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BUSINESS ENGLISH LANGUAGE SKILLS FOR EFFECTIVE
NEGOTIATIONS

English is the language of business around the world. If you master it,
you can access international markets without any problem. This opens up
new business opportunities and professional growth.

Generally speaking, English proficiency is crucial for professional
growth. Even if you have your own business and want to expand interna-
tionally, it is important that you consider this language in your training
plans.

The language we use is a tool for communication and a vehicle for
business concepts. We are aware of the fact that our words have power.
Sometimes the wrong word can hinder progress in negotiations, and
sometimes a lack of effective communication can threaten an otherwise
healthy professional relationship.

We also know that language generally uses many metaphors and
symbols to communicate ideas or facts, which makes it difficult to sepa-
rate true meaning from false interpretation. In any case, it is our words
that initially determine the perception of a person about us or a product.
We have to be careful with our words and use the most appropriate lan-
guage in order to make the desired impression on a client or partner.

Effective and professional language skills are essential in both per-
sonal and professional settings. Speaking, writing, reading and listening
are all vital functions of language skills, and developing these skills in
your required business language is vital if you’re going to keep up with
the ever-growing international market.

A critical part of business English is having negotiation skills. Eng-
lish, as a universal official language and numerous enterprises’ negotia-
tion language, plays a vital role in international negotiations. And the use
of English language skills often determines the negotiations’ success.

Negotiations in international business today most often employ busi-
ness English as a common tool. How well you use that tool will determine
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your effectiveness, and thus your success at getting your message through
in international business.

Effective business negotiation skills utilize appropriate business vo-
cabulary that delivers simple, clear, polite and considerate expressions of
what is needed to reach an agreement that everyone can be happy with.
Effective negotiations in international business can often depend on your
business English language skills.

Mastering English in negotiations demonstrates a high level of pro-
fessionalism. In addition, it gives a positive image of the company and
generates trust in business partners.

Mastery of English in negotiations favors the ability to express ideas
with clarity, persuasion and solid argumentation. This, in turn, helps build
strong relationships with negotiators. On the other hand, fluency in Eng-
lish allows for greater understanding of the needs and expectations of the
parties involved.

By negotiating in English, language barriers are eliminated and clear
and effective communication is facilitated. This promotes smooth interac-
tion and improves the chances of reaching beneficial agreements.

Mastering the art of business negotiation can be a challenging task for
anyone. Using English for business negotiations requires that you not
only understand the basic principles of how to approach such interactions
but it’s also expected that you know specific business English vocabulary
and expressions that will be most useful for reaching an agreement.

There’s an art to language when it comes to business negotiations.
The words you use must strike a balance between showing respect to the
other party yet also being assertive in your expectations and needs. If you
aren’t courteous enough, you might lose their trust and confidence. If you
aren’t firm enough, you might be taken advantage of and lose out on a
good deal.

Preparation is the key to success in most ventures, and negotiating is
no different. Taking preparatory measures can enable you to find success
when brokering a deal in sales, calls or job interviews.

Before you negotiate, study the organizational culture of the company
you are negotiating with. This will help you understand the corporate en-
vironment and inform your ability to respond to their questions.

Before beginning the negotiation process, understand first what you
want to get out of the discussion. If you are negotiating a price, decide
what the lowest price is that you are willing to accept. From there, decide
the price that you want to “pitch”.
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You must document your objectives very clearly before entering the
negotiation so that your position is clear in your head. You should always
research whomever you will negotiate a business deals with. This re-
search should concentrate on the company’s market position, product or
service, financial position, and corporate culture.

Make a special effort to identify areas where you can offer value by
adding your proposals or suggestions of where you can add value to the
company. This will help you reach a “compromise” or an agreement.

When closing a deal after rounds of discussion, some agreeable terms
will likely have been set. You want to be sure you’ve covered the points
on your agenda before reaching your summary and conclusion.

Summarizing your goals and reaffirming what your counterpart wants
will help you come to an agreement.

YK 808.5:33
BikTopsis [Ipyanik, [lamina Cayan
(Pacmybmika benapych)
HaByxoBsI kipayHik [.A. CMansHKa, CT. BBIKJIQTUBIK
Benapycki a3sipkayHbI arpapHbl TIXHIYHBI YHIBEPCITAT

KPACAMOYCTBA V BI3BHECE

KpacamoyctBa (apaTapckae macrairBa) — raTa YMEHHE aBaIOMaIlb
yBaraii myOjiki 3 M3Tail BhI3HAYaHara Y3/I3esHHS Ha s€ Y MOMaHT
nmyOmiyaara maynenHsa. Jlabimma mocmexay y roTail cdepsl ma3Banse:
MichMEHHasl, HA3MyIaHas i cBabomHas manava iHdapmalieli, BalogaHHe
METO/BIKAl TMPBIISTHEHHS 1 YTpbIMaHHS yBari ayasitopsli. HaBykoyiibl
BBUIy4Yarollb JBa ThIbl KpacamMoOyCTBA: HaTypaJlbHae€ KpacaMoycTBa i
aparapckaec MacrtaurtBa. llepumae mnpasyngenua y YajaBeka Ipbl
3BbIYAMHBIX  KBINLEBBIX CITyalplsiXx, He marpadye CHeLbIsIbHAM
MaIPBIXTOVKI 1 TMIYHBIX HaBBIKAY. ApaTapckae macranrba HaObIBaella
nactynoBa. Jlabimma maicTapcTBa ¥ raTail crpaBe Ma3BaNSIONb YacThIS
MyOJIIYHBIS BBICTYIUICHHI, CIEUBIUIBHBISI METOABIKI 1 TIXHANOTII Ta
YymackaHalleHHI MayIIeHHS.

MHocTBa npadeciii Mae mpamyro CyBs3b 3 rajlacaBoi IIi TyTapKOBai
(hyHKIIBISA.

[la raTail nperyplHE BaNojAallh rojacaM i TyKaBbIM OOKaM pojHait
MOBBI JaCTaTKOBa BakHa, acalmiBa /aJsl JIIOA3EH, SIKiS Mpalymionb Y
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