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1. A

r

T8l A FA4F AFEoks IAMAIte AH, o1, TR OE F
ASAH Y ABFES FF(custom)Z ##(pratice) D W (legality)d] ZAE F
3 FPHeE ATste otk AFAA F945Y FH dTFEoke A%
oA A FEAY FAF HUAE FAFEFA Ui &) T v
FoA%e] Agad € EAAEAA A dF A7 Vst

S Ade Al &3t A EAZ st Ed el wAFTh
AGzAE AGA Adst=rtd e} 714 o] AW, E3 AFS
ARkt F5 SH LS T F ] G GAALY] F=EAAL F
ol wig Tty & 4 Aok T FAL AR Edde Mdse #
B F BARALY 954 A S e Ao, A, 2, FA, &% T4 #

5
B T AR BHE fEsed JdoME A 98-S do.

53] WIOAIAZ Wise 73734 Alv7t 295t A9d IMFERe] 5
EH1 e A $8 ZIdEe] 2o 9 sganE AN A E
FHEIAE FFeHE FNTE Aol FARGE FT8sTa A F
AEFAL ddFdHEE AN A Jidel A8 BT XA
F58L FAGP FAdtd FEE B A EA &, "HiRaSH AE&ER, ©l
e SAEYEARE A Ao g3

Jere Abdel $A5a 979 3
e elgtn g 4 gtk

12 FAH A7 dshd, #58 4 A zAe AAFUE BA
8 st Adn sgon, 93 A% AFSAY FINAL A2
A% BFe Fusted old AT weA Aastlol e A F st
A% B4R B4 stefste Rolam sty AWF IR SYL d
499 9% £ 99 AN 43, A4 59 84 5 ALY SY0] 54
27kel £344 S4o mE A 93F4 L udoly sae v B

4 B4% Fgech

2 ATE FARAEL ATAA Sutle 2N Aste IFA @
A #7] 8 ARFNE e G E52 FuA gk FAAE
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geiol 2ol Al olalsixl £ A5 thate] HAs g 2o A
A He @99 AAE AxsHAA 2719 Bhe gy Astelt Eay
E40) Be PBFAe olsistelcl Bk wetH ¥ AN BER 1B
Estel FAHOIRANA T AEFNS FHs ATA% FHA FY
e ANRIA SHHoH, §- NG L o)5Y £ BB 542 ¥w
245 fatel B4, v 2L o|&de] AAE AT LR s

0. FAAIFg ol i 283 1%

B dFA Aol #d B niARoAY AHdg wEaz stk FAel
2 e “AAEY EHE /M F FAAEC] FEY olsigs Al dis) A
5 BE2gE qYd c2stnz g4 Fstas RAEY XS A ste
SHAJD #AVeoln, & 2& EFE 7ML o

7}‘4\54] gAolgte AL AR AREe] 9%, 8F, SXE AN, A
271 BE58 £ JdE 2342 2Aste EAS 2Rl

A, AMdL F540 8T7EHAY] WEA YA A BRIV UEEe
Win-Win %<& o9 A 787}, & Positive sum®] 432 01“*711 AEs
71?77 B8tk kA gL @A @ABAA BEL wEse AEt
HEE 34 17 xgHo|ojof 3l

FAEAL Aut viAE @49 Hos uprA R EAHNARH LR o] Fo]]

Ak £ AL N2 313 A S 2Ests FARRL] o]Fojz]7] g o
Zt5o] ga@go] Felo =adteA AR FFE nAves Holth 53, F
HAFEAA FHFEel F8T olfE teH ot

AA, AGA FAE st=vkel wie} Aloke] AAQRIE AAEHY, A4, AER
Aol 719 & AFH oz JFE nith AA, At ojFnHoh}t F

1) PD.V. Marsh, "Contract Negotiation Handbook, , A Gower Handbook, 1984, p.1.



