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Abstract

The negotiation behavior is as old as man. It means carrying out a set of
dialogues and conversations that start from the individual, through the family,
then the group, then the entire state, Personality as seen by specialists in
psychology, is a dynamic of functions between the internal and external
systems of the body, which results in a set of behaviors through which the
individual can be judged. so the negotiating personality is an expression of the
extent of the individual's ability to dialogue and accept points of view as well
as adjusting the emotional state to reach appropriate decision-making, and that
this variable is a relatively recent variable, but it It is very important because
we live in an era of conflicts and technological progress that requires us to make
a lot of efforts to reach what we aspire to reach. The researcher highlights it.

The current research aims to identify:
1- The level of negotiating personality among Kirkuk University students

2- Statistically significant differences in the level of negotiating personality
among Kirkuk University students according to the variables: (a- gender (male,
female) b- grade (second - fourth) c- academic specialization (scientific,
humanitarian).

3- The level of psychological construction among the students of the University
of Kirkuk.

4- Statistically significant differences in the level of psychological structure
among Kirkuk University students according to the variables: a- gender (male,
female) b- academic grade (second - fourth) C- Academic specialization
(scientific, humanitarian).

5- The correlation between the negotiating personality and the psychological
construction of Kirkuk University students

6- The differences in the correlation between the negotiating personality and
the psychological construction of the students of Kirkuk University according
to the variables: a- gender (male, female) b- academic grade (second - fourth)
c- academic specialization (scientific, humanitarian).

The researcher selected a sample consisting of (607) male and female students
from the University of Kirkuk / morning study for the academic year 2022-
2023 and for scientific and human specializations and in a random, equal
stratified manner. (Virtual validity and constructive validity) and stability were
calculated in two ways (the replay method and the kronbach’s alpha equation),
and the data obtained by the researcher after the final application on the sample



was processed by using the Statistical Package for Social Sciences (SPSS)
program with the t-test for one sample and the t-test for two independent
samples and a correlation coefficient Pearson and the z-test to find differences
in the correlation between the two research variables and reached the following
results:

Kirkuk University students have a good level of negotiating personality.

- There is no statistically significant difference according to the gender variable
(males, females). There was also a statistically significant difference according
to the academic grade variable (second, fourth) and in favor of the second
grade, and according to the academic specialization variable (scientific and
humanities).

Kirkuk University students enjoy a good level of psychological development

- There is no statistically significant difference in the level of psychological
construction according to gender (male, female), academic grade (second,
fourth) and academic specialization (scientific, human).

There is a positive correlation between the two research variables.

Based on these results, the researcher came out with a set of conclusions,
recommendations and suggestions, including the following:

- The male students of Kirkuk University have the negotiating personality to a
greater extent than the female students.

The second grade students outperformed the fourth grade students in the level
of negotiating personality.

- Students of the scientific specialization excelled over the humanities in the
level of negotiating personality.

- The students of the University of Kirkuk, males and females, second and
fourth grades, scientific and human specializations, enjoy the same level of
psychological structure.

University and educational institutions should work to preserve and enhance
this level of the negotiating personality so that it rises to higher and higher
levels, through continuous education about the role of the negotiating
personality and its importance in society.

- All governmental institutions, including educational institutions, must
maintain a sound social upbringing based on satisfying the needs of individuals
in order to maintain a good level of psychological structure.



- Building an educational program to develop the negotiating personality of
university students.

- Linking the psychological construction variable with other variables such as
(role conflict, academic achievement).
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