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Abstract:

This research paper examines the unique challenges faced by non-native instructors teach-
ing Business English and Business negotiations at Slovak universities. These educators often
encounter difficulties with fluency and confidence, leading to potential doubts about their au-
thority due to accents or occasional language errors. Cultural nuances and diverse classroom
backgrounds further complicate communication, resulting in misunderstandings and differing
expectations regarding negotiation tactics and styles. Teaching non-verbal communication
skills adds complexity, especially when cues vary across cultures or are conveyed virtually.
Additionally, mastering specialized business vocabulary and industry-specific jargon requires
significant professional development efforts to stay current with business trends. Broader
challenges include balancing language teaching with business content and addressing diverse
linguistic backgrounds, necessitating tailored and differentiated instruction. Limited access to
professional development and constrained lesson times (typically once a week for 1.5 hours)
hinder comprehensive role-plays and interactive activities essential for developing practical
negotiation skills. The research adopts a qualitative approach, employing thematic analysis to
explore insights and solutions from 8 non-native ESP teachers at four Slovak universities. Data
collection was conducted through interviews, gathering qualitative data on teachers’ percep-
tions and strategies. Thematic analysis identified recurring themes and patterns, providing
valuable insights into common challenges and effective strategies. Findings suggest enhanced
cultural competence training, collaboration with experts, and use of authentic materials as
strategies to address these challenges. Future research should investigate these solutions’
effectiveness and explore innovative teaching methods and technologies to overcome time
constraints, enhancing learning experiences in business negotiation courses.
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Introduction

The teaching of Business English and Business negotiations at the university level
presents a unique set of challenges for non-native instructors. The educators often
tackle with issues related to fluency and confidence (Reves, T., Medgyes, P, 1994),
as their non-native status can lead to occasional language errors or accents that
may cause students to question their authority. Additionally, cultural nuances and
diverse classroom backgrounds complicate communication, resulting in potential
misunderstandings and differing expectations regarding negotiation tactics and
styles (Kumaravadivelu, B., 2008). The importance of body language in business
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negotiations adds another layer of complexity, as teaching non-verbal communi-
cation skills proves difficult, especially when such cues vary significantly across
cultures or are taught through virtual platforms (Goman, C. K., 2008). Specialized
business vocabulary further poses a challenge, as instructors strive to ensure stu-
dents fully comprehend complex terminology.

Non-native teachers of Business English as a part of English for Specific Purposes
(ESP) also face broader challenges. One major issue is the lack of familiarity with
industry-specific jargon and real-world business practices, which can limit their
ability to provide relevant and practical examples. This gap often necessitates
extra effort in professional development and continuous learning to stay updated
with the latest trends in the business world. Moreover, the need to balance lan-
guage teaching with the specific content of business subjects can be overwhelm-
ing, as it requires a dual focus on linguistic skills and specialized knowledge.

The diverse linguistic backgrounds of students add another layer of complexity
(Garrett, L., Taylor, D., 2014). Non-native teachers must navigate varying levels
of English proficiency among their students, which can hinder the effectiveness of
their teaching. This diversity often requires tailored approaches and differentiated
instruction to meet the needs of all learners, adding to the workload of non-
native instructors. Furthermore, non-native teachers might experience a lack of
confidence in their own language abilities, leading to self-doubt and anxiety, which
can affect their teaching performance.

Despite recognizing the need for ongoing professional development, many non-
native teachers find it challenging to access sufficient training opportunities (Zhu,
W, Deng, J., 2025). Moreover, the limited time available for lessons, typically only
once a week for one and a half hours, hinders the ability to conduct comprehen-
sive role-plays and interactive activities crucial for developing practical negotia-
tion skills. These challenges underscore the need for more support and resources
to help non-native educators navigate these obstacles and enhance their teaching
effectiveness.

The primary objective of this paper is to explore the challenges faced by non-
native teachers in teaching Business negotiations courses and to propose practical
solutions for overcoming these challenges. By examining these issues, the paper
aims to contribute to the ongoing discourse on improving the quality of business
negotiation education and enhancing the effectiveness of non-native teachers.

