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Question:

What are some of the challenges
you've faced selling to international
markets?

Drop them in the chat below ¢



Today’s Agenda

e Theimportance of cross-cultural negotiations in sales

e Common etiquette and norms in the top 5 business
regions

e Tips for successful cross-cultural negotiations

e Understanding individual personality types in
negotiations
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Poll:

How often do you sell to
international markets?



Why is cultural awareness so important?
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Cultural differences impact communication styles,

requiring sensitivity and adaptability in negotiations.

Effective communication is at the heart of successful

negotiations.

Knowing common cultural norms can also help you

avoid some very awkward situations!

of successful sales negotiators
8 90 attribute their success to having a deep
/O understanding of cultural nuances

Forbes





https://docs.google.com/file/d/1FEFXsgp-enyS29TKS0tRm_kJ9eYQHhmL/preview

Crystal ©

Question:

Have you ever encountered
cross-cultural miscommunication?

What happened?

Drop them in the chat below ¢

(funny stories welcome!)
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Common Etiquette & Norms in Negotiation




North America

Value direct communication,
efficiency, and achieving concrete
results.

Cultural factors that influence
negotiation styles:

e Individualism

e Assertiveness
e Time-consciousness

Be Direct and Assertive
Communicate your objectives and expectations
clearly and concisely.

Focus on Data and Results
Support your arguments with concrete data and
evidence.

Respect Time
Value punctuality and adhere to scheduled
timelines.




Latin America

Value building relationships,
warmth, and indirect
communication.

Cultural factors that influence
negotiation styles:

e Collectivism
e Expressive communication
e Personalismo

Cultivate Personal Connections
Invest time in building personal relationships
and creating a friendly and warm atmosphere.

Be Flexible and Adaptable
Latin American negotiations can be dynamic
and fluid.

Embrace Emotional Expressiveness
Latin Americans often express emotions openly
during negotiations.




Europe

Value formal communication,
building relationships, and
consensus.

Cultural factors that influence
negotiation styles:

e Balance between assertiveness
and cooperation
Building long-term
relationships

Embrace Formality
Maintain a professional and formal approach in
communication and behavior.

Build Relationships
Invest time in building rapport and trust before
diving into negotiations.

Seek Win-Win Solutions
Look for mutually beneficial outcomes and
demonstrate a cooperative mindset.




Middle East

Value building personal
relationships, hospitality, and
indirect communication.

Cultural factors that influence
negotiation styles:

e Importance of trust
e Respect for traditions
e Wasta (connections)

Focus on Building Trust
Establishing a foundation of trust is essential in
Middle Eastern negotiations.

Practice Active Listening

Show respect by actively listening and allowing
counterparts to express their opinions and
concerns fully.

Understand Cultural Norms

Familiarize yourself with local customs and
traditions to avoid inadvertently causing
offense.




Asia

Value respect for hierarchy,
harmony, and indirect
communication.

Cultural factors that influence
negotiation styles:

e Collectivism
e Patience
e Theimportance of face-saving
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Practice Patience
Building personal relationships and trust is
crucial before diving into business discussions.

Respect Hierarchy and Face
Show deference to authority and avoid causing
embarrassment or loss of face for the other

party.

Use Indirect Communication

Pay attention to non-verbal cues and implied
messages - direct confrontation or refusal may
be avoided.
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Using Personality Insights in Negotiations

Understanding individual personalities is crucial in negotiations.

Personality traits shape how individuals approach negotiations,
communicate, and make decisions.

For example:

e D-types (Dominant) tend to be assertive and results-oriented,
preferring direct communication and focusing on achieving
goals.

e S-types (Steady) value harmony and stability, favoring
cooperative and collaborative environments with a focus on

building trust.







Crystal ©
Get connected

@ YOUR PROSPECT’S DISC

Dc (Architect)
Competitive, vigorous, efficient
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CONNECT WITH BOB CONNECT WITH CHRIS
[J HOW TO COMMUNICATE ‘ﬂﬁ

Communicate with a logical, + Follow

practical, data-driven approach.

Do

/ Address the meat of his About
concerns, even if it means diving

into strenuous detail

' Use specific, blunt language, as

Predict any prospect’s personality type:

INSTALL CHROME EXTENSION

CONNECT WITH PANCHO CONNECT WITH JAMIE


https://chrome.google.com/webstore/detail/crystal/nmaonghoefpmlfgaknnboiekjhfpmajh?hl=en
https://chrome.google.com/webstore/detail/crystal/nmaonghoefpmlfgaknnboiekjhfpmajh?hl=en
https://www.linkedin.com/in/perkinsbob/
https://www.linkedin.com/in/chrisredmondredholt/
https://www.linkedin.com/in/pancho-montesdeoca-echeverr%C3%ADa-5a67b458/
https://www.linkedin.com/in/jamestshanks/
https://www.linkedin.com/in/perkinsbob/
https://www.linkedin.com/in/chrisredmondredholt/
https://www.linkedin.com/in/pancho-montesdeoca-echeverr%C3%ADa-5a67b458/
https://www.linkedin.com/in/jamestshanks/

