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Abstract. This paper displays how global corporate settings select negotiation
channels in strategically for international transactions. Based on an interdiscipli-
nary review the interplay between informal digital negotiations, and the organi-
zational and cultural contexts in which they are applied is analyzed. Applying a
triangular approach combining empirical evidence, comparative analysis, and
theoretical integration, this study uncovers regional patterns in negotiation chan-
nel preferences and their underlying drivers. The results highlight that alignment
between regional negotiation habits and commercial strategies significantly
shapes negotiation outcomes, risk management, and the durability of business
relationships. By identifying a geographic divide in negotiation channel use, this
interdisciplinary research advances a more contextualized understanding of
global negotiation practices and provides an understanding for international man-
agers and policymakers.

Keywords: Negotiation Channels, Geographic Divide, Cross-Regional Busi-
ness Strategy.

1 Introduction

The geographic divide is recognized as a profound dimension in forming business pro-
cesses and organizational behavior across the globe. Previous research identified the
impact of geography on access to resources, infrastructure, and markets [1, 2, 3]. These
contextual differences contribute to uneven development and create distinct environ-
ments for negotiation managers. It results in persistent differences in bargaining power
and enforcement mechanisms, which are fundamentally tied to place [4, 5, 6]. Under-
standing these inequalities is required for the conduct of negotiations as well as advanc-
ing effective policy design.

Clearly, a geographic divide visibly manifests by the variation in negotiation chan-
nels employed across regions. A negotiation is a dyadic exchange in a political, legal,
business or even private setting with a targeted use of media [7]. Media channels - as a
contextual factor - determine the frame and are vehicles for the communication process,
affecting intercommunication and thus impacting negotiation effectiveness [8]. Face-
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to-face interactions, sectoral negotiations, and digital exchanges are not neutral tools
but are embedded in technological, organizational, and cultural contexts. For instance,
the decision to utilize a certain negotiation technology combined with the workplace
organization, and sectoral traditions influence the negotiation outcome [9, 10, 11].
Thus, negotiation format differs between countries, reflecting variations in labor market
institutions, legal frameworks, and historical trajectories of industrial relations. High
negotiation coverage stands for institutionalized sectoral negotiation, while low cover-
age points to decentralized or individualized bargaining processes [12, 13, 14]. These
differences undermine the persistence of regional divides impacting the form of con-
duct for collective agreements and the extent to which negotiation channels are institu-
tionalized or left to market dynamics.

Additionally, the cultural context can mediate the efficiency and effectiveness of
negotiation channels. Geographic settings shape how communication media are per-
ceived and used, with the same medium yielding different outcomes across cultural
contexts. Research shows that trust, transparency, and the durability of agreements are
strongly affected by local expectations regarding communication style, relational dy-
namics, and conflict resolution [15, 16, 17]. While digital negotiations are considered
efficient and transparent, they may at the same time seem impersonal or unreliable,
reducing effectiveness in building long-term trust.

In this setting, economic research measures the impact of geographic differences and
analyzes institutional structures that sustain them. Interestingly, examinations show
how regulatory adaptations constrain or enable negotiation practices in this setting [18,
19]. In addition, organizational and cultural studies illuminate how norms, expectations,
and interpersonal dynamics mediate negotiation behavior. Merging these interdiscipli-
nary views allows the formation of a more context-sensitive framework that explains
how geography continues to shape negotiation practices, even in an era of digital com-
munication and global interconnectivity.

2 Relevance & Research Interest

While prior research has established that geography shapes business conditions, bar-
gaining institutions, and cultural norms, limited attention has been paid to how these
dimensions jointly structure the choice and use of negotiation channels. Much of the
negotiation literature continues to rely on universalist models of media selection that
understate regional variation [10, 11]. At the same time, studies on collective negotia-
tions highlight institutional coverage but rarely connect it to practical communication
modes through which negotiations unfold [12, 13]. Furthermore, examinations of cul-
tural impact focus on interpersonal dynamics without systematically situating them
within broader geographic divides [15, 16]. Hence, this study identifies gaps by provid-
ing an interdisciplinary analysis of how geography shapes negotiation channel prefer-
ences across regions. Accordingly, the present study articulates the following research
questions, which guide the research design and procedure:
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RQ1: How do businesses across regions strategically choose informal negotiation
methods in international transactions?

RQ2: How does the organizational and cultural contexts influence the alignment
between negotiation channel preferences and strategies, and how does this affect ne-
gotiation outcomes, risk management, and relationship durability?

By conducting a triangular research consisting of empirical data, comparative anal-
ysis, and theoretical integration, this study identifies patterns in negotiation channels
selection and demonstrates how regional contexts create persistent divides in negotia-
tion practice. Through this the study supports a context-sensitive understanding of ne-
gotiation and offers insights for managers and policymakers.

