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Abstract. As the basis of generating nonverbal expressions in animated agents, 
this paper proposes factors that account for cultural difference in nonverbal 
behaviors in negotiation interaction. First, we introduce theories of negotiation 
and cultural characteristics. Then, our analysis of human interaction in 
negotiation conversations in CUBE-G corpus is described. Finally, by integrating 
cultural and negotiation parameters with empirical data obtained in the corpus 
analysis, we design a parameterized network model that generates culture 
specific nonverbal expressions in negotiation conversations.  
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1   Introduction 

Culture influences how people think, communicate and behave. It strongly affects the 
way they negotiate or make decisions. Many previous literatures [1, 2, 7, 9, 12] 
mentioned that culture affects negotiation process. Some cultures emphasize 
individual’s decision making in negotiation while others stick in decision as a group. In 
some cultures, a negotiator with a formal style insists on addressing his/her 
conversation partner by her/his full name or titles, but that with an informal style tries to 
start conversation on a first name basis. Thus, there is no question about the existence 
of cultural influence on negotiation styles and nonverbal behaviors occurred there. 
However, in our knowledge, little has been studied about the models for generating 
culture-adapted negotiation communications, specifically in human-computer 
interaction (HCI). Moreover, quantitative data analysis is necessary as the basis of 
designing HCIs that support negotiation communication because there are many 
theoretical studies, but not empirical research on negotiation strategies [1]. Based on 
the motivations above, this paper aims at connecting theories of culture and negotiation 
interaction with empirical analysis.  

As a theory of culture, we use a well known model introduced by Hofstede [6]. As 
the factors of characterizing culture, he proposed five dimensions: hierarchy, gender, 
identity, uncertainty, and orientation. As for the factors of characterizing negotiation 
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interaction, we studied previous literatures in social psychology [1, 2, 3, 9], we 
proposed four parameters that categorize negotiation: negotiation style, risk taking, 
degree of rapport, and negotiation goal.  

In our empirical study, we use negotiation conversations in CUBE-G corpus [5] 
which is a standardized multimodal corpus of two cultures: German and Japanese. In 
this study, we focus on smile and head nod in our analysis. Finally, by integrating 
theories of culture and negotiation with empirical data, we will propose a 
computational model which generates culture specific nonverbal expressions in 
animated characters. 

This paper is organized in the following way. In Section 2, previous studies will be 
reviewed, and in Section 3 theoretical background drawn from a literature study is 
briefly outlined. Section 4 will describe the empirical analysis of two cultures: German 
and Japanese in a negotiation interaction. Section 5 will present a computational model 
by integrating empirical data and cultural and negotiation characteristics. Section 6 will 
present concluding remarks and future directions of this research. 

2   Related Work 

A number of studies have identified the effect of culture on negotiation process. Adair 
et al. [12] claimed that, negotiators from different cultures enact different behavioral 
sequences at the bargaining table, leading to difficulty in synchronization and 
inefficient deals. So, they proposed a four stage model of negotiation that captures the 
progression of competitive and cooperative elements over time in mixed-motive 
negotiation. They also claimed that, particular behaviors that negotiators enact in each 
of the stages were shaped, in part, by negotiators’ cultural backgrounds. Finally, they 
predicted the particular stages and behavioral sequences in order to generate efficient 
deals. 

Comparing how negotiation styles differ depending on the culture, Jeswald [2] found 
that Japanese people always go for win-win process as negotiation outcome where as 
only thirty three percent of Spanish executives take this view.  Moreover, [1] found that 
during negotiation interaction, the Japanese were using a relatively large number of 
proposals, compared to the US negotiators, and the US negotiators were using a whole 
array of direct communications relatively more frequently than the Japanese. 

Brett [1] developed a model of how culture affects negotiation process. This study 
has identified three key factors leading to successful integrative and distributive 
agreements that are affected by culture. The first is a value for information sharing, the 
second is a means of searching for information, and the third is the motivation to search 
for information. Therefore, negotiators who are motivated to search for information and 
are flexible about how that search is carried out, can reach high-quality negotiated 
outcomes and culture at first place affects the norm and behavior of the negotiators.  

