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Abstract	
With	 the	 deepening	 of	 economic	 globalization,	 the	 trade	 between	 China	 and	 other	
countries	has	become	more	frequent,	and	cross‐cultural	business	English	negotiations	
have	played	an	important	role	in	economic	activities.	However,	different	countries	and	
regions	have	different	 cultures,	and	 cultural	differences	have	a	 significant	 impact	on	
business	negotiations.	Culture	is	an	important	symbol	of	social	progress,	and	business	
English	negotiations	also	 include	 a	 large	number	of	 cultural	 elements	 in	China.	This	
paper	starts	from	the	perspective	of	cultural	confidence,	studies	China’s	business	English	
negotiation	 strategies,	 explores	 the	 effectiveness	 of	 different	 negotiation	 strategies,	
breaks	through	the	barriers	caused	by	cultural	differences,	and	promotes	the	success	of	
business	negotiations,	thereby	promoting	China’s	foreign	economic	development.	This	
paper	 aims	 to	 investigate	 the	 impact	 of	 cultural	 confidence	 on	 business	 English	
negotiation	 strategies	 and	 propose	 cross‐cultural	 business	 English	 negotiation	
strategies	within	 the	 framework	 of	 cultural	 confidence.	 Cultural	 confidence	 plays	 a	
significant	role	in	business	negotiations	by	involving	the	recognition	and	display	of	one’s	
own	 culture,	 enabling	 business	 professionals	 to	 better	 understand	 and	 respond	 to	
negotiators	from	diverse	cultural	backgrounds.	In	this	paper,	we	will	first	introduce	the	
concept	and	importance	of	cultural	confidence,	as	well	as	the	characteristics	of	business	
English	negotiations.	Subsequently,	we	will	explore	negotiation	strategies	 in	different	
cultural	contexts.	We	will	discuss	how	cultural	confidence	can	be	effectively	established	
and	demonstrated,	taking	into	account	various	cultural	backgrounds.	
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1. INTRODUCTION	
The trend of global economic globalization has become increasingly evident, and 

international trade between different countries around the world is increasing. Business 
negotiations refer to the activities conducted by buyers and sellers to facilitate transactions or 
resolve disputes and achieve their respective economic interests. Business English has become 
an essential tool in international business negotiations, promoting global economic 
development. Business negotiations not only require mastery of negotiation skills but also 
various aspects of knowledge such as professional technology, laws and regulations, and social 
etiquette. Especially in the process of business English negotiation in international trade, it also 
involves business English terminology, international trade expertise, and cultural differences. 
With the advancement of globalization and the increase in cross-border business 
communication, business English negotiation has become an essential part of commercial 
activities. However, due to cultural differences in different countries and regions, cross-cultural 
business negotiations face unique challenges. In such an environment, cultural confidence, as a 
strategic resource, is crucial for successful business English negotiations. 
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Culture is a symbol of a country’s social progress and a potential social norm that needs to be 
considered in various economic activities. Culture is a common behavioral pattern and value 
system formed for a specific society and population in the long historical process. Influenced by 
different cultures, there are differences in language characteristics, thinking patterns, and 
values in business negotiations. Cultural confidence refers to the affirmation of one’s own 
culture. Cultural confidence can be understood as the degree of recognition and self-assurance 
in one’s own culture, exhibited by individuals or organizations. In business negotiations, 
cultural confidence enables business professionals to better understand and respond to 
negotiators from different cultural backgrounds, thus achieving cooperation and consensus in 
problem-solving. Cultural confidence not only operates at the individual level but also holds 
significance for multinational corporations and international organizations. 

Conducting business English negotiations from the perspective of cultural confidence means 
that business professionals should possess a deep understanding and recognition of their own 
culture and skillfully showcase it to others, while respecting and accepting cultural differences 
of the counterpart. The manifestation of cultural confidence goes beyond mere superficial 
expressions of language and etiquette, but also involves understanding and respecting values, 
belief systems, and behavioral norms. This paper aims to investigate the impact of cultural 
confidence on business English negotiations and provide corresponding strategies and 
guidance for cross-cultural business negotiations. We will explore negotiation strategies in 
different cultural contexts, as well as key elements in establishing cultural confidence. Through 
case analysis and empirical research, we will validate the effectiveness of these strategies and 
provide practical advice for business professionals in conducting business English negotiations 
from the perspective of cultural confidence. 

