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Overcoming Cultural Barriers in Negotiations
Introduction
In the business world today, individuals are interacting with their counterparts from various cultures across the world. Technological improvements, coupled with improvements in infrastructure, have facilitated the movement of information and individuals between the different parts of the world (Hernandez & Graham, 2008). Additionally, through these, individuals can easily negotiate business deals and settlements. However, for effective negotiation, individuals must consider the influence of the different cultures that the target population ascribes to, to avoid the development of conflicts with their counterparts (Cardenas, 2020). An essential quality that cross-cultural negotiators should possess is cultural intelligence. According to Allman (2020), cultural intelligence (CQ) refers to an individual's ability to maintain cultural consciousness when dealing with individuals from various cultures, locally and internationally. Cross-cultural negotiations pose significant opportunities for organizations to expand into the global market. Alternatively, cross-cultural negotiation can also pose significant challenges in negotiation, leading to misunderstandings and, ultimately, conflict (Hernandez & Graham, 2008). Generally, these misunderstandings root from barriers resulting from cultural differences between the negotiating parties. However, despite the occurrence of these barriers, which pose significant challenges to cross-cultural negotiation, numerous strategies could be adopted in dealing with these, helping in bridging the differences existing between the various cultures.
Communication 
One of the main strategies for overcoming cross-cultural barriers in negotiation is investing in effective communication. As noted, when conducting any form of negotiation, whether in a business deal or in conflict management, effective communication is fundamental (Hernandez & Graham, 2008). The main premise of communication in negotiation is that it helps build relationships and identify the objectives to be achieved. In cross-cultural negotiation, effective communication is especially important since it helps overcome the common barriers in these environments. Before engaging in cross-cultural negotiation, the negotiator must be aware of the perception of their target population's culture and how it would be affected by the message (Shonk, 2020).
In a nutshell, effective cross-cultural negotiators need to exercise effective CQ strategy, which is the general awareness of the relationships in multicultural situations, and how the negotiator lays out their plan to suit the multicultural situation (Allman, 2020). For instance, in some Asian communities, slight miscommunications could trigger major conflicts that could mean a general collapse of the negotiation process. Additionally, through effective communication, the negotiator can identify with their counterparts' points of view, thus avoiding any misinterpretation of communication cues used in their culture (Editors, 2014). Since cultural differences have a significant influence on language, recognizing the various communication cues helps the negotiator avoid misinterpretations, which could translate into the failure of the negotiation process (Editors, 2014). 
Behavioral Differences
Every culture has a set of rules and regulations, against which community members’ behaviors are gauged, to determine which ones are appropriate and which ones are generally unacceptable. These are referred to as behavioral restraints and have a significant influence on cross-cultural negotiation (Hernandez & Graham, 2008). For instance, when negotiating, an awareness of the other community's behavioral restraints will help design the settlement by considering what is acceptable to avoid overstepping. In the CQ capabilities, behavioral differences awareness falls under the knowledge CQ, which involves understanding the influence of culture on the perception, thinking, and behavior of specific persons (Allman, 2020). Understanding behavioral differences take numerous forms. For business people, it relates to understanding the influence of economic and legal forces on the target community and how they influence their culture. Additionally, understanding the behavioral differences helps the negotiator know the influence of values and norms on the negotiation process (Cardenas, 2020). Therefore, the negotiator will be in a position to avoid the commonly occurring barriers to effective negotiation.
Furthermore, understanding cultural differences helps the negotiator know how their culture is perceived by the target population (Cardenas, 2020). For instance, individuals from Eastern cultures generally perceive those from Western cultures as untrustworthy and generally corrupt. Therefore, most Eastern cultures generally avoid getting into business relations with Western cultures in fear of being duped. However, with an understanding of this general perception, a negotiator coming from a Western culture may first invest in building trust before embarking on establishing any business deals. Besides, knowing how other cultures view your culture helps the negotiator adjust their approaches to negotiation, thus overcoming the occurrence of any barriers (Cardenas, 2020). 
