
cross cultural negotiation book

cross cultural negotiation book serves as an essential guide for
professionals navigating the complex world of international business and
diplomacy. Understanding the nuances of cross cultural negotiation is vital
in today’s globalized economy, where diverse cultural backgrounds influence
negotiation styles, communication, and decision-making processes. This
article explores the significance of cross cultural negotiation books,
highlighting key concepts, strategies, and benefits they offer to individuals
and organizations. It delves into the critical components that these books
cover, including cultural dimensions, communication barriers, and practical
negotiation techniques tailored to multicultural contexts. Additionally, the
article reviews notable titles that provide invaluable insights and
frameworks for successful cross cultural negotiations. This comprehensive
overview ensures readers grasp the importance of cultural intelligence and
adaptability in achieving mutually beneficial outcomes across borders. The
following sections will guide readers through the core elements and
advantages of utilizing a cross cultural negotiation book in professional
settings.

Importance of Cross Cultural Negotiation Books

Key Concepts Covered in Cross Cultural Negotiation Books

Effective Strategies for Cross Cultural Negotiation

Popular Cross Cultural Negotiation Books to Consider

Benefits of Learning from Cross Cultural Negotiation Books

Importance of Cross Cultural Negotiation Books

Cross cultural negotiation books are crucial resources that help bridge gaps
between different cultural practices and expectations in negotiation
scenarios. These books provide foundational knowledge that prepares
negotiators to anticipate and address cultural differences that may impact
the negotiation process. Without such understanding, negotiators risk
miscommunication, misunderstandings, and conflicts that could jeopardize
deals and relationships. The global marketplace demands a high level of
cultural competence, and these books equip readers with the skills needed to
operate effectively across diverse cultural environments. They also promote
awareness of cultural sensitivities, which fosters respect and trust among
negotiating parties.

Understanding Cultural Dimensions

One of the fundamental topics explored in cross cultural negotiation books is
the concept of cultural dimensions, such as those identified by Geert
Hofstede. These dimensions include individualism versus collectivism, power
distance, uncertainty avoidance, masculinity versus femininity, long-term
versus short-term orientation, and indulgence versus restraint. Understanding



these dimensions helps negotiators predict behaviors, communication styles,
and decision-making tendencies across cultures. This knowledge is critical
for adapting negotiation strategies to suit the cultural context of the
opposing party.

Role in Global Business Success

In global business, successful negotiations can lead to long-term
partnerships, market expansion, and competitive advantage. Cross cultural
negotiation books underscore the importance of cultural intelligence as a
component of business acumen. They demonstrate how cultural misunderstandings
can result in lost opportunities or damaged business relationships. By
offering real-world examples and case studies, these books illustrate the
direct correlation between cultural competence and negotiation success in
international settings.

Key Concepts Covered in Cross Cultural
Negotiation Books

Cross cultural negotiation books cover a range of concepts designed to deepen
understanding of multicultural negotiation dynamics. These concepts form the
foundation upon which effective negotiation strategies can be built. Key
areas of focus include communication styles, cultural values, negotiation
tactics, and conflict resolution methods tailored to different cultural
backgrounds.

Communication Styles and Barriers

Communication is central to negotiation, and cross cultural negotiation books
emphasize the differences in verbal and non-verbal communication styles.
High-context cultures rely heavily on implicit messages and context, whereas
low-context cultures favor explicit and direct communication. Recognizing
these differences helps negotiators avoid misinterpretation and adjust their
communication accordingly. These books also address language barriers, the
use of interpreters, and the importance of active listening.

Cultural Values and Norms

Cultural values influence priorities, attitudes toward time, authority, and
relationships. Cross cultural negotiation books explore how these values
shape negotiation behavior and expectations. For example, some cultures
prioritize relationship-building before discussing business, while others
focus on task completion. Understanding such norms enables negotiators to
tailor their approach to align with the other party’s cultural context.

Negotiation Tactics and Approaches

Various negotiation tactics are analyzed in these books, including
competitive versus collaborative approaches, the role of concessions, and the
significance of face-saving. Cross cultural negotiation books highlight how
certain tactics may be perceived differently across cultures and recommend



adaptive strategies that respect cultural preferences while achieving
negotiation objectives.