Moreover, Teng et al.[9] found that the amount of time to make a decision depends 
on the cultural background. As western cultures are on the individualistic and 
masculine sides in Hofstede’s cultural dimension, they are more expected to take an 
aggressive approach to reach a solution. This claim is supported by the fact that, 
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western cultures are short term cultures, and this suggests that they tend to solve 
problems quickly and in a sequential manner. Whereas eastern cultures that belong to a 
more holistic, long-term and collectivistic group are expected to solve problems much 
slower and more exhaustive. 

Facial expression is one of the most important channels in conversational 
management. Mark et al [8] found that smiles are positive reinforcers that can change 
behavior of the conversational partner. Receiving a smile from someone can make the 
receiver more helpful toward the partner which in turn can initiate a better deal in 
conflict situations.  

Although all these literatures provide a great deal of information as to how 
communicative behavior, style, and attitudes during negotiation are influenced by 
culture, yet precise quantitative data is virtually absent from such sources, and the data 
should be used in a technical way to model the culture computationally.  

3   Literature on Culture and Negotiation 

We employ Hofstede theory [6] to describe cultural characteristics, and exploit theories 
in social psychology and its related research [1, 2, 3, 9] to explain negotiation 
characteristics. In this section, we describe these factors in detail. 

3.1   Cultural Characteristic 

Hofstede theory [6] consists of the following five dimensions, which are based on a 
broad empirical survey. The dimensions are: 

a. Hierarchy (Small/Large): This dimension describes the extent to which different 
distribution of power is accepted by less powerful members. 
b. Identity (Individualism/Collectivism): This dimension indicates the degree to which 
individuals are integrated into a group. On the individualist side ties between 
individuals are loose, and everybody is expected to take care of himself. On the 
collectivist side, people are integrated into strong and cohesive groups. 
c. Gender (Masculinity/Femininity): The gender dimension describes the distribution 
of roles between the genders. In feminine culture the roles differ less than in masculine 
cultures, where competition is rather accepted and status symbols are of importance. 
d. Uncertainty (Weak/Strong): The tolerance for uncertainty and ambiguity is defined 
in this dimension. It indicates to what extent the members of a culture feel either 
uncomfortable or comfortable in unstructured situations which are novel, unknown, 
surprising, or different from usual. 
e. Orientation (Short/Long): This dimension distinguishes long and short term 
orientation. Values associated with long term orientation are thrift and perseverance 
whereas values associated with short term orientation are respect for tradition, fulfilling 
social obligations, and saving one’s face. 

Table 1 gives the Hofstede’s ratings for three countries. For example, in Identity 
dimension, Germany (67) is more individual culture than Japan (46), and US (91) is the 
most individual culture among three.  
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Table 1. Hofstede ratings for three countries 

Hierarchy Identity Gender Uncertainity Orientation

Germany 35 67 66 65 31

Japan 54 46 95 92 80

US 40 91 62 46 29

 

3.2   Negotiation Characteristics 

There have been many studies on how to manage inefficient deal during negotiation 
and how to anticipate misunderstanding during cross-cultural negotiation. They 
proposed factors of negotiation to identify cultural differences. We reviewed many 
socio-psychological studies [1, 2, 3, 9] and finally came up with the following four 
elements to characterize negotiations. 

a. Negotiation style (Formal/Informal): Negotiation style concerns how politely way 
that a negotiator interacts with the other person. Culture strongly influences the style of 
negotiation. For example, American people more likely to use informal negotiation 
style, and they call someone by her/his first name to display the friendship. On the 
contrary, Japanese people with formal negotiation style use first name at a first time 
meeting to display disrespect [2].  
b. Risk Taking (High/Low): This parameter indicates how willingly/easily the 
negotiator take a risk in negotiation interaction. For example, previous literature [2] 
claimed that the American are risk-takers whereas the Japanese try to avoid risk in a 
deal making. 
c. Degree of Rapport (High/Low): Rapport is a social mechanism that serves as the 
function of enabling coordinate action in dyads and groups [3]. The degree of rapport 
rises through the coordination of expressive behaviors, such smile. 
d. Negotiation goal (Long/Short): This is the purpose of a negotiation deal. Negotiators 
from different cultures view the goal of the negotiation differently. For some cultures, 
the goal of negotiation is a signed contract so they are fast in decision making. 
However, for some cultures, the goal is not only a signed contract but also the creation 
of a long-term relationship between two sides. They invest time getting to know each 
other which as a result slows down the process of decision making [2, 9].  

