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THE ROLE OF NATIONAL STYLE AS THE MOST IMPORTANT
FACTOR IN POLITICAL NEGOTIATIONS

The article is devoted to the study of the role and significance of the national style in the
process of conducting international negotiations. The most important tool for resolving
contradictions and preventing possible conflict situations in the context of modern
globalization processes is political communication. One of the factors in the success of
political negotiations is taking into account socio-cultural differences between partners
or opponents. In modern political science, there are different views on the role of
national style in the negotiation process. All of them agree on the recognition of the
existence of a national style in negotiations, but differently assess the degree of its
impact on the nature and results of the negotiation process. The national negotiating
style is closely connected with the concept of “national character”, the formation of
which is influenced by culture, religion, language, historical past, political realities,
geographical and geopolitical factors, and so on. An important aspect of the study of the
national style of negotiation is to determine the role of nonverbal communication, which
are significantly impacted by socio-cultural factors. National negotiation styles are
divided into different types depending on the essential characteristics: cultural and
civilizational characteristics, relation to time and space, the specifics of non-verbal
means of communication and so on. Based on the specifics of non-verbal
communication components, national styles with “low context” and “high context” are
distinguished, based on the relation to time — monochronic and polychronic, based on
the perception of space — formal and informal. National style is the most important
factor in political negotiations, but its role in negotiations should not be considered
absolute, since the behavior of negotiators is also influenced by professional ethics,
corporate culture, personality traits and more.
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The postmodern era of the modern world rejected the ideas of ethnocentrism,
the existence of dominant cultures and embraced the postulate of multiculturalism.
The practice of political negotiations, including international ones, is becoming more
and more intense. The model of modern political negotiations is currently undergoing
a structural transformation: instead of dialogue, a multicultural polylogue is
emerging. The expansion of world political discourse is accompanied by a clash of
national cultures, which allows for various kinds of conflict situations. The most
important tool for resolving contradictions and preventing possible conflicts today is

effective and fast communication. The effectiveness of modern political



communications largely depends on the ability to take into account the national
characteristics, traditions and customs of the participants in political negotiations.
Thus, the success of negotiations, in particular political ones, requires familiarizing
oneself with the national negotiating style and taking into account its features at the
preparation stage of the negotiations. Therefore, in the context of globalization of
world political processes, the question of the ethnocultural differences impacting the
nature and results of communication between state representatives belonging to
different cultural regions is extremely relevant.

The aim of the article is to determine the role and significance of the national
style as the most important factor in political negotiations in the context of modern
globalization processes.

Many scientific works of both foreign and domestic researchers are devoted to
the peculiarities of the organization and conduct of international political
negotiations, which, among other things, cover the issues of national differences in
negotiations. Given the purpose of the study, the works of Russian researcher
. Vasilenko®, in which separate sections are devoted to the national styles of official
business communication, have proven useful. S. Sheretov focuses on studying the
functions and rules of international negotiations, emphasizing the significant impact
of national characteristics of negotiations on their course, nature and results®. In her
work, the American researcher C. Lee makes a point that in order to overcome cross-
cultural barriers, it is necessary to analyze the peculiarities of the other party’s culture
in advance, while developing each step of international negotiations®.

Ukrainian experts (political scientists, lawyers, diplomats) in recent years have
also contributed to the study of issues related to diplomatic protocol and etiquette: we
should mention the works of H.Kalashnyk?, O.Sahaydak®, D. Tkach®,
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T. Shynkarenko® and others. In the context of the study on the role of negotiations in
the settlement of political conflicts M. Dobrova analyzes the specifics of national
negotiation styles’.

The study of national styles of formal business communication mostly took
place in the context of the study of the negotiation process theory. In recent years, the
situation has changed due to the intensification of international political negotiations,
which involve the interaction between partners of different national cultural
traditions. At the same time, the influence of national communication styles on the
course and results of political negotiations has not yet been the subject of a special
political science study and requires further research considering globalization and the
Euro-Atlantic vector of Ukraine's integration. All of the above led to the choice of
topic and determining the purpose of the study.

In modern political science, there are several points of view on the role of
national style in the negotiation process. According to the first, the national and
cultural characteristics of the participants reflect rather insignificant characteristics of
the negotiation process, and therefore have little impact on it. This approach stems
from the intensification of international negotiations, especially in recent decades,
which leads to the “blurring” of national borders, the interpenetration of national
styles, the formation of universal negotiation standards. Globalization and integration
processes contribute to the formation of a unified negotiating culture with its own
rules of conduct, language, symbols, etc. This universal culture of negotiation is
recognized by all members of the world community, although it may differ
significantly from established national norms and rules of conduct®.

