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According to Naik et al. (2023), culture refers to a complex and broad concept that involves various aspects of daily life and human existence. These aspects are values, social norms, behaviours, and shared beliefs of a group of individuals who are living in the same environment in a particular region of the world. Culture entails various elements, such as personality and identity of individuals, the government, language, religion, and education. Xing and Jin (2023) stated that in cross-cultural context, different cultural values become a vital element that effect the overall cross-cultural collaboration. Cultural values involve shared goals and beliefs of individuals within the society about ways of life and behaviour patterns. These values shape the fundamental values and social behaviours of people, assisting their responses to different situations. The purpose of this presentation is to highlight the cultural elements that must be overcome, suggest strategies, and discussion the significance of adaptability and cultural awareness in the cross-cultural negotiations for strategic partnership between Premier Inn and Meituan. 
Premier Inn is a UK-based hotel which offers dining services and accommodation at affordable prices in its 800 hotels in various locations across the UK, Germany, UAE (United Arab Emirates) and Ireland (Premier Inn, 2026). It was formed in 1987 by its parent organisation, Whitbread.  Premier Inn employed 34000 people across the UK and Germany and generated £2691 million as revenue in 2024 (Whitbread, 2024; Whitbread, 2026). Whereas Meituan is a Chinese tech-driven retail organisation which was established in 2010 (Meituan, 2026). It offers food delivery services through its digital platform. It providing merchant information technology, cloud computing services, e-commerce service platform, and online marketing service. As of 2024, the company had around 108900 employees and earned £36859 million (RMB337591.6 million) in revenue (Meituan, 2024). 
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Culture is very essential in international negotiations and strategic partnerships since culture shapes the communication styles, decision making process and relationship building tactics among the organisations. Geert Hofstede’s Cultural Dimensions Theory is one of the most popular frameworks of interpreting the cultural differences as it describes how national cultures influence the workplace behaviours and the business interactions. This framework indicates that power distance, individualism versus collectivism, uncertainty avoidance, masculinity, long-term orientation, and indulgence are some of the dimensions through which countries are different (Żemojtel-Piotrowska and Piotrowski, 2023).
· China has rather high power-distance scores, which imply that hierarchy and respect to the authority is deeply rooted in the organisational practises. The power to make decisions is often centralised between the top-level leaders and the negotiations can often need the consent of the top management. Conversely, the organisations in the United Kingdom are more likely to work with less power distance with the communication levels being more open and less formal.
· Another dimension that is important is collectivism versus individualism. Chinese culture is very collectivistic and it is geared towards harmony, loyalty and long-term relationships. The British culture, on the other hand, is individualistic and efficiencies, personal initiative, and directness are promoted. These differences affect negotiating trends and cooperation anticipations.
· These cultural dimensions are vital concerns that organisations such as the premier inn must learn when forming strategic partnerships with Chinese companies such as Meituan. The knowledge and the adaptation to the cultural expectations will reduce the risks of the misunderstandings and will rise the chances of the successful cooperation.
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Figure 1: Cultural Dimensions Theory
(Source: Nickerson, 2025)
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To establish a successful strategic alliance between Meituan and Premier Inn, one should have the understanding of major cultural aspects that influence the business practises in China. These cultural variations may have a great influence on the outcomes of negotiations, the establishment of partnership, and the cooperation in the long run.
The concept of “guanxi” is among the most important cultural aspects and includes the value of personal relationships and networks in the Chinese business culture. Chinese business relationships tend to be based on interpersonal relationship that has been established over a long period of time and not on a strictly contractual basis (Ulusemre, 2022). Companies usually waste time developing rapport in terms of meeting, interacting, and getting to know each other before getting into formal discussions. In the case of Premier Inn, this implies that a relationship-building process can take a longer time than the UK average before forming a partnership with Meituan. The top management might be required to spend time on personal meetings, cultural exchange, and networking to build on the aspect of trust and credibility.
The other cultural aspect is the hierarchy and respect to authority. The Chinese organisations are characterised by the hierarchical nature in which the decision-making authority of the organisation is concentrated at the top of the organisation. Negotiations can thus be at more than one level of approval, and negotiation with representatives of the junior cannot be the end-result. British firms, in their turn, are more likely to have a more decentralised communication model. To resolve this gap, Premier Inn should be aware of the need to interact with the senators in the hierarchy of Meituan and show the value of organisational hierarchy in the negotiations.
The primary cultural factor is also the communication style. China is regarded as a high context society and communication in such a society is usually indirect and depends on context, tone and non-verbal communication. The messages can be passed within the background to ensure the harmony and not to confront. British communication is, on the contrary, more direct and explicit. Negotiations require the Premier Inn representatives to become more patient and responsive when communicating and listening, observing non-verbal cues carefully and not being too direct when criticising others, lest they lose face.
Another important cultural issue is the concept of face or “mianzi”. During social and professional interactions, it is very important in the Chinese culture to uphold dignity, reputation and respect. Disagreement, criticism, or confrontation in a public can result in embarrassment and relationship destruction. That is why, Premier Inn should make sure that the relationship with Meituan should be negotiated in a diplomatic and respectful manner. Any differences to be made must be handled privately and in a tactful manner to avoid offending each other.
