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INTRODUCTION 

 

This paper is a systemic study in the field of remote negotiation, from multiple perspectives - 

technology, communication psychology, specific negotiation mechanism, how to choose the 

right technique depending on the negotiation needs or the technical limitations of the users. It 

addresses a modern perspective on negotiation research, by studying the cumulative effect of the 

influence of languages and the technological influence on communication, in the negotiation 

between business partners. 

The orientation of the research towards the communication relations in the business 

environment, and in particular the supply chains, starts from the need for direct applicability of 

its results in a dynamic business environment, in which the tendency of companies is to group 

themselves as supply chains, rather than staying in the competition paradigm - as autonomous 

entities. 

Placing the theme in the Romanian local context is conducive to obtaining research results 

that have an immediate practical applicability in the Romanian business environment or in the 

international business environment open to investments in Romania. In addition, research on the 

local business environment regarding the listed correlations can generate results of practical 

interest for the local and international business environment, including through professional 

training. 

Remote negotiation has become a concern of specialists with the exponential development of 

telecommunications over the last decades. In the present century, technology has made it 

possible to communicate between any two points on the globe, through wired 

telecommunications networks, optical fibre or radio waves, terrestrial or satellite networks. The 

conduct of business relations, diplomatic arrangements or political agreements can be made 

without regard to distance, time zone differences or even language differences. 

It can be seen that remote negotiation is an everyday fact. Gradually, much of the 

negotiations, from preliminary arrangements or recordings of the results, to actual negotiations, 

have moved from the area of face-to-face discussions to that of digital technology, taking 

advantage of the explosive development of computers, telephony and of smart applications. 

The development of information and telecommunications technology was quickly adopted by 

commercial companies, in support of their activity, including negotiation. Thanks to them, the 

methods of remote negotiation prove different from those face to face, and the challenge of 

systematic studies on the effects of technology on the negotiation is launched to the researchers 

and is maintained by the continuous technical progress, which also requires an adaptation of the 
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study topics. Accordingly, for the contemporary negotiator, a concern for understanding how 

remote negotiation partially or totally replaces classic face-to-face negotiation is warranted. The 

systemic approach to remote negotiation makes the transition from empirical adaptation of 

negotiation techniques specific to direct negotiation, face to face, to individualization of 

negotiation techniques adapted to the very varied contexts of remote negotiation. 

In-depth understanding of the mechanism of interaction between negotiators, both 

psychologically and technologically, helps negotiators use the tactical advantages that various 

forms of remote negotiation offer, but helps them overcome limitations and minimize the 

disadvantages of communicating through various types of technologies. Moreover, 

understanding the functioning of remote negotiation offers them the solutions to reach a more 

important result than winning a one-off negotiation - that of building a fair and long-term trust 

relationship, conducive to business relations. 

 

RESEARCH DIRECTIONS. ORIGINAL CONTRIBUTIONS 

TO THE STUDY OF RESEARCHED AREAS 

The field chosen for the research program enjoys a developing interest from the researchers 

regarding the remote negotiation or the intercultural negotiation. The analysis of the specialized 

literature has identified research opportunities in the study of the correlations between remote 

negotiation and the use of a foreign language in negotiation, all focused on the business field. 

The adopted research program aims to study remote negotiation using foreign languages by 

deepening four directions of research, through the qualitative and quantitative research and 

documentary methods: 

i) Study of conflicts that may arise in the course of business relations between the actors in 

the supply chain and how they can be resolved; 

ii) Studying the methods of remote negotiation, using a variety of techniques and 

communication media; 

iii) Study of current trends in negotiation using a foreign language; 

iv) Study of the cumulative effects of distance communication and the use of a foreign 

language on remote negotiation. 

For each of the research directions, thorough documentation was made in order to identify the 

general framework, and at the same time personal contributions were added: 

• Within the study of the sources of conflict in the supply chains (chapter 1.1.4.1), a 

systematization of the main sources of conflict was performed, using the fishbone diagram 
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method, which highlights the relationships of interdependence and causation, constituting in a 

basis for further research. In addition, a classification of the importance of the various causes of 

conflict was determined, from the perspective of the local professionals. 

• Within the documentary researches on the remote negotiation through the 

telecommunication techniques (chapter 2), a very detailed systematization of all the 

telecommunication techniques was realized, identifying the advantages and disadvantages that 

they offer in relation to the efficiency of the remote negotiation. Also, a synthesis was made 

from the applicative perspective of the language registers from the remote communication 

through different communication media. 

• The study of the tendencies in the field of negotiation in a foreign language has accentuated 

the tendency to concentrate the international communication towards the use of common 

languages. In this respect, an original methodology was built based on the concept of language 

vocation for international communication, by which one can objectively predict the future 

evolution of the international communication framework (chapter 3.3). 

• The research on the use of a foreign language in the negotiation and communication at a 

distance is the subject of a dedicated chapter (chapter 4), constituting the main core of applied 

research, which capitalizes on the research of the general framework documented in the previous 

chapters. Among the original contributions made in this section, a special place is an original 

method of analysing the change of perceptions and reactions, called "redshift analysis", used in 

research on the influences of using a foreign language in remote negotiation. 

Using this method, together with the statistical analysis, the applied research has 

demonstrated specific behavioural mechanisms of the Romanian negotiators who use a foreign 

language in the remote negotiations: 

• changing the perception of hostility of messages, the perception of satisfaction in negotiation 

and the negotiation options chosen, by moving from negative perceptions and reactions to 

positive perceptions and reactions, in the case of negotiations with messages in English; 

• the influence of the correct understanding of the meaning of some words in English, the 

situations of correct misunderstanding can lead to erroneous perceptions about the hostility of the 

messages received in a foreign language, and the reactions may become unjustifiably increased 

aggression; 

• existence of behavioural patterns in the formulation of preferences for communication 

channels and the language of negotiation. 

The documentary research and the findings of the applied research constitute a basis for 

further studies on the behaviours in remote negotiation in a foreign language, either by 
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deepening the studies applied to local negotiators, or by widening the study area by comparisons 

between other languages or cultural areas.  

 

SYNTHETIC PRESENTATION OF THE CHAPTERS 

OF THE DOCTORAL THESIS 

The paper is structured in 5 chapters, which approach in depth each direction of research, 

finally formulating conclusions that integrate these areas. 

Chapter 1, NEGOTIATION - MEANS FOR SOLVING BUSINESS CONFLICTS, is 

dedicated to the study of conflicts, and in particular of conflicts that may arise in the course of 

business relations between the actors in the supply chain, and includes the description of the 

ways to solve them, with focus on negotiation. 

In the paper, conflict is defined as a multidimensional phenomenon that arises when two or 

more parties believe that their interests are incompatible, expresses hostile attitudes and takes 

actions that affect the ability of the other parties to pursue their own interests. This definition of 

conflict is relevant for research because it takes into account the difference of interests, but 

considers the existing and manifest conflict when the parties explain their attitudes and take 

action accordingly. 

The defining parameters are needed to characterize the conflict. The paper summarizes the 

many approaches in literature. The conflict exists in a specific context, which influences it, but 

also has its own dynamics; the context of the conflict is defined by: profile, content, actors and 

causes; the dynamics of the conflict also has a static projection, in the intensity of the conflict. 

With the evolution of conflict research, the concern of specialists has shifted from detailing 

the stages or phases of conflicts to the study of cause-effect relationships. The identification of 

the sources of conflict is perceived as a starting point for conflict management and then to carry 

out appropriate interventions to produce functional results. 

The supply chain is characterized by two major flows that manifest in both directions of the 

chain: material flows and information flows. Between these bi-directional flows in the supply 

chain, the communicational flows, involving exchanges of operational or commercial 

information, are significant, and they are the subject of the study, from the perspective of remote 

communication through various communication media, as well as from the perspective of 

communication in a foreign language. These are the main vector of the development, but also of 

the resolution of the conflicts generated by the communication between the business partners 

linked through the supply chain. 
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There is a lot of research on conflicts in the supply chain, but few studies suggest a research 

into the causes of these conflicts. Within the documentary research, a synthesis of the specialized 

literature that studies or refers to the sources of conflicts in the supply chain has been made, 

based on them being made up a wide list of different causes of conflicts. Interactions between 

companies in a supply chain can be represented as a multi-layered structure. Interaction at each 

layer could generate specific conflicts. Therefore, the sources of the conflicts were classified into 

8 categories: commercial, financial, logistics, management, quality, relationship in the supply 

chain, interpersonal communication and the business environment. 

The main category of conflict sources, according to the cited literature, was the relationship in 

the supply chain, but also the commercial, financial, management and logistics categories were 

also important causes of conflict. In order to identify a hierarchy of the sources of conflict taken 

into consideration, within the exploratory research presented in chapter 4.2, a group of 51 local 

professionals was asked to express their opinions on the sources of dissatisfaction with the 

clients / suppliers. The research revealed that the main sources of dissatisfaction perceived are 

those in the categories Commercial (related to price, quantities, sales, orders) and Logistics 

(related to deliveries, stocks). According to the same research, the least common categories of 

dissatisfaction between suppliers and buyers are: Business relationship (related to trust level, 

communication, reputation, dependencies, etc.), Financial (related to payments, properties, profit 

objectives) and Interpersonal communication (related to personalities, communication between 

people). The conclusions of the research highlight the specific problem to the local actors of the 

supply chains, focused on daily operational aspects and less affected by the general business 

aspects or the interpersonal relations. 

