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We are all like all others, 

we are all like some others, 
and we are all like no other. 

 

     C. Kluckholn 
 
 

A prototype should never 
become a stereotype. 

 
N. Meierding 
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Processing Styles 
 
Monochronic Time Orientation 
The monochronic person processes in a linear, sequential order, doing one thing at a time 
- segment by segment.  He or she may have difficulty processing in a multifaceted, non-
orderly way.  The monochronic person wants completion and closure in one area and 
may find "expanding the pie" to be a confusing process if brainstorming is done in a 
haphazard way - e.g. "Let's all throw some options out on the table as a way of solving 
this problem."  The monochronic personality sees time as something that is saved, spent, 
lost, or counted.  Traditionally, German, British, Canadians and Americans are largely 
monochronic cultures. 

• Wants (or brings) an outline for issues to be covered during the meeting 
• Tends to be prepared  
• Very focused  
• Wants time to be used “wisely” and is conscious of “wasting time” if 

he/she perceives the meeting is not “on track” 
• Covers one negotiation issue at a time 
• Frustrated if other party brings in “unrelated issues” 
• Wants commitment at each step of the negotiation or meeting 

 
Polychronic Time Orientation 
  A polychronic person simultaneously processes issues in a non-linear approach 
and juggles different topics or conversations without difficulty.  The polychronic person 
does not need closure in one area before moving to another area and may find a linear 
approach frustrating and slow moving.  The polychronic person is at ease in discussing 
seemingly unrelated issues as a way of resolving problems.  The polychronic person sees 
time as something more personal, more relational, and has a more “in sync” style, and 
does not see time as something that is lost or counted.  Traditionally, African, Middle 
Eastern, Latin American and Southern European cultures tend to be polychronic. 

• More relaxed about how time is used – may be late 
• Multi-tasks during the meetings (making notes, talking, checking calendar, 

etc.) 
• Brings in multiple issues (including emotional or below-the-line interests) 

when discussing topics 
• Doesn’t want to agree to any one item until “everything is on the table.” 
• Uses linkage of issues in reaching a settlement 
• Frustrated that other party is moving too slowly or isn’t seeing the “big 

picture”  
 
 
 
 
 
 
 
Expanded from the work of Edward Hall, The Hidden Dimension  
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High and Low Context Communication 
 
 
High Context Communication  (Indirect speech)   

  
Certain cultures assume that knowledge of a situation and how to act in that 

situation is acquired through a built-in expectation of what is customary and ordinary 
within that culture.  There is little use for formalized agreements or lengthy discussions to 
decide what is appropriate in a given situation - the parties are assumed to "know" from 
experience, intuition and context. 

 
Because the rules are implicit, dealing with parties from a high context culture 

may be difficult for a negotiator who is not from that culture.  For example, Japanese 
traditionally expect others in a negotiation to "sense" the context and act in an expected 
manner.  An inexperienced negotiator may overly belabor a point in the eyes of Japanese 
parties while the negotiator may feel they he or she is fully exploring options.   

 
Active listening is a crucial skill in working with people from high context 

cultures - as the listener must look beyond what is stated. Saving face is usually a very 
important concern. 

 
Traditionally, Japanese, Chinese, Indonesians, Indians, Native American Indians. 

and Southeast Asians are high context cultures. 
 
 
Low Context Culture   (Direct speech)   
   

A low context culture is one in which information is abundant and rules and 
expectations are clearly stated.  Very little about process is assumed.  The parties in a 
negotiation often "negotiate process" so that everyone will be clear on how they will treat 
each other in that specific environment.   

 
Expectations are also discussed: "What do you hope to accomplish today?"  

"What areas would you like to work on?" “Would you like to set any behavioral 
guidelines for the mediation session?"  

 
Traditionally, Northern and Eastern Europeans, and North Americans are low 

context cultures.  Middle Easterners, Africans, and Latin Americans tend toward the mid-
range. 
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Adapted from Edward Hall, Hidden Dimensions of Time and Dodd, C.H., Dynamics of 
Intercultural Communication Copyright: Nina Meierding, Negotiation and Mediation Training, 2012, 
all rights reserved 

Individualistic and Collective Cultures 
 
 
High Individualism Cultures   

People are encouraged by individual initiative, an “I” outlook on life and 
emotional independence from organizations and the group.  Individual gain and initiative 
is important and independent decisions are encouraged.  Greater social mobility and 
social connections are favored and more importance is placed on personal life.  People 
look at what can be accomplished on an individual level even though they may be 
involved in a group project.  Self-interest (how can this benefit me) v. group interest 
(how can this benefit all of us) is common.  The country with the highest individualism 
rating is the United States, followed by Australia, Great Britain, Canada, Netherlands, 
and New Zealand. 

• Focused on own goals, less willing to “step in the other person’s shoes” 
• Sees  negotiation as a “zero sum exchange” 
• Wants a quid pro quo, or exchange for any concession 
• Ego invested 
• May use competitive tactics 
• Not as concerned about feelings, interests or needs of opposing party 

 
 
Low Individualism Cultures (Collective)  
 People have a “we” consciousness and there is emotional dependence within 
organizations and group cultures.  Less social and economic mobility occurs.  Individual 
gain is not encouraged, and in fact is seen as selfish.  The collective gain is of major 
focus - what is right for the group, the family, the community, the tribe, the company - is 
far more important than the consequences to the individual.  Belonging to a group is 
important.  Conformity to ideals and standards is encouraged.   Low individualism 
(collective) countries are Venezuela, Colombia, Pakistan, Peru, Taiwan, Thailand, and 
Singapore.  Midrange individualism cultures are Israel, India, Japan, Argentina and Iran. 

