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Abstract 
International negotiations have become a fundamental aspect of organisational success in an increasingly globalised business environment. Nevertheless, cross-cultural issues and communication barriers still remain to undermine positive cross-border negotiation. This thesis explored the role of cross-cultural communication in international business negotiation, which focused on various cultural differences and communication differences, the development of trust, and cultural intelligence. The systematic literature review (SLR) methodology was chosen in order to integrate the academic studies established so far and present a thorough vision of the aspects, according to which negotiation behaviour and its outcome are formed under culturally diverse conditions. The researchers examined 50 scholarly articles that were peer-reviewed. These articles were chosen within the well-respected databases such as Google Scholar, Scopus, Web of Science, ResearchGate, and SSRN with very specific inclusion and exclusion criteria. The thematic analysis was performed to find the recurring patterns and relationships in the literature. The analysis revealed five key themes: cultural differences and negotiation behaviour, barriers to communication, building trust across cultures, the importance of cultural intelligence, and new challenges in cross-cultural negotiations. This resulted in the finding that cultural differences played a major role in influencing negotiation behaviour and communication styles, decision-making process, and perceptions of success. Negotiators in collectivist cultures were more likely to put a high value on long-term relationships, harmony, and trust, whereas the representatives of individualist cultures paid attention to efficiency, straightforward communication, and immediate results. Such opposing dispositions often created misunderstanding and conflict in cases where cultural differences were unidentified and poorly managed.  It was found that trust-building was culturally constructed and not universal. The cultures of relationship orientation were based on personal relationships and the development of trust, and the cultures of task orientation were based on a more contractual and institutional form of protection. Lack of congruent expectations of trust tended to diminish collaboration, and negotiation would not go on. Cultural intelligence became one of the key skills that allowed negotiators to read the cultural signals, accommodate behaviour, and overcome misunderstandings positively. The integrative negotiation strategies and long-term results were constantly linked to high levels of cultural intelligence. 
Keywords: Cross-Cultural Communication, International Business Negotiation,   Cultural Differences, Trust-Building, Cultural Intelligence (CQ), Negotiation Behaviour, Intercultural Management
Chapter 1: Introduction
1.1 Background
International business negotiations are a key business activity in the current globalized economy, as organizations search to grow, establish strategic alliances, joint ventures, and expand into new markets. Business organizations are expanding their activities beyond their domestic borders, thereby forcing them to engage with business partners with different cultural orientations. Globalization has minimized the physical distance and improved the exchange of economies; however, cultural differences still play major roles in business interactions. Communication is one of the most significant spheres where such differences are manifested in international business negotiations (Skhiri, 2025).
Cross-cultural communication means the process of interaction of people who belong to various cultural backgrounds and is conditioned by the discrepancies in language, values, beliefs, norms, and communication patterns. Communication during international negotiations is not restricted to verbal communication. It also encompasses the nonverbal gestures like body language, eye movements, silence, voice tone, and the manner in which relationships are established in the course of time. The interpretation of these things varies according to cultural groups, and this can have an influence on the way messages are interpreted and reacted in the course of negotiations.
There are diverse cultures when it comes to communication and negotiation (Huang, 2010). High-context cultures, like most of Asian and Middle Eastern cultures, are indirect in their communications, and a lot of meaning is communicated by context and relationships as well as nonverbal cues. Conversely, low-context societies, which are typical of the West, focus on directness, clarity, and literal speaking (Jean-Claude Usunier, 2025).
Such variations determine the way negotiators manifest acceptance, rejection, respect, authority, and trust. As an example, a direct communication style can be viewed as being efficient and honest in certain cultures, but rude or offensive in others. Likewise, in one culture, silence in negotiations can be an indication of disagreement, whereas in another, it can be an indication of respect or consideration. Without proper cultural knowledge, the negotiators will miss intentions and messages and become lost or confronted by no longer linking them (Khan and Panarina, 2017).
The cultural differences play a significant role in the process and the result of the negotiation. Lack of appropriate cultural awareness and inappropriate communication styles can be the source of the misunderstanding between the parties to the negotiation and influence the duration of the negotiations and even the collapse of the agreements. Khan and Panarina (2017) explain that cultural misunderstandings lower the effectiveness of the negotiation process and may lead to a negative outcome of the long-term business relationship. As the global business operations continue to increase in different regions of the world, such as Europe, Asia, North America, and the Middle East, there has been an increasing need to ensure that the negotiators change their communication styles to suit the different cultural environments.
Besides explaining the importance of cross-cultural intelligence in cross-border business negotiations, scholars have also been observing the same in the past few years. Cultural intelligence refers to the ability of an individual to acquire knowledge on the differences in culture, to decipher the unfamiliar behaviour, and to modify the behaviour that ought to be adopted in a multicultural setting.
Culturally intelligent negotiators are open and receptive to culture.They are in a superior position to identify nonverbal cues, handle misinterpretations, and adjust the negotiation approaches depending on the cultural dimensions. This skill can be used to foster trust, minimize conflict, and enhance the results of negotiation. Although it has an increasing significance, the cross-cultural communication role is often underestimated, as most organizations give more attention to financial, legal, or technical aspects of negotiations.
Due to the growing rate and complications of cross-cultural business negotiations, it is an academic and practical requirement to have insight into the impact of cross-cultural communication on negotiation outcomes. The present study focuses on this concern by exploring the cultural factors related to communication and, therefore, how such factors influence the international business negotiation processes and results (Danciu, 2010).
1.2 Problem Statement
Although there is a booming international trade and business relationships between nations, most international business negotiations are still grappling with inefficient cross-cultural communication. The language differences, forms of communication, nonverbal factors, and cultural anticipations often end up in miscommunication between the parties involved in negotiation. Such misconceptions can result in a lack of trust, procrastination in decision-making, conflict escalation, and, in a few instances, failure in the negotiation process (Jean-Claude Usunier, 2025).
Even though the literature considers cultural differences to be a key factor in the success of any negotiation, a big portion of the literature is based on cultural comparisons or isolated case studies. This disjointed method does not give the opportunity to recognize common trends and communication issues in various cultural settings. Consequently, negotiators are usually without detailed and portable knowledge that they can use to inform them in various international negotiations (Khan & Panarina, 2017).
The other significant problem is the habit of being dependent on the generalized cultural stereotypes or strict cultural systems. Although the cultural models can be a good guide, they tend to simplify the complex human behavior, and also, they are not effective in considering the individual differences among cultures. According to Khan and Panarina (2017), people of the same national culture do not always act in a similar manner, and situational factors also affect communication and negotiation behaviors.
Also, the practical advice on how a negotiator may change his or her communication styles dynamically in the course of a negotiation process is rather meager. As much as cultural intelligence is considered to be a major determinant of the effectiveness of the negotiation process, its application in the real-life situations of negotiating a deal has been under-researched. Therefore, most practitioners who deal with international business negotiation do not have evidence-based strategies to deal with communication obstacles that multicultural settings present.
Thus, it is evident that a systematic and integrative review of the current research is needed to gain a better insight into the role of cross-cultural communication in international business negotiations and how negotiators can evade communication-related obstacles.
 [image: ]
[bookmark: _Toc218429846]1.3 Research Aim and Objectives
[bookmark: _Toc210961505][bookmark: _Toc218429847]Research Aim
[bookmark: _Toc210961506][bookmark: _Toc218429848]The study will investigate the role of cross-cultural communication in international business negotiations. It will discuss how language, nonverbal communication, and cultural standards alter the process and result of a negotiation. It aims to determine which communication aspects lead to conflicts or success and to develop practical guidelines and tips for negotiators operating in various cultures.
[bookmark: _Toc210961507][bookmark: _Toc218429849]Research Objectives
· [bookmark: _Toc218429850][bookmark: _Toc210961508]To determine the effect of variations in communication styles (verbal and nonverbal) across cultures on negotiating styles.
· [bookmark: _Toc218429851]To examine some of the most frequent barriers and misconceptions in cross-cultural negotiations (e.g., language differences, high-context vs. low-context communication).
· [bookmark: _Toc218429852]To measure the importance of cultural intelligence and communication skills in ensuring that a negotiation is successful.
· [bookmark: _Toc218429853]To provide the best practices and strategies that can be employed by negotiators in order to enhance the effectiveness of cross-cultural communication and negotiation.
[bookmark: _Toc218429854]Research Questions
1. [bookmark: _Toc218429855][bookmark: _Toc210961509]What are the impacts of cultural differences in communication style on international business negotiation processes and outcomes?
2. [bookmark: _Toc218429856]What are some of the communication obstacles that occur when negotiators have different cultural backgrounds?
3. [bookmark: _Toc218429857]What can negotiators change in their communication approaches to overcome the cultural differences and enhance the negotiation results?
4. [bookmark: _Toc218429858]What is the role of cultural intelligence in the effectiveness of cross-cultural negotiation?
[bookmark: _Toc218429859]Scope of the Study
[bookmark: _Toc210961510][bookmark: _Toc218429860]This research concentrates on commercial international business negotiations, such as sales transactions, joint ventures, or collaborations between firms in various nations. It analyzes the situations when negotiating parties belong to different cultures (such as Western and Asian companies (Pederson et al., 2020). It is not about the legal or financial information, but rather the communication aspects of the negotiation process, where the primary interest lies in in how verbal and nonverbal messages are employed. Recent studies (2018-2025) will be prioritized to address the current trends. The interested stakeholders are the business managers, negotiation consultants, and specialists in cross-cultural training.
[bookmark: _Toc210961511][bookmark: _Toc218429861]Out-of-business negotiations (i.e., negotiations that are purely political or military in nature) and in-country negotiations are beyond the scope of this document. Whenever possible, they will be supported by illustrative examples of real multinational business cases to base the findings on practice.
