
BUSINESS NEGOTIATIONS
TOPIC 7: INTERNATIONAL NEGOTIATION



The Context of Negotiation

 Political Context

 Economic Context

 Social Context 

 Cultural Context – Culture can impact: 

a) Communication

b) Language 

c) Dress

d) Food and feeding habits

e) Sense of self-respect and space 

f ) Learning process

g) Values and norms

h) Attitude 



Culture

 Culture is a group-level phenomenon – Although each 
group essentially consists of individuals and despite the 
fact that culture is manifested through individuals, 
culture itself is a phenomenon that can only be 
observed once it is shared by the vast majority of the 
individuals belonging to a certain group. 

 Culture is acquired by individuals from the group they 
belong to – either through socialization or acculturation 
– This implies that culture not only has to be shared by 
the individuals belonging to a certain group but also 
that it has to be preserved in time and transmitted from 
one generation to another. 



 Communication is the key to success for any business, whether 

you are negotiating nationally or internationally, but when 

operating internationally it becomes even more important due 

to cultural barriers. 

 If you are aware of the partner’s cultural background, then you 

will be able to adopt better and more suitable negotiation 

approach to have a successful deal



 Body language is another key factor in cultural difference. As 

different countries have different ways to convey or share their 

message

 EX. in Germany people tend to speak loudly when sharing 

ideas, whereas in Japan people speak softly

 it very important to know what your body language should be 

doing when interacting with people whether it’s your business 

partner or a potential partner.



Factors to betaken in consideration

When doing business internationally, we need to consider 

(Salacuse, 1991):

 The negotiating environment

 Cultural and sub-cultural differences

 Ideological differences

 Foreign bureaucracy

 Foreign laws and governments

 Financial insecurity due to international monetary factors

 Political instability and economic changes



The Top Ten Ways that Culture 

Can Affect Your Negotiation

1. Negotiating goal: Contract or relationship?

2. Negotiating attitude: Win-Lose or Win-Win?

3. Personal style: Informal or formal?

4. Communication: Direct or indirect?

5. Sensitivity to time: High or low?

6. Emotionalism: High or low?

7. Form of agreement: General or specific?

8. Building an agreement: Bottom up or top down?

9. Team organization: One leader or group consensus?

10. Risk taking: High or low?



1. Negotiating goal: Contract 

or relationship?

 Protocol: There are as many kinds of business etiquette as there are 

nations in the world. Protocol factors that should be considered are 

dress codes, number of negotiators, entertainment, degree of formality, 
gift giving, meeting and greeting, etc.

 Negotiators from different cultures may tend to view the purpose of a 

negotiation differently. 

For deal makers from some cultures, the goal of a business negotiation, 

first and foremost, is a signed contract between the parties (Americans, 
Russian, Spanish). Other cultures tend to consider that the goal of a 

negotiation is not a signed contract but rather the creation of a 

relationship between the two sides. 

Although the written contract expresses the relationship, the essence of 

the deal is the relationship itself. 



1. Negotiating goal: Contract 

or relationship?

 The difference in approach may explain why certain Asian negotiators, 

whose negotiating goal is often the creation of a relationship, tend to 

give more time and effort to negotiation preliminaries, while North 

Americans often want to rush through this first phase of deal making.

 The preliminaries of negotiation, in which the parties seek to get to 

know one another thoroughly, are a crucial foundation for a good 

business relationship. They may seem less important when the goal is 

merely a contract.

 It is important to determine how your counterparts view the purpose of 
your negotiation.



1. Negotiating goal: Contract 

or relationship?

 If relationship negotiators sit on the other side of the table, 

merely convincing them of your ability to deliver on a low-cost 

contract may not be enough to land you the deal. 

 You may also have to persuade them, from the very first 

meeting, that your two organizations have the potential to 

build a rewarding relationship over the long term. 

 if the other side is basically a contract deal maker, trying to 

build a relationship may be a waste of time and energy

As general rule, it is always safer to adopt a formal posture and 

move to an informal stance, if the situation warrants it, than to 

assume an informal style too quickly



2. Negotiating attitude: Win-
Lose or Win-Win?

 Because of differences in culture, personality, or both, business 

persons appear to approach deal making with one of two basic 

attitudes: that a negotiation is either a process in which both can 

gain (win-win) or a struggle in which, of necessity, one side wins 

and the other side loses (win-lose). 

 Win-win negotiators see deal making as a collaborative, problem-

solving process; win-lose negotiators view it as confrontational. As 

you enter negotiations, it is important to know which type of 

negotiator is sitting across the table from you. 

