Non-Verbal Communication
In a negotiation, besides talking and listening to the other party you must also pay close attention to nonverbal communication. Depending on the country you should avoid certain behaviors and gestures denoting rudeness and, in some cases, even may jeopardize the outcome of the negotiation. There are many situations of that type. 

Sitting Down: 

- for Northern Europeans and Asians the correct way to sit down is upright with feet together on the floor. In many Asian countries crossing your legs is frowned upon; 

- the Americans prefer to be more informal in meetings and tend to sit down adopting a comfortable, relaxed position; 

- in Arab countries cross your legs is shameful and to show the sole of the shoe is considered offensive.

Physical contact:

- in the US, the Nordic countries and most Asian countries physical contact with business partners is avoided; 

- in Latin cultures physical contact-hugging occurs between 

people of the same social level that have developed a personal relationship; 

- the Arabs and Russians are more prone to physical contact. The Russians touch the shoulder of the other person and embrace him; the Arabs gave effusive hugs and kisses; 

- in India, Malaysia, Indonesia, Thailand and Singapore, the 

head is considered the place where the soul resides. Never touch a person’s head — even slapping a child — or pass an object above it as it is considered a sacred part of a person.

Gestures

- in the UK the sign of Victory “V” (with the index and middle fingers) with the palm of the hand towards the interlocutor has an obscene meaning; 

- point the index to the cheek and turn the finger means praise in Italy. The same gesture, but in the temple means be crazy in most European countries and Latin America; 

- in the USA the sign of O.K. (form a circle with the thumb and index with the other three fingers extended upward Index) means zero or nothing; 

- to call someone shaking the hand with the four fingers together and the palm up is acceptable in Europe and the USA, but is a sign of rudeness in Japan, Singapore and Thailand; 

  - the left hand should not be used to move objects or take food in Muslim countries like Saudi Arabia, Malaysia or Indonesia because it is considered dirty because it is the one used to wipe when using the bathroom.

Smiles

- Filipinos, Thais and Malaysians continually smile as a sign of courtesy. Indonesians smile before giving bad news to reduce the negative effect on the other party; 

- usually, the Japanese do not laugh about something funny but to reduce nervousness under uncertainty, tension or embarrassment;

- in all countries it is preferable not to laugh out loud during a negotiation unless you have a personal relationship with the other party.

Glances

- the Arabs look at the eyes all the time and intensively to discover how is the other person. Scandinavians appreciate eye contact as a sign of sincerity; 

- the British tend to look to the other party after starting the conversation or to tell him that is his turn to speak; 

- in Mexico and Japan, the direct gaze gesture is considered 

aggressive and disrespectful, especially to people in high business positions.

SILENCE 

 Silence is one nonverbal communication form that is interpreted very differently around the world. Silence allows time to think, express emotions, consider a response, or think about something other than the subject at hand. Silence, much like smell and touch, transcends verbal communication. People of the U.S. dominant culture are uncomfortable with silence. They use it to show disapproval or, in some cases, to collect their thoughts before saying something they might later regret. U.S. persons fill the silence with comments on the weather or anything else to avoid remaining silent. In other cultures, particularly in Asia and Scandinavia, silence is considered an integral part of communication. The Japanese would consider someone who had no periods of silence as someone who is giving very little thought to what they are saying; they further believe that what the person is saying may lack focus. When the Japanese use silence after a presentation, for example, they are showing respect for what has been said. The Japanese have been given price concessions by U.S. businesspeople simply because the U.S. negotiators interpreted. 

 Japanese silence incorrectly, thinking it meant that they did not like the deal. The people of Finland actually buy books on how to develop everyday chitchat so that they can fit in better when dealing with people from countries that use small talk to fill periods of silence, such as in the United States. Middle Easterners, on the other hand, do not require periods of silence.
Because you may encounter silence used in many different ways in   different cultures, you need to give some thought to what is being communicated to you via the silence. Is the person conveying respect or is the person simply confused or giving further thought to what has been said? Perhaps the person is really saying no or does not understand your message. The hardest part will be to step back, relax, and remember that silence can be positive. 

 Countries that are considered low-context cultures, such as the United States, are uncomfortable with silence. Low-context cultures consider silence as an indication that something is wrong. High-context cultures, such as Japan and Germany, are very comfortable with silence. To people in high-context cultures, silence is used to dissect what was said and to truly understand the other person’s comments. 

To understand different cultures’ views of silence, consider their 

proverbs or adages: 

  • China: “Believe not others’ tales, others will lead thee far astray.” 

  • Japan: “It is the duck that squawks that gets shot.” 

  • U.S.: “The squeaky wheel gets the grease.” 

  • Native American: “It does not require many words to speak the 

truth.”
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