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Abstract

The purpose of this thesis was to describe amalyzehow crosscultural differences
affect the outcome dhe negotation process between Swedish small and medium sized
enterprses (SME)nd Chinese compani€the cultural differences are to be seen as the
underlying factor b complications in negotiations. h€refore¢ do the cultural
differences have a central role tims research. Furthermoree formulatel our main
research gestion ashow can cross-cultural differences affect the negotiation process
between Swedish SMEs and Chinese companies.

This thesishas been conducted wi#tm deductiveapproachi.e. we started ouresearch
from alreadyexistingtheories, ané qualtative researchmethod.The primary data was
collected throughsemistructured interviews with corporate managers from four
different Swedish SMEs.

The theoretical framework for this thesis has its foundation in theories related to cross
cultural differences,negotiationsstyles and communication and business behavior. The
data for the empirical padescribesthe case companies and their experience when
negotiating with Chinese companiés.the analysiswe havepresented discussion of

the empirical ihdings together witha comparison of how thegorrelate to the

theoreticaframework

The conclusion indicates that future research regarding-cuitssal differencesis to
regardas a necessitypecause of its increasing importance in today«s bgswedd.
Furthermorepur conclusion providea description of the mosimportant factors that
affect international businessegotiatios. We believe this will be beneficial for
negotiators at Swedish SMEs to use as guidance in order to be successait in th
negotiations.
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negotiation styles, communication and business behavior
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1. Introduction

In this chapter we will present the background to our research problem, which will lead
to a problem discussion where we will discuss our selected research problem and
shortly present previous studies made in the same field as our thesis. In the end we will

present our research questions, purpose, delimitations and disposition.

1.1 Background

Today all over the world, firms are searching for new business opportunities and new
markets to enter. This is either because their home markets have become saturated or
perhaps that the competition has become too intense. According to Hollensen (2014)
there are different ways companies can expand their business, such as through joint
ventures, sales subsidiaries, agents and indirect or direct exports. According tolCavusgi
et al. (2013, SMEs entering new markets could face different entry barriers such as law
regulations and taxes. An SME, small and medaimed enterprise, is according to the
European Commissio(2014)defined as a company with less then 250 employees, a
turnover of 50 million euros or a balance sheet of total 43 miimos In comparison

to larger companies, SMEs tend to have limited resources and have to adjust their

strategies accordingly.

During the last years, Swedish exports to foreign courtiags increasedThe Chinese
market, is according to Hmassy of Sweden in Beijing (r),dhelargest trading partner

for Swedish companies in Asia. The Chinese market has during the last years become
one of the worldOs fastest growing markets in termscofiomic growth, and the
opportunities for doing business are promising. China is tod#yonly a market where
companiegstablistsubsidiaries but also a country where the consumer market has seen
a notable development over the last couple of yearsin@ss Sweden, 2015).
Furthermore, according to statistics presented by Business Swedéi), (R@irading
between Sweden ar@hina havencreaseaver the last year. According to statistics the
total amounts of export of products from Sweden to China maveased with 4,7 %



over the last yeardoreover,Swedish exports to China accosifdr 39,5 billion SEK
and imports accousfor 43,7 billion SEK (pid).

Negotiation isa process that is conducted differently around the world. Tony Fang
(1999) describs in his research how negotiasoare conducted differentlyetween
cultures and the importance of knowing who you are dealing with. Furthermore, the
author analyzewhat a negotiator should know when initiating a business negotiation
with Chinese compams. Cateora and Graham (2007) state that negotiations play an
important role in every aspect @bing business around the world, whi&tauri (1996)
describes business negotiations as a process where the parties involved give and take in
order to come dser to each other. The author further defines this process as voluntary
and describghow the parties tend modify their offers in order to meet the other party«s
expectations. Ghauri and Usunier (2003) skete misunderstandings in cresgltural
negotidions often result in increased levels of emotions. With this comes a subjective
change that turns objective behavior into emotiomakre personal feelings tend to be

a barrier to raonal decisioamaking (bid).

Aspects such as culture, language amgbhation styles could have an essential impact

on negotiations (Fang,999). Researchers a&#all (1976) and Cateora and Graham
(2007) have studiedifterent aspects of negotiatiaver the years, and theories such as
cultural context of communications rebeen devefmed to get a better understanding

of the different aspects of a negotiation process. Harris and Moran (1991) have in their
research identified different characteristics that negotiators from China are more
sensitive about than others. The aughclaim that Chinese negotiators are very
meticulousregarding formality and dress codEurthermoreit is claimed by Salacuse
(1991) how informal bieavior is seen as disrespectéuid how the Chinese may have
second thoughts of doing business with song that they do not consider to be
legitimate businessmemifferent behaviors during a negotiation processild affect

the outcome of it andMigliore (2011) states that beharal charactestics in one
specific countrydoes not necessary mean the sand have similar significance as it
does in another culture. Salacuse (1991) stresses the importance of not offending the
counterpart in negotiations, and how Chinese businessmen perceive certain aspects of
the negotiation as important to different lesv&h comparison with western business
culture such as Swedish business cultu@ne example of sucls gifts, which is



according to Salacuse (19%6en as normative while western culture might perceive it
as bribery. Another aspect that differs betweestar@a and Chinese cultures is the
necessity of a written contraabid). Many westernerssuch as Swedish businessmen
like to have the agreement in writing, in order to feel satisfied about the business. The
Chinese on the other hanetlies more on trusbuilding and commitment, whicis

according to Salacuse (19%Ben as the purpose of negotiation to a further extent.

1.2 Problem discussion

China is a growing export market for Swedish companies (Ekonomifakta, 2015). The
Asian continent is currently lger than both North America and Latin America
combined in terms of exports. Because ofrdq@d growth, it is to become even larger

and more important in the future. Companies that want to be established on important
markets in thduture should therefae look for opportunities in Asia today. However,

with other nationscome also othenational cultures Ghauri and Usunier (2003)
identify cultural differences among negotiators as a barrier to international business
ventures. As the world is becoming majiebalized, it has become a necessity to be
sensitive regarding cultural values when negotiating internatioridljy (et al. 2001).
Moreover Manrai and Manrai (2010) claim how each culture has unique negotiation
styles and how it is the culture that elebines the mindet of the negotiators. Salacuse
(2010) supports this statement and further explains how behavior, attitudes, norms and
values all affect and influence the negotiation process.

Negotiation failures are not limited to small companies etlage many large companies

that have made crucial errors with a lot of lost business as result (Lutz, 2014). One
example relates to the negotiations of Simon and Schuster versus Barnes arttidtioble
ended up in both parties not wanting to give up thematels, with major losses as
result (Lutz, 2014).There are currently companies on the Swedish market that are to be
considered as negotiation consultants (Import Kina, 2015). It is clear that having access
to a negotiator that understands the art of natjon along with the culture in question

is important extremely for such companies to exist. Drake (2005) describes how
negotiators differ when negotiating in international markets. This further supports how
important cultural knowledge is for company ragars that do business internationally.
Salacuse (1991) explains how large business deals always involve some kind of



negotiation process. The author acknowledges that certain deals may only require a
sales pitch and an acceptance, but identifies thepargof any negotiation process.
Graham (1985) supports this and further claims how there simply is not an appropriate
level of attention to the business negotiations. Aspects of culture and business
communications are often referred to Hofstede and dssarch with socioultural
aspects of countries. By analyzing the five cultural dimensions model by Hofstede
(1991), may corporate managers get a better understanding and gain knowledge about
different countries and their business culture. The Hofstede dultural dimension

model is used to study and analyze culture and business communications in different

countries.

Having knowledge of whom you are negotiating with could be beneficial for managers
when doing business with a foreign markBtrake (1995)claims how businessmen

could exploit knowledge in different negotiation styles and communicative business
behaviors, in order to affect the outcome of the negotiation along with avoiding
misunderstandings. A negotiator with knowledge of foreign marketshels the ability

to adapt accordingly. Harris and Moran (1989) have developed four different
communicative negotiation styles and the authors argue that all over the world, people
differ in how they negotiate, in terms of problem solving, trust and itapoe of
protocol. Salacuse (1991) has also researched negotiation styles, but rather focused on
how thepersonality of the counterpart affe¢kee negotiation process. He defines two
kinds of personalities and identifies characteristics that each of iaee) that are of
importance to the negotiation process and its outcome in terms of result. Salacuse
(2010) further describes the negotiation process as a tool used to manage the business
deal.

Edward T. Hall presented a study related to business comationién 1976. The study
describes high and low context cultures and their differences and it is still today
regarded as a valid theory that many researchersefgging to. The high context
culture focuses according to Hall (1976) on building good ardgmal relationships
between parties than on creating formal and written document. Furthermore; a low
context culture focus more on creating written legal documents (Hall, 1976). Different
complications caused by cultural differences are defined by HendidMoran (2011) as

the opposing values of different cultures. The authors define cultural differences as the



underlying factor behind misunderstandings in international business negotiations, and
how increased knowledge in this field is valuable for megmrs in international
business environments. Salacuse (1991) has also researched cultural differences and
defines them thoroughly in his theory of the ten aspects of negotiation styles, while the
study by Fang (1999) further defines the Chinese culture.

When summarizing the previous research, is it to be seen how most authors within the
subject of international business negotiation, such as Ghauri and Usunier (2003) have
culture as a entral aspect in their theoriesifféerent negotiation styles and bosss
communications are also widely discussed by authors such as Salacuse (1991) and
Harris and Moran (1989} owever, most previous research is somewhat more abstract
in contrast to what our study aims to be. Furthermore, does not the previous research
define as clearly how the negotiation is affected by the cultural phenomenon. Most
other previous research talk about culture and negotiations, sometimes combined but
rarely how these directly interact on operational level in negotiations. Our study aim to
add valuable insights and knowledge regarding how culture, negotiation styles and
communicative business behaviors affect negotiations between Swedish SMEs and
Chinese companies. Our thesis will be of more practical use because the limit is to the

perspeate of Swedish SMEs.

1.3 Research questions

Our researchquestion will bedivided into three different past one main research
guestionand two sulresearch questions. The main research question is: How can cross
cultural differences affect the negotiatiprocess between Swedish SMEs and Chinese
companies. Furtherme, the aim with adding two stduestionsis to help us gain a

better understanding as well as answering our main research question.



Research guestion

I How can cross-cultural differences affect the negotiation process between
Swedish SME and Chinese companies?

Subquestion 1

I How do business communication affect international business negotiation?

Subquestion 2

I How do different negotiation styles affect the negotiation process? !

1.4 Purpose

The purpose of the thigsis to analyzehe affectcrosscultural differences have in an
internatioral business negotiation. The purpdseto achieve a deep and thorough
understandingn how Swedish SMEs should act to succeed when negotiating with
Chinese companies. In order to conduct theaeh thoroughly, we aim to identify
crosscultural aspects and how they are perceived by Swedish SMEs. We are also to
analyze how negotiation styles and communication and business behaviors are
perceived and how it affects a negotiation and its outcomallyrwe intend to provide

an analysis and conclusion, that we believe will be useful for Swedish SMEs

negotiating with Chinese companies in the future.



1.5 Delimitations

The delimitationsof this studyis to only focus on crossultural differences relatl to

the negotiating process SwedishSMEslocated in SmElamehd Chinese companies.
Therefore, the empirical dataill only be gatheredrom company managers from four
different Swedish SMEs. Furthermore, this thesis will not provide the seadér
informationgatheredrom Chines companies, i.e. the focus is only on the perspective

given to us from Swedish SMEs

1.6 Disposition

This thesis will be divided into six parts: introduction, theoretical framework,
methodology, empirical findings, analysis amahclusion. The thesis will begin with an
introduction chapter where we present the background to the selected research problem,
followed by the problem discussion, purpose and delimitatiboiowed after the
introduction is theheoretical framework,ni which, will we present theorieeelated to

our researclsubject. The third chapter of this thesishe methodology chaptein the
methodology chapter we will present the selected metbhgg for this thesis in ordeo
provide the readers with an ight into how we have gathered the empirical data needed
to create this thesis. The fourth part of the thedegtes to thempirical findings, where

we will present primary data in form of interviews and secondary data gatlered
relationto our selecte researchsubject.The two last chapters of thithesisare the
analysisand conclusionin the analysis, wpresent the empirical findings relationto

the theoretical frameworkn the endwe will present a conclusiastating our findings

andrecommadationsfor the future.
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Figure 1. Disposition of thesis (own illustration)



2 Theoretical framework

In this chapter we will present the theoretical framework that we have selected to build
our research on. The foundation of the theoretical framework will based on cultural
differences, negotiation styles and communication and business behavior. The last part

will include a theoretical synthesis.

2.1 Cultural differences

To analyzeand gaina betterunderstanding about cultures around the world and what
characteristicghat are mostly linked to aulturg has been of great interest to man
researcherdModels such as the Kgiede five cultural dimensions used to study and
analyze business culture arfmisiness communications in different countries. The
cultural dimension model is a mean to help reseaseaheterstand and gain knowledge
about cultural factors in a specific country (Hofstede, 2005). The model is traditionally
divided into four dimensiongut over time, a fifth dimension has been added. The five
dimensions are power distance, individualism, uncertainty avoidance, masculinity and
long-term and shosterm orientation. Yaet al. (2014) describe the Hofstede cultural
dimension model as a @f&id measuring device in cressiltural research, the value of
Hofstede's cultural dimensions cannot be disregarded, especially in examining
distinctive cultural settings (such as comparing China with the West). ¢Yab
2014:612)0.

