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Abstract At the beginning of the twenty-first century, researchers began to pay more and more attention to the social psychological
factors in negotiation. Social psychology approach of studying negotiation reemerged. This paper examined the impact of social
psychological factors on negotiation in the past years, including the individual factors (motivation, emotion, gender differences,
identity, etc.) and context factors (power, culture, media). Finally, the relationship between the rebirth of social psychology approach,
the behavior decision making research and the traditional social psychology research of negotiation was discussed; the theories and
methods for future development were also prospected.
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