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Abstract
Negotiation is a social and economic process people engage in daily. Business
negotiations may involve negotiating as an employee to justify tasks or remuneration
while a personal negotiation might include negotiating with a seller to get the best deal
out of a purchase. Thus, being an effective negotiator becomes an essential part of
communication and transactions. But how an individual develops an effective negotiation
behaviour is a question asked in multiple ways. Researchers have observed the effect of
culture on business negotiations with respect to the development of communication
patterns, construction of goals, choice of strategies, and the relative outcomes of the
negotiation. Researchers have also observed the role of gender in business negotiations
by analysing the impact of social role theory, relational accommodation theory, gender
stereotypes, and morality on the outcomes achieved by male and female negotiators. This
study aimed to connect the two dimensions of negotiation research i.e. culture and gender
by asking what is the nature of current literature about culture and gender in business
negotiations, and, are there any intersections or gaps in the literature? This study is
constructed under the interpretative paradigm, applying thematic-synthesis to review and
synthesize relevant literature published from 2008-2017. The findings highlight two main
categories i.e. the research focus and the research design. The first category (research
focus) shed light on research about culture and gender relating to ethics, aspiration levels
and goals of the negotiating party, cognitive and behavioural moderators, and perceptions
and stereotypes. The second category (research design) highlighted the implications of
research methods and participant profiles for business negotiation research. Overall, this
research project develops analytical themes and propositions from negotiation research
at the intersection of culture and gender. The project was conducted in preparation for the
design of future discourse negotiation research with emphasis on both, culture and gender.
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Chapter 1: Introduction

This study focusses on the intersectional effect of culture and gender on business
negotiations. The motivation to conduct this research was my personal interest in this
topic. | attended a module on business negotiations while | was completing my masters
at Singapore Management University in 2015. The module covered various concepts
around negotiation including BATNA, ZOPA, the effect of culture, and mediums of
negotiation. One of the compulsory parts of the class was to participate in negotiation
simulations structured around different roles and situations every week. While
participating in these simulations, I noticed a trend in the negotiating behaviour of my
classmates. | was especially intrigued by the negotiating behaviour of fellow Indian
women classmates who were very competitive in the simulation and used value-claiming
strategies for negotiation.

| found this observation of extreme interest and wanted to know more about the
same. After looking for literature to explain how the intersectional identity of Indian
women shaped these negotiation behaviours, | realised that there was a gap in the
literature which did not link the culture and gender literature in business negotiations.
There were various studies which addressed the impact of culture on inter- and
intracultural negotiations (Brett & Okumara, 1998; Drake, 2001; Fisher, 1980). Research
around Indian culture suggested that as India is low trust culture, Indians pursue heuristic
trial and approach for negotiations ending with sub-optimal outcomes (Gunia, Brett,
Nandkeolyar, & Kamdar, 2011). The honour culture and presence of high competition in
Indian culture makes for a highly competitive and value-claiming negotiating behaviour.
(Gunia, Brett, Nandkeolyar, & Kamdar, 2011). | found this explanation in line with my
observations about the Indians during simulations in the negotiation module. However,

the ideas intersected when | accessed the gender literature around negotiations.



I could not find even a single research project which addressed the negotiation
skills and behaviour around Indian women. Even the studies addressing the Indian culture
had a male-dominant research profile with less than 20% of females as their research
participants. This left me with general research conducted around women in business
negotiation. A majority of studies constructed around gender in business negotiations did
not address the other social categories like culture, that might have shaped their
negotiation behaviour. Women in business negotiations were perceived as
accommodating who followed relational goals during negotiations (Bowles & Babcock,
2013; Eckel, De Oliveira, & Grossman, 2008). This theory was constructed on the basis
of social role theory which expected women to assume relational roles which would
promote coherence and harmony (Babcock, & Laschever, 2003).

