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1. [bookmark: _Toc214612790]Introduction
Negotiation is a fundamental activity in international business, influencing contracts, project timetables, and enduring partnerships.  In global corporations like DHL Supply Chain, managers from many cultural backgrounds must negotiate agreements while preserving cooperative relationships.  Divergent expectations regarding communication, hierarchy, or risk might result in misunderstandings, delays, or unsatisfactory outcomes during negotiations (Manrai and Manrai, 2010).  In the European context, interactions between managers from the United Kingdom and Romania are becoming more prevalent as supply chain operations extend throughout Central and Eastern Europe.  DHL conducts logistics, fulfilment, and industrial project services in the UK and Romania, resulting in regular cross-border discussions regarding service levels, resources, and investment priorities (DHL Supply Chain, 2025; DHL Romania, 2025).
 This study critically examines the impact of cultural disparities between UK and Romanian managers on negotiation techniques within DHL Supply Chain and assesses strategic methods that foreign managers might employ to mitigate communication obstacles.  This discussion utilises international communication theories, including Hofstede’s cultural aspects, Hall’s high- and low-context communication, and studies on Business English as a Lingua Franca (BELF), to examine the influence of culture on negotiation styles, language utilisation, and hierarchical expectations.  The paper examines internal talks between UK and Romanian managers engaged in logistics projects, concluding with recommendations for multinational managers aiming to facilitate more effective and culturally astute negotiations.
2. [bookmark: _Toc214612791]Theoretical Framework: Intercultural Communication and Negotiation Concepts
This section describes the main ideas and concepts used to investigate how cultural differences affect DHL Supply Chain negotiations between UK and Romanian managers.   Building on intercultural communication models, negotiation research, and BELF studies, it develops a conceptual framework for the study. These theoretical frameworks explain communication styles, hierarchical expectations, and language use, which are crucial to understanding international business negotiation results.
2.1. [bookmark: _Toc214612792]Intercultural Communication and Culture Dimensions
Research on intercultural communication highlights that culture affects individuals’ interpretation of communications, relationship management, and meaning negotiation (Samovar et al., 2015).  Hofstede’s cultural dimensions are among the most prevalent frameworks for comprehending country cultural disparities in business.  His model indicates that the UK typically exhibits low levels of power distance and uncertainty avoidance, alongside high individualism, while Romania demonstrates elevated power distance and uncertainty avoidance and exhibits a more collectivist orientation (Hofstede et al., 2010; Pang and Pang, 2023).  These aspects influence perspectives on hierarchy, decision-making, risk, and the function of regulations in negotiation.
2.2. [bookmark: _Toc214612793]Negotiation in Intercultural Business
Recent studies indicate that cultural values and communication norms systematically influence negotiation strategies, encompassing the speed of information exchange and the significance attributed to relationship building (Manrai and Manrai, 2010; Temghari, 2025).  Research on cross-cultural business negotiation emphasises the importance of cultural intelligence, which is the ability to operate effectively in diverse cultural contexts, and the necessity of trust-building as a fundamental element for achieving successful agreements (Intercultural Negotiation Strategies, 2024).  Effective negotiators modify their approach to align with the counterpart's expectations, balancing assertiveness and empathy while adjusting the structure of meetings and decision-making processes (Effective Strategies, 2024).
 Research examining cross-cultural business practices English negotiation indicates that variations in hierarchy, time orientation, and formality may result in misunderstandings, particularly when Western partners fail to recognise the significance of relationship building and respect for status in post-socialist or transitional societies (Pang and Pang, 2023).  This is pertinent to Romania, where the remnants of centralised decision-making continue to shape expectations regarding managerial authority and consultation.
2.3. [bookmark: _Toc214612794]Business English as a Lingua Franca (BELF)
Language is significant in international negotiations.    In numerous international organisations, non-native speakers utilise English.    The BELF study indicates that English in international business is mostly utilised for task execution rather than adherence to native-speaker norms.    Native speakers may dominate the conversation or employ idiomatic terms, whereas non-native speakers could choose for silence or refrain from challenging recommendations owing to linguistic anxiety.
   According to BELF research (Louhiala-Salminen and Kankaanranta, 2011), both parties should employ unambiguous language, confirm comprehension, and allocate time for elucidation in cross-cultural encounters.    DHL Supply Chain managers in the UK and Romania negotiate in English, albeit their proficiency and comfort levels vary.
3. [bookmark: _Toc214612795]Cultural Influences on UK–Romania Negotiation in DHL Supply Chain
These theoretical notions are used to DHL Supply Chain talks between UK and Romanian managers in this part.   It examines how cultural values, communication styles, and language affect negotiation behaviour, expectations, and outcomes.   This section studies DHL's operational environment and common negotiation scenarios to uncover misunderstanding sources and assess how cultural issues affect organisational practice.   This study provides a framework for foreign managers to strengthen UK–Romania team negotiations.
