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Abstract: Negotiation is a vital component of supply chain management, requiring both strategic thinking and
emotional intelligence to navigate complex, high-stakes interactions. Traditional supply chain negotiation
programs focus on tactical skills but often overlook the psychological challenges that can undermine
negotiation performance. This conceptual paper proposes the integration of hypnotherapy—a psychological
technique known for enhancing relaxation, focus, and behavioral change—into supply chain negotiation
training. Drawing from literature in supply chain strategy, emotional intelligence, and clinical hypnotherapy,
the paper presents a novel framework for applying hypnotherapy techniques such as guided relaxation and
visualization during pre-negotiation preparation, active negotiation, and post-negotiation reflection. The
potential benefits include improved emotional regulation, heightened mental clarity, and reduced cognitive
biases, which together contribute to more effective and confident negotiations. While the paper acknowledges
cultural and ethical considerations, particularly in Asian contexts, it argues that hypnotherapy offers a
valuable tool for enhancing negotiation mastery in modern supply chain environments. Future empirical
research is recommended to validate the proposed framework and assess its practical impact.
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1. Introduction

Negotiation is a fundamental aspect of supply chain management, involving a complex interplay of strategy,
communication, and relationship management (Ali, Rajagopal, Sundram, Saihani, & Noranee, 2020; Handra &
Sundram, 2023; Rasi et al,, 2022; Razak, Othman, & Sundram, 2015; Sundram, Ghapar, Lian, & Muhammad,
2023). In an increasingly competitive and globalized market, the ability to negotiate effectively is critical to
achieving favorable outcomes. Traditionally, supply chain negotiation training has focused on tactical
approaches such as contract terms, pricing strategies, and stakeholder management. However, as the business
environment becomes more complex and high-pressure, the psychological aspects of negotiation, including
emotional regulation and cognitive clarity, have gained attention.

Hypnotherapy, a psychological tool traditionally used in therapeutic settings to promote relaxation and
behavior modification, offers a novel approach to addressing the mental and emotional challenges of
negotiation. Hypnotherapy operates by inducing a state of deep relaxation and heightened concentration,
making individuals more receptive to suggestion and better equipped to manage stress and emotional impulses
(Barber, 2001). This paper proposes integrating hypnotherapy techniques into supply chain negotiation
training to enhance focus, emotional regulation, and overall negotiation effectiveness.

This conceptual paper explores the potential of using hypnotherapy in supply chain negotiations. It examines
how hypnotherapy techniques, such as guided relaxation and visualization, can be applied before, during, and
after negotiation processes to improve mental clarity and decision-making. Additionally, it discusses the
benefits and challenges of incorporating hypnotherapy into traditional supply chain negotiation programs,
providing a new perspective on supply chain negotiation mastery.
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2. Literature Review

The Role of Negotiation in Supply Chain Management

Negotiation is a critical component of supply chain management, influencing various aspects such as pricing,
delivery schedules, contracts, and long-term partnerships. Effective negotiation is essential for securing
favorable terms, managing risks, and fostering long-term relationships with suppliers and partners (Narayanan
et al,, 2024a; Narayanan et al., 2024b; Narayanan et al., 2024c; Sureshkumar, Narayanan, Ghapar, Chew, &
Sundram, 2024a). As globalization and market volatility increase, so does the complexity of negotiations in the
supply chain, requiring negotiators to possess not only technical expertise but also strong emotional
intelligence and communication skills (Thomas et al., 2015). Traditional negotiation strategies often focus on
achieving optimal financial and operational outcomes, but recent studies emphasize the importance of soft
skills, such as emotional control, trust-building, and empathy, in determining negotiation success (Thompson,
2009). In particular, emotional regulation has emerged as a critical skill for negotiators who must manage
stress and avoid cognitive biases that can undermine their decision-making (Goleman, 1998). These challenges
highlight the need for innovative training methods that address both the tactical and psychological aspects of
negotiation, particularly in the high-pressure environments of supply chain management (Rosendahl et al,,
2023).

