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WHAT 
CULTURE IS 

?

Shared values, beliefs, and customs that influence how 
individuals act and communicate are referred to as culture. It 
affects social norms, decision-making, and communication.

Crucial Components:

Norms and Values

Language Customs and 
Beliefs.                                                                         (valenz
uela,2019)



The Effects 
of Culture on 
Business 
Operations

DIFFERENT APPROACHES OF 
COMMUNICATION (DIRECT VS. 

INDIRECT)

COMPARING DECENTRALIZED AND 
CENTRALIZED DECISION-MAKING

BUSINESS ETIQUETTE: OBSERVING 
PROCEDURES, PRESENTING GIFTS, 

AND BEING 
POLITE.                                                        

(CAMBERATO,2024)



Theoretical 
Foundation for 

Cultural Impact: 



Overcoming Cultural Barriers 
in Chinese Negotiations

• Respect for Authority and Hierarchy

• Decisions are made by senior leaders.
• Communicating Indirectly
• Stay out of conflict and pay attention to unstated 

cues.

• Developing Connections 
• Prioritizing human connections and trust over 

business

• Perseverance and Long-Term Concentrate on 
long-term results; negotiations take time.

                                                                                (Sam,2024)



Culture's Effect 
on Negotiations 

(China)

High Power Distance: Deference to hierarchy and power

Senior leaders' decisions

Collectivist Culture: Prioritizing relationships and harmony within 
the collective

Pay attention to group and team objectives.

Long-Term Orientation: Be patient and concentrate on the results 
of the future.

Willingness to put in the effort to establish 
trust.                                                         (Liu, Lu and Zhan,2021)



Techniques for 
Getting the Deal 
Through Negotiation

• Examine the business, historical, and cultural 
environment.

• Establish trust ,spend time establishing 
relationships and holding casual interactions.

• Modify your communication approach.

• Using formal language and avoiding direct 
conflict.

• Have a flexible attitude.

                                                                      (Gibson,2023)



CONCLUSION



ANY 
QUESTION
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