 There is a significant difference among cultures. 

 For example:  100 % of the Japanese - see negotiations as a win-

win process, only 33% of the Spanish executives took that view



3. Personal style: Informal or 
formal?

 Personal style concerns the way a negotiator talks to others, uses 
titles, dresses, speaks, and interacts with other persons. 

 Culture strongly influences the personal style of negotiators. It has 
been observed, for example, that Germans have a more formal 
style than Americans.

 A negotiator with a formal style insists on addressing counterparts 
by their titles, avoids personal anecdotes, and refrains from 
questions touching on the private or family life of members of the 
other negotiating team. 

 A negotiator with an informal style tries to start the discussion on a 
first-name basis, quickly seeks to develop a personal, friendly 
relationship with the other team, and may take off his jacket and 
roll up his sleeves when deal making begins in earnest



3. Personal style: Informal or 
formal?

 Each culture has its own formalities with their own special 

meanings. They are another means of communication among the 

persons sharing that culture, another form of adhesive that binds 

them together as a community. For an American, calling 

someone by the first name is an act of friendship and therefore a 

good thing. For a Japanese, the use of the first name at a first 

meeting is an act of disrespect and therefore bad.

 Negotiators in foreign cultures must respect appropriate 

formalities. 

 As a general rule, it is always safer to adopt a formal posture and 
move to an informal stance, if the situation warrants it, than to 

assume an informal style too quickly.



4. Communication: Direct or 
indirect?

 Communications: Verbal and non-verbal communication is a 

key factor of persuasion. The way we express our needs and 

feelings using body language and tone of voice can determine 

the way the other side perceives us, and in fact positively or 

negatively contributes to our credibility.

 Another aspect of communication relevant to negotiation is 

the direct or indirect approach to exchanging information. Is 

the meaning of what is said exactly in the words themselves? 
Does "...it's impossible" really mean impossible or just difficult to 

realise? 

Always use questions to identify the other side's needs, otherwise 

assumptions may result in you never finding common interests.



4. Communication: Direct or 
indirect?

Methods of communication vary among cultures.

 Some emphasize direct and simple methods of communication; 
others rely heavily on indirect and complex methods. 

 The latter may use circumlocutions, figurative forms of speech, 
facial expressions, gestures and other kinds of body language. In 
a culture that values directness, such as the American or the 
Israeli, you can expect to receive a clear and definite response 
to your proposals and questions. 

 In cultures that rely on indirect communication, such as the 
Japanese, reaction to your proposals may be gained by 
interpreting seemingly vague comments, gestures, and other 
signs. What you will not receive at a first meeting is a definite 
commitment or rejection.



4. Communication: Direct or 
indirect?

 The confrontation of these styles of communication in the same 
negotiation can lead to friction. 

For example, the indirect ways Japanese negotiators express 
disapproval have often led foreign business executives to believe 
that their proposals were still under consideration when in fact the 
Japanese side had rejected them. 

 In the Camp David negotiations that led to a peace treaty 
between Egypt and Israel, the Israeli preference for direct forms 
of communication and the Egyptian tendency to favor indirect 
forms sometimes exacerbated relations between the two sides. 
The Egyptians interpreted Israeli directness as aggressiveness and, 
therefore, an insult. The Israelis viewed Egyptian indirectness with 
impatience and suspected them of insincerity, of not saying what 
they meant.



5. Sensitivity to time: High or 
low?

Discussions of national negotiating styles invariably treat a particular 
culture’s attitudes toward time. 

 It is said that Germans are always punctual, Latins are habitually 
late, Japanese negotiate slowly, and Americans are quick to make 
a deal.

 Some cultures value time more than others, but this observation may 
not be an accurate characterization of the situation. 

 Negotiators may value differently the amount of time devoted to 
and measured against the goal pursued. 

 For Americans, the deal is a signed contract and time is money, so 
they want to make a deal quickly. Americans therefore try to reduce 
formalities to a minimum and get down to business quickly.

 Japanese and other Asians, whose goal is to create a relationship 
rather than simply sign a contract, need to invest time in the 
negotiating process so that the parties can get to know one another 
well and determine whether they wish to embark on a long-term 
relationship. 



5. Sensitivity to time: High or 
low?

 Asian may consider aggressive attempts to shorten the 

negotiating time as efforts to hide something.

 For example, in one case that received significant media 

attention in the mid-1990’s, a long-term electricity supply 

contract between an ENRON subsidiary, the Dabhol Power 

Company, and the Maharashtra state government in India, was 

subject to significant challenge and was ultimately cancelled on 

the grounds that it was concluded in “unseemly haste” and had 

been subject to “fast track procedures” that circumvented 

established practice for developing such projects in the past. 