Psychological Challenges in Negotiation

Research on the psychology of negotiation suggests that emotional and cognitive factors significantly impact
the behavior and outcomes of negotiators. Cognitive biases such as anchoring, overconfidence, and the
endowment effect can distort a negotiator’s perception of value and lead to suboptimal decisions (Bazerman,
Curhan, & Moore, 2000). Emotional states like stress, frustration, and anxiety can further impair cognitive
performance, leading to impulsive or irrational choices (Thompson, 2009). Emotional intelligence (EI),
particularly the ability to recognize and manage emotions, has been identified as a key factor in successful
negotiations (Goleman, 1998). High EI allows negotiators to maintain emotional composure, think strategically,
and build rapport with their counterparts, all of which contribute to achieving favorable outcomes (Mayer,
Caruso, & Salovey, 2016). However, traditional negotiation training often lacks a focus on developing these
psychological skills, leaving a gap in the preparation of negotiators for high-stress situations (Thompson,
2009).

Hypnotherapy as a Tool for Enhancing Negotiation Skills

Hypnotherapy is a psychological technique that involves inducing a state of focused attention and deep
relaxation, making individuals more receptive to suggestions and behavioral modification (Spiegel, 2007).
Traditionally used for therapeutic purposes, hypnotherapy has been shown to reduce stress, improve
concentration, and enhance emotional control, making it a promising tool for professional applications such as
negotiation (Barber, 2001). In recent years, hypnotherapy has been successfully applied in various professional
contexts, including sports psychology and executive coaching, to improve mental performance and emotional
regulation (Hasan & Vasant, 2023). For instance, hypnotherapy has been used to help athletes manage anxiety
and improve focus during competitions, suggesting its potential for use in similarly high-pressure situations
like supply chain negotiations (Wark, 2011). Several studies have demonstrated the efficacy of hypnotherapy
in enhancing cognitive function and emotional resilience, both of which are critical for negotiation success
(Rosendahl etal., 2023). By inducing a state of relaxation, hypnotherapy can help negotiators manage the stress
and anxiety that often accompany high-stakes discussions, allowing them to think more clearly and make more
rational decisions (Thompson, 2009). Visualization exercises, a common technique in hypnotherapy, can also
be used to mentally rehearse successful negotiation outcomes, boosting confidence and performance during
actual negotiations (Spiegel, 2007).

Integrating Hypnotherapy into Supply Chain Negotiation Training

While the potential benefits of hypnotherapy in negotiation are promising, its application in the field of supply
chain management remains underexplored (Ibrahim, Sundram, Omar, Yusoff, & Amer, 2017; Muhammad,
Narayanan, Ghapar, Chew, & Sundram, 2025; Wong Chee, Sundram, Bakar, & Narayanan, 2024). Existing
negotiation training programs typically focus on tactical skills such as information gathering, persuasion, and
problem-solving, but they often neglect the psychological preparation needed to handle the emotional and
cognitive challenges of negotiation (Thompson, 2009). Integrating hypnotherapy into these programs could
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provide a more holistic approach to training, addressing both the technical and emotional dimensions of
negotiation. Hypnotherapy could be particularly useful in the pre-negotiation phase, where it can be employed
to reduce anxiety and mentally prepare negotiators for the task ahead. Techniques such as guided relaxation
and visualization can help negotiators enter the negotiation with a calm and focused mindset, allowing them to
think strategically and avoid emotional reactions (Wark, 2011). During the negotiation itself, hypnotherapy
techniques can be used to maintain emotional control and enhance concentration, helping negotiators stay
focused on key issues and avoid being derailed by stress or frustration (Barber, 2001).

Cultural and Ethical Considerations in Hypnotherapy for Negotiation

The integration of hypnotherapy into professional settings, like supply chain negotiation, also raises important
cultural and ethical considerations. In some cultures, particularly in Asia, hypnotherapy may be viewed with
skepticism or as an alternative practice that is not widely accepted in corporate environments (Hashim, 2012).
As such, introducing hypnotherapy into supply chain negotiation may require sensitivity to cultural norms and
values. Ethically, there may be concerns about the use of psychological techniques to influence negotiation
outcomes. While hypnotherapy is intended to improve emotional regulation and mental clarity, some may
perceive it as a form of manipulation. It is therefore essential to ensure transparency and consent when
incorporating hypnotherapy into professional supply chain training programs (Hasan & Vasant, 2023). Table
1 highlights the theoretical grounding from psychology, negotiation, and clinical hypnotherapy, showing how
these disciplines intersect in your proposed framework.