Effective Strategies for Cross Cultural
Negotiation

Implementing effective strategies is essential for successful cross cultural
negotiations. Cross cultural negotiation books provide practical guidance on
how to prepare, engage, and close negotiations in a multicultural
environment. These strategies emphasize flexibility, cultural empathy, and
thorough preparation.

Preparation and Research

Thorough preparation involves researching the cultural background of the
negotiation counterpart, including customs, etiquette, and business
practices. Cross cultural negotiation books stress the importance of
understanding the history and context of the parties involved. This
preparation helps negotiators anticipate potential challenges and tailor
their approach accordingly.

Building Relationships and Trust

Many cultures place significant value on relationship-building as a precursor
to successful negotiations. Cross cultural negotiation books recommend
investing time in establishing rapport and trust. Techniques include
socializing outside formal negotiation settings, demonstrating respect for
cultural customs, and showing genuine interest in the other party’s
perspective.

Flexibility and Adaptability

Negotiators must remain flexible and open-minded, ready to adjust their
strategies as the negotiation unfolds. Cross cultural negotiation books
encourage adopting a mindset that values cultural differences as assets
rather than obstacles. This adaptability enhances the potential for creative
solutions and win-win outcomes.

Common Strategies Include:

Active listening and clarifying questions

Using culturally appropriate gestures and body language

Being patient with decision-making processes

Respecting hierarchical structures when relevant

Managing time expectations according to cultural norms



Popular Cross Cultural Negotiation Books to
Consider

Several authoritative cross cultural negotiation books have become essential
reading for business professionals, diplomats, and academics. These works
offer in-depth analysis, practical frameworks, and case studies that enhance
cross cultural negotiation skills.

"The Culture Map" by Erin Meyer

This book provides a detailed framework for understanding how cultures differ
in communication, trust, scheduling, and decision-making. It helps readers
decode cultural cues and adjust negotiation tactics accordingly.

"Getting to Yes with Yourself" by William Ury

While focusing on negotiation psychology, this book also addresses cultural
aspects by encouraging negotiators to develop self-awareness and cultural
empathy to improve negotiation outcomes.

"Negotiating Globally" by Jeanne M. Brett

This text offers comprehensive coverage of cultural differences in
negotiation styles and provides practical advice for managing cross cultural
negotiations effectively.

"Cross-Cultural Business Behavior" by Richard R.
Gesteland

Gesteland’s book explores the behavioral patterns in international business
and offers valuable insights into negotiating across cultures with a focus on
etiquette and communication.

Benefits of Learning from Cross Cultural
Negotiation Books

Utilizing cross cultural negotiation books delivers numerous advantages that
contribute to professional growth and organizational success. These books
enhance cultural intelligence, improve communication skills, and foster
greater confidence in international dealings.

Enhanced Cultural Awareness

Reading these books builds a deeper understanding of cultural diversity and
its impact on negotiation. This awareness reduces the risk of cultural faux



pas and promotes respect in cross-cultural interactions.

Improved Negotiation Outcomes

Equipped with knowledge from cross cultural negotiation books, negotiators
can develop tailored strategies that increase the likelihood of reaching
mutually beneficial agreements. Awareness of cultural preferences helps in
crafting proposals and concessions that resonate with all parties.

Stronger Business Relationships

Cross cultural negotiation books emphasize relationship-building, which leads
to stronger partnerships and long-term collaboration. Effective cross-
cultural negotiators are seen as trustworthy and respectful, enhancing their
reputation globally.

Career Advancement

Professionals skilled in cross cultural negotiation are highly valued in
multinational corporations and international organizations. Mastery of these
skills can open doors to leadership roles and global assignments.

Summary of Benefits:

Increased cultural sensitivity and adaptability

Reduction of misunderstandings and conflicts

Greater negotiation efficiency and effectiveness

Expanded global business opportunities

Enhanced professional credibility

Frequently Asked Questions

What are some of the best books on cross-cultural
negotiation?

Some of the best books on cross-cultural negotiation include 'The Culture
Map' by Erin Meyer, 'Kiss, Bow, Or Shake Hands' by Terri Morrison and Wayne
A. Conaway, and 'Cross-Cultural Negotiation' by Jeanne M. Brett.

Why is reading a cross-cultural negotiation book



important for business professionals?

Reading a cross-cultural negotiation book helps business professionals
understand cultural differences, avoid misunderstandings, and develop
strategies to effectively negotiate with people from diverse backgrounds,
leading to better outcomes.