4   Corpus Analysis  

This section reports the results of a comparative corpus analysis using CUBE-G corpus 
[5]. We analyzed 10 videos of negotiation conversations in each culture: German and 
Japanese. The average duration of the analyzed conversations was 12 minutes.  

The negotiation scenario was a variant of the standard lost at sea scenario [5]. 
Subjects have to assume that they are shipwrecked in the Pacific Ocean. They have 
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only time to take three items with them that could help them in surviving. On the boat, 
there are 15 items and thus they have to choose three items among those 15. Every 
subject has to choose his / her own top three items from the item list, and then they have 
to negotiate to choose three items ranked in order of importance for surviving.  The 
subjects were also instructed that their choice would be compared with the “official” 
list by the U.S. Coast Guard, and their monetary award depends on how close their 
choices are to the official list. Therefore, this scenario has the advantage of forcing the 
subjects to achieve the consensus in item selection, and the subjects had an intrinsic 
motivation to argue for their choices.  

Then, using a video annotation tool ANVIL [11], we annotated verbal and nonverbal 
behavior patterns found in the two cultures in negotiation conversations. In this study, 
we annotated smile and head nods. Fig. 1 is an example of annotation of our corpus.  

Our coding scheme is shown below. 

Smile The corners of lips are extended and drawn up. The cheeks are raised 
and the mouth may or may not be parted with teeth exposed or not.  

 Start : Moment when the corner of mouth goes up 
 End : Moment when the corner of mouth goes down 

Head nod : Vertical movement of head 
 Start : Moment when the chin goes up or goes down 
 End : Moment when movement stopped 

We set the following three types of head nod.  
 Single : The person nods only once  
 Double : The person nods twice  
 Repeated : The person nods three or more times 

 

 

  

Fig.1. An example of annotation using ANVIL 
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4.1   Differences in Smile 

Table 2 shows the average frequency and duration of smile in both cultures. This shows 
that in Japanese data, the average amount of time for smiling per conversation was 
212.9 sec. On the other hand, in German data, the amount of time for smiling per 
conversation was 142.8 sec. This means that the Japanese smiled much more than the 
German. Moreover, smiling behaviors were slightly more frequent in Japanese data 
(36.5 times) than the German data (33.7 times).  

4.2   Differences in Head Nod 

Table 3 shows the average amount of time for head nodding per conversation and the 
average frequency. As shown in the table, the frequency of head nod in Japanese data 
(123.3) is twice as much as German data (50.4), and the amount of time is also larger in 
Japanese data than in German data.  

Next, we analyzed the types of head nods: single, double, and repeated. The ratios 
for each type of head nod are shown in Fig 2. An interesting finding is that the 
proportion of single head nod is higher in Japanese data than German data whereas the 
proportion of repeated head nod is higher in German data. There is no difference 
between these countries in double head nod. Note that in Geraman data the  

 

 

Fig. 2. The rate of head nod Style

Table 2. Analysis of smile 

Culture Total amount of time[s] Ratio[%] Frequency Duration[s]

Japanese 212.85 35.98 36.50 7.28 

German 142.77 22.28 33.70 3.98 
 

Table 3. Analysis of head nod 

Culture Total amount of time[s] Frequency

Japanese 92.15 123.30 
German 57.68 50.44 
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proporations for both single and repeated head nods are 41% where as the frequency of 
single head nod is more than twice as much as that of repeated head nods in Japanese 
data. This indicates that single head nod chracterizes Japaneese negotiation 
convereation.  

