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Negotiations structures

and principles

Modern international business de-
velops in the context of rapid social and
political changes, which contributes to
changes of the economic and cultural
priorities, changes in thinking and be-
havior. It brings new demands for in-
ternational business negotiation strat-
egy and implementation.

In order to prepare the negotiations
adequately it is necessary to know the ba-
sic principles of negotiations, and to use
them in the negotiation process. Then
the final results will be more successful.
Having missed some important elements,
the essential means of influence on the
negotiations outcome can be undetected.
These principles are also essential when
modeling negotiations situations in nego-

Figure 1 Typology of negotiation models

tiations support systems. Development of
negotiation strategy invokes diverse mod-
eling schemes of negotiation processes.
Knowing the main principles of negotia-
tions can be foreseen possible actions of
the negotiations other side.

Preparations for negotiations are one
of the most often discussed issues in lit-
erature. In order to prepare adequately for
a negotiation it is necessary to know the
basic negotiating principles, which effec-
tive use might help in negotiation process.

Structure of negotiations
Negotiation strategies may be linked
with the negotiation structures. The ne-
gotiations structure will depend on which
negotiating strategy will be applied. Strat-
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egy and negotiation factors (time, agenda,
communication and media), are very im-
portant in such situations. In the scientific
literature can be found various negotia-
tions structures.

The structures of negotiations in or-
ganizations and between organizations
are very similar to the organization’s man-
agement theories. Of course, both nego-
tiations parties may have the same man-
agement structure, but the negotiations
structure can be different. Negotiations
can be more or less formal and it affects
the team’s mobilization, resources, com-
munication system and negotiating be-
havior. Negotiation models are based on
the belief, that there is one best solution
for each negotiation problem, patterns
can show what the ideal negotiator (intel-
ligent, rational) should make competing
in interactive situation. However, in real-
ity it does not work. So these models can
show only one of many possible outcoms.

Negotiation models are classified as
mathematical, electronic and verbal (non-
mathematical). Mathematical models
of negotiating (continuous, economical,
universal) have precise results (theoreti-
cal calculations), which can be calculated
through the mathematical analysis. They
have not semantically-related problems,
which may be improved by adding links
and items, and so on. But these models
depend on the negotiator’s rationality and
advantage options, have a mathematical
constraints, are not basic factors deter-
mining the outcome of negotiations, and
do not accept solutions on separate objects
of negotiating dispute.

In mathematical models of negotiat-
ing (continuous, game theory) are used
instruments of theoretical algebra. These
models can be realistic mathematical as-
sumptions, can be considered as separate
negotiations, and empirically tested (easi-
est to do this with both negotiating sides),
also determine the best result. In the
game theory models there are relatively

few semantically related problems, and
the conceptual basis can be modeled and
changed. However, this model depends
on the negotiators rationality, and its pre-
dictability is questionable as there is direct
communication. Also there cannot be ex-
amined multilateral situations (more than
2). At this model cannot be analyzed re-
petitive or dynamic negotiation processes.
It is also impossible to know the values of
benefits at every step. These models can be
zero-sum or variable sum where there may
be two or more participants.

Hybrid mathematical model of nego-
tiations depends on its nature. It can be a
combination of economic and game the-
ory or other mathematical models. Such
models are usually created to model a
particular situation. In this model is used
the mathematical language. Kersten and
Lai provide definition of electronic ne-
gotiations typologies concepts: Electronic
negotiations systems (e-negotiation systems,
shortening ENS) is a model that employs
Internet technologies, it also is placed on the
network with the aim of facilitating, organ-
izing, supporting and/or automation of ne-
gotiators and)or third party activities'.

Negotiation support system (NSS) is
a program which implements the mod-
els and procedures, has the communica-
tion and coordination facilities, and is
designed for two or more countries and
for for existing one third party business
negotiations.

Boards of electronic negotiation (e-ne-
gotiation table - ENT) is a program that
provides a virtual space for negotiators
(bargaining boards) and tools that they
can use for the performance of negotiat-
ing activities.

