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SAŽETAK 

Ovaj diplomski rad analizira pregovaračke kulture u Sjedinjenim Američkim Državama i 

Hrvatskoj, ističući ključne razlike i sličnosti koje oblikuju poslovne odnose u ovim zemljama. 

Pregovori u SAD-u karakterizirani su izravnim i učinkovitim pristupom, s naglaskom na 

postizanje konkretnih rezultata. Američki pregovarači preferiraju jasnu i otvorenu 

komunikaciju, dok su osobni odnosi često manje važni u usporedbi s poslovnim ciljevima. 

Proces donošenja odluka obično je hijerarhijski strukturiran, a sukobi se rješavaju izravno i 

pragmatično. S druge strane, pregovori u Hrvatskoj naglašavaju važnost osobnih odnosa i 

dugoročnih suradnji. Hrvatski pregovarači često prilagođavaju svoj pristup kako bi izgradili 

povjerenje i održali stabilne veze s partnerima. Komunikacija je također jasna, ali s većim 

fokusom na međuljudske odnose i razumijevanje kulturnih razlika. Intervjui s hrvatskim 

tvrtkama, poput Piteks d.o.o., Maraton usluge d.o.o., Videc Interijeri j.d.o.o., Tapetarija Videc i 

Sjever Sjeverozapad d.o.o., pružili su dublji uvid u njihove pregovaračke prakse. Svaka tvrtka 

naglašava različite aspekte pregovaranja, od fleksibilnosti i prilagodljivosti do izgradnje 

dugoročnih odnosa i učinkovitog rješavanja sukoba. Razumijevanje kulturnih razlika između 

američkih i hrvatskih stilova pregovaranja ključno je za uspješne međunarodne poslovne 

odnose. Prilagođavanje pregovaračkih strategija ovim specifičnostima omogućuje bolje 

rezultate i jača poslovne suradnje na globalnom tržištu. 

Ključne riječi: pregovaračka kultura, pregovarači, poslovanje, tvrtke, odnosi, intervjui 

 

 

 

 

 

 

 

 

 

 



 
 

ABSTRACT 

This thesis analyses the negotiation cultures in the United States and Croatia, highlighting 

key differences and similarities that shape business relationships in these countries. 

Negotiations in the U.S. are characterized by a direct and efficient approach, with an emphasis 

on achieving concrete results. American negotiators prefer clear and open communication, and 

personal relationships are often less important compared to business goals. Decision-making is 

typically structured hierarchically, and conflicts are resolved directly and pragmatically. In 

contrast, negotiations in Croatia emphasize the importance of personal relationships and long-

term collaborations. Croatian negotiators often adapt their approach to build trust and maintain 

stable connections with partners. Communication is also clear, but with a greater focus on 

interpersonal relations and understanding cultural differences. Interviews with Croatian 

companies, such as Piteks d.o.o., Maraton usluge d.o.o., Videc Interijeri j.d.o.o., Tapetarija 

Videc, and Sjever Sjeverozapad d.o.o., provided deeper insight into their negotiation practices. 

Each company emphasizes different aspects of negotiation, from flexibility and adaptability to 

building long-term relationships and effectively resolving conflicts. Understanding the cultural 

differences between American and Croatian negotiation styles is crucial for successful 

international business relationships. Adapting negotiation strategies to these specificities 

enables better outcomes and strengthens business collaborations in the global market. 

Key words: negotiation culture, negotiators, business, companies, relationships, interviews 
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1. INTRODUCTION 

 

Negotiation is a key part of business everywhere, but how people negotiate can be very different 

depending on their culture. Understanding these differences is important for building successful 

business partnerships. This thesis looks at and compares how negotiations are done in the 

United States and Croatia, focusing on the most important aspects that affect business in these 

two countries. 

The main issue is that cultural differences in negotiation styles can cause misunderstandings in 

international business. These misunderstandings can lead to conflicts or missed opportunities. 

This research focuses on the negotiation styles in the U.S. and Croatia, and how they affect 

business results. 

The purpose of this thesis is to explain the differences between U.S. and Croatian negotiation 

cultures, helping businesses to better understand and adapt to these cultural differences as well 

as adjusting their negotiation strategies and styles.  

The thesis gives an overview of business and negotiation cultures in the U.S. and Croatia. Then, 

it analyses how negotiations are carried out in each country. After that, real examples from 

interviews with Croatian companies are used to show how these negotiations work in practice. 

Finally, the thesis compares the two cultures and draws conclusions about their effects on 

business. 

The data sources used in this research include books, websites and studies on negotiation 

cultures, as well as interviews with five Croatian companies: Piteks d.o.o., Maraton usluge 

d.o.o., Videc Interijeri j.d.o.o., Tapetarija Videc, and Sjever Sjeverozapad d.o.o. To gather this 

data, structured interviews were conducted, focusing on their experiences and strategies in 

negotiations. The data was analyzed to find common themes like communication, decision-

making, and conflict resolution. 
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2. NEGOTIATION 

 

Understanding how to negotiate is a critical skill to build, benefitting both personal and 

business life since we negotiate all the time, without even realizing it 

(https://www.shapironegotiations.com/negotiations/the-stages-of-the-negotiation-process/ ). 

According to Cambridge Dictionary negotiation is „the process of discussing something with 

someone in order to reach an agreement with them, or the discussions themselves“ 

(https://dictionary.cambridge.org/dictionary/english/negotiation). Authors of the book “Getting 

To Yes” say that negotiation is „back-and-forth communication designed to reach an agreement 

when you and the other side have some interests that are shared and others that are opposed.” 

(https://www.pon.harvard.edu/daily/negotiation-skills-daily/what-is-negotiation/). There are a 

lot of different yet similar definitions of negotiation coming from different sources, one of them 

is also that negotiation is a strategic discussion intended to resolve an issue that both parties 

find acceptable (https://www.investopedia.com/terms/n/negotiation.asp). 

Negotiation, or how it is also called, bargaining, occurs when two or more parties engage in 

discussions to reach a consensus on a shared goal that they cannot achieve individually. In this 

process, the outcomes are typically interdependent, meaning that one party's gain often results 

in the other party's loss. Negotiation is a complex, competitive, and interactive process, 

influenced by various factors such as cognition, perception, emotion, motivation, and 

interpersonal skills, as well as the context in which it takes place 

(https://www.oxfordreference.com/display/10.1093/acref/9780198662242.001.0001/acref-

9780198662242-e-619). 

 Negotiation, at its core, is a dialogue between two or more opposing parties aiming to find a 

resolution to their issue. This process can occur at various levels, including personal, 

professional, or international settings. Instead of engaging in open conflict, the parties seek to 

identify common ground. 

Negotiation involves both giving and taking, with the expectation of a respectful conversation 

that satisfies both parties. Effective negotiation occurs when one can make subtle concessions 

while providing something valuable to the other party. Despite differing interests, the approach 

should minimize misunderstandings. A successful negotiation typically leaves both sides 

https://www.shapironegotiations.com/negotiations/the-stages-of-the-negotiation-process/
https://dictionary.cambridge.org/dictionary/english/negotiation
https://www.pon.harvard.edu/daily/negotiation-skills-daily/what-is-negotiation/
https://www.investopedia.com/terms/n/negotiation.asp
https://www.oxfordreference.com/display/10.1093/acref/9780198662242.001.0001/acref-9780198662242-e-619
https://www.oxfordreference.com/display/10.1093/acref/9780198662242.001.0001/acref-9780198662242-e-619
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satisfied and open to future discussions ( 

https://economictimes.indiatimes.com/definition/negotiation). 

2.1 Types of negotiation 

Very important part of negotiations is that the negotiation strategy may be influenced by 

the cultural background of the parties and their ethical standards. There can be a few types of 

negotiation like team negotiation, multi-party negotiation, positional negotiation, distributive 

negotiation and integrative negotiation.  

Team negotiations occur when groups from two organizations come together to reach an 

agreement, such as during a merger. These teams are made up of skilled negotiators who aim 

to achieve the best outcome. Multi-party negotiations, involving three or more groups, happen 

when multiple stakeholders need to agree. In positional negotiations, each side sticks firmly to 

their viewpoint, often leading to a deadlock. Similarly, distributive negotiation focuses on 

dividing resources, like negotiating a price, where one side "wins" and the other "loses." 

Integrative negotiation is more collaborative. It involves both sides discussing multiple issues, 

aiming for a balanced solution that benefits everyone, making it a more effective approach 

(https://economictimes.indiatimes.com/definition/negotiation). 

Apart from these, according to the Scotwork team (2024), there are other types of negotiation 

such as competitive, compromising, power-based, principled, adversarial, one-shot and 

repeated negotiations.    

Negotiation is based on the concept of win-lose scenarios, where one side seeks to achieve 

the most favourable deal, typically at the other party's expense.  

In compromising negotiation, both sides aim to find a middle ground, each trying to reach a 

solution that is acceptable to both. This strategy is often used while discussing salary, balancing 

the company's budget with employees' expectations. 

Power-based negotiation involves one party using its position of strength to set the terms of 

the agreement. A large retail chain would use its bargaining power to obtain a lesser price from 

a smaller producer, since it knows the producer relies on their trade. 

Principled negotiation focuses on shared interests rather than fixed positions, going for win-

win outcomes. For example, two companies might form a joint venture, combining resources 

that benefit them both. 

https://economictimes.indiatimes.com/definition/negotiation
https://economictimes.indiatimes.com/definition/negotiation
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In adversarial negotiation, parties view each other as opponents, leading to a confrontational 

process. This is common in legal disputes, where each side wants to win. 

One-shot negotiation happens when parties make a single deal with no future interaction 

expected, like buying a car from a dealer not planning to visit again, focusing only on getting 

the best terms. 

Repeated negotiation occurs between parties with an ongoing relationship, focusing on long-

term outcomes and trust. For example a long-term supplier agreements, where both sides want 

to keep their relationship. 