A BAPAE B2 29 PIY £ A3, UA, PAS UL ZHA
3 EEHoz -nz.gfg & Qo Amor dA $elte FdEe 187,

Rzst 2e RAUT) YT 4% Bl FHHG 2E YYARML
%m}u}* Jolth. A% 71ge] BAEE FANAGE A 2 2A
L 23o] sunsde AnAE Reldn & + Yk

Aot el g ATE I0AURE WEHAT 19709de] ATFEL
945-“]4 FAASES AF FAsAd AFAES FHLE o]FojhEd,
*5}7—‘1 Zpolo] e 23] FA2ERAS FHEE © 2 HFo] JUHAE
, Van Zandt, 1970; Kapoor, 1974). Herbig® Kramer¥ o] 2 & 37t @A ol A

HESHE 2L FUpe S48 olstn 2 P} Yo BRE dud s
A APAY) getol A9 o) FEAW FHE SF(win-win)3Fo=
weE golda ST,

19809 o] FolERA FAATe] JFS MAE 4l B AFH AT
o] AlEl TS LeolR g HRoR ¥ £ EAWY 5& S8
Agom BTk <E D-1>014 RE voige] o Rd¥e ¢ 438
He) AR T RUAE TIH Hold] we FAHcl BN FaRte) A
o} WSt Eohe AS ¢+ AT Janosk(198NSl SlshE Ao TaiE
o= e A FARS W99 WPS o Hpre-determinate) ST T4

I o
M e ruin

mru

Figol B T3 FeAL FAHIEAA AL Hile BT HAHo
U Agirdes g4 Aoy AFE dEsiAY d4sted ok 23 g
A& AFHes vixE b ZAAA 829L oA FAE ZIANIE F8L
Qo] Evx & 4 ok F, AL & E5he £E4E 99 s HE
goiro] FAH ol EA et FAE EFa ol - don Ed i

2) Paul A. Herbig & Hugh E. Kramer, “Do’s and Don’ts of Cross-Cultural
Negotiations”, 'Industrial Marketing Management, , Vol.21, 1992, p.288.

3) Janosik, R.]., “Rethinking the Culture-Negotiation Link“, "Negotiation Journal, , Vol3,
1987, p.534. .
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o] P9jo] st AL zta g F U,
<E Il-1> FHgAe AZHT Q9F
a T & oA YA AHAA AHA Hp 2 &
Az S(0]9)) AEQ : SgAAS}
AT (AT A ] T8
YRl 447 EEE PRI =5l o]&F
Graham HeAe 509 | Kellye} ;g_’:ag,;g‘ AFaQl(E3 g JAA
(1983) u=¢l 389 Ry &) ! Bl ¢ E1F
AN SRR, Lck
A5l AHEHEH
3, }ol)
JEQ : Hdold 9
Graham dr 67 ol % uldofH P9 | ALENo'EE TE
(1984) =l 6% (A4 F | gAY SA(Ue, A9, | stA &
Hetdel 69 95k JENE) aZ:le| A, FA %
7t8& AA
Hepdel vj$ 33
3
BAAIHFEAAY oY, | vz, v A7
Adler,Graham | ¥ 138% el B2 9l colsfd deF
& Gehrke AAFQ 689 | A T | BAES(oHH A A TRAATTL ®
(1987) Fhu}el 1487 37 ug) T4 Mg
HAEA(HY) A ZA:BA g 9
o] Fg
Graham, HAAEHCNAY ol | F=A - AAY AF
Dong Ki, Kim,| 3¢ 549 ek dEQ : gEdF e
Chi-Yuan Lin] €8 429 | 4 § | 4AAEANEAFA | §F =23 &2
& Michael g9l 389 37+ ) o] AY
Robinson " =<l 138 %Y Agaody) | WA : TANEA
(1988) AANH EA (o], BE) F
FAEARNNE o], F | D AAE HE F
Adler & =<l 1909 9] o]9 u=) g F
Graham dEL 2% | T | AEFEANZEDA | @ QEQIo] v=An
(1990) 34 AR WY | g g2 9484
A1ZH)
Graham, FAZAH(FEA2Y o], | 2&Q : A9F o]
Evemko & A2dA 569 |4 F | AdaeE) < 98 A4 B
Rajan(1990) =2 1609 FAARA(EANEAEY [ vFA - 4537 09
3 7o) d) £ 93 €34 P9
FAREAR (o], F )

AR ATA A

4) Hawrysh BM. & Zaichkowsky JL.,
Understanding the Japanese”,
No.2, p.28.