 Important segments of the Indian public automatically assumed 

that the government had failed to protect the public interest 

because the negotiations were so quick. 



6. Emotionalism: High or low?

 Accounts of negotiating behavior in other cultures almost always 
point to a particular group’s tendency to act emotionally. 

 According to the stereotype, Latin Americans show their emotions 
at the negotiating table, while the Japanese and many other 
Asians hide their feelings. 

 Obviously, individual personality plays a role here. There are 
passive Latins and hot-headed Japanese. 

 Various cultures have different rules as to the appropriateness and 
form of displaying emotions, and these rules are brought to the 
negotiating table as well. Deal makers should seek to learn them.

 Some surveys shows that Latin Americans and the Spanish were 
the cultural groups that ranked themselves highest with respect to 
emotionalism. Among Europeans, the Germans and English ranked 
as least emotional, while among Asians the Japanese held that 
position, but to a lesser degree.



7. Form of agreement: General 

or specific?

 In the building down approach, the negotiator begins by 

presenting the maximum deal if the other side  accepts all the 

stated conditions.

 In the building up approach, one side begins by proposing  a 

minimum deal that can be broadened  and increased as the 

other party accepts additional conditions. 

 According to many observers, Americans tend to favor the 

building- down approach, while the Japanese tend to prefer 

the building- up style of negotiating a contract.



7. Form of agreement: General 
or specific?

 In most cultures, only written agreements stamp a deal. It seems 

to be the best way to secure our interests in case of any 

unexpected circumstances. 

 The 'deal' may be the contract itself or the relationship 

between the parties, like in China, where a contract is likely to 

be in the form of general principles. In this case, if any 

unexpected circumstances arise, parties prefer to focus on the 

relationship than the contract to solve the problem.



7. Form of agreement: General 
or specific?

 Whether a negotiator’s goal is a contract or a relationship, the negotiated 
transaction in almost all cases will be encapsulated in some sort of written 
agreement. 

 Cultural factors influence the form of the written agreement that the 
parties make.

 Americans prefer very detailed contracts that attempt to anticipate all 
possible circumstances and eventualities, no matter how unlikely. Why? 
Because the deal is the contract itself, and one must refer to the contract 
to handle new situations that may arise.

 Other cultures, such as the Chinese, prefer a contract in the form of 
general principles rather than detailed rules. Why? Because, it is claimed, 
that the essence of the deal is the relationship between the parties.

 If unexpected circumstances arise, the parties should look primarily to their 
relationship, not the contract, to solve the problem.

 So, in some cases, a Chinese negotiator may interpret the American drive 
to stipulate all contingencies as evidence of a lack of confidence in the 
stability of the underlying relationship.



7. Form of agreement: General 
or specific?

 Some experienced executives argue that differences over the 

form of an agreement are caused more by unequal 

bargaining power between the parties than by culture. 

 In a situation of unequal bargaining power, the stronger party 

always seeks a detailed agreement to “lock up the deal” in all 

its possible dimensions, while the weaker party prefers a 

general agreement to give it room to “wiggle out” of adverse 

circumstances that are bound to occur. 

 According to this view, it is context, not culture that 

determines this negotiating trait.



8. Building an agreement: Bottom 

up or top down?

 Related to the form of the agreement is the question of whether 
negotiating a business deal is an inductive or a deductive process. 

 Does it start from an agreement on general principles and proceed 
to specific items, or does it begin with an agreement on specifics, 
such as price, delivery date, and product quality, the sum total of 
which becomes the contract? 

 Different cultures tend to emphasize one approach over the other.

 French prefer to begin with agreement on general principles

 Americans tend to seek agreement first on specific, negotiating a 
deal is basically making a series of compromises and trade-offs on a 
long list of particulars. 

 For the French, the essence is to agree on basic principles that will 
guide and indeed determine the negotiation process afterward. The 
agreed-upon general principles become the framework, the 
skeleton, upon which the contract is built.



8. Building an agreement: Bottom 

up or top down?

 French, the Argentineans, and the Indians tended to view deal 

making as a top down (deductive process); 

 Japanese, the Mexicans and the Brazilians tended to see it as a 

bottom up (inductive) process. 

 In the building down approach, the negotiator begins by 
presenting the maximum deal if the other side accepts all the 

stated conditions. 

 In the building-up approach, one side begins by proposing a 

minimum deal that can be broadened and increased as the 

other party accepts additional conditions., 

 Americans - building-down approach, 

 Japanese building-up style of negotiating a contract.



