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ABSTRACT

In negotiations, both parties interests and benefits must be considered. Therefore,
communication is the key to productive negotiations. This descriptive qualitative study employs a
literature review as its methodology, namely collecting data from various previously published
reference sources. According to the study, communication between two parties must convey the same
meaning or message. Communication and decision-making are crucial components of negotiations.
Good negotiators must possess the communication skills of clarity, precision, and persuasion. The
objective of negotiation is mutual comprehension. Negotiators must avoid misunderstandings that
can lead to significant communication issues. The significance of developing a desire to comprehend
the background, perspective, and qualities of each negotiator for the negotiation process's success.
In addition to empathy, negotiators must be able to make the best decisions and propose the best
deals. The outcome of this research is that effective communication is crucial to successful
negotiations that result in collective decisions.

Keywords: Communication Effectiveness, Negotiation, Business, Negotiation Perspective,
Communication Perspective.

1. INTRODUCTION

Lobbying and negotiation are two crucial aspects in various spheres of life, including
business, politics, diplomacy, law, and other organizations. Both processes are effective methods to
achieve goals in a thoughtful and diplomatic manner, as well as create a mutually beneficial
agreement for all parties involved. In an increasingly complex and globally connected era like today,
the interests and issues faced by individuals, companies, and countries often involve many
stakeholders with diverse perspectives. Therefore, the ability to interact with various parties
effectively becomes essential in achieving success and achieving goals. (Rosdiani & Khoirunnisa,
2021).

The introduction in this article aims to discuss effective strategies in lobbying and
negotiation that can be applied in a variety of contexts. We will explore a variety of techniques and
approaches that have been proven successful in helping individuals or groups achieve positive and
sustainable outcomes. This article will also highlight the importance of understanding the importance
of building strong relationships and mutual trust with the other party during the lobbying and
negotiation process. (Rosdiani & Khoirunnisa, 2021).

Trust is a key element in creating an environment conducive to reaching meaningful
agreements and achieving the desired outcomes for all parties involved. Through analysis and case
examples from various sectors, it is hoped that readers can gain a deeper insight into how to
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implement a successful lobbying and negotiation strategy. Thus, it is expected that readers can
improve their skills in reaching profitable and sustainable agreements in various real-world lobbying
and negotiation situations. (Rosalin, Crisnia Natalia, & Ambulani, 2020).

1.1 PROBLEM FORMULATION

Based on this background, the problems that will be discussed in the next article are

formulated to focus more on theoretical studies and discussions later, namely:
1. What is the important role of negotiation?
2. How can negotiation be an effective method in reducing conflict?
3. Is there always negotiation in the Digital Era?

1.2 THEORETICAL STUDIES

The Important Role of Negotiation

Negotiation has an important role in the preparation of a contract, because at the negotiation
stage the object and content of the contract are determined. The formation of a contract begins with
an offer and acceptance that results in an agreement. An offer is a unilateral declaration of will by
which a person intends to introduce his or her will to bind himself in a contract and intends to bind
himself to the essential terms of the contract (Rolando, 2025¢, 2025f, 2025b; Setiawan & Rolando,
2025; Winata & Rolando, 2025).

In the process of forming a contract, often the offer is not immediately accepted, but often
has to be negotiated or bargained over repeatedly. The results of negotiations can be obtained
immediately by one negotiation or it is necessary to do several negotiations. In very complex or
complex transactions, negotiations are usually done repeatedly and take a considerable amount of
time. Sometimes at the initial stage or the beginning of negotiations are carried out by the president
directors of the company that holds the cooperation.

The negotiations they do are often just general, not detailed. This can happen because there
is a possibility that the chief directors do not have enough time to negotiate or they may not have
mastered the details and technicalities. The principle of freedom of contract provides freedom
opportunities to all legal subjects who are capable of acting legally to have contractual legal relations
with anyone, anywhere, anytime, the form and content are free as long as they do not conflict with
laws and regulations, morality and public order (Rolando, 2024b, 2025d, 2025a; Wigayha & Rolando,
2024, 2025).