Furthermoreothermodels have been created aiming to analyze different cultures, such
as the seven dimensions of cultpresentedn 1997 by Fons Trompenaars and Charles
HampdenrTurner in their bookORiding the Waves of CultureO. Timsdel is used to

gain better knowledgeabout people from different cultures. Anothapdel used to
analyze and gaimetter understanding of differences between different cultures and
countries is the model created by Hoesal. (1999) regarding the global leadership



and organizational behaw effectiveness research project, i.e. GLOBEe GLOBE
study createdby Houseet al. in 1991 is built upon a survey and the answers from
thousands of corporate middle managers in different sectors. Furthermore the GLOBE
study has according to Houst al. (2004 been conducted through studying 61
different cultures around the worltbcusing onleadershipand culture Nevertheless,

Yao et al. (2014) state thatwhencomparing some of the most w&hhown models
discussing cultural differencesThe most ecognized model is the five cultural
dimension modeby Hofstede (1991)Furthermore, Yacet al. (2014) state that in
comparison to each other, theo models,Houseet al. (1999) and Trompenaars and
HampdenrTurner (1997)the findings more or less correfes withthe conclusionshat
Hofstedehave maden his researchin the last years, howevengwer theories have
been develope@&nd addressimilar cultural topics as the five culturdimensions
analyzes. Hofstede have created another model analyzing avfects different
members ofinorganization, and the model has been further developed with the help of
the researcheBob Waisfsiz The model is divided into eight differed parts: means
oriented vs. goabriented, internally driven vs. externally driveaasygoing work
discipline vs. strict work discipline, local, vs. professional, open system vs. closed
system, employeeriented vs. worloriented, degree of acceptance of leadership style
and degree of identification with your organization (Hofstede €e2015).

2.2 Hofstede five cultural dimensions
2.2.1Power Distance

The dimension of power distance relates to what extent societies and their members
tend to accept an unequal distribution of power. The fundamental issue for the power
distance dimensions is aéd to how well different societies are dealing with
inequalities among their members. According to Hofstede Centre (20&B)bers of a

low power distance society or organization, are more likely to work towards equalizing
the power distributed in thehierarchy.On the other hand, embers of a low power
society or organization are more willing to demand justification to decrease the
inequalities of power distributiongb{d). Moreover,if the power distance is high in a
culture the less divided the peer is ketween the different levels difierarchy(ibid).
According to Donalcet al. (2013) membes of asocietywith high power distance are
more likely to accept desions from superiors ithey perceivethe decision as



legitimate. In comparison to lowoper distancedecisions are more likely to be

scrutinized.

A index created by Hofstede (199 ranking countries frora scale ofl-100. Sweden

has a anking of 31 out ofLl00, which means that characteristics such as independency,
equal rights, accetde superiors and coaching leaders are more likely to exist. The
power distribution in Swedish societies isore likely to be decentralized and
employees expect to have the option to consulate with their superiors. A high level of
control is not appreciatl towards managers and communication between employees
and leaders is indirect and participative. Chinaaomparison to Sweden ranks 80 of
100. According to Hofsted€entre(2015) following characteristics are more likely to

be identifiedin a culture vith high power distancesubordinate superiors relationships,
members of an organization are more likely to be influenced by formal authority and
inequalities among employees are more acceptable.

2.2.2 Individualism

The second dimensipnindividualism, can bedivided into individualism and
collectivism. The dimension analyses how strong ties members of differeietias

have to other membeirs the same society (Hofsted#05. FurthermorePrake (1995)
describes indivualism as ompersonand collectivism a groupof people Cultures with

a high level of indvidualism according to Lalitat al. (2010) tend to have individuals

who donOt care about other people outside the immediate family and small group of
friends. A person iran individualistic family, however is often raised to think OIO
instead of Owe(elo, 2011) Members of the opposite side to individualishe,
collectivism, show less concern about the individudlrather on the well being of the
group. Members in differengroupsor families with a collectivistic wvew, enhance
strong values anlbyalty between the different members of that group. Each member of

a society contributes intheir own way and each meber is seen as a valuable
According to Hofstede Centre (201weden has a rank of Bt of 100. This means

that the Swedish people temd look after themselves arttieir closest friends and
family. China in comparison to Sweden has a rank of 20 of 100. By these measurements
China is seen as a collectivistic country where one singlepgnoember«s personal

interests are not as important as the one«s of the entire group.



2.2.3Masculinity

The masculinity dimension analyses cultural preferences according to Hofstede Centre
(2015) in relation to assertiveness and achievements. Hofstede C20itfs) Gtates that

in cultures andsocieties groups can be formed and mentalities such as feminine and
masculine can be applied differently. Money, career and material rewards are
characteristics linked ta masculine culture. Quality tife, modesty anaaring for the

sick and week are characteristics that are more common in a feminine ¢ukioe

2011) The importance lieshicaring for other members af society and a high quality

of life. The fundamental issue related to the power distance dimensi@ccording to
Hofstede Centre (2015) what motivates people in different ways. Members of a
masculine business culture are more likely to pursue own personal goals, seeking to
become the besib(d).

Countries with a masculine culture favors competitemd achievemenaccording to

Velo (2011) in comparison to a feminine culture where overall welfare is more likely to
be favored.Hence, mn a masculine business culture are the men the ones accepting
different work related challengéid). Furthermorgin a masculine business culture

one is not likely to see women a high management positions ot@mpany. Those

few women, who make it to a management position in a company, tend to exhibit a
more aggressive behaviabif). Sweden has a score, 5 0f01@n the index presented

by Hofstede Centre (2015) and is seen as a feminine sosletye characteristics such

as equal value, solidarity and quality of life are important. Conflicts between members
of one or differensocietiesare solved through compmises. In order for a negotiation

to become successful in Sweden, consensus has to been reached between the negotiating
parties. No one is left behind and words as moderation are well known. China scores 66
of 100 and is seen as a masculine society wmerabers are pursuing their own goals

and strives for personal success (Hofstede Ce2fe).

2.2.4Uncertainty avoidance

The fourth dimensiongxamines accordingp what extend ambiguity and uncertainty
affects members oh society (Hofstede Centre2015) The fundamental issue of
uncertainty avoidance can be descrilzsthow members of society deal with the



future. The issue relates to the fact that predicting the future is impossible. Furthermore
the fundamental issue relates toa societyshouldtry to predict the future or should

take the future as it comdmid). Velo (2011) states that membersao$ociety in a
country with low uncertainty avoidance are more likely to embraemges and show
more initiative In comparison tgocietiesn a countrywith high uncertainty avoidance

Velo (2011) states that people are more afraid to take risks and exploring new
possibilities and ideas.

In the rankingndexcreated by Hofstede Centre (2015), Sweden has been classified as a
culture with low uncertaintavoidance. Sweden has a score of 29 of 100 on the ranking
index. According to the ranking inde8weden is seen as a country where people are
not afraid of taking risks and the Swedish culture has low preference for uncertainty
avoidance. China has a scafe30 of 100, whichaccording to Hofstede Centre (2015),
showsthat Chinese people are seen as entrepreneurial and they are adaptable to change.

2.2.5Long-term and short-term orientation

The fifth and last dimension, lortgrm and shorterm orientation, wasot one of the
original four dimensions created by Hofstedel984. The fifth dimensiowas created

by Michael Harris Bond and supported by Hofstede and added to the four already
created cultural dimensions in 1991. The ldagn and shofterm dimensioa were
created to describe societies and how they maintain different links to the past, in relation
to dealing with the future and present challenges. Countries with a low score on the
long-term and shosterm orientation dimension are according to Hofstedientre
(2015) more likely to honor old traditions and norms while countries with higher scores
on the ranking index encourage thrift and for people to prepare themselves for the
future. Culures with longterm orientationfocus on the future according tVelo
(2011) while cultures with shotterm orientation societies looks back and focus on the
past and presenin the index Sweden has a ranking of 53 out of 100. China has a
ranking of 87 of 100 and according to Hofstede Centre (2816Ghinaseen a® long

term orientation cultur¢hat its alsodescribedas pragmatic. Members of aociety in

China are more willing to adapt easily to different changes if the conditions have
changed.
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Figure 2 Hofstede five cultural dimensions by Hofstede Centre 2015

2.3 Negotiation styles

Salacuseten negotiation factors is a theory used to analyze the different aspects of
negotiation. Salacuse (1991) has in his work identified ten characteristics and defined
two kinds of personalities that oppose each other in thbseaateristics. These
characteristics are based on cultural differences and negotiation styles. Salacuse (1991)
claims how differences betweemgotiators within these subjects may undermine the
entire business venturand how these factors affeitte outome of the negotiation.
Usunier and Roulin (2010) support this statement and describe how the directness of the
communication differs between cultures. The authors state the study efahdjhow
context culture by Hall (1976) still is relevant togdayen though a lot of the business
communication haturned digital since the(Usunier and Roulin2010) Furthermore,
Usunier andRoulin (2010) claim how one caalways notice the difference between
high- and low context cultures, even if the business comeation is conducted online.



Hall (1976) defines high context and low context cultures in his framework, where the
high context cultures have a tendency to be less direct in their approachralysnore

on relationships in contrast to the low contexiture. Salacuse (1991) further describes

the subject and defines how certain business negotiators tend to aim for a relationship
while others simply want to get the contract signed. Crouethalr (2012) claim how
conflicts in negotiations along with tineesolution are directly related to the text of

the culture in question

Another aspect of businebghaviorsand networking is how Graham and Lam (2003)
describe western business culiusech as Swedish cultute value networkingo a

high extent However, Chinese business culture tends to value relationships even
further. This is something that the Chinese Galanxi (ibid). The authors claim that
Guanxi has essential importance in the Chinese business culture and how the person
with the bestGuanxi usually comes out as the winner. However, the authors also
describe how its importance is decreasing due to the increased mobility of the
population along with the western influence that the Chinese market has been exposed
to lately (ibid). Graham antlam (2003) defineGuanxi as favors being returned in
terms of business, but only to people where the businessmen in question have an

established relationship or a personal connection.

Graham and Lam (2003) also claim that there are differences in shreegsi world in

terms of trust building when comparing Western and Chinese business culture. In the
west, one tends to trust one anotheress there is arbwious reason not to. However,

in China is the basic assumptitre opposite (ibid). Therefore,dtn be seen why the
Chinese have a tendency of wanting to do business with someone that they have a
personal connection with. The authors describe how a negotiation process starts with the
Chinese refer to asi@tasksounding®, which is finding persotiaks, which could be

where you are from or where you went to school (ibid). The authors further describe
how it is a normative business procedure to establish personal relationships with the
associates of your associates and how this favor of introdigciexchanged. This can

be seen in contrast to how the authors describe the basic assumption of trust in the
Chinese business culture (ibid).



2.4 Salacuse ten factors of negotiations
2.4.1Goal: Contract or relationship

Negotiation is nothing but means to anttletoa goal. Certain cultures definkese

goals differently. Salacuse (1991) claims heoestern businessmeend to further aim

for the contract to be signed, and thereafter follow the contract, while the Asians rather
see negotiations as the beginniofya relationship. Salacuse (1991) further defines
different perspectives of signing the contract, where wiesternbusiness culture
Swedish culturesees it as closing the deal, whilst the Asian business culture rather sees
it as engaging the businesslationship. These differences in culture and method of
execution are of importance when it comes to knowing what to expect from the

counterpart when the contract has been signed.

2.4.2Negotiation attitude: win/lose or win/win

The central aspect of this cheteristic is to what extent the counterpart in a negotiation
process has your interest in mind, or only his own. Therefore, knowing your counterpart
is of essential importance. An uneven balance of bargaining power in the negotiation
will, according to Salcuse (1991), enable one side to further get their agenda through.
The weaker party tends to see the negotiation as a win/lose situation, because they are in
position where they have little control of the outcome. Salacuse (1991) claims how this
is becaus®f their dependency of the party with the stronger bargaining power, which
also has means to enforce their agenda.

2.4.3Personal styleinformal or formal

Salacuse (1991) defines the formality level of an executive by to what extent he
addresses his businesssociates by their title along with how well dressed he is for the
occasion in question. While an informal executive rather introduces his business
associates by their first name and isn«t too afraid to get comfortable at the negotiation
table. However,htere are cultural differences that need to be considered, since certain
cultures see the use of first names as an act of friendship, while others see it as
disrespectful. Salacuse (1991) stresses the importance of negotiators appearing
appropriate and resptful. The author further explains how the formality in a business
relation tends to lower once the businessmen involved get acquainted. Salacuse (2010)
further stresses the importance that negotiators that negotiate internationally pay



attention to not oly their own words and actionbut also the impact it has on the

counterpart in the negotiation.

2.4.4Communication: direct or indirect

The extent of how direct communication methods tenteds defined by Salacuse
(1991) as how straight and in compler tlnessage is. Facial expressions, gestures and
figurative forms of speech are defined by Salacuse (1991) as indirect communication.
The author further claims how it cannot be expected to get clear response, such as
commitment or rejection at the initialage in cultures with indirect communication.

W! rts (2005) further describes the differences between high and low context cultures

and defines the low context culture as more indirect andsadval to a further extent.

2.4.5Sensitivity to time

The attitude tevards time is a frequently discussed matter. Salacuse (1991) claims how
time is both valued and perceived differently depending on the culture. The definition of
how time is valued differently is best seen in the comparison of Mexico and Germany,
where thefirst has in its culire to habitually be late, whilghe latter are always
punctual (Salacuse, 1991). When explaining differences in time perception, one ought
to havea look at cultural expressions, such as the American expression OTime is
moneyO whiclccording to Salacuse (1991) is why Americans like to get the deal done
quickly. While the opposite perceém is found in Japan, where & preferable to take

the time that is comfortable to negotiate with less focus on time efficiency in business
negotations.