3 Methodology

3.1 Research Design

This study adopts a triangulated mixed-methods design combining empirical data, the-
oretical grounding, and comparative analysis to examine the geographic divide in ne-
gotiation channel usage. The methodological approach is structured around three inter-
related components:

1. Primary empirical data collected during the author’s doctoral research;
2. An interdisciplinary systematic literature review; and
3. A comparative analytical synthesis that integrates both evidence bases.

This design allows the study to capture complex, multi-level patterns in negotiation
behavior, ensuring both empirical rigor and theoretical coherence.

3.2 Data Collection

3.2.1 Primary Data

The first component draws on a dataset compiled as part of the author’s 2024 doctoral
thesis [20]. Data were obtained through a semi-structured online survey of negotiation
experts operating in diverse cultural and regulatory contexts, including North America,
Europe, Asia-Pacific, and Latin America.

The survey instrument included both quantitative (closed-ended) items—focused on
the frequency and preference of communication channels—and qualitative (open-
ended) questions exploring contextual factors such as institutional frameworks and dig-
ital infrastructure.
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A purposive sampling strategy was employed to target professionals with experience
in negotiation within business, diplomatic, or legal settings. The final sample comprised
733 wvalid responses as a target population. To ensure data quality, the questionnaire
was pilot-tested for clarity and reliability, and all responses were anonymized in ac-
cordance with ethical research standards.

3.2.2 Literature Review

The second methodological component consists of an interdisciplinary systematic lit-
erature review aimed at situating the empirical findings within the broader scholarly
discourse on negotiation and communication. The review adhered to established quality
criteria:

e Databases searched: Scopus, Web of Science, SpringerLink.

e Inclusion criteria: peer-reviewed journal articles (2010-2024), English-lan-
guage studies, and empirical or conceptual work addressing negotiation pro-
cesses across geographic or cultural contexts.

e  Exclusion criteria: non-peer-reviewed sources and studies lacking geo-
graphic differentiation.

The selected studies were analyzed using thematic coding and conceptual mapping,
allowing the identification of theoretical frameworks relevant to media choice and in-
stitutional variation.

3.3  Data Analysis

The third component of the methodology applies a comparative analytical synthesis to
integrate insights from both the empirical dataset and the literature review. Quantitative
survey data were analyzed using descriptive and inferential statistics (frequency distri-
butions, cross-tabulations) to identify regional variations in negotiation channel use.
Qualitative responses were subjected to thematic analysis to uncover context-specific
rationales behind communication preferences.

Findings from both strands were then compared across regions and theoretical dimen-
sions, highlighting points of convergence and divergence in negotiation behavior. This
integrative analysis provides a nuanced understanding of how geographic and institu-
tional factors jointly influence channel selection in negotiation contexts.

3.4  Validity and Reliability

To enhance the validity and robustness of results, the study employs methodological
triangulation by combining quantitative, qualitative, and theoretical sources. Con-
sistency checks were performed during data cleaning to identify outliers or incomplete
responses. The systematic literature review followed transparent selection and coding
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protocols, ensuring replicability. The overall research design thus meets the standards
of empirical transparency and cross-method verification.

By integrating empirical data, interdisciplinary theory, and comparative analysis, this
methodological framework provides a comprehensive and rigorously validated basis
for exploring geographic variations in negotiation channel usage. The triangulated de-
sign not only enhances analytical depth but also strengthens the generalizability and
interpretive power of the study’s conclusions.

Global Negotiators in a
Geographic Divide

58%

o,
14% Europa (374)

North America (88)

8%
Middle East (50)
12%)
5% Asia & Asia Pacific (78)

Africa (31)

1%
South America (8)

3%
Global (19) n=649
Fig. 1. Geographic Diversity in Survey Participation on Multi-Channel Negotiations.

Note. Adapted from The Leverage Effect of Strategic Behavioral Dimensions in Multi-Chan-
nel Negotiations (p. 54), by S. Moinuddin-Huber, 2024, Dr. Josef Kovac Wissenschaftsverlag.
Copyright 2024 by Dr. Josef Kovac Wissenschaftsverlag.

4 Results

4.1 Negotiation Channels: From Traditional to Digital and Hybrid Forms

Negotiation practices have long been shaped by the communication media through
which they occur. Traditionally, the face-to-face meeting has served as the most trusted
channel, enabling negotiators to interpret verbal and non-verbal cues, build rapport, and
respond in real time. Alongside it, the telephone provided an early mediated alternative,
preserving immediacy of exchange while removing the need for physical presence.
Both channels remain valued for their richness of interaction and capacity to foster trust
and relational understanding.

Over the past two decades, however, the negotiation landscape has diversified with the
rise of digital communication tools. Email became the dominant asynchronous channel,
allowing for carefully formulated proposals, documentation, and reflection between re-
sponses—though at the cost of slower feedback and reduced socio-emotional nuance.
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Video-conferencing platforms such as Zoom, Microsoft Teams, and Google Meet have
since bridged this gap, offering visual engagement and real-time dialogue across geo-
graphic boundaries. Complementing these, instant messaging and chat functions enable
rapid, informal exchanges that support coordination within or alongside formal negoti-
ation sessions.