In the context of globalization, establishing business English negotiation strategies within the 
framework of cultural confidence is crucial for promoting cross-cultural business cooperation 
and resolving difficulties. The research in this paper will provide guidance for business 
professionals on how to deal with cultural differences, thereby enhancing their negotiation 
skills and success rate in cross-cultural business environments. 

In business negotiations, it is necessary to maintain cultural confidence, appropriately 
recognize cultural differences, promote the completion of business negotiations, and formulate 
scientific negotiation strategies. 

2. OPENING	STRATEGIES	

The opening phase of negotiation, also known as the “ice-breaking period,” sets the 
foundation for the rest of the negotiation process. The effective use of opening strategies 
directly influences whether a party can gain an advantageous position in business negotiations 
and maximize negotiation outcomes, ultimately affecting the final negotiation outcome. 
Therefore, choosing the right opening strategy is crucial. From a cultural perspective, this 
means selecting an appropriate opening strategy based on the other party’s cultural 
background. 

2.1. Reserved	Strategy	 	

In the context of cultural confidence, the strategy of reservation in business English 
negotiations refers to the cautious approach of withholding or carefully disclosing information, 
positions, or commitments. It is a negotiation strategy used to maintain control, observe the 
other party’s reactions and strategies, and protect one’s own interests. The reservation strategy 
is based on the belief that preserving a certain level of discretion and withholding information 
can provide flexibility and leverage in negotiations. It allows negotiators to carefully assess the 
cultural dynamics, communication styles, and intentions of the other party before revealing 
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their own positions or making commitments. By adopting a reserved approach, negotiators can 
maintain cultural confidence and navigate the negotiation process with strategic caution, 
ensuring that their interests are adequately protected and maximizing the potential for 
achieving mutually beneficial outcomes. 

A reserved opening strategy refers to negotiators adopting a conservative attitude and not 
directly expressing their own position and views. This strategy can be employed when 
negotiating with individuals from conservative societies. Expressing one’s thoughts in a subtle 
manner and using indirect speech methods are more in line with the other party’s cultural 
background and more likely to be accepted. 

2.2. Candid	Strategy	 	

A candid opening strategy involves negotiators openly and directly stating their thoughts, 
goals, and intentions. In the opening stage, directly express one’s position and expectations to 
demonstrate sincerity and goals. This helps build trust and credibility, promoting mutual 
understanding and cooperation. It is also acceptable to present proposals from the other party’s 
perspective to encourage a positive response and strive for a common opening goal. In the 
opening stage, actively propose viable solutions or suggestions to showcase professional 
knowledge and abilities. This can encourage the other party’s involvement and positive 
response, propelling the negotiation process forward. This strategy can be employed when 
negotiating with individuals from more open-minded countries. Being straightforward and 
expressing one’s demands can create a favorable impression and align better with the other 
party’s cultural background. The upfront opening strategy emphasizes showing respect and 
understanding towards the other party’s culture. Adhering to cultural etiquette and beliefs and 
avoiding offense or harm to the other party’s feelings. 

3. PRAGMATIC	STRATEGIES	

Language plays an irreplaceable role in business negotiations and has a significant impact on 
the success or failure of the negotiation process. Therefore, it is essential to skillfully employ 
various pragmatic strategies to facilitate smooth business negotiations. By flexibly applying 
pragmatic strategies, one can successfully overcome cultural barriers and establish good 
cooperative relationships in business English negotiations. Pragmatic strategies within the 
framework of cultural confidence emphasize respect, understanding, and openness, 
contributing to more effective communication and negotiation outcomes. 

3.1. Cooperative	Principle	 	

The cooperative principle was first proposed by the renowned American linguist Grice in 
1967. It refers to the intentional or unintentional adherence to a certain principle during the 
communication process, where both parties cooperate and understand each other to effectively 
accomplish communicative tasks. Grice outlined four specific maxims of conversation 
cooperation: quantity, quality, relation, and manner. In negotiations, it is important to base 
interactions on sincerity, provide accurate information, and avoid fraudulent or deceptive 
behaviors driven by self-interest. Using concise, accurate, and organized language is particularly 
crucial in negotiations, especially when discussing price and quantity issues. Vague language 
should be avoided to prevent misunderstandings and negotiation failures. The cooperative 
spirit is a dominant factor in achieving win-win outcomes. Influenced by collectivist culture, 
China values cooperation and interpersonal relationships. Trustworthiness, emotional 
connections, justice, and righteousness are cultural values and national traits in China. 
Therefore, adhering to the cooperative principle is also a reflection of Chinese culture in 
business negotiations. The focus of the principle of cooperation is to establish a mutually 
cooperative and mutually beneficial relationship. By adhering to the principle of cooperation, 



World	Scientific	Research	Journal	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 Volume	9	Issue	10,	2023	

ISSN:	2472‐3703	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 DOI:	10.6911/WSRJ.202310_9(10).0008	

59 

business English negotiations can achieve better results and lay the foundation for long-term 
cooperation.  