Which book offers practical strategies for cross-
cultural negotiation?

'The Culture Map' by Erin Meyer offers practical strategies by mapping
cultural differences and explaining how to navigate them in business
negotiations.

Are there any cross-cultural negotiation books that
focus on specific regions?

Yes, some books focus on specific regions, such as 'Negotiating International
Business' by Lothar Katz, which covers negotiations in Asia, Europe, and the
Americas in detail.

How do cross-cultural negotiation books address
language barriers?

Cross-cultural negotiation books often emphasize the importance of clear
communication, active listening, and sometimes using interpreters or cultural
liaisons to overcome language barriers during negotiations.

What role do cultural values play in cross-cultural
negotiation books?

Cultural values are central in these books as they influence negotiation
styles, decision-making processes, attitudes toward time, hierarchy, and
conflict resolution, which are crucial for successful negotiation.

Can cross-cultural negotiation books help improve
interpersonal skills?

Yes, these books often provide insights into building trust, showing respect,
and adapting communication styles, which enhance interpersonal skills in
multicultural settings.

Do cross-cultural negotiation books include case
studies or real-world examples?

Many cross-cultural negotiation books include case studies and real-world
examples to illustrate cultural challenges and solutions in negotiation
scenarios.

How updated are most cross-cultural negotiation books



in reflecting current global business trends?

The most reputable cross-cultural negotiation books are regularly updated or
have recent editions that reflect evolving global business practices and
cultural dynamics.

Is 'Cross-Cultural Negotiation' by Jeanne M. Brett
suitable for beginners?

Yes, 'Cross-Cultural Negotiation' by Jeanne M. Brett is considered accessible
for beginners and provides foundational knowledge along with practical advice
for negotiating across cultures.

Additional Resources
1. Negotiating Globally: How to Negotiate Deals, Resolve Disputes, and Make
Decisions Across Cultural Boundaries
This book by Jeanne M. Brett offers practical strategies for negotiating in
diverse cultural contexts. It explores how cultural differences impact
negotiation styles and outcomes, providing readers with tools to adapt and
succeed. The text includes real-world examples and case studies to illustrate
key concepts.

2. The Culture Map: Breaking Through the Invisible Boundaries of Global
Business
Erin Meyer’s book dives into the subtle cultural differences that influence
communication and negotiation in international business. It provides a
framework for understanding how cultures vary in trust, communication styles,
and decision-making. The book is essential for anyone looking to improve
cross-cultural collaboration and negotiation.

3. Getting to Yes with Yourself: How to Get What You Truly Want
While not exclusively about cross-cultural negotiation, William Ury’s book
emphasizes the importance of internal alignment and self-awareness as
foundations for effective negotiation. It teaches how understanding oneself
can improve interactions with others, including in multicultural negotiation
settings.

4. Cross-Cultural Negotiation: Avoiding Cultural Clashes
This book focuses on the challenges negotiators face when working across
cultures and offers strategies to overcome misunderstandings. It highlights
the importance of cultural sensitivity and preparation to build trust and
reach mutually beneficial agreements. Practical tips make it a useful guide
for global negotiators.

5. Kiss, Bow, Or Shake Hands: The Bestselling Guide to Doing Business in More
Than 60 Countries
Terri Morrison and Wayne A. Conaway provide a comprehensive handbook on
cultural etiquette and negotiation tactics worldwide. The book helps readers
navigate diverse customs and business practices, reducing the risk of offense
and miscommunication. It is a valuable resource for international negotiators
seeking cultural competence.

6. Cultural Intelligence: Surviving and Thriving in the Global Village
David Livermore’s book introduces the concept of cultural intelligence (CQ)
and its critical role in effective cross-cultural negotiation. It explains
how to develop CQ through awareness, knowledge, and skills to navigate



complex cultural environments. The book includes practical exercises and
assessments to enhance one’s negotiating ability.

7. Negotiating with the Chinese: Cultural Insights for Successful Business
Deals
This book provides an in-depth look at the unique aspects of Chinese culture
that affect negotiation. It covers topics such as the role of relationships
(guanxi), communication styles, and decision-making processes. Readers gain
valuable insights into building trust and negotiating effectively in China.