[bookmark: _Toc218429862]1.4 Significance of the Study
This research is both an important academic and practical study. It has a scholarly benefit of adding to the body of literature in international business and communication through the systematic synthesis of the most recent studies on the practice of cross-cultural negotiation. The study will reduce gaps associated with fragmented evidence and cross-cultural comparisons by combining the results of articles that were published between 2018 and 2025.
Another significance of the study is its contribution to the body of knowledge by establishing common themes in terms of communication barriers, cultural intelligence and adaptation strategies. This is added to a more detailed perception on how communication affects the success of negotiation in various cultural contexts.
Practically, the research can be of great help to business managers, global negotiators, consultants and experts in cross cultural training. The results assist the practitioners in gaining more insights into communication issues and devising loose strategies to enhance performance on negotiation. The promotion of cultural intelligence and adaptive communication in the study facilitates building trust, long-term development of relationships, and sustainable business cooperation with international partners in the long term (Lin and Lou, 2024).
[bookmark: _Toc218429863]1.5 Thesis Structure
[bookmark: _Toc218429864]This thesis is divided into five chapters. Chapter 1 gives the introduction of the study by stating the background, problem statement, research aim and objectives and significance of the research. Chapter 2 gives a detailed literature review that investigates the cross-cultural communication, theories in international business negotiations, cultural intelligence, and the available empirical results.
[bookmark: _Toc218429865]Chapter 3 details the methodology of the research, which consists of interpretivist philosophy, qualitative approach, systematic literature review design, data collection procedure, and methods of thematic analysis (Lin and Lou, 2024).
[bookmark: _Toc218429866]Chapter 4 shows the results of the systematic literature review and its discussion concerning the barriers of communication, adaptation strategies and outcomes of negotiation. Chapter 5 will summarize the main findings, provide a discussion of limitations, practical recommendations, and also present directions of future research (Tedja et al., 2024).
Chapter 2: Literature Review
2.1 Literature Review Introduction
The key activity in international trade, foreign direct investment, joint ventures, and strategic alliances is international business negotiations. With the growing tendency of organizations conducting business beyond their domestic borders, negotiations are being faced by persons of other cultural orientations. These cultural differences are used to influence individual communication, meaning interpretation, agreement or disagreement, conflict management, and trust establishment. Consequently, economic interests and legal considerations are not the only factors that affect the outcomes of negotiation, but also the cultural and communication-related ones.
The past studies revealed that most international negotiations fail or perform poorly because of miscommunication based on cultural differences, as opposed to technical or financial problems. Depending on the culture, communication styles, decision-making norms, and expectations towards relationships vary greatly, and cross-cultural negotiation is a complicated process. In the absence of proper cultural understanding, the negotiators can fail to understand intentions, ruin trust, or use the wrong strategies.
The chapter was a review of the academic literature available on cross-cultural communication in international business negotiations. The review addressed the cultural differences that affect styles of communication, negotiation behaviour, trust-building, negotiation outcome, and decision-making process. It also discussed how cultural intelligence and adaptive strategies can be used in dealing with cross-cultural negotiation issues. Lastly, the literature gaps were also observed to warrant the systematic literature review methodology.
2.2 International Business and Cross-Cultural Communication
Cross-cultural communication is the process that involves the interaction of people of another cultural background, with the meaning being determined according to values, beliefs, norms, and social expectations. When dealing with international business, communication is no longer a verbal process but encompasses tone, silence, nonverbal communications, politeness, and strategies of relationship orientation. These factors are very influential in the interpretation of the messages during negotiations (Spencer-Oatey & Franklin, 2009).
Studies have always demonstrated that poor cross-cultural communication is among the primary causes of the lack of negotiation challenges in international business. According to the situation, it is likely to cause misunderstanding and conflict in international business interactions due to differences in linguistics, social structure, and nonverbal communication. On the same note, it was stated that the effectiveness of the negotiation process was often undermined by cultural differences in communication styles among negotiators who were not aware of the intercultural variations (Luo & Cao, 2022). Explored the cross-cultural negotiations between Chinese and Western companies and concluded that the cultural values were a significant factor that defined how negotiators gave and received communication. The research indicated that the lack of understanding was usually due to the differences in communication expectations, but it also used to happen due to opposing business objectives. The study has, however, also shown that the occurrence of communication barriers can be mitigated by the use of cultural awareness, preparation, and adaptive negotiation strategies (Hoeffler, 2002).
Some of these writers have pointed out that cross-cultural communication competence cannot be a specialized skill but a necessity that must be met in order to succeed in international businesses. As I put it, communication and culture are closely linked in international business, and both should be known to negotiators to learn to control international interactions. In the absence of this competence, well-prepared negotiators can in no way reach favourable results (Abubakar & Habib, 2022).
2.3 Culture and Communication in Negotiations.
Hall's high-context and low-context theory is one of the most powerful theories applied to explain differences between communications in different cultures. Hall suggests that high-context cultures are largely based on implicit messages, shared meaning, and nonverbal communication, whereas low-context cultures are based on explicit, direct, and verbal communication that is clearly stated (Hall, 1976).
Studies demonstrated that misinterpretation often occurred when negotiating in a foreign country because of variations between high-context and low-context communication styles. The authors discovered that negotiators in high-context cultures tended to maintain indirect communication and relationship building before negotiating business matters. Conversely, low-context negotiation styles involve negotiators basing their negotiation on facts, figures, and short-term results. Confusion and frustration usually ensued when these various styles collided (Hoeffler, 2002). According to low-context negotiators, indirect answers by people in high-context cultures were often seen as either evasive or dishonest. Meanwhile, high-context negotiators might take the direct communication of the low-context negotiators as rude or aggressive. Such discrepancies in communication expectations usually create tension and a lack of trust in the course of negotiation (Abubakar & Habib, 2022).
The latter also pointed out that the communication style affected the ways in which negotiators established relationships. Most of the Asian and Middle Eastern cultures considered it a precondition to build trust and personal relationships before the serious negotiation process could occur. Conversely, most Western cultures do not tie business and personal relationships. The inability to appreciate these differences would mostly lead to disappointment and deadlocks in negotiations (Hofstede, 2011). This was later to be suggested by other studies that communication styles were not pre-determined but could be varied according to context and experience. The reasoning was that cultural frameworks are to be applied in flexible manners as opposed to strict rules. The more the negotiators approached cultural models as general guidelines but not as rigid categories, the more successful they were in negotiating their behaviour.
2.4 Cultural Differences and Negotiation Behaviour.
Culture did not just affect communication styles, but also the negotiation behaviour in general. These differences have been well explained using the cultural dimensions theory by Hofstede. Hofstede found the following dimensions: power distance, individualism and collectivism, and uncertainty avoidance, which affect the communication patterns and decision-making behavior.
The study revealed that power distance was a very strong influence in negotiations. High power-distance cultures shunned disputes with authority and allowed senior executives to make decisions; instead, this type of behavior slowed down talks, but such behavior in these cultures was seen as being respectful. Negotiators in low power-distance cultures, on the other hand, felt more at ease with public discussion and decision-making (Abubakar & Habib, 2022).
According to the negotiation goals and strategies, they were found to be affected by individualism and collectivism. Individualist cultures were more geared towards getting immediate results; therefore, collectivist cultures emphasized group harmony and a long-term relationship. These variations influenced concession-making, sharing of information, and conflict management (Hall, 1976).
Also stated that cultural values affected the perception of fairness and success by the negotiators. Negotiations in which the negotiators did not know about these cultural expectations were likely to lead to dissatisfaction despite agreement, even after the negotiations (Szkudlarek et al., 2020).
2.5 Verbal Communication Barriers in Cross-Cultural Negotiations
The literature indicated again and again that verbal communication barriers were one of the most widespread issues in cross-cultural negotiations. Even the shared business language, like English, did not create a mutual understanding between negotiators despite the language differences. Disagreements existed in fluency, pronunciation, vocabulary, and application of idiomatic expressions, leading to confusion and misunderstanding(Qu, 2018).
In some instances, negotiators comprehended the words spoken by the participants but did not comprehend the meaning that they intended. This was due to the fact that meanings tended to be influenced by culture as opposed to literalism. This meant that at times, offers, concessions, or refusals were misconstrued, adding more tension to the negotiation process (Szőke, 2019).
Some of the studies indicated a lack of similarities in directness in communication. Direct, explicit and clear cultures were preferred, and the given low-context cultures decided to be straightforward, offering as well as disagreeing in a straightforward manner; the high-context cultures were indirect and therefore preferred to uphold peace and not to embarrass and disappoint by being indirect in their rejection, which was sometimes taken to imply acceptance. According to them, indirect refusals would be interpreted as agreement, which would result in unrealistic hopes and failed negotiations in some cases (Szoke, 2019). As indicated, the absence of knowledge regarding verbal communication reduced the level of trust and the slowness of the decision-making process. These findings confirmed that the language barrier was not an easy technical challenge, but a cultural one as well, and adaptive ways of communication should be created (Caputo et al., 2019).

2.6 Nonverbal communication and Cultural misinterpretation.
Nonverbal communication was extremely significant in international negotiations. These nonverbal communications included eye contact, body language, pose, facial expression, silence, physical space, and time. These terms were strong in meaning, and they were interpreted differently by various cultures.A study had indicated that misunderstanding of nonverbal behaviour frequently led to offensive remarks that were not intended. It was discovered that nonverbal communication was particularly critical during negotiations in developing markets where indirect communication was prevalent. As an illustration, long silence was seen as the careful consideration of some Asian cultures, whereas the Western negotiators usually equated silence with disapproval or disinterest(Ghauri, 2003).