Newer negotiation support systems and Al-based tools are now emerging, assisting in
structuring offers, identifying trade-offs, and simulating outcomes. Although their
adoption varies by sector and region, they illustrate a broader technological evolution
toward data-driven and digitally enhanced negotiation processes.

Increasingly, negotiators employ a hybrid approach, combining multiple channels—
such as initiating contact via email, conducting core discussions by video, and finaliz-
ing agreements in person. This blending of modalities reflects the pragmatic adaptation
of communication strategies to globalized and digital work environments.

In addition, indirect or signalling channels—for instance, press statements, informal
meetings, or third-party communication—play a subtle yet strategic role in shaping
perceptions and outcomes. Together, these developments reveal a continuum from tra-
ditional, co-located interaction to complex, hybrid negotiation ecosystems that define
contemporary global practice.

Generally, an exploration of the various nationality impacts on channel choice
demonstrates that North Americans and Western Europeans negotiate commonly with
classical negotiation media, specifically email (p = .018) and video conferencing (p <
.001). This dynamic could be triggered by various legislation and company regulation
towards media use. At the same time, South Americans (standardized residual 3.6) and
Africans (standardized residual 3.0) have a strong tendency to negotiate with new ne-
gotiating channels (see Fig. 2).

North America*
Africa @@

Less face-to-face
(p-value .002; Phi / Cramer-V .181;-2.5 Less email
standardized residual) (p-value 033; Phi / Cramer-V .145; 2.4
than expected standardized residual)
9 than expected

South A i

o meriea Q Less video conferencing

More messaging
(p-value .000; Phi / Cramer-V 262;-2.2
standardized residual)

(p-value .006; Phi / Cramer-V .167; 2.4
standardized residual)

than expected

than expected

More messaging
(p-value .000; Phi / Cramer-V 262; -1.5
standardized residual)

than expected
Fig. 2. Distribution of Traditional Media use vs. Emerging Negotiation Channels.
Note. Adapted from The Leverage Effect of Strategic Behavioral Dimensions in Multi-Chan-

nel Negotiations (p. 54), by S. Moinuddin-Huber, 2024, Dr. Josef Kovac Wissenschaftsverlag.
Copyright 2024 by Dr. Josef Kovac Wissenschaftsverlag.
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This direction results in South Americans and Africans more frequently (p < .001,
Phi / Cramer’s V = .28) and Western Europeans less frequently (46 actual counts vs.
64 expected counts, standardized residual -2.4) selecting messaging for negotiations
compared to an equal statistical distribution. The standardized residual > (+/-2.0)
demonstrates that all three nationalities are disproportionately represented in this dis-
tribution. Again, this result could be triggered by a more tolerant or less effective leg-
islative environment in these specific geographic regions or even novel approaches to-
ward channel use in negotiations. Respectively, negotiators in South America even sur-
pass the expectancy target for messaging in negotiations by 190%. African negotiators
exceed the probability target for messaging in negotiations by 115%. The effects of
various South American and African nationalities on messaging, seen in isolation from
each other, are highly significant.

Table 1. Distribution of Messaging by Geographic Region

Geographic Region Not Quoted Quoted Total
Africa 21 17 38
Asia, Southeast Asia & Pacific 20 10 30
rOpls;.lrope (Asia & Eastern Eu- 24 10 34
Eastern Asia 14 10 24
Middle America 52 6 58
Northern Europe 42 13 55
North America 8 12 20
South Asia 42 10 52
Southern Europe 18 4 22
Western Europe 250 46 296
Total 491 138 629

Note. Adapted from The Leverage Effect of Strategic Behavioral Dimensions in Multi-Chan-
nel Negotiations (p. 337), by S. Moinuddin-Huber, 2024, Dr. Josef Kovac Wissenschaftsverlag.
Copyright 2024 by Dr. Josef Kovac Wissenschaftsverlag.

Table 2. Chi-Square Tests of the Association Between Geographic Region and Messaging

Test e df D
Pearson chi-square 49.41 9 <.001
Likelihood ratio 44.49 9 <.001
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Test e df D

' Linear-by-linear associa- 19.63 | < 001
tion

Note. N=629. All expected cell frequencies exceeded 5, meeting chi-square test assumptions.
Adapted from The Leverage Effect of Strategic Behavioral Dimensions in Multi-Channel Nego-
tiations (p. 338), by S. Moinuddin-Huber, 2024, Dr. Josef Kovac Wissenschaftsverlag. Copyright
2024 by Dr. Josef Kovac Wissenschaftsverlag.

Table 3. Effect Size Measures for Geographic Region and Messaging Behavior

Measure Value D
Phi () .28 <.001
Cramér’s
28 <.001
v

Note. N = 629. Effect sizes are reported for nominal variables. Adapted from The Leverage
Effect of Strategic Behavioral Dimensions in Multi-Channel Negotiations (p. 338), by S. Moinud-
din-Huber, 2024, Dr. Josef Kovac Wissenschaftsverlag. Copyright 2024 by Dr. Josef Kovac Wis-
senschaftsverlag.