2.4 .6 Emotionalism

The levelof emotionalismor lack of,in the negotiation process has its roots culturally
(Salacuse1991). Theauthors defindifferent stereotyps; the Latin American people
express their feelings extensively while Japanese terdde them. Salacuse (1991)
streses how the stereotypes clearly points in the right direction but the individual
personality ultimately defines the level of emotionalism. OVarious cultures have
different rules as to the appropriateness of displaying iensjtand these rules are
usually brought to the negotiating table as wellO (Salacuse, 1991:66). Olekalns and

Druckman (2014) stress the importance of emotions in negotiations and describe how



previous research has focused mainly on anger and happinessuthbrs further claim
how there has been a recent change in what emotions that negotiators use and how guilt

and disappointment has been given more focus in recent studies.

2.4.7Form of agreement: General or specific

Jensen (2000) explains the differenceswhat the law requires in terms of written
agreement and further claims how a contract is not a necessity in China to the same
extent. An argument to keep the contract detailed, as the Americans prefer to do, is that
all parties involved will have a cleanderstanding of how every situation is to be dealt
with. One the other hand, an argument to keep the contract generalized as the Chinese
prefer to do, is to allow changes along the way, and to rather have trust in each other
that both parties will do #ir best in order for the business relation to work out.
According to Salacuse (1991) it is also argued that whoever holds the stronger

bargaining power, is also the one that gets his contractual agreements through.

2.4.8Building an agreement: Bottom up or Topdown

The difference between negotiating an inductive from a deductive business contract is
that the inductive starts with building general principles as a framework, which is
preferred by the French (Salacuse, 1991). While a deductive approach raktser see
agreement on specifics which is preferred by the Americ8asacuse (1991) presents

the negotiation sttagy related to the differencesjtivthe deductive approach comes

the strategy of presenting a maximum deal, with a lot of conditions that is to b
negotiated off the contract by the counterpart, also known as budding. The
opposite is presenting a minimal deal, where the counterpart is to try to add conditions

on the final contract that is agreed upon.

2.4.9Team organization: One leader or group onsensus

When the negotiation turns international, the question of who is in charge and makes the
decisions becomes further important. This is according to Salacuse (1991) because of
the cultural differences in hierarchy and the uncertainty fitbiws. The American
corporate organizational structure is centralized, with few people having a lot of
authority, while the Chinese is the opposite. Therefore, one needs to be certain of whom

they are addressing and negotiating with, especially in business esultuith



decentralized organizations where it may not be as clear of who is in charge. Salacuse
(1991) describes how a business negotiation between Chinese and American
corporations may have a remarkable difference in the number of negotiators at the table.

2.4.10Risk taking

Salacuse (1991) identifies certain cultural differences in how willing they are to take
risks. The Japanese have been found to be risk adverse while the Americans are risk
takers. One way to counter risks is by gaining as much informatiopossible.
Salacuse (1991) further presents a strategy if the counterpart is to risk adverse and not
willing to make the deal. The strategy is to propose rules and relationship commitment
that reduce apparent risks for the counterpart.

2.5 Communication andusiness behavior

Harris and Moran (1989) claim how one can identify certain negotiation styles and use
that knowledge to adapt themselves, which will in the end provide advantage. Ghauri
and Usunier (2003) support this statement and highlight that kgoweiar opponent is
essentially important. Harris and Moran (2011) claim that most negotiators have the
ability to adapt, and change their negotiation style. However, the authors further claim
how it is not done efficiently and extensively enough. GrahasnLam (2003) describe

how foreign businessmen often read short guides of what to do and not to do when
negotiating with the Chinese. Theg@desoften states how one should maltert and

clear statements ardtess conservativelfGraham and Lan2003). Harris and Moran
(2011)arecritical to such short cuts, and do not consitiemto be sufficient enough.
Quaboo=t al. (2015) support this and claim how the importance of negotiation styles
should not be underestimated.

Negotiators and negotiations f@if from culture to culture and therefdrave Harris and
Moran (1989),developed a frameworthatis intended to be used in order to improve
knowledge about negotiation styleslarris and Moran (1989) identifies different
communicative negotiating stylesd divides them into four groups: factual, intuitive,
normative and analyticegotiationstyles. The authors have made the division into these
four groups in order to define the characteristics and help researchers within the field to



get a deep and thargh understanding of the different approaches that negotiators

around the world have to their business negotiations.

2.6 Four communicative negotiation styles
2.6.1Factual negotiating

Factual negotiating style lays the basic assumption that facts speak feelesnlit is

further described how a factual negotiator sees facts as the core and central aspect in the
negotiation, which he reminds theunterparts of. A factual negotiamccording Harris

and Moran (1989)ocuses on the simple fadtsthe negotiabn process that the factual
negotiator explains and clarifie&raham and Lam (2003) claim how western business
culture is more focusedn the truths anéacts, in contrast to Chinese business culture

that rather focuses on the outcome of tiegotiationand solution to the problem. In

terms of fact and communicatiorhet Chinese are usually less authorized and further
hierarchicalin contrast. Thereforet can be described as a culture clash if the Chinese

negotiator is not as extensively authorized akenown decisions as expected to be.

2.6.2Intuitive negotiating

Intuitive negotiating style has the basic assumption on that imagination solves all
problems. Hrris and Moran (1989) descrilaa intuitive negotiator as someone that
keeps switching subjects Wwaut following a reasonable agenda. The authors further
describe an intuitive negotiator to be creative and as someone that comes up with a lot
of new ideas (ibid). An intuitive negotiator keeps more focus on the future, and how the
problem or solution iso be developed. Moreovean intuitive negotiators someone

that often goes beyond the facts, and therefore could be seen as less down to earth,
along with unfocused on the current core situation in contrast to the other negotiation
styles (ibid). Grahamnd Lam (2003) claim how the Chinese are less argumentative in
contrast to western culture, and how they therefore tend to be somewhat less logical.
However, the authors describe the Chinese negotiators as further focused on the current
situation along vith creative in terms of solving the current problem (ibid).



2.6.3Normative negotiating

Normative negotiating style has the basic assumption that negotiating is bargaining. It
can simply be described as the negotiating style that focuses on the negotiptioa,

leaving less focus to the other factors involved. In terms of this, Graham and Lam
(2003) describe dw the Chinese are more hagglimgcontrast to western business
culture and its negotiation styles. The authors further describe how the Chmnest d
mind a longer courting process, which could be perceived as exhatsstndurther

extent by western, such as Swedish busimessire (ibid). It is also described by
Graham and Lam (2003) hothe Chinese arenore indirect in their execution of
bushess. Furthermore, Chinese businessmen prefer to use intermediaries and have a
tendency to propose less concrete deals (ibide Adrmative negotiation style also
focuson the relation between the negotiators, with their agreements and disagreements.
Othe important factors in this negotiating style are status, judging and even threatening
power. The normative negotiation style is also the only one, of the negotiation styles

that gives focus to the emotions in the negotiation process (Harris and Mor@hn, 198

2.6.4Analytical negotiating

Analytical negotiating style has the basic assumption that logic leads tagtite r
conclusions. The centraspectof the analytical negotiation styles argung and
promoting thebusiness in question. It also focuses on pgteverything in the right
order, along with weighing the pros and cohkarris and Moran (1989) clairthe
analytical negotiation styléo be thorough and analytical in its execution of the
negotiation. In terms of reaching results, Graham and Lam (2008)ight how
Chinese are more focused of the longer perspectivwwinasto western culture, such
as the Swedish business cultuieis claimed that Chinese negotiators are used to
guestioning in the negotiation process in order to forgsuecessfullongterm
relationship and how the Chinese therefore are less impatient and more enduring
(ibid).

2.7 Theoretical synthesis

Theoretical synthesis is a model used as a tool for researchers to explain how the

selected theories are connected to each otheg alth the subject in question. In order



to increase the readers understanding, we are to explain each theory«s connection to the
main subject and the relation between the theami@smodel Cultural differences play

an essential roleehen negotiatingn international markets, since certain cultures entalil
specific negotiation styles and business communications. The cultural aspects are
therefore directly affecting the international business negotiation. Furthermore, cultural
differences, negotiation 485 and communication and business behavior are all parts
that affect the international business negotiation and are therefore linked to each other.

Cultural

differences

International
business

negotiations

Communication o
Negotiation

and business

styles

behaviour

Figure 3 theoretical synthesis (own illustration)



3 Methodology

In this chapter we will present the methodology of the thesis together with an
explanation of our selected research approach and research method. Furthermore, we
will present how we have collected our data followed by an operationalization,
selection of case companies and quality of research

3.1 Deductive approach

Research methodology, iaccording to Ghauri an@ronhaug (2010)the relationship
between theory and different practical perspesti®hen gathering and analyzing
information, there are three difent approaches researchers can use to link theories
with empirical findingshamelyinductive, deductive and abductive researchr@ggh.

A deductive approach hags foundation in already existing theori¢Patel and
Davidsson, 2003)Furthermore a dedgtive approach is according to Alvesson and
SkSldberg (2008) seen as an approach where the risks loeldder in comparison to

an inductive approach, i.e. by using a deductive approachegbarctwill be based on
already existing theoriesot hypothses.To conclude, aeductive approach is seen as
perhaps the most common way for researchers to link theories with empirical findings
(Bryman and Bell, 2005) In contrast to a deductive approach, is the inductive
approach, whichs, according to Patel @nDavidsson (2003Jused when researchers
want to add or contribute to already exigtitheories. New theories are creatatl
based on the results made by the researchers in their study. Ghauri and Gronhaug (2005)
describe an inductive approach as whegeaechers make general conclusions by
conducting different empirical observats. The third approach, the abductive
approach, is according to BrymandaBell (2005) a combination adeductive ad
inductive approach, wheresearcher are going back andafard between a theoretical
view and empirical viewduring the research procestn this thesis we have decided to
work with a deductive approach, i.e. we are building our thesis on already existing

theories A motive for selecting aleductiveapproach to or research problem that the



selectedresearclsubject isalreadyquite weltknown and have to some extend already
beenstudiedbefore by otheresearchersFurthermore, another reason for selecting a
deductive approach in this thesis is that we asarebkers, already have previous
knowledge regarding our selected reseavbich doesnot correlates with a deductive
approachrather a inductive approach.

3.2 Qualitative method

According to Merriam (1994), there are two different research metho@susedd when
conducting researckeither a qualitative or quantitative research method. A qualitative
research method ibased on information gathered and analyzed through personal
interviews and observatiorfPatel and Davidsson, 2003)loreover Bryman andBell

(2011 statethat qualitative research method is interpretive and has a connection to an
inductive approach. Furthermor@ qualitative research method emphasis more on the
words that are spoken during interviews and observationsoth#re quantifiation in

the gatheringporocessand the analysis of data (Yin, 2014). A qualitative study follJows
accordingto Bryman and Bell (2011 a predetermined set of stefhat the researcher
goes thragh during his research, namelyreating general research quess, the
selection of relevant locationeand people, data collection, data integfation
conceptual and theoretical work and a report on the results and concl@iotise

other hand, guantitative method is according to Yin (2014) a mettinad is lased on
numerical data, collected through surveys #ast groups. Furthermore a quantitative
research method has in contrast to the qualitative a greater focus on quantification of

numbers.

In this thesis a qualitative method will be used. A reasorsétgcting a qualitative
method is that this thesis will be based on information gathered through interviews with
representatives from different Swedish SMEs. Furthermore, a decision was made not to
use survey, statistics or focus groups, which are typicaéthods for gathering
information in a quantitative studfo summarize,his thesiswas conducted through

the use of a qualitative research metloth personal semstructured interviewswith
company managers from four different Swedish SMEs, locate8wedencurrently

active on the Chinese market. According to Merriam (2009), by gottg personal

interviews,the researchecancreate a result that is uniquenceduring a interview,



theresearcher can observe and analyze the answers thatgbedesgs give in another

way than what would have been possible when using a quantitative method.

3.3 Data collection

According to Yin (2011)there are two different techniquessearchex can useto

collect data, which are priary data and secondary data.réfsearcher are using
primary data atheir main focus of gathering informatipthey arebuilding the research

on information gathered through interviews, distoiss and observations (Bryman and
Bell, 2005). The information gathered through primary destasomething that
researchers have gathered themselves personally. Secondary data is according to Olsson
and SSrense(2011) information presented and gathered by someone else. Example of
secondary data is information published in literature, describiffgreht theories or
problems, scientific articles published in different journals, magazinesoahle
sources from the Internet. There are differences betywaprary data and secondary
data and oe of the differencess according to Patel and Davidss@011) that
secondary data is information gathered by someone else in another purpose then what is
currently studied By collecting primaryand secondary data researchers may face
different risks, which could have a negative impact on the research.aMef1i994)
stresses the importance of selecting the right kind of esungth high quality. By
examiningthe source before referring to it, the risk of building tlséudyon unreliable

and untrustworthy sources decreases. If the selectedrcbsproblems too common,
thereare often information already gathered and presented in different sources such as
in textbooks,scientific articles andon the InternetThis thesis, we will based on both
primary and secondary data. The primary datawiaet used inhis thesiswasgatheed
through conducting personaiterviews withrepresentativ@from four Swedish SMEs
located in close proximity to KalmaBweden The secondary datasedin this thesis

was gathered from ri@ble and trustworthy sourcesuch as frm the university library

and the datgatheredvasused as a foundation to our theoretical framework. The reason
for working both working with primary data and secondary data is because the subject
we havedecided to study ieelativelywell-known, whichmakes it easier to find reliable

and trustworthy sources



3.4 Structure of interviews

Merriam (2009) defines interviews as the normative way of conducting qualitative
research. The author describes three kiridisterviews: structured, serstructured and
undructured interviews. Structured interviews are also known as standardized. The
guestions are clear and leave little space for the respondent to add his or her own input.
Semistructurednterviews are more flexible and open. It gives the respondent aechan

to add valuable input, but may make the answers less comparable. Unstructured
interviews are completely open and allows for an exploratory approach. However, since
there is no structure, it may not be a possibility to compare the answers from other

unstuctured interviews (ibid).

