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Generally speaking, human communication has two ways: verbal communication and nonverbal communication.
People usually pay more attention to the verbal communication and neglect the nonverbal communication. With the
development of the society, people have more chances to communicate with people from other nations. Since
different nonverbal behaviors have different meanings in different cultures, conflicts are unavoidable. Nonverbal
communication is attracting more and more peoples’ attention. The author makes an analysis of the application of
nonverbal communication in cross-cultural business negotiation as to help businessmen to improve the efficiency in

cross-cultural business negotiation and achieve success in cross-cultural business.
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Introduction

In the process of globalization, with the rapid growth of international economies, people from different
parts of the world are contacting more intimately, cross-cultural business contacts are becoming frequently. In
cross-cultural business, businessmen need to negotiate. Negotiation is crucial to cross-cultural business. In
cross-cultural business negotiation, verbal communication and nonverbal communication are found to be
indivisible. But when people talk about negotiation, more attention is being paid to the verbal communication
while the nonverbal communication is often neglected. Nevertheless, nonverbal communication plays an
irreplaceable role in cross-cultural negotiation as it has the function which cannot be realized by verbal
communication in some situations. A clear understanding of people’s nonverbal communication is beneficial to
the process of the cross-cultural business negotiation.

Compared with verbal communication, the research on nonverbal communication is quite limited. There
are not so many books related to it. But the application of nonverbal communication cannot be ignored.
According to Samovar’s perspective, 65% of people’s communication is formed by nonverbal communication.
Nonverbal communication can be divided into four parts: body language, paralanguage, objective language,
and environmental language. The application of these four parts is highly related to the result of negotiation in

cross-cultural business.

A Brief Introduction of Nonverbal Communication

Definition and Classification of Nonverbal Communication

Up to now, the definition of nonverbal communication has been explained by many researches. But these
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definitions are different from each other because their focuses are varied. According to the Wikipedia,
nonverbal communication means the communication without words. According to other definitions and
explanations, nonverbal communication means all aspects of a message which are not conveyed by the oral or
literal words. In other words, it conveys by other medium. People usually divided nonverbal communication
into four parts: body language, paralanguage, objective language, and environmental language. Body language
refers to the body movements, including postures, gestures, facial expressions, eye contact, and touching.
Paralanguage includes pitch, rate, volume, specific sounds, silence, and pause. Environment language is about
the proxemics and time. Object language includes dressing, appearance, and body odor.

Functions of Nonverbal Communication

M. J. Hickson and D. W. Stacks did a lot of researches on nonverbal communication. As for the functions
of nonverbal communication, they agreed that nonverbal communication has six primary functions in
conjunction with the verbal communication: (1) repeating: Repeating can emphasize or stress the verbal
message; (2) complementing: Complementing is similar to repeating; (3) substituting: Nonverbal
communication have meaning which words do not carry; (4) regulating: Regulation helps to coordinate the
verbal communication between people; (5) contradicting: Nonverbal communication will send meanings
opposite from the verbal communication; and (6) accenting: Accenting can emphasize the particular point in
the verbal communication.

Application of Nonverbal Communication in Cross-Cultural Business Negotiation

In cross-cultural business negotiation, people who are from different nations get together to do business,
so this part will analyze the applications of nonverbal communication by some real cases. All of these cases are
from real business contacts. These cases can ensure the authenticity and persuasiveness.

Application of Body Language in Cross-Cultural Business Negotiation
Body language refers to the body movements, mainly including posture, gesture, facial expression, eye
contact, and touch. In today’s cross-cultural business negotiation, a lot of conflicts are caused by the
misunderstanding of body language. In the following case the application of gesture will be analyzed.
Case 1:
A British businessman once did business with an Iranian businessman, after months of negotiations, two sides agreed
to sign the contract. The British businessman turned to the Iranian partner and made a thumb up while they began to sign
the formal contract. This gesture caused a sensation immediately, the Iranian businessman left with anger immediately. In

this case, the causes of conflict is quite simple: Thumbs up means said “good, well, well-done, do good” in the United
Kingdom, but in Iranian culture, it means “unsatisfactory” or even “dirty”. (CAO, 2007)