“Cultural Approaches to Negotiation:
International Marketing Review, , 1990, Vol.7
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wehA] =eldt Ao dste FdAE A FES JA A A4
32 zoly] aiii Atiule] FABHLS Abdd] Lxltdol Tl B o)
Ne FAAZASNA ¢ Fuaat 5% A 2 oj&d 3o FA#3) o
EAS vju#487] ¢33t Stephen & Stripp7t AAIF 12714 £314 29QI<&
I-1 32> 2 ™AAZ R385, <39 -1 FX>E o8&tk

<E li-1> HMAAX &A Framework

A | P z2y
1. 7] E2pA Hqz2H < >3 4 A
2. @AY ARar | T 0 0H <o e
3 F 3. 7191e] 9% ZASFH mmmmmmeee > A
4. F2ANHA g4 < > H g
5 @444 AAFEA - e > AZLBAAFT A
6. JALTE Ao F Lommm—- > "oy
0 3 7. A55g =Y H < > 233
8. Aztel 71A) d 3 < > =23
9. A1g9] 71% L mmmmmm e > AFHAA
E 9 10. 1B EHF 3 ¥ < >4 =z
11. &JA12H A9 3 < >3 9 3
| =} 12. &9 3y g A H < > 5 A3

s BREEMI I 2=4-2 3 SRR 2 TEBSE Y A AW, ,
&R, 1991, p.14l

Stephen & Strippt ¥3, W3, B9 & A3 § 47FA FA4 diste] o+
# o] 273 Aottt
AA, B {3 g4l He A 23, 7 R A
o, 4, dige FAE] 87 R S AXNsEN FRE
gt3 Zosint. AA, EQEe 2gd FEE EdE 4ULE ASA7EN ¥
378 2 % uike 2Aske HAAE o, UA, 2F= B9 AHE &
23 oo uig 2 FeiTa st

d71E 5 23t

El
et
[+0
rir

o
o
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(28 -] HAHAN e SER

o
e

A& ZAA, pl3T.

m. 3 -v]-olgd P4A 2d §4 vz

FRATE BRESG FRAYY GOz Qo) LEEHpAC) Pl B

g 324 o7|m AUntE Aol £ YU $HA I =W
#2Ae BE F24 v, AUwe £4E We Hasude BHAE O
Ak 393 od ARAIR U8 AABAE FLAS BN YO
2 MgHEs} s, oled AABAZ Aste] GaLT o] ARl B
Sthe 542 73 Utk E8 £22Monsoom) 71FA e ¥ A3}
o MEASE 10dold 209 Fo noh & o9 sl @Al e ol ¥
ASHA Eshe wiAb BE Qo] NF2E Bl glo] HBE FAR A Al
A ARFY 4FS o} F& YojE W BopAE AL voz Ak
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t}5)
I AERIES FHUSAA Aoz o|F, NEAHY JAH wjA
ToE X HE #Z33l(made something out of nothing), F&3 =]
A o7l st AAFAAR -GS A2 M FE] IHFIUD. w
A PIFAES A EE ABAAV H5e] 4F ol YA H] ‘FAX|7ke
ez vliEH, ZA7 glon, g Agde #AE il o3} Al
o BEZe 7]EolA] o] Tk E nERIEL FY2] ufo) °}‘4 EE4
Fo2 st AR FARRE AANTHEA =HoR Fupte M5
o] FRFYER HE 3 AU & FHE L ASHYo= A
A AEARE FRAEA.

