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中英文互譯之受訓心得報告

摘要

　　報告人此次前往美國加州蒙特雷國際研究學院翻譯研究所上課兩學期，共計修滿 32 個學分，除口譯外此次研究重點係擺在筆譯之上，此外還修了幾堂與本身外交工作有關之課程。本報告除對口譯、視譯做一簡單說明及報告心得外，在筆譯部分則挑選幾篇報告人所譯且自認為可供參考的中翻英及英翻中作業，並對文中較難理解或翻譯之部分加以說明。報告人另跳修了一門研究所二年級所開的「筆譯研究」課程，該課程係自行選擇一本英文書並將其中數章翻成中文。該翻譯工作本人花費不少心血，且該書係談判學之名著，故特別將其中英文接列入報告，並加上本人之自我評論供參。最後則是受訓心得與建議。
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前言 ── 學習目的
　　作為一個外交人員，過半的職業生涯都會在國外度過，除了本國語言必須要有很好的造詣外，至少要精通一種以上的外國語文才能使工作勝任愉快。在聯合國的官方語言之英、中、法、俄、西及阿拉伯文中，中文可能是最多人使用的文字，而英文則幾乎是全世界各國外交領事人員皆普遍使用的語文。故外交人員的英文皆宜有相當程度。如能再通第二、第三種外文當然更好。

 　　報告人在報名參加此受訓時已高齡 53 歲，幾達出國受訓年齡的上限。之所以如此勇敢，前往世界四大翻譯名校之一的美國加州Monterey Institute of International Studies 之翻譯研究所進修，主要係因前外交部黃部長志芳，希望同仁能夠加強外文能力，報告人也自認本身的英文聽、說、讀、寫皆還有很大的進步空間。故雖知該校的訓練非常嚴格，同學入學的托福成績皆在 600 分以上且年齡只有自己的一半不到，自己的記憶力亦難望其項背，但仍毅然放下副局長的工作，滿載親友及同事的佩服及祝福於 2007 年 8 月 17 日晚上踏上赴美的征途。在赴機場的路上，兒子打開手提電腦說 「爸爸，我教你怎麼中文輸入」。

什麼是翻譯? ── 我的看法
　　依據報告人的淺見，廣義的翻譯可以是將一種語言、文字、訊號或符號轉換成另外一種語言、文字、訊號或符號，或是同一種語文間的口語化或文言文化的轉換作為。所以除了狹義的翻譯外，翻譯也可以是將電腦的程式語言翻譯成機器碼，也可以是將文言文四書五經翻成同是中文之白話文，也可以是將白話文翻成同是中文之文言文，或是將唇語或手語轉換成口語或文字，甚至去解讀一段話或文字可能隱含的意思（to read the lips or to read between the lines ）都可以稱為翻譯。
　　在本報告中所討論的僅是狹義的翻譯，也就是一般所稱的筆譯（translation：to change speech or writing into another language）與口譯（interpretation ： to change words spoken in one language into another ）。筆譯是文字間之互譯，而口譯則是言語間的互譯。口譯與筆譯間還有一種視譯 (sight translation)，也就是看完一段或一篇文字後再將之翻譯成口語。
　　將視譯稱為 sight translation，報告人曾向翻譯所的院長與教授表達不同的看法。認為目前大家所稱的視譯應稱為 sight interpretation，而不宜稱為 sight translation。蓋視譯是將眼睛看到的文字翻成口語，是一個口譯的動作。故應是 interpretation，而不是將文字翻成文字的 translation。教授們認為好像也有點道理，但最後還是沒有什麼結論。
　　依照排列組合之理論，似乎應該還有一種翻譯，可以稱為 聽譯，英文或可稱為 hearing translation，也就是將耳朵聽到的口語翻譯成文字。例如，電影、電視的翻譯人員將耳朵聽到的對白翻成螢幕下方的字幕，或者是法院或議會中的記錄人員將耳朵聽到的記成文字或速記符號。可是由於才疏學淺從未聽過加上學校並沒有教所謂的 hearing translation，所以不敢向教授們提問，以免貽笑大方。此問題只有留待專家指教或將來報告人有機會再做類似進修時作為研究題目用了。
選課過程
　　由於美國私立學校學費昂貴每一學分皆需一千多美元，而學校允許每一位正式註冊學生每學期修 16 個學分。為了不浪費國家公帑，雖然明知課業壓力會很大，報告人還是每學期修滿 16 個學分。除了口、筆譯之入門及進階學分外亦加選了與口筆譯或與對本身外交工作有助益之課程包括：標準美國英語、高級英文聽說對話、翻譯師與電腦、會議用語與程序、人力資源研習班及飛彈與飛彈防禦。在跟教授們商量後我上下兩學期的選課情形請詳下列之學習季報表：
外交部派赴美國進修第1季學習季報表
填報日期：中華民國96年11月22日
	報告人
	中

文
	王國然
	學校及院系
	蒙特瑞國際研究學院

翻譯研究所
	最初入學日期
	96年8月20日
	已研習月數
	3個月

	
	英

文
	Wang, Kuo-jan
	
	
	
	
	
	

	
	研修課程
	1. 英翻中筆譯概論（2學分）    7. 高級英文聽說對話（2學分）

2. 中翻英筆譯概論（2學分）    8. 翻譯師與電腦　　（1學分）

3. 英翻中視譯概論（2學分）    9. 會議用語與程序　（1學分） 

4. 中翻英視譯概論（2學分）    

5. 中翻英口譯概論（2學分）    總計修滿16個學分

6. 英翻中口譯概論（2學分）

	
	進度及心得
	　　
　　各科教授到目前皆按照其預定課程表授課。
　　在三個月的翻譯課程訓練後，自覺在英文的聽、說、讀各方面都有進步。在文意精準掌握部分尤然。（檢呈最近作業與教授評語乙份併請 鈞參）
　　「會議用語與程序」是由曾在聯合國任職24年的退休翻譯官所傳授。非常有參考價值，將來有時間時，擬撰文投稿「外交通訊」以與同仁分享。
 　　這三個月內的另一大進步是學會了電腦中文輸入。而且速度也正在加快中。另外因為修電腦課加上勤問同學。現在對Microsoft Word的環境與運用也開始熟悉起來。


	與駐外館處聯繫及協助辦理活動
	　　
　　本校與駐我舊金山辦事處距離約三小時車程，故平常皆係以電話與駐處聯繫。並蒙駐處諸多協助。
　　「小馬杯世界少棒賽」每年都在蒙特瑞舉行，駐處皆會就近請本校的台灣同學屆時協助並為我隊加油。故協助駐處照顧本校愛國的台灣同學自為職自開學以來一直進行之工作。現並正洽請駐處於明年在本校辦理「台灣電影展」，以推廣台灣形象並進一步凝聚同學的向心力。

	參訪文教設施活動及日常生活
	　　
　　由於修滿學分故課業繁重，每天皆七點多出門晚上七點左右回家，壓力雖大但生活規律。
　　職亦擬於下學期拜會美國的翻譯師協會以及口譯師協會，以瞭解美國之制度並作為將來建立我國翻譯師制度之參考。

	其

他

事

項
	　　
　　台灣學生在本校有二、三十人，為外籍學生中數一數二的大族群。為建立台灣之主體性與自主性並讓同學找到歸屬與認同感，職在拜會校長後，即於九月二十七日號召同學成立「台灣同學會」（Taiwan Student Friendship Club）並選「國際研究所」的蔣明蓉同學為會長，隨後在二十九日正式向學校登記立案。
　　鑑於從事任何行業皆須有強健之體魄，同學會現每週日到健身中心健身三到四個小時。以進行桌球、羽球、籃球、排球、游泳等運動。職目前兼任桌球及羽球教練，同學們都學得興趣盎然。


外交部派赴美國進修第2季學習季報表
填報日期：中華民國97年2月20日
	報告人
	中

文
	王國然
	學 校

及 院 系
	蒙特瑞國際研究學院

翻譯研究所
	最初入學

日期
	96年

8月

20日
	已研習

月數
	6個月

	
	英

文
	Wang, Kuo-jan
	
	
	
	
	
	

	
	研修課程
	1. 中級英翻中筆譯（2學分）     7.標準美國英語（2學分）
2. 中級中翻英筆譯（2學分）     8. 飛彈與飛彈防禦（1學分）
3. 中級英翻中視譯（2學分）     9. 人力資源研習班（1學分） 
4. 中級中翻英視譯 （2學分）    
5. 中級逐步英翻中口譯（2學分） 預計修滿16個學分
6. 筆譯研究（2學分）

	
	進度及心得
	　　
　　各科教授到目前皆按照其預定課程表授課。
　　在美國學英文的最大利基在於其英語環境，這是在國內所沒有的。不只日常生活及學習與美國人在一起。一有英文問題亦即有美國師生可請教，常令人有疑惑頓解之感。為充分利用此優勢，職本學期除正式課程外，每週另安排八小時之語伴（language partner）學習，語伴為美國同學，互教中、英、台語。再到寫作家教中心(Writing Center,老師為英文研究所之美籍研究生)上課一小時。這額外的九個小時，對口、筆譯的進步頗有助益，在英翻中之筆譯部分尤然。（檢呈上週筆譯作業與教授評等乙份併請 鈞參）。


	與駐外館處聯繫及協助辦理活動
	　
　　協助駐處照顧本校的台灣同學並輔導「台灣同學會」，仍為職自開學以來一直進行之工作。同學會並在上年十一月二十九日舉辦小型的美食展與電影會，由於學校小，原預計只有二、三十人卻到六、七十人，所有的珍珠奶茶與南瓜米粉都被搶購一空。
　　「台灣同學會」並在駐處協辦下，於本（二）月七至九日連續三天在本校辦理「台灣電影展」，美食展；及春節聯歡會。並蒙廖總領事率翁組長桂堂等四位同仁，於大年初一遠道來校協助並共同主持開幕典禮，于校長漪（台大外文系畢）除致詞外以，亦由其夫婿陪同全程參與，同學們對自己國家的總領事及校長能親自蒞臨並大力支持，皆感到莫大光榮與振奮。
　　此次之大型活動除提升國家形象與強調了主體性外，所有台灣同學在沈重課業壓力下仍爭相參與不分你我，在活動後，大家雖都累癱了，但感情卻拉近了，也為能為台灣，為自己的國家盡力感到驕傲。兩次影展皆在會場懸掛國旗。


	參訪文教設施活動及日常生活
	　
　　由於修滿學分加上本學期之「翻譯研究課」將須翻譯英文書籍故課業將更繁重，每天仍七點多出門晚上七點左右回家，壓力雖大，但仍設法利用每一刻時間，以讓此行成果最大化。
　　職擬於本學期末拜會美國的翻譯師協會以及專家，以瞭解美國之制度並作為將來建立我國翻譯師制度之參考。此外，另擬為相關翻譯課程前往哈佛大學訪問William Ury教授。

	其

他

事

項
	　　
　　由於許多台灣同學，甚至美國、印度同學對台語感興趣，職擬另找時間開課教台語。




視譯與口譯

　　視譯 (sight translation) 是將眼睛所看到的文字轉變為其他語文的口語，是介於筆譯和口譯間的翻譯。一般在學口譯之前都是先學視譯，再進階為口譯。報告人曾修中翻英與英翻中視譯各四個學分。在英翻中的視譯課程中，葉子南教授大量取材自聯合國及其他國際組織中各大使們經典發言之一段或各種場合的演講稿一、兩頁，然後請同學們在看十到十五分鐘後即請同學們每人一段用口語譯出。陳瑞清教授則是從環保、政治、財經、移民等各領域中選出一篇中文文章，然後請同學一人一段翻成口語英文。
　　口譯與筆譯最大的區別之一，是後者可以讓你慢慢的查字典或上網搜尋資料以了解某些詞彙或概念，或可為了一個字詞之使用斟酌個一、二十分鐘，但在口譯不論是同步或逐步翻譯皆沒有時間讓你查字典、請教別人或斟酌修飾文字。好的口譯可說是一種近乎本能不需思考的立即反應，就如同筆者在國、台語互翻時幾乎都是脫口翻出，不必思考。
　　在中英文互譯中，會發生困難的最主要原因為中英文的文法結構不同。例如英文常會先引述一段話在最後才點出是某某人說，但中文是先某某人說後面再引述談話的內容，所以在視譯跟口譯時常常會要等到整句英文說完或看完時，才能夠將句子從新排列組合出合乎中文之結構，否則譯出來不只翻譯的人翻得很拗口、很心虛，聽的人也可能有聽沒有懂 (關於文法結構之差異，本部同事洪臨梂兄已在其同一研究計畫之出國報告中有詳述，在此不再重複)。尤其當個句子很長的時候，就會造成口譯時的時間落差變大以及口譯者心理上很大的壓力。故在視譯訓練中，就會對中英文句法結構差異較大之句型挑出來予以反覆練習。而對英文數字中沒有一個「萬」或「億」之單位而是以 ten thousand 及 hundred million 來表達；英文則有 million及billion之單位在中文則以百萬及十億來表達。故在翻譯需要能夠快速轉換，例如中文在講25億3千4 百 50 萬時，英文就要立即轉換成 two billion five hundred and thirty-four million and fifty thousand等等， 都是在視譯時需要反覆加強練習地方，以變在口譯時可不加思索即可以反射性之方式將之譯出。
　
　　口譯分為同步口譯 (simultaneous interpretation) 以及逐步口譯 (consecutive interpretation)。前者係指講話者一開口講話，口譯者即立刻跟著翻譯。後著指的是說話者將一句、一段或數段話講完後，口譯者才開始進行翻譯。
　　由於政府所給的獎學金只有兩個學期，所以報告人在美期間將學習的重點擺在筆譯部分，口譯只修幾門入門的概論課程。茲將本人對口譯的學習心得歸納如下：
· 必須要能夠學會標準的發音且需要咬字清晰，如此聽眾才能聽懂口譯者的翻譯。
· 必須要有敏銳的聽力才能正確分辨講話者的遣詞用字。
· 找一篇英文文章加以朗讀並用錄音機錄下來，然後再播放並細聽自己的發音。很多自以為咬字清晰、發音正確的，但在聽完自己的錄音後可能會發現自己的發音跟咬字並沒有想像中的好。如果自己都聽不清楚，別人大概也會有同感。
· 必須要有良好的記憶力，而記憶力除可靠不斷的練習來加強外，亦可借用講話者的邏輯次序等方式來補助記憶。
· 口譯者亦可發展出一套簡單之符號以代替各種抽象之概念或實物，並在做口譯時將講話人所講的話以簡單的符號或字母快速的將重點記下。然後在做口譯時迅速的瞄一下筆記本以喚起記憶。
· 要不斷的上網在各報章雜誌及電視、電台等各相關網站搜尋各種演講、訪問、報導、辯論等檔案或影片 (clips)。然後不斷重聽，直到完全聽懂其內容為止。
· 平常要廣泛閱讀，不論政治、外交、經濟、財金、科技、人文、環保等各領域之文章都要涉獵，以便累積各領域相關知識及詞彙。
· 數字、人名、地名等專有名詞本身並無邏輯性，故都是在口譯時做記筆之重點，如無法全部記下則可記其約數，如約六百多萬或Ａ先生、Ｂ城市等。
· 為了讓口譯成功，可在口譯前就講者的主題上網收集相關資料及詞彙。當然如果能事先取得講稿則更能確保口譯之成功。

· 口譯時要注重語調、講話的速度以及表情，尤其要注意避免扭曲講者之原意，或對講者的意思做擴大性之詮釋。
· 如有重要地方沒聽清楚，則可向講話者再請問一次，以確定講話者之原意。不可為怕難為情而將重要的部分錯翻或漏翻。

· 如果是上餐桌做口譯，則可能要先吃點東西打底。因為雇用你的人可能不會那麼體貼，他會在餐桌上講個不停，也讓你翻個不停：）
中翻英筆譯
　　在上課時老師介紹了幾種有關筆譯的理論，他們之間的主要爭議點就是翻譯究竟應該是直譯或意譯。兩者也各有其論點及道理。筆者認為應該視文章之性質而決定是偏向直譯或意譯，例如法律性的文件或科技文章就要求精準之翻譯，也就是盡可能的直譯，否則一字的錯譯或漏譯都可能變成官司勝負之關鍵；在科技性之文章則可能導致災難性之結果。而文學性之文章則可能牽涉到原文及譯文的兩個不同文化之異樣性或者是作者心靈感情之抒發，如果直譯可能讓味道盡失或讓讀者不知所云。所以科學、法律等文章，譯者並無可自行發揮之空間，而需直譯。文學性之作品，譯者則可以有按照自己之體會與領會加以詮釋之空間，進行所為的意譯。
　　以下是筆者的幾篇中翻英的筆譯作業：第一篇「古寺」是一首現代詩，其作者曾當過紅衛兵，參加過文化大革命，後來自己內心產生了很大的反省，對共產主義改持批判的態度。所以本人曾到網站上去了解作者之生平並試著去揣模其心路歷程，在據以解讀本詩，再予以英譯。自覺應該有帶出原詩之味道。
[image: image1.wmf] 古寺 (原文)
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　 [image: image2.wmf] Old Temple 「古寺」中翻英譯文
The sound of tolling bell was gone

They weaved into the spider webs in the cracks of columns

And rippled into tree rings

No memory, the stones

The stones that echo the sounds of the misty and empty valley have no memory

When the winding path past through here

The dragons and strange birds flew away too

And took the coarse-sounded small bells with them

The wild weeds that grow once a year are so indifferent

They do not care which masters they succumb to:

The monk’s cloth shoes or the wind

The stone tablets are broken and incomplete; the inscribed characters on it are well worn out