The existence of this freedom, the idea of a contract occurs with a balanced or proportional
bargaining position of the parties, this is also a form of applying the principle of equality in the
contract. The bargaining position of the parties is balanced when negotiating during the pre-contract
period, so that each party has a balanced bargaining power, so that the agreement can be reached
perfectly and there is no defect of will. The principle of freedom of contract is the basis for the
formation of a contract, where in the pre-contract stage which is the stage of drafting a contract begins
with a negotiation process. The position of the parties in negotiations should ideally be balanced or
non-biased, there is no stronger party and no weaker party so that the strong side dictates the weak
side.

Negotiation is a preliminary process in making a contract. The goal of the parties to the
contract negotiations is only one, namely the achievement of an agreement. Negotiations are carried
out before the intentions and objectives of the parties are outlined or included in the contract or
transaction takes place. Contract negotiations can have two kinds of properties, namely what can be
called positive and negative properties. The negotiation is "positive" or "negative" rather than because
it is "good" or "bad.

We only know the choice between smooth and efficient negotiations or protracted
negotiations, and that a negotiation can only succeed or fail. Contract negotiation has a "positive"
nature, if the negotiators want to reach a contract that is cooperative. Meanwhile, a contract
negotiation has a "negative" nature if the negotiators want to achieve a peace. A negotiation to achieve
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peace is negative because through negotiation people want to end something negative, namely the
dispute or dispute (Mulyono & Rolando, 2025; Rolando, 2024a, 2025¢; Rolando & Chondro, 2025;
Zahran & Rolando, 2025).
Effective Methods to Reduce Conflict
In life, there are often conflicts that need to be resolved. There are effective methods in
conflict resolution that make the problem unravelling and not causing problems for a long time.
Conflict is a dispute or conflict that occurs between one party and another party motivated by the
desire of one party to fight for rights, values, status, territory and so on. There are eight methods that
can be used to resolve conflicts. Each of these methods has a different treatment in dealing with
conflicts. The methods to resolve the conflict are divided into eight, namely:
1. Lumping It
Lumping it is a method of solving problems by just letting problems happen. This is because
one of the parties failed to get his demands.
2. Avoidance or Exit
Avoidance or Exit is a way of resolving the problem by ending the relationship and leaving
the conflicting party. The consideration is due to the limited power possessed by one of the
parties, so that breaking the relationship is felt to be able to resolve the conflict.
3. Coercion
Coersion is a method of resolving conflicts by emphasizing their desires and interests to the
other party involved in the conflict by coercion. The form of coercion can be in the form of
threats, warnings and other things with the aim of pressuring one of the parties.
4. Negotiation
Negotiation is carried out peacefully and amiably, because conflict resolution is carried out
by negotiating and finding a solution. This method aims to find a middle ground that will not
harm both sides of the conflict.
5. Conciliation
Concililliation is the resolution of conflicts by the union of several parties to the dispute. So
it can be said that this method is a peaceful way to eliminate conflicts between several parties.
6. Meditation
Mediation or mediation is a method of resolving problems by presenting a third party who
has more authority and is neutral to help resolve conflicts. This third party will help the
conflicting party by reaching an agreement.
7. Arbitration
Arbitration is the agreement of the disputing party to raise an issue with a third party. This
third party's decision will be the final decision to resolve the conflict.
8. Auction
Adjudication is a conflict resolution that involves the intervention of a third party who has
the power to make decisions. The result may be in accordance with the expectations of the
conflicting party and may also be beyond the expectations of the party concerned.
Negotiation in the Digital Age
E-commerce is a form of trade transaction that arises due to advances in science and
technology. The development of e-commerce in Indonesia also raises new problems. From YLKI
data, it was found that complaints against e-commerce ranked third out of 781 direct complaints and
1,038 complaints by telephone. Where one of the main problems is dispute resolution. Laws and
regulations in Indonesia do not specifically regulate how to resolve e-commerce disputes. So that the
parties have the freedom to choose dispute resolution based on the principle of freedom of contract.
Negotiation is the most basic dispute resolution that is carried out without a third party. So
that the confidentiality of the parties is maintained. However, in e-commerce, it is possible for the
parties to be in distant places where it takes considerable money and time to conduct meetings and
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negotiations in person. Meanwhile, in online negotiations, they are not hindered by place, time limits
and costs. The parties are only required to make offers and requests online in determining the selected
dispute resolution. Effectiveness and efficiency are so evident in online negotiations. However, in
online negotiations, there is no human touch, so there is no emotional aspect between the parties that
gives a different impression.

