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Whatever you do, you need to be justified… 

•In China we have a frequently used phrase
called “名正言顺”, meaning whatever you
do, you need to be justified.

•In this case, why am I here to talk about
this topic with you?

•Who am I?
•Why do we need to talk about negotiation?
•How can we become better negotiators?



Who am I?
Self-introduction (1)

• Bachelor’s degree in English at Shanghai International
Studies University, China;

• Master’s degree at Dalian University of Foreign Languages,
China;

• PhD degree at University of Bonn, Germany; 
• Postdoc. at Beijing Foreign Studies University, China;

• Professor of intercultural communication at University of 
International Business and Economics, China; 

• Chinese director of Confucius Institutes in Mexico and in 
Brazil.



Who am I?
Self-introduction (2)

• Fulbright visiting scholar in New York, USA;
• Associate director of the International Business 

Negotiation Association of China; 
• Experienced trainer of intercultural business 

communication;
• Rich experience in teaching and research;
• Author of two monographs, four textbooks, and 

various research papers. 

Why am I here? 
To share with you my rich cross-cultural experience and my
expertise regarding negotiation. 



What are you going to learn in this lecture?

• To have a basic understanding of business negotiation:
Business is not necessarily for the purpose of “money-

making”, rather it is our professional activity or our daily
communication.

• To get to know China (better): its history, its geography,
characteristics of Chinese communication, some
business etiquettes

• To have a panoramic picture of negotiation – related
skills and tactics, what is important in negotiations



ChinaandLatin-America



Brief history of China’s relations with Latin-American
and Caribbean (LAC) countries
• People’s Republic of China was founded in 1949.

• China began to establish diplomatic relations with countries in
this region starting from the 1960s (see next slides).

• The following videos, for example, will give you a better idea on
why China and LAC need each other:

• https://www.youtube.com/watch?v=61P99fp833U

• https://www.youtube.com/watch?v=TtTcsZ_ZD18



China and Latin-American and Caribbean
Countries (LAC)
• “China is now the region‘s second-largest trading partner, with bilateral 

trade maintaining rapid growth for seven consecutive years. 
Meanwhile, China’s “circle of friends” in LAC continues to expand.”

• “This year marks the 20th anniversary of the first free trade agreement 
signed between China and LAC countries. In the past 20 years, the 
progress made in free trade agreements between the two sides has 
expanded the scope, enhanced the quality, and increased the efficiency 
of China's network of high-standard free trade areas. Since 2005, 
China has successively signed and brought into force five free trade 
agreements in LAC with Chile, Peru, Costa Rica, Ecuador and 
Nicaragua. Among these, the free trade agreements with Ecuador and 
Nicaragua were concluded during the 14th Five-Year Plan period 
(2021-2025).”

https://www.ciie.org/zbh/en/news/exhibition/focus/20250205/48194.html

https://www.ciie.org/zbh/en/news/exhibition/focus/20250205/48194.html


More convincing
numbers…



Why China?
Why negotiation?

• To satisfy mutual needs
• To promote mutual understanding
• Cooperation stands for a bright future!
• In order to cooperate, Latin-America and China need to

negotiate with each other.
• To know yourself and to know your counterpart in

negotiations, so that you can negotiate better!
• That’s why you need to understand who you negotiate with,

how to develop your strategies, how to plan your tactics,
and how to strengthen your negotiation skills!

• First of all, you need to understand China a little bit more!



ChinaofBrief introduction



Part One: Brief Geography 
Map of the whole country and its 
administrative areas (provinces, 
municipalities and autonomous 
regions)





Topography: Three stepts



Humanistic Geography

•China has 56 ethnic groups, with HAN
being the largest.

•Distribution of some larger minorities in 
China (see next slide).

•Some minorities have their own festivals 
and dressing habits, which are decided 
by traditional and climatic factors.

•Some minorities even have their own 
writing systems.  



https://en.wikipedia.org/wiki/List_of_ethnic_groups_in_China



http://www.stats.gov.cn/english/PressRelease/202105/t20210510_
1817185.html 
(Main Data of the Seventh National Population Census)

http://www.stats.gov.cn/english/PressRelease/202105/t20210510_1817185.html
http://www.stats.gov.cn/english/PressRelease/202105/t20210510_1817185.html


Part Two: Brief History



From 1911 to 1949

• For what happened in China from 1911 to 1949,
watch this video:
https://www.youtube.com/watch?v=a9QtIfPIQl4

- Republic of China

*People’s Republic of China
(Founded on Oct.1, 1949)

-A new era in history

https://www.youtube.com/watch?v=a9QtIfPIQl4


the
Chinese

business withDoing



Characteristics of Chinese people’s
Communiation 

•Confucian Culture 
•- face 
•- guanxi

(relationship) 
•- harmony 
•- hierarchy 
•- renqing

(reciprocity)
You can find numerous

videos on these topics.

