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ABSTRACT 

Most organizations have cultural diversity, therefore, it will have both positive and negative 

effects on a business negotiation process. This conceptual paper discusses the pro and cons of 

cultural diversity in negotiation. Positive effects assist negotiators in learning new negotiating 

strategies and learning different aspects of culture. Negative consequences such as 

miscommunication and interpersonal conflicts, on the other hand, have an impact on the 

negotiator's productivity as well as the negotiation process. The negotiation process may fail 

if the negotiators do not contribute to their work. The steps to overcome the issues are also 

discussed in this paper in the quest to overcoming the issues of cultural barriers during the 

negotiation process. 
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1.0 INTRODUCTION - CULTURE AND CULTURAL DIFFERENCES 

 

Language, social traditions, faith, food, art, clothing, and other factors all contribute to a 

community's culture. Everyone has a culture that their parents have instilled in them since 

childhood and that they will pass down to future generations. This period of progressing 

civilization has been going on for millennia, and there are many different cultures in this 

world. When a population is made up of people from various backgrounds and ethnicities, 

cultural differences can arise. Visual inconsistencies to forms of social and mental practice 

shared through daily life experiences by a group of people involved are examples of cultural 

complexity. Cultural diversity follows various classifications of diversity, understanding a 

crowd, and its capacity to respond to the globe in terms of its general mental structure. 

Nationality has no bearing on cultural differences.  

Age, race, class, physical abilities or characteristics, sexual and sexual personality, 

fundamental attitudes and practices of individuals and groups of power in the workforce and 

network are all important indicators of diversity. Furthermore, sub-perspective has a 

significant impact on individual beliefs and personalities, including job, location, 

compensation, integration, and rigorous and professional training. Explicit decisions, such as 

the director's vision, thoughts, and facts, or the employer's and worker's work environments, 

all have an impact on the scheme's outcome (Econeta, 2019). Within national gatherings, 

these subcultures produce a wide range of thinking and behavior examples. 

 

1.1 Business Negotiation 
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Negotiation is a method of resolving disagreements. Settlement, agreement, collaboration, 

and bargaining are all terms that are used interchangeably. It occurs in practically every 

aspect of life, including business, personal conditions (marriage, parenting, and so on), legal 

procedures, and government concerns. Negotiation is a method of communication aimed at 

resolving disagreements between parties and resolving conflicts amicably. The parties are 

aiming for a win-win situation. Business negotiations necessitate a lot of study, such as 

determining why a negotiation is necessary, who is involved, what are their perspectives, 

what are your goals, and what is expected from the negotiation. 

A business negotiation is a process in which two or more parties, each with its own 

exchange value expectations, needs, and views, seek a common ground and resolve a 

problem. Negotiating skills are vital in industry, especially in formal transactions such as 

day-to-day interactions and sales conditions, leasing, service delivery, and other legal 

agreements (Bloemendaal, 2019). 

 

2.0  NEGOTIATION ISSUES IN MULTI-CULTURALISM  

 

Cultural differences influence business negotiations in both positive and negative ways. As 

the world has become more globalized, cultural differences have become more aggressive in 

many organizations, with greater consequences. But what if the cultural divide has had a 

negative impact on business negotiations? Will cultural differences have an impact on the 

negotiating process? Cultural variety exists when a group of individuals from many religions 

form a culture. In corporate talks, there will be many negotiators from many cultures and 

religions, and there will be cultural diversity among the negotiators. 

 

 

3.0 NEGATIVE EFFECTS OF NEGOTIATORS' CULTURAL DIFFERENCES 

ON COMMERCIAL NEGOTIATIONS 

 

One of the negative implications is a communication barrier. Supervising communications in 

a multicultural group is more perplexing and stimulating than overseeing correspondence 

between identical communities or individual loneliness (Ekhoneta, 2019). It's an 

authentication culture that governs how members of the organization encrypt, transmit, and 

comprehend messages. Because of miscommunication or the illusion of a formal hierarchical 

system, the contradictions of distrust and struggle continue. It will demand greater delegate 

revenue rates, less liability, fewer guarantees, and less innovation in the workplace. The issue 

is comparative or unique to the local culture.  

Language is a persistent impediment to development in a mystery cosmos that closely 

mimics unique approaches. In any situation, the society recognizes communication 

challenges and allows for increased communication innovation as a result of variety. It is also 

associated to correspondence style and cultural separation, according to the researchers. As a 

result, it entails the creation of a cultural letter that examines cultural features and other 

cultural problems, such as putting pressure on relationships, considering others, and avoiding 

them. Language is an important component of a negotiator's life, especially in business 

negotiations. In a corporate negotiation, there will be several negotiators from many cultures. 

They speak various mother tongues, but English is a universal language that connects 

everyone on the planet. However, even in English, there are different levels of literacy, slang, 

and the degree of literacy of English used by Westerners is much greater due to the usage of 

idiomatic phrases and complicated grammars. This contributes to misunderstandings since 

persons of other faiths or those who are less informed may not understand or misinterpret the 

message.  