9. Team organization: One 
leader or group consensus?

Decision making: 

The way members of the other negotiating team reach a decision 

may give us a hint: who we shall focus on providing our presentation. 

 When negotiating with a team, it's crucial to identify who is the 

leader and who has the authority to make a decision.

 In any negotiation, it is important to know how the other side is 

organized, who has the authority to make commitments, and how 

decisions are made. 

 Culture is one important factor that affects how executives 

organize themselves to negotiate a deal. Some cultures 

emphasize the individual while others stress the group. 



9. Team organization: One 
leader or group consensus?

 One extreme is the negotiating team with a supreme leader who 
has complete authority to decide all matters. (American teams ) 

 Other cultures, notably Japanese and the Chinese, stress team 
negotiation and consensus decision making. When you negotiate 
with such a team, it may not be apparent who the leader is and 
who has the authority to commit the side. 

 In the first type, the negotiating team is usually small; 

 in the second it is often large. For example, in negotiations in China 
on a major deal, it would not be uncommon for the Americans to 
arrive at the table with three people and for the Chinese to show up 
with ten. 

 the one-leader team is usually prepared to make commitments 
more quickly than a negotiating team organized on the basis of 
consensus. 

 the consensus type of organization usually takes more time to 
negotiate a deal.



9. Team organization: One 
leader or group consensus?

 As the result of some surveys - various cultural groups showed a 

wide variety of preferences on the question of team 

organization. The group with the strongest preference for 

consensus organization was the French. 

 Perhaps a consensual arrangement in the individual French 

person’s eyes is the best way to protect that individualism. 

 Despite the Japanese reputation for consensus arrangements, 

only 45 percent of the Japanese respondents claimed to prefer 

a negotiating team based on consensus. 

 The Brazilians, the Chinese, and the Mexicans to a far greater 

degree than any other groups preferred one-person leadership, 

a reflection perhaps of the political traditions of those countries.



10. Risk taking: High or low?

Risk-Taking Propensity - Uncertainty Avoidance:

 There is always risk involved in negotiations. The final outcome is 

unknown when the negotiations commence. 

 The most common dilemma is related to personal relations 

between counterparts: Should we trust them? Will they trust us?

 Certain cultures are more risk averse than others, e.g. Japan. It 

means that less innovative and creative alternatives are 

available to pursue during the negotiation, unless there is a 

strong trust-based relationship between the counterparts.



10. Risk taking: High or low?

 In deal making, the negotiators’ cultures can affect the 

willingness of one side to take risks– to divulge information, try 

new approaches, and tolerate uncertainties in a proposed 

course of action. 

 The Japanese, with their emphasis on requiring large amount of 

information and their intricate group decision-making process, 

tend to be risk averse. 

 Americans, by comparison, are risk takers.

 French, the British, and the Indians claimed to be risk takers.



10. Risk taking: High or low?

Faced with a risk-averse counterpart, how should a deal maker 

proceed? The following are a few steps to consider:

1. Don’t rush the negotiating process. A negotiation that is moving 

too fast for one of the parties only heightens that person’s 

perception of the risks in the proposed deal.

2. Devote attention to proposing rules and mechanisms that will 

reduce the apparent risks in the deal for the other side.

3. Make sure that your counterpart has sufficient information about 

you, your company, and the proposed deal.

4. Focus your efforts on building a relationship and fostering trust 

between the parties.

5. Consider restructuring the deal so that the deal proceeds step by 

step in a series of increments, rather than all at once



Power Distance:

This refers to the acceptance of authority differences between 

people. 

 Cultures with low power distance postulate equality among 

people, and focus more on earned status than ascribed status. 

 Negotiators from countries like Britain, Germany and Austria 

tend to be comfortable with shared authority and democratic 

structures. 

 When we face a high power distance culture, be prepared for 

hierarchical structures and clear authority figures.



Hofstede’s Cultural 

Dimensions



Professor Geert Hofstede a Dutch social psychologist, conducted 

one of the most comprehensive studies of how values in the 

workplace are influenced by culture. 

He defines culture as “the collective programming of the mind 

distinguishing the members of one group or category of people from 

others”.

The model of national culture consists of six dimensions. The cultural 
dimensions represent independent preferences for one state of 

affairs over another that distinguish countries (rather than individuals) 

from each other. 

The country scores on the dimensions are relative, as we are all 

human and simultaneously we are all unique. In other words, culture 

can be only used meaningfully by comparison.



