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Discuss the extent to which English for International Negotiations: A cross-cultural case

study approach by D. Rodgers (1997; Cambridge: CUP) utilizes research findings with

specific reference to its presentation of negotiation skills.  In what ways would it have

benefited from being (even) more firmly based on research?
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1.  INTRODUCTION

Whilst there has been much research into the importance of teaching negotiating skills in

Business English (BE) there appears to be widespread disillusionment with available

materials.  General consensus indicates that these materials do not accurately reflect what

occurs in authentic negotiating situations (Williams, M. 1988; Charles & Charles 1999;

Rogerson-Revell 1999: 65; De Beaugrand 2000: 334).

Research indicates the need to look to authentic materials (Williams, M. 1988: 53; Dow

1999: 97; De Beaugrande 2000: 349), which will encourage awareness raising and skills

development  in the teaching of negotiation strategies (Rogerson-Revell 1999: 65-66), as

opposed to ‘intuition led’ materials (Gimenez 2001: 187-188; Williams, M. 1988: 53).

Furthermore, as Gimenez (2001: 169) points out, much research in the field has

concentrated on Native Speakers (NSs) interacting with Non-Native Speakers (NNSs)

when in reality Business English is taking place more and more frequently between NNSs.

Dow (1999: 97) suggests that to improve materials used to teach negotiation it is necessary

to demonstrate to students how complex negotiation is.  Doing this could involve the

incorporation of materials originally intended for professionals (Baten & Ingels 1998:

239), or NSs, as in Mulholland’s The Language of Negotiation, instead of encouraging

students to learn business language ‘formulas’ (De Beaugrande 2000: 335).

As Mulholland (1991: xi) says:

‘[C]ompetence in negotiation cannot be achieved by following a list of rules or using any one

particular set of tactics, but rather it comes about when people acquire a sensitivity to the factors in

language that affect negotiation, when they develop a personal repertoire of skills based on this

sensitivity, and can adapt those skills in a flexible manner to suit the needs of a particular

negotiation.’

The question is: to what extent can a given textbook use research findings to teach these

skills?

In this essay I will be examining English for International Negotiations: A cross-cultural

case study approach by D. Rodgers (1997) with regard to this question.  After a brief

summary of reasons for choosing this textbook an examination of negotiation research in

BE and its reflection, or lack of, in English for International Negotiations will commence.
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1.1  THE TEXTBOOK: English for International Negotiations: A cross-cultural case

study approach by D. Rodgers (1997)

My reasons for having chosen this textbook are fivefold.  Firstly, when looking through the

contents pages it becomes clear that the author recognises that negotiation is a process, not

an event.  Secondly, the choice of a case study approach is interesting: its appropriacy for

business degree classes and Advanced-Intermediate students becomes apparent.  Such

students will find the cases credible representations of the business environment within

which they aspire to work.

Thirdly, a variety of negotiation situations are promised, which Dow (1999: 97), and Ellis

& Johnson (1994; 126), pinpoint as being an important factor.  My fourth reason for

choosing this textbook, the emphasis on active student participation, is likewise considered

important by those cited above.  Finally, the list of business skills English for International

Negotiations purports to cover is extensive (p xiv).

2.  IS RESEARCH REFLECTED IN THIS TEXTBOOK?

There now follows an examination of features deemed important in the teaching of

negotiation by BE research.  I shall first be discussing those areas which I do feel to have

been reflected in English for International Negotiations, before turning to those which I do

not feel to have been reflected.  As the subject of authentic materials has already been

briefly touched on above, and due to the limited scope of this work, it will not be further

examined below.

2.1  RESEARCH THAT IS REFLECTED IN English for International Negotiations

Those aspects of negotiation, which will be discussed below, are: the four-stage process of

negotiation; movement between topics; and the importance of culture and cross-cultural

negotiations.

2.1.1 THE FOUR-STAGE PROCESS OF NEGOTIATION

Graham (1983) outlines the four-stage process of negotiation thus:

1. Non-task sounding

2. Task-related exchange of information

3. Persuasion

4. Concessions and agreement
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Whilst it is acknowledged that there are four identifiable elements to the negotiation

process, it is recognised that each phase will vary in length according to the context

(Charles & Charles 1999: 73).  BE courses in general have, as Graham (1983) points out,

concentrated on the fourth stage, whilst research has argued that the second stage is more

significant (Charles & Charles 1999: 74).  An examination of research on each stage of the

process, and its reflection in the textbook, follows.