Furthermore, African negotiators use less video calls (not quoted standardized resid-
ual 3.0, quoted standardized residual -2.3) and email than expected in negotiations,
whereas in contrast, negotiators in Western Europe use disproportionately more video
calls than expected (not quoted standardized residual -2.9, quoted standardized residual
2.2, Phi / Cramer’s-V .26).

Table 4. Distribution of Video Negotiations by Geographic Region

Geographic Region Not Quoted  Quoted ];:;
Africa 25 13 38
Asia, Southeast Asia & Pacific 14 16 30
Europe (Asia & Eastern Europe) 13 21 34
Eastern Asia 14 10 24
Middle America 18 40 58
Northern Europe 25 30 55
North America 6 14 20
South Asia 25 27 52

Southern Europe 12 10 22
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To-
Geographic Region Not Quoted  Quoted t(:ll
Western Europe 78 218 296
Total 230 399 629

Note. Frequencies represent observed counts of quoted and not quoted video messages by
geographic region. Adapted from The Leverage Effect of Strategic Behavioral Dimensions in
Multi-Channel Negotiations (p. 341), by S. Moinuddin-Huber, 2024, Dr. Josef Kovac Wissen-
schaftsverlag. Copyright 2024 by Dr. Josef Kovac Wissenschaftsverlag.

Table 5. Chi-Square Tests of Geographic Region and Video-Based Negotiation Channel Use

Test e df D
Pearson chi-square 42.62 9 <.001
Likelihood ratio 42.09 9 <.001

Linear-by-linear associa-

. 22.39 1 <.001
tion

Note. N = 629. All expected cell frequencies exceeded 5, indicating that chi-square test as-
sumptions were met. Adapted from The Leverage Effect of Strategic Behavioral Dimensions in
Multi-Channel Negotiations (p. 342), by S. Moinuddin-Huber, 2024, Dr. Josef Kovac Wissen-
schaftsverlag. Copyright 2024 by Dr. Josef Kovac Wissenschaftsverlag.

Table 6. Effect Size Measures for Geographic Region and Video-Based Negotiations

Measure Value D
Phi (¢) .26 <.001
Cramér’s V .26 <.001

Note. N=629. Effect sizes are reported for nominal variables. The “other” negotiation channel
was excluded from analysis due to low selection frequency. Adapted from The Leverage Effect
of Strategic Behavioral Dimensions in Multi-Channel Negotiations (p. 342), by S. Moinuddin-
Huber, 2024, Dr. Josef Kovac Wissenschaftsverlag. Copyright 2024 by Dr. Josef Kovac Wissen-
schaftsverlag.

Table 7. Distribution of Email Negotiations by Geographic Region

Geographic Region Not Quoted Quoted Total
Africa 21 17 38
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Geographic Region Not Quoted Quoted Total
Ciﬁ?sm, Southeast Asia & Pa- % 2 30
Eastern Europe 10 24 34
Middle East 8 16 24
North America 14 44 58
Northern Europe 13 42 55
South America 6 14 20
South Asia 22 30 52
Southern Europe 8 14 22
Western Europe 84 212 296
Total 194 435 629

Note. Frequencies represent observed counts of quoted and not quoted email-based negotia-
tion messages by geographic region. Adapted from The Leverage Effect of Strategic Behavioral
Dimensions in Multi-Channel Negotiations (p. 333), by S. Moinuddin-Huber, 2024, Dr. Josef
Kovac Wissenschaftsverlag. Copyright 2024 by Dr. Josef Kovac Wissenschaftsverlag.

Table 8. Chi-Square Tests of Geographic Region and Email-Based Negotiation Channel Use

Test x df P
Pearson chi-square 17.90 .036
Likelihood ratio 16.93 9 .050
Linear-bv-li .

inear-by-linear associa 207 | 150

tion

Note. N = 629. All expected cell frequencies exceeded 5, indicating that chi-square test as-
sumptions were satisfied. Adapted from The Leverage Effect of Strategic Behavioral Dimensions
in Multi-Channel Negotiations (p. 334), by S. Moinuddin-Huber, 2024, Dr. Josef Kovac Wissen-
schaftsverlag. Copyright 2024 by Dr. Josef Kovac Wissenschaftsverlag.

Table 9. Effect Size Measures for Geographic Region and Email-Based Negotiations

Measure Value

p
Phi () 17 .036
Cramér’s 17 036

Note. N = 629. Effect sizes are reported for nominal variables. Adapted from The Leverage
Effect of Strategic Behavioral Dimensions in Multi-Channel Negotiations (p. 334), by S.
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Moinuddin-Huber, 2024, Dr. Josef Kovac Wissenschaftsverlag. Copyright 2024 by Dr. Josef Ko-
vac Wissenschaftsverlag.

