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Abstract

The role of communication in negotiation and how it differs
from communication in general contexts.

Communication in Negotiation

1. Essential for Understanding Positions: In negotiation,
effective communication is crucial as it allows parties to
articulate their positions clearly. Each party needs to
express their interests, concerns, and desired outcomes.
Without clear communication, misunderstandings can
arise, leading to failed negotiations or suboptimal
agreements.

Building Trust and Rapport: Communication in
negotiation helps in building trust and rapport between
parties. Trust is essential because it encourages
openness and honesty, which are vital for parties to
explore possible trade-offs and creative solutions.
Effective communication fosters a positive environment
where both parties feel heard and respected.

Exploring Interests and Priorities: Beyond just
exchanging positions, communication in negotiation
involves uncovering underlying interests and priorities.
Parties may have different reasons behind their stated
positions, and effective communication allows them to
delve into these motivations. This exploration can lead
to solutions that better meet the needs of both parties.
Problem-Solving and Creativity: Negotiation often
requires problem-solving and creativity to find mutually
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acceptable  solutions.  Effective  communication
facilitates brainstorming and the exploration of
alternative options. It enables parties to think together,
rather than against each other, in finding innovative
solutions that maximize joint gains.

Communication in General Contexts vs. Negotiation

1. Goal Orientation: Communication in general contexts
(such as everyday conversation or formal presentations)
may be more about conveying information or sharing
ideas without necessarily aiming for a specific
agreement. In negotiation, communication is goal-
oriented towards reaching a mutually beneficial
agreement despite initial conflicting interests.

2. Conflict Resolution: While communication in general
contexts can involve resolving misunderstandings or
differences, negotiation communication specifically
addresses conflicts of interest. It seeks to reconcile
opposing viewpoints and find compromises that satisfy
all parties involved.

Emotional Intelligence: In negotiation, communication

often requires a higher degree of emotional intelligence.

Parties must manage emotions, understand non-verbal cues,

and navigate power dynamics effectively to achieve a

successful outcome. This aspect of communication goes

beyond factual exchanges and involves empathy and
strategic communication.

Introduction

Negotiation and communication are different things, so you can argue for or against the role communication plays in both
cases. One way to define communication according to Newman and Summer (1967), communication is an exchange of facts,
ideas, opinions or emotions by two or more persons. Negotiation could be defined from Albin (2001) states, ‘‘“Negotiation is a
joint decision-making process in which parties, with initially opposing positions and conflicting interests, arrive at a mutually
beneficial and satisfactory agreement.

Verbal Communication in Negotiation:
The speaker's ability to accurately encode his or her thoughts as well as the listener's ability to understand and decode the
intended message  will  determine the effectiveness of verbal communication during  negotiation.
(www.managementstudyguide.com) %!
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Non Verbal Communication in Negotiation:

Anything that is "not words" in negotiation is considered
non-verbal communication. Examples of nonverbal
communication include cues that are given vocally or
through paralinguistic. Body language, posture, eye contact,
interpersonal distance, gestures, touching, and facial
expressions. (ddynamics.net, 2021) 1,

Culture Impact on Negotiation:

Cultures vary in the degree to which the protocol or form of
the relationship between the two negotiating parties is
important. The meaning of the communication approach in
negotiation with regard to the ability to convey information
necessary to reach integrated agreements and prioritize the
resolution of disputes, differences in strategy and tactics,
oriented towards long-term and short-term goals. Cultures
influence how people communicate, verbally and
nonverbally, directly and indirectly, and through the body
language they use. (Salacuse, 2004) 21,

In today's world, the role of communication in negotiation is
just an exercise. The main goal is to use communication
strategies to influence, persuade, or change the opinions of
others. In the context of negotiation, communication is
defined as conversation between two or more individuals or
parties aimed at reaching agreement, resolving differences,
or gaining an advantage in the outcome of the dialogue. It
can also lead to agreement on a course of action, negotiation
of individual or collective interests and the development of
outcomes that satisfy the different interests of the two
parties involved in the negotiation process. Therefore, the
goal of negotiation is to reach compromise. In business,
non-profit organizations, government agencies, court cases,
international relations, and private contexts including
parenting, marriage, divorce, and everyday life every day,
negotiations take place. In business, negotiation is very
important.