The specific objectives of this paper encompass identifying the key challenges that
non-native teachers encounter in teaching business negotiation. Furthermore, the
paper aims to analyse the impact of cultural nuances, body language, and special-
ized vocabulary on the teaching process. It also proposes strategies to improve
the teaching effectiveness of non-native teachers, including professional develop-
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ment, collaboration with subject matter experts, and the utilization of authentic
materials. Additionally, the paper highlights the importance of creating immersive
learning environments and focusing on the development of practical skills. Finally,
it emphasizes the significance of building cultural competence among non-native
teachers.

The scope of the paper encompasses a comprehensive review of the literature
on teaching business negotiations, an analysis of the specific challenges faced by
non-native teachers, and the presentation of evidence-based solutions. The paper
draws on qualitative research method to provide a well-rounded perspective on
the topic. By addressing these challenges and proposing actionable solutions, the
paper aims to significantly contribute to the advancement of business negotiation
education and the professional development of non-native teachers.

Theoretical framework

Fitria (2019) states that, the definition of Business English or English for Busi-
ness Purposes shares the important elements of needs analysis, syllabus design,
course design, and the selection and development of materials with all ESP fields
of work. Teaching Business English (English for Business) requires a teacher’s
awareness of the subject matter. ESP combines the subject matter and English
language teaching skills. The role of a teacher at this stage is managing to adapt
teaching skills and strategies for teaching Business English. Donna (2000) makes
a comprehensive introduction to Business English, and provides both a compre-
hensive introduction to Business English for teachers who are new to the field, as
well as inspiration and guidance for those already involved in this area, and it also
deals with a range of issues from needs analysis and course planning to testing
and evaluation.

According to Zhu's and Deng’s (2025) case study on Business English teacher
development in China, the case research brings at least the following implications
to other Chinese universities or even foreign universities having similar Business
English degree programmes: Business English teachers with whether business-
related degree education or English language-related degree qualifications should
first become a competent English language teachers; there is a need to develop
the type of “language + business” multi-skilled teachers teaching Business English
courses as these teachers are most expected by the students; and the professional
development of Business English teachers requires the taking of a variety of ap-
proaches together in order to achieve the expected results.

Shtaltovna (2021) points out that the real-world communication cases for Profes-
sional and Business English should be the main focus of corporate training and
university teaching. Eventually, as teachers and trainers, they are supposed to get
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students and clients prepared for the real-world scenarios of online communica-
tion, which is a basic acceptable level for business communication these days.

Moreover, numerous studies highlight the necessity for new engineering graduates
to possess a range of skills. Besides technical knowledge, they are expected to
be flexible, communicative, creative, adaptable, and cooperative (Kolmos, 2006;
Lappalainen, 2009; Williamson et al., 2013). Holik et al. (2023) emphasized the
critical importance of stress management and communication skills development
in higher education. Their survey of 208 engineering students underlined the need
for these soft skills.

Montalvan et al. (2024) demonstrated that industrial engineering students acquire
skills in business classrooms that are highly sought by employers. These skills
are vital for modern-day business operations and underscore the role of indus-
trial engineering students in meeting job market demands. The findings provide
valuable insights for business education in engineering courses and inform educa-
tional stakeholders on updating and implementing new curricula criteria in higher
education.

Universities play a vital role in preparing future professionals by incorporating
business communication skills development into their curricula, ensuring gradu-
ates possess the interpersonal and communication skills needed for success in the
modern workplace.

Challenges faced by non-native teachers in teaching Business
English and Business negotiations classes

In the realm of business communication, cultural nuances and business etiquette
play a pivotal role, heavily influencing the business communication process. Non-
native teachers, despite their expertise, may lack an in-depth understanding of
these cultural norms and customs, leading to potential misunderstandings or mis-
interpretations in the classroom. The intricate dynamics of body language and
non-verbal cues further complicate this issue, as different cultures exhibit distinct
styles of non-verbal communication. Awareness of these differences is paramount
for teachers to effectively convey negotiation strategies and accurately interpret
student behaviour.