As no single communication technology will likely prove to be adequate for all task
situations or phases of a single task [16], video conferencing is easily and rapidly con-
figurable by users to support multiple communication modalities. Desktop video con-
ferencing is a technology that blends voice, video, and synchronous data sharing. In
such an environment, users can be empowered to choose the most appropriate media
configuration for a given situation, for instance, formal or informal communication
[17]. Also, this technology allows users to move between lean and rich communication
easily and rapidly during the same communication episode [18]. Moreover, dispropor-
tionately more video calls can also stem from the pandemic in which corporate travel
bans restricted face-to-face negotiations. Also, the working from home dynamic still
prevails and strongly encourages convenient video negotiations. Surprisingly, North
Americans use far fewer face-to-face negotiations than expected.

Table 10. Distribution of Face-to-Face Negotiations by Geographic Region

Geographic Region Not Quoted Quoted Total
Africa 10 28 38
Ciﬁz:sm, Southeast Asia & Pa- 9 51 30
Eastern Europe 11 23 34
Middle East 10 14 24
North America 35 23 58
Northern Europe 20 35 55
South America 7 13 20
South Asia 16 36 52
Southern Europe 7 15 22
Western Europe 96 200 296
Total 221 408 629

Note. Frequencies represent observed counts of quoted and not quoted face-to-face negotia-
tions by geographic region. Adapted from The Leverage Effect of Strategic Behavioral Dimen-
sions in Multi-Channel Negotiations (p. 331), by S. Moinuddin-Huber, 2024, Dr. Josef Kovac
Wissenschaftsverlag. Copyright 2024 by Dr. Josef Kovac Wissenschaftsverlag.

Table 11. Chi-Square Tests of Geographic Region and Face-to-Face Negotiation Channel Use

Test e df p
Pearson chi-square 19.90 9 .018
Likelihood ratio 19.04 9 .025
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Test x df P
Li byi L
' inear-by-linear associa. 70 | 201
tion

Note. N = 649. All expected cell frequencies exceeded 5, indicating that chi-square test as-
sumptions were met. Adapted from The Leverage Effect of Strategic Behavioral Dimensions in
Multi-Channel Negotiations (p. 332), by S. Moinuddin-Huber, 2024, Dr. Josef Kovac Wissen-
schaftsverlag. Copyright 2024 by Dr. Josef Kovac Wissenschaftsverlag.

Table 12. Effect Size Measures for Geographic Region and Face-to-Face Negotiations

Measure Value P
Phi () 18 .018
Cramér’s
.18 .018
v

Note. N = 629. Effect sizes are reported for nominal variables. Adapted from The Leverage
Effect of Strategic Behavioral Dimensions in Multi-Channel Negotiations (p. 332), by S. Moinud-
din-Huber, 2024, Dr. Josef Kovac Wissenschaftsverlag. Copyright 2024 by Dr. Josef Kovac Wis-
senschaftsverlag.

This progression could also be a post-pandemic result in which video conferencing
continues to be exponentially promoted. Additionally, ongoing corporate cost-cutting
initiatives undoubtedly encourage the permanent shift from face-to-face meetings to
digital exchanges.

Table 13. Multitude of Geographic Impacts on Negotiation Media Choice

Variable 1 Variable 2 P-Value

Geographic Location Face-to-Face .002
Email .033
Messaging .000
Audio .080
Video .006

Note. Adapted from The Leverage Effect of Strategic Behavioral Dimensions in Multi-Chan-
nel Negotiations, by S. Moinuddin-Huber, 2024, Dr. Josef Kovac Wissenschaftsverlag. Copy-
right 2024 by Dr. Josef Kovac Wissenschaftsverlag.
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5 Discussion

Negotiation channel selection varies considerably across geographic regions due to the
interplay of cultural communication styles, temporal orientations, technological infra-
structure, and institutional environments. This complex matrix explains why North
American and Western European negotiators predominantly favour classical digital
media such as email and video conferencing, South American and African negotiators
show a preference for instant messaging platforms, and African negotiators specifically
use video and email less than expected compared to Western Europeans. This study set
out to investigate how businesses across different regions strategically choose between
informal negotiation methods and digital communication channels in international
transactions (RQ1), and to examine how organizational and cultural contexts influence
the alignment—or misalignment—between regional negotiation channel preferences
and commercial strategies, with downstream effects on negotiation outcomes, risk man-
agement, and relationship durability (RQ2).

With regard to RQ1, the results highlight that channel selection is neither universal
nor technologically deterministic yet rather embedded within a complex matrix of cul-
tural communication styles, temporal orientations, technological infrastructures, and
institutional environments. In low-context communication cultures such as North
America and Western Europe, negotiators favour classical digital media—including
email and video conferencing—because these channels support explicit, information-
rich, and legally defensible exchanges. The reliance on these tools is reinforced by in-
dividualistic cultural orientations, moderate-to-low power distance values, and institu-
tional requirements for compliance and accountability [21, 22, 23, 24]. An increased
use of video conferencing in Western Europe reflects both infrastructural affordances
(advanced broadband) and cultural preferences for structured, synchronous interaction
[25, 26].

