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Chapter One

The Overview on Intemational
Business Negotiation

1.1 Some Basic Concepts of Negotiation

1.1.1 What Is Negotiation?

The word “negotiation” derives from the Latin infinitive “negotiari” ( {4 % %) {4 & ) which
means “to trade or do business”. This word itself is from another word, “negare” (4% ), mean-
ing “to deny” and a noun, “otium” ( fK /), meaning “leisure”. Thus, the ancient Roman
businessperson would “deny leisure” until the business has been settled. Negotiation is a common
human activity as well as a process that people undertake everyday to manage their relationships
such a buyer and a seller, a husband and wife, children and parents. As the stakes in some of
these negotiations are not very high, people need not have to get preparations for the process and
the outcome. But in international business negotiations, the stakes are usually high, people cannot
ignore this fact, and they have to get preplans in a more careful way. Both parties in this kind of
negotiation should contact each other so that they can get a better deal rather than simply accepting
or rejecting what the other is offering. The whole process of negotiation is based upon the premise
that both parties are interdependent, that is, one side cannot get what he/she wants without taking
the other into consideration. In the process of negotiation, there are no rules, tradition, rational
methods or higher authorities available to resolve their conflict once it crops up. Negotiation is a
voluntary process of giving and taking where both parties amend their offers and modify their
expectations so as to come closer to each other and they can quit, at any time.

1.1.2 Why Do People Negotiate?

Negotiation is at the heart of every transaction and, for the most part, it comes down to the
interaction between two sides with a common goal (profits) but divergent methods. These meth-
ods (the details of the contract) must be negotiated to the satisfaction of both parties. As we will
see later that it can be a very trying process that is full of confrontation and concession. Whether it
is trade or investment, one party will always arrive at the negotiation table in a position of greater
power. That power (the potential for the profits) may derive from the extent of the demand or