Characteristics of communication: 

Paralinguistic Features mean a lot!

➢Tones may convey negative 
meanings in Chinese, but it may not 
be equally true in English. 
➢ Facial expressions may convey 
different meaning in Chinese vs. in 
English. 



Chinese philosophy in doing business

穷则独善其身，达则兼善天下。 
Be good on your own 
when you are poor, 

and share with others 
when you are rich.

The following videos will help you understand better
the Chinese philosophy concerning business.
• https://www.youtube.com/watch?v=3743zVOjkME
• https://www.youtube.com/watch?v=pJknFc1EyQ8
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https://www.youtube.com/watch?v=3743zVOjkME
https://www.youtube.com/watch?v=pJknFc1EyQ8


Business etiquettes: Introduction and 
self-introduction in negotiation settings

Rules: 
• Rank and status - from high to low 

• Age - from old to young 

• Firmness of handshake 

• Handshake vs. rank and position 

• Small talk usually follows

*** Handing over name cards:
• With both hands

• Local language/English facing up

• Addressing the giver by rank or position

• Studying the name card before putting it away/in the order of…

• Add to WeChat digital business card
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Seating Arrangement

• Round table 

• Long table
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Business etiquettes: Table Manners in 
China

• Serving tea 

• Serving beverages 

• Serving alcoholic drinks 

• Serving courses of dishes 

• Serving cereal food
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Business etiquettes: Forms of 
Address

• By rank and position (e.g. Director/Manager...) 

• By profession (e.g. Professor/Engineer...)

• By respected forms of seniority (e.g. Uncle/Aunt...)

• The practice of taking a Western given name (e.g. Sophie)

26



Chinese-culture-conditioned behaviors

• Chinese modesty 

• Indirectness 

• Chinese concept of face 

(e. g. understatement, etc.)

• Chinese virtues (e.g. thrift, respect for seniority, etc.)  

• Chinese way of giving advice 
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Nonverbal behaviors

• Gestures (Thank you; Greeting; Coming here, etc.)

• Handshake, hug;

• Standing distance; 

• Walking sequence;

• Looking at sb. in the eye, but not staring

28



Chinese concept of time

• In cities, especially big cities, where economy is highly

developed, generally people adhere to M-time, i.e. people

stick to their time schedules strictly;

• In rural areas, especially

• underdeveloped areas,

  people usually adhere

  to P-time.

First postulated by Edward T. Hall in 1959.
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Typical Chinese invitation to dinner 

• A: ..., what about coming to dinner with me tomorrow? I want to thank you
for your help with my project.

• B: Don't bother! I know you are busy yourself.
• A: I AM busy, but I have to find time to feed myself. Is that right? You are just 

keeping me company. It’s all about finding time to talk! 
• B: If you put it that way, I guess I should accept your invitation.
• A: Wonderful! In that case I will meet you downstairs at 5:30 pm tomorrow 

after work. 
• B: Alright. But promise me that you won‘t spend too much on the dinner 

tomorrow.
• A: OK, see you then! 

*** Reminder: Chinese way of paying for dinners



To sum up…

•Both history and the present demand that
China and the LAC maintain a good
relationship.

•Mutual economic dependence fosters the
relationship.

•To understand China better will enable you
to negotiate better with people from the
Chinese culture.



itselfnegotiationAbout



Let’s begin with this book
Xiaoshu ZHU/Zhongqi DONG. 
(2024). “International Business 
Negotiations － From Theory to 
Practice”. Shanghai Foreign Language
Education Press.
•  All of us are engaged in 

negotiations daily, almost at a 
subconscious level, but many have 
not fully realized the importance of 
being a better negotiator.

•  Our objective is to reach four 
reader groups, each of which have 
similar but distinct reasons to 
improve their negotiating skills.

“Cross-cultural” is more than“International”!



Readers of this book (1) 

•  The first group is comprised of students, typically 
business-majors, who take negotiation classes. 

•  They will benefit from the insights and examples we 
provide in the book regarding the practical 
application of negotiation theories to actual real-
life scenarios. 