2.1.1.1  NON-TASK SOUNDING

This stage includes activities, such as socialising and relationship-building, which whilst

taking place outside of the negotiation proper (Graham 1983), have been identified in

research as being of great importance.  Research into this phase clearly distinguishes

between old negotiation partners where relationships have already been forged, and new

negotiation partners where relationship building is paramount (Mulholland 1991: 45;

Victor 1992: 167; Charles 1996: 24; Dudley-Evans & St. John 1998: 61).

English for International Negotiations focuses on cases concerning new negotiation

partners and reflects research on this feature with its emphasis on establishing common

goals and interests, often taking advantage of more informal moments in the negotiation

process to do so (English for International Negotiations: 3; 12; 14; Cases: 2; 7; 9).  Small

talk is recognised by various writers as being significant, especially during this, the first

phase, (Mulholland 1991: 64; Victor 1992: 166-7; Ellis & Johnson 1994: 8; Dow 1999:

98), and this emphasis, as demonstrated below, is reflected in English for International

Negotiations.

Under the title ‘Do Not Underestimate the Importance of Socializing and Protocol’

included in Chapter 1, the positive effects of finding common interests whilst getting to

know your negotiation counterparts are stressed.  Taking advantage of initial contacts to

socialise, including breaks in the negotiation process to do so, as well as ‘fishing’: gleaning

information not necessarily explicitly expressed, but which may be useful once back in the

negotiating room (English for International Negotiations: 8); are all encouraged.
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2.1.1.2 TASK-RELATED EXCHANGE OF INFORMATION

Here the negotiating parties state their requirements, and their position as regards the

negotiation (Graham 1983). Dow (1999: 98) has called for further stress on the importance

of agendas so that students learn to plan in advance of negotiating both what they wish to

achieve, and strategies to achieve it.  This research is reflected in English for International

Negotiations in the pre-role play presentation of each case as students are directed to

Appendices 3 and 4: Negotiations Worksheet, and Position Presentation Worksheet

respectively, which encourage them to formulate their positions and strategies.  This shows

an awareness of the need for students to ‘…develop their own strategies…’ (Niemeier

1998: 9); vital according to research if they are to be able to adapt to different negotiation

contexts.

Additionally, in Case 1, students are instructed in ‘Strategy’ to:

‘[D]etermine your opening position and the mood you hope to create…Determine what issues you

want to negotiate first.  This will help to set the tone.’

This idea of tone is also referred to in Case 9, and again in Appendix 5: students are

encouraged to fine tune their ability to create the atmosphere for negotiation that they

require.  Further to this, in Case 2, language for ‘Opening statements, opening the

negotiations’ is presented.

Developing an awareness and understanding of their counterparts’ position (English for

International Negotiations: 2; Case 9; Appendix 5) is fundamental with reference to

recognising and using the balance of power (Charles 1996: 22; Dudley-Evans & St. John

1998: 61).  Dudley-Evans & St. John (1998: 62) define the situation as follows:

‘The relative power of each party is related to who needs who most or who can hurt the other most.

Where each side has relatively equal power, there is likely to be give and take.  Where power is

unequal, the party with most power will generally dictate the outcome.’

The need for student awareness of this aspect is recognised in ‘Be Prepared’ (English for

International Negotiations: 6) and Cases 1, and 8.

2.1.1.3  PERSUASION

In this phase each negotiating team attempts to persuade the other to change their position

to something closer to their own (Graham 1983).  Research seems to skim over this phase,

as does English for International Negotiations.
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2.1.1.4  CONCESSION AND AGREEMENT

Research into this, the bargaining phase of the negotiation process (Graham 1983),

indicates two main negotiating strategies: competitive, and co-operative.  Whilst the

competitive, or combative mode of negotiation, with its short-term focus on a ‘win-lose’

philosophy, is popular in BE materials (Charles & Charles: 1999: 73) due to its being

relatively easy to teach, it is the co-operative, or collaborative mode, with its emphasis on a

‘win-win’, ‘problem-solving’ approach that research into negotiation finds predominant

(Charles & Charles 1999: 72-73; Rogerson-Revell 1999: 61).  A key feature of co-

operative negotiation is the focus on a mutually beneficial solution for all concerned

(Charles 1996: 28; Niemeier 1998: 8; Charles & Charles: 1999: 73).

This is reflected in English for International Negotiations which encourages students to

perceive negotiation counterparts as partners and allies (English for International

Negotiations: 1; 4; 5; 16; 17; Cases: 1; 4).  Emphasis is given to language for ‘Showing

willingness to cooperate’ and ‘Softening confrontational statements’  (English for

International Negotiations: Appendix 5).