Table 1: Literature Review Matrix

Author(s) Focus Area Key Contributions
Goleman Emotional Introduced EI as a vital skill in professional success, including
(1998) Intelligence negotiation contexts.
Thompson (2009) Negotiation Emphasized er.no.tlonal regulation and cognitive biases in high-

Psychology pressure negotiations.

Barber . Defined hypnotherapy and its behavioral influence through
(2001) Hypnotherapy Basics suggestion and relaxation.
Spiegel Hypnosis in Brain &  Explained neurobiological mechanisms and benefits of hypnosis
(2007) Body for focus and control.
Rosendahl etal. = Meta-analysis on Provided empirical support for hypnotherapy in improving
(2023) Hypnosis mental/emotional performance.

3. Methodology

This conceptual paper is primarily based on desktop research and an extensive literature review to explore the
integration of hypnotherapy into supply chain negotiation training. The methodological approach focuses on
gathering, analyzing, and synthesizing existing academic and industry resources to propose a theoretical
framework for using hypnotherapy techniques to enhance negotiation outcomes. The methodology comprises
four key components: desktop research, literature review and framework development.

Desktop Research
Desktop research was conducted to gather secondary data on both hypnotherapy and supply chain
negotiations. Academic databases such as Google Scholar, JSTOR, Emerald Insight, and ScienceDirect were used
to collect scholarly articles and publications. Industry reports, white papers, and relevant case studies from
reputable sources like McKinsey & Company, Deloitte, and TED Learning Malaysia were also included to
capture the practical applications of negotiation strategies in supply chain management.
Key areas of focus in desktop research:

e Existing negotiation strategies in supply chain management (Zachariassen & Arlbjgrn, 2011).

e The role of emotional intelligence and psychological preparation in negotiation (Goleman, 1998;

Thompson, 2009).
e The efficacy and applications of hypnotherapy in various fields (Rosendahl et al., 2023; Spiegel, 2007).
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Literature Review

A systematic literature review was conducted to identify relevant studies in both supply chain management
and hypnotherapy. The literature was reviewed for its relevance to psychological aspects of negotiation,
emotional intelligence, and the application of therapeutic techniques in professional settings. The review
process involved analysing peer-reviewed articles, conference papers, and books to understand the
relationship between emotional regulation and negotiation success, as well as the potential for hypnotherapy
to improve these skills (Thompson, 2009; Mayer, Caruso, & Salovey, 2016).

Steps in the literature review process:

o Identification of key concepts: Defining essential concepts such as emotional intelligence, cognitive
biases in negotiation, and hypnotherapy techniques (Barber, 2001; Goleman, 1998).

e Inclusion and exclusion criteria: Priority was given to studies published after 2000 that focus on
emotional intelligence, negotiation strategies, and hypnotherapy applications. Older sources were
used to provide a foundational understanding.

e Synthesis of findings: The review synthesised findings from various studies to build a cohesive
argument for integrating hypnotherapy into negotiation training (Rosendahl et al., 2023; Hasan &
Vasant, 2023).

Table 2: Research Gaps Identified

Area Existing Focus Identified Gap
Negotiation Tactical skills like price negotiation, Lacks integration of mental and emotional
Training persuasion preparation
Emoqonal Underutilized in SCM-specific contexts Needs deeper inclusion in supply chain training
Intelligence frameworks
Use of Mostly seen in therapy or sports D . .
Hypnotherapy coaching No application in the supply chain negotiation

Limited studies in Asian professional

Cultural Relevance
contexts

Requires localization and cultural sensitivity

Table 2 supports your paper’s originality by identifying clear academic and practical gaps your conceptual
model addresses. Despite the increasing complexity of global supply chains, traditional negotiation training in
the field remains narrowly focused on tactical elements such as pricing, contract terms, and stakeholder
strategies. These frameworks overlook the psychological dimensions that significantly impact negotiation
performance, particularly stress management, emotional regulation, and cognitive clarity. The absence of
mental preparation tools reflects a longstanding bias in supply chain management (SCM) research toward
rational models of behaviour, disregarding decades of evidence from behavioural psychology. This paper
addresses that gap by proposing the integration of hypnotherapy, a scientifically supported method for
enhancing focus and emotional control, into the preparatory and reflective phases of supply chain negotiations.