The conducted interviews this thesis,are semstructured, due to the fact that we
foster comparable answers without losing or missing valuable input and experiences
from the respondents. A completely structured interviewsdoot allow follow up
guestions, which we argue would be disadvantage in our thesis. Furthermore, by
conducting completely structured interviews, we would loose the possibility of getting
relevant and interesting insights and further analyze thoroughie. first three
interviews were conducted on April 83@7:00, 10:00 and 15:00 and the fourth was on
the May 11th at 10:00. We did not set a strict time schedule sindelwet aim to cut

off the respondent® their Ospin offsO and follow up questiomatta semi structured

interview allows for.

3.5 Operationalization

Operationalization is according to Ryen (2004) used to help researchers to connect their
selected theories to the empirical datsat have been gathered by interviews and
observations inalation to the research problem. The questions that are created for the
interview guide should be connected to the selected theories in order to be useful for the
researchers (ibid). The main focus of our research is to analyzeatdifterences in a
negotiation process and what affect it can have on the outcome of a negotiation. Our
research problem is to be analyzed from the perspective of a Swedish SME in order to
get a deeper understanding of how Swedish company managers perceive negotiations
with Chinese companies.



Our main resarch question is how can crasdtural differences affect theegotiations
process between a Swedish SME &ftdnese compaes In order to break it down and
make the study more thorough, two sub research questions wexck atése included
communicative business behaviors and negotiation stiWeshave related these two
sub-questions to the cultural perspective as defined by the main research question and
used additional articles from different time periods, in order & @ deeper
understanding of the ongoing developmehhe interview guide was designed to
include four different parts.However, in the operationalization model, we have
excluded the part regarding the six introduction questions and only presented question
related to our research probleifhe first part of the interview guide includes six
general questions related to the company profile and alongayiéinsonal description

of the respondent«s background and qualifications. The second part of the interview
guide consists of ten different questipadl related to our main research gquestion,
cultural differencesperceived from the respondsngersonal experience. Furthermore

the third part incldes seven questions related-sulestion two, negotiations $g, also
answered from # perspective of the respondergersonal experience. In total our

interview guide includes 30 setsiructured questions.

Research Theoretical Main Questions
guestions Framework References

Cultural differences Hofstede(1991)five 7-16

RQ1 cultural dimensions
SubRQ?2 Negotiation styles | Salacus€1991) tenfactors 17-23
related to negotiation
styles

SubRQ3 Communicative Harris and Morar§1989) 24-30

business behavior four communicative

negotiation styles




Figure 4 operationalization (own model)

3.6 Company selection
In order to find andelect the right kind of companjese startedy identifying three

different criterias. The first and perhaps the most important critesighat all
companies have to lidassified as SMEs, i.e. small and medium sized enterprises. The
secondcriteria arerelated to where the company is located. We decided to narrow our
search for company managers in companies located in close proximity to Kalmar
SwedenThis criteriarelaesto the fact that if we should haeayfollow up questions it
would be easier for us to arrange a second personal awerVhe third and last criteria
relates to the need of interviewing companies dlctively are dealing with the Chinese

market insome way.

3.6.1Check Point China

Check Point China was founded in 2007 by Andreas FSIth, who is also the current CEO
and owner. The company«s business is to consult their clients when doing business with
China, which involves mainly negotiation and qualigntrol of the products before

they are exported to Sweden. Check Point China started out as a quality control service
company within the bearing industry. They have now expanded and are more to be seen
as an important consultancy. Chek&int China is cuently also offering services
within negotiations, legal advice, factory inspections, transport management, function
testing of industrial products and consulting in engineering. Their clients business is
mainly in the manufacturing industry. Check Poihir@ is established with an office in
NSssj§, Sweden and facility in Cthat employs 25 people (CheckiRt China, 2015).

3.6.2Cellwood Machinery

Cellwood Machinery was founded in 1913 and has a long tradition of providing their
customers with high quajitproducts within the pulp and paper industry. The company
is seen as one of the leading companies worldwide when it comes to providing
customers with machines for dispersing of waste paper. The first machine Cellwood
Machinery produced and sold was delaek to a mill in 1973 in Italy. The main



business for Cellwood Machinery is to manufacture, develop and supply different
systems and machines used in the paper and pulp industry around the world. Some of
the most well known brand that Cellwood Machinergduces is Grubbens, Algas and
Krima. The company has around 45 employees and the head office is located in in
NSssj$ Sweden. Cellwood Machinery also has offices in cities around the world, such as

Shanghai and Toronto (Cellwood Machinery, 2015).

3.6.3Norden Machinery

Norden Machinery was founded in 1977 in Kalpfwvedenand it originates from the
company Arenco founded in 187 the same locationin 2008 Norden Machinery
became a part of the Coesia group from Italy. Today all around the world Norden
Machirery is well known for their high qu#& tube filling machines and holds
customers such as LOOreal, Unilever and Johlwdurson. Every machine Norden
Machinery delivers is customized to fulfill all the needs of their custoriensadays,
Norden Machinenhas 225 employees located in Kalmar and they are active on several
marketsworldwide, such as the European market, American market and the Asian
market. In total the company exports around 97 % of all manufactured machines to
foreign markets (Norden Mactery, 2015)

3.6.4AB SkanditrS

AB SkanditrS was founded in 1941 and has its head office in Kalmar Sweden. The
company has today eight employees working in the head office in Kalmar, 25
employees in their factory in Hungary and almost 25 employees workingféenedif

places around the world. The companyOs main business is to import and exports
hardwood products to their customers all around the world. TotBy SkanditrS
exports around 45 % of the total sales to the Asian markets and their biggest customers
is located in Malaysia. Peter Mellstand is the current CEO and former owner of the
company before he sold it in 2008 to a Finish comgMelistrand, 2015)

3.7 Quality of research
3.7.1Reliability

Bryman and Bell (2007) defines the reliability as whether or netrésults can be
repeated if the study was to be conducted again. However, the authors stress the



importance that the circumstances need to be the same in order for the results to be the
same. Heiman (1999) argue that a reliable study is consistent wehaus in its
measurement. However changes that affect the business, such as currency appreciation
or depreciation may cause changes to the profitability levels. Therefore, the willingness
of the negotiators to dbusinessmay change along with the prityriand attitude
towards the particular negotiation. Yin (2009) claims how reliability measures the
trustworthiness of a certain method or way of execution. The author further explains
how researchers conducting the same study without any differences] saoeive

similar results if the studies were reliable. In order to enhance and achieve a deeper
contrast, we intend to put direct statements in the analyzing chapter and relate these to
our theoretical framework. This is something that Oliver (2011)\msié to be of extra
importance in qualitative studies. The interviews are to be recorded, as Silverman
(2001) claimsenhancethe reliability. We believe it to be important to record the
interviews, because direct statements are to be used and thenefoagm to avoid
misinterpretations by relisting to the interviews. We argue that our research is to be
considered as reliable, however with a quickly globalizing world comes more
integration between the cultures. Therefore it is likely that we may firgelvass in a

future with greater understanding for each others cultures. Figuratively speaking, it can
be seen as cultural barriers being torn down. Moreover, the results might change the
importance of studying different cultures.

3.7.2Validity

Ghauri and Grohaug (2010) describe how a study has to measure what it claims to
measure in order to be considered as valid research. Merriam (1994) defines internal
validity as the extent the researcher makes conclusions from the research that is related
to reality. Ths means that the closer relation and correlation the study has to reality, the
more valid it is. A research without strong ties to reality is therefore considered to be
less valid (ibid). Yin (2009) further defines internal validity as: OSeeking toisistabl
casual relationship, as distinguished from spurious relationshipsO (Yin, 2009:46).
External validity determines to what extent the research is applicable during other
circumstances and in other situations. External validity can also be defined as how
general the study is in their application and use. Fisher (2007) explains external validity
as the ability to reproduce the study, during different circumstances and still receive



similar result. That would with the same guideline, according Fisher (2&0ine the
applicability of the research as wide and general. Yin (2009) also defines external
validity but instead as: ODefining the domain to which a study«s findings be generalized
(Yin, 2009:46). Since our research is based of four interviews, witipaoies from a
variety of branches, we believe that our research has a wide selection as the basis of our
research. Another factor that we argue is making our research more valid, is that we
have interviewed negotiators that both sell and purchase in .Chinesefore will the
differences between these transactions be part of our analysis, allowing us to evaluate
the differences and exclude factors that are only part of sales negotiations or purchasing
negotiations by the Swedish company. Therefore, we dhgueur research is general

and has high validity.



4 Empiricalfindings

In this chapter we will present our primary data, which have been gathered through
personal interview with managers from different Swedish SMEs. The interview guide is
presented separately in Appendix 1

4.1 Check Point China

Anderas FSlth is the CEO and founder of the company Check Point @hing. his
career FSlthhas for several yearsiegotiated with compées from both China and
Russia andherefore is very skilled when it comes to negotiations.

4.1.1Cultural differences

When it comes to cultural differences, Andreas FSith (2015) believes tharghst
difference between how business donein Sweden compared t@hina could be
summarizednto two words common sense. To clarify what he means, FSith (2015)
states thatin Sweden when we are doing business, we take minor things for granted.
But when we are doing business with Chinese companies, FSIth (2015) states that you
have to be extreaty clear in all that you say so theaee nd any misunderstandings.
Another difference between how we Hosiness in Sweden and Chinaatording to

FSith (2015) related to cultural differences. In Sweden ae very good at solving
problems. FSIth (205) states tht for example when a bluepritomes from
management to themployeesn the floor and they realized ththe measurements are
incorrect.Before they start producing the produitte small errorsare adjusted before

they start production. In China if the employeesreceive a hleprint from the
managementthey follow the blueprint without question Eurthermore FSith (2015)
describes a case that happened when he was consulting for a company in Denmark to
clarify a cultural difference.The campany was at that time completing a trial



production for a product that they manufactured in Chitathis time people where

still using fax machinesSo herefore, when the employeas Denmark got the fax
number they had to write it down somewhere gnd it on the bluprint so they could
remember itAfter that theyfaxed the blueprint to China. A couple of weeks later, the
test products arrived in Denmark and they realized that the manufactures in China had
imprinted a bunch of numbers on the produbgat they could not understand why. After

a whilg they realized that the Chinese had imprinted the fax number that they had
written down on the blueprint in order not to forget it (FSlth, 2015).

According to FSIth (2015}t is hard to say what clearlseparates Sweden from China

in terms of cultural differencebut one thing mentioned by the respondent is that we do
business in two separate ways Swedenemployees are more allowed to commit to a

deal than what they are in China. In Chinaan bemore difficultto figure out who is

the decision maken a negotiatiorprocess Furthermorgaccording to FSIth (2015), the
Chinese are very segmented in their business, which sometimes makes it difficult to
work with them. The Chinese follow a stricteharchy and they are often seen as
individualistic, i.e. they think OIO instead of OWeO. It is one person who decides and the
other people are to follow his decision. The other people are just Opaper pushersO.
Different motives and triggers is somethingatthcould affect the outcome of
negotiations. Money is according to FSIth (2015) the most important motive for Chinese
people in their negotiations. People in Chiaee encouraged and strive to earore

money in a different way than we do here in Swetiesweden earning a lot of money

is seen as greed but in China money is seen as a striving force that encourage people to
work harder. Earning money in a fast way nirayolve certain risks. FSIth (2015) states

that Chinese people are more likety take rsks in their projects when compared to
Sweden. For example from FSlth«s §)0dwn experiences, in China i inot as
common to do calculations before a project to the same extent as in Sweden. Chinese
companies tend to guess more in the beginning of atiaéign before they actually
receive the first order. Then they go into more on detail regarding calculations and
prices, which could be seen as a great risk.

According to FSlth (2015xeeping up with traditions and knowing where you come
from is imporant to a Chinese person. In their negotiatidisinese people are very
proud and do not appreciate to be offended. Creating a relationship with the counterpart



in a negotiation is of course important but the relationship that the Chinese have with
his own family is of greater importance. Of course business is busibessf you
already have a relationship with your counterpart, it could have a positive impact on the
negotiation (FSIth, 2015). In comparison to Swedemegotiation process in China
differs to some extent. For exampla Sweden if we have a mégg where we are to
discuss ten issugsve will go through eaclissueone by one discussing it and try
finding a solution for itIn Chinahowever, if a problenaccurs the Chinesenegotiators

will pausethe negotiation and send his employees to find a solution to the problem right
away. This kind of behavior mighénlargethe negotiation process in tesmf time as

FSlth (2015) mentions.

4.1.2Negotiation styles

FSith (2015) claims how Chinese compartend to send a low level employee as a
representative fothe negotiation. FSIth (2018hds this to be negative and explains
how it is better if it can be avoided low level employee is often referred as a Opaper
pusherO and the respondent furthgalaéms how the paper pushers usually have no
negotiation authority. Instead they have only been given a number that they are not
allowed togo above or below by their superiors. The Chinesenavee willing to take

risks, however from the Swedish perspegetithey might not be as willing to keep their
promises in case anything was to go wr@R§Ith. 2015) The respondent further states
that Chinese tend to keep more focus on their own profitability thanSwedish
company That is, they care less about ydwsiness and more about their own, in
comparison to what one could expect if the counterpart was Swedish. Therefore, one
has to put your own interest as first priority when negotiating with Chinese companies
(FSIth, 2015).

FSith (2015) explains how theegotiations with China tend to be longer and more
exhausting, in comparison to what one could expect when negotiating domestically. The
respondent further explains how should not be considered as accepted even if the
Chinese negotiators says so. The Céenleave a tendency to say yes to everything, even
unrealistic offers (FSIth, 2015). He further claims how one should not consider the
business executed until it has been clearly accepted by either the owner of the company
or someone authorized from top ragement.