Research indicates that Graham’s (1983) four stages of negotiation are often not clearly

divisible: elements of the fourth stage, the bargaining stage, often have a background

presence throughout the entire process (Charles 1996: 26; Charles & Charles 1999: 74).

Negotiators need to be aware of this and be prepared to adopt strategies seeking alternative

solutions, thus avoiding deadlock, as and when required.

Research regards resolving differences as a joint endeavour (Charles 1996: 32; Williams,

A. 1998: 86) and English for International Negotiations reflects this.  Chapter 1 explicitly

tells students that establishing a strong relationship with their negotiating counterparts is

paramount not least because one day a strong channel of communication will be needed to

solve problems together (English for International Negotiations: 3).  The BE teacher is

expected to help students to prepare for such eventualities (Dudley-Evans & St. John 1998:

70), and in English for International Negotiations, in Case 9, and Appendix 5, language

suitable for ‘Avoiding Locked-in Positions by Exploring Alternatives’, and exercises for

‘Focusing on difficulties’, are offered respectively.



6

English for International Negotiations offers a lot of bargaining practice, such as proposals

and counterproposals (Cases: 5; 6; 8; Appendix 5), and making concessions (Chapter 1;

Case 1), and yet it does not lose sight of the fact that the outcome of the negotiation may

take place at a different time to the other three stages (Charles & Charles 1999: 74).  This

is apparent in Cases 1, and 6, which clearly demonstrate the convoluted nature of

negotiation, and Case 10: ‘An Open-Ended Case’.

2.1.2  TOPIC CHANGES

Research has clearly stated that whilst business professionals are adept at changing topics

in negotiation (Mulholland 1991: 46), students lack this facility (Dow 1999: 85; 87).  In

Case 3 in English for International Negotiations this situation is addressed, albeit in a

minor way, in the section entitled ‘Openings of Meetings, Summing Up, and Clarifying’.

Research has shown that topic change can benefit from being examined with reference to

time (Gimenez 2001: 176), and with an awareness of the importance of Review Summaries

(Williams, A. 1998: 86; Dow 1999: 90).  A brief explanation of these features and how

they are reflected in the textbook being examined follows.

2.1.2.1 MONOCHRONIC AND POLYCHRONIC TIME

Differing orientations towards time (Niemeier 1998: 4) can have a significant effect on

negotiations.  Gimenez (2001: 176) talks about the ‘monochronic-polychronic dimension’

with reference to a sequential or linear negotiating style, and a circular negotiating style

respectively, important notions of which students of negotiation should be aware.

In Chapter 2 of English for International Negotiations, Monochronic and Polychronic time

are explained, and their implications concerning movement between topics in a negotiation

are outlined.  In Case 9 this awareness is put to the test and students accustomed to

Monochronic time are required to move more freely between topics even when previous

topics have not been resolved.

2.1.2.2  REVIEW SUMMARIES

Research shows that Review Summaries are regularly conducted by professionals

throughout negotiations to explicitly check what has been said and agreed (Williams, A.

1998: 86;  Dow 1999: 90).  In this way, even if negotiation counterparts are moving freely
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between topics you can misunderstandings can be avoided as what has been achieved up to

that point is clarified.

English for International Negotiations reflects this in Chapter 1 in ‘Periodically

Summarize Agreement As You Are Going Along’, and ‘Emphasize the Positive’.  In Cases

2, 3, and 9, and Appendix 5, strategies and language for summaries and clarifying positions

are given.

2.1.2  CULTURE

Research indicates that an awareness of the cultural baggage of those involved in the

negotiating process is crucial (Niemeier 1998: 1; Weiss 1998: 110).  In English for

International Negotiations the cross-cultural element of the negotiation process gains

predominance in Chapter 2 which culminates in an exercise intended to sensitise students

to cross-cultural differences, and in Case 9, a ‘Cross-cultural negotiation’.  This case

includes a written exercise based on student observations during role play of cross-cultural

negotiating styles.  Furthermore, the importance of researching the cultural background of

negotiation counterparts is emphasised at the start of each case.

Whilst it is made clear that cultural generalisations will not always hold true, their use

when dealing with different cultures in helping to avoid missed opportunities and

misunderstandings is stressed.  This follows Mulholland’s view that  ‘…a greater

awareness of the home culture’s practices can help a negotiator…’ (1991: 75).

The following factors of negotiation, changeable according to culture, will be considered

below: formality, protocol and respect; politeness; Direct and Indirect negotiation; and

signals.  Due to the scope of this work their examination will be brief.