Competitive strategies might be preferred for maximized personal gains, while principled or 

compromising negotiations aim for mutual benefits and sustaining relationships.  

2.2 Steps in negotiation process 

To get started, it is important to recognize five basic stages of negotiation. The first one is to 

prepare, probe and propose, the second one is to define ground rules and exchange information, 

the third one is clarification on both sides, the fourth one is bargaining and problem solving and 

the fifth and the last one is to conclude and implement.  

The negotiation process begins with preparation, gathering information and understanding 

the issue from all perspectives. It is important to start early, as conflicts can arise unexpectedly. 

Instead of focusing on who is right, the goal is to be well-informed and propose solutions that 

work for both sides. 

Next, setting the ground rules and exchanging information with the other party. This is the 

time to establish trust, get to know their goals, and ensure both sides are comfortable. Open 

communication helps create a positive environment for successful negotiations. 

Clarification comes next. Before moving into formal negotiations, both sides need to confirm 

that they agree on how the process will go. Any remaining questions or uncertainties should be 

talked about at this point to ensure mutual understanding. 

Once everything is clear, the actual bargaining and problem-solving takes place. The 

proposed solution is presented, and the other side’s counteroffer is considered. The focus is on 

finding a compromise that benefits both parties, while paying attention to verbal and non-verbal 

cues throughout the discussion. 
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Finally, negotiations conclude with a formal agreement. It is important to ensure everyone 

understands the terms before moving forward with implementation. Following up ensures that 

the agreed-upon solution is effectively carried out and delivers the desired results 

(https://www.shapironegotiations.com/negotiations/the-stages-of-the-negotiation-process/). 

2.3 Negotiation styles 

A negotiator’s style falls into one of top five categories. Those are accommodating, avoiding, 

collaborating, competing and compromising (https://www.scotwork.com/negotiation-

insights/top-5-negotiation-styles/). An effective negotiator can identify which styles of 

negotiation will be most effective during a negotiation process and can successfully alternate 

between styles if needed (https://www.masterclass.com/articles/negotiation-styles).  

An accommodating negotiator prioritizes maintaining the relationship, often using the “I 

lose, you win” approach. They focus on easing tensions, repairing relationships, and building 

rapport for potential future concessions and respect. However, this style can be problematic, as 

continuously agreeing or openly sharing information may make one vulnerable to more 

aggressive negotiators. An overly accommodating approach may also appear insincere or 

patronizing, leading the other party to distrust intentions. 

The avoidance negotiation style aims to avoid conflict, often using the “I lose, you lose” 

model. It prioritizes neither the relationship nor the outcome and can sometimes come across 

as passive-aggressive. While it can help prioritize which conflicts to address and appear neutral, 

it may harm a company’s interests and relationships. Avoidance often provides only a temporary 

solution, potentially leading to resentment and disconnection. This style should be used 

carefully.  

Collaborators are valuable for working with others to find mutually beneficial solutions. 

They are good in problem-solving, creativity and using a "win-win" approach to meet 

everyone's needs without compromising their own interests. This style is ideal for overcoming 

challenges and building strong relationships but can require significant time and resources. If 

the other party is not open to collaboration, it may result in a poor deal despite the investment. 

Competitive negotiators are focused on winning and often use an aggressive approach, which 

can harm relationships. With a “win-lose” mindset, they avoid compromise, leading to lost 

partnerships. This style is risky, as it may be seen as bullying. However, it can be effective for 

quick resolutions, short-term goals, or dealing with similar opponent. If this style is used, 

https://www.shapironegotiations.com/negotiations/the-stages-of-the-negotiation-process/
https://www.scotwork.com/negotiation-insights/top-5-negotiation-styles/
https://www.scotwork.com/negotiation-insights/top-5-negotiation-styles/
https://www.masterclass.com/articles/negotiation-styles
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training in other methods like collaboration should be considered to maintain relationships and 

achieve better outcomes. 

The compromiser seeks mutually beneficial solutions by finding a middle ground, valuing 

both the relationship and the outcome. This approach works well with trusted partners and under 

time constraints and can resolve stalemates when other methods fail. However, it may leave 

everyone feeling dissatisfied and vulnerable to manipulation by competitive negotiators. 

Frequent use of compromise necessitates developing collaboration skills and integrating them 

into the negotiation style (https://www.scotwork.com/negotiation-insights/top-5-negotiation-

styles/). 

In Figure 1 below, 5 negotiation styles are shown. along with their importance of relationship 

and importance of outcome. There are also three additional styles lying “outside” the grid: 

borrow, con and rob.  The borrower style in negotiation involves being outgoing, generous, and 

detail-oriented, but may not follow the rule of reciprocity and can be secretive with information, 

leading to potential mistrust by others. The "con" and "rob" styles are unethical approaches that 

prioritize outcomes over relationships, with the con style inflicting deliberate damage to achieve 

its goals and the rob style going even further in harming the relationship. These unethical styles 

should never be used, but it is important to recognize if the other party is employing them to 

stop the negotiation  

(https://www.researchgate.net/publication/323887285_Collaboration_in_a_competitive_healt

hcare_system_negotiation_101_for_clinicians#pf4). 

 

 

 

 

 

 

 

 

Figure 1 Negotiation styles 

https://www.scotwork.com/negotiation-insights/top-5-negotiation-styles/
https://www.scotwork.com/negotiation-insights/top-5-negotiation-styles/
https://www.researchgate.net/publication/323887285_Collaboration_in_a_competitive_healthcare_system_negotiation_101_for_clinicians#pf4
https://www.researchgate.net/publication/323887285_Collaboration_in_a_competitive_healthcare_system_negotiation_101_for_clinicians#pf4
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                                 source: https://www.researchgate.net/profile/Andrew-Johnson-

99/publication/323887285/figure/fig1/AS:632155260612608@1527728967846/Negotiating-style-

preference-grid.png (access 26th of August, 2024) 

2.4 Negotiation skills 

Negotiation is a process in which two or more parties collaborate to find a solution that 

satisfies everyone involved. It can lead to a formal agreement, such as a contract, or a more 

informal arrangement, like a verbal agreement. Developing an understanding of negotiation 

techniques and the necessary skills can help achieve a favourable outcome 

(https://www.indeed.com/career-advice/career-development/negotiation-skills). Effective 

negotiators communicate clearly, listen and comprehend what others say, and use critical 

thinking skills (https://www.coursera.org/articles/negotiation-skills). Several negotiation skills 

that can be helpful while negotiating are communication, active listening, emotional 

intelligence, expectation management, patience, adaptability, persuasion, planning, integrity, 

rapport building, problem-solving and decision-making (https://www.indeed.com/career-

advice/career-development/negotiation-skills). 

Key communication skills involve recognizing nonverbal signals and effectively expressing 

yourself through verbal communication. Experienced negotiators adapt their communication 

style to suit their audience. Clear communication helps prevent misunderstandings that might 

hinder reaching a compromise.  

Active listening is essential for truly understanding the other person’s perspective in a 

negotiation. Unlike passive listening, where you hear but do not preserve the message, active 

listening involves fully engaging with the speaker. 

Emotional intelligence involves managing emotions and recognizing the feelings of others. 

Being aware of the emotional dynamics in a negotiation allows negotiators to remain calm and 

focused on the key issues.  

Just as a clear objective is set for negotiation, the other party likely has its own expectations. 

If reaching an agreement is difficult, adjusting expectations may help. Balancing assertiveness 

with collaboration is key to effective negotiation. 

Some negotiations take time, often involving renegotiation and counteroffers. Patience 

allows for thorough evaluation and the best outcome. Adaptability is also key, as circumstances 

https://www.researchgate.net/profile/Andrew-Johnson-99/publication/323887285/figure/fig1/AS:632155260612608@1527728967846/Negotiating-style-preference-grid.png
https://www.researchgate.net/profile/Andrew-Johnson-99/publication/323887285/figure/fig1/AS:632155260612608@1527728967846/Negotiating-style-preference-grid.png
https://www.researchgate.net/profile/Andrew-Johnson-99/publication/323887285/figure/fig1/AS:632155260612608@1527728967846/Negotiating-style-preference-grid.png
https://www.indeed.com/career-advice/career-development/negotiation-skills
https://www.coursera.org/articles/negotiation-skills
https://www.indeed.com/career-advice/career-development/negotiation-skills
https://www.indeed.com/career-advice/career-development/negotiation-skills
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and demands can shift unexpectedly. An effective negotiator quickly adjusts and develops new 

strategies as needed. 

Influencing others is a crucial negotiation skill, allowing for clear explanation of how a 

solution benefits everyone and gaining support. Along with persuasion, assertiveness is 

essential for confidently expressing opinions while respecting others' views. 

Effective negotiation requires thorough planning to clarify goals and establish terms. It's 

important to know the best possible outcome, minimum acceptable offer, and backup plan with 

different scenarios if no agreement is reached.  

Integrity, characterized by strong ethical and moral principles, is crucial in negotiations. 

Being respectful, honest, and considerate helps build trust with the other party. As a negotiator, 

honouring commitments and avoiding promises you cannot keep reinforces trustworthiness. 

Building rapport establishes relationships where both parties feel supported and understood. 

Clear communication and understanding the other side's needs reduce tensions, encourage 

collaboration, and improve the chances of agreement. Respect and active listening are essential. 

Negotiation requires strong problem-solving skills to address issues and find solutions. For 

example, if a price is too high, how can it be lowered? If a resource is scarce, how can 

availability be increased? Creative solutions are key to reaching compromises. 

Effective negotiators make decisive choices during negotiations, as compromise is often 

needed. These decisions can have long-term impacts on the company, so options should be 

carefully considered without overanalysing (https://www.indeed.com/career-advice/career-

development/negotiation-skills). 

Enhancing negotiation skills for professional or personal situations involves focusing on key 

areas. Building confidence and communication abilities is a great starting point. Balanced 

confidence helps prevent exploitation while maintaining a positive and approachable attitude 

(https://www.coursera.org/articles/negotiation-skills). 