8. Beyond Culture
Edward T. Hall’s seminal work explores the deep-rooted cultural factors that
influence communication and negotiation. The book introduces concepts like
high-context and low-context cultures, which are essential for understanding
cross-cultural interactions. It remains a foundational text for those
studying international negotiation dynamics.

9. The Art of Cross-Cultural Selling
This book addresses the negotiation and selling techniques required in a
multicultural marketplace. It emphasizes adapting sales strategies to
different cultural expectations and values. Readers learn how to build
rapport, overcome objections, and close deals across cultural boundaries.
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  cross cultural negotiation book: The Palgrave Handbook of Cross-Cultural Business
Negotiation Mohammad Ayub Khan, Noam Ebner, 2018-12-13 Global business management issues
and concerns are complex, diverse, changing, and often intractable. Industry actors and policy
makers alike rely upon partnerships and alliances for developing and growing sustainable business
organizations and ventures. As a result, global business leaders must be well-versed in managing
and leading multidimensional human relationships and business networks – requiring skill and
expertise in conducting the negotiation processes that these entail. After laying out a foundation
justifying the importance of studying negotiation in a global context, this book will detail
conventional and contemporary theories regarding international engagement, culture, cultural
difference, and cross-cultural interaction, with particular focus on their influence on negotiation.
Building on these elements, the book will provide a broad array of country-specific chapters, each
describing and analyzing the negotiation culture of businesspeople in a different country around the
world. Finally, the book will look ahead, with an eye towards identifying and anticipating new trends
and developments in the field of global negotiation. This text will appeal to scholars and researchers
in international business, cross-cultural studies, and conflict management who seek to understand
the challenges of intercultural communication and negotiation. It will provide trainers and
consultants with the insights they need to prepare their clients for intercultural negotiation. Finally,
the text will appeal to businesspeople who find themselves heading out to engage with counterparts
in another country, or operating in other multinational environments on a regular basis.
  cross cultural negotiation book: Negotiating Across Cultures Raymond Cohen, 1997 In this
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revised edition, as in the first, Cohen explores how cultural factors have affected U.S. dealings with
Japan, China, Egypt, India, and Mexico. He demonstrates that there are two quite different models
of negotiation: low context. a predominantly verbal and explicit style typical of individualistic
societies such as the United States, and high context, a style associated with nonverbal and implicit
communication more typical of traditionally interdependent societies.
  cross cultural negotiation book: Strategies for Effective Cross-cultural Negotiation Joo Seng
Tan, Elizabeth Ngah Kiing Lim, 2004 Intended for negotiators and students of negotiation who seek
to understand the principles and processes of cross-cultural negotiation and develop effective
strategies for negotiating in different cultures. This book about strategic negotiation across cultures
examines the negotiations of US multinational companies in China, Japan, and India.
  cross cultural negotiation book: Cross-cultural Negotiation: Ireland-Germany Sandra Urban,
2005-03-03 Bachelor Thesis from the year 2004 in the subject Business economics - Miscellaneous,
grade: 1,7, Dublin Institute of Technology, course: International Business and Languages, language:
English, abstract: Why do business negotiations often go wrong, although English is a widely and
well spoken business language? Successful communication depends not only on the level of
language; it is predetermined by the cultural knowledge, values and norms. Only when going abroad
or meeting other cultures, people may step out of their selfreference criteria and are able to become
aware of their own as well as the other’s culture. Everything that used to be normal with regarding
to behaviour, attitude and values, and therefore someone was unaware of in their own culture,
suddenly becomes strangely embedded in a newly occurring situation. In spite of a huge amount of
literature available about cross-cultural communication, there is little useful information, which is
applicable to practical and specific situations like Irish-German negotiations. Especially, it is very
difficult to acquire empirical data from negotiation processes as the influences of a third person
have a considerable effect on the other communication partners’ actions and thus the value of the
process is degraded. The usage of cultural dimensions from Hofstede, Trompenaars and Hall are
widely quoted and used for putting cultures into categories. In the meantime, these dimensions lack
examples regarding the behaviour of cultures in certain situations. Mostly, they fail to explain the
reasons for cultural behaviour, which refer to the underlying values, norms and beliefs. In addition
to some of these dimensions, I will make use of communication styles and social custom in order to
describe likely situation where tension between Irish and German negotiations can arise. But what is
more, I will try to explain the reasons for these incidents. These explanations should give the reader
a further understanding of both cultures’ values. As I am a Germannative speaker, there may be a
little bias in the explanations regarding the German cultural values.
  cross cultural negotiation book: Negotiation Skills - Research on Cross Cultural
Competence Bikal Dhungel, 2011-04 Seminar paper from the year 2008 in the subject
Communications - Intercultural Communication, grade: 2,3, Cologne University of Applied Sciences,
language: English, abstract: Negotiation can be defined as the process of bargaining between two or
more parties to reach a solution that is acceptable to all parties. Negotiation is also a dialogue
intended to resolve disputes, to produce an agreement upon courses of action, to bargain for
individual or collective advantage, or to craft outcomes to satisfy various interests. It is the primary
method of alternative dispute resolution. Negotiation could be defined differently, it depends on the
subject. Political negotiation, cultural negotiation, business negotiation etc. Negotiation occurs in
government, legal proceedings, in personal situations and in everyday life.
  cross cultural negotiation book: Cross-cultural Business Behavior Richard R. Gesteland,
2005 Now readers of the fourth edition will find even more of that practical guidance for negotiating
with customers and suppliers around the world. They will also find fresh new cases, additional
negotiator profiles and comparisons of Nordic business cultures as well as detailed advice for
adapting sales presentations to the culture of the customer.
  cross cultural negotiation book: The Palgrave Handbook of Cross-Cultural Business
Negotiation Mohammad Ayub Khan, Noam Ebner, 2018-12-13 Global business management issues
and concerns are complex, diverse, changing, and often intractable. Industry actors and policy