3.1. [bookmark: _Toc214612796]DHL operations and the negotiation context
DHL Supply Chain is a prominent contract logistics operator, managing warehouse and fulfilment networks throughout Europe (DHL Supply Chain, 2025). DHL operates extensive distribution centres and e-commerce fulfilment hubs in the UK, incorporating warehousing, inventory management, and transportation (DHL UK Fulfilment, 2025). In Romania, DHL provides freight transport, project logistics, and supply chain management services, functioning as a strategic hub for Central and Eastern Europe (DHL Romania, 2025). Managers from both nations collaborate on transnational initiatives, such as launching new service logistics solutions or reallocating capacity in response to fluctuating demand.
These projects necessitate negotiations over funding, staffing, service-level agreements, and technological investment. However, a frequent challenge arises from differences in decision-making structures: for example, Romanian managers often require approval from higher levels of hierarchy before confirming operational changes, which can delay negotiations or create uncertainty for UK managers expecting quicker responses. DHL’s emphasis on standardised global processes, combined with the need for local adaptation, can therefore create tensions between centralised UK expectations and Romanian operational realities, highlighting the importance of cultural competence in negotiation.
3.2. [bookmark: _Toc214612797]Cultural differences shaping negotiation styles
Utilising Hofstede’s dimensions, UK managers are inclined to engage in negotiation in a comparatively equitable, task-focused manner.  A reduced power distance fosters expectations for open discourse and consultation among hierarchical levels.  A reduced level of uncertainty avoidance facilitates adaptable problem-solving and an openness to reinterpreting definitions when new information arises (Hofstede et al., 2010).  Thus, UK negotiators at DHL may favour explicit agendas, time-constrained talks, and prompt progression towards commitments.
 In contrast, Romanian managers frequently function in contexts characterised by elevated power distance and a strong aversion to ambiguity.  This may result in increased deference to hierarchical authority, heightened expectations for top managers to render final decisions, and a desire for comprehensive procedures that mitigate risk (Hofstede et al., 2010; Pang and Pang, 2023).  In negotiations, Romanian managers tend to prioritise formal titles and may refrain from publicly challenging superiors in group discussions.  Prior to the commencement of substantive negotiations, greater focus might be placed on relationship development and trust.
 Hall's differentiation between high-context and low-context communication elucidates possible conflicts.  A UK manager may employ direct assertions like, “These delivery times are unacceptable; we require an enhancement,” anticipating the counterpart to provide similarly explicit counterproposals.  A Romanian manager, adhering to high-context standards, may mitigate disagreement by employing language like “We will see what we can do” or by emphasising limitations instead of directly stating “no” (Hall, 1976; Pang and Pang, 2023).  If UK managers see this indirectness as concurrence, while Romanian managers view UK directness as too brusque, misunderstandings and irritation may ensue.
3.3. [bookmark: _Toc214612798]Sources of miscommunication in UK–Romania negotiations at DHL
When UK and Romanian DHL Supply Chain managers negotiate, cultural differences can lead to a range of communication challenges. These issues often stem from uneven expectations regarding hierarchy, language use, time management, and conflict-handling styles. If not addressed, such misunderstandings can escalate into mistrust between teams, create avoidable project delays, and result in inefficient allocation of resources during cross-border collaboration. The following subsections outline the key sources of miscommunication that may influence negotiation outcomes.
3.3.1. [bookmark: _Toc214612799]Hierarchy and decision-making authority
Divergent assumptions regarding the authority to make commitments contribute to miscommunication.  Managers in the UK may anticipate that their Romanian counterparts possess the authority to modify capacity or pricing within an agreed-upon range.  Managers in Romania, functioning within a hierarchical organisational culture, may feel compelled to seek approval from senior management prior to endorsing changes (Pang and Pang, 2023).  Failure to make this need for consultation explicit may lead UK negotiators to perceive delays as a lack of commitment, rather than as a decision-making process rooted in cultural considerations.
3.3.2. [bookmark: _Toc214612800]Language and BELF dynamics
A secondary challenge pertains to language.  Negotiations between UK and Romanian managers at DHL are generally carried out in English, which is often the native language for UK participants and a secondary language for most Romanians.  Fluency in the native language can inadvertently establish power disparities: UK managers may monopolise discussions or employ humour and idiomatic expressions that are challenging to understand, whereas Romanian managers may engage less, even in instances of disagreement (Nickerson, 2005; Kankaanranta, 2013).  This may create a misleading perception of agreement.  Studies on BELF indicate that these patterns may diminish decision-making quality due to the omission of critical local knowledge (Louhiala-Salminen and Kankaanranta, 2011).