E-negotiation software agents - the
NSA program, which is actively involved
in significant part of the negotiations and
carry out the decisions on behalf of hu-
man or artificial basis.

Negotiation agents-assistant - NAA
is a software agent which provides for a
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Figure 2 Interdependence among primary parameters of negotiation
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timely human negotiator and / or third
party advice, criticism and support ac-
cording to the specific context.

E-negotiation software agents - this
verbal negotiation process model provides
a realistic description of the comprehen-
sive negotiation process, in which can be
examined factors affecting the negotia-
tion process. This model lets you to add to
it an unlimited number of variables. Un-
fortunately in this model is not defined
the consensus threshold, and semantic
problems are emerging. The result of “bal-
ance” is not examined. Empirically is dif-
ficult to verify this model range, so here
just few variables are analyzed. It is dif-
ficult to analyze the consistency of events.
In this model is used the verbal theory
and Boolean algebra.

Verbal negotiation phase model allows
to analyze the negotiations that lead to
the collapse or the agreement. This model
provides a realistic description of the ne-
gotiation process understandable factors,

which can affect the negotiation process,
as well as lets you to add an unlimited
number of variables. Unfortunately in
this model is not defined the consen-
sus threshold, and also appear semantic
problems. The result of “balance” is not
explored. Empirically is difficult to verify
the model range, then are surveyed only
a few variables. This model uses the lan-
guage of verbal interaction analysis and
Markov analysis.

Verbal element model presents an op-
portunity to analyze negotiations math-
ematically through vector analysis. This
brings a clear description of the negotia-
tion process and touches on the psycho-
logical elements that affect structure.
May be examined factors that act in the
negotiation process, as well as let you to
add an unlimited number of variables.
The model does not define the consensus
threshold, and semantic problems appear.
The ©
cated. Empirically is difficult to test the

balance” of the result is not indi-
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model range, therefore were analyzed just
few variables. It is difficult to analyze the
events of consistency.

Verbal restrictions model provides a
realistic description of the comprehensive
negotiation process. Here are considered
factors that act in the negotiation process,
and you can to add an unlimited num-
ber of variables. This model defines the
consensus range, and gives greater pos-
sibilities to empirical testing than other
models, provides insight on the consist-
ency of the negotiating events. The result
of “balance” is not examined. There is a
semantic problem. This model does not
take decisions on individual bargaining
controversy matters, and uses the verbal
counting.

Intervention model. This model best
assess the nature of negotiations. There
can take place mediation, fact-clearance
processes, and arbitration, legal restric-
tions originated on the negotiating par-
ties’ agreement, deadlock, and objections.

Hybrid verbal negotiation model de-
pends on its nature. This model can be
created in order to adapt it to the specific
situation, using other models of the verbal
negotiations. In this model are primarily
used verbal language, and other elements.

It is noted that an individual cannot
influence the group. An individual rarely

negotiates against a group, because the
group has more resources, more power
and potential of manipulation than he.

Modeling negotiations on these mod-
els should be kept in mind, that these
measures can demonstrate only one of
the possible outcomes, but the work on
these models can help you prepare better
for the negotiation. Modeling the various
negotiation situations can be discovered
and unexpected outcomes of the negoti-
ating results and possible alternatives of
evaluation can only increase the success
of the final outcome. The more informa-
tion (visual bargaining context) in nego-
tiations would be generated, the process
of negotiations will be better.

Parameters and principles
of negotiations

In creating strategies for negotiations
should be considered diverse negotiation
simulation schemes. By modeling negoti-
ations and possible situations is necessary
to examine the key negotiation param-
eters, and to rely on the basic principles
of negotiation. If any important element
is missed, may be overlooked essential
measures of influence on the negotiations
outcome. Studies of the process of nego-
tiation and its structures' *® showed that
negotiating activity can be characterized
by eight parameters (Figure 2).