Cognitive Constraints
Though cultures dictate how individuals should conduct themselves, they also have a significant influence on how individuals perceive the rest of the world. Generally, culture has a significant influence in shaping the world view in the eyes of an individual, laying a foundation of how these person processes information presented to them (Editors, 2014). As individuals come to the negotiating table, they usually have varied perceptions about their counterparts based on the values and norms they grew up knowing or have learned about the other’s society. If not monitored and taken care of, this perception could translate into a barrier to effective cross-cultural negotiation (Editors, 2014). 
The most appropriate way of dealing with cognitive constraints is developing an open mind and avoiding stereotyping individuals and their cultures. According to Cardenas (2020), the first rule of overcoming barriers to cross-cultural negotiation is seeking a deeper understanding of the other culture's beliefs and perceptions to avoid an overreliance on perceptual knowledge (Molinsky, 2016). Therefore, in dealing with cognitive constraints, the negotiating individuals should invest in knowing each other’s cultures and understanding their points of view with regards to the rest of the cultures. As much as each individual would not like to be stereotyped, they should also avoid stereotyping their counterparts. For example, while Germans may seem too direct in the eyes of Japanese nationals, the latter, instead of generalizing all Germans as too straightforward, should take it upon themselves to personally know their counterparts better and work on building an amicable relationship for the both of them (Molinsky, 2016). 
There are numerous strategies that individuals can adopt to overcome cultural stereotyping, which is a major barrier to cross-cultural negotiation. The first and most effective approach is exposing ourselves to the various cultures and learning more about them firsthand through processes like socialization (Bonache, Langinier, &Zárraga-Oberty, 2016). Since cognitive constraints are based on perceptions formed by information collected over an extended period, changing them might require firsthand information, basically obtained through socialization. Socialization helps individuals learn about the values, beliefs, and policies of specific cultures, helping them device the most appropriate approaches (Bonache, Langinier, &Zárraga-Oberty, 2016). 
Virtual Negotiation
In the modern digital world, virtually all activities have gone online, and negotiation has not been left behind. Presently, technological advancements facilitate the movement of information across the globe, including negotiation, which is performed through platforms like Skype, Zoom meetings, and even via Email. However, despite the numerous benefits attributed to online negotiations, the popular platform has brought numerous barriers (Staff, 2020). According to Staff (2020), online platforms like emails have been found to present more challenges than benefits. However, overcoming these challenges requires negotiators to build on their inflection skills, which are most useful in cross-cultural negotiation. When dealing with individuals from various cultures, intonation is key, as it helps in emphasis. Additionally, building on speed and intensity is also an important skill used for overcoming the barriers to virtual negotiation (Ferrazi, 2015). For some cultures, like the American culture, there is generally no need for holding back information. Negotiators often prefer to present all information to their counterparts and allow them to make the decisions. However, to do so, the negotiator needs to be fast and concise in information delivery. 
Conclusion
In the business world, while technological advancements have increasingly simplified the process of negotiating, negotiators face numerous barriers to effective negotiation and present themselves in various forms. However, despite their occurrence, there are numerous strategies that negotiators can adopt to overcome these barriers. Among the main forms through which these barriers may present themselves is communication (Cardenas, 2020). Communication, as a barrier to cross-cultural negotiation, affects the free movement of information between parties involved. However, by adopting effective communication skills, the negotiator can iron out these barriers to facilitate the negotiation process. Additionally, behavioral differences, as described by cultural-based behavioral restraint, is the other issue that may contribute to the formation of cross-cultural negotiation.
Similarly, cognitive restraint, based on individual perception of specific cultures, also has significant adverse impacts on negotiation (Editors, 2014). However, for the two barriers, addressing the issue of cultural stereotyping is the most effective method of dealing with the barriers. Finally, though technology possesses significant benefits for a cross-cultural negotiation, it also contributes to significant challenges. These challenges can be dealt with through the application of improved negotiation skills (Ferrazi, 2015). 
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