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CONCEPTUAL GUIDELINES FOR THE RESEARCH

Actuality and importance of the topic addressed. The subject of negotiations is
becoming more and more present in the social and economic life of the Republic of
Moldova from year to year. With the unfolding of certain important events for our
country, the negotiations become a defining element in the relations with the European
Union. In this context, the development of the management of negotiations in business
is an extremely current topic for the business environment of the Republic of Moldova,
which is in the conditions of conquering the new dimensions of achieving the economic
objectives of the organizations. On the other hand, the factors of the external environ-
ment of the organization, which change through new atypical appearances, cause new
approaches to the process and management of negotiations. Negotiation in the condi-
tions of atypical situations can be achieved by effectively preparing managers for suc-
cessful negotiations in the contemporary global business environment. In this context,
an essential objective in the proposed research becomes the role played by the adequate
training of managers in developing the confidence and calm necessary to make deci-
sions under pressure and complexity specific to negotiations.

The concept of negotiation management must include specific skills adapted to
these new channels of communication and new ways of interacting. The COVID-19
pandemic has emphasized the need to develop negotiation management in atypical
conditions. At the same time, the business environment is faced with a series of com-
plex and unexpected challenges, generated by fast and unpredictable economic, techno-
logical, political and social changes. Thus, in an environment where restrictions and
uncertainties have become the norm, the ability to adapt the planning and organization
of negotiations to deal with unexpected situations becomes essential for the survival
and success of organizations.

As a result, the research aims to bring to the fore the fundamental role of preparation
for negotiations and the character of managers involved in negotiations, emphasizing the
influence of this preparation on the results obtained in the process of organization and
planning of the negotiation and its positive impact on internal relations within work teams.

The subject of the research is negotiation management in the context of atypical
situations. And, the development of negotiation management in the conditions of atypi-
cal situations becomes an essential necessity for organizations, because the negotiation
process plays a vital role in achieving business goals, adapting to new realities and en-
suring long-term success.

Description of the situation in the research field and identification of associat-
ed problems. Specific research in the field of business negotiation management devel-
opment, in the context of atypical situations, shed light on some essential aspects relat-
ed to the adjustment of the negotiation process in the face of challenges and unexpected
opportunities in the business environment. These investigations highlighted the need
for a proactive and flexible approach to manage unconventional situations, and to en-
sure the success of organizations in the face of unpredictable change.

The degree of study of the research topic. The management of negotiations in the
context of atypical situations can be approached as an interdisciplinary subject that has
been studied by scholars in the fields of trade, international and diplomatic relations,
economics, psychology and management. The theoretical approach to negotiations, de-
veloped in the evolution of research, proposes principles and techniques for achieving
advantageous agreements in negotiation processes, while maintaining integrity. Strate-
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gies and tactics for achieving favorable results in negotiations were revealed, covering
aspects such as effective communication and interpersonal relationship development. All
these topics are found in the works of the authors Fisher R., Ury W., Patton B.M., Gaspar
J.P., Schweitzer M.E., Halpert J.A., Stuhlmacher A.F., Crenshaw J.L., Litcher C.D.,
Bortel R., Claudius, Mandel, Jang D., Bottom W.P., Melzer P., Schoop M,. Schmid, A.,
Schaerer M., Teo L., Madan N., Swaab R.I., Kéhne F., Ostertag K., et al.

Some works by the authors Shell G. R., Simantov-Nachlieli I., Har-Vardi L., Moran
S., which provide negotiation strategies for rational individuals, focusing on the ways of
obtaining advantages in negotiation. In their contemporary scientific endeavors, some au-
thors, talking about the inter-human relations in the process of successful business nego-
tiations, highlight how communication and negotiation skills can contribute to success in
the business world. We refer to Georgescu T., Popescu M.N., Prutianu, S., Potecea V.,
Chiriacescu A., Coman C., Rotaru V., Danciu V., Deac I. Dragos C. V., I. Popa, C. Do-
brin, G Ignat, 1.V. Dragulanescu, A. Micu, C. Coman, 1. Pohoata, et al.

The subject of negotiations was also explored in international commercial transac-
tions, which provides details about effective communication in the foreign business en-
vironment, which also provides positive results in negotiations. At the same time, we
also mention the contribution of the profile researchers from the Republic of Moldova,
who in one way or another developed perceptions of the negotiations, or their research
will contribute to achieving the goal of sustainable economic development for the na-
tional organizations. We can appreciate the numerous studies and researches carried out
in the context of business negotiations by local authors, Thus, Sargu L. explores the
management of negotiations in the context of quality management systems, Platon N.
presents the organization of various types of negotiations, and Perciun R. approaches
communication and its role in the negotiation process. Adopting new values and goals,
such as human prosperity and social well-being, instead of pure economic growth.

From the result of the scientific documentation and the analysis of the literature
sources presented in the bibliography of this research, it can be seen that the concerns
of scholars and researchers were focused on several segments of the negotiation pro-
cess, depending on the current research at the time of the study. In this context, we find
that a research focusing on the identification of the significant problems raised by the
management of negotiations in atypical conditions and on their effective development,
in the context of the negotiator's competencies and skills, is not found in previous stud-
ies. At the same time, the emergence of several atypical situations, which may include
sudden changes in the negotiation processes, catalyzed the initiation of the study in the
field and the offering of viable solutions for adapting to these challenges.

Purpose of the paper: The aim is to develop the management of negotiations in
business under the conditions of atypical situations, which consists in understanding
and identifying effective ways, skills and practices to successfully manage negotiations
in the business environment, characterized by unexpected changes, uncertainty and
complex challenges. The ultimate goal of the research is to contribute to the develop-
ment of knowledge and skills regarding negotiation management, which enable organi-
zations to react more effectively to unexpected changes in the business environment,
and achieve positive results despite the challenges.

Research objectives: The main objectives of the thesis are structured in several
directions, each with clearly defined actions for the development of the management of
negotiations in business, in the conditions of atypical situations. These relate to:
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* Approaching the theoretical benchmarks of the concepts and theories of negotia-
tion through the prism of economic and managerial activities;

* Basing the management of negotiations in business, in conditions of contempo-
rary atypical situations;

* The systemic and procedural presentation of business negotiations, as an element
of management;

* Establishing the main elements of negotiation in business, in the context of es-
sential atypical situations, for the development of management of negotiations;* Identi-
fying the particularities of atypical situations in conditions of uncertainty and change
for the management of negotiations;

» Analysis of the international experiences and practices of business negotiation
management, to the specific challenges of atypical situations;

* Determining the common impediments in business negotiations, influenced by
atypical situations for the business environment in the Republic of Moldova;

* Finding the problem-solution approach by the representatives of the business en-
vironment from the Republic of Moldova, in negotiations under atypical conditions;

* Carrying out the SWOT analysis of the negotiation process, for the business en-
vironment in the Republic of Moldova;

* Elaboration of a method of negotiation in atypical situations for application by
the business environment, regarding the improvement of the negotiation process and
the development of the management of negotiations;

* Formulation of the proposal for the development of management of business ne-
gotiations, in atypical conditions in the Republic of Moldova.

The research hypothesis it is based on the research methods used and summariz-
es in the following statement. Negotiation management requires improvement of the
negotiation method and the development of managerial capacity, adapted to atypical
situations, for the efficient management of negotiations by the business environment of
the Republic of Moldova.

Synthesis of the research methodology and justification of the chosen re-
search methods: In accordance with the main objectives of the thesis, the research
methodology was based on the application of different methods such as: analysis, syn-
thesis, deduction, comparison, modeling, estimation, forecasting, etc. for the outline of
a theoretically applied research in the field of negotiation management.

The first stage consisted of the analysis of the existing literature, which played a
fundamental role in enriching the knowledge and understanding of the subject, by using
the relevant concepts and notions from economic and managerial theories. Scholarly
documentation on the systemic and process approach to business negotiation has been
brought to the fore, providing a robust conceptual framework for the underlying argu-
ment. At the same time, we affirm that this work contributed to the outline of a solid
theoretical base, with analysis elements and scientific interpretations of the specifics of
negotiations in atypical situations.

In order to argue the applicative elements, qualitative collection methods were
used to collect data from the field, such as the questionnaire and the interview. The sta-
tistical-mathematical analysis of data processing was an important pillar in the research,
providing a solid basis for the evaluation of qualitative aspects related to the manage-
ment of negotiations under the conditions of atypical situations, as well as to the devel-
opment of negotiation management. In parallel, the qualitative analysis of the data
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brought the subjective perspective, and allowed the detailed exploration of the specific
context of the business environment in the Republic of Moldova, in the conditions of
atypical situations. The use of data analysis and interpretation methods, such as the
SWOT analysis, and the Pareto Method contributed to formulating the relevant research
conclusions. Through this combination, the research captured both the scientific and
practical aspects, creating a holistic panorama of the phenomenon under investigation.

The information base that was built and applied in this research, was ambitious
and vast, it involved primary data as well as secondary data from previous studies, sci-
entific papers and international experiences. This multi-faceted approach ensured a
broad and authentic representation of the phenomenon under investigation. Thus,
through the diversified methodological approach and the use of a wide spectrum of re-
sources, the research was able to shed light on the complexity of the development of
management of business negotiations under the conditions of atypical situations, con-
tributing to a deeper understanding of this field, and providing the necessary perspec-
tive for optimizing practices negotiation in today's business environment.

Scientific novelty:

It was a scientific argument about the phenomenon of atypical situations that the
national and international business environment is currently facing and that influence
the business negotiation process. Grounding and justification of the specific and com-
mon impediments present in negotiations in atypical situations to ensure an efficient
planning of the process.

The ways of managing negotiations in the context of the atypical situations of the
companies in the Republic of Moldova, influenced by various atypical situations during
the studied period, were determined;

The strengths, weaknesses, threats and opportunities were determined for the negotia-
tion process in atypical conditions for the business environment in the Republic of Moldova;

The reflexive negotiation method of business innovation in atypical situations,
based on skills and competencies adapted to the conditions of atypical situations, was
developed as a tool to improve the negotiation process;

The construction used regarding the ways of development of the management of
negotiations in business, in the conditions of atypical situations for the business envi-
ronment of the Republic of Moldova, was elaborated.