Though this theory fits the gender roles of most of the Indian households, I did
not align with the negotiation behaviour I observed in the class and otherwise. The women
around me, including my family members, friends and colleagues were always very
competitive and tried to get the best deal possible. However, the lack of literature did not
explain these two conflicting observations. This was true for other cultures, too. This
research project was framed to identify these gaps in the literature and answer the question
of what was the overlapping impact of culture and gender on business negotiations. This
thematic-synthesis is my first step in the research journey to build a framework for future
primary research, especially addressing my interest in understanding the negotiation skills

of Indian women.

1.1 Aim of the Study

The primary aim of this study is to understand the intersectional role of gender and
culture in business negotiations. It focusses on addressing the issues of generalizing the
negotiation behaviour of individuals on the basis of one social category (for instance age,

gender, or culture), ignoring the interdependence of these social factors on each other.



The goal of this research is to synthesize the literature on culture and gender in business
negotiations together to understand what the focus of researchers in this subject area has
been and how the researchers designed those studies. It addresses the main question:
“What is the role of both culture and gender during business negotiations? The research
questions specifically developed for this study are:
1. What are the most prominent themes in the literature (2008-2017) of business
negotiation studied through the lens of culture and gender?
2. What factors are at the intersection of culture and gender in business
negotiations?
3. What are the gaps and complexities at the intersection of culture and gender
in business negotiations?
4. What are the future possibilities for primary research about the intersection of

culture-gender experiences of business negotiations?

1.2 Organization of the Study

This dissertation includes five chapters. Chapter one outlines the rationale of this
research by addressing my motivation for this research. It highlights the gap in the current
literature about the integrating effect of culture and gender in business negotiations and
informs the aim of the study by detailing the research questions answered in this study.

The second chapter reviews the theoretical literature that underpins the study. The
chapter begins by answering what is negotiation? The important concepts of the
negotiation process, integrative and distributive negotiation processes, negotiation
strategies/ styles, and the role of interests, rights, and power in the negotiation are
canvassed. Secondly, the chapter reviews how the literature on culture has been framed.
Covering the concept of culture and different cultural frameworks such as Hall (1989)
and Hofstede’ theories (1984) are applied to develop the theories of intercultural business

negotiations. Lastly, this chapter provides an overview of gender research in business



negotiation by addressing the social role theory and current issues in business
negotiations.

The third chapter elucidates on the research methodology adopted for this
dissertation. It explains the underpinning philosophical framework behind this study by
reflecting on the concepts of relativist ontology under the constructivist epistemology and
interpretative paradigm applied to the dissertation. It introduces the tool of
intersectionality in qualitative research and covers the use of intersectional reflexivity by
the researcher. The chapter also throws light on the process of selection of journal articles
published from 2008-2017. It details the concept of thematic-synthesis applied to the
dissertation to generate this qualitative research by detailing the process of collecting,
coding and categorizing using NVivo. Lastly, the chapter identifies the two research
categories from the thematic-synthesis that informed the development of the analytical
themes of this study.

The fourth chapter of this study presents the research findings of this thematic-
synthesis. The findings are presented in two main categories: research focus and research
design. The two categories look at the culture and gender literature together to uncover
what has been the focus of researchers in the past ten years (2008-2017) and how this
research has been framed by the researchers. The category of research focus was further
bifurcated in the sub-categories: business ethics, aspiration level, and goals of the
negotiating parties, cognitive and behavioural moderators, and perceptions and
stereotypes. These sub-categories address each of the topics in relation to culture and
gender literature together. The category of research design includes the sub-categories:
research participants, negotiation tasks/ issues, and data collection and analysis. It
analyses the methodology adopted by the authors of the selected journal articles to find

the gaps and complexities in the current literature. This chapter informed the development