The wide variety of conflicts and types of conflicts have devoted, over time, a wide spectrum 

of approaches to resolve them: The most known and used way of reaching a mutually agreed 

agreement is negotiation. Daily activity that goes beyond the borders of the business or 

diplomatic field, negotiation is an important form of social and economic interaction, defined by 

Leigh Thompson in a broad sense, as an interpersonal decision process, necessary whenever 

people cannot reach their goals. themselves. R. Fischer and W. Ury approach the negotiation 

from the premise that it is a mutual communication, created to reach an understanding when two 

people have some common interests and other different interests, the negotiation being used to 

settle the differences. The outcome of the negotiations is described as ruling on a more 

acceptable situation for each party than if an agreement had not been reached. 

Mediation is a method of resolving disputes, other than court or arbitration, in which the 

parties have the opportunity to jointly resolve a dispute, with the help of the mediator. Thus, 
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mediation becomes a negotiation of a conflict resolution, assisted by the mediator. Mediation 

becomes a process in which a third party, accepted by both parties to the dispute, intervenes in 

conflict to assist the parties to improve their relationship, enhance communication and use 

effective problem-solving procedures to finally reach an agreement, commonly accepted on the 

disputed issues.Mediation offers great flexibility in methods, deployment and identification of 

solutions. Its methodology was inspired by modern methods of conflict resolution in the social 

and business fields. The experience in the American and Western European business 

environment recommends it as a first alternative option in resolving a dispute in this area, if the 

negotiation did not deliver the expected results. 

Chapter 2, REMOTE NEGOTIATION - SPECIFIC FEATURES AND 

TELECOMMUNICATIONS TECHNIQUES,  is dedicated to the study of the methods of 

remote negotiation, using a variety of techniques and communication media. 

Remote negotiation is defined in the paper as negotiation in which at least one of the parties uses 

a remote communication technique in the course of communication. 

What has influenced the emergence of the concept of remote negotiation in recent times was 

precisely the exponential development of the last 100 years of telecommunication techniques, 

determining the emergence of specific negotiation methods and techniques associated with each 

communication environment. 

The specialists place the remote negotiations in the context of "negotiations with 

asymmetrical information", given the lack of bodily information in the communication, 

highlighting the differences between telephone negotiation and email negotiation given by the 

ability to personalize voice communication. Leigh Thompson, a specialist with authority in the 

field of negotiation, places the negotiation at a distance in the context of the “time-place” model. 

A hierarchy of the richness of language registers that are manifested, respectively received 

during a negotiation, puts the first there is the negotiation face to face, which makes the most 

use, both at the transmitter and at the receiver, of the symbolic palette of languages. The 

transmission of a message is therefore dependent on the medium or means of communication 

through which the communication is made. 

Remote negotiation through written communication can take advantage of very different 

telecommunication techniques, from classic mail to mobile telephony and the internet: by postal 

mail, by electronic mail (email), by online debate applications, by instant messaging (chat), by 

short messaging (SMS), by fax. Remote communication through written messages is in the 

category of communication in "different places, different times" in the time-place model 
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proposed by L. Thompson. In the negotiations through written messages, the negotiators 

communicate asynchronously, and therefore, tendencies that affect their ability to negotiate by 

email are favoured. 

An electronic message (email) is very similar to a letter, in the email the author writing what 

he wants to send to the recipient, but calling for a means of sending through the internet network. 

The difference between the letter and the digital message comes from the high speed at which 

the written message reaches the place where the recipient can read it. The reading of the message 

is not always instantaneous, because the receptor can open the message whenever he wants, and 

he can respond after an indefinable time, which generates the asynchronous character of the 

email communication. The email does not require special technical equipment. Its applicability 

for negotiation is wide, due to the low cost and the facilities for transmitting messages and 

documents. What needs to be managed is the synchronization of messages over time, according 

to the negotiation process. Under these conditions, the future of email as a medium of 

communication and negotiation tool is predictable. The research in the field brings out an 

absolute disadvantage of the negotiation by email: the fulfilment of a task is longer than in the 

case of direct interaction, In addition, the lack of visual contact between the negotiators, in the 

communication by email, favours the establishment of personal relationships.  

Online debates are known under various names: discussion forums, treaded discussions, 

discussion groups, etc. These are online applications designed to allow communication between 

a large number of participants in a discussion, via the internet. This type of management 

application of messages can be included in the category of communication in "different times, 

same place", from the time-place model proposed by L. Thompson. In this type of 

communication, negotiators interact asynchronously, but have access to the same documents. 

This type of negotiation generates asynchronous communication. The advantage of this type of 

telecommunication comes from the traceability and the easy intervention of an interlocutor, who 

can choose the desired subject or addressee. The disadvantage comes from the possible 

complication in cases where the number of messages on a topic increases, becoming difficult to 

track the history of a conversation. Its applicability for negotiation is limited, but it can be an 

alternative to email for complex negotiations, extended in time, through the possibility of 

communicating in a specially created framework for conducting online negotiation, in which at 

any moment all discussions will be easily found. carried out and in which the participants can 

intervene on the topics that concern their activity or the competences assigned through the 

negotiating roles. 
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The development of the internet of the last century has brought with it the multiple 

applications of real-time remote communications. Instant messaging, also known as the popular 

chat, consisting of real-time message exchanges over the internet, has been developed through 

multiple applications before email becomes a popular means of communication. Instant 

messaging applications allow the inclusion of images, documents, etc. in messages. The 

advantages of this type of telecommunication come from its two characteristics: it allows real-

time, almost synchronous communication; it is done through online applications, which are 

accessible in large parts of the globe to mobile users and terminals. The disadvantages are: the 

dependency of instant messaging on specific applications, with implications regarding the 

protection of personal data and information; the effect of the speed difference in writing, The 

applicability for instant messaging negotiation can be interesting insofar as all negotiators have a 

specific application and are familiar with its use. The ability to communicate quickly and less 

formally ensures higher efficiency communication than email. In the other cases, the technique 

becomes inefficient or unusable. A beneficial feature may be the use of instant messaging as a 

"secondary channel" during business contacts - to support informal discussions, with a role in 

strengthening interpersonal relationships between negotiators, useful in delaying negotiation, 

At present, SMS (Short Message Service), is an extremely simple means of communication, 

widely used, sometimes preferred by telephone call, but which has lost much popularity with the 

development of instant messaging applications such as WhatsApp. Its advantages come from the 

different character of voice telephony: short messages can also be archived, unlike telephone 

calls, and maintain accurate traceability. Another technological advantage that keeps an SMS 

advantage compared to instant messaging is the possibility of being used in poor quality 

conditions of the telephone signal; this makes it possible to communicate via SMS over larger 

areas than through instant messaging. Applications for remote negotiation of SMS are secondary. 

The SMS can be useful for organizing the negotiation, the rapid transmission of the short 

information needed during the negotiation process, to compensate for a failed phone call, etc. 

Fax (name from facsimile - printed copy of a document) is a technology for transmitting an 

image over the telephone networks. Faxing has long been the only opportunity to send copies of 

documents at a fast distance, at affordable costs. The development of the internet allowed the 

simple transmission of original documents or scanned by email, and the development of mobile 

telephony, on the other hand, to the detriment of the fixed telephony - the traditional technical 

support of the fax, had the effect of transforming the fax into a marginal technology. The use of 

fax remains marginal in remote negotiation, as an auxiliary technology, or for the transmission of 

documents in locations that do not have alternative means (email), or for official, generic 



15 

 

communications purposes, when the email address of the recipient of a message cannot be 

identified and / or want faster communication than by mail. 

Courier and postal services remain the only telecommunication mode dedicated to the 

physical transfer of objects. The use of the post as a means of distance communication 

undermines its character of asynchronous communication. The post remains the channel to be 

used in negotiation for: the procedural transmission of offers or other official documents, 

sometimes imposed by customs, procedures, etc., through recommended letters with 

acknowledgment of receipt; the transmission of different contracts between negotiators, the 

transmission of large parcels with documents the communication with entities that do not have or 

do not make public other means of contact. 

Remote negotiation by audio communication can be done through a narrower range of 

telecommunication techniques than written: communication by telephony, telephone or internet 

networks; communication via audio conferencing over internet networks. Articulated speech, 

distance voice communication loses from the elements of the face-to-face. Voice communication 

does not capture the expression of the face, does not capture the bodily presence, and this causes 

a more difficult understanding of emotions and subtle senses. However, the oral communication 

exploits a number of advantages, compared to the written one: the interlocutor's reactions can be 

observed; communication feedback is fast; highlights the interlocutor's skills, based also on other 

language registers. 

