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Introduction

UK company seeking partnership with
Chinese firm
Cultural differences impact negotiations
Culture influences behaviour and business
practices (Hofstede, 2011)



What is Culture?

Culture = ‘collective
programming of the

mind’ (Hofstede,
2011)

Shared values,
beliefs and
behaviours

Influences
communication and

decision-making



Elements of Culture

Communication styles
Social norms
Values and beliefs
Time orientation
Power distance

  These elements shape behaviour in
business contexts (Hall,1976,
Hofstede, 2011



Cultural Theory – Geert Hofstede

  Cultural Dimensions Theory explains differences between countries.

Key Dimensions:
Power distance
Uncertainty avoidance
Individualism vs collectivism



Communication Style

UK: Direct
communication

China: Indirect, high-
context communication

Meaning often implied Risk of misunderstanding
(Hall, 1976)



Relationship Building (Guanxi)

Focus on trust
and long-term
relationships

Business built
on personal
connections

UK: Task-
Focused vs

Chine:
Relationship-

Focused

Key for
successful
partnership
(Chen and

Chen, 2004)



Power Distance

China: High
respect for
hierarchy

UK: More equal
structure

Senior leaders
influence
decisions

Important cultural
factor (Hofstede,

2011)



Decision-Making Style

China: Slow,
group-based

decisions

UK: Faster,
individual
decisions

Focus on long-
term

outcomes

Requires
patience (Bret,

2017)



Strategies for Success

Adapt
communication

1
Build strong
relationships

2
Respect
hierarchy

3
Be patient and
flexible

4



Build Relationships

Invest time in trust-
building

Engage in meetings and
social interactions

Focus on long-term
partnerships

Improve negotiation
outcomes (Chen and

Chen, 2017)



Adapt Communication

Use indirect and
respectful
communication

1
Pay attention to
non-verbal cues

2
Avoid overly
direct language

3
Align with
Chinese
communication
style (Hall, 1976)

4



Respect Hierarchy

Acknowledge
authority and

seniority

Ensure correct
level of

representation

Show formal
respect

Important in high
power distance

cultures
(Hofstede, 2011)



Be Patient

Allow time for
decisions

Avoid rushing
negotiations

Focus on long-
term success

Patience improves
outcomes (Bret,

2017). 



Cultural
Awareness and

Adaptability

Builds trust and strong relationships
Reduces misunderstandings
Improves negotiation outcomes

Essential in global business (Earley and
Ang, 2003)



Conclusion

Cultural differences
impact negotiations

Understanding culture
leads to success

Adaptability is key to
long-term partnerships
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Thank you! Any Questions?
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