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Abstract; The ultimatun is a non— convention strategy for commercial negotiations to break the deadlock, which includes final bid and fi-
nal time. It is a double— edged sword. The implementer needs certain conditions and skills. When one issues the ultimatum another side
should adopt the appropriate strategy to cope with it according to the special details. When the ultimatum fails, the issuer can take certain rem-

edies in order to continue negotiations.
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