The important scientific problem solved consists in: consists in the develop-
ment of negotiation management, by approaching effective planning by a negotiator
with skills and competences adapted to the conditions of atypical situations, for the op-
timal development of the management process of negotiations, within organizations
facing atypical situations. It involves exploring how traditional negotiation approaches
can be adjusted and improved to respond to unpredictable changes and to take ad-
vantage of emerging opportunities.

The applicative value of the research it is based on the application of the results
of the study, regardless of the geographical area, the organization's capacity, its particu-
larities. The applicative value of the research is based on: practical tools for solving ne-
gotiations in atypical conditions, which can be implemented in the business field of the
Republic of Moldova. The negotiation method to successfully address the challenges of
atypical situations, improving the negotiation process and the respective development
of negotiation management, contributing to achieving objectives and achieving success
in the business environment. Innovation and adaptability, operating with process plan-
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ning, adapted to the rapid and unpredictable changes in the business environment. In-
creasing managerial capacity, by approaching atypical situations as opportunities to
gain experience and develop customized skills that can give organizations an advantage
in dealing with atypical situations.

Structure and content of the thesis. The introduction of the thesis estimates the
topicality and importance of the research theme, identifies the research problem and
formulates the purpose, operationalizes the research objectives, specifies the research
methodology and scientific novelty, argues the theoretical importance and practical
value of the research, presents the method of approving the investigative results and
implementation, a summary of the thesis sections is presented.

Chapter 1. looks at how negotiations can be perceived as a complex, interconnected
system and how the negotiation process can be broken down into distinct stages. Through
the analysis of academic contributions and practical experiences, a conceptual framework
is outlined that highlights how negotiation management can be adapted and optimized to
address the atypical situations that can arise in the contemporary business environment.

Chapter 2. determines how the atypical situations are reflected in the negotiated
contracts, and it is emphasized that the contemporary society has given birth to new
contexts that determine the emergence of these situations. Some relevant examples of
atypical situations, such as the COVID-19 pandemic, financial crises, trade embargoes,
states of emergency, political crises or association agreements with the EU, are classi-
fied and fleshed out. It focuses on successful international experiences and practices in
managing business negotiations in the context of atypical situations, by identifying real
cases of negotiations that were based on unconventional circumstances, such as invest-
ments in foreign markets, lobbying strategies, quota regulations the European market,
etc., and the way in which the companies have approached and solved the challenges
specific to these complex contexts is highlighted.

Chapter 3. contributes to the development of innovative and adaptable strategies that
can increase resilience and success in the face of challenges in the contemporary business
environment. Through the SWOT analysis of the negotiation process, the development of
a method for planning negotiations in atypical conditions, and the development of negotia-
tion management in such situations, the chapter aims to provide pragmatic approaches and
strategies for effectively managing atypical situations. The methodology for the develop-
ment of a negotiation plan in atypical conditions, as a tool to increase the competitiveness
of the business environment in the Republic of Moldova, proposes a proactive approach in
managing atypical situations, by developing a specific negotiation plan.

The general conclusions capitalize on the syntheses and the final results of the investiga-
tions in the case study and reveal the theoretical and methodological results of the research.

Approving the results of the investigation. The obtained results are published in
10 scientific papers, and were also presented in several forums and scientific events in
the country and abroad, such as:

Proceedings of the International Conference Digital Age: Traditions, Modernity and
Innovations (ICDATMI 2020), Cazani, Russia, 23-25 September 2020, in online format;

International Doctoral Scientific Symposium “Modern trends of scientific devel-
opment: visions of young scientists” Chisinau, Republic of Moldova, June 25th 2021;

International Conference Promotion of Social and Economic Values in the Con-
text of European Integration, December 4-5, 2021, Chisinau;



International Scientific Symposium 2nd edition "Economic and legal aspects of
digitization in the context of globalization", March 4-5 2022.

Co-author on a monograph with the author's contribution of 2.0 c.a. 4 scientific ar-
ticles were published, of which 1 article was published in SCOPUS rated international
magazines; 2 articles in journals from other databases, accepted by ANACEC (EBSCO
Publishing, CEEOL, EconPapers; RePec; IDEAS; DOAJ; Cabell's; Proquest); 1 article
in magazines from the National Register of professional magazines, with category B.

The conclusions and research results that strengthened the value and importance of
the solved problem were published in international and accredited magazines from the
Republic of Moldova. The applicative value of the work has been confirmed by 3 im-
plementation documents, from some of the most powerful companies, which conduct
business at international and national level.

Keywords: management, negotiation, valorisation, system, development, atypical
situation, innovation, optimisation and modelling

CONTENT OF THE THESIS

Chapter 1. Theoretical highlights of the concept of negotiation in economic and
managerial theories reflect the study, theoretical foundations and practical application
of negotiations. In this chapter, topics related to concepts and notions of negotiations in
economic and managerial theories, the systemic and procedural approach to business
negotiation as an element of the managerial system, the management of business nego-
tiations in conditions of atypical contemporary situations are presented in detail. The
views of researchers are presented on the notion of negotiation, the characteristics of
business negotiations, communication as a component of negotiations, economic and
managerial theories on business negotiations, factors regarding the utility and value in
business negotiations, strategies and tactics in business negotiations, etc.

Business negotiation is a complex and dynamic process, and the opinion of differ-
ent authors can provide valuable insights, such as Theories and principles advocated by
Chester L. Karrass, Lewicki, Saunders and Minton, Gavin Kennedy, Daniel Shapiro,
Richard Shell, etc. Theories related to negotiations based on power and influence, in-
terests and objectives, which contribute to the foundation of business negotiations, have
been identified, analyzed, outlined and described.

In recent years, a specific style of cooperative negotiation has gained popularity, propo-
nents of this style believe that negotiation based on rigid positions can lead either to stubborn-
ness and deadlock (“hard bargaining"), or to accepting significant losses in favor of a deal (
"easy negotiation™). In this context, the author presented a detailed analysis of the principles of
negotiations developed by John Nash, the BATNA principle by Roger Fisher and William
Ury, the ZOPA principle, the principle of distributive negotiation, the principle of integrative
negotiation, later forming the foundations of the negotiation method in chapter 3.

Negotiations are a "fundamental aspect of management theories, as managers of-
ten have to engage in negotiations with various stakeholders to achieve organizational
goals"” [13, p. 155].In negotiating business, it is important to distinguish between inter-
ests and positions.

These two concepts represent two different perspectives on the motivations, and
the desires of the parties involved in a negotiation.

Today, research in the management of business negotiations continues to evolve
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with the changes in the business environment and the development of new technologies
and approaches, being influenced by aspects such as artificial intelligence, data analysis
and communication technologies, which have brought new dimensions to the field of
negotiations , and research explores how to integrate them effectively into negotiation
processes [14, page 52].

Over time, there appeared classic approaches to the management of negotiations
that were described by several authors over time [24, page 106] (figure 1.).

The approach
based on strength
and competition

Relationship

The principles-
based approach

The integrative
based approach

approach

Figure 1. Classic approaches to business negotiation management
Source: developed by the author

The power and competition approach gradually developed around the 1950s and
1960s and focuses on gaining one's own advantage and extracting concessions from the
other party. Negotiators who adopt this approach consider negotiation as "being a zero-
sum game, in which one party's gain is equivalent to the other party's loss" [26, p. 57].
Tactics such as withholding information, manipulation and threats are used to gain con-
trol and gain maximum benefits, this approach has been researched by authors such as:

Richard Walton, Dean G. Pruitt, Peter J. Carnevale, being influenced by game theory
and research in economics.

Data and

Cognitive Behavioral Technological Intercultural analytics
approach approach approach approach driven

approach

Figure 2. New approaches to business negotiation management
Source: developed by the author
The evolution of research in negotiation management has led to a deeper under-
standing of the complexity of the negotiation process, and other new approaches have
been developed in recent decades, such as the cognitive approach or the intercultural
approach [10, p. 71] (figure 2).
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Source: made by the author
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Figure 3. The evolution of the characteristics attributed to the personality of the
negotiating manager identified by the researchers



Although bargaining power can sometimes be seen as coercive, legality and alli-
ances place more weight on the manager's character. However, recognized professional
evidence, moral superiority or psychological influence exert a more significant influ-
ence. This dilemma is an ongoing quest, with arguments resurfacing whenever the sub-
ject is brought up. The continuous interest of the researchers towards the person of the
manager-negotiator, underlines his primary importance in emerging contexts. A negoti-
ator's attributes have evolved over time, adapting to changing environments. Figure 3
shows the evolution of the negotiating manager's traits, derived from the scientific doc-
umentation and bibliographic analysis.

Under the classic aspect of the management of the managerial act, the management of
the negotiations is dependent on the individual personality of the manager-negotiator. In
this chapter we also refer to an evolution of the characteristics attributed to the negotiating
manager's personality over time, in order to better understand what are the strong aspects
of the managerial act. At the same time, these theories constitute a second pillar in the de-
velopment of negotiation management, and the emphasis on leadership.

Chapter 2 The establishment of the essential principles of business negotiation
in the conditions of atypical situations is based on the analysis of the particularities of
the atypical situations in the management of business negotiations, on the presentation
of the experiences and international practices of the management of business negotia-
tions in the conditions of atypical situations, on the determination of the essential prin-
ciples of the management of negotiations in business, in the context of atypical situa-
tions of organizations in the Republic of Moldova.

Atypical situations require careful analysis and, possibly, adjustments of the contrac-
tual clauses to adequately address the specific problems they present, thus these atypical
situations present in the management of business negotiations can be grouped as follows:

1. Force majeure events refer to "events that are unforeseeable, beyond the control
of the contracting parties, and are likely to prevent a party from fulfilling its contractual
obligations" [13, p. 118]. These are unforeseeable and uncontrollable events, such as
natural disasters, political unrest or pandemics, (figure 4.), which may disrupt the ful-
fillment of contractual obligations. Force majeure provisions in contracts often list var-
ious events that fall into this category, such as wars, terrorism, earthquakes, hurricanes,
government actions, fires, strikes, and other similar situations or events that are beyond
the parties’ control. [3, page 59].

