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CHAPTER FIVE: CONCLUSIONS AND RECOMMENDATIONS 

5.1 Introduction 

The previous chapter presents the analysis of the data gathered from the industry.  

This chapter is the last chapter of this research and contains three sections. In the first 

section, the achievement of aim and objectives by this research is reviewed and draws 

a conclusion from the finding of this study. The second section presents set of 

recommendations focusing the remedial measure to counter failure rate of negotiation 

outcomes based on the synthesized findings and the chapter ends with a concluding 

summary in the third section.  

5.2 Conclusions and Recommendations 

The primary focus of this research was designed to identify the means for improving 

effective use of negotiation and for mitigate the unsuccessful negotiation outcome in 

the Sri Lankan construction industry. In view of this there were four main objectives 

were established as given in the chapter one. The research approach consisting only 

document analyses were employed. Firstly literature was reviewed to have a better 

understanding of the negotiation process and the outcomes in the international 

dimensions. The next stage of research involved administering document analyses 

within the contractors who possess ICTAD gradation of C1 in the civil engineering 

construction in the Sri Lankan construction industry where contractual documents and 

the correspondence exchanged between the parties with respect to the claims and 

dispute negotiations were collected and studied. Data were gathered to identify 

negotiation process and outcome in the context of Sri Lankan construction industry. 

Thereafter the data analyzed using quantitative data analyses techniques. In the next 

stage the synthesized findings were compared with the findings from the literature 

review and recommendation has been made. 

In the literature review, it is found that extensive preparations for negotiation and post 

negotiation analyses, selection of problem solving approach, better communication 

skills (verbal and none verbal), ability of separate people from the problems 

(emotional control), expertise in the subject matter of negotiation, establishment of 
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friendship and rapport with the other parties in negotiation gender mix in negotiation 

team are the key causes for successful outcome in a negotiation. On the other hand, 

the different culture of the negotiation parties, professional background of the 

negotiators, positional bargaining, intimidates the other parties, entrenched position of 

engineer and adversarial approach are caused unsuccessful outcome. 

The first objective was to find out the causes for negotiation success and unsuccessful 

in the Sri Lankan Construction Industry. The finding has been given in the chapter 

Four (section 4.3.7). Accordingly, unethical behavior and unprofessional practice of 

the employer and engineer cased unsuccessful outcome extensively in negotiation. 

This behavior of can be seen in the adversarial approach stipulated in the literature. It 

was mainly when appoint engineer for the contract from the in-house resources of the 

employer where 54% of the cases were suffered with unsuccessful outcome. On the 

other hand, when the parties exercise their power and authority in an impartial and 

unbiased manner, the successful outcome of the negotiation were achieved.it was 

achieved when the engineer from the independent organization or semi government 

organization.  

The second objective was to investigate the relationship between project 

characteristics, professionals involved in negotiation, negotiation period monitory 

value involved in negotiation, gender involvement and negotiation outcome. The 

finding has been given in the chapter Four (Section 4.4.). Under the project 

characteristic, type of client, type of the engineer, origin of the contractor, contract 

value, contract period, governing condition of contract and funding agency were 

discussed to find any relationship with the negotiation outcome. Finding has been 

given in the chapter four (section 4.4.1). Findings reveals that type of the client, type 

of the Engineer, origin of the contractor, procurement method, funding agencies, form 

of contract and the contract value shows relationship with negotiation outcome. 

However, the contract period and subsection (type of project) has shown no relations 

with the negotiation outcome. 

Therefore this research concludes that the successful outcome can be derived from 

some of the project characteristic: public client than private, involvement independent 
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engineer than in-house team of the employer, design and build procurement method 

than traditional method, EXIM bank of China than treasury and usage of FIDIC than 

SBDs. 

Relationship between the professional background of the negotiators and the 

negotiation outcome were found in the literature review however no such relationship 

has been established in these research findings in the section 4.4.4 of chapter four. 

Similarly, effectiveness of gender mix in the negotiation team to bring the successful 

outcome as found in the literature review has not been established from the research 

findings of this study which has given in the chapter four (section 4.4.6). 

Research findings for relationship between time taken for negotiation and negotiation 

outcome has been in the section 4.4.5 in the chapter four where the findings conclude 

that the successful outcome can be obtained by negotiation if the negotiation period is 

within the period up to maximum one year. 

Relationship between the monitory value involvement and the negotiation outcome 

from the research finding has been depicted in the section 4.4.3 of the chapter four 

where it shows the higher success rate for the higher monitory value involved in 

negotiation which is contrary to the natural behavioral pattern of the human. 

Therefore this research concludes that relationship could not be established by this 

study.  

Third and the final objective of the research were to identify the means of improving 

effective use of negotiation in the Sri Lankan Construction industry. The findings of 

the research in this regard have been shown in the chapter four. The research 

recommends the followings. 

1. encourage to engage the contract administrator from independent or semi 

government organization in the construction industry. 

2. limit the negotiation period up to maximum of one years for favorable outcome. 

