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Chapter One /Fundaments of International
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Learning focus

<> Knowing some basic concepts concerning negotiation; stakes and conflict
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<> Understanding negotiation is a common phenomenon in human society
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<> Comprehending and mastering the definition and complexity of negotiation and

international business negotiation
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1.1  Some basic concepts concerning negotiation

SRHBLNERER

Human beings live in a finite world, but their appetites are oriented to the infinite. As
a result, man’s unlimited demand has constantly given rise to conflicts between such
demand and the limited, scarce natural resources. To find a beneficial way out, the
science of economics has been developed to study alternative ways to use scarce and
limited resources to produce productive goods and services to satisfy man’s unlimited

demand to balance man’s stakes.

1. Stakes

If conflicts give rise to negotiations, then the conflict itself is caused due to clash of
stakes or interests held by each party. Naturally the concept of negotiation will not be fully
comprehended without explaining definition of stakes in detail in the first place.

Stakes are the value of benefits that may be gained or lost, and costs that may be
incurred or avoided. Stakes are compared to the status quo, options and alternatives, and
are expressed as interests, which can be long-term or underlying desire and issues

articulated for negotiation. The three points it contains need further clarification ;
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(1) Negotiating parties will either gain the interests they expect to win from the
negotiation or lose what they hope to attain, which indicates that the talks are pertinent to
relevant parties’ own affairs and interests. Only when a party has stakes connected with the
issues to be talked about, can it become actively engaged in the negotiation.

(2) Free lunch is not provided at the negotiation table. In another word, to get what
is desired, both parties have to pay for the gaining at either high cost or low cost
depending on how well negotiators manage the situation.

(3) Negotiators will have to compare and balance the relation between the current
interests and long-term interests or underlying desires in order to make decision on
satisfying long-term interests at the cost of current interests or the other way round. It is
expected that negotiation terminology defined previously would pave a way to better
comprehension of concept and practice of negotiations further unfolded and developed in

the following chapters.
2. Conflict

A conflict is a dispute, disagreement or argument between two or more interdependent
parties who have different and common interests. A conflict can block each other’s ability
to satisfy their interests. The definition of conflicts states three points, which can be
specified as;

First, parties in conflicts are interdependent, which means there remains a kind of
relationship developed by interrelated interests and concerns.

Second, both different and common interests coexist, which appear to be
illogical. However, if there are only contradictions and no sharing common interests,
negotiations become groundless and unnecessary. In fact, any conflicts involve common
interest, which makes negotiation become a natural procedure to eliminate a conflict.

Third, two parties in a conflict will naturally fight for each other’s own interests and
make every effort to gain more from the other side, as a result it will reduce gain of
interests expected initially.

Generally, conflicts can bring about favorable as well as unfavorable results
depending largely on how people manage conflicts so that bad aspects may be diminished
to the minimum degree. If the positive aspects of conflicts are amplified to the maximum
and negative aspects are brought under effective control, conflicts may end up in
advancing human profits as a whole.

How to manage conflicts is a practical skill which requires advices and suggestions for
successful handling all types of discord and conquering rough terrain, developing conflict

resolution skills and negotiation skills to resolve various types of challenges, and
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developing personal tools and systems for dealing with tensions and pressures.
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1.2 Basic concepts of negotiation i ¥ # i

1. The causes of negotiation

Water conflict in the Middle East is simply one typical issue among countless disputes
of similar nature among countries and nations. Territory in Kashmir, oil in the Middle East
and diamond in the South Africa have all provoked and stirred up serious and long lasting
military and political confrontations and conflicts induced by social, religious, cultural and
political events, however the majority of the conflicts have direct and indirect economic
background. Human beings are living in a world full of contradictions, disputes and
confrontations.

How to resolve and tackle these problems has always been the chief concern of all
countries and states. Throughout human history, generally speaking, two approaches have
been applied to conflict settlement; military means and peaceful means, which have
always backed each other and functioned in an alternative way. However, after the world
War II, the devastating consequence of the war has made people all over the world realize
a solid fact that coordination through negotiations is no doubt a better option for various
conflicts and disputes. With the further development of economic globalization and
integrations, negotiations have been widely practiced in social life of all kinds particularly

in business activities.
2. Where there is life, there is negotiation

It is misleading to conceive that the negotiations are only applied to significant
issues. As a matter of fact, negotiations are applied to all situations of conflicts, arguments
and bargaining arising in normal course of business, personal relations in such daily
activities as shopping, arguing with someone else and dealing with people around.

Like it or not, everyone is a negotiator. Negotiation is a fact of life. You negotiate with