From this case, people should note that the meaning a body language conveys is different in different
nations. Identifying body language and different meanings in body language is an art. Good businessmen have
to know how to use body language and how to read other people’s body language to gain the advantage. To
some extent, culture determines the body language people use to express their inner world. In cross-cultural
business negotiation, the conflicts of nonverbal communication mistakes sometimes can cause more serious

consequences than verbal communication mistakes.
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Application of Paralanguage in Cross-Cultural Business Negotiation

Paralanguage includes pitch, rate, volume, specific sounds, silence, and pause. Many businessmen benefit
a lot by applying the paralanguage in their negotiation. In the following case, the application of silence will be
analyzed.

Case 2:

An American company was negotiating with a Japanese company. The American businessmen first quoted a price for
the production. The Japanese businessmen keep silent for more than three minutes in accordance with their customs. The
American businessmen felt uncomfortable and frustrated with silence. Finally, the American businessmen could not put up
with the silence and lowered the price. In fact, the Japanese businessmen could accept the original price. However,
Americans didn’t know the meaning of silent and made compromise. (FU, 2012)

For many Asian businessmen, silence is often used as a means of avoiding conflict. Sometimes people will
cover the inner world by silence. This practice is typical for Asians. However, in America, people regard silent
reaction as a negative reaction. Americans are uncomfortable with silence. If they experience a long silence,
they will feel great uneasiness. From this case, people can note that silence as one of the nonverbal
communications makes the negotiation unpredictable in some situation. In cross-culture business, the

application of paralanguage cannot be ignored.

Application of Objective Language in Cross-Cultural Business Negotiation

Object language mainly includes dressing, appearance, and body odor. Object language as a nonverbal
communication can present one’s culture and personality. In the following case, the application of dressing will
be analyzed.

Case 3:

Two businessmen from the United States were waiting in an office for foreign trade in Germany. A businessman
entered, obviously waiting for an appointment too. The newcomer dressed casually. Without having spoken to the
businessman, the two businessmen looked at each other and agreed, the newcomer was an American. How did they learn?
The style of the suit was clear signals. They were right, the newcomer was American. (LI, 2012)

In cross-cultural business negotiation, nearly all businessmen wear suit, Americans dress casually;
however, in countries like England, businessmen pay more attention to the formality of dress. European
businessmen usually wear suits that are more tailored. Generally speaking, in the cross-cultural business,
businessmen should dress in a decent way. A formal dressing shows the respect for others. At the same time,
what the businessmen choose to wear conveys the nonverbal communication about their culture and personality.
Dressing as a visible nonverbal communication, people need to pay attention to the difference in it and respect
different cultural practices.

Application of Environmental Language in Cross-Cultural Business Negotiation
Environmental language, as another nonverbal communication, plays an important role in cross-cultural
business negotiation. Environmental language includes proxemics and time. In the following case, the

application of time will be analyzed.
Case 4:

A Mexican company wanted to buy new equipment from a German company. The German businessmen arrived on
time. They waited for the businessmen from Mexico fifteen minutes. But the businessmen from Mexico still did not appear
or give a call to apologize to the Germans. The Germans felt impatient but they still waited for the Mexican negotiators. At
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last, the negotiators from Mexico arrived almost an hour later. Mexicans made the Germans quite angry. The Germans said
the Mexicans were too impolite. Mexicans admitted they were later than the time as planned, but they think it was
acceptable. Finally, this business negotiation failed. (FU, 2012)

In this case, people can easily know that the real reason for their conflicts is that they have different time
orientations. Before negotiation, they did not learn each other’s culture. Germans are always punctual, while
Mexicans are habitually late. Edward T. Hall points out the lead times are different in different countries. In
some nations, people need to plan important appointment at least two weeks in advance. Americans often say
that time is money. Their time orientation also reflects their concept of efficiency. In cross-cultural business

negotiation, a clear understanding the nation’s time orientation is helpful to improve result of negotiation.

Suggestions for Using Nonverbal Communication in Cross-Cultural Business Negotiation

In the above chapters, the author has an analysis on the applications of nonverbal communication and how
these nonverbal communications influence the cross-cultural business negotiations. In this chapter, the author
will put forward some feasible suggestions in improving the application of nonverbal communication in
cross-cultural business negotiation.