3. improve the ethical behavior and professional conduct of the construction 

professional through the professional bodies in Sri Lanka 
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5.3 Limitations 

o Only 30 samples were taken into account of the analyses out of 37 because of 

the incompleteness of the data and reluctant of the respondents to disclose 

confidential nature of their data. 

o Biased representation of the sample as a result of the data method of data 

collections through known contacts to the researcher in the industry. 

o The data collection approach limited to only document analyses due to time 

constrains 

5.4 Recommended further study 

o Research should be conducted in the perspective of the engineer and employer 

respectively. 

o Study should be extended to all the category of the contractor in Sri Lankan 

construction industry. 

o Research should be covered all areas in the construction industry without 

limiting to civil engineering construction. 

 

 

 

 

 

 

 

 

 



 

69 

 

REFERENCES  

Axtell, R. E. (1991). Gestures: do’s and taboos of body language around the world. 

New York: John Wiley & Sons. 

Baron, R. A. (1989). Personality and organizational conflict: Effects of Type A 

behavior and self-monitoring. Organizational Behavior and Human Decision 

Processes, 44, pp. 281-296. 

Benoliel, M. (2009). Master Negotiators: Intelligent and Competency. 

Binnendijk, H. (1987). National negotiating styles. Washington: U.S. Department of 

State. 

Brown, H. (1993). ADR Principles and Practice. London: Sweet and Maxwel 

DePaulo, B., & Friedman, H. (1998).Non-verbal communication. In D. T. Gilbert, S. 

T. Fiske, & G. Lindzey (Eds.). The Handbook of Social Psychology (4th ed.) 

New-York: McGraw-Hill. 

Dolan, J. P. (2010). Six steps for negotiation preparation. Retrieved from 

http://ezinearticles.com/?Six-Steps-For-Negotiation-Preparation&id=413338 

Donaldson, M.  (1996). Negotiations for Dummies. New York, NY: Hungry Minds, 

Inc. 

Ertel, D. (2000). Turning negotiation into a corporate capability. In Harvard Business 

Review on Negotiation and Conflict Resolution, pp. 101-127. Boston: Harvard 

Business School Press. 

Fellow, R. & Liu, A. (1997). Research Methods for Construction. Oxford: Blackwell 

Science  

Fink, A. (2009). How to conduct survey: a set-by-step guide (4 ed.).: Sage Publication 

Inc. 

http://ezinearticles.com/?Six-Steps-For-Negotiation-Preparation&id=413338


 

70 

 

Fisher, R. & Ury. W. (1981). Getting to Yes: Negotiating Agreement Without Giving 

In. New York, USA: Penguin Books. 

Fisher, R., & Davis, W. (1987). Six basic interpersonal skills for a negotiator’s 

repertoire. Negotiation Journal, vol. 4., pp: 117-122. 

Fisher, R., Ury, W. & Patton, B. (1991). Getting to Yes: Negotiating agreement 

without giving. (2nd ed.). New York: Penguin Group. 

Forsyth, P. (2009). Negotiation Skills for Rookies. Singapore, SGP: Marshall 

Cavendish. 

Gardner, H. (1983).  Frames of Mind: The Theory of Multiple Intelligences. Basic 

Books. 

Guauri, P. & Usunier, J. C. (2003). International Business Negotiation. (2nd ed.). UK: 

Elsevier Ltd. 

Gulliver, P. H. (1979). Disputes and negotiations: A cross cultural perspective. San 

Diego: Academic Press 

Hall, E.T. and Hall, M.R. (1990). Understanding cultural differences. Yarmouth, 

Maine: Intercultural Press. 

Hall, J. (1984). Nonverbal sex differences: Communication accuracy and expressive 

style. Baltimore: John Hopkins University Press. 

Hall, J. (1987). On explaining gender differences: The case of nonverbal 

communication. In P. Shaver and C. Hendrick (Eds.), Sex and gender: Review of 

personality and social psychology (vol. 7, pp. 177-200). Newbury Park: Sage.  

Hammond, J. S. (1979). Characteristics of an effective negotiator. Harvard Business 

School Note #179-029. 

Hofstede, G. (1980). Culture’s consequences: International differences in work-

related values. Newbury Park, California: Sage. 



 

71 

 

Johnson, H. M. (1962). Sociology: a systematic introduction. London: Routledge and 

Kegan Paul. 

Karrass, C. (1968). A study of the relationship of negotiator skill and power as 

determinants of negotiation outcome. Doctoral Dissertation, University of 

Southern California.  

Karrass, C. (1974), Give and Take. New York: Harper Collins. 

Kennedy, G. (2004) . Essential Negotiation. USA: Bloomberg Press.   

Kitzner, H. M. (1991). Let’s make a deal. pp 42-43 

Kramer, H. (2001). Game, Set, Match:  Winning the Negotiation Game, A Step-by-

Step to Getting what you want from any negotiation. New York, NY: ALM 

Publishing. 