of the following intersecting themes from the literature of culture and gender in business
negotiations:
T1: Understanding negotiating behaviour in the context of inter vs. intracultural and
inter vs. intragender based negotiations
T2: There are conflicting results in culture and gender research in business
negotiations
T3: Stereotypical gender-based negotiation strategies and outcomes are affected by
the difference in social status across cultures
T4: Research based on negotiation simulation lacks consideration of the macro and
micro environment
The last chapter, Discussions and Conclusions is divided into two sections. The
first sections explicitly detail the themes generating in the Research Findings and develop
the following propositions:
P1: Relationship between the negotiating parties is the key to future investigation of
the negotiation process from the dual lens of culture and gender.
P2: Researchers need to analyze the negotiations on the dyadic level to incorporate
the change in negotiating behaviour as per the gender or culture of the involved
negotiating parties
P3: Business negotiation research from the context of culture and gender has focused
on the comparative analysis of one group with other (men vs. women, East vs. West).
P4: There is a generalization of the concept of gender and culture in business
negotiation research overlooking the complexity of cultures within cultures (For
instance, Khasi and Kharbi in Indian culture) and genders (LGBTQI).
P5: A change in social status affects the power of an individual changing their

negotiating behaviour.



P6: Research on business negotiation should incorporate the social status and power
structure of an individual developed from their intersectional exclusivity.

P7: Business negotiation research should understand the overdependence on
negotiation simulations which oversimplify the negotiation process.

P8: There is a need for application of discourse-based analysis for understanding
the underlying factors of the negotiation process which include the rationale behind
negotiator’s goals, strategies, and outcomes of the negotiation.

The second part of Discussions and Conclusions chapter answer each research
question by applying the findings and propositions developed in the earlier chapters. It
then includes my personal interpretation of these results under the concept of
intersectionality. This chapter concludes with the limitations of the study,

recommendations for future research and the final remarks.



Chapter 2: Literature Review

2.1 Introduction

This chapter reviews the literature on about business negotiations from the
perspective of both, culture and gender. It begins by defining the concept of negotiation
by exploring the literature on the key concepts like the negotiation process, integrative
and distributive negotiation processes and power, interest, rights, and power-based
negotiations. Secondly, the focus shifts to the concept of culture and its role in business
negotiations. The discussion focusses on literature that investigates models and processes
of negotiation conducted in an international space. The aim is to identify processes that
enabled negotiators to gain the best outcomes during intercultural negotiations. Thirdly,
this review seeks to examine how the role of gender in business negotiations has been
studied in the past and identify gaps in negotiation literature about the intersection of
culture and gender. The research process that underpins the literature is identified in order
to critically evaluate the strengths and weaknesses of the journal articles used as. This
chapter concludes with a discussion about the interdependence of gender and culture in
business negotiations and introduces the concept of intersectionality currently lacking in

negotiation research on gender and culture.

2.2 What is a business negotiation?

Negotiation has been defined as a “social interaction, conducted between two or
more parties with the objective to resolve a conflict or achieve a perceived goal”
(Carnevale & Pruitt, 1992, p. 532). It involves a process of back and forth communication
involving the exchange of priorities and interests until the parties involved reach an
agreement (Pruitt, 1981; Ury Brett, & Goldberg, 1988). Thompson (2005) broadened the
definition of negotiation by adding that negotiation moves beyond business transactions
to affect the way people negotiate in both personal and business spheres for instance, in

personal relationships, negotiating salaries, and making career decisions. While some
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authors posit that the main aim of the negotiator is to influence the other parties to make
a decision beneficial to them, the others suggest that it is a constructive process where the
parties work together to achieve collaborative gaols (Adler, 2002; Zartman & Berman,
1982). This chapter examines literature that examined the influence of culture and gender
on goal-setting and decision-making regarding strategies to be employed.

Types of business negotiation referred in this literature include negotiating
amongst individuals or teams coming from a same or two or more different organisations
who bring their values, interests, and priorities (Cohen, 2002; Pruitt & Rubin, 1986).
Inter-business negotiations involve parties from two different organisations, for example,
buyer-seller negotiations in terms of products, services, or mergers and acquisitions.
Intra-business or workplace negotiations are conducted by individuals belonging to the
same business group or organisation. These include negotiations between the employees
about job roles, working conditions, appraisals, salaries, grievances, conflicts, and

promotions.

