
G LO S S A RY

Professional Certificate in Teaching Business English for Intercultural Communication

Intercultural Negotiation Techniques

Intercultural Negotiation Techniques:

Intercultural negotiation techniques refer to the strategies and skills used when negotiating with individuals
from different cultural backgrounds. These techniques are essential in ensuring successful communication,
understanding, and agreement between parties from diverse cultures.

Related Terms: Cross-cultural negotiation, cultural intelligence, intercultural communication, negotiation
styles, cultural awareness.

Explanation: Intercultural negotiation techniques involve adapting one's approach to negotiation based on
the cultural norms, values, and communication styles of the parties involved. It is crucial to recognize and
respect cultural differences during negotiations to build trust and reach mutually beneficial agreements.

One key aspect of intercultural negotiation techniques is understanding the concept of "face" in different
cultures. "Face" refers to an individual's public image, reputation, and dignity. In some cultures, preserving
"face" is of utmost importance, while in others, direct communication and honesty may be valued more.

Another important consideration in intercultural negotiation is the concept of "high-context" versus "low-
context" cultures. In high-context cultures, communication is implicit, relying on context, non-verbal cues,
and relationships, while in low-context cultures, communication is explicit, relying on verbal communication
and directness.

Practical Application:
An example of applying intercultural negotiation techniques is when negotiating a business deal with a
Japanese company. In Japanese culture, hierarchy and respect for authority are significant, so it is essential
to address the most senior member of the team first and show respect for their position. Additionally,
taking the time to build relationships before discussing business matters is crucial in Japanese culture.

Challenges:
One of the challenges of intercultural negotiation is overcoming language barriers. Misinterpretation of
words or phrases can lead to misunderstandings and breakdowns in communication. It is essential to use
clear and simple language to ensure that all parties understand each other's intentions. Additionally, cultural
differences in negotiation styles, such as direct versus indirect communication, can create challenges in
finding common ground and reaching agreements.

In conclusion, mastering intercultural negotiation techniques is vital for effective communication and
relationship-building in a globalized business environment. By understanding and respecting cultural
differences, adapting communication styles, and building trust, negotiators can navigate diverse cultural
landscapes and achieve successful outcomes in negotiations.
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