2.1.3.1  FORMALITY, PROTOCOL, AND RESPECT

Formality, protocol, and respect are indicated in BE research to be important features of

the negotiating process.  ‘Establishing Credentials’ at the beginning of the negotiation

relationship, for example, has been shown by Gimenez (2001: 181) to be important.
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This is reflected in English for International Negotiations, in ‘Protocol’ which discusses

the importance of respect and protocol when establishing a relationship with negotiation

counterparts.  Also, in Case 1 it is stressed how student awareness of different cultural

expectations of formality helps to avoid misunderstandings, and in Case 2, the protocol of

‘Sitting Down at the Negotiating Table’ is emphasised.  By extension, ‘Face’, as defined

by Dudley-Evans & St. John (1998: 62) as:

‘…the negotiated public image, mutually granted to each other by participants in a communication

event’

could be said to be implicitly included in these cases.

2.1.3.2  POLITENESS

Whilst research suggests that politeness strategies in negotiations are important (Charles

1996: 24; Dow 1999: 96), it has been found:

‘…that the ritual interchanges generally found in negotiations…were not fully appreciated by

students, especially in…areas…such as politeness phenomena’ (Dow 1999: 84).

In fact, students were often less direct than professional negotiators (Williams, M. 1988:

52).  Yet despite this incongruity, the consensus appears to be that it is preferable for NNSs

to err on the side of over-politeness rather than be guilty of using direct forms

inappropriately (Williams, M. 1988: 52).

English for International Negotiations reflects such a view: in Case 2 polite introductions

and opening statements are given; in Case 4 ‘Using Polite, Diplomatic, and Strategic

Language’ appears; and in Case 7 ‘Social Skills…’ offers both ‘Polite’ and ‘More

informal’ versions.  Exercises generally adopt polite language, although there are instances

in which more direct language examples are given, but always clearly labelled.

2.1.3.3  DIRECT AND INDIRECT NEGOTIATION

Victor explains the difference between cultures which adopt  ‘the direct plan approach’

(1992: 165) and those which adopt ‘the indirect plan approach’ (1992: 166).  Those

cultures adopting the former, are very direct in negotiations, and, Victor warns, could

appear rude due to their stating explicitly what they need.  In contrast, negotiators adopting

‘the indirect plan approach’ (Victor 1992: 166), do not always express their position

explicitly, attach importance to ‘Face’, and are characterised by the time they deem

necessary for building negotiation relationships.



9

In its ‘Direct versus Indirect Communication’ section, English for International

Negotiations attempts to raise student awareness of this area and help potential negotiators

to recognise ways in which ignorance of these factors could lead to causing offence.

2.1.3.4  SIGNALS

Research suggests that students need a basic awareness of the importance of signals, such

as body language, and silence, for different cultures (Williams, A. 1988: 86; Dudley-Evans

& St. John 1998: 67; Rogerson-Revell 1999: 65; Niemeier 1998: 2).  In Chapter 1 of

English for International Negotiations, this is reflected in ‘Listen and Observe Actively’,

which looks at the importance of both verbal and non-verbal signals.

2.1.4  STRATEGIES AND AWARENESS

Strategies and awareness are constantly cited in research on negotiation as being important

(Williams, M. 1988: 53; Baten & Ingels 1998: 237; 245).  This is reflected throughout

English for International Negotiations.  The introductory chapters, the case studies

themselves, and the appendices all focus on encouraging students to build their own

strategies and develop their awareness of issues affecting the negotiating process.

2.2  RESEARCH THAT IS NOT REFLECTED

There are factors, such as tactical summaries, adjacency pairs, and preferred and

dispreferred responses, deemed important by research into negotiation, but that are not

apparent in English for International Negotiations.  These factors will be briefly

considered here.

2.2.1  TACTICAL SUMMARIES

Whilst students continue to use summaries for clarification (Charles & Charles 1999: 74;

Dow 1999: 90), it has been noted that businesspeople use what Charles & Charles (1999:

74) refer to as ‘tactical summaries’.  They define them as ‘unpredictable’ summaries via

which the skilful negotiator manoeuvres and out-manoeuvres negotiation counterparts to

give his/her own ‘gloss’ to what has been said (Charles & Charles 1999: 77-78).  As a

result, even in co-operative negotiations one team will have more advantages than the other

(Charles & Charles 1999: 75; 79).  Charles & Charles (1999: 76) state that:

‘Seeing what and when to summarise…someone else’s words in this tactical manner is a question of

sweet timing (and, we think, training).’
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Yet English for International Negotiations does not mention tactical summaries.  The

reason for this is that this textbook was published two years before Charles & Charles

published their research.  However, speaking hypothetically, the textbook would have

benefited from the inclusion of material concerning tactical summaries as is outlined

below.