Furthermore, FSIth (2015) explains how Chinese do not express emotions extensively,
but when they do it is almost always a little act just to persuadeSitedish
negotiator. He further defines the Chinese manager as somewhat less formahehan t
Swedish manager and less willing to write formal documents. However, the respondent
acknowledges that the Chinese are willing to make commitments but only if it comes
from an authorized manager or the owners themselves. FSith (2015) stresses the
importance of never claiming that the Chinese have done anything wrong, especially in
front of their boss. Insteatie explains how it is better to put your own idea of solution

in the mouth of the Chinese, that is leading them onto the right track but lettihgyhe
come up with the solution. The respondent claims how it is extremely important that the
Chinese never lose face, and how they will be more willing to work with you if they
gets the credit for the solution to the problem in question.

4.1.3Communication and businesdhehavior

FSlth (2015) claims how Chinese communication is less directxquaire it using a
metaphor: GIf a man is reading the newspaper with the window open, and the wife is
cold. She is then more likely to let him know that she is daoldyrder to make him
understand that she wants him to close the window. In contrast, the man is more likely
to directly ask for what he wants@SIth, 2015). The respondent further claims how
Chinese tend to communicate more like what from a domestipgunge is feminine.

FSlth (2015) explains how it is a necessity to repeat yourself when negotiations, and
how one cannot repeat themselves too much. He further claims how the Chinese have a
tendency to take everything too literally and therefore the eagdl is to get him to

understand your full intentions.

FSlth (2015) explains a difference that he considers is of vital importance when trying to
solve a conflict with the Chinese. He claims how Swedish people are focused on
searching for the truth whiléhe Chinese rather focus on solving the problem in
guestion. Therefore, the Swedish people tend to be seen as accusing from the Chinese
perspective and making a Chinese losing face will have negative consequences on the
negotiation FSIth (2015) further emiders Chinese to be less logical in their arguments
and decisions, mainly due to the fact that they daalaulateas thoroughly in contrast

to what one would have donetlifey company was Swedisim terms of facts, statistics



and numbers, the Chinesee simply less interested. They tend to say yes to most
things, just to get the negotiator to submit an offer and it is not before then that they
actually look through the numbers (FSIth, 2015). All communication and contact before
the actual offer is kely to be held with Opaper pusl@naithout authority enough to
conduct business, but only to initiate contact andtderyget the business relation
established. Howevethe respondent once again stresses the importance of knowing
that the paper pushersilp are there to ask for unreasonable numbers, in order to
hopefully get a few sales. ThHéwedish businessman thatints to make profitable
business needs to negotiate with the owners or authorized managers. FSIth (2015)
further claims how the Chinese arery unlikely to question their superiors; they are
simply doing what they are being told. He explains how this sometimes can be a
problem, since great ideas from the employees on an operational level never reaches the

ones in charge.

The respondent claisnhow the Chinese will take almost any opportunity given to earn
profit and how they see little to no difference between spare time and work. He further
explains how Chinese would use a situation to their own advantage in case they were to
have a greaterdogaining power i.e. if Swedes were to be dependent on the Chinese for
any reason. FSIth (2015) describes the Chinese as friendly and wanting to build a
relationship regardless if business is to be conducted immediately or potentially later.
They tend to g back and forth, making it seem likeethare somewhat unfocused,
whilst they in fact are very focused on the solutibat not on all the other aspects that

in many cases matter too (FSIth, 2015). In terms of sensitivity to time, Chinese have alll
the time in the world, ich is something they knowwedsh businessmensually

donOt (FSIth, 2015). Therefore Chinese sometimes tend to loiter the negotiation to
fatigue Swedes in order to get them to accept an offer more quickly.

4.2 Cellwood Machinery

Kaj Trymdl is an international sales manager at Cellwoochizery with 30 yearsf
experience in the paper industry. Trymell started working for Cellwood Machinery in
1984 for the construction departmeand thermoved on to marketing. Trymell is now

in charg d sales on the Asian market and lg@éned a lot of experience dealing with
Chinese companies as responsible for the Asian market. Trymell used to travel
approximately eight times annually to China to negotiate with companies wanting to



buy their productsToday Cellwood Machinery has more than 150 units supplied to the

Chinese market and also a local office with five employees.

4.2.1Cultural differences

Cultural differences are something that one has to take into consideration when working
with Chinese compaes. Trymell (2015) states that from his personal experigese

is severaldifferences between how we do business in Sweden compared to how they do
business in China. To clarify what he means, Trymell (2015) describes that one time
during a negotiation ith a Chinese company for a specific contract, the Chinese
company had gathered several other firms in the same room together with Cellwood
Machinery, and started negotiating with all the firms at the same time. The reason
behind this business behavies according to Trymell (2015}0 play out the different
companies with each other, in order for the Chinese company to get the cheapest price.
This is something that would never happen during negotiations with a Swedish
counterpart, since the meetings imeslen are with one company at the tiféd).

Another cultural differenceéhe respadent has encountered duringgotiations with
Chinese companies regarding their worlethics, especially time ethicBle explains

that if the meeting is set to stantChinaat 10 am on Monday mornirigay 1:st,it is

not even sure that the meeting will take place on that day. The meeting could instead
have been moved to another time and another day. The aspect of time is something that
Trymell (2015) expregsto be dificult to handle when dealing with the Chinese. When

it comes to how we do business in Sweden compared to China, Trymell (2015) states
that Chinese negotiators follows a very strict hierarchy. Sometdngag a negotiation
process Trymell (2015) says thtis hard to get the right people to attend the meeting.
Furthermore Trymell (2015) states that it is only the person who is at theotdpe
hierarchy that can maldecisions. A benefit that is important to have when dealing with
Chinese negotiatons according to the respondent a connection or a relationship with
someonehigh up in the hierarchyDealing with Chinese people isnOt always that easy
according to Trymell (2015)n comparison to Swedish peopl€hinese people often

tend to seethemselve as Oworld championsBor exampleif a person swthes
position within a companyhey usually take the information that they have learned in
their former position and use it to fier advantage-urthermoreTrymell (2015) states

that he sees Swedigieople as a OweO thinker instead of an OIO thinker. Money is



something that according to the respondent Chinese people is very driven by. If they get

a better offer somewhere else, they will probably change position or job.

When it comes to risks withiruttural differences Trymell2015) describes the Chinese
as people who are more willing to take riskdoreover Trymell (2015) states that
Chinese peopléend to act very fast and usgachines that they have bought in a bad
way. They are running the manbstoo hard just to earn more money instead of
thinking what is best for the machines. Compared to Swédgmell (2015) believes
that Chinese negotiators Oplay the gameO much harevetido in Sweden. It is hard

to know if whatthey are saying is theeuth or if they are trying to play us. One of the
most important things to remember when dealing with Ckinegotiators is according

to the respondento get them to believe that everything they are saying is the right
thing. If you succeed gettingem to believe that they are right, the negotiations will go

easier.

When it comes to relationships between different negotiators Trymell (201&)dse

that Chineseemphasizemore on creating a relationship between the negotiatars th
what we do in Swezh. As an exampjeTrymell (2015) state that if you have a
relationship with someone that you are trying to do business with in Sweden, and invites
that person to dinner or lunch before the meeting, it could be seen as a bribe in other
peopleOs eyddowever, inviting someone to lunch or dinnar Chinaonly strengthens

the relationship and ensures a better negotiation process. If you have a relationship with
someone that you are negotiating with, waill have an advantage, namedgcesso
information tha you wouldnOt have if you didnOt have a relationship with your

counterpart.

4.2.2Negotiations styles

Trymell (2015) explains how negotiations usually start with a purchasing manager and
how the communication is rather quickly transferred to the CEO or rownihe
business in question involves a lot of money. The respondent sees the purchasing
manager as nothing but a step to the decision maker, and how the decision maker in
many casess notinvolved from the start. In terms of the Chinese willingnessike t

risks when purchasing, Trymell (2015) stresses how Chinese tebé tough in
negotiations when discussing risks and how it is always preferred by them to let the



Swedish company take all the risks in the deal. The respondent further claims how
negotations in general are longer in China, and how the final price tends to differ
extensively from the original asking pricdrymell (2015) stresses thahinese
businessmeim general are better neiators in comparison to Swedish businessmen
simply becase they ask for more and are tougher in their negotiations. He further
claims how they are more concerned of thaierestsand how it is a necessity to keep
your own interest as first priority when in business with the Chingyenell (2015)
highlights how formality is less important in China, and hawaringa suit is not a
necessity. He further explains how Chinese negotiators have a tendency to leave the
meeting without clearly letting the Swedish negotiator know that he is not coming back.
In terms & emotions, the Chinese are according to Trymell (2015) very keen on
showing how they always want a better deal, regardless of what the offer is. The
respondent claims how this is nothing but an act from the Chinese, it is simply
something they do tryingotimplement that they want a better offer. Trymell (2015)
claims how there are only minor differences in the willingness to put the commitment in
writing. However, he feels that they are less willing to put the commitment in writing
when the Chinese arellggg to Sweden, but acknowledges that he is mostly selling, and

not buying as much in his business with China.

4.2.3Communication and busines$®ehavior

Trymell (2015) claims that Chinese express themselves directly when in negotiations
regarding a purchas@&he respondent has nexperiencedndirect communication to be

an issue with Chinese businessmen. However, when not agreeing in a negotiation,
Chinese tend simply to leave the negotiation table and not come back. This is something
that Trymell (2015) hasxperienced on a regular basis. Even if not disagreeing, Chinese
still tend to take short breaks repeatedly and negotiate in short sequences. The
respondent claims how this is in order for them to get approval from the manager in
charge regarding the pnags of the negotiation. Trymell (2015) explains the
differencesbetween Swedish negotiatoasd claims how he has a tendency to give
more propsals during the interview, whilshe Chinese are not really allowed to do so
because of the stricter hierarchirymell (2015) further explains how it idvaays a
benefit to be friendsoof someonein a company. Both because the Chinese value
friendship and relationships when doing business but also in order to get some inside
information of what ighat aregoing on The respondent does not want to call it spying,



but acknowledges how it }dmewhat close to spying, but $teesses the importance of
keeping both the business relation and the business negotiation professional and
respectful.He further claims how negiations in China have a tendency to get stuck
more often than what would have been the case in a similar negoimafoveden He
stresses the importance of being excessively clear about everything. However, regarding
facts and statistics in the negatat, does he not perceive that there is any difference
when the Chinese are purchasing. Trymell (2015) further claims how the Chinese are
more likely to exploit a situation where one of the parties is more dependent on the
other. In such case, the Chinegeuld use it to their advantage to increase the price.
Trymell (2015) defines the Chinese negotiators as more tortuous than their Swedish
counterparts. However, he claims how it is much easier to purchase than to sell in
China. To sum up, what a negotiate@eds to be in order to succeed can be stated in
three wordspatient, patient and patient (Trymell, 2015). He further describes how he
offers different prices between China and Sweden, even though if all circumstances are
the same. The difference in prig is solely due to the fact that negotiations with
Chinese are based on more and lower counterbids and therefore he needs to start higher
in order to end up at the same price level.

4.3Norden Machinery

Hector Voicu is an area sales manager for Norden Macghend has worked with and
negotiated with representativeseveral marketsaround the world. Before joining
Norden Machinery, Hector Voicu worked at LSckeby Water Products with international
sales and he is to be considered as a veteran ineldeof bisiness negotiations.
Coming to Norden Machinery, Hector Voicu brought with him several years of
experience and different talents such as being able to speak several language such as
English, French, Spanish and Italian. As a sales manager for Norden &tgchlactor

Voicu is currently responsible for the Eastern Europe, Chinese, Turkish and French

market.

4.3.1Cultural differences

According toVoicu (2015), there are several aspects one can identify that separate the
Chinese way of doing business to how we dagitess in Sweden. One of the more
obvious and perhaps one of the hardest to deal with is related to language. Voicu (2015)



explains that when you are doing business in Sweden, you undeestsitydvhat the

other person is saying. When you are trying égatiate with someone from tlodder
generations in Chin¢he languagenay be abarrierand makes it hard to understand

what he or sheare saying to a satisfactorylevel. Dealing with someone from the
younger generation where almost everymable to spak fluentEnglish, will make it
easierto do business in China. Furthermok&icu (2015) claims that the Chinese
people are often very eager to do business and it is not always that easy to understand
what they are trying to say whenethare so eager.his makesit evenharder for
Swedish businessmén understand and do businas€hina(Voicu, 2015)

Voicu (2015) states that one of the most important cultural differences thdiecan
identifiedis related to Odecision pathsO. In China everything rtadestime and more
people are involved on different levels takiagliscussion. To clarify what he means,
Voicu (2015) claims that a contract has to pass through different departments, getting
the right signatures and stamps before a decision can be im&igeedenthe decision

paths are shorter i.e. here you will talk to a person who can make his own decisions
regarding thestructure of theontract. Voicu (2015) explains thats hard to generalize
aboutChinese people as a wholecauseverynegotationis differentin relation to the
previous oneWhen it comes to if the Chinese are more collectivistic or individualistic,
Voicu (2015) states that a Chingsgrson often wants to show theuperiorsvhat they

have contributedand how important hisote ha& been in the negotiation process.
Avoiding uncertaints and risks is something tHahinese people are very motivated

by (Voicu, 2015). The respondent states that during the finalization of a contract, the
Chinese negotiator is often very eageintdude insurance in the contract. Voicu 180

states thaChinese want to be insured for every possible outcome that may affect them
financially in a positive or negative way. The respondent further explains uncertainty
avoidance by saying that Chinesmrgpanies in general want to avoid uncertainties to a
higher extentvhen compared to Sweden. Moreoveyou shake hands Sweden with
someone that promised you somethipgy will assume that the person will ketie
promise and yowonOt need the sanmsurance that you would have needed in China
(Voicu, 2015).