OlEHUEL ol&He] & FAIF} FAC Holn ZRAVIFEoH, AA T
R olegnEe] PG H AP Yt FHE AT FIvi=e APE<
“8tt) = (Hadith)"oll W&o 7&& Wovw Fuy ofe] AXS AFHgA=R 3
£ Folg Atglolr). g Attolgte X ¥ A BN AEAER Qs Adn
T3] TS gom, NFH AYHFYR At FFo] AR AWIHALS
dF °olE S5 sty EFUR9 wdo] FHuE HRsdty siQde 9%
ol FAHJTS. olgd EFolMe LHFY st} AFAE AHIT AF 2
A& 3}“‘3] ojgpte AR Ui £749 FEL M AdAe= FH
gk 274 ) B R0l gle Afl wolge] 7tEe] AEFH A E AIE
2k —4 g FEE e #PoE Yehta o,

.llﬂ
Ol
rle

re
Ol

£

h

3

y

]

olAEIT FAAAE FAUALY, A, 9%, d 74YY Jle TH 2L 2

3o 7t dAe 2T FHo] ok oM F3AE A=
oA BHE T84 o4A E4%a, 47 R wHo] ule TE 7|Fe] Hx
Aot 22 BEAE o] FolME MK ik E& 5 H3 FIA%e] 5+

5) FEF, K BEAY EHME(L), JLESHAL 1983, pp.176-177.
6) eAM B, "R@oBmk, . HEEE MK, 1987, p74.
7) EHFFEAT AL, THIPEEEA ], HEALE S, p90.
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#70] sl AgEe] NN 38
W% rlgse A0 28E 4
9T AL F7FoA T BTl ANH YAE YES 3
4o} B E AL Ak ol AFFA A 5
2 AREHL £Y APl BN, 7% 2 2 A5 FA Yz
84 oA, BYRE AP YANE AEAE SHHoE APUT. U
THE Wol= Fo) A BAY AEIES EFATIEE AR 3
Ag Ausals] skl B4 WsAE TR gAUZe e A3
ERHoz 957 s Holgel ool gom, BE FrixtelA
AL ANFES Adste 48 TR F2H, S0, 15
F Qe Aol a7,
e o) @ANES) 45902 FAYEY, gAY FAY o

2
[ e
bt 18
o
2 o
lo o
e
N
% =
N I
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S
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e it
o e
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fru
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N g% ot ol
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o
i

>
Raf

iy

1k

N TA Bolsh AF whEsE, A% AYSEe Ao 4 R FAS| ]
34 AQolA BATD. 5, YA Wl el Yol A AGAE A
HE A A BF ARL dPs wele] AP PHAEe H3
ZGANA 29 HAL 4RE o g /129 A9e AFSEd duh

Ol

3) ielel A&

]

HEANE 5HEH TEHQ
Rtk S el 32
FEAW THAER selT 423
o) wgsel oY WA

49 YT 4goz Astd Wee A
bE gae FaAwd. o
BzG A, 74, ol 53} ge B

< HZ3AE R Aag

R
30
2
N
o
f

1
Py
ofy
o
poy
9
v
o
Hl
r [¢]
]

8) AABFARILTE 9, TsulaYx F35 Golol AF &, , 21AAE2, 195 (YA,
Farid Elashmawi & Philip R. Harris, "Multicultural Management : New Skills for
Global Success, ), p.274.



ol 457k /M A=z FdFofAgke] A 7oA FALS] A
Q YEF/ALE FAHoE PEIHV|RUE uTAH dd A4 %94 A
Fooz A% 54¢ 23 ol 4% W EEHE AVsg naFE