It seems another fire might bring it back and make it legible

Maybe with the watching eyes of a survivor

The turtle buried in the mud will come back to life

Bearing on its back the leaden secrets and crawling out of the thresholds
　　筆者在數年前曾帶一外國朋友到艋舺之清山宮參拜，看到該宮之簡介有中文卻無英文，因而答應廟祝將之翻為英文並為台灣之觀光業略盡棉薄之意。由於該簡介是由文言文寫成且其中有許多神祇與佛道教之神學概念，在英文是沒有的，所以翻譯的困難度非常高。要讓英文的讀者能夠看得懂並加領會，實在是一大挑戰！John Balcom 教授在一個春季長假前要我們自選一篇中翻英，我則選擇了清山宮簡介一還數年之願。本篇使用許多時間跟精神，與語伴 Edward Linch 討論了數小時，在送 Balcom 教授審核後才定稿。各位如果有空可先把文言文簡介弄懂，在跟英文版對照看看，大概就可知道我為甚麼說本篇很不好翻。
[image: image3.wmf] 清山宮簡介 (原文)
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[image: image5.wmf] A brief introduction to the Qingshan Temple
「清山宮簡介」中翻英譯文
Historical background
The Qingshan Temple, commonly called Qingshan Palace or Qingshan Manor, located at 218 Section 2 Guiyang Street, Qingshanli Wanwha District, Taipei City, was built during the Qing Dynasty, in 1856. It was built primarily for the worship of the deity King Lingan, commonly called King Qingshan. According to legend, during the fourth year of the rule of the Qing emperor Xianfeng (1854), fishermen from Feian County Quanzhou Prefecture, Fujian province took a facsimile of the statue of King Lingan from the original Qingshan Temple in their hometown to Manga (now Wanhua District) and landed at the mouth of the river Dashi (situated near what is now water gate number 1, section 1 of Guiyang street). While carrying the sedan chair bearing the statue past Old Street (now Xiuan Street, section 1) the sedan chair became so heavy that it proved impossible to carry further. So the fishermen burnt incense and consulted the deity for instructions. The deity indicated that he wanted to stay where he was; and so the fishermen built a small temple on the spot to house the deity, and prayed to him to protect the town from misfortune and sickness. At the time the town was suffering from an outbreak of plague and many people and livestock had contracted the disease and subsequently died of it. Those who prayed at the temple miraculously escaped the disease, and so the temple received more and more followers daily. On the 3rd of 10th month, 1853, the gentry of the street decided to build a new temple on the same site as the old one because the temple being too small to accommodate so many worshippers. It was completed in three years time.
Since then, the temple has been refurnished and enlarged a number of times, looking increasingly splendid. The present temple was built toward the end of the Japanese occupation (during the reign of Emperor Hirohito), with the builders using the tradition of Qing dynasty palace ornamentation, including ridgepole painting and pillar sculpting. The temple currently occupies 184 ping (roughly 610 sq meters) of land, and consists of two halls and two corridors. The rear hall is three stories tall, and the front hall is constructed of stone from Guanin Mountain for its walls and the sculptures on the walls; the columns in the front hall have colorful spiraling, with majestic dragons wrapped around them. The rear hall, originally the old temple, which due to its old age was rebuilt in 1971, is a steel and concrete structure of three floors. Observe the structure of the temple, and take note that all beams, columns, doors, and windows are framed or made with wood, which gives the temple its quaint antique atmosphere. To this day, Qingshan remains one of the only traditional temples left in Taipei City, and is a grade three historical landmark according to Taipei City law.
Qingshan Temple is located in what was once Sweet Potato city (which was the original settlement for what is now Taipei City), with old streets and the old temple bringing out the best in each other. It is one of the three largest temples in Manga along with Longshan Temple and Zushi Temple. The role of the main deity King Lingan of Qingshan Temple is akin to that of the God of the Underworld, Chenhuangye. Lingan is also in charge of justice and judgment. The difference between the two deities is that the jurisdiction of Lingan is that of the whole world, while Chenhuangye’s is of a limited area, depending on where his image is placed. 
Other deities worshipped in the temple include Princess Xianqing, the wife of King Qingshan and the deities of different departments like Morality, Longevity, Beneficence, Ying and Yang, Karma, Affluence, Fortune, Punishment, Civil and Military Affairs, General Fang, General Li and Deities of Enforcement. The Jade Emperor, The Goddess Queen, Bodhisattva, Guanin, the Buddha of the Underworld and other deities are also worshiped here. This makes Qingshan Temple polytheistic, like most of the temples in Taiwan.
On the 20th and 21st of 10th month of the lunar calendar, King Qingshan will pay a private visit to his fiefdom. On the 22nd, the sedan chair will take him around Manga, and on the 23rd we celebrate his birthday with a ritual ceremony of offerings and prayers. Many come to attend the event, which has become one of the main tourist attractions in Taipei. 
The deeds and stories of King Qingshan

During the Three Kingdoms Era, the King of Wu, Sun Quan, moved his capital to Jianye (present day Nanjing) in the year 212 C.E. and sent General Zhangkun to Feian, Quanzhou Prefecture. Since he was brave and wise, as well as righteous and kind, he was beloved by his soldiers and his people. After his death, his coffin was moved to the east chamber of the county magistrate’s hall, was encased in a stone sarcophagus, and became a shrine. The shrine was worshipped twice a year, once in spring and once in autumn, and succeeding magistrates would pay tribute within three days of taking office, praying for the peace and prosperity of the county. The practice became a tradition.

In the Taiping-Xingguo period (976-984 A.D.), during the reign of the first emperor of the Song dynasty, Jinshi (successful candidate in the highest imperial civil service exams) Cui Zhjie was assigned to be the magistrate of Feian County. Several days after he took his office, he still had not paid tribute to the shrine.  The local gentry feared that his blasphemy would bring disaster, and so urged him to make an offering to the shrine. Cui agreed and asked the bailiff to prepare an animal sacrifice for the East Chamber. During the worship, the headstone suddenly collapsed, and all the gentry turned pale at the sight, and believed that they had offended the deity. When they calmed and had a close look at the back of the headstone, they found a poem engraved on it. The poem set forth: “During the period of Taiping-Xingguo, there is a historical County named Feian, where I will meet the magistrate Cui, and he will send me to Qingshan.”  All the gentry were amazed, including the magistrate. How could anyone predict the name of someone who was born some seven hundred years after their death, and know that Cui would become the magistrate of Feian County? The gentry and Cui had taken a close look at the engraving of the poem and determined that it was indeed quite old and authentic. Cui gave orders to inquire about the whereabouts of the place called Qingshan in his County. After it was confirmed, Cui set out to survey the location himself, and found that Qingshan was a mountain, which was green and lush, and rose majestically into the clouds, and would be a fine location for a temple to be built. After consulting the gentry, Cui decided to move the shrine of Zhangkun to the foothills of Qingshan. A cairn was built in his honor, where worship was held annually. This is how the Qingshan Temple in Quanzhou originated. 

During the reign of the Emperor Gaozhong of the Southern Song dynasty (circa 1128), the barbarian Jin hordes penetrated the border. The king of the Jin, Liang, crossed the Huai River and pushed towards the Yangtze, threatening the safety of Nanking. Marshal Yu led his army to fight the Jin. Since he was outnumbered, he lost many battles. But all of the sudden, an armored general with the name Zhangkun painted on his battle flag led his soldiers from the flanks and routed the Jin army. After the battle was over, Marshal Yu asked for Zhangkun’s identity and his rank. No one knew. Then a soldier from Quanzhou reported that in his hometown, Feian, there was a temple in Qingshan, where people worshipped the deity Zhangkun, and that he looked like the general they saw in battle. It must have been him that materialized in the field to defeat the barbarian Jin and protect the country, otherwise why would no one come up to claim credit for the victory? Marshal Yu was skeptical; and so he sent an officer to Feian to investigate, and found it to be true. Marshal Yu presented a memorial to the emperor, stating that the victory could not have been attained without the help of Zhangkun. The Emperor Gaozhong was very pleased, and gave the decree to confer the title of “King Lingan” on General Zhangkun, and “Princess Xianqing” on his wife. The emperor also allocated funds to enlarge the temple and ordered a horizontal plaque with the inscribed name “Qingshan Temple” to be hung in front of the temple. 
There are many legends of the Qingshan King. Some say he was the guardian of the underworld for Feian County. When he was alive, he was a beneficent leader; after his death, he was called Emperor Ude. When the people in Feian are suffering a crisis, they pray to him and their prayers are always answered; his following has become ever more devout; hence, on the eve of the Chinese New Year, the local people bring family to Qingshan Temple to worship and pray for good fortune and will stay at the temple overnight, going home the next day. They believe that this will dispel misfortune for the coming year. The people esteem him as the deity of dispelling epidemics. Legend has it that after General Zhangkun revealed himself to help Marshal Yu defeat the intruding Jin, he also materialized many times in Feian County to protect the people there. Some say the Qingshan King conquered the Toad Goblin that lived in Wanhua. Some say, during the Japanese occupation, there was a brothel near the Qingshan Temple and at dusk the Generals Fan and Shie revealed themselves in rage, and the Japanese prostitutes were so afraid that they moved the brothel. There are countless legends like this. King Qinshan is one of the most respected deities in Taiwanese religious belief. 

譯者: 王國然  
審查: Professor John Balcom and Mr. Edward Lynch
 英翻中筆譯

 　　由於筆譯牽涉到最根本的字彙、詞彙及文法等根本要素，所以學好筆譯是學好口譯的前提，也是學好英文的根本。故此次赴美進修筆譯是我的重點，也把大多數的時間跟精力花在這上面。以下是我修英翻中課程兩學期的一些作業：
[image: image6.wmf] Customizing Economic Policies in the Developing Countries 

(發展中國家的客制化經濟政策) 
This piece is taken from a UN economic report. This is the last text of economic nature. If you go back to review all the economic texts we have translated, you will see this one is the least culture- bound, or probably has the least “Z”. So when a text is less culture-bound, should we enjoy more freedom or less? Test your theory to see whether it works or not.

	The shift in economic policy that took place during the 1980s has continued into the 1990s and has reached virtually all developing countries.  As is well known, the general trend of policy reform has been towards liberalization of regulations and reduction of the direct role of the state in economic production, towards broadening the spheres in which market mechanisms are relied upon instead of administrative controls, and towards encouraging more integration into the international economy-both to promote competitiveness and to tap more successfully into world markets of goods, finance and technology.  Instances are as varied as the opening of trade in foodgrains and agricultural inputs to the private sector in Bangladesh, the privatization of pension schemes in Chile, and the permission recently given by the Government to establish foreign banks in the Philippines. 
	一九八O年代發生的經濟政策轉變一直延續到九O年代，且幾乎普
及所有開發中國家。一如眾所周知的，政策改革的大潮流是解除管制(調控)以及降低國家在經濟生產中所扮演的直接角色，擴大市場機制賴以運作的領域而非擴大行政管制
，以及鼓勵進一步融入國際經濟--以提昇競爭力並更成功的切入並受益於全球的貨物，金融及科技市場。有關案例不一而足，從孟加拉的穀物及農業生產用品開放民間買賣
，智利的養老金方案民營化，以及外國銀行最近獲菲律賓政府核准在該國設行。

	The balance-of-payments constraints that afflicted so many developing countries in the wake of the debt crisis of the early 1980s were, to a large extent, at the origin of the reform process.  That is policy reform became ineluctable in the 1980s in numerous countries with stabilization and adjustment problems.  Over the years, however, “adjustment" came to cover such a wide range of issues and policies that, in the present stage, the analysis of the success or lack of success of stabilization and adjustment programmes has in fact become a discussion about the determinants of growth and development.
	隨一九八０年代初期債務危機帶給許多開發中國家的國際收支平衡壓力
，在很大的程度上，就是改革過程的根源。

這也就是說，一九八０年代許多在安定及調整有問題的國家，其政策改革已是無可避免。然而，這些年來” 調整”已演變到涵蓋很大範圍的問題及政策，以致在現階段，對安定及調整計畫成功與否的分析，實質上已變成對成長發展的決定因素之討論。



	There is virtual unanimity about the need for sustainable macroeconomic balance as a condition for economic growth. This does not mean, however, that consensus exists about the path to follow in each case in order to reach that goal and even less about ways of improving long-term economic prospects.  
	大家幾皆同意經濟發展條件有賴可持續的總體經濟平衡
。然而，這並不意味在不同案例中，对于該如何做才能達到目標大家也有共識，有關改進長期經濟展望作法的共識則是更少。
A- 


　　以上之翻譯困難點在於第一段的第二句 ‘As well known…finance and technology’ 其長度幾乎可以自成一段。在英文比較嚴肅的文章中，並非少見，然而中文的文句都較簡短。所以在翻譯時要先把意思弄通，再做適當切割並理順其次序，使其符合中文之結構，其意思仍能正確轉達。
[image: image7.wmf] Market Access and Protocol Commitments: Process of China’s WTO Accession
(市場之進入與議定書之承諾：中國入世之進程)
	China's WTO accession represents an opportunity to address a broad range of unfair trade practices, trade barriers, discriminatory regulatory processes, lack of transparency, and other policies which limit American participation in the Chinese market or unfairly affect American trade. The broad set of commitments China has made today, and the substantial negotiations which remain to be held, will advance American interests in a fundamental way, and complement broader policies intended to move China toward internationally accepted standards of conduct.
	中國加入世貿代表一個機會，用以正視廣泛的不公平貿易實踐
、貿易障礙、歧視性的管理程序、不透明、及其他限制美國參與中國市場或不公平地影響美國貿易的政策。雖有重要談判尚待進行
，但中國今天所作的整套廣泛承諾將從根本促進美國的利益，並補足了更廣義的政策，以促使中國朝向國際接受的行為標準前進
。

	China's accession process includes bilateral negotiations including market access (with the United States and other trade partners); bilateral negotiations toward a "Protocol" (i.e., rules) addressing U.S. concerns on issues including dumping, safeguards, and others; and multilateral negotiations on those and the remaining Protocol issues. WTO accession is thus a complex and multi-faceted process. This fact sheet covers the market access; a second (attached) covers the Protocol commitments.
	中國的入世過程包括雙邊談判，其中包含市場的進入
（與美國及其他貿易伙伴間）;針對美國所關切的傾銷、安全防衛及其他問題所進行的”議定書”（例如，規則等）雙邊談判，以及對這些及議定書的其餘問題所做的多邊談判。所以入世是個複雜且牽涉到許多面相的過程。本概要說明書闡述的是市場的進入;第二件（如附）則闡述議定書的承諾。

	Broadly speaking, the market access commitments China has made will bring China at or above existing WTO standards on issues and sectors of major concern to the U.S.. They address each layer of Chinese trade barriers to American exports. For example, at present, an American good faces not only high tariffs and at times quotas, but a web of other barriers which, if unaddressed, could make tariff reductions meaningless. These include application of unscientific sanitary and phytosanitary standards in agriculture, non-tariff barriers to industrial goods, restrictions on distribution and trading rights, and discrimination against imports and foreign-invested companies.
	一般而言
，中國所做的市場進入承諾在針對美國所主要關切的問題及領域上使
中國達到或超過現有的世貿標準。這些承諾針對處理了美國對中國出口的各層次貿易障礙。比如說，目前美國的貨物不只面臨高關稅，有時還有配額限制，但
其他成套的障礙如不解決
，可能讓降低關稅顯得沒意義。這些障礙包括，在農業方面採用不科學的衛生及植物衛生標準，對工業產品的非關稅障礙，對行銷與貿易權的限制，以及對進口與外資公司的歧視。

	In each case, the U.S. has achieved commitments that address the principal barriers to American products; are highly specific and fully enforceable; are phased-in over a relatively short period of time, with increased market access in every area as of day one of China's ultimate accession; do not offer China special treatment; and meet or exceed commitments made by many present WTO members.


	在上述的每個领域中，美國都取得承諾以解決對美國產品的主要障礙;這些承諾都非常明確可行
;在相對短期內就可逐步實現，並
在中國最後加入世貿的第一天就使每個領域的市場進入都增加;中國並沒獲得特別待遇
;這些承諾也符合或超過許多世貿目前會員的當年
入會承諾。
A- 


　　上面這篇譯文，老師有許多指教，雖然有些我並不全然同意。　
[image: image8.wmf] China’s Leadership Gap

(中國領導階層之斷層)
John L. Thornton is Professor at Tsinghua University’s School of Economics and Management and School of Public Policy and Management, in Beijing, and the Director of the university’s Global Leadership Program. He is also Chair of the Board of the Brookings Institution. He retired as President of Goldman Sachs in 2003.

	After 28 years of reform, China faces challenges of an unprecedented scale, complexity, and importance. China has already liberalized its markets, opened up to foreign trade and investment, and become a global economic powerhouse. Now its leaders and people must deal with popular dissatisfaction with local government, environmental degradation, scarce natural resources, an underdeveloped financial system, an inadequate health-care system, a restless rural population, urbanization on a massive scale, and increasing social inequality. Most of these problems, of course, have existed throughout the period of reform. What is different now is that the pace of change is accelerating while the ability of the state to manage that change is not keeping pace. 