When it comes to getting the right kind of dealsitmportant to knowvho you should
talk to in negotiatios. According to Voicu (2015) for a negotiation to become



succeskl for both sides, tiis very importam to allowthe Chinese businessménot to

lose faceO. If a Chinese businessman feels that he have made a fool of himself, the
negotiation will fall apart. It is very important to have a Ogive and take syasstated

by Voicu (2015), vihile negotiatingvith the Chinese. Everyone wants to be sure that the
outcome will benefit both parties and one way of ensuring that both parties will benefit
from a deal, is to createnautual relationship

4.3.2Negotiation styles

Voicu (2015) describes how Imegotiates with both purchasing managers and technical
experts. He prefers technical experts since they are more focused on working with top
guality machinery while purchasing managers could sometimes be a problem since they
focus too much on price. Theegpondent further claims how there sometimes are
internal conflicts in Chinese companies, especially with the purchasing manager and the
technical experts. Voicu (2015) also describes how the deersaikimg progress is

more complicated in China, and howiGese companies have mdegels ofhierarchy

The respondent defineShineseemployees as loyal to their cpamy, but also as
individualistic because of how they like to get credit and shine in front of their
superiors. He describes them as very keestov their contribution to the company.

According to Voicu (2015), Chinese are less willing to take risks and insecurities and
they are also a lot more focused on the price than the equivalent Swedish customer.
Therefore he defines them as rather difficto work with, but acknowledges how they

are dedicated negotiators. Voicu (2015) describes how Chinese only have concern about
their own profit and business, and that is how one needs to act in order to succeed on
Chinese market. He further claims howeorannot find any concern from across the
negotiating table of your own company«s profitability. Voicu (2015) further describes
how there are major differences across regions and between companies in China, in
terms of how willing they are to put their comiment in writing. He claims how one in
general can define it to be more trust in the Swedish business environment in
comparison to the Chinese. Voicu (2015) describes the Chinese negotiators as more
formal than their Swedish counterparts. He further mese how Chinese avoid
expressing their feelings, and how they have good poker faces. However, the respondent
acknowledges that Chinese tend to act and fake emotions to a further extent, in order to
affect the negotiation.



4.3.3Communication and business behaor

Voicu (2015) explains how Chinese negotiators are désarin their communication

and how one often needs to steer the discussion and conversation onto the right tracks.
The respondent claims how the Chinese do not glear answers nor asklear
guestions. If they do not get the answer they were looking for, they are instead likely to
ask the same question again, but in another way. Theréfier@egotiation sometimes
consists of a lot of repetition. Voicu (2015) further claims how facts, statiatid
numbers are given less focus in the negotiations with the Chinese companies and how
they have tendency of trying to shift to focus away from it. He further describes Chinese
negotiators as more willing to use a scenario of dependency, where ondgsady
greater bargaining power of the other. Voicu (2015) describes how the Chinese are not
afraid of playing hard games in negotiations, and how they have a tendency to cross the
line of what in Sweden is considered as rude business beHavierms ofcreativity,

Voicu (2015) claims how there are no differences but the arguments for bargaining are
more logical in Sweden than China. Whitse Chinese are more focused on price. He
further claims how the Chinese tend to see short term profit insteach@ftérm
investments, and therefore his main task when negotiation with Chinese is the get them
to understand the difference between cost and total cost.

4.4 AB SkanditrS

Peter Mellstand is the current CEO and former owner of AB SkanditrS located in
Kalmar, SmEland. Mellstand has during hisy&ar career gained a lot of experience
dealing with different markets all around the world. AB SkanditrS is a company that
imports and exports hardwoods to their customers around the world. The company is
today active orseveral markets around the world and 45 % of the company revenues
are related to the Asian markets.

4.4.1Cultural differences

According to Mellsand (2015)frying to analyze and identify something that separates
one culture from anothas difficult. Mellstand (2015) states thathe way of how we
conduct business in Swedeompared to Ching not verydifferent. The respondent
furthermore states that when he is trying to settle a deal with a company in China, he is



always trying to be himself. He never chas his appearance in some way or does any
pre-studies abut the country and sttraditions and customast to fit in. Comparing
Sweden to Chinathe larges difference tlat Mellstand (2015) cardentify is that in
China he is seen as a strangerthis regard,  you want to have a successful outcome
of a negotiation, you have to ate a mutual relationship with theounterpart.
Furthermorethe respondent states that if you run a new company trying to sell your
producs on the Chinese market withouteating a mutual rationship with your
counterpartYou will probably get one or two deals doiit if the company want to
continue selling itsproducs in larger quantities, you must establish muual and
beneficial relationship with Chinese businessmen

The most essential cultural difference tiégllstand (2015) can identify comparing
Sweden to Chings related to financial questions. Mellstand (2015) states that during a
negotiation process with a Chinese company, it can be hard to get the Chinagemnna

to realize that buying more expensive product with a higher quality will be beneficial
for them in the future. Chinese companies focogsre on lowering the cost of
everything tlan what we do in SwedeHRlierarchy levels are something that Mellstand
(2015) believes is a very important aspect for company managers in @kiran
outsider traveling from Sweden to China in to negotiate a deal, Mellstrand (2015)
claims how you will encounter several people during the process that donOt have the
authority b settlethe deal. As a result of this behavjdellstand (2015) believes that
negotiatiors could take longer time because the person that you are negotiating with has
to run and find the CEQvho then can make a final decision. In comparison to Sweden,
Mellstand (2015) believes that Swedish managers, regardless if they have five or ten
years of experience and OonlyO is a sales manager can agree to a deal in the name of the
company.

Comparing people from different cultures and what motivates them isttsoméhat
Mellstand (2015) believes to be difficult. He states that it differs from people to people
and from negotiation to negotiation. Of course there are people who are trying to
increase their own profitability levels by taking bribes but peopletlikecan be found

in markets all around the world. Mellstand (2015) furthermore states that it is hard to
generalize about a whole country if they acebe seen asollectivistic OWeO or
individualistic OIO. But according to Mellstand (2015) the difterane small between



China and Swedervoiding risks and uncertainties is something that Mellstand (2015)
doesnOt believe fit the description of a Chinese manager. According to Mellstand
(2015) Chinese managers are more likely to take risks in ordesrtoraore money or
lowering the cost of a product. As an example of risk taking Mellstand (2015) states that
Chinese managers within his field of mess can disregard environmantd work laws

just to cut costs when importing hardwood products. Usualypitoducs that AB
SkanditrS exports to their customéssalready processed and packed safely away
according to all environmental laws. Instead to lower the costs of the products, Chinese
companies buyse product unprocessed and sihiim containerdirectly to the port in
China. A consequence of buying unprocessed hardwood from Europe is that the
hardwood will go bad and mold can appear.

Chinese people are according to Mellstand (20déx)y good at adapting themselves to

new ways and traditions. Fexample the younger generation is very good at everything
that relates to technology, i.e. computers, emails and phone. Furthesmmething

that Mellstand (2015) believes to be one of the most important aspects to be aware of
when daling with a manageirom Chinais to that never let them Olose their face in
front of youO. Mellstand (2015) explains that if a Chinese manager Olose their faceO the
whole negotiation process can fall apart. A good way of preventing any
misunderstandings and obstacles betwaenegotiator from Sweden and China is to
create a solid and mutual relationship. If you succeed withbtils the negotiator and

the companyvill achieve something positive that can lead to both néawggerorders in

the future.

4.4.2 Negotiation styles

Mellstrand (2015) claims how the Chinese companies have more hierarchy levels than
their Swedish counterparts. Furthermone explains how one can never receive a
decision at the negotiation table unlgssi arenegotiating with the owner or CEO.
Therefore it is common that the negotiatiggrocessconsists of a lot of waiting when

the Chinesanegotiatorhas togo and ask his boss all the time. The respondent always
prefers to negotiate with the decision maker. In terms of risk management, Mellstrand
(2015) ¢aims how the Chinese have a tendency of taking risks that they from a Swedish
perspective maybe should not take. He explains how the Chinese are never interested in

products or services that remove risks, such as insurance.



When discussing the counterpa concern for youmterests, Mellstrand2015)
describes how large companies teadxploit their bargaining power. However, with

the business relation comes mutual concern for each others« interests and companies.
Mellstrand (2015) does not defineetlexploiting of bargaining power to be of any
difference between China in comparison to Sweden, but instead defines the matter as a
difference between companies and managers. In terms of trust, Mellstrand (2015)
claims how one can trust the Chinese busimas to a further extent than the Swedish
businessman. ¢ivever he acknowledges that is only when you have a well
estblished business relatiotf the company is small and yalonOhave an establish
business relation, the respondent claims that omeldghnot trust and rely on the
commitment of the Chinese to same extent as one would have in Sweden. Mellstrand
(2015) do not have the opinion that there is a difference in how the negotiators express
their emotions in the negotiation process in China @egpto Sweden. However, he
acknowledges that the Chinese are very quickly in showing dissatisfaction in relation to

price.

The respondent also claims how the Chinese are more willing to put their commitment
in writing. In terms of formality level and éhimportance of it, Mellstrand (2015) once
again claims how it is a matter of individual difference between companies, not
cultures. However the respondent believes that business negotiations with the Chinese
were slightly more formal in the past. He futhclaims how he never has and never

will change himself or his attitude dependingwinom he is negotiating with and that
everyone should enter intercultural negotiations with an open mind. He further explains
how he is perceived as a stranger in Chinc @nat trust is the key to success when
doing business internationally.

4.4.3Communication and busines®ehavior

Mellstrand (2015) highlights how Chinese negotiators tend to focus on the price
Therefore the negotiationould be somewhat longer and include rendnaggling.
However, when doing business with someone that he already Wwa#-established
relationship with, Mellstrand (2015) explains how that tends to remove the unwanted
parts of thenegotation processMellstrand (2015) repeatedly mentions howportant

the business relation is, and further claims how the communication might be more



indirect and possibly newerbal before the relatiship is establishedHowever, once

the relation is established, the parties involved get straight down to businesms of
conflicts and resolutia) the respondent explains how it can only be done in one way;
that is to deal with the manager in charge. Conflicts cannot be solved if the person you
are negotiating with does not hathee authority (Mellstrand, 2015He further claims

how it is not always easy to get to the person in charge, because one of the most
important cultural difference between the Swedish and Chinese business culture is that
you can never let the Chinese lose face, especially in front didsis. Instead the
respondent explains how one has to guide and steer the conversation and negotiation in
the right way, so that Chinese can take the credit for it. Mellstrand (2015) explains how
he will then be more willing to work with you. He furtheraichs how Chinese
negotiators with more experience tend to be more creative in contrast to their Swedish
counterpas. However, it will be the opposite if the Chinese negotiator is a lower level
employee, mainly due to the fact that he is very limited & duthorization. The
respondenperceiveghe Chinese to mostly aim for quantity, without sufficient focus on
quality. They simply have another perspective on business and do ntdaldakieours

into consideration or calculation at all. However, he ackedges thalaborhours are a

lot cheaper in China, but still not free.



5 Analysis

In this chapter we will present our analysis were we aim to link the empirical data with
our theoretical framework. This chapter will be divided into three parts, following the

same structure as the theoretical framework.

5.1 Cultural differences

FSith (2015) believes the main issue that Swedish businessmen face when doing
business in China, is how common sense cannot be applied in the same way. He
clarifies this by stating how one should not take things for granted in China. Trymell
(2015) supports the same idea and explains how there are differences in how the
business is conducted. Trymell (2015) claims that Chinese negotiators sometimes
negotiaé with several potential new business partners at once, which is something that
he is not used to. Salacuse (1991) states how cultural differences between the
negotiators have the potential to undermine the business in question. Hofstede (2005)
supports tht cultures differ from country to country and have created a model, the five
cultural dimensions, used as a tool to help researchers analyze and gain knowledge in
the different business cultures around the world.

Different cultures have different traditis and customs, and therefore will the Swedish
businessmen encounter this when they come to negotiate in China. What is considered
to be common sense in one part of the world might not be the same in other cultures.
Therefore, are these cultural differesgerceived strongly by other cultures, sometimes

in a negative perspective. Salacuse (1991) defines sensitivity to time, as something that
differs between cultures. Trymell (2015) describes how he perceives time ethics to be
lower in China and thereforene needs a big portion of patience when negotiating with
the Chinese. This could be because they value friendship more, or because they simply
are trying to exhaust the Swedish negotiator. Trymell (2015) states that the Chinese
businessmen try to exhause foreign negotiators, but he also acknowledges that the
Chinese have a tendency of building relationships. Therefore, one can see the intentions

of the Chinese businessmen may be better than how the respondent perceives them. It is



also to be seen howhe theory by Salacuse (1991) is confirmed by the previous
statements, since the respondents consider there to be a difference in the sensitivity to
time and time ethics between the business cultures of Sweden and China.

Trymell (2015) claims that the hmrchal differences between China and Sweden
sometimes test your patience. He further describes how the negotiators often have to
leave the negotiation table and go ask their boss. Mellstrand (2015) supports this and
further explains how one can never ligeean answer at the negotiation table, unless the
CEO or owner is present. Hofstede (1991) has in his research developed the dimension
of power distance as an important difference between business cultures. Hofstede ranks
Sweden as a country with a lowose, meaning that it has an equal distribution of
power in contrast to other countries. However, China is ranked with a high score on the
same ranking, and therefore it is a country that according to Hofstede (1991) has high
power distance with unequal @ibution of power. With this knowledge in mind, one

can understand why the respondents perceive the Chinese to follow a strict hierarchy.
FSith (2015) supports Trymell«s statement and defines the initial negotiators as paper

pushers, which he further dekbes as unauthorized.