THAEL AL FAS A MY, A&, B, A 58 AxFoEX
A9, 34, Ja3 9, 4FA SurdEs IHE ZAG HF FA, MQF
o]aL HEAHQ AT AL HIIHES st HT, AR, AE4, A3, el
L4 £S9E T2 U vFAEY  A7|EF(self-respect)d  A7|AE
(self-actualization)ol 9|3 &717} Fo=Hn, 24l o)Yad REE fs) & A}
HEFH AAVE FAETY nFAEL A4l AFH Ao A HFF nAd
< 95t A8S Astna s, ZAA] S HA L QU ol Age
2 Q3 mEUdE ﬁ"”‘] FTF ALY 71823 A4S ojZUHIgE JAL

olEHUES *}‘1}013}7‘:— AHE APFF B dsteq EFURRo 9EHG F
Z A tig 5Fo] Fxd AFABEA i1 &L /AES@A ] &3t
MA(dentity)= 7HUA A gE&sriide 7159 54 2 I 9E A
o gEFT. AYY FABRGE 71, FF, AL, U BE o&EF A 53
ol FEA UlT IFAL By, Ao did AL A4 wet %5
FEH olEggdEY T2 VIdH 24 AR o 7143 U1
o] #4, 28 185 JugFode BANNE HE&E) ofgtle Il
A FERUY Aottt saxdkEH o W 9] BE AT 297
ZAgo 2N ZEe A4S Rt JA9F9] AFgolgts HelxE d=+H
Z2A T, q&AoA A e §AE /AR Ao FFdME 359 ddF ¥
Folgte FAAAY FFe] Hgo] ZE whdd ojeHUEL IFTpIHA o
A 4T Yol HE glon, FE=HoY FF FAAE & EYn
1AHA B4, 715 9 g ehd 2 AT e #4dF gAE Bolx gl
E 54& /AL Atk A wiaL A7|HNFE At BE k&t Ak

N

Ml

~N

9) Boye Lafayette DeMente, "Japanese Etiquette & Ethlcs in Business,(6th ed.,), ,
NTC Business Books, 1994, p.181.
10) B, Tol&esdat o, , ¥-9&¥Al, 1986, pp.126-127.
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£ A7) FAMeR BT S FARG} BAE FAHE 297 Bk
4) HAtol el
FRASE YA Aslolold FgA 4
g F5aA 2E ARe
£29E Aztelse] Agelat BHE BETh BEANE R A
$gaol TAE ORE HolWA AR 4E U ¥ WHe e, o
w otolels) A Auldste) AAH WEL A gow, Fuppol ol
U Aol ot4E ASsa dws TAN Bk £E oF AA $uE o
HE AT YoiN Mol AAL g EYshe] HAE WY (first name) S
24 gon, AN AFE Qo) AdlelA dF REE 54¢ /A1 Ao
25 e L% (nformality)3lth. PFASE oA @ Awie] 2308 WP
ABAE WA Sed BEHolztn nop Yol 549 ALge] BUFL =
ATho|d g 28¢ 447 Q@A Yol BFoleks X wel o8 vl
e Aot FYolRE H2E PE 22Wglel R, 18T 2L 3
3 Felo] FHUTEA, A4S WEUEA, 34 JAYINE FHzY oHE
ALgSE, A% A91E FASE APl Utk TF NFASS WY, Y44,
B5Aolete Aol 7Aske] BN A £ Fstn olobr)sA A
g 9e Agos AFIY, FAL £712% FAL Solud wrtetn 9
4g &7 A
EYAES AN FuAgol e Aol wEH FYYR PN
(protocol) 5¢] ALBAE BE A7 BFHIhD, webd ol&FAR FA
e FAH AR o, FUFA At & AYSES 7] QA A
4 BRSO @4 AN A2 vIEA A0H BAE BE AAY A0S
= Aol Fasth

ol&WUT AAE b wols WA B Aol 83 Fe Agel AFAdA

o

11) A&, “ArA4T o vAe 319 93", T$A447F, , A¥ddn sAITE
34, 1987, p.314.
12) Paul A. Herbig and Hugh E. Kramer, op..cit., p.291.
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T &2 A FA &3 AdeA AR #e AER IFFEA 2

Zla Fie] & B3 ostojol im, distE & wHele A, 9%, 158
Aol g AES sAMe dE e ol AL A= dHAA

Ae ddva Bz diolth. =3 Fu R ojxzdd] #d R di@

o =& AABAS 4us] §7) 98 A
°7] f3te] FAH ez AFHo ok 3 2UE LRE HolE Sy S8E
7FA7PE td