•  These insights will provide base-line principles for 
them to use in solving negotiation problems. 



Readers of this book (2) 

•  The second group is academics who teach negotiation 
courses. 

•  Most academics seek to supplement their course 
materials with real-life examples of practical applications 
of negotiation theories to actual cases. 

•  The cases analyzed in this book are necessary adaptions 
of real-life cases that will provide academics authentic 
insights and examples to enhance their courses. 



Readers of this book (3) 

•  The third group is negotiation trainers. 
•  There is an increasing realization by many 

businesspeople of the critical importance of successful 
negotiation in the workplace, whether internally or 
externally. 

•  This realization is driving a need to reach out to trainers 
to increase their negotiating proficiency.

•  Similar to the academics above, the cases analyzed in 
this book are real-life cases that will provide trainers 
authentic insights and examples to leverage and to 
enhance their courses. 



Readers of this book (4) 

•  The fourth group is the general public, who are 
increasingly realizing that they engage in negotiations in 
many aspects of their everyday lives. 

•  People clearly understand that developing the 
negotiation strategies, tactics, skills, etc., that are taught 
in this book, can meaningfully improve their lives. 



Sections of this book

•  This book is broken into two broad sections. 
•  The first part is Negotiation Theories, which will enable 

readers to develop an overall understanding of fundamental 
negotiating strategies, tactics, and skills. 

•  The second is Negotiation Cases, a presentation of 
selected real-life cases, followed by detailed analysis and 
application of fundamental negotiation principles.

•  We believe our approach to this book will allow the four 
targeted reader groups to successfully understand and 
apply fundamental negotiating principles, while also 
providing them lasting guidelines for being better 
negotiators.



You will become a better negotiator 
after learning this book!

•  There are those lucky few that are considered “born 
negotiators”, having an innate mastery of negotiating that sets 
them apart from the rest.

•  While this may be true, we believe everyone can become an 
excellent negotiator – whether in business or in everyday life. 

•  By learning fundamental negotiation principles, including 
seeing them applied in the real-life cases in this book, readers 
will be positioned to negotiate more efficiently and effectively.

•  It will be surprising how much better a negotiator readers will 
be after reading this book. 



The metaphor of negotiation

•  In Weiss’ (2020) words, learning to be an 
effective negotiator is a journey, not a 
destination! 

•  In other words, if one is learning negotiation, he 
is always on the way instead of arriving at a 
destination! 



Table of Contents (1) 

•   Chapter One: General introduction to negotiation

•  Chapter Two: Negotiation strategies
Case for simulation: Negotiation with a Serbian 
company

•  Chapter Three:  Core skills in practical negotiations; 
questioning and listening

•  Case for simulation: Negotiation with a Spanish 
company 



Table of Contents (2) 

•  Chapter Four:  Negotiations: cross-cultural 
communication

•  Case for simulation: Negotiation with an Italian company
•   Chapter Five: Negotiation tactics 
•  Case for simulation: Negotiation with a Brazilian 

company
•  Chapter Six:  Interest and medium issues in business 

negotiations
•  Case for simulation: Negotiation with a French company



Table of Contents (3) 

•  Chapter Seven: Common business negotiation resolution 
processes and related documentation

•  Case for simulation: Negotiation with a British company

•  Chapter Eight: Negotiation in work situations
•  Case for simulation: Negotiation with an American company

•  Chapter Nine: Putting everything together – tactics, 
preparation, execution and follow-up

•  Case for simulation: Negotiation with a Swiss company

*** By the way, the Portuguese version of this book will soon
be available!



Chapter One: Introduction to negotiations

Learning objectives:
After learning this chapter, students should be able to
•  have a basic understanding of what negotiation is; 
•  know the common types of negotiations;
•  understand the influence factors of negotiation. 



The stereotyped image of negotiation…

•  The word “negotiation” often triggers a mental picture of 
two teams of negotiators seated on the opposite sides of 
a table presenting their case, debating the finer points of 
two different views of the same issue.

•   For many, this is a stereotypical image of a negotiation. 
However, in life, negotiations are much more pervasive 
and involve a broad swath of issues, including prices, 
deadlines, contract terms, and even what to have for 
dinner. 



What is negotiation then? 

•  Fundamentally, negotiation is about human 
communication. In reality, we all negotiate more 
frequently than we realize, and actually do it on a 
subconscious level. 