makers alike rely upon partnerships and alliances for developing and growing sustainable business
organizations and ventures. As a result, global business leaders must be well-versed in managing
and leading multidimensional human relationships and business networks – requiring skill and
expertise in conducting the negotiation processes that these entail. After laying out a foundation
justifying the importance of studying negotiation in a global context, this book will detail
conventional and contemporary theories regarding international engagement, culture, cultural
difference, and cross-cultural interaction, with particular focus on their influence on negotiation.
Building on these elements, the book will provide a broad array of country-specific chapters, each
describing and analyzing the negotiation culture of businesspeople in a different country around the
world. Finally, the book will look ahead, with an eye towards identifying and anticipating new trends
and developments in the field of global negotiation. This text will appeal to scholars and researchers
in international business, cross-cultural studies, and conflict management who seek to understand
the challenges of intercultural communication and negotiation. It will provide trainers and
consultants with the insights they need to prepare their clients for intercultural negotiation. Finally,
the text will appeal to businesspeople who find themselves heading out to engage with counterparts
in another country, or operating in other multinational environments on a regular basis.
  cross cultural negotiation book: Handbook of Global and Multicultural Negotiation
Christopher W. Moore, Peter J. Woodrow, 2010-02-04 Praise for Handbook of Global and
Multicultural Negotiation In today's globalized world, few competencies are as essential as the
ability to negotiate across cultures. In this insightful and practical book, Chris Moore and Peter
Woodrow draw on their extensive global experience to help us understand the intricacies of seeking
to reach intercultural agreements and show us how to get to a wise yes. I recommend it highly!
William Ury coauthor, Getting to Yes, and author, The Power of a Positive No Rich in the experience
of the authors and the lessons they share, we learn that culture is more than our clothing, rituals,
and food. It is the way we arrange time, space, language, manners, and meaning. This book teaches
us to understand our own culture so we are open to the other and gives us practical strategies to
coordinate our cultural approaches to negotiations and reach sustainable agreements. Meg Taylor
compliance advisor/ombudsman of the World Bank Group and former ambassador of Papua New
Guinea to the United States of America and Mexico In a globalized multicultural world, everyone
from the president of the United States to the leaders of the Taliban, from the CEO of Mittal Steel to
the steelworkers in South Africa, needs to read this book. Chris Moore and Peter Woodrow have
used their global experience and invented the definitive tool for communication in the twenty-first
century! Vasu Gounden founder and executive director, ACCORD, South Africa Filled with practical
advice and informed by sound research, the Handbook of Global and Multicultural Negotiation
brings into one location an extraordinary and comprehensive set of resources for navigating conflict
and negotiation in our multicultural world. More important, the authors speak from decades of
experience, providing the best book on the topic to date a gift to scholars and practitioners alike.
John Paul Lederach Professor of International Peacebuilding, Kroc Institute, University of Notre
Dame
  cross cultural negotiation book: International Negotiation Glen Fisher, 1980 Intended for
professionals who work internationally, the booklet addresses the cross-cultural communication
process that is involved whenever persons of widely differing backgrounds attempt to reach
agreements. Three countries (Japan, Mexico, and France) are compared and a line of questioning
and analysis that a negotiator might find useful, whatever the national identity, is suggested. The
first of six sections presents a broad overview of the social psychology of cross-cultural negotiation;
the next five sections each deal with a particular consideration involved in the process. The first
consideration involves understanding the way that negotiators view the negotiation encounter itself
(the session's social meaning, who should attend, what kind of conversations should take place, with
what courtesy, and with what expected style of debate). The second consideration is concerned with
ways that cultural background affects decision making style. The effect of national character on the
negotiation process, a third consideration, involves the effect of national self-image on negotiation,