The specialized vocabulary and terminology inherent especially in business nego-
tiations present another layer of complexity. Business jargon, replete with specific
vocabulary, may pose a challenge for non-native teachers, particularly those from
non-business backgrounds. Moreover, industry-specific language varies according
to the target sector, necessitating teachers to invest substantial effort in acquiring
and mastering this specialized knowledge.
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Access to authentic materials and real-world scenarios is crucial for providing
practical and relevant learning experiences in business negotiation courses. How-
ever, non-native teachers may face limitations in obtaining these resources, such
as business negotiation case studies and scenarios reflecting genuine business
contexts. The challenge is further exacerbated when attempting to create realistic
simulations, particularly if teachers lack first-hand experience in business settings.

Effective development of negotiation skills hinges on practical experience and ex-
posure to real-world situations. Non-native teachers, who may lack this first-hand
experience, find it challenging to impart practical advice and guidance. Teaching
business communication strategies, tactics, and techniques requires a profound
understanding of communication theory and practice, making it a complex en-
deavour for those without practical exposure.

Methodology

The methodology employed in our research was designed to comprehensively ex-
plore the challenges and strategies related to teaching business negotiation skills
by non-native teachers of English for Specific Purposes (ESP) at Slovak universi-
ties. The research adopts a qualitative approach, focusing on thematic analysis to
delve into the insights and solutions provided by these educators. Participants in
the research consisted of 8 non-native ESP teachers from four Slovak universities
(University of Economics in Bratislava, University of Alexander Dubcek in Trencin,
Comenius University in Bratislava, and Pan-European University in Bratislava),
providing a targeted and relevant sample for the research. To meet the criteria
for the research, participants had to be university lecturers, currently or formerly
actively teaching Business English or Business Negotiations classes. Participants
were recruited through our contacts, assistant professors whom we have known
personally or met and come into contact with in the past.

Data collection was conducted through interviews, which were utilized to gather
qualitative data on the teachers’ perceptions and strategies. This method allowed
for an in-depth understanding of the personal experiences and viewpoints of the
participants.

The thematic analysis of the collected data aimed to identify recurring themes and
patterns, providing valuable insights into the common challenges faced by non-
native teachers and the effective strategies they employed. By using the above-
mentioned method, the paper offers an examination of the complexities involved
in teaching business negotiation skills, contributing to the broader discourse on
ESP education and teacher development.

Once the participants had decided to be involved in the interview process, we
made sure to inform them about the purposes and the subject matter of the
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interview in more detail. We informed them about how we would handle their
data and that they could withdraw or modify their consent at any time. The data
were collected through online (via MS Teams) or face-to-face interviews with the
participants.

First, we established an interview protocol, which is an essential part of the whole
interview process. It consisted of two parts: a header to obtain relevant data about
the interviewee and a list of questions or topics to be covered in the interview.
There were ten open-ended questions aligned with our research. It served as
a guide to follow during the interview; however, during the interview process, we
did not maintain the order of the questions or their exact wording, as we needed
the flexibility to adapt to the situation and the interaction that arose during each
interview. The questions were formulated based on specific themes, which helped
us to analyze the content more categorically at a later stage of the research:

1. Challenges in teaching: What are the primary challenges you face as a non-
native teacher when teaching business negotiation?

2. Cultural nuances: How do cultural differences between your students impact
your teaching approach in business negotiations?

3. Body language: In your experience, how significant is the role of body language
in teaching business negotiation, and how do you address it in your lessons?

4. Specialized vocabulary: How do you handle the teaching of specialized business
negotiation vocabulary to ensure students understand and use it effectively?

5. Professional development: What types of professional development have you
found most helpful in improving your teaching effectiveness in business ne-
gotiations?

6. Collaboration with experts: How often do you collaborate with subject matter
experts in business negotiations, and how has this influenced your teaching
methods?

7. Authentic materials: Can you share an example of how you have used authen-
tic materials in your business negotiation classes and its impact on student
learning?