As revealed, cultural values affected the emotional expression of negotiations. Open expression of emotions was thought by some cultures to be a sign of honesty, whereas in other cultures it was regarded as unprofessional. Negotiators did not acknowledge such differences; they were unable to grasp each other, and this led to more misunderstandings and a lack of trust (Ghauri, 2003). They revealed that stereotyping and negative judgments were frequent consequences of a deficiency in the knowledge of nonverbal norms. These results have proved that nonverbal communication is as critical as verbal communication in cross-cultural bargaining (Salacuse, 1999).
2.7 Trust, Relationships, and Decision-Making across Cultures
Trust was cited as one of the main factors in effective international negotiations, and how trust was established varied among cultures. Certain cultures were based on the use of formal contracts and other legal protection, whereas others were based on personal relations and long-term communication (Chande, 2024).
As narrated, trust affected the sharing of information as well as the combined value creation. Low levels of trust meant that less information was exchanged between negotiators, which minimized the chances of integrative agreements. Trust-building in relationship-oriented cultures used to be developed prior to the formal negotiation process, and in task-oriented cultures, they would tend to negotiate terms that suit business first(Liu, 2024).
Culture also affected the decision-making styles. According to, hierarchical cultures involved the transfer of authority through the senior management, which was slow in covering negotiation. However, egalitarian cultures dominated and facilitated a decentralized decision-making process, which resulted in a faster negotiating process.
As also emphasized, the disparity in expectations of trust usually resulted in frustration. In relationship-oriented cultures, negotiators who had concentrated on contracts alone without creating relationships were regarded as unreliable. These results indicated that such knowledge of cultural expectations regarding trust was a prerequisite to achieving success in negotiations.
2.8 Cross-Cultural Negotiation Study Empirical Results.
Empirical studies were a good source of evidence regarding the influence of culture on the outcome of negotiations. In a cross-cultural study, it was established that cultural norms influenced the information sharing, use of power, and patterns of concessions in negotiation behaviour.
The comparisons of the negotiations between the United States and Italy revealed an important divergence between the distributive and integrative strategies. The negotiators were encouraged by the cultural requirements to make concessions and define fairness(Čuhlová & Demel, 2024).
Cross-cultural communication skills were reviewed, and it was concluded that negotiators possessing high intercultural skills attained better results.  Established that the absence of cultural awareness was a cause of conflicts in negotiation in Myanmar. These research works established that cultural differences always affected the negotiation behaviour of various regions and industries (Čuhlová & Demel, 2024).
2.9 Culture Intelligence and Negotiation Effect.
Cultural intelligence (CQ) was also a popular topic in literature as a major skill in handling cross-cultural negotiations. Cultural intelligence was considered to be the ability of an individual to cognitively understand different cultures, explain unknown behaviour and adapt communication and behaviour based on this understanding. CQ was commonly determined in the form of cognitive, metacognitive, motivational and behavioural (Connor Agyere AJEAKOH, Figen YESILADA, and Ahmed, 2025).
Empirical research always indicated that cultural intelligence enhanced the effectiveness of negotiations. The study showed that negotiators who possessed more of the CQ had more chances to be involved in integrative forms of negotiation behaviours, including information exchange and problem-solving. They found that negotiators who were high-CQ were able to change their communication strategies during the negotiation process, thus leading to enhanced outcomes of both parties(Connor Agyere AJEAKOH, Figen YESILADA, and Ahmed, 2025).
These were confirmed by further research. According to CQ, there was a positive correlation between adaptive negotiation behaviour and performance. High CQ negotiators had superior reading of cultural cues, reactions to misperception, and cooperation during strains. The role of CQ in global negotiations was still emphasized in recent research. According to cultural intelligence played a significant role in determining the types of negotiation in China (Imai & Gelfand, 2010). It was found that negotiators who had higher CQ were more flexible and more emotionally controlled, and this enhanced the result of the negotiation. In the same way, determined that the entire dimensions of CQ led to the success of negotiation through the elimination of cultural misunderstanding and promotion of adaptive communication (Imai & Gelfand, 2010).
2.10 Adaptation Strategies in Cross-Cultural Negotiations
Some of the adaptation strategies identified in the literature assisted negotiators in coping with cultural differences. One of the most common strategies entailed preparation. The negotiators who did their research on the cultural norms, the communication styles, and business etiquette were better placed to avoid mistakes. Adaptive communication was also discussed as vital. As explicated, negotiators who succeeded in negotiations modified the degree of directness, tone, and pace used based on culture. To mitigate misunderstandings, active listening, clarification, and summarizing were the general norms (Wang & Hu, 2022).
Another strategy was relationship management. The indicated that those negotiators who were able to balance relationship-building and task achievement recorded higher success. Face-saving, hierarchy respect, and patience are some of the typically important trust-building behaviours in collectivist cultures(Xiuli, 2014).
There were studies that pointed to the role of intermediaries. According to cultural mediators, interpreters, and cross-cultural training programs, enhanced the effectiveness of communication. These discoveries revealed that adaptation was not a single event that occurred, but it was a continuous process that needed flexibility and cultural sensitivity.
2.11 Cross-Cultural Digital and Emerging Context Negotiation.
Recent literature discussed cross-cultural negotiation in the digital environment. According to online negotiations, minimizing access to nonverbal cues, which, when misunderstood, makes the communication more susceptible to errors. In the digital communication context, negotiators depended more on written eloquence, time limits of response, and tone.
Developing and emerging market studies also raised special challenges. Institutional and cultural aspects had a strong influence on negotiation behaviour in developing economies. The negotiators usually used informal communication and personal relationships as opposed to formal processes (Hong, 2024).
It was demonstrated that in Myanmar, Western negotiators used generalized models of negotiation, which resulted in misunderstandings between the parties due to cultural differences. These works implied that the conventional negotiation patterns had to be modified according to the local cultural and institutional realities.
2.12 Literature-based Research Gaps
In spite of the fact that there was plenty of research on cross-cultural negotiation, there were some gaps. A lot of the research involved individual comparisons between countries, and this restricted generalization across cultures (Liu, Friedman, and Hong, 2012). Negotiation theory was dominated by Western views, whereas not much attention was paid to non-Western and developing-market settings. The other gap was associated with the strict use of cultural models. Against this background, it is claimed that cultural frameworks were frequently discussed as rigid categories, disregarding individual differences and circumstances. Besides, less research has focused on real-time communication modification in negotiations(Benetti, Ogliastri, and Caputo, 2021).
Digital negotiation settings were also not well researched. Although the use of online negotiations had become a common practice, there was little research on the impact of technology on the dynamics of cross-cultural communication. These gaps were the reason why a systematic literature review was necessary to unite current research in various settings.
2.13 Chapter Summary
This paper review has discussed the prevailing studies related to the topic of cross-cultural communication during international business negotiations. It was found during the review that cultural differences had a significant impact on the communication styles, trust-building, decision-making, and negotiation outcomes. The most typical sources of misunderstanding were verbal and nonverbal communication barriers, whereas the differences in the negotiation behaviour could be explained by cultural dimensions.
It was also shown in the literature that cultural intelligence and adapting strategies enhanced the effectiveness of negotiations. Culturally aware, flexible, and communication-sensitive negotiators had an enhanced opportunity to overcome cross-cultural issues. Nevertheless, the literature had certain gaps in terms of non-Western environments and digital negotiations. These lapses underpinned the necessity to have a systematic literature review, which was the basis of the methodology outlined in the following chapter.
Chapter 3: Methodology
3.1 Introduction
The chapter described the research approach that was to be used in the investigation of the impact of cross-cultural communication in international business negotiations. This chapter was intended to elaborate on how the research was designed, how the data were collected, how sources were selected and how the findings were analysed. The research was done in a systematic, transparent, and scholarly way through the choice of methodology.
The qualitative research methodology was applicable because the research was grounded on the knowledge of cultural differences, patterns of communication, and negotiation behaviour in different cultural contexts (Pelzang & Hutchinson, 2018). It is a study based on a Systematic Literature Review (SLR) through which the researcher could analyse and synthesise the available scholarly knowledge rather than gathering primary data. This approach was suitable because there was already a considerable body of scholarly literature available on the topic of cross-cultural communication, methods of negotiations and cultural intelligence in international business.
3.2 Research Philosophy
Research philosophy is characterised by assumptions and beliefs regarding how knowledge is created and how research should be conducted. The philosophy adopted in this study was the interpretivist. The use of interpretivism was appropriate because the research was focused on elaborating the meanings, experiences, and interpretations of cross-cultural communication and negotiation rather than the quantification of variables (Jansen, 2023). Cross-cultural communication and negotiation were viewed as a social process that is influenced by the way humans interact, the cultural values, beliefs, and the context. Such considerations could not be universally comprehended using an objective measure. Rather, they needed sense-making of behaviours, communication styles, and cultural norms as described in past research (Dingwall et al., 2013). The interpretivist school of thought enabled the researcher to explore the differences in perceptions of communication, trust, hierarchy, and negotiation success as perceived by negotiators in the various cultures.
The researchers had the assumption that reality was socially constructed and that various cultural groups could perceive a similar situation of negotiation differently. Thus, the insights were based on the examination of how the researchers and practitioners explained and described cross-cultural experiences in negotiation in the available literature. This philosophical position advocated a qualitative approach and was in line with the systematic literature review design.
3.3 Research Approach
The qualitative research methodology was utilized in the study. Qualitative research design was suitable because the research involved studying concepts such as cultural differences, communication barriers, negotiation styles and cultural intelligence, which were not contextual and easy. The descriptive and interpretive analysis was the most relevant to these ideas in comparison with the statistical testing.