specific values and implicit assumptions of negotiators, and cultural differences in styles of logic,
reasoning, and persuasion. The fourth consideration, coping with cross-cultural noise, covers the
background distractions, including noise, the presence of other people, and habits or idiosyncracies
that bother one party or the other. A fifth consideration, trusting interpreters and translators is the
topic of the final section. This section examines actual limits in translating ideals, concepts,
meanings, and nuances; the subjective meaning on each side of a translation; and built-in styles of
reasoning that resist translation. (LH)
  cross cultural negotiation book: Cross-Cultural Business Negotiations Donald W. Hendon,
Rebecca A. Hendon, Paul Herbig, 1999-09-30 Annotation Examines cross-cultural negotiations from
the point of view of a practitioner, and provides country profiles with analyses on how to best
negotiate.
  cross cultural negotiation book: The Handbook of Negotiation and Culture Michele J.
Gelfand, Jeanne M. Brett, 2004 In the global marketplace, negotiation frequently takes place across
cultural boundaries, yet negotiation theory has traditionally been grounded in Western culture. This
book, which provides an in-depth review of the field of negotiation theory, expands current thinking
to include cross-cultural perspectives. The contents of the book reflect the diversity of
negotiation�research-negotiator cognition, motivation, emotion, communication, power and
disputing, intergroup relationships, third parties, justice, technology, and social dilemmas�and
provides new insight into negotiation theory, questioning assumptions, expanding constructs, and
identifying limits not apparent from working exclusively within one culture. The book is organized in
three sections and pairs chapters on negotiation theory with chapters on culture. The first part
emphasizes psychological processes�cognition, motivation, and emotion. Part II examines the
negotiation process. The third part emphasizes the social context of negotiation. A final chapter
synthesizes the main themes of the book to illustrate how scholars and practitioners can capitalize
on the synergy between culture and negotiation research.
  cross cultural negotiation book: Cross-cultural Business Negotiations DONALD WAYNE
HENDON., Rebecca Angeles Hendon, Paul A. Herbig, 2019
  cross cultural negotiation book: The Handbook of Negotiation and Culture Michele J.
Gelfand, Jeanne M. Brett, 2004 In the global marketplace, negotiation frequently takes place across
cultural boundaries, yet negotiation theory has traditionally been grounded in Western culture. This
book, which provides an in-depth review of the field of negotiation theory, expands current thinking
to include cross-cultural perspectives. The contents of the book reflect the diversity of
negotiation�research-negotiator cognition, motivation, emotion, communication, power and
disputing, intergroup relationships, third parties, justice, technology, and social dilemmas�and
provides new insight into negotiation theory, questioning assumptions, expanding constructs, and
identifying limits not apparent from working exclusively within one culture. The book is organized in
three sections and pairs chapters on negotiation theory with chapters on culture. The first part
emphasizes psychological processes�cognition, motivation, and emotion. Part II examines the
negotiation process. The third part emphasizes the social context of negotiation. A final chapter
synthesizes the main themes of the book to illustrate how scholars and practitioners can capitalize
on the synergy between culture and negotiation research.
  cross cultural negotiation book: Crosscultural negotiation Martina Mottl, 2003-01-24
Seminar paper from the year 2001 in the subject Communications - Intercultural Communication,
grade: 1,7 (A-), Nürtingen University (Economics), course: Hauptseminar, language: English,
abstract: „Mitsubishi is certainly an interesting partner concerning busses and trucks, but he is
already married,” said Rolf Eckrodt of DaimlerChrysler AG about the discussion on buying shares of
Mitsubishi Motors Corp. (MMC) . In 1999 the Swedish utility truck manufacturer Volvo entered into
an alliance with MMC by acquiring 3.3 percent of the shares. DaimlerChrysler AG – seeking for a
Japanese partner in the field of busses and trucks – considers buying Volvo’s outstanding 3.3 percent
stake in MMC. The problem at this point is that Volvo has already established a long-term
relationship with MMC which is the basis on that future success rests. In the following, I will explain