The digital age has revolutionized many aspects of life, including the way we negotiate.
Digital platforms such as social media, email, and video conferencing have opened up new
opportunities to negotiate with parties around the world. However, these changes also present new
challenges that require adaptive and innovative negotiation strategies. This research aims to observe
and understand the interaction and negotiation dynamics that occur on digital platforms. Qualitative
methods are used to analyze effective negotiation strategies in the digital era through various digital
platforms.

Data collection was carried out through in-depth interviews with digital platform users, direct
observation of the negotiation process on digital platforms, and literacy review of previous studies.
The results show that negotiations are increasingly shifting to online platforms that offer flexibility,
broad coverage, and ease of access to information.

However, digital negotiations also face major challenges such as a lack of non-verbal
communication, difficulties in building trust, and potential technological disruptions. To create
effective negotiations in the digital age, an adaptive strategy is needed that takes into account the
unique characteristics of digital negotiations and helps companies reach mutually beneficial
agreements. This strategy includes seven steps described by Poerwanto (2014), namely preparation,
first contact, assessment, confrontation, conciliation, solution, and post-negotiation.

2. RESEARCH METHOD

The type of research used in this study is a type of normative legal research, which is research
that is based on literature data as the main data which is secondary data and in the form of legal
materials. Primary legal materials, using laws and regulations, especially the Civil Code. Secondary
legal materials, consisting of books, journals, research reports, and scientific articles. The legal
materials obtained will be classified and then analyzed using qualitative descriptive analysis.

3. RESULTS AND DISCUSSION

Negotiation is an activity that usually occurs before an agreement is reached by the parties.
Negotiations are carried out by at least two parties, where in negotiations there is a bargaining process
which begins with an offer from one of the parties, from the offer the parties will bargain for the
interests of the parties until reaching a result whether they agree or not. An agreement is reached
between the parties if there is acceptance of the offer given, and an agreement can also not be reached
if there is no acceptance. There is not a day in our lives that goes by without negotiation. We negotiate
all the time, for example entering into transactions with external suppliers, service providers and
customers regarding time, price, quality, terms and conditions, and more. Another example is
resolving disputes with customers, suppliers, or internally. Often every day unconsciously negotiate,
a real example is when in the market to buy groceries, there will be a bargaining process which is a
negotiation process regarding the price and number of objects to be sold.

Negotiation is an initial process as an effort to reach an agreement between one party and
the other. Negotiation in foreign languages is called negation (English) or pourparler (French), which
in Indonesian means "negotiation", with the root word "runding", which means "A serious and in-
depth conversation about something". The word "negotiate" means "to talk about something in order
to gain an agreement"

The term "negotiation" comes from "negotiation" in English. In our context, Black's
dictionary, which is widely used in the world, gives the following definition: "Negotiation is the
process of submisssion and consideration of offers until acceptable offer is made and accepted. ...
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The deliberation, discussion, or conference upon the terms of a proposed agreement; the act of
settling or arranging the terms and conditions of bargain, sale or other bussines transaction.”
Negotiation is the process of submitting and considering offers until an offer is accepted. Negotiation
can also mean deliberations, discussions, or conferences with reference to a draft agreement. It can
also mean an action to complete or take care of the provisions and conditions for a bargain, sale and
purchase or other business transaction.