About research 

Professor Geert Hofstede conducted one of the most 

comprehensive studies of how values in the workplace are 

influenced by culture. He analyzed a large database of 

employee value scores collected within IBM between 1967 

and 1973. The data covered more than 70 countries, from 

which Hofstede first used the 40 countries with the largest 

groups of respondents and afterwards extended the analysis 

to 50 countries and 3 regions. Subsequent studies validating 

the earlier results include such respondent groups as 

commercial airline pilots and students in 23 countries, civil 

service managers in 14 counties, 'up-market' consumers in 15 

countries and 'elites' in 19 countries.





Dimensions of national cultures



Individualism vs Collectivism

 individualism, can be defined as a preference for a loosely-knit 

social framework in which individuals are expected to take care 

of only themselves and their immediate families.

 collectivism, represents a preference for a tightly-knit 

framework in society in which individuals can expect their 

relatives or members of a particular in-group to look after them 

in exchange for unquestioning loyalty. 

 A society's position on this dimension is reflected in whether 

people’s self-image is defined in terms of “I” or “we.”



Collectivist vs. individualist 

Individualist.

 people who see themselves as independent of collectives. 

 They are motivated primarily by their own preferences, needs, 

 give priority to their personal goals over the goals of others

 are emotionally independent from the organization to which 
they belong

 strive to achieve outcomes that are in their own best interests

 keep organization's interests and goals in mind because they 
expect personal reward and recognition for their decisions



Collectivist vs. individualist 

Collectivist.

 people who see themselves as parts of one or more collectives

 motivated primarily by the norms of and duties imposed by the 
collectives to which they belong 

 Give priority to collective goals over their own personal goals

 have a strong sense of identity with and loyalty to their 
organization

 strive to achieve outcomes that are in the organization's best 
interest and will do so with little expectation of personal gain. 

 The negotiating team will assume joint responsibility and/or 
receive joint recognition for actions taken or decisions made 



Negotiating behavior

 Employees in individualist cultures are expected to 

act rationally according to their own interests. 

 Work tasks are organized in such a way that an 

employee's self-interest and an employer's interests 

coincide.

 In collectivist cultures employees are expected to 

act in accordance with the interests of the 

organization, which may or may not coincide with 

their individual interests 

Negotiators from individualist cultures will be strongly 

influenced by individual aspirations.



Individualism ranking 

 USA – 91

 UK= 89

 Netherlands 80

 New Zealand 79

 Italy 76

 France 71

 Sweden 71

 South Africa 65

 Finland 63

 India 48

 Japan 46

 Saudi Arabia 38

 Turkey 37

 China 20

 Singapore 20

 Indonesia 14

 Guatemala 6



Masculinity vs Femininity

 The Masculinity side of this dimension represents a preference in 

society for achievement, heroism, assertiveness and material 

rewards for success. Society at large is more competitive. 

 Femininity, stands for a preference for cooperation, modesty, 

caring for the weak and quality of life. Society at large is more 

consensus-oriented. 

 In the business context Masculinity versus Femininity is sometimes 

also related to as "tough versus tender" cultures.



Masculinity vs Femininity

A masculine orientation 

 Ego enhancement strategies(Hofstede 1991)

 Emphasize assertiveness , competition and toughness

 Are driven to win 

 Solve conflicts by competition

 Aggressive, assertive, competitive and decisive

 Compromise and cooperation are not goals = 

compromise entails giving up a part of one’s desires



Masculinity vs Femininity

A feminine orientation

 Relationship enhancement

 Emphasize nurturing, concern for relationship and for the living 
environment

 Solving conflicts through problem solving approach

 Cooperative, accustomed to seeking consensus, intuitive rather 
than decisive

Countries with high Masculinity Index will adopt a distributive 
approach to negotiation



Masculinity ranking

 Japan 95

 Hungary 88

 Austria 79

 Italy 70

 Switzerland 70

 China 66

 Germany 66

 UK 66

 USA 62

 Greece 57

 India 56

 Saudi Arabia 52

 Turkey 45

 South Korea 39 



Uncertainty avoidance

 The Uncertainty Avoidance dimension expresses the degree to 

which the members of a society feel uncomfortable with 

uncertainty and ambiguity. 

 The fundamental issue here is how a society deals with the fact 

that the Future can never be known: should we try to control 

the future or just let it happen?

 Countries exhibiting strong UAI maintain rigid codes of belief 
and behavior and are intolerant of unorthodox behavior and 

ideas. 

 Weak UAI societies maintain a more relaxed attitude in which 

practice counts more than principles.



Risk-taking propensity: Risk 

averse vs. risk tolerant 

Risk averse: 

 Risk-averse negotiators take steps to avoid the failing to come to an agreement 

 They may be more likely to make concessions in order to avoid failing to reach an 
agreement

 they may accept lower rewards for a higher probability of success . 

