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ABSTRACT 

 

Petroleum Nasional Berhad (PETRONAS) is a growing company which currently 

leading in oil and gas industry in Malaysia since 1974. As a largest and biggest 

taxpayer in the country, there are a lot of success and failure story of doing business 

in this developing country. The purpose of this research is to explore the relationship 

between the effects of nonverbal behaviors towards the successful negotiation in 

PETRONAS Sdn. Bhd. Besides that, researcher also going to identify what is the 

most significant non-verbal behavior that has high impact on the negotiation success 

in PETRONAS. 

Based on the findings, the most significant variable that influences successful 

negotiation in PETRONAS Sdn. Bhd is the kinesics messages. The researcher 

suggests that company should provide training for the employees to enhance their 

negotiation skills. As for future researcher, it is suggested to the researcher to study 

all variable in depth that could explained the strong determined for successful 

negotiation in details.  

 

 


	SILENT MESSAGES IN NEGOTIATION:EFFECTS OF NONVERBAL BEHAVIORS IN SUCCESSFUL NEGOTIATIONS INPETRONAS SDN.BHD
	DECLARATION OF ORIGINAL WORK
	LETTER OF SUBMISSION
	ACKNOWLEDGMENT
	LIST OF TABLES
	LIST OF FIGURES AND CHART
	ABSTRACT
	TABLE OF CONTENTS
	CHAPTER 1: INTRODUCTION
	1.1 Background of Study
	1.1.1 Background of Company

	1.2 Problem Statement
	1.3 Research Questions
	1.4 Research Objectives
	1.5 Hypotheses
	1.6 Significant of Study
	1.6.1 The Researcher
	1.6.2 The Organization
	1.6.3 The General Reader

	1.7 Scope of Study
	1.8 Limitation of Study
	1.8.1 Lack of Respondents
	1.8.2 Lacks of Skills and Experience

	1.9 Definition of Terms
	1.9.1 Negotiation
	1.9.2 Physical Arrangement
	1.9.3 Kinesics Messages


	CHAPTER 2: LITERATURE REVIEW
	2.1 Introduction
	2.2 Negotiation
	2.3 Location and Site
	2.4 Physical Arrangement
	2.5 Kinesics Messages
	2.6 Theoretical Framework

	CHAPTER 3: RESEARCH METHADOLOGY
	3.1 Introduction
	3.2 Research Design
	3.3 Population
	3.4 Sampling Design
	3.4.1 Sample Size

	3.5 Data Collection Method
	3.5.1 Primary Data
	3.5.2 Secondary Data

	3.6 Data Analysis
	3.6.1 Descriptive Analysis
	3.6.2 Reliability Test
	3.6.3 Correlation Coefficient
	3.6.4 Regression Analysis

	3.7 Conclusion

	CHAPTER 4: DATA ANALYSIS
	4.1 Introduction
	4.2 Respondent Variable
	4.2.1 Gender
	4.2.2 Age
	4.2.3 Department
	4.2.4 Successful Negotiation (Dependent Variable)
	4.2.5 Location and Site of Negotiation (Independent Variable)
	4.2.6 Physical Arrangement during Negotiation (Independent Variable)
	4.2.7 Kinesics Messages in Negotiation (Independent Variable)

	4.3 Reliability Test
	4.3.1 Reliability Analysis for All Variable
	4.3.2 Reliability Analysis for Dependent Variables (SuccessfulNegotiation)
	4.3.3 Reliability Analysis for Dependent Variables (Location and Siteduring Negotiation
	4.3.4 Reliability Analysis for Dependent Variables (PhysicalArrangement in Negotiation)
	4.3.5 Reliability Analysis for Dependent Variables (Kinesics Messagesin Negotiation

	4.4 Regression Analysis
	4.4.1 Location and Site during Negotiation and Successful Negotiation
	4.4.2 Physical Arrangement in Negotiation and Successful Negotiation
	4.4.3 Kinesics Messages in Negotiation and Successful Negotiation


	CHAPTER 5: CONLUSION AND RECOMMENDATION
	5.1 Conclusion
	5.1.1 Profile of respondent
	5.1.2 Reliability
	5.1.3 To examine the relationship between independent variables(location and site, physical arrangement and kinesics messages) anddependent variable (successful negotiation in PETRONAS).
	5.1.4 To identify the most significant predictor for variable insuccessful PETRONAS Negotiation

	5.2 Recommendation
	5.2.1 PETRONAS Sdn. Bhd
	5.2.2 Future Research


	REFERENCES
	APPENDIXES A: SPSS OUTPUT



