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00 O O Business negotiations at the global level represent both opportu-nities and challenges to individuals and
organizations.In order todevelop these opportunitiest individuals and organizations need todevelop multiple
cultural perspectives and approaches to conductingbusiness] and learning to communicate with international
colleaguesas equals[] rather than from a superior-inferior stance.As business ne-gotiators,“they must forge a
transcultural vision that is not bound bynational definition. They must be able to clearly communicate thisvision to
others.They also need to have the necessary communicationskills to translate this vision into practice in the diverse
workplace"[d Ting-Toomey 19990 400 .In order to communicate effectively with peo-ple from other cultures

[ business negotiators need to learn the funda-mental concepts and skills of cross-cultural communication,and
theirinterrelation with communication strategies and language issues. So far,the study of business negotiations is
especially critical forat least four reasons at the micro level.Firstly,more and more compa-nies today,under the
market-economic situation,have their own salesand marketing departments.The staff who work in these
departmentsaccount for great entrants into the business line.As company nego-tiators(] they need to improve their
negotiation skills with the mostupdated knowledge and information about themselves and the nego-tiators from
other cultures within the rapidly changing society.Sec-ondly[] many universities in the world now have set up
businessschools or offered business-related majorst] whose graduates havebeen exposed to the knowledge of
modern management and commu-nication styles to some extent.
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