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1. Introduction 
The concept of negotiation has received much attention from several studies now. Such a broader focus makes it lack a concise definition. For instance, Luecke (2010) explains that studies have failed to develop one agreed-upon definition. Nonetheless, Luecke refers to a tool used to resolve conflicts and differences between organisations, people, and other entities when imposed settlements are not possible or undesirable. In essence, two senior managers who experience a dispute over allocating a space in their building might find it impossible to negotiate a conflict because each one might want an equal share of the Space. Neither of the managers might have the power to impose a decision against the other when negotiating. On the other hand, Peleckis (2014) explains that the imposed settlement might not be desirable when each manager sees it as a way of finding a solution.  
In this light, project managers from the Bain management firm that seek to operate in Space must adopt different negotiation communication strategies with business analysts who desire to work on similar projects to maintain a high level of expertise. This essay aims to answer the question of the Bain company associates and managers' communication practices in Spain's international setting. Moreover, the essay explores how cultural differences between the UK and Spain impact communication and how international managers can overcome these barriers using strategic approaches. The essay covers three sections: it discusses Hofstede's theory, applies it to Bain, presents case studies and examples, and analyses communication challenges and strategic responses. The last section summarizes findings and key insights and reflects on the implications for international managers. 
2. Literature review
Hofstede Cultural Dimensions 
Power Distance
Power distance explains the degree to which community members or organizations with less power accept and expect unequal power distribution (Su, 2022). The concept further illustrates how it plays a significant role in shaping structures, types of leadership, and communication practices. While Spain scores a higher index, this differs from the UK society, which scores relatively lower at 35, indicating a participative and collaborative leadership style among many organizations (The Culture Factor Group, 2025). 
Individualism vs. Collectivism
Hofstede explains the concept of individualism as the extent to which people's existence is independent of society. It also refers to whether individuals define their self-image as I or we. People living in individualistic societies look after themselves and their family members more than they do for others. However, collective societies consider people to belong to other groups who care for them in exchange for loyalty. Spain scores slightly lower than the United Kingdom at 67 against 76, respectively (The Culture Factor Group, 2025). Most people in Spain live in a loosely-knit social framework where people care for themselves and their family members. Managers and employees relate based on mutual advantage. Managers recruit, promote, and make decisions based on merit. Managers from the UK remain highly individualistic and teach employees to think about themselves and how they can excel.  
Motivation towards achievement and success
Hofstede maintains that this dimension refers to the degree to which competition, success, and achievement drive society. Lower scores reveal a consensus-based dominant value within societies that involves caring for others. Such societies consider the quality of life a core measure of success. The comparative assessment of the UK and Spain shows a higher index score for the latter at 66 than the former with 42 (The Culture Factor Group, 2025). 
Uncertainty Avoidance
The concept of uncertainty avoidance explains the manner in which people perceive the future as unknown and how they deal with anxiety and fear. Instead of letting fear take control of their lives, they begin to put mechanisms and systems in place in every interaction. Spain scored the highest index of 86 against only 35 for the UK. People live by rules, laws, and regulations whenever they interact or respond to situations. Business managers communicate with the help of formal plans, in-depth proposals, and documentation (Holliday, 2021). 
Long-term Orientation 
According to Hofstede's theory of cross-cultures, the concept of long-term orientation explains how a society maintains connections with its past while responding to today's challenges and its future (The Culture Factor Group, 2025). Societies have different degrees to which they focus on their past or how they perceive the future. Societies with higher scores follow a pragmatic approach in responding to today's issues. Communication approaches involve fostering growth in preparation for challenges affecting businesses. On the other hand, societies that score lower prefer maintaining the status quo without making significant changes. Spain scores relatively lower at 47, meaning instances of preserving the status quo, while the UK scores higher at 60. 
3. Analysis
a. Application of theory to Bain Management Consulting in Spain
Project managers in Spain communicate with business analysts through hierarchical structures. A higher power distance score indicates that lower-level staff members, such as business analysts and project members, respect project managers because they are senior. They follow recommendations provided by management and implement them before or after listening to their senior managers. The respect for those in leadership positions places more emphasis on seniority and harmony (Dignen and McMaster, 2013). Typically, project members wait for managers to speak without voicing their criticisms. They consider any criticism a form of disobedience that they cannot tolerate. Moreover, higher scores on individualism place Spain among those with the most autonomy who seek self-expression and achievement of personal goals. Managers negotiate with project members and business analysts to consider their personal contributions to projects. Managers advocate for business analysis to take up roles and responsibilities of implementing projects at an individual level. Additionally, managers motivate staff by talking to them one-on-one and offering performance rewards. 
Hence, it is clear that most business employees consider their success from the point of view of others. They refuse to stand out from the crowd. Managers communicate more with their juniors than those from the UK to understand their opinions before making final decisions. Most people also avoid cases that are likely to cause stress or anxiety and work on jobs with secure earnings without concerns about the future. Negotiations in businesses are more reassuring than making promises. Countries such as Spain, which scores an index of 57, show a high score depicting a hierarchical society. A majority of people accept a hierarchical order. Similarly, organizations adopt hierarchical management styles.
b. Presentation Of Evidence
Unsurprisingly, Spain scores the highest index on uncertainty avoidance compared to any other measure. The definition explains how managers communicate with other project members. Managers communicate with project members through detailed documentation and writing. Managers formulate policies, rules, in-depth agreements, and formal structures. Negotiations between employees and managers at Bain Incorporation manage risks by ensuring business analysts develop structured problem-solving approaches. For example, managers use structured power points to inform their decisions. For example, managers use the early recruitment period to negotiate with recruits about how to solve problems. 