The language used in tactical summaries is not complex, as pointed out by Charles &

Charles (1999: 82); it is more a matter of listening carefully, and seizing the moment.

Whilst students could not be expected to become proficient within the space of a few

classes, Charles & Charles (1999: 80; 81) claim that pre-experience students, as well as

business professionals would benefit from an awareness of tactical summaries, being

encouraged to use them, and to plan for possible attacks and threats by developing

strategies enabling them to respond quickly and effectively.

Charles & Charles (1999: 81) suggest using material from research with examples of

tactical summaries and having students examine them to see what they achieve at the

particular point where they were used.  They also suggest a role play situation with half of

the group negotiating and attempting to incorporate tactical summaries, and the other half

of the group observing and identifying the different stages of the negotiation to see when

tactical summaries are used, and when they could have been used (Charles & Charles

1999: 81-82).  As Gimenez points out, role play is about making students aware not only of

their own negotiating strategies, but of those of others too (2001: 187).  Alternatively,

video could be employed allowing students to reflect on their own performances and

decide where they manoeuvred well, or were out-manoeuvred.

2.2.2  ADJACENCY PAIRS

English for International Negotiations does not use adjacency pairs to help students with

their negotiating skills despite the fact that in research they have been shown repeatedly to

form important facets of the negotiation process.  Mulholland (1991: 47) explains the

concept thus:

‘…for each pair there is a requirement that the first part belongs to the class of acceptable initial

moves, and that the second part relates to the first part in a socially acceptable way.  The first part,

therefore, restricts the options of the second speaker to the set of appropriate second parts.’
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In other words, for every opener, there is a reply, which represents the easiest way to

respond; the use of the first half leads to the expectation of the second half, as in question

and answer, for example (Mulholland 1991: 49).

Dow describes how business experts use adjacency pairs ‘echoing’ their counterparts,

whilst students fail to take advantage of this element of ‘Tact and tactics’ in negotiation

(1999: 87; 91).  In the case of English for International Negotiations this is because despite

openers being supplied in exercises on polite and diplomatic language, nothing is done to

raise student awareness of the fact that these form half of an adjacency pair.  The textbook

would have benefited from Dow’s suggestion, had it been made two years earlier, of using

information gap exercises and drills to encourage students to use these ‘formulaic

responses’ (1999: 98).

2.2.3  PREFERRED AND DISPREFERRED RESPONSES

A preferred response is given when you respond as the speaker expects you to, in

agreement or support of them, whilst a dispreferred response is when the expected

response is not given (Mulholland 1991: 48).  In negotiation this distinction can be very

complex, and difficult to achieve, but research has shown that business professionals

generally do everything in their power to avoid a dispreferred response, whilst students,

unaware of the offence they are causing, make ‘mistakes’ and find themselves in situations

created by misunderstanding (Dow 1999: 92).

English for International Negotiations does not mention this concept despite extensive

notes and exercises on politeness.  The textbook would have been improved by including

exercises, and drills so that students could practise not only preferred responses, but also

ways in which to signal dispreferred responses, by the use of hesitation, explanation and

apology and other softeners (Mulholland 1991: 48-49).
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3. CONCLUSION

This paper has examined English for International Negotiations to determine the extent to

which it reflects research and ways in which it could have benefited from being even more

firmly based on research.  It has been shown that this textbook, in its presentation of

material connected to the four stages of negotiation, topic changes, and culture, has

benefited from an awareness of research into these key areas.

English for International Negotiations performs well in its use of authentic-style material

in the form of case studies, in its focus on strategies, and in the way in which it gives

attention to cross-cultural awareness raising.  It is a prime example of how ‘cross-

fertilisation from management and business studies’ (Dow 1999: 99), has given materials

writers an insight into other fields and helped to improve materials available for teaching

negotiation.

Whilst negotiation will never be easy to teach or learn, this textbook firmly underlines the

importance of possessing not only language skills, but business skills as well, raising

student awareness of business tactics in the process of negotiation, encouraging them to

think not only about their own strategies, but those of their counterparts as well.  It also

allows them the opportunity to try out these skills.

Obviously, English for International Negotiations could have benefited from being even

more firmly based on research by including material on tactical summaries, adjacency

pairs, and preferred and dispreferred responses, yet this should not detract from the fact

that it is a good example of a textbook which reflects areas which research has highlighted

as important in this field.
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