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Negotiators identify themselves in the way they negotiate, deal with the 
treaties and obtain the result. The negotiation style they develop is 
influenced by their national culture. To reach the agreement, the 
negotiator has to know and understand the cultural features that 
influence the negotiation process. 
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Negotiators identify themselves in the way they negotiate, deal with 
the treaties, and obtain the result. The style used reflects, first of all, the 
personality of the negotiator, who has an individual or personal style. It is 
also an expression of a certain culture (organizational, national, regional), 
which means a collective style (Popa, 2006, p.172). 

Negotiators usually choose two completely different negotiation 
styles: the tough one and the flexible one. (Thompson, 2007, p.113). The 
tough negotiator is firm, has high demands, rarely makes concessions, 
remains firm in his decision up to the end, and often rejects offers which are 
in the negotiation area. On the other hand, the flexible negotiator often 
makes too many concessions, reveals his doubts and his concern is to let the 
opponent feel content while negotiating, leaving him even the largest share. 
According to Lewiczki and Robinson, about 78% of those who attended the 
MBA courses consider themselves as having a co-operant style, 22% as 
being aggressive. About 73% of the lawyers are considered by their 
colleagues as being co-operant, and 27% aggressive. None of the styles is 
particularly efficient in increasing and dividing the share, both being able to 
lead to regrettable results for the negotiators. The tough negotiator may miss 
potentially benefic contacts and can be considered a stubborn person. This 
may intimidate the others, but won’t change the dimension of the 
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negotiating area. The flexible negotiator agrees too easily and never obtains 
too much from the negotiation excess.  

According to Ioan Deac (Deac, 2002, p.49-51) we can usually 
identify five negotiation styles, due to the dominant attitude of the 
negotiator: 

- cooperating: the negotiator acknowledges the existence of the 
difference in interests and tries to solve the problems in such a way, that, at 
the end of the agreement, both parts should win (a win-win attitude); 

-  compromissive: the negotiator does not openly admit the existence 
of a conflict of interests, hoping that, through evasion, compromise or the 
presence of a third part, to reach an acceptable solution; 

-  conciliating: the negotiator considers that the relations between the 
parts are more important than the interests and makes concessions in order 
to maintain them friendly; 

-  assertive: the negotiator struggles at any price to carry out his 
interest, wants to win without letting anything to the other part (a win-lose 
attitude); 

- evading: the negotiator considers that a conflict should be evaded 
at any price and does not adopt a firm attitude when there are opposite 
interests, preferring the evasive, eluding or hesitant formulae.   

According to Edmund Curry, an author who was very much concerned 
with the necessity of choosing the right style in negotiations, there are at least 23 
personal styles of negotiation, very different from each other. They can be seen, in 
a simplified form, in Grid 1: 
Grid 1:  Individual styles of negotiation 

Style                                  Characteristics 
1. Aggressive Inflexible, no concessions 
2. Tolerant Docility, postponig the litigious problems, concessions 
3.Passive Waiting for, discretion, patience, analizing the opponent  
4.Impassive Inexpresivity, apparent indifference, waiting for the opponent’s reactions 

5.Intimidating Intimidating the opponent, rigour, firm  
6.Tehnocrat Technical exactness, professional accuracy,dates 
7.Financial Focuses on financial problems, competence, figures 
8. Lawyer’s Appeals to the law, juristic harassment, norms 
9. Conspirative Confidential,conspirative appearance, little information 
10 Dissimulative Hiding his own intentions and misleading the opponent 
11.Speculative Exploiting the weak parts of the opponent, feeling the moment, words 
12.Stubborn Highly inflexible, does not resign 
13.Ambivalent Indecisive, incapable of taking any decision 
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14.Pragmatic Wants efficiency, detailed planning, topic centered discussions 
15.Ultimative Threatens to break negotiations 
16.Arrogant Attitude of superiority vs. the opponent 
17.Filistin Kind hearted, altruist and moral considerations 
18. Irezistibile Overwhelms the opponent with arguments, data, attention 
19. Expeditive Negociates at a great speed , impetuos 
20. Rigurous Cold blood, methodic, no sense of humour 
21.Sociabil Exagerated attention to the social aspects of the relation, receptions, invitations 

22.Brigandaj Theft of information, documents, spying 
23. Conciliating Indulgent attitude, small results, progressive. 

 
In  the intercultural  marketing and management studies (A.V.Phatak, 

1995; J.C.Usunier, 1992) we can find some sketches of different cultural 
types of negotiators, accompanied by suggested behaviour in the presence of 
the American, Japanese and Muslim  negotiators. Knowing the different 
types of styles is useful to the negotiator as long as they offer an image of 
the world cultural differences and give general ideas regarding the 
understanding of a certain culture. 

The first level in defining the styles of negotiation is the one that 
starts from the differences between the western culture (monochronic, 
slightly contextualized) and the eastern culture (polychronic, highly 
contextualized).  