The qualitative study also helped the researcher to identify patterns, themes, and relationships in several studies. The qualitative approach was helpful in the study of social behaviour, communication patterns, and interaction culture because the method focused on meaning and not on the figures (Anas, 2022). The quantitative approach was inappropriate as no surveys, experiments, or numerical data were part of the research. Instead, the qualitative synthesis enabled the creation of an improved understanding of the influence that the communication exerts on the process of negotiations and the outcomes of the latter in different cultural backgrounds.
3.4 Research Design Systematic Literature Review
Systematic Literature Review (SLR) was the research design used in this study. An SLR was perceived as a structured and clear method of recognizing, evaluating, and integrating the current scholarly research on a certain subject matter.
The use of SLR design was appropriate as the research topic was already a prevailing subject in the academic literature in other other fields of research, such as international business, negotiation, communication studies, and cross-cultural management. The SLR also allowed the investigator to pool the findings of many studies to identify shared themes, variants and gaps in the study rather than examining a few cases, or a culture.
The procedure followed in the SLR was logical and entailed definition of the research questions, identification of relevant databases, screening of the studies, data extraction, and theme analysis. This process increased reliability and simplicity of the research and reduced subjectivity.
Further, SLR design made the research replicable i.e. the researched can repeat the same process hence arrive at the same conclusion. This made the study more academically valid (Batool and Mou, 2023).  
3.5 Data Collection Method
The data on this study was collected using the secondary sources. Secondary data referred to the data that had already been collected and published by other scholars. Peer-reviewed journal articles, academic books, conference papers, doctoral dissertations, research reports in the open-access, related to the problems of cross-cultural communication and international business negotiations were used as the sources.
The secondary data was also appropriate because the study aim was to synthesise the existing knowledge and not to generate new primary data (Pederson et al., 2020). The review of secondary data gave researchers a chance to build the existing evidence, compare outcomes of other researchers, and make general conclusions.
The secondary data was also able to provide access to the studies in other countries and cultural contexts that would have been difficult to reach using the primary data collection technique. This strategy inclined towards globalisation of the study.
3.6 Inclusion and Exclusion Criteria 
To reach relevance and quality, there were clear inclusion and exclusion criteria used when it comes to the selection of the studies that were included in the review process. The relevant studies to conduct the research were selected according to inclusion requirements, and irrelevant or inappropriate pieces of information were filtered out through the exclusion requirements. The searches were to be conducted keeping in mind their publication in peer reviewed journals or other reliable academic sources.
They were forced to concentrate on cross-cultural communication, international business negotiation, cultural differences, or cultural intelligence. The selection of studies done in English was to guarantee readability and ease of access. The vast majority of the chosen works were done during the period of 2000-2025, with the focus on the recent research done in 2018 and beyond.
Articles that were not peer-reviewed (i.e., blogs, opinion leaders, non-academic articles) were not included in the studies. New studies that have focused on the domestic negotiating or other irrelevant topics were also excluded. In cases where it was needed, the old studies that were irrelevant to the modern global business practices were abandoned. These criteria helped to make the review focused, credible, and up to date (Xiao and Watson, 2017).
3.7 Databases Used
Using a number of scholarly databases, relevant literature was accessed. The choice of these databases was explained by the fact that the high-quality and peer-reviewed works in the field of business, management, and social sciences were available (Oliveira et al., 2022).
Google Scholar, Scopus, Web of Science, ScienceDirect, SpringerLink and SSRN were chosen as the main databases. Google Scholar was useful in locating an incredible amount of academic sources, open-access articles, as well as theses. In Scopus and Web of Science, multidisciplinary journals were found and cited tracking services were provided. The best journals in the sphere of business and management could be accessed by using the science direct and springerlink as well. Initial research and working papers were carried out using the assistance of SSRN.
To make the search more strict, a range of databases were utilized in order to make sure that the review was comprehensive, and the critical literature was not disregarded (Shaheen et al., 2023).
3.8 Search Strategy and Keywords.
The identification of relevant literature was done in a systematic manner using keywords. Keywords were selected based on the research questions and conceptions of the research. The keywords used were cross-cultural communication, international business negotiations, cultural differences, negotiation strategies, cultural intelligence, and cross-cultural negotiation.
The Boolean operators AND, OR and NOT could be used to narrow the search results. As an example, the combinations like cross-cultural communication and negotiation, cultural intelligence, and international business were sought. Use of synonyms and other related words such as global negotiation and intercultural communication was also searched.
This procedure in methodology ensured that the identified studies were coherent and reduced irrelevant results (Meyliana et al., 2021).
3.9 Ethical Considerations
This systematic literature review had some ethical considerations during its conduct. The study was not done on a human being, and there was no need for formal ethics. Nonetheless, the review followed the ethical practices in conducting research.
There was no instance of plagiarism as the sources were cited appropriately and the original authors were mentioned. This was achieved by being transparent in the way studies were chosen and analysed. By using the same inclusion and exclusion criteria, selection bias was minimized. Transparency, accuracy, and respect of intellectual property were necessitated by (Liberati et al., 2009) systematic reviews that were ethical.
3.10 Data Analysis Method
The thematic analysis was the method of data analysis. Thematic analysis was a qualitative approach, which was applied to finding, analyzing, and interpreting patterns in the chosen studies (Braun & Clarke, 2006).
The analysis had a number of steps. First, the researcher got acquainted with the chosen studies by repeatedly reading them. Second, the most important findings were related to communication, culture, and negotiation, which were coded. Third, the similar codes were grouped into more general themes, including barriers to communication, trust-building, cultural intelligence, and adaptation strategies. Lastly, these themes were viewed through the research questions.
Thematic analysis was appropriate since it would enable the incorporation of results of various research designs and cultural settings. It helped the further interpretation of complicated social phenomena as well (Nowell et al., 2017).
3.11 Chapter Summary
This chapter provided a description of the procedure of the study. A qualitative approach and interpretivist research philosophy were used. The secondary data comprised peer-reviewed academic sources that were collected and analysed through a systematic literature review. The credibility and reliability of the research were achieved through clear inclusion and exclusion criteria, structured database searches, ethical practices, and thematic analysis. This methodology was a great basis for analysis and discussion of the findings that will be presented in the following chapter.
Chapter 4: Analysis of Results
4.1 PRISMA-Based Study Selection Process
In this research, the PRISMA (Preferred Reporting Items to Systematic Reviews and Meta-Analyses) guidelines were used to guarantee the clear, systematic, and credible choice of academic sources. Using the PRISMA approach contributed to the effective identification, screening, evaluation, and inclusion of pertinent studies in terms of cross-cultural communication in international business negotiations.
During the initial step, an extensive literature search was performed in various academic databases, such as Google Scholar, Scopus, Web of Science, SSRN, ResearchGate, and SpringerLink. Some of the search terms involved cross-cultural communication, international business negotiation, cultural differences, negotiation strategies, cultural intelligence, and communication barriers. The search bore the first result of 92 academic works.
At the stage of identification, there were duplicate records, which were eliminated, and the total number of papers was decreased to 78 unique studies. All these studies were then taken through the screening phase, where titles and abstracts were thoroughly reviewed. Articles that were not related to the international business negotiations, cultural communication, or outcomes of negotiations were eliminated. At this point, 28 articles were eliminated due to their irrelevance to the study subject, non-business subjects, or their irrelevance to the cross-cultural negotiation process.
The rest of the 50 studies were put through a full-text eligibility assessment. The evaluation of these studies was done through predetermined inclusion and exclusion criteria. In order to be included, the studies were to be written in English, published in peer-reviewed journals or reliable academic sources, and directly address one of the following areas: cultural differences in negotiation, barriers in communication, negotiation strategies, trust-building, or cultural intelligence in international business negotiations. Opinion-based studies and those that were not analytical or those that did not have an adequate discussion on negotiation outcomes were filtered out.
Following this last evaluation, 50 papers were verified and selected to be included in the systematic literature review. These studies were very relevant to the research questions, and they helped shed light on the role that cultural differences and communication practices played in the negotiation processes and results. Application of the PRISMA framework made the process of review systematic, impartial, and academically sound, which provided a strong basis for thematic analysis in this chapter.
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[bookmark: _Toc218429927]The CASP-based analysis revealed that the works by Gu (2023), Brett et al. (2001), Imai and Gelfand (2010), and Agyere Ajeakoh et al. (2025) made the most contribution to the knowledge on cross-cultural negotiation effectiveness. These studies were categorical on the impact of cultural values, styles of communication, and cultural intelligence on negotiation results.
Nonetheless, there were limitations in the literature. Some of the studies were based on conceptual analysis or on region-specific samples, which restricted the generalisability. Culturally oriented others did not pay enough attention to communication processes in practice. In spite of these shortcomings, the general literature was quite useful in exploring the dynamics of cross-cultural negotiation.
3.2 Thematic Analysis
The thematic analysis was performed based on the systematic review of the 50 peer-reviewed articles selected to identify the repetitive trends, similarities, and differences in the current research on the topic of cross-cultural communication in international business negotiations. 
The thematic approach allowed uniting different theoretical, empirical, and qualitative knowledge into reasonable analytical blocks. The literature analysis has revealed five major themes, and each of them portrays a major element of the influence that cultural considerations exerted on the negotiation behaviour, communication processes, and results of negotiation. These themes were very much in line with the research questions of this study and they gave me a systematic knowledge of challenges, strategies, and competencies of cross-cultural negotiations.