In contrast, negotiators in South America and Africa prefer messaging services,
which match a high-context communication styles and multi-active, polychronic orien-
tations. Specifically messaging supports flexible pacing, relational exchanges, and in-
formality to maintain trust in a negotiation context [27-30]. Interestingly, African ne-
gotiators’ reduced application of video and email stands for infrastructural constraints
(limited broadband penetration, unstable connectivity) and digital literacy gaps, com-
bined with cultural preferences for conversational immediacy [31, 32]. In sum, these
results outline that channel choice reflects cultural congruence and adaptation to local
conditions, rather than a linear progression toward “richer” digital technologies.

Turning to RQ2, the findings highlight that organizational and cultural contexts
jointly shape the degree of matching business strategies with regional channel prefer-
ences. The risk is to impose standardized digital negotiation practices into settings
where messaging dominates [33]. These decisions can impact trust-building [34], ex-
tend the negotiation process, and increase the risk of misalignment. In contrast, the
inclusion of regional preferences by integrating messaging into negotiation processes
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in South America and Africa leads to augmented relational capital, smoother infor-
mation flows, and stronger risk management.

Additionally, the pandemic illustrates the remodelling of negotiation channel strate-
gies in an organizational setting. In North America and Western Europe, the institution-
alization of video conferencing—initially driven by travel restrictions and remote
work—has become a new normal. While this transformation has reduced costs, it has
also reinforced a farewell from face-to-face negotiations leaving a mark on relational
trust.

In summary, the results underline that negotiation outcomes are optimized when ne-
gotiators match global strategies with local cultural and infrastructural resources. A
mismatch between organizational strategies and regional communication can lead to
weakened relationships. Accommodating to the prevailing conditions of the geographic
region [35] through technological flexibility can improve efficiency results, enhance
trust-building, and long-term sustainability effects of the negotiation. This contribution
to negotiation research reveals that channel selection is not an objective or technologi-
cal choice. Negotiation channel choice is a culturally embedded strategic decision with
significant consequences for international negotiators.

6 Conclusion

The findings demonstrate that negotiation channel selection is a culturally embedded,
context-dependent process influenced by communication traditions, temporal orienta-
tions, technological infrastructure, and institutional pressures. While North American
and Western European negotiators rely heavily on email and video conferencing due to
low-context communication norms and institutionalized compliance requirements,
South American and African negotiators prefer messaging platforms that support flex-
ible, relational, and informal exchanges.

7 Implications for Global Negotiators

This study places emphasis on the importance for global negotiators of adapting com-
munication strategies to the cultural, technological, and institutional contexts of their
counterparts. A standardized negotiation mindset and process risks misalignment with
expectations, norms, and logistical capacities. An over-reliance on video conferencing
with African partners may reduce the chance of relationship-building due to connectiv-
ity constraints or perceived formality. On the contrary, an exclusive use of messaging
with Western European negotiators could be regarded as insufficiently formal and le-
gally binding. Comprehending the operational preferences of North American and
Western European negotiators within low-context, individualistic frameworks that pri-
oritize explicit, documented, and synchronous communication allows for strategic de-
ployment of email and video. Conversely, accepting South American and African ne-
gotiators preference for flexible channels such as instant messaging to accommodate
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their high context, polychronic, and relationally oriented cultures promises robust ne-
gotiation outcomes. Thus, negotiator teams ideally switch between lean and rich media
by applying technical resources and intercultural competence.

8 Implications for the Scientific Community

Evidently, the results of this study indicate that universal models for media selection
are not favorable for a geographic and cultural variations in channel preferences. Ide-
ally, Media Richness Theory [36] and Adaptive Structuration Theory [37] are comple-
mented with culturally contingent perspectives that consider context, infrastructure, and
regulatory environments. Future research could rely on empirical studies to validate
existing theory on negotiation channel choice by focusing on cultural dimensions in
interaction with technological preferences. Methodologically, this study underscores
the value of combining primary data, literature synthesis, and a comparative analysis to
capture both statistical patterns and contextual nuance, a triangulated approach that can
be extended to emerging negotiation contexts such as virtual reality or Al-mediated
bargaining.

9 Limitations

The triangulated research design strengthens the validity of this study, yet few limita-
tions should be noted. The primary dataset, drawn from the author’s 2024 doctoral re-
search, offers rich insights but reflects the specific temporal, technological, and socio-
political context of that period, which may limit generalizability over time. Data were
collected from selected individuals, and reliance on purposive sampling in some regions
may over-represent digitally connected professional networks. The literature review,
although comprehensive, is constrained by publication availability, language re-
strictions, and potential bias, particularly in emerging economies or non-English-speak-
ing contexts. Acknowledging these limitations underscores the need for future research
to validate and extend the patterns identified.