the problems which might arise in the negotiating process between the German-American company
DaimlerChrysler AG and the Japanese corporation Mitsubishi. There are various differences between
the Western and the Japanese society which have great influence on the negotiating process. The
Germans have to pay attention to these differences, for instance, the strong hierarchical system, the
group consensus in decision-making and the deference to seniors in Japan. Offending against certain
rules of the Japanese society might harm the relationship between the counterparts in a negotiation.
  cross cultural negotiation book: e-Negotiations Dr Daphne Halkias, Dr Nicholas
Harkiolakis, Dr Sam Abadir, 2012-11-01 Practical negotiating skills, including those needed for
cross-cultural negotiations have long been taught in classrooms, along with some of the theory that
underpins them. Most of this has been based on the notion that negotiation will be interpersonal and
face-to-face. In recent years, though, globalization, the telecommunications boom and the ever
increasing need for today's professionals to conduct cross-cultural business transactions has led to a
new way of negotiating, bargaining, and resolving disputes. In e-Negotiations, Nicholas Harkiolakis
and his co-authors highlight the challenge that awaits the young professionals who are today
training in business schools. Future dispute resolutions and bargaining will take place between
faceless disputants involved in a new kind of social process. Any adolescent with a mobile phone and
Internet access knows that most of today's social transactions take place via a hand held or other
electronic device. In a world of video conferences, chat rooms, Skype, Facebook, and MySpace,
critical financial, business and political decisions are made through interaction between
two-dimensional characters on screens. Here, the authors compare and contrast e-negotiation as it
currently is with traditional face-to-face negotiation. Case studies illustrate how cross-cultural
negotiations can be managed through modern channels of social influence and information-sharing
and shed light on the critical social, cognitive and behavioral role of the negotiator in resolving
on-line, cross-cultural, conflicts and disputes, and generally in bargaining and negotiation. This
book, with its practical exercises, will be of immense help to students and professionals needing to
'practice' with the new negotiating media.
  cross cultural negotiation book: Handbook on Cross-Cultural Marketing Glen H.
Brodowsky, Camille P. Schuster, 2020-09-25 This Handbook suggests future directions for
cross-cultural marketing research in a rapidly evolving global environment. It builds upon existing
models and topics and addresses the methodological challenges of cross-cultural research and
provides applied examples spanning various methodologies as well as industry sectors and country
settings. In addition, contributors present new paradigms for future research.
  cross cultural negotiation book: Crosscultural negotiation Martina Mottl, 2003-01-24
Seminar paper from the year 2001 in the subject Communications - Intercultural Communication,
grade: 1,7 (A-), Nürtingen University (Economics), course: Hauptseminar, language: English,
abstract: „Mitsubishi is certainly an interesting partner concerning busses and trucks, but he is
already married,” said Rolf Eckrodt of DaimlerChrysler AG about the discussion on buying shares of
Mitsubishi Motors Corp. (MMC) . In 1999 the Swedish utility truck manufacturer Volvo entered into
an alliance with MMC by acquiring 3.3 percent of the shares. DaimlerChrysler AG – seeking for a
Japanese partner in the field of busses and trucks – considers buying Volvo’s outstanding 3.3 percent
stake in MMC. The problem at this point is that Volvo has already established a long-term
relationship with MMC which is the basis on that future success rests. In the following, I will explain
the problems which might arise in the negotiating process between the German-American company
DaimlerChrysler AG and the Japanese corporation Mitsubishi. There are various differences between
the Western and the Japanese society which have great influence on the negotiating process. The
Germans have to pay attention to these differences, for instance, the strong hierarchical system, the
group consensus in decision-making and the deference to seniors in Japan. Offending against certain
rules of the Japanese society might harm the relationship between the counterparts in a negotiation.
  cross cultural negotiation book: Culture in Negotiations across Cultures in Business.
An Encounter and Business Negotiations between Iceland and Portugal Julian Rudolf,
2020-10-26 Seminar paper from the year 2019 in the subject Business economics - Corporate



