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ABSTRACT  
In today’s international market place, the identification of cultural differences is an absolute 
necessity for successful business negotiations. Being able to negotiate effectively across 
cultures is crucial for many inter-organizational relationships. The more globalized the world 
becomes; the more requires an understanding and adapting skills for the different cultures 
existing in the world. This has lead to my great interest in how cultural factors influences on 
negotiations cross- cultures.  
 
The purpose of this study was to gain a better understanding for what cultural related factors 
that influence on the negotiation process cross- culture. To reach this purpose, a qualitative 
case study has been completed on the sales process of LKAB and Outokumpu, that are two 
companies that are acting within the steel and iron ore industry. Data for this study has been 
collected through interviews with sales managers of each company.  
 
This study has shown that there exist a range of cultural related factors that influences on the 
negotiation process, and should therefore be considered in order to be more successful when 
negotiating cross- culture. These factors has turned out to have an major impact in that way 
that if they are not considered properly, it may influence a negotiation process negatively. It 
is also shown that the best way to successful negotiations command a good relationship 
between the two negotiating parties. Moreover it is also stated that culture has an impact on 
what behavior the negotiator use. 
 
 
 
 



 

SAMMANFATTNING 
Förmågan att kunna identifiera kulturella skillnader är absolut nödvändig för framgångsrika 
affärsförhandlingar på dagens internationella marknad. Att kunna förhandla effektivt i olika 
kulturer är en avgörande faktor för många interorganisatoriska relationer. Ju mer globaliserad 
världen blir, desto viktigare blir förståelsen för de olika kulturerna som existerar i världen. 
Detta har lett till mitt stora intresse för hur kulturella faktorer påverkar vid förhandlingar då 
olika kulturer möts. 
 
Syftet med denna studie var att skapa en bättre förståelse för vilka kulturella faktorer som 
påverkar vid en internationell förhandlingsprocess. För att uppnå syftet med denna studie har 
en kvalitativ fallstudie genomförts av försäljningsprocessen på LKAB och Outokumpu, som 
är två företag inom stål och järnmalm industrin. Data för denna studie har samlats in genom 
intervjuer med försäljningschefer på dessa två företag.  
 
Denna studie har visat att det existerar en serie av kulturella faktorer som påverkar vid en 
internationell förhandlingsprocess, och som därmed bör övervägas i syfte att bli mer 
framgångsrik i förhandlingar mellan olika kulturer. Dessa faktorer har visat sig ha en stor 
inverkan på förhandlingsprocessen negativt då de inte tas i hänsyn. Det har också visat sig att 
det bästa sättet till framgångsrika förhandlingar kräver en bra relation mellan de parter som 
ingår i förhandlingen. Det är även angivet att kultur har en inverkan på vilket beteende en 
förhandlare brukar vid en förhandling.  
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1.0 INTRODUCTION  
The introducing chapter will give you as a reader a broad insight of this thesis. Additionally 
background will lead the reader into problem discussion, purpose and research question and 
also close with the outline of the thesis.  

1.1 Background 
Having the advent of being able to negotiate in an effectively way across cultures, is crucial 
for many inter-organizational relationships. The requirements to negotiate effectively across 
cultures are also painfully obvious in today’s geo-political scene, where the source to 
conflicts among humanity is thought to be progressively more cultural in nature.  Addler 
(2002, referred in Lynn & Gelfand, 2010) 
 
“In todays international market place, recognition of cultural differences is an absolute 
necessity for successful business negotiations” 

- Taylor, 2006, p.12   
 
According to Guibro & Herbig (1996), negotiation is the process where at least two or more 
parties trying to reach an agreement based on mutual interests. Negotiation is also about 
demanding value: “how much of a set of resources you are going to get and how much the 
other party gets” (Brett, 2001, p.3). We are living in an epoch build on negotiations. Parents 
negotiate with their rebellious teenager, but also with their pre- rebellious 2-year-old 
children. You can find articles in women’s magazine about negotiations between men and 
women in the kitchen and in bed, strike threatening students negotiate with their professors 
about courses and school policies. You can find books describing negotiating for peace, 
rapture and for survival. (Edson, Kheel & Volkema, 2000)   
 
“Life is a negotiation”  

- Edson, Kheel & Volkema, 2000, p.15  
 
Negotiating is most impacted by the culture in countries over seas. In order to be properly 
prepared, the negotiator must have awareness of how information is incorporated, history, 
concept of time, customs and practices, behavioral taboos and geography of the country. 
(Wengrowski, 2004)  
 
Adair & Brett (2005) presents Hall´s view of negotiations. Hall describes that negotiations 
between different cultures can be compared to the choreography of a dance that vary 
depending on the cultural backgrounds of the actors. Hall (1983, referred in Adair & Brett, 
2005)  
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The growth of globalization and the influence of diverse foreign cultures on American 
business have also affected deal making in far off places. Managers have found that the 
negotiation techniques they have learned for national use need to be modified to have 
capacity for foreign customs (Edson, Kheel & Volkema, 2000).  
 
 “Of the more than 160 definitions of culture analyzed by Alfred Kroeber and Clyde 
Kluckhohn, some conceive of culture as separating humans from nonhumans, some define it 
as communicable knowledge, and some see it as the sum of historical achievements produced 
by humanity’s social life”  
    - Czinkota & Ronkainen, 2010, p. 93  
 
According to Czinkota & Ronkainen (2010) the definition of culture is an system of 
integration where you can follow a pattern of learned behavior that are distinguishing 
characteristics of the members of any society. This includes everything that a group says, 
thinks, makes, does, customs, language, shared feelings and attitudes and material artifacts. 
Czinkota & Ronkainen (2010) highlight some of the most important studies on the effect of 
culture when doing business that Edward T. Hall has made. Hall distinguishes between low 
context cultures and high context cultures. In low context cultures the most of the information 
is expressed clearly in words, compared to high context cultures such as Saud Arabia and 
Japan, where the context is at least as important as what actually are said. Hall (1976, referred 
in Czinkota & Ronkainen, 2010) Culture contains of individualism and collectivism. 
Individualistically cultures are characterized by independence and self-rule, and protection of 
self-interests. Cultures that are collective are characterized by interconnection, consistency to 
group norms, relational harmony and protection of in-group interest. (Cai & Drake, 2000)  
 
Geert Hofstede illustrated that most Western cultures such as The U.S, western European 
countries and Australia are more individualistic, while most East Asian, African and Latin 
American cultures can be categorized as collectivistic cultures. Hofstede (2001, 2005, 
referred in Power, Schoenherr & Samson, 2010)  
According to Hall & Hall (1990) each culture operates according to its own principles, its 
own internal dynamics and its own laws, either written or unwritten laws. Factors such as 
time and space are unique for each culture. However, disregarding this, there are some 
common threads for all cultures. The world of communications can be separated into three 
parts; words, behavior and material things, where words includes politics and diplomacy, 
behavior contains of feedback on how other people feel and also techniques about how to 
avoid confrontations and Material things are normally indicators of status and power. (Hall & 
Hall, 1990) According to Hall & Hall (1990) studying these three parts of the communication 
process in both our own and other cultures, this can lead to recognition and understanding for 
an huge unexplored region of human behavior that exist outside of peoples conscious 
awareness, called a “silent language” that is normally carried unconsciously.  
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1.2 Problem discussion 
“Those of us who has blundered through international negotiations, feeling our way in the 
dark and hoping that our instinct are helping, rather than hindering us in our quest to adapt to 
the (perceived) strange ways of our overseas business partners, will sigh wistfully at Burn’s 
words here.”  

-Fox, 2006, p.20   
 

International marketers are constantly traveling abroad to do business, and they are normally 
chocked to discover the extent to which the many variables of foreign behavior and custom 
obscure their efforts. (Czinkota & Ronkainen, 2010) Given that negotiations regularly are 
face to face, they present one of the most obvious and instant challenges to overcome. (ibid)  
 
According to Nishiyama (2000), two major obstacles to successful intercultural 
communications are the differences in language and in culture. If not both participants are 
truthfully bilingual and bicultural, they will find the communication process very difficult 
and sometimes even frustrating. (ibid) 
 
One of many challenges managers facing is negotiating with different cultures. (Fox, 2005) 
According to Fox (2005) it is very important to get to know the people you are negotiating 
with and also what they care about if you want the negotiation process to end up successfully.  
 
“Even if you know who’s playing, a failure to understand each player´s role - and who own 
which decisions - can be very costly”  

– Sebenius, 2002 p. 79 
 

1.3 Purpose 
The purpose of this thesis is to identify what cultural factors that influences on the 
negotiation process when doing business with different countries and across cultures, in order 
to facilitate the negotiation process.  

1.4 Research Question  
At first I stated two research questions to help answer my purpose with this study, but as I 
started writing I come to realize that the two stated research question imbricated each other so 
I decided to reformulate the two stated questions into one research question. This resulted in 
that my research question is following; Identify what factors related to culture that influences 
on a negotiating process cross- culture? 

1.5 How to limit your thesis 
Due to the fact that both culture and negotiations are huge areas to analyze and the combining 
of them together make the area even bigger, I have therefore decided to limit this study. I will 
only focus on analyzing the sales process of a company when negotiating cross- culture. I 
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will focus on factors that are important to consider during an international negotiating 
process, containing things to consider before, during and after the negotiation process.  
 

1.6 Outline of the thesis 
This thesis consists of six chapters where Introduction, Literature Review, Methodology, 
Empirical Data, Data Analysis and finally my own Conclusions and Implications are brought 
up. Introduction briefly presents the chosen topic for this thesis and further leads into the 
problem discussion, followed by my stated research question. Chapter two consists of 
Literature Review; in this part I will relate the founded literature to the research question that 
I have come up with. In chapter three the methodology is described. This chapter provides the 
reader with how the data collection will be performed for each research question and how it 
will be treating. Chapter four presents the founded data, and this data will further be analyzed 
in chapter five. Chapter six is the final and concluding chapter where my own findings and 
conclusions will be presented. This chapter also concludes suggestions for further researches 
within this topic.  

 

Chapter 1 
Introduction 

Chapter 2 
Literature 
Review 

Chapter 3 
Methodology 

Chapter 4 
Empirical 
Data 

Chapter 5   
Data Analysis 

Chapter 6 
Conclusions & 
Implications 
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2.0 LITERATURE REVIEW 
In this chapter relevant theories that support and are connected to the research question; 
Identify, what cultural related factors that influences on the negotiating process cross- culture 
will be presented.  