Telephony is the most durable of the modern remote communication technologies. Ease of 

use, accessibility, high availability and adaptability to the specific needs of a wide range of users 

have transformed the telephone and telephony, especially mobile telephony, from an industry 

into a social landmark. Often, this mode of negotiation is considered the preferred alternative to 

face-to-face negotiations. The advantages of telephony come from its simple and practical 

nature: it offers the possibility of real-time communication with low costs or accessible to almost 

everyone. The disadvantages of telephone communication also come from its synchronous 

nature: communication can only take place if the callers are willing and available to wear it at the 

same time. The unavailability of one makes communication impossible at the desired time, and 

the message can be lost. The main features of telephone negotiation are ambivalent, which can 

be turned into an advantage if the negotiation is properly prepared and conducted, or at a 

disadvantage, if they are not fructified: by telephone it is easier to say no, compared to a face-to-

face meeting; negotiation by telephone overtime faster than a direct one; the competitiveness of 

the negotiation by telephone is high, bearing favourable environments for win-lose behaviour; 

the risks are greater, there is a greater chance for the appearance of a winner and a loser. 
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Audio conferencing is an online alternative to telephony, similar to a communication 

mechanism, but benefiting from the internet interconnection facilities. Special audio-streaming 

applications allow calls through internet networks, between computer users or between computer 

users and telephone users. Its advantages come from the simultaneous communication between 

several speakers, which is much more difficult or sometimes impossible through regular 

telephony. It also becomes attractive for making long distance telephone calls over the internet. 

In addition, along with the audio conversation, documents and text can be transmitted through 

online applications, which can be used in online discussions. The disadvantages come from the 

need to have a specific equipment, as well as from the imperfect character of the internet 

transmission. Applicability for negotiation is possible when all negotiating participants have or 

may have the necessary technical equipment and are familiar with its use. 

Remote negotiation through video communication capitalizes on two technologies that make 

audio-visual transmission possible: video telephony, through interfaces and telephone networks, 

respectively video conferencing, through internet networks. In relation to written or voice 

communication, video communication makes much more use of the spectrum of human 

languages. In addition to verbal and paraverbal language, which communicates less than half of 

the information received consciously and unconsciously, video communication also activates the 

channel of non-verbal language, of the body, from which a good part can be received in this 

case. 

Video conferencing allows for real-time, synchronous communication, but requires special 

equipment and a high bandwidth internet connection. The superior level of today's technology is 

represented by tele-presence systems, with high performance equipment that are used to create 

very reliable environments for video conferencing. through telephony, which allows real-time 

communication between interlocutors, is a technology still limited in use. The most important 

advantage in this type of telecommunication is that of visual communication, but it is balanced 

with the technical disadvantages - the need for adequate equipment and a high quality internet 

connection, as well as some difficulties in setting up a conference between May. many people or 

some imperfections that may occur during communication. The applicability for negotiation is 

interesting, as a more convincing alternative to synchronous communication at audio 

conferencing or telephone discussions, but the main limitation is the need for remote discussion 

participants to have compatible video-conferencing equipment. 

Chapter 3, NEGOTIATION USING A FOREIGN LANGUAGE - TRENDS AND 

EFFECTS, is dedicated to the study of current trends in negotiation using a foreign language. 
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Negotiation involves, fundamentally, communication between the parties, in order to 

approach different positions. Such a complex communication process is based on the use of 

language, as a means of encoding and decoding messages. Negotiation in a known language 

makes the communication process easier, as negotiators can express their own positions and 

understand correctly and completely the positions of the negotiating partners. 

Communication quality is influenced by communication barriers, including communication 

conditions (face to face / distance), telecommunication technique, language of communication or 

cultural differences. Difficulties of negotiation can arise not only from the ignorance of the 

language of negotiation, but also from the ignorance of the style of expression specific to a 

culture specific to each negotiator. Specialists warn of the risks of using a foreign language, as 

long as the user does not master it well enough: misunderstandings can occur, but especially the 

risk that, by making efforts to use the foreign language correctly, 

Language is the basic vector of communication, communication developing and modelling 

languages, throughout human history. The natural tendency of people is to communicate in their 

own language, the most comfortable for self-expression, but also for understanding others. The 

wide movement of people and goods around the globe, the development of international trade 

and the growth of the role of global organizations amplify the tendency to simplify 

communication, and one of its ways of simplifying it is the use of a common language, an 

international language. The problem of easy communication in a common language is very 

topical, in an era defined by the globalization of production, services or trade. Researches shown 

that countries that share a common language are experiencing increased mutual trade.. 

This tendency of the contemporary era towards the simplification of communication is 

characterized in the work as an "anti-Babel tendency", in contrast to the symbolism of 

multilingualism in the biblical parable of the Babel tower. The choice of a common language of 

communication is influenced by the context of the communication, but also by the social, 

cultural or economic context of the environment of origin of the communicators. 

In order to estimate the degree to which a national language can become an international 

communication language, the research concept proposed the "vocation of language for 

international communication", which expresses the extent to which a language is sufficiently 

widespread in a larger number of states, as well as the extent to which they cover a wider 

geographical area and come into contact with larger populations, to generate widespread use, 

regionally or globally. This vocation of a language to become a language for international 

communication implies 3 defined criteria: (1) geographical spread (measured by covering the 

inhabited continents); (2) the number of countries in the world that use it, statutory or de facto, as 
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national or administrative language / working language (measured by the number of countries 

that have granted official status for this language); (3) the number of persons exposed to the 

language, who come into contact with it through direct or occasional use (measured by the total 

population of countries with this language recognized as the official language). 

The research placed all national languages officially recognized in 5 clusters, grouped on 3 

levels of intensity (low, medium, strong) and 2 levels of functionality (global, regional) of the 

vocation of international communication language. This clustering creates a relative hierarchy. 

As expected, English is ranked in the best-placed cluster, having the strongest international 

communication language vocation, and French and Spanish languages have an average 

international communication language vocation globally. Other languages have a vocation of 

international communication language at regional level rather than at global level, with stronger 

vocations having at this regional level Russian and Arabic languages, and less powerful 

languages: Portuguese, Dutch, Chinese, Italian and German. Another 13 languages recognized as 

national languages in at least two countries, as well as another 88 languages recognized as 

national languages in one country, are at the bottom of this hierarchy, with a low vocation for 

international communication language, both globally and regionally. The new proposed concept 

of language vocation for international communication is useful for predicting the future 

evolution of international communication. Also, the proposed model is able to explain why, on 

the one hand, there are so few languages that are globally preferred in business communication, 

and on the other hand why, only a very small number of languages are have imposed over time 

as international business languages. 

Of all the international languages, the largest, but also the most widespread, language was 

English. Research over the last 10 years has more specifically identified this common language, 

as Business English as Lingua Franca (acronym BELF). The functional language character of 

BELF transforms it into a living language, in continuous evolution. Research conducted on the 

use of English by non-natives, in different contexts, converges towards several common 

conclusions: misunderstandings between interlocutors are not frequent, and when they occur, 

however, they are resolved either by topic changes or by negotiating the meaning of the message, 

by refraction, repetition. Unlike the use of a language as a spoken international language, where 

the incidence of language non-conformities is higher, the written use of the same language 

generates far less non-conformity. 

Although English has a number of disadvantages as an international language (non-phonetic 

language with variable pronunciation, polysemy, irregular conjugations, etc.), the number of 

native speakers has been outpaced by the number of non-native speakers. Future trends 
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encourage business professionals towards multilingualism, learning and using another foreign 

language, in addition to English, to enjoy competitive advantages in the global market. 

 

Chapter 4, THE STUDY OF THE EFFECTS OF THE COMMUNICATION 

ENVIRONMENT AND THE USE OF A FOREIGN LANGUAGE ON THE REMOTE 

NEGOTIATION, develops the results of the applied studies within the doctoral research. 

Starting from the research hypothesis: "There are local peculiarities of the negotiators involved 

in international negotiations, and these are influenced by the remote communication, the 

negotiation context, as well as the use of a foreign language in the communication", the doctoral 

research carried out is structured on two stages: the first stage is that of qualitative research, 

which aims to formulate research hypotheses for the second stage of the study - an exploratory 

research, which is a study of the cumulative effect of the influence of foreign languages and of 

the technological one on the communication, in negotiation between business partners on the 

supply chain, aiming to identify behavioural changes in concrete negotiation situations. 

Qualitative research on behaviours and perceptions in remote negotiation in a foreign 

language, described in chapter 4.1, was conducted on the basis of a semi-structured interview, 

with the theme: "Behaviours and perceptions in remote negotiation in a foreign language". The 

research objective was to calibrate the hypotheses for a quantitative research, by obtaining 

correlations between the communicators' perceptions regarding the influences of the foreign 

language and the negotiation methods used, as well as the communication media used, aiming to 

identify their perception on the advantages and disadvantages. in remote negotiation in a foreign 

language. The interview guide was built to set the discussion frame by predefined topics and 

questions, but which would allow the interviewer to deviate from the plan to ask specific 

questions, in order to guide the discussion. The interview was structured on several sections: 

Self-presentation, Choosing the communication language, Choosing the communication channel, 

Characterizing the negotiation in the context of the communication channels, Using the remote 

negotiation, Miscellanea. The conclusions of the qualitative research, from the first part of the 

study, were used in the formulation of working hypotheses for the second stage of the study, that 

of an exploratory research. 

