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Abstract 
The role of business etiquette in negotiations is becoming more and more prominent 
under the background of economic globalization. International business negotiations 
take place between different countries and are influenced by the geographical and 
cultural atmosphere. Different regions have diverse values, ways of behaving and 
customs, and all these have an impact on the successful completion of the meeting. This 
paper illustrates the effect of transnational etiquette in international business 
negotiation, analyzes the cultural differences between Chinese and Western etiquette, 
and attaches importance to the application of transnational etiquette in international 
business negotiation. 

Keywords 
Etiquette; International Business Negotiation; Application. 

1. Introduction 

Why does transnational etiquette play a crucial role in international business negotiations? The 
reason is that the business exchanges have led to a large amount of international capital flows 
in current social interaction. A successful commercial negotiation not only leads to funds 
exchange, but also culture transmission, and can also rise to the level of diplomacy between 
countries. In the course of the meeting, etiquette can never be ignored. Compared with ordinary 
interpersonal etiquette, business etiquette is more prescriptive and has a strong economic link 
to business organizations. Among these, pay more attention to transnational manners with 
apparent cultural differences. 

2. Current Transnational Negotiation Etiquette Analysis 

Business etiquette refers to a code of conduct that business personnel needs to abide by in their 
business activities. It can restrict all kinds of behaviors in business activities, mainly to show 
mutual respect, which includes how to greet customers enthusiastically, how to successfully 
publicize their products, and how to properly solve business disputes (Huang,2012). 
Wu and Wang (2018) suggested that there are multiple factors affecting the success of 
international business negotiations. Among them, cultural differences have a profound impact. 
It is quite a pity that misunderstanding can result in conflicts, disputes and loss. Therefore, 
negotiators should understand the cultural background and customs of different countries, and 
formulate appropriate business negotiation strategies to promote an international negotiation 
quickly. 
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3. Etiquette Cultural Differences between China and Western in 
Negotiations 

3.1. Behavioral Expression Differences 
Influenced by cultural differences, there will be some discrepancies in behavioral expression 
among countries. Take gifts giving as an example. Gifts are the carrier of individuals' friendship, 
and negotiators usually send gifts to each other. Nevertheless, gifts in international business 
negotiation require having certain values to achieve favorable negotiation results. Chinese put 
more emphasis on the value of the item itself, considering the more expensive a gift is, the more 
emotional it is. However, westerners focus more on the cultural value behind gifts rather than 
the prices. 

3.2. Semantic Cultural Differences 
As a tool to convey our thoughts, only when semantics is interpreted accurately can it work. For 
example, in the eyes of the Chinese, white is mostly associated with death, which is an 
unfortunate sign. But in the west, white is used to express holiness. On the other hand, the 
number contains different doctrines. Chinese dislike four while westerners hate thirteen. 

3.3. Time Concept Differences 
The difference here is not reflected in punctuality, since both the Chinese and westerners are 
punctual in negotiations. It's about time concept difference. In China, it's a respect for the other 
side to come to an appointment in advance. While foreigners regard this as improper behavior 
(Zhang, 2014). What's more, before entering the topic, the Chinese will initially spend an army 
of time discussing irrelevant things to show kindness, but it's hard for westerners to 
understand. They see this as a lack of sufficient preparation. On the contrary, the Chinese hold 
the view that direct negotiations are contumelious. 

4. The Application of Transnational Etiquette 

4.1. Dress Etiquette 
Dress etiquette is the most basic etiquette in negotiations. International business is a very 
formal occasion, which requires traditional, solemn and elegant dress. Generally, men need to 
wear suits and ties, and the color of suit is usually black, gray and blue. Women's best choice is 
the professional dress. Take care not to be too bright or exposed. 

4.2. Greeting Etiquette 
The meeting is an important part of international business negotiation. Business personnel of 
both sides should pay special attention to introducing and shaking hands with each other. 
Introduction refers to the recommendation of own members to other parties, in which the main 
etiquette is to adhere to the principle of "women first" and "senior position first". As for 
handshaking, it's encouraged to shake for three seconds, not too long or too short. 

4.3. Negotiation Etiquette 
When negotiating, business people should use standard, proper and accurate language and 
show politeness. In addition to language, non-verbal communication can also be used, like 
gestures and facial expressions. But when negotiating with customers from different countries, 
the etiquette observed is different. Looking at others' eyes is rude in Japan, while it's a sense of 
sincerity in America. 
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4.4. Banquet Etiquette 
In order to create a good atmosphere and promote the smooth progress of the negotiation, both 
sides will entertain each other. This will further deepen their mutual understanding, enhance 
their friendship, and lay a good foundation for the success of business negotiation. The 
organizer shall determine the way of the banquet according to the preference of the other party. 
Pay attention to each other's hobbies and taboos to show respect. Dress properly and behave 
gracefully. 

5. Conclusion 

In the process of international business negotiation, personnel must abide by certain etiquette, 
which is not only the need to promote smooth progress, but also an important link to show the 
image of enterprises and even the country. However, due to the existence of cultural differences 
between countries, the etiquette in different countries must be various. In this regard, business 
negotiators should deeply understand the actual situation of each country, respect the cultural 
differences, and use reasonable transnational negotiation etiquette so as to avoid failure due to 
disrespectful behavior. This will ensure the success of the negotiation to achieve business goals. 
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