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CULTURAL DIFFERENCES IN THE PROCESS 
OF CROSS-CULTURE BUSINESS NEGOTIATION

Trương Thị Ái Nhi

Đặng Ngọc Hiếu

This essay sets forth the four elements which are considered as the obstacles in the negotiation of business-people of different cultural backgrounds. The first factor causing the stalemate of the negotiation is the different purposes. Specifically, the Western business negotiators have the tendency of giving their priority in gaining the business contract. Meanwhile, the Eastern counterparts tend to place more emphasis on building good relationship among negotiators. Time perception is the second factor which may prevent the business negotiation across culture from gaining mutual agreement. The next troublesome factor in this process of negotiation is the win-win and win-lose attitude of each negotiating side toward the final result of the negotiation. Lastly, individualism and collectivism reflected in the decision-making way of each team also have a considerable influence on hindering the negotiation process.   
I. INTRODUCTION

With the popular tendency of globalization, countries all over the world have had stronger connections and become more dependent on each other in every aspect of life, especially in economy. It is apparent that there are more and more multinational corporations conducting their business in foreign countries. The increasing presence of these companies also means that individuals who have different cultural backgrounds will communicate and work with each other more frequently. However, the reality shows that the process of cooperating among these multinational employees does not take place as smoothly as it is expected. There are probably many different reasons explaining such difficulty. Nevertheless, it is noticeable that all of these troubling factors in communication are mainly rooted from the difference of cultures. The dissimilar starting points of cultures have unavoidably prevented business-people of different cultural backgrounds from taking the same approach to many points of negotiation process because culture deeply affects their ways of thinking, behaving, and it, therefore, influences how they negotiate (Salacuse, 2004). In order to negotiate successfully in such cases, the negotiators need to be aware of differences between their culture and their negotiating partner’s. Understanding those dissimilarities will help them minimize culture-rooted disagreements and conduct the negotiation process as fruitfully as they expect. For that reason, this paper will review the cultural differences in the cross-cultural negotiation process which may hinder the negotiators from reaching the final mutual agreement.
II. DISCUSSION

1. What can the term “negotiation” be defined? 

Before taking a more detailed look at these cultural differences, we should have the solid knowledge of what negotiation is. It can be seen that negotiation is a really broad concept which can be defined in a variety of ways. Negotiation occurs at different levels, ranging from the individuals to the organizations and agencies. According to Moore (n.d), negotiation is a process in which two or more actors discuss their differences and interests, and try to reach the final agreement on the basis of bargaining. Ngomsi defined “negotiations, whether they happen locally or internationally are the search for a compromise. This means that at the end of the negotiation process, each party will believe that they won” (n.d, para.1). Hargie and Dickinson (2004) viewed negotiation as a form of problem-solving exercise with the goal of achieving the best possible deal for both sides. No matter what the definition of negotiation is, one meeting point which can be recognized is that both participating parties want to become the winners in the negotiation. Nevertheless, it is not easy for negotiators to achieve their aim when they with the different cultures pursue the dissimilar purposes in distinctive ways as Horst (2007:1) said: “Negotiation is further complicated when the parties find themselves negotiating across dissimilar cultures”. In other words, differences of cultures play the crucial role in the cross-cultural negotiation process.
Among the cultural barriers which can affect the business negotiation process, the  difference of negotiating purpose can be regarded first.  