Theme 1: Cultural differences and their impact on negotiation behaviour
Among the strongest themes that were revealed in the analysed literature was the fact that cultural differences have a strong impact on negotiation behaviour in the international business environment. The reviewed studies showed that negotiators with dissimilar cultural backgrounds generally approached negotiations on different assumptions, expectations, and behavioural norms that influenced the entire negotiation process in terms of preparation for the final agreement(Chen, 2023). The culture also affected the way in which negotiators' meaning of success, conflict management, intention, counterpart behaviour interpretation, and evaluation. Some of these studies revealed that cultural values were the basis of negotiation behaviour. Exhibited that negotiation between Chinese and Western companies was highly influenced by the variation of collectivism and individualism(Zhang & Zhou, 2009). The Chinese negotiators were observed to value long-term relationships, harmony, trust, and mutual obligation, whereas the Western negotiators were mostly concerned with efficiency, clarity of the contract, and the short-term economic results. These conflicting priorities usually created confusion during the negotiations. As an example, the indirect communication and relationship-building approach that Chinese negotiators favored would occasionally be construed as evasive or non-transparent to the Western counterparts, and the direct communication style that was highly favored by the Western negotiators was seen as arrogant or rude to the Chinese negotiators.
The literature also described that cultural differences not only influenced the style of communication but also the perception of goals and success by the negotiators. Collectivist cultures tended to consider success by the harmonious relationship and saving face, even when economic benefits were average(Zhang & Zhou, 2009). Individualist cultures, on the contrary, measured success in terms that could be quantified, like price, terms of the contract, and efficiency. Such diverse perceptions of success often resulted in disappointment where negotiators sought conflicting goals with one another at the same negotiation table.
Designed that information exchange and processing during negotiations was influenced by cultural dimensions. In collectivist cultures, the sharing of information was generally indirect, selective, and contextual, with negotiators disclosing information over time as trust is built. Negotiators with individualist cultures were fond of open disclosure, straightforward argumentation, and persuasive communication patterns. Such opposite strategies had a significant impact on the results of negotiations, particularly in integrative negotiations, which needed trust and cooperation and involved joint problem-solving. Lack of compatibility of the sharing of information by the negotiators reduced cooperation and increased the chances of distributive outcomes.
The high-context and low-context communication framework used by Hall also supported this theme. High-context cultures put a lot of emphasis on what was understood, tacit messages, non-verbally, and the context of the situation, whereas low-context cultures placed a lot of emphasis on explicit, detailed, and clear verbal communication. Research indicated that negotiators in low-context cultures usually could not interpret silence, indirect replies, or ambiguous remarks, whereas negotiators in high-context cultures were not involved in the need for an excessively detailed explanation. In instances where these differences went unnoticed, there was a misgiving, which in most cases led to frustration, lack of trust, and collapses of negotiations.
Another cultural aspect that greatly impacts the negotiation behaviour was power distance. Cultures with high power-distance had authority to make decisions at high levels, and junior negotiators were supposed to respect the hierarchy; hence, they did not have the authority to make decisions immediately, and this slowed down the process of negotiation. On the other hand, low power-distance negotiators wanted to grant independence and speedy resolution. Negotiators frequently falsely interpreted delays not as a culturally suitable decision-making process but as an indicator of the absence of interest or incompetence, given these structural differences that they did not comprehend(Yasminn Temghari, 2025).
Empirical research involving national negotiation situations also reaffirmed the effects of cultural differences, finding that Hungarian negotiators had problems when dealing with partners who were representatives of other cultures in terms of power distance and uncertainty avoidance. Negotiators in Hungary shared that it was difficult to read between the lines and to deal with new negotiation ceremonies. These problem areas were aggravated when the expectations were formed before the onset of negotiations by the stereotypes.
Likewise, the comparative research revealed that the negotiators of Taiwan, Hong Kong, and Mainland China exhibited different styles of negotiation that were affected by historical culture, social structure, and collective values. The negotiators with Mainland China were more hierarchical and respectful and long-term relational commitment, whereas the negotiators with Hong Kong showed a more hybrid nature with both the Western and the Confucian traditions. These results suggested that cultural differences had a huge impact on the behaviour of negotiation even in geographically proximate areas. There was also uncertainty avoidance that was critical in influencing negotiation behaviour. High uncertainty avoidance cultures favored structured negotiations, detailed contracts, and risk avoidance approaches, and low uncertainty avoidance cultures accepted ambiguity and loose agreements. Whenever negotiators of these cultures came into contact, differences of opinion became quite common on the terms of the contract, schedules, and the amount of risk that was acceptable (Yasminn Temghari, 2025).
Another finding of the literature is that differences in culture affected the type of conflict management. Other cultures considered conflict as an acceptable and healthy aspect of negotiating, whereas some aimed to evade open conflict to save peace. These differences were reflected in the way the negotiators reacted to disagreement, with some liking the head-on confrontation and others preferring the indirect approach of solving a disagreement. When these preferences were not acknowledged, conflict was usually unnecessarily increased(Brett, Gunia, and Teucher, 2017). On the whole, the literature substantiated that differences in cultures had a great impact on negotiation behaviour, communication patterns, and decision-making procedures. The culture influenced negotiators in their interpretation of actions, the meaning of messages, and counterpart intentions. The failure of negotiators to adjust to these differences increased the chances of misunderstanding, inefficiency, conflict, and poor business relationships with their partners. On the other hand, the negotiators with high levels of cultural competence and flexibility could enjoy a better chance of getting cooperative, integrative, and sustainable negotiation results.
Theme 2: Cross-cultural Business Negotiations and Barriers to Communication.
The other significant theme that was revealed in the literature review was the existence of a communication barrier during cross-cultural business negotiations. The chosen articles were always able to reveal that communication issues were among the most common origins of misconceptions, stress, and unsuccessful negotiations on the international level. Such barriers were not merely within the language distinction and they deeply rooted within the cultural norms, non-verbal behaviour, communication style, and social expectation(Brett, Gunia and Teucher, 2017).
The language issues were also cited as one of the main communication obstacles in cross-cultural negotiations many times. Although negotiators spoke a common business language, discrepancies in fluency, pronunciation, vocabulary, and context knowledge usually resulted in misunderstandings. Negotiators who did not master a shared language tended to oversimplify communications, escape elaborate explanations, and use formal language fully. This decreased the depth of communication and curtailed the capacity of the negotiators to explain intentions or to sort out the misunderstandings in the most effective way(Ghauri & Fang, 2001). Also opined that language barriers put pressure on the cognitive work done by the negotiators, particularly when they were required to process information under time pressure. This led to the fact that negotiators occasionally misinterpreted essential terms, aspects of the contract, and unspoken expectations, and this had a negative impact on the outcome of negotiations. Misunderstandings were found in most instances at later stages, which resulted in conflict or renegotiation(Ghauri & Fang, 2001).
In addition to verbal communication, it was discovered that non-verbal communication was a major cause of cross-cultural misunderstanding in negotiations. The high-context and low-context communication theory suggested by Hall accentuated the fact that non-verbal communication, like silence, eye contact, gestures, facial expressions, and physical distance, had different meanings in various cultures. High-context cultures were also more dependent on implicit communication and situational meanings, whereas low-context cultures had a strong preference for verbal explicit meanings. A communication collapse had been experienced when negotiators did not identify these differences.
Observed that in certain Asian cultures, silence during negotiations was a good sign that a person respected and paid close attention, but Western negotiators tended to conclude that the other person was disagreeing, insecure, or unprepared. On the same note, maintaining eye contact was considered a sign of confidence and honesty in one culture, whereas it could be considered aggressive or disrespectful in another culture. Such disparities often resulted in false inferences regarding the intentions of the counterparts. Another cause of communication barriers was social hierarchy and power distance, which stated that in high-power-distance cultures, negotiating junior parties were supposed to be submissive and not openly disagree with the higher representatives. Consequently, significant information was occasionally held back in the negotiation, which restricted transparency and minimized the effectiveness of the problem-solving. On the contrary, low power-distance negotiators anticipated openness and equal participation. In the event that these expectations were conflicting, negotiators viewed their counterparts as being uncooperative or disinterested (Zhang, 2024). 
Communication issues are frequent with negotiators when dealing with other partners who have different cultures in terms of authority, uncertainty avoidance, and communication formality. Such problems were made worse by the fact that negotiators relied on cultural stereotypes as the basis of their discussions rather than the elucidation in words. The study also found that miscommunication in the majority of instances was not informed by ill motives but instead wrong estimates about what was acceptable behaviour. Other communication barriers that were critical and found in the literature included different styles in expressing emotions. Certain cultures supported emotional expression as an expression of sincerity, whereas others considered emotional restraint as professionalism and self-control. Negotiators did not comprehend such norms and understood the emotional expressions incorrectly. To explain, a negotiator who was expressive was occasionally considered as being aggressive, whereas a reserved negotiator was considered cold or untrustworthy(Tu, 2017).
Online and virtual negotiations presented some novel communication issues. Emphasized that in an online negotiation setting, there was less access to non-verbal communication, informal communication, and signals. This added ambiguity creates more difficulty in the establishment of rapport and trust, specifically in those negotiations that involve cultures that are different. Lack of physical presence also left no room to clarify or make relationships predating on informal clarification, which was paramount in most of the high-context cultures.
It was also demonstrated in the literature that the negotiation etiquette and communication protocols posed barriers. Elaborated that cultures varied in their expectations on turn-taking, interruption, formality, and pacing during negotiations. Even when negotiators did not intend to break these unwritten rules, their actions would be considered to be rude or disrespectful(Tu, 2012). Trust and further cooperation were usually harmed by such violations. Also noted that obstacles to communication were increased in cases where the negotiators were not culturally prepared. Negotiators who merely applied their technical skills but lacked knowledge of cultural communication norms had more chances of misunderstanding communication and increasing conflict. The paper has highlighted that the failure of communication was, in many cases, cumulative in nature, and any minor misunderstanding destroyed trust over the years(Tu, 2012). Generally, the literature has proved the existence of multi-layered and complicated communication barriers in cross-cultural negotiations. They included language barriers, non-verbal misunderstanding, rank, differences in expressing emotion, and technological restraints. Such obstacles played a huge role in decreasing the effectiveness of negotiations in cases when they were not managed proactively. The results indicated that a successful negotiator should not only be able to use words and relate to cultural backgrounds, but also have active listening skills and adaptive communication skills to deal with these hurdles and attain positive negotiation goals.
