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Research on Pragmatic Vagueness in Business
Negotiation from the Perspective of Adaptation Theory
Abstract

As an effective communication strategy, pragmatic vagueness is widely
used in verbal communication. Generally speaking, business negotiations
should be extremely precise for they are closely related to the interests of
both parties. Instead, in order to make the negotiation go on smoothly, there
are a lot of vague language in business negotiations. From the perspective of
Verschueren’s adaptation theory and with business negotiation discourse as
corpus, this paper analyzes pragmatic vagueness in business negotiation
from three aspects: mental world, social world and physical world, and
summarizes the positive and negative effects of pragmatic vagueness in
business negotiation. It is hoped that through the study, negotiators can
understand pragmatic vagueness more comprehensively, so as to make better
use of it, avoid the negative effects of pragmatic vagueness and promote the

smooth progress of business negotiation.
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