3.3.3. [bookmark: _Toc214612801]Time orientation and risk
Variations in uncertainty avoidance manifest in perspectives on time and risk.  UK negotiators may emphasise expediency and innovation by suggesting pilot projects based on incomplete data.  Romanian counterparts, prioritising risk avoidance, may require comprehensive data and formal approvals prior to consenting to alterations in established processes (Hofstede et al., 2010).  In the absence of explicit dialogue, UK managers might interpret Romanians as slow or resistant, whereas Romanians may regard British proposals as risky or inadequately prepared.
3.3.4. [bookmark: _Toc214612802]Conflict management and face
Conflict management preferences vary significantly.  The business culture in the UK generally regards open disagreement as a standard aspect of professional interaction, if it is articulated respectfully.  Romanian culture, shaped by pronounced face concerns and collectivist values, tends to favour the avoidance of direct confrontation, particularly in public contexts (Samovar et al., 2015).  In DHL project meetings, this may result in UK managers perceiving that issues have been addressed, while Romanian colleagues may feel that their concerns were neither articulated nor adequately considered.
3.4. [bookmark: _Toc214612803]Strategic approaches for international managers at DHL
DHL managers collaborating with UK–Romania teams must implement focused strategies to tackle the communication and negotiation challenges, taking into consideration the cultural and linguistic differences involved.  Effective strategies emphasise enhancing cultural awareness, adjusting communication styles, defining roles and expectations, and encouraging inclusive language practices.  This document presents a series of practical strategies that international managers can adopt to improve negotiation effectiveness and minimise the likelihood of miscommunication.
3.4.1. [bookmark: _Toc214612804]Developing cultural intelligence and awareness
DHL can improve cultural intelligence by training UK and Romanian management on one other's customs.  Managers can learn how their chosen style is culturally moulded in Hofstede and Hall workshops (Samovar et al., 2015; Temghari, 2025).  Past DHL projects between the UK and Romania could be examined for miscommunications and alternative approaches.
3.4.2. [bookmark: _Toc214612805]Structuring negotiations to balance relationship and task
Negotiations can blend Romanian relationship-building and UK task-focus. A clear agenda and written explanation of conclusions may follow casual discourse in meetings. This method balances efficiency and relational expectations (Manrai & Manrai, 2010).
3.4.3. [bookmark: _Toc214612806]Clarifying roles, authority and timelines
Clear delineation of decision-making authority and timelines may mitigate frustration. At the outset of a negotiation, it is essential for managers to establish who possesses the authority to approve various types of changes, identify topics that necessitate escalation, and determine the duration of internal consultations. This transparency acknowledges the hierarchical structures in Romania and conforms to UK standards for predictability and efficiency (Pang and Pang, 2023).
3.4.4. [bookmark: _Toc214612807]Adapting BELF practices
DHL ought to promote inclusive BELF practices.  This involves requesting that native-speaker managers slow their pace, refrain from using idioms, and frequently verify comprehension, while also promoting an environment where non-native speakers feel comfortable asking for clarification without feeling embarrassed (Louhiala-Salminen and Kankaanranta, 2011; Gerritsen and Nickerson, 2016).  Negotiation teams could implement straightforward communication practices, like recap rounds following each agenda item and collaborative written notes during virtual meetings.
3.4.5. [bookmark: _Toc214612808]Using mixed and mediating teams
DHL may create cross-cultural negotiation teams with UK and Romanian experts.  Informal mediators can explain cultural expectations and rephrase sensitive statements if they have worked in both countries or are culturally intelligent (Temghari, 2025).  Mediators also guarantee that UK stakeholders' agreements incorporate Romanian operational knowledge.

4. [bookmark: _Toc214612809]Conclusion
This study has analysed the impact of cultural disparities between UK and Romanian managers on negotiation techniques within DHL Supply Chain and the strategic responses of foreign managers.  Utilising Hofstede’s cultural dimensions and Hall’s high-/low-context framework, it posited that differing expectations regarding hierarchy, directness, time, and risk lead to misinterpretation in UK–Romania talks.  Investigations into BELF revealed that linguistic asymmetries can suppress local expertise and foster a misleading consensus when English serves as a lingua franca.
 The examination of DHL's logistics operations in both nations demonstrated the impact of cultural and language elements on talks regarding capacity, service levels, and investment.  Misunderstandings may arise over decision-making authority, the velocity of change, and the articulation of dissent.  The essay proposed strategic methods to tackle these problems, including the cultivation of cultural intelligence, structuring negotiations to harmonise relationship development with task orientation, clarifying responsibilities and timetables, using inclusive BELF practices, and employing culturally adept mediators.
 For foreign managers at DHL and comparable multinationals, the primary message is that successful negotiation transcends mere convincing argumentation or technical proficiency.  It necessitates a continual dedication to comprehending how culture and language influence communication and to formulating negotiation strategies that are attuned to both UK and Romanian anticipations.  By incorporating these insights into routine operations, businesses can achieve more sustainable agreements, bolster cross-border collaboration, and improve overall supply chain performance.
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