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ABSTRACT

Korea—China Conflicts in Business: A Search after their
Solutions

Ju—Won KIM -+ Yong—-June KIM

This research is, first of all, a theoretical study concerning “conflict.” Only
then, we could obtain ways in which we manage and resolve various problems
arising from conflicts in business between Korean and Chinese companies. In
doing this, we also tried to grasp cultural characteristics, or factors, in Chinese
ways of carrying out negotiations that lead to conflicts with us. On the basis
of these preliminary considerations, we developed practical techniques of
conflict management and types of negotiation strategy. We thereby could
suggest broader strategic implications for better performance in international
business. Concretely, this research investigates techniques of conflict
management and types of negotiation strategy. For such techniques and types,
we suggest, (1) Sharing technigue or reconciliatory compromising negotiation
and its compromise strategy, (2) collaborative technique or cooperative
negotiation and its win-win strategy, (3) competitive technigue or competitive
negotiation and its profit-seeking attack strategy, (4) accommodative
technique or receptive negotiation and its relation-maintaining vield strategy,
(5) avoidant technique or evasive negotiation and its indifference-showing
avoidance strategy. This research contributes to promote understanding on
negotiation culture of chinese corporate. and we provide the guideline of the
conflict management and the insight for the efficiency strategy of chinese
business negotiation. But, empirical data and statistical examinations should
be added to our present research for the future prospective ones.

Keywords : Korea-China Business, Conflict, Negotiation Culture, Conflict
Management, Negotiation Strategies



