
RESULTS
General Questions:
• No difference between countries.

The Ultimatum Game:
• The minimum offer to accept is 

lower in Japan than in the US.
• In line with the literature.

Responses to the Negotiation Questions:
• Significant differences in willingness to negotiate in 6 scenarios.

• Japanese negotiated more than Americans in 3 scenarios.
• All scenarios (except those 3) were more frequent in the US.
• Frequency explains the negotiation decisions (also in FE regressions).

• Significant differences in boldness of proposals in 2 scenarios.
• Japanese made bolder offers in the context of “buying a house”.

• Game behaviors do not correlate with the responses to the scenarios. 

• The general tendency to 
negotiate highly correlated 
with the willingness to 
negotiate in scenarios. 

• The level of aggressiveness 
in negotiations significantly 
correlated with the 
boldness of proposals.
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CONCLUSION
• Americans do not necessarily negotiate more than Japanese.
• The ultimatum game does not do well at capturing negotiation behavior 

across contexts and when comparing countries (US vs Japan).
• Simple questionnaire-type items do much better. 
• Our findings highlight the necessity of considering context to fully 

understand cross-cultural differences in bargaining behavior. 
• Future studies needed to explore other negotiations contexts with real 

incentives.

INTRODUCTION
Question: To what extent are cultural differences in bargaining 
behavior context dependent?
• Current literature uses the ultimatum game to compare the countries

• Roth et al. (1991), Oosterbeek et al. (2004), Lin et al. (2020)
• UG: context-free game, unlike real-life negotiations

Contribution:
• Cross-cultural comparison of bargaining behavior by taking context into 

account
• Comparing different ways of eliciting bargaining behavior
• Testing the power of ultimatum game in explaining the individual and 

cultural differences in bargaining behavior

Hypothesis: Cultural differences in bargaining behavior are 
context-dependent. 
• The cultural differences in negotiation behavior vary between scenarios.

• Japanese might negotiate more than Americans in some contexts.

EXPERIMENT

Study:
• Mean time: 13 min (US) & 17 min (Japan)
• Fixed payment: £1.5 (US)  & ¥250 (Japan)

Stage 1: General Negotiation Questions
• Tendency to negotiate:

• “Whenever there is a chance, I try to negotiate to obtain a better deal.”
• Aggressiveness in negotiations:

• “When I am in a negotiation situation, I tend to make bold offers to try to 
move things in my favor.”

Stage 2: Game Play
• The standard ultimatum game with the pie of $10 to be shared

• Making two decisions: one as the proposer & one as the responder

Stage 3: Negotiation Scenarios
• 13 different real-life negotiation scenarios with a given price/value range

• Write down a proposal for the other party (in 7 scenarios)
• “Accept an offer” (at the average of the range) or “Try to negotiate”
• “How frequent such a negotiation situation is in your environment?”

US
• 203 participants from Prolific
• 50.74% male, 40 mean age
• 44.83% single
• 34.48% without an ug degree
• 53.69% employed
• 40.61% lower-middle class

Japan
• 213 participants from Lancers
• 50.23% male, 43 mean age
• 48.83% single
• 36.15% without an ug degree
• 48.82% employed
• 41.85% lower-middle class
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