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Abstract

In the dynamic landscape of negotiations, the ability to maneuver
strategically is essential for achieving advantageous outcomes. This
research investigates into the complexities of negotiation tactics,
exploring how individuals and entities can effectively navigate through
complex dialogues. By examining key principles such as observation,
flexibility, and cultural awareness, the study highlights the importance
of integrative negotiation approaches. Emphasizing a holistic view, it
discusses the significance of identifying granular issues, overcoming
barriers in multi-party and cross-cultural contexts, and the role of
effective interpersonal communication. Additionally, the research
underscores the impact of health and mindfulness on negotiation
performance. Through comprehensive analysis, the study provides
valuable insights for practitioners seeking to enhance their negotiation
skills in diverse scenarios.
Keywords: Maneuvering; Negotiations; Dialogues; Cultural
Awareness.

INTRODUCTION
Negotiating is a universal interpersonal and organizational activity occurring

in almost all areas of people’s lives and careers that are used when people attempt to
reach agreements and solve disputes. The subjects of negotiating, does not only
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include the basics; rather it includes advanced strategies which are used in solving
diverse, international and multiple haggling systems. It is in regard to these advanced
aspects that this article seeks to advance information on the tactical positioning that is
always necessary to create favorable negotiation grounds. As there is not any anomaly
in saying that the innovation and marked progress being witnessed in our today's
fast-paced and highly globalized globe are collectively the sophisticated products of
smooth communication led successful negotiations over the course of recorded history
of mankind, as shared, mutually acknowledged and negotiated ideas between entities
are what led to the unprecedented discoveries and innovations, and resolved the
conflicts of interest between empires.

If had been left unsettled, the dichotomies, especially that exist when there are
interests involved of various parties with different cultural and environmental
backgrounds, would have absolutely impeded the growth of the whole world. But on a
robust positive note, negotiations are actually what have been driving the peaceful
coexistence of dichotomies in the public spheres (Ron, 2009). As far as to peruse and
explore, although the term 'negotiation' may sound novice to some people, it's

primarily the approach that they actually practice in their daily lives, particularly in
today's hyper and diversified world where the variety of cultures influence each other
like never before, thereby fostering disparities to unprecedented levels. It also
intensifies the need to have integrative and multi-party negotiations with positive
spirit. The authors of the famed book, Getting to Yes, define negotiating as a “back-
and-forth communication designed to reach an agreement when you and the other side
have some interests that are shared and others that are opposed (Shonk, 2021).
Considering the context and meaning of negotiations, we can conveniently opine that
negotiations are not only the fundamental preliminary part in determining the
maintenance of healthy personal and professional relationships, rather the morphology
of negotiations itself is genetically entrenched in every individual, as it fosters the
coveted culmination of an individual's and nation's interests.

FUNDAMENTALS OF NEGOTIATIONS
The basic skills of negotiating form the foundation through which the complex

strategies, which are described later, are based on. These include such practices as the
recognition of the stakeholders’ self-interest, information sharing, and negotiating
skills as well as reconciling for the common good. These are some of the basic
negotiations that people must master before they can attempt more complex ones.
Even though everyday communication also comes under the domain of negotiations,
but the intricacies of the world of negotiations are not so even to be understood with a
surface level apprehension, particularly when the parties engaging in negotiations
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happen to come from different corporations, regions and cultures, and have defined

and distinct prefatory approaches, ideologies and interests standing in disparity with
each other (Fisher & Ury, 1981).

In line with our understanding regarding negotiations revolving around the
phenomena of persuading others in line with our interests, the intriguing fact that 1
have had observed my whole life, and was concurred with those observation in class, is
that its neither irresistible, nor strange to witness the traps, exploitation of cognitive
biases ranging from cultural and religious believes to professional relationships and
credentials and being pushed into conceding the other's perspectives and interests
through the various sorts of blackmailing such as emotional triggers, personal attacks,
family and career threats, etc (Lindgren, 1984). But on the bright side, there is also a
whole universe for me to learn from my past experience of negotiations and classroom,
containing the methodologies and strategies to pursue healthy, balanced and smooth
negotiations, and pitching an antidote to the undesired situations during
negotiations.

