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Abstract 

Negotiation is an important factor in the process of decision-making and 

communication. Amidst a complex working environment, there is a dire need for 

negotiation skills amongst the working community. The subtle mix of skills namely 

listening, questioning, confidence, and creditability are the dire need of society to 

succeed in the business. For a successful business startup, negotiation technique 

plays an effective and efficient role. Good negotiation technique aims in building 

better relationships. In addition, it also intends to provide quality solutions to the 

existing problems that arise in the business environment. It soothes future problems 

and conflicts. This inherent quality enhances business understanding amongst the 

society. This article tries to analyze the necessity for negotiation techniques in the 

world of business communication. Further, it draws the importance and analyzes the 

strategic need for negotiation as a great asset in today's business world.  

Keywords:Communication, conflict management, goal setting, clear vision.  

INTRODUCTION  

Good negotiation skills help in avoiding future problems and conflicts in the 

working arena. This skill enhances better logical solutions when we are working and 

dealing with complex problems in the workplace. To exchange one’s ideas, thoughts, 
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and opinions amongst their peers,  effective communication is a dire need of society. 

Better communication leads to better negotiation with viable working space.  

Negotiation enhances the working environment. Further, it aids in resolving conflicts 

and leads to better values in the working space. It is the most essential skill for an 

employee.  

Objectives  

This article intends 

1. To understand the important facets of negotiation  

2. To recognize the dire need for negotiation techniques in the world of business  

3. To appreciate the key elements of the negotiation technique 

4. To understand the factors that impact the negotiation  

Negotiation skills have numerous benefits  

 

Figure 1: Benefits of Negotiation Skills 

Better communication helps in knowing the real purpose behind the act of 

interaction. It enhances the focus of the conversation. It promotes an effective 
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understanding of the messages. To become a successful negotiator in the business 

setup, skills like better implementation strategy, execution of long-term relationships, 

assertiveness, and techniques of resolving conflicts are highly essential. Negotiation 

skills result in a better outcome in solving complex and intricate problems. A person 

with good communication skills will have a better understanding of the process of 

negotiation. It includes the context of negotiation, the better understanding of the 

parties involved in the process of negotiation, the tactics involved in the process, the 

sequence and the stages of the negotiation process, etc. Good communication helps 

in understanding the behavior of the parties involved in the process of negotiation. 

Moreover, it aids in the understanding of the substance of the negotiation, the issues 

involved, the options available, and the possible agreements in the process of the 

negotiation cycle.  

The skills essential for an effective negotiator 

1. Establishing goals 

2. Disintegrating people from conflicts 

3. Kindling focus  

4. Finding options for mutual benefits 

5. Implementing objective criteria 

Discussion  

Negotiation leads to solving disputes and arguments in the business setup which 

may, in turn, worsen the working atmosphere, if it is unsolved. Negotiators are 

expected to explore numerous alternatives in solving a problem. To ease the task of 

finding numerous alternatives, negotiators have to excel in better communication. 

Negotiation skill is the key for getting on in the workplace setup and it further aids in 

resolving conflicts. In the lieu of maintaining relationships, it is highly essential to 

resolve conflict. Negotiation skills can be categorized under soft skills. The sub-skills 

associated with negotiation include communication skills, persuasive skills, planning 

skills, strategizing skills, and cooperating skills.  
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Figure 2: Sub-Skills of Negotiation 

A person with negotiation skills is a great asset to a company. Finding an 

alternative way for the conflicts that arise in the business setup is the most crucial 

need for the successful conduct of a business scenario. Good negotiation technique 

contributes on a large scale to the success of the business because it always aims 

for mutual benefits. In the view of understanding others and their deal in the 

business scenario, we may need to ask questions to build negotiation roots. Good 

communication skills promote better negotiation roots.  

Certain key skills to become a better negotiator includes the following.  
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Figure 3: Key skills to become a good negotiator 

 Successful negotiation strategies imbibe certain skills. The preparation 

technique is the key skill in the negotiation technique. Complete understanding will 

pave for a better solution. Analyzing all possible scenarios will enhance the better 

relationship in the workplace. Knowing set goals prior to negotiation is yet another 

skill for reinforcing better relationships. Always approach any issue or conflict with 

alternative plans. It is advised to have the best alternative backup plans in 

approaching any conflict in the workplace. Try to heed others' points of view before 

drawing a conclusion. To enhance negotiation proper communication is a vital 

element. Claude Alavoine and others (2014, p. 35) put forth their view on negotiation 

skills in their research article as,  

Negotiation is a specific form of interaction based on communication in 

which the parties enter into deliberately, each with clear but different 

interests and goals and a mutual dependency towards a decision due to 

be taken at the end of the confrontation. Consequently, negotiation is a 

complex activity involving many different disciplines from the strategic 
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aspects and the decision making process to the evaluation of alternatives 

or outcomes and the exchange of information. 

 Good communication establishes the trust factor. Build a rapport to 

connect people by maintaining professionalism in approaching a problem. Listening 

to others' points of view may result in an alternative solution which in turn can benefit 

the business. The technique of exploration will pave way for satisfactory outcomes. 

