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Abstract

As English as a Medium of Instruction has experienced rapid growth in non-English-speaking academic settings in recent years, concerns
have arisen regarding learners’ language proficiency in comprehending subject matter. To address this need and improve learner involvement,
applying negotiation as a communicative mechanism might be a promising idea. Built upon evidence from language acquisition research, the study
underscores how negotiation promotes learner engagement, supports lexical development, and strengthens the use of the target language through
communicative interaction. Empirical findings suggest that negotiation contributes to both productive and receptive vocabulary acquisition and
facilitates intercultural communication. However, critiques of negotiation point to its limitations, including lack of comprehensible input, learners’
struggle with learning burden, and delivery imbalance on meaning rather than form. While the pedagogical advantage of negotiation is an unresolved
issue, this paper argues that it shows promise for application in EMI-conducted business schools. Since students in business-related disciplines often
require more frequent communicative tasks, examining the potential of negotiation as a pedagogical approach to improve learning outcomes may

be worthwhile for future investigation.

Keywords: Negotiation; Language Learning; Higher Education; English as a Medium of Instruction; Business School

Introduction

As English as a Medium of Instruction [EMI] has experienced
rapid growth in non-English-speaking academic settings in recent
year, concerns have arisen regarding learners’ language proficiency
incomprehending subject matters. Toaddress thisneed and improve
learner involvement, applying negotiation as a communicative
mechanism might be a promising idea. When learners enroll in EMI
courses, they may employ a range of vocabulary learning strategies
to cope with language inputs of their instructors and peers,
hoping to retain their lexical knowledge long enough to succeed
academically. As they become more familiar with these strategies
and aware of their individual learning styles, they are better able to
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optimize the overall vocabulary acquisition process.

Several studies suggest that obtaining more terminological
understanding and sophisticated communication skills isassociated
with better academic achievement. Therefore, the retention of word
knowledge plays a crucial role in back-and-forth discussions within
the framework of negotiation, as such interactions pave the way for
learners to uncover word meanings through peer interactions [1].
Previous research has demonstrated the significance of negotiation,
especially for learners in higher education. The learners have
polished their understanding of the texts, improved communication
skills, and refined linguistic awareness by using this strategy. When
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negotiation of meaning is practiced, learners achieve the best-
developed level of comprehensibility on vocabulary [2]. In general,
this interactive process promotes the use of target language;
as communication is an indispensable component of business
education that should not be overlooked or marginalized. This
paper aims to examine how negotiation facilities language learning
by using examples from other disciplines, and recommend its
applicability in business-targeted EMI settings.

Mechanisms of Negotiation

Negotiation involves explaining, summarizing, or providing
a solution [3]. It is a meaningful form of communication between
and among interlocutors [4,5]. It can also refer to a situation
in which a speaker tries to overcome a conversational barrier
during which information is altered and messages are modified
[6]. Broadly speaking, negotiation aims to solve comprehension
difficulties [7]. In this sense, it is a learner-learner interaction [4].
Such communications though social and interpersonal interactions
advance the learning process [4,5].

Negotiation is diachronic [8] and productive [5]. When a word is
being negotiated and remembered, learners use the target language
as a means of explanation or rephrasing during the process [9]. The
refinement of linguistic knowledge can be significantly improved
and developed [10] because both form and function are practiced
during the process [7,9]. In the same vein, neither productive nor
receptive vocabulary acquisition can be accomplished without the
implementation of negotiated interactions [6]. When linguistic
forms are noticed and understood, the negotiation process can be
maximized [2].

Experimental Evidence of Negotiation

Researchers have stated that the interactions in negotiations
of meaning are beneficial for non-native speakers. They facilitate
L2 acquisition [5,6,8,11], stimulate cognitive processing [9], and
internalize lexical development [2,9]. Negotiation yields benefit for
different age groups, subjects, and communicative interactions. Its
practices are hallmarks of learning a second language [4-6], English
as a Foreign Language [1,2,7], and the acquisition of new linguistic
materials [10].

Due to limited word stock, L2 learners struggle to express their
opinions and participate in meaningful communication [8]. From
this perspective, instructors are advised to raise questions during
the intervention as to craft sufficient learning opportunities [12].
They are suggested to provide learners with meaningful learning
activities and oral practices [13] so that they can engage the learners
with diverse learning tasks and encourage them to communicate
in the target language in the negotiation process [5,13]. Moreover,
negotiation is a problem-solving form of communication in which
learners make linguistic efforts to reach a mutual understanding
[1,4,7]. Learners engage in intercultural communication [10] as
the negotiation process is carried out in the target language [2].
The relevant categories together with their associated benefits are
embodied in successful communication [10] and open-to-learning
conversations [14] in the higher education context.
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Critiques and Limitations

Several studies have questioned the pedagogical value of
negotiation, claiming its ineffectiveness in producing desirable
learning outcomes [12-14]. When learners are involved in the
negotiation process, they are not necessarily learning more [15].
Without sufficient vocabulary [1,4,13], cultural exposure [13], and
communication skills, learners may experience frustration [4]. As a
whole, the communication process is tedious [4], and it may hinder
learners’ cultural and linguistic identification [12].

Learners who are required to engage in negotiation-based
language classrooms may face difficulties, since they are forced to
manipulate the language to align with their instructors or peers
[5]. In such cases, the negotiation process does not necessarily
guarantee comprehensible input; instead, learners encounter
challenges in providing feedback or corrections [7]. Insufficient
exposure and language proficiency are the key elements hindering
a successful negotiation [1]. Most of the time, learners may focus
on meaning rather than form during the negotiation process
[2,13]. These communication breakdowns can be attributed to
two reasons [1]. One reason is that learners are pushed to respond
to a question or provide an answer. Another is that non-verbal
communication does not pave the way for effective oral production
within the negotiation process. As a result, negotiation offers little
opportunity for contemplation of form-focused learning and thus
learners’ academic achievement is compromised.

Conclusion

Language fluency is widely acknowledged as a cornerstone in
successful negotiation [5]. When EMI is implemented, learners’
English proficiency and their comprehension of disciplinary
content can be enhanced [16]. It has not yet been proven that
EMI learners possess better language proficiency compared to
their counterparts in non-EMI settings, because existing studies
highlighted L2, ESL, or EFL learning scenarios. As the trend of EMI
has swept in non-English spoken countries these days, it will be
interesting to explore if negotiation fosters learning motivation
and facilitates communication in business education. To deepen
learners’ interpretation of business-related vocabulary, having
them undergo the negotiation process seems to be an alternative
to traditional lectures and note-taking. Since students in business-
related disciplines often require more frequent communicative
tasks, examining the potential of negotiation as a pedagogical
approach to improve learning outcomes may be worthwhile for
future investigation.
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