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BASILAR PRINCIPLES OF NEGOTIATIONS: GAME THEORY 

A. Khotsianovich, A. Barisevich 

Negotiating is a part of everyday life, but in business it's absolutely critical 
to your success. Poor negotiation can cripple a company just as quickly as los-
ing key customers. Emotion, luck and magic have no place in a successful ne-
gotiation. It takes an iron gut, homework, street smarts and unblinking disci-
pline. These keys will unlock your ability to get the best deal possible under 
any circumstances. 

All Negotiations are similar in that they involve people taking initial posi-
tions offering proposals, counterproposals and concessions until finally com-
ing to an agreement. 

Interdisciplinary approaches to studying negotiation: 
• Game Theory 
• Economic Theory 
• International Politics 
• Ethnic Differences 
• Gender Differences 
• Social Psychology [5]. 
In this scientific work, we would like to study negotiations from the per-

spective of Game Theory. 
Game theory is the process of modeling the strategic interaction between 

two or more players in a situation containing set rules and outcomes. 
Game theory can be described as the mathematical study of decision-making, 

of conflict and strategy in social situations. It helps explain how we interact in key 
decision-making processes. Game theory can be used very effectively as a tool for 
decision-making whether in an economical, business or personal setting. 

The mathematical theory of games was invented by John von Neumann 
and Oskar Morgenstern in 1944. 

One of the most popular and basic game theory strategies is Prisoner's Di-
lemma. This concept explores the decision-making strategy taken by two indi-
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viduals who, by acting in their own individual best interest, end up with worse 
outcomes than if they had cooperated with each other in the first place [3]. 

In the Prisoner’s Dilemma, two suspects who have been apprehended for a 
crime are held in separate rooms and cannot communicate with each other. 
The prosecutor informs each of them individually that if Suspect 1 confesses 
and testifies against the other, he can go free, but if he does not cooperate and 
Suspect 2 does, Suspect 1 will be sentenced to three years in prison. If both 
confess, they will get a two-year sentence, and if neither confesses, they will 
be sentenced to one year in prison. 

While cooperation is the best strategy for the two suspects, when confront-
ed with such a dilemma, research shows that most rational people prefer to 
confess and testify against the other person rather than stay silent and take the 
chance that the other party confesses [4]. 

There are 3 terms of game theory, which refer to the outcomes of a dispute 
or negotiation: 

• zero-sum game (winner takes all); 
• positive-sum game (something everyone wins); 
• negative-sum game. 

Zero-sum game 
In a zero-sum situation, it is impossible for one party to advance its posi-

tion without the other party suffering a corresponding loss. If one side gets 
$1,000 more, that means the other side gets $1,000 less. The wins and losses 
add up to zero. For example, if two departments are splitting up a fixed 
amount of money, the more one gets the less available to the other. 

Positive-sum game 
Positive-sum outcomes are those in which the sum of winnings and losses 

is greater than zero. A positive sum occurs when resources are somehow in-
creased and an approach is formulated in which the desires and needs of all 
concerned are satisfied. One example would be when two parties both gain fi-
nancially by participating in a contest, no matter who wins or loses. Positive-
sum outcomes occur in instances of distributive bargaining where different in-
terests are negotiated so that everyone’s needs are met. 

Negative-sum game 
The term negative-sum game describes situations in which the total of 

gains and losses is less than zero, and the only way for one party to maintain 
the status quo is to take something from another party [7]. 

To be successful in negotiations, you have to be tough, but it also helps to 
have a strategy. Fortunately, Game Theory provides us with insights that can 
lead to practical results. 

Starting negotiations, you should know and decide on several points, which 
you can negotiate. You need to know what is your «walk-away position». De-
cide on the situation or its characteristics below which you wouldn’t go. 
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Another thing game theory teaches businesses is to avoid «altruistic pun-
ishments,» which is where one party exacts retribution over a business deal 
gone wrong, even though there is no benefit – financially or otherwise – to 
doing so. If a buyer or supplier breaks a contract it may be more expensive to 
litigate than to just let the other party walk away. 

Try to clarify interests and alternatives of your opponent. Learn as much as 
you can about the contradictor. What are their key priorities, what they trying 
to gain – reduce the price or other issues? [1] 

Example of game theory: In Salary Negotiations 
Since receiving an increase in salary often affects other salaries in the 

company, more people are involved and these types of games are more com-
plex than simple one on one negotiation. The more people involved the more 
difficult it is to negotiate, so breaking negotiations down to one partner and 
using game theory with him is advised rather than attempting to negotiate 
with multiple people. 

In order to attain a higher salary in negotiations using game theory, one 
must attempt to minimize risk, make the first offer, beware of precedence, 
have credibility, maintain continuity, and have a reciprocal relationship with 
the partner being negotiated with. 

There first must be a need for your services, so you cannot simply receive 
a raise just because you want one. But if you are up for a raise and in negotia-
tions, you can work down the chain at the potential responses from your em-
ployer and have a counter-argument ready for each. You must know the part-
ner well and understand the path to the optimal amount you are seeking [2]. 

It is important to understand the origins and scope of game theory to know 
that perfectly competitive markets have built into them a feature that renders 
them susceptible to parametric analysis. Philosophers share with economists a 
professional interest in the conditions and techniques for the maximization of 
human welfare. In addition, philosophers have a special concern with the log-
ical justification of actions, and often actions must be justified by reference to 
their expected outcomes. Without game theory, both of these problems resist 
analysis wherever non-parametric aspects are relevant [6]. 
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ПРИМЕНЕНИЕ ИНФОРМАЦИОННЫХ ТЕХНОЛОГИЙ ДЛЯ  
АВТОМАТИЗАЦИИ ЭКОНОМИЧЕСКИХ ПРОЦЕССОВ И ЗАДАЧ 

Е. Л. Ячнева, Д. И. Рахманько 

АКТУАЛЬНОСТЬ 

Юридические лица, индивидуальные предприниматели, граждане за-
интересованы в снижении расходов на ведение бизнеса или домашнего 
хозяйства при сохранении или даже повышении качества среды обита-
ния. В современных условиях это в значительной мере обеспечивается 
оптимизацией бизнес-процессов и бюджета с использованием информа-
ционных технологий. Достаточно существенным затратным направле-
нием, как для бизнеса, так и для населения является выполнение ре-
монтных работ производственных и офисных помещений, квартир. На 
текущий период сложилась ситуация, когда в силу отсутствия прозрач-
ности процесса ремонтных работ для заказчика, недостатка у него ак-
туализированной системной информации в данной области происходит 
существенное завышение смет со стороны недобросовестных подрядчи-
ков, увеличение сроков выполнения работ. Клиент становится заложни-
ком ремонта. Этот в целом позитивный процесс превращается для него в 
неприятную процедуру, отнимающую много времени. 

Актуальность работы обусловлена необходимостью выработки инст-
рументария  экономии ресурсов клиента при одновременной выгоде та-
кого подхода для подрядчика, выполняющего ремонт. В качестве такого 
инструментария рассматриваются: 

• программное средство со сформированными и актуализируемыми 
базами данных, обеспечивающее автоматизацию расчета бюджета ре-
монта с его последующей минимизацией, формирование сбалансирован-
ного по материальным, трудовым, денежным ресурсам плана (графика) 
выполнения работ; 