communication, grade: 1.3, University of Applied Sciences Aschaffenburg, language: English,
abstract: The paper focuses on the role of culture in negotiations across cultures in business.
Starting point of the paper will be the theoretical analysis of the selected cultures of Portugal and
Iceland with the help of relevant theories/approaches regarding culture’s impact on negotiations.
The impact of culture on negotiations in business will then be analyzed in a practical part with the
help of a specific critical incident with focus on the Portuguese and Icelandic culture. The paper
focuses on selected cultural aspects. The focus was chosen on aspects that show the most
interesting differences between the cultures of Iceland and Portugal and that are most interesting
for the critical incident. The paper focuses on communication aspects, that are important during
negotiations, as well as the monochronic and polychronic time orientation and Gestelands’ pattern of
relationship-focus and deal-focus. Cross-cultural negotiations are getting more and more important
in the business context. Doing business abroad, using sources and hiring workforce from other
cultures make cross-cultural negotiations between professionals necessary, especially in times of
globalization. In international business, great benefits can be gained from cross-cultural
negotiations, nevertheless negotiations across cultures are more complex than negotiations between
persons from the same country or culture. Negotiations between people from different cultures add
an entire dimension to any negotiation introducing inter alia language barriers, differences in body
language and alternative ways of expressing pleasure or displeasure with the elements of the deal
that is negotiated. A professional negotiator has to understand the cultures of the participants, as
well as culturally specific aspects. People that are involved in international negotiations have to
acquire a skill set that is useful in the prevention of undesired perceptions and that promotes
successful negotiation outcomes. According to the authors Shi and Wright the business executive’s
work has an increasingly international orientation and international business negotiation becomes
an important competency in a global business environment.
  cross cultural negotiation book: e-Negotiations Nicholas Harkiolakis, Daphne Halkias,
2016-04-29 Practical negotiating skills, including those needed for cross-cultural negotiations have
long been taught in classrooms, along with some of the theory that underpins them. Most of this has
been based on the notion that negotiation will be interpersonal and face-to-face. In recent years,
though, globalization, the telecommunications boom and the ever increasing need for today's
professionals to conduct cross-cultural business transactions has led to a new way of negotiating,
bargaining, and resolving disputes. In e-Negotiations, Nicholas Harkiolakis and his co-authors
highlight the challenge that awaits the young professionals who are today training in business
schools. Future dispute resolutions and bargaining will take place between faceless disputants
involved in a new kind of social process. Any adolescent with a mobile phone and Internet access
knows that most of today's social transactions take place via a hand held or other electronic device.
In a world of video conferences, chat rooms, Skype, Facebook, and MySpace, critical financial,
business and political decisions are made through interaction between two-dimensional characters
on screens. Here, the authors compare and contrast e-negotiation as it currently is with traditional
face-to-face negotiation. Case studies illustrate how cross-cultural negotiations can be managed
through modern channels of social influence and information-sharing and shed light on the critical
social, cognitive and behavioral role of the negotiator in resolving on-line, cross-cultural, conflicts
and disputes, and generally in bargaining and negotiation. This book, with its practical exercises,
will be of immense help to students and professionals needing to 'practice' with the new negotiating
media.
  cross cultural negotiation book: International Business Negotiation Barry Maude,
2020-04-10 Expertly blending theory and practice, this accessible and up-to-date textbook offers a
clear and comprehensive introduction to international business negotiation. The book draws on the
practical experiences of managers, consultants and entrepreneurs who have successfully conducted
business negotiations around the world, offering practical and realistic guidelines for improving
negotiation practice in a wide range of international and cross-cultural contexts. It covers the key
negotiation theories, concepts, strategies and practices needed to succeed in contemporary business



negotiations. Thoroughly updated throughout, this edition contains new content on ethical,
cross-border M&A, and international joint ventures negotiations. With engaging pedagogy and
rigorous coverage of key theories and research findings, this textbook is an essential companion for
modules in negotiation and international negotiation at undergraduate, postgraduate and MBA
modules. It is also suitable for managers and practitioners who are interested in, or participate in,
international negotiation.
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