O natural disasters
O political unrest
Q) the pandemics

Figure 4. Force majeure events in typical situations
Source: developed by the author

Changes in the regulations related to business negotiations in atypical circum-

stances can represent significant challenges and require a well-planned approach to pro-
tect the interests of all parties involved in the contract (figure 5).
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O the changes in the laws

L) unforeseen political changes

K ) global events

Figure 5. Regulatory changes in atypical situations
Source: developed by the author

In atypical situations, such as unforeseen political changes or global events, the
parties must carefully monitor any changes or new regulations, which could affect their
industry or the contract in question. This requires good communication and resources to
follow up on changes in a timely manner [24, p. 111].

In cases where the value of the goods or services being exchanged is subject to signif-
icant fluctuations due to market conditions, "negotiators may need to devise mechanisms
to adjust prices or quantities to reflect these changes™, (figure 6), [26, page 44].

Q price fluctuations

:k / value fluctuations

['\ ) economic conditions

Figure 6. Market volatility under atypical situations
Source: developed by the author

Market volatility is "significant and unanticipated fluctuations in prices, values or
economic conditions that may affect ongoing business and contracts" [2, page 230].1f a
contract involves technology-dependent components, an atypical situation could arise if
a new technological breakthrough appears, which significantly changes the "market
landscape” [14, p. 106]. Negotiators may need to consider how this influences contract
provisions relating to intellectual property, innovation or data management (figure 7).

4 data assisted negotiation W
e | E-negotiation platforms \
blockchain and data security

artificial intelligence (Al) and predictive analytics

automation of contractual documents

virtual reality (VR) and augmented reality (AR)

S
Figure 7. Technological advances in atypical situations
Source: developed by the author

Technological advances have had a significant impact in transforming the way
business is negotiated, especially in atypical situations such as rapid changes in the en-
vironment or unexpected events [1, p. 117].

Risks that were not initially taken into account during the contract negotiations,
may arise over time. These could include cyber security threats, environmental con-
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cerns, or health and safety risks, requiring adjustments to contractual clauses to mitigate
the risks [9, p. 19].

Dealing with atypical situations in business contract negotiations requires flexibil-
ity, clear communication, and a desire to find mutually beneficial solutions. It is im-
portant for negotiators to anticipate potential atypical scenarios and to include provi-
sions in the contract to allow for adaptation or resolution should these situations arise.
In some cases, the parties may also consider including dispute resolution mechanisms,
such as arbitration or mediation, to help manage disagreements that may arise due to
the complexities of these unique situations.

The COVID-19 pandemic has created a series of atypical situations and chal-
lenges in business negotiation, as the economic environment and the way of working
have changed in an unprecedented way. Travel restrictions and social distancing have
led to a rapid transition to online negotiations, and video conferencing and virtual col-
laboration platforms have become essential tools for continuing negotiations in pan-
demic conditions [4, p. 110].

The pandemic has created both risks and opportunities, negotiators have had to as-
sess how the pandemic might influence the sector and business partners, adapting their
strategies accordingly, flexibility, adaptability and open communication have been es-
sential to overcome the challenges and reach agreements, which take into account the
new economic and social realities [17, page 88].

Negotiating business during a financial crisis can involve atypical situations and
significant challenges, as companies face economic instability and uncertainty. Negoti-
ating business under embargoes is an atypical and complex situation, as it imposes
commercial restrictions and serious limitations on trade between countries or organiza-
tions. Embargoes can have multiple reasons, from political and security reasons, to
concerns related to human rights or international sanctions [8, page 96].

The Association Agreement with the European Union is a bilateral treaty that es-
tablishes the political, economic and commercial relations between a non-EU state and
the European Union [16, page 317]. This may include issues such as trade, security co-
operation, research and innovation cooperation, economic development and many oth-
ers. The negotiations of the business environment in the Republic of Moldova orga-
nized in the process of implementing the association agreement with the EU are car-
ried out in atypical conditions.

In this context, the negotiation processes of large international companies were ana-
lyzed and their behavior in the correct management of advantageous negotiation processes,
and some practices being recommended for the national business environment. An exam-
ple of an oil deal negotiated in an atypical situation is the purchase of 50% of the shares of
TNK-BP by Rosneft, the Russian state oil company, in 2013 [27]. TNK-BP was a joint
venture formed by a joint venture between the UK BP group and Russia's AAR (Alfa, Ac-
cess Industries and Renova) consortium. These conditions and factors contributed to the
specificity of the atypical situation of the TNK-BP negotiations and called for flexible ap-
proaches, creative solutions and deep expertise in the financial, legal and political fields.

Another example of negotiating business in atypical situations comes from the au-
tomotive industry, where the German company Volkswagen has negotiated partner-
ships and collaboration agreements with other automotive companies for the develop-
ment and production of electric vehicles or advanced automotive technologies. For ex-
ample, the collaboration between Volkswagen and Ford for the development of com-
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mercial vehicles and autonomous technologies is one such negotiation. The result of
this collaboration between Volkswagen and Ford was the development of joint com-
mercial vehicles as well as autonomous driving technologies, which have been benefi-
cial for both companies, bringing innovation to the market and strengthening their posi-
tion in the face of the competition in the global automotive industry.

This example illustrates how companies in the EU automotive industry can nego-
tiate to achieve common goals, such as developing advanced technologies, sharing
costs and improving market competitiveness.

Another atypical business negotiation situation is the example of technology mergers
and acquisitions, Microsoft, a company based in the United States, negotiated with Euro-
pean companies to acquire relevant technologies and services. For example, the acquisition
of the EU-based platform GitHub involved complex negotiations on the valuation and
terms of the deal [20]. This example highlights how non-EU companies, such as Mi-
crosoft, can negotiate with European companies to acquire technology, services or busi-
nesses, involving complex assessments and compliance with relevant regulations and laws.

Another example of an atypical business negotiation situation comes from renewable
energy, where European companies active in the field of renewable energy, such as Italy's
Enel or Denmark's Orsted, have negotiated with local governments and other stakeholders
to obtain licenses, permits and support for the development of wind and solar parks [21].
The example of Enel and Orsted companies in the field of renewable energy illustrates the
importance of negotiations in obtaining licenses, permits and support for the development
of renewable energy projects [26]. Effective negotiations enable companies to develop
projects for the benefit of the environment, the economy and local communities.

Another atypical situation comes from the field of telecommunications and spec-
trum auctions, where telecommunications companies such as Vodafone, Orange or
Deutsche Telekom, participated in auctions organized by EU governments to purchase
radio spectrum, necessary for their mobile communications services [24, 119]. These
negotiations often involve competition and complex bidding strategies. This example
shows how telecommunications companies negotiate in a competitive environment to
gain access to the necessary resources, to grow their businesses and to provide innova-
tive services to their customers.

Example of business negotiation in atypical pharmaceutical and market access
situations, where pharmaceutical companies negotiate with regulatory authorities and
health agencies in the EU to obtain approvals for new medicines and treatments. They
may also negotiate distribution and partnership agreements with other pharmaceutical
or distribution companies. These negotiations often involve collaboration between
pharmaceutical companies, regulators and other stakeholders to ensure the successful
introduction of therapeutic innovations to market.

An example of a company that carried out advocacy activities in the European Un-
ion is IKEA, the well-known Swedish company specialized in furniture and home
products. IKEA is committed to being a sustainable company and contributing to envi-
ronmental protection [22]. The company wants to influence EU policies and regulations
regarding sustainability, the circular economy and other environmental issues. The
IKEA example demonstrates how a company can use advocacy to promote its values
and contribute to social and legislative change. Active involvement in promoting sus-
tainability can create a significant positive impact on the environment and society as a
whole, and the EU provides an appropriate platform for such efforts.
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Through these experiences, certain specific impediments were established, these
impediments may be the result of unexpected factors or environmental changes that
may affect the negotiation process (figure 8).
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Figure 8. Common obstacles in business negotiation in atypical situations
Source: developed by the author

Decisions about business expansion, staff recruitment or investment often depend
on these economic outlooks, and during atypical periods, the difficulty in estimating the
direction of the economy can add great uncertainty to business planning.

The management of uncertainty in the business environment, in atypical situa-
tions, requires proactive approaches and flexibility, robust strategic planning, portfolio
diversification, constant risk assessment and adaptability to changes, can help organiza-
tions face the challenges of uncertainty [5, page 96].

Negotiating the business in the Republic of Moldova required a strategic, flexible
and collaborative approach. Managing political and economic uncertainty has involved
risk-taking, adaptability to change and partnership-building to meet challenges and ex-
ploit opportunities.

In atypical situations, where precedent and traditional rules are missing, the ap-
proach to innovation and finding creative alternatives become essential to successfully
navigate the business environment. To negotiate business under such circumstances, we
need to adopt a new perspective and approach the process with creativity and agility
[12, p. 113].The lack of precedents can be seen as an opportunity to create one's own
strategies and tactics, instead of rigidly following existing rules, although the lack of
previous references may induce uncertainty, it also opens doors for innovation [11, p.
92]. In this context, finding non-conventional methods to approach negotiations can
bring significant competitive advantages.

In order to understand the ways of dealing with atypical situations by the business
environment of the Republic of Moldova, we considered it appropriate to select repre-
sentative companies from various fields with substantial economic impact in the field
of activity. In this way, some of the most representative companies from 7 fields were
selected for the analysis of the way of managing atypical situations. The following ap-
proaches to the problems created by the atypical situations presented in tables
1,2,3,4,5,6,7,8,9 were generated as a result.