Research Objectives

1. To understand the gender impact on communication in
negotiation.

2. To understand the culture impact influences your
communication.

3. To understand non verbal communication role in
negotiation.

4. Ability to persuade
communication.

people making effective

Research Methodology

This Chapter concentrates on the research methodology. The
research design, sampling design, data collection method
and Percentage analysis applied for the study are detailed.

The Sampling Technique

Simple random sampling was adopted by researcher.

The period of study was from 2022-2023 The study is
mainly based on primary data collected by questionnaires.
30 responses collected from primary data the secondary data
were collected from various sources.

Analytical Tools applied for the study
Data analysis gives meaning to the data that has been
collected. More than 30 respondents were given

www.multiresearchjournal.com

questionnaire. After verification as to completeness of
collected questionnaire, samples were finalized. It is the
simple and common method to represent raw streams of data
as a percentage for better understanding of collected data.
Percentages are used in making comparison between two or
more variables to find the efficacy of each variable.

Data Analysis

Form the Percentage analysis we found that Fig 1 Gender
wise on which communication skill importance in
negotiation 53.33 % male respondent and 50.00% Female
Listening skill is impotence in negotiation.

9, m Ability to form
60.00% 50.00% 53.33% v

an argument
M Ability to
persuade
verbal
communicate
M non-verbal
communicate
M Listening skill

50.00%
40.00%
30.00%

20.00%
10.00%
0.00%

Female Male

Fig1

From the percentage analysis we found Fig 2 cultural
background influences your communication in negotiations.
40.00% Agree and 12% strongly agree does cultural
background help in communication during negotiations.

@ Strongly Agree
® Agree

Disagree
@ Strongly Disagree
@ Neutral

. Y

Fig 2

From the percentage analysis we found Fig 3 have you
experienced  challenges in  communication  during
negotiation due to cultural differences 68.% of the
respondent agree felt that the they have facing challenges in
communication during negotiation due to cultural
differences.

@ Strongly Agree
® Agree
Neutral
@ Disagree
@ Strongly Disagree

Fig3

From the percentage analysis we found Fig 4 do you think
non-verbal communication is crucial in negotiation. 44% of
the respondent strongly agree felt that non-verbal
communication is crucial in negotiation.

1393


http://www.multiresearchjournal.com/

International Journal of Advanced Multidisciplinary Research and Studies

@ Strongly Agree
® Agree
Neutral
@ Disagree
@ Strongly Disagree

Fig 4

From the percentage analysis we found Fig 5 Do you think
speaking loudly in negotiations give better outcome. 40% of
the respondent disagree and 16% of the respondent strongly
dis agree felt that speaking loudly in negotiations not give
better outcome.

@ Strongly Agree
® Agree
Neutral
@ Disagree
@ Strongly Disagree

Fig5

From the percentage analysis we found Fig 6 non-verbal
cues do you consider most influential in negotiations. 48%
of the respondent felt that body language is most influential
non-verbal communication in negotiation.

@ Body language

@ Eye contact
gestures

@ Tone of voice

Fig 6

Conclusion

negotiations across genders, the influence of -cultural
background, challenges faced due to cultural differences, the
importance of non-verbal communication, and the impact of
speaking loudly during negotiations.

Listening Skills
Roughly 53.33% of male and 50.00% of female respondents
find listening skills important in negotiations.

Cultural Background Influence

Around 40.00% agree and 12.00% strongly agree that
cultural  background influences communication in
negotiations. Additionally, a majority (68.00%) faced
challenges in communication during negotiations due to
cultural differences.

www.multiresearchjournal.com

Non-verbal Communication

A significant 44.00% strongly agree that non-verbal
communication is crucial in negotiations, and 48.00%
consider body language as the most influential non-verbal
communication cue in negotiations.

Speaking Loudly

Only 40.00% disagree and 16.00% strongly disagree that
speaking loudly in negotiations leads to better outcomes.
From these statistics, it's evident that both genders recognize
the importance of listening skills in negotiations. Cultural
background significantly influences communication and
often poses challenges in negotiations. Non-verbal
communication, particularly body language, is deemed
crucial, while speaking loudly isn't perceived as beneficial
for better outcomes during negotiations.

Understanding these insights could help in tailoring
negotiation approaches that prioritize active listening,
consider cultural nuances, leverage non-verbal cues
effectively, and avoid the misconception that speaking
loudly leads to better results.
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