In cross-cultural business negotiations, first of all, businessmen should always bear in mind that culture is
never invariable. Businessmen should be cautious and open-minded to other cultures. Nonverbal
communications habits are quite different from nation to nation. In different cultures, people will use different
nonverbal communication to express the same meaning, because their understanding to nonverbal
communication is different. Secondly, businessmen need to engage in cross-cultural business as much time as
possible. Through cross-cultural business, businessmen will have a more clear understanding of the application
nonverbal communication. That requires people who engage in cross-cultural business negotiation spend as
much time as possible to communicate with people from different culture. Thirdly, people’s understandings of
the situation where they are involved can also influence the application of nonverbal communication.
Negotiators should hold tolerant and considerable attitude towards foreign nonverbal communication and
respect other countries’ cultures. Thus, negotiators should “do as Romans do” and respect the other countries’
nonverbal communications.

To conclude, when people want to make use of nonverbal communication better, first of all, they should
attach importance to the difference of nonverbal communication in cross-cultural business. Secondly, cross to
understand nonverbal communication in other cultures. Third, understand other countries’ nonverbal

communications and use nonverbal communications accepted by both sides.

Conclusion

Cross-cultural business negotiation is playing a more and more important role in the cross-cultural trade in
today’s world. In the cross-cultural business negotiation, people have two main modes of communication,
verbal and nonverbal. In cross-cultural business, culture affects how people communicate and behave. Culture
influences the way people negotiate as well. The study of nonverbal communication is very necessary in
cross-cultural business negotiation. Based on nonverbal communication theory and analytic method, the author
analyzes the application of the nonverbal communication in cross-cultural business negotiation. The analytical
study is based on the cases in cross-cultural business negotiation. The aim of this thesis is to help businessmen

to understand the application of nonverbal communication better and improve the effectiveness in
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cross-cultural business negotiation. This thesis also gives some flexible and practical suggestions to those who
engage in the cross-cultural business negotiations to reduce nonverbal conflicts and improve the efficiency in

cross-cultural business negotiation.

References

BL J. W. (1999). # Xt FE#% 5 2 #F (Nonverbal communication in cross-cultural communication). Beijing: Foreign Language
Teaching and Research Press.

CAO, P. S. (2007). [ P54 R AT IEE A FEAT (An analysis on nonverbal communication in international business
negotiation). Market Modernization ,6, 49-50.

FU, X. C. (2012). FHkr J 55 R JE i 5 A B (A study on nonverbal communication in international business
negotiation). Tianjin: Tianjin University of Finance and Economics.

GAO, Y. L. (2007). FFi& 5 XL A-FE A B 38k H9 558 K12 /1 (Functions and applications of nonverbal communications
in intercultural business communication settings). Shanghai: Shanghai International Studies University.

Hall, E. T. (1959). The silent language. New Y ork: Doubleday.

Hickson, M. J., & Stacks, D. W. (1985). Nonverbal communication: Studies and applications. Lowa: Wm. C. Brown Publishers.

LI, X. J. (2012). FEi# 5K t-£5AL Ry 5 84 P 190772 (A study on the application of nonverbal communication in
cross-cultural business negotiation). Northeast: Northeast Forestry University.

Samovar, L. A., Porter, R. E., & Stefani, L. A. (1997). Communication between cultures. New York: Wadsworth Pub Co..




<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /All
  /Binding /Left
  /CalGrayProfile (Dot Gain 20%)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Warning
  /CompatibilityLevel 1.4
  /CompressObjects /Tags
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJDFFile false
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /DetectCurves 0.0000
  /ColorConversionStrategy /LeaveColorUnchanged
  /DoThumbnails false
  /EmbedAllFonts true
  /EmbedOpenType false
  /ParseICCProfilesInComments true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize true
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveDICMYKValues true
  /PreserveEPSInfo true
  /PreserveFlatness true
  /PreserveHalftoneInfo false
  /PreserveOPIComments false
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /CropColorImages true
  /ColorImageMinResolution 300
  /ColorImageMinResolutionPolicy /OK
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageMinDownsampleDepth 1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /CropGrayImages true
  /GrayImageMinResolution 300
  /GrayImageMinResolutionPolicy /OK
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageMinDownsampleDepth 2
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /CropMonoImages true
  /MonoImageMinResolution 1200
  /MonoImageMinResolutionPolicy /OK
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /CheckCompliance [
    /None
  ]
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile ()
  /PDFXOutputConditionIdentifier ()
  /PDFXOutputCondition ()
  /PDFXRegistryName ()
  /PDFXTrapped /False