Additionally, managers negotiate with project members by first preparing. The practice involves developing a profile of business analysts. They do this to determine their demands, the composition, and the identification of those in charge. Previously, managers have always selected office space as the best negotiation site. Additionally, negotiation allows managers and partners to exchange information about every project. For instance, before management initiates a management consulting project, they ensure everyone has understood the project scope. 
c. Analysis of communication challenges and strategic responses 
While management uses different formal and structured communication practices, it is also essential to understand some of the challenges confronting managers in the Bain company. According to recent research, employees working as business analysts are likely to resist flexibility at the company. Managers rely heavily on formal document creation. Specifically, rules and laws limit the creativity of project members. In addition, managers and project members go through a lengthy bureaucratic process. Employees who expect to receive instant feedback begin to experience anxiety and stressful moments.  
International managers working in Spain and managing local talent for the Bain Company might experience numerous communication challenges. While local talents are accustomed to detailed instructions and formal communication, a manager might create complex instructions and guidelines, confusing them (Piller, 2012). For example, a manager might develop vague, open-ended guidelines for teams working on client projects, expecting everyone to follow them correctly. However, most local talents might begin to experience stress, misunderstanding, and resistance to working on the projects. 
A Bain manager from the UK working in Spain might also experience the challenge of applying an informal style. Such a manager might be accustomed to using relaxed language and adaptive to information. However, the local talents in Spain might find this unprofessional, especially when it fails to meet the seriousness. Most employees in Spain consider formal presentations, in-depth contexts, and punctuality on the part of managers when attending meetings. However, a lack of professionalism could be considered a danger to certainty.  
Negotiation in Spain can also be challenging for a manager who does not understand how local employees consider risks in the country. A manager who has worked for an extended period in other countries, such as the United Kingdom, understands that such cultures are easier to adapt to and favour taking risks. The culture works in contrast to Spanish culture, which emphasizes being risk-averse. As indicated in the comparison index values, the scores' findings revealed that most people prefer formalized outcomes and carrying out in-depth preparation. The process helps them to avoid uncertainties in the future. They prepare beforehand. Therefore, negotiation is a case that generates numerous pushbacks for employees who want change and to prevent risks. Even though a manager is likely to suggest changes to projects during the negotiation period, local employees, on the other hand, might object to such proposals. Instead, they might call for further risk assessment, a detailed proposal, and contracts of work schedules. 
d. Strategic Responses 
Management can respond to the above challenges that confront communication and negotiation between management and employees of Brain Company in Spain by following the five phases. Dignen and McMaster (2013) and Peleckis (2014) describe various processes involved in negotiation, such as preparation, building a relationship, exchanging task-related information, persuasion, and agreements. Specifically, managers in charge of projects must seek to develop a profile of counterparts, know what they need, understand the composition of project managers, share task-related information, persuade, and agree.
The leaders need to write a profile of their counterpart. The process also allows owners to gather information on what they need and the composition of members in groups, and they can use the company site or those selected by an employee. The second phase would ensure that a manager builds a strong relationship. The process allows managers to ensure they understand and know the contact and build mutual trust. Managers should ensure that they avoid the allocation of responsibilities. Besides, Bain should consider using mediators. Managers should also share information about the tasks. 
4. Conclusion 
a. Summary of findings and key insights
This paper sought answers to managers' communication practices when negotiating with team members. The study analysed different sources of information. Information collected from Bain Spain practices revealed that Spain scored highly on uncertainty avoidance. The fact that Spain scores the highest index of 86 compared to the rest of the dimensions on Hofstede cross-culture would affect how project managers negotiate and communicate with project members to agree on the salary they earn and the tasks they are willing to work and complete. Such a culture shapes how local staff in Spain perceive the use of rules, policies, formal structures, and agreements to avoid future risks of disagreements. However, the findings also reveal that such a culture can be challenging for a manager who seeks to sustain positive communication practices. Specifically, it will likely cause numerous challenges related to resistance, lack of flexibility, and stress among team members. 
b. Reflection on implications for international managers 
Culture plays a significant role in determining international communication for an international manager. National cultures determine and shape how people communicate, act, and respond to social factors around them. A manager in charge of global business operating in another country needs to study, understand, and analyze how local cultures rank against those of their own country. The comparison of Hofstede's cross-cultural dimensions shows that countries rank differently across dimensions such as power distance, individualism and collectivism, uncertainty avoidance, and time orientation. 
International managers should also consider liaising with human resource managers in the local market when negotiating for recruitment and payment. Through preparation, international managers can develop firm profiles of counterparts and determine their demands, the composition of an entire team, and who is in authority (Sarwari et al., 2024). Moreover, selecting a negotiation site helps eliminate bias and creates an advantage for one party (Deresky, 2017). Additionally, international managers need to build strong relationships with local employees. Such managers can start by knowing their contacts and creating mutual trust, avoiding using task-related sounds, and, if possible, consider an intermediary. 
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