Table 1 Working with the principles of concessions

Principles and conditions on granting concessions

Strong negotiator

Weak negotiator

Do not mention about concessions themselves.

Even if the concessions are requested, the matter
is postponed to the end of the interview. This is
done on purpose to get the time to prepare their
arguments.

Strong negotiators offer a concession in exchange
for something.

Concessions are given in dose in small parts.

Concessions are proportional to the size of the
exchange rate.

Strong negotiators believe in value proposition.

Source: compiled by the author.

Do not mention about concessions themselves.

Just give him a discount if you ask.

Just give a concession.

Concessions are given in large parts.

Concessions size is proportional to the pressure force.

Weak negotiators do not believe in proposal value.
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Wasfi and Hosni identified the key ne-
gotiation parameters®®:

1. Negotiating power. Power may be le-
gitimacy, knowledge, risk taking, time,
and commitment.

2. BATNA. Level of requirement, beyond
which the negotiator is not inclined to
come down.

3. Aspirations level. Negotiator target.
Aspirations level is mostly the first pro-
posal of the negotiator.

4. Time pressure. If negotiator is more
constrained by time limitations, he is in
weaker position. Time is an important
factor in negotiations, which affects
other parameters.

5. Structural and communication ac-
tions. The structural action is a specific
proposal. Communication actions can
shift structure of the bargaining power
by informing the opponent about nego-
tiator’s intentions.

6. The economic benefits. Negotiator’s
choice is determined by general human
desire to maximize their benefits from
an economic perspective position.

7. Concession and the resistance forces.
Negotiators  influence  oppositional
resistance force. Which progressive
reduction leads to an agreement? Re-
sistance force reflects the negotiators
natural unwillingness to retreat from
primary positions, but the concession
force pushes them to get closer to an
agreement.

8. Structuring the bargaining context and
approaches - distributive and integra-
tive.

In negotiating distributive context
happens that the objectives of one side of
negotiations in principle are in conflict
with purposes of the other side, and there
is no objective approach to compromise -
here winning of one side is losing of an-
other side®®. Integrative negotiating con-
text may arise when negotiating objectives
are not fixed at a given point (the range),
and negotiators are disposed to integrate

at an appropriate degree. Integrating po-
tential exists when the problem is solved
in a way, which allows giving benefits for
both sides, or at least winning of one side
does not losing of another side at the same
degree. Relations between the negotiating
parties are exposed of such attitudes as
friendliness, hostility, trust and respect®®.

In negotiations are very important princi-

ples and conditions on granting conces-

sions. The Table 1 presents principles and
conditions of strong and weak negotiators
concessions options.

Properties of the negotiator can be
described in two categories - power and
strategic profile?:

Negotiator power: Power is an impor-
tant factor assessing strength of agree-
ment and influencing the negotiator; the
more power has one side, the less is force
of agreement. Negotiating power of the
same negotiator may vary. Depending on
given circumstances changes in negoti-
ating situations may occur as a result of
communication actions. Negotiation situ-
ation can form the following topics:

* Commitment: how strong is the objec-
tive of a negotiator.

* Legitimacy: a legitimate criticism has
more power than illegal one.

* Knowledge: this one who has more in-
formation can be better negotiator.

* Risk-taking: a negotiator who is able
to work in a larger uncertainty can do
more.

* Determination plays a key role in tak-
ing high-risk decisions and actions that
can provide significant benefits.

* Time limit: negotiator who is more re-
strained in time is weaker. Time is a
crucial factor in negotiations, not only
as a resource but also how its flow in-
fluences on the negotiations, and their
solutions.

* Derception of opposing party power:
its power can be judged from the op-
ponent’s actions. The power outlets de-
pend on the opponent’s power.
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Figure 4 Prisoner’s Dilemma
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Source: Alfredson T., Cungu A., Negotiation Theory and Practice, FAO Program, “EASYPol”, 2008, 179.

e Strategic profile: resistance to compro-
mise shows the negotiator’s natural un-
willingness to agree when he is affected
by force of agreement. The weak force
of the agreement makes it easier to re-
fuse the compromise, and the stronger
force compels negotiators to agree.
A strategic profile is designed in de-
pendence on what negotiable strategy
is: strong or weak.

