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Abstract

The objectives of this research were 1) to study the origin of a practice concept in
negotiating business with Chinese people and 2) to study the ways of practice in negotiating
business with Chinese people. Using a documentary methodology, data were collected from

Chinese books, articles, textbooks, dissertations, electronic sources, and other relevant researches.

The research findings were as follows. 1) A practice concept in negotiating business with
Chinese people originated from the Five Constant Virtues of Confucianism and a concept of
righteousness and benefit which has been extensively inherited among Chinese merchants.
Chinese merchants have applied the five constant virtues and the concept of righteousness and
benefit in their business activity and negotiation and those who adhered to such virtues and
concept usually gained acceptance and trust from the society. 2) There were three major ways of
practice in negotiating business with Chinese people: use of language in negotiations with the
Chinese, manners in negotiations with the Chinese, and a face-keeping concept in negotiations
with the Chinese. All three aforementioned ways of practice stemmed from an intention to build a
good and long-lasting relationship with business partners and were based on recognition of
cultural differences and tradition in business negotiation. Understanding existing differences and

treating each other properly are key factors to successful business negotiation.