8. Immersive learning environments: What strategies do you use to create an im-
mersive learning environment for your students during business negotiation
lessons?

9. Practical skills development: How do you focus on the development of practical
negotiation skills in your students, and what activities or exercises do you find
most effective?

10. Cultural competence: How important is it for you to build cultural competence
among your students, and what methods do you use to achieve this?
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The interview recordings were transcribed and read through multiple times to en-
sure familiarity with the content. Significant excerpts were highlighted, and recur-
ring themes were noted. The next step involved labeling these key segments with
codes representing different themes. To ensure accuracy, the same transcripts
were independently reviewed and coded by another researcher. Any differences
in coding were discussed and resolved. The codes were then grouped into larger
categories capturing the main themes.

The themes were interpreted in relation to the questions and connected to ex-
isting literature on ESP education and teacher development. The insights gained
provided an understanding of the challenges faced by non-native ESP teachers
and the strategies they used to overcome them. At this stage of the research, the
responses of the teachers were generalized to identify the main challenges. These
findings will be elaborated in more comprehensive research involving a larger
group of interviewees on an international level. The findings are discussed in the
following sections of the paper.

Research findings

This paper aims to uncover the key challenges faced by non-native assistant pro-
fessors in teaching Business English and Business negotiations, along with their
strategies for overcoming these challenges.

All respondents acknowledged that their non-native status occasionally impacted
their fluency and confidence in teaching complex business negotiation concepts.
This resulted in students questioning their authority, often due to accents or mi-
nor language inaccuracies. Cultural nuances were identified as another significant
challenge. Five respondents frequently addressed diverse student backgrounds to
prevent misunderstandings and align expectations in communication styles and
negotiation practices.

The importance of body language in business negotiations was unanimously em-
phasized. However, teaching non-verbal communication skills posed particular
difficulties, as these cues often vary across cultures. Some respondents found it
especially challenging to convey the subtleties of body language in virtual settings.
Participants also reported the need for a robust understanding of specialized busi-
ness vocabulary. They faced difficulties in ensuring students fully grasped com-
plex, context-specific terminology.

The importance of professional development was widely recognized among re-
spondents. Nevertheless, only three had actively participated in workshops, webi-
nars, and training sessions aimed at improving their language skills, cultural com-
petence, and pedagogical methods. Collaboration with business professionals and
the incorporation of authentic materials, such as case studies, recorded negotia-
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tions, and business documents, were highlighted as effective strategies to enhance
student engagement and bridge theoretical knowledge with practical application.

Five respondents detailed their use of interactive teaching methods, including
role-plays, simulations, and group discussions, to foster immersive learning envi-
ronments and enhance students’ negotiation skills. These activities were noted as
particularly effective in building confidence and critical thinking. However, almost
all participants highlighted the significant challenge posed by the limited time
allocated for lessons-typically one and a half hours per week-which restricted the
scope of these interactive exercises. Instructors often found themselves balancing
the need for theoretical content with practical application.

Cultural competence was identified as a teaching priority. Respondents integrated
cultural awareness training into their curricula to equip students with the skills
necessary to navigate diverse norms and practices in business negotiations. How-
ever, the constraints of lesson duration limited the extent to which such training
could be conducted effectively.

In conclusion, the research revealed persistent challenges faced by non-native
assistant professors in their efforts to teach Business English and Business ne-
gotiations effectively. Despite implementing various strategies to overcome these
difficulties, obstacles such as linguistic barriers and cultural complexities persist.
Respondents often grappled with maintaining authority in the classroom, as ac-
cents and occasional language inaccuracies sometimes impacted students’ percep-
tions of their expertise. Additionally, adapting to the diverse cultural expectations
of students required significant effort to ensure clear communication and mutual
understanding.

Teaching critical aspects like non-verbal communication and specialized vocabu-
lary presented further hurdles. The subtleties of body language were especially
hard to convey, particularly in virtual environments, where cultural variations
added another layer of complexity. Similarly, the intricate nature of business ter-
minology posed challenges for both educators and students.