	在改革了28年後，中國正面臨著在規模、複雜性、及重要性方面皆屬空前的挑戰。中國的市場已自由化、對外來的貿易與投資也已開放，並已成為全球經濟大国。現在中國的領導人及其人民必須處理的問題有:人民對地方政府的普遍不滿、環境的惡化、自然資源的匱乏、不健全的金融體系、不完善的健保體系、不滿的鄉村百姓、大規模的都市化、日增的社會不平等。當然，這些問題在整個改革過程中大多早已存在。現在與前不同的是，變化的腳步在加快，但政府掌控變化能力卻沒有跟上。

	Solving any one of these problems by itself would be a formidable task. But Beijing must deal with all of them at once. Because China’s government is a one-party system with minimal popular participation, success depends on the energy and ideas of its leaders. Yet the Chinese government today finds it harder than ever to attract, develop, and retain talent. Graduates from the country’s top universities, who once would have filled government posts, are instead choosing to take jobs in the private sector. Ironically, by creating new opportunities for talented people, China’s three decades of reform have made undertaking new reforms more difficult. Moreover, the structure of the country’s bureaucracy stifles initiative and promotes mediocrity. Worse, many officials, from the village to the central government, are corrupt, eroding the government’s effectiveness and feeding popular discontent with the system. 


	要處理其中的任一問題都是一件巨大工程。但北京政府必須同时處理所有問題。因為中國政府是一黨體制，極少有民眾之參與，如要成功端賴領導人的努力與觀念。然而今天的中國政府卻發現，要吸引、栽培及留住人才從未如此難過。頂尖大學的畢業生曾一度佔滿了公職
，現在卻選擇到私人企業工作。說來諷刺，中國改革30年，為人才創造了新機會，但卻反而使新改革更難進行。此外，中國的官僚體制也在扼殺創意，鼓勵庸才。更糟的是，從中央到地方都貪污腐敗。这不只腐蝕
了政府的效率，也使民眾對政府心生不滿。

	Of all of China’s challenges, none is more critical—or more daunting— than that of nurturing a new generation of leaders who are skilled, honest, committed to public service, and accountable to the Chinese people as a whole. Unless China manages to produce such leaders, Beijing will fail to meet the country’s challenges, and its public promises of a more prosperous and democratic future will remain unfulfilled.


	在中國的所有挑戰中，沒有一樣比培育幹練、誠實、肯奉獻公職並對全體中國人民負責的新一代領導人來得更緊要、更艱鉅了。除非中國設法培育出這樣的領導人，否則北京將無法應付國家面对的挑戰，她公開承諾的繁榮與民主之未來也仍將無法實現。
A- （国然，我看你进步很大，而且学习态度好。棒。）


　　謝謝老師的鼓勵！在學筆譯的過程中讓我學會了甚麼叫做字字計較：）也讓我對英文文字的掌握更加精準。
[image: image9.wmf]  The Federal Reserve System
(聯邦儲備系統)
the same as GNP and How Market Works. But keep in mind that this is not a highly technical text and is basically an introductory type of text. It is the last piece of this type. Economic texts we will do in the future are going to be less introductory and more technical. In other words, the number along the “freedom continuum” is going to be smaller. 

	For many years the banks themselves decided what reserve ratio constituted a safe proportion of currency to hold against their demand deposits. Today, however, most large banks are members of the Federal Reserve, a central banking system established in 1913 to strengthen the banking activities of the nation. Under the Federal Reserve System, the nation is divided into twelve districts, each with a Federal Reserve Bank owned by the member banks of its district. In turn, the twelve Reserve Banks are themselves coordinated by a seven-member Federal Reserve Board in Washington.  Since the President, with the advice and consent of the Senate, appoints members of the board for fourteen-year terms, they constitute a body that has been purposely established as an independent monetary authority.
	有很長一段時間，銀行可自行決定怎樣的準備金比例，方足建構安全的通貨量以支應自己銀行活期存款之需
。然而，今日大多數的大銀行都是聯儲（聯邦儲備,1913年建立，用以強化美國銀行運作的中央銀行體系）的成員。在聯邦儲備體系下，全國分成十二區，每區都有一個由該區會員銀行所擁有的聯邦儲備銀行。這十二家儲備銀行本身則由在華府的七人聯邦儲備理事會來協調。由於這些任期十四年的理事是總統在參議院的建議與同意下指派的，所以他們組成的團體是被刻意建構成一獨立自主的貨幣主管機關。

	One of the most important functions of the Federal Reserve Board is to establish reserve ratios for different categories of banks, within limits set by Congress. Historically these reserve ratios have ranged between 13 and 26 percent of demand deposits for city banks, with a somewhat smaller reserve ratio for country banks. Today, reserve ratios are determined by size of bank and by kind of deposit, and they vary between 18 percent for the largest banks and 8 percent for the smallest. The Federal Reserve Board also sets reserve requirements for time deposits (the technical term for savings deposits). These range from 1 to 6 percent, depending on the ease of withdrawal. 
	聯邦儲備理事會最重要的功能之一，就是在國會訂定的範圍內替不同類型的銀行制訂準備金比例。歷來，城市銀行的準備金比例落在百分之十三到二十六之間，鄉村銀行則稍微低一些。現在準備金的比例則視銀行的規模與存款種類而定，其可從最大銀行的百分之十八到最小銀行的百分之八。聯邦儲備理事會也為定期存款（儲蓄存款的專業術語）制訂準備金規定，其範圍在百分之一到六之間，視提領的難易程度而定。

	A second vital function performed by the Federal Reserve Banks is that they serve their member banks in exactly the same way as member banks serve the public. Member banks automatically deposit in their Federal Reserve accounts all checks they get from other banks. As a result, banks are constantly clearing their checks with one another through the Federal Reserve System, because their depositors are constantly writing checks payable to someone who banks elsewhere. Meanwhile, the balance that each member bank maintains at the Federal Reserve—its “checking account” there— counts as part of its reserves against deposits, just like the currency in its tills.
	聯邦儲備銀行的第二個重要功能就是，他們一如會員銀行服務民眾般的
服務其會員銀行。會員銀行收到的其他銀行支票都會自動存到其在聯儲的戶頭中。因為銀行的存款客戶會不停的開票支付給與其他銀行往來的人，所以銀行之間就會透過聯邦儲備體系不停的與其他銀行互相交換票據，。在此同時，每家銀行在聯儲所維持的收支差額---也就是銀行在那裡的”支票戶頭”，就做為存款準備金的一部分，就如同錢櫃中的通貨一般。
A- (不错)


　　我自己也覺得不錯，應該拿個 Ａ^^ 尤其第三段後半部的兩個長句的處理自覺滿意：）
[image: image10.wmf] The Western System
(西方體制)
÷Please translate the following text after you carefully analyze it, paying special attention to the features of the text that are different from those of the previous text.
	The United States, Canada, Western Europe (with the exceptions of Greece, Spain, and Portugal), Australia, and New Zealand possess equivalent political institutions, similar economic structures, approximately equal levels of development, roughly the same moral and religious beliefs, and congruent cultural traditions.  Of course, there are marked differences between American presidentialism and European parliamentarianism, between the Scandinavian and the Italian governments, between French and American capitalism, between Swedish and Italian average incomes, between the Catholic Church and the Protestant denominations, between northern and Latin moral codes, between the cultures of Paris and New York.  But these differences are secondary in relation to the basic common traits that give the whole an easily recognizable physiognomy.  What is called the Western system is the amalgam formed by the linking together of theses political institutions, economic structures, levels of development, religious and moral beliefs, and cultural traditions.  The Western system has been adopted also by Israel, Turkey, Lebanon, Japan, India, Ceylon, and a few other nations; but in each of these countries it has been combined with specific elements that have modified its structure in varying degrees.


	美國、加拿大、西歐(希臘、西班牙及葡萄牙除外)、澳洲及紐西蘭都有相同的政治體制、類似的經濟結構、雷同的發展水準、近似的道德與宗教信仰，以及
同樣的文化傳統。當然，美國的總統制與歐洲的內閣
cabinet system？制、斯堪地那維雅國家的政府與義大利的政府、美國與法國的資本主義制度、瑞典與義大利的平均國民所得、天主教會與新教教會、北歐與拉丁南歐的道德規範
、以及巴黎與紐約的文化等等之間也有顯著的差異。但對給整體帶來清晰外貌的基本共同特徵而言，這些差異都是次要的
。而所謂的西方體系就是這些政治體制、經濟結構、發展水準、宗教與道德信仰以及文化傳統等連結組成的混合體。

西方體系也被
以色列、土耳其、黎巴嫩、日本、印度、錫蘭
及少數其他國家所採行;但這些國家又將西方體系作不同程度的修改而各具特色。。

	The Western system is characterized by the existence of competitive elections, in which a number of candidates take part and the voters can choose among them with considerable freedom. Not all the candidates can have equal campaign facilities, because of differences in financial resources or government backing.  Nevertheless, each candidate can make himself heard, and each voter can make his selection without being subjected to excessive external pressures.  The victors are subject to a periodic reappraisal by the electors (usually every four to seven years) that can lead to their removal from power. (276 words)


	西方體制的特色就是有競選。競選時會有多名候選人參選，而選舉人則有很大的自由，可在其中做一選擇。由於財源及有無政府奧援的差異，每一個候選人得用以輔選的工具
並不平等。然而，每一位候選人的意見都可充分表達。每一位選舉人也可不受管制的做選擇。
A- 



　　民主政治的兩大政體方式，美國之總統制與英國的內閣制各為其代表。Parliamentarianism 直翻雖然是議會制，本人將之翻為內閣制，是為了讓其與總統制有個明顯的對比，使讀者易懂。蓋在總統制或內閣制都有國會之存在，在內閣制的英國等稱為 parliament，在美國則稱為 congress。故從英文的角度很容易可以區別，可是在中文兩個字都翻為國會，就難以區分了！
[image: image11.wmf] The Book Review of “The Choice”
(「選擇」一書之書評)
Are there any metaphoric language expressions in the piece? Can you find at least one linguistic metaphor in the text and discuss it in a more detailed way?

	Brzezinski, national security adviser to President Jimmy Carter, has written one of the most important books on U.S. foreign policy since September 11. Among the handful of practitioners who write seriously and often about U.S. foreign policy, only Henry Kissinger (another import) can compare with Brzezinski in terms of historical knowledge and imagination. When it comes to what might be called the "philosophy" of foreign policy -- the relationship of U.S. power and policy to broader historical and cultural trends -- no statesman of Brzezinski's generation is in his league. And no Democrat of any age can match Brzezinski's grasp of the national interest and its sometimes difficult relationship to the values of liberal society. 

	卡特總統的國家安全顧問布列辛基，剛寫了911以來討論美國外交政策最重要書籍中的一本
。在少數幾位有份量
且主要從事有關美國外交政策的寫作者中，只有亨利。季辛吉(另一位外來移民)在歷史知識與想象力方面可與布氏比美。當要談或可
稱為外交政策的”哲學”時----即美國的國力和政策與更廣義的歷史和文化趨勢之關係---與布氏同世代的政治家中無人可與布氏相提並論。此外，在對
國家利益及其與自由社會價值之間時而困難的關係之掌握也沒任何時期的民主黨人可與布氏匹敵。


	The Choice shows these talents hard at work. Brzezinski takes readers on a tour d'horizon of U.S. foreign policy, discusses the inevitable contradictions and tensions that enmesh a democratic society that is also a global hegemon, criticizes the Bush administration, and articulates his own vision of the way forward -- all in a little over 200 pages. Even those who do not accept Brzezinski's critique of the Bush administration will admire the sagacity of his views; for Democrats attempting to assemble a serious and thoughtful alternative to Bush's foreign policy, The Choice is indispensable.


	布氏在“選擇”一書中將他的這些才華發揮的淋漓盡致。布氏帶領讀者對美國之外交政策做了一趟深層之旅。他討論了一個民主社會同時也是全球強權時
會陷入不可避免的矛盾與緊張
。他批評了布希政府，同時暢談他對未來走向的看法---所有這些全包含在這兩百出頭頁的書中。甚至不接受布氏對布希政權之評論者也會對他睿智的觀點表示欣賞。對於想要建構一套優質
且周延的外交政策以取代布希之外交政策的民主黨人而言，”選擇”一書是不可或缺的。
A- 


　　第一段最後一句話很長，中文跟著照翻念起來有一點拗口，老師認為有語病。不過一下子我也想不出更好的翻譯法。
[image: image12.wmf] “The West: Unique, Not Universal” by Samuel Huntington
(「獨特而非普遍的西方」，原著：薩姆爾.翰亭頓)
Please analyze the following text before translating it into Chinese, paying special attention to the features of the text.
	Promoting the coherence of the West means both preserving Western culture within the West and defining the limits of the West.  The former requires, among other things, controlling immigration from non-Western societies, as every major European country has done and as the United States is beginning to do, and ensuring the assimilation into Western culture of the immigrants who are admitted. It also means recognizing that in the post-Cold War world, NATO is the security organization of Western civilization and that its primary purpose is to defend and preserve that civilization. Hence states that are Western in their history, religion, and culture should, if they desire, be able to join NATO. Practically speaking, NATO membership would be open to the Visegrad states, the Baltic states, Slovenia, and Croatia, but not countries that have historically been primarily Muslim or Orthodox. While recent debate has focused entirely on the expansion rather than the contraction of NATO, it is also necessary to recognize that as NATO抯 mission changes, Turkish and Greek ties to NATO will weaken and their membership could either come to an end or become meaningless. Withdrawal from NATO is the declared goal of the Welfare Party in Turkey, and Greece is becoming as much as an ally of Russia as it is a member of NATO.


	要凝聚西方就
要保存西方的文化並界定西方的界線。前者要做的事情之一，歐洲主要國家早已在執行，美國則正要開始做，那就是管制來自非西方社會的移民。並
要確保移入的移民被西方文化所同化。也就是說，
承認在後冷戰的世界中，北約組織是西方文明的安全組織，它的主要目的就是保衛並保存其文明。所以在歷史、宗教、文化上屬於西方的國家如果願意都應可加入北約。換句話說
，北約可開放接受維斯格瑞德國家、巴爾幹國家、斯羅維尼亞及克羅埃西亞成為會員國。但歷史上原本係屬回教或東正教的國家則不應對之開放。虽然最近的辯論都全聚焦在北約的擴張而非縮上，但
我們也需承認在北約的任務改變時，土、希兩國與北約的關係也將減弱。他們作為北約會員不是終止就是變得無意義。退出北約已是土耳其福利黨宣稱的目標，而希臘虽然是北約會員，可是也越來越像是俄國的盟邦。



	The West went through a European phase of development and expansion that lasted several centuries and an American phase that has dominated this century. If North America and Europe renew their moral life, build on their cultural commonality, and develop closer forms of economic and political integration to supplement their security collaboration in NATO, they could generate a third Euroamerican phase of Western affluence and political influence.
	西方經歷了幾世紀的歐洲階段之發展與擴張
。美國階段則主導了本世紀。如果北美與歐洲恢復他們的道德精神，繼續建構文化的共同性
，並發展更接近的經濟與政治整合以補強他們在北約的安全合作，他們將可創造
第三歐美階段的西方富庶與政治影響力。

Very good。

A


Meaningful political integration would in some measure counter the relative decline in the West’s share of the world’s people, economic product, and military capabilities and revive the West’s power in the eyes of the leaders of other civilizations. The principal responsibility of Western leaders is not to attempt to reshape other civilizations in the image of the West--which is increasingly beyond their ability--but to preserve and renew the unique qualities of Western civilization. That responsibility falls overwhelmingly on the most powerful Western country, the United States of America. Neither globalism nor isolationism, neither multilateralism nor unilateralism will best serve American interests. Its interests will be most effectively advanced if the United States eschews those extremes and instead adopts an Atlanticist policy and promote the interests, values, and culture of the precious and unique civilization they share.





From The West: Unique, Not Universal by Samuel Huntington
　　謝謝老師給A，本篇並不好翻，我也自認為翻的不錯。也許 “promoting the coherence of the West...”可翻為「要促進西方之團結...」。
　　研二課程之一為「筆譯研究」 (translation study)。學生不必上課，但要選一本書並翻譯其中之數章。在翻譯過程中，學生擇時約指導教授就書籍做選擇、計畫之內容，及翻譯過程中遭遇之困難並向教授請教。學生並應該找一位英文為母語及一位熟悉該書領域之師長或專家就翻譯出來的文章進行審閱 (review)。所以這個課程有總結研究所兩年筆譯課程成果之味道。本課程雖然只有兩個學分，但是它用掉的時間與精神比一些課程的十個學分還多。
　　身為外交人員，談判不論是在國際場合或兩岸將來的關係發展，都會是一個不可或缺之技巧。所以筆者特別選了一本談判學的名著 “GETTING PAST NO: Negotiating your way from confrontation to cooperation”來翻譯。其作者 William Ury 是哈佛大學法學院談判計畫 (Harvard Law School’s Program on Negotiation) 之副主任。曾經與哈佛大學談判學大師 Roger Fisher 合著“GETTING TO YES: Negotiating agreement without giving in＂。後者在美國暢銷兩百萬冊以上，惟筆者自中央圖書館的藏書目錄中發現國內已有數本中譯本，而前者只有一本中譯本，故選擇前者翻譯 (謹按，筆者因事忙至今尚未看過該中譯本)。
　　筆者的同班同學中，有一名名為 Shilpak Ambule的印度外交官，原為印度駐北京大使館之祕書，亦被印度外交部派來本效之翻譯研究所就讀兩年。由於英語是他的母語，同時他也是外交人員，所以我的指導教授陳瑞清先生同意我只要找 Mr. Ambule 一人當審閱者　(reviewer) 即可。
　　為求對英文之原文有精確之瞭解，在翻譯過程中對任何在理解上有困難之字句，報告人都找語伴Mr. Edward Linch（曾在台住四、五年，中英文俱佳的研一同學）以及語言中心 (Language Centre) 就讀英語研究所之美籍研究生家教研討。
　　在進行這個該書之翻譯前，必須先研擬一份翻譯計畫 (Translation Proposal，請見附錄一）。翻譯的過程則要作成翻譯日記　(Translation Diary，請見附錄二)。在翻譯完成後，尚須作自我評論 (Self Critique，在以下中譯文之後)，其包括：（一）文化與表達 (Culture and Expression)、（二）結構轉換　(Structure Conversion) 及（三）困難翻譯 (Difficult Translation)。　　以下即為該書之翻譯：
[image: image13.wmf] 跨越“不”──　將對立談判成合作
概述

突破合作的障礙
　　外交是門你讓對方得到他要的，而事實上卻是你得到你要的藝術。 ----丹尼爾、瓦睿，義大利外交官

　　每天我們都在談判。我們大部分的時間都用來尋求與別人達成協議。我們也許會嘗試在合作的氣氛下談判，但卻常不如人願。我們想讓對方說好，但常常得到的答案卻是”不”.