2.2.1 The Negotiation Process

A negotiation process starts with strategy and planning before the actual
negotiation and ends with the final outcomes (Thompson, 1991). The three main phases
comprising the negotiation are preparation for the negotiation, the actual negotiation,
and its outcomes (Ghauri, 2003; Salacuse, 2003). The first phase i.e. the preparation of
negotiation involves understanding the issues to be negotiated and the parties to the
negotiation. The preparation stage is often considered more important than the actual
negotiation as one can negotiate for themselves only when they prioritize their interests
by categorising the issues which would be essential and the ones which could be trade-
offs (Fisher, Ury, & Patton, 1991; Sebenius, 2017). The parties’ interests are the

motivators that drive the issues being negotiated. One aim in the preparation phase is to



identify the BATNA i.e. the Best Alternate to the Negotiated Agreement (Fisher et al.,
1991; Sebenius, 2017). The BATNA is considered as one of the most important tools
during any negotiation. It informs the negotiator about the next best alternative available
to the current negotiation. A negotiator can understand if the outcome or incentive
presented by the counterparty is a good one only if she/ he is able to compare it with
another alternative. It is often referred as a reservation price in the buyer-seller
negotiations which increases the bargaining power of the negotiator by providing her/
him the boundaries for the outcome being negotiated (Lax & Sebenius, 1985; Sebenius,
2017). Another important concept which arises from BATNA is the concept of ZOPA
(Fisher et al., 1991; Raiffa, 1982; Sebenius, 2017). ZOPA i.e. the Zone of Possible
Agreement, refers to the common ground or range where the goals of the negotiating
parties intersect and an agreement could be made. An important part of the preparation
of the negotiation is to also ponder upon the counterparty’s expectations. To prepare
competently, a negotiator needs to consider or assume the role of their counterpart to
understand their objectives, priorities, and BATNA in the current circumstances of their
negotiation. The two BATNASs provide the boundaries for ZOPA in which the outcomes
for the negotiation are said to be located (Fisher, et al., 1991; Sebenius, 2017).

The second part of the negotiation process comprises of the actual negotiation
conducted on the bargaining table (Ghauri, 2003; Salacuse, 2003). This is a complex
process which is affected by the participating parties’ goals, behaviour, and strategies.
The negotiation types, strategies and other factors influencing the negotiation are covered
later in this chapter. The last major element of the negotiation process is the outcome.
Negotiation outcome is the final agreement which has been decided mutually by the
parties involved in the negotiation. This outcome is dependent on the effective
implementation of the preparation and process of negotiation. The negotiation outcomes

can be fair, relational, collaborative, or compromising but can only be reached and



decided upon after the agreement of all parties in the negotiation. Whether or not the
negotiating parties reach an agreement is dependent on the effectiveness of the

negotiation process.

2.2.2 Integrative and Distribute Negotiation Processes

The literature predominantly examines two main approaches to negotiation,
integrative negotiation, and distributive bargaining. Distributive negotiation is referred
to as slicing the pie where the parties involved are fighting against each other to claim as
much value as possible. (Brett, 2000; Robbins & Judge, 2017). It is often sighted as a
short-term approach where the objective of the party is to win over the counterparty.
Distributive negotiation literature often suggests a lack of a strong relationship and trust
amongst the parties deducing in sharing the least amount of information about their
interests. This deficiency of direct communication about the interests and priorities results
in inefficient and suboptimal negotiation outcomes.

