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ABSTRACT 

 

This study is to examine the factors causing the negotiations process implement by the 

SapuraCrest Petroleum Berhad. This study aimed to focus on the factors that will affect 

the successful of negotiation session in SapuraCrest while can reduce the shortage of 

expatriate in Sapura company. 

 

This study will determine the negotiation process that implement by Sapura which to 

improve their negotiation session. In the other hand, this study will highlight the process 

that may need some improvement for the negotiation activity in order to achieve 100 

percent successful in recruiting an expatriate. 

 

Based on the all variables, the qualitative study will be done by focusing to the content 

analysis in order to gather the data. The source of data will focus on the interview and 

observation which is related to the study. After all data has been gathered, it will be 

interpreted to make it sense for supporting the problems identified.  

 

The findings from this study will provide information that can be use for further 

investigation in the same nature of study or industry. 
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