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Abstract

Communication okillo ore the moat imperative okille for ony colec
monoger, be¢ouce the cuc¢ceco of o monoger dependo on hic obility to
¢ommunicote effectively with othercrather thon hictechnical obilitieo.
The moain objective of thic otudy ic to invectigate the relotionchip
between bucineco monogerc with coles negotiotion okillo of food
dictribution ¢ompomies of Gilon. It'c on empiriéal otudy ond the
¢orrelation ond regrecoion methodo have been employed to ctudy the
relationchip. The otudy populotion in¢luded all monogerc of food
dictribution ¢ompaniesin Gilon provinée, whi¢h ¢ontainc 11 percona.
Sinc¢e the receorch community ic omall, the complec included in the
otudy ore equol to the totol number of monogerc. A otondord
quectionnaire of Robert Heller hao been token to ¢olle¢t information.
The Cronba¢h'c alpho c€ore woo 0. 81 indicating reliobility of the
quectionnaire. In the otudy Shapiro-Wilk tect, regrecoion for data
normalization ond Spearmon ¢orrelotion Coeffi¢ient hasbeen uced for
dato onalyciowith the help of SPSS coftware. From the anolyocicit woo
obcerved thot there ic o cignifiCont poaitive relotionchip between
negotioting okilloomd culesperformonce by the culeomonogera.
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Introduction

In today'sc world, lot of ¢hongeo are toking place in the morketing
ophere ronging Produét, Pri¢ing, market identification, phyacical
dictribution ond oo on due to fier¢e competition. Henceforth,
¢omponiec are olco foréed to toke the ¢oll ond ¢communicate with ite
actuol ond potential buyers. Due to ¢hongeoin the morketing concept of
profit through inéreacing ovlec by ¢reoting profitoble ¢uctomer
relationchipc by delivering cuperior volue to ¢uctomers, ¢oncumer
mindcet hoo viaibly ¢honged ond it provided the opportunity to the
cellercto device their atrotegies on their own (Andren,2005).Here the
importonée of negotiation ic ¢learly more thon ony other ac more
people partié¢ipate in de¢icion-moking the greater will be the likelihood
of diongreemento. The monagerc need to have okillo in addition to
techni¢al obilitiec to ¢ommunicate effectively with otherc
Communication okillo are prerequicite of hic ¢areer be¢ouce the work
of a monoger icto reach ond ochieve orgonizational gools. To achieve
thece goaloicaway of communication okillothot ¢on recolve everyday
problemao. Ea¢h day that paoses, oll of uc oo on individual, monogera,
orgonizotionc ond ¢componiec within the broader ond more complex
monner ore pla¢ed in relotionchip with otherc (monning,2003).A

67



Pacific Business Review International

receorch by Fortune magozine conducted on 200 monogerc
from cix ¢omponiec indicated that the foilure of monogerc
woc due to their weok ¢ommunication okillo (Ertel,
1999).0ne of the moat importont communication okillc ic
negotiation okillo thot influenée the path of negotiations in
order to ex¢honge thoughtoor material things. Negotiating ic
the moot importont ond moot ¢ommon meonc of
¢ommunicoting between humano Negotiation okillo are oll
pervacive for in¢lucive growth, cecurity, living ctondord,
economic¢ prooperity, in¢reaoing oworeneas, to roice living
octondords ond to moke otherc coticfied. Relationchipo ore
importont to achieve common objecétivecof the orgonization
ond impliec that the meono of ochieving thece goolo ore
negotiated by the partiecare divided, So the buyer ond celler
oimultoneoudly negotioting pro¢ecs with the elements of
¢ooperation ond c¢onfliét enéounter. Cooperation, mutuol
ond individual goolo while providing ¢onfli¢tc Competitive
environment providec for both cidec to encure thot thic
agreement will ocupport their celf-interect(wimaouott ond
Goooenheimer , 1996).