• Focused on group goals, concerned that all are satisfied 
• Problem-solving focused 
• Face-saving issues may arise 
• Concerned about interests as well as issues 
• More collaborative in approach 
• Strong sense of loyalty to group and family 
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Expanded from Hofstede, G., Cultural Consequences: International Differences 
Copyright: Nina Meierding, Negotiation and Mediation Training, 2012, all rights reserved. 

High and Low Uncertainty Avoidance 
 
 
High Uncertainty Avoidance  

A culture in which there is a concern about the unknown and an anxiety about 
risks in the future is one in which there is high uncertainty avoidance.  There tends to be 
higher job stress, worry about the future and more emotional resistance to change.  There 
is less risk taking, a preference for specific instructions, and a greater fear of failure.  
Traditionally, high uncertainty avoidance cultures are Japan, France, Mexico, Spain, 
Greece and Italy.  

• Discussion of many possible consequences and contingencies 
• Need for detailed agreements 
• Enforcement mechanisms built into agreement 
• Specific processes stated in the agreement regarding what to do in the 

event of a disagreement 
 
 
 
Low Uncertainty Avoidance  

 Low uncertainty avoidance cultures tend to have lower job stress, less emotional 
resistance to change, stronger individual achievement motivation, preference for broad 
guidelines, and less fear of taking risks. Low uncertainty avoidance cultures traditionally 
have been the Scandinavian countries, England, Great Britain, India, Philippines, and to 
some extent the United States. 

• More relaxed attitude towards contingencies and possible consequences 
• Need for more general language 
• May not need enforcement mechanisms built into agreement 
• General “return to mediation clause” in the event of disagreement 
• Believes that the other party doesn’t  have “trust”  because of requirements 

of more detailed agreement requests 
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Adapted from G. Hofstede, Cultural Consequences: Individual Differences 
Copyright: Nina Meierding, Negotiation and Mediation Training, 2012, all rights reserved 

Speech Styles and Patterns 
 

 
Ritual opposition  

Ritual opposition is when one party takes a position in a negotiation and zealously 
musters all of the arguments possible for that side, while the other party tries to 
undercut and attack that position. This style is utilized extensively in competitive 
negotiations and is a very direct form of speech. 

 
A party who is not used to ritual opposition may see it as a personal attack, even 
though an attack is not intended. Observers of ritual opposition may mistake it as 
a personal attack, as well. 

 
Within certain professions, such as law, where there is an expectation of debate 
and argument, there may be less discrepancy between genders and or cultures. 

 
Cross talking and overlapping speech 

Cross talking is the process of inserting phrases into another speaker’s 
conversation in order to seek out more information, to show support or validation, 
or to create a simultaneous conversation.   

 
What in one culture (or to one gender) may be considered interrupting and poor 
listening skills (and therefore considered rude or inconsiderate) will be 
“overlapping” or “cross talk” in another culture. 

 
 
Level of emotion 
 The level of emotion that is expressed varies dramatically across cultures.  

 
 
Level of disclosure 
 The level of disclosure varies across cultures, especially disclosure about personal  

matters, such as disease, illness, incapacity, physical dysfunction, or other  
“private” matters etc.  

 
Formality 
 How one is addressed and how one addresses others differs across cultures,  

especially when the culture has high power distance, hierarchy or other forms of  
social or economic stratification. 
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Cultural Attitudes Toward Greeting and Physical Contact 
 
 When an enthusiastic stranger hugged the Queen of England on an international 
visit, the British press was scandalized.  When two North American men walk down the 
street holding hands it is assumed they are homosexual.  However, Italians, Latin 
Americans, Koreans, and Middle Easterners are very touch oriented societies. 
  

Each of us has our own personalized comfort level with our physical space and 
physical touching.  Some people greet with a quick handshake, others a two handed 
grasp, others with a touch on the shoulder, others with a kiss on both cheeks, others with 
a bow. 
  
  While Americans are taught a firm handshake is the sign of a sincere, honest and 
empowered person, persons from the Middle East are taught that a gentle grip is 
appropriate because a firm grip indicates aggression.  The Japanese and Koreans tend to 
have not only a gentle handshake but also may avoid eye contact.  In Islamic countries 
men are not allowed to touch women who are strangers; therefore, Islamic men do not 
usually extend their hand in a greeting to a woman.  In Central and South America the 
handshakes are generally warm, extended in duration, and may also include a touch on 
the shoulder or elbow or followed by a hug. 
 
 While Americans tend to stand between 24 to 30 inches apart when having a 
comfortable conversation, the Japanese tend to stand farther apart and the Latin 
Americans tend to stand closer. 
 
 The negotiator, while not becoming a cultural chameleon, needs to be conscious 
of his or her own body language, spatial relationship to the other party, and the other 
party’s responses to the negotiators’ physical actions.  It is highly possible that the 
unaware negotiator may not perceive they have unintentionally insulted the other person. 
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