The implementation stage should be planned by including milestones and deadlines in the 

contract to ensure commitments are met. Regular check-ins to review progress and adjust if 

needed may also be agreed upon. A dispute resolution clause, such as mediation or arbitration, 

can be added to handle any conflicts that arise (https://www.pon.harvard.edu/daily/negotiation-

skills-daily/top-10-negotiation-skills/). 

https://www.indeed.com/career-advice/career-development/negotiation-skills
https://www.indeed.com/career-advice/career-development/negotiation-skills
https://www.coursera.org/articles/negotiation-skills
https://www.pon.harvard.edu/daily/negotiation-skills-daily/top-10-negotiation-skills/
https://www.pon.harvard.edu/daily/negotiation-skills-daily/top-10-negotiation-skills/
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3. CULTURAL INFLUENCES ON BUSINESS NEGOTIATION 

 

„Culture is a term that refers to a large and diverse set of mostly intangible aspects of social 

life. According to sociologists, culture consists of the values, beliefs, systems of language, 

communication, and practices that people share in common and that can be used to define them 

as a collective.“ (https://www.thoughtco.com/culture-definition-4135409). 

Business culture is the set of rules and behaviours within a company. It includes things like 

policies, values, ethics, how employees act, and the overall work environment (e.g., 

professional or casual). It shapes the company's personality and affects how people work 

together. Other factors include management style, company goals, employee benefits, chances 

for growth, and how the company handles discipline. It is influenced by both company practices 

and government policies (https://www.indeed.com/hire/c/info/business-in-culture). 

International business deals not only cross borders, but they also cross cultures. Culture 

profoundly influences how people think, communicate, and behave. It also affects the nature of 

transactions and the negotiation process. Cultural differences between business executives can 

create barriers that hinder or completely obstruct the negotiating process.  

These "top ten" elements of negotiating behaviour provide a foundational framework for 

recognizing cultural differences that may emerge during the negotiation process. By using this 

framework in international business negotiations, a better understanding of the counterpart can 

be gained and potential misunderstandings can be foreseen. 

(https://iveybusinessjournal.com/publication/negotiating-the-top-ten-ways-that-culture-can-

affect-your-negotiation/). 

1. Negotiating goal: Contract or relationship? 

Negotiators from different cultures often have varying perspectives on the purpose of 

negotiation. For some, the primary goal is to secure a signed contract, while others prioritize 

establishing a long-term relationship between the parties involved. In such cases, the contract 

serves as a reflection of the relationship, but the true essence lies in the connection itself. 

Understanding how the counterparts view the purpose of negotiation is vital. If they value 

relationship-building, simply offering a cost-effective deal might not be sufficient. It must be 

demonstrated that a mutually beneficial partnership can be cultivated over time by the 

organizations. On the contrary, if the focus is purely on the contract, investing too much effort 

https://www.thoughtco.com/culture-definition-4135409
https://www.indeed.com/hire/c/info/business-in-culture
https://iveybusinessjournal.com/publication/negotiating-the-top-ten-ways-that-culture-can-affect-your-negotiation/
https://iveybusinessjournal.com/publication/negotiating-the-top-ten-ways-that-culture-can-affect-your-negotiation/
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in relationship-building may be unnecessary. In essence, recognizing these cultural differences 

is crucial to successfully navigating international business negotiations. 

2. Negotiating attitude: Win-Lose or Win-Win? 

Due to cultural and personality differences, businesspeople typically approach deal-making 

with one of two fundamental attitudes: they either view negotiation as a process where both 

parties can benefit (win-win) or as a competition where one side must win at the other's expense 

(win-lose). Win-win negotiators see negotiation as a collaborative, problem-solving effort, 

while win-lose negotiators perceive it as a confrontational struggle. When entering negotiations, 

it is crucial to identify which type of negotiator you are dealing with across the table. 

4. Personal style: Informal or formal? 

Personal style in negotiation includes interactions, titles, dress code, communication 

approach, and overall attitude, influenced by cultural norms. A formal negotiator uses titles and 

avoids personal topics, while an informal negotiator may start on a first-name basis and adopt 

a casual attitude. Each culture has its own formalities so when negotiating in foreign cultures, 

it is best to start formally and shift to a more informal approach if appropriate. 

5. Communication: Direct or indirect? 

Communication styles differ significantly across cultures, with some favoring direct and 

straightforward methods while others rely on more indirect and nuanced approaches.  In 

cultures that value direct communication, like the United States or Israel, clear and decisive 

responses are typically given. In contrast, cultures that prefer indirect communication, such as 

Japan, may express reactions through subtle comments, gestures, or body language. A firm 

commitment or outright rejection might not be provided initially; interpreting the nuances of 

the interaction is necessary to understand their stance. When these contrasting communication 

styles meet in a negotiation, misunderstandings can arise.  

Sensitivity to time: High or low? 

When discussing national negotiating styles, cultural attitudes toward time often come into 

focus. For instance, Germans are known for their punctuality, while Latins may be more relaxed 

about time, the Japanese take their time with negotiations, and Americans want to close deals 

quickly. However, it is not that some cultures value time more than others; rather, they have 

different perspectives on how much time should be spent relative to the goals of the negotiation. 

For Americans, where "time is money," the priority is to reach a signed contract as quickly as 
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possible, so they tend to minimize formalities and get straight to business. On the other hand, 

Japanese and other Asian cultures, which prioritize building long-term relationships over just 

signing a contract, see value in a longer negotiation process. This time allows them to 

thoroughly understand their counterparts and determine if a lasting partnership is viable. From 

their perspective, rushing the negotiation might suggest that something is being hidden. 

6. Emotionalism: High or low? 

Descriptions of negotiating behaviour in different cultures often highlight a group's tendency to 

express or conceal emotions. Stereotypes suggest that Latin Americans openly display their 

emotions during negotiations, whereas the Japanese and many other Asians tend to keep their 

feelings hidden. Of course, individual personalities vary—there are reserved Latin Americans 

and passionate Japanese negotiators. However, cultural norms heavily influence how emotions 

are expressed and perceived as appropriate in negotiations. It is essential for negotiators to 

understand these cultural norms to navigate the negotiation process effectively. 

7. Form of agreement: General or specific? 

The outcome of negotiations, whether securing a contract or building a relationship, is usually 

formalized in a written agreement, shaped significantly by cultural factors. Some executives 

argue that preferences for detailed versus flexible agreements often result from unequal 

bargaining power rather than cultural differences. The stronger party may push for a detailed 

contract, while the weaker party may prefer a more flexible agreement to allow for adjustments. 

Thus, the context of the negotiation may be more influential than cultural factors in determining 

the agreement's form. 

8. Building an agreement: Bottom up or top down? 

The form of an agreement is closely tied to whether a business negotiation is approached 

inductively or deductively. The key question is: does the process start with an agreement on 

general principles that then guide the specifics, or does it begin with settling specific details—

like price, delivery date, and product quality—that collectively form the contract? Cultural 

differences often influence which approach is favoured. For example, some believe that the 

French prefer to start with a consensus on overarching principles, while Americans typically 

focus on agreeing upon specific details first. For Americans, negotiation is seen as a series of 

compromises and trade-offs on points. In contrast, the French view the process as first 
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establishing principles, which then serve as the framework for shaping the rest of the 

negotiation and the resulting contract. 

9. Team organization: One leader or group consensus? 

In any negotiation, it is crucial to understand how the other party is structured, who holds the 

authority to make decisions, and how those decisions are made. Cultural influences play a 

significant role in shaping these aspects. Some cultures prioritize individual authority, while 

others emphasize group consensus, and these values impact how each side approaches 

negotiations. On one end, you have negotiating teams led by a single, authoritative leader who 

has the final say on all matters—an approach often seen in American teams. Cultures like those 

in Japan and China prioritize team negotiation and consensus-based decision-making. When 

dealing with such teams, it might not be clear who the leader is or who holds the authority to 

commit to decisions. Teams with a single leader tend to be smaller and more decisive, often 

able to make commitments quickly. In contrast, consensus-driven teams are usually larger, and 

the process of reaching a decision can be more time-consuming.  

10. Risk taking: High or low? 

In deal making, cultural backgrounds can significantly influence how negotiators perceive and 

manage risk. Cultural differences can affect a party's willingness to take risks, such as sharing 

information, trying new strategies, or embracing uncertainties in a negotiation. For instance, 

the Japanese, who prioritize gathering extensive information and rely on a complex group 

decision-making process, tend to be more risk averse. On the other hand, Americans are 

generally more inclined to take risks, often being more open to experimentation and dealing 

with uncertainty.  

Faced with a risk-averse counterpart, how should a deal maker proceed? The following are a 

few steps that can be followed 

1. Not rushing the negotiating process. A negotiation that is moving too fast for one of the 

parties only heightens that person’s perception of the risks in the proposed deal. 

2. Devoting attention to proposing rules and mechanisms that will reduce the apparent risks in 

the deal for the other side. 

3. Ensuring that the counterpart has sufficient information about the company and the proposed 

deal. 



13 
 

4. Focusing your efforts on building a relationship and fostering trust between the parties. 

5. Considering restructuring the deal so that the deal proceeds step by step in a series of 

increments, rather than all at once (https://iveybusinessjournal.com/publication/negotiating-

the-top-ten-ways-that-culture-can-affect-your-negotiation/) 

  In “tight” cultures like Japan, India, and Turkey, people follow strict rules about things like 

littering, being on time, and noise levels. In “loose” cultures like the United States, Brazil, and 

the Netherlands, there is more freedom in how people behave. Generally, Asian, Middle 

Eastern, and Nordic countries are stricter, while English-speaking, Latin American, and Eastern 

European countries tend to be more relaxed. A person's home culture affects their thinking and 

behaviour, including how they negotiate. People from strict cultures usually follow rules 

closely, are punctual, disciplined, and controlled. They may be less open to new ideas and 

change, and more cautious with outsiders. On the other hand, people from more relaxed cultures 

are more likely to bend the rules and be creative. They adapt easily, take risks, and are open to 

new ideas and cultures, but they might also be less organized and sometimes make ethical 

shortcuts ( https://www.pon.harvard.edu/daily/international-negotiation-daily/unlocking-cross-

cultural-differences-in-negotiation-nb/). 
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4. NEGOTIATIONS IN USA 

 

U.S. negotiators have a unique style: they are direct, assertive, focused on laws, and aim for 

clear results. They generally find silence uncomfortable and tend to overlook nonverbal cues. 