To investigate the usage of each type of head nod more precisely, we analyzed head 
nods with respect to turn. The results are shown in Fig 3 and 4. Fig 3 shows the 
proportion of each type of head nod that occured during own utterance. The 
proporations for all types of head nod are not very different between two cultures. 
Notable difference was found in Fig 4 showing the proportin of head nods that occured 
during the partner’s trun. While the partner was speaking, Japanese people frequently 
displayed single head nod. On the other hand, German people used repeated head nod 
which was less frequent than Japanese single head nod. This result suggests that such 
frequent single head nod as the feedback to the conversation partner contributes to 
relaxing the tension between the converastional participants and reducing the risk in the 
negotiation conversations.  

5   Formulate a Cmputational <del 

This section describes how empirical results from the comparative corpus analysis are 
connected with cultural and negotiation factors to design a network model that predicts 
nonverbal behaviors. We employ a Bayesian network for this purpose. 

5.1   Designing of the Model 

In order to create a Bayesian network capable of predicting nonverbal behavior, the 
GeNie [4] modeling system was used. Fig 5 illustrates the Bayesian network created by 
using this tool. Based on the empirical analysis in section 4 and previous studies, we 
determined which factor or node should be linked to which node in the next layer. A 
summary of the network design is described below. 

The Parent Node. The parent node of the Bayesian network consists of two nodes 
Culture and Negotiation. Culture node is connected with Hofstede’s dimensions and 

 

Fig. 3. Head nod during own utterance. 

 

Fig. 4. Head nod during the partner’s utterance. 
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Negotiation node is connected with negotiation characteristics. In the current study, the 
Culture node has only two values: German and Japanese and the Negotiation node also 
has two values: high divergence and low divergence. Currently in this study, the high 
divergence value was assigned to our negotiation scenario and respected data were used 
in employing the model. 

Cultural Parameters. As the cultural factors layer, we used Hofstede’s five 
dimensions, which were described in Section 3.1, integrating all five dimensions: 
hierarchy, identity, gender, uncertainty avoidance, and orientation. The probabilities 
of each node are assigned based on the Hofstede’s ratings for each culture given in 
Table 1. 

Negotiation Parameters. As the negotiation characteristics, we employed factors 
proposed in [1, 2, 3, 9], which were explained in Section 3.2. The linkage between the 
cultural parameters and the negotiation parameters were designed based on some 
previous studies [1,2,3,9], which provide enough evidences that culture influences how 
people think, communicate, and behave and it also strongly affects the negotiation 
process. The links for each node are described as follows. 

a) Negotiation style: We linked Hofstede’s dimension of “Hierarchy” with “Negotiation 
style”. It is said that eastern cultures are high hierarchical societies where the attitudes in 
communication are formal, and they adopt formal procedures of addressing to 
counterpart [2]. 

 

Parent
node

Cultural
parameters

Negotiation
parameters

Non-verbal
parameters

  

Fig. 5. A Network model connecting cultural and negotiation parameters with nonverbal 
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b) Degree of Rapport: In face-to face interaction, rapport creates positive impression 
between the dyads, and affects the perception of another person [3]. Thus, we linked 
“Degree of Rapport” with “Identity”. Since Japanese culture is collectivistic, it is more 
harmonious and conflict is less common compared to individualistic cultures [7].  
c) Negotiation goal: Japan is a long term oriented society where their negotiation goal 
is not only to sign a contract, but to create a long term relationship [2, 9]. We therefore 
created a link between “Negotiation goal” and “Orientation”.  
d) Risk Taking: Since Japan is a high uncertainty avoidance society, they try to avert 
any risk in decision making [2]. So, we linked “Uncertainty avoidance” with “Risk 
Taking”. On the contrary, cultures with weaker uncertainty-avoidance, risks are more 
easily accepted.  