2.1 Cultural related factors that influences on cross cultural negotiations  
According to Brett (2001) negotiation behaviors are strategic and might be based on cultural 
aspects. Strategies used for negotiation are connected with culture since cultures progress 
norms to simplify social interaction. Norms are useful in that way that they help to reduce the 
number of choices a person has to make about how to behave and since they provide with 
expectations about how other people will behave within the same culture. (ibid)  
 
Negotiation Behav ior 
 
According to Brett (2000), if the relationship between negotiation strategy and other 
characters of a culture were straightforward, this would facilitate the negotiation itself. This is 
not the case though; the link between cultural values and ideology and negotiation strategy is 
complicated. This is due to the fact that not all members of a certain culture behave according 
to the cultural prototype and cultural profiles overlay. Additional reason that complicates the 
relationship between negotiation strategy and culture is that cultural norms for negotiation 
may be indicated more intensely in some situations than others. (ibid)  
 
Furthermore Brett (2001) specifies that there exist a range of behaviors available for 
negotiators to use when endorsing confrontations, motivation, influence and information 
strategies and that culture has an impact on what behaviors negotiators use.  
 
Confrontation 
According to Brett (2001) negotiations are always direct spoken interactions between 
principals, but sometimes the spoken message is indirect. Brett (2001) presents an example of 
this situation. A US company had a signed contract from a German company to sell bicycles 
that are produced in China. When the first shipment was ready, a problem had occurred, the 
bikes rattled. The US buyer did not want to accept the shipment because of the rattled bikes 
since the bikes would not be acceptable to the German customer, whose market niche was 
bikes that were whisper quiet.  The normal method for this situation in the US market would 
be to tell the manufacturer that the rattling bicycles were unacceptable. In china a direct 
confrontation like in the US would be extremely rude and cause much loss of face. The US 
manager went to the chines plant knowing about this, inspected the bicycles and then 
questioned the rattle bikes. The US manager asked if it is normal for the bikes to rattle and if 
he believes that the German buyer would find it strange. Then he left the Chinese plant and as 
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a result of the visiting, the next shipment of bikes had no rattles. Nonverbal behavior 
sometimes sends the messages. (ibid) 
 
 
Motivation 
Brett (2001) describes that motivation is decided by the interest of the negotiators. 
Negotiators might be self-interest concerned, interested of the other party at the table or about 
collective interest that extend elsewhere the instant negotiation table. Negotiators with self-
interest act according to their own interest, concerns and priorities. Negotiators acting 
according to other interest concerns about the interest, concerns and priorities of the other 
negotiations and collective interests explain the interest of an identifiable group of people 
who may not be participating directly in the negotiation but will be affected by the 
agreement. The negotiators motivation of self-interest, other interest and collective interest 
differ by culture. Depending on the culture, some negotiators are much more concerned with 
self-interest, some negotiators pay as much attention to the interest of others as the interest of 
their own, and some negotiators are concerned with the collective interest. (ibid) 
 
Influence 
To have the ability to influence the other party to agree to your wishes, power is the key. 
There exist several different bases of power in social interaction, but two of them; BATNA 
and fairness standards appear to be mainly important for negotiation and to be relied on 
contrarily in different cultures. (Brett, 2001) BATNA (best alternative to a negotiated 
agreement) represent how each negotiator will act in a deal-making situation if no agreements 
are reached. What will happen to negotiators if they fail to resolve a dispute or reach an 
agreement? Fairness standards are simply decision rules, draped in a facade of justice. The 
rules might be standard, might be a contract or law or it might be social status such as age 
and experiences, or social ideologies such as equality, needs or equity. (ibid) 
 
Information 
Information is the prevalence of negotiation. Distributional agreements are affected by the 
information about BATNAs, status and other fair standards, while integrative agreements are 
affected by information about interest and priorities. When the negotiators lacking in 
understanding the information transferred by the other party, integrative potential is 
practically always left on the table and sometimes negotiations end in dead-end. (Brett, 2001) 
 
Communication, Time and Space 
 
In collaboration with Mildred Reed Hall, Edward T. Hall (1990) presents three categories of 
underlying cultural variables that might affect negotiations. The variables they brought up 
was: 

• Communication  
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• Time and  
• Space (Hall & Hall, 1990)  

 
Communication 
Is the communication indirect, “high context” or direct, “low context”?  
Hall & Hall (1990) differentiate between high context and low context cultures. People such 
as Japanese, Arabs and Mediterranean who have wide information networks among family, 
friends, colleagues and clients and are involved in close personal relationships, are of high 
context culture. People of high context culture keep themselves informed about everything 
that has to do with the people who are important in their lives, this means that they neither 
require nor expect much in-depth information. Americans, Germans, Scandinavians and other 
northern Europeans are low context people. Low context people divide their personal 
relationships, their work and many other day-to-day life aspects. Therefore, every time they 
cooperate with others they need detailed background information. (ibid)  
 
Time 
Is the culture considered to be monochronic or polychronic?  
According to Hall & Hall (1990) the world are sharing many different time systems but two 
of them are considered most important to international business. These two systems are 
called monochronic and polychronic time. Monochronic time means doing one thing at a 
time, while polychronic means to do many things at once. In monochronic cultures time is 
used and practiced in a linear way, it can be compared to a road lengthening from the past 
into the future. Furthermore monochronic time is divided into segments; it is classified and 
scheduled in order to make it possible for a person to focus on one thing at a time. Hall & 
Hall (1990) states that monochronic time can be observed as something tangible since people 
talk about it as it were money and as something that can be spent, saved, wasted and lost. 
Most businesses in the US are dominated by monochronic time. According to Hall & Hall 
(1990) Americans perceive monochronic time as almost something in the air they breathe, 
however it is a learned product of the northern European culture and is therefore capricious 
and imposed. Other western cultures such as Switzerland, Germany and Scandinavia are also 
strongly dominated by monochronic time. The opposite of monochronic time is polychronic 
time. What characterizes polychronic time is the instant existence of many things and by a 
great involvement with people. Concluding human relations is more valued than holding to 
schedules. An example of this brought up by Hall & Hall (1990) is that two polychronic 
Latin’s who are conversing on a street would be more likely to be late for their appointment 
rather than suddenly finish the conversation before it is naturally completed. (Hall & Hall, 
1990)  
 
Hall & Hall (1960) also talks about the Language of Time. People use time to communicate 
with each other everywhere around the world. Hall & Hall (1960) describes that there exist 
different language of time; just as well as there are different spoken languages. The unspoken 
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languages are informal but the rules leading their translation are unpredictably ironbound. 
(ibid)  
 
Space 
Do the people of one culture prefer a lot of personal space and territory or not much? 
Human’s territoriality is very developed and strongly influenced thru culture. According to 
Hall & Hall (1990) particular Germans and Americans territory is well developed. Both 
Americans and Germans incline to institute places that they label as “ mine”. Another form of 
territory is personal space. Each person are surrounded of his or her own invisible bubble of 
space which expands and contracts depending on several things such as the relationship to the 
surrounding people, the person´s own emotive state, the performed activity and cultural 
background.  In northern Europe the “bubbles” are quite large and people keep their distance, 
whereas in southern Europe, such as France, Italy, Spain and Greece where the “bubbles” are 
smaller so that the distance is perceived as familiar. (ibid) 
 
Dimensions of Cultural Differences 
 
Geert Hofstede has developed four dimensions of cultural differences. James K. Sebenius has 
renamed some of Hofsede´s categories in order to communicate their principle more 
evidently in the context of negotiation. Hofstede (1980, referred in Sebenius, 2002) The 
cultural dimensions brought up are;  
 

• Distribution of Power,  
• Tolerance for Uncertainty,  
• Individualism versus Collectivism and  
• Harmony versus Assertiveness. (ibid) 

 
Table 2.1.1: Hofstede´s Cultural Dimensions 
Distribution of Pow er 
 

Are significant power disparities 
accepted? Are organizations run mostly 
from the top down, or is power more 
widely and more horizontally distributed? 

Tolerance for Uncertainty  
 

How comfortable are people with 
uncertainty or unstructured situations, 
processes or agreements? 

Indiv idualism v ersus Collectiv ism Does the culture emphasize the individual 
or the group? 

Harmony  v ersus A ssertiv eness Does the culture emphasize interpersonal 
harmony or assertiveness?  

Source: Hofstede (1980, referred in Sebenius, 2002, p.81)  
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Dos and Don’ts 
 
Moreover Sebenius (2002) has listed some things to bear in mind when negotiating globally. 
He emphasizes some basic dos and don’ts that are important to consider regardless what 
country and culture you are dealing with in order to avoid negotiation issues; Punctuality, 
Body Language, Eating, Silence, Emotions, Deportment, Eye Contact, Touching, Gift 
Giving, Degree of Formality, and Greetings (ibid). 
 
Table 2.1.2: Dos and Don’ts 
Greetings How do people greet and address one 

another? What role does business card 
play? 

Degree of Formality  Will my counterparts expect me to dress 
and interact formally or informally? 

Gift Giv ing  Do businesspeople exchange gifts? What 
gifts are appropriate? Are there taboos 
associated with gift giving? 

Touching  What are the attitudes toward body 
contact? 

Ey e Contact  Is directed eye contact polite? Is it 
expected? 

Deportment  How should I carry myself? Formally? 
Casually? 

Emotions  Is it rude, embarrassing or usual to 
display emotions? 

Silence  Is silence awkward? Expected? Insulting? 
Respectful? 

Eating  What are the proper manners for dining? 
Are certain foods taboos? 

Body  Language  Are certain gestures or forms of body 
language rude? 

Punctuality  Should I be punctual and expect my 
counterparts to be as well? Or are 
schedules and agendas fluid? 

Source: Sebenius, 2002, p.79 
 
Sev en criteria´s in rev iew ing negotiation 
 
Danny Ertel (1999) talks about how to turn negotiation into corporate capability. Moreover 
Ertel (1999) brought up one example, where one engineering and architectural company had 
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gained more out of the negotiation by extending the way it defines success. The company 
uses seven criteria´s in reviewing negotiations:  

• Relationship 
• Communication 
• Options 
• Legitimacy  
• BATNA and 
• Commitment 

 
Relationship  
Does the negotiation process help build the kind of relationship that will enable us and our 
client to work effectively together over the project´s life cycle?  
 
Communication  
Do our negotiations help create an environment in which both parties can engage in 
constructive conversations aimed at solving problems? 
 
Interests; Have we crafted a deal that satisfies our interest well at the same time that it 
satisfies our client´s interests to at least an acceptable level and the interest of any relevant 
third parties, government regulators, environmental groups and so on, to at least a tolerable 
level?  
 
Options  
As part of the negotiation process, have we searched for innovative, elegant and efficient 
solutions that might offer joint gains?  
 
Legitimacy  
After brainstorming a variety of options, have we used objective criteria to evaluate and 
choose an option that could be justified by both sides? 
 
BATNA   
Have we measured the proposed deal against our Best Alternative to Negotiated Agreement, 
and are we confident that it satisfies our interest better than our BATNA does? 
 
Commitment  
Have we generated a set of well-planned, realistic, and workable commitment that both sides 
understand and are prepared to implement? (ibid)  
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Cultural K ey  Considerations 
 
Fox (2005) recommend the negotiators to think about what the other party is likely to find as 
weird or unusual about the way you normally are used to do business. By identifying this, 
you have the chance to take at least one step towards the other party´s normal approach. 
Additionally Fox (2005) has developed seven cultural key considerations to bear in mind 
during international business negotiations. These key considerations are areas of cultural 
differences for how business works, that are likely to occur when the negotiation process 
deals with different cultures. (ibid) 
 

1. Individual or group orientation; For example, in the USA the individuals chief 
responsibility is widely seen as towards himself, yet in Japan the expectations is that 
the individual will priorities the groups interest over his own.  