Theme 3: Building Trust and Relationships Cross-cultural.
The topic of trust-building turned out to be one of the most important themes that determines the success of cross-cultural business negotiation. The literature reviewed demonstrated the same fact over and over again that trust was not a universal concept and it was influenced by cultural values, social norms, and institutional frameworks. The variation in the development, maintenance, and evaluation of trust had a strong impact on processes and the level of negotiation(Grosz, Jozsa, and Maung, 2023).
Relationship-oriented cultures built trust slowly by means of interaction, connection, and social interactions beyond the formal negotiation environment. In most Asian, Middle Eastern, and Latin American societies, the aspect of trust was established through long-term relationships, and not through instant bonding contracts. In these cultures, negotiators emphasised informal meetings, meals, and discussions among people before negotiating business matters. Chinese negotiators were inclined to build mutual understanding and emotional connection with the other party prior to making actual negotiations. Information sharing and cooperation were considered to be a result of trust. In the absence of adequate trust, negotiators had no interest in sharing interests or finding integrative solutions. This relational orientation was, however, misunderstood by Western negotiators in some cases as either a delay tactic or a lack of seriousness, causing frustration and tension when negotiating(Grosz, Jozsa, and Maung, 2023). Contrastingly, task-oriented cultures had more institutional trust schemes like contracts, legal systems, and formalities in place. Negotiators in these cultures thought that espoused agreements and enforceable rules minimized uncertainty and safeguarded both sides, which touched on the fact that Western negotiators tended to believe trust would arise out of professional ability and following the agreed terms instead of emotion. In negotiating with relationship-oriented partners, this difference in trust perception significantly led to misunderstanding. Determined culturally specific rules of negotiation that dictated the processes of trust-building. These regulations encompassed the tolerable communication styles, the time a concession was made, and ways of stating commitment and expectation about flexibility. It demonstrated that neglect of these unwritten cultural rules by the negotiators led to distrust and declining negotiation outcomes. As an example, early concessions in certain cultures were also considered as a sign of goodwill, whereas in others it was considered as a sign of weakness(Broeder, 2021).
The studies related to international joint ventures also underlined the role of culturally consistent trust-building practices. Discovered that the development of joint ventures was more effective when trust-building efforts were adjusted to the local cultural standards by negotiators. Negotiations that were characterized by negotiation imposed cultural expectations on the partnerships, then a conflict, less co-operation, and eventual failure were bound to occur. Trust alignment was found to be a major issue in maintaining long-term collaborative relationships.
The power distance and hierarchy also affected trust. Trust in such cultures was frequently vested in authority figures and not in institutions, and negotiators in these cultures looked forward to decisions being passed by senior leaders and the importance placed on hierarchy as a demonstration of trustworthiness. Negotiators who had bypassed these structures when negotiating with low power-distance cultures at times were considered disrespectful or unreliable.
Another factor that was mentioned in the literature is the need to use face-saving in building trust. Trust in most cultures needed preserving, which required one to uphold dignity and prevent embarrassment. Criticism or open struggle in society harmed the connection and the desire to cooperate. The negotiators who were aware of face-saving practices could deal with the disagreements more effectively without damaging long-term relationships. The negotiators who were found to be effective in the management of trust across cultures were those who were bicultural. Proved that bicultural managers were able to alternate cultural frames in accordance with the negotiation setting(Júlia Szőke, 2019). This skill enabled them to read between the lines, bridge cultural communication gaps, and act as a mediator between two culturally diverse individuals. Bicultural negotiators also proved to be more adaptable in changing strategies of building trust, which enhanced creativity in negotiations as well as cooperation.
The factor of trust was also developed through historical experience and institutional surroundings, where negotiators in developing markets were more inclined to trust each other because there was a weaker enforcement base of legal frameworks. Institutional gaps were counterbalanced by relational trust in such situations. Such negotiators who overstated this dependence had difficulty in developing credibility and cooperation(Júlia Szőke, 2019). The online negotiation setting brought with it other obstacles to trust-building. Established that digital negotiations lessen the ability to engage in informal communication and develop relationships. Lack of physical presence restrained non-verbal communication and emotional expressions; thus, it was more difficult to build up trust and, in particular, in high-context cultures. This meant that the negotiators were forced to lean more on premeditated communications patterns as a way of projecting credibility and goodwill(Khakhar, Rammal, and Pereira, 2023).
All in all, the literature proved that trust-building was a culturally imbued process that had a direct impact on the effectiveness of the negotiation process. Relationships, contracts, hierarchy, and mutual norms are some of the mechanisms used to build trust, depending on the cultural setting. Negotiators who acknowledged these differences and modified their strategies of building trust stood a better chance of getting cooperative and sustainable results. 
Conversely, trust expectations crossed in the wrong way normally result in the lack of understanding, less exchange of information and bad business.
Theme 4: The Cultural Intelligence (CQ) in Negotiation Effectiveness.
The idea of cultural intelligence (CQ) took the place of central themes in the literature, to which the question was how some negotiators proved to be more successful in cross-cultural business negotiations than others. Generally, it was discovered in the studies reviewed that cultural intelligence assisted the negotiators to perceive the differences between cultures, adapt their behaviour, and cope with misunderstandings. CQ was therefore discovered to be an important skill in achieving effective negotiation outcomes at the global business context (Khakhar, Rammal, and Pereira, 2023). The concept of cultural intelligence was explained as the ability of an individual to operate efficiently within culturally different circumstances. Their conceptualisation of CQ, which was a highly used one in the literature, treated CQ as a four-dimensional construct, where the metacognitive, cognitive, motivational, and behavioural CQ were the four dimensions. The Metacognitive CQ was defined as cultural awareness and the possibility of taking cultural assumptions into consideration in the course of interaction. Cognitive CQ entailed information about cultural norms, values, and practices. Motivational CQ was the readiness to learn and do it the cultural way, whereas behavioural CQ was the possibility to change the use of verbal and non-verbal behaviour accordingly(Earley & Ang, 2003).
Offers solid empirical data concerning the significance of CQ in the situation of a negotiation. Their research revealed that negotiators who possessed more CQ tended to embrace integrative negotiation behaviours, which included sharing of information, shared problem-solving, and shared perspective-taking. Negotiation sequences, cultural misunderstandings, and mutually beneficial outcomes were more easily achieved by high-CQ negotiators who could adapt negotiation sequences better. Low-CQ negotiators, on the other hand, would tend to use fixed approaches that enhanced conflict and decreased cooperation.
Groves further supported this empirically by discovering that there was a positive relationship between CQ and adaptive negotiation behaviour and performance outcomes. Their analysis revealed that the high CQ negotiator was more flexible, interest-based, and situation-aware. Such negotiators were better placed to change their approach when they detected cultural signals, and this enhanced negotiation performance in culturally diverse settings.
The significance of the behavioural CQ in addressing the communication differences was also mentioned in the literature. Behavioural CQ allowed the negotiator to make changes to speech patterns, tones, pacing, and non-verbal behaviour to accommodate the expectations of the culture. The more the negotiation style was changed, the more respectful and trustworthy negotiators were viewed by the opposition. This made the process of cooperation and information sharing more willing, which resulted in better pregnancy outcomes than negotiation. Studied the position of CQ in the Chinese business negotiation styles. Their quantitative analysis showed that negotiation styles such as cooperative and integrative negotiation were more likely to be adopted by negotiators who had high degrees of CQ and emotional intelligence. 
Such findings revealed that CQ proved useful in the balancing process of emotions, empathy, and cultural sensitivity, which were central to addressing multifaceted negotiation processes (Karjalainen, 2020).
Motivational CQ is another critical component that was identified to have a major influence in cross-cultural negotiations. Motivated CQ negotiators showed genuine interest in learning additional information about other cultures and endurance in addressing negative communication and misunderstanding, which was the normal part of the interaction between the two cultures. Such a long-term contact improved the prospects of reaching an agreement.
There was also a literature that CQ reduced the negative effects of cultural stereotypes. Shows that negotiators with a higher CQ were less inclined to make use of cultural generalization, and they were more inclined to evaluate counterparts as persons. This reduced the amount of prejudice and increased the truthfulness of judgment during negotiations. In this, negotiation that had high CQ stood better chances of breaking the barriers and seeking ground and new-fangled solutions.
The experience of bicultural and multicultural experience was found to lead to the development of CQ (Karjalainen, 2020). It was also demonstrated that bicultural negotiators have the ability to switch between the stereotypes of culture as a reaction to the negotiation circumstances. The ability to switch frames in a culture enabled negotiators to read cues correctly and react culturally. Bicultural negotiators were thus better placed to ensure that cultural differences were overcome to bring people together.
It was noted that training and education were significant processes of building CQ. Argued that CQ was not a pre-determined trait but could be developed based on organized training, global exposure, and reflective learning. CQ and negotiation performance were demonstrated to be enhanced by negotiation simulation, cultural awareness program, and experiential learning.