An important focus was placed on Exploratory research on behaviours and perceptions in 

remote negotiation in a foreign language, described in Chapter 4.2. The exploratory research 

aims to identify behavioural changes and how to change one's perceptions and reactions in some 

concrete negotiation situations: remote negotiation, using various means of communication; 

negotiation in Romanian and English languages, in conflict situations; negotiation in English, in 
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situations where words are used that can create confusion of meaning (false friends). Therefore, 

the exploratory research was structured in 3 modules: 

(1) The sociological experiment (1) of simulation of the remote negotiation, having as 

objective the research regarding the modification of the perceptions of aggression, of the 

satisfaction and of the reactions in the negotiation through messages written in the Romanian and 

English languages, formulated 3 research hypotheses: 

• H 1.1 Negotiation in English of a native Romanian speaker leads to a change in the 

perception of the aggressiveness of the messages and the reactions in the negotiation; 

• H 1.2 Changes in perceptions and reactions in the negotiation in English of a native speaker 

of Romanian are influenced by the socio-professional profile of the negotiator; 

• H 1.3 Changes in perceptions and reactions in the negotiation in English of a native 

Romanian speaker are influenced by the degree of knowledge and use of the English language. 

(2)  The sociological experiment (2) of simulation of the remote negotiation, having as 

objective the research regarding the change of the perceptions of aggression, of the satisfaction 

and of the reactions in the negotiation through messages written in English, in which false 

friends specific to the Romanian language are used, formulated a research hypothesis: 

• H 2.1 Changes in perceptions and reactions in the negotiation in English of a native 

Romanian speaker are influenced by the correct understanding of the meaning of words like false 

friends. 

(3) The sociological investigation (3), having as an objective the research regarding the 

preferences in the communication and the remote negotiation of the negotiators of Romanian 

native language, formulated two research hypotheses: 

• H 3.1 The preferences for the communication channels and the language of negotiation, 

expressed by the native Romanian speakers who use the English language in negotiation, are 

influenced by factors related to the professional context of the negotiators; 

• H 3.2 There is a greater preference for a certain communication medium, expressed by 

native speakers of Romanian who use English in negotiation. 

The exploratory research had as main instrument a questionnaire built to be used in parallel 

in the research of the modules 1-3. Thus, the questionnaire joined sets of questions associated 

with each module, mixing in this way the questions aiming on the one hand to avoid biases in 

completing the questionnaire, generated by identifying a model of the question structure, and on 

the other, to generate discontinuities in completing the questionnaire, in order to avoid the 

generation of automatisms for completing it, which would distort the quality of the answers 

obtained. The questionnaire, described in Annex 1 to the paper, includes: 
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• A set of 6 pairs of negotiation situations, with very similar formulations in Romanian and 

English languages, exposing subjects to conflicting situations in different degrees of hostility; the 

set constitutes the support of the Experiment (1); 

• A set of 2 negotiation situations, with formulations that intentionally include one word of 

false friends, specific to the commercial environment, as well as control tests for the correct 

understanding of the meaning of the words false friends used; the set constitutes the support of 

the Experiment (2); 

• A set of 6 questions with multiple answers or options, with formulations that allow the 

evaluation of the communication preferences in the remote negotiations, both in the choice of the 

communication medium and in the choice of the communication language; the set constitutes the 

support of the Social Survey (3); 

• A set of 6 questions that allow the construction of a socio-professional profile of the 

respondents. 

In order to carry out the experiments, the English language was chosen as an alternative 

message formulation language, starting from the conclusions of the preliminary research and 

from the practical reality of the business environment in Romania, where this language is 

commonly used in international affairs. 

The situations and questions were grouped on 21 online presentation boards, and the online 

application was programmed to randomly alternate the pages and the answers to the questions 

with multiple answers, in order to minimize the stereotypes of completing the questionnaire. 

The target group of the research is made up of persons from various professional 

backgrounds who carry out commercial negotiation activities in which they are either seller or 

buyer, negotiations carried out both in Romanian and in a foreign language, regardless of gender, 

age, professional field or level of experience. Sampling such a target group is a difficult task. 

Consequently, it was decided to administer the questionnaire to a randomly chosen audience 

from the most varied professional, resident or originating backgrounds in Romania. The 

questionnaire was administered to a total of 96 respondents. Following the verification of the 

completed questionnaires, 51 questionnaires could be validated. 

From a terminological perspective, the researches called Experiment (1) and Experiment (2) 

are characterized by the absence of random distribution of the subjects in the study group, 

Therefore, the researches are assumed as quasi-experiments with factorial models, for which a 

set of factors is used. control, namely a pair of simulations Romanian-English for which the 

degree of hostility of the messages is considered neutral compared to the rest of the simulations. 
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The "red shift effect" between the negotiations in Romanian and the negotiations in 

English is the main finding in the sociological experiment (1), described in detail in chapter 4.3. 

The processing and interpretation of the results of the experiment involved a complex 

methodological apparatus. Significant are the choice and construction of measurement scales. 

The choice of measurement scales for perceptions (perception on hostility, perception on 

satisfaction) was oriented to an ordinal scale from 1 (worst assessment) to 10 (best assessment). 

If for the measurement scales for perceptions one opted for a predefined scale, the choice of the 

measurement scales for the reactions was made considering the difficulty of analysing in parallel 

data obtained on ordinary scales of answers, respectively by questions with multiple answers. 

Therefore, a fuzzy Likert scale construction was used, using a method proposed by Li (2010) 

starting from the concept of fuzzy sets / fuzzy logic - which allow the characterization of 

processes that do not have definable parameters in precise terms, but rather on relative scales. 

The choice of analysis methods for the experiment results was made based on the preliminary 

analysis of the experiment results. The evaluation of the normality of the distribution was 

performed using the Anderson-Darling test indicated a non-normal distribution for the answer 

sets. The non-normal distribution, but also the ordinal nature of the data, indicated the need to 

use non-parametric methods for statistical analysis. In order to determine the types of non-

parametric methods suitable (for dependent variables or for independent variables), the 

dependence of the variables was evaluated, using the Spearman rank correlation test, the 

conclusion being that the pairs of answers in Romanian and English are dependent (only one 

exception out of 18 pairs of datasets). Accordingly, the Wilcoxon rank sum test is chosen as a 

method of analysing the identity of the distribution of paired data sets, and the computerized 

method of calculation used the Hodges-Lehmann estimation for the averages of the compared 

data populations. Based on its results, it can be stated that, for all pairs of questionnaire response 

sets, the shift of the positions of the distributions of the two populations is different from zero, so 

the distributions of the populations are different. This finding is essential for the results of 

Experiment (1), demonstrating (at a 95% confidence interval) that there are differences between 

respondents' perceptions and reactions in pair simulations in which, in comparison, Romanian 

and English communication are used. 

To determine the nature of the differences between the pairs of data distributions, a first series 

of information comes from the descriptive statistical parameters of the populations, indicators of 

the central tendency. From their analysis, it can be concluded that answers with questions that 

indicate a more favourable perception of simulated situations in English, compared with similar 

simulated ones in Romanian, appear with a higher incidence. 
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A complex analysis of the quartiles and the distribution of the data series is done using the 

recognized violin plot diagrams (Figure R.1) for the useful information that they can provide in 

the exploratory analysis of the data. The violin plot diagrams are a variant of the diagram 

developed from a box plot diagram, which, in addition to the brief information provided by the 

box plots, in addition brings a representation on the same diagram of the kernel densities of the 

distribution, thus providing much richer information: the presence of density peaks, their 

positioning and their relative amplitude.  

Figure R.1 The violin plot diagrams of the data distributions represented by the answer sets in 

the negotiation simulations (n = 51)

 

  

The conclusions of the exploratory analysis of the distributions, made using the violin plot 

diagrams, confirm the finding from the quartile analysis, regarding the more favourable 

perception of simulated situations in English, compared to similar ones simulated in Romanian, 

but also indicate a tendency to decrease the favourable perception. on the negotiation situations, 

in a direct correlation with the level of aggression associated with each simulated negotiation 

situation. Moreover, the tendency of perception more favourable to simulated situations in 
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English, compared to similar ones simulated in Romanian, continues with the change of context, 

from less aggressive simulations to more aggressive simulations. 

The analysis of the deciles and the distribution frequencies of the data series of the responses 

to the simulations compensate for the limitation related to the proportional representation of the 

kernel densities of the distributions and also provides a quantifiable description of the variation 

of these distributions between the simulated negotiation situations. For the analysis of the 

distribution frequencies of the data series, for all series were determined: the relative frequencies 

of each score, from total responses (n = 51); the accumulated frequencies ascending, from the 

low scores to the high scores; the frequencies accumulated downwards, from the high scores to 

the low scores. In the analysis of distribution frequencies, an indicator that can provide 

information on behavioural trends is the cumulative frequency corresponding to marginal and 

neutral scores. 