3.2. Politeness	Strategies	 	

In business negotiations, negotiators not only need to ensure clear and precise 
communication of meanings but also pay attention to politeness and appropriateness in 
language details to create a polite and harmonious negotiation atmosphere. Politeness principle 
is an important pragmatic strategy in business negotiations. Moreover, China has long been 
known as a country of etiquette, so it attaches great importance to the politeness and 
appropriateness of language in business negotiations. The politeness principle mainly includes 
principles of sympathy, planning, generosity, humility, praise, and agreement. Language 
expression should be neither overly humble nor arrogant, striking a balance between 
respecting negotiation customs and safeguarding one’s own interests. In business negotiations, 
it is important to avoid using overly humble tones, derogatory or blaming language, or an 
arrogant tone. Additionally, it is preferable to minimize the use of the first person and use the 
second person instead. For example: (1) “We are confident in our product.” (2) “You will find 
our product satisfying.” Using the second person creates a sense of equality and respect, 
reflecting the politeness principle. From the perspective of polite and appropriate negotiation 
strategies, it demonstrates China’s emphasis on etiquette. 

3.3. Indirect	Implication	Strategies	 	

In business English negotiations, the strategy of indirect implication is a commonly used 
communication technique aimed at expressing or conveying information without direct 
expression, but rather through a subtle and indirect way to imply or guide the understanding of 
the other party.Use affirmative wording to express your opinions or needs instead of directly 
demanding or commanding the other party. For example, use words like “perhaps,” “maybe,” 
“possibly” to imply your expectations or suggestions. By posing questions, one can guide the 
other party to contemplate specific viewpoints or proposals. Through indirect means, the other 
party can reach conclusions or become aware of the importance of certain issues on their own. 
By employing metaphors or analogies, one can express their viewpoints or intentions in a more 
indirect manner to convey information. For example, comparing business relationships to the 
growth of plants implies that cooperation requires time and effort to flourish. In business 
negotiations, it is often necessary to use indirect and vague expressions instead of direct and 
unpleasant ones. This is where the use of euphemistic language comes into play. When 
expressing opinions or requests, it is common to use questions or negative interrogative 
sentences to indirectly convey meaning, making it easier for the other party to accept. For 
example: (1) “Could you possibly give us a discount?” (2) “Don’t you think our price is 
acceptable?” Additionally, when expressing a refusal, it is advisable to weaken the negative 
expression and avoid creating a negotiation deadlock. For example: “I know your proposal is 
reasonable, but we still can’t accept the price.” Speaker often precedes the denial of the other 
party’s statement with a statement of agreement to soften the tone and weaken the negation. 
Additionally, passive voice can be used for indirect expression. For example: “I am afraid a 
mistake is made here.” Due to China’s collective society culture, different from the individualistic 
culture emphasized in Western countries, and deeply influenced by Confucianism, Chinese 
people value “harmony” and tend to be humble and reserved in their interactions. Chinese 
people also have a characteristic of “saving face.” Therefore, using euphemistic language to 
express one’s thoughts is more common in business negotiations. This cultural characteristic is 
also reflected in business English negotiations. 
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4. CULTURAL	DIFFERENCES	COPING	STRATEGIES	
Due to the diverse cultural backgrounds of negotiators, there are differences in values, 

thinking patterns, concepts of time, language, and communication styles, which result in 
distinct communication methods and negotiation styles. Therefore, corresponding strategies 
should be adopted based on cultural differences to facilitate smooth business negotiations. 

4.1. Verbal	and	Non‐verbal	Strategies	

Different cultural backgrounds result in various language habits. Language proficiency 
directly affects the success of international business negotiations. To address language 
differences, it is crucial to understand the language variations between both parties before the 
negotiation and prepare relevant language materials. Avoid using ambiguous words to prevent 
misunderstandings. Additionally, it is important to be aware of potential differences in the 
meaning of words across different cultural backgrounds to avoid offending the other party and 
leading to negotiation failure. Avoid using slang and metaphors: Slang and metaphors can be 
understood differently in different cultures, leading to misunderstandings. In business English 
negotiations, it is advisable to use clear and concise language, avoiding excessive use of slang 
and metaphors. 