Digital negotiation settings also underscored the significance of CQ. Observed that since there was no non-verbal information in online negotiations, there was a greater requirement of metacognitive and behavioural CQ. High CQ negotiation had more opportunities to overcome communication constraints by explaining intention, controlling tone, and changing communication strategy in virtual environments. Generally, the literature proved that cultural intelligence was a key foreteller of the effectiveness of negotiation in cross-cultural settings. CQ also helped negotiators to identify cultural variation, adjust communication style and behaviour, deal with misperceptions, and establish trust. Negotiators who had a greater CQ always obtained more cooperative, integrative, and sustainable results. The results indicated the significance of training and experience as a strategic ability in international business negotiations in the creation of CQ.
Theme 5: Continuous Problems and New Trends in Cross-Cultural Negotiation.
Even though there was a considerable advancement in the study of cross-cultural negotiation, the literature reviewed was capable of consistently relating a pool of persistent challenges, which still influenced the quality of negotiation within the international business environment. Meanwhile, a number of new trends were witnessed, which were indicative of global business environment change, technology, and organisational practices. The challenges and trends discussed identified the dynamic and multifaceted character of cross-cultural negotiations and the necessity of constant adjustment of negotiators(Lin & Lou, 2024).
The use of cultural stereotypes remained one of the most persistent challenges found in the literature. Despite the useful guidance that cultural constructs like the Hofstede dimensions and Hall context theory offered, a number of studies cautioned that reliance on such models might easily lead to the simplification and false assumptions that were discovered that negotiators often entered their negotiations with their own notions of how their respective counterparts would conduct themselves on the basis of nationality which at times resulted in a limited interpretation and inaccurate strategic judgments(Khan & Panarina, 2017).
Also showed that stereotypes may add to the intensity of negotiation conflicts, especially in culturally unfamiliar settings. They could also research negotiations in Myanmar and discovered that Western negotiators were more likely to misunderstand the use of indirect communication and a top-down decision-making as a way of not being open and competent. These misperceptions reduced the degree of trust and created tension to talks. Another challenge that was critical was the increased propensity towards digital and virtual negotiation whereby it was noted that digital platforms of negotiation limited access to hidden meanings of communication such as facial expressions, tone and body language that were particularly critical in high context cultures. These signs were not there and it became more difficult to read between the lines and reveal the intention and emotion. Although digital negotiations were efficient and global, the literature implied that they decreased the richness of the relations and negatively affected the building of trust. The development of trust that was based on informal communication and social attachment was also difficult in the virtual worlds. The negotiators had to make up for it by means of clearer language, clarification, and cultural awareness. This is where legal and institutional variations between nations also proved to be a continuous challenge. The cross-cultural transactions within international law and international business were influenced not only by the cultural norms but also by the different regulative bodies, ethical codes, and power relations. Negotiators would have a difficult time balancing cultural sensitivity and legality, especially with very regulated industries(Oliveira et al., 2022).
Another problem, which was addressed in the literature quite often, was power asymmetry. Negotiations between companies in the developed and developing economies were characterized by unequal information access, resources, and institutional support. Such imbalances had a role in negotiating processes, with the weaker company feeling coerced into accepting uncongenial terms. All these circumstances gave even greater significance to culturally sensitive negotiation strategies.
The use of English as a universal business language did not eliminate language as a critical issue since even skilled negotiators found it hard to convey feelings and intentions across languages. The misunderstanding and lack of effectiveness in negotiation were often caused by misinterpretation of the tone, indirect meanings, or expressions depending on the culture(Oliveira et al., 2022).
The other new tendency observed in literature was the growing significance of bicultural and multicultural negotiators. Demonstrated that bicultural persons could operate within the systems of different cultures and adapt to a new environment, thus being able to overcome cultural obstacles and establish the grounds of understanding between each other. Such negotiators were critical of minimizing the number of misunderstandings and enhancing creative solutions. The other trend that emerged was the increased focus on developing cultural intelligence (CQ) at the organisational level. A number of studies indicated that companies were increasingly considering CQ to be a strategic capacity instead of a personal quality. Organisations in CQ training programs, cross-cultural coaching, and international exposure with the view of improving negotiation. It was also mentioned in the literature that there was an increase in the necessity of context-specific negotiation approaches. It was also observed that the use of universal negotiating models was not as effective in complex and multicultural situations because negotiators had to apply dynamic and flexible styles to the situation and culture-specific differences instead of applying fixed-point models(Oliveira et al., 2022). Another trend that came into view is ethical consideration. Negotiators were supposed to be transparent, just, and socially responsible as the world was closely examining corporate behaviour. The lack of ethical fit between cultures created conflict most of the time, particularly where the acts that were deemed acceptable within a certain culture were perceived as being unethical in another culture. This led to the emphasis on ethical consciousness and cultural awareness.
Lastly, gaps in empirical research were always reported in the literature as a problem. Even with well-developed theoretical frameworks, large sample sizes were often based upon case studies or small samples, thus reducing generalizability. Some of the authors urged the need to have further large-scale multi-country empirical studies to be better placed to understand the complexity of the modern cross-cultural negotiations(Tu, 2012).
In a nutshell, Theme 5 was able to bring out that cross-cultural negotiation was an unprecedented and dynamic arena. The existence of persistent stereotypes, communication barriers in digital environments, differences in laws, and power differences still made negotiations challenging. Meanwhile, the new tendencies like the development of bicultural negotiation, the development of cultural intelligence, and the development of ethical awareness provided good perspectives on the way to enhance the effectiveness of negotiation. These results highlighted the necessity of flexible, culture-based, and ethically sound negotiation tools in business settings at the global scale.
Chapter 4: Discussion
4.1 Introduction
This chapter covered the results of the systematic literature review in Chapter 3. This discussion was meant to interpret the results with respect to the research objectives and research questions (RQ1-RQ4). The results obtained after reviewing 50 peer-reviewed studies revealed that cross-cultural communication was a strong determinant of international business negotiation behaviour, effectiveness, and outcomes. The most influential factors that affect the success of negotiation were found to be the cultural differences, communication barriers, mechanisms of trust-building, and cultural intelligence.
Those themes identified were related to the existing theories and empirical evidence in the discussion to explain the success or failure of negotiations in cross-cultural situations. It also pointed out the academic and practical implications of the findings on the international business negotiators(Tu, 2012).
4.2 Cultural differences and negotiation behaviour (RQ1) 
The results were very strong in responding to RQ1, which determined the role of cultural differences on negotiation behaviour. The literature reviewed constantly showed that negotiators of various cultural backgrounds went into negotiations with varying values, priorities, and norms of behaviour. 
The negotiators of the collectivist cultures were identified to value long-term relationships, group harmoniousness, and mutual trust. Negotiators in individualist cultures, in contrast, focused on efficiency, direct communication, and short-term results. These cultural variations determined the way negotiators perceived counterpart behaviour and the termination of negotiation success. In cases where relational approaches were misunderstood as avoidance, or when they came across as aggressive due to direct communication, the approaches failed(Danciu, 2010).
The high-context and low-context theory of communication that was advanced by Hall was an excellent explanation of the differences in behaviour. The cultures that were high-context were those that were based on unspoken messages, the common understanding, and non-verbal communication, whereas those cultures were low-context, which were based on verbal clarity. Communication breakdown and frustration were experienced when negotiators could not identify these differences(Danciu, 2010).
These findings were supported by empirical studies in the national settings based on the historical traditions, power distance, and uncertainty avoidance. These findings affirmed that cultural differences were very deep-rooted and could not be overlooked when negotiating.
4.3 Cross-Cultural Negotiations (RQ2) Communication Barriers.
The results concerning RQ2 showed that one of the most prevalent reasons for the failure in negotiations was communication bottlenecks. Language barriers, non-verbal miscommunication, emotional expression patterns, and hierarchical communication patterns had a great impact on the effectiveness of negotiations. 
Negotiators were miswriting the most important information, even when sharing a similar business language, due to the difference in their fluency and the context they were dealing with. This tended to lead to wrong assumptions and procrastination in solving conflicts. The non-verbal differences in communication also added to the misunderstandings since gestures, silence, eye contact, etc. had a different meaning in different cultures(Abubakar & Habib, 2022).
Hierarchical cultures did not permit open sharing of information, whereas egalitarian cultures demanded transparency. These differing expectations were sources of frustration and mistrust. Digital negotiations became a source of additional challenges due to the restricted amount of non-verbal expression and relationship-building possibilities. 
The discussion also ruled out that the communication barriers were accidental and not cultural. Cultural awareness, adaptive communication strategies, and active listening were hence necessary in effective cross-cultural negotiation.
4.4 Trust-Building/ Relationship Management (RQ3)
The results gave a strong substantiation to RQ3 as it showed that the process of trust-building, depending on cultures, was substantially diverse and directly impacted the results of negotiations. Trust was not an absolute but socially manufactured. 
Relationally oriented cultures were based on personal relations, informal communication, and temporal interaction to establish trust. By contrast, task-oriented cultures were based on contracts, legal protection, and institutional trust. Where such trust expectations were not in line, the cooperation was reduced, and negotiations failed.
Strategies that enhanced the success of joint ventures were culturally aligned trust-building strategies. Bicultural negotiators especially worked well in converting the trust gaps through cultural frame-switching and mediating the misunderstandings(Abubakar & Habib, 2022). As discussed, trust misalignment was among the most harmful aspects of international negotiations. Those negotiators who refrained from sticking to one style of building trust more easily attained long-term results.
4.5 Cultural Intelligence and Effectiveness in Negotiations (RQ4)
The results were able to explicitly answer RQ4 and establish that cultural intelligence (CQ) had a significant role in enhancing effectiveness in negotiation. The negotiators who were high-CQ were more adaptable, empathetic, and flexible in their formulation of strategies.