They typically operate within their own predetermined timeline, often pushing for a quick 

resolution, especially when the matter carries political importance domestically 

(https://www.usip.org/publications/2002/10/us-negotiating-behavior). Americans highly value 

efficiency and effective time management as well as using time wisely. In negotiations, 

discussions are expected to progress steadily, with timely decision-making preferred. Decisions 

are seen as flexible and open to adjustment rather than fixed 

(https://www.lingualinkdc.net/blog/us-negotiation). American communication may seem rude 

or aggressive to others, but being loud or interrupting is often viewed as a sign of passion and 

commitment in U.S. culture (https://www.commisceo-global.com/blog/what-is-the-business-

negotiation-culture-in-the-usa). 

4.1 General business culture in the USA 

In business, Americans often create a friendly and informal atmosphere that encourages trust 

and openness. While they may appear warm and personable, this does not always extend to 

building personal relationships with business partners. Business is generally viewed as a 

professional matter, separate from personal life. As a result, it is important to be cautious about 

how much is shared in this relaxed setting (https://culturalatlas.sbs.com.au/american-

culture/american-culture-business-culture). American business culture is very individualistic, 

with employees focused on their careers. There is less focus on age or hierarchy, and people 

value skills and performance over loyalty to the company.  Also, Americans can be opportunistic 

in business, and they may be more inclined to take a risk if that risk has big payoffs. 

 In U.S. organizations, team members are often brought in for specific tasks and depart once 

those tasks are finished. The relationship between employer and employee is largely 

transactional, with personal interactions limited to basic greetings. This reflects the U.S.'s focus 

on a "doing" culture, where the focus is on action and efficiency. 

In the U.S., management style reflects the individualistic culture. Managers are responsible 

for their decisions, and while open discussions are encouraged, the final call is often made by 

the manager, which can sometimes lead to frustration. Job titles can be confusing, especially 

for younger professionals, with titles like "Executive Vice President." Communications usually 

https://www.usip.org/publications/2002/10/us-negotiating-behavior
https://www.lingualinkdc.net/blog/us-negotiation
https://www.commisceo-global.com/blog/what-is-the-business-negotiation-culture-in-the-usa
https://www.commisceo-global.com/blog/what-is-the-business-negotiation-culture-in-the-usa
https://culturalatlas.sbs.com.au/american-culture/american-culture-business-culture
https://culturalatlas.sbs.com.au/american-culture/american-culture-business-culture
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start formally with "Mr." or "Ms." but often switch to first names over time. U.S. organizations 

separate management from leadership; strong leadership, which focuses on strategy and 

inspiration, is very valued at top levels. 

The confrontational nature of American meetings comes from the nation's direct 

communication style, where it is common to openly debate any topic. This direct style might 

surprise cultures like Japan or India, which value diplomacy and harmony. Americans see this 

openness as a positive way to solve problems quickly. Time is important, so communication is 

usually short and to the point, avoiding long discussions. Meetings often include formal 

presentations, which are important for showing professional skills and making a good 

impression.  

In the U.S., teams are made up of people who work together on a task or project. Everyone 

is expected to be dedicated to achieving the goals. Positive attitudes are important, because 

negativity can slow down the team. After finishing their tasks, team members usually move on 

to new projects, often forming new teams to repeat the process. 

Americans prefer quick greetings and getting straight to business. Avoid using complicated 

language or being too detailed, as it can seem indirect or not honest. Though Americans might 

not focus much on building relationships at first, they may ask questions that seem personal. 

This reflects their open communication style. In summary, directness and clarity should be 

maintained, and speaking up in group settings is encouraged, regardless of the position 

(https://www.globalbusinessculture.com/cultural-awareness/business-culture-in-the-u-s/). 

In the diverse U.S. business environment, different languages can be encountered, and many 

companies seek multilingual employees to enhance global communication and to better adapt 

to international markets. While English is the dominant language of business, it is common for 

companies to provide services and materials in other languages particularly in regions with 

significant non-English speaking populations (https://www.berlitz.com/blog/american-work-

business-culture-etiquette). 

Top 10 tips for working with someone from US: 

1. Respect is earned through achievement rather than through age or background. 

2. Self-deprecation is often misunderstood by Americans as a sign of weakness so showing 

strengths is welcomed.  

3. Time is money– do not waste it. 

https://www.globalbusinessculture.com/cultural-awareness/business-culture-in-the-u-s/
https://www.berlitz.com/blog/american-work-business-culture-etiquette
https://www.berlitz.com/blog/american-work-business-culture-etiquette
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4. Many Americans have never left the States so it is important to be mindful of a U.S.-

centric mindset. 

5. Americans work longer hours and take fewer vacation days than European counterparts. 

6. Being punctual for meetings and apologizing if being late. 

7. Change is constantly present and new ideas are welcomed. 

8. Join the enthusiastic nature of business in America. 

9. Focus on short-term results. 

10. Despite the seeming lack of hierarchy, the boss is the boss 

(https://www.globalbusinessculture.com/cultural-awareness/business-culture-in-the-u-

s/) 

4.2 Characteristics of the US negotiation style 

American negotiators follow the same basic rule in negotiation that applies to all business 

communication in the USA: Say what you mean and mean what you say. Experienced 

negotiators will clearly express the terms they expect for certain goods or services. There might 

be a firmer tone than usual, but the motto is still: Hard on facts, soft on people. Stick to the facts 

and keep calm (https://crossculture2go.com/negotiations-in-the-usa/). 

They value clarity in their discussions and often use direct language and express their ideas and 

demands. They do not like it when someone is wasting their time by not getting directly to the 

point (https://www.lingualinkdc.net/blog/us-negotiation). 

4.3 Key trait of US negotiators 

Americans are typically flexible and creative in negotiations. If a price agreement cannot be 

reached, they may suggest alternative options or additional services to make the deal more 

appealing. It is important not to dismiss these creative proposals too quickly, as they are often 

intended to create a mutually beneficial arrangement, not to dominate the negotiation.  

Generally, U.S. negotiators aim for a win-win outcome, reflecting the American 

sportsmanship ideal of fairness in business dealings. However, there are exceptions where a 

"winner takes all" mentality might prevail. 

In the U.S., successful negotiations depend on clear communication and strong presentation 

skills. Negotiators are expected to show confidence. Being too modest is generally not effective. 

It is important to explain how the product benefits customers with examples, highlighting 

specific advantages and value. Thorough research on the U.S. company's needs is very 

important. 

https://www.globalbusinessculture.com/cultural-awareness/business-culture-in-the-u-s/
https://www.globalbusinessculture.com/cultural-awareness/business-culture-in-the-u-s/
https://crossculture2go.com/negotiations-in-the-usa/
https://www.lingualinkdc.net/blog/us-negotiation
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When planning a negotiation strategy, Americans often focus on immediate results rather 

than long-term goals. They usually prioritize quick profits because "time is money.  A final 

contract should not be aimed for initially; instead, a deal that can be built upon later should be 

sought. Quick gains may be preferred over long-term returns by Americans. 

(https://crossculture2go.com/negotiations-in-the-usa/). 

American culture values efficiency and getting results. Negotiations are usually well-

structured, with a clear schedule and milestones to track progress. The focus is on achieving 

goals and hitting targets, often more than on building relationships (https://www.commisceo-

global.com/blog/what-is-the-business-negotiation-culture-in-the-usa). 

Before a final decision is made, everyone is expected to be heard. In a U.S. company, 

opinions on the deal are often requested from each team by the boss. The timing of the decision 

should be inquired about, as Americans focus on the present and expect quick results, so waiting 

should not be prolonged. Decisions should be put in writing, such as in a letter of intent. 

However, even contracts can be changed later. If conditions change, renegotiation will occur. 

Future orders will still be based on the existing agreement. 

In the U.S., contracts are very detailed and cover all possibilities. Everything should be 

discussed at the beginning. In the end, only what is written in the contract is considered 

important (https://crossculture2go.com/negotiations-in-the-usa/). 

4.4 Negotiation Strategies and Approaches 

Americans value thorough preparation and research and they expect negotiators to know a 

lot about the topic, industry trends, and the other party’s background, which helps them argue 

their points well. Staying alert during negotiations with Americans is important, as their style 

often has a competitive edge. 

Constructive criticism is considered crucial for improvement and progress in U.S. business 

culture. Americans typically provide feedback openly and directly, concentrating on the issues 

rather than making personal attacks, which promotes transparency and fosters continuous 

improvement. Additionally, Americans are generally open to adjusting their positions and 

exploring alternative solutions as new information or market conditions arise. This adaptability 

allows negotiators to navigate complex situations and achieve the best possible outcomes 

(https://www.lingualinkdc.net/blog/us-negotiation). 

https://crossculture2go.com/negotiations-in-the-usa/
https://www.commisceo-global.com/blog/what-is-the-business-negotiation-culture-in-the-usa
https://www.commisceo-global.com/blog/what-is-the-business-negotiation-culture-in-the-usa
https://crossculture2go.com/negotiations-in-the-usa/
https://www.lingualinkdc.net/blog/us-negotiation
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„Negotiations in the United States can be conducted by individuals or teams of negotiators. 