To figuratively illustrate the comparison of changes in the densities of distributions, an 

original method of colour coding of scores was used, on a palette with red and blue colours, 

placed differently for the series of responses regarding perceptions, respectively the series of 

responses regarding reactions: 

Perception series 1.0 2.0 3.0 4.0 5.0 5.5 6.0 7.0 8.0 9.0 10.0 

 
very unfavourable -------------------------------------------------------->  very favourable 

Reaction series -1.5 -1.0 -0.5 0.0 1.0 2.0 3.0 4.0 5.0 6.0 7.0 

 
very favourable <----------------------------------------------------------  very unfavourable 

This method has been referred to as "redshift analysis", as a paraphrase of the effect in 

physics, with wide applications in astronomy (for example, in tracking the stars' movements and 

the expansion of galaxies), through which the electromagnetic radiation received by a detector 

undergoes a change of the wavelength towards larger wavelengths compared to the wavelength 

emitted by the source, in the visible spectrum being perceived as a redshift. The inverse effect of 

moving the wavelength to the smaller wavelengths is called by analogy "blue shift". This 

increase in the received wavelength corresponds to a decrease in the frequency of the 

electromagnetic radiation. There are a wide variety of situations where the magnitude of this 

effect can occur and can be determined, but the calculations for determining the redshift z are 

based on a relationship between the emitted wavelength λemited and the observed (moved) 

λobserved, or between the frequency of the emitted wave femited and the frequency of the 

observed wave fobserved, of type: 
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𝑧 =
λ𝑜𝑏𝑠𝑒𝑟𝑣𝑒𝑑−λ𝑒𝑚𝑖𝑡𝑒𝑑

λ𝑒𝑚𝑖𝑡𝑒𝑑
 sau 𝑧 =

f𝑒𝑚𝑖𝑡𝑒𝑑−f𝑜𝑏𝑠𝑒𝑟𝑣𝑒𝑑

f𝑜𝑏𝑠𝑒𝑟𝑣𝑒𝑑
 

If Z <0, there is a blue shift effect, and if Z> 0, there is a red shift effect. 

Similar to the assessment of red shift in physics, a way of estimating "red shift" (lower scores) 

or "blue shift" (higher scores) can be constructed in the case of Romanian-English simulations, 

respectively, to evaluate a tendency, comparing the changes correlated with the increase of the 

degree of aggressiveness of the messages. 

In constructing the way of estimating the "red shift", it was assumed that the messages in 

Romanian represent the reference message, the "emitted" messages, for a native speaker of this 

language, and the English messages represent the "observed" messages, for a non-native speaker 

of this language, who passes the perception of the message through a complex filter of 

understanding the foreign language - the context of the message, the cultural context, the 

individual socio-professional profile and other contextual factors. 

We can evaluate the "red shift" (dr) of the perception of the message in English, compared to 

the perception in Romanian, with a relation that compares indicators of the central tendency: 

median:   𝑑𝑟 =
median𝑅𝑜𝑚𝑎𝑛𝑖𝑎𝑛 𝑙.−median𝐸𝑛𝑔𝑙𝑖𝑠ℎ 𝑙.

mediana𝐸𝑛𝑔𝑙𝑖𝑠ℎ 𝑙
   (R.1) 

average:    𝑑𝑟 =
average𝑅𝑜𝑚𝑎𝑛𝑖𝑎𝑛−average 𝐸𝑛𝑔𝑙𝑖𝑠ℎ

average𝐸𝑛𝑔𝑙𝑖𝑠ℎ 𝑙
   (R.2) 

The indicator can provide information on the amplitude and meaning of the "red" movement, 

that is to say high scores, of the distribution of answers: 

• dr size means "displacement", the distance between the perceptions of messages in Romanian 

and English languages; 

• the dr sign indicates the direction of shift: 

- dr <0 indicates a "blue shift" (towards higher scores = more favourable perception) of 

the perception of the message in English; 

- dr> 0 indicates a "redshift" (towards lower scores = more unfavourable perception) of 

the message's perception in English. 

Regarding the interpretation of these indicators, it is necessary to make a correlation with the 

type of distribution of the series of answers and the measuring scale chosen. It is expected that, 

in the case of a non-normal, asymmetric distribution, the degree of representativeness of the 

average or median will decrease; also, the type of average must be chosen to be relevant to the 

nature of the analysed distributions. Also, for cases where the median or average is equal to 0, 
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possible in the statistical analyses of distributions from Likert scales, it is conventionally 

considered that dr = 0, since it is natural that there is no displacement, in this case. 

The analysis of the sets of statistical indicators systematized in Tables R.1, R.2 and R.3 shows 

two trends that manifest in parallel: 

• Moving from positive perceptions and reactions to negative perceptions and reactions, in the 

same sense as increasing the aggressiveness of the messages: a shift of perceptions from positive 

(satisfied, cooperative) perceptions to negative (dissatisfied, hostile) perceptions about the 

messages of the simulations, as these messages become more aggressive. 

• Moving from negative perceptions and reactions to positive perceptions and reactions, 

within the pairs of messages in Romanian and English, respectively: negative perceptions 

(dissatisfied, hostile) are associated to a greater extent with messages in Romanian, in 

comparison with similar peer messages in English, which are more associated with positive 

perceptions (satisfied, cooperative); this type of shift can be called "blue shift", in terms of the 

analysis method described and used. 

The proposed indicators for describing the "redshift" become relevant for the analysis, 

through the information they provide; taking into account the limits of the interpretation given by 

the fact that the distributions of the series of answers are non-normal, which decreases from the 

degree of representativeness of the means and the medians for the series. One can point out a 

constant tendency of "blue shift" of the distribution of the series of answers from the simulations 

in English, in relation to the distributions of the series of answers coming from the simulations in 

the Romanian language. This fact is demonstrated by the negative values of the indicators used 

and their conventional interpretation. Also, there are indications of a correlation with the increase 

of the degree of aggressiveness of the messages, justified by the increase of the number of 

simulations in which both indicators are negative or pass from positive values to zero, as well as 

a possible increase of the "blue shift", observed in high-aggression simulations. 

It can be concluded that the research hypothesis H 1.1 of Experiment (1) is confirmed: 

H 1.1 Negotiation in English of a native Romanian speaker leads to a change in the 

perception of the aggressiveness of the messages and the reactions in the negotiation. 
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Table R.1 Analysis of deciles and methodological statistical indicators of the series of 

answers to questions (RS / ES) regarding the perception of satisfaction regarding messages 
(n=51) 

 

Decile 

Message / Reaction How satisfied 

are you with 

what you found 

in the message? 
1RS 1ES 2RS 2ES 3RS 3ES 4RS 4ES 5RS 5ES 6RS 6ES 

min. 2,0 4,0 1,0 1,0 1,0 1,0 1,0 1,0 1,0 1,0 1,0 1,0 
Very 

Unsatisfied 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

V 

Very 

 satisfied 

d1 5,0 5,5 1,0 1,0 1,0 1,0 1,0 1,0 1,0 1,0 1,0 1,0 

d2 6,0 7,0 1,6 1,6 1,0 1,0 1,0 1,0 2,0 1,0 1,0 1,0 

d3 7,0 8,0 2,0 2,0 2,0 3,0 1,0 1,0 2,0 2,0 1,0 1,0 

d4 8,0 8,0 3,0 3,0 2,0 4,0 1,0 2,0 2,0 3,0 1,0 1,0 

d5 8,0 9,0 3,0 3,0 3,0 4,0 2,0 2,0 3,0 4,0 1,0 2,0 

d6 9,0 9,0 4,0 3,0 4,1 5,0 2,1 3,0 3,0 4,0 2,0 2,0 

d7 9,0 9,0 5,0 4,3 5,0 5,0 3,0 3,3 4,0 5,0 2,0 3,0 

d8 10,0 10,0 5,4 5,0 6,0 7,4 4,0 5,0 5,0 5,4 3,0 4,0 

d9 10,0 10,0 7,5 7,0 8,0 9,5 5,0 6,5 5,5 8,0 5,0 5,0 

max. 10,0 10,0 10,0 10,0 8,0 10,0 10,0 10,0 8,0 10,0 8,0 9,0 

Aggregated 

score of 

aggressively  

0 

 (control) 
1 2 2 5 6 

 

 

quadratic average 7,95 8,35 4,57 4,10 4,43 5,32 3,04 3,78 3,65 4,66 2,79 3,24 

quadratic average - 

score neutral=5.5 
2.45 2.85 -0.93 -1.40 -1.07 -0.18 -2.46 -1.72 -1.85 -0.84 -2.71 -2.26 

median 8,0 9,0 3,0 3,0 3,0 4,0 2,0 2,0 3,0 4,0 1,0 2,0 

median – score 

neutral=5.5 
2.50 3.50 -2.50 -2.50 -2.50 -1.50 -3.50 -3.50 -2.50 -1.50 -4.50 -3.50 

decile ”neutral”  2 2 9 9 8 8 10 9 10 9 10 10 

shift decile 

”neutral”- decile 

median d5 

4 4 -3 -3 -2 -2 -4 -3 -4 -3 -4 -4 

% answers ≤ 2 2.0 0.0 35.3 37.3 45.1 27.5 60.8 56.9 41.2 33.3 74.5 64.7 

% answers ≤ 5 15.7 9.8 80.4 82.4 78.4 74.5 92.2 88.2 90.2 80.4 92.2 92.2 

% answers ≥ 6 84.3 90.2 19.6 17.6 21.6 25.5 7.8 11.8 9.8 19.6 7.8 7.8 

% answers ≥ 9 47,1 54,9 7,8 2,0 5,9 15,7 0,0 3,9 0,0 7,8 0,0 2,0 

% answers ≥ 

median 
64,7 54,9 64,7 62,7 54,9 62,7 58,8 66,7 74,5 51,0 100,0 56,9 

interdecilical 

variation  

(d9-d1) 

2,5 2,3 3,3 3,0 3,5 4,3 2,0 2,8 2,3 3,5 2,0 2,0 

interdecilical 

variation coefficient 
31,3 25,2 108,9 100,0 116,7 106,7 100,0 138,3 75,6 87,5 200,0 100,0 

Gini index of 

concentration  
0,138 0,105 0,356 0,356 0,375 0,353 0,367 0,398 0,308 0,358 0,389 0,392 

red shift of 
quadratic average  

-0.05 0.12 -0.17 -0.20 -0.22 -0.14 

red shift of 

median 
-0.11 0.00 -0.25 0.00 -0.25 -0.50 
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Table R.2 Analysis of deciles and methodological statistical indicators of the series of 

answers to questions (RA / EA) regarding the perception of hostility of messages (n=51) 

 
Message / Reaction How great do 

you think the 

level of hostility 

of the message 

is? 