SOPHISTICATION OF INTEGRATIVE NEGOTIATIONS
Integrative negotiations seek to produce solutions, where all parties get to

have something that they value. This style is in contrast to distributive negotiations
that involve a “win-lose” situation since one party is bound to benefit at the expense of
the other. Multi-party, cross-cultural and integrative negotiations, although appear to

be simplistic phenomena, are rather highly sophisticated activities to be engaged in
according to my understanding and experience. As it's also taught in the business
classes, the initiation of prefatory preparation of negotiations (such as critical analysis
with PESTEL, ZOPA, BATNA, ZOPA and multidimensional strategies along-with
preliminary meditation and breathing exercises to maintain composure during the
negotiations), delineate that integrative, cross-cultural and multi-party negotiations
are highly complex. It's because there are more than one issue to be resolved
concurrently with many parties having their particular give-and-take frameworks in
correspondence with their own biases, pragmatics and perspectives about a particular
stance that may be of no importance apparently, but are of highly cruciality for other
negotiators. In such negotiations, we try maximally to be focused, streamlined and
candid in the contemplation to not get burdened by the number of issues, the variety
of opinions and intensity of biases.Observation, hyperactiveness and mapping of
analogies in cross-cultural and multi-party negotiations:

In cross cultural and multi-party negotiations, this attribute becomes very
important since there is need to keenly assess the cultural patters in business. In this
case, hyperactiveness may be understood as over exposure to such details and,
therefore, high sensitivity to these signals (Brett, 2013). Mapping analogies entails the

search for similarities in various cultural methods in an endeavor to discover shared
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areas as well as solve problems (Lewicki, Saunders, Barry, 2015).

I'm of the view that a negotiator must be a very sharp observer of the
situation and be apt enough to have a flexible and broader view, primarily in cross-
cultural negotiations. It is because there are often instances when a person seems to be
in difficulty in apprehending the other's perspective as there exists the barrier of
understanding pertinent to pragmatics of what's being said given the communication
is misinterpreted due to pre-existing assigned meanings of words/sentences and
cognitive biases. The rigidness, in turn, pushes the negotiation into stagnation where
possibility for breakthrough fades. Additionally, hyperactiveness and mindfulness are
also prerequisites to have successful negotiations, especially when there's a multi-
party negotiation. I derive the energy to reiterate this fact from my own personal
experience when I had to encounter a multi-party business deal. Although I was well-
prepared beforehand to have negotiations, I was a little bewildered during the
negotiations as it was getting hard to balance and make correspondence of different
views coming from the different parties partaking in negotiations. Same cases have
also been shared by my fellows. Therefore, I assume that balancing and mapping the

analogies of different scenarios and perspectives in the negotiations are must to learn
for new learners.

PRECISELY IDENTIFY THE GRANULARITY AND COMMON ROOTS
OF ISSUES
Where there are nameable problems, there is also a need to know how it

manifests and what led to it. It is easier to notice the core problems and in solving
them comprehensively, due to its detailed division. It enables negotiators to go to
another level other than the apparent conflict and get an optimized resolution
(Thompson, 2015). The primary fundamental to have been taught and learnt in all
negotiation classes in order to proceed the successful and desired negotiations
requisites to precisely recognize the cluster of granularity of various issues and
calculate them with accuracy, in addition to distincting/separating the issues from
people (other negotiators), while complimenting, apprenticing fellow negotiators and
going smooth in the meeting room, all by looking at the image (consisting in cluster of
issues) collectively with the 360 degree view and separating them into smaller parts at
the individual issue/discussion/information level, rather than rigidly confining to a
particular angle or issue. To the convenience of negotiators, all it demands is the
ample package of information covering all aspects of the negotiations ranging from
interests of involved parties to the relevant historical data thoroughly so that
negotiations may be carried in a peaceful and trustworthy environment, and this
mechanism is keenly maneuvered by the integrative negotiations.
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INTEGRATIVE NEGOTIATION AND ITS FLEXIBLE APPROACH
Similarly, integrative negotiation is dynamic which means that one should be

willing to change tack when new information that has an impact on the negotiations
is received. This means getting to be in a position to adapt to different situations and
this makes the negotiation process continuous and effective (Fisher, Ury & Patton,
2011). Although there exists a wide-range granularity pertinent to negotiations'
articulations and formats, one of the accentuated methods is to have integrative
negotiations, the ones that align with the interests of all parties engaged in
negotiations, and impetus value to their causes and interests. (Fisher et al., 1991). As