2. Flat or vertical hierarchies; Countries such as Scandinavia, Australia, Germany and 
Switzerland, have rather flat hierarchies where the boss is likely to access widely. 
Countries such as France, Spain, Latin America, India and China have rather vertical 
hierarchies where the boss tends to rather hold than share power.  

3. Acquired or given status; Countries differ depending on they have put quality upon 
status achieved through merit or through seniority or through family connections.  

4. Functional or personal business relationships; Cultures and countries differ according 
to how soon people want to get down to business instead of making small talks. This 
situation often reflects whether or not people see meetings as two people forming a 
relationship or as job function meetings to join forces.  

5. Physical proximity; the willingness to be physically close when negotiate or to keep a 
more physical distance differ from culture to culture. For example walking around the 
Headquarter hand in hand with an Arab counterpart might seem uncomfortable and 
unusual to you, but on the other hand, to refuse the hand, you are sending a rather 
unfriendly signal to the other person.   

6. Communication; business communication can be delicate, and therefore needs handle 
carefully.  Different cultures handle this situation differently. For example, Americans 
and Germans elect to cope with this by being direct, explicit and clear. Others such as 
Japanese and British people desire to cope with this communication situation by being 
implicit, indirect and diplomatic. When two different cultures such as this meet, it is 
likely for a communication disaster.  

7. Time; is time considered as you slave or your master? Do you prefer to worry about 
getting the timing right of an event, or is the priority to make sure the events run on 
time? These questions are affecting the tempo of a negotiation. Set the tempo whether 
too fast or too slow for your counterparts and you will weaken them. (ibid) 
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Cultural A w areness 
 
According to Wengrowski (2004) culture have a great impact when negotiating overseas. To 
be properly prepared the negotiator must have awareness about the given country. Factors 
such as how information is assimilated, history, concept of time, customs and practices, 
behavioral taboos and the geography are important to consider of the given country.  
 
Assimilated information  
The negotiator must escalate how the presented information is received, captivated, 
processed, calculated and summarized. Most Europeans countries and Americans think in a 
linear fashion way, where they go from point A to point B and so on until a conclusion is 
reached based on logical movement. Countries such as Middle Eastern, Asian and African 
think rather in a circular pattern. Both parties might reach the same conclusions nevertheless 
the amount of time, the processes and the rituals associated with confirming discussions are 
considerably different.  
 
 
Perception of Time  
In cultures that differ from one´s own, people’s perception of time is related with their view 
of history. For example cultures such as Russian and Chinese think in terms of centuries 
instead of years and history is perceived as a continuum. Usually there is not a sense of 
urgency unless there´s a life threating situation. Contrarily Americans tend to be very 
conscious about time. Americans consider time as a precious commodity since lost of time is 
viewed as a lost opportunity.  American also tends to arrive in advanced of a booked meeting.  
Other cultures on the other hand might consider that time is relative to other commitments 
and appointments.  
 
Meeting rituals  
Different cultures view proper negotiations differently. It is a common perception that in 
many overseas business meetings, nothing creative occurs during the first scheduled 
appointment, mostly introductions, conversations and exchange of business cards.  Titles are 
considered very important since many cultures are position and rank conscious. The 
importance of business cards cannot be over emphasized. The business card should create an 
impression that the person carrying this card considers the other person important enough to 
make a presentation straight from the heart, this since many countries have a ritual associated 
with the presentation of the card. In Asia for instance, the business card is held with both 
hands and the person presenting it gently nods his/her head. As being the receiver of the 
business card, you should take at least a minute to study it, because if you straightaway put 
the card in your pocket you might give the impression of that you second-rate your 
counterpart.  
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Local etiquette  
When negotiating cross- culture, you should inform yourself of social taboos, acceptable 
gestures and the use of words of the country you are visiting. Something that has one 
meaning in one culture may have a completely different meaning in another culture. In 
countries where there are many distinct dialects, as in China for instance, the meaning of 
spoken words in one region may have an entirely different meaning in another part of the 
same country. Sometimes written words can be considered as more safe for common 
understanding within a certain country, since written symbols are understood universally.  
 
Language 
It is a major deliberation if your counterpart knows English as a second or third language. 
When negotiating in English, avoid American slang, acronym speak, business slang and 
extremely informal expressions. Progressive preparations regarding knowledge’s of the 
culture, customs and language of the given country cannot be emphasized enough. Another 
brilliant thing to consider are factors such as do´s and taboos of international trade, hosting 
international visitors, public speaking and body language. (ibid) 
 
According to Gulbro & Herbig, (1996) when negotiating internationally, members of some 
cultures may focus on unique features of an agreement differently than members belonging to 
other cultures. Members of one culture might focus more on financial or legal aspects while 
another culture focus more on personal and relationship aspects. Furthermore the 
accomplishment of a business agreement might be stressed in one culture, however the 
variety and avoidance of practical problems may be emphasized in another culture. Moreover 
Gulbro & Herbig (1996) note that in some culture the attention of people is directed more 
toward particular details of the agreement, while other cultures focus more on how the 
promise can be reserved. For example; Americans negotiate a contract while the Japanese 
negotiate for a personal relationship. Culture forces people to view but also value things 
differently, the many social interactions underlying in creating an agreement. (ibid) 
 

2. 2 Conceptual Framework  
According to Miles and Huberman (1994, p.18) “A conceptual framework explains, either 
graphically or in narrative form, the main things to be studied”. This part will provide the 
reader with what things that will be studied within each stated research questions.  

2.2.1 Conceptualization of the research question: Cultural related factors that 
influences on cross-cultural negotiations  
To be able to answer the research question stated in chapter one, the most important things to 
be studied are the key cultural factors within different cultures that may have an impact on 
international negotiations.  In this study I will rely on six theories brought up in the literature 
review that are considered as important factors when negotiating with different culture.  
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Brett (2001) specifies that there exist a range of behaviors available for negotiators to use 
when endorsing confrontations, motivation, influence and information strategies and that 
culture has an impact on what behaviors negotiators use. 
 
Confrontation 
Negotiations are always direct spoken interactions between principals, but sometimes the 
spoken message is indirect. 
 
Motivation 
Motivation is decided by the interest of the negotiators. Negotiators might be self-interest 
concerned, interested of the other party at the table or about collective interest that extend 
elsewhere the instant negotiation table. 
 
Influence 
To have the ability to influence the other party to agree to your wishes, power is the key. 
 
Information 
Information is the predominance of negotiation. When the negotiators lacking in 
understanding the information transferred by the other party, integrative potential is 
practically always left on the table and sometimes negotiations end in dead-end. (ibid) 
 
Hall & Hall (1990) presents three categories of underlying cultural variables that might have 
an affect on negotiations.  

• Communication, is the communication indirect or direct? 
• Time, is the culture considered to be monochronic or polychronic? 
• Space, do the people of one culture prefer a lot of personal space and territory or not 

much? 
 
Sebenius (2002) emphasizes some basic dos and don’ts that are important to consider 
regardless what country and culture you are dealing with in order to avoid negotiation issues; 
Punctuality, Body Language, Eating, Silence, Emotions, Deportment, Eye Contact, Touching, 
Gift Giving, Degree of Formality, and Greetings. 
 
Ertel (1999) talks about how to turn negotiation into corporate capability. Ertel (1999) 
brought up one example, where one engineering and architectural company had gained more 
out of the negotiation by extending the way it defines success. The company uses seven 
criteria´s in reviewing negotiations; Relationships, Communication, Interests, Options, 
Legitimacy, BATNA and Commitment (ibid).  
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Fox (2005) formed seven key considerations to bear in mind during international business 
negotiations. These key considerations are areas of cultural differences for how business 
works, which are likely to occur when the negotiation process deals with different cultures.  
The key considerations are following; Individual or group orientation, flat or vertical 
hierarchies, acquired or given status, functional or personal business relationships, physical 
proximity, communication and time. (ibid)   
 
According to Wengrowski (2004) culture have a great impact when negotiating overseas. To 
be properly prepared the negotiator must have awareness about the given country. Factors 
such as how information is assimilated, history, concept of time, customs and practices, 
behavioral taboos and the geography are important to consider of the given country. (ibid) 
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Tabel 2.2.2: Conceptualization of cultural related factors that influences on cross-cultural 
negotiations 

Theories Reference 
Cultural factors influences on 
international negotiations  

 
Brett (2001) 

Culture has an impact on what behaviors 
negotiators use  

 

Cultural variables such as; 
Communication, Time and Space might 
have an affect on negotiations  

 
Hall & Hall (1990) 

Basic dos and don´ts within one culture 
should be considered before negotiating 
with another culture  

 

Cultural factors such as; Punctuality, 
Body Language, Eating, Silence, 
Emotions, Deportment, Eye Contact, 
Touching, Gift Giving, Degree of 
formality and Greetings are important to 
consider when negotiating cross-culture  

Sebenius (2002) 

One of the keys to successful negotiations 
are based on reviewing previous 
negotiations  

 
 

Ertel (1999) 
Relationships, Communication, Interest, 
Options, Legitimacy, BATNA and 
Commitment are key criteria´s to 
successful negotiations  

 

Cultural considerations regarding; 
Individual or group orienting, flat or 
vertical hierarchies, Acquired or given 
status, functional or personal business 
relationships, physical proximity, 
communication and time are important to 
consider during international negotiations  

 
 
 

Fox (2005) 

Factors such as assimilated information, 
perception of time, meeting rituals, local 
etiquette and language are important to 
consider when negotiating internationally  

 
Wengrowski (2004) 
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3.0 METHODOLGY 
In this chapter the used methodology will be described. The questions that will be discussed 
are; the purpose of research, research approach, research strategy, data collection method, 
sample selection, analysis of data and quality standards.  

3.1 Purpose of research 
According to Gummesson (2000), there exist three types of case study research; Exploratory, 
Descriptive and Explanatory. Below I will briefly describe two of them; descriptive and 
explanatory, since this study only regards these research methods. 
 
Descriptive 
The purpose of a descriptive research is to portray a precise profile of persons, events or 
situations. (Saunders, Lewis & Thornhill, 2009) The descriptive case study is a try to describe 
something, for example to describe what happens when a new product is developed and 
launched on the market. (Gummesson, 2000) 
 
Explanatory 
Explanatory research emphasizes on studying a problem or situation in order to explain the 
relationship between the variables. (Saunders et al., 2009) 
 
This thesis is mainly focused on the descriptive research method. This since the research 
question primarily will be answered by describing it through appropriate literature and 
interviews with professions within this area. Nevertheless this study will also vaguely rely on 
the explanatory research, since the research questions will be answered by explaining them.  