Both approaches have their distinct advantages. Since decisions are often made by individuals, 

meeting the decision-maker one-on-one may help get results quickly. On the other hand, a well-

aligned team with clearly assigned roles can be quite effective when negotiating with a group 

of Americans. Owing to the high degree of individualism that characterizes the culture, U.S. 

teams are not always well aligned, which sometimes makes it easy to play one member against 

the other. “ Katz (2007).  American negotiators gather information and discuss details before 

bargaining, causing only minor delays. They often share some information and are open to 

questions about sensitive topics, even if they do not answer. They ask many questions and prefer 

direct answers. Being honest about what you do not want to share is important as misleading 

information is seen negatively. General questions may become more specific if they are 

seriously interested in closing the deal. 

Negotiations in the U.S. often happen quickly because Americans value speed and efficiency. 

They prefer action over planning and analysing and want to end negotiations and start making 

changes soon. Even complex deals might be settled in one meeting, with follow-ups done by 

phone or email. Americans usually work in a structured manner and do not like interruptions or 

changing what they previously agreed to. They prefer to handle each issue separately and might 

not come back to the items once settled. This approach can be challenging for those from 

cultures that are more flexible and view it as too fixed. 

If this style is encountered, calmness should be maintained and individual points negotiated 

if needed. It should be made clear if the agreement depends on other factors. Delaying 

negotiations or creating time pressure may backfire, as Americans do not like to waste time and 

they may be less willing to make concessions. If no response is received for a while, continued 

interest in the deal might be lacking. In the Southern U.S., a direct “no” might not be given; 

instead, calls or messages might go unanswered. 

Most Americans are okay with bargaining but do not like to negotiate too aggressively. They 

can be ambitious and tough, aiming for the best possible deal. It is important to appear confident 

and firm, as showing insecurity might make them negotiate harder. Clearly stating the position, 

being ready to stand firm, and making unique offers are important as well as highlighting what 

makes the offer unique. They often start with strong positions, but once they see the negotiators 

are firm, they might be more open to making deals. Prices can change by about 20 to 30 percent 

from the first offer to the final deal. During negotiations, they focus more on disagreements 
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than on what both parties agree on. While most Americans expect fair play, they might use 

tactics like pretending not to care, misrepresenting value, or making false demand (Katz, 2008). 

According to Katz (2008), corruption and bribery are rare in the United States, but not 

completely unheard of. Both legally and ethically, it is advisable to stay away from giving gifts 

of significant value or making offers that could be read as bribery. If a bribe is suspected, the 

situation should be carefully checked to ensure the counterpart’s intentions are not 

misinterpreted. 

4.5 Cultural Dynamics and Negotiation Challenges 

American negotiators possess a distinct set of characteristics that significantly influence their 

approach to international negotiations. One of the most noticeable traits is their impatience. 

Americans are often eager to move quickly and efficiently through discussions, which contrasts 

with the slower, more deliberate pace that is common in many other cultures. The American 

focus on results and fast progress often leads to misunderstandings during negotiations, 

particularly when time is perceived differently by other cultures. 

4.5.1 Negative characteristics of U.S. negotiators 

Another widely recognized characteristic of U.S. negotiators is their arrogance. This 

perception is largely tied to the country’s status as a global superpower. This arrogance can 

manifest during discussions, giving the impression that American negotiators believe they know 

best. Many American negotiators are surprised when accused of arrogance, not realizing how 

strongly this trait comes across in international settings, which can create tension. 

American negotiators are often poor listeners. Lack of strong listening skills is closely linked 

to their impatience and, in some cases, perceived arrogance. Because they are often focused on 

driving the conversation forward, U.S. negotiators may not give attention to alternative 

perspectives, which can lead to assumptions of not being interested. This weakness in listening 

can undermine the negotiation process, as it may cause them to overlook valuable insights from 

the other side. 

Many Americans may have a narrow view because they have limited exposure to other 

cultures. This can lead to mistakes and misunderstandings in negotiations, as they might miss 

cultural details. This lack of international experience can also cause insecurity, which might 

come across as disinterest or a sense of superiority, making cross-cultural interactions more 

challenging. 
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Another defining feature of American negotiators is their legalistic approach. Many U.S. 

negotiators are lawyers by profession, and this is reflected in their negotiation style so they 

focus on the details of an agreement. Once an agreement is reached, Americans typically view 

it as final and not open to further negotiation. This contrasts with other cultures that may see 

agreements more subject to change. The win-lose mindset, often instilled in American 

negotiators through their legal training, can sometimes clash with the growing global emphasis 

on win-win, consensus-driven negotiations. 

4.5.2 Positive characteristics of U.S. negotiators 

Despite these challenging traits, American negotiators are also known for their friendliness 

and outgoing nature. Their ability to build rapport and inject humour into tense situations often 

works in their favour, helping to create a more relaxed and trusting atmosphere at the 

negotiating table. This friendliness, along with a genuine belief in fairness and honesty, has 

earned American negotiators a reputation for fair play in international dealings. These qualities 

help create an environment where all parties feel respected, which is beneficial for successful 

outcomes. 

In addition to being friendly, American negotiators are often more flexible than their 

counterparts from other nations. They typically have greater authority to make decisions on the 

spot, which allows them to adapt quickly to new information or evolving situations. This 

flexibility is supported by the presence of subject matter experts within U.S. delegations, who 

can provide immediate answers and insights during negotiations. As a result, American 

negotiators are able to respond more fluidly to challenges and adjust their positions when 

necessary, helping to facilitate progress. 

One of the most respected qualities of American negotiators is their willingness to take risks. 

U.S. negotiators are often open to putting forward bold, innovative ideas or compromises to 

move the negotiation process forward. They may suggest creative language or untested 

solutions without waiting for approval from their headquarters, demonstrating a willingness to 

take calculated risks in order to achieve consensus. This readiness to innovate is seen as a 

strength and is respected by other international negotiators. 

U.S. negotiators are also known for their pragmatism. They tend to avoid flowery language 

or ideological debates, preferring to focus on the substance of the issues at hand. Their practical, 

no-nonsense approach is designed to drive discussions toward concrete outcomes, rather than 
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getting bogged down in lengthy theoretical discussions. This focus on practicality helps keep 

negotiations moving forward efficiently. 

In terms of preparation, American negotiators are often among the best-prepared delegations 

at the table. Months of work go into developing detailed position papers, briefing documents, 

and strategies before negotiations even begin. This thorough preparation allows U.S. 

negotiators to anticipate potential issues and respond effectively during discussions, giving 

them a strategic advantage. The preparation process also involves extensive coordination 

among various government agencies, ensuring that all perspectives are considered and that the 

U.S. speaks with one voice. 

Finally, American negotiators are highly cooperative. They recognize the importance of 

teamwork, both within their delegation and with other international parties. The U.S. 

negotiators work closely with other delegations, conference officials, and stakeholders, while 

maintaining respect for the authority of the head of their own delegation. This collaborative 

approach ensures that U.S. negotiators are able to build consensus and navigate complex, multi-

party negotiations effectively. 

In conclusion, U.S. negotiators possess a combination of positive and negative traits. While 

impatience, arrogance, and a legalistic mindset can sometimes hinder their effectiveness, their 

friendliness, fairness, flexibility, and pragmatic approach often outweigh these drawbacks. With 

increased awareness, training, and experience, American negotiators can continue to refine their 

skills and strengthen their reputation on the global stage, earning even greater respect and 

success in international negotiations (https://americandiplomacy.web.unc.edu/2001/03/an-

americans-view-of-the-u-s-negotiating-style/). 

4.6 Case studies and examples of negotiations in the USA 

In this section, real-life examples of negotiation practices in the USA will be explored. These 

case studies will provide insights into common strategies and approaches used by American 

businesses during negotiations. 

https://americandiplomacy.web.unc.edu/2001/03/an-americans-view-of-the-u-s-negotiating-style/
https://americandiplomacy.web.unc.edu/2001/03/an-americans-view-of-the-u-s-negotiating-style/
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4.6.1. Ahold Delhaize negotiation 

During a key negotiation at Ahold Delhaize1, a major deal was struck with one of its top five 

suppliers. The deal involved multiple countries and categories, with up to 10 buyers and over 

20 category managers, making it critical for both parties due to its size and complexity. 

Before this, the relationship between Ahold Delhaize and the supplier had been difficult, 

marked by mistrust and a win-lose approach in negotiations. This strained dynamic led to a 

decline in revenue, market share, and margins for both parties, as well as a loss of customers. 

In response, Ahold Delhaize decided to change its approach, focusing on collaboration and 

rebuilding trust. Several steps were taken: 

1. Strategic sessions: Regular strategic sessions were organized throughout the year, 

divided by country, category, and format. These sessions aimed to understand each 

other’s interests, build trust, and regain lost customers. 

2. Negotiation Preparation: 

• Internal alignment: Internal meetings were held to align the company’s 

sourcing plan and gather input from stakeholders. Internal negotiations 

were sometimes difficult, as not all colleagues fully understood the 

supplier's limitations. 

• Negotiation planning: The team dedicated two full days for the 

negotiation at an external location. Having the right people at the table 

and keeping the office available for support was crucial to the process. 

3. The Negotiation: With trust established and key decision-makers present, the 

negotiation progressed smoothly. Both sides worked toward compromises that benefited 

both, leading to a win-win outcome within two days, far quicker than usual. 

The results were seen over the following year, as revenue grew, market share increased, and 

margins improved significantly. 

Key takeaways: 

• Ongoing negotiation and trust: Trust and preparation are built throughout the year 

through regular strategic discussions, which help ensure smoother negotiations. 

 
1 Ahold Delhaize- Dutch-Belgian multinational retail and wholesale holding company 
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• Dedicated negotiation time: Setting aside focused time for negotiations helped reach a 

complex deal in a fraction of the usual time. 

• Collaborative approach: Offering concessions and working together led to better 

outcomes than a confrontational approach, a strategy that has since been maintained in 

future negotiations. 

This negotiation demonstrates the value of preparation, trust, and collaboration in achieving 

successful business outcomes.  

4.6.2 Deal Termination Between Kraft Foods and Starbucks 

The termination of the deal between Kraft Foods and Starbucks also offers valuable lessons 

in both negotiation strategies and adapting to changing market conditions. 

