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Formally face-to-face negotiations were the only medium 
used to negotiate. Moving forward, businessmen and women 
must understand how to efficiently negotiate over email, as 
we are a society that relies so heavily on technology. 
However, much of the literature that has recently been 
published on email negotiations is negative. The goal of this 
is to illuminate how email can be used as an efficient tool to 
negotiate, and how there must be a guide written on how to 
negotiate over email properly. 

The goal of the original case study, titled “Car-tastrophe?” is 
to get an internal look into what does and does not work in an 
email negotiation setting. This includes: timing of emails 
sent, sentence structure, length of email, and tone. Moving 
forward, this case study will be used to collect data to see 
what will and will not work for an email negotiation. 
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The original case study allowed for an in-depth look at how 
important email negotiations are. Collecting data is not in the 
scope of this project, however, the case study written is used to get 
a better look into what is necessary for a negotiation to work over 
email. 

Moving forward, the goal of this case study is for it to be published 
and used as a learning tool to get information on how business 
people can be better prepared to negotiate over email. This is to 
say that the case study’s usefulness is everlasting and can be used 
in many different forms—in classrooms for students to learn, and 
for intellectuals to see what does and does not work. This case 
study is a small step toward illuminating the benefits of email 
negotiation. 

It is important to understand the basics of negotiation prior to 
learning how to negotiate over email. The issue, however, is 
that there is an obvious lack of research and literature on 
email negotiations—a gap that must be filled. Most of the 
literature on email negotiations states how it should be 
avoided; how it is detrimental to all parties, and how inferior 
outcomes are certain. The goal of the research done is to 
illuminate the good that can come from negotiations over 
email and the need for more research to be done moving 
forward.  

Goals:
• Connect and utilize key traits of negotiation theory and 

translate them to be used in an email negotiation setting. 
• Ideas are highlighted in the Negotiation Flow Chart

• Illuminate important aspects of email negotiations to start 
working toward a guidebook for business people. 
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There is still work to be done when it comes to removing the 
stigma that surrounds email negotiations. There is no reason that 
email should not be a route used for negotiations, especially when 
time and monetary issues are at large. This original case study has 
been used to get a deeper perspective into what email negotiations 
could be one day. Moving forward, it is necessary that email 
negotiations are no longer seen as inferior to face-to-face 
negotiations. For business people, especially millennials that are 
new to the workforce, this is of utmost importance. To be 
successful in the ever-changing business world, it is imperative for 
email to be used to the fullest capacity. Negotiations can, and will, 
be done over email efficiently moving forward.