5 gde| ¥H

F2ABE fejzicke) Mgl 2A0] Ud BHEFHRDE AMBEE T2

3 Aol Tag k] vEdES /\F‘aﬁBﬁf%iE}b e ddEsE dEe |
A g3 ARES EYstd qHste e FTLAET BREEWAR o

SO oM E BEAES BEEYE, BAAES REKH 58 TLA A7
28 ¢ BAfAEE S tsixAE 20A FasA A7A e v, 1
TAEL REGEHS T4 97| o AdzAYgdr A, E4d42 5
T F8Ag

ol&d AYoNE MU &4 2 Favt AR Atk mEkd 4N
Az thd =RARTE F2 ‘oo HEhloly HEFIHIEA? EE ‘o
3 AT g Esb?vl g4 F8 A3 dvh oj&dAT AFAdE ole
#elo] vlzYxel BAstY Aol LEutet o= Adigt o4F wrzpx] o A}
22 AE Bule Zo] FRIYR. FAHA Agxhd dEtde °E
& Edo Ui #ze] Qln 718 ZAAFA AFEE AssH, 27 AL #9
sto] AlFol st AL kds] sfordt

==

13) AAFABFAT4 4, FAA, p.280.
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2. HsAe| £

1) 2AMEE

FTE EERLE e Aslolt. YNHOE ohrlole] Aolx HERK

feol SspAw SFE AFANE 535 1 o] etk BIATL FEE
3 gezte 238 FAse 2oy ANUE 33 ol 258 o312 A8

(&4

AU JEE A7 T ALY AdFE AR ‘FA'E AAEe] vhES 3
ofgl= fJAtATol WEF WA HIFZF o2 1E EHIAY AN FEFE #
AN A sk =A7IYc ZEsA] Xtk @AHolEAE dEdEL
Mz QA= Y B FREC d&l APHRE =4d SopridE F

Al gk

W oojopr|RE Al#sta ?ﬁ’%@@‘ﬂ] st Yol E8stnat @ Al
< ARE o ALS 8, ARAAL & At ed Uk
nEELS AZAENS ‘2axgte G o3td FiEM BEEUEC]
FEeign. n=EdEd BREuES A Aol =48 FaEAA €A
d Agst=yg A diiEel udod AtaFe F3A] 4t 53] 9
Aol Slold AFH o ‘st oo E EFEA vk Adnde Addiy
NA BEE ATst oA F&e ol FFAYE FHstelcHl FHol

olEEUES UAEECY dHFY ALFTHHE M Y, mY 2
o] A ¥gH] gtk EAe] obF dramaticdl, AE FF W& Ed
oM HFHAE 53] SAHEL ALY AR A R AHe GFH s
FAES HE A AHE T "= AL JAAY F2d

2 BolAY ZAHL Hol: Aol AAXNL UEAYs By e ojsdds
< ARAA AL FAT Zoln 2EHQ) Aoz FEr] HiEd APHe=m
ohqe'Eta YALEAIE SHA] 93 Hed HHoE JAHE S s Flo] ¥
2T, wEtA Ao g oheshe AHe AEAE A et 3

14) Brake T., Walker DM. and Walker T., "Doing Business Internationally : The Guide to
Cross—Cultural Success; , IRWIN, New York, 1995, p.125.
15) Martin J. Gannon and Associates, Understanding Global Cultures: metaphorical
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FFATL PYA BRE T84 oA QM YY) PR Sl hste]
X FANWAE WAE A7) Astel UL wwsA Lok wa g

Ade) Faed tete] YdHon MU X BT, AUS YRE
HER Aupge A5 Yt BES A¢ & Yt P ZAS
3, gejol £ A BRE DEIA @t ol Ao dse] ¥R

Ypalr] Mo TAE ANE FI W ASVAE FaAGIL gon Fu
o BYAE APl geAE 9P Ee2e Fo] APt Brhe Us
Frle A 2N AR AN, FRA AP, 3T, Shgel @

274 293 & AolH V1% $E L7 BeA PIAES RRS B4
m
5]

journeys through 17 countries; , SAGE Pubication, Inc., 1994, p.222.