15



Table 1 Approach to the atypical situation due to the lack of precedents by the

company ""DAS Solutions'

1 Constant innova- the company focused its efforts on constant innovation in the development of software solutions and
tion IT consulting, thus in an unprecedented environment, it was necessary to explore new technologies
and approach complex problems with creativity.
2 Collaboration with | in the absence of precedents or existing models, the company had to work closely with its customers,
customers this involved deeply understanding each customer's specific needs and developing customized solu-
tions to their problems.
3 Experimentation the lack of precedents did not necessarily mean a lack of knowledge, but the opportunity to experi-
and learning ment and learn from failures and successes, so the company was open to testing new approaches and
adjusting strategies based on the results obtained
4 Flexibility in ad- the company has developed a culture of adaptability and flexibility. Since there were no set patterns to
aptation follow, it was necessary to adapt quickly to changes in the market and adjust their strategies accord-
ingly.
5 Internal skills in the absence of precedents, the development of internal skills has become crucial. The company has
development invested in the training of its employees, to be aware of the latest technological trends, and to be able
to tackle unexpected challenges

Source: developed by the author

Table 2 Approach to the atypical situation through the rapid change of priorities

by the ""Wine of Moldova' company

1 Transferring the company quickly recognized the need to adapt to the new restrictions, and developed a
activities to the | strategy to promote Moldovan wines through events and online presentations. This allowed
online environ- | promotion to continue in international markets, albeit in a virtual fashion.
ment

2 Supporting local | since exports were affected by global closures, "Wine of Moldova" focused on supporting
producers local producers and promoting wines on the domestic market. This has helped sustain the

industry in a difficult context.

3 Finding new with many fairs and exhibitions cancelled, the company had to find new ways to reach cus-
distribution tomers. It has collaborated with e-commerce platforms and online distributors to maintain
channels access to foreign markets.

4 Effective com- "Wine of Moldova™ has maintained constant communication with wine producers to under-
munication with | stand their needs and challenges. This allowed strategies to be adjusted and adapted to rapid
members changes.

5 Innovation in the company developed creative and interactive promotional campaigns, such as virtual
promotion wine tastings, to maintain customer engagement and draw attention to Moldovan wines.

Source: developed by the author

Table 3 Approach to limited resources in an atypical context by the company

"Linella"

1 Stock prioritization the company had to prioritize inventory and resource allocation to ensure the availa-
bility of essential products such as staple foods and personal hygiene items.
2 Collaboration with as supply sources were disrupted, "Linella" worked closely with suppliers to ensure
suppliers constant deliveries of products and raw materials, even in difficult conditions.
3 Adaptation of services | the company developed home delivery and online ordering services to meet the needs
of customers who preferred to avoid physical stores.
4 Personnel manage- in a context of restrictions and health concerns, "Linella" had to manage staff in a
ment responsible way, and ensure that employees had adequate protective equipment.
5 Optimizing operations | with limited resources, the company had to find ways to optimize operations and re-
duce waste in order to cope with increased costs.
6 Communication with | the company has been transparent with customers about the measures taken and prod-

customers

uct availability. This has helped maintain customer trust and loyalty.

Source: developed by the author
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Table 4 Approach to the atypical situation by breaking the supply or distribution

lines by the company "'Fidesco""

No. crt Solutions Approaching problems

1 Diversification of The company sought to diversify its sources of supply in order to reduce the risk of
supply sources dependence on suppliers in a particular region or country.

2 Investments in safety | Fidesco has maintained safety stocks to deal with temporary interruptions in supply,
stocks and to ensure continuity of operations in cases of crisis.

3 Supply chain optimi- | The company has analyzed and optimized the supply chain to identify critical points
zation and better deal with potential disruptions.

4 Collaboration with Fidesco has developed solid relationships with its suppliers, and has worked closely
suppliers with them to promptly resolve any issues or disruptions.

5 Communication with If there were disruptions in distribution or supply, the company maintained open
customers communication with customers to provide them with updated information and alterna-

tive solutions.
6 Flexibility in planning | The company has developed strategies and continuity plans that are adaptable to the

rapid changes in the environment.

Source: developed by the author

Table 5 Approach to resistance to change in the atypical context by the company

"Vitanta"
No. crt Solutions Approaching problems
1 Engaged leadership Vitanta management was directly involved in the change process, and demonstrated
commitment to the new requirements and standards.
2 Communication and The company has invested in open and transparent communication with employees,
engagement explaining the need for change and involving them in the adaptation process.
3 Training and instruc- | Vitanta invested in employee training to prepare them for the new requirements and

tion

standards, ensuring that everyone understood the necessary changes.

4 Piloting and evalua- the company implemented the changes in pilot stages to identify potential problems
tion and make adjustments before wide-scale implementation.
5 rewarding Vitanta recognized and rewarded employees' efforts in the change process, creating a
positive climate for adaptation.
6 Resistance manage- the company proactively addressed resistance to change by identifying barriers and
ment employee concerns, and developing strategies to overcome these obstacles.
7 Modeling change the company's management set an example by adopting and promoting new practices

and standards.

Source: developed by the author

Table 6 Approach to volatile market conditions in atypical situations by the com-

No. crt

Solutions

pany ""Moldtelecom"*
Approaching problems

1

Diversification of

services

In volatile market conditions, "Moldtelecom™ has diversified its service portfolio to meet
the changing needs of consumers. This includes the development of high-speed Internet
services, business solutions and digital television services.

2 Innovation and The company has been able to respond quickly to market demands by developing innova-
adaptability tive services such as work-from-home solutions or distance education. This required rapid
adaptation to new customer needs.
3 Investments in Despite the uncertainty, Moldtelecom continued to invest in the modernization of the
infrastructure infrastructure, to ensure the quality of services and to be able to cope with the increase in
demand.
4 Constant monitor- | The company has continuously monitored market developments and consumer behavior
ing of the market in order to anticipate changes and make informed strategic decisions.
5 Flexibility in Moldtelecom has developed flexible strategies to quickly adapt to changes in demand and
strategy in the business environment.
6 Communication In a volatile environment, communication with customers was essential. The company

with customers

has been transparent about service and policy changes, maintaining customer trust.

Source: developed by the author
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Table 7 Approach to the atypical situation through legislative changes by the

company "Orange Moldova™

No. crt Solutions Approaching problems
1 Active monitoring | The company has always been attentive to legislative or regulatory changes that could
of the regulatory affect the telecommunications industry. This enabled early identification of new re-
environment quirements and regulations.
2 Adjusting the ser- | When the new regulations imposed changes in the provision of services, Orange Moldo-
vice offer va was able to quickly adjust its portfolio of products and services to meet the new legal
requirements.
3 Communication The company has maintained constant communication with authorities and regulatory
with the authorities | bodies to understand the new directives and to ensure that it meets its legal obligations.
4 Adaptation of op- | Orange Moldova was prepared to adapt its internal operations and processes to comply
erations with new regulations, such as protecting customers' personal data, or providing access to
communications services.
5 Customer educa- The Company has provided clear information and education to its customers regarding
tion and infor- legislative or regulatory changes and their impact on their services.
mation
6 Quick reaction to Since the business environment and legislation can evolve quickly, "Orange Moldova"

unexpected chang-
es

has developed a culture of rapid reaction to unexpected changes, allowing them to quick-
ly adapt to new situations.

Source: developed by the author

Table 8 Approach to uncertainty in terms of contract in the atypical context by

No. crt

Solutions

BC "MAIB"
Approaching problems

1

Review and adap-
tation of contracts

The Bank reviewed and updated existing contracts to reflect new requirements and regu-
lations under the Association Agreement, and to adapt to economic and political changes.

2 Specialized legal Moldova Agroindbank hired legal experts to analyze and provide advice on the adapta-
advice tion of contracts to the new legislative requirements, and to minimize risks.

3 Communication The bank was transparent in its communication with its customers about the changes to
with customers the contracts and provided clear explanations of the new clauses and rules.

4 Personalized offers | To manage uncertainty, the bank has developed customized offers for its customers, tak-

ing into account individual needs and concerns.

5 Flexibility in terms | The bank was willing to negotiate and adapt the terms of the contracts, depending on the
of contracts changes in the market and in the business environment.

6 Monitoring contin- | As uncertainty continues, the bank continued to monitor changes in regulations and ad-

ues

justed contract terms accordingly

Source: developed by the author

Table 9 The approach of the atypical situation to negotiations in the virtual envi-
ronment by the company ""DHL Express Moldova"*

No. crt

Solutions

Approaching problems

1

Use of video con-
ferencing plat-
forms

The company started using video conferencing platforms such as Zoom, Microsoft
Teams or Skype, to organize virtual meetings with customers and business partners.

2 Personalization of | To compensate for the absence of physical interaction, DHL Express Moldova represent-
communication atives adapted communication to ensure that messages and proposals are presented in a
clear and engaging way.
3 Using online The company has developed virtual presentations to illustrate its services, benefits and
presentations ways of working together, thus replacing printed materials or physical presentations.
4 Efficient online DHL Express Moldova has invested in developing team skills to ensure effective negoti-
negotiation ation in the virtual environment, including managing online conversations, addressing
objections and encouraging employees to be engaged and communicative in the digital
environment.
5 Flexibility in hours | The company has been flexible with virtual meeting times to accommaodate the availabil-
ity of customers and partners in various geographies.
6 Data security The company has taken steps to ensure that virtual meetings and information exchanges

are secure and protected.

Source: developed by the author
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This study allowed the identification of principles and the formulation of good
management practices of business negotiation processes in atypical conditions of or-
ganizations in the Republic of Moldova. Determining the essential principles of busi-
ness negotiations in the context of atypical situations for organizations from the Repub-
lic of Moldova, requires a careful and adaptable approach. In the face of unexpected
changes, Moldovan organizations should adopt a flexible approach, being able to adapt
their strategies and tactics, depending on the contextual requirements. Given the diverse
character of the Moldovan society, knowledge and respect for cultural differences are
essential in negotiations. This can help build trust and avoid misunderstandings, and
organizations should establish clear communication channels and promote open dia-
logue with the parties involved to ensure transparency and avoid conflicts.

Chapter 3 New ways of business negotiations for organizations from the Republic
of Moldova under atypical situations presents the analysis of the business negotiation
process under atypical situations. Describes the method of negotiation in the conditions of
atypical situations as a tool to improve the negotiation process and develop the manage-
ment of negotiations. It presents the development of the management of business negotia-
tions under the conditions of atypical situations by ensuring managerial capacity.