Risk Tolerant: 

 Risk-tolerant negotiators believe there is a level of acceptable risk any negotiation.

 are interested in reducing risk, not avoiding it altogether

 show greater willingness to fail to come to an agreement by making fewer 
concessions or demanding more 

 may be less likely to make concessions in order to avoid failing to come to an 
agreement

 they may choose a strategy offering higher rewards but with a lower probability of 
success 



Negotiating behaviors and 

national culture. 

 psychological factors leading to risk aversion also 

lead to uncertainty avoidance. 

 ambiguity accentuates the effects of risk aversion. 

 Cultures with lower Uncertainty Avoidance accept 

both familiar and unfamiliar risks,

 whereas cultures with high Uncertainty Avoidance 

scores tend to limit themselves to known risks.

Negotiators from high Uncertainty Avoidance countries 

will employ risk averse negotiating behaviors. 



Negotiating behaviors and 

national culture. 

 Negotiators from uncertainty-avoiding cultures 

prefer highly structured, ritualistic procedures during 

negotiations. 

 People in high uncertainty avoiding cultures seek 

structure and formalization, in an attempt to make 

interactions and events transpire in a clearly 

interpretable and predictable manner. 

 People in low uncertainty avoiding cultures are 

tolerant of ambiguity in structures and procedures 

High Uncertainty Avoidance cultures will demonstrate a 

high concern for formal protocol during negotiations



Uncertainty avoidance ranking

 Greece 112

 Portugal 104

 Belgium 94

 Japan 92

 France 86

 Turkey 85

 Mexico 82

 Italy 75

 Austria 70

 Germany 65

 USA 46

 Finland 59

 China 40

 Sweden 29

 Singapore 8



Long-term orientation vs Short-

term orientation

 Every society has to maintain some links with its own past while 
dealing with the challenges of the present and the future. 
Societies prioritize these two existential goals differently.

 Societies who score low on this dimension, for example, prefer to 
maintain time-honoured traditions and norms while viewing 
societal change with suspicion. Those with a culture which scores 
high, on the other hand, take a more pragmatic approach: they 
encourage thrift and efforts in modern education as a way to 
prepare for the future.

 In the business context this dimension is related to as "(short term) 
normative versus (long term) pragmatic" (PRA). In the academic 
environment the terminology Monumentalism versus Flexhumility
is sometimes also used.



Long term orientation ranking 

 China 118

 Hon Kong 96

 Japan 80

 Brazil 65

 India 61

 Singapore 48

 Norway 20

 Nigeria 16



Power distance

 This dimension expresses the degree to which the less powerful 

members of a society accept and expect that power is 

distributed unequally. 

 The fundamental issue here is how a society handles 

inequalities among people. 

 People in societies exhibiting a large degree of Power 

Distance accept a hierarchical order in which everybody has 
a place and which needs no further justification. 

 In societies with low Power Distance, people strive to equalize 

the distribution of power and demand justification for 

inequalities of power.



Power distance

Power distance affects the status of negotiator

 Low power distance cultures tend to minimize the importance of 
inherited privilege of status

 Role in company’s hierarchy change easily (a person who is a 
subordinate today, may become a boss)

 The positions in company are assigned according to merits

High power distance

 Inequality among people of different levels is expected

 Superiors are seen to be superior in the company

 Respect is based on seniority



Power distance

 Members of low Power Distance cultures are more likely to 
appoint people to a particular negotiating team because 
they have capabilities that are relevant to the task, 

 while members of high Power Distance cultures are more 
likely to select members of the negotiating team based 
on status-related factors. 

Cultures demonstrating high Power Distance will emphasize 
status over ability in the selection of negotiators.



Power distance Ranking

 Malaysia 104

 Philippines 94

 China 80

 Saudi Arabia 80

 UAE 80

 India 77

 France 68

 Turkey 66

 Greece 60

 Spain 51

 Japan 54

 Italy 50

 USA 40 

 Netherlands 38

 UK 35



Task vs. relationship 

Task:

 Negotiators spend more time discussing specific 

orientation details of the project

 Tend to negotiate a contract in a item- by –item 

way

 Clear understanding regarding the control, use and 

division of resources(profits, management, 

ownership) 



Task vs. relationship 

Relationship:

 Spend more time in activities that build trust and 

friendship between the members of each team

 Discussing broad objectives

 Believe a good relationship must be established 

before the discussion of the primary task



Negotiation behaviors and 

national culture

Collectivist cultures:

 Relationship prevail over task

 Imply a need for stable relationships

 Negotiation could be carried among people that 
have became familiar to each other 

 Replacing one member will disturb seriously the 
relationship

Cultures with high index of Individualism will put a 
greater emphasis on task



3. Ability vs. Status

Abilities:

 Consider the job-specific skills or substantive expertise when 
selecting  members for negotiations

 Important skills: education, technical and scientific 
knowledge, legal training, vocational achievement, 
negotiating experience, language fluency

Status:

 Consider who the candidates are and whom the candidates 
know, family background, influential connections, seniority 
age or gender.