　　想像一個典型的日子：在早餐的時候你可能為買部新車而與配偶起爭執。你認為是時候了，但你的配偶說，”別說笑了，你知道我們現在付不起。”你到了辦公室跟老闆開晨間會議，並為一項新計畫提出一項細心準備的提案，但在第一分鐘你的老闆就打斷你說：”我們早就試過了,沒有用的，下一項。”
　　在午餐時間時，你想退回一個有瑕疵的烤麵包機，但店員卻不肯退錢因為你沒有發票：”這是本店的規定。”


　　下午你帶了一份早已談好的合同找你的客戶簽字。你先前曾向同事們吹噓過這筆交易，並為生產事宜作了必要的安排。但客戶告訴你說：” 很抱歉，我的老闆拒絕批准這筆交易，除非你再給百分之十五的折扣。”
　　晚上你需要回一些電話，但你十三歲的小孩卻佔著電話，你火大的說，”掛掉電話。” 但這年輕人卻從那頭大聲的回嘴.”你為什麼不替我裝一支我自己的電話？我的每個朋友都有。”
　　在碰到一個暴躁的配偶、跋扈的老闆、嚴守規定的店員、狡猾的顧客、或無可救藥的年輕人時我們每人都將面臨艱辛的談判。在壓力之下，一個親切理性的人可能變成一個憤怒難纏的對手。談判可能陷入泥沼或破裂，可能要耗費很多時間，讓我們睡不著覺，或讓我們得到胃潰瘍。

　　談判的廣義定義是，當你與他方有共同的利益以及衝突的利益時，雙方為達成協議的往來溝通過程。談判並不只限於正式坐在談判桌上談爭議問題的作為，他也是你在任何時候想從他人身上得到某物時所從事的作為。
　　試想一下，你是如何做成這輩子中的重要決定-----那些對你的事業成功或家庭幸福有最大影響的決定。這些決定中有那些是你可片面決定，那些是你要透過與他人談判才能決定的？大部份被我問這個問題的人答說；”幾乎全都要談判。” 談判是個人生活與職業涯中最主要的決策方式。

　　在公共領域中，談判也越來越成為最重的決策手段之一。即令不是我們本人在談判，我們的生活卻會被該談判結果影響。當學校董事會與教師工會的談判破裂老師罷工，我們的小孩就無學可上。當我們的公司與可能的買主間的談判突然失敗，公司因而倒閉時，我們可能因而失業。當我們的政府與敵對政府的談判無結果，其後果可能是戰爭。總而言之，談判決定了我們生活的形式。
共同解決問題

　　雖然我們都是談判者，但許多人卻不喜歡談判。我們將之視為是有壓力的對抗。我們認為被迫做不愉快的選擇。如我們為維持好關係而”弱”，其結果我們失去了立場。如果為贏得立場而’’硬”，我們將令關係緊張或完全破裂。

　　其實還有一個選擇：共同解決問題。他不是全然的硬或軟，而是兩者的結合。他是對人軟對問題硬。不是互相攻擊，而是你們共同攻擊問題。不是在談判桌上對面怒視，而是與他方並坐來面對共同的問題。簡單的說，你

將面對面的對抗變成並肩解決問題。這也是十幾年前我與羅傑。費雪教授（註）所共同著作的’’邁向好’’一書中所講的那種談判法。

　　共同解決問題是以利益為中心而非立場。你首先確認那些造成你們立場對立的雙方利益—即關切、需求、擔心、及渴望之所在。 然後再探索能滿足這些利益的可能選項。你的目標是在一個友善且有效的方式下達成彼此滿意的協議。

　　例如說你想要升遷與加薪而你的老闆說沒預算，談判並不到此為止。它是一道共同解決問題的習題。你的老闆詢問你的利益所在，那可能是你要付你的子女教育費以及要有工作上的長進。你們就如何可在預算內滿足這些利益展開腦力激盪。結果可能是你們同意：你要承擔一套新工作，公司給你教育貸款，並在明年給你加薪以償還貸款。你及雇主的基本利益都得到了滿足。共同解決問題能為雙方帶來較好的結果，由於雙方坦誠以對，故可節省時間與精力。其通常會帶來良好的工作關係，對雙方的未來是互利的。
通往合作的五樣障礙
　　持懷疑論的人會指出所有這些都是知易行難。他們會說共同解決問題的原則就像要互相扶持與忠貞的結婚誓約，其無疑的會帶來更令人滿意的關係，但在一個壓力與緊張、誘惑與風雨的真實世界中該等誓約將以難適用。一開始，你也許想讓對手與你共同解決問題，結果卻形成當面對抗。 要捲入強烈的情緒之爭，重回採強硬立場的老路，或讓對方佔你的便宜都是很容易的事。　　在真實的世界中，通向合作會有許多路障，最常見的有下列五種：
你的反應。   第一個障礙就在你的內心中。人類是會反應的機器當你處在壓力下，或碰到一個〝不〞的釘子，或感到正被攻擊時，你自然感到想要反擊。但這通常會造成〝動作—反應〞的不斷循環，讓雙方都成為輸家。或者，在衝動下你可能選擇讓步作為你的反應，以結束談判並保持雙方的關係。你輸了，而在暴露了你的弱點後別人就會善加利用。此後你在談判中面臨的問題將不只是對方的刁鑽，還有你讓步的行為很容易不斷的重複。

他們的情緒。下個障礙就是對方的負面情緒。他們會攻擊可能是因為憤怒或敵意。會立場強硬可能是因為害怕或猜疑。因為相信他們是對的你是錯的，所以他們可能拒絕傾聽。因為認為這是個不是吃人就是被吃的世界，所以他們也許覺得使用卑鄙的手段也沒啥不對。

他們的立場˙在共同解決問題時，你們一起對付並解決問題。橫亙其中的障礙是對方立場性的舉止：他們死守立場以及試圖要你屈服的習慣。通常他們不知道其他

的談判方法。他們只會使用小時候學到的傳統談判戰術。在他們的眼中，不是堅守立場就是屈服---他們當然不想屈服。
他們的不滿‧你的目標也許是要達成一個彼此滿意的
協議，但你可能發現他們對這樣的結果一點也不感興趣。他們也許看不出這如何會對他們有好處。甚至你能滿足他們的利益，他們也會害怕失面子，如果他們需因而讓步的話。而且如果這是出自你的主意，他們可能光憑這點原因就拒絕你。

他們的實力‧最後，如果對方認為談判是個不是贏就是輸的命題，他們就會下定決心打敗你。他們也許就會遵照”我的是我的，你的則可拿來談判”的這句格言來辦事。如他們玩實力遊戲就可得到他們要的，他們為何要跟你合作？

要跨越”不”，就要突破這走向合作之路的五樣障礙：你的反應,他們的情緒,他們的立場,他們的不滿以及他們的實力。我們很容易認為抗拒、攻擊以及耍詐都是對方基本性質的一部分，所以很難改變他們令人頭痛的行為。但是如果你能成功的處理這些行為的背後動機，你就可影響這種行為。
	目標：
共同解決問題
	通往合作之障礙
	策略：

突破式的談判

	˙人員並肩而坐
	˙你的反應

˙他們的情緒
	˙走到陽台

˙設身處地

	˙面對問題
	˙他們的立場
	˙換個說法

	˙達成一個彼此滿意的協議
	˙他們的不滿

˙他們的實力
	˙給他們築道金橋

˙用實力教育他們


突破的策略
　　本書設計了五個步驟的策略以突破這五樣障礙----突破談判的策略。

一種航海的比喻將有助於說明這種策略。在航海的時候，你很少會朝目標直線開過去，在你與目標之間會有強風與大浪，暗礁與淺灘，更不用說還有暴風與颮風。為達到目標，你必須搶風航行，也就是用Z字形的迂迴路線向目的地推進。

　　在談判的世界裡也是一樣的道理。你的目的是一個彼此滿意的協議。而直接路線---聚焦在利益上，然後發展出一些能滿足這些利益的選項---看起來簡單容易。但在一個激烈的反應與情緒，立場強硬，強烈的不滿及極具侵略性的真實世界中，你通常無法經直接路線達到一個彼此滿意的協議。相反的，你要用迂迴方式來跨越’’ 不’’---也就是採用間接路線。

　　突破策略的精髓就是間接行為。在一個困難的情況下，你本能想做什麼，你就要做剛好相反的事情。當對方抗拒或攻擊時，你也許想以同樣方式回敬。當面對敵意時，你也許會爭吵。面對無理的立場時，你也許會抵制。面對不妥協，你也許會施壓。面對挑釁。你也許想升高挑釁。但這只會導致挫折，這是照對方的遊戲規則來玩他們的遊戲。

　　作為一個談判者的最佳機會就是改變遊戲。不是照他們的方式玩，而是讓他們照你的方式玩---也就是共同解決問題的方式。日本的巴貝‧盧斯（譯按，美國史上最偉大的全壘打王），全壘打王王貞治曾說明他的打擊秘訣。他說他將對方的投手看做伙伴。對方每投一球都是給他製造一次打全壘打的機會。突破性的談判者也一樣 ; 他們將對手視為是，提供機會來達成彼此滿意的協議的伙伴。

　　一如日本武術的柔道、柔術與合氣道，你要避免將你的力量用來與對手直接對抗。因為想要打敗對方的抵抗通常只會加強對方的扺抗，所以你要繞過他們的抵抗。這就是突破的方法。

　　突破性談判與將你的立場強加於對方剛好相反。它並不是從外面硬塞入一個新想法，而是你鼓勵他們自己想出一個新想法。不是你告訴他們怎麼做，而是你讓他們自己想出來要怎麼做。不是逼他們改變想法，而是你創造一個環境讓他們能過學習。只有他們能夠突破他們本身的抗拒，你只能在旁協助。

　　對共同解決問題的抗拒源自上述的五個障礙。作為一個突破性的談判者，你的工作是清除橫亙在他們的’不’與對彼此滿意的協議說’好’之間的所有障礙。在策略上，我們都有相對的步驟。

第一步。由於第一個障礙來自你的自然反應，你第一步要做的就是暫緩做出那種反應。在共同解決問題時，你需恢復情緒的平衡，並聚焦在你想達到的目的上。要想綜觀全局，就要一個有用的場景，那就是想向你站在一個包廂上，向下觀看你的談判。突破策略的第一步就是，走上包廂。
第二步。你要克服的第二個障礙就是對方的情緒---他們的防禦心態，憂慮、猜疑與敵意。要起爭議很簡單，但你要按住衝動。一如你自己恢復情緒平衡，你也需協助對方恢復情緒平衡。要創造一個共同解決問題的良好氣氛，你就要化解他們負面的情緒。要辦到這點，你就要作與他們預期相反的事情。他們希望你的舉止像敵人。相反的，你卻應藉由傾聽他們的訴說，了解他們的論點及感受，同意他們，及表示尊重以便能站在他們的立場上。如果你要並肩而坐共同面對問題，你就要設身處地。

第三步。現在你們要一起對付問題。然而在對方堅守立場且想讓你屈服時就不容易了。想要拒絕是很自然的，但這樣只會導致他們更堅守立場。所以你應反其道而行。為圖解決問題，他們說什麼你都接受，然後將之改個說法。例如，先接納他們的立場然後探討其背後的原因：” 多告訴我一些，幫助我瞭解你們為什麼要那樣。”你的作為要像是把他們當作是真有興趣解決問題一般。突破性談判的第三步就是改個說法。

第四步。你現在也許已成功的讓對手一起來解決問題。但要達到一個彼此滿意的協議可能還距離遙遠。對方可能還是不滿意，不相信協議的好處。你也許想要施壓，但這只會使他們更是頑抗。所以你應反其道而行，你要在他們的立場與彼此滿意的協議之間築一到中國聖賢所說的金橋。你要築橋連結你們的利益差異。你要幫他們保留面子，你要讓結果看起來像是們起得勝利。所以第四步就是給他們築座金橋。

第五步。儘管你盡力了，對方可能仍然拒絕合作，因為他們相信可在這場實力競賽中擊敗你。這時你也許很想加碼反擊。然而威脅逼迫常會有反效果，並導致昂貴且徒然的戰端。這時候你應將你的實力用來教育他們，而非用來加碼反擊。加強你的談判實力並利用實力將他們帶回談判桌。讓他們知道光靠他們自己沒有你是贏不的。所以第五步就是利用實力來教育他們。

　　這些步驟的先後順序是很重要的。你無法化解對方的負面情緒，除非你已經控制了自己的情緒。除非你將奕局變成一場共同解決問題的談判，否則你就無法給他們築一座金橋。這也不表示你採取一個步驟就足夠了。相反的，在整個談判過程中你要不斷的走向陽台。當對方的怒氣或挫折再現時，你就要不斷的設身處地。整個過程就像一個交響樂團，各個不同的樂器依序加入，並扮演自己的角色直到曲終。

　　突破性的談判可用於任何人---脾氣暴躁的老闆，喜怒無常的青少年，具敵意的同事，或是無可救藥的顧客。外交官可用以避免戰爭，律師可用來避免上很傷財的法庭。夫妻可用來維持婚姻。

　　由於每個人，每個狀況都不一樣，你必須將這五種突破原則與你對每個事項的瞭解做結合以創造一套合用的策略。沒有神奇的秘訣可保證你每次談判都成功。但是耐心、恒心、加上突破性策略，將可讓你即便在最困難的談判中得到你要的機會極大化。

　　接下來的幾章將說明這五種突破性步驟,並介紹實踐的特別技巧，並配合實例之運用來解釋。在此之前，你將先看到一篇序言，談的是有關有效談判之關鍵，那就是---準備。
序言

準備，準備，再準備
　　我有一次請教英國外交官葛來登勛爵，在他長期且卓越的公務生涯中，所學到的最寶貴的一課是什麼？他答說：”我最寶貴的一課是在我開始公務生涯時學到的，當時我被派到中東做一個當地行政的助理。我的上司每天都會造訪一個村莊，以處理糾紛及迫切問題。他一到時就會引起騷動，人們會圍繞提他提出請求並請他喝咖啡，這種情會持續到太陽下山他離開時為止。如不是一個簡單的習慣，他很可能忘記他的目的是什麼。”
　　“在上午進入村莊前，他會將吉普車開道路旁，然後我們會問，’今晚我們離開村莊時，我們要達成什麼目標？’我們再自己回答問題，然後進入村莊。晚上離開村莊時，他會再把吉普車開道路旁，然後問’我們做到了嗎？我們有無完成我們計畫要做的事？’”
　　那個簡單的思維習慣是葛來登所學過的最寶貴一課。在每次會議前都要準備，每次會議後再評估進展情形，修正策略，然後再次準備。有效談判的策略其實很簡單，那就是準備、準備、再準備。

　　多數談判甚至在開始前，視其準備品質的好壞就已決定勝負。那些認為不必準備就可過關的人，常發現他們大錯特錯。即令他們達成協議，他們可能錯失了在準備過程很可能碰到的雙贏機會。沒有東西可取代有效的準備。越是困難的談判準備越是要加強。
　　在談到準備時，許多人會舉起雙手說”我沒時間準備。”在他們的待辦事項表中，準備常是最不重要的一項。他們好像總有一通緊急電話待回，一個重要會議要開，或有一件家庭危機要處理。

　　問題是，你付不起不準備的代價。找時間準備，甚至是在真正談判的時候。如果人們能將有限的時間多花一點在準備，少花一點在真正的會議上，那麼談判將更有效率。

　　我們許多人業務繁忙雖是實情。但後附的準備方針概覽表已將這點考慮進去。他們在十五分鐘內就可完成。如果你要一個大概的原則，那就考慮一下，你每與對方互動一分鐘，就要準備一分鐘。

　　你應如何準備？當你要開始談判時，一如航行，你先需要一張好地圖。

· 為利快速準備，本書後面的第150頁有一頁準備作業表供參。

畫張通往協議的地圖

 　　在通往雙方滿意的協議路上有五個重點：利益，滿足這些利益的可選擇方案，解決歧異的公正標準，談判替代方案，對於協議的提議案。

1.利益

　　談判一般起因於雙方的立場發生衝突。在傳統的討價還價中，你事先只要知道你自己的立場就可以。但共同解決問題所環繞的是雙方立場背後的利益。其間有重要的區別：你的立場是你說你要的具體東西：幾塊幾毛錢，條款與條件等。你的利益是讓你採取該立場的無形動機----你的需求，期望，關切，畏懼與渴望。為了達成一個雙方滿意的協議，你就需瞭解雙方的利益所在。