The negotiation process in the Moldovan business environment can become more
complex and delicate in atypical situations. Atypical situations usually bring uncertain-
ty to the business environment, and negotiations can be influenced by this uncertainty,
making planning and decision making more difficult. International business relations
and negotiations have always had a central role in the Republic of Moldova, especially
in an era of economic globalization, the influence of the international media, the impact
of world financial and commercial institutions, and other multilateral organizations and
powerful regional groupings.

In order to analyze the negotiation process for the business environment in the Re-
public of Moldova, several data collected during the research itself were used. Thus, the
following were taken into account:

- the study conducted in 2020, regarding the analysis of commercial negotiations
in the context of atypical situations created by the COVID 19 pandemic, through a
closed questionnaire, with a number of 50 respondents. The results of the study being
presented publicly. [2. 3]

- the study carried out between January and April 2023, regarding negotiations in
atypical conditions, in which 85 respondents participated, (Annex 2) of which 56%
were members of negotiation teams, 14% were heads of negotiation teams, 14% were
expert negotiators and 16% confirmed negotiators. The study was presented and pub-
lished in high-impact journals. [10]

- the study carried out from April to May 2023, regarding the SWOT analysis of
the negotiation process for the business environment in the Republic of Moldova, using
closed questionnaires, which were distributed and completed by the business partici-
pants. Following an introductory explanation of the objectives of the research, ques-
tionnaires were distributed and respondents were directed to answer the questions. The
sample consisted of 50 participants of different genders, ages, educational backgrounds
(higher education), work experience (3 to 20 years) and professional positions within
the companies. An effective data analysis approach used here is "content analysis,"
used to incorporate information from secondary sources.
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Figure 9. SWOT analysis of the negotiation process in atypical conditions
Source: developed by the author

The strong points identified in the SWOT analysis regarding the negotiation process in the busi-
ness environment of the Republic of Moldova are: the approach to listening and communication skills,
the approach to managing relationships, direct open communication, diversity in the level of training,
the use of various sources of information. The weak points identified in the SWOT analysis regarding
the negotiation process in the business environment of the Republic of Moldova are: improvement of
the negotiation process, conflict management, identification and implementation of solutions. The op-
portunities identified in the SWOT analysis regarding the negotiation process in the Moldovan busi-
ness environment are: addressing cultural differences, adapting to changes and unforeseen situations,
managing adjustments in objectives. The threats identified in the SWOT analysis regarding the nego-
tiation process in the business environment of the Republic of Moldova are: lessons learned in the ne-
gotiation process, compliance with cultural etiquette and rules, use of previous experiences, evaluation
of the negotiation results.

The idea of improving the negotiation process is summarized from the result of the SWOT anal-
ysis, which identified a weak element in the improvement of the negotiation process. In this context,
our attention was focused on the development of a method of negotiation in atypical situations, which
would contribute to the improvement of the negotiation process and subsequently to the development
of the management of negotiations.

Starting from the fact that, as numerous theorists and practitioners have pointed out, the prepara-
tion and planning phase stands out as the most critical stage in any negotiation process. This phase is
often attributed to account for 70% to 90% of success in negotiation.

The main objective of the preparatory and planning stage of the negotiations is to identify and
analyze the available sources of information, using them to discern one's own needs, desires and capa-
bilities.
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Figure 10 Classic negotiation plan for increasing the competitiveness of the busi-

ness environment in the Republic of Moldova
Source: developed by the author

Analysis of the current situation Evaluates the business environment in the Re-
public of Moldova, identifying the strengths and weaknesses of the market, analyzing
the current competition and identifying opportunities for development. Goal setting
Establish clear and measurable goals to increase business competitiveness by defining
key performance indicators (KPIs) to monitor progress. Market Research Conduct de-
tailed market research to understand customer needs and preferences, identifying mar-
ket trends and high-potential customer segments. Defining the value proposition De-
velop a clear and compelling value proposition for customers, highlighting the distinct
advantages of your business, thereby ensuring that the value proposition addresses
identified customer needs. Marketing Strategy Development Develop a comprehen-
sive marketing strategy that includes promotional channels, key messages and plans to
promote products and services, exploring online and offline marketing options to reach
a wide audience. Product/Service Planning Develops or adjusts products and services
to match customer needs and expectations, ensuring a superior quality and value offer-
ing compared to the competition. Pricing Planning Determines pricing strategy, taking
into account production costs, competition and customer value, considering promotion-
al offers or special packages to attract new customers. Developing customer relation-
ships Creating and maintaining good customer relationships through quality customer
service and effective communication, adapting ways to build customer loyalty through
exclusive offers or loyalty programs. Financial Planning Develops a detailed budget to
cover operating costs, marketing expenses and other investments, projecting short- and
long-term income and expenses to assess the viability of the plan. Implementation and
monitoring Implements the business plan and initiates the developed strategies, moni-
toring performance in real time and adjusting plans based on customer feedback and
market developments. Evaluation and continuous improvement Conduct regular
evaluations to assess the success of the plan and identify areas for improvement, adjust-
ing strategies and adding new elements to respond to market changes (see figure 10).

We find that amidst these complexities, successfully negotiating business in atypi-
cal situations requires adaptability, cultural awareness, and strategic agility to navigate
the complicated interplay of factors that shape these dialogues. In negotiating business
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in atypical situations, it is essential to consider various cultural elements unique to each
country and how to accommodate these nuances, avoiding behaviors driven by false be-
liefs or biases.

To substantiate the negotiation method in atypical situations, we will apply the ne-
gotiation model based on fixed positions or preconceived solutions. This model encour-
ages parties to remain open to exploring new options and adapting options as negotia-
tions progress, context and circumstances may evolve during negotiations or as the
agreement is implemented.

For these reasons, we come up with our own approach to a method of negotiation,
which responds to contemporary requirements and confrontations of atypical situations.
We define the Reflexive Innovation Negotiation Method for Atypical Situations as an
effective approach to negotiation in atypical conditions, focused on transforming un-
conventional challenges into innovative development opportunities. By embracing
change and adopting a creative perspective, the reflexive innovation negotiation meth-
od encourages the negotiation team to find new solutions and turn them into competi-
tive advantages (figure 11).
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Figure 11. Scheme of the reflexive innovation negotiation method
Source: developed by the author

The reflexive negotiation method of business innovation in atypical situations is
an adaptive and creative approach to managing negotiations and decisions in unusual or
complex contexts, inspired by the Harvard model of principled negotiation, also known
as "principled negotiation” or " interest-based negotiation™.

It represents a negotiation management approach developed by classical research-
ers, and is designed to help the parties involved in a negotiation reach advantageous
agreements by focusing on the fundamental interests and needs of each party, instead of
focusing exclusively on their initial positions.

The reflexive negotiation method of business innovation in atypical situations
places special emphasis on perspective recognition, which becomes essential in situa-
tions where conventional solutions may not be effective, or where the interests and
needs of the parties involved are varied and difficult to address.

By applying the reflexive negotiation method of innovation, the business acquires
the ability to look at atypical conditions as opportunities and not as problems. This ap-
proach encourages innovative development and aims to turn uncertainty into a catalyst
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for growth and sustainable business development. Figure 12 graphically presents the
main steps of the reflexive innovation negotiation method developed by the author.
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Figure 12 The main steps of the reflexive innovation negotiation method

Source:

developed by the author

The reflexive innovation negotiation method is an adaptive and innovative negoti-
ation approach designed to address atypical conditions in a creative and strategic way.
The reflexive innovation negotiation method aims to transform non-conventional chal-
lenges into development opportunities, and encourage finding innovative solutions to
reach satisfactory agreements for all parties involved. This method combines elements
from different negotiation models with a creative and adaptive perspective.

The reflexive innovation negotiation method emphasizes creative approach, adap-
tive thinking and innovation orientation to transform atypical situations into develop-
ment opportunities (figure 13). It is based on empathetic communication, flexibility and
the ability to find innovative solutions that can lead to beneficial agreements for all par-

ties involved.

Figure 13. The three approaches to the reflexive innovation negotiation method

Source:

developed by the author



The Reflexive Innovation Negotiation Method is a strategic approach to the nego-
tiation process that focuses on exploring and applying creative thinking to achieve win-
win outcomes for all parties involved. This type of approach encourages the negotiation
team to engage in a process of deep reflection on the situation, find innovative solutions
and identify opportunities for development and growth.

By applying the reflexive innovation negotiation method, this negotiation plan
aims to contribute to increasing the competitiveness of the business environment in the
Republic of Moldova, through the development of innovative solutions, personalized
and adaptable to customer needs and market challenges.
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Figure 14 Negotiation plan for increasing the competitiveness of the business
environment in the Republic of Moldova using the reflexive

innovation negotiation method
Source: developed by the author

Identifying the

needs and
interests of
customers

Analysis of the current situation Assesses the business environment in the Republic
of Moldova, identifying strengths, weaknesses, opportunities and threats, identifying
the specific sector in which the business will develop, and analyzes the current compe-
tition. Recognition and reflection Bring the team together to discuss specific business
challenges and needs, through opportunities for innovation and development, to gain a
competitive advantage. Identifying customer needs and interests Conduct market re-
search to understand customer needs and preferences in the context of the business en-
vironment in the Republic of Moldova, identifying ways in which the business can
meet these needs. Brainstorming and generating innovative ideas Organize brain-
storming sessions with the team to develop innovative ideas for products, services and
business strategies, looking for unconventional solutions that can differentiate your
business in the market. Flexible product/service design Develops products or services
that respond to identified customer needs, ensuring they can be customized or adapted
based on customer feedback and market developments. Empathetic Customer Com-
munication Communicate with customers to better understand their needs and gain
feedback on new products/services, building strong customer relationships based on
trust and empathy. Risk and Uncertainty Management ldentifies potential risks asso-
ciated with new product/service launches or innovative strategies, developing risk miti-
gation strategies and contingency plans to deal with unexpected situations. Implemen-
tation and monitoring Launch the new products/services or apply the innovative strat-
egies in the market, closely monitoring the performance, collecting data and feedback
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to evaluate the success of the initiative. Evaluation and continuous learning Analyze the
results of the launch of new products/services or innovative strategies. Documenting
and promoting success Document the entire process, including the decisions made and
the results achieved, promoting the success of the business through marketing and
communication channels, to attract attention in the business environment of the Repub-
lic of Moldova. Expansion and collaboration Explore collaborations with other local
companies to create synergies and increase overall competitiveness. (see figure 14).
The second question that arises is: How should organizations effectively use ne-
gotiation management in atypical situations to truly increase negotiation success? If
any of the four strategies mentioned earlier or their combinations are found to generate
increased negotiation success in atypical situations, this insight could provide managers
with a model for establishing negotiation management in atypical situations. Table 10
shows the ways to develop the management of negotiations in business, under the con-
ditions of atypical situations for the business environment in the Republic of Moldova.