Decile 1RA 1EA 2RA 2EA 3RA 3EA 4RA 4EA 5RA 5EA 6RA 6EA 

min. 4,0 1,0 1,0 1,0 1,0 1,0 1,0 1,0 1,0 1,0 1,0 1,0 Very Hostile  

| 

| 

| 

| 

| 

|| 

| 

| 

| 

| 

| 

| 

V 
very 

Cooperant 

 

d1 5,0 5,0 2,0 2,0 1,5 2,5 1,0 1,0 1,5 1,0 1,0 1,0 

d2 6,0 6,0 3,6 3,0 3,0 3,0 2,0 2,0 2,0 2,0 1,0 1,0 

d3 6,7 7,0 5,0 3,7 3,0 4,0 3,0 3,0 3,0 3,0 1,0 1,0 

d4 8,0 7,0 6,0 5,0 4,0 5,0 4,0 3,0 3,0 3,0 1,0 1,9 

d5 9,0 8,0 6,0 5,0 5,0 5,0 5,0 4,0 3,0 3,0 1,0 2,0 

d6 9,0 8,0 7,1 6,0 5,0 6,0 5,0 5,0 3,0 4,0 2,0 2,1 

d7 10,0 9,0 8,0 7,3 6,0 7,0 6,3 5,3 4,0 5,0 3,0 3,3 

d8 10,0 9,0 8,4 8,0 7,0 8,0 7,0 7,0 4,4 6,0 3,4 5,0 

d9 10,0 9,0 9,0 9,0 8,5 9,0 8,0 8,0 5,0 7,5 6,0 6,5 

max. 10,0 10,0 10,0 10,0 10,0 9,0 10,0 10,0 9,0 10,0 9,0 10,0 

Aggregated 

score of 

aggressively 

0 

(control) 
1 2 2 5 6 

 

quadratic 

average 
8,21 7,57 6,56 5,90 5,31 5,90 5,15 4,81 3,62 4,58 3,12 3,89 

quadratic 

average - score 

neutral=5.5 

2.71 2.07 1.06 0.40 
-

0.19 
0.40 

-

0.35 

-

0.69 

-

1.88 

-

0.92 

-

2.38 

-

1.61 

median 9,0 8,0 6,0 5,0 5,0 5,0 4,0 5,0 3,0 3,0 1,0 2,0 

median – score 

neutral=5.5 
3.50 2.50 0.50 -0.50 -0.50 -0.50 -1.50 -0.50 -2.50 -2.50 -4.50 -3.50 

decile ”neutral” 2 2 4 6 7 6 7 8 10 8 9 9 

shift decile 

”neutral”-decile 

median d5 

3 3 1 -1 -2 -1 -2 -3 -5 -3 -4 -4 

% answers ≤ 2 0,0 2,0 11,8 17,6 15,7 9,8 21,6 27,5 25,5 23,5 66,7 60,8 

% answers ≤ 5 9.8 15.7 37.3 54.9 62.7 56.9 68.6 70.6 94.1 78.4 88.2 84.3 

% answers ≥ 6 90.2 84.3 62.7 45.1 37.3 43.1 31.4 29.4 5.9 21.6 11.8 15.7 

% answers ≥ 9 54,9 33,3 19,6 11,8 9,8 15,7 7,8 5,9 2,0 5,9 2,0 5,9 

% answers ≥ 

median 
47,1 54,9 62,7 45,1 37,3 43,1 31,4 56,9 74,5 76,5 100 60,8 

interdecilical 

variation  

(d9-d1) 

2,5 2,0 3,5 3,5 3,5 3,3 3,5 3,5 1,8 3,3 2,5 2,8 

interdecilical 

variation 

coefficient 

27,8 25,0 58,3 70,0 70,7 65,3 87,5 70,0 58,9 108,9 250,0 138,3 

Gini index of 

concentration 
0,126 0,125 0,233 0,281 0,275 0,252 0,301 0,321 0,239 0,307 0,414 0,423 

red shift of 

quadratic 

average 
0.09 0.11 - 0.10 0.07 - 0.21 - 0.20 

red shift of 

median 
0.13 0.20 0.00 - 0.20 0.00 - 0.50 
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Table R.3 Analysis of deciles and methodological statistical indicators of the series of 

answers to questions (RR / ER) regarding the reaction to messages (n=51) 
D

ec
il

e
 Message / Reaction What kind of reaction are 

you going to choose? 

  (more options) 
1

R
R

 

1
E

R
 

2
R

R
 

2
E

R
 

3
R

R
 

3
E

R
 

5
R

R
 

5
E

R
 

4
R

R
 

4
E

R
 

6
R

R
 

6
E

R
 

min. 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 -1,5 -1,5 -1,5 -1,0 I will accept the situation 
(0pct) 

I will insist on asking for a 

lower price (1 pct.) 
I will insist on asking for 

compensation for delay (1 

point) 
I will announce that I will 

request the offer from 

another supplier (2 points) 
I will respond to them in an 

aggressive way (3 points) 

I will stop collaborating with 
the supplier (4 points) 

I will propose an additional 

price reduction to 
compensate for the delay and 

keep the order (-1 points) 

I will offer the client a bonus 
to compensate for his 

dissatisfaction (-1 point) 

d1 0,0 0,0 0,5 0,2 1,0 1,0 1,2 1,0 -1,0 -1,0 -1,0 -1,0 

d2 0,0 0,0 1,0 1,0 2,0 1,6 2,0 1,0 -1,0 -1,0 -1,0 -1,0 

d3 0,0 0,0 1,0 1,0 2,0 2,0 2,0 1,9 -1,0 -1,0 -1,0 -1,0 

d4 0,0 0,0 1,0 1,0 2,0 2,0 2,0 2,0 -1,0 -1,0 -1,0 -1,0 

d5 0,0 0,0 1,0 1,0 2,0 2,0 2,0 2,0 -1,0 -1,0 -1,0 -1,0 

d6 0,0 0,0 1,0 1,0 2,0 2,5 2,0 2,0 -1,0 -1,0 0,0 0,0 

d7 0,0 0,0 1,0 2,0 2,1 3,0 3,0 2,0 0,0 -1,0 3,0 0,0 

d8 0,7 0,0 2,0 3,0 3,0 4,0 4,0 3,0 0,0 -0,6 4,0 1,8 

d9 2,0 0,8 2,5 4,0 4,0 4,0 5,5 3,5 1,3 0,0 4,0 3,5 

max. 5,0 2,0 5,0 5,0 4,0 4,0 7,0 7,0 6,0 6,5 4,0 4,0 

Aggregated 

score of 

aggressively 

0 

 (control) 
1 2 5 2 6 

 

1,11 0,53 1,57 1,98 2,57 2,90 3,18 2,46 1,41 1,10 2,28 1,75 quadratic average 

1,11 0,53 1,57 1,98 2,57 2,90 3,18 2,46 1,41 1,10 2,28 1,75 
quadratic average –  

score neutral =0 

0,0 0,0 1,0 1,0 2,0 2,0 2,0 2,0 -1,0 -1,0 -1,0 -1,0 median 

1 1 1 1 1 1 1 1 8 10 7 7 decile ”neutral” a 

0 0 5 5 5 5 5 5 -2 -4 -1 -1 
shift decile ”neutral”-decile 

median d5 

- - - - - - - - 90,2 80,4 52,9 56,9 % answers< 0 

78,4 86.3 9,8 9,8 3,9 5.9 2,0 3,9 0,0 13,7 11,8 17,6 % answers =0 

21,6 13,7 90,2 90.2 96,1 94,1 98,0 96,1 9,8 5,9 35,3 25,3 % answers > median 

2,0  -  3,9 11,8 17,6 25,5 27,5 5,8 5,9 2,0 21,6 9.8 % answers ≥ 4 

2,5 1,0 2,0 2,0 1,0 1,2 2,5 3,0 3,5 3,8 2,5 2,5 
interdecilical variation 

(d9-d1) 

2500 
b
 1000 

b
 200,0 200,0 50,0 60,0 125,0 150,0 -350,0 -375,0 -250,0 -250,0 

interdecilical variation 

coefficient 

0,847 0,900 0,321 0,395 0,258 0,302 0,284 0,296 n/a 
c
 n/a 

c
 n/a 

c
 n/a 

c
 Gini index of concentration 

1.09 -0.21 -0.11 0.29 0.28 0.30 
red shift of quadratic 

average 

0.00 
d
 0.00 0.00 0.00 0.00 0.00 red shift of median 

Note: 
a decile "neutral" is conventionally considered to be the decile corresponding to the decilical interval that includes the neutral score 0 

b due to the formula for calculating the coefficient of interdecilical variation, (d9-d1) / (2 * median), which would make it impossible to 

calculate the coefficient for a value of median equal to 0, in order to be able to calculate, illustratively, an approximate coefficient, introduced a 

correction of the median value, from 0 to 0,1 

c Gini index cannot be calculated for distributions with negative values 

d due to the calculation formula, which would make it impossible to calculate the coefficient for a median value equal to 0, conventionally it 

is considered to be 0 
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The analysis of the distributions of the series of answers, grouped according to the type of 

questions in the simulation, respectively in pairs Romanian / English, gradually drew 

conclusions from the central tendency indicators and from the position indicators of the 

distributions. The analysis converges to two conclusions: 

1. Moving from positive perceptions and reactions to negative perceptions and reactions, in 

the same sense as increasing the aggressiveness of the messages. 