On the other hand, integrative negotiations are regarded as expanding the pie
where parties attempt to identify a range of creative options for resolution. The focus in
this approach to identify the issues that can be solved or discussed for mutually-benefiting
outcomes. The participants using the integrative approach to the negotiations work on
building trust by sharing information and aim to benefit an ongoing long-term
relationship (Robbins & Judge, 2017). Research has shown that negotiations involving
integrative negotiation process can achieve much better outcomes, both tangible and non-
tangible (Brett, 2000; Kelley & Stahelski, 1970). Integrative negotiations are asserted to
build trusting relationships on the basis where they are able to accomplish long-term goals
together. The integrative strategy is said to be a collaborative approach and is often

compared with the more competitive distributive process of bargaining. One question for
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this research is to establish whether these comparative approaches have been applied to

characteristics of gender and/ or culture in the previous research literature.

2.2.3 Negotiation Strategies/ Styles

Pruitt and Rubin (1986) identified four different types of negotiation strategies.
They developed the Dual Concern Model which was a framework for analysing the
relative approaches by self-interest or concern for others. They posited that a party’s
choice of negotiation approach is made by its prioritisation of one’s and the
counterparty’s concerns or interests. (Ury et al., 1988). On the basis of these interests,
negotiation strategy can be classified as competing, accommodating, avoiding,
compromising, and collaborating (Pruitt & Rubin, 1986).

Competing negotiating style is adopted by parties who approach the bargaining
table to win the negotiations. They are not interested in long-term relationships and are
in the negotiation to claim as much value to meet their own self-interest as they can. The
accommodating style is the opposite of the competing style where the negotiating party
forgets about their own interests and values the other parties’ interests with the focus on
building and maintaining a strong trusting relationship. It results in an ‘/ lose, You win’
situation as the negotiators give into the negotiation (Pruitt & Rubin, 1986; Ury et al.,
2015). Negotiators following the avoiding style may be passively-aggressive or dislike
confrontation. They avoid talking directly to the other party and end up stalling the
conversation or blocking the negotiation process from moving forward. The
compromising negotiation strategy is one where the parties bargain making concessions
meeting somewhere in the middle of the ZOPA but do not strive for achieving the best
possible mutual outcomes. Compromising parties may rush the negotiation process and
satisfy themselves with an economically viable and reasonable outcome by splitting the

difference or halving the pie. The collaborating negotiation style has been proffered as
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the best process for leading to a win-win situation which considers the interests and
concerns of both the negotiating parties. The strategy helps the negotiators in achieving
satisfaction about the outcomes and process, which enables the parties to build a strong
and trusting relationship with each other. This secondary research will seek to see if there
have been any research propositions that have aligned the four approaches with the gender

or culture of negotiators.

2.2.4 The Role of Interests, Rights and Power

Ury et al. (1988) identified that a negotiating party uses their interests, rights, and
power at different stages of the negotiation process influencing the goals as well as
behaviour demonstrated by negotiators. As discussed, interests are the particular values,
needs, and desires which an individual, or an organisation, want to fulfil through the
negotiations. Interests drive the commitment of negotiators to reach a satisfactory
outcome. These interests can be identified and formed by cultural norms. Negotiations
under this paradigm attempt to meet the involved parties’ interests by discussing their
interests in detail. Interest-based negotiations mostly take the form of problem-solving
negotiations with the objective to satisfy each the negotiators’ interests (Brett, Shapiro,
& Lytle, 1996). It is possible that gender and/or culture construct parties’ interests that
may influence their commitment during negotiation. How negotiation research considers
gender identity and cultural norms when analysing interests of negotiators is an area of
intersection that interests the researcher.

Rights include the law-abiding rules as well as social standards of fairness which
empower the negotiators to bargain on the basis of justice and fairness. Rights-based
negotiations usually occur when one of the parties on the negotiation table feel that their
rights are being threatened or breached. The aim of rights-based negotiation is, therefore,

to prove the factual evidence that illustrates and remedies the same threat or breach (Brett
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et al., 1996; Ury et al., 1988). Given the importance of gender equality and prevention of
cultural discrimination in business ethics, it would be expected that researchers would
increasingly explore the processes and outcomes of a rights-based approach to
negotiation.

Power-based negotiations focus on the balance or imbalance of power b<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>