Negotiation is a means for the parties to have two-way communication designed to reach an
agreement, as a result of differences in views on a matter and motivated by the similarity/difference
of interests between them. Nogar Simanjuntak, who translates Gary Goodpaster's opinion in the book
Guide to Negotiation and Mediation, says that "negotiation is the process of working to reach an
agreement with the other party, a process of interaction and communication that is as dynamic and
varied, as subtle and nuanced, as circumstances or that people can achieve." According to
Hikmahanto Juwana, negotiation is a process in which parties who have different views on one or
several certain things in a business contract compromise on these differences of view

From some of the above definitions, negotiation can be constructed as an activity or
bargaining process to discuss the different interests of the parties, and the purpose of this bargaining
is to reach an agreement. The occurrence of an agreement is the meeting of the will of the parties,
which means that each party accepts their own interests related to the object of the contract that
regulates the rights and obligations of the parties. Negotiation is an activity that is carried out
consciously, willingly, and heeding the applicable rules, with the intention of discussing disputes,
concepts/drafts/contracts to obtain approval/consensus. Negotiation is a form of effective
communication with the intention of obtaining what is desired. In negotiations, each party expressed
their desires, needs, and reasons for these things.

Negotiation is used in many activities of daily life, such as negotiations in the family between
family members, work and in business and making a contract. Negotiating means conducting
business transactions through communication or conferences with the intention of reaching a
settlement of a dispute. Negotiation is the process of meeting the parties to negotiate or bargain on a
matter until an agreement is reached, but negotiations do not always succeed and result in an
agreement, or the negotiation fails which means that an agreement between the parties is not reached.

A negotiation can be positive, if it is based on good faith, in the sense that it is carried out
based on belief, enthusiasm and honesty without any element of bad intentions or objectives hidden
by the parties, in designing and making contracts. Then, negotiations are carried out in an interactive,
communicative and effective manner, in the sense that they are carried out consciously, respecting
each other's rational and reasonable bargaining positions and arguments from each party which are
presented dialogically (crowdsourcing, bidirectional) and dynamic (in the sense of developing
according to the direction desired by the parties), in the framework of deliberation to reach a
consensus on the intentions and objectives of the parties to make a contract.

Negotiations can also be negative, if they fail to produce mufkat about the intention and
purpose of the parties to make a contract, because it is based on bad faith, in the sense that it is carried
out dishonestly and contains bad intentions or objectives that are hidden by the parties in designing
and making contracts.

The implementation of negotiations is not limited by space and time, meaning that
negotiations can be carried out anywhere and anytime, and are not limited by the amount of value
negotiated. Negotiations have been reached when there has been a meeting point between the parties
regarding what is negotiated. Negotiations do not rule out the possibility of new developments from
the results of the negotiations, which are initially not included in the draft negotiations, but then after
negotiations can develop into new things. Usually, the parties before negotiating have first prepared
what points will be negotiated.
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The most important thing in negotiations is not to win or lose, but to try to get both parties
to get satisfaction because their wants and needs are both met. The following are the elements of
negotiation, namely:

1. Subject element, meaning that there is more than one party who is actively and consciously
negotiating;

2. Object element, i.e. the existence of something that is the object of conversation;

3. Objective element, namely for consensus or agreement or satisfaction of both parties;

4. It can happen because there is a conflict or no conflict.

The place of negotiation can be carried out anywhere, determined on the basis of the
agreement of the parties to the contract, taking into account the principles of comfort (in the sense of
a complete atmosphere and infrastructure according to the need to conduct negotiations) and
independence (in the sense of the atmosphere of the physical environment that does not cause
psychological "pressure", on the contrary must be able to create a free and independent atmosphere
for one of the two parties or both parties to decision-making). Therefore, it is necessary to pay
attention to the place where the negotiations are held, determine a place that is comfortable, neutral
and beneficial to the parties and determine the right time so that the parties do not rush into
negotiations so that the results of the negotiations are achieved properly. Negotiations can be carried
out anywhere, anytime and with anyone, as well as the topics discussed in negotiations have no limits.