 Negotiation teams that are status based may consist of  high 
ranking officials, seniors who have sufficient influence in their 
company 



Internal decision making 

process

Independent: 

 Leaders or other influential individuals on the 
negotiating team may make decisions independently 
without concern for the viewpoints of others on the 
team. 

 Negotiators are expected to use their own best 
judgment in speaking and acting on behalf of the 
organization 

Consensus: 

 Decision-making power is delegated to the entire 
team. 

 The team leader must obtain support from team 
members and listen to their advice. 



Negotiating behaviors and 

national culture

 Cultures with high Uncertainty Avoidance scores 

demonstrate a preference for consultative decision 

processes and group decision-making. 

 Cultures with low Uncertainty Avoidance scores tend to 

demonstrate a preference for independent decision 

processes and individual decision-making

Cultures high in Uncertainty Avoidance will adopt 

consultative internal decision-making processes.



Orientation toward time: 

Monochromic vs. polychromic

Monochromic. 

 time is money

 set agendas for meetings and adhere to preset schedules.

 They schedule negotiations in ways that create psychological 

pressure in having to arrive at a decision by a certain date 

 believe that outstanding or contentious issues in a negotiation 

should be resolved effectively within an allotted time frame. 

 Negotiators from monochromic cultures also tend not to mix 

business with pleasure.



Orientation toward time: 

Monochronic vs. polychromic

Polychromic. 

 Negotiators from polychromic cultures believe that time is 

never wasted.

 They feel that getting to know their counterparts and 

building a relationship is more important than adhering to 

a preset schedule. 

 Time spent actually discussing and resolving issues is of 

minor importance. 



Negotiating behaviors and 

national culture

 people in monochromic cultures adhere religiously to plans, 
"matters in polychromic culture seem in a constant state of flux.

 Nothing is solid or firm...even important plans may be changed 
right up to the minute of execution. 

 These monochromic and polychromic behaviors seem to 
correspond to behaviors observed along Hofstede's Uncertainty 
Avoidance value dimension. 

Cultures high in Uncertainty Avoidance seek clarity and structure, 
whereas low Uncertainty Avoidance cultures are comfortable with 

ambiguity and chaos. 

Cultures high in Uncertainty Avoidance will demonstrate a 
preference for monochromic time. 



Concern with protocol: Formal 

vs. informal 

Formal. 

 Negotiators with a high concern for protocol will adhere to strict 
and detailed rules that govern personal and professional 
conduct, negotiating procedures, as well as the hospitality 
extended to negotiators from the other side

 Rules governing acceptable behavior might include dress codes, 
use of titles, and seating arrangements 

 Negotiators on the team believe that there are few appropriate 
ways to respond to a particular situation and there is strong 
agreement on the team about what constitutes correct action. 

 Team members must behave exactly according to the norms of 
the culture and suffer severe criticism for even slight deviations 
from norms



Concern with protocol: Formal 

vs. informal 

Informal. 

 Negotiators with low concern for protocol adhere to 

a much smaller, more loosely defined set of rules. 

 Compulsive attention to observing the rules is not 

necessary and those who deviate from norms are 

not necessarily criticized. 

 Team members not only believe that there are 

multiple ways to respond appropriately to a 

particular situation but may even disagree about 

what is appropriate 



Style of communication: High 

context vs. low context 

This dimension refers to the degree to which people rely on nonverbal 
cues to convey and to interpret intentions and information in 
dialogue

High context. 

 Negotiators who prefer high-context communication are more 
tuned in to and reliant on non-verbal cues. 

 use language that is indirect, ambiguous, and understated 

 negotiators expect their partners to pick up on and to understand 
unarticulated intentions and feelings, subtle gestures, and other 
nonverbal or environmental cues

 Negotiators will take it personally when the other party directly 
criticizes their work, or the proposal they have put on the table

 will not conclude agreements with business partners whom they 
do not like 



Style of communication: High 

context vs. low context 

 Low context negotiators are literal and often fail to 

perceive nonverbal cues 

 negotiators may prefer to do business with people 

whom they like, it is possible for them to conclude 

agreements with people whom they do not like 

personally. 