A second level in defining the styles is the one that distinguishes 
regional differences in the above mentioned styles. For example, we can 
differentiate the western European culture vs. southern culture, Anglo-
Saxon vs. German culture, etc. 

At the third level we can define different national styles of 
negotiation. 

The American style is determined by the specific of the American 
business culture, a monochronic culture, individualist, slightly 
contextualized, focused upon action and assuming the risks and competence. 
Professionalism is a recognized quality of the American negotiators and it is 
characterized by a rigorous preparation of the negotiation, efficacy in 
treaties, decisions taken according to the cost-profit criterion, great 
importance given to contractual responsibility. Americans are known as 
good negotiators: they adopt a firm attitude even from the start, delay as 
long as possible the presentation of their own interests, reject concessions 
before the due time, accept compromises only when the negotiations are 
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blocked. An open attitude can be seen not only in the way in which the 
opponents are dealt with, but also in the clear and precise form of 
communication. More than that, we can also notice an ethno-centric 
attitude: the best solution is always the American one. The American 
pragmatism means to focus on precise problems, on facts. The Americans 
always focus on solving the problem and expect precise results at the end of 
the treaties. Another characteristic of the American style is legalism. This 
refers to the fact that the Americans place law at the basis of every thing, the 
contract that is to be signed comes first, not the relation with the partners 
(Popa, 2006, p.176).   

In the USA, the woman is more and more present in the business 
world and claims to be equal with men in this domain. Man or woman, the 
American negotiator is straight in conversation and will talk a little about 
his salary, money not being a forbidden topic and reflecting someone’s 
success (Zait, 2002, p.267). As regarding proxemica (the style of structuring 
time and space), we have to say that the discussions are in such a manner as 
if the partners are separated by a wall. The meeting has to take place 
separately, technicians and traders. The following grid illustrates some of 
the characteristics of the American style: 
Grid 2: Strong and weak points in the American style  
Strong points Weak points 
Good schooling  Impatience 
Clear and precise language Bad listeners 
Open attitude Cultural insensitivity 
Pragmatism Exagerated legalism 
Flexibility A certain arrogance 
Taking risks A certain naivity 
Creativity The influence of different groups of interests in negotiations  
Correctness  
Source. Tommy Koh, Mc.Donald, quoted by Popa (2006, p.176) 

 In Europe there can be identified several groups of busineess 
cultures corresponding to each of the  negotiation style. 
 The British style is marked by a long diplomatic tradition. The 
British have the peculiarity of being the product of a classical social system. 
Nowadays, personal success overtakes social origin. That’s why, the 
necessary condition in establishing a good relation with a British is the 
removal of any kind of  prejudices. The idea of space has a special 
significance, the British will always prefer a meeting on a terrace which 
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offers a nice view over the Thames rather than an office offering the 
impression of  an unknown narrow space.  
 The own vioce is the essential element of the British negotiator. The 
tone and the volume are adapted to the background sound and to the 
discussed subject. The British negotiator pays more attention to the 
atmosphere created by the relation and by the dialogue than to the writing 
and signing of the contractual documents; thus the British prefer a friendly 
arrangement instead of a long term contentious. The eye blinking of the 
British negotiator has the same meaning as the nodding of a Latin 
negotiator: he finds it very difficult to stare (Zait, 2002, p.270). Generally 
speaking, the British negotiator:  

- is proud of his country; 
- prepares his negotiations very minutely; 
- is very careful with his reactions; 
- has the power to hold the relation “in his hands”; 
- uses his sense of humour; 
- likes “dealing the cards”; 
- admits to be laughed at. 
The German style is characterized by extreme seriousness and 

strictness. The business meetings are programmed in advance and are 
carefully prepared, punctuality being an essential condition. The decisions 
are prepared for a long time, that’s why they are taken with so much 
difficulty; obeying the assumed obligation is an absolute must (“Ein Mann, 
ein Wort”). The protocol and the style are very important while friendship 
and personal relations can bring complications to the negotiations. The 
German negotiators always have precise aims and plan and organize their 
activity according to them. Edward T. Hall defines the proxemica of the 
German culture in the following way: ”the sense given to order and 
hierarchy, characteristics of the German culture, determines the way in 
which this people administrate their space“. The Germans can’t stand the 
people who accept to wait and who do not obey signs like “No entry”. The 
Germans have a very well defined notion of territory, aspect which 
determines a clear cut distinction between professional and particular life. 
The Germans appreciate the technical quality very much, and in contracts 
they have to be sure they’ll get the expected quality; on the other hand they 
always show how proud they are of the technical level of their national 
industry.  
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The Russian style bears the mark of the communist system, with a 
dramatic history of over seventy years old. The collectivist orientation of the 
totalitarian regime and a certain characteristic of the Slavic spirit led to a 
low level of individual initiative, a high level of avoiding any risks and an 
orientation towards current, short termed problems. During the transition 
period, there appeared new businessmen, with a western style and plenty of 
initiative, but completely deprived of professionalism and opportunists in 
the opinion of the western partners. The style of the Russian negotiators is 
considered, by some authors, as being a tough one, with distributive 
orientation: their initial claims are very high, consider concessions as being 
proves of weakness, have the tendency of not obeying any terms. The 
technical aspects are not usually negotiated with enough competence, 
straight and clear. In business, personal relations have a very important part. 
Grid 3: Styles of negotiation in Europe    
West East 
Time: punctuality and efficiency Time: moderate importance 
Individualist culture Individualist culture, focus on initiative and 

results 
Loyalty and sustained work appreciated Short personal distance,high birocracy  
Clear, serious and formal communication Persuasive communication, formal, logical 
Less importance to the emotional factors Great importance to the emotional factors 
Problems are deald sequentially, small 
concessions 

