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Non-verbal Characteristics of Culture
In the course of the preparation stage of negotiation, it is advantageous to understand the cultural differences as well as having awareness of oneself and counterpart's backgrounds. One crucial nonverbal characteristic that must be understood by a successful negotiator is facial expressions. Failure to have the standard perception, significant ques can be misjudged or completely unexploited. Time used in preparing for negotiation can be wasted if one does not read or understand the counterparts or value community behaviors and unintentionally send the counterpart the unpremeditated nonverbal messages. As argued by Lipi, Nakano, and Rehm (2010), facial observation is a collective method applied. 
Besides, the use of silence is another nonverbal characteristic that is essential. Particular cultures such as that of America, discover the aspect of silent as quite uncomfortable. Nevertheless, in other cultures such as China, silence characteristic is widely admitted. As presented by Lipi, Nakano, and Rehm (2010), silence can be applied in processing the information and people can be annoyed if the thinking process is interjected. As indicated by Kavanagh (2010), there are differences in high contact culture and low contact culture. Having this knowledge and understanding as an individual approaching negotiation deal with individuals from another culture would assist in solving nervousness experience when personal space is interrupted. Some individuals make others uncomfortable which is regarded as a ‘dirty trick.’ Uncomfortable individuals can consider conceding to end the negotiations (Kavanagh, 2010).  
Also, Lipi, Nakano, and Rehm (2010) highlighted that interruptions are a form of nonverbal cultural behavior. Certainly, many individuals have the thinking that verbal interruption, can take place nonverbally and is likely to be a social-cultural norm or a technique of gaining the advantage. A good example is looking confused. Holding a business meeting with individuals from polychromic culture can make a monochromic negotiator feel as holding a weak position. Conversely, body language can be considered as a form of interruption. Touch can be applied in initiating interruption.
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