Non-verbal communication, which includes facial expressions and body language, is another 
form of communication that can vary across cultures. For example, in China, people may use 
laughter to ease awkward situations, while this may not be understood in some Western 
countries. Thumbs-up gesture is seen as a symbol of praise and encouragement in China, but in 
countries like Australia, it can be considered insulting and rude. Without sufficient knowledge 
of the other party’s culture, both verbal and non-verbal communication can lead to 
misunderstandings. Therefore, it is important to respect different cultures, refrain from making 
unfounded comments or criticisms about foreign cultures, and avoid allowing the other party 
to judge one’s own culture. Respecting each other’s cultural background, acknowledging 
cultural differences, and embracing cultural diversity are also manifestations of cultural 
confidence. 

4.2. Recognize	Cultural	Differences	and	Prepare	in	Advance	

Cultural differences not only manifest in language but also in customs and habits. For example, 
when conducting business activities with Arabs, accepting their invitation for “coffee” is a basic 
etiquette. Germans believe that formal attire is indispensable during business activities, and 
putting hands in trouser pockets is seen as impolite and lacking manners. When negotiating 
with British people, it is important not to wear a tie with tattoos and not to treat royal affairs as 
jokes. Westerners, especially British people, strictly adhere to scheduled time. On the other 
hand, Chinese people tend to arrive early to show respect and courtesy. African and Arab 
countries, however, have a weaker sense of punctuality and generally do not adhere to agreed-
upon times, preferring to postpone negotiations. 

Under the influence of different cultural backgrounds, negotiators often have different 
thinking patterns, which can lead to different, even opposing, results when considering the 
same event. If the negotiators fail to communicate in a timely manner or cannot empathize with 
each other’s perspectives, it is likely to cause intense conflicts and hinder the progress and 
outcome of the business negotiation. Taking Chinese and Western cultures as an example, 
Chinese people emphasize dialectical thinking, while Westerners focus on logic or analytical 
thinking. Therefore, negotiators should value cultural differences and thoroughly understand 
the business negotiation counterparts in advance to reduce conflicts and ensure a smooth 
negotiation process. However, it is not advisable to blindly imitate the other party’s habits, as 
this may hinder cultural diversity and result in a loss of initiative during the negotiation. It is 
important to maintain cultural confidence and draw on the wisdom of Chinese traditional 



World	Scientific	Research	Journal	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 Volume	9	Issue	10,	2023	

ISSN:	2472‐3703	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 DOI:	10.6911/WSRJ.202310_9(10).0008	

61 

culture, employing negotiation strategies such as “míng xiū zhàn dào àn dù chén cāng” 
(openly repair the plank road while secretly crossing Chencang), “yǐ yì dài láo” (wait at 
ease for the exhausted enemy), and “shēng dōng jī xī” (make a feint to the east while 
attacking in the west) to facilitate the negotiation process and achieve negotiation objectives. 

5. SUMMARY	

In conclusion, cultural confidence is a critical perspective to consider when it comes to 
business negotiations in the context of English language. The ability to navigate and adapt to 
cultural differences is essential for negotiators to effectively communicate, understand, and 
build relationships with their counterparts from different cultures. By recognizing and 
respecting cultural nuances, negotiators can avoid misunderstandings, bridge gaps, and foster 
mutual trust and understanding. 

Moreover, cultural confidence empowers negotiators to leverage their own cultural strengths 
and values during negotiations. It enables them to showcase their unique perspectives, 
traditions, and business practices, which can contribute to a more balanced and mutually 
beneficial outcome. At the same time, negotiators need to be open-minded and flexible, willing 
to learn from and adapt to the cultural norms and expectations of their counterparts. 

Successful business negotiations require a combination of linguistic skills, negotiation 
strategies, and cultural sensitivity. Negotiators who embrace cultural confidence as part of their 
approach can create an atmosphere of respect and trust, enhance communication effectiveness, 
and ultimately achieve fruitful and sustainable business partnerships. Therefore, it is crucial for 
negotiators to continuously develop their cultural intelligence and adapt their negotiation 
strategies to the diverse cultural landscapes they encounter in today’s globalized business 
world. 
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