3.2 Research approach  
After defining the purpose with this study and presenting my research question in chapter 
one, it is time to define wheatear this study should be quantitative or qualitative. Qualitative 
data are connected to non-numeric data or non-quantified data and can be a product of all 
research strategies.  The research strategies can contain of a short list of responses to open-
ended questions in an online questionnaire to more complicated data such as detailed 
interviews or full policy documents. In order to makes these data useful, it must be analyzed 
and the meanings understood. Moreover qualitative data allow you to develop theory from 
out your data, it includes both inductive and deductive methods, and it array from the simple 
categorization of response to the process for identifying relationships between categories. 
(Saunders et al., 2009)  
 
For this study I have chosen to rely on qualitative research since the purpose with this study 
is to facilitate the negotiation process by understanding the cultural differences that might 
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occur thru cross cultural negotiations. Due to the time limit, a quantitative research would not 
be possible.  

3.3 Research Strategy 
Yin (2003) describes a case study as one among several other ways of doing social scene 
research. Experiments, surveys, histories and analysis of archival information are other ways 
of social scene research.  
 
Table 3.1: Relevant Situations for Different Research Strategies  
Research 
Strategy  

Form of 
research 
question 

Requires 
control over 
behavioral 
events? 

Focuses on 
contemporary 
events? 

Case study  How, Why NO YES 
Source: Adapted from Y in, 2003, p. 5 
 
Each strategy has their advantages and disadvantages that are dependent on three conditions; 
the type of research question, the control an investigator has over actual behavioral events, 
and the focus on contemporary in contrast to historical phenomena. According to Yin (2003) 
case study are suitable when “how” and “why” questions are posted, the investigator has poor 
control over events, and when the focus is on a contemporary phenomenon within some real-
life situation.  A case study is defined by Robson (2002:178) as “a strategy for doing research 
which involves an empirical investigation of a particular contemporary phenomenon within 
its real life context using multiple sources of evidence” (Saunders  et  al.,  2009,  p.145) 
According to Saunders  et  al.  (2009) a case study strategy will be particular useful if you 
wish to increase the understanding of the perspective of the research and the processes being 
proclaimed.  
 
According to Saunders et al. (2009) a case study answers questions such as  “what” as well. 
Due to this fact, a case study is suitable for my study since I have questions to answers such 
as “what” and the purpose with this study is to increase the understanding for how 
intercultural factors influences on cross cultural negotiations.  

3.4 Data Collection   
To have the ability to answer the research question, I need to decide what data to collect and 
rely on. According to Yin (2003) there are six sources of evidence that are most commonly 
used when doing case studies. The sources of evidence are following; documentation, 
archival records, interviews, direct observations, participant-observations and physical 
artifacts. Yin (2003) describes interview as one of the most important sources to gain 
information for case study.  Interviews normally appear to be guided conversations rather 
than structured questions. This means that you will be following a consistent line of analysis, 
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and the actual stream of questions in a case study interview is likely to be rather flowing than 
stiff. (Yin, 2003)  
Yin (2003) describes three different types of interviews; Open-ended nature interview, 
focused interview and survey. Open-ended interviews are based on questions asked to the 
respondents about the facts of matter as well as their opinions about events. In focused 
interviews the respondent is interviewed for a short time period, for example an hour. During 
this type of interviews, the interview might be open-ended and assume a informal manner, 
but mostly the interviewer are following a certain set of questions derived from the case study 
protocol. The third and last type, survey involves more structured questions. Such type of 
survey could be designed as a part of a case study and produce quantitative data as part of the 
case study verification. This survey would be relevant if you were doing a case study of an 
urban design project and analyzed a group of designers concerning the project. (ibid) 
 
Due to these different interview types I have chosen to follow the focused interview since this 
is most suitable for my study purpose. I will hold approximately one-hour interview with 
each respondent, and I will also follow a set of questions from my case study protocol that I 
have come up with.  

3.5 Sample Selection 
For this case study I intend to examine how culture influences on cross cultural negotiations. 
To be able to answer the research question for this study, I must first determine whom or 
which persons that is most appropriate to interview in order to receive answers for the 
research question and accomplish the purpose of this study. For this study I have chosen to 
focus on the sales process within companies that are acting within the steel and iron ore 
industry, to find out how culture has an influence during their intercultural negotiations. 
Furthermore I intend to interview two different companies that are operating within this 
industry. I will be interviewing one person from each company that are responsible for the 
company´s sales process. The two companies I intend to interview are LKAB and 
Outokumpu. These companies are both two major industries in Sweden. LKAB and 
Outokumpu are operating internationally and thereby dealing with different cultures during 
negotiations.  

3.6 Data Analysis 
According to Yin (2003) a data analysis consists of examining, categorizing, tabulating, 
testing or otherwise recombining both quantitative and qualitative evidence to report the 
initial proposals of a study. Yin (2003) describes five specific techniques for case study 
analyzing;  
 

 Pattern matching  
 Explanation building  
 Time-series analysis  
 Logic models and  



  
METHODOLOGY 

 
   

20 

 Cross case synthesis.  
 
The first four techniques are relevant whether a study involves single or a multiple case 
design, and every case study should consider these techniques. (ibid) 
 
Pattern matching  
Compares an empirically based pattern with a predicted one.  
Explanation building  
A special type of pattern matching but the procedure is more difficult and therefore justifies 
separate attention. The aim with explanation building is to analyze the case study data by 
building an explanation about the case.  
 
Time-series analysis  
Conducts a time-series analysis directly similar to the time-series analysis lead in 
experiments and quasi-experiments.  
 
Logic models  
Purposely require a complex chain of events over time. The events are performed in repeated 
cause-effect-cause-effect patterns, by which a dependent event at an earlier stage becomes the 
independent event for the next stage.  
 
Cross case synthesis  
Concerns particularly the analysis of multiple cases. (ibid) 
 
When analyzing the data I have collected for this study, I will use the pattern-matching case 
study technique and compare my data with already existing theories brought up in chapter 
two. Additionally this study is a within-case analysis since I will compare the collected data 
against the theory in chapter two, and not compare data in one case to data in another case, as 
in cross-case analysis.  

3.7 Validity and reliability  
According to Yin (2003) there are four tests that generally have been used to establish the 
quality of any empirical social research. The four tests are following; 
 

 Construct validity; means forming correct operational measures for the components 
being studied. 

 Internal validity; means forming a causal relationship by which certain conditions are 
shown to lead to other conditions as differentiate from false relationships.  

 External validity; means forming the field to which a study´s finding can be 
generalized.  

 Reliability; representing that the collected data can be repeated with the same result.  
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Table 3.2: Case Study Tactics for Four Design Tests 
Tests Case Study Tactic Phase of research in 

which tactic occurs 
Construct validity • Use multiple sources of 

evidence 
• Establish chain of 

evidence 
• Have key informants 

review draft case study 
report 

Data collection 
 
Data collection 
Composition 

Internal validity • Do pattern-matching 
• Do explanation-

building 
• Address rival 

explanations 
• Use logic models 

Data analysis 
Data analysis 
Data analysis 
Data analysis 

External validity • Use theory I single-
case studies 

• Use replication logic in 
multiple-case studies 

Research design 
 
Research design 

Reliability  • Use case study 
protocol 

• Develop case study 
database 

Data collection 
Data collection 

Source: Y in, 2003 p. 34 
 
To avoid method obstacles with the gathered data, I have therefore chosen to interview two 
companies instead of only one. By analyzing the two company´s: LKAB and Outokumpu´s 
sales process, this increases the chance of obtaining more reliable data. If for example, the 
both interviewed respondents answers would be corresponded, this might increases the 
reliability of the data.  During the interview I will be taking notes and at the same time record 
the interview to guarantee that I wont miss anything that the interviewee will say.  At first I 
decided to hold personal interviews to facilitate the understanding of the answers by studying 
the respondent’s facial expressions and body language. Due to the fact that there was not 
enough time for this, since both companies are very busy, this resulted in phone interviews 
instead. Phone interview are preferable since they are flexible and easy to implement. 
Nevertheless it does not necessary need to be less personal even though you do not see the 
person you are interviewing.  
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4.0 EMPIRICAL DATA 
This chapter will present the collected data aiming to answer the stated research question in 
chapter one. The collected data was carried out through two interviews with the sales and 
marketing managers of each chosen company. The first following part of this chapter will 
give the reader a short presentation of the two interviewed companies, after the collected data 
related to the research question will be presented. 

4.1 The respondents 
The two companies I have interviewed are LKAB and Outokumpu. The respondent at LKAB 
in Luleå, Sweden is Markus Petäjäniemi, Senior Vice President Sales & Marketing Division. 
Markus Petäjäniemi is the responsible of LKAB´s sales of iron ore and pellets. Markus area 
concerns the sales and marketing of LKAB in Luleå.  
 
The respondent at Outokumpu in Långshyttan, Sweden is Johan Falkland, General Manager – 
Commercial. Johan Falkland is the Marketing Director of Outokumpu in Långshyttan. 
Outokumpu is divided into three business areas. Falklands unit belongs to General Stainless, 
including standard steel grades. 

4.2 Cultural related factors that influences on cross cultural negotiations 
Respondent one, Markus Petäjäniemi, Senior Vice President Sales & Marketing Division at 
LKAB, Sweden 
 
The first question presented to Petäjäniemi was, describe the cultural differences that you 
have experienced that have an influence on international negotiations. Petäjäniemi explains 
that he has experienced cultural differences in many different ways. For instance each culture 
has their own customs that are important to consider and adapt to when negotiating with 
cultures that differ from your own. Moreover he explains that Asia can differ very much and 
their customs vary from the Swedish culture. There exist a major difference regarding gender, 
for example when negotiating with Middle East countries the respondent explain that the 
culture is very male-dominated, and that he has never negotiated with women, only men from 
Middle East countries. Furthermore Petäjäniemi stated that when doing business and 
negotiations with other cultures, there is clearly noticed that many other cultures and 
countries are more hierarchical composed than Sweden. In Sweden, titles and managers 
position are not considered as serious as in many other cultures. Being a Senior Vice 
President for Sales & Marketing as Petäjäniemi, you are expected to show up and sometimes 
be the determine decision maker for important questions in some cultures. Additionally 
Petäjäniemi explains the importance of clarified purpose as an important factor. The purpose 
of the sales negotiation must be clarified before the meeting with their customer. Is it a price 
negotiation, have someone complained about the product, or is the negotiation about 
something else? If these factors are not considered, obstacles might occur during the 
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negotiation. One cultural factor that might complicate the negotiation process is the fact that 
in some cultures the counterpart only speaks to the higher manager and not to his colleagues. 
Another factor that influences on international negotiations is language. Even though the used 
language for negotiation is mostly English, people express themself differently and the 
message can therefore be interpreted differently, explains Petäjäniemi.  The negotiator must 
be thoughtful in the way he or she express themself and be able to read signals from the 
counterpart. In some cultures it is not allowed to express in a negative way, people act nicely 
and positive even though it is obvious that they are not satisfied. Being able to read between 
the lines and analyze signals is very significant as a negotiator, clarifies Petäjäniemi.   
 
