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Abstract: The aim of this paper is to identify, discuss and find solutions to the 
major challenges which occur in the process of teaching negotiation skills, given 
the particular aspects which define the current context of higher education in 
the field of economics and business. By what means, to which extent and what 
challenges Business English teachers come across while trying to enable their 
students acquire these skills will be debated in the following parts of this paper. 
The first part of the paper will provide a definition of the term “negotiation” as well 
as an introduction in the current educational context at the Faculty of Economics 
and Business Administration, “Alexandru Ioan Cuza” University, Iasi, Romania. 
The second part of the paper will identify and discuss the major challenges which 
occur in the process of teaching ESP and BE, in general, and in negotiations, in 
particular. Finally, a practical example of how our purpose could be achieved will 
be provided in the third part. 
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