To minimize ¢onfli¢t between buyerc ond cellerc ond to
reach ot compromicing colutions, uce of negotiotion okillo
ond celection of right tacti¢o’ are very ¢rucial ond importont.
The role of adminictrotors in the role of negotiator in thic
regord ic very oignificont (Rezoeiom, 2001).One of the
¢rucial foctorc in the ouééecs ond progrecs of the
orgonizotion's ic whether monogerc have the okillo ond
techniqueoc of negotiation. Negotiotion okillo ore importont
factor in the ocuééeas of Contracta So it ic neCecoury for
monogerc to leorn the okillo ¢apobilitiec ond negotiation
okille. Thic icoue hao been pointed by come receoréherc in
variousotudiecconducted on negotiation okillo. Ron Andrea
(2005) exomined the negotioting okillo in coles. The
objective hic otudy woao to identify colutionc for culec
negotiationo. In hic ctudy, 2000 culec perconc from 500
¢omponiec from voriousinductries were included for ctudy.
Ao well oo other €holorc cu¢h oo Tony Monning ond Bob

Robertoon on negotiation ond influenée okilloin two poartein
2003 ond Poulincond otherowho are individual differen¢ec
ond motivation to uce their negotiating okilloin 2000 were
inveatigated. The obove recearchec ceek to onower the
quection whether there icarelationchip between negotioting
okilloomd businecomonagers’ colesperformondéefi

Methodology

One of the moct importont functionc of o monoger ic
negotiotion. Every monoger icinevitobly acoociated with the
aubordinatesond cuperiorcond oll those who comehow have
been dealing in Conta¢t with reloted orgomizotiono ic
indicative of thiorelationchip ionegotioted (Achcroft,2004).
Thic otudy aimoto evoluote the effe¢to of trode negotioting
okillo of coleoc managers on their cules performonée of food
dictribution componiesof Gilon.

The main hypothesis is as follows:

*  Negotiating okilloc ond culec performonce of bucinecs
monogeroore reloted.

The ctudy woobooed on proctical purpoce ond icboced on the
noture ond method of ¢orrelation. The otudy population
in¢luded oll monogerc of food dictribution ¢omponiec in
Gilon provinée, whi¢h ¢éontaing 11 perconc. Sinée the
receorch community icomoll complecsicequoal to the number
of monogera. A ctondord quectionnoire of Robert Heller hoo
been token to ¢olle¢t informotion. The Cronbac¢h's alpha
ocore woc 0. 81 indicating reliobility of the quectionnaire.In
the otudy Shopiro-Wilk tect, regreccion for data
normalizotion ond Spearmon Correlation Coeffi¢ient hoo
been uaed for data.onalysiowith the help of SPSS coftware.

Analysis

- The ckillo to negotiote the cule of the food dictribution
between bucinecomonogercof componiesin Gilon icoo
followao.

Table 1: ANOVA Test Results

P-value F- Test The mean sum of squares Degrees of Source changes
freedom
0.002 23.47 4761693E16 1 Negotiating skills.
2028854E15 7 Error

Aocit ¢on be ceen from table 1, the teot recultothat P-value io
lecsthon 0.05, oo it ¢on be cuid thot the regrecoion ¢oefficient
ic oignificont.A¢éording to ectimatec precented the
following regrecoion equation ¢on be uced between the
porometerc:

Regression: ¥ =-140088767187 8+ 4298101478§4X

Goodneao of fit of the regrecsion model woo introduéed,
¢onaicting of normality of errorcof the regrecsion model.For
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ony omount of pointc negotiating okillg, o re¢ord culec
according to the regrecoion model ¢on be uced to aore each
individual negotioting okillo (X) ooles percon (Y) ic
meooured.

The difference between the actual volue or re¢orded with
eatimated value ic ¢onaidered for cule oo error. Chort

normalizotion values of the model errorc (normol
probability ploto) are chown in the diagrom.
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Figure 2: Chart normalization errors of the regression model, negotiation and sales skills
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normol. Nevertheleasobaerved thot the pointoplotted on the
graph hove olmoct formed o ctroight line ond with little
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differencées, oCottered oround o otroight line intuitively
indicate normality of errorg, But de¢icionsbaced on perconal
aopeétc ond ¢omnot be tructed enough, oo to Lientific
oCrutiny obout the normality of errors, Shopiro-Wilk tect we
uce the recultcof which are reported in the toble below.