According to the opposite point of view, national and cultural specifics are, if
not decisive, then at least very important in the field of international negotiations.
This position is based on the denial of the artificial universalization of
communication styles and the impossibility of forming a unified negotiating culture

due to the existence of too significant national differences that cause cultural barriers
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In negotiations between representatives of different ethnocultural traditions. In
addition, a significant element of national specificity is brought into the negotiation
process by representatives of business, public and religious organizations, who have
much less experience in international communication than politicians, and therefore
cannot get involved in establishing common parameters of negotiations®.

There is a third, relativistic point of view: in each case, the degree of
significance of national characteristics may vary. In the conditions of cooperation, i.e.
in the situation of significant coincidence in positions of the parties, national
differences recede into the background, but in case of conflict of interests one should
expect greater manifestation of ethnocultural peculiarities. In this regard, addressing
the national style of negotiation in a conflict resolution situation is particularly
important.

Thus, all the aforementioned points of view agree on recognizing the existence
of a national style of negotiation, but differently assess the degree of its impact on the
nature and results of the negotiation process. In our opinion, it is important to show
respect for national traditions and understand their specifics not only in conflict
situations, but also in the cases when parties’ interests in negotiations coincide, as it
will significantly contribute to long-term cooperation.

The national negotiation style is based on the national character. In political
science, this term is understood to mean a historically formed set of stable
psychological, mental and behavioral characteristics, features inherent in a particular
ethno-national community?. Interestingly, philosophers have been thinking about the
influence of ethnocultural features and mentality on the nature of communication
since ancient times. In particular, the ancient Greek philosopher Heraclitus
emphasized the importance of national traits for understanding the human being.
Herodotus, Pliny, and in modern times J. Locke, Ch.-L. Montesquieu and others have
tried to explain the differences in national character by the peculiarities of

geographical location, climatic conditions and historical traditions. Later, with the
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development of ethnography, researchers began to actively use ethnographic sources
to analyze the national character.

Modern scientists focus on a systematic approach to the study of this concept.
For example, Ukrainian researcher T. Potapchuk understands the national character
as a system of “stable and typical for a given community features and properties that
form not just the sum or set of characteristics, but internally integrated unity,
systemic integrity of characteristics that... systematically reflect the specifics of

cultural and historical progress of a given people™

and give this community a
qualitative distinctions that allows to differentiate the psychology of one nation from
another. The formation of national character is influenced by various factors, most
importantly culture, religion, language, historical past, peculiar political realities, the
nature of the elites, geographical factors (climate, terrain, etc.), geopolitical
influences and so on.

The national character is the basis for the formation of the national style of
official business communication. However, in modern political science there is still
no generally accepted scientific definition of national style, due to a certain
methodological complexity of distinguishing between ethnocultural features of
negotiators' behavior, personal traits, national style, political culture specifics of
different state representatives etc.

The national style of business communication is a unique set of features of
etiquette, behavior, cultural values and traditions of each nation. The national style is
determined by the mentality of the people, historical memory and features of the
national character. Knowledge of those features is essential for both politicians and
people of other professions who communicate with foreigners to avoid the conflict of
national cultures and to eliminate the associated inconveniences.

In the context of this work consideration is deservedly given to the definition

of S. Sheretov, who understands the national negotiating style as features of national
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character and culture, the most common distinct ways of thinking, perception and
behavior that affect the process of preparation and conduct of negotiations®.

There are three groups of characteristics of the national style: values,
ideological and religious attitudes; the nature of the formation of the delegation, the
powers of the participants and the basic models of decision-making; features of
behavior during negotiations (the most typical tactics, the specifics of nonverbal
communication, reaction to other party’s proposals etc.)%.

This allows us to categorize the concept of national style of official
communication in terms of organizing and conducting negotiations. According to
I. Vasilenko, the national style in negotiations is a synthetic concept, the components
of which are the focus on specific decision-making mechanisms, commitment to
national values, customs and traditions, as well as compliance with certain rules of
conduct deeply rooted in national culture®,

Modern researchers and scholars are increasingly turning to cross-cultural
barriers in the political negotiation process. It is cultural barriers that can create
significant obstacles to achieving the desired goals, so the ability to overcome or
avoid them is extremely important for politicians. In the era of globalization and
intensive international contacts, extremely important qualities of a negotiator include
attentive attitude to ethnocultural features and the ability to understand both verbal
and nonverbal language.

An important aspect in determining the national style of negotiation is the role
of nonverbal communication. According to psychologists, more than 60% of
information during a conversation is transmitted through non-verbal components of
communication, which are significantly impacted by socio-cultural factors®. The
distance maintained by the negotiating partners, their facial expressions and gestures,
appearance, posture and manner of communication — all these are examples of non-

verbal language in the structure of the national negotiating style. In addition, the
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manifestations of nonverbal communication include eye contact, voice volume,
features of perception of space and time, tactile contacts and more. As I. Vasilenko
rightly points out, close attention to non-verbal aspects of cross-cultural
communications will help participants in international negotiations to avoid
embarrassing situations and show their respect for foreign partners®.

