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The marketing manager asked him
to work out a concrete plan for the
promotion of the new product within a
week.
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business philosophy
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business management
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do business &%

These two companies used to have
business contact with each other, but
now they became competitors.
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With such low work efficiency, how can
we improve our production efficiency?
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bargaining [ba:ginin]
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collective bargaining
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bargaining chip ¥&HBTERS
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The two companies finally reached an

agreement after a hard bargaining.
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Since culture varies from nation to
nation, we must get to know the
national culture before we open a new
market in a foreign country. This is a
secret of success in business.
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dispute resolution 1@f#21%)
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Whether our company- is ready to be
listed on the stock market or not is still in
dispute.
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P,

{ ) Dialogue ( B&WT31iE )

I Situational Dialogues

\ J=John=€’§]@ |.=l.(l‘WS=%ﬁJFr

J: Nice to meet you, Laws. It has been one

year since we met in China. Welcome
home to working. Will you please
analyze the concrete differences in
'business- negotiation styles between
Chinese and British businessmen?

: I's my pleasure. In my view, Chinese
businessmen do not like to mo'ke a clean
breast of their bargaining agreement,
more willing to keep gUessing. British
businessmen think that such style
wastes time and limits efficiency
of the negotiations, so they prefer

straightforwardness.
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J: What do you think causes this difference?
L: The main reason is the difference in
cultural heritage between the two
countries. Chinese people affected by
Confucian culture which advocates
euphemism and implements courtesy.
They rarely say no during the negotiation.
Denial is not polite in their cultural
tradition. British people emphasize
directness and freedom under the

influence of the Christian culture.

Therefore, Britons look aggressive in
negotiation.

J: Do you think these differences will cause
failure to the negotiation?

L: Of course. There is no doubt that the
selectiveness in cultural identity leads
to behavior conflicts and custom friction
among different ethnics. So failure in the
negotiations is not surprising.

J: What should we be noted to ensure
success in negotiation?

L: Firstly, we think it is very important for all

of us o acknowledge and esteem these



cultural differences. Secondly, we should

learn from each other in the spirit of

seeking common ground while shelving

differences, by respecting the diversity of

the culture, which are helpful to resolve

disputes, reach consensus and move the

negotiations forward.
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