In 1998, Starbucks and Kraft entered into an agreement to distribute Starbucks packaged 

coffee in grocery stores. However, by 2010, shifts in the coffee industry, particularly the rise of 

single-serve coffee pods, prompted Starbucks to seek more flexibility to better align with these 

trends. They proposed buying out Kraft’s contract for $750 million. Kraft objected to this 

termination, leading to a standoff. Despite Kraft’s objections, Starbucks moved forward, 

effectively ending the agreement. 

Following this, Starbucks saw significant growth in the single-serve coffee pod market and 

grocery store sales, but the termination triggered a dispute that led to arbitration after the two 

companies failed to resolve the matter independently. In 2013, an arbitrator ruled in Kraft’s 

favour, determining that Starbucks had breached the agreement and ordering them to pay Kraft 

$2.75 billion. 

This case illustrates the importance of flexibility, but it also sheds light on negotiation tactics. 

Had both companies been more proactive in renegotiating terms as the market changed, they 

might have avoided such a costly dispute. For businesses in rapidly evolving markets, periodic 

contract renegotiations should be built into agreements to ensure terms remain beneficial to 

both parties. This approach allows for ongoing adjustments rather than reactive measures when 

challenges arise. 

Moreover, the inclusion of defined exit strategies in negotiations is essential. In this case, 

had Starbucks and Kraft negotiated clear termination clauses from the start—maybe involving 

compensation or penalties for early exits—the dispute could have been resolved more 

efficiently and without resorting to arbitration. In negotiation, anticipating change is crucial. 
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Negotiators should look beyond immediate gains and consider how the agreement will hold up 

in evolving markets. Being flexible in the negotiation phase, making long-term strategies, and 

agreeing on rules for future renegotiation or exit terms can prevent conflicts and help maintain 

strong business relationships. 

In conclusion, this case emphasizes not only the importance of flexibility and foresight in 

contract creation but also the value of negotiating with a long-term and adaptive mindset. This 

ensures that agreements remain fair and sustainable, even as market conditions evolve 

(https://procurementtactics.com/negotiation-examples/). 
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5. NEGOTIATIONS IN CROATIA 

 

There is a lack of detailed information about how negotiations are conducted specifically 

in Croatia. While there is some general research on business negotiations, there is not much 

insight into the unique practices and nuances of negotiations in Croatia. There is information 

about business culture in Croatia but none really about how they negotiate. This makes it hard 

to understand how Croatian negotiation styles compare to those in other countries. Basically, 

more focused research is needed to really understand how negotiations work in Croatia, how 

they might differ from international practices, and what that means for both local and global 

business interactions. 

It may take several meetings for Croatian business partners to become more receptive and 

less formal. Therefore, it is advisable to invest time in developing a personal relationship with 

them to facilitate smoother business cooperation. A degree of cross-cultural adaptability is also 

necessary. Business in Croatia usually moves more slowly, and there are often many procedural 

steps to go through. Croatians are not always straightforward in their communication, often 

expressing things in a roundabout way. Due to politeness, many Croatians avoid giving a direct 

“no,” and phrases such as “It is difficult” or “We will see” are often indications of a negative 

response (https://businessculture.org/southern-europe/business-culture-in-croatia/meeting-

etiquette-in-croatia/). 

5.1 Business culture in Croatia 

As with most countries, business meetings are accepted as a necessity of doing business in 

Croatia. Most Croatian businesspeople use the first meeting as an opportunity to get to know 

their partner they will need two or three meetings before they are able to decide if they are going 

to do business. These meetings are used as a form of bonding between the two people or group 

to gauge the level of trust between them before starting business arrangement 

(https://businessculture.org/southern-europe/business-culture-in-croatia/meeting-etiquette-in-

croatia/). 

“Croatia does not have a developed global business sector, still relying heavily on tourism. 

However, this is changing with a younger, highly skilled workforce attracting new cutting-edge 

industries like IT and green energy. Croatia’s business culture is informal, relying on large social 

networks, with little formality in terms of chic offices, impressive marketing materials, or 

strategic approaches to business” (https://www.expatincroatia.com/business-culture/). 

https://businessculture.org/southern-europe/business-culture-in-croatia/meeting-etiquette-in-croatia/
https://businessculture.org/southern-europe/business-culture-in-croatia/meeting-etiquette-in-croatia/
https://businessculture.org/southern-europe/business-culture-in-croatia/meeting-etiquette-in-croatia/
https://businessculture.org/southern-europe/business-culture-in-croatia/meeting-etiquette-in-croatia/
https://www.expatincroatia.com/business-culture/
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Learning about Croatia’s values does take time, but using these three tools can help adapting 

to a new culture more quickly: 

1. Understanding Key Differences – Identifying the main areas where business cultures 

vary helps to see how different value systems can impact work life. 

2. Spotting Potential Conflicts – Recognizing where your business culture might clash 

with Croatian practices. 

3. Troubleshoot Issues – If encountering any negative signals, taking the time to 

investigate and address them. 

Croatians are accustomed to uncertainty and are great at improvising, taking risks, and trying 

new things. They often rely on intuition, making decisions based on their gut feeling rather than 

plans. This means they might jump into new ventures without a detailed plan and adapt as they 

go. 

In Croatian business culture, strong social networks play a crucial role. Status is less about 

projecting an image and more about contributing meaningfully to these networks. Many 

Croatians work from home or modest offices that do not reflect their level of professionalism—

architects, for example, may design cutting-edge homes but work from outdated spaces. 

Before engaging in business, Croatians will evaluate individuals based on how well they fit 

into their social network. They will assess whether someone is good company, kind, open to 

joining their network, and willing to share personal information. They may also consider one's 

approach to giving and receiving gifts. Building trust is key before committing to a business 

relationship. 

Boasting and showcasing expertise through qualifications are generally not in line with 

Croatian values, although this is gradually changing with younger, more globally oriented 

generations. Croatians are very social, so an invitation to "get together" is often seen as a sincere 

offer, sometimes even on short notice. They may interpret American friendliness as a gesture 

of friendship, which could lead to discomfort if the American prefers to keep the relationship 

strictly professional. 

If the personal connection is not well-established, a Croatian might decide against 

proceeding with a business relationship, regardless of the attractive terms. While Americans 

often prioritize work, Croatians value relationships and see them as essential to successful 

business interactions (https://www.expatincroatia.com/business-culture/). 

https://www.expatincroatia.com/business-culture/


27 
 

It is a good idea to learn a few Croatian greetings to break the ice at the start of a meeting. 

The common way to greet someone is with a handshake and by saying ‘Dobro jutro’ (good 

morning) or ‘Dobar dan’ (good day/good afternoon). When greeting a man, ‘dobro došao’ is 

used; for a woman, ‘dobro došla’; and for a group of people or an older person, ‘dobro došli’ is 

appropriate. The host will generally extend their hand first, so when introducing, both first and 

last names are used with a handshake. Afterward, business cards are exchanged. Surnames are 

used until an invitation is given to switch to first names. 

In conversation, Croatians often speak loudly and animatedly, which is seen as a sign of 

passion and expressiveness rather than anger. Being quiet might be interpreted as lacking 

confidence. While Croatians have strong opinions, they tend to express them diplomatically 

and respectfully, choosing their words carefully. 

Croatian business people are usually multilingual, with English, German, and Italian 

(especially in coastal Istria) being common business languages in addition to Croatian. Humour 

is frequently used in conversations, and Croatians often laugh at challenging situations or 

personal weaknesses (https://www.babelgroup.co.uk/resources/doing-business-in/doing-

business-in-croatia/). When conducting business meetings in Croatia, it is important to observe 

certain customs and practices to ensure a positive and respectful interaction. 

Respect should be shown to everyone encountered, including strangers, as Croatians often 

acknowledge those they pass. When discussing business matters, it is beneficial to ask for 

Croatians’ opinions—they will appreciate the interest and be more willing to help, which can 

build trust. Additionally, translating one side of a business card into Croatian is a considerate 

gesture. While not mandatory, this shows respect and can leave a good impression on Croatian 

business partners. 

A weak handshake should be avoided in Croatian culture, as it may suggest a lack of 

confidence. The handshake should be firm but not too strong, with direct eye contact. Overly 

friendly gestures like back-slapping, hugging, or cheek kissing, as well as hand-kissing, are 

inappropriate, especially during a first meeting. 

If the Croatian company is hosting the meeting, some flexibility in the agenda should be 

expected. Meetings usually begin with small talk to build rapport, as Croatians value getting to 

know their business partners. Conversations are often expressive, and it is common for the 

meeting to deviate from the written agenda, allowing the conversation to flow naturally. 

Depending on the meeting's duration, refreshments may be offered in the office, or an invitation 

https://www.babelgroup.co.uk/resources/doing-business-in/doing-business-in-croatia/
https://www.babelgroup.co.uk/resources/doing-business-in/doing-business-in-croatia/
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to a working lunch at a nearby restaurant may follow. For all-day meetings, a dinner invitation 

is also common afterward (https://businessculture.org/southern-europe/business-culture-in-

croatia/meeting-etiquette-in-croatia/). 

5.2 Research about Croatian negotiation culture 

To gain a better understanding of negotiation practices within the Croatian business context, 

a series of interviews with several Croatian companies was conducted. The aim of these 

interviews was to explore how negotiations are handled in Croatia, identify prevalent strategies, 

and examine the influence of cultural and contextual factors on the negotiation process. 

Through these discussions, the specific approaches Croatian businesses use during 

negotiations were sought to uncover, as well as the common challenges they encounter, and 

how their negotiation practices are informed by local customs and values. The insights gathered 

from these interviews provide a view of how negotiations are conducted in Croatia, revealing 

both the similarities and differences compared to practices in other regions. 

In the following section, the results of these interviews will be presented in detail. The results 

offer a perspective on the Croatian negotiation style, highlighting key practices, cultural 

influences, and practical considerations for anyone engaging in business negotiations. These 

data not only enhance understanding of Croatian business negotiations but also serve as a 

valuable resource for navigating and adapting to these practices effectively. 