　　理解你的利益所在，除非你知道你要去那裡，否則你就就不太可能到達目的。在跟一個難纏的客戶談判時，他不管你預期外的工作增加，堅持要維持原價。這時你的立場可能是”我要增加百分之三十的費用以反映我增加的工作。”在要求費用增加時，你的利益可能就是維持你的利潤同時還讓客戶滿意。你可用簡單的問題，為什麼，來發現你的利益為何。”為什麼我要這個？我要試著解決什麼問題？”
　　將你的利益排序是很重要的，如此你才不會犯一個常犯的錯誤，那就是拿一個重要的利益去交換一個較不重要的利益。如你與客戶的關係是顯然很有利可圖的，那你就要將之優先考量。將賺取目前工程的利潤作為次要利益，將避免多作白工成為先例作為第三優先。

　　理解他們的利益所在，談判是條雙向道，你通常不能滿足你自己的利益，除非你也滿足他方的利益。因此理解他方的利益跟理解自己的利益一樣重要。也許你的難纏客戶所以關切不要超出預算，是為好向他的老闆交代。

　　我記得我的摩爾叔叔返校參加第二十五屆校友會時，曾到我哈佛大學法學院來找我。當時他將我帶到一邊並對我說：”你知道嗎，比爾，我花了二十五年的時間才將我在哈佛法學院所學到的還給老師，因為我在哈佛法學院所學到的是，在生活中只有事實才重要---也就是誰是誰非。我花了二十五年的時間才學會了有一樣東西，如果沒比事實重要至少也一樣重要，那就是人們對事實的看法。除非你瞭解他們的看法，否則你就無法有效的達成協議獲解決爭端。”
　　在談判中的一個最重要的技巧就是要能設身處地。如果你要改變他們的想法，你就要先要瞭解他們在想什麼。你要如何知道對方的利益？你可簡單的從他們的觀點試想他們可能最關心什麼？然後自問：他們平常就是很難纏還是一時反常？在他們個人生活或職業生涯中，發生了什麼可能影響他們對你的態度的是嗎？他們是否享有誠實公正的聲譽？有時間的話，你可找認識他們的人---如他們的朋友、同儕、顧客、員工談談。你對對方瞭解越多，你成功影響他們的機會越大。

2.其他的辦法

　　找出雙方利益所在的目的，就是要看可否想出更具創意的其他辦法來滿足這些利益。而其他辦法指的是一個有可能的協議或部分協議。構想出其他雙贏的辦法是一個談判者最好的挑戰。有效率的談判者不只是要分割一塊現成的餅，他們會先探討如何把餅做大。　
　　你雖然可能無法達到你的立場，但常有可能滿足你的利益。你也許無法得到那百分之三十的追加款，但你也許可想出一個辦法。讓你的工程案的利潤得以實現且仍讓你的客戶滿意。你有無可能將多出來的工程轉給客戶的員工處理？你有無可能將工程延長到下個會計年度，讓多出來的費用自下年預算支出？你是否可降低今年補償要求以換取未來重大工程的承諾？你是否可向客戶說明，這多出來的工程將可替他省下許多支出，可否用部分省下來的錢支付追加工程？

在談判中最常犯的錯誤就是腦中只有一個解決方案，也就是你原先立場。在放開你的思路，並對多種選項加以思考後，你也許可創造出許多可能方案，其中之一可能可同時滿足雙方之利益。


在創造有創意選項的過程中，最大的障礙來自腦後的一個小聲音老是在說，”沒有用的！”。批評與估量雖是重要的功能但也會干擾你的想像力。所以你最好將這你兩種功能區隔先創造再估量。先將判斷暫擱置一邊，並盡可能想出各種點子。包括乍看像是瘋狂的點子，記住，許多世界上最棒的點子，在開始的時候都是被眾人貶為瘋點子。在對許多選項作了腦力激盪後，你就可進行檢視並估量他們可滿足雙方利益到何程度。

３‧準則
　　當你把餅做大後，你就要考慮如何分餅。當你們的利益是對立的時候，你將如何與對方一起選擇一個方案？你的客戶要對你的工作少付一點錢，你則要多一點，你要如何解決這個問題？

最常用的方法也許就是比意志力。雙方都堅持立場，試著要對方讓步。問題是沒人喜歡讓步。一場意志力比賽很快就變成面子之爭。最後讓步的人不會忘懷並會試著在下一次要回來---如還有下一次的話。

　　成功的談判者會將選擇過程轉為共同尋找公平且雙方滿意的解決方案，以避開意志之爭。他們很依靠與雙方意志無關的公平準則。而獨立的準則就是一把量尺，讓你可決定怎樣的情況是公平的。共同的標準包括：市場價值、平等對待、法令、或者只是以前類似前例的處理方式。

　　準則的最大優點是，它不是一方在某一點上向另一方讓步而是訴諸雙方都覺得公平的準則。你的客戶可能較容易接受以市場收費標準作準則，而非依你的開價付費。

　　所以你應事先思考你在談判中擬訴諸之準則,在市場收費標準、科學依據、成本、技術方式、及先例等各方面多作功課。要說服別人，自己要先準備好。
4‧替代方案
　　人們參加談判尋求協議時，常常都在情況惡化時才會去檢視他們的替代方案。這是一個典型的錯誤。瞭解你的替代方案是什麼可決定你可否成功的滿足你的利益。

　　談判的目的並非都要達成協議。協議只不過是達到目的之手段， 而這個目的就是滿足你的利益。談判的目的是要探查透過協議比較符合你的利益，還是訴諸替代談判協議最佳方案（Best Alternative to a Negotiated Agreement, BATNA）較符合你的利益。

　　你的替代談判協議最佳方案也就是你可輕鬆取勝的替代方案。它是你無須他人同意即可滿足你的利益的最佳行動方式。如你正在與你的老闆談判加薪，你的替代談判協議最佳方案也許是在另家公司找到一份工作。如你正在與一個售貨員談判你的替代談判協議最佳方案也許是找店裡的經理談或換家店。如一國正與他國就不公平貿易實踐作談判，她的替代談判協議最佳方案也許是訴諸合適的國際仲裁法庭。但是訴諸替代方案常會令你個人與你的人際關係付出代價。這就是為何你要談判以發展出一個較好的解決方案。

　　替代談判協議最佳方案是談判實力的關鍵，你的實力不全依靠你是否比較大、強、資深、有錢而主要是依靠好。如果你有一切實可行的替代方案，你在談判終有就有力量。，你的替代談判協議最佳方案越好,你的力量就越大。

　　確認你的替代談判協議最佳方案，你的替代談判協議最佳方案應作為你評估任何可能協議的量尺。要確認你的替代談判協議最佳方案，你應考慮三種替代方案。第一，光靠自己，你可做什麼以追求利益？你的’’輕鬆獲勝’’也許是找另一個賣方或找另一買方如你是賣方。

　　第二，你能直接對對方作什麼以讓對方尊重你的利益？你的”互動式”替代方案也許是進行罷工或訴諸一戰。第三，你如何引第三者入局以增進你的利益？你的”第三者” 替代方案也許是訴諸調停、仲裁、或法庭。在創造出一些個可能的替代方案後，就找一個最可能滿足你利益的方案。

　　將你的替代談判協議最佳方案放在口袋中，當你被強力攻擊而感到驚慌時，你可拍拍口袋並對自己說，”如果情況不對，我也沒問題。”
　　加強你的替代談判協議最佳方案   一個好的替代談判協議最佳方案通常不是現成的;它是發展而成的。如果你的替代談判協議最佳方案不是很強，你就要採取步驟加以改進。例如，不要認為你的替代談判協議最佳方案只是在同一個行業試找另一個工作。而是不畏麻煩的去找到一份真正的工作。如果你正在賣房子，不要因有位買家表示真有興趣就停了，你應繼續找尋其他可能之買主。或者，如果你的公司正面臨被併購公司併購之危機，你應去找尋善意的買者，或者考慮借錢買下公司讓它成為私有公司。

　　決定你是否應該談判‧當你制定出你的替代談判協議最佳方案後，你應自問，”我究竟應不應該談判？”你有沒有好奇過，為什麼早該辭職不幹的人還在試著與那喜歡罵人的老闆談判？或是深感挫折的父母還繼續與叛逆的年輕子女約法三章，雖然每次約定都很快就不算數？習慣、內疚、自責、以及害怕都可能扮演一個角色。但通常真正原因是員工或父母忽略了他們的最佳替代方案。如果他們有想到這個，他們很可能會發現一個更好的辦法來滿足他們的利益，而不必靠與他們的剋星談判。

　　你的替代談判協議最佳方案可能比你能與他人達成的任何協議為佳。你也要記得談判過程本身也非毫無代價。它可以用掉許多時間和精力，在談判過程中你的其他替代方案可能會隨之消失。因此要進行談判的決定是應經過慎思的。

　　要切記人們很容易高估他們的替代談判協議最佳方案。許多企業主在聽了過度自信的律師之建議後，就跳過談判而將爭端訴諸法庭，結果卻發現他們正邁向破產之路。在任何訟案、罷工、或戰爭中，對立者的一方---通常是雙方---會發現他們的替代談判協議最佳方案並沒想像的好。在事先就知道你的替代方案並不怎樣後，應可令你努力設法達成協議。
　　確認對方的替代談判協議最佳方案。瞭解對方的替代談判協議最佳方案與瞭解你自己的一樣重要。如此可讓你對所面臨的挑戰有個概念：就是要發展出一個比對方的最佳替代方案更好的協議。這也可助你避免高估或低的替代談判協議最佳方案的雙重錯誤。你的替代談判協議最佳方案可能不佳，但對方的可能一樣差。許多推銷員或顧問相信他們的客戶可立即掉頭另找高明。他們通常並不瞭解客戶另找高明真正要付出的代價。他們對客戶的替代談判協議最佳方案如能有一個客觀的瞭解，在面對困難的談判時就會更有信心。

　　如果對方的替代談判協議最佳方案是要脅迫你，你就可事先準備反制。例如，如果你的公司正面臨被併購危機，你就可以先通過讓敵意併購難以得逞的公司章程。要去思考如何讓對方脅迫無效的方法。

5.提議
　　你對利益及不同辦法所做的功課可讓問題有被以創意方法解決的機會。你對公平準則及替代方案所做的功課將有助為一個可能協議研擬出一個妥善的辦法。

　　要研訂出一個實在的提議，你要找一個能好好滿足你的利益的辦法，這個辦法當然也要比你的替代談判協議最佳方案好。這個辦法應該也比他們的替代談判協議最佳方案更能滿足他們的利益，如果可能，也應係根據公正準則。提議與單純辦法不同點在於保證：提議是一個雙方準備同意的可能協議。

　　當然，能滿足這些標準的可能協議也許不只一個。

　　事實上，在腦子裡存有三種提議是很有用的：

　　你期望的是什麼？我們許多人為避免”失敗”而會傾向挑一個中等的目標。不幸的是，較低的期望本就容易實現。你沒開口的對方就不太可能會給你。所以一開始就有務實的高期望的人常會達成較好的協議就不足為奇了。那多高才算務實？”務實”的意思是不超越  公平及對方最佳替代方案的範圍。把目標設高。

　　所以先自問：”我期望怎樣的協議？怎樣可真正滿足我的利益，同時也足以滿足對方的基本關切事項以令對方會有同意的可能？”
　　怎樣會令你感到滿意？通常你無法得到你要的每樣東西。所以你應自問第二個有用的問題：”怎樣的協議，也許是很不完美的協議，可仍然充分的滿足我的基本利益，並令我感到適度的滿意？”
　　怎樣可讓你勉強同意？第三個提議則應直接根據你對你的替代談判協議最佳方案的評估：”怎樣的協議可較我的替代談判協議最佳方案多滿足一點點我的利益？怎樣的協議我可勉強接受，但僅僅是勉強接受？”你最終得到的協議至少要更這個一樣好，否則你就要考慮離開談判桌並訴諸你的替代方案。這個提議的功能就像是警告絆索，以提醒你已陷入接受一個較你的替代談判協議最佳方案差的協議之險境。

　　你應將這三個提議視為，可滿足你利益的不同結果方式之實例，而不應將之視為僵硬之立場。你無法確知對方是否會同意你的提議。而且你在談判過程中也可能學到些東西，而讓你想出一個甚至更能符合雙利益的方法。

演練

　　如果你能全部先與別人談談則可讓你的準備工作簡單些。其他人可帶來新觀點，可迫使你正視一些你原可能會避開的難題，並可給你精神鼓勵。所以應考慮找同事或朋友排定一場演練時間。它還有一樣好處那就是確保你會進行演練。

　　在你演練時，你要試著說出你要對對方說的話，以及如何回應對方的話。畢竟，律師對大案子，政客對難應付的新聞訪問，主管對股東們的棘手報告都會先演練---你為什麼不需對棘手的案子先演練？犯錯最好的地方是在與朋友或同事演練的時候，而非正式談判的場合。

請你的同事扮演對方的角色幾分鐘，你則練習一下你的說服力，重點擺在利益、辦法及準則。演練完後，問你的同事那些行得通那些是不通的。作為聽取方他們對你的話有何感想？你應該作何改變？然後再次練習直到做好。如果你沒有同事或朋友可演練，可試著將你想講的寫下來然後自行演練。

　　預測對方可能試圖使用的策略，然後事先思考如何以最佳方式回應。有了事先準備你就比較不可能被突襲。相反的，你可對自己說，”我早就知道有這招”然後做出預備好的回應。這就是準備的價值所在。

準備出航

　　最理想的是，現在你已在談判且全照你準備的方式進行。你將先探討利益，試著瞭解雙方真正的關切所在。然後討論不作承諾的各種可能方法，看看是否能真正滿足雙方之利益。你們會考慮不同的公正準則以調和你們的歧異。最後你們會來回交換提議，以期達成一個在任何情況下皆較訴諸你們的替代談判協議最佳方案為佳

且雙方滿意的協議。
　　然而在真實的世界裡，你想從事共同解決問題的努力卻會遭到強烈的反應、敵意的情緒、僵硬的立場、強烈的不滿、以及攻擊性的實力遊戲。你的挑戰是將面對面的對立改為肩並肩的解決問題，將你的對手變成談判伙伴。現在你有了前往目的地的好地圖，你接著就需要使用突破性的策略來通過沿途的障礙。皆下來的五章的目的就是要指導如何航行。
SELF CRITIQUE（自我評論）
Culture and Expression（文化與表達）
　　In most cases, the act of translation is the connection and interaction between two different cultures. There are discrepancies between all cultures, and so problems arise when we attempt to translate things word for word, for often, if we do that, we find that the original meaning becomes lost or changed. Cultures have individually evolved over hundreds, and in some cases thousands, of years. Some expressions are unique to one culture, and there is no exact way to translate it into other cultures, for example if one person were to translate “White Elephant” into Chinese “白象”,  Chinese readers might not understand that the term white elephant could be used to describe something that is not very useful, or sacred. They may instead literally think of a white elephant.
　　My strategies to combat this problem are:

1. To look up definitions in dictionaries

2. Talk with native speakers or specialists to glean the true meaning of the word.

3. Attempt to find a similar idiom or phrase in the language I am translating said phrase into.

	原文
Source Text


	原譯
Original Translation
	改譯
Revised Translation
	評論
Self Critiques


	Diplomacy is the art of letting someone else 

have your way


	外交是門你讓對方得到他要的，而事實上卻是你得到你要的藝術。
	外交有如藝術，在讓對方如願的同時，也達到你的目的。


	This is a witty saying and I can not think of a four-character Chinese saying that has the same meaning in English.

Thanks for the comments of Pro. Chen.

	My boss refuses to okay the purchase unless you give us a fifteen percent discount.
	很抱歉，我的老闆拒絕批准這筆交易，除非你再給百分之十五的折扣。
	很抱歉，我老闆不批這筆交易，除非你打八五折。
	In Chinese usually use the expression of “打八五折” (cut to 85 percent) rather than “15% discount”.

	They are merely using the conventional negotiating tactics they first learned in the sand box.
	他們只會使用在砂箱學到的傳統談判戰術。
	他們只會使用小時候學到的傳統談判戰術。
	In Taiwan, when we were children sand boxes were rarely used as toys. Therefore, literal translations sometimes do not get across well and a small shift of meaning is a good strategy.



	Build your opponent a golden bridge to retreat----Sun Tzu（p105）
	給你的對手築座金橋以供其撤退
	圍師必闕，窮寇勿迫
	What Sun Tzu said is圍師必闕，窮寇勿迫
If you translate the source text literally it will be給你的敵手築座金橋以供其撤退 and you can see the differences between these two translations.

Again you can see it could be a problem of the translation the author quoted.



	In the words of a Chinese sage, “to build a golden bridge” from their position to a mutually satisfactory solution. You need to bridge the gap between their interest and yours. You need to help them save face and make the outcome look like a victory for them.(p12)
	你要在他們的立場與彼此滿意的協議之間築一道中國聖賢所說的金橋。你要築橋連結你們的利益差異。你要幫他們保留面子，你要讓結果看起來像是們起得勝利。
	你要在他們的立場與彼此滿意的協議之間築一   道中國聖賢所說的下台階。你要築個下台階接來連結你們的利益差異。你要幫他們保留面子，你要讓結果看起來像是們起得勝利。
	I assumed what the Chinese sage said was “下臺階” and it looks more like what the author want to convey.

Please notice, this golden bridge is different from the one of last example.

	The best general is the one who never fights.

---Sun Tzu    
	最好的將軍絕不訴諸戰鬥。
	不戰而屈人之兵，善之善者也。
	In the original text one can see a little meaning shift from what Sun Tzu actually said.

