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Abstract

Negotiation Skills of Effective School Administrators It is a study of negotiations. for the
acceptance and approval of the proposals that the educational institution administrators or
teachers within the educational institution want to change the proposal or meet the needs of

each party that has been negotiated It is a process that requires two or more persons to
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negotiate to reach a settlement. or continue in accordance with an agreement that is
satisfactory to both parties with both parties making a joint decision accept the agreement
There may be different requirements but they can be accepted. Negotiation is both a science
and an art. flexible Negotiations are planned. no fixed technique It is a process of solving
problems by peaceful means within educational institutions. School administrators should
have good negotiation skills, which is an important skill. so that educational institutions can
operate effectively the atmosphere in the school is smooth. In addition, it also affects the
image and cooperation from outside the organization. When school administrators have good
negotiation skills, they gain the benefit of the organization. This academic article aims to study
the meaning of negotiation skills. the importance of negotiations form of negotiation

negotiation process communication in negotiations.

Keywords: Negotiation Skills, School Administrators, Effectiveness
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