• The pervasiveness of negotiating in all aspects of our 
lives puts a premium on being a great negotiator, not only 
in our professional lives, but also our personal lives. 



Why learning to negotiate?

•  In our book, we stress that negotiations extend far 
beyond the common view described above. 

•  We believe that leveraging the key tenets of strong 
negotiation skills will enable you to build strong working 
relationships and alliances, and as a result be more 
successful in all aspects of life.



1.1 Definition of negotiation
•  Negotiations have been studied as a phenomenon of 

complex nature. 
•  As it is pointed out by Chaudhry, “Negotiation is a process, 

not a single skill. A range of skills are involved in handling 
this process effectively, but to identify the skills which are 
relevant to any particular negotiating episode, it is important 
to recognize which elements or principles of negotiation are 
involved.” 

•  Rolland stated that negotiation as a “process by which we 
obtain something from somebody who wants something 
from us.”

•  Rolland also believes that at its most basic level, 
negotiation is the process of an exchange. 

• Chaudhry, Sharmendra. (2011). Negotiation Strategies - A Comparative Analysis (June 6, 
2011, p. 3). Retrieved 12 Jan. 2021 from http://dx.doi.org/10.2139/ssrn.1858798

• Rolland, Florence Kennedy. (2021, p23). The Persuasive Negotiator: Tools and Techniques 
for Effective Negotiating. London & New York: Routledge. 



Our summary of negotiation (1) 

•  Our definition of negotiation as; “any discussion for any 
purpose, which resolves an issue acceptably to both 
parties”. 

•  Inherent in this definition is the acknowledgement that a 
negotiation involves at least two parties, and they have a 
mutual need to resolve a common issue.

•  A logical conclusion one may reach regarding a 
negotiation is that it is inevitable that one party wins, and 
the other loses. Whilst this may result, it is not always the 
case. 



Our summary of negotiation (2) 

•  Another important point inherent in our definition of 
negotiation is the requirement that both parties are negotiating 
in good faith to resolve the issue at hand. 

•  If one party does not have clear intent to negotiate, no amount 
of negotiation by the other party will achieve a negotiated 
resolution. 

•  That is not to say that the willing party cannot persuade the 
un-willing party to negotiate, but rather without the honest 
intent to negotiate by both parties, negotiation will not work.



1.2 Two common types of negotiations

•  There are many types of negotiations, including specific types of 
negotiations inside organizations or institutions, or they can be 
rational discussions for decision-making purposes, leveraging 
strong communication skills. 

•  Two of the more common types of negotiation are distributive 
and integrative negotiations, describe below:

◆Distributive Negotiations: Typically associated with a single 
issue, and the total benefit of a negotiation is a fixed pie to be 
shared by the parties. In this case, if one party receives more, 
the other will resultantly receive less. This type of negotiation 
is also referred to as a zero-sum type of negotiation, or 
bargaining.
◆Integrative Negotiations: Typically involves multi-issue 

trading, it’s more practical and regards negotiation as joint 
problem solving. 



1.3 Characteristics of negotiations 

•  The characteristics of negotiation are usually present in the vast 
majority of human interactions, ranging from daily routines to 
international business deals. 

•  According to Rolland (2021), negotiations are typically 
influenced by three intangible things: 

◆Beliefs: Which are conditioned by each individual’s 
culture
◆Attitudes: Which are changed by events 
◆Behavior: Which can be changed by training and 

experience



Kinds of interests in negotiation

•  Negotiators typically have two kinds of interests in the 
negotiations. 

•  The primary interest in the substance being negotiated, each 
wants to reach a fair agreement that satisfies their substantive 
interest. 

• The secondary interest is their relationship with their 
counterpart negotiator.  

•  Often times, the ongoing relationship can be more important 
than reaching a solution to the substance of the problem.

•  Frequently this occurs when negotiators are connected in some 
way, for example, they are friends, boss and employee, business 
colleagues, or partners. 



Psychological factors affecting parties 
to a negotiation…

•  Wertheim (2020), states that psychological factors can meaningfully 
affect parties to a negotiation, citing things like:

◆How comfortable each feels about conflict;
◆How each perceives or misperceives the other;
◆The assumptions each makes about the other and the problem;
◆The attitudes and expectations about the other;
◆The decisions each makes about trust;
◆How important “winning” is;
◆How important it is to avoid conflict;
◆How much one likes or dislikes the other;
◆How important it is to “not look foolish.” 

