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Abstract

The purposes of the study on Business Negotiation are studying of the
meaning, significance, types, procedure, principles, techniques and problems of
business negotiation. Sources of the study are the concerning documents and the
business negotiation cases of business executives, which are included in this study.
as the examples. The information about business negotiation are gathered from the
questionnaires of 15 business executives in which each 3 business executives are
the samples of 5 business groups; hotel business, commercial bank business,
industrial business, retail business and direct sale business. .

Negotiation is art and science of using knowledge and attempt to solve
problems for best agreement on both negotiators. The purposes are to eliminatg
conflict and to obtain each side requirements for benefits that appreciate by both
sides. Negotiation are also the using of time to develop business relationship by aim
at both short term and long term benefits.

Negotiation has significance in point of both personal benefits and business

benefits. There are able to classify the negotiation into two main categories



depending on firstly, the beneficiary of the negotiators and secondly, the
characteristics of related business activities.

International business negotiation procedures and principles are brought
from the ideas of three professionals as follow; Dr.Ross R. Reck and Dr.Brian G. Long
method, Peter Flemming method and Harry A. Mills method. In conclusion, all ideas
are composed of 3 major steps that are preparation of business negotiation,
implementation of business negotiation and follow up of business negotiation. Each
steps are composed of the details of principles and techniques of business
negotiation.

In addition, the study also included the eastem styles of business negotiation;
which is international style. There are the Japénese style and Chinese style which are
more emphasized on long-term relationship between negotiators rather than shor't<
term benefits.

The problems of business negotiation are found at all steps of business
negotiation.

The situdy of business negotiation experience of business executives have
found that they used different business negotiation principles. In overali, the methods
and principles of business negotiation they used were coherent with international

principle only in some cases.