Outlined below are different sources
of the negotiation principles that deal
with them in different ways: emotional
control, smooth operation and better un-
derstanding of the other side.

Moore and Woodrow?” published the
principles of international negotiations:
establish common culture “topography”
- beliefs, attitudes, behaviors, procedures,
and social structures that shape people’s
interactions; identify potential dangers,
obstacles and pleasant surprises that in-
tercultural travellers and negotiators may
miss if they do not have a reliable guide;
choose the answer that will encourage
successful interactions and outcomes.

Fisher and Shapiro® provides the fol-
lowing emotion-related negotiating prin-
ciples:

1. Evaluation.

2. Respect for autonomy.
3. Making a connection.
4. Knowledge of status.

5. Choosing the right role.

Alfredson, Cungu” describes these
principles for negotiations:

* To determine interests is necessary to
establish the other side’s position.

* The need to separate people from the
problem, also the need to convey sin-
cerity and trust.

¢ Alternatives. Negotiators should look
for alternatives before and during the
negotiations.

* Options. For possible agreement should
look both sides, using both the brain-
storming and past experience as well.

* Ciriteria/legitimacy. Negotiating re-
quires the use of standardized criteria
which would be for both sides explana-
tory. Also negotiation procedure must
be consistent.

* Liabilities. Each side has to assess its
ability to meet obligations. Failure to
comply with them in the future may
cause difliculties for further coopera-
tion.

* Communication. Both sides should not
only focus on their own preferences,
but also must listen to the other side.
Problems may arise in communication
by articulating your position which
other parts do not understand.

Misunderstandings can arise in com-
municating by different languages and
with different cultures. Negative emo-
tions can affect your ability to communi-
cate well (the style and efliciency of the
negotiations).

Preparing for negotiations is one of
the most frequently mentioned principles
in literature. Most of them are based on
the self knowledge and the other side,
qualitative communication conditions
(questioning, listening, understanding,
etc.), ethics, and the receipt of the infor-
mation exchange and the principles of
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Figure 5 Engineering Decision-Making
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consistency, emotional control and their
manipulation principles. But such prin-
ciples, as “not to destroy the negotiator,
to provide money from a different angle,
bluffing”, are mentioned much less fre-
quently.

Game Theory

One of the best-known applications of
game theory to negotiations is the Prison-
er’s Dilemma game (Figure 4). M. Dresh-
eris and M. Flood made such experiments
in the RAND Coorporation. R. Howard
also independently conducted with the
prisoner’s dilemma.

The game represents following situa-
tion”: two prisoners facing prosecution
for a crime. Each of them has to choose
between two actions: to admit or not. If
no one admits, in other words they co-
operate with one another, each prisoner
receives a two-year prison sentence. On
the other hand, if both prisoners chose
provide evidence against each other, both
would receive a four-year prison sentence.
The prisoners know that if one of them
gives evidence against the other, the one

who gives evidence would not stay in jail.
In prison will stay who refused to hand
over a partner? He will get 5 years in pris-
on. Each player does not know what the
other is going to do. PD game shows, that
a rational player will place a partner every
time, because he understands that choos-
ing the denunciations he will be more suc-
cessful in the game, no matter what his
opponent will do.

Negotiators face a similar challenge,
because they do not have all information
about intentions of another part. Nego-
tiation scenario shows that cooperation
is unlikely, because each country has an
incentive to denounce in order to increase
their own benefits. However, this result is
a semi-optimal, because the players would
be disabled if both of them will cooperate.

In real life, cooperation occurs.