Nonverbal Parameters. The lowest layer consists of a number of different behavioral 
parameters that depend on cultural characteristics profiled by Hofstede’s dimensions 
and the negotiation parameters. We draw some links between the negotiation 
parameters and the nonverbal behaviors. To assign the probability of each node, we 
employed EM (Estimation-Maximization) algorithm. The results of analyzing 
nonverbal behaviors (head nods and smile) were used as the input to the algorithm.  

a) Frequency of smile and Frequency of head nod: We linked frequency of smile and 
frequency of head nods to “Risk management” and “Negotiation style”. It can be 
assumed that since the Japanese are risk averse, they frequently use smile and head nod 
during negotiation to relax the tension with the conversational partner. 
b) Duration of smile: We linked duration of smile with “Degree of rapport” since 
previous study [8] mentioned that facial expression influences the perception of 
trustworthiness.  
c) Type of head nod: We linked the “Negotiation goal” with “Type of head nod”. From 
our empirical data explained in section 4, it is found Japanese people do more single 
head nods than German which means the Japanese keep proving feedback to the 
conversation partner which enhances the relationship with the partner and a long-term 
relationship is ensured. In addition, from our analysis, we also found that German 
people do more repeated head nod than Japanese people. When German are sure about 
decision making, they confirm what they agreed on by nodding head repeatedly. 

Output Generated. The model predicts non-verbal parameters when culture and 
negotiation nodes are specified. As shown in Fig 5, when Japanese is chosen as an 
evidence for culture during a negotiation scenario, the results for frequency of smile is 
high (68%), duration of smile is long (50%), frequency of head nod is high (68%), and 
type of head nod is single (80%). Then by selecting German culture, the result for 
frequency of smile is medium (100%), duration of smile short (98%), frequency of 
head nod is medium (50%), and type of head nod is repeated (66%). 

6   Conclusion  

This study attempted to provide theoretical background to characterize culture and 
negotiation interaction. We also analyzed comparative corpus for German and 
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Japanese, and obtained statistical values of nonverbal behaviors with regard to 
negotiation scenario of dyadic conversations. We integrated the statistical information 
into a Bayesian network as well as the cultural and negotiation factors. As a future 
study, we will implement this model in Embodied Conversation Agents that can 
provide a means of identifying the nonverbal attributes for any culture in negotiation 
scenarios so that negotiators can cope with cross-culture negotiation deal and know 
other party’s cultural background and behavior pattern. Such understanding of culture 
may help to adjust his/her negotiation strategies, and resolve conflict and uncertainties. 

Acknowledgment. This work is funded by the German Research Foundation (DFG) 
under research grant RE 2619/2-1 (CUBE-G) and the Japan Society for the Promotion 
of Science (JSPS) under a Grant-in-Aid for Scientific Research (C) (19500104). 

References 

1. Brett, J.M.: Culture and Negotiation. International Journal of Psychology 35(2), 97–104 
(2000) 

2. Salacuse, J.W.: Negotiating; The top ten ways that culture can affect your negotiation. Ivey 
Business Journal Online (September 2004) 

3. Drolet, A., Morris, M.: Rapport in Conflict Resolution: Accounting for How Face-to-Face 
Contact Fosters Mutual Cooperation in Mixed-Motive Conflicts. Journal of Experimental 
Social Psychology 36, 26–50 (2000) 

4. http://genie.sis.pitt.edu/ 
5. Rehm, M., Nakano, Y., André, E., Nishida, T., Bee, N., Endrass, B., Wissner, M., Lipi, 

A.A., Huang, H.-H.: From observation to simulation: generating culture-specific behavior 
for interactive systems. AI & Society, Special Issue on Enculturating Human Computer 
Interaction 24(3) (2009) 

6. Hofstede, G., Bond, M.H.: The Confucius connection: From cultural roots to economic 
growth. Organisational Dynamics 16(4), 4–21 (1988) 

7. Ting-Toomey, S.: Communication across Culture. The Guildford Press, New York (1999) 
8. Knapp, M.L., Hall, J.A.: Nonverbal Communication in Human Interaction, ISE 

