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OUTLINE



Define culture



Elements of Culture
• Values are personal ideas of an individual 

• Examples are Kindness, health, personal 
accomplishment, learning, fairness 

Values

• Beliefs are intangible but powerful forces 
of actions and choices

• Examples are religion, ideology, or 
tradition 

Beliefs 

• Social norms are unwritten regulations 
that are shared knowledge

• Major examples of norms are Folkways 
and Mores

Norms

• Symbols are things, gestures, signs or words 
that have common meanings within a culture.

• Examples are flags, religious symbols, road 
signs and even gestures.  

Symbols

• The language is a cultural system of symbols 
to communicate and transmit

• Examples are exchange ideas, transmit 
knowledge, and to continue cultural 
continuation 

Language 

• The physical objects produced and utilized by 
a society. 

• Technology, infrastructure, clothing, buildings, 
and tools and are referred to as material 
culture

Material Culture

• Non-material culture encompasses abstract aspects of culture

• Examples are values, beliefs, norms, knowledge and traditions.  

Non-material Culture



Importance of 
cultural awareness 
and adaptability in 
cross-cultural 
negotiations



Theoretical Underpinning Key 
cultural theories 

01
Hal l ’s  Context  Theory

02
Hofstede’s  Cul tura l  D imensions



Chinese cultural aspects in 
negotiation. 



How to negotiate effectively 
and make a deal.



CONCLUSION 
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