior position.

(2). When I am offering an open offer, most of the time I should offer higher than I anticipated, not only offer a higher expectation but also I need to believe that I deserve it. When I truly believe it, more confidence I will show. The reason is that when I offer a higher price then my counterpart will feel there’s bargaining space. Sometimes I would try to offer a modest proposal in the hope that we will generate reciprocal behavior by our opponents. However, such behavior is likely to have the opposite effect. For example, I am taking metered taxi home most of the time. The price would be about $14-16. Once I took a taxi without a meter. The taxi driver asks for $26,and then I kept laughing, saying this is really ridiculous. Then he demanded $22 .I handed him a $20 bill and suggested take it, or I won’t take your car. He accepted it. Nonetheless, because of the outrageous demand of $26,he got a better deal than the other taxi drivers. The anchoring effect of his $26 offer make me feel that I am lucky only pay $20.However I paid the highest fare I have ever paid.

d. Relationship:

(1). The best guarantee of lasting agreement is to keep good working relationship. Someone has ever said that the more distant the harder the bargaining will be. When you keep relationship with your counterparts, you know how he or she reacts. You could easily gather all the information you need to decide what’s your next step. And you could make a right decision.

(2). However it seems so hard for a family relationship. The more distant we are the more possible to keep neutral and calm. When I counter very intimate partners especially like boyfriend - girlfriend, mom-daughter. It’s extremely hard to keep calm and neutral. Most of us will response spontaneously without thinking. The following conversation occur to me very often,” I told you to clean the trash ,why are you not doing this?” I said.”ok,I will clean it tomorrow.” My mate said.” Always tomorrow, why every time I ask you to do some things you never help.” I said.” I  NEVER help, what’s wrong with you? I had bad time today, I am sooo tired, why can’t you spare me?” “Hard time, what you think I am going through? I have to work and take care of the house .I just ask you a favor to take the trash out…” Then we start fighting. Actually the only thing I need to do is just show my sympathy and understanding . Then it’s easy to disarm my boyfriend. Sometimes in family relationship I  hardly could subtract myself from the emotional aspects, I will always expect too much on my counterpart.

(3). The intimate my relationship is the more emotional I will become. In the above case, I believe the only thing is that I should show how I care about my boyfriend, tell him what I have been through today. Give my boyfriend a hug or rub his back will comfort him, body language is better than words. During this relationship, I feel disappointed because my boyfriend does not know how I feel. I expect too much on him thus I will feel upset when I realize that he doesn’t know you. The second difficult part is that I am  not only negotiating with him, but also I am  trying to boost my relationship. If I could try to separate relationship issues (or "people problems") from substantive issues, and dealing with them independently, that will help deal with intimate relationship. Since breaking up will be the last choice I want to have. So during this difficult conversation the first stage I need to find out the unspoken attitudes, hidden assumptions, and conflicting agendas. After considering these problems I mentioned. Then I hardly miss the focus. 
e. Are they telling the truth or the lie?
(1). During negotiation how I could dig out the truth? How does I know what they say is true or false? Name these tactics, and then I won’t lose the intention behind these behaviors. I need to make the whole conversation is about learning not trying to battle
(2). Not only noticing the verbal signals but also the nonverbal signals. Actually nonverbal signals release more true information than verbal signal. For example when my car dealer say that this is my last offer with his arms cross his chest. Then I could tell that this is really like a last offer, since the situation becomes harder to negotiate. When I am negotiating, I will try to keep calm and do all kinds of bold assumptions, no matter how crazy those ideas may sound like. I should try to find relevant information to support my assumptions.

(3). Some people are just too focusing on what their counterparts talk, forget to analyze all the other gestures, body language your counterpart release. Maybe most of the time because we are too naïve to believe that our counterpart is telling the truth and will disclose all the information we need. Trust your feelings and instinct, some times this feelings comes from your observation of your counterpart’s nonverbal gestures.

(4). Testing the bottom line is really an important issue. Like Taiwan- China, relationship, for Taiwanese, we kept using provoking words and tones to test the bottom line of China. After several lectures and speeches made by our president, the bottom line of China seems to be more and more clear. Though the situation between Taiwan and China seems to be so intense. But actually we know what China really cares about right now. In these 30 years we believe that they won’t be so ridiculous to attack us. This is not reciprocal benefit for both sides.
f. Neutrality
(1). Keep calm and neutral is very important, only keep calm you could really find the hidden barrier and the real reason behind this conversation. An experienced negotiator sometimes will try to put you very hard, even insult, and embarrass you to dwarf you to his track. But using embarrassed tactic is kind of risky; you might lose this client or friend.
(2). What I  should do when my counterpart is trying to assault you? Counting from 1 to 10,before I  start to talk again. Using a sympathetic way to think my counterpart, pulling myself from that feelings as soon as possible, then I  could go back to where I start. Not only I  should try to keep calm but also disarm my counterparts. Maybe I could say “poor guy, you must have a very bad day recently.” I am here to help you not exploit you .We should stay on the line together.”
(3). There’s a old Chinese saying “never chase the losing soldiers, there’s always a trap behind there.” So during negotiation when you get it too easily, you should think about maybe there’s something wrong behind this. There’s one case we have ever discussed before, the case is about three nonprofit social organizations trying to cooperate with two other parties to get government fund .I am in the inferior   position, after reasonably analyze no doubt I would get the smallest portion. But then when we start negotiating my other two counterparts keep giving me more and more, I just kept wondering are they in sane? I don’t believe that I could get such a good deal. I felt a little bit weird but I didn’t stop and think about it. Then the result is that my other two-counterpart s just tries to use me to force the other party to concede .End up with I got nothing; the other counterpart has successfully forced the other part to the limitation. I am sacrificed. In this negotiation I learned that you should think about it when the situation become extremely advantaged.
(4). Another example is that when I am traveling in Florida. I am searching for a good deal on the tickets to Disney land, then along the street I find out that there’s a very cheap deal beyond my imagination. The price to enter Disney Land conferring to the fair market value would be about 79 dollars, but this dealer offer us 25 dollars. First I feel so lucky that I could get such cheap tickets. I think I earn it. But the next day when I am trying to get the tickets I found out that this is a kind of presentation about hotel. I need to listen to the presentation, which is trying to promote their hotel, and then I could get the tickets. After wasting two hours of listening to the boring presentation, finally I got my tickets. In this case I learned that before any negotiation you should collect the reasonable market price .If the price is extremely below the range of market price .You should think about there’s must something wrong. During negotiation you should stop when you get what you want, don’t be too greedy. Most of the time when you are too greedy you will step in someone’s trap, you will lose everything.