One of the most common cultural differences that Petäjäniemi has experienced more than one 
time regards hierarchy issues, since many other cultures and countries are more hierarchical 
composed than Sweden.  
 
Another question presented was regarding how great the cultural impact has on international 
negotiations. Petäjäniemi claims that cultural factors have a major impact when negotiate 
globally. Business is between people, and LKAB aim to create good relationships with their 
customers. Moreover he describes the importance of good relationships with the customers, 
first of all you must build a good relationship in order to create trust and respect for each 
other. Creating confidence and relationships in other cultures can be much more difficult and 
take longer time than in similar cultures. One must normally sacrifice more time when 
creating good relationships and confidence in other cultures.  Petäjäniemi also underlies the 
importance of being patient and be long-term focused and not expect any results at once. For 
instant in Asian cultures, one has to sacrifice a lot of time when establishing relationships, but 
when the relationship finally is established it last for a long time.   
 
Another question that I brought up was regarding what experiences that Petäjäniemi has 
gained through studying and adapting the other culture when negotiating international?  
Before the negotiating process, one has always established goals that rather lead to a win-win 
situation for both negotiation parties, explains Petäjäniemi. It is important to know who the 
final decision maker is for the counterpart. Is it the highest manager or a proficient informal 
potentate? It is important to find out how the customer will act and if the counterpart has the 
power to make decisions or if they will have to ask their manager before any decisions can be 
made. The negotiation process will be more effectively when the negotiation parties 
understand each other and what tactics they will use during negotiations. This is important 
regardless the culture and countries that one is dealing with, explains Petäjäniemi.  
 
The discussion continued by asking about what cultural clashes Petäjäniemi has experienced 
regarding; communication, time and space. Petäjäniemi explains that he has experienced 
more similarities than differences between different cultures. Most of all people expect to be 
treating friendly, have respect for each other, and listen to what the counterpart has to say. 
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These factors are important in all cultures. In some cultures the technical knowledge is valued 
higher than others, they expect you to be a doctor within the subject, compared to other 
cultures where knowledge’s are important, and in some culture where hierarchal systems are 
more important. Petäjäniemi brings up situations that have lead to cultural clashes through 
misunderstanding of each other. Communication obstacles depends on misunderstanding of 
each other, one negotiator have difficulties to read the counterpart´s message and irritation 
might arise. It is therefore significant to understand that individuals are different and don´t 
think in the same way, stated Petäjäniemi. Another major communication problem is that in 
some culture people are more direct and straightforward when expressing their feelings and 
opinions. Other cultures are the opposite of this, indirect, shy and find it rude to express 
feelings and opinions. They rather stay positive even though they are not satisfied with 
something. In some Asian cultures a direct confrontation would be seen as rude and cause 
loss of face for the Asian people.  Even though there is an obvious problem, it is better to 
express this in a more nice and gentle way to avoid communication obstacles. The perception 
of time can also cause obstacles for the negotiation process. Some cultures don´t put so much 
emphasize on respecting time as some cultures does. Countries such as Sweden and Germany 
respect time very carefully in comparison to some cultures where time is not considered of a 
great importance. Some cultures are more common with touching and physical nearness than 
other cultures. When negotiating with Arab countries it is not rare that they hold your hand, 
and when negotiating with Turkey they hug or kiss you on the cheek when greeting each 
other. It is more common though that the physical nearness and touching grows by the time. 
When the relationship has become more confidential, the physical nearness becomes more 
significant. The physical nearness is not very common when the negotiators meet for the first 
time, explains Petäjäniemi. 
 
Petäjäniemi stated that significant factors of the culture that one negotiates with should be 
considered but not exaggerated since both cultures will have to adapt before the negotiation 
begins.  When acting in an international industry both negotiation parties are urbanized and 
good at adapting to global differences. Nevertheless it is always good to learn the other 
culture but not exaggerate since good understanding for another culture increases the trust 
and confidence of the relationship between the negotiators. Moreover Petäjäniemi consider 
that gifts as important to consider when dealing with another culture. Different cultures view 
gifts differently. In Sweden there are gifts that are considered legal according to the Swedish 
law, and not considered as bribery. Petäjäniemi further explains that there may be exchange 
of symbolic gifts such as a nice bowl, a vase or a logotype of the company, which is 
considered as a nice gesture. LKAB has a comprehensive policy on bribes and gifts. LKAB 
would rather refrain a business negotiation in cases where bribery occurs.  Since other 
cultures view bribery and gifts differently this can lead to culture clashes that may affect the 
negotiation process. This scenario does not necessary affect LKAB´s negotiation processes 
since they have created long-term relationships and confidence with their customers, so both 
negotiation parties are aware of what gifts that can be considered as a legal gift or a bribery, 
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explains Petäjäniemi. Moreover Petäjäniemi brought up four other cultural factors that he 
reflected as important to consider when dealing with another culture, deportment, eating, 
body language and silence. Within this industry, business people are dressed simple and 
formal. Sometimes they dress informal, for instance when dining together in the evening 
when the negotiation process is closed, otherwise only formal dressing. At first when you 
meet your customer, the atmosphere is more relaxed, but as soon as the negotiation begins, 
the atmosphere immediately becomes formal and serious, describes Petäjäniemi. The 
respondent claims that it is important to adapt to the customs of one culture that you are 
visiting. If you go abroad for negotiating with another culture it is important that you adapt to 
their customs and eat what they eat and propose to you. When LKAB invites their customers 
to Sweden they find it important to bear in mind that some cultures such as Arab countries 
don´t eat pork, and therefore one must have thought this through and offer more than one 
dining options. In order to avoid clashes. Body language might influence in that sense that all 
people show emotions differently. Some people can get really angry and yell at each other 
during a negotiation, while others barely show their displeasure at any degree. Silence is also 
important to consider. It is important to not only be the one who is talking all the time, but 
also listen to what the counterpart has to say. Never being silent can be registered as rude in 
some cultures.  
 
When I asked Petäjäniemi about what cultural factors that he consider as important and 
influencing on the negotiation process, he answered back at me by listing behavior, outfit, 
language and religion with limits.  
 
When I asked Petäjäniemi to explain how he considered this factors as important, he 
explained that they have a great impact on building good relationships and confidence as 
between the two negotiation parts. In order to make successful businesses one have to create 
confidential and trustworthy relationships. How people behave towards each other, act and 
express themselves affect the negotiation process. The way people dress for businesses in one 
culture is important to assent but not necessary imitate. Respecting other cultures does not 
mean that one has to precisely imitate it, rather understanding that everyone is different and 
behave differently. Respect between different cultures is based on knowledges of each others 
cultures. 
 
When I asked Petäjäniemi why he don´t consider other factors as important, he explained that 
it is difficult to specify exactly why some factors influences and some don´t. It is depending 
on the negotiation situation and the culture one dealing with.  
 
Additionally I asked Petäjäniemi how he has experienced that the behavior of the counterpart 
have affected on international negotiations. He responded that he has not experienced it 
during his career at LKAB. Moreover he explained that small details sometimes lead to 
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unexpected things during a negotiation, but nothing that affects the whole negotiation process 
negatively. 
 
Next to the last question from my interview guide concerns the importance of reviewing 
previous international negotiations in order to improve the future negotiations, and what kind 
of reviewing has helped during an international negotiation?  Petäjäniemi answered my 
question by explaining that one should always analyze the negotiation process once it is 
ended to gain a better understanding and be prepare for the future negotiation.  What did go 
well, did anything go wrong, what could have been done better etc. should be considered to 
maximize the efficiency and outcome for future negotiations. It is always about preparations 
in order to be successful in negotiations. A memory that Petäjäniemi bears in mind from 
reviewing previous international negotiations in order to improve the future negotiations, 
regards an negotiation where the counterpart was not satisfied with the price of the product 
and decided to buy it from another supplier. Since Petäjäniemi had the knowledge from 
analyzing former negotiations with the same counterpart, he was aware of his negotiation 
tactic to achieve a lower price. So Petäjäniemi decided to back off and told the counterpart to 
buy this product from another less expensive supplier instead, which resulted in that the client 
lastly contacted LKAB again to buy the product since his tactic was just a test, and the 
negotiation went through as expected.  
 
The last question from the interview guide is following: What do you think of as important to 
consider during international negotiations? The postulate with a negotiation is certainly to 
achieve the stated goals that was settled before the negotiation process begun, but it is also 
important that the counterpart also is satisfied with the result of the negotiation clarifies 
Petäjäniemi. Petäjäniemi further explains that he always negotiates on the basis that benefits 
both LKAB and the counterpart of the negotiation. Negotiation is about finding solutions that 
satisfies both parties and not just one of them.  Physical proximity always occurs after the 
business negotiation is completed but never before the business negotiation. This is a very 
mature industry so no one would ever try to influence each other socially before the 
negotiation begins. It is important to distinct between businesses and the social when 
negotiating, stated Petäjäniemi. The spoken language during international negotiations is 
normally English. Even though everyone at the negotiation meeting speaks English, people 
express themself differently and the message can therefore be interpreted differently.  One 
must be thoughtful in the way they express themself and be able to read signals from the 
counterpart. In some cultures it is not allowed to express in a negative way, people act nicely 
and positive even though it is obvious that they are not satisfied, so being able to read 
between the lines and analyze signals is very significant as a negotiator dealing with another 
culture. Some cultures are more common with touching and physical proximity than other 
cultures. For example in Arab countries it is not rare that they are holding hands, and when 
negotiating with Turkey they hug or kiss on the cheek when greeting each other. It is more 
common though that the physical proximity and touching grows by the time, explains 
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Petäjäniemi. According to Petäjäniemi, sometimes situations arises where the negotiation 
counterpart don’t have the mandate to make a decision without asking the manager above, 
which leads to that the negotiation takes longer time than expected.   
 
Respondent two, Johan Falkland General Manager – Commercial at Outokumpu 
 
The first question presented to Falkland was, describe the cultural differences that you have 
experienced that have an influence on international negotiations. Falkland has many 
experiences from working international, but Outokumpu has sales companies in the larger 
markets, which makes it easier for Outokumpu to overcome the cultural differences by 
having a representative in each market as a part of their negotiation committee.   
 
Falkland finds it difficult to distinguish between the cultural differences that he has 
experienced during international negotiations. Falkland brought up an example with the U.S. 
The U.S. is a very complete culture; if the manager attends a negotiation he is the one who 
makes all the decisions, while European companies mostly following regulatory frameworks 
and therefore usually secures that the counterpart of the negotiation has the mandate to 
negotiate and make decisions before the negotiation process begins.  
 