the harsh and hard arquments, fierce communication modes and ungrounded
statistics, often leading to physical fists and legal battles on the basis of a miniature
difference in point of view are witnessed in the usual negotiations such as distributive
negotiations when there's a only way out with win-lose situation as one party is
always bound to lose on the negotiations table, integrative negotiations provide route
for safe and sound communication by protecting the interests of all parties involved
through mobilizing various tools and resources, and pitching win-win situation for all
parties involved. In contrast to the distributive bargaining when the negotiators
coming from multi-parties fundamentally contain the rigid stance on the 'rights' and
'perceptions' that they consider to be true and absolute, rather than acknowledging
the other's point of concerns, interests and needs, integrative negotiation, in my view,
is all about the flexibility as the these are highly concentrated on the BATNA (best
alternative to a negotiated agreement incase negotiations get stagnant with
best/considerable and possible course of action), (Sebenius, 2017), WATNA (worst
alternative to a negotiated agreement leading to escalating conflict situation with
most undesired course of actions supposed to be taken), ZOPA (zone of possible
agreement where a deal is most likely to be culminated with positive bargaining
overtaking negative bargaining), (Shonk, 2022), etc in addition to focusing majorly on
the what-ifs and give-and-take strategies synchronizing with the lucrative chunk of
rewards/possessions/probabilities for all parties, and fair resolutions.

WHOLESOME AND BROADER PICTURE
The information to be gathered in integrative negotiation involves a broad

perspective of the negotiation context that includes all the factors and everyone
involved in the negotiation. It also assists in the proposal of ideas and opportunities
that might have been overlooked due to the concentration on problems singly (Raiffa,
Richardson, & Metcalfe, 2002).

The way, integrative negotiations are highly relevant in the cross-cultural,
multi-parties discussions with various issues at the table simultaneously, just
intrigued me while listening to the discussion on the book GETTING TO YES being
discussed in class. As the structure of integrative negotiations maps a broader view of
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the picture in which all the necessary and pertinent issues are numbered,
metaphorically, according to their importance and preference, and collectively all those
points of issue coming from all parties develop the whole weightage of negotiation
(Fisher et al., 1991). Following this approach, not only near-to-precision image of all
issues is categorized with the certain cultural, ethical, ethnical, political and financial
biases counted, rather the possible conflicts of interests that could have arisen on the
basis of miscommunications and misunderstandings are in better positions to be
emphatically considered by all the parties. In the view of our personal understanding,
it can be said in succinct sense about integrative negotiations that the numbers and
types of issues aren't confined to a particular limit, and can be potentially anything of
interest to any party for which others may bargain according to their capacities and

correspondences, while abandoning the rigidness on a particular stance and the
assumption of being right, thereby, having high potential to be proven effective in
cross-cultural and multi-parties negotiations, in particular.

COMPREHENDING BARRIERS DURING MULTI-PARTIES AND
CROSS-CULTURAL NEGOTIATIONS
It is important to note multiparty and cross cultural negotiations, language

barriers, cultural perception and other differences in negotiation styles are immense.
To eliminate these barriers, culture, time and good communication skills are essential
key ingredients (Adair, Taylor, & Tinsley, 2009).

What has given me a new perspective regarding negotiations during the post
coursework analysis of my negotiations skill is that we often become so indulged in
identifying the issues precisely to deciphering them with the backing of some crucial
tools and resources, as aforementioned, that we barely get to concentrate enough on
the communication's style/linguistics and psychological, cultural and social
background parts during the negotiations by relying heavily on the contained data
and statistics, while it's also needed to be unequivocally considered that the other
negotiators are also individuals just like us, and hold the probability to make mistakes,
or getting emotionally triggered or unstable. These sorts of glitches have been
precisely discussed in the classroom by perusing the book, Negotiating Rationally, in
which its authors, strongly emphasize on the fact that often the negotiations fail
miserably due to the mere issue of misunderstanding on the basis of
miscommunication due to some apparent cognitive and cultural disparities between
the negotiators. (Bazerman & Neale, 1992). Author delineates various nuances
between these factors/disparities, as he implies that everybody's destined to have
views/perspectives developed different from other for his/her DNA, upbringing and
education in a particular environment, specific ethnic sensitivities such as being
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sensitive to onme's tribal name, consideration of someone's eminence such as

Americans cheer their national hero George Washington, relevancy discrepancy
regarding a particular concept or word or accent, and other social and religious
beliefs, to name a few among many other metrics to denote the natural disparity
between individuals, stand absolutely different from other, even from his/her peers
and blood relatives as well.