The Chinese culture is also characterised by long-term orientation. The Chinese businesses tend to value long-term relations and long-term partnerships more than focusing on the immediate financial benefits. Strategic decisions can be considered on the basis of long-term benefits and not on short-term profitability. In the case of the Premier Inn, it will imply introducing the partnership with Meituan as a long-term cooperation that will result in the shared value creation through technology integration, customer reach, and market expansion in China.
Lastly, Chinese organisations have a tendency of making decisions by a consensus. Even though final decisions are made by senior leaders, in most cases, internal consultations and discussions are made before an agreement is reached. The process may take longer negotiation periods than the western business setups. Premier Inn should thus show patience and flexibility in negotiations but at the same time make sure that the offers are in line with the strategic interests of the two organisations.
To sum up, guanxi, hierarchical, indirect communication, face importance, long-term orientation and consensus-based decision-making cultural aspects are core aspects of the Chinese business culture. With the identification and adjustment to these cultural aspects, Premier Inn will be able to build trust, enhance communication, and make the formation of the successful and mutually benefiting strategic partnership with Meituan more likely.
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Promoting and developing cultural awareness
Delgado et al. (2024), cultural awareness involves the ability of understanding the behavioural patterns of distinct cultural groups and the possibilities that influence and maintain those behaviours. In terms of cross-cultural negotiations, developing culture awareness helps to mitigate challenges that may take place due to cultural differences. This helps in understanding communication preferences and cultural backgrounds, which eventually helps in effective collaboration (Hwang, 2025). Furthermore, cultural awareness is crucial for fostering effective communication in cross-cultural negotiations. Though cultural awareness people can foster understanding, encourage meaningful interactions, and bridge gaps, by appreciating and understanding distinct cultures, which lead to more harmonious and successful relationships.
Importance of adaptability. In addition to this, cultural awareness enables organisations to promote inclusion and diversity and develop a collaborative workplace culture. Employees with greater cultural awareness more active in terms of navigating cultural differences which is a major issue in cross-functional negotiations. Greater cultural awareness helps to lower misunderstandings and encourages a collaborative work environment. Thus, in order to form a strategic partnership with the Chinese firm like Meituan, Premier Inn must provide appropriate cultural awareness training to organisational people and encourage them to foster a culture of diversity and inclusion, which eventually help in mitigating the challenge regarding guanxi. 
Leveraging technologies
According to Hwang (2025), communication plays a vital role in terms of cross-cultural collaboration. The discussion also found that indirect communication is a part of Chinese business culture. Thus, by leveraging appropriate technologies Premier Inn can make effective communication with Meituan to establish a strategic partnership. This strategy can help the organisation in bridging cultural and geographical divides. Instant messaging application and advanced video conferencing tools are the few examples of communication technologies that help people to work collaborative by interacting and sharing information in real-time. However, it is crucial to make sure that all the members of the team have the ability to utilise those technologies to avoid difficulties in technological adaption which can hamper collaboration. In addition to this, to avoid conflicts and confusion, Premier Inn and Meituan must focus on developing clear guidelines for collaborative work. For instance, setting expectations or meeting protocols, feedback mechanisms, response times which can help in creating a more harmonious and predictable work environment for both organisations. 
Integration of Cultural Intelligence
According to Yusof et al. (2024), cultural intelligence refers to the capability to adapt and navigate different cultural contexts, including an understanding of behaviours, communication styes, and cultural norms. The key aspects of cultural intelligence are cultural strategy, cultural rive, cultural knowledge, and cultural action. Working with Meituan will involve close collaboration between the employees of Premier Inn and Meituan. Thus, in order to bridge cultural gaps, the managers responsible for the cross-cultural collaboration must go through cultural training to understand better the decision-making process and communication styles of Chinese people (Sun et al., 2024). Team lead by such leaders actively engages in team building activities, such as cultural exchange events and cross-cultural workshops. Thus, through this strategy, cross-cultural challenges such as face importance consensus-based decision-making can be mitigated.
To sum up, the integration of cultural intelligence, communication technologies, and creating cultural awareness require people within adaptability nature. As in the process of cross-cultural collaboration employees must be adaptive toward change and be more open to encourage inclusivity and diversity within the workplace. Also, adaptability is crucial in cross-cultural collaboration to adapt technologies that other company uses for collaboration purpose. 
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Finally, the analysis proves the importance of cultural differences in the international negotiations and partnerships between Premier Inn and Meituan. The results show that the presence of cultural aspects like guanxi, hierarchical organisational structures, indirect communication, value of face, long-term orientation and decision making through consensus are very crucial in business dealings in China. These elements compel Premier Inn to make changes in its negotiation strategy to develop the levels of trust and sustain successful communication. Another strategy that is also recognised in the study to be crucial in dealing with cross cultural differences is cultural awareness, technological communication tools and developing cultural intelligence. With the help of these strategies, Premier Inn will have an opportunity to build stronger mutual understanding, minimise misunderstandings, and improve cooperation. Finally, the acknowledgment and adjustment to the Chinese cultural practises will enhance the chances of a successful, sustainable and win-win strategic alliance with Meituan.
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