Another notable gap lies in the underutilization of emotional intelligence (EI) training within supply chain
negotiation contexts. While EI is widely acknowledged in leadership development and human resource
disciplines, it has yet to be systematically embedded in SCM negotiation training. This is a missed opportunity,
given that EI skills—such as empathy, emotional awareness, and impulse control—are directly correlated with
improved negotiation outcomes. Traditional SCM models often treat EI as a soft, untrainable trait, whereas this
paper introduces hypnotherapy as a practical intervention that can help negotiators cultivate EI attributes in a
structured and repeatable manner. Finally, the paper identifies a critical contextual gap: the lack of cultural
adaptation and ethical sensitivity in applying psychological tools such as hypnotherapy in professional
environments, especially in Asian settings. In countries like Malaysia, hypnotherapy may be perceived as an
alternative or non-scientific approach, creating resistance among corporate stakeholders. By explicitly
acknowledging this barrier and proposing transparent, ethical practices—including informed consent and
cultural customisation—the proposed framework not only contributes conceptual novelty but also ensures
implementation feasibility. In doing so, it moves beyond theory and into the realm of practical, culturally
sensitive negotiation enhancement.
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Development of a Conceptual Framework

Based on the findings from the literature review, a conceptual framework was developed to outline how
hypnotherapy techniques can be integrated into supply chain negotiation programs (Selvarajah et al., 2025;
Narayanan, Rui, Sundram, & Irwan, 2025; Sundram et al,, 2018). The framework is designed to address three
key phases of negotiation—pre-negotiation preparation, active negotiation, and post-negotiation reflection—
and how hypnotherapy can enhance performance at each stage. These are the core elements in your conceptual
model, showing how hypnotherapy could enhance negotiation performance at various psychological levels.
Framework Development Process:

e Pre-negotiation preparation: Hypnotherapy techniques such as guided relaxation and visualisation
exercises are proposed to help negotiators mentally prepare for discussions, reducing anxiety and
boosting confidence (Spiegel, 2007; Wark, 2011).

e During negotiation: Emotional regulation techniques from hypnotherapy can help negotiators
maintain focus and manage stress, leading to more strategic decision-making (Barber, 2001).

e Post-negotiation reflection: Hypnotherapy can facilitate a debriefing process where negotiators reflect
on their performance and identify areas for improvement, using visualization to reinforce positive
outcomes (Hasan & Vasant, 2023).

Table 3: Conceptual Framework Constructs

Construct Definition

Hypnotherapy A psychological technique using relaxation and suggestion to influence behavior.
Emotional Regulation Managing emotional responses effectively, especially under stress.

Cognitive Bias Systematic deviations from rational judgment that affect decisions.

Negotiation Phases  Stages of a negotiation: pre-negotiation, active engagement, and post-review.

Table 3 shows the core elements of the conceptual model, depicting how hypnotherapy could enhance
negotiation performance at various psychological levels.

4. Discussion and Implications

Negotiation in the supply chain involves a delicate balance between achieving business objectives and
managing relationships with suppliers, partners, and customers. Traditional negotiation training emphasises
the importance of preparation, strategy, and communication, but it often overlooks the emotional and
psychological challenges that negotiators face, especially in high-stress situations. According to Thompson
(2009), negotiations are not purely rational exchanges; they are influenced by emotions, cognitive biases, and
social dynamics.

One of the key psychological challenges in negotiation is emotional regulation. High-pressure negotiations can
trigger stress, anxiety, and frustration, which may cloud judgment and lead to suboptimal decision-making.
Research shows that negotiators who can manage their emotions tend to perform better and are more likely to
achieve win-win outcomes (Bazerman, Curhan, & Moore, 2000). Emotional intelligence, particularly the ability
to remain calm and composed, plays a critical role in successful negotiations (Goleman, 1998).