16) Nathaniel B. Thayer & Stepher E. Weiss, ”“Japanese Negotiating Styles”, Hans
Binnedijik(ed.,), National Negotiating Style; , Foreign Service Institute, U.S.
Department State, 1987, p.67.

17) 9%, JA=%E, p322.

18) Brake T., Walker DM. and Walker T., op., cit., p.128.
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e AL $911Souk) EE HHRAIE (Bazaar) A FHoRA A st
Hol 9o} olEPAEE MR FHBALS & LI YY) HEe] the wAA
Aol ANE 2AE AN FAE A2 Phge FF B0 =ede
A ARE FAG F Utk WA o)L FASE o ARHY ARE /AL
Moz YU 45t dente Jopgay wAzZ 4Ssud @k

3, EolAle| £4
1) Alzbel 7hx

FIME ATFFE FLAEA T “Korean Time”ol2t= Zo] o] A+
AstA] ZE A dis] Fujsich oebA HERRS BE Fskd dx ¥n
el wel AFH oz JAARE Ak FAA Aol i YRS EEd
7180 JAZAFAE FEHsed B2 AE Bl 5L 72 o Az
Aol JdolME F - @] AFHoin, £ FAROE AAXFHL HFoz
At A=A FAA AUl A YT dF A ddd HFAES Wl AA
FozN &£3E BEe 7 8rh

HFRIEL “AI7te E7olghs 7EXIol 71908t Az A olt). LA S
Ao AIZEE 7EA7E dE HOE Y 2ASE Ad Al 4& = ¥
A AFEE QS FHY), NFAEL FEA AL FE5E FF3] A7e RAE
gk ot A 7HE £FEHA A 2AEE A W 2FE A GHE =
ANt 97t oivEt BISE Ax ok A Gk JANBAE FE3E
AE FAAY BEE Ho|x o] dAE 7H5d wE EvpX7|g d3ld g
We] ojoprigle]l HIEZ EEo=Z EojrtEi I oI AT A
AEAA AgoR Qs v= FAL FET Hraggle] o|FoX7E 8,

AN dHE FAs] WA ol WA Azl Yol YT we

R A

19) Graham ]J.L., “A Hidden Causes of America’s Trade Deficit with Japan,” "The
Columbia Journal of World Business, , 1981 Fall, p.9.

20) Sak Onkvist & John J. Shaw, "International Marketing; , Merrill Publishing
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A Comparative Study On the Characteristics of Korean,

American and Islam Business Negotiators

Koon Jae Shin

All kinds of commerces are begun from the contract and the claims are
frequently raised by the problem in the contracts. Therefore, the negotiation is
very important to make a contract and resolve the claim. This article
compared and analyzed the negotiation practice of Korean, American and
Islam to strengthen the negotiation power of the Korean domestic companies
and suggested the some guidelines when the Korean companies negotiate with
the foreign companies.

For the negotiator to make a effective negotiation with the foreigners
and a make the negotiation performance, The negotiator has to prepare for
the negotiation practice and strategy of the foreign countries. Secondly, the
negotiator has to be accustomed to the foreign country and make the win-win
strategy by giving the benefit to the foreign company as well as him.
Especially, in the negotiation with American, it is very necessary that the
negotiator persuade him logically by preparing the objective data and

include the lawyer into the negotiation team. In the negotiation with Islam,
making the personal relationship and ,if possible, frequent contact with the
person who has the responsibility in the contract is very important.



