
International Negotiations Notes: 
 
 
Lecture 1 - Intro: 
 

International negotiations focus on disputes, sales, mergers, acquisitions, etc. 

 

Making deals internationally is a fact of life in modern business – and to successfully 

conduct deals abroad, executives need skills to negotiate with counterparts who 

have different backgrounds and experiences (i.e., professionals need to deal with 

counterparts who come from completely different educational, legal, political, social, 

economical environments). 

 

Evidence suggests that when negotiators come from diverse cultural environments 

that they often rely on quite different assumptions about social interactions, 

economic interests and political realties – and this very often can lead to the failure 

of business transactions. 

So, negotiations is an area that requires a lot of training and a lot of preparation (i.e., 

it’s not a matter of charisma as it used to be considered as). 

 

As we can see, there are difficulties and complexities that arise when negotiators 

come from different backgrounds and different cultural settings (i.e., as simple things 

may mean different things in different contexts). So, given all these complexities 

arising from differences in understanding, it’s not surprising that negotiation is all 

about preparation 

So, negotiations are all about getting ready to enter a negotiation looking at it as a 

process where you have to constantly gather information and update your image of 

the counterpart. This is because in business you don’t get what you deserve, but you 

get what you negotiate. 

 

Businesses these days internationalise (i.e., they look for ventures in faraway 

places) as a means to survive. They therefore negotiate with different cultures, 

different institutions, different governments on a daily basis – so they need to make 

deals in a challenging and unfamiliar setting.  
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… one good strategy to develop a relationship and develop trust with those 

you’re negotiating with is to invite individuals from the other company to visit 

your office, country institution. By doing this you also give yourself an 

opportunity to understand the other party and what they wish to take out of the 

negotiation (i.e., what they wish to achieve). 

b.) Face-to-face negotiation: 

Here we have the face-to-face stage of negotiation. This is a very crucial stage of the 

negotiation of course. 

… it’s really important here for negotiators to start negotiations with an open mind 

because we all start with our preconceptions of what we can get out of the 

negotiation / what sort of a deal we might envisage. However, sometimes working 

collaboratively with the other party might lead to so many creative solutions that we 

haven’t even thought of. So, starting with an open mind is really important, and 

working together to find a joint solution to the problem that would satisfy both parties 

is also really important. 

A very clever tactic is to start by agreeing on some general and broad principles on 

those issues that both parties would agree anyway. It is also important to firstly 

discuss common interests rather than the particular interests of each party – this is 

really important because it creates an atmosphere of cooperation, and it starts by 

emphasising what the two parties have in common rather than where they are bound 

to disagree. 

… what is really important at this stage is also to go through the contracts step by 

step because this is the chance to clarify any points that may cause 

misunderstanding later on in the post negotiation phase (which is the actual 

implementation of the contract).  

This is because a negotiation is actually a contract – so, you ned to ensure that 

every clause and every provision is something that you agree to commit to so that 

implementation is possible. So, it’s good to be flexible of course (i.e., to have a 

flexible strategy). 

c.) Post-negotiation stage: 

Now we have the post negotiation stage which is very crucial because the 

negotiation doesn’t really end when the parties sign a contract and leave the 

negotiation room – because of this we have a post-negotiation stage, which can be 

very complicated, and interestingly a lot of negotiations fail at this stage.  
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So, in the prisoner’s dilemma we have two prisoners who are taken into custody and 

are held in separate rooms. During their interrogation, they are told that if they testify 

to everything (i.e., betray their partner) then they will go free and their partner will get 

10 years. However, if they both testify get 5 years in jail. Finally, if they both remain 

silent, then they will both get 6 months in jail. 

… looking at this from a different perspective (i.e., in reverse). So, we have prisoner 

B – if prisoner B testifies, then prisoner A would’ve been best testifying (i.e., resulting 

in less jail time). However, if prisoner B remains silent, then prisoner A would again 

have been best off testifying. So, in this version, prisoner A should testify because 

whichever strategy his/her partner chooses, this gives prisoner A the best possible 

outcome (i.e., because he/she either goes free or gets five years rather than six 

months or ten years).  

… so, for either player really (as we can do the same for prisoner B) testifying is the 

best strategy. If this is the case and both of them testify, then they both get 5 years 

each. 

- Here we have assumed that there is no communication between the two 

prisoners, and that they only play once. 

… part of the prisoner’s dilemma arises because if both men know that the optimal 

strategy is to testify regardless of what strategy the other person goes for – then they 

both end up with a lengthy five years in jail.  
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norms that direct employee behaviour’ (Siehl, 1983). In addition to this, it can 

also be defined as ‘the amalgamation of the national culture and the individual 

backgrounds of individuals assembled in the organisation’ (Schein, 1986). 

… Examples of where the organisational cultural differences between 

business transactions were quite detrimental include: 

• Columbia and Sony is a good example of a failed transaction merger 

due to organisational cultural differences between Columbia and Sony. 

So, Sony in the 1980’s decided to acquire Columbia. Sony was a video 

cassette making hardware company, and they wanted to enter the film 

/ software industry where Columbia was a leader – so, Sony decided to 

acquire Columbia.  

… however, a series of bad judgements and bad management actions 

and moves led to the failure. This was because Sony didn’t understand 

that in the film industry, when they buyers didn’t like the software, then 

they wouldn’t buy the hardware as well. So, five years after 

negotiations and long discussions – the two companies realised that 

their differences in organisational culture and managerial styles led to 

the failing of this agreement. As a result, the model at the end was 

rather unworkable. (see link in slides for more info on this case). 

-  

Ten factors in deal making (Salacuse, 1998): 

This has made a very important contribution to negation analysis. Salacuse 

observed that negotiation practices differ from culture to culture, and that culture can 

influence negotiating styles and the way people from different cultures conduct 

themselves in a negotiating session. He argues that the great diversity of the world’s 

cultures makes it impossible for any negotiator (no matter how skilled and 

experienced they are) to understand fully other cultures. This is why he gives us 

some sort of a guidance by identifying 10 factors that influence the process of 

negotiation – so, these negotiating traits include: 
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- There are multiple levels and units for analysis (i.e., the analysis of actor’s behaviours and 
relationships). 

- There’s an internationally applicable representation of influencing conditions 
… note that this may differ from context to context, however, it is still internationally 
applicable and accepted. 

- There’s conjoint consideration of behaviour, conditions, structure and processes for 
multilateral as well as bilateral negotiations. 
… i.e., this model can be applied to both complex multiparty negotiations, and bilateral 
negotiations where you’ve got only two parties. 

-  
The RBC Framework for Complex Negotiations: 

 
- … so, what you can see here is that the framework looks at the relationships between the 

parties (i.e., it looks at the relationship between organisations, groups, and individual 
negotiators). 

- … in addition to this it looks at the behaviours of primary parties (i.e., organisations, 
groups, or individuals). 

- … finally, it looks at the conditions – i.e., circumstances, capabilities, cultures, 
environments. 

So, we can see what it does different from Ghauri is that it adds the behaviour and relationships 
to the mix.  
However, it is worth noting that it still looks at conditions (i.e., all the environmental, 
socioeconomic circumstances, circumstances, capabilities, etc.) 
… In addition to this, the RBC model assesses these elements (i.e., relationships, 

behaviours, and conditions) along a time period which covers the pre-negotiation, 

negotiation, and post-negotiation period. 

So, this is again similar to Ghauri. 

So, it looks at all these relationships, behaviours and conditions across the axis of 

time that covers all the stages that Ghauri looked at. 
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