Sender: Owoseni, O.O. ; Dept. of Bus. Admin.,Faculty of SMS.

Research interests include human resource management, consumer behaviour, Industrial/Organisational Psychology, management
1. Topic: Negotiation tactics / strategies in business organisations: an empirical study. (Paper presented at the 1st annual learned conference of the college of business and social sciences, Crawford University, Igbesa, Ogun State. 
This paper has also been sent to the journal of the business administration and management of the Duncan Science publication).
Abstract

Negotiation is an integral part of human existence and interpersonal relationships which takes place throughout an organisation’s life. As a result of this, various strategies/tactics are used in negotiations which include unethical ones.  These unethical strategies have been identified as unhealthy for organizations in negotiations.

This paper examines tactics/strategies employed in negotiations and also the appropriateness of these tactics. Subjects for this study were Business Administration students consisting of 22 males and 19 females, aged between 17 and 29 with the mean age of 21.10 and standard deviation of 2.55.

Two hypotheses were tested and the findings of the study revealed that more self-rated competitive individuals will more likely endorse the tactics as more appropriate than more self-rated cooperative individuals. The result of the study also showed that males were more likely to endorse the tactics as more appropriate than females.

Based on the findings of this study, it was recommended that negotiators especially women 

need to be careful not to allow dubious assumptions to interfere with the successful pursuit of desirable outcomes in negotiation and that negotiators should try to capitalize on ethical or acceptable behavioral tendencies in order to attain good negotiated outcomes
.
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2. Topic: Motivational orientation, influence tactics and the moderating effect of contextual factors on negotiations. (paper presented at the departmental seminar of the department of Psychology, University of Ibadan- Ongoing research)
Abstract
Negotiation is very important in all human endeavours. Negotiation takes place throughout an organisation’s life and people are needed to negotiate on behalf of their organizations. As a result of these, various strategies or tactics are employed to arrive at their goal(s). Inappropriate strategies or tactics may be unhealthy for organizations. Because of its imperativeness, it is pertinent to understand what goes on during negotiations, whether on a small scale or otherwise. Negotiated outcomes are as a result of how well the other party is able to ensure that the best part gets to him/her. As a result of this, people would do anything to ensure that their organisations are more favoured in the outcome and this could lead them to employ different unethical strategies like lying, deception, falsification, hiding or withholding information, misrepresentation etc.


This study will examine the influence tactics namely, deception and falsification; what motivates negotiators to want to use the influence tactics namely cooperative and competitive personality disposition; and the situational factors which tends to increase the use of influence tactics namely, time pressure and incentives or rewards.

Four hypotheses will be tested in this study and the study will make use of an experimental design and 120 subjects will be used. The subjects will be divided into two dyads namely the seller and the buyer. The study will make use of simulations for the 
experiment and the negotiation will take place via the internet.
3. Topic: Personality factors and innovative behaviours of entrepreneurs. (A case 

study of Ajayi Crowther University students- Ongoing research)
Abstract

Entrepreneurship is a sure way of bringing fulfilment to the aspirations of an individual, and a major weapon to curbing unemployment, poverty, and underdevelopment problems in any given society.

This paper is concentrated mainly on the solo operators category of entrepreneurs. 

The characteristics of the entrepreneurs, the reasons for venturing into the business and the challenges encountered will be highlighted.


The subjects for this study will be thirty students and the instrument for the study will be the innovative behaviour scale.