2. The difference of negotiating purpose: Gaining the contract or relationship first?
It is clear that in any business negotiation the achieved goal is always one of  the most important factors  as it will guide the way which the negotiation process follows. In different cultures, the goals which the business negotiators want to attain are not often the same. For some cultures, the “first and foremost” goal of a business negotiation is a signed contract. However, for other cultures, their top priority in a business negotiation is building the relationship between the two parties, not signing the contract (Salacuse, 2004). The typical examples of contract-preferring culture are American and Spanish. According to Salacuse (2004), 74% of the Spaniards responded to his survey that gaining the contract is their goal in the negotiation. While Asian cultures tend to spend more time and effort for the “negotiation preliminaries” which help negotiators get acquainted with and understand more about each other, North Americans often want to get through this first phase of the negotiation quickly (Salacuse, 2004). For Americans, the achievement which is the business contract is much more important than the establishment of the relationship because America is a “highly achievement oriented” country (Granered, 2009: 5). American negotiators hold a   belief that “there are not eternal friends but only eternal benefits” (Luo, 2008). Unlike the Spaniards or the Americans who consider the contract as the top prioritized goal in the negotiation process, some Asians like Chinese and Japanese emphasize more on building the relationship between the negotiating parties. The Japanese negotiators highly value the mutual relationship because they often base on it to carry out the business negotiation (Luo, 2008). The Chinese are particularly concerned with the issue of human relationship. As for them, making friends is considered first, and then doing business (Luo, 2008). Establishing the business relationship is quite important for the Asian people because they tend to trust and feel more comfortable with the people they know. It is noticeable that the negotiating purpose among cultures is not the single factor which can cause the business negotiation some hindrance. Another reason which is strongly linked to the negotiating purpose of negotiators is their perception of time. 
3. The difference of time perception  
That the concept of time is perceived differently by business-people from countries of various cultural backgrounds also has a significant effect on the negotiation process. Because the main purpose of the American people in business negotiation is the signed contract, they will try to get to the main point of the contract as quickly as possible. For them, “time is money” (Salacuse, 2004). The Americans in particular and the Westerners in general are very “clock conscious”. Therefore, attending the negotiation on time is a really important thing to the Western negotiators. Time is considered as the master, and the Westerners are its slaves (Nwosu, 2002). While the Americans save their precious time by just focusing on their main point of signing the contract, the Asians like the Japanese have the different perception of time which leads them to arrange the given amount of time differently in comparison with the Westerners. As we have already known that the Japanese pay more attention to building the relationship before the negotiation starts (Graham et al., 1994), they often spend “abundant time” of the negotiation process getting to know each other well. Therefore, the negotiation process will be carried out slowlier as it should be. In this case, if the negotiators of the highly time-valuing culture try to find way to shorten time in establishing relationship, the Japanese counterparts will view that behavior as an effort to hide something (Salacuse, 2004). With this time-perceiving difference, the negotiation process between the two sides may subsequently come to the deadlock. It is important to notice that the cross-cultural business negotiation is not just affected by the factors of time and purpose, but it is also under the significant influence of the attitude of each negotiating side to the final result of the process.
4. The difference of attitudes toward the final result of the negotiation: Win-Win or Win-Lose?
The third difference in the cross-cultural business negotiation is the dissimilar attitude of negotiating participants toward the final result. This attitude varies from culture to culture. Some deal makers from some cultures view the negotiation process as the win-win situation in which both sides can get benefits; however, under the perspective of some other persons, negotiation must be a win-lose situation which has the characteristic of being confrontational. The Japanese culture seems to be in favour of the former type. Some studies found that the Japanese are much more “amenable” to win-win encounters than the Russians (LePoole, 1991). According to another survey undertaken by Salacuse (2004), while 100 percent of the Japanese thought that the negotiation is a win-win situation, the Spaniards had the contrary claim that a negotiation must be a win-lose situation. As for Americans, the negotiation is a competition  in which its result can bring “actual economic benefits” for their party and their individual interests (Luo, 2008). Perhaps the difference in individualism and collectivism is the main reason leading to this negotiating attitude of each party. The collectivist culture favors “an equality norm” and harmony; therefore, the win-win negotiation result for both sides of deal -makers is quite understandable. On the contrary, the individualist culture values the “equity norm” which requires confrontation to acquire the benefit. 
5. The difference in the decision-making ways of each team: Individual or Group first?

Last but not least, the difference in the approach of each team of every single culture to making decision can also cause the negotiators to be embarrassed. Even worse, it can make the negotiation process end up with considerable disagreements. Depending on the team organization, the teams across culture will have the different ways to make a deal. If the negotiating team belongs to the type of  collectivist culture or “Group-Oriented culture”,  all members in that team must surely be consulted before they make any  decision in the cross-cultural negotiation. In other words, the consensus of the whole team is particularly needed. Because of this consensus feature, it often takes this type of team more time to reach an agreement in a cross-cultural negotiation (Salacuse, 2004). For the culture in which the “individual autonomy is subordinated to the requirement of collective solidarity”, making a decision requires a long process (Hall, 1976). In some cases, this characteristic can cause serious misunderstanding for the negotiators from individualist culture since they view the action of consulting all group members as stalling (Granered, 2009). However, the situation will become much different if the negotiating counterparts come from the individualist culture or “Individual-Oriented culture”. In this case, the team leader will have the “complete authority” to give any decision (Salacuse, 2004). The Eastern countries of Japan and China can be the good illustration for the type of team consensus. Meanwhile, such Western countries as Canada, Italy, France and America can be typical ones for the latter. In Japan, it is worth mentioning that collectivism is always considered as the core principle. As a result, before making decision in a business negotiation, the Japanese often consult with other departments in their company. In addition, they just agree with all items in the contract only when the majority of their team members have already read and approved them (Luo, 2008). Unlike the country of Japan which is firmly embedded in its well-known collectivist culture requiring the agreement of  all members involved, America with the cultural background of individualism noticeably favors the individual right of making decision. The Americans believe that human is independent, self-reliant and autonomous (Luo, 2008). They, therefore, completely have the right to affect their “individual enthusiasm” on negotiation.
III. CONCLUSION
In summary, in respect of the business negotiation process across cultures, it is likely that the effectiveness of negotiation will be influenced by a variety of cultural factors. Among these, the four elements which should be taken into account are the negotiating purpose, the time perception, attitudes toward the final result of the negotiation and the decision-making way of each side in the negotiation. As it is indicated above, each of these influential factors which is seemingly the minor detail turns out to be the major hindrance in the process of cross-cultural negotiation among the parties of business-people. Consequently, it is important for the business negotiators to be fully informed of these cultural differences during the negotiation so that they can minimize the disagreement and work out the most efficient negotiating strategies in the purpose of reaching the expected result for their own part.  
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