Time limitations were a recurring theme, with most respondents expressing the
difficulty of integrating interactive activities, such as role-plays and cultural train-
ing, into the constrained weekly schedule. Although collaboration with industry
professionals and the use of authentic materials offered valuable practical insights,
respondents highlighted the ongoing need for further resources and professional
development opportunities to enhance their teaching practices.
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Proposed solutions and strategies

To overcome the challenges faced by non-native educators in teaching Busi-
ness English and Business negotiation courses, various strategic measures can be
adopted.

Enhancing cultural awareness among educators is crucial and can be achieved
through specialized training programs focusing on diverse cultural norms and
communication practices. Collaborations with cultural experts and professionals
from local industries can provide practical workshops, enabling educators to de-
velop nuanced understandings of global business etiquettes. These initiatives can
further be supported by participation in international forums, which offer expo-
sure to cross-cultural scenarios and valuable networking opportunities. Including
intercultural competence as part of the curriculum can aid teachers in refining
their skills to interpret and respond effectively to diverse non-verbal communica-
tion cues.

Addressing the complexity of business-specific language is essential to ensuring
effective instruction. Targeted vocabulary training sessions, combined with indus-
try partnerships, can prepare teachers with the necessary linguistic tools. Creating
a glossary of frequently used business terms, tailored to reflect contemporary
practices, can serve as a practical resource for classroom use. For instance, guest
speakers from various sectors can provide context for technical jargon through
first-hand examples, while collaborative exercises can help educators and students
alike master relevant terminology.

Access to current, practice-oriented teaching materials can be facilitated by part-
nerships with companies that offer real-world case studies, negotiation frame-
works, and simulation tools. Establishing such connections enables the integration
of authentic resources into the classroom, enhancing the applicability of theo-
retical concepts. Platforms offering professional development courses, like those
hosted online, provide an additional avenue for educators to access diverse mate-
rials and resources. Structured simulations led by experienced professionals, such
as executives or business consultants, can offer students insights into real-life
negotiation practices, bridging the gap between academic instruction and profes-
sional application.

Practical skill-building requires an experiential learning approach. Organizing
hands-on workshops in collaboration with business associations can provide both
educators and students with exposure to realistic negotiation scenarios. Profes-
sional development remains vital; by attending industry-specific training and con-
ferences, educators can stay updated on best practices and emerging trends. En-
couraging reflective teaching practices, such as peer review sessions, can create
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a feedback loop for continuous improvement in instructional strategies and tech-
niques.

Finally, enhancing language proficiency for non-native instructors should be prior-
itized through ongoing support systems. Resources such as pronunciation work-
shops, self-paced language practice tools, and peer-led discussions can be effective
in improving fluency and confidence. Digital tools designed for language enhance-
ment can serve as supplementary aids for refining communication skills. Engaging
in language exchange programs or virtual platforms fosters continuous develop-
ment, ultimately enabling educators to overcome linguistic barriers and excel in
delivering engaging, high-quality instruction.

Conclusion

The paper has provided a detailed analysis of the challenges encountered by non-
native assistant professors in teaching Business English and Business negotiations
at the Slovak universities. These challenges include linguistic hurdles, cultural
intricacies, complexities in conveying body language, and mastery of specialized
business vocabulary. Although respondents have adopted measures such as tar-
geted training, collaboration with industry professionals, and the integration of
authentic materials, the limited instructional time remains a critical constraint,
restricting opportunities for immersive role-plays and other interactive methods
essential for developing negotiation skills. This time limitation also complicates
the balance between delivering theoretical content and fostering practical appli-
cation while addressing cultural awareness training effectively.

Future research should focus on evaluating the impact of proposed solutions,
including advanced cultural competence programs, targeted approaches to busi-
ness terminology instruction, and the systematic use of authentic and experien-
tial materials. Additionally, investigating innovative pedagogical approaches and
technological tools that alleviate time constraints and enhance simulation-based
learning will offer valuable insights. By exploring these areas, subsequent studies
can aid in refining instructional practices and provide non-native educators with
enhanced resources and methodologies, thereby elevating the learning experience
and fostering stronger outcomes for students.
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