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Negotiation

The process of bargaining between two or 
more parties to reach a solution that is p
mutually acceptable
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The Negotiation Process

Preparation
Relationship-BuildingRelationship Building
Information Exchange
P iPersuasion
Concessions
Agreement

The amount of importance and time spent on each 
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phase is culturally determined



Choosing a Negotiation Script
High Induce counterpart to 

follow one’s own script
Improvise an approach
(Effect Symphony/Jazz

Adapt to Counterpart’s scriptp p p
(coordinated adjustment of both parties)

Low

Employ agent or adviser
(Involve mediator)

Embrace the 
counterpart’s script
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Negotiator’s Familiarity with Counterpart’s Culture
Low High



Managing Cross CulturalManaging Cross Cultural 
Negotiations

Negotiation: Process of bargaining with one 
more parties at arrive at solution acceptable p p
to all
Two types of negotiation:Two types of negotiation: 
– Distributive when two parties with opposing 

goals compete over set valuegoals compete over set value
– Integrative when two groups integrate interests, 

create value, invest in the agreement (win-win 
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Negotiating Styles
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Cultural Differences Affecting Negotiations
Cautiously identify counterpart’s home culture

common cues such as accent and name may be 
unreliable.

Be aware of Western bias toward “doing”. 
Ways of being feeling thinking talking can shapeWays of being, feeling, thinking, talking can shape 
relationships more powerfully than doing.

Counteract tendency to formulate simple, consistent, stable 
iimages.
Don’t assume all aspects of culture are equally significant

Things likely have different significance in different g y g
situations

Norms for interactions involving outsiders often differ from 
those for interactions between compatriots
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those for interactions between compatriots.
Don’t overestimate familiarity with counterpart’s culture.



Negotiation Tacticsg
Location
Ph i l A tPhysical Arrangements
Participants
Time limits
Buyer-seller relationshipBuyer seller relationship
Bargaining behaviors

Use of extreme behaviors– Use of extreme behaviors
– Promises, threats and other behaviors

N b l b h i
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– Nonverbal behaviors



Verbal Tactics
Most profitable outcomes:
– More questions askedMore questions asked 
– fewer prior commitments 

More extreme initial offers– More extreme initial offers 
Other Verbal Negotiating Behaviors:

P i Th R d i– Promises, Threats, Recommendations, 
Warnings, Rewards, Punishments, Normative 
Appeals Commitments Self DisclosureAppeals, Commitments, Self-Disclosure, 
Questions, Commands
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Habits for Negotiation SuccessHabits for Negotiation Success
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Nonverbal Tactics

Silence
Conversational OverlapsConversational Overlaps
Facial Gazing
T hiTouching
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Non Verbal Tactics
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Some Typical Characteristics

North Americans
– Based on logic, facts

Arabs
– Based in emotions

– Make few concessions
– Deadlines very 

i t t

– Many concessions
– Casual about deadlines

important
– Short term oriented

Russians

– Long term oriented

Your Culture?
?Russians

– Based on ideals
– No concessions

– ?
– ?

?
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No concessions
– Ignore deadlines
– One time contract

– ?



Conflict Characteristics of LowConflict Characteristics of Low 
and High-Context Cultures

Key
Questions    Low-Context Conflict High-Context Conflict

WhyWhy analytic, linear logic; 
instrumental oriented;
di h t b t fli t

synthetic, spiral logic; 
expressive oriented; integration

f fli t d fli t ti

WhenWhen

dichotomy between conflict
and conflict parties

individualistic oriented; low

of conflict and conflict parties

group oriented; high collective;
collective normative
expectations; violations of
individual expectations create
conflict potentials

g p ; g
normative expectations;
violations of collective
expectations create conflict
potentials
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conflict potentials potentials
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Becoming a Better Cross-Becoming a Better Cross
Cultural Negotiator

Understand your negotiating partner
Consider situational specificsConsider situational specifics
Decide how to handle actual negotiation
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Convergence or Divergence?

Greater knowledge 
and understanding of 

Ingrained cultural 
patterns of behavior

culture
If moderate adaptation 

ff i

Perception that own 
culture negotiates 
ff i lproves effective effectively
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Implications for Managers

Cross-cultural negotiations important part of 
international manager’s jobg j
Improve negotiating outcomes by 
understanding dynamics of negotiationunderstanding dynamics of negotiation 
process and influence of culture
Moderate adaptation may be most effectiveModerate adaptation may be most effective
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