	People who think they can “wing it” without preparing  often find themselves sadly mistaken
	那些認為不必準備就可過關的人，常發現他們大錯特錯。
	那些認為不必準備就可過關的人，常會為他們的錯誤懊悔。
	“wing it” means “on the fly” the translation is ok but常會為他們的錯誤懊悔。This is closer to the source text.

	At one point he took me aside and said:” You know, Bill, it has taken me twenty-five years to unlearn what I learned at Harvard Law School---“
	當時他將我帶到一邊並對我說：”你知道嗎，比爾，我花了二十五年的時間才將我在哈佛法學院所學到的忘掉
	當時他將我帶到一邊並對我說：”你知道嗎，比爾，我花了二十五年的時間才將我在哈佛法學院所學到的還給老師
	還給老師 is very commonly used in Taiwan and a more vivid expression than 忘掉


Structural Conversion　（結構轉換）
　　The grammar differences between English and Chinese are significant. The syntax could be very different. If one translates literally, word by word, the result may be difficult to follow, and would make the translation a bad one. Hence, structural conversions are an important part of translation. For example, changing the passive voice into active voice rearranges the sequence or word and even clauses to make it more readable and easier to understand. The strategies adopted are: 
1. To understand the source language thoroughly.

2. To discuss with a native speaker.

3. Read my translation a few times to make sure it’s legible to a Chinese or bilingual reader. 

	原文
Source Text


	原譯
Original Translation
	改譯
Revised Translation
	評論
Self Critiques


	Broadly defined, negotiation is the process of back-and-forth communication aimed at reaching agreement with

 others when some of your interests are shared and some are opposed
	談判的廣義定義是，雙方的往來溝通過程以
達成協議。當你與對方的利益有些是共同的有些是衝突的時.
	談判的廣義定義是，當你與對方的利益有些是共同的有些是衝突的時，雙方為達成協議的往來溝通過程。
	Revised translation is more readable in Chinese.

	It is also increasingly the most important means of making decisions in the public area.
	在公共領域中，談判也成為越來越重要的決策手段。
	在公共領域中，談判也越來越成為最重要的決策手段。
	Grammatically speaking, the revised translation is correct. (“the most important”

is superlative degree not comparative degree)

	Even if we aren’t personally sitting at the table, our lives are affected by the outcome of negotiations.
	即令不是我們本人坐在談判桌上，我們的生活卻會被該談判結果影響。
	即令不是我們本人在談判，我們的生活卻會被該談判結果影響。
	Convert 坐在談判桌上 into 在談判. Meaning is clearer.

	If we are “hard” in order to win our position, we strain the relationship or perhaps lose it all together.
	如果為贏得立場而’’硬”，我們將令關係緊張或完全失去關係。
	如果為贏得立場而’’硬”，我們將令關係緊張或完全破裂。
	The demonstrative pronouns or pronouns are frequently used in English, however, in Chinese one has to repeat the original noun rather than a pronoun and sometimes one can omit it.

In this case I don’t have to use a pronoun as in the source text or repeat關係 in front of完全破裂。

	In sailing, you rarely if ever get to your destination by heading straight for it.
	在航海的時候，你很少會朝目標直線開過去
	在航海的時候，即令有過,你也很少會朝目標直線開過去
	“If ever” is used very often in English to emphasis something but not in Chinese.

The original translation is terse and clear but the revised one is closer to the source text.

	Your job as a breakthrough negotiator is to clear away the barriers that lie between their NO and the YES of a mutually satisfactory agreement
	你的工作，作為一個突破性的談判者，是清除所有障礙，這些障礙亙在他們的’不’與對彼此滿意的協議說’好’之間。
	作為一個突破性的談判者，你的工作是清除橫亙在他們的’不’與對彼此滿意的協議說’好’之間的所有障礙。
	If you closely follow the source text, the translation in the target language might not be so readable.

	It’s taken me twenty-five years to learn that just as important as the facts, if not more important, are people’s perceptions of those facts.
	我花了二十五年的時間才學會了與事實一樣重要的是，如果沒更重要，那就是人們對事實的看法。
	我花了二十五年的時間，才學會了一樣如果沒比事實重要至少也一樣重要的事，那就是人們對事實的看法。
	After revising it is more like a Chinese sentence.

	He might easily have forgotten his objectives but for one simple habit.
	他很可能忘記他的目的是什麼，如不是一個簡單的習慣。
	要不是一個簡單的習慣，他很可能忘記他的目的是什麼。
	This example again shows the differences of structure and thinking logic between English and Chinese.

	“What is it that we want to leave this village tonight having achieved?
	’今晚我們離開村莊時，我們要達成什麼目標？’
	’今晚我們離開村莊時，我們要達成什麼目標？’
	This is very British English and as such I was a little bit confused when I first read it, not quite knowing how to contemplate it let alone translate it.

Credits go to Edward’s explanation.


Difficult Translation（困難翻譯）
　　During the process of translation, one may encounter some problems. For example, not understanding (or worse, misunderstanding) the original text most likely results in an incorrect translation. Sometimes, you cannot find exactly the same word or term or phrase in your target language, and sometimes you have to decide how best to balance the need for consistency with the original text and legibility. The strategies I adopt are:
1. I look up the dictionary or search the net for the meaning of the phrase. 

2. I look into the context to see what the author was trying to convey

3. I discuss with English teachers, language partners or native speakers, regarding difficulties I encounter and find solutions.

	Source text


	Could-be Translation/

mistake


	A Better/Correct Translation/text

	Critique

	We may try to negotiate in a cooperative spirit but frequently we find ourselves frustrated.
	我們也許會嘗試在合作的氣氛下談判，但卻常不如人願。
	我們也許會嘗試在合作的態度下談判，但卻常不如人願。
	態度 is a more suitable translation than 氣氛

	You present a carefully prepared proposal for a new project, but your boss interrupts you after a minute and says “We already tried that and it didn’t work. Next item”
	你為一項新計畫提出一項細心準備的提

案，但在第一分鐘你的老闆就打斷你說：”我們早就試過了,沒有用的，下一項。”
	你針對某項新計畫提出一項精心準備的企畫案，但才講一分鐘你的老闆就打斷你說：”我們早就試過了，沒有用的，下一項。”
	In source text it says “after” a minute, not “during” the first minute.

Thanks to the comment from Shilpak.

	Negotiations can bog down or break down, consuming our time, keep us awake at night, and giving us ulcers.
	談判可能陷入泥沼或破裂，可能要耗費很多時間，讓我們睡不著覺，或讓我們得到胃潰瘍。
	談判可能陷入泥沼或破裂，可能要耗費很多時間，讓我們睡不著覺，或讓我們得到潰瘍。
	There are many type of ulcers such as duodenal

ulcers, mouth ulcers, leg ulcers and gastric ulcers are just one of them.

It is very good to have a doctor as your reviewer (Shilpak is indeed a licensed Indian medical doctor) 

	“Shouts down the hall” means shouts from the other end of the hall.

You present a carefully prepared proposal for a new project, but your boss interrupts you after a minute and says “We already tried that and it didn’t work. Next item”
	但這年輕人卻   以震垮門廳的音量大聲的回嘴.”你為什麼不替我裝一支我自己的電話？我的每個朋友都有。”

	但這年輕人卻從門廳那頭大聲的回嘴.”你為什麼不替我裝一支我自己的電話？我的每個朋友都有。”

	“Shouts down the hall” means shouts from the other end of the hall.



	Broadly defined, negotiation is the process of back-and-forth communication aimed at reaching agreement with

 others when some of your interests are shared and some are opposed 
	談判的廣義定義是，當你與他方有共同的利益以及衝突的利益時，雙方為達成協議的往來溝通過程。
	談判的廣義定義是，當你與對方的利益有些是共同的有些是衝突的時，雙方為達成協議的往來溝通過程。
	當你與對方的利益有些是共同的有些是衝突的時is a more precise translation than當你與他方有共同的利益以及衝突的利益時 although the meanings are almost the same.

	Think for a moment about how you make important decisions in your life—the decision that have the greatest impact on your performance at work and your satisfaction at home.
	試想一下，你是如何做成這輩子中的重要決定-----那些

對你的事業成功或家庭幸福有最大影響的決定。
	試想一下，你是如何做成這輩子中的重要決定-----那些

對你的工作表現或家庭幸福有最大影響的決定。
	工作表現 is closer to the source text than 事業成功

	When negotiations between our business and a potential purchaser fall through and the business goes bankrupt, we may lose our jobs. 
	當我們的公司與可能的買主間的談判失敗，公司因而倒閉時，我們可能因而失業。
	當我們的公司與可能的買主間的談判突告失敗，公司因而倒閉時，我們可能因而失業。
	“Fall through” implies a sudden failure.

Thanks to my language partner

Mr. Edward Lunch.

	We may all be negotiators, yet many of us don’t like to negotiate.
	雖然我們都是談判者，但許多人卻不喜歡談判。
	我們可以都是談判者，但許多人卻不喜歡談判。
	“May” means “can＂ rather than “Although”(雖然) and the meanings are quite different.

Thank to my English tutor Miss Jessica Gibson

	We see negotiation as stressful confrontation.
	我們將談判
視為是充滿壓力的對抗。
	我們將談判
視為是有壓力的對抗。
	“Stressful  confrontation”,  not a “confrontation full of stress” 

	If we are “hard” in order to win our position, we strain the relationship or perhaps lose it all together.
	如果為贏得立場而’’硬”，我們將令關係緊張或完全失去關係。
	如果為贏得立場而’’硬”，我們將令關係緊張或完全破裂。
	In Chinese 關係may 完全破裂 but not 完全失去關係.

	Reframe
	重新架構
	改個說法


	In the source text “reframe” means restructure what the other side said and shift their meaning into what you want.

改個說法is closer to the source text and easier to understand for the readers



	A useful image for getting perspective on situation is to imagine yourself standing on a balcony looking down on your negotiation.
	要想綜觀全局，就要一個有用的場景，那就是想像你站在一個陽台上，向下觀看你的談判過程。
	要想綜觀全局，就要一個有用的場景，那就是想像你站在一個包廂上，向下觀看你的談判過程。
	In this book “balcony” refers to 包廂 in a theater rather than 陽台 of a building

	The great home-run hitter Sadahara Oh, Japanese equivalent of Babe Ruth, once explained his batting secret.
	The great home-run hitter Sadahara Oh, Japanese equivalent of Babe Ruth, once explained his batting secret.
	The greater home-run hitter Sadaharu Oh, Japanese equivalent of Babe Ruth, once explained his batting secret.
	Sadaharu Oh(王貞治) is a patriot to Taiwan and still holding the passport of Republic of China( Taiwan) and the transliteration of his Japanese name is Sadaharu not Sadahara.

Perhaps one should not blame the author, it is likely a mistake made by the source the author quoted.

 

	If you want a rule of thumb, think about preparing a minute for every minute of interaction with the other side.
	如果你要一個大概的原則，那就考慮一下，你每與對方互動一分鐘，就要準備一分鐘。


	如果你要一個經驗法則，那就考慮一下，你每與對方互動一分鐘，就要準備一分鐘。


	經驗法則 is a better translation than 大概的原則


學習心得及建議
1. 學習英文需要良好的學習環境。本人在美國學習十個月的期間，不論在閱讀英文文章或聽到很口語化的說法而無法理解時，查字典亦未必能夠得到答案。但當周遭的老師及許多學生都是美國人時， 有任何英文的問題都能夠隨時發問並獲得圓滿的解答。在台灣就沒有這種便利性。所以真正要學好一種外國語文，應到以該種語文為母語的國家去學習。
2. 在蒙特雷國際研究學院有兩種制度對學習語文有很大的幫助(相信在許多其他的美國學校亦有類似的制度) 其一就是所謂的語伴制度(Language Partner)，也就是在語言學院中找一位母語為英語而目前在學習中文的學生兩人每星期一起學習二到四個小時。其中一半的時間由本人協助其解釋各種他在學中文所遭遇到的問題及困難，另一半時間則由他教我學英文。其二就是語言中心。該中心是由念英文研究所的美國學生擔任教師，每周上課一個小時(費用約三十元美金，由學校支出)由於老師的英文程度都非常好，所以在比較艱澀的英文文章之解讀或者作文文法之更正，皆可在這一小時中獲得老師的專業指導。這兩種制度對本人在該十個月之英文口譯及筆譯之學習都有很大的助益。
3. 本人認為要學好英文，尤其是口譯的聽說能力最重要的就是要學好英文的發音。本人為此特別選修一門課，名為標準美國英文　(Standard American English)。據本人平日的觀察，國人英文的讀寫程度都不錯，可是在聽說方面較容易有問題。其原因很簡單，因為如果我們的發音不準，以致同一個英文單字發出來的音不是標準的讀音時，則對方在說一個字的時候我們的腦中就無法反映出該字。同樣的如果我們的發音不準，對方將聽不出我們要講的究竟是何字。幾次下來之後便會對自己的聽說能力慢慢失去信心。而怯於開口講話。如此不只難以從事口譯工作，甚至在平常面對面的溝通都會產生困難。而造成我們發音不準的原因最主要是沒有受過好的標準發音練習，且英文中有一些音是中文所沒有的。例如 ，[θ]、[ð]、[tʃ]、[dʒ]、[ŋ]、[ʒ]、[v]、[æ]、[ʌ] 等，如果沒有專業發音老師的教導與更正，則不容易發出準確之聲音。所以常會發現think 與 sink、sip 與 ship、sheet 與 shit、beach 與　bitch 之混淆，而發生鬧笑話的情形。 此外，由於英文單字一個字可能有幾十個字母，依照本人平日觀察，國人在念一些字的時候，常常會有漏掉一、兩個音節而沒有把整個字念完，甚至很短的字也會有類似情形。例如fine 這個字，就有人把他念成 fai而沒有把n字念出來。又例如 picture 這個字，很多人只念 piture，而沒有把c之k音念出來。筆者在上標準美國英文課時曾利用錄影機請教授將每個英文的kk音標全部念出，並予以錄影且重複觀看，對發音的正確性得到很大的改進。此外在上標準美國英文時，老師提供了幾百個英文繞口令，讓學生反覆練習。結果發現成效非常良好，因為舌頭變得更軟更有彈性。許多以前難以順暢念出的兩個或數個不好連貫的音能夠很順利的念出。上完該兩學分的課後，自覺在英文的聽力有很大的進步；在跟洋人對話的時候，他們臉上疑惑的表情也少了許多。
4. 中英文另外一大差異在於英文有陰陽性的he 和she、單複數及時式之變化，而國人受中文的影響常常把「他」或「她」通通念做he，或將「他」說成she，將「她」說成 he。而在名詞是複數形式的時候，國人常常再講或寫的事後忘了在名詞後面加 "-s" 或 “-es”。此外，在過去式、過去完成式以及進行式時，沒有加 "-ed" (在不規則變化之動詞沒有用不規則的過去式或過去分詞) 或沒有加“-ing＂。　這些詞類變化的發音在「標準美國英文課程」Ｍichael Jacobs 教授都有特別的講義及訓練。加上在美期間，天天都在聽說讀寫英文，報告人也有的上述毛病，因而獲得很大的改善。
5. 由於蒙特雷國際學院除係全世界四大翻譯名校之一外，該校對防止核子擴散之研究在全美亦係鼎鼎有名。鑑於我國遭受嚴重之飛彈威脅。故本人特選修該所的一門課，名為飛彈及飛彈防禦 (Missile and missile defense)。雖然只有一個學分，可是也足以讓本人對彈道飛彈(ballistic missile) 及巡弋飛彈 (cruise missile)的基本飛彈知識及原理有初步了解。此外亦修了一門人力管理之課程亦為一學分，對人力的應用管理亦有了初步的概念。
6. 本人原本對電腦的使用僅止於開關機及收看新聞網頁或寄收email，甚至連中文之輸入都不會，更何況其他的電腦應用！此次赴美時由於老師所訂的作業全需用電腦處理。逼著本人快速的學會中文的輸入以及對word軟體的應用也慢慢熟悉起來。此外老師所教的功課，一半為正體字，一半為簡體字，所以在不知不覺中也學會了看簡體字，對於日後的工作自會有所幫助。
7. 蒙特雷國際研究學院的翻譯研究所的訓練甚為紮實，對於本部有心之同仁是可爭取經費前往該校進修。但是每個月的生活補助費才 1,100 美金左右，而該校位於全美最昂貴的地契之一的 Carmel 鎮之隔壁，生活費用高昂。所以自己也要多自備美金已備入不敷出外，外交部不成文規定出國留學超過三個月以上考績打乙等，而八月出國個年五六月返國剛好達兩個考績乙等。故有考績升遷考量之同仁，請在三思後再報名！

8. 鑑於學習語言，尤其是較為困難的口筆譯。只有十個月的修習時間，似嫌不足 (國防部派訓人員則修習時間為兩學年)。如研習時間能夠改為兩年，將較為理想。
附錄一：翻譯計畫 (Translation Proposal)
Text Selection:
-Since I’m a career diplomat, I would like to choose a topic that is relevant to my work. 

-Written by Dr. William Ury, Getting Past No: Negotiating Your Way From Confrontation to Cooperation is a highly recommended book about negotiation skills, 

-Dr. Ury was the co-founder of Harvard’s Program on Negotiation and served as its associate director. He is the co-author (with Prof. Roger Fisher) of Getting to Yes: Negotiation Agreement Without Giving In. Dr. Ury is also a specialist in negotiation and conflict resolution who has taught at Harvard Business School, and the director of the Nuclear Negotiation Project at Harvard Law School.

-Since we are all negotiators negotiating every day, my target readership will include not only diplomats and businesspeople but also people from all walks of life, from fathers and mothers to superiors and co-workers. 