In terms of level of individualism, FSlth (2015), Trymell (2015) and Voicu (2015)
defines the Chinese as further individualistic in contrast to Swedes. Voicu (2015)
further explains how the Chinese businessmen always want to sk@augarior what

he has contributed with. However, Mellstrand (2015) claims that the differences are
related to each single businessman and not the business culture. Hofstede (2005) defines
the level of individualism as one of the key differences betweHeareht business
cultures. The author ranks China with a low score in contrast to Sweden, which in this
case means that he defines them as further collectivistic, and less individualistic (ibid).
The respondents of this research perceive the Chinese ftother individualistic in
contrast to Swedish businessmen. This can be related to that Chinese businessmen want
to shine in front of their boss, as Voicu (2015) describes. It may also be related to the
dimension of power distance, where our research@stpphe research by Hofstede
(2005) in terms of that the Chinese are further hierarchal. One leader that controls a
company may be something that people from Sweden might consider to be
individualistic. Furthermore, it is claimed by Mellstrand (2015) howg of essential

importance to build a relationship with the person you are doing business with. This is a



statement that FSIth (2015), Trymell (2015) and Voicu (2015) all supports. Furthermore,
all respondents claim how one needs to put your own im¢eeasl concern as first
priority, since the Chinese businessmen do not have a concern for your interests.
Therefore, it can be seen in how the Chinese business environment is further
inhospitable, and how that is the reason to why relationships are ofrspchance.

With a market that is both larger and further inhospitable, one can understand why the
Chinese are more concerned about themselves than others.

Trymell (2015) explains how Swedish businessmen are less keen on building a
relationship. He beliees this is rooted in the Swedish business culture, where even
something minor as paying for a lunch can be seen as bribery. In contrast, the Chinese
are much more keen to build a relationship. Mellstrand (2015) supports this and claim
that the Chinese vaé relationships to a further extent but acknowledges that building
the relationship might require more effort in contrast in what would have been the case
in Sweden. Salacuse (1991) describes how the goal of the negotiation differs between
cultures, whereas certain cultures are keen in building a relationship and other simply
wants to get the contract signed. The authorOs claims how Asians are keener on building
a relationship in contrast to Western, such as Swedish business culture (ibid). FSlth
(2015) daims how the Chinese like to build the relationship on a social basis.
Furthermore Mellstrand (2015) and Voicu (2015) claim how the initial stage of the
relationship is a necessity before engaging in business. This is also how Salacuse (1991)
describes jtand therefore is our research supporSatpacuseheory.

5.2 Negotiation styles

FSIth (2015) claims how Chinese companies have a tendency of sending what he refers
to as paper pusher, which is a low level employee with less authority than what one
could epect in the Swedish business culture. Trymell (2015) supports this statement
and claim how he often gets to negotiate with the CEO or owner once the initial part of
negotiation has been finished. Mellstrand (2015) is of the same opinion and claim that
one can never receive a definite answer at the negotiation table unless the CEO or
someone from management is present. Salacuse (1991) define the Chinese corporate
structure to be further hierarchal and collectivistic. This can also be put in contrast and

expain why Swedish businessmen such as FSlth find it annoying, if he doesnOt get to



negotiate with the person in charge. However, the Chinese may find this to be part of
their collectivist business culture as Salacuse (1991) describes. However, Voicu (2015)
claims that he negotiates with both purchasing managers and technical experts and how
the internal discussions and conflicts is a problem. This is something that speaks for that
the Chinese are further hierarchal. This is because, whoever in the Chimgsnygo

that has the higher position is also the one that is more likely to get his opinion heard.
Voicu (2015) explains how he prefers a technical expert, since in his case makes it more
likely to have a preference of products made by Norden Machinery.

Voicu (2015) claims how Chinese are less willing to take risks and how it is preferred
by the Chinese that the risks should be on the Swedish company instead. The
respondent further claims how this is frequently being requested and demanded by
Chinese negottars. Trymell (2015) agrees and supports Voicu«s statement. In contrast,
Mellstrand (2015) claims the opposite and explains how the Chinese have a tendency of
taking risks that he does not consider smart to take. Salacuse (1991) identifies culture as
a fador that determines how willing someone is to take risks when negotiating.
Analyzing the statements by the respondents in contrast to each other provides another
perspective. All respondents firmly agree that the Chinese have a tendency to haggle
more whennegotiating and that the negotiations will therefore be longer. When
reviewing the respondentsO answers related to how willingly the Chinese are to take
risks, shows that the risks themselves not are the main, foadusather the outcome of

the negotiatin. This can be seen as something that the Chinese likes to achieve through
the use of haggling in the negotiations. It cannot be confirmed that the Chinese take
risks to a different extent in contrast to Swedish companies. Instead one can see how the
Chinese willingness to let the Swedish companies take risks is rooted in their strive to
make a good deal and possibly shine in front of their superiors. The fact that they tend
to ask for more in the negotiation process can also be related to their sgnsitivite,

that differs according to Salacuse (1991). This is something that our research supports
and defines the Chinese as less sensitive to time.

Furthermore, Chinese are strongly focused on their own profitability according to all
respondents. Voic2015) claims how one needs to keep your own business as first
priority when doing business China, while Mellstrand (2015) provides a different

perspective of the situation as he claims how concern for the other party«s interest



comes with a stronger busiss relation. However, Mellstrand (2015) acknowledges that
this is rather a difference between different companies instead of countries. The fact that
AB SkanditrS is selling commodities in contrast to Norden Machinery that sells
machinery is also to bekan into consideration, since it makes a difference in how
frequent customers are purchasing. In terms of exploiting a situation with greater
bargaining power, as Salacuse (1991) describes it, is something that FSith (2015)
strongly believes that the Chse practice. Mellstrand (2015) describes as well how
certain large companies have a tendency of exploiting bargaining power, but claims
how there are no differences in these terms between China and Sweden. Voicu (2015)
supports the statement by Mellstra(@D15), as he also claims how there are no
differences between nations in the tendency to exploit bargaining power.

Salacuse (1991) describes different styles of negotiation related to the concern for the
other party«s interests, as he mentions howdeifed as win/win and win/lose. The

claim by Mellstrand (2015) of how mutual concern for each otherOs interest comes with
an established relationship can be considered to be relevant when analyzing how
different the answers are from the respondents. &be that Check Point China is
consultant agency, helping their customers to purchase from China is also to be seen as
relevant since buyer and seller never gets to establish a relationship when the deal goes
through an intermediary. Therefore, are the bayel seller never given the opportunity

to establish a relationship, which is something that Mellstrand (2015) claim is the key to
achieve mutual concern for your interests. However, all respondents agree that without
an established relation, do the Clse®nly have concern for their own interests. This is
supporting the theory by Salacuse (1991) as he describes how this is related to the

different business cultures.

In terms of formality level and expressing emotions in negotiations, FSIth (2015) claims
how the Chinese negotiators have tendency to start acting, and excessively express their
emotions in order to achieve a more profitable deal. Trymell (2015) supports this, and
claims how the Chinese in general are better at negotiating. However, botklTrym
(2015) and FSith (2015) claim that the Chinese are less formal. Salacuse (1991) stresses
the importance of appearing respectful in negotiations and how informal behavior is
seen as disrespectful in certain cultures. Since Swedish negotiators arbedeasri

more formal in negotiations, i.e. they are the ones that find the counterpart offensive.



Salacuse (1991) further defines cultural aspects as the root of different levels of
emotion. However, Mellstrand (2015) claims how the Chinese negotiatorsnvosee
formal in the past. Voicu (2015) has not perceived the Chinese to be less formal but he
supports the statement by Trymell (2015). Voicu (2015) further claim how he perceives
the Chinese to have good poker faces, preventing the Swedish countergaet in t

negotiation to read what the Chinese has in mind.

Mellstrand (2015) and Voicu (2015) state how the Chinese like to put the commitment
in writing to a further extent in contrast to Swedish businessmen. However, FSith (2015)
claims how it is the opposi@nd how it is not to be taken for granted that the Chinese
keep their commitment even if it is in writing. Instead, FSIth (2015) describes how a
proper and genuine handshake with the CEO or owner has more value and is to be
trusted to a larger extent. Salise (1991) describes how the willingness to put the
commitment in writing differs between cultures. He describes western business culture,
such as the Swedish as more willing to put the commitment in writing and states how a
contract not even is a necggdn China. Salacuse (1991) further explain how this is
because the Chinese like to allow changes along the way. The statement by Trymell
(2015) is to be interpreted as the explanation, since he describes how it is easy to buy
from China but harder to k&o. The respondent also states how the Chinese are good
negotiators but they see themselves as perhaps maybe too good. Looking at this from a
wider perspective, it can be seen how the contract itself is not the central focus, when
discussing to what esit the Chinese are willing to put their commitment in writing.
Instead the background is more related to the fact that the Chinese like to be good
negotiators and therefore they want to come out as winners from the negotiation.

5.3 Communicabn andbusinesdehavior

FSith (2015) defines the Chinese to be less verbal and more indirect in their
communication. The respondent further explains this using a metaphor of a man and his
wife that is freezing because he has the window open. FSlth (2015) explaitisehow
woman is more likely to address her issue indirectly, mentioning how she is cold, while
the man would in the same situation directly address issue of the open window.
Salacuse (1991) identifies the cultural aspect as a factor determining how direct the

communication is. The respondent claims that the Chinese are more indirect, similar to



what in a Swedish perspective is define das further feminine (FSlth, 2015). Salacuse
(1991) defines not only figurative way of speech as indirect communication but also
gestures and facial expressions. In contrast, Voicu (2015) claims how the Chinese show
fewer emotions in negotiations, which is to be seen as a disagreement with FSIth (2015).
However, FSlth (2015) further claims that the Chinese are hard to read, amhéow
cannot really know how close one is to finishing the deal. This statement is to be seen
supportive of the statement by Voicu (2015). Furthermore, Mellstrand (2015) states how
the communication is indirect before the relationship is established,dvutuins more

direct. This is further something that can explain the differences in the perception of the
Chinese business communication by the Swedish negotiators. The answers given from
the respondents support Salsetheory, since they all claim howdre is a difference

in the directness of the communication. Therefore it can be seen how the differences are
culturally rooted.

In terms of conflicts and conflict resolution, FSIth (2015), Voicu (2015) and Mellstrand
(2015) all agree of the importance niever let the Chinese lose face in negotiations.
Voicu (2015) explains how the negotiations will fall apart if the Chinese feel that he has
looked like a fool during the negotiation process. FSIth (2015) support this as he
explains how it is beneficial ttet the Chinese come up with the solution when in
disagreement in the negotiation. Mellstrand (2015) mentions this too, but put it in
different words as he claims that one has to steer the conversation in the right way when
negotiating with the Chinese. Hs and Moran (1989) defines the intuitive negotiation

style as somewhat less factual and as someone that goes beyond the facts but instead
focuses on the solution to the problem. FSlth (2015) further mentions how Swedish
businessmen have a tendency teksthe truth, whilst the Chinese rather seek for a
solution. One can see how the Swedish businessman should not present facts that can be
interpreted as accusing to his Chinese business partner, because the Chinese would then
lose face. Instead can it bees how the Chinese are more intuitive negotiators that keep

looking for solutions, not truths.

Voicu (2015) states that the Chinese have a preference of focusing their negotiations
around the price. Mellstrand (2015) and FSlth (2015) support this statante claim

that the Chinese also like to haggle about the pricing. Therefore, one can think that the
Chinese are factual negotiators, as Harris and Moran (1991) describes the factual



negotiation style has the basic assumption that facts speak for thesnaetl factual
negotiator focuses of explaining and clarifying these facts. However, FSlth (2015) states
that the Chinese are less interest in numbers and do not pay attention to them until a
concrete offer has been submitted. Voicu (2015) supports shize astates how the
Chinese negotiators focus less on all numbers but the price. Therefore, it can be seen
how Chinese negotiators do not fit in well in the category of factual based negotiators.
Because of their strong focus of the price, they fit incbett the category of normative
negotiators. Harris and Moran (1989) describe a normative negotiator as someone that
puts the bargaining part of the negotiation process as central, leaving other aspects with

less focus.

FSlth (2015) claims that the Chiresould not hesitate to exploit a situation where one
party has a greater bargaining power than the other. Voicu (2015) supports this and
explains how the Chinese have a tendency of playing games in the negotiations.
Salacuse (1991) states how the partthwess dependency on the other party has a
tendency of getting their agenda through, since the losing party has little means to affect
the outcome. This is something that Salacuse (1991) refers to as a win/lose scenario.
Mellstrand (2015) agrees with AS2015) and Voicu (2015) but states how it is only
done before the relationship is established. Exploiting bargaining power can be seen as
an opportunity to increase profits by the larger party in negotiation, judging by the
statements of the respondertitwever, as Mellstrand (2015) states, one can see an
increased concern for the other party«s interest with a mutual relationship and interest
for each otherOs businesses. Therefore, building a relationship with the Chinese can be
beneficial in longer ters

In terms of creativity and problem solving, Voicu (2015) claims there are no differences
between the Chinese and Swedish business culture. Trymell (2015) supports this but
acknowledges that the negotiations often tend to get stuck, and thereforeaks br
needed frequently. However, FSith (2015) claims the Swedish to be more creative than
the Chinese, but defines the issue as hierarchal. He further explains how this is because
the Chinese employees on operational level simply will not question thericrs.
Hofstede (2005) claims how the Chinese have more levels of hierarchy in contrast to
Swedish companies, as he ranks the different nations of their power distance. The
statements by FSIth (2015) makes sense because even if the employees atadperation



level would have great ideas, will this knowledge still never be part of final product or
service that the company is supplying. This is due what businessmen in the Sweden
could have defined as hierarchal or communicative issues, but in China ielssatim

as custom. The answers from the respondents support the research by Hofstede (2005),
since the respondents perception of the Chinese also defines them as hierarchal to a

further level, like Hofstede (2005) claim them to be.