10 Future Research Directions

The findings of this study suggest several promising avenues for future research on
the geographic divide in negotiation channel usage. Longitudinal studies could track
how media preferences evolve over time in response to technological innovation, shift-
ing business norms, and changing legislative environments, capturing emerging trends
such as Al-mediated negotiation tools or immersive virtual reality platforms. Integrat-
ing deeper cultural analysis could further illuminate variations in channel preferences
beyond technological or regulatory factors, clarifying how values such as power dis-
tance, collectivism, or uncertainty avoidance shape negotiation behavior. Collectively,
these directions offer a pathway to develop a more comprehensive, dynamic, and cul-
turally sensitive understanding of negotiation media use across diverse global contexts.



356 S. Moinuddin-huber

Disclosure of Interests. The author has no competing interests to declare that is relevant to the
content of this article.

References

1. Asilis, C., & Rivera-Batiz, L. A. (1994). Geography, trade patterns, and economic policy.
2. Balland, P. A., Rigby, D. L., & Boschma, R. (2018). Complex economic activities concen-
trate in large cities. Nature Human Behaviour, 2(8), 574-582.
https://doi.org/10.1038/s41562-018-0389-0
3. Troccoli, A. (2018). Effect of climate and geography on worldwide fine-resolution eco-
nomic activity. Nature Communications, 9, 2413. https://doi.org/10.1038/s41467-018-
04826-4
4. Beckert, J. (2018). An empirical analysis of countervailing power in business-to-business
bargaining. Review of Industrial Organization, 52(1), 23-44.
https://doi.org/10.1007/s11151-017-9607-7
5. Hardy, T., & McCrystal, S. (2022). The importance of competition and consumer law in
regulating gig work and beyond. Journal of Industrial Relations, 64(2), 239-259.
https://doi.org/10.1177/00221856211068868
6. Ma, T. (2020). The enforcement of competition law—A behavioral law and economics
perspective. In L. Zhang (Ed.), China’s anti-monopoly law: The first decade and beyond
(pp. 105-129). Springer. https://doi.org/10.1007/978-981-15-1383-8 5
7. Olekalns, M., & Smith, P. L. (2020). The best of both worlds? Negotiations between coop-
erators and individualists provide high economic and relational outcomes. Group Decision
and Negotiation, 29(3), 491-522. https://doi.org/10.1007/s10726-020-09669-z
8. Scheck, S., Allmendinger, K., & Hamann, K. (2008). The effects of media richness on mul-
tilateral negotiations in a collaborative virtual environment. Journal of Media Psychol-
ogy, 20(2), 57-68. https://doi.org/10.1027/1864-1105.20.2.57
9. Kbénig, C. J., Lehmann-Willenbrock, N., Meinecke, A. L., & Winter, J. (2020). A compari-
son of business meeting practices in Germany and Spain. Gruppe. Interaktion. Organisa-
tion. Zeitschrift fiir Angewandte Organisationspsychologie, 51(2), 165-178.
https://doi.org/10.1007/s11612-020-00531-z
10. Salacuse, J. W. (1998). Culture and negotiation strategy. Negotiation Journal, 14(3), 221—
240. https://doi.org/10.1111/j.1571-9979.1998.tb00162.x
11. Volkema, R. J., & Fleury, M. T. L. (2002). Alternative negotiation behaviors: Cross-cul-
tural evidence from Brazil and the United States. International Journal of Conflict Manage-
ment, 13(2), 188-212. https://doi.org/10.1108/eb022872
12. Benassi, C., & Vlandas, T. (2022). Work, Employment and Society. Advance online publi-
cation. https://doi.org/10.1177/09500170211024467
13. Meyer, B., & Biegert, T. (2019). Journal of Industrial Relations, 61(4), 435-456.
https://doi.org/10.1177/2053168018823957
14. Rusinek, M., & Tojerow, 1. (2014). Regional Studies, 48(2), 301-317.
https://doi.org/10.1080/00343404.2011.632625
15. Brett, J. M., Gunia, B. C., & Teucher, B. M. (2017). Culture and negotiation strategy: A
framework for future research. Academy of Management Perspectives, 31(4), 288-308.
https://doi.org/10.5465/amp.2015.0195
16. Brett, J. M., & Mitchell, T. (2019). Searching for trustworthiness: Culture, trust and nego-
tiating new business relationships. International Journal of Conflict Management, 31(1),
17-39.


https://doi.org/10.1038/s41467-018-04826-4
https://doi.org/10.1038/s41467-018-04826-4

17.

18.

19.

20.

21.

22.

23.
24.

25.

26.

27.

28.

29.

30.

31.

32.

33.

34.

Global Patterns in Negotiation Channels: Evidence of a Geographic ... 357

European Trade Union Institute. (2023). The future of remote work: Implications for col-
lective bargaining. ETUL. Retrieved from https://www.etui.org/sites/default/files/2023-
05/The%?20future%200f%20remote%20work 2023.pdf etui.org

Schmid, A. A. (1994). Institutional law and economics. European Journal of Law and Eco-
nomics, 1(1), 33-50. https://doi.org/10.1007/BF01540990

Goerzen, A., Iskander, N., & Hofstetter, J. S. (2021). The effect of institutional pressures
on business-led interventions to improve social compliance among emerging market sup-
pliers in global value chains. Journal of International Business Policy, 4(2), 268-290.
https://doi.org/10.1057/s42214-020-00064-8

Moinuddin-Huber, S. (2024). The Leverage Effect of Strategic Behavioral Dimensions in
Multi-Channel Negotiations. Dr. Josef Kovac Wissenschaftsverlag.