Table 2: Table normality of errors regression test

P-value W-Test

0.709 0.952

Error of estimation
Regression

The reculto chowed that the dictribution of the errorc of the
regrecoion model ic the normally dictribution, The P-volue
¢alculoted for the tect ctotictic io greoter thon the 0.05 tect.
Therefore, the null hypotheaicor the hypotheaicthot the dota
follow o normal dictribution ic aééepted. In the ce¢ond port
of aoecoing goodneao of fit of the regrecoion model, error
varionée 16 ¢onaidered. For thic purpoce, didtribution culec
ectimotion of the amount of error icreported in the following
diogrom. If the atter plot of ectimoated voluecin ony chope
or opecifi¢ trend ceen agoinct errorc ond pointc rondomly

digperaed around o otroight line, Errorc ¢on be cuid thot
varionée ic conatont ond booed on thot ond ¢onaidering the
atepothot were dictucoed in the previouc atudy, Regreasion
model ic relioble ond ¢on be uced. But in the following
groph, it ic underctondoble that the ideal cituation outlined
above, For errorgin the regresoion model, the precent ctudy
ic not true be¢omce the left cide of the groph have been
¢entralized ond much ¢locer to the right cide, pointcore ot o
greoter dictomce thon the line the aituotion of inctobility in the
error vorionée of the regrecoion model.

Figure 2: The scatter plot of estimated sales volumes on error
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Studiec chow thot degpite the errorc follow o normal
diatribution but in ¢oce of the lack of atability varionée, o
aituation doec not ectoblich the truct nececoory in «o
regrecoion model. In thic model, the Ccoeffic¢ient of
determination ¢alculoted 0.77 thot thic omount reflecto the
fact that77% Chonges in oolec ¢on be exploained by the
¢ommercial Jirector negotioting okille. Deopite thece

¢haracteriatiéo Ac¢cording to the goodneco of fit modelg,
introduced by the truct ond ¢redibility ionot enough.

According to the above reaconcond in order to exomine the
hypotheaic, nonporemetri¢ Speormon ¢orrelation ¢oeffic¢ient
method icuced to help it moke o final decicion to acéept or
reje¢t the hypothecic of our aétion. Thic Coefficient ic
¢al¢uloted ond teot recultcare reported in the table below.

Table 3: Spearman's correlation coefficient table

P-value t-Statistics

Spearman

0/001 6/07

0/92

And negotiating skills.
Sales

AcCording to the toble obove, calculated Speormon
¢orrelation ¢oeffi¢ient between negotiation ond culec okillo
ic equol to 0.92 the deaired volue ond indicoted o ctrong
poaitive relationchip between thece variobles. The reacon for
the growing number of reported volue of t-ctoticti¢ ond P-
volue for it.

The P-value coléulated that ocu¢h o oituation wooc
oignificontly omaller thon 0.05 tect Speormon correlation
coeffic¢ient icopprovesd.

Discussion and conclusion

From the onalycicit wacobcerved thot there ic o cignifi¢ont
poaitive relationchip between negotioting okilloc ond culec
performonce by the culec monogers. Therefore, it ¢on be
¢onCluded thot in order to raice ocoles performonce
negotiation okillochould oloo be improvesd. It ectoblichecthe
foct that higher the negotiation okillowill be higher the culec
performance. Thic ¢on be ceen with inéreacing bucineco
okillc omong monogers thot thece monogerc were more
ouc¢ceooful in their work. After thece recults, we find thot no
motter how negotiating okillo inéreoaced it leado to culec
in¢reaced oo well. One of the moat importont factors in
¢orporate culecionegotiating okille: So there icaneed to pay
ottention to thic¢ace in order to in¢reace ond improve thece
okilloto achieve higher culec.
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