-After I talked with Prof. Wallace Chen, I received his permission to select Getting Past No for my translation project. 
Translation Processes and Strategies:

-digesting the text; identifying key words and concepts; glossary

-besides seeking help from the professors, we have some bilingual native speakers and a English tutor at the Writing Center on campus, all very useful resources I can tap into. 
-to find the reviewer who are professionals in this field and also majors in translation.

-every Monday and Wednesday I discuss with my language partner and Fridays I go to the Writing Center to ask for advice on my translation. 

-if the opportunity arises, I would like to pay a visit to Dr. Ury to discuss some details in his book.

Finalization:
-after finishing the translation (around 9,000 words), I will have a second reading of my work

-discuss with my reviewer for advice and corrections. 

-incorporates my reviewer’s analysis and comments into the final version of my translation.

附錄二：翻譯日記 (Translation Diary)
-Early in February I talked to Professor Wallace Chen and decided to take the T&IC 698 

“Translation Seminar” and chose the book Getting Past No as my translation assignment. 

-The following week, I talked to Shilpak Ambule, and asked him to be my reviewer. Shilpak is my classmate of T&I Chinese Program and also an Indian diplomat. He is the ideal person to review for my Getting Past No translation.

-On February 19th, I consulted Prof. Wallace Chen for his advice on my project. 

-Over the course of the semester, almost every Monday and Wednesday, I discussed with my language partner, Edward Lynch for 1-2 hours. On Fridays, I went to the Writing Centre to discuss with my tutor, Jessica Gibson, about the translation problems I encountered, for an hour. The discussions between my tutor and language partners are very interesting and I ask a lot of questions and learn a lot. 

-On March 2nd, I met with Prof. Chen to give him an update on the project and, again, to seek his advice.

-On April 10th, I wrote to Dr. William Ury, the author of Getting Past No, seeking an appointment. After another letter written on April 19th, he replies my letter on April 21st agreeing on a meeting in Denver. 

-On April 17th, I visited Prof. Chen to discuss questions regarding my project. 

-April 21st, visits Prof. Chen again to discuss the final touches of my project.

-On May 4th, Shilpak send me his suggestions and comments on my first translation draft.

-On May 5th, I discussed with Shilpak concerning his reviews of my translation. 

-During mid May I went back to Taiwan for a checkup and the translation assignment was interrupted.

-On 22nd, Professor Chen sends me his comment on my first translation draft.

-On May 28th, Dr. William Ury’s secretary sends an email for the meeting confirmation.

-On May 29th, Email William Ury’s secretary and tell her I couldn’t make it this time.

-On June 22nd, sent the complete assignment by email (instead of hard copy) to Professor Chen.

附錄三：跨越“不”（Getting Past No by Wiliam Ury) 原文:
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Weall negotiate every day. Much ofour timeis spent rying
1 reach agreement with others. We may try (o negotiate
in a cooperativefspirybut frequently we find ourselves

L frustrated. We wanCto get (0 yes, but often the answer we.

v whetin s reans "5 get back is NO.

4 4 e “Think ofa typical day: Over breakfast you i get into

Ao 1 b an angument it your spouse bont baying 3 new <o

. You think it time, but your spouse says, “Dorr be ridic.

ulous! You know we can't afford it vight now.” You arrive |}y

Rbyork AT ity s, Yo prescnt’

a carcfully preparedproposal for 4 new{project, bt your
boss interrupts you dftera minute and says: “We already
tried that and it didi't work. Next item.”

During your lunch hour sou try to retarn a defective
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onster-oven, bt the salesperson refuses to refund your
money because you don't have the st sip: It store

policy™ sonal and professional ffe.. S
In the afternoon you bring an alrcady-agreed-upon Iuis also jngreasingly the most important meatipof mak- %
contract 10 a client for his signatare. You have trumpeted ing decisions in the publc arena. Even f we arct per- "
il the deu to your asociates and made the necesry ar- somallyscting at the b, our ives are affected by the
rangements with manufacturing. Bat your client ells you: outcome of negotiations. When talks becween the school
“I'm sorry. My boss refuses o okay the purchase unless board and teachers’ union break down and the teachers
iV you give us a fiftcen percent discount.” &0 on surike, our chikdren cd up staying home from

In the evening you need to rewrn some phone calls, school. When negotiations between our business and a po-

but the line iN¥ied up by your thisteen-year-old. Exasper: 45} tential purchaset fal] througHiand the business goes bank- -
b ated, you say, “Get off the phone.” The teenager SOty rupi we may losc Gur ,..»ﬂﬁfm discusions between our
o he all, “Why don's o gt me my own phon e government and its hdsersaries Yomg to it the result

‘Al my frieuds hase them!” may e var I i, negeations Hape gur v

! Fath o s Eyce fough negotiations with an elble

| k1, spouse, a domifeering boss, a/rigid salesperson, a icky

=7 customer, or an impossible teenager. Under stress, even w2 #
nice, reasonable people can gurn into angry, intractable 5 Y

] opponcnts. Negoriations <a bog dowrh or break. down, 3

I consuming our time, keeping us awake uf night, and giving

i us uleers)

‘Broadly defined, negotiation is the process of back-and- may all be negotiators, yet many of us don't like (o
forth commypication aimed at reaching agreement vith negotiaté. We see negotiation as stressful confrontation.
are_opposed.Negotiation is not limited 10 the actiity of are *soft” in order to preserve the rclationship, we end up
formally siting across 2 table discussing 2 contentious s giving up our posidon. If we are “hard" in order to wi
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i try 10 gét something you want from another person. altogether.

; \/ Think for a moment about how you make important There isan alternatives joint problemsolving. 1t s nci
decisions in your life —the decisions that have the greatest ther exclusively soft nor hard, but a combination of each.
impact o your performance at worls and your saisfaction; Wi sft on the peaple, hard on he problem, Instead of artacking
at_home How wany of those decisiong can you make cach other, you joinly atack the problem, Instead of gloy. 3
Unlaterally and how many do you have (& reach witly oth- exing acrows the table, you sit next 1o cach other facing

ers—through negotiation? Most people | ask his question your common problem. In short, you turn face-to-face
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confrdntation into side-by-sidé problem-solving, Thisis the
Kind of negotiation Roger Fisher and 1 described more
than ajdecade ago in our book Geting 1o Yes,

Joint problem-solving revalves jround inteests insicad
of postions; You begn by idenslying sach, ciies intere
ests—the.concerns, needs, fears, and desire¥ithaj underlic
and motbatc yourGpposing posions. You thet explore
different options for meciing those interests. Your goal
o reach a mutwally sutisfactory agreement in an efficie

 amicable fashion.

I£ you are looking for a promotion and raise, for ex-
ample,and your bos says there’ no moncy in the pudget,
the negotiation docsn'tstop there. It becomes an éxercise
in joint problem-solving. Your boss inquires about your
interests, which may be to pay your children's titon and
10 grow in your job. You brainstorn together about how
10 satisfy these intevests while staying widhin the budger
You may end up agreeing on a new set of respousibiltes,
a tition loan from the company, and the promise
taise next year 10 pay back the loan. Your basic interests
are satisfied; so are your cmployer’s.

Joint problem-solving can generate better resulis for
both sides. 10 saves time and cncrgy by.gutting outthe

m.l. ing. And it usually leads to better working relation-

ships{and to mutual bencit in the furure.

Hvde

Five Barriers to Cooperation

‘Skeptics . qick o point out that al this i casy o say,
but hard to do. The principles of joint problemsolving,
they say, are like marriage vows of mutal support nd

Strategy:

BREAKTHROUGH 02
NEGOTIATION

* Go to the Balcony
* Siep (o Their Side

+ Reframe

+ Use Power 10 Educate

BARRIFRS TO
COOPERATION

4

JOINT PROBLEM-

SOLVING

+ Facing the Problem

ing a Mutually

Satisfactory
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fidelity: They no doubt produce more satisfying relation-

: ships, but they are hrd  apply in the real world ofstressés
and strainsMemptarions and/tempests. 7 ot

Atthe start,you may try o get your opponent totackle

the problem jointly, but instead you may find yourselves

: ina face-to-face confrontarion. Itisall oo easy o get drawn

into 2 ferocious emotional battle, to fal buck into the fa-

miliar routing of adopting rigid posiions, or to let the

‘ “here e reatvorld baries that“gt in the way of

" cooperaion. The five most common orics

Your reaction. The first barrier lics within you. Human
, beings are reaction machines. When you're under stress,

or when you encounter a NO, or feel you are being at-
tacked, you naturally feel like striking hack. Usually this
4" just perpguuates the action-reaction cycle that leaves both

sides losers. O, alfermatively, you may react by impulsiyely

giving in just (o &fd the negotiation and prescrve the re-
] lationship. You losc and, having demonstrated your weak-

ness, you expose yourself (o exploitation by others. The
problem you thus face in negotiation is not only the other
side’s difficult behavior but your own reaction, which can
: casily perpetuate that behavior.

Their emotion. The next barrier s the other side’s negative
cmotions. Behind their attacks may lie anger and hostility.
Behind their rigid positions may lie fear and distrust.
vinced they are right and you are wrong, they may refuse
twlisten. Seeing the world as cat-or-be-caten, they may feel
justiied in using nasty tactics.
®wE,

Their position. In joint probleh-solving, you face the prob-
leam and autack it tgether. The barrier in the way is the
other side’s positional behavior: their habit of digging ino

. 145 20

BREAKING THROUGH BARRIRS o
a position and trying (0 get you to give in. Often they know
o other way  negotite. They are mercly using the con-
ventional negoatingfactics they firs learned in the Yand-
bok. In their eyes, the only aliernative s for hon to give
in—and they certainly don't want to do that

Their dissatisfaction. Your goal may be t0 reach a mutually
satisfactory agreement, but you may find the other side not
atall interested in such an outcome. They may not see how
it will beneit them. Even if you can satsfy their interests,
they may fear losing face if they have to back down. And if
ity idea hey may reject i for that reasonslone.

Their power,Finall. i the other skl sees the negorition
a5 windJose propbston, they il be determined to beat
you. They may be guided by thefrccept “Whacs mine is
nine. What' yours s negotable. £ they can get what they
want by powes plays, why should they cooperate withyous

Getting past no requires breaking through cach of thesc:
five barviers (o cooperation: your reaction, their emotion,
their position, their dissatisfaction, and their power. Itis
casy to beleve thgoncwalingy attacks, and tricks arc just
part of the other side’s basic Rature, and that there is itle
You can do to change such difficult behavior. But you can
affet this behavior if you can deal successfully with its
underlying motivations.

The Breakthrough Strategy

This book lays outa five-siep strategy for breaking through
each of these five barriers—the strategy of breakthrough
negotation

An analogy from sailing will help explain this strategy.

&




[image: image18.png]1 At

ovERVIEW

In saifing you rarely if eved get o your desination by
heading straight for it.in between you and your goul are
strong ssinds.and idgs, reefs and shoals, not o speak. of
storins and squalls. To get where you want 10 go, you need
10 digzag your way toward your destination.
A “The same s rue in the world of negotiation. Your
B3 {desired destination is 1 mutually satisfactory agreemen
- The direct route—focusing first on interests and then de-
veloping options thit saisfy those. incrests—secms
straightforward and easy. Butin the real world of strong
.. reacions and cmotions, rigid positions, powerful dissat.
isfactions and aggressions, you often cannot get t a -
wally satisfactory dgreement by the direct roue. Instead,
you need to navigate pastno by acking—taking an indirect
route, {1, 8 £ =
“The essen of the brakuhrough strategy isindiec ie-
tion. I¢ requires you 1o do the opposite of what you natu
vall feel fike doing in diffcultsituations. When the other
c stonewallsor attacks, you may feel lke responding in
kind. Confronted with fostility, you may arguc. Con-
froited with unreasonable positions, you may reject. Con-
1 fronted with inGansigence, you may push. Confronted
th aggression-agu may sscalae. But this justleaves you
trustrated {playing)he ocher side’s game by ther rules
4.~ Your SrEFatest opportunity as a negotiator is (o
change the game. tnstead of playing their way, lev them
bave your waj—the way of joint problem-solving. The
great home-rin hitter Sadabirg, O, the Japancse equi
alent of abe Ruth, once explaied his batting secret. Ol
said that he looked on the opposing picher as his partuer,
who with every pitch was serving G} an opportunits for
him to hit a home run. Breakthrodgh negotiators do the
same: ‘U hey treat their opponents as negotiating partners
who are presenting an opportunity to reach 4 mually
saisactory agreemar.

AT W 4

siahed

L Gallaag eyt

of udo, St and
g, you need o our srength diectly
“SEi your oppoiseat ors toreak down the
Sther vdc’s resistance usualy only nerease i, you ey to
g0 around their resitance. That is the way 1o bresk
through.

Breakthrough negotiation is the apposite of imposing
your posiion o the other sde. Rather than pounding i
2 new kdea from the s, o e oge s 1 sch
Tor it (rom within. Rather than tling them wha 1o do.
you et them figure it out. Ridher than pressing ther s
Change ther mind, you creae an envhonment 1 which
they can lean. Only thy can break. hrough their ov
esiance; ourjob i (0 el themm,

“Their resisance (0 Joit problemsolving siems from
the five barrirs descrbed apove-(vour job 2 a breake
through negotiator s to clear awa) the bareers that e
betwcen their NO and the YES of 4 mutually suisfacory
ugrecmenc)For euch of the fve barscr, there s  con.
epondin i e s

the Japanese

Step One. Since the first. barricr i your naural reaction,
the first step involvkssuspending thi reaction. To engage
i joint problerm-sofving, you need to regain your mental
balance and stay focused on achieving what you want, A
uscful image fog geting perspective on the situation s 0
imagii® el standing on 2 balcony TooEing down on
your negotiation. The first s in the breakhrough strat-
gy s 0 Go t the Balco

Step Tuwo. The next barrier for you o overcome s the other
side’s negative emotions—their defensivencss, fear, sus-
picion, and hostility. It is all 100 easy o get drawn inco an
argument, but you need to resist this (empration. Just ax
you've regained your mental balarice, you need to help the
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Step Three. Now you want 0 tacke the problem together
“This is hard to do, however, when the other side digs i
Uheir posiion and tries o get you to give in. It natural
1o feel like rejecting their positon, but this will only lead

A {{ they sny and_reframé gi.as an attempc 0, deal with the
probiem. For exampletake dhir postion and probe be”
J i i Tl mermore el me undertand vly you wane
Ghat™ At a1 F theiérefour partncr einaly lmen
sted n soling e Bl The third siep i the breae
Uhrough sutegy i o Refame. >kl
S o il o o v e i ol
side i Jot problem-oling. you my nh e from
reachinga il saoctory agreement. The other s
gy be it uponeince 6 do et o gres.
4" ment. You may fe ke pushing then, bt this il on
‘make them more ressant Soda heoppasic. Inthe words
OFthe hinee sage, buld a goldcn beidge” from their
poston to 2 misualy saisfactory seluion, Yoo need
bridge the gap between ther intereesand yours. You eed
0 halp the save face and make the outeom ook lhe 4
< victory for them. The fourth step is to Build Them a Golden
' e

75 them todigin further. So do the appasite. Accept whatcver'

BREAKING THROUGH BARRIERS B
e

S Five, st your bt o, the e sy il
ettt fo i eegng T gt S O
P e Vokrsghe e sy e
e coucon e o, bowiee, o
coelprant Al gl (i Rarasl 0 sos pors
Power i e . 1o bring he, bck o he. . S
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i you. Th hith st s o i Pove o St

A

e hequence of the sieps is important. You cannot
defuse the other side’s negative emotions unless you have
‘controlled your own. 1t is hard 10 build them a golden
bridge unless you have changed the game to joint problem-
solving. This does not mean that once you have taken one
ve completed it. On the contrary, you need 1o
o the balcony throughout the negoriation. As
the ather side’s anger and frustration resurface, you need
© keep siepping 1o he process is like a sym-
Phony in vwhich the differeift instrumens join in sequer-
tially and then play their parts throughout

Breakihrough negotation gan be used wih anyone—
35 e o, At "Eaag, BRI LH
co-wofkdr, or an impossible customer. It can be used by %,
dlplom:xs iyt o save offa war,lawyers ying (0 svoid

you will
with your own knowledge of thel
create a scrategy that works for you. There is no may
vecipe that will guarantee your suceess in every negotiay
But with patience, persistence, and the breakthrough stra
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That simple habit of mind.was the most valuable fesson
Caradon had ever leaened. Before every meeting, prepare
Afterevery meeting, asess your progress, adapt your s
egy, and prepare again. The secret of cffective negotiaion
is that simple: prepare, prepare, prepare.

ost negorarions are won ot lost even before the talk-
% begins, depending on the qualiy of the preparation.
People who think they can “wing it" without preparing
ofion-fnd themsclves sadly MisERER, Even if they reach
{ agrecment, they may missopportunite for join gain they
might well have come acrosyin preparing “There is no
substituce for effcctive preparation. The more difficult the
negoriation, the more ntensive your preparation needs (o

¢ be.

PROLOGUE.

When it comes o preparation, many people thiow up

their hands and say, °
pae.” Preparation time tends 10 be 1 on the
T do" lst. There ahyays seems to be an urgent phone call

o rewrn, an important meeting 1o attend. or a houschold
crisis to manage.

the e cven 1T mEATs Takimg Gme out of the actual
negotiation itself. Negotiations would be a lot more effec-

It is true thad mosi of s operate under fairly severe
dime constraints. The preparation guidelines outlined be-
low take that into account. They can be accomplished in
“is lttle as Rfteen minutes 1€ you want a rule of thumb,

think about preparing 3 minute for every minute of in-

teraction with the other sid
How should you prepares When yoire embarking on

“fura
prsi

ek pregaraton,
et

e e o ke s prosided o you

PREPARE, PREPARE, PREPARE ”

a negotiation, just a5 on a voyage, the first thing you need
s good map.