Another question that was presented was how great the cultural impact has on international 
negotiations?  It has a major impact and must be considered, answered Falkland.  
Furthermore he explains that it is also about trying to understand the individual.  Since all 
individuals are different and act differently, one must therefore be aware of where the 
negotiation takes place, and follow the culture. Is it in India or Sweden? Personal 
characteristics are also important to consider. Some people are more impulsive than others 
when negotiating, so it is therefore important to know who you are negotiating with in order 
to be successful.   Generally the negotiations Falkland is carrying out are aiming for a 
monetary agreement or determination of prices. Depending on what culture you negotiating 
with and how well you know the counterpart, you decide what to offer, but it is important to 
not set the price either to low or to high. The negotiation process in not only about the price, 
it is rather an agreement between businesses, individual and culture. Regardless the product 
you sell or where you sell it, the product must be ensured that it meet the customer’s 
expectations and requirements, stated Falkland.  
 
What experiences have you gained through studying and adapting to the other culture when 
negotiating international? follows the fourth question. All negotiations result more successful 
if you as a negotiator are prepared and have study the culture of the counterpart. Moreover 
Falkland claims that his experiences derive in business carried out with customers from a 
culture that he has study and adapted to before the negotiation begins.  The more prepared 
you are and have analyzed what the customer wants and its culture, the more successful will 
the negotiation become, says Falkland.  
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Another question from the interview guide was regarding culture clashes concerning 
communication, time and space that he has experienced through the years as a negotiator. 
Falkland explained that he has experienced culture clashes regarding communication, time 
and space. Falkland shared his lasting memory from when two cultures clashes regarding a 
merging of the company he was working at and another company in England. Falkland had 
some question related to this merging between the two companies and sent over a document 
with questions to the other company´s manager. The answers were not replied to Falkland, 
but rather to his manager. England has more hierarchical system where the business manager 
determines and controls the sensitive information, and decides who should receive this kind 
of information. Since Falkland is partly raised in Brazil, with a culture that differ from the 
Swedish culture in many ways, he might be lenient with other cultures and their customs 
more than other people may be. Since he is raised in two different cultures he has an 
understanding for more than one culture and that individuals are different. Moreover Falkland 
explains that Latin countries may have a greater flexibility of time, in comparison to 
Germany and Sweden, which are two cultures that respect the time very carefully. The U.S. is 
extremely competent as personal chemistry, they have excellent tricks to remember who you 
are and what your name is explains Falkland. They are amazingly hospitable, professional 
and pleasant when doing negotiations.  
 
Falkland stated that significant factors of the culture that one negotiates with should be 
considered. Gifts are important to consider since different cultures view gifts and bribery 
differently. In one culture a gift can be perceived as bribery while it is definitely perceived as 
a gift within another culture. Outokumpu has policies and set of regulations for what 
Outokumpu may receive and give away to the counterpart. If a gift could be considered as a 
bribe, Outokumpu would rather renounce the negotiation as far as it is possible.  Another 
important factor to consider is meals and dining. If Outokumpu has customers visiting 
Sweden for negotiations, they would by automatic question what the customer eat, since 
some cultures don´t eat, meat and pork. How individuals show their emotions are dependent 
on the culture they belong to, but rather dependent on personality. In some cultures emotions 
are expressed more than others, individuals of Latin cultures demonstrate their emotions 
more clearly than individuals of the Swedish culture, explain Falkland. Falkland further 
describes the great importance of operating in a way that benefits both parties of the 
negotiation if you acting for a long-term relationship with the customers.  
 
When I asked Falkland about what cultural factors that he consider as important and 
influencing on the negotiation process, he described the great importance of operating in a 
way that benefits both parties of the negotiation if you acting for a long-term relationship 
with the customers. If there exist major cultural differences you have to deal with them. For 
example if one negotiates in Germany it is beneficial to have a negotiator that speaks the 
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language as their native language even though the negotiation is in English in order to ensure 
that one wont be deceived in any ways.  
 
When I further asked how he considers these factors being important and influencing, he 
answered back at me that it is difficult to rank and very dependent on the negotiation 
situation.  
 
Why are other factors not important? Falkland stated that it is very difficult to give such a 
finding. The more complex a negotiation is, the more will the cultural and technological 
approaches affect the negotiation.  
 
Falkland talked about how he has experienced that the behavior of the counterpart have 
affected on international negotiations. If you want added value to the sales, it is more 
profitable to negotiate with the responsible for the technical aspects and production, since 
that confirms the customers interest and you can control and debate for the different options 
that are offered, in comparison to a negotiation with an purchaser where the negotiation is 
only about the price.   
 
Next to the last question concerns the importance of reviewing previous international 
negotiations in order to improve the future negotiations, and what kind of reviewing has 
helped during an international negotiation.  Regardless the customer Falkland has been 
negotiating with, he always sits down and analyzes the previous negotiation. What did go 
well, what did go wrong and what can we improve for the future negotiations? This is 
particularly important with long-termed relationships where one meets and negotiates with 
the same individuals year after year. Normally Outokumpu have reconciliations with their 
biggest customers in order to ensure that they are satisfied with the purchased products.  
The factors that have helped Falkland when reviewing previous international negotiations in 
order to improve the future negotiations are dependent on the economic cycle. If you use 
price rise as a general approach during negotiations, and you indirect notice that the 
competitors lowers the price, you must quickly reevaluate and use another approach for the 
next negotiation.  Ordinarily Outokumpu´s customers can be described as their competitors as 
well, therefore it is very important to follow the market trends by being observant and learn 
from their surroundings.  
 
The last question from the interview guide is following: What do you think of as important to 
consider during international negotiations? Falkland describes the importance to be conscious 
regarding if of one is negotiating for a long-termed or short-termed relationship. Normally 
Falkland and Outokumpu aiming for long-termed relationships with their customers. The 
negotiation process is more of a win-win situation rather than aiming for one´s own interest. 
Additionally Falkland explains the importance of having respect for the counterpart. This is 
very important especially if you want to build long-termed relationships with the customers, 
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but not as crucial if one only aiming for short-termed relationships. Communication is an 
important factor since good communication may lead to successful negotiations, but without 
good communication this might risk a failure of the negotiation process. The customer 
decides the negotiation tempo. A customer asks not only one supplier but also rather three or 
four different suppliers to guarantee that they chose the supplier with the best price and 
quality. Therefore, the supplier, in this case Falkland, sends an offer to the customer and then 
waiting for the customer to get in touch for an negotiation if they were satisfied with the 
proposal.  
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5.0 DATA ANALYSIS 
This chapter will provide the reader with a comparison between the previous presented 
collected data in chapter four, with the theories in my conceptual framework in chapter two. 
This analysis attempts to answer the research question stated in chapter one.  

5.1 Cultural related factors that influences on cross cultural negotiations 
In the table presented below, the collected qualitative data and theories from the conceptual 
framework is reviewed and analyzed.  
 
Table 5.1: Within-case analysis of the research question; Cultural related factors that 
influences on cross- cultural negotiations 
Theories Interview 1 Interview 2 
Cultural factors influences on 
international negotiations 

+ + 

Culture has an impact on what 
behaviors negotiators use 

+ + 

Cultural variables such as; 
Communication, Time and 
Space might have an affect on 
negotiations. 

+ +/- Communication and Time 
influences on negotiations 

Basic dos and don´ts within one 
culture should be considered 
before negotiating with another 
culture 

+/- Some should be considered 
but not exaggerated since both 
cultures will have to adapt when 
negotiating global 

+/- Some factors should 
definitely be considered 

Cultural factors such as; 
Punctuality, Body Language, 
Eating, Silence, Emotions, 
Deportment, Eye Contact, 
Touching, Gift Giving, Degree 
of formality and Greetings are 
important to consider when 
negotiating cross-culture 

+/- Some factors are important, 
Gifts, Deportment, Eating, 
Silence, Emotions and Body 
language are more important 
than others 

+/- Some factors are important, 
Gifts, Eating and Emotions are 
more important than others 

One of the keys to successful 
negotiations are based on 
reviewing previous negotiations 

+ + 

Relationships, Communication, 
Interest, Options, Legitimacy, 
BATNA and Commitment are 
key criteria´s to successful 
negotiations 

+/- Good relationships with the 
customers is very important, 
first of all you must build a 
good relationship in order to 
create trust and respect for each 
other 

+/- Good relationships with the 
customers is very important 

Cultural considerations 
regarding; Individual or group 
orienting, flat or vertical 
hierarchies, Acquired or given 

+/- Individual or group 
orienting, physical proximity, 
communication, and flat or 
vertical hierarchies may affect 

+/- Individual or group 
orienting, flat or vertical 
hierarchies, Acquired or given 
status, functional or personal 
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status, functional or personal 
business relationships, physical 
proximity, communication and 
time are important to consider 
during international negotiations 

the negotiation process and are 
important factors 

business relationships, 
communication and time may 
affect and are important factors 

Factors such as assimilated 
information, perception of time, 
meeting rituals, local etiquette 
and language are important to 
consider when negotiating 
internationally 

+ + 

 
+ = findings agree with theory  
+/ ‐ = findings partly agree with theory 
‐ = Findings do not agree with theory 
 
Brett (2001) specifies that there exist a range of behaviors available for negotiators to use 
when endorsing confrontations, motivation, influence and information strategies and that 
culture has an impact on what behaviors negotiators use. 
 
Confrontation 
Negotiations are always direct spoken interactions between principals, but sometimes the 
spoken message is indirect. 
 
Motivation 
Motivation is decided by the interest of the negotiators. Negotiators might be self-interest 
concerned, interested of the other party at the table or about collective interest that extend 
elsewhere the instant negotiation table. 
 
Influence 
To have the ability to influence the other party to agree to your wishes, power is the key. 
 
Information 
Information is the predominance of negotiation. When the negotiators lacking in 
understanding the information transferred by the other party, integrative potential is 
practically always left on the table and sometimes negotiations end in dead-end. (ibid) 
 
Both interviewed respondents agreed that culture has an impact on international negotiations 
dependent on what behavior the negotiator uses.  
 
Respondent one further agreed on how confrontations can affect the negotiation process. For 
example a major communication problem according to respondent one is that in some 
cultures people are more direct and straightforward when expressing feelings and opinions, 
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while other cultures are indirect, shy and find it rude to express feelings and opinions. They 
rather show positive response even though they are not satisfied with something. In some 
Asian cultures a direct confrontation would be seen as rude and cause loss of face for Asian 
people.  Even though there is an obvious problem, it is better to express this in a gentle way 
to avoid communication issues. Additionally respondent one also agreed that motivations 
might affect international negotiations. Before the negotiating process, respondent one has 
always established goals that lead to a win-win situation for both negotiation parties rather 
than after self-interest. Respondent one also claims that communication issues depend on 
misunderstanding of each other in lack of information. If one negotiator has difficulties to 
read the counterpart´s message an irritation might arise. It is therefore significant to 
understand that individuals are different and don´t share the same values and opinions. 
 
Hall & Hall (2001) presents three categories of underlying cultural variables that might have 
an affect on negotiations.  

• Communication, is the communication indirect or direct? 
• Time, is the culture considered to be monochronic or polychronic? 
• Space, do the people of one culture prefer a lot of personal space and territory or not 

much? 
 