Negotiating behaviors and 

national culture. 

 high context communication is used primarily in 

collectivist cultures

 low context communication is used predominantly 

in individualist cultures. 

Negotiators from individualist cultures will employ a low 

context style of communication.



Form of agreement: Explicit 

contract vs. implicit 

agreement 

This dimension refers to the preferred form of agreement 

between the parties. 

 Explicit contract. 

 Negotiators favor and expect written, legally binding 

contracts 

 A written contract records the agreement and 

definitively specifies what each party has agreed to do

 negotiators believe that written agreements provide 

stability and allow organizations to make investments 

and minimize business risk



Form of agreement: Explicit 

contract vs. implicit 

agreement 

Implicit contract

 Negotiators favor broad language in a contract because they 
feel that definitive contract terms are too rigid to allow a good 
working relationship to evolve. 

 Particularly with new relationships, negotiators may feel that it is 
impossible to anticipate and document every conceivable 
contingency.

 They also believe that contracts inhibit parties from exploring 
unexpected opportunities for improvement and success. 

 Negotiators view the contract as a rough guideline because 
the relationship, not the contract, is primary 

 In some cases, an oral contract may suffice. 



Negotiating behaviors and 

national culture. 

 Uncertainty-avoiding cultures tend to shun 

ambiguous situations and prefer structures that 

enable them to clearly predict and interpret events

 Written agreements provide a clearly specified 

framework for the relationship; hence, they serve as 

an uncertainty reduction mechanism. 

Cultures high in Uncertainty Avoidance will seek forms 

of agreement that are explicit. 



Coping with Culture

Find ways to bridge the culture gap

 Apart from adopting the other side's culture to adjust to the 

situation and environment, we can also try to persuade the 

other side to use elements of our own culture. 

 In some situations it is also possible to use a combination of 

both cultures, for example, regarding joint venture 

businesses.

 Another possible solution is to adopt a third culture, which 

can be a strong base for personal relationships.

 When there is a difficulty in finding common ground, 

focusing on common professional cultures may be the 

initiation of business relations.



Coping with Culture

Negotiating in the international environment is a huge challenge 

for any negotiator. How do we cope with the cultural differences? 

What approach is more efficient and proper when dealing with 

Japanese, Americans or Germans? There are some very helpful 

guidelines we can apply (Salacuse, 1991):

 Learn the other side's culture

It is very important to know the commonest basic components of 

our counterparty's culture. It's a sign of respect and a way to build 

trust and credibility as well as advantage that can help us to 

choose the right strategies and tactics during the negotiation. Of 

course, it's impossible to learn another culture in detail when we 

learn at short notice that a foreign delegation is visiting in two 

weeks' time. The best we can do is to try to identify principal 

influences that the foreign culture may have on making the deal.



Coping with Culture

 Don't stereotype

Making assumptions can create distrust and barriers that expose 

both your and the other side's needs, positions and goals. The way 

we view other people tends to be reserved and cautious. We 

usually expect people to take advantage of a situation, and 

during the negotiations the other side probably thinks the same 

way, especially when there is a lack of trust between 

counterparts. In stead of generalising, we should make an effort 

to treat everyone as individuals. Find the other side's values and 

beliefs independently of values and beliefs characteristic of the 

culture or group being represented by your counterpart.



Cultural differences videos

Body language

https://www.youtube.com/watch?v=OWFPHW7BCCI&li

st=RDOWFPHW7BCCI#t=8

https://www.youtube.com/watch?v=UTE0G9amZNk&in

dex=2&list=RDOWFPHW7BCCI

Cultural differences

https://www.youtube.com/watch?v=3ThMhq8KhBY

https://www.youtube.com/watch?v=OWFPHW7BCCI&list=RDOWFPHW7BCCI#t=8
https://www.youtube.com/watch?v=UTE0G9amZNk&index=2&list=RDOWFPHW7BCCI
https://www.youtube.com/watch?v=3ThMhq8KhBY


Further readings:

 Cultural Interactions

file:///C:/Users/Admin/Downloads/cultural%20integratio

n%20-%20business%20negotiations.pdf

 http://www.mediate.com/articles/cdr1.cfm

 http://www.calumcoburn.co.uk/articles/ten-lessons-

two/

C:/Users/Admin/Downloads/cultural integration - business negotiations.pdf
http://www.mediate.com/articles/cdr1.cfm
http://www.calumcoburn.co.uk/articles/ten-lessons-two/