Decision-making

Regardless of whether the negotiations
are taking place within the company or
with external parties, they reflect the in-
terdependent decision-making processes
in which two or more parties can win
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by cooperation'?. The impact assessment
takes into account the case and reasonable
decisions. Also takes into account the per-
ception of the negotiators themselves the
concepts and actions. For example, bluff,
or manipulation of the term can mean
different things to different people, and
can depend on the negotiating environ-
ment?. Decision-making in negotiations
can be considered at strategic or tactical
levels'? (Figure 5).

On the left side Figure 5 there are
main factors to be applied in choosing the
right solution for a given problem. In de-
cision modeling, any alternative solution
must be evaluated taking into account
environmental, economic and financial,
political and social opportunities. Meth-
ods relying on a systematic approach and
the results of research may facilitate the
decision-making process'?. It should be
noted that when there is a move from
the tactical level to the strategic decision-
making level, the problem is changing
from a very structured and quantitative
towards unstructured and qualitative.
Hence, the problem has a bit simple well
as complex system element. Because of
these and other factors should be selected
appropriate set of tools of the system, in
order to examine all relevant aspects'?.

Golenur"

writes that before starting the

negotiation process, representatives must

decide which options they would have,
when moving towards the agreement.

The main decision-making stages of
the negotiations:

a) Analysis of the needs. Negotiator in
the first stage is required to identify the
other side needs, goals. This may also
have an impact on creating the need for
other side.

b) Analysis of alternatives. The negotia-
tor would clarify selection criteria of
the other side. Also, the negotiator may
influence additionally by offering more
favorable extra proposals (unfavorable

for competitors). Also, the following
criteria should be justified, what is the
suitability of the negotiator’s proposal.

o) Doubt stage. The negotiator seeing
the other side of the negotiations, who
don’t make decision, must not to leave
the other side in peace (allow him to
think). Since the other side has doubts
- it does need an advice. Therefore, the
negotiator should be able to dispel the
doubts, because other stakeholders (e.g.
competitors or incompetent entities),
can further to increase the doubts and
disrupt the negotiations. Also, do not
overdo it by pressing. In order to dispel
the doubts of the other side it is nec-
essary to identify the key uncertainties
and their causes. Knowing the reasons
for doubts is better to provide the argu-
ments, which will dispel the doubts.

d) Co-operative stage. This stage is fo-
cused on long-term relationships. Fol-
lowing the transaction the negotiator
should be looking to the results, and
post-negotiation situation will meet the
other side of the negotiation. Because
frequently may arise questions or opin-
ions which can explain only the nego-
tiator who made the deal, and, as in
other cases responses to them can pro-
vide the others. Therefore, the best ne-
gotiator can be this one, who can solve
all dissatisfactions. Further cooperation
can become effective or not. It depends
on whether the transaction is in line
with the expectations of another side
of the negotiation. These expectations
may be formed both by another side of
the negotiation and negotiator itself.
Therefore, the negotiator must respon-
sibly develop expectations of the other
side of the negotiations, as it may get
less than expected. Further attention to
the other side of the negotiations, when
the transaction was finished, for negoti-
ator has only a positive value. The focus
on other side dispels the possible nega-
tive aspects, as after the transaction has
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been concluded he is still offering the
help, so the other side of the negotia-
tions can positively evaluate such signs
of attention. All of this can serve down-
stream in cooperation.

e) The situation changes stage. Here occur
new needs and goals, and the decision-
making cycle begins again.

Important decision-making processes
require considerable time and intellec-
tual input. In order to accelerate these
processes and make them economically
more effective, various decision support
systems are being developed. There are a
few support systems in distance negotia-
tion, which use technologies to facilitate
the negotiating process.

Conclusions

1. Negotiation strategies may be as-
sociated with the negotiation structures.
On the structure of negotiating depends
what negotiating strategy will be pre-
pared. In the paper are presented the ty-
pology and negotiating models. Structure
of negotiations in organizations and be-
tween them are very similar to the organi-
zation’s management theories, of course,
the two negotiating parties may have
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