Respondent one agree with Hall & Hall (2001) that communication, time and space affect the 
negotiation process. As mentioned above, a major communication problem is based on the 
fact that in some culture people are more direct and straightforward when expressing feelings 
and opinions, while other cultures are the opposite, indirect and shy. They rather show 
positive response even though they are not satisfied with something. The perception of time 
can also cause obstacles for the negotiation process. Some cultures don´t put so much 
emphasize on respecting time as some cultures does. Countries such as Sweden and Germany 
respect time very carefully in comparison to some cultures where time is not considered of a 
great importance.  Some cultures are more common with touching and physical nearness than 
other cultures. When negotiating with Arab countries it is not rare that they hold your hand, 
and when negotiating with Turkey they hug or kiss on the cheek when greeting each other. It 
is more common though that the physical nearness and touching grows by the time. When the 
relationship has become more confidential, the physical nearness becomes more significant. 
The physical nearness is not very common when the negotiators meet for the first time. 
 
Respondent two also agree that communication and time influences on the negotiation 
process. Communication is an important factor since good communication can lead to 
successful negotiations, but without good communication this might risk a failure of the 
negotiation process. Depending on the hierarchal system of each culture, the information is 
handled differently. In cultures that are strongly hierarchical controlled, it will take longer 
time for the information to reach out to every unit, in comparison to cultures that are not 
strongly hierarchical controlled, such as Sweden, where the information flows quickly 
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between the units. In hierarchical system the business manager determines and controls the 
sensitive information, and decides who should receive what information. Falkland also agree 
that time is an important factor that might affect. For example when holding to schedules, 
Latin countries may have a greater flexibility of time, in comparison to Germany and 
Sweden, which are two cultures that respect the time very carefully. 
 
Sebenius (2002) emphasizes some basic dos and don’ts that are important to consider 
regardless what country and culture you are dealing with in order to avoid negotiation issues; 
Punctuality, Body Language, Eating, Silence, Emotions, Deportment, Eye Contact, Touching, 
Gift Giving, Degree of Formality, and Greetings. 
 
Both respondents agreed that some of these factors are important to consider to avoid 
negotiation issues.  
 
Respondent one agree with Sebenius (2002) that gifts, deportment, eating, body language and 
silence are important factors to consider since they can have an influence on the negotiation 
process. Gifts are important since different cultures view the message of gifts differently. In 
Sweden there are gifts that are considered as legal and not as bribery, according to the 
Swedish law. Before a negotiation process starts, there may be exchange of symbolic gifts 
such as a bowl, a vase or a logotype of the company, which is meant as a nice gesture for the 
counterpart. Since other cultures view bribery and gifts differently this can lead to culture 
clashes and affect the negotiation result negatively. Within this industry, business people are 
dressed simple and formal. Sometimes they dress informal, for instance when dining together 
in the evening when the negotiation process is completed, otherwise only formal dressing. 
When meeting the customer for the first time, the atmosphere can be more relaxed, but as 
soon as the negotiation starts, the atmosphere immediately becomes formal and serious. 
Additionally respondent one claim that it is important to adapt to the customs of one culture 
that you are visiting. If you go abroad for negotiating with another culture it is important that 
you adapt to their customs and eat what they eat and propose for you to eat, otherwise this 
might gives an illusion of disrespect to the counterpart and might affect the negotiation 
process negatively. Body language might also influence in that sense that all people show 
emotions differently. Some people can get really angry and yell at each other during a 
negotiation, while others barely show their displeasure at any degree. Silence is another 
important factor to consider. It is important to listen to what the counterpart has to say. Never 
being silent can be registered as rude in some cultures, explains respondent one.  
 
Respondent two agree with Sebenius (2001) that gifts, eating and emotions are important 
factors that might turn out to affect the negotiation process. As respondent one also 
mentioned, gifts are important to consider since different cultures view gifts and bribery 
differently. In one culture a gift can be perceived as bribery while it is definitely perceived as 
a gift within another culture. Respondent two explains that eating is an important factor since 
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dependent on what culture one belongs to, meat, pork or fish might not be accepted dishes. 
This must therefore be considered in order to avoid disrespect between the two parties.  
Individuals show their emotions differently dependent on the culture they belong to, but 
rather dependent on their personality. In some cultures expressing emotions are more 
accepted than in others. For example, individuals of Latin cultures demonstrate their 
emotions more clearly than individuals of the Swedish culture, explains respondent two.  
 
Ertel (1999) talks about how to turn negotiation into corporate capability. Ertel (1999) 
brought up one example, where one engineering and architectural company had gained more 
out of the negotiation by extending the way it defines success. The company uses seven 
criteria´s in reviewing negotiations; Relationships, Communication, Interests, Options, 
Legitimacy, BATNA and Commitment.  
 
Both respondents agree that one of the keys to successful negotiations is based on reviewing 
former negotiations in order to achieve improvements.  
 
Respondent one explained that one should always analyze the negotiation process once it is 
ended to gain a better understanding and be prepare for the future negotiation.  What did go 
well, did anything go wrong, what could have been done better etc. should be considered to 
maximize the efficiency and outcome for future negotiations. It is always about preparations 
in order to be successful in negotiations. Respondent one further describes that the company 
he´s working at aiming to create good relationships with their customers. Moreover he 
describes the importance of good relationships with the customers, first of all you must build 
a good relationship in order to create trust and respect for each other. Achieving confidence 
and create relationships in other cultures can be more difficult and take longer time than in 
similar culture. One must normally sacrifice more time when creating good relationships and 
confidence in other cultures.   
 
Respondent two stated that regardless the customer he has been negotiating with, he always 
analyzes the former negotiation. What did go well, what did go wrong and what can be 
improve for the future negotiations? This is particularly important with long-termed 
relationships where you meet and negotiates with the same individuals year after year.  
 
Fox (2005) formed seven key considerations to bear in mind during international business 
negotiations. These key considerations are areas of cultural differences for how business 
works, which are likely to occur when the negotiation process deals with different cultures.  
The key considerations are following; Individual or group orientation, flat or vertical 
hierarchies, acquired or given status, functional or personal business relationships, physical 
proximity, communication and time.    
 
Both respondents agree with this theory at some levels.  
 



  
DATA ANALYSIS 

 
   

36 

Respondent one explains that he always negotiates on the basis that benefits both his 
company and the counterpart of the negotiation. Negotiation is about finding solutions that 
satisfies both parties and not just one of them.  Physical proximity always occurs after the 
business negotiation is completed, but never before the negotiation. This is a very mature 
industry so no one would ever try to influence each other socially before the negotiation 
begins. It is important to distinct between businesses and the social when negotiating. The 
spoken language during international negotiations is normally English. Even though everyone 
at the negotiation meeting speaks English, people express themself differently and the 
message can therefore be interpreted differently.  One must be thoughtful in the way they 
express themself and be able to read signals from the counterpart. In some cultures it is not 
allowed to express in a negative way, people act nicely and positive even though it is obvious 
that they are not satisfied, so being able to read between the lines and analyze signals is very 
significant as a negotiator dealing with another culture. Some cultures are more common with 
touching and physical proximity than other cultures. For example in Arab countries it is not 
rare that they are holding hands, and when negotiating with Turkey they hug or kiss on the 
cheek when greeting each other. It is more common though that the physical proximity grows 
by the time, explains respondent one. According to respondent one, sometimes it arises 
situations where the negotiation counterpart don’t have the mandate to make a decision 
without asking the manager above, which complicates the negotiation process and it takes 
longer time than expected.   
 
 
Respondent two describes the importance to be conscious regarding if one is negotiating for a 
long-termed or short-termed relationship. Normally the company of respondent two are 
aiming for long-termed relationships with their customers. The negotiation process is more of 
a win-win situation rather than aiming for one´s own interest. Additionally he explains the 
importance of having respect for the counterpart. This is very important especially if you 
want to build long-termed relationships with the customers, but not as crucial if only 
intending for short-termed relationships. Communication is an important factor since good 
communication may lead to successful negotiations, but without good communication this 
might risk a failure of the negotiation process. The customer decides the negotiation tempo. 
A customer asks not only one supplier but also rather three or four different suppliers to 
guarantee that they chose the supplier with the best price and quality. Therefore, the supplier, 
in this case respondent two, sends an offer to the customer and then waiting for the customer 
to get in touch for a negotiation if they were satisfied with the proposal. Falkland explained 
that he once experienced two cultures clashes regarding a merging of the company he was 
working at and another company in England. Falkland had some question related to this 
merging between the two companies and sent over a document with questions to the other 
company´s manager. The answers were not replied to Falkland, but rather to his manager. 
England has more hierarchical system where the business manager determines and controls 
the sensitive information, and decides who should receive this kind of information. 
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Wengrowski (2004) describes that culture have a great impact when negotiating overseas. To 
be properly prepared the negotiator must have awareness about the given country. Factors 
such as how information is assimilated, history, concept of time, customs and practices, 
behavioral taboos and the geography are important to consider of the given country.  
 
Respondent one agrees with Wengrowski (2004) that perception of time, local etiquette and 
language are important factors that can affect the negotiation process. He further explains that 
the perception of time can also cause obstacles for the negotiation process. Some cultures 
don´t put so much emphasize on respecting time as some cultures does. Countries such as 
Sweden and Germany respect time very carefully in comparison to some cultures where time 
is not considered of a great importance. Local etiquette is important to consider since in some 
culture people are more direct and straightforward when expressing their feelings and 
opinions. Other cultures are the opposite of this, indirect, shy and find it rude to express 
feelings and opinions. In some Asian cultures a direct confrontation would be seen as rude 
and cause loss of face for the Asian people.  Gifts, deportment, eating, body language and 
silence can be considered as etiquette factors and therefore may affect the negotiation process 
if these are not considered. The spoken language during international negotiations is normally 
English. Even though everyone at the negotiation meeting speaks English, people express 
themself differently and the message can therefore be interpreted differently.  One must be 
thoughtful in the way they express themself and be able to read signals from the counterpart. 
In some cultures it is not allowed to express in a negative way, people act nicely and positive 
even though it is obvious that they are not satisfied, so being able to read between the lines 
and analyze signals is very significant as a negotiator dealing with another culture 
 
Respondent two also agree with the theory that that perception of time, local etiquette and 
language are important factors that may affect the negotiation process. He explains that Latin 
countries may have a greater flexibility of time, in comparison to Germany and Sweden, 
which are two cultures that respect the time very carefully. Gifts, eating and emotions can be 
considered as etiquette factors and may affect the negotiation process if they are not taken 
into account. Language may also affect the negotiation process. If one negotiates in Germany 
it is beneficial to have a negotiator that speaks the language as their native language even 
though the negotiation is in English. This is necessary in order to ensure that the counterpart 
in any ways won’t trick you.  
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6.0 CONCLUSION AND IMPLICATIONS 
In this final and concluding chapter of the thesis, I will answer the research question stated in 
chapter one and draw conclusions and findings from the analyzed data presented in chapter 
five. Additionally implication for theory, practioners and further research will be presented in 
the end of this chapter.   