International Edition, 7th edn. 
9. Teng, J.T.C., Calhoun, K.J., Cheon, M.J., Raeburn, S., Wong, W.: Is the east really different 

from the west: a cross-cultural study on information technology and decision making. In: 
Proceedings of the 20th International Conference on Information Systems, pp. 40–46 (1999) 

10. Traum, D.R., Swartout, W.R., Marsella, S.C., Gratch, J.: Fight, flight, or negotiate: 
Believable strategies for conversing under crisis. In: Panayiotopoulos, T., Gratch, J., Aylett, 
R.S., Ballin, D., Olivier, P., Rist, T. (eds.) IVA 2005. LNCS (LNAI), vol. 3661, pp. 52–64. 
Springer, Heidelberg (2005) 

11. Kipp, M.: Anvil - A Generic Annotation Tool for Multimodal Dialogue. In: Proceedings of 
the 7th European Conference on Speech Communication and Technology, pp. 1367-1370 
(2001) 

12. Adair, et al.: The Negotiation Dance: Time, Culture, and Behavioral Sequences in 
negotiation. Organization Science 16(1), 33–51 (2005) 

13. Quaddus, M.A., Tung, L.L.: Explaining cultural differences in decision conferencing. 
Communications of the ACM 45, 93–98 (2002) 


	Cultural Difference in Nonverbal Behaviors in Negotiation Conversations: Towards a Model for Culture-Adapted Conversational Agents
	Introduction
	Related Work
	Literature on Culture and Negotiation
	Cultural Characteristic
	Negotiation Characteristics

	Corpus Analysis
	Differences in Smile
	Differences in Head Nod

	Formulate a Cmputational <del
	Designing of the Model

	Conclusion
	References



<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /None
  /Binding /Left
  /CalGrayProfile (Gray Gamma 2.2)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (ISO Coated v2 300% \050ECI\051)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Error
  /CompatibilityLevel 1.3
  /CompressObjects /Off
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJobTicket false
  /DefaultRenderingIntent /Perceptual
  /DetectBlends true
  /DetectCurves 0.1000
  /ColorConversionStrategy /sRGB
  /DoThumbnails true
  /EmbedAllFonts true
  /EmbedOpenType false
  /ParseICCProfilesInComments true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams true
  /MaxSubsetPct 100
  /Optimize true
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveDICMYKValues true
  /PreserveEPSInfo true
  /PreserveFlatness true
  /PreserveHalftoneInfo false
  /PreserveOPIComments false
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts false
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /CropColorImages true
  /ColorImageMinResolution 149
  /ColorImageMinResolutionPolicy /Warning
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 150
  /ColorImageDepth -1
  /ColorImageMinDownsampleDepth 1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.40
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /CropGrayImages true
  /GrayImageMinResolution 149
  /GrayImageMinResolutionPolicy /Warning
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 150
  /GrayImageDepth -1
  /GrayImageMinDownsampleDepth 2
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.40
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /CropMonoImages true
  /MonoImageMinResolution 599
  /MonoImageMinResolutionPolicy /Warning
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 600
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /CheckCompliance [
    /None
  ]
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile (None)
  /PDFXOutputConditionIdentifier ()
  /PDFXOutputCondition ()
  /PDFXRegistryName ()
  /PDFXTrapped /False

  /CreateJDFFile false
  /Description <<

    /BGR <>
    /CHS <FEFF4f7f75288fd94e9b8bbe5b9a521b5efa7684002000410064006f006200650020005000440046002065876863900275284e8e9ad88d2891cf76845370524d53705237300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c676562535f00521b5efa768400200050004400460020658768633002>
    /CHT <FEFF4f7f752890194e9b8a2d7f6e5efa7acb7684002000410064006f006200650020005000440046002065874ef69069752865bc9ad854c18cea76845370524d5370523786557406300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c4f86958b555f5df25efa7acb76840020005000440046002065874ef63002>
    /CZE <>
    /DAN <>
    /ESP <>
    /ETI <>
    /FRA <>
    /GRE <>