  /Description <<
    /CHS <FEFF4f7f75288fd94e9b8bbe5b9a521b5efa7684002000500044004600206587686353ef901a8fc7684c976262535370673a548c002000700072006f006f00660065007200208fdb884c9ad88d2891cf62535370300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c676562535f00521b5efa768400200050004400460020658768633002>
    /CHT <FEFF4f7f752890194e9b8a2d7f6e5efa7acb7684002000410064006f006200650020005000440046002065874ef653ef5728684c9762537088686a5f548c002000700072006f006f00660065007200204e0a73725f979ad854c18cea7684521753706548679c300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c4f86958b555f5df25efa7acb76840020005000440046002065874ef63002>
    /DAN <>
    /DEU <>
    /ESP <>
    /FRA <>
    /ITA <>
    /JPN <>
    /KOR <FEFFc7740020c124c815c7440020c0acc6a9d558c5ec0020b370c2a4d06cd0d10020d504b9b0d1300020bc0f0020ad50c815ae30c5d0c11c0020ace0d488c9c8b85c0020c778c1c4d560002000410064006f0062006500200050004400460020bb38c11cb97c0020c791c131d569b2c8b2e4002e0020c774b807ac8c0020c791c131b41c00200050004400460020bb38c11cb2940020004100630072006f0062006100740020bc0f002000410064006f00620065002000520065006100640065007200200035002e00300020c774c0c1c5d0c11c0020c5f40020c2180020c788c2b5b2c8b2e4002e>
    /NLD (Gebruik deze instellingen om Adobe PDF-documenten te maken voor kwaliteitsafdrukken op desktopprinters en proofers. De gemaakte PDF-documenten kunnen worden geopend met Acrobat en Adobe Reader 5.0 en hoger.)
    /NOR <>
    /PTB <>
    /SUO <>
    /SVE <>
    /ENU (Use these settings to create Adobe PDF documents for quality printing on desktop printers and proofers.  Created PDF documents can be opened with Acrobat and Adobe Reader 5.0 and later.)
  >>
  /Namespace [
    (Adobe)
    (Common)
    (1.0)
  ]
  /OtherNamespaces [
    <<
      /AsReaderSpreads false
      /CropImagesToFrames true
      /ErrorControl /WarnAndContinue
      /FlattenerIgnoreSpreadOverrides false
      /IncludeGuidesGrids false
      /IncludeNonPrinting false
      /IncludeSlug false
      /Namespace [
        (Adobe)
        (InDesign)
        (4.0)
      ]
      /OmitPlacedBitmaps false
      /OmitPlacedEPS false
      /OmitPlacedPDF false
      /SimulateOverprint /Legacy
    >>
    <<
      /AddBleedMarks false
      /AddColorBars false
      /AddCropMarks false
      /AddPageInfo false
      /AddRegMarks false
      /ConvertColors /NoConversion
      /DestinationProfileName ()
      /DestinationProfileSelector /NA
      /Downsample16BitImages true
      /FlattenerPreset <<
        /PresetSelector /MediumResolution
      >>
      /FormElements false
      /GenerateStructure true
      /IncludeBookmarks false
      /IncludeHyperlinks false
      /IncludeInteractive false
      /IncludeLayers false
      /IncludeProfiles true
      /MultimediaHandling /UseObjectSettings
      /Namespace [
        (Adobe)
        (CreativeSuite)
        (2.0)
      ]
      /PDFXOutputIntentProfileSelector /NA
      /PreserveEditing true
      /UntaggedCMYKHandling /LeaveUntagged
      /UntaggedRGBHandling /LeaveUntagged
      /UseDocumentBleed false
    >>
  ]
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [612.000 792.000]
>> setpagedevice