Table 10 The construction used regarding the ways to develop the management of
negotiations in business, in the conditions of atypical situations for the business

environment in the Republic of Moldova
Variables Expected results

The success of the nego- | Optimum results are achieved in terms of key financial performance indicators (profit).

tiation The effectiveness | The proposals fully support the company's strategy and budgets.

of the negotiation The number and value of concessions in negotiations are kept to a minimum.

If necessary, the concessions made follow a planned pattern.

Negotiators obtain the best possible agreements in the given context.

The results have a positive impact on future negotiations.

Win and successfully implement desired offers at a very high rate (with a very low default rate)

Negotiation efficiency Sales prioritizes the right offers, takes all necessary steps and focuses on the key elements to reach a con-
sensus.

All the actions taken to manage the negotiations are essential to support the sales efforts during the negoti-
ation process.

Due to extensive training, professional presentation and structured approach, the negotiation team is per-
ceived as professional by clients.

Agreements are sought to be concluded as quickly as possible.

The aim is to minimize the costs associated with reaching an agreement (resources used and, if so, how to
effectively prepare and manage negotiations).

Satisfaction through Negotiation teams are satisfied with their own performance.

negotiation The results obtained by the negotiation teams are to their liking.

The results of the negotiations are in line with management's expectations.
(Management is satisfied that the desired outcomes of the negotiations have been met.)
The performance of the negotiators was to the liking of the management.

The negotiations were close to reaching the company's agreement.

A negotiation that falls within the ideal framework.

Approaches to imple- Managers were trained to handle complex situations independently.

menting negotiation

management

Management through Limited guidance is provided regarding the negotiation process.

the exceptional ap-

proach

Process guidance ap- Negotiating managers are supported throughout the negotiation process

proach

Process control ap- Throughout the negotiation process, intensive supervision and guidance is provided through clear instruc-
proach tions, process management, use of tools and close monitoring to ensure maximum control.

Source: developed by the author

The management of atypical situations is emerging as a new direction in the field
of management science, focusing on unforeseen circumstances. Each activity inherently
has a purpose, principles, functions, methods and methodologies, as well as a scope.
The delineation of functions to manage atypical situations is a proactive action driven
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by reasoning, at the same time rooted in the meaning of management, societal roles and
economic mechanisms.

At the same time, we affirm that managerial processes, including those of negotia-
tions, are directly proportional to managerial capacity. Managerial skills are increasing-
ly valued in a constantly changing world, and the ability to negotiate and lead effective-
ly plays a crucial role in achieving organizational success in a complex and competitive
environment. The field of negotiation management has gained increased attention in re-
cent years. Practical examples include the establishment of dedicated negotiation units
within organizations, while scholars have formulated frameworks to structure the entire
course of business negotiations, including preparation, execution, and follow-up.

The diversity of approaches in treating this phenomenon along its evolution in dif-
ferent scientific fields, strengthens the author's argument regarding the influence of the
type of power on the negotiation process. Starting from these premises, a new defini-
tion of the negotiation process takes shape: the establishment of objectives and de-

mands that are tried to be realized.
= K
imaginatie profesionalism inovatie
: intuitie experienta - decizie i
concentare viziune ~ superioritate
originalitate operativitate

exemplu
Figure 15 The defining elements of the manager in ensuring bargaining power in

atypical situations
Source: developed by the author

In the figure above it can be seen that every individual has to a significant extent
the ability to be creative, and this ability is highlighted by the way they think and act.
The manager is distinguished by the innate qualities of creativity, which differentiates
him in a special way from the rest. A fundamental characteristic of a manager is the
ability to be creative, a quality influenced by a variety of factors, including acquired
skills. The fact that the generation of new ideas is not found in every individual proves
that a manager who possesses these qualities is part of an elite or category of leaders,
giving him the opportunity to develop a negotiating power.

Thus we come to the conclusion that the ability to negotiate and the way to solve
atypical situations depends on the power of negotiation ensured by the 4th element -
leader. The quality of leadership develops certain Sources of the bargaining power of
the performance manager in atypical situations.

The new negotiation methods for the business environment of the Republic of
Moldova in the conditions of atypical situations, emphasize the need to address unex-
pected challenges, through the reflexive negotiation method of innovation and the in-
volvement of managerial capacity.
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GENERAL CONCLUSIONS AND SUGGESTIONS

In light of the increased complexity of economic processes, the influencing factors
of geopolitical circumstances and the atypical situations existing today, the result of the
study outlines new perspectives and approaches regarding business negotiations. Start-
ing from these findings and establishing clear objectives, we managed to reach the fol-
lowing conclusions:

As a result of the study and synthesis of the theoretical concepts of the researchers,
scholars and authors present in the reference sources, we believe that the negotiations
are based on a close interconnection of a set of concepts, each having an important role
in shaping a process aimed at achieving the strategic objectives of each participant .
The procedural approach to business negotiation through the prism of economic and
managerial activities, represents an essential pillar of the management system within
organizations, it involves the adoption of a well-structured and systematic method for
conducting negotiations, with the aim of obtaining advantageous results for all parties
involved. By identifying and analyzing fundamental concepts and notions related to ne-
gotiations, according to the contributions made by authors from the Republic of Mol-
dova, Romania and the international environment, we managed to develop our own vi-
sions on the management of atypical negotiations.

In contemporary management practices, negotiating in atypical situations involves
adaptability, creativity, ethical decision making, effective communication and relation-
ship building. These practices enable negotiators to navigate difficult circumstances
and achieve success in unconventional or complex scenarios. Negotiating in atypical
situations represents a significant challenge for managers, and requires an adaptive and
creative approach to deal with unexpected situations, requiring an openness to change
and a quick adaptation to variable contexts. Presenting the systemic and procedural ap-
proach to negotiations, the negotiation methods, the BATHA principle, the Nash equi-
librium principle, the ZOPA principle, the decision-making processes, the experience
of the negotiating manager, we find that they are managerial elements and contribute to
the foundation of the management of business negotiations in atypical conditions.

Analyzing more deeply the events that the business environment of the Republic
of Moldova went through in the last 10 years, it was possible to identify the particulari-
ties of the atypical situations that condition the shift and adaptation in the management
of negotiations. Carrying out a synthesis of the international experiences and practices
of the business environment regarding the confrontation of negotiation processes with
atypical situations, the result was the identification of the adaptability of the negotiation
participants and the settlement in circumstances different from the previous classical
theories characteristic of these types of negotiations. According to these negotiation
processes, the main objective of the negotiators was to achieve success, including un-
derstanding the subtleties of communication and persuasion of the negotiation partners
to overcome atypical situations. All these analyzed practices are of research interest and
have contributed to the outline of several planning elements in negotiation management
such as negotiation stages, benefits, importance and efforts made by negotiator teams.
As a result, the 6 categories of atypical situations present in recent years in the negotia-
tion processes of the business environment were successfully formed.

At the same time, the business environment in the Republic of Moldova is facing
the same atypical situations, which proved to be caused by the COVID-19 pandemic.
Determining the common impediments regarding business negotiations for representa-
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tives of the business environment in the Republic of Moldova, the presence of atypical
management methods was established for all 5 fields of activity of the research partici-
pants. The business environment faces atypical situations, and the way negotiators have
to orient themselves in atypical situations is to approach innovation and find creative
alternatives become essential to successfully navigate the business environment. Ana-
lyzing the solutions adopted by the companies participating in the study allows us to
see that they are oriented towards innovation, adaptability and creativity.

Carrying out the SWOT analysis allowed determining the strengths, weaknesses,
threats and opportunities of the negotiation process in atypical conditions for the busi-
ness environment in the Republic of Moldova. Analyzing the strengths and opportuni-
ties of business negotiation processes in atypical conditions, we concretize the im-
portance of planning negotiation processes. Using the theoretical foundations of mana-
gerial planning, basing ourselves on the interpretation of the results of previous studies
on the topic of the thesis and focusing on the results of the SWOT analysis, we estab-
lish the stages of the Negotiation Plan for increasing the competitiveness of the busi-
ness environment in the Republic of Moldova using the reflexive innovation negotia-
tion method. The reflexive negotiation method of innovation for atypical situations
proves to be an effective approach in atypical situations, focusing on turning challenges
into innovative opportunities. By adopting an open attitude towards change and a crea-
tive perspective, this method encourages the negotiation team to find innovative solu-
tions and turn them into competitive advantages. A central aspect of this method is
perspective recognition, which becomes crucial in situations where traditional solutions
may not work, or when the needs and interests of the parties involved are complex. Per-
spective taking involves empathy, deep understanding, asking questions to reveal
thoughts and feelings, patience, attentiveness, and identifying common ground.

The reflexive negotiation method of innovation for atypical situations brings ef-
fective approaches to managing challenges and opportunities in unusual contexts by
focusing on innovation. This method turns challenges into opportunities for develop-
ment and competitive advantage. Approaching this method involves the ability to de-
velop new and innovative solutions in the negotiation process, recognizing that tradi-
tional approaches can be limited in a changing business environment. An essential as-
pect of this method is the ability to remain open to experimentation and adaptation,
valuing creative, adaptive thinking and an orientation towards innovation as effective
means of approaching atypical situations. Through this, negotiators are able to develop
innovative solutions, find opportunities in challenges and bring significant value in a
changing business environment.