This is demonstrated by shifting the distribution of the scores of the responses to the 

simulations, from the high scores to the low scores, in the same sense with the increase of the 

degree of aggressiveness of the simulations (characterized by the aggregate score of the 

aggressiveness). 

2. The inclination more towards negative perceptions and reactions, in the case of 

simulations with messages in Romanian language, also called "red shift", compared with the 

lower inclination towards negative perceptions and reactions, in the case of simulations with 

messages in English. 

This difference in perceptions is amplified by the increased aggressiveness of the negotiation 

situation. 

In the same Experiment 1, the influences of the socio-professional profile and the degree of 

knowledge of the English language on perceptions and reactions in the negotiation simulations 

were also performed. Regarding the research hypotheses H 1.2 and H 1.3, they are not 

confirmed by the results of the experiment: 

• The statistical evidence of the Experiment (1) cannot confirm that the changes of 

perceptions and reactions in the negotiation in English of a native speaker of Romanian language 

are influenced by the socio-professional profile of the negotiator. This finding invalidates the 

research hypothesis H 1.2; 

• The statistical evidence of Experiment (1) cannot confirm that the changes of perceptions 

and reactions in the negotiation in English of a native speaker of Romanian are influenced by the 

degree of knowledge and use of the English language. This finding invalidates the research 

hypothesis H 1.3. 

Therefore, it can be stated, at a confidence interval of 95%, that the perceptions and reactions 

in the negotiation in English of a native speaker of Romanian are influenced to a negligible 

extent by the socio-professional profile of the negotiator or the degree of knowledge and for the 

use of English. 

This finding may lead to the change in the perception of the aggressiveness of the messages 

and reactions in the negotiation is influenced to a greater extent by the negotiation situation 
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itself, which is characterized by at least two parameters: (1) Negotiation is carried out remotely 

(or by email at least); (2) Negotiation shall be conducted in a foreign language. 

"False perceptions influenced by false friends, in the remote negotiations" is the main 

finding of the sociological experiment (2), described in detail in chapter 4.4 of the paper.  

"False friends" are words that, although they have a similar form to certain words from 

another "source" language, are used by speakers with a different perceived meaning in the 

"target" language. Since both Romanian and English have Latin influences, there is a significant 

incidence of common words coming from Romanic languages. In such cases, the misleading 

meaning appears as a result of semantic change and different evolution. 

The words selected for the experiment actually have a much wider spread: currently / actually 

is reported as false friends in 14 languages, and eventually in 9 languages. Their peculiarity is 

that, of the at least 10 languages where they are present, only in English their meaning is 

significantly different than in the rest of the European languages. The meanings attributed by 

non-Romanian speakers are similar to those in European languages where they are also 

considered false friends: 

False friend Meaning, in English Meaning confusion, in Romanian 

actual real (RO: real, efectiv, concret) current (RO: actual, la momentul prezent) 

eventually finally (RO: în cele din urmă) posible (RO: eventual, posibil) 

The sociological experiment (2) of simulation of the remote negotiation had as an objective 

the research regarding the modification of the perceptions of aggression, of the satisfaction and 

of the reactions in the negotiation through messages written in English, in which are used false 

friends specific to the Romanian language. The research hypothesis of Experiment (2) was: 

H 2.1 Changes in perceptions and reactions in the negotiation in English of a native 

Romanian speaker are influenced by the correct understanding of the meaning of words like 

false friends. 

In order to carry out the Experiment (2), a set of 2 simulations with messages in English only 

was included in the questionnaire, describing negotiation situations that simulate realistic 

situations meeting in the negotiations in the supply chain, between suppliers and customers. The 

peculiarity of these messages, compared to the others in Experiment (1), is the inclusion of a 

word false friend. The two false friends selected, actual and eventually, are relevant for use in 

trade negotiations and for the practical consequences of a confusion of understanding the right 
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meaning. The two simulations included in the online questionnaire applied have a structure 

similar to the other 6 pairs of simulations from Experiment (1), but also have a test question. 

To allow the analysis of the correlations on an ordinal scale, a fuzzy scale was constructed, 

using the same methodology described in Experiment (1). The result was a 2-level fuzzy ordinal 

scale (1-10), used for individual tests from each simulation, respectively a 3-level fuzzy ordinal 

scale, 1-5-10, similar to an incorrect - partial rating correct - correct, used for an aggregate test 

between the two simulations or for the correlation analysis from Experiment (1). In order to 

evaluate the correlations between the preferences and the reactions expressed in the negotiation 

simulations and the applications of using the English language, including the correct 

understanding of the meaning of the words false friends, the Spearman rank correlation test was 

used, given the non-normal distributions of the series of answers. The conclusion of the 

Spearman tests is that it can state that there are significant correlations between the score on the 

Correctness tests of using false friends in English, separately and in aggregate, and perceptions 

and reactions to simulated negotiation situations. 

In order to quantitatively evaluate the impact of the proper understanding / misunderstanding 

of the correct meaning of false friends in the simulation contexts, the frequency distribution for 

each score was analysed, according to the correct - incorrect way in which the correct sense 

comprehension tests were answered. The frequency distributions were analysed for each type of 

scale described. To identify behavioural trends, 3 clusters of scores were created for each scale: 

Negative scores and positive scores, respectively Maximum positive scores. The interpretation of 

the results of the analysis shows a direct correlation between the scores of the tests of correct 

understanding of the meaning of false friends and the perception of the simulated situations. The 

influence of the misunderstanding of the meaning of the words false friends is evident in the 

series of answers that correspond to the "incorrect" option in the tests of correct understanding. 

The method of analysing the "redshift", described in Experiment (1), is also applicable for 

investigating behavioural differences between respondents who responded correctly and 

incorrectly to language tests. To estimate the "red / blue shift" of the distributions of the answer 

series, the calculation formulas R.1 and R.2 are suitably adapted: 

median:   𝑑𝑟 =
median 𝑡𝑒𝑠𝑡 𝑐𝑜𝑟𝑟𝑒𝑐𝑡−mediaa 𝑡𝑒𝑠𝑡  𝑖𝑛𝑐𝑜𝑟𝑟𝑒𝑐𝑡

median𝑡𝑒𝑠𝑡  𝑖𝑛𝑐𝑜𝑟𝑒𝑐𝑡ă
   (R.3) 

average:    𝑑𝑟 =
average 𝑡𝑒𝑠𝑡 𝑐𝑜𝑟𝑟𝑒𝑐𝑡−average 𝑡𝑒𝑠𝑡  𝑖𝑛𝑐𝑜𝑟𝑟𝑒𝑐𝑡

average 𝑡𝑒𝑠𝑡  𝑖𝑛𝑐𝑜𝑟𝑒𝑐𝑡
   (R.4) 
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Regarding the interpretation of these indicators, it is also necessary to make a correlation with 

the type of distribution of the series of answers and the measuring scale chosen. For the series of 

answers regarding the precepts of satisfaction and hostility, the calculated shifts for average and 

median are "red shift", that is to say, lower, negative scores. For the series there are answers 

regarding the reactions to the simulations, all the shifts are "blue shift", that is to high scores. 

However, the behaviour is the same, given the different meanings of the two scales for 

measuring responses. These moves to less favourable scores, in the case of respondents with 

incorrect results in the linguistic tests, indicate a distortion of perceptions and reactions in 

simulated situations, due to incorrect misunderstandings of the message in the negotiation. 

As a conclusion of the whole Experiment 2, it can be stated that the research hypothesis H 2.1 

is confirmed, at a 95% confidence interval, demonstrating that the perceptions and reactions in 

the negotiation in English of a native Romanian speaker are influenced by the correct 

understanding of the meaning of words like false friends. Misunderstandings can lead to 

misperceptions about the hostility of messages received in English, and reactions may become 

unjustified by increased aggression, in disharmony with the correct negotiation context. 

 

The third module of the exploratory research, the sociological survey 3, with the objective 

"Preferences in the communication and negotiation at a distance of the Romanian native 

language negotiators", is described in detail in chapter 4.5. 

Sociological investigation (3) had as research hypotheses the hypotheses H 3.1 and H 3.2 

described previously. The sociological survey used within the applied questionnaire a set of 6 

questions with multiple answers or options, with formulations that allow the evaluation of 

communication preferences in the remote negotiations, both in the choice of the communication 

medium and in the choice of the communication language. The interpretation of the results had 

two directions of analysis: The Study of preferences for communication media in remote 

negotiation, respectively The Study of preferences for the use of languages in remote 

negotiation. 