288 HHRBEIE FOT

o
ki
Ho
ok

A, JAATF FHd UX e E3he 9%, "FAAT,, ABdgEy $A44
TE3H4, 1987.

e, Tole@st ok, , EEAL, 1986,

AA=AZATE o, THYHAYLE 38 dopok HFET, , 21AAEx,
1995.(9 A, Farid Elashmawi & Philip R. Harris, Multicultural
Management : New Skills for Global  Success).

ol rEl, K WEIAY EEREE(L), NAESAL 1983,

ol5%d, "IFAFLS] ABC, , dAAL, 1992.

ojgtE, "#:e] 71dES}, , WPA) 1993

HYG4d, Tol&He] g, , BAUNGR R, 198

AT ZEAIFA AL, T7PEES A ], WRA RS

BWEREH T 2 =7-2 a3 YHEA #F  TBERC A AWM, , DEESE,
1991,(J53%, Robert T. Moran & William G., Stripp, "Dynamics of
Successful Internatioanl Business Negotiation; , Gulf Publishing
Company, Houston, 1991).

XM B, "B, , EEEE K, 1987,

Abul Alamauddi, 'Toward Understanding Islam;, International Islamic
Federation of Student Organization, 1970.

Abdur Rahman 1. "Doi, Shari’ah The Islamic Law, , Ta Ha Publishers,
London, United Kindom, 1984.

Abdur Rehman Shad, "Do’s and Do not in Islam; , Adam Publishers and
Distibutors, India, 1986.

Boye Lafayette DeMente, 'Japanese Etiquette & Ethics in Business,(6th ed.,)
1, NTC Business Books, 19%4.

Brake T., Walker DM. and Walker T., "Doing Business Internatioally : The
Guide to Cross-Cultural Success; , IRWIN, New York, 1995

David K. Tse, Kam-Honee, Ilan Vertinsky & Donald A wehrung, “Does

i



SRS B BNA FAH0) 25t 2 289

Culture Matter? A Cross-Cultural Study o Executives’ Choice,
Decisiveness, and Risk Adjustment in International Marketing”, "
Journal of Marketing ; , Vol. 52, Oct. 1988.

Dindi, H and Gazur, M., '"Turkish Culture for Americans; . Boulder Co.,
1989.

Edward T. Hall, "The Silent Language in Overseas Business”, in James C.
Baker, 'International Business Classics; , D.C. Heath and Company,
1988.

Graham J.L. “A Hidden Causes of America’s Trade Deficit with Japan,” "
The Columbia Journal of World Business; , Fall 1981.

Hans  Binnendijk(ed.), "National Negotiating Styles; , Foreign Service
Institute U.S. Department of State, 1987.

Hawrysh BM. & Zaichkowsky J.L. ”“Cultural Approaches to Negotiation:
Understanding the Japanese”, 'International Marketing Review
1 ,Vol.7 No.2 ,1990.

Janosik, R.]., "Rethinking the Culture-Negotiation Link“, "Negotiation Journal
1, Vol3, 1987.

Khursid Ahmad, ‘Islam: Basic Principles and Characteristics; , Islamic
Foundation, 1981.

Lewick R, Litterer J., Saunders D. and Minton J, eds, [Negotiation :
Readings, Exercises and Cases, , 2nd ed., Irwin Inc., Boston, 1993.

Martin J. Gannon and Associates, [Understanding Global Cultures:
metaphorical journeys through 17 countries; , SAGE Pubication, Inc.,
1994

Mannan M. A., [Islamic Economics: Theory and Practice; , Hodder and
Stoughton, London, 1986.

Paul A. Herbig and Hugh E. Kramer, "Do’s and Don’ts of Cross—Cultural
Negotiation”, "Industrial Marketing Management; , Vol. 21, 1992.

P.D.V. Marsh, "Contract Negotiation Handbook; , A Gower Handbook, 1984.

Rodney Wilson, 'Islamic Theory and Practice; , EIU, London, 1980.



290 WHEBEE FIE

Rosalie 1. Tung, “How to Negotiate with the Japanese”, "California
Management Review; , Summer 1984.

Sak Onkvist & John J. Shaw, 'International Marketing | , Merrill Publishing
Company, 1989.

Van Zandt H. F., "How to Negotiation In Japan” , Harvard Business
Review, November-December, 1970.

Vern Terpstra & Kenneth David, "The Cultural Environment of International
Business ,3rd ed., South-Western Publishing Co., Ohio, 1991.

y