A negotiation is carried out with the aim of reaching an agreement to form a cooperation
contract or also a peace agreement to resolve a conflict/dispute. It is possible that at first the
negotiations were carried out simply but it turned out to result in an agreement either related to the
formation of a contract or the resolution of the conflict. However, it is also possible that in the end
no results will be achieved. Negotiations are carried out by at least two parties, carried out by the
party with direct interest or the party representing the interests of others because the person has given
power of attorney to him.

A negotiation results in an agreement, and that agreement can have legal consequences and
is binding on the parties if the agreement is desired and made by the parties to a contract. Therefore,
the negotiating parties must have prepared provisions before negotiating the contract, one of which
is to understand the legal basis of the object to be negotiated.

Negotiation is essential in supporting business success. Negotiations are needed as a liaison
of interests in order to reach agreements between entrepreneurs and suppliers, entrepreneurs and
customers, entrepreneurs and investors and so on. In practice, negotiation requires good
communication skills so that the messages and information that a negotiator has can be understood
by the interlocutor.

This study aims to find out the relationship between communication skills and negotiation
success and explain how a businessman communicates more effectively so that he is able to become
a professional negotiator. The qualitative data used in this study is in the form of secondary data,
where the data obtained by the researcher has been provided by third parties such as the government,
the media, or other organizations outside of the researcher and research participants.

This study shows that the interest in communication skills is associated with negotiation
success. Communication skills can make a negotiator subtly persuade the interlocutor to follow the
negotiator's will without them realizing it. Of course, this can be achieved with preparation and
understanding of the characteristics of the negotiating partner.

4. CONCLUSION
The following is a conclusion in conducting negotiations:
1. The Importance of Preparation: Careful preparation is key to success in negotiations. The
parties involved need to conduct an in-depth analysis of their positions, needs, and existing
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limitations. Knowledge of the opponent, including their strengths and weaknesses is also
very important.

Effective Communication: Clear and open communication during the negotiation process
can help reduce misunderstandings and create an atmosphere conducive to reaching an
agreement. The use of appropriate language and active listening are important elements in
communication.

Flexibility and Creativity: Negotiations often require compromise. The parties involved must
be willing to adapt and find alternative solutions that can meet the needs of both parties.
Flexibility in approach can open up opportunities for better deals.

Importance of Long-Term Relationships: In many cases, negotiations focus not only on
short-term outcomes, but also on long-term relationships between the parties involved.
Building trust and mutual respect can increase the likelihood of future collaboration.
Evaluation of Negotiation Results: After negotiations are completed, it is important to
evaluate the results achieved. This can help the parties to understand what worked and what
needs to be improved in future negotiations.

After explaining these conclusions, suggestions for conducting negotiations are also very

important. The following are suggestions for negotiations, namely:

1.

Conduct In-Depth Research: Before entering negotiations, conduct comprehensive research
on the opposing party, industry, and market context. This information will give you an edge
in formulating a negotiation strategy.

Set Clear Goals: Clearly define the goals you want to achieve in the negotiations. These goals
should be realistic and measurable, so that they can serve as a guide during the negotiation
process.

Develop Communication Skills: Invest time in developing communication skills, including
the ability to listen, speak clearly, and read body language. This skill greatly affects the
outcome of negotiations.

Create a Positive Environment: Try to create a positive and respectful environment during
negotiations. This can increase mutual trust and make the process of reaching an agreement
easier.

Preparing Alternatives: Prepare some alternatives or options that can be put forward during
negotiations. This will provide flexibility and show a willingness to compromise.

Using the Win of Solution Technique: Focus on finding a solution that benefits both parties.
The win-of-solution approach not only increases satisfaction, but also strengthens
relationships in the future.

The conclusions and suggestions presented above aim to provide practical guidance for

individuals or organizations involved in negotiations. By applying these principles, it is hoped that
the negotiation process can take place more effectively and produce a mutually beneficial agreement.
Success in negotiations is measured not only by the end result, but also by the quality of the
relationship established during and after the process.
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