The interest in studying preferences for certain negotiating environments is justified by its 

timeliness and the need to adequately understand how communication channel choices are made, 

in order to be able to make appropriate decisions in preparing an effective negotiation. In order 

to determine the preferences for the negotiating environments, it was started from the frequency 

with which the respondents use the different negotiating environments, in order to determine a 

hierarchy of them. Frequency analysis places the interactions at a distance, by email or 

telephone, at small differences from the face-to-face interactions. The use of video- or audio- 
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teleconferencing applications, as well as short message negotiations are the least common. Of the 

respondents, over one third frequently use negotiation in a foreign language, and more than one 

third occasionally use it. This creates the profile of a Romanian negotiator who is frequently 

exposed to negotiations in a foreign language, who is more exposed to direct interactions or who 

uses simple remote communication technologies, such as telephone or email. 

Starting from the premise that the frequency of use of communication media can also be 

determined by objective factors (the specificity of an activity or organization, the technological 

endowment of a company, internal restrictions or recommendations regarding the negotiation 

modalities, etc.), it is relevant to researched a subjective profile of preferences for certain remote 

trading environments. To achieve this, the respondents were invited to rank their preferences for 

the most widely used means of distance communication, from the perspective of using them for 

negotiation. The preferences for the mobile phone and for the e-mail are very close. The media 

facilitating audio or video conferences are preferred to a lesser extent, and among them, a higher 

preference is expressed for the audio-conference. The least preferred medium for remote 

negotiation is the classic post. From the conclusions of the analysis, it is noteworthy that the 

respondents make a clear distinction between the mobile phone and the fixed phone, placing 

them predominantly in the mobile phone hierarchy – first option, fixed phone - secondary option. 

In order to investigate the reasons that influence the preferences for the remote 

communication media, the respondents were invited to characterize the communication quality 

for all the media of communication that use a technological communication channel, 

distinguishing between the communication in Romanian and the communication in a foreign 

language. At the same time, the characteristics of distance communication were compared with 

face-to-face communication. The best perceived channels are email, phone, video conferencing, 

but also direct negotiation, face to face. Comparing the characteristics of the communication 

channels from the point of view of the communication language, we noted a constant, significant 

difference, between the perceived quality of the communication in the Romanian language and 

the quality the perceived quality of the communication in a foreign language. The presence of 

this tendency in all the communication channels analysed, correlated with the favourable 

characterization of the communication by email in a foreign language, denotes an independence 

of channel of this perception, being able to be related to a great extent to the difficulty in itself to 

communicate / negotiate spontaneously. in a foreign language and easier to negotiate by email. 

More detailed information about the reasons for preferences for a particular communication 

channel, or its characterizations, can be obtained from analysing the correlations between the 

frequency of use, the hierarchy of preferences or the characterization of the communication 
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channels in negotiation. Using the series of responses to the sociological inquiry, the following 

correlations were analysed by the Spearman test: correlation between frequency of use of 

negotiation media - hierarchy of preferences for communication media in remote negotiation; 

correlation of the frequency of use of the negotiation media - the perception of the quality of the 

communication through different environments, in the remote negotiation; correlation between 

the perception of the quality of the communication through different environments - the 

hierarchy of preferences for the communication media, in the remote negotiation. The general 

conclusions of the correlation analysis between the frequencies of use, the hierarchy of 

preferences and perceptions about the quality of communication outline some possible 

behavioural mechanisms of the negotiators: 

• the low preferences for certain environments are correlated with the low frequency of their 

use; 

• the low frequency of use of negotiating environments can also generate a higher preference 

for them, an aspirational preference, which can influence the frequent users of a negotiating 

environment to attribute qualities superior to a different type of environment; 

• the quasi-general use of e-mail and mobile phone as communication media places them 

predominantly at the top of preferences, while the other communication media are regularly 

placed on lower levels in the hierarchy of these preferences; 

• in the case of a "specialization" of the respondents who frequently use some negotiation 

media, there appears to be a tendency to have low preferences for other communication media; 

• at the same time, from the perspective of the negotiators who prefer a certain 

communication environment, the focus of the perceptions can also take the form of stereotypes 

of perception, negative or positive. 

In the study of preferences for the use of foreign languages in remote negotiation, to assess 

the frequency of use of different languages in the European area, respondents were invited to 

appreciate the frequency of use of these languages in negotiation. The sample analysed confirms 

the European tendency to generalize English as a conventional language in international business 

relations: approximately two thirds (62.74%) use English frequently in negotiations, 31.37% use 

it occasionally, only 5.88% never use it. Only 13.72% of the respondents use French frequently 

in the negotiations, while almost half (47.06%) do not use it at all. Spanish, German or other 

languages are rarely used. In order to evaluate a differentiation in the case of remote negotiation, 

among the subjects of the social investigation, only 37.26% frequently use a foreign language in 

negotiations, 7.84% have never used it, and 54.9% use it occasionally. 
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Choosing a foreign language for negotiation is an element that can influence the success of 

the negotiation. Therefore, the mechanism for choosing the language of negotiation can help to 

understand how Romanian negotiators act. The subjects of the social survey were invited to 

indicate how they make the choice of a foreign language, from a list of possible criteria. The 

analysis of the answers offered identifies a balance between external and personal factors. This 

finding indicates a wider margin of control of the negotiation situations, in favour of the 

Romanian negotiator. At the same time, it reveals a risk related to negotiations in a foreign 

language, in which the general negotiation framework can dictate some of the "rules of the 

game". 

The study of the correlations between the frequency of use of languages and the perception of 

the quality of communication through different environments was performed using the Spearman 

rank correlation test. Regular correlations, most of them of medium intensity, can be explained 

by the comfort that the higher abilities of English use generate; users exposed more frequently 

and / or with a better level of knowledge of the English language associate to a lesser extent the 

perception of a difficulty of the remote communication through any of the communication 

channels considered. 

The study of preferences for remote negotiation environments, within the sociological 

analysis (3), confirms both research hypotheses, H 3.1 and H 3.2, demonstrating the existence of 

behavioural patterns in the formulation of preferences for certain telecommunication channels 

and the negotiation language, expressed by the Romanian-speaking natives who use English in 

negotiation. There is also a preference for negotiation over the phone - and especially a mobile 

phone, manifested by native speakers of Romanian who use English in negotiation, to which is 

added an important preference for email negotiation. 

The ANNEX to the paper describes the questionnaire used in exploratory research. 

The list of BIBLIOGRAPHICAL REFERENCES contains almost 200 books, articles and 

other references taken in the study and cited during the paper. 
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GENERAL CONCLUSIONS OF THE RESEARCH 

The last chapter of the paper, chapter 5, CONCLUSIONS CONCERNING THE 

INFLUENCE OF THE COMMUNICATION ENVIRONMENT AND THE USE OF 

FOREIGN LANGUAGES ON REMOTE NEGOTIATION, realizes a synthesis of the 

conclusions of the documentary research and of the applied research. The research of the remote 

negotiation is placed in the context of conflicts specific to the supply chain, as well as in the 

context of international communication. 

The original contribution that the paper makes to the applied research methodology of 

perceptions and reactions is also emphasized: to illustrate figuratively the comparison of the 

changes in the densities of the distributions, an innovative method of colour coding of the scores 

was used, on a palette that has the colours as a benchmark. red and blue, called plastic "redshift 

analysis", as a paraphrase of the homonymous effect in physics, whereby the electromagnetic 

radiation received by a detector undergoes a change in the wavelength to higher wavelengths 

compared to the emitted wavelength source, in the visible spectrum being perceived as a shift 

towards red, respectively blue. This method was used to analyse changes in perceptions and 

reactions between situations compared within simulations. The method has been validated by 

comparison with determinations by other alternative methods, and can be extended for use in 

similar research situations. 

All the documentary research has created connections between the studied directions: 

conflicts in the modern supply chain, in which communication and negotiation at a distance 

predominate, are born and solved in technological environments (email, telephony, audio and 

video conferences, short messages). The expanding international relations give rise to the need 

for simplified communication, in a foreign language that is known and understood by the supply 

chain negotiators. 

The use of the foreign language by non-native speakers, and in particular English, generates 

specific effects, which the Romanian negotiators are useful to know: 

• Communication in English deforms the perceptions and reactions of the negotiators, 

leading to a lower perception of the aggressiveness of the communicated messages, resulting 

in less aggressive reactions; 

• Communication in English can generate reactions that are disproportionate to the real 

context of the situations, if the messages are not properly understood, for reasons related to 

the knowledge of this language. 
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On the other hand, the use of different media of distance communication generates to the 

users influences of perception of the quality of the communication, derived either from 

aspirational biases or from stereotypical biases. 

Understanding these behavioural changes by negotiators, and in particular by local 

negotiators, helps them to choose the most appropriate negotiation paths and methods, and to 

decode accordingly the messages received during a remote negotiation, and in particular in the 

framework of a remote negotiation in a foreign language. 

The systematic character of the documentation, as well as the practical character of the 

applied research, transforms the work into a research approach with immediate utility in the 

modern business environment. 