In our view, leaders and business professionals play an important role in the man-
agement of atypical situations in the management of negotiations. Essential attributes of
a manager in negotiating in atypical situations include self-confidence, which influ-
ences the negotiation process and inspires confidence, strategic thinking to anticipate
consequences and develop back-up plans, as well as deep knowledge of the industry
and market. The results of the discussions with the representative managers of the com-
panies participating in the study, highlight that most of them see negotiation as an inte-
gral part of their work and recognize the importance of preparation in this regard, how-
ever, a small part admit that they never prepare for negotiations, which can lead to im-
pulsive decisions driven by emotions. About a third of respondents encountered unpre-
pared situations during negotiations, thus underlining the need for constant and ade-
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quate preparation. Communication plays a critical role in negotiating in atypical situa-
tions, requiring understanding of others' perspectives, empathy for their needs, and ef-
fective stress management for decision-making during negotiations.

The approach of the negotiation partner taking into account the traits related to the
nature of the personality is another essential factor in the negotiation process, the sensi-
tivity, optimism and determination of the partner can play a determining role in direct-
ing the negotiations in various contexts, from business to social and political fields.
These characteristics should be integrated into the construction of the negotiation team
and the development of appropriate strategies. Negotiation power is a combination of
managerial skills, which involves actions in atypical situations to achieve the proposed
goals, highlighting self-confidence and supporting professional excellence.

In the context of atypical situations in the Republic of Moldova, adopting the con-
cepts and applying them can increase the agility and ability of organizations to respond
promptly to unexpected challenges and opportunities, contributing to continued success
in a complex and changing business environment.

All these conclusions allow us to propose recommendations for several interested
parties in ensuring the resolution of atypical situations in the process of business nego-
tiations. Regardless of the level of experience or demonstrated skills, the determining
factors in the negotiation process can be significantly influenced by individual behav-
ior, strength, temperament and nature. Coming to the conclusion that there is a lack of
precedent and traditional rules for business negotiations in atypical situations in the Re-
public of Moldova, but the study confirms that the business environment faces atypical
situations, we come up with the following recommendations for the business envi-
ronment in the Republic of Moldova:

1. Knowledge of several negotiation practices in various atypical situations.
consulting the practices applied by international companies and from the Re-
public of Moldova in managing business negotiations with the presence of
atypical situations, depending on the context, type and field of your company,
which can better prepare the representatives of the business environment in
the country for atypical situations.

2. Orientation on innovation, adaptability and creativity: Since research has
shown that the essential principles of business negotiations in the context of
atypical situations for organizations in the Republic of Moldova are oriented
on innovation, adaptability and creativity, we propose that these findings be
taken into account by organizations from the Republic of Moldova, for a more
efficient management of negotiations in atypical conditions from the context
of the previous one.

3. Application of the Reflexive Negotiation Method of Innovation: to focus
on the Reflexive Negotiation Method of Innovation, including by introducing
several creative techniques for generating innovative ideas, for example: ex-
ercises to stimulate lateral thinking (which involves finding non-conventional
solutions and different perspectives to approach a problem or situation), role
plays or unconventional case studies. The method could include both diver-
gence techniques (expanding and diversifying ideas) and convergence tech-
niques (selecting and developing the most promising ideas). This is an effec-
tive approach to negotiation in atypical conditions, focused on turning uncon-
ventional challenges into innovative development opportunities.
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4. Using the negotiation planning procedure in atypical situations: applying
the planning stages for negotiation in atypical situations for the business envi-
ronment proposed in the paper, will contribute to the development of the
business environment in the Republic of Moldova, providing tools to manage
challenges and achieve results positive.

5. Selection of negotiation team members according to the principle of ne-
gotiation power: in our view, leaders and business professionals play an im-
portant role in the management of atypical situations in negotiation manage-
ment. Thus, we propose a deeper and structured approach to the selection of
team members and the team leader, in terms of: skills, competences and apti-
tudes, as well as the quality of leadership that can provide innovative poten-
tial, decision-making, superiority and example.

6. Use of negotiation power: In our view, the manager's negotiation power will
focus on the following sources: authority, charisma, coercion, information,
morality, sympathy, alliance, legality, professional competence, spontaneous
attraction.

Analyzing fundamental concepts and notions related to negotiations, according to the
contributions made by authors from the Republic of Moldova, Romania and the inter-
national environment, we consider it appropriate to recommend their use in the founda-
tion of managerial theories. In this context, we come with recommendations for the
field of education.

1. Curriculum modification in higher education institutions. The introduc-
tion of management disciplines into the curriculum: management of negotia-
tions, strategic management, etc., chapter and compartments dedicated to the
management of negotiations in atypical conditions. We argue this necessity
due to the actuality and intensification of the atypical situations present in the
last 10 years in our country and in the world. This would contribute to the
continuous updating and improvement of the university curriculum.

2. Proposing research topics related to atypical situations. They could be in-
teresting research topics for bachelor's and master's thesis, regarding the in-
fluence of atypical situations on different managerial processes.

3. Multidisciplinary collaboration: the involvement of specialists from various
fields, such as psychology, technology and entrepreneurship, can bring di-
verse perspectives and enrich the approach of the method.

The analysis of negotiation practices allowed us to outline several elements of negotia-
tion management such as negotiation stages, benefits, importance and efforts made by
negotiation teams, which may also be of interest to public institutions when organizing
negotiations.

In the context of the initiation of the negotiation process of the Republic of Moldova on
Association with the European Union, we propose the following for the Ministry of
Economy and Digitalization:

1. The inclusion of negotiators from several successful companies in the team of the
Republic of Moldova, for the negotiation of the association process. This would
increase the efficiency of the negotiation team and the effectiveness in reducing
the consultation time for solutions.

2. Formation of discussion platforms with the invitation of experienced negotiators
from various fields, with different negotiation experiences, etc.
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ADNOTARE
Gidilica Constantin
»Dezvoltarea managementului negocierilor in afaceri in conditiile situatiilor atipice”.
Teza de doctor in stiinte economice, Chisindu, Republica Moldova, 2024

Structura tezei: Teza este constituita din introducere, trei capitole, concluzii generale,
bibliografie (196 de surse). Lucrarea contine 146 pagini de text de baza, 39 figuri, 19 tabele.
Rezultatele obtinute sunt publicate in 10 lucrari stiintifice.

Cuvintele cheie: management, negociere, valorificare, sistem, dezvoltare, situatie
atipica, inovatie, optimizare si modelare.

Scopul cercetarii constd in intelegerea si identificarea metodei de negociere, de
almbunatatire a negocierilor in conditii atipice, si dezvoltarea managementului negocierilor
pentru mediul de afaceri provocat de schimbari neasteptate, incertitudine si provocari com-
plexe.

Obiectivele cercetarii sunt structurate in trei directii fundamentale, fiecare din ele avand
un scop specific si clar definit in contextul cercetarii, privind dezvoltarea managementului ne-
gocierilor 1n afaceri in conditiile situatiilor atipice. Aceste directii isi propun sd aducd in prim-
plan aspecte teoretice, principii esentiale si modalitdti inovatoare de abordare a negocierilor, in
contextul specific al mediului de afaceri din Republica Moldova, precum si sa analizeze si sa
sintetizeze conceptul de negociere in cadrul teoriilor economice si manageriale existente.
Identificarea si definirea principiilor fundamentale de negociere sunt esentiale in gestionarea
situatiilor atipice din mediul de afaceri, dezvoltarea unor abordari inovatoare si eficiente
pentru negocierile din mediul de afaceri din Republica Moldova in situatii atipice.

Noutatea si originalitatea stiintifica constd in fundamentarea si argumentarea stiintifica
a contributiilor semnificative domeniul managementului si negocierilor. Prezentarea mo-
dalitatilor de gestionare a situatiilor atipice in cadrul companiilor din RM, elaborarea analizei
SWOT a procesului de negociere in conditii atipice, elaborarea metodei de negociere pentru
imbunatatirea procesului, aplicabilitatea acesteia, precum si contributia la dezvoltarea nego-
cierilor 1n conditii atipice pentru mediului de afaceri.

Problema stiintifica importanta solutionata in cercetare consta in dezvoltarea man-
agementului negocierilor prin abordarea planificarii eficiente de catre un negociator cu abil-
itati si competente adaptate la conditiile situatiilor atipice, pentru desfasurarea optima a pro-
cesului de management al negocierilor in cadrul organizatiilor ce se confruntd cu situatii
atipice. Aceasta implicd explorarea modului in care abordarile traditionale de negociere pot fi
ajustate si imbunatatite, pentru a rdspunde schimbarilor imprevizibile si pentru a profita de
oportunitatile emergente.

Semnificatia teoretica a cercetarii rezida din contributia pentru stiintd adusa domeni-
ului managementului si practicilor de afaceri, aducand contributii substantiale la intelegerea si
optimizarea procesului de negociere in contexte complexe si dinamice.

Valoarea aplicativa a lucrarii se bazeazad pe: instrumente practice pentru profesionisti
care pot fi implementate In domeniul afacerilor si al negocierilor pentru a aborda cu succes
provocdrile situatiilor atipice, optimizarea performantei organizationale, contribuind la
atingerea obiectivelor si la obtinerea succesului in mediul de afaceri prin inovare si adaptabili-
tate. Lucrarea ofera modalitati prin care acestia pot raspunde la schimbarile rapide si impreviz-
ibile din mediul de afaceri, abordand situatiile atipice ca oportunitdti de a obtine avantaje
competitive. Teza sustine aplicarea metodei de negociere in conditii atipice personalizate
pentru fiecare companie in functie de capacitatea manageriala.

Implementarea rezultatelor stiintifice.

Prin actele de implementare a rezultatelor cercetarii.
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ANNOTATION

Gidilica Constantin
»Development of business negotiation management in atypical situations”
Doctoral Thesis in economical sciences, Chisinau, 2024

Thesis structure: The thesis consists of an introduction, tree chapters, general conclu-
sions, bibliography (196 sources). The paper contains 146 pages of basic text, 39 figures, 19
tables.

The results are published in 8 scientific papers.

Keywords: management, negotiation, valorisation, system, development, atypical situa-
tion, innovation, optimisation and modelling.