Retrieved 20 Jan. 2021 from
 https://asutoshcollege.in/Study_Material/Negotiation_and_Conflict_Resolution  

https://asutoshcollege.in/Study_Material/Negotiation_and_Conflict_Resolution


Negotiation in essence…

• It is worth noting that all negotiations are interactions between 
human beings. 

• People often have different emotions, values, cultural norms, 
frames of reference, life experiences, backgrounds, and viewpoints. 

• These factors, as opposed to the rational, substantive issues being 
negotiated, conspire to make negotiating the “unique art” that it is. 

• We often do not know the people we are negotiating with, so we 
may not definitively know how they will behave in negotiation 
situations.  

• Therefore, understanding that these differences likely exist, 
interpreting their impacts on the individual being negotiating with, 
and calibrating your negotiation strategy to that person, are critical 
success factors.



1.4 Recommendations for learning 
negotiations (1) 

•  Like it or not, we are involved in negotiations more 
frequently than we realize. 

• Therefore, it is vital for us to develop the negotiation 
mindset and supporting skills.

•  We believe the best way to learn negotiation is to learn 
negotiation strategies, tactics, and skills and integrate and 
sharpen them through purposeful practice. 



1.4 Recommendations for learning 
negotiations (2) 

•  We analogize that learning negotiation is like the fable story of “the 
blind men and the elephant”. In the story, the six blind men each 
said that the elephant was like something  that they felt, like a wall, 
a rope, a fan, etc., because they all happened to place their hands 
on the different body parts of the elephant. In total, their points of 
reference would define an elephant. 

• Similar to a negotiation, we should strive to see all the angles of the 
matter and our counterpart negotiator, then we will be positioned to 
realize all of the rational and personal nuances of the negotiation, 
and thus calibrate our negotiation strategy accordingly.  



Key Takeaways of the chapter (1)

1)  “Negotiation is a process, not a single skill. A range 
of skills are involved in handling this process 
effectively, but to identify the skills which are relevant 
to any particular negotiating episode, it is important 
to recognize which elements or principles of 
negotiation are involved.” 

2)  Two more common types of negotiation are 
distributive and integrative negotiations. 



Key Takeaways of the chapter (2)

3) As Rolland (2021) put it, negotiations are typically 
influenced by three intangible things: 

4) Beliefs: Which are conditioned by each individual’s 
culture

5) Attitudes: Which are changed by events 
6) Behavior: Which can be changed by training and 

experience
7) The authors believe that the best way to learn negotiation 

is to learn negotiation strategies, tactics, and skills and 
integrate all of them and sharpen your negotiation skills 
through purposeful practice. 



Other key issues in negotiation –
Differentiating wants and needs

• Wants correspond to the positions both sides take in the 
conflict, and needs correspond to their respective 
underlying interests.

• There is a direct relationship between issues, wants, and 
needs in negotiation.

• Negotiators express different wants depending on their 
perspective on the issue.

                            

                            Differentiating what your negotiation
                            partner really wants and needs! 
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Other key issues in negotiation –
Understanding currencies

Negotiation is a process of exchange, the give-and-take 
of currencies is essential to negotiating. 

Currencies – tangible or intangible resources that are 
perceived to have value by the receiving party.

After the underlying needs of both parties have been 
identified, the next step is to search for and exchange 
currencies that will satisfy these needs.
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Other key issues in negotiation –
Using currencies creatively

Currencies of exchange = synonymous with 
resources
Tangible and intangible:

• Financial

• People

• Facilities

• Equipment

• Priorities

• Information

• Recognition and rewards

• Proprietary agreements

• Mitigation of risks

Use them creatively to satisfy your partner’s needs! 
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Other key issues in negotiation –
Understanding negotiation power 

• Negotiation power has to do with whether it is the 
buyer’s or the seller’s market; however, it ALSO 
depends on how well prepared (in the sense of how 
well you can satisfy your partner’s needs) you are for a 
certain negotiation.  

Preparation improves your 
confidence level and your 
perception of power!



Other key issues in negotiation –
Negotiate for a win-win outcome

• In a true win-win, both parties meet their underlying needs and 
the relationship is sustained or improved in the process. 

• Thus, how you negotiate as well as what you negotiate affects 
the outcome-win-win, win-lose, or lose-lose. 

• If you have cultivated a good relationship with your Chinese 
negotiation partner, it means more business for you, especially 
in China! 
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Thank you very much!

          谢谢大家！

 

200541482930498

http://bbs.weizhen.net/simple/t18351.html
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