International Journal of Business,  

Marketing and Communication                                                                                 Vol.1(2), No. 9, Oct 2020, 1-6 

 

IJBMC : An International Journal                        eISSN: 2785-8413                                          Page 3 

Furthermore, there is body language, which varies depending on the faith. Take, for 

example, eye contact. When chatting with one another, one country may feel that eye contact 

is appropriate, whereas making eye contact with another country may be considered insulting. 

While a result, as they speak with one another, it may result in a disagreement amongst 

negotiators. When negotiators are depressed and have frequent arguments owing to their 

cultural variety, it can affect their business. They don't get the best outcomes because their 

climate isn't conducive to working silently. Then there are the variations in social behavior 

and lifestyle, which have a negative impact.  

Because of differences in culture, personality, or both, companies appear to approach 

one of two essential approaches: negotiation is a win-win process or a needed fighting 

process, where one side prevails and the other loses (win-lose). Win-win negotiators perceive 

the deal as a constructive, problem-solving procedure; win-lose negotiators perceive it as a 

confrontation. When you engage into negotiations, it's critical to recognize what kind of 

negotiator is at the negotiation table. For example, Westerners and Easterners are not the 

same, as Westerners prefer win-lose methods whereas Asians prefer win-win techniques. 

Westerners are also more individualistic, so they don't mind working alone, and they prefer 

openness to experience since they want to learn new things. This is due to the self-

determination of persons who wish to control and drive things toward their own personal 

aims. They do not wish to live a life full of regulations and conventions when they grow up in 

a child-autonomous community, thus they prioritize their own self-interests. Eastern people, 

on the other hand, prefer to work in groups rather than alone. They desire to live a secure and 

adaptive existence because they are afraid of making a mistake if they try something new. 

They are terrified of being judged by others, so they act in accordance with culture and 

climate.  

Easterners have more regulations and norms to follow since parental bias is engrained 

in their society. They place a greater focus on a harmonious relationship than on personal 

priorities. As a result, when they see and experience a different way of life, it may provide a 

culture shock difficulty for negotiators in a particular business transaction. Working with 

their negotiator may feel awkward and uncomfortable for them because they are not used to 

it. For example, Asian negotiators may find it difficult to deal with their opponent's win-lose 

techniques. 

Finally, in the context of the negotiation, negotiators from other cultures can appear in 

a variety of ways. Different perspectives, distinct thoughts, qualities, standards, customs, 

shapes, attributes, and traditions exist among culturally classed negotiators. "The resemblance 

of an iceberg to the face of these infinite dimensions is reminiscent of; the apparent 

characteristics of race, race, gender, age and disability are related to the smaller, more visible 

part of the glacier, and they are the basis of the law against discrimination around the world" 

(Piastoca, 2010, p. 6). When dealing with international suppliers, you may encounter a 

variety of obstacles, including unfamiliar norms, beliefs, and governments, which are 

typically located in the United States. They are not allowed to negotiate with suppliers.   

Cultural disparities between the two parties are a constant stumbling block in 

international talks. Understanding the culture of a foreign adversary is similar to peeling 

onions because you have to explain the behaviors that represent the rules that are set out in 

values to show attitudes. Differences in culture can make business talks and partnerships 

more difficult in numerous ways. For negotiators from some cultures, the primary goal of a 

business negotiation is to reach an agreement between the parties. (Wayne,2017). Other 

communities believe that the goal of the negotiations is to establish a friendship between the 

two parties rather than a signed agreement.  

While the relationship is documented in writing, the relationship is the heart of the 

contract. Asian negotiators are more likely to devote more time and effort to discussions, 
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generally with the goal of creating a partnership, whereas Western negotiators are more likely 

to rush through this first-phase agreement. Preliminary dialogues, in which the parties try to 

get to know each other intimately, are an important framework for a successful commercial 

relationship. When the aim is simply a contract, they may appear to be less vital. As a result, 

if an Asian and a Westerner sign a transaction, the cultural differences may generate 

unnecessary problems because they would have different ideas and concepts about the 

bargaining contract. As a result, the negotiators will have an uncomfortable commercial 

negotiating process. 

 

4.0 SIGNIFICANCE OF CULTURAL DIVERSITY IN BUSINESS 

NEGOTIATIONS 

 

Cultural variety can be considered as a point of view among negotiators from various 

perspectives, especially when a negotiator with a position with diverse cultures consistently 

has distinct patterns of thought. If a commercial negotiation includes more than two 

negotiators from different cultures, and the negotiation process encounters a cultural issue, 

they will know how to solve the problem in their own cultural approach. These negotiators 

are shaped by ideas and culture that encourage them to look outside the box and consider 

multiple solutions to an issue. When addressing members of a same culture to solve a similar 

problem, this is tough to achieve. Representatives from various communities hold separate 

meetings, which can be beneficial to the organization by offering better and more detailed 

information. Most negotiators feel that shared knowledge work with culturally varied 

individuals benefits, according to AlJenaibi's (2011) influence and status of cultural diversity 

within the United Arab Emirates."overcome cultural differences through shared experiences 

while discussing together" in Malaysia  (Muhammadraz), 2018. 