Conceding is the most essential parameter for negotiation in the workplace. This 

may enhance our perception in approaching the problem with a different perspective. 

Always look for a win-win situation in approaching a conflict. These key elements 

help in better negotiation with successful maintenance of the relationship.  

 Negotiation tactics will yield better results in workplace scenarios. 

Kathleen Kelley Reardon and Robert E. Spekman (2014, p. 71) rightly comment as, 

“whether or not you’re “going global,” good negotiation skills are the first essential 

step towards the successful management of inter-company alliances”. Conflict is 

bound to arise, whenever people are together. The reason for this could be 

numerous. To mention a few, individual needs and wants, different aims, beliefs, etc. 

could be the possibilities. To find a common ground and to resolve the problem, 

negotiation techniques come in handy in many business scenarios. Negotiation 

helps in reaching an agreement by avoiding dissatisfaction and arguments.  

 The key to a successful business is effective negotiation. It consists of a 

five-step process namely  

1. Preparation and planning 

2. Defining  

3. Clarification 

4. Problem-solving  

5. Implementation 
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Logical thinking is the most essential skill required for effective negotiation. The 

art of negotiation gives the confidence to pave the way out of any problematic 

situation. The strong-rooted negotiation skills will yield the best results.  

Tips for strengthening effective negotiation strategy are 

1. Understanding the difference between argument and agreement 

2. The ultimate goal in negotiation is to reach an agreement 

3. Learn to argue appropriately 

4. Reason out correctly  

5. Understanding the purpose of the argument 

6. Arriving a common ground with mutual respect 

7. Learn the difference between bending and breaking the rules 

8. Learn to alter the implications for an advantageous outcome 

 Be aware of the conflicts before negotiating. Clarity on the nature of the issue 

or problem is the next stage of the negotiation process. The essential part of 

negotiation takes place during the stage of problem-solving. This stage comprises of 

mutual agreement which will undoubtedly solve the conflict. The last and final stage 

requires proper formalization of the agreement from both parties. Preparation and 

planning are the key elements to avoid common mistakes in the process of 

negotiation. 

CONCLUSION  

 Acquiring negotiation skills will aid in establishing the upper hand in our life 

journey. Learning and mastering negotiation skills promote competitive advantages 

in both the academic and personal lives of an individual. Though it cannot be 

imbibed overnight, it is always advisable and recommendable to teach healthy 

negotiation skills right from schooling. With the help of exposure to numerous 

effective negotiating strategies and techniques, one can master the skill of 

negotiation technique over a period of time. It makes the individuals more empathetic 
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and it helps in understanding the needs of others. On the whole, it fosters goodwill 

amongst the people which will in turn help in concerning everybody’s apprehension 

while dealing with a conflict. Negotiation skills significantly contribute to the success 

of the business scenario by enhancing the skills by giving quality solutions for 

problematic situations. Amongst the future-ready skills series, negotiation skills 

occupy a vital place. No matter how technology changes, negotiation skill is the hour 

of the need in the arena of the business world.  

REFERENCES 

Alavoine, Claude and et al (2014), Teaching and Learning Negotiation: Is There Still 

Room For Innovation? International Journal of Management & Information 

Systems, Vol. 18, Iss. 1, pp. 35-40. 

Prema S. (2021). A Decisive Role Played By Language in the Arena of Marketing 

and Advertisement: An Exploration of Ubiquitous Element, Asian Journal of 

Management, Entrepreneurship and Social Science, Vol. 1, Iss. 1, pp. 17-24. 

Ghauri, P.N. (1986), Guidelines For International Business Negotiations, 

International Marketing Review, Vol. 3, No. 3, pp. 72-82. 

Jeswald W. Salacuse. (2003), The Global Negotiator, Palgrave MacMillan. 

Musa. Faridah. (2011), Negotiation skills: Teachers’ Feedback as Input Strategy, 

Procedia Social and Behavioral Sciences, Vol. 59, pp. 221-226. 

P.J. Fos. (1991), A Method of Teaching Negotiating Skill, J Health Adm Educ. Vol. 9, 

Iss. 3, pp. 289-305. 

Reardon, Kelly Kathleen. (1994), Starting our Right: Negotiation Lessons for 

Domestic and Cross-Cultural Business Alliances, Business Horizons, Vol. 37, 

Iss. 1, pp. 71-79. 

Salacuse, Jeswald. (1991), Making Deals in Strange Places: A Beginner's Guide to 

International Business Negotiations, Negotiation Theory, and Practice. Eds. J. 



 

9 
IJEBIR, Volume 01 Issue 01, 2022 

 Copyright at authors some right reserved this work is licensed under 
a Creative Commons Attribution-ShareAlike 4.0 International License. 

William Breslin and Jeffrey Z. Rubin. Cambridge, MA: The Program on 

Negotiation at Harvard Law School, pp. 251-260. 

 

 

 

 

 

 