5.3 Results of research about Croatian negotiation culture 

For this research, interviews were conducted with several Croatian companies, including 

Piteks d.o.o, Videc Interijeri j.d.o.o, Maraton usluge d.o.o, obrt Tapetarija Videc and Sjever 

Sjeverozapad d.o.o.  Piteks d.o.o. is a textile production and trade company, Videc Interijeri 

d.o.o. is a a company engaged in the production of custom-made beds and mattresses, Maraton 

usluge d.o.o. is a company that deals with plumbing repairs and installation services, obrt 

Tapetarija Videc is an upholstery and furniture manufacturing company and Sjever 

Sjeverozapad d.o.o. is engaged in the production of television programs and distribution, the 

production of video films and live broadcasts. These companies shared their experiences and 

approaches to business negotiations, providing valuable insights into how negotiations are 

typically handled in Croatia. Each company offered a unique perspective, helping to clarify 

how Croatian businesses approach and manage negotiations. The interviews covered both 

domestic and international negotiations, highlighting how cultural differences and business 

customs can influence negotiation strategies. The input from these companies was essential in 

https://businessculture.org/southern-europe/business-culture-in-croatia/meeting-etiquette-in-croatia/
https://businessculture.org/southern-europe/business-culture-in-croatia/meeting-etiquette-in-croatia/
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understanding common practices in Croatian business and how businesses adapt their 

negotiation methods when necessary.  In the following section, the results of these interviews 

will be presented. These findings highlight key strategies and ideas used by Croatian businesses, 

offering a clearer picture of the negotiation culture within Croatia. 

Based on the responses from Piteks d.o.o., several key insights can be drawn about their 

approach to business negotiations, especially within the textile industry in Croatia. Their 

approach to negotiations is pragmatic, focusing on long-term relationships, the quality of 

collaboration, and adjusting to the specific needs of their clients, whether domestic or 

foreign. 

One of the first steps in negotiations involves highlighting the company’s history and its 

successful long-term partnerships with customers, which helps build trust with potential 

partners. Piteks d.o.o. recognizes that negotiations with domestic and international partners 

require certain adjustments. While cultural norms in the region are mostly similar, the key 

difference lies in the pricing achievable with foreign clients compared to domestic ones. This 

difference in pricing suggests greater profitability when working with foreign partners, 

alongside the need to adjust to various holidays and deadlines. 

Regarding the key factors for successful negotiations, Piteks d.o.o. emphasizes the 

importance of assessing the client’s interest and finding a compromise on pricing. Authority 

and hierarchy also play a role, but their significance depends on the size of the company 

being negotiated with and the experience of the person conducting the dialogue. 

When it comes to measuring the success of negotiations, the company sees long-term 

relationships as a crucial component, as achieving a favourable short-term price does not 

bring long-term benefits. This approach highlights Piteks’s strategic focus on stability and 

ongoing collaboration with partners, which is especially important in the textile industry, 

where it takes time to align production lines. 

Conflict resolution during negotiations is primarily based on prevention – the company 

ensures production quality through trial batches, thereby demonstrating their ability to meet 

client demands. This is also a way to avoid conflicts and maintain constructive dialogue. 

One of the challenges Piteks d.o.o. faces is the lack of specialized training and workshops 

for the textile industry in Croatia. Despite this, thanks to experience and adaptability, the 

company has managed to acquire the necessary knowledge through cooperation with foreign 
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clients and internal training. This flexibility and willingness to adapt are key lessons learned 

over the years of operation. 

An interesting observation from their responses is the trend of larger clients shifting to 

Eastern markets, making it increasingly difficult to secure desired negotiation terms in 

Croatia. This further emphasizes the need for flexibility and the ability to adapt in a changing 

business environment. 

The timeframe for negotiations depends on the complexity of the product – if it involves 

creating samples or trial batches, the process can take up to three months. This shows that 

detailed analysis is often necessary, especially when dealing with more complex production 

processes. 

In their communication during negotiations, Piteks d.o.o. prefers a direct style, 

considering it the best way to assess the client’s interest and ensure clarity in discussions. 

This straightforwardness helps avoid misunderstandings and allows for quicker decision-

making. 

A review of these responses shows that Piteks's approach to negotiations is focused on 

long-term goals, adapting to changing market conditions, and emphasizing transparent 

communication and reliability. Although they face challenges, especially with competition 

from Eastern European markets, the company relies on its experience and flexibility to 

remain competitive and maintain strong relationships with partners. 

Next company that was interviewed was Maraton usluge d.o.o. In their approach to 

business negotiations, Maraton usluge d.o.o. shows a pragmatic and results-oriented strategy. 

They adopt a negotiation approach that focuses primarily on fast deal-making rather than 

prolonged relationship-building. This approach is more results-driven, reflecting their desire 

for quick and efficient outcomes. When comparing negotiations with domestic and foreign 

partners, the company does acknowledge differences, with strategy adjustments based on the 

credibility of the partner, the nature and volume of work, and the financial stakes. This 

flexibility allows them to navigate different market norms and partner expectations, 

depending on the country of origin. 

Key to their negotiation success is the thorough understanding of their counterpart. This 

company places high importance on knowing the partner's position and intentions in the 
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market, as well as the personal traits of the individual negotiating. The better they know their 

partner and their own objectives, the more successful the negotiation are to be. 

In terms of decision-making, hierarchy and authority play significant roles. At Maraton 

usluge, decisions are primarily made by the company’s directors, with the hierarchy 

remaining unchanged throughout the negotiation process. The consistent involvement of top 

leadership in the negotiations ensures that decisions align with the company’s long-term 

goals and allows for a more authoritative negotiation stance. 

Success in negotiations is measured largely by the achievement of set goals, although the 

company acknowledges the importance of long-term relationships. They see strong 

relationships as a result of meeting objectives, not a starting point. Conflicts are prevented 

through compromise and flexible negotiation structures that allow for adjustments, reducing 

the chances of disagreements. 

Training for negotiation is not formalized in the company. Instead, the necessary skills 

are developed over time through experience. The directors rely on their accumulated 

knowledge from past negotiations, along with the belief that each negotiation offers valuable 

lessons that enhance future outcomes. Maraton usluge has learned to approach negotiations 

with clarity, patience, and careful observation of their counterpart, as each negotiation 

requires a customized approach. 

Regarding timelines, the company adapts its approach based on the complexity of the 

negotiation. Simple deals may be completed within a week, while more complex 

negotiations may stretch over several months. This flexibility allows for quick decision 

making and in depth analysis when necessary. 

Finally, the communication style at Maraton usluge is direct and assertive. They value 

clear, straightforward communication, which they believe is the most effective way to 

understand the partner’s intentions and drive negotiations towards a favorable outcome. 

This analysis shows that Maraton usluge d.o.o. adopts a pragmatic and flexible approach 

to business negotiations, balancing quick decision-making with careful consideration of their 

counterpart’s position and objectives. 

Next company is Videc Interijeri j.d.o.o. Videc Interijeri focuses on quick and efficient 

approach to negotiations. From the start, they focus on clearly defining goals and desires, 

which helps in avoiding misunderstandings and speeding up the agreement process. Their 
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preparation involves a detailed presentation of their products, and they prioritize quick 

information exchange to facilitate faster deal closures. 

When it comes to domestic versus international partners, Videc Interijeri treats all clients 

equally regarding service quality, communication, and fulfilment of agreements. The 

primary differences lie in logistical considerations, such as varying delivery procedures and 

customs formalities for international partners. 

Key factors for successful negotiations, according to Videc Interijeri, include clear and 

effective communication, a strong understanding of their products, and honesty to build 

long-term relationships. Hierarchy and authority play a minor role in their decision-making 

process. Decisions are usually made together, focusing on a flexible and equal negotiation 

style. 

Videc Interijeri measures negotiation success by their ability to keep long-term 

relationships, though they also acknowledge the importance of meeting specific goals. They 

avoid conflicts by recognizing disagreements early and maintaining open communication, 

resolving issues through mutual cooperation. 

Skills that are crucial for successful negotiations include clear, precise communication 

and knowledge of Croatian business culture. Although they do not conduct specific training, 

they value experience gained through negotiation practice. 

Key lessons learned from their experience highlight the importance of personal contacts 

and networks in Croatia. Building and maintaining good relationships is critical, as is 

understanding local cultural norms and business ethics. Negotiations can be long and 

complex, requiring patience and endurance for successful outcomes. 

Regarding timeframes, Videc Interijeri prefers detailed analysis over quick decisions. 

They thoroughly investigate all aspects before making decisions, ensuring well informed and 

high quality negotiations. Their communication style is direct, which speeds up information 

exchange and reduces misunderstandings. 

Tapetarija Videc also gave insightful information. Tapetarija Videc prioritizes relationship 

building as a foundational step before engaging in negotiations. They believe that 

establishing a strong relationship with the other party helps in addressing issues and finding 

solutions more effectively. Clear communication, strategic planning, and patience are 
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essential elements in their negotiation approach. They are satisfied when both parties reach 

a mutual compromise and feel good with the outcome. 

In negotiations with domestic versus international partners, Tapetarija Videc finds that 

cultural and linguistic similarities with domestic partners facilitate smoother communication 

and understanding. Negotiations with international partners are approached with more 

formality due to differing business customs. They focus on achieving quicker agreements 

where possible, and meetings and business trips play a significant role in strengthening 

connections with international partners. 

For Tapetarija Videc, key factors influencing successful negotiations include thorough 

research on the partner, having clear goals and strategies, effective communication, trust, 

and strong relationships. They emphasize the importance of understanding how hierarchy 

and authority function within both their own organization and that of their partners to adapt 

their approach and enhance the chance of success. 

Success in negotiations is measured by achieving key objectives such as financial terms, 

timelines, and specific conditions. While they also value long-term relationships, they 

believe that achieving the primary goals is more crucial for defining the success of 

negotiations. 