Another argument for the importance of cultural variety is that the experience of 

culturally varied negotiators, such as a negotiator, can assist or teach another negotiator with 

new techniques. This is what helps when filling in the blanks in a faraway location; they have 

enough information about a foreign country's way of life to avoid, or at least minimize, 

cultural shock. Businesses who do not have culturally diverse negotiators should eventually 

bear the price of making the negotiator learn about global lifestyles and work processes. It 

can be costly for a negotiator to understand about a country, especially during epidemics. As 

a result, if one negotiator assists another, they will be more cost-effective because they will 

have more suggestions about their country and culture about how to enhance the sector of the 

other country. Because domestic representatives function as mentors and coaches, assets and 

money can currently be diverted from ethnically diverse negotiators. Speculation can involve 

the hiring of international coaches, the sale of global cultural records to negotiators, or the 

sale of papers, documents, and guides to improve the understanding of worldwide 

communities. It doesn't take much time to do just one of these things, but it costs the 

company a lot of money. The approach for merging such an object into a distant land 

becomes less complicated in this approach. 

Similarly, cultural variety among negotiators allows a corporate negotiation to move 

from the brick and mortar office to the electronic marketing room. Diversity aids in the 

summarization, processing, and coordination of one organization's operations, the 

presentation of another thing, the establishment of a business battle, the creation of a new 

concept, the execution of a new mission, and the dismantling of evolving designs. Cultural 

transmission, cultural boundaries, cultural agreement, cultural collaboration, and cultural 

reconciliation are the five basic step-by-step cultural variety correspondence methods. The 

cooperative energy created from the passionate placement of self-culture in various social 

hierarchies is a truly appropriate mechanism for this (Kamal and Ferdousi, 2009, p. 161). By 
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studying about their own country, understanding how to start a business in their own nation, 

and always extending and being compatible with what clients know, negotiators can assist a 

negotiation process broaden its business in many countries. As a result, there will be more 

opportunities to win in negotiations and the efficiency of corporate negotiations will improve. 

 

5.0  NEGOTIATION STRATEGY IN MULTI-CULTURAL ENVIRONMENT 

 

First, learn about the culture of the opposing party. Constant negotiating papers, such as 

learning about the society's conventions, traditions, barriers, and more, propose that we 

investigate our host or adversary's culture. With a bow, the corporate negotiators should 

shake hands, embrace, or welcome one another. Negotiators should constantly be ready for a 

quick chat that builds long-term trust and be ready to do business. These suggestions will aid 

negotiators in avoiding humiliating or offensive cultural issues while also increasing the 

success of their business talks. . For negotiators, conversing is a means to achieve objectives, 

build relationships, and settle disagreements. Most negotiators understand that this is the most 

important tool they can have for successful negotiations. Contact is much more important 

when dealing with comrades from other cultures. As a result, it is critical to understand the 

culture of the opposing side. 

Second, build cross-cultural linkages. Rather than focusing on how to overcome 

cultural barriers, consider how to influence the two (or more) cultures mentioned in your 

commercial talks. The construction of the bridge is a representation of cultural resemblance, 

such as a common bloodline or shared practices. Or it could entail looking for parallels 

between cultures, such as shared history, interests, or goals. 

Third, when faced with significant demands for their attention, negotiators were more 

prone to cling to the homogeneity of their society in cross-cultural communication to ease 

tension. Emotional tension, duty to others, and deadlines are more likely to result in a 

stereotype than a careful analysis of the interaction. So, in cross-cultural commercial 

negotiations, take the appropriate steps to reduce tension. This may entail taking frequent 

breaks, allowing enough time for discussion, or identifying third parties who can assist you in 

resolving any conflicts or disagreements that may arise during your speech. As a result, the 

stress associated with cultural barriers will be reduced, and you will begin to see each other 

as negotiators rather than competitors. 

 

6.0 CONCLUSION  

 

Cultural diversity is one of the most important aspects of a commercial negotiation, 

especially in terms of the process' performance. The benefits and drawbacks of cultural 

diversity are discussed. Because they will look at a certain subject from numerous aspects, 

positive impacts allow a company negotiation to come up with different ideas and problem-

solving skills to strengthen its negotiation process. When it comes to negative consequences, 

a corporate negotiation may encounter challenges such as conflict among negotiators, 

misunderstandings, and social behavior and lifestyle disparities. These challenges have an 

impact on the corporate negotiation process since negotiators are unable to give their full 

commitment to their work due to these challenges. There are also various methods 

negotiators can take to overcome cultural challenges while negotiating, including studying 

the other party's culture, connecting cultures, and having stress-free cross-communication. It 

all relies on how the negotiators incorporate their cultural differences into their business 

negotiations. In order to have a successful corporate negotiation, the negotiator must steer the 

cultural variety of the process toward favorable outcomes. 
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