6.1 Research question; Identify what culture related factors that influences 
on a negotiating process cross- culture? 
This study has shown that there exist a range of cultural related factors that influences on the 
negotiation process, and should therefore be considered in order to be more successful when 
negotiating cross- culture. These factors has turned out to have an major impact in that way 
that if they are not considered properly, it may influence a negotiation process negatively.  
 
To fulfill the purpose of this study, identify what cultural factors that influences on the 
negotiation process cross- culture, cultural factors as a negotiation strategy has been studied 
through the negotiators point of view.  
 
The findings of this study shows that the best way to successful negotiations commands a 
good relationship between the two negotiating parties. Long-termed relationships create good 
confidence and self esteem among the negotiators. It is also shown that culture has an impact 
on what behavior negotiators use. To avoid cultural clashes, factors regarding behavior, 
language, eating customs, deportment, silence, emotions and gifts should be studied and 
taken into account when dealing with a culture that differ from one´s own.  
 
Since different cultures not only differ in emotions, the way of viewing gifts, language, eating 
and other customs, they also have a different perception of time. Some cultures are more 
flexible regarding time, while others respect time carefully. This must therefore be 
considered before negotiating with a culture where the time perception differs from one´s 
own culture.  
 
To conclude, the most important factors to consider when negotiating cross- culture are 
presented below. 
 

 One of the keys to successful negotiations are good relationships between the 
negotiation parts 

 Differences in communication and the view of personal territory can lead to 
negotiation complications 

 Cultural customs such as gifts, deportment, eating, silence, emotions and body 
language are important to consider since they and may influences on the negotiation 
process  
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 In order to improve future negotiations, reviewing former one´s is important for a 
successful negotiation result 

 Time, communication, physical proximity, status, hierarchy, and self interest versus 
win-win, are important factors to reflect on since they may have a major impact on 
the negotiation process 

 Different cultures assimilate information differently, have a different perception of 
time, and differ in meeting rituals, etiquette and language.  

6.2 Implications for Theory  
The purpose of this study was to gain a better understanding for how cultural related factors 
influences on the negotiation process when negotiating cross-culture. This has been done by 
answering the research question related to the purpose of this thesis, through describing and 
explaining.  By answering the stated research question I have been able to describe and 
explain the reason how and why cultural factors have an impact on the negotiation process 
cross-culture.  
 
This study has shown that there exist a range of cultural related factors that influences on the 
negotiation process, and should therefore be considered in order to be more successful when 
negotiating cross- culture. These factors has turned out to have an major impact in that way 
that if they are not considered properly, it may influence a negotiation process negatively. It 
is also shown that the best way to successful negotiations commands a good relationship 
between the two negotiating parties. Moreover it is also stated that culture has an impact on 
what behavior the negotiator use. 

6.3 Implications for Practioners 
In order to improve and create awareness of how cultural factors actually affect a negotiation 
process when two or more cultures meet, I have come up with suggestions for other 
practioners based on the collected data and findings, but also based on previous research.  
 
Practioners should be aware of that cultural factors might influence on a cross-cultural 
negotiation negatively if these factors are not considered. Culture also indicates to influence 
on what behavior the negotiator use when negotiating intercultural.  
 
This study´s finding further indicate that successful negotiations commands a good 
relationship between the two negotiating parties. Long-termed relationships create good 
confidence and self esteem among the negotiators.  
 
Additionally practioners should bear in mind that another key to successful negotiations is 
based on reviewing previous negotiations in order to improve the future negotiations. 
Analyzing the outcome from previous negotiations can be a guideline for success in future 
negotiations through analyzing the positive and negative outcome, and learn from this.   
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6.4 Implications for Further Research 
The cultural impact on negotiation cross-culture is a broad research area with much yet to be 
discovered. During the writing of this thesis I have come across a few interesting areas to be 
studied in the future. Based on this I have therefore come up with some proposal on areas to 
be studied for further research. 
 
An analysis if the cultural impact will affect a negotiation differently depending on the 
negotiator is dealing with already existing or new customers, or aiming for a joint venture, 
would be interesting to study since this study did not consider this.  
 
Another interesting area to investigate is how other cultures interpret and adapt to the 
Swedish culture when negotiating intercultural, since this study only analyzed how Swedish 
companies interpret and adapt to other cultures when negotiating intercultural. 
 
Additionally it would be interesting to investigate if the cultural factors are influenced by the 
industry one operates within since this study only focused on two companies that are acting 
within the same industry; steel and iron ore industry.  
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Appendix A – Interview Guide (English version) 
 
Name of respondent: 
___________________________________________________________________________
___________________________________________________________________________ 
 
Name of company: 
___________________________________________________________________________
___________________________________________________________________________ 
 
Part 1; Short information about the company   
 
1. Describe your job specification and work duties?  
___________________________________________________________________________
___________________________________________________________________________ 
     
2. What is your title? 
___________________________________________________________________________
___________________________________________________________________________ 
     
3. Please describe the customers of your company, what products do you sell? 
___________________________________________________________________________
___________________________________________________________________________ 
     
4. Describe your background, how long have you been working within the company 
___________________________________________________________________________
___________________________________________________________________________ 
     
Part 2; Cultural factors that influences on international negotiations cross-
culture  
 
5. Describe the cultural differences that you have experienced that have an influence on 
international negotiations 
___________________________________________________________________________
___________________________________________________________________________ 
     
6. What are the most common cultural differences that you have experienced more than one 
time during international negotiations? 
___________________________________________________________________________
___________________________________________________________________________ 
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7. How great is the cultural impact on international negotiations according to you? 
___________________________________________________________________________
___________________________________________________________________________ 
     
8. What experiences have you gained through studying and adapting to the other culture you 
are negotiating with? 
___________________________________________________________________________
___________________________________________________________________________ 
 
9. What cultural clashes have you experienced regarding;  

• Communication  
• Time and  
• Space? 

 
___________________________________________________________________________
___________________________________________________________________________ 
___________________________________________________________________________ 
     
10. What significant factors of the culture one negotiates with should be considered 
according to you? 
___________________________________________________________________________
___________________________________________________________________________ 
     
11 a. What cultural factors do you consider as important and influencing on a international 
negotiation? 
___________________________________________________________________________
___________________________________________________________________________ 
     
11 b.  Why do you consider these factors as important? 
___________________________________________________________________________
___________________________________________________________________________ 
     
11 c.  Why don´t you consider other factors as important? 
___________________________________________________________________________
___________________________________________________________________________ 
     
12. How have you experienced that the behavior of the counterpart have affected on 
international negotiations? 
___________________________________________________________________________
___________________________________________________________________________ 
     
13 a. How do you concerns the importance of reviewing previous international negotiations 
in order to improve the future negotiations? 
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___________________________________________________________________________
___________________________________________________________________________ 
     
13 b. What kind of previewing has helped you during an international negotiation? 
___________________________________________________________________________
___________________________________________________________________________ 
     
14. What do you think of as important to consider during international negotiations 
regarding: 
 

• Individual or group orientation  
• Flat or vertical hierarchies  
• Acquired or given status  
• Functional or personal business relationships;  
• Physical proximity  
• Communication  
• Time 

 
 
___________________________________________________________________________
___________________________________________________________________________ 
___________________________________________________________________________
___________________________________________________________________________ 
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Appendix B – Intervjuguide (Svensk version) 
 
Respondentens namn: 
___________________________________________________________________________
___________________________________________________________________________ 
 
Företagets namn: 
___________________________________________________________________________
___________________________________________________________________________ 
 
Del 1; K ort Information om företaget och den som interv juas 
 
1. Vad ingår i din arbetsbeskrivning, arbetsuppgifter mm? 
___________________________________________________________________________
___________________________________________________________________________ 
 
2. Hur lyder din titel? 
___________________________________________________________________________
___________________________________________________________________________ 
 
3. Beskriv företagets kunder, vad säljer ni till kunden? 
___________________________________________________________________________
___________________________________________________________________________ 
 
4. Hur ser din bakgrund ut, hur länge har du arbetat inom OutoKumpu? 
___________________________________________________________________________
___________________________________________________________________________ 
 
Del 2; V ilka faktorer relaterade till  kultur påv erkar v id internationella 
förhandlingar 
 
5. Berätta hur du upplevt att kulturskillnader påverkat vid en internationell förhandling? 
___________________________________________________________________________
___________________________________________________________________________ 
 
6. Vad för typ av kulturskillnad har du stött på flest gånger vid en internationell förhandling? 
___________________________________________________________________________
___________________________________________________________________________ 
 
7. Hur stor påverkan anser du att kultur har gällande internationella förhandlingar? 
___________________________________________________________________________
___________________________________________________________________________ 
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8. Vilka erfarenheter har du av att en förhandlingsprocess har genomförts snabbare genom att 
man tagit hänsyn och studerat den kulturen man förhandlar med?  
___________________________________________________________________________
___________________________________________________________________________ 
 
9. Vilka kulturkrockar har du stött på gällande olika syn på; 
 

• Kommunikation 
• Uppfattning om tid  
• Personligt andrum 
 

___________________________________________________________________________
___________________________________________________________________________ 
___________________________________________________________________________ 
 
10. Vilka kulturella faktorer anser du det vara viktigt att ta hänsyn och anpassa sig till, som är 
kända inom den kulturen som du förhandlar med?  
___________________________________________________________________________
___________________________________________________________________________ 
 
11 a. Vilken/vilka kulturella faktorer anser du vara viktiga och har en inverkan vid en 
internationell förhandling?  
___________________________________________________________________________
___________________________________________________________________________ 
 
11 b. Hur anser du att dessa viktiga faktorer har en inverkan? 
___________________________________________________________________________
___________________________________________________________________________ 
 
11 c. Varför är andra faktorer inte viktiga? 
___________________________________________________________________________
___________________________________________________________________________ 
 
12. Hur har du upplevt att motpartens beteende har påverkat vid en internationell 
förhandling? 
___________________________________________________________________________
___________________________________________________________________________ 
 
13 a. Vad anser du att det är viktigt att försöka få överblick över för att förbättra framtida 
internationella förhandlingar? 
___________________________________________________________________________
___________________________________________________________________________ 
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13 b. Vad i sådant fall har hjälpt dig vid en internationell förhandling? 
___________________________________________________________________________
___________________________________________________________________________ 
 
 14. Vad anser du det är viktigt att ta hänsyn till vid internationella förhandlingar avseende: 

• Eget intresse versus en win-win situation 
• Motpartens kompetenser 
• Respekt för motparten 
• Utveckling av relationer 
• Socialt umgänge och närhet 
• Tydlig kommunikation 
• Förhandlingstempo  

 
___________________________________________________________________________
___________________________________________________________________________ 
___________________________________________________________________________
___________________________________________________________________________ 
 
 
 
 
 
 
 
 
 
 
 
 
 