APT INTERPERSONAL COMMUNICATION AND UNDERSTANDING
Interpersonal  communications become important especially in the

consolidation of trust between the negotiation parties. This is because several

activities such as active listening, empathy and clarity in the presentation of ideas
normally facilitate a better understanding and hence enhances effective collaboration
(Thompson, 2015). As on the basis of various sociological and cognitive factors, a
person's state of mind constantly keeps fluctuating between alpha, beta and gamma
waves of mind due to some mishaps, misinterpretations and uncalled emotional
triggers, that in turn, requlates his/her hormones, mood and perspectives/lens to
observe and comprehend the analogies and complexities. Thereby, we don't staunchly
feel, rather believe to highly recommend to give space to the other negotiators during
negotiations, as the rigidness from fellow negotiators isn't primarily as well as always
meant to keep insisting over his/her claim or stance according to pre-planned strategy,
rather their maybe other factors involved as well (Ron, 2009). Now that we have
refined perspective developed after considering aforementioned facts (as I do believe
them to be) that acknowledging the room or space for other parties' negotiators to have
different understanding is natural, thereby, it should direct me to be flexible in my
verbal and nonverbal communication as well by appreciating and soothing them as
following this approach promotes the trust level between negotiators, and reduce the
tensive, pressurized and fierce environment. Moreover, we had also developed other
relevant understandings that we believe should be shared with our colleagues that
taking into account differences between individuals to be natural, we may also
wrongly perceive other's actions/words to be aggqression provoking, delusional and
tactical. Although it's also parallelly true that if a trust fostering, candid, frank,
tolerant and relaxed environment isn't orchestrated, it may lead the involved
negotiators to indulge in the personal verbal attacks, abuses and tactics to undermine
and push others (Bazerman & Neale, 1992).

NEGOTIATIONS, HEALTH AND MINDFULNESS
Negotiators are endowed with certain physical and mental health and this

aspect affects their performance. This point was rather evident because stress, fatigue,
and lack of mindfulness may lead to poor judgment and decisions. The
implementation of the mindfulness practices can improve focus, decrease stress, and
affect the negotiation in the most positive way (Kuttner, 2021).
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Another angle to become better at negotiating that we got to learn in the
negotiations classes is that from preparing the relevant information and material for
negotiations to analyze BATNA, ZOPA, etc in order to calculate the problems, and
risks and rewards to contemplating ways to become empathetic, candid and a good
communicator with smooth and fluent voice and a smile on the face (to show active
engagement and relaxing posture) in the negotiations), negotiators, take into account
various factors, approaches and stratagem, but often don't give enough value to
stuff/steps like getting into apt shape physically, have healthy nutrition, prefatory
meditation and exercises. These steps must be considered, as these are what keeps our
mind active during the negotiations, and better equipped with active energy to keenly
understand others' perspectives, alignment with ours, and their tactics to persuade us
to align with their interests. (Perez-Yus, 2020). In addition, mobilizing such factors
also boost the stamina to keep calm and composed during tense negotiations.

CONCLUSION
Following integrative negotiations methodology where whole dynamics orbit

around the multiple issues of different intensities in distinct dimensions coming from
multi-parties simultaneously to be discussed on negotiations table, negotiators tend

very likely to resolve the disputes by harmonizing and sharing common values,
interests and causes with every party involved, and channeling and procuring their
particular interests as well. Considering the nature of integrative negotiations, they
fit in perfectly when the negotiations are meant to have nuances of different cultures,
customs, biases, professional, educational, career credentials etc with different issues
at table to be sorted out by showing flexibility, what-ifs and give-and-take
mechanisms. Moreover, we do contain a strong bias that by depersonalizing the issues
while also acknowledging other negotiators' space and position and looking at a bigger
picture along-with calculating every issue's weightage separately as well, better
understanding of issues from empathetic perspective is developed, trust fosters, and
negotiations further in a relaxed and peaceful environment. But beneath the surface at
the basal level, healthy activities and physique leading to better cognition of a
negotiator also play crucial roles, and better poises him/her to lead the negotiation and
contain wanted interests and results by equipping him/her with composed, serene,
active and analytical self in addition to helping avoid traps, pressures and aggressive
modes.To sum up strategic maneuvering in mnegotiations requires a deep
understanding of both essential philosophies and innovative integrative procedures.
By concentrating on observation, flexibility, cultural understanding, and
mindfulness, representatives can navigate complex scenarios more efficiently. This
research highlights the importance of a general approach, where attention to detail and

8



International Research Journal of Social Sciences and Humanities, Vol.:03, Issue: 02,July-Sep 2024
a broad viewpoint are composed to achieve ideal effects. Practitioners are encouraged

to continuously improve their negotiation skills, familiarize to changing contexts, and
arrange health and mindfulness to increase their intervention performance.

MThiS work s licensed under a Creative Commons Attribution 4.0

International License.
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