Mellstrand (2015) dis@ases the choices his customers are making and mentions one
specific case where he believes his customer is making the wrong decision. The
customer in question is trying to cut costs and has therefore left out an important part of
the process of refining ¢hwood. Salacuse (1991) identifies the cultural aspect as the
factor behind the differences in the willingness to take risks. The author mentions how
one can work with risks avoidance by establishing a relationship before engaging the
business. He furthedescribes it as a strategy, to propose certain rules of how the
business is to be conducted. Salacuse (1991) claims how this will reduce the apparent
risks for the counterpart. Harris and Moran (1989) defines an intuitive negotiator as
somewhat less logitabut also creative. The authors further define an analytical
negotiator as very thorough and analytical in its way of execution. According to
Mellstrand (2015), is the short cut in the refining process nothing but an attempt without
logic that is meantot try saving money, but in the end the respondent believes it will
cost them more money in terms of losses. FSlth (2015) shares this opinion and claim
that the Chinese do not put down enough effort into their calculations and therefore
have a tendency o#king less logical decisions. This fits in well with that Harris and
Moran (1989) define as an intuitive, while it is to be seen how the Chinese are the

opposite of what the authors define as an analytical negotiator.

Judging from this, it can be seen httve Chinese have a tendency of trying save every
penny possible and cut corners to do so. The decisions made were not always the most
logical ones according to the Swedish perspective as Mellstrand (2015) explains. This
speaks for that the Chinese arebtoseen as risk takers to a further extent. In contrast,
Trymell (2015) and Voicu (2015) both claim that the Chinese are more keen to have the
Swedish companies taking the risks in the contract. This speaks for the opposite, which
is that the Chinese woultke less willing to take risks. However, FSlth (2015), Trymell
(2015), Voicu (2015) and Mellstrand (2015) all agree that the Chinese tend to haggle



more when negotiating. Trymell (2015) further claim that the Chinese are more skillful
negotiators, that has tendency of asking for more in negotiations. Therefore, one can
with this knowledge see how the Chinese demand on Swedish companies to commit
themselves to take responsibility for the risks, is not related to the risk themselves.
Instead is it relatedotthe Chinese tendency of asking for a lot in negotiations. This
behavior puts the Chinese in the category of normative negotiators, as defined by Harris
and Moran (1989). The authors define how a normative negotiator sees negotiation as
bargaining, i.e.dcuses solely on the price while leaving out other important aspects of

the negotiation (ibid).



6 Conclusion

In this chapter we will present the result to our formulated research questions.
Furthermore this chapter will provide the reader with our main contributions as well as

suggestions on further research.

In a more globalized world, companies are facing challenges regarding how to negotiate
effectively. In this sense, it islaimedthat cultural difference, eomunications and
business behavior and negotiation styles influences the way international business
negotiations areonducted. China isonsiderecan important market for man Swedish
SMEs, which raise the question of investigating difficulties companiegy face
entering the Chinese market. The purpose of this thesis has therefore been to answer the

following research questions:

Research Question 1

How can cross-cultural differences affect the negotiation process between Swedish
SMEs and Chinese companies?

When analyzing cultural differences and comparing the five cultural dimansiodel
(Hofstede 199]) to theempirical datawe can identify both similaritieand differences.

We argue that Chinese people value relationships between negotiatorsofeagm f
countries to a further extent, in coarson to what we do in Sweden. Moreower, a
negotiation process to become successful and benefit both parties, negotiators from
Swedish SMEs have to adapt themselves accordingly to the Chinese cultadjuse.

their time plan and strategy accordingly to what a Chinese businessman would expect.
To clarify, we argue that corporate managers in Sweden have to adjust their time plans
better and include the time it will take to create a relationship with thee€i
counterpart. Furthermoreve claimthat Swedish managers have less focus on who they
are dealing with during a negotiation process. In Sweden, the main goal of a negotiation
is to settle the deal andove on. The goalof negotiations differs in Chinaccording to

our findings, since in China it is rather create a relationship that will beriagicial in



the long run, i.e. company managers have to be aware and consider cultural differences,
such ashow time is an essential factor that affects thecaue of the negotiation.
Another aspect thdits the description of Otypical Chinese characterist&séated to

power distance and levels of hierarchy fact, the differences in hierarchal aspects
between China and Sweden should be taken into @masion when negotiating with

the Chinese.

To summarize, in this research, we have identified several-cutssal differences that

we believe affect the negotiation proc@s<hina.As previously mentioned, Hofstede
describes th€hinese businessmas aperson who strives to achieve personal success
to some extenbut for most, values and strives for thell-being of the entire group.

We argue however thdtow Chinese culturas describedas very collectivistic does not
correlatewith our results. Acording to our findingsrossculturaldifferencescanaffect

the negotiation process in different ways. One way is to be prepared for the underlying
motives when negotiating with the Chine&&hinese businessmen, accorditogour
findings tend to focuson personal benefiig negotiationsi.e. enhancing hi®wn role

for personal profits. We arguhat cultural differencethat relatesto what motivates a
personwill have anessential affeabn thenegotiation proces®lot being aware of, and
without cdculating for the extra time that it takes to get a deal daeebelieve to be a
reason why thenegotiation processfalls through. Furthermore, we argue that the
different levels of hierarchy in Chinese companies affect the negotiation process
because th Swedish negotiator is likely to encounter a paper pusher at the initial stage
of the negotiation. If the Swedish businessman is not aware of this cultural difference,
will it result in a less profitable deal.

SubQuestion 2

How do business communication affect an international business negotiation?

After we have analyzed o@mpiricalfindings regarding the secomdsearchguestion,
we have come to the comsion that how you speak amutesent yourself as a
representative from a Swedish SME, will hare essetmal impact on the outcome of
negotiation We argue thabeing prepred for different strategies and tacticshen
entering a negotiation will make it easgrd possibly also more successti further
argue thaBSwedish negotiatorare to beseen as factual and analytical, while negotiators



from Chinainstead are seen as intuitive and normative negotialberefore are the
Swedish negotiatonsiore likely to present logical angents in a discussion along with
further relying on clearfacts andstatisticsas the core aspect négotiation.A Chinese
manager ido be seen as less logichly Swedish perspective in his argumeritke
Chinese managerdso prefer to keep the communication centralized around the price,
in order for them to get a betteeal.

As a result of ourresearch we have identified how communication affect an
international business negotiation and one aspect we believe are of high importance is
related to how Swedish negotiators communicate their offéesargue that Chinese
busnessmen are more likely to pagttention to how the Swedish negotiator
communicatesf he doesnOpresent onlyfacts and statistics. Insteadie believe it
would be more beneficiafor the Swedish negotiators to focus descibing how the
Chine® counerpart will make morenoneyin the future.To summarizewe argue that
busiress communications play @ssential rolén the international negotiation process
i.e. the better one iprepared to face different communication stylstsategies and
tactics,the more positivehe outcomewill be. Ighoring this fact and kelieving that
evaything worksin the same way as it do8sveden, willput you in a bad starting point

that will have negative consequences.

SubQuestion 3

How do different negotiation styles affect the negotiation process?

Our findingsshowthat Chinese businessmen ws@egotiation style with the purpose of
building relationships We argue thatat centralize the negotiation process around
building a relationships to beconsideredas anegotiation style. This negotiation style
has adifferent purposgthat isto establish a relationship rather thaakea quick one

time deal. Thereforeve argue thahe Chinesareless sensitive to time in their style of
negotiating. They simply take \atevertime is needed to finish the task. Furthermore,
in relation to Chinese negotiation styles, we have come to the conclusion that they are
more likely to take risks when negotiating, i.e. they would rather take risks if they
believe it will give them aquick profit, without the longer perspective in mind.
Analyzing how the Chinese businessmen act in negotiatioterms of formality and
how direct the ngotiation is, we can see haBhinese negotiation styarerather less



direct and less formaln contrast toSwedish customsAnother aspect that makes the
negotiation furtherndirect is related to hierarchi typical negotiation stylen China,

is when alow level employeewithout authority initiateghe negotiatia This is by
Swedish perspectiveesn as more of a threshold rather than to actually negotiate. This
is due to stronger hierarchwhere the low level employees simply do not have the
same authority in contrast to what one could expect in a Swedispany. Therefore,

we argue that negagtion with a norauthorized negotiator is less direct and less
fruitful. To summarize different negotiation styles play an important rolehiow
negotiatorsconduct business in China. Different styles can be,ubatl areperceived

both as positivdy and negativdy in the negotiation processrhis is due to several
reasons:Firstly, the negotiation styles used by the Chinese makes the negotiation
processmuch longer in contrast to what one could expect in Sweden. This is mainly
because that they want boild a relationship, but also kagse that they try to exhaust
the Swedish negotiator, which is perceived negativeBecondly, the Chinese
negotiation styles has tendency of asking for too mugha processnot only in terms

of price but also in tersof having the Swedish company taking all the rigksally,
haggling over the price by the unauthorized Chineseployees is perceived as an
annoying part of the Chinese negotiation stylae Swedish negotiators see this as
nothing but a stepping stonased to reach and negotiate with the authorized manager,
which is in many casas the CEO or owner

6.1 Theoreticaland manageriatontribution

Since the world of business is becoming further globalized, comes the necessity of
communicating with other cuwires. When doing so, is it important to avoid
complications when doing business. No business can be conducted without an offering
along with an acceptance by the parties involved. This process of negotiation is
unavoidable and therefore valuable for aimpanies. We argue that the reason for
studying negotiation is further important when the negotiation is intercultural, since
there are more aspects to be considered. Therefore, it can be described as a more
difficult task to negotiate internationally. Ouesearch has added insights in how an
intercultural business negotiation between a Swedish SME and China should be in order
to be successful. Moreover is our research describing what not to do, which figuratively
speaking can be described as what toedmetep on. The aspects to avoid are being



considered as equally important as the aspects of what to do, since both has the potential
of making the business venture fall through. We believe that our research is contributing
especially in the aspects toad, since less research is to be fouwaltbut what a
negotiator from a Swedish SME should avoid when negotiation in China. We argue
how this could be of more practical use for Swedish SMEs that negotiates with China in
contrast to other previous researchhis is because our research is centralized around
what affects crossultural negotiations and therefore is the phenomenorhasiged

and studied thoroughlyTherefore, we consider our thesis to be applicable on
operational level of negotiations to athar extent.

6.2 Recommendation®r future research

We argue that further research within the field of cimgdtural differences isomething

that will be neededor future researchers to look into, since cultures around the world
are evolving and new dryounger generations are replacing the older generations. New
traditions and values are to appear and change alongside the generation change.
Resarchers should focus on examinthg new and younger generation of businessmen

in China to a further extersince they are the ones that will be of greater importance
tomorrow. Another important aspect is how the generation change will affect Swedish
SMEs trying to negotiate on the Chinese market. We believe that the Chinese culture
will not change over night, Ut since the rapid changes around world in terms of
globalization and internationalization, Swedish SMEs will turn their focus to foreign
markets whenever there is an opportunity for profitable business, and markets such as
China could be their next stegjnce China recently became the world«s largest
economy (Forbes, 2014). In our research, we have come to the conclusion that perhaps
the most important aspect that has an effect on the negotiations is related to the personal
gains of Chinese businessmerhefefore, we argue that further studies related to
cultural difference dealing with Chinese companies will be needed. We suggest
therefore to limit the research on analyzthg new and younger Chinese businessmen
and characteristics such as personal galirbe of importance for future Swedish SMEs
negotiating with the Chinese market in the future. By further analyzing this, we argue
that initial complications and barriers that may occur when dealing with foreign

markets, will decrease
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Appendices
Appendix ABlInterview guide

Introduction

1. Can you describe for us what your companies main business is?

2. Can you tell us about yourself and your role in the company?

3. How many markets is your company currently active on?

4. When did your company start doing busir@sshe Chinese market?

5. Why did you decide to do business with the Chinese market?

6. Is it your personal opinion that it is easy or difficult to negotiate with the Chinese

market?

Cultural differences

1. What do you believe to be the largest diffiee2in how we do business in Sweden
compared to China?

2. What do you perceive to be the largest cultural differences in negotiations between
you and representatives from China?

3. Do you feel that the people you are negotiating with follow a stecatahy or are

they allowed to make own decision regarding the negotiation?

4. Do you perceive Chinese negotiators to be more individualistic or collectivistic i.e. a
person who thinks O10 or OWeO?

5. What would you say negotiators from China are mostigvated by?

6. Do you perceive the Chinese to have a different level of concern for the future, in
terms of uncertainty avoidance?

7. Would you say that Chinese negotiators tend to follow traditions more or are they
willing to embrace changes?

8. Have yu faced any obstacles related to culture in your negotiations?

9. Do you find the Chinese to value relationships differently compared to Sweden?

10. Do perceive the purpose of a negotiation between Swedish and Chinese companies
to differ? For example geng the deal done quickly or building a relationship



Negotiationsstyles

11. When you are negotiating with Chinese companies. Who is it that you are
negotiating with? Is it a representative from a sales department or a person from
management?

12. Woull you say that they Chinese are more willing to take risks in negotiations?

13. Do you perceive a difference regarding length of negotiations with Chinese
companies compared to Swedish companies?

14. Do perceive the Chinese to have a high concern forigtarest when negotiating?
Win/win or win/lost

15.Have you perceived a difference in formality level and the importance of it?

16. Do you perceive the Chinese to express their emotions differently?

17. Do you perceive a difference in the willingnespubcommitments in writing?

Communicationsand businesdehavior

18. Do you perceive the communication in China to be more verbal and direct-or non
verbal and indirect?

19. How do you deal with conflicts in a negotiation with a Chinese counterpart?

20. Would you describe conflict resolution in negotiations with Chinese companies to
be different compared to Swedish?

21. Do you feel that the Chinese consider facts to a further extend then Swedish people?
22. Do you perceive the Chinese the exploit barggipower differently?

23. How do you perceive the Chinese problem solving ability in terms of creativity?

24. Do you perceive the Chinese negotiating arguments to be logical to a different

extent?



