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Bu akademik arastirma, rekabet¢i ve igbirlik¢i miizakere baglamlarinda bireysel farkliliklarin
Oznel ve objektif miizakere sonuclar iizerindeki etkilerini incelemektedir. Calisma, boy, kilo,
Viicut Kitle indeksi (VKI), sosyo-ekonomik seviye (SES), rekabetci ve isbirlik¢i beklentiler, dini
inang seviyeleri, planlanan ilk teklif miktarlari, dogum sirasi, kardes sayisi ve ¢oklu zeka tiirleri
gibi degiskenlerin miizakere sonuglart iizerindeki etkilerini olusturulan bir model {izerinden
sistematik olarak degerlendirmistir. Istanbul Kiiltiir Universitesi, istanbul Teknik Universitesi ve
Uskiidar Universitesi dgrencileri ile Istanbul merkezli firmalarda beyaz yaka calisanlar olmak
lizere toplam 474 yetiskinin katildigi 237 miizakere deneyi iizerinden elde edilen veriler,
korelasyon, tek-faktdrli ANOVA ve ¢oklu regresyon gibi istatistik teknikleri kullanilarak analiz
edilmistir. Ayrica, miizakerede 6znel deger 6lgeginin Tiirk¢e uyarlanmasi da gerceklestirilmistir.

Aragtirmanin bulgulari, erkeklerin hemcinsleriyle girdigi rekabetci miizakerelerde taraflar arasi
boy uzunlugu farkinin artmasinin, uzun boylu miizakerecinin miizakerede daha ¢ok deger elde
etmesine yol agtigini gdsterirken, bu durumun isbirlik¢i miizakerelerde kazan-kazan sonuglarina
engel oldugu gorilmiistiir. Buna karsin, kadinlarin hemcinsleriyle girdigi miizakerelerde bu tiir
fiziksel 6zellikler sinirh etkiye sahiptir. Kilo ve VKi'nin etkileri ise minimal ve tutarsiz bulunmus,
bu fiziksel 6zelliklerin miizakere performansini belirleyici faktorler olarak dnemli olmadigina
isaret etmigtir. SES ise igbirlikgi miizakerelerde optimum sonuca ulagsmada etkilidir.
Miizakerecilerin dini inang seviyelerinin iligkisel ve siiregsel 6znel sonuglar iizerinde orta
derecede pozitif yonde etkili oldugu goriilmiistiir ve rekabetci miizakerelerde SES ile 6znel
sonuglar arasindaki iligki i¢in diizenleyici bir etkiye de sahip oldugu goriilmiistiir.

Ayrica, li¢ veya daha fazla kardese sahip bireylerin, rekabetgi ve isbirlik¢i miizakerelerde kardes
sayis1 az olanlara gore daha bagarili olduklar1 goriilmiistiir. Coklu zeka tiirlerinden “mantiksal
zeka” rekabetci miizakerelerde, “kisilerarast zeka” ise igbirlik¢i miizakerelerde objektif sonuglar
tizerinde etkili oldugu goriiliirken, varoluscu ve dilsel zeka tiirlerinin de karsi tarafin 6znel
sonuclarini etkileyebilmektedir. Literatiirdeki 6nceki bulgulara paralel olarak “ilk teklif miktar1”
ve “rekabetgi beklenti” seviyeleri miizakerelerin tiim sonucglarinda anlamli bir etkiye sahip
olmaktadir. Rekabetci beklenti igbirlik¢i miizakerelerde optimum sonuca ters etki etmektedir.

Bu calisma, s6z konusu degiskenlerin miizakere sonuglar iizerindeki etkilerine dair literatiire
onemli katkilarda bulunmakta, isletmelere miizakere siireglerinin tasarimi ve planlamasi igin
bireylerin demografik ve ¢oklu zeka seviyelerinin Ol¢iimlenmesi gibi pratik uygulamalar da
onermektedir. Bu bilgiler, daha etkili is miizakere sonuglari elde etmek icin kritik 6neme sahiptir.

Anahtar Kelimeler: miizakere, bireysel farkliliklar, 6znel ve nesnel sonuglar, ¢oklu
zeka, dini inang seviyesi, boy uzunlugu, kardes sayisi, dogum sirasi
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This academic research investigates the effects of individual differences on subjective and
objective negotiation outcomes within distributive and integrative negotiation contexts. The study
systematically assessed the impacts of variables such as height, weight, body-mas-index (BMI),
socio-economic status (SES), competitive and collaborative expectations, religious belief levels,
planned initial offer amounts, birth order, sibling number, and multiple intelligence types on
negotiation outcomes through a constructed model. Data from 237 negotiation experiments
involving 474 adults, including students from Istanbul Kiiltiir University, Istanbul Technical
University, and Uskiidar University, as well as white-collar workers in Istanbul-based companies,
were analyzed using statistical techniques such as correlation, single-factor ANOVA, and
multiple regression. Additionally, the subjective value scale was adapted to Turkish for use in
negotiations.

The findings indicate that in distributive negotiations among men, an increase in height difference
between parties led to taller negotiators obtaining more value, while this trend hindered win-win
outcomes in integrative negotiations. Conversely, in negotiations among women, such physical
attributes had limited impact. The effects of weight and BMI were found to be minimal and
inconsistent, suggesting these physical attributes are not significant determinants of negotiation
performance. SES is effective in achieving optimal results in integrative negotiations. The
religious belief levels of negotiators were moderately effective on relational and processual
subjective outcomes and had a moderating effect on the relationship between SES and subjective
outcomes in distributive negotiations.

Moreover, individuals with three or more siblings were found to be more successful in both
distributive and integrative negotiations compared to those with fewer siblings. Among the types
of multiple intelligence, “logical intelligence” was effective in distributive negotiations, while
“interpersonal intelligence” impacted objective outcomes in integrative negotiations. Existential
and linguistic intelligences could also influence the subjective outcomes of the opposing party.
Consistent with previous literature, the “initial offer amount” and “competitive expectation”
levels significantly affected all outcomes of the negotiations.

This study not only contributes significantly to the literature on the effects of these variables on
negotiation outcomes but also recommends practical applications for businesses, such as
measuring demographic and multiple intelligence levels for the design of negotiation processes
and planning. This information is critically important for achieving more effective business
negotiation outcomes.
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