Aim of the research The aim is to understand and identify the method of negotiation to
improve negotiations in atypical conditions and to develop negotiation management for the
business environment caused by unexpected changes, uncertainty and complex challenges

Research objectives are structured in three fundamental directions, each having a spe-
cific and clearly defined purpose in the context of research on the development of manage-
ment of business negotiations under atypical situations. These directions aim to bring to the
fore theoretical aspects, essential principles and innovative ways of approaching negotiations
in the specific context of the business environment of the Republic of Moldova, to analyze and
synthesize the concept of negotiation within existing economic and managerial theories, the
identification and defining the fundamental principles of negotiation that are essential in man-
aging atypical situations in the business environment, developing innovative and effective ap-
proaches for negotiations in the business environment in the Republic of Moldova in atypical
situations.

Scientific novelty and originality, consists in the substantiation and scientific argumenta-
tion of significant contributions to the field of management and negotiations. The presentation
of the ways of managing atypical situations within the companies of the Republic of Moldova,
the development of the SWOT analysis of the negotiation process in atypical conditions, the de-
velopment of the negotiation method for improving the process, its applicability, the contribu-
tion to the development of negotiations in atypical conditions for the business environment.

Important scientific problem addressed in the research consists in the development
of negotiation management by approaching effective planning by a negotiator with skills and
competencies adapted to the conditions of atypical situations, for the optimal development of
the negotiation management process in organizations facing atypical situations. This involves
exploring how traditional negotiation approaches can be adjusted and improved to meet un-
predictable changes and take advantage of emerging opportunities.

Theoretical significance of the research resides in the contribution to management sci-
ence and business practices, making substantial contributions to understanding and optimizing
the negotiation process in complex and dynamic contexts

The applicative value of the work is based on: practical tools for professionals that can
be implemented in business and negotiation to successfully address the challenges of atypical
situations, optimising organisational performance, contributing to achieving goals and success
in the business environment, innovation and adaptability, the thesis provides ways in which
they can respond to rapid and unpredictable changes in the business environment, increasing
competitiveness by addressing atypical situations as opportunities to gain competitive ad-
vantage, the thesis supports the development of tailored strategies that can give organisations
an edge over the competition.

Implementation of scientific results.

Through the acts of implementation of the research results
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I'spmnianka KoncranTun
«Pa3BuTHe ynpaBJjeHHs J1eJOBbIMH NEPeroBOpaMu B HETHNMYHBIX CUTY ALMUAX))
JoxkTopckas nucceprauus B 00J1aCTH IKOHOMHYECKUX HayK, Kumunes, 2024 r.

Crpykrypa muccepramum: JluccepTaiiyisi COCTOMT U3 BBEICHUS, TPEX IJIaB, OOLINX BBIBO-
JIOB, criicka nutepatypsl (145 uctounukoB). B pabote comepkutcst 143 cTpaHHUIBl OCHOBHOTO
TekcTa, 39 pucyHKoB, 19 Tabmui. Pe3ynbrars! omyOnukoBansl B 10 HaydHBIX MyOIUKAIIUSIX.

KuroueBble ci1oBa: yrpaBieHue, EPEroBOPbI, MOBBIIIEHNUE [ICHHOCTH, CUCTEMA, pa3BU-
TUE, HETUIIMYHAs CUTYallHsl, THHOBALIMHU, ONITUMHU3ALUS U MOJEIUPOBAHUE.

Leab ucciaenoBaHusi— MOHATH U ONPENCTUTh METOJ] BEACHHS TIEPETOBOPOB IS YITyUIlICHUS
NIEPETOBOPOB B HETUIMYHBIX YCIIOBHSX U pa3paboTaTh MEHELDKMEHT IEPEroBOPOB /ISl AETIOBOM cpe-
b1, BBI3BAHHOW HEOXKHIaHHBIMU W3MEHEHHUSIMU, HEOTIPEIETIEHHOCTBIO U CIIOKHBIMHU TIPOOJIEMaMH.

3agaum uccie0BaHUA CTPYKTYPHPOBAHbI 10 TpeM (pyHIaMEHTaIbHBIM HalpaBlICHU-
SIM, KKI0€ U3 KOTOPBIX UMEET KOHKPETHYIO U YETKO C(hOpMyIMPOBAHHYIO LIENIb B KOHTEKCTE
UCCJIEIOBaHUsl Pa3BUTHUS YNPABICHUS JI€JIOBBIMU MEPETOBOPAMU B HETUIMYHBIX CUTYalLUAX.
OTH HalpaBJICHUs HANPABJICHbI HA TO, YTOOBI BHIABUHYTH Ha MEPEIHUH IJIaH TEOPETUUECKUE
aCTeKThl, OCHOBHbIE MPUHIUIIBI U UHHOBALIMOHHBIE CIIOCOOBI MOJX0/a K MEPEroBOpaM B KOH-
KPETHOM KOHTEKCTE JIeJI0BOW cpeapl PecnyOnuku MonjioBa, npoaHalu3upoBaTh U CUHTE3U-
pOBaTh KOHIICTIIMIO TIEPErOBOPOB B paMKax CYIIECTBYIOIIMX YKOHOMUYECKHUX M yIpaBJIeHYe-
CKHMX TEOpHUH, BBISIBICHHUE U ONPEJEICHNE OCHOBOIOJIATAIOIUX IPUHIUIIOB BEICHUS MIEPETO-
BOPOB, KOTOPbIE HEOOXOIUMBI IS YIIPABJICHUS] HETUITMYHBIMHU CUTYallUSIMH B IEJIOBOM cpefie,
pa3paboTka MHHOBALIMOHHBIX U 3(P(EKTUBHBIX MOJIXOJ0B K MEPEroBOpaM B JEIOBON cpene
PecniyOnvku MosijjoBa B HETUIMYHBIX CUTYALIUSX.

HayuyHnasi HOBU3HA M OPUTHHAJIBHOCTB 3aKJII0YaETCS B 0OOCHOBAaHUHU U HAy4YHOH apry-
MEHTALlMM 3HAYMTEIbHBIX BKJIAZIOB B 00JacCTh MEHEIKMEHTa W meperoBopoB. [IpesenTanms
Croco0OB yNpaBieHUs] HETUITUYHBIMU CUTYallUSIMH BHYTpHU kKomnanuii PecriyOnuku Momnosa,
pazpabotka SWOT-aHanu3a neperoBOPHOro Mpoiiecca B HETUIUYHBIX YCIOBUSX, pa3paboTka
METO/1a EePEroBOPOB sl YIAYUILIESHUS ITpoliecca, ero MpUMEHUMOCTb, BKJIaJl B pa3BUTHE Mepe-
FOBOPOB B HETUIHMYHBIX IS IEJIOBOM CPEbl YCIOBUSIX.

Baxxnasi Hay4yHasi npo0JieMa, pacCMaTpuBacMasl B UCCIIEIOBAHNH, 3aKJIIOUAETCS B paspa-
OOTKe ynpaBJIeHUs IEpEroBOpaMy Ha OCHOBE MOAX0/1a K 3(p(PEeKTHBHOMY IIIAHUPOBAHUIO TIEPETO-
BOpIIMKA, 00JIaJal0IIEero HaBbIKaMi M KOMIETEHLMSIMH, alallTUPOBAHHBIMU K YCJIOBHUSIM HETHU-
MUYHBIX CUTYaluH, A1 ONTUMAJIbHOTO Pa3BUTHSI Mpolecca YIpaBIeHUs TIEpEroBopaMu B opra-
HU3ALMSX, CTAIKUBAIOIIMXCS C HETUIIWMYHBIMU CUTYalMsIMU. DTO IPEANOJIAraeT U3y4eHue Toro,
KaK MO>KHO CKOPPEKTHPOBATh U YIYUIIUTh TPAIUIIMOHHBIE TIOJXO/IbI K IIEPErOBOpaM, YTOOBI OHU
COOTBETCTBOBAJIM HEMPEICKA3yEMbIM U3MEHEHHSIM U HCIIOJIb30BAJIM HOBBIE BO3MOYKHOCTH.

TeopeTnueckasi 3HAUMMOCTb HUCCJIEIOBAHUS 3aKIIOYAETCS BO BKJAJie B HAYKy YIPaB-
JIeHUs] U OM3HEC-TIPAKTUKY, BHECEHUU CYLIECTBEHHOrO BKJa/la B IOHMMAHUE U ONTUMHU3ALIIO
IIEPETOBOPHOTO IIPOLIECCA B CIIOXKHBIX M JTUHAMUYHBIX KOHTEKCTaX.

IIpuknagHasi HeHHOCTH padoThl OCHOBaHA HA: MPAKTUYECKUX MHCTPYMEHTaX AJis Mpo-
(deccroHanoB, KOTOpbIE MOTYT OBITh PeaTU30BaHbl B OM3HECE U MEPEroBOpax JAJsl yCIEIHOTO
peuieHus: mpoOyieM HETUIIUYHBIX CUTYallUid, ONTUMHU3aLUN OPTraHU3allMOHHOW NIeATeIbHOCTH,
COJICHCTBHS JOCTIDXKEHUIO I U ycrnexa B OM3Hec-cpesie, MHHOBAIIMOHHOCTH U aJalTUBHO-
cTH, B auccepranuu npeacTaBieHbl criocoObl, ¢ MOMOIIBIO KOTOPBIX OHH MOTYT pearupoBaTth
Ha OBICTPBIC U HETIPeICKa3yeMble H3MEHEHHS B OM3HEC-CPEe/Ie, TOBBIIIas KOHKYPEHTOCIOC00-
HOCTh 33 CYET PAacCMOTPEHMsI HETUIMYHBIX CUTYallMd KaK BO3MOXHOCTEH [UISl MOJIy4EHHS
KOHKYPEHTHOI'O MpeumyIiecTsa. Jluccepraius noaaepKuBaeT pa3paboTKy MHIAUBUAYaTbHBIX
CTpaTerui, KOTOpble MOTYT 1aTh OpraHU3alysAM [IPEUMYILECTBO Mepe]] KOHKYPEHTAMHU.

Buenpenue pe3yabraToB Hayku. [locpencTBoM akTOB BHEApPEHUS pe3yJIbTaTOB HcCClie-
JIOBaHUM
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