CQ also allowed negotiators to observe cultural signals, deal with emotions, and have interactions of integrative negotiation behaviours. It was found that CQ had a positive relationship with cooperation, joint problem-solving, and sustainable agreements. Notably, CQ was found to be a skill that can be developed and not inborn. CQ and negotiation performance were increased through training, global exposure, and reflective learning(Anas, 2022).
4.6 Chapter Summary
This chapter showed that cultural awareness, flexibility in communication, alignment of trust, and cultural intelligence were key factors that would ensure the success of cross-cultural negotiation. All four research questions were answered in a prompt manner, which affirmed the main role of cross-cultural communication in international business negotiation.
Chapter 5: Conclusion 
The paper has studied the role of cross-cultural communication in international business negotiations based on a systematic review of 50 peer-reviewed academic papers. The major purpose of the study was to investigate the relationship between cultural differences and communication barriers, trust-building processes, and cultural intelligence on the negotiation behaviour and results in the international business setups. The results were good proof that culture was a very dominant and influential factor in influencing negotiation processes. Negotiations were likely to lead to misunderstanding, conflict, inefficiency, and ineffective agreements when cultural differences were not understood and managed correctly.
Among the most significant outcomes of this research was the fact that the technical, financial, and contractual problems did not often result in the failure of negotiations themselves. Instead, it was apparent through the literature that the most prevalent causes of unsuccessful negotiations were cultural misunderstandings, usage of appropriate communication styles, lack of alignment of the expectations and low cultural awareness. When negotiators never got a clue of the culture, they were more likely to place their partners in a misinterpreted context. What was supposed to be a symbol of respect or cooperation in one society was sometimes considered as avoidance, weakness or aggression in the other culture. These misunderstandings also often resulted in great conflicts on the basis of little ones.
The findings were evident in the fact that the behaviour of negotiation could be subjected under the influence of cultural differences greatly. The collectivist negotiators were observed to be more interested in the long term relationships, harmony between groups, trust, and social obligations. Negotiators in individualistic cultures, in their turn, were much more worried with efficiency, straightforward communication, and short-term economic outcomes. These differences had an impact on how negotiators achieved success, how they reached a decision, and how they dealt with disagreement.  Negotiations were adversarial and not cooperative when negotiators did not realise or acknowledge these opposing priorities. This solidified the finding that international negotiation could only be effective through cultural awareness.
One of the most important challenges in cross-cultural negotiations was found to be the communication barriers. The research found that proper communication involved so much more than shared linguistic skills. The language differences, the variation in the levels of fluency, and the differences in the way people interpret the same words also caused confusion and misunderstanding. Cultural context even led to the framing and interpretation of messages when negotiators shared the same business language. The non-verbal communication, like silence, eye contact, gestures, and tone, had various meanings in different cultures and often led to wrong judgment.
Moreover, the hierarchical communication systems influenced the sharing of information and negotiating the issues. In high power-distance societies, junior negotiators tend to be hesitant to talk frankly or confront the seniors, thereby limiting transparency and problem-solving. Conversely, negotiators of low power-distance societies looked forward to free dialogue and participation. Frustration and mistrust were experienced whenever these expectations conflicted. The research thus came up with a conclusion that the communication barriers were deeply entrenched in the cultural norms, instead of mere mistakes in communication.
Another important factor that dictated the success of the negotiation was the element of trust-building. The results indicated that in some cases, trust was not universal, but it was culturally constructed. Relationship-focused cultures placed much emphasis on individual relationships, unstructured communication, and the development of trust, which took place over time as a result of continuous communication. Trust was also perceived as a precondition of meaningful negotiation in these cultures (Ghauri & Fang, 2014). Task cultures, in their turn, relied more on contract, legal frameworks, and institutional protection to create trust. 
Negotiators gave their own credibility demands to culturally diverse partners, which reduced co-operation and led to the failure of negotiations. Indicatively, negotiators who rushed into formal contacts and failed to spend time developing relationships in the relationship-oriented cultures were seen as untrustworthy. On the other hand, negotiators in task-oriented cultures were perceived to be inefficient when they laid a lot of emphasis on social contact without a clear contractual development. This paper thus found that ethical negotiation would only work when the approaches to trust-building were put in line with the expectations of the culture.
One of the key contributions of the study was the discovery of cultural intelligence (CQ) as one of the abilities of effective cross-cultural negotiation. It remained evident in the literature that the negotiators who had high CQ could perceive the cultural cues more effectively, change their style of communication, work on emotions, and utilize integrative negotiation behaviours. The ability to negotiate without relying on stereotypes, the cultural intelligence allowed negotiators to become flexible in dealing with new situations. More often, high-CQ negotiators attempted to achieve mutual benefits and establish long-term relationships instead of short-term benefits.
Notably, this research found that cultural intelligence was not an inborn ability but a skill that could be developed. CQ levels were found to be enhanced through training, international exposure, reflective learning, and multicultural environment experiences. This finding had fundamental consequences to organisations as it meant that being effective in negotiations could be improved through developmental processes particular to the organisation as compared to the reliance on individual talent itself.
Other challenges in cross-cultural negotiations that were also established in the paper were the increased reliance of digital and virtual platforms of negotiation. The process of online negotiation reduced the availability of non-verbal communication, informal communication and social connection which made it difficult to establish trust especially in high-context societies. Physical absence only muddled and the negotiators needed to watch their tongue. This confirmed the observation that cultural awareness and adaptive communication tools were also applicable in an online negotiation environment.
Overall, this thesis contributed to the literature because it summarized dispersed studies into a single thematic area explaining the contribution of cross-cultural communication to the result of negotiations. The outcomes of the differences in cultures, cultural barriers, trust-building, and cultural intelligence were also included in the research providing the research with the overview of the whole picture of what functions and does not work in international negotiations. The researches perceived that cross cultural communication is a strategic skill that should be managed as a soft skill.
The findings have revealed that organisations and negotiators that invested in cultural awareness, adaptive communication, alignment of trust, and cultural intelligence were more likely to achieve cooperative, sustainable, and long term business relationships in the international markets. Intercultural negotiation was not an option, it was a necessity in a business environment that is much globalised. This observation highlighted the necessity to take into consideration cross-cultural competence as a central element of international business strategy by organisations. 
5.1 Limitation of the research 
There are a number of limitations to this research. To begin with, the research is conducted on the basis of completely secondary data with a systematic literature review. There was no primary data, including the interviews, surveys, or direct observation. Consequently, this means that the findings will rely on the quality, extent, and meanings of already published studies, and this may not offer enough insights about the real world.  Second, the literature that has been reviewed includes primarily the studies that have been carried out in the developed economies and the Western world. This can restrict the generalizability of the results to developing nations or non-Western cultures, where the negotiation behavior and communication patterns can vary drastically. 
Third, the cultural behavior is convoluted and cannot be entirely generalized. Different people in the same culture can communicate in different ways depending on personality, experience, or organizational background. As such, the situations of real negotiation could be simplified by cultural frameworks that the literature addresses. Lastly, the research is based on English-language published literature.  Relevant literature that could have been published in other languages or prior to the time might have been left out. Regardless of the restrictions, the study offers very useful data on cross-cultural communication issues and approaches in foreign business negotiations.
Chapter 6: Recommendations 
Some guidelines on how to enhance the effectiveness of cross-cultural business negotiations were offered according to the results of this study. These proposals were made to organisations, negotiators, and policymakers engaged in international business affairs.
6.1.1 Invest in Cross-Cultural Negotiation Training.
Organisational cross-cultural negotiation training programs should be conducted as an organized program. Such programmes must concentrate on cultural values, communication styles, negotiation etiquette, as well as conflict management across cultures. The training must not just be based on theoretical information, but it must also incorporate case studies, simulations, and role-playing to allow the negotiators to practice in a real-life situation. 
The cross-cultural training would assist the negotiators to understand the cultural differences, stereotypes, and respond accordingly. Research revealed that professional negotiators were more assertive, adaptable, and better in international negotiations.
6.2 Master Cultural Intelligence (CQ) as a Pivotal Ability.
Cultural intelligence is a key professional competency that should be developed by organisations. All four dimensions of metacognitive, cognitive, motivational, and behavioural CQ development should be directed toward CQ development initiatives.
CQ may be improved with the help of international exposure, mentoring, reflective learning, and training based on feedback. The CQ negotiation was found to produce more integrative and sustainable negotiation outcomes.
6.3 Insist on Relationship-Building Strategies.
Negotiators are advised to take time building relationships, especially when dealing with partners who belong to a relationship-oriented culture. The informal meetings, social interactions, and trust-building activities must be perceived as strategic investments and not inefficiencies.
Organisations must also give ample time to negotiations and not be in a hurry to undertake processes necessitating the building of trust.
6.4 Encourage Adaptive Communication.
The negotiators need to employ non-inflexible communication styles such as language simplification, active listening, clarification mechanisms, and sensitivity to body language. The perception of silence, eye contact, tone, and expression of emotions ought to be incorporated into the preparation of negotiation.  Digital negotiations require using explicit communication and frequent check-ins to offset the non-verbal communication.
6.5 Bicultural Multicultural Negotiators.
The bicultural or multicultural negotiators should be strategically used by organisations in global negotiations. These people were demonstrated to have good cultural frame switching skills and could therefore traverse cultural differences and minimize misconceptions. 
6.6 Train Virtual and Digital Negotiations.
With the emergence of virtual negotiations, organisations ought to educate negotiators to deal with trust-building and communication over the internet. Training programmes should incorporate digital etiquette, tone management, and relationship maintenance. 
6.7 Integrate Cross-Cultural Competence in Organisational Policy.
Lastly, organisations ought to include cross-cultural competence in leadership development, recruitment, and performance evaluation systems. Cultural competence should be used as a strategic resource in order to increase success in international businesses over the long term.
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