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This strategy is regarded as a kind of joint problem-solving, but is still ritualistic. Americans without
experience negotiating were in a minority, and the reasons cited were related to their occupation or
personality. Whilst a diagnostic tool is useful at pinpointing areas of business opportunity, the reader may be
wondering what can be done from there to improve bottom line negotiation results. The results of the
questionnaires can be utilized in a variety of forms as an introduction to intercultural communication. For a
German or a Swedish person, for example, the Italians or the Greeks get too close. Lederach observes, for
example, that in Central America, a slight movement of the eyes may indicate embarrassment, showing
respect, or disagreement. Bester 2nd ed. Since he was in Japan, I should have aggressively suggested that he
try Japanese dishes. An example of how this strategy was employed successfully was: "Sometimes at work I
disagree with my boss about what ingredients we should use in a dish. I talked about our bad economy and
how it costs more for products we use for our sandwiches;" and "I worked at a gas station and had to negotiate
with customers all the time. He has been a consultant on Japanese negotiation and business relationships for
the past 20 years. The clerk declined by saying that it was already offered at a discount price. Ury, W. LA:
Sage. These differences vary by group, but should be considered in any exploration of space as a variable in
negotiations. Finally, they were asked about differences in their approaches to the two situations. Maybe I
should have written a formal letter, emphasizing how good of a worker I was and how I was no longer an
intern. Nancy Adler compares key indicators of success as reported by negotiators from four national
backgrounds. As negotiators understand that their counterparts may be seeing things very differently, they will
be less likely to make negative judgments and more likely to make progress in negotiations. Relationships are
cherished and are required to begin a business relationship. The time it takes to complete an interaction is
elastic, and more important than any schedule. Watkins, M. This can be very embarrassing to the Japanese
recipient. For example, in Mexico, a hug may reliably communicate the development of a trusting
relationship, while a German negotiator might experience a hug as inappropriately intimate. Boston: McGraw
Hill. References Doi, T. Representative examples were: "While I worked at Burger King, I had an older
couple complain about how prices had gone up on a sandwich. This went on until Friday when the Americans
were so frustrated that they would have done almost anything to get the negotiation finished. The new
negotiating edge. On the other hand, negotiation has been positively regarded by Americans who have been
encouraged both to study negotiation strategies as well as implement them in a wide variety of circumstances.
Silence at a negotiation is common and appreciated by the Japanese. So I told him that I would buy a digital
camera as well, and asked him again to lower the price. Greeting rituals fit with these patterns, so awareness of
local norms is important for negotiators. It is understood that this is just a business relationship, but it is a
necessity nonetheless. Then, how do differences in cultural backgrounds affect American and Japanese ways
of viewing and conducting negotiations? They should be taken as a series of starting points rather than
definitive descriptions, since cultural groups are too diverse and changing contexts too influential to be
described reliably. Negotiation Journal, 15,  For the Chinese, these arrangements may lead them to feel
alienated and uneasy. English trans. Get Newsletter! In parent-child relationships, however, negotiation can be
completed even if it benefits only one party.


