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Abstract:

The aim of the research is to study the impact of the audit committee and 

the auditor's practice of professional skepticism on the negotiating relationship 

between the auditor and his client. The negotiation process by identifying the 

areas and aspects of negotiation between the auditor and the client and the 

strategies used by both parties in the negotiation, as well as identifying the role of 

the audit committee in improving the negotiation process between them. , and 

then derive the hypotheses on which the research is based. 

The SPSS statistical program was used to enter the primary data obtained 

from the survey list that was distributed to a sample consisting of (77) individual 

accountants and financial auditors in Egyptian joint stock companies, accounting 

and auditing offices, and faculty members in accounting departments in some 

faculties of commerce in Egyptian universities. 

The results showed that the audit committee plays an important role in mediating 

the negotiation between the auditor and the client regarding controversial 

accounting issues because of its role in supporting the independence of the 

auditor as one of the characteristics of practicing professional skepticism to 

ensure that he is not exposed to any pressure from management during the 

negotiation process. 

The study recommended the necessity of strengthening and activating the 

audit committee because of its strong role in strengthening the negotiating 

position of the auditor, which is reflected in the quality of the audit process, in 

addition to the auditors applying the characteristics of professional skepticism 

when reviewing the financial statements for its impact on their professional 

judgment. 

Keywords: audit committee, professional Skepticism, negotiating relationship 

between the auditor and the client. 
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