In the context of international political communication, cultural differences are
embodied on a non-verbal level during greeting rituals, the exchange of gifts, through
mannerisms, the expression of emotions, punctuality, and so on. For example, if
Americans openly, sometimes unequivocally, express their opinions, the Arabs or the
Japanese will never allow themselves to make a person blush because of a categorical
judgment®. While representatives from Europe and North America usually sit cross-
legged during informal meetings, this is highly inappropriate for Arabs: they are
deeply offended by the look of the sole of the interlocutor’s shoes.

In modern political science there is a division of national negotiation styles into
different types. This division is justified, because the criteria of typology determine
the essential characteristics: cultural and civilizational features, attitudes to time and
space, the specifics of non-verbal means of communication and so on.

In terms of the characteristics of non-verbal components of communication,
national negotiation styles are divided into cultures with “low context” and “high
context”. The first group includes the English-American, German and Scandinavian
countries, where nonverbal communication plays a relatively minor role: it
appreciates the ability to speak briefly, clearly and to the point, ambiguity and
uncertainty are not appreciated. On the contrary, in Russian, French, and Japanese
cultures, information is communicated mainly by nonverbal means. According to
M. Lebedeva, communication in these cultures is more intense, and depending on the
context, the meaning of what is said can change almost to the opposite®.

National negotiating styles can be classified in terms of time, in this aspect they

are divided into monochronic and polychronic. In the monochronic English-
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American, German and Scandinavian countries, punctuality and adherence to the
negotiation schedule is considered the basis of business communication. On the
contrary, in the polychronic cultures of Latin America, East Asia, and India, people
are much less concerned about time.

Based on the criterion of perception of space, national styles can be divided
into formal and informal. In formal cultures (most Western countries), attempts by
partners to approach them very closely cause discomfort. In Latin America, in Arab
countries, on the contrary, it is customary to communicate at a closer distance. The
distance at which the negotiating partners talk plays a very important role. Increasing
the distance accepted in the culture of one of the interlocutors can be regarded by him
as too formal a style of communication, unnecessary rigidness, coldness. Conversely,
reducing the distance can be perceived as unjustified familiarity. It is a known fact
that Americans have a slightly larger personal space limits than Europeans (about 120
cm and 45 cm, respectively), and the Chinese, Koreans, Japanese have an even
narrower personal space — about 25 cm. So, in negotiations with Western
counterparts the Japanese or Chinese may involuntarily take a step forward to reduce
the space somewhat". That is why the notion of Asian “familiarity” is quite common
among Europeans and Americans.

It should be noted that distinguishing national negotiation styles is the result of
generalization and stereotyping. But the negotiation characteristics are not always
inherent in all members of the nation, it is rather the most likely course of action in
the negotiation process®. That is why the role of national style in negotiations should
not be viewed as absolute, as the behavior of negotiators is also influenced by the
norms of professional ethics, traditions of corporate culture, personal traits and so on.
In addition, the study of the national peculiarities of negotiation should be based on a
specific historical approach: national styles change over time, develop and enrich
themselves, so they should not be perceived as permanent entities.
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Therefore, the globalization of political processes, the expansion of the world
political space and the emergence of new international organizations all raise the
issue of studying national styles of negotiation. Intensification of interethnic
communication requires modern professional politicians to be aware of ethnocultural
differences between the participants in the negotiations and to take into account
national and cultural peculiarities in order to achieve the desired political goals. In the
event of a clash of national cultures, there is a risk of running into cross-cultural
barriers, which can be a significant obstacle to successful agreements. All this
confirms the thesis of the important role of participants’ national style in the process
of political negotiations.

The formation of the national negotiating style is influenced by a number of
factors, including ethnocultural values and customs, mental characteristics, specifics
of nonverbal components of communication, basic decision-making mechanisms, the
most common tactics and behavior of negotiators.

Non-verbal means of communication (facial expressions, appearance, gestures,
posture, peculiarities of perception of space and time, tactile contacts etc.) play a
special role in the structure of the national style of negotiation. Based on the specifics
of non-verbal communication, national styles with “low context” and “high context”
are distinguished. Important criteria for the division of national styles are also the
attitude to time (monochronic and polychronic) and the perception of space (formal
and informal).

The obtained research results can be used by specialists in scientific, applied
and pedagogical areas. Given the globalization and the Euro-Atlantic vector of
Ukraine's integration, the issue needs further development in the direction of studying

the Ukrainian national negotiating style, which is currently being formed.
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