Problems are dealt sequentially, small 
concessions 

Source: Popa (2006, p.178) 

 If we go Asia, we can notice some well defined cultures (Japanese, 
Chinese, Indian) and a series of comon elements which enable us to speak 
about an Asian business culture. Thus, the Asian style of negotiation is 
defined as one oriented towards the development of relations and 
achivement of long term understandings. Nevertheless, practice has shown 
that, if during the negotiations where the partners belong to the same culture 
the integrative style is dominant, when dealing with other cultures, the 
Asian negotiators may use distributive strategies and tactics. The Asian 
cultures are generally collectivist, highly contextualized and characterized 
by formalism; there are some well defined elements which differentiate 
them from the western style: indirect language, allusive, complicated 
ceremonies, longer time in treatises. 
 The Japanese style is a professional one. They have well defined 
purposes and know how to follow them with devotion; the negotiations are 
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well prepared, the Japanese proving a good knowlwdge not only of the 
business, but also of their partners’ culture. According to M.Kuroda, a 
Japanese businessman who lives in France, in order to understand the 
Japanese behaviour in negotiations, one has to understand the functioning of 
the Japanese business. “In the last thirty years, the Japanese changed work 
into a pleasure, and each employee considers his firm as a personal good. 
The notion of salary, holiday, social rights have a totally different meaning”. 
In business, the Japanese give all they can in order to increase the reaction. 
“The fax answer is received in an hour”, remarked a French businessman. 
The Japanese prefer quietness, use to say “Yes….but”, ask indirect 
questions. The weak point of the Japanese negotiator is the plan of 
negotiation which does not have safety measures. You should prefer to end 
a negotiation in the evening, in discrete, night restaurants, because the 
Japanese like drinking. They prefer the company of men because their idea 
regarding married women is very strict. The concept of space overlaps the 
concept of centralism:” everything is built starting from the centre which is 
fix, the rest is mobile”.  
 The Chinese style is characterised by professionalism and 
perseverance. According to some analysts, the Chinese are some of the 
toughest negotiators in the world. They minutely prepare the negotiation 
meetings, and consider the acquisition of information, premises of their 
success. They know how to use the advantages of negotiations taking place 
on their territory, agree to concessions with great efforts but only towards 
the end of the negotiations. They use the implicit communication, 
sometimes metaphorical; time isn’t a rare resource but a rare weapon which 
can be used in negotiations. Protocol rules do not exclude the gifts offered 
to the partners, having a symbolic value.  
 The Indian style is conditioned by the cultural traditions, by the 
Hindu dominant religion, and by the presence of the Islam and the historical 
system of castes. The main characteristic of the Indian negotiator is the 
tendency to be conciliating, in the way in which the reasons are not always 
logical, being often instinctually accepted. The Indians understand the 
negotiation as a process in which problems must be solved by finding 
solution on the basis of objective criteria. This sometimes leads to long 
negotiations which take too much time, according to the western standards. 
The Indian negotiator does not lie and has cold blood. During meals it is 
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advisable to avoid discussing religious topics; better speak about customs of 
your own country.   
 The Arab style is the one that characterizes the Arab - Muslim 
world, especially the Near East. The business culture is a polychronic one, 
punctuality and timing having the major meaning of the western culture 
(Popa, 2006, p.183-184). During the Ramadan, the rhythm of business slows 
down considerably. It’s not unusual that during the negotiations, the Arab 
partner to be asked to solve other problems, connected with his work or 
personal problems. They give special attention to the personal relations, due 
to the collectivist character of their culture and the group orientation. So, in 
negotiations, most of the communication is directed towards building and 
developing relations with the partners. The Arabic culture is characterized 
by the permanent presence of emotions, but in business, the behaviour is 
pragmatic and discreet. The word given has a grater compulsory force than 
the written contract (insisting for a written document being interpreted as an 
offence). They often avoid direct debates, show respect for the partner’s 
position and demands the same respect for his own opinion. A typical Arab 
attitude in negotiations is to bargain, that is to gradually make important 
concessions in order to get to an understanding.  
 In conclusion, we can say that the negotiation style is very strongly 
cultural determined.  In order to get to a compromise, in an easier way, and 
consequently, to an understanding, one of the keys towards success is to 
show understanding and respect to your negotiation partner’s culture and to 
adapt your own behaviour to it.  
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