To address and resolve conflicts during negotiations, Tapetarija Videc aims to avoid 

conflicts by finding compromises and clarifying issues before finalizing decisions. They 

consider patience and understanding vital for successful conflict resolution. 

Essential skills for successful negotiations in Croatia include good communication, 

cultural awareness, patience, and knowledge of legal aspects. Tapetarija Videc supports these 

skills through training and workshops to maintain long-term collaboration. 

Key lessons learned from negotiations in Croatia include the importance of building 

relationships, patience, flexibility, adaptability, respect for authority, and resolving conflicts 

through compromise. 

When it comes to managing timeframes during negotiations, Tapetarija Videc believes in 

setting realistic deadlines to avoid hasty decisions. They adjust to the circumstances and 

needs of their business partners to ensure optimal solutions for all involved. Their 

communication style in negotiations is typically direct and open, focusing on clearly defining 

interests and maintaining openness in expression. 



34 
 

The last company that was interviewed is Sjever Sjeverozapad d.o.o.. Based on the 

responses from the company Sjever Sjeverozapad, their negotiation approach focuses on 

long term relationships and flexibility, depending on the cultural and business norms they 

encounter. Building relationships in negotiations, especially with international partners, is 

central to their strategy, highlighting the importance of trust and understanding different 

communication styles and negotiation strategies. This focus on relationships is balanced with 

the need for efficiency and quick deal-making, particularly with domestic partners. This 

balance between short term goals and long term relationships shows a pragmatic and 

strategic approach to negotiations. 

In terms of international negotiations, the company demonstrates a high level of 

adaptability. Examples such as slower negotiations with Japanese partners, where trust-

building is key, or more efficient, results-driven negotiations with American partners, 

showcase how understanding cultural differences is crucial for success. This approach also 

shows the importance of research and preparation, which is one of the critical success factors 

in negotiations. 

When it comes to key factors for successful negotiations, preparation, flexibility, 

emotional intelligence, and communication skills stand out, affirming the importance of a 

holistic approach that considers not only the goals but also the relationships and 

understanding of interpersonal dynamics. Through training and workshops, the company 

ensures that its employees develop the essential skills needed for successful negotiations, 

which is a critical strategic step toward ongoing success in business negotiations. 

It is worth noting that hierarchy and authority are important elements in the decision-

making process, emphasizing the structural aspect of negotiation organization within the 

company. However, flexibility and adaptability to different phases of negotiations also allow 

for adjustments according to the circumstances, which contributes to long term success. 

The company also shows a high level of awareness regarding how they measure 

negotiation success, where both achieved goals and long-term relationships are equally 

important. This balance between results and relationships ensures sustainable business 

cooperation, which is crucial for lasting growth. 

Lastly, the approach to resolving conflicts and managing timelines in negotiations shows 

a preference for problem-solving through clear communication, open dialogue, and 
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preventive measures, confirming their strategy of avoiding conflict and maintaining a 

constructive atmosphere. 

All these characteristics point to a company that understands the importance of strategy, 

adaptability, and interpersonal relationships in negotiations and strives to maximize these 

factors to achieve success in both domestic and international markets. 
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6. ANALYSIS OF THE NEGOTIATION CULTURES OF THE USA 

AND CROATIA 

 

Negotiation styles vary greatly between different cultures, reflecting their unique business 

practices and values. This analysis compares negotiation cultures in the USA and Croatia, 

focusing on key differences and similarities that impact business interactions. 

In the United States, negotiations are typically direct and focused on achieving results. 

American negotiators value efficiency and tend to prioritize clear, straightforward 

communication. They often approach negotiations with a problem-solving mindset, aiming for 

quick and effective agreements. Building personal relationships is generally less emphasized 

compared to achieving business objectives. 

1. Communication Style: American negotiators prefer direct communication. They value 

clarity and assertiveness, which helps in quickly identifying and addressing issues. 

2. Decision-Making: Hierarchy plays a significant role. Decisions are usually made by 

senior executives, and authority is respected. This often leads to a structured negotiation 

process where the final decision rests with the top leadership. 

3. Negotiation Goals: The focus is on achieving concrete, measurable outcomes. Long-

term relationships are valued but are often seen as a secondary benefit rather than the 

primary goal. 

4. Conflict Resolution: Disputes are addressed directly and pragmatically. American 

businesses often seek to resolve conflicts through straightforward negotiation and 

compromise. 

5. Cultural Considerations: While Americans are open to international business, they 

expect a level of familiarity with their negotiating style. Understanding this style can be 

crucial for successful negotiations. 

Negotiations in Croatia are influenced by a combination of personal relationships, cultural 

norms, and a pragmatic approach. Croatian negotiators place significant importance on 

establishing trust and maintaining long-term relationships. They are more likely to emphasize 

the importance of personal connections and cultural understanding in their negotiations. 
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1. Communication Style: Croatian negotiators often prefer a more personal and 

relationship-oriented approach. Clear communication is important, but there is also a 

focus on building trust and understanding through personal interactions. 

2. Decision-Making: The role of hierarchy varies. Decisions may involve multiple levels 

of the organization, and understanding the internal dynamics of the partner company 

can be important. 

3. Negotiation Goals: While achieving specific business outcomes is important, Croatian 

negotiators often prioritize establishing strong, long-term relationships. They value 

ongoing collaboration and are willing to make compromises to build trust. 

4. Conflict Resolution: Croatian businesses often focus on preventing conflicts through 

proactive communication and compromise. They prefer to address issues before they 

escalate, maintaining a constructive dialogue throughout the negotiation process. 

5. Cultural Considerations: Croatian negotiators are keenly aware of cultural differences 

and may adjust their approach based on the background of their negotiating partners. 

They place a strong emphasis on understanding and adapting to these cultural nuances. 

Piteks d.o.o.: This textile company focuses on long-term relationships and flexibility. They 

highlight the importance of adapting to client needs and achieving a balance between domestic 

and international clients. Their negotiation approach includes emphasizing their history, 

managing expectations, and preventing conflicts through high-quality production. 

Maraton usluge d.o.o.: Known for a pragmatic and results-oriented approach, Maraton 

usluge d.o.o. values swift deal-making and thorough understanding of their partners. They 

balance efficiency with a focus on achieving set goals and adapting strategies based on partner 

credibility and financial stakes. 

Videc Interijeri j.d.o.o.: This company emphasizes clear communication and quick 

information exchange. They treat all clients equally in terms of service quality but recognize 

differences in logistical considerations. Videc Interijeri values long-term relationships and 

careful preparation in negotiations. 

Tapetarija Videc: Prioritizing relationship building, Tapetarija Videc focuses on clear 

communication, strategic planning, and patience. They adapt their approach based on whether 

they are negotiating with domestic or international partners and emphasize achieving key 

objectives while maintaining strong relationships. 
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Sjever Sjeverozapad d.o.o.: This company demonstrates flexibility and adaptability in 

negotiations, highlighting the importance of understanding cultural differences. They balance 

long-term relationship building with efficient deal-making, using preparation and emotional 

intelligence to drive successful outcomes. 

The negotiation cultures of the USA and Croatia reflect different priorities and approaches. 

American negotiators often emphasize efficiency and clear, direct communication, while 

Croatian negotiators focus on building trust and maintaining long-term relationships. 

Understanding these cultural differences is crucial for successful negotiations in both contexts, 

and companies must adapt their strategies accordingly to achieve optimal results. 
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6. CONCLUSION 

 

This thesis provides a comprehensive analysis of the negotiation cultures in the USA and 

Croatia, highlighting key differences and similarities that shape business interactions in these 

regions. 

In the United States, the negotiation style is characterized by a direct and results-oriented 

approach. American negotiators value clarity and efficiency, aiming to reach agreements 

quickly and effectively. Personal relationships, while acknowledged, are often secondary to 

achieving concrete business outcomes. American businesses tend to resolve conflicts through 

straightforward negotiation and compromise, and the decision-making process is typically 

hierarchical, with senior executives holding the final authority. This focus on efficiency and 

direct communication shows a pragmatic approach to business dealings. 

In contrast, Croatian negotiations place a significant emphasis on personal relationships and 

trust. Croatian negotiators prioritize building long-term connections and adapting their 

strategies to fit cultural norms. Although achieving specific business goals remains important, 

the emphasis on maintaining strong relationships and understanding cultural nuances is more 

pronounced. Croatian negotiators often use a more personal and relationship-oriented approach, 

aiming to prevent conflicts through proactive communication and compromise. The decision-

making process in Croatia can involve multiple levels of the organization, reflecting a less rigid 

hierarchy compared to the USA. 

The research conducted with Croatian companies such as Piteks d.o.o., Maraton usluge 

d.o.o., Videc Interijeri j.d.o.o., Tapetarija Videc, and Sjever Sjeverozapad d.o.o. provides 

valuable insights into how these organizations navigate negotiations. Piteks d.o.o. emphasizes 

long-term relationships and flexibility, adapting their approach based on client needs and 

market conditions. Maraton usluge d.o.o. adopts a pragmatic, results-driven strategy, focusing 

on quick deal-making and understanding partner credibility. Videc Interijeri j.d.o.o. highlights 

the importance of clear communication and equal service quality for all clients, while Tapetarija 

Videc prioritizes relationship building and strategic planning. Sjever Sjeverozapad d.o.o. 

demonstrates adaptability and emotional intelligence in both domestic and international 

negotiations. 
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Overall, this comparison shows the importance of understanding cultural differences in 

negotiation styles. American negotiators should be aware of the Croatian emphasis on 

relationships and cultural sensitivity, while Croatian negotiators can benefit from recognizing 

the American focus on efficiency and directness. Adapting negotiation strategies to these 

cultural contexts is essential for achieving successful outcomes and fostering strong business 

relationships. By appreciating and accommodating these differences, businesses can navigate 

international negotiations more effectively and build enduring partnerships. 
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