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00 O O more obviously in the negotiating process than in any other aspect ofbusiness. The basic ele- ments of
business negotiations are the same i11 any country[] They relate to the productl] its price and terms.services
associated with the product. and, finally, friendship between vendors and customers.But it is important to
remember that the negotiating process is complicated, and the risk of misunderstanding increases when negotiating
with someone from another culture.ARitudes brought to the negotiating table by each individual are affected by
many cultural factors and customs often unknown to the other participants and perhaps unrecognized by the
individuals themselves. His or her cultural background conditions each negotiator's understanding and
interpretation of what transpires in negotiating sessions. The possibility of offending one another or misinterpreting
others 'motives is especially high when one's self-reference criteria fSRCI iS the basis for assessing a situation.One
standard rule in negotiating iS* know thyself” firstand“ know your counterpart” second. The SRC of both
parties can come intO play here if care iS not taken.The extent of a company's marketing orientation has been
shown to relate positively to profits. Although American companies are increasingly embracing this notionJ and
marketing in generald .firms in other countries have not been so fast to change from the more traditional
productionJ consumers prefer products that are widely available[J [J product[] consumers favor products that
Offer the best quality,performancel] or innovative featurest] [J and selling fconsumers and businesses alike will not
buy enough without prodding] orientations. For example[ in many countriesl] engineers dominate corporate
boards[] and thefocus iS more toward a product orientation .However, more profitable American firms have
adopted strong markering orientations wherein everyone in the organizationt] from shop floor to financel is
encouraged to[] and even receive rewards[] if they generate[] disseminatel] and respond to marketing intelligence
[ that iSO consumers’ preferences] competitions’ actions[] and regulators’ decisions[] .Recently researchers
have empirically verified that[] for a variety of complex reasons] including cultural explanations] a marketing
orientation is less prevalent in a number of other countries it can be difficult to encourage such an orientation
across diverse business units in global companies.
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