Cognitive biases, such as anchoring, confirmation bias, and overconfidence, can also affect negotiation
outcomes. These biases often lead negotiators to make decisions based on incomplete or inaccurate
information, resulting in missed opportunities or unfavorable deals (Thompson, 2009). To overcome these
psychological barriers, negotiators need tools that help them maintain focus, control emotions, and approach
negotiations with a clear, strategic mindset.

Challenges and Limitations
While hypnotherapy presents several potential benefits for improving negotiation outcomes, there are notable
challenges and limitations (see Table 4):
e Lack of Empirical Research: Currently, there is limited empirical evidence on the effectiveness of
hypnotherapy in business negotiations. Most studies focus on therapeutic and sports psychology

449



Information Management and Business Review (ISSN 2220-3796)

Vol. 17, No. 2(S), pp- 445-452, August 2025

settings. Therefore, further research is needed to validate its application in supply chain negotiations
(Barber, 2001).

e Adoption Resistance: Hypnotherapy is often associated with alternative medicine, and its adoption in
corporate environments may face resistance, particularly in conservative or traditional industries.
Companies may be reluctant to integrate hypnotherapy into their negotiation training due to
misconceptions about its effectiveness.

e Cultural Barriers: As mentioned earlier, cultural perceptions of hypnotherapy may vary. In some
regions, particularly in Asia, there may be a need to adapt hypnotherapy practices to align with local
norms and values (Hashim, 2012).

Table 4: Negotiation Challenges in Supply Chain

Challenge Impact on Negotiation

Stress and Anxiety Impairs composure and reduces rational decision-making.
Overconfidence Bias Leads to overestimating one's negotiation position.

Anchoring Bias Causes fixation on initial numbers, limiting flexibility.

Emotional Outbursts Damages relationships and communication during negotiation.

Low Focus Reduces the ability to strategically respond in real-time interactions.

Cultural and Ethical Considerations

When introducing hypnotherapy into business settings, it is essential to consider the cultural acceptance of
such techniques. In some cultures, hypnotherapy may be viewed with skepticism or as an alternative practice
that is not widely accepted in corporate environments. In regions like Malaysia, where negotiation practices
often reflect hierarchical and indirect communication norms, the use of psychological tools such as
hypnotherapy may need to be adapted to align with cultural expectations (Hashim, 2012). There are also ethical
implications related to the use of hypnotherapy in business negotiations. Some might argue that using
psychological techniques to influence negotiation outcomes could be seen as manipulative. Therefore,
transparency about the use of such techniques is important to maintain ethical standards and trust in
negotiations. Negotiators should be aware of these concerns and ensure that hypnotherapy is used as a tool for
personal development rather than manipulation (Wark, 2011).

5. Conclusion

The integration of hypnotherapy into supply chain negotiation training offers a novel approach to mastering
the psychological challenges of negotiation (Mkumbo, Ibrahim, Salleh, Sundram, & Atikah, 2019; Selvaraju,
Bhatti, Sundram, & Azmir, 2019; Zulfakar, Chan, Jie, & Sundram, 2019). By enhancing emotional control, mental
focus, and confidence, hypnotherapy provides negotiators with valuable tools to achieve better outcomes.
However, while the potential benefits are significant, further research is needed to validate the effectiveness of
hypnotherapy in business contexts and to address any ethical or cultural considerations. As supply chains
become more complex and globalized, innovative approaches such as hypnotherapy may offer a competitive
edge in negotiation performance (Sivan et al., 2024a; Sivan et al., 2024b; Vatumalae, Rajagopal, & Sundram,
2020). While this paper is based on desktop research and a literature review, it acknowledges the limitations
inherent in conceptual research. The primary limitation is the lack of empirical evidence directly linking
hypnotherapy to negotiation outcomes in the supply chain context. Additionally, cultural barriers to the
acceptance of hypnotherapy in professional settings, especially in Asia and Malaysia, are acknowledged
(Hashim, 2012). Future empirical studies will be needed to test the proposed framework in real-world supply
chain negotiation settings (Narayanan, Ghapar, Chew, & Sundram, 2024b; Sundram, Narayanan, & Irwan, 2025;
Zachariassen & Arlbjgrn, 2011).
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