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Goals 

Learn how cultural dimensions and 
communications styles differences 
influence international negotiations. 

Gain awareness of the impact of 
language and non-verbals on 
cross-cultural interactions.   
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“You can hardly make a friend in a 
year but you can lose one in an hour.” 
 -- Confucius 
 
“Every country has its way of saying 
things. The important thing is that 
which lies behind people’s words.” 
-- Freya Stark, The Journey’s Echo 
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Discussion: 
 

What are your challenges in 
negotiating or communicating across 

cultures? 
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Cultural Dimensions that Influence 
Communications & Negotiations 

1. Individualistic vs. Collectivistic 
tendencies:  
Face and Hierarchy 
One vs. Group Decision 
Contract or relationship? 



Cultural Dimensions that Influence 
Communications & Negotiations 

2. Time and Space Orientation 
3. Verbal and Non-verbal communications: 
 Formal vs. Informal 
 Direct vs. Indirect 
 Detached vs. Attached 
 Linear vs. Circular 
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Direct vs. Indirect Style 

DIRECT 

• What one means is stated in a very 
straightforward and direct manner. 

• There is no “beating around the 
bush.”  

• Directness is equated with honesty 
and respect for the other person. 

 

INDIRECT 

• Meaning is conveyed in subtle 
ways, such as nonverbal behavior, 
parables and stories, suggestions, 
hints and implications.   

• Indirectness is equated with 
politeness and respect for the 
other person. 

 

To be effective with this style: 
•Respect the person’s time. 
•Don’t create ambiguity or 
uncertainty by avoiding the issue. 
•Be straightforward. 

To be effective with this style: 
•Respect the person’s feelings. 
•Don’t put them on the spot by 
being too direct. 
•Be polite. 



DIRECT: 
“I wanted you to know that the contract was 

a little late, and we expect it to be signed 
by the 5th of December.” 

 
INDIRECT: 
“Negotiations aren’t always easy when both 

sides have different opinions, 
expectations, and needs. Things 
sometimes take longer than one originally 
expects; however, in the end, it always 
works out.  It looks like that date will be 
December 5.” 

 
 

Examples 
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DIRECT INDIRECT 
1. I don’t think that’s such a good idea.  

2. You’re clearly missed the point.  

3.  What do you think, Mr. Cato? (Mr. Cato 
doesn’t like to be put on the spot because 
it embarrasses him.  How can you find out 
what Mr. Cato thinks without directly 
asking him?)  

4. The numbers are all incorrect.  

Direct vs. Indirect Exercise 



Detached vs. Attached 

10 

DETACHED (UNEMOTIONAL) 

• Communication is carried out in a calm 
and impersonal manner.   

• Objectivity is valued.   
• Highly expressive, emotional and engaged 

communication is considered 
inappropriate.  

• Personalizing the issues seen as biased. 

ATTACHED (EMOTIONAL) 

• Communication is carried out with feeling 
and emotion.  

• Issues are discussed with passion and 
commitment.  

• Communication is very expressive. 
• Sharing one’s values and feelings about 

issues is highly valued. 

To be effective with this style: 
• State your views dispassionately. 
• Avoid being overly emotional. 
• Avoid personalizing the discussion; 

keep your feelings out of it. 
 
 

To be effective with this style: 
• State your views with passion and 

conviction. 
• If you care about an idea, show it. 
• Bring yourself as a person into 

discussion; show who you are. 
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DETACHED (Unemotional): 
“I’m afraid we’ve run into some delays in signing 

the contract. We now expect to have it signed 
and executed no later than the 5th of December.” 

ATTACHED (Expressive/emotional): 
“I’m soooooo sorry to let you know that our 

negotiating team ran into some snags with the 
contract.  I feel bad about this because I know 
how much this contract means to you and how 
important it was that it be signed by the 10th of 
September.  However, it is beyond my control 
and just hope that you will forgive me for not 
pushing it through earlier.” 

Examples 
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Linear vs. Circular Style 
LINEAR 

Communication is conducted in a 
straight line, moving toward the main 
point.   

“Getting to the point” is very important 
and the point is stated explicitly.   

Not getting to the point quickly is seen 
as a time waster. 

CIRCULAR 

Communication is conducted in a 
circular manner around the main point.  

The point may be left unstated 
because verbal and nonverbal 
information provided is sufficient for 
understanding.  
Stating the point explicitly is seen as 
insulting to the other person. 

To be effective with this style: 
• Be brief. 
• Provide only as much explanation 

as the other person needs. 
• Do not deviate from the main point. 
 

To be effective with this style: 
• Embellish your remarks with stories 

and anecdotes.  Let the story tell 
the point. 

• Drop hints. 
 



LINEAR: 
“After a slight delay, the contract is expected to be 

signed and executed by the 5th of December.” 
CIRCULAR: 
“Hi! how are you? How’s your family doing?  I hope 

you’ve been enjoying the nice Autumn weather we’re 
having. The rain is helping with beautifying my yard 
again…Oh, and I wanted to let you know that our 
negotiating team ran into some difficulties with the 
contract. Yea…  I feel bad about this because I know 
how much this contract means to you and how 
important it was that it be signed by the 10th of 
September.  However, it is beyond my control and just 
hope that you will forgive me for not pushing it 
through earlier.” 

 
 
 
 

Examples 
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Non-Verbals: (Mis)interpretation of 
Gestures 



 
Communications Exercise 
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Goals of Exercise 

 To become aware of behavioral changes that 
occur when communicating in a foreign 
language. 

 To learn how language ability influences 
perceptions of overall intelligence and 
competence. 

 To discover methods for enhancing the 
accuracy of communication in a non-native 
language. 
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 Seek first to understand yourself and others: 
 Cultural beliefs and values 
 Communication & negotiation style preferences 

 Suspend judgment 
 Use 3AsTM:  Acknowledge, Accept and Adapt to 

differences 
 Invest in sincere, long-term relationships with 

clients and communities 
 Be open to learning and listening 
 Be curious! 

 
 

 

Cross-Cultural Tips for Success 



“If you know the enemy and know yourself, 
you need not fear the result of a hundred 
battles. If you know yourself but not the 
enemy, for every victory gained you will 
also suffer a defeat. If you know neither 
the enemy nor yourself, you will succumb 
in every battle.”  
 
― Sun Tzu, The Art of War 
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 Leading Leaders: How to Manage Smart, Talented, Rich, 
and Powerful People, Jeswald W. Salacuse  

 Beyond Culture, Edward T. Hall 
 Communicating Across Cultures, Stella Ting-Toomey 
 Conflict Across Cultures, Lebaron & Pillay 
 Cultural Intelligence, David C. Thomas & Kerr Inkson 
 Kiss, Bow or Shake Hands, Terri Morrison, Wayne 

Conaway & George Borden 
 Managing Intercultural Conflict Effectively, Stella Ting-

Toomey & John G. Oetzel 
 Managing Cultural Differences, Moran, Harris, Moran 
 

Reference Books 
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Thank you! 
lill ian@tsaicomms.com 

www.tsaicomms.com 
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