Lewicki, R., & Robinson, R. (1998). Ethical and unethical bargaining tactics: An 

empirical study. Journal of Business Ethics, 17, pp. 665-682. 

Lewicki, R., Litterer J.A., Minton J.W., & Saunders D.M., (1993). Negotiation — 

Readings, exercises and cases. (2nd ed.). Burr Ridge: Richard D. Irwin, Inc. 

Lewicki, R.J., Barry, B., Saunders, D.M. & John, M.W. (2003). Negotiation. (4th ed). 

McGraw-Hill/Irwin. 

Lewicki, R.J., Saunders, D. M., & Minton, J. W. (2000a).Negotiation (3rd Ed.). 

Singapore: McGraw-Hill International Editions. 

Lewicki, R.J., Saunders, D. M., & Minton, J. W. (2000b). Negotiation: Readings, 

exercises and cases (3rd Ed.). Singapore: McGraw-Hill International Editions. 

Lovin, L. S. & Robinson, D. T. (1992). Gender and Conversational Dynamics in 

Gender, Interaction and Inequality. New York: Pringer Verlag 

Lyons, C. (2007). I Win, You Win. GBR: A & C Black 



 

72 

 

Maccoby, Emmons, E. & Carol Nagy Jacklin, C. N. (1974). The Psychology of Sex 

Differences. 

Maddux, R.  (1988). Successful Negotiation: Effective “Win-Win” Strategies and 

Tactics.  Los Altos, CA: Crisp Publications, Inc. 

Meadow, M. (1984). Towards another view of legal negotiation: The Structure of 

problem solving. Legal Review. pp. 829-30. 

Nierenberg, G. (1976). The Complete Negotiator. New York: Nierenberg &Zeif 

Publishers.  

Olekalns, M., Smith, P., & Walsh, T. (1996). The process of negotiation: Strategy and 

timing as predictors of outcomes. Organizational Behavior and Human Decision 

Processes, 68, pp: 68-77. 

Oliver, D. (2010). Creating Success: How to Negotiate Effectively. (3rd ed.). London, 

GBR: Kogan Page Ltd. 

Pruitt, D.G. (1981). Negotiating Behavior. New York: Academic Press. 

Putnam, L, & Poole, M. (1987).Conflict and negotiation. In F. Jablin, L. Putnam, K. 

Roberts, & L. Porter (Eds.), Handbook of organizational communication: An 

interdisciplinary perspective (pp: 549-599). Newbury Park: Sage. 

Pye, L. (1982). Chinese negotiating style. Cambridge, Mass.: Oelgeschlager, Gunn, & 

Hain. 

Ren, Z., Shen, G. Q., Xue, X. L. & Hu, W. F. (2010). Lessons learned from principled 

negotiation in international construction projects. Journal of Legal Affairs and 

Dispute Resolution in Engineering and Construction. Vol. 3(3).   

Robbins, P.S. (2005). Organizational Behaviour. (11th ed). India: Prentice Hall. 



 

73 

 

Rosenthal, R., & DePaulo, B. (1979a). Sex diferences in accomodation in nonverbal 

communication. In R. Rosenthal (Ed.), Skill in nonverbal communication: 

Individual differences (pp. 68-103). Cambridge: Oelgeschlager, Gunn, and Hain. 

Rosenthal, R., & DePaulo, B. (1979b). Sex differences in eavesdropping on nonverbal 

cues. Journal of Personality and Social Psychology, 37 (2), 273-285. 

Ross, G. H. (2005). Trump Style Negotiation. New Jersey: Wiley & Sons, Inc. 

Rubin, J. & Brown, B. (1975). The Social Psychology of Bargaining and Negotiation. 

New York: Academic Press. 

Salacuse, J. W. (1998). Ten Ways that Culture Affects Negotiation Style: Negotiation 

Journal. NY: Plnum Publishing Corporation 

Shell, G. (1999).Bargaining for advantage: Negotiation strategies for reasonable 

people. London: Penguin. 

Tan, W. (2002). Practical Research Methods. Singapore: Pearson Education Asia Pte 

Ltd. 

Tannen, D. (1990). You Just Don’t Understand. New York: William Morrow. 

Tannen, D. (1994). Talking From 9 to 5. New York: William Morrow.  

Thompson, L. (2001). The Mind and Heart of the Negotiator (2nd Ed.). Upper Saddle 

Rive: Prentice-Hall.   

Thompson, L. (2001). The Heart and Mind of the Negotiator. (2nd ed.). Prentice Hall 

Business Publishing. 

Thompson, L. (2008). The truth about negotiations. USA: Pearson Education, Inc. 

Tutzauer, F. (1992).The communication of offers in dyadic bargaining.In L. Putnam 

& M. Roloff (Eds.), Communication and negotiation (pp: 67-82). Newbury Park: 

Sage. 



 

74 

 

Walton, R. E., &McKersie, R. B. (1965). A behavioral theory of labor negotiations: 

An analysis of a social interaction system. New York: McGraw-Hill. 