g. Create your solution together:

(1). Negotiation is not a technical problem-solving exercise but a political process in which the different parties must participate and craft together, when they are involved in the negotiation, they may become comfortable with ideas they once rejected.

(2). Like a Chinese saying, “tell me .I may listen; teach me, I may remember. Involve me I will do it. During negotiation you need to involve your counterpart to solve the problem, let your counterpart feel like both parties create this solution. 

h. The power of third parties:

(1). At my work I am always need to negotiate with three different parties like the tax payers, their representatives, accountants, attorneys or lawmakers .In this situation I am always try to calm the taxpayer emotion first, then I will try to explain the situation of the case to the taxpayer. The lawmaker sometimes is forcing us to concede. I will try to keep neutral and calm tone. Sometimes lawmakers will go rage at us; I will feel shocked and assaulted at first but then after analyzing the whole thing. I would think that this is not aiming at me; this is just a little bit tactics the lawmakers need to employ to express how hard he is working for his supporter. After finding out the hidden reason behind this. I would just keep explaining and saying “sees how powerful your lawmaker is, he really does his best to help you, so do we. Please try to understand our position, I would do my best to help you if the laws and regulations allow.” Then not only I would save face for the lawmakers but also I would calm the taxpayer’s ego and anger. Saving faces for multiple parties is an important tactic.

(2). You could never ignore the power of the third parties. Just like Taiwan-China negotiation we use third parties’ powers, we are trying to bring a different issues to draw the attention of the whole world. Then we could put Taiwan into the next stage.

i. Exchange the information;

(1). The first tactic is using question asking, when I and my counterpart deadlock in some area, I should ask my counterpart that if you were  in my position what you would do. For example when I am trying to negotiate with taxpayers I would try to convince them that I am responsible for my boss. Though in the bottom of my heart I really sympathize for their situation, but according to the laws and regulations, I am afraid that I could not give them a hand. Then most citizens could understand my situation, and then it’s easy to negotiate then.

(2). But how to find the information you need? First thing I am going to do is asking them about yes or no question. Then I would try to analyze the situation they are facing. Giving them several options, which would let them to think for a while. As for the accountants they would love to accept my option that they have reached their goal that is saving tax for their clients. And they won’t take any risk of being audited by us. Most of the cases, when tax administration are trying to audit their book keeping, they are taking the risk that tax administration will find something wrong there.

(3). During negotiation I have to decide that which part I could exchange, what my counterpart have which I wish to have. For example when I negotiate with a car tailor, what I want is cheaper price, full equipped, with longer warranty better service, what my counterpart wants is higher price, collecting money as soon as possible and maintaining a good relationship with his clients. In this case, I could trade off something that is not really important to me for something that is essential to me. So I prioritize bargaining items into different items, my essential item is the safety of the car; my important item is the price; my desirable item is warranty; my indifferent item is full equipped. Something my first idea pump into my mind is that I could try to criticize the car like the cleanness, equipments e.g. I thought this would give me advantages to lower the price but after some picky words. The counterpart might just give up the opportunity to sell his car. So I kept wondering maybe I should change my strategy like I should praise the car I do like but tell him the limitation of my budget. Most of time it will earn sympathy from my counterpart.

(4). Prepare a negotiation you need to add extras, which you could use to exchange what you really want. For example when I am trying to ask my boss to treat me fair comparing to the other workers, my burden is the heaviest. Then I start displaying several options. There are several options, like I could ask my boss give me a higher salary to compensate for my overworking or reallocate the work to the other colleagues. Then I start thinking about what else I could add in which my boss might not agree with. Then I decide that I would ask my boss to hire a new assistant for me. Comparing to the other options, when I give in my last option for exchanging a raise of salary .My boss just felt relief. This strategy really works.

After taking all  these  classes, the first thing I learned is that I should keep calm and neutral, and I could name the tactics my counterpart use in negotiation.Most of the time  I could  even transfer hostile opponents into side by side partner. Before negotiation I  would  try to expand my pie ,my  BATNA . And pile up all the solutions into different priorities. Then I  could give up what I don’t really concern in exchange for what I  think essential to me. When I feel I lose my anchor ,I will go to the balcony , drinking a cup of coffee or making a phone call. Then starting to talk again. Now after negotiating  ,no matter we have reached our agreement or not. I will try to write down some memos which will be helpful to my next negotiation. 
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