    /HRV (Za stvaranje Adobe PDF dokumenata najpogodnijih za visokokvalitetni ispis prije tiskanja koristite ove postavke.  Stvoreni PDF dokumenti mogu se otvoriti Acrobat i Adobe Reader 5.0 i kasnijim verzijama.)
    /HUN <>
    /ITA <>
    /JPN <FEFF9ad854c18cea306a30d730ea30d730ec30b951fa529b7528002000410064006f0062006500200050004400460020658766f8306e4f5c6210306b4f7f75283057307e305930023053306e8a2d5b9a30674f5c62103055308c305f0020005000440046002030d530a130a430eb306f3001004100630072006f0062006100740020304a30883073002000410064006f00620065002000520065006100640065007200200035002e003000204ee5964d3067958b304f30533068304c3067304d307e305930023053306e8a2d5b9a306b306f30d530a930f330c8306e57cb30818fbc307f304c5fc59808306730593002>
    /KOR <FEFFc7740020c124c815c7440020c0acc6a9d558c5ec0020ace0d488c9c80020c2dcd5d80020c778c1c4c5d00020ac00c7a50020c801d569d55c002000410064006f0062006500200050004400460020bb38c11cb97c0020c791c131d569b2c8b2e4002e0020c774b807ac8c0020c791c131b41c00200050004400460020bb38c11cb2940020004100630072006f0062006100740020bc0f002000410064006f00620065002000520065006100640065007200200035002e00300020c774c0c1c5d0c11c0020c5f40020c2180020c788c2b5b2c8b2e4002e>
    /LTH <>
    /LVI <>
    /NLD (Gebruik deze instellingen om Adobe PDF-documenten te maken die zijn geoptimaliseerd voor prepress-afdrukken van hoge kwaliteit. De gemaakte PDF-documenten kunnen worden geopend met Acrobat en Adobe Reader 5.0 en hoger.)
    /NOR <>
    /POL <>
    /PTB <>
    /RUM <>
    /RUS <>
    /SKY <>
    /SLV <>
    /SUO <>
    /SVE <>
    /TUR <>
    /UKR <>
    /ENU (Use these settings to create Adobe PDF documents best suited for high-quality prepress printing.  Created PDF documents can be opened with Acrobat and Adobe Reader 5.0 and later.)
    /DEU <>
  >>
  /Namespace [
    (Adobe)
    (Common)
    (1.0)
  ]
  /OtherNamespaces [
    <<
      /AsReaderSpreads false
      /CropImagesToFrames true
      /ErrorControl /WarnAndContinue
      /FlattenerIgnoreSpreadOverrides false
      /IncludeGuidesGrids false
      /IncludeNonPrinting false
      /IncludeSlug false
      /Namespace [
        (Adobe)
        (InDesign)
        (4.0)
      ]
      /OmitPlacedBitmaps false
      /OmitPlacedEPS false
      /OmitPlacedPDF false
      /SimulateOverprint /Legacy
    >>
    <<
      /AddBleedMarks false
      /AddColorBars false
      /AddCropMarks false
      /AddPageInfo false
      /AddRegMarks false
      /ConvertColors /ConvertToCMYK
      /DestinationProfileName ()
      /DestinationProfileSelector /DocumentCMYK
      /Downsample16BitImages true
      /FlattenerPreset <<
        /PresetSelector /MediumResolution
      >>
      /FormElements false
      /GenerateStructure false
      /IncludeBookmarks false
      /IncludeHyperlinks false
      /IncludeInteractive false
      /IncludeLayers false
      /IncludeProfiles false
      /MultimediaHandling /UseObjectSettings
      /Namespace [
        (Adobe)
        (CreativeSuite)
        (2.0)
      ]
      /PDFXOutputIntentProfileSelector /DocumentCMYK
      /PreserveEditing true
      /UntaggedCMYKHandling /LeaveUntagged
      /UntaggedRGBHandling /UseDocumentProfile
      /UseDocumentBleed false
    >>
  ]
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [595.276 841.890]
>> setpagedevice