Mennecke, B. E., Valacich, J. S., & Wheeler, B. C. (2000). The effects of media and task
on user performance: A test of the task-media fit hypothesis. Group decision and negotia-
tion, 9(6), 507-529.

Huang, W., Wei, K. K., Watson, R. T., Lim, L., & Bostrom, R. (1996). Transforming a
lean CMC medium into a rich one: An empirical investigation in small groups. In I/CIS
1996 Proceedings (Paper 19)Adair, W., Brett, J., & Gelfand, M. (2004). High-context ver-
sus low-context communication. In M. Gelfand & J. Brett (Eds.), The handbook of negoti-
ation and culture (pp. 82-96). Stanford University Press.

Hall, E. T. (1976). Beyond culture. Anchor Books.

Gudykunst, W. B., & Kim, Y. Y. (1997). Communicating with strangers: An approach to
intercultural communication (3rd ed.). McGraw-Hill.

Rosette, A. S., Brett, J. M., Barsness, Z., & Lytle, A. L. (2012). When cultures clash elec-
tronically: The impact of email and social norms on negotiation behavior and outcomes.
Journal of Cross-Cultural Psychology, 43(5), 801-825.
https://doi.org/10.1177/0022022111407190

Swaab, R. 1., Medvec, V., & Diermeier, D. (2013). How to overcome cultural barriers
when negotiating remotely. Negotiation Briefings, 16(3), 1-3.

Daft, R. L., & Lengel, R. H. (1986). Organizational information requirements, media rich-
ness, and structural design. Management Science, 32(5), 554-571.
https://doi.org/10.1287/mnsc.32.5.554

Eurostat. (2023). Digital economy and society statistics — households and individuals. Re-
trieved from https://ec.europa.eu/eurostat/statistics-explained/index.php?title=Digi-

tal economy and society statistics - households and_individuals

SLM. (2024, March 28). How culture shapes international business negotiations. SLM for
MBA. https://slm.mba/mmpm-004/culture-shapes-international-business-negotiations
Spatzio. (n.d.). Cultural differences in negotiation styles around the world. Retrieved from
https://spatzio.info/cultural-differences-in-negotiation-styles-around-the-world

Lewis, R. D. (2015). When cultures collide: Leading across cultures (3rd ed.). Nicholas
Brealey Publishing.

Boateng, R., Molla, A., & Heeks, R. (2020). The urban digital divide in sub-Saharan Af-
rica: An ICT4D agenda. Information Technology for Development, 26(2), 236-256.
https://doi.org/10.1080/02681102.2019.1675706

Mpinganjira, M., & Dos Santos, C. (2017). Factors influencing the adoption of social me-
dia for communication in organizations: The case of South Africa. Journal of Contempo-
rary Management, 14(2), 394-411.

Ilyas, M. A. B., & Hassan, M. K. (2015). Negotiate to win across cultures. Paper presented
at PMI® Global Congress 2015—EMEA. https://www.pmi.org/learning/library/guide-to-
negotiations-across-cultures-9886


https://doi.org/10.1007/BF01540990
https://slm.mba/mmpm-004/culture-shapes-international-business-negotiations
https://www.pmi.org/learning/library/guide-to-negotiations-across-cultures-9886
https://www.pmi.org/learning/library/guide-to-negotiations-across-cultures-9886

358 S. Moinuddin-huber

35. Adair, W. L., Brett, J. M., & Okumura, T. (2004). Culture and negotiation strategy. Inter-
national Journal of Psychology, 39(6), 225-236.

36. Daft, R. L., & Lengel, R. H. (1986). Organizational information requirements, media rich-
ness, and structural design. Management Science, 32(5), 554-571.
https://doi.org/10.1287/mnsc.32.5.554

37. DeSanctis, G., & Poole, M. S. (1994). Structuration Theory. Organization science, 5(2),
121-147.

Open Access This chapter is licensed under the terms of the Creative Commons Attribution-
NonCommercial 4.0 International License (http://creativecommons.org/licenses/by-nc/4.0/),
which permits any noncommercial use, sharing, adaptation, distribution and reproduction in any
medium or format, as long as you give appropriate credit to the original author(s) and the
source, provide a link to the Creative Commons license and indicate if changes were made.

The images or other third party material in this chapter are included in the chapter's
Creative Commons license, unless indicated otherwise in a credit line to the material. If material
is not included in the chapter's Creative Commons license and your intended use is not
permitted by statutory regulation or exceeds the permitted use, you will need to obtain
permission directly from the copyright holder.


https://doi.org/10.1287/mnsc.32.5.554
http://creativecommons.org/licenses/by-nc/4.0/

	Global Patterns in Negotiation Channels: Evidence of a Geographic Divide