Mapping Out the Way to Agreement

“There are five important poins along the way toa mutually
satisfactory agreement: iterests, options for satisfying those
interests, stundards for resolving differences (airly, alter-
natives 1o negotiation, and proposals for agreement.

L Interests
.

Negoration typically begins when one si’s posion comes
into conflict Wit The other side’s. In conventional bar-
ning, your poson may be all you néed 1o know in
advance, But ot problemssohiag revoves sround the
interest that e behind each sides posiions. The disine.
o s cridcal: Your poskion s the conrete (rings you ay
you wane—the dollars an cenis,the errs and gorions
Your interessare the intangible moseations ha lead you
10 ke that postion—your nocd, desies, conderos, e,
and ipiratons. In onder to end up with 4 agtecment
that suisis both sides, you nced 0 i by hgring ot
o s

Figure_out your inferests. Unless you know where you
want 10 go, you're unlikely to get there. In a negotiation
with a difficult client who insists on sticking to the original
fee for your services despite the unforescen udditional
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work required, your position may be, “I want a_thirty
percent increase in fees to reflect the additional work.”
Your interests in wanting the fee increase ‘may be to

#[Fjpreerse your profit margin. while keeping the dient

' happy. You uncover your intérests by asking the simple
question Why? do I want that> What problem aun
[ trying 10 solve?

It important to_rank your interests so that you don't
make the all1oo-common mistake of trading off an i
portantinterest for aless imporcant one. I{ the relationship
with the client promises 10 be a very profitable one, you
may want to make that the number-one priority. Your

erest in realizing a proft on the immediate project may
be the second interest, and the third may be avoiding
seting a precedent of doing extra work without compy

Figure out their interests. Negotiation is'a two-way sirect.
You usually can'tsatisfy your interests unless you also saisfy
the other sides. I is therfore just as important to un-
derstand their interests as your own. Your dificult client
iy be_concerned_aboufsticking within_an cstablished
budget and looking good.ta theit boss.

T remember my uncle Mel once coming to visit e at
my Harvard Law School office when he returnd to cam
pus for his twenty-ffth alumni reunion. At one point he
o0k me aside and said: “You know, Bill it has faken me
twenty-five years t_unlearn what 1 learned at Harvard

Law School. Because what 1 learned, m Law School

s thatal that counts in ffe are thef/actc}-who's right and
who's wrong. It taken me twent oo Tears T [ that
o s porant e e gt e mporanars
People’s prceptons of those fucrs. URIES T Fand
their perspective,you're never going to be effectve at mik-

iy deals or seutling disputes.” .

b o

TN

PREPARE, PREPARE, PREPARE "

“The single most important kil in negotiation s the
ability 1o put yourself in the other side’s shocs. If you are.
trying to change their thinking, you need to begin by un-
derstanding what their thinking is.

How can you learn about the other side’s interests? Try
the simple exercise of imagining from dieir point of view

%R

‘whitThey seem to care most about. Then ask yoursel: D 2
they ofien behave in a diicul Fashion or s this just

temporary heration? What has been happening i their
peronalor profesionl s st may elommgln
i st you? Dothey have eputats i Tomesy
P o s gt et
o kAP hetm—ei ends et peer this comers

and employees. The more you can find out about the other
side, the better your chances of influencing them suc-

i
i 1 el
2 Options "3 0, [}4¢ 57 4

‘The purpose of dentifying cach sid'sinterests is o sec if
you can devise creativeg@piion o satisf(them An option
isa possible agreement or part of an agrecineit. Inventing
options for_mutual gain is 2 negotiator’s single greatest
opportuniy Eifctive negotiators do not juc iy up
fisied pic. Fhey first explore how (o expand the pre. )’

‘While it may not be possible to,gbtain your_posisan, it
is often possible to_satisty your intercyts. You may not
succeed in obtaining the-thinty percent fee increase, but
you may inventan option that allows you o realice a profit
on the project while keeping your dlient satisficd. Could
you transfer some of the additional work required to your
clients s@aff? Could you stretch out the project into the
next fiscal year so the additional fees come ot of next
year's budget?. Could you take a cut in compensatian this

£
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year for a specific commitment t significant futare York?
Could you show your cient that this additional work will
result in substantial savings, pare of which could be used
o pay for the addiional vork? 74 &k ik

'A common mistake in negofiation is to dwelLn a single
solution, your original poston. By:opening yoursel
consideration of a mulitude of options, you iy &
e i oo o i o o G
while also satisfying the other side’s. £ - <%

The biggest owe ﬁ«wfz‘manngimclw(
options is a ltle Qoice fo_the back of our heads that is
aheays saying, “That won't workT” Criicis and eval

S, T posanlons el il st
ination. It is betr tos 5

[

ag-
‘parate i (wo functions. lnvent
first, cvaluate later. Suspend judgment for  few minutes
and try to.gome up with as many ideas as posible. Include
et SEE M e ikl i, remengemirg i

many of the best ideas in the world started out as wild ideas

everyone diffaraged. Afier brainsiorming a multitude of
options, you cafi review them and evaluate how well they
satisfy your interests—and the other side’s o,

Once you have expanded the pie, you need to think about
how to divide it up. How will you jointly select an optior
with the other side when your interests are opposcd? Your
client wants to pay less for your work; you would like them
1o pay more. How do you resolve the issue?

Perhaps the most common method is to use a contest
of wills. Each side insists on its position, trying to get the
other (© give in. The problem is that nobody likes to give
in. A contest of wills thus quickly hecomes a conflic of
egos. The person who eventually gives in temembers it

1.9y

[ PREPARE. eRanE, e u k
D olofenls G om o3
and tries to even the scorg the next time—if there is a next
e, SIS ! ‘

Successful negotitors head off a contest of will by 7
i i S . o ko 1 ¢
2 ol AT Do They ey by on .

i sandards fodependent ofjcither side’s i, Ar inds
pedentsandard s 3 cssaring Sk ha llowsyou 0 /
2 o e s S b ek
ke value, gz e o simply he vy g
s has e e bfore 7 Lo, L0
The great irtugqf standards  that,jnsiedd, of one o
side iving m 02 BN TOn & partcu bozh aan 1T
et seem . s o R 5
T e S e
just because you say that's what you charge. ,
(Y Y b g A
P T g e T e

ket rates, sientific crierig, cosstechnical measurcs,and
et s s

B g
4. Alternatives - % 5 % g

AlL i oficn peapl o into & negoiaton Iooking for
sgrcmentand evamine tci shemave nly f direa go
bl Thie o S pleuate Ko bl ot s
e are can dgrin your seers i sy yoor
lnsren Ty
hagposcobmabesti gl pradisgres
ment. For ayreement i onheameagko an end, and hat
cnd i o saiy oo merene] o pinposeofnegoton
e veri sl i il e
through an agreement than you could by pursuingyyour
Best Aermutive@ya Negouald, Arceme (PATRATy
T R

S X T
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}uu bol action for satisying your intcrests without
bt Tagrecment. If you're negotiating with your boss
" = over a raisc, your BATNA might be to find 4 job with
“* “another firm. Ifyou're negotiating with a salesperson, your
BATNA might be 0 talk to the store manager or, if that
fails, you might go 10 another store. If one naton i
gotiating with another over unfair trade practices, its
BATNA may be to appealtothe appropriat inernational
wriburnal. Usually resorting to your alternative entails costs
o you and to the
‘otiating 106evel3 a better solution
A The key to negotiating power. Your power
. depends less on whether you are bigger, stronger, morc
« seniox, or richer than the other person than on how good
your BATNA is. If you have 4 viable alternative, then you
have leverage n the negotiation. The better your BATNA,
Ls . the more power you have. . 4 ©
waidh
dentfyJour BATNA Yous BATNA shouldbeyour s
imingslick for cvaluating any potcntial agrecment. To
idenify your BATNA, you should consider hree kinds of
un you do. gu.moumlmpun@
your interests Your “walkaway” alternative may be i i
another supplier if you're a buyer or another customer it
youre a sellr

Second, what can you do directly to the other side to
make them respect your interests? Your “interactive” al-
ternative may be 10 go on strike or 1o go.to war. Third,
how can you bring ahird partyno the stuation o further,
your interests? Your “third-party” alternative may.be (0
esor to mediation, abitraton, or ourt. After generatin
2 set of possible alternatives, select the one thar B most-

Tikely o satsfy your interests

Keep your BATNAin your pocket. When you're under |

PREPARE, PREDARE, PREPARE 2

&% —
vy tack and fec paicky, you can pat your pockes,
and say 1o yourself, “Fm ok i it doesn' g0 okay i >

Boost your BATNA. A good BATNA usbally does not al-
ready exisi: it needs 1o be developed. 1f your BATNA is
not véry strong, you should take steps 1 improve it For
imstance, don't justidentify your BATNA as sceking an- '* |~
other job i the same sty mmﬁimm, getting 17
an actual job offer. I you are selling your house, don't

stop showing it just hecause one person has indicated sc- /-
Tlonsdinteres; Heeplockig Tor kecehertiotental uyert DAL
O, if your company i a risk of being taken over by i

corporate uider, look for fricndly buyers or consider bor-

Toving money (o take,

i.;cgma.w );nuzv

Decide if you_should, negotiate: Once you've formulatcd
your BATNA you should ask yourself, “Should  negotiate
acall?” Have you ever wondered why some people keep
trying 10 negotiate with an abusive boss long after they

S T AEO i et el on.
002 10 sk ot et gcbeltots

w fifters, cach
pict broken as quickly as the last? Habit, gyil, scl-blame,
¢ iind fear may all play a role, but often the J&M(ral eas

that the employee or parcuns have los sight of thr bestal
texnatie. I they thought aboutiy, they mighy welTdiscover
hat there was 2 betier way to satisfy their fnterests that
dii¥depend onhamgtabegomts A et acmetis? 5
Perhaps your BATNA it betier i any agreement
you could reach with the other person. Remember, 100,
that the negotiation process tself s not e of costs. T
can take a lot of time and effort, in the course of which?
your other alternatives may yanish, Your decision 1o o
otiate should therefore b careTally considered one.
Keep in mind that it s easy to overestimate how good




[image: image25.png]the T LA By o
# (7. o PeoLdous T REPARE, pREPARE, PREPARE
[RTITN i atc i il %
' i gy e
our BATNA s My bsnesexceuscycaing o e | e, T G ol o e an

vice of overconfident awyers, have éschewed negoria-

option tha satises your nercats welc Tty bener dhan
nsand aken a dispue 0 ot nly wind themseives 11 o BATNA coutdThe opton shous aioioct dheothen <

on the path o nancial i I any b, e, o war, || T 93The option o :
y law Sides nterats et than you think their BATNA couly

gne contender—and ofien two—digwer that dheir B ng dhould be based, if possible, on fir standards, Whe®  ~

BATNA i ood as ey imsgincinoming nad | Gt o rom » s oy ssqmons. 7 &

—vance-that your alternative is ungiuracgve augh to make Iment: A proposal is a possible agrcement ty whichgon a

3 o “readyto say yes. 3%

o ok b 1 e gremen) S

Hdntfy heir BATNA. Knoving he nher side’s BATNA ot 175 et ¢ e an ome possile agre 5
can be just s important s knowing your own. Iegives you K [0 1 e 8 e rheia Sndecd, e B veful ) ¢
* anidea of the challenge you face: developing an agreement Ch Fiey o 4
that i superior o their best alternatve (¢ hlps you avoid AR E e Sy
the dual mistakes of underestimating how good it is and What do you aspire to? Many of us ténd 16 adopt rather
overestimating how good it is. Your BATNA may be weak, modest goals, wishing to avoid “failing.” Unforunately,
but the other side’s BATNA may be weak too. Many sales- [ fow aspirations tend 1o be sclf-fulflinghat you do
people and consultants re convinced thir lentscanjust | 9% for, the other side s unlikely t0 give you) Not sur
switch to the competition jn a flash. They often £l to §  prisingly, those who begin with realisically high aspira
Apprectate 7 o s of Cingingvendor Amabjcive | 5ons ot e up with becer sgreemonts, Ho b5 -
Jook s i et BATNA can i them morecont | sl Resiic means i, he b sty fui 7
dence in a difeult negotiation. - ness and by the other side’s best lernatve, Aim hish
1 the oher e’ BATNA it use coerion, you can [ 50 begin by asking yoursls "W sgrosmet 1
prepare in advance 10 counter it T your company is in [ aspire t0AWhat would geninely satsfy my interests and
danger from a corporate raider, for example, you can pass .t the same time gt enough of the other side’s basc.

e ey o e TP B e ot e aeagh of the sher e
more il Think oo o 10 v e e | rec)
ekt e e iss Sy

What would you be content with? Often you may ot get

. everything you would like. It is thercfore uscful to ask |

5. Proposals - yourgelfa sccond question: “What agreement(perhag far
From perfect, would il sarisfy sy basic intcrests "

ientythat I would be reasonably coptoq®” 34t 4 4

Youork on intersts and oprionsYopens up the problem
for a creative solution. Your work on Tait standards and
“alfernatives helps yon seectan approprist opton o shape

What could you live with) The tiird proposal should be
into 3 proposal for possibe agreement. osid 5 The thisd proposal should i

based directly on your asséssment of your BATNA: “What
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S, T Bropoes ¥ Renesm g & TR g, "
gyt o b g o gl
erecment wors To you than your BAINA

Ihink of these three proposals not as rigid positions
k1 conetc lleaion of the Kinds of aptcones
ok iy ot e You ot oo fo eraa
that the other side will agrée (o your proposals. And you
ey eae sometbing i o couge ot wegotaion et
3 v s Yo S W K ki T
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e

durteren.

Rehearse

Preparation s casier to do when you{ralking i over's
someane else. Others bring new perspectives, compel you
S5 ce. D i e perpcivs oo v
avoi, and offer you moral encouragement. So think about
schedulinga preparation Sesion with  colleague or friend.
1 has the added advantage of ensuring that you do pre.
b s the added advange
" der reh n il

i your session, consider rehearsing what you will say
o T oo Ak ol Moyl v i what they
say. Afier all, lawyers rehearse twugh cases, politicians re-
hearse tough media intervienws, executives rehearse 10ugh
presentations 1o stockholders—why shouldn't you. re-
hearse 3 tough negotiation? The best place 10 make mis-
takes is in rehcarsing with a [riend o colleague, not in
negotiating for real,

¢ o
\7\{ 7
for a few minutes and tryous your powers of persuasion,
focusing on interests, options, and standards. After you
Have finished, ask your colleague to tel you what worked.
and sehat didn't Whtdid it fect like o be on the receiving
end of your words*What should you do differently? And
then try i o again unil yont get i right TFyon dor't have
acollcague or friend o rehearse with, try writing out what
You pln to say dnghsehearse by yoursef
Anticipate what tactics the other sidmay ¥ think
in advance of how best o respond. Having prepared in
advance, you are less ikely 1 be caught by surprise. In”
stead you can say (0 yoursel, “ALLLknevehat ias com
and deliver your prepared response. That i the saluc of
preparation.

PREPARE, PREPARE, PREPARE

Preparing to Navigate

Ideally you would now conduc  pegal
way hat you have repaecd. You woud begin by exploring
intrests tying 0 undersand whacach sl genuincly
concerned sbout. Then you would discus varios opton
ithoutcommitmcnt, ecing i you could genuinely atfy
oth sides ntress. You woud consider diferent an.
dards of firnes for reconcling your diffrences. Finally
you woukd exchange proposal bockand forth i i effon
0 veach 4 mually saistacory agrecament that i any case
i« beter for cach ide than resoriag 1 your retpactive
WATN A

I the real world, howesars your effors o engage in

i
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joint problemsolving run up againdt powerful reactions,
hostile emotions, rigid positions, strong dissatisfactions,
and aggressive power plays. Your challenge is to change
the game from face-10-Face confrontation into side-by-side
problem-solving, turning your opponent into: negotiating
partner, Now that you hase a good map of where you want
1 g0, you need (© use the breakthrough strategy to nav-
igate past the obstacles that stand in your way§The next
five chapters are intended o prepare you to navigate. )

Epan

Fojpedt I

PART Il

Using the Breakthrough Strategy
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�涉及？


�放到前面


�？


�？


�可否更靠近原文？ 


�做法


�不能这样改变重心。这部分也是主词。


�严格地说，这部分应该是修饰政策的。


�应该放在前面


�Generally speaking 


�Will bring 


�理解问题  but also 


�所以这里也有问题。


�are highly specific and fully enforceable 可以更具体些


�理解/


�但主词应该是commitments 


�？？


�理解错误。


本可以填满这些工作岗位


�影响了？


�意思都对，但复杂了些。


�这个说法可否变一下？


�議會制 


�能不能在班上說說你的看法？


�比較生硬，儘管也說不出大問題。


�為？


�新國名？


�應該也包括硬體外的東西


�非得這麽寫嗎?


�??


�？？


�後面的“之在很後面？


�本句有語病


�？


�？？


�？？


�讨论的出发点不是国家，而是西方这个整体。


�不能作为句子开头。


�IT refers to preserving the coherence..? 


�Very good


�While不是“当。。。的时候”。


�？？


�？？


�创造什么？富庶和影响力？还是创造“阶段”？ 






