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Abstract:
This study examines how language is employed in 
cross-cultural negotiations, with a particular focus on 
a comparative analysis between implicit and explicit 
communication approaches. Using negotiation practices 
between China and the United States  (US) as  a 
representative case, this study investigates the differing 
language styles observed at the negotiation table. The 
findings reveal that Chinese culture tends to favor a 
euphemistic and indirect communication strategy to 
preserve social harmony and interpersonal rapport. 
In contrast, US culture is inclined toward direct and 
unreserved expressions, prioritizing accuracy and efficiency 
in information exchange. These culturally ingrained 
differences in language practices are often sources of 
misunderstanding and can present communication barriers 
in cross-cultural negotiation contexts. However, the 
findings also reveal that negotiating parties can effectively 
mitigate such conflicts by fostering mutual understanding 
and respect for one another’s cultural backgrounds 
and communicative approaches and adopting adaptive 
communication strategies, resulting in more successful 
and smoother negotiations. This research also provides 
practical recommendations to help negotiators adapt 
their communication strategies when facing cultural 
differences. These guidelines aim to enhance cross-cultural 
communication and collaboration, ultimately leading to 
more successful cooperative ventures.
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1. Introduction
In the context of the continuous surge of globalization, 
cross-cultural negotiation is a crucial component of inter-
national business interactions. The artful use of language 
at the negotiation table can directly impact the fluency 
of the negotiation process and achieving final outcomes. 
This is particularly true when the negotiating parties are 
rooted in distinctly different cultural backgrounds, mak-
ing the differences in language expressions even more 
pronounced. Given the significant roles of China and the 
United States (US) in the global economic landscape and 
subsequent closely intertwined yet challenging econom-
ic and political interactions, an in-depth analysis of the 
unique language practices and negotiation styles of these 
two nations is of profound significance for enhancing deep 
exchanges and an essential pathway to improving the effi-
ciency and effectiveness of international negotiations. The 
results of this exploration will allow us to construct better 
bridges of understanding and communication to facilitate 
collaborative progress and establish mutually beneficial 
outcomes in cooperative endeavors.

1.1 Research Background and Significance
The frequency of business negotiations between China 
and the US has been steadily rising; however, the pro-
found cultural differences between these two nations often 
act as an invisible barrier, sometimes resulting in misun-
derstandings and communication obstacles. Particularly in 
terms of language expression, China and the US exhibit 
starkly contrasting approaches. Chinese communication 
tends to employ subtle and implicit forms, which are 
deeply rooted in the cultural emphasis on harmony and 
the concept of “face,” whereas the US interaction favors 
direct and unequivocal communication, which reflects 
Western societal values of efficiency and pragmatism.
This significant difference can quietly diminish the effi-
ciency of information transmission during negotiations 
and may also inadvertently steer the negotiation process in 
a direction contrary to the initial intentions of both parties. 
In some cases, it may even become a hidden factor that 
causes a breakdown of negotiations. Therefore, a profound 
analysis of the core differences between Chinese and US 
cultures is essential for understanding the behavioral logic 
of the other party, predicting potential communication 
challenges, and providing invaluable strategic insights for 
international business professionals. The findings of this 
study can empower professionals and public leaders to 
navigate the complex landscape of cross-cultural negotia-

tions with greater ease, ultimately optimizing negotiation 
outcomes [1-5].
In summary, research on language practices within the 
context of Chinese and US cultural backgrounds is a the-
oretical necessity and a practical pathway for enhancing 
participants’ negotiation acumen and increasing negotia-
tion efficiency.

1.2 Research questions and objectives
Building on a comprehensive review of existing litera-
ture and an in-depth analysis of typical cases, this study 
meticulously delineates the characteristics of implicit and 
explicit communication styles and uncovers unique man-
ifestations within the cultural contexts of China and the 
US. The objective is to construct a cognitive bridge for 
negotiators, enabling them to keenly identify and deep-
ly understand these differing communication methods. 
Through a series of vivid negotiation examples, this study 
visually illustrates how Chinese and American parties 
flexibly employ the art of implicit or explicit language at 
the negotiation table. Furthermore, we provide an in-depth 
analysis of the actual effects and potential impacts of these 
strategies in various negotiation scenarios, conducting a 
cross-cultural comparison to comprehensively examine 
the advantages and disadvantages of implicit versus ex-
plicit communication within Chinese and American cul-
tures. This analysis includes a quantitative assessment of 
how these communication styles influence the negotiation 
atmosphere, process efficiency, and ultimate outcomes. 
By doing so, we produce valuable insights to guide nego-
tiators concerning how to adapt communication strategies 
flexibly according to the cultural context encountered 
to achieve optimal negotiation results. Based on these 
profound insights, we methodically develop a series of 
practical and specific communication strategy guidelines 
that are designed to empower cross-cultural negotiators, 
enabling them to adeptly adjust communication methods 
when confronting the cultural gap between implicit and 
explicit expression. This approach could effectively re-
duce cultural friction and misunderstandings, significantly 
improving the success rate of negotiations. Through this 
investigation, we hope to enhance overall understanding 
and respect for the cultural differences in negotiation lan-
guage between China and the US, fostering more harmo-
nious and efficient communication mechanisms between 
negotiators from different cultural backgrounds. This will 
subsequently lay a solid foundation for the smooth op-
eration of international business activities and the stable 
development of cooperative relationships.
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2. Case Study

2.1 Case Background
Amid the wave of global economic integration, cross-cul-
tural negotiation is an indispensable component of inter-
national business collaboration. This is particularly true 
when the negotiating parties come from countries with 
vastly different cultures, such as China and the US. The 
subtle impact of cultural differences on the negotiation 
process is especially pronounced in such scenarios. This 
study focuses on China and the US, two nations that hold 
significant positions in the global economic landscape. 
The differences in implicit and explicit communication 
styles that characterize these countries’ respective lan-
guage practices are a core issue in the study of cross-cul-
tural negotiations. These differences not only shape 
the unique negotiation styles of both parties but also 
profoundly influence the effectiveness and outcomes of 
negotiations; therefore, understanding these differences is 
a critical factor when exploring cross-cultural communi-
cation strategies [6-10].
2.1.1 The Chinese Perspective

Rooted in a deep Confucian cultural heritage, China’s 
business negotiation style embodies a distinct Eastern 
nuance. At the negotiation table, Chinese representatives 
often adopt a more harmonious and strategic communica-
tion approach, emphasizing concerns related to precepts 
of “harmony is most precious” and protecting all parties’ 
faces. Chinese negotiators tend to convey opinions and 
needs through indirect and subtle language, skillfully 
avoiding direct conflict to maintain a harmonious negotia-
tion atmosphere and foster long-term cooperative relation-
ships. This style reflects a high regard for interpersonal 
relationships and a deep commitment to establishing and 
maintaining mutual understanding and respect between 
the negotiating parties.
2.1.2 The American Perspective

In contrast, as a paragon of Western culture, the American 
business negotiation style is characterized by greater di-
rectness that emphasizes efficiency. In the US business en-
vironment, straightforwardness and openness are regarded 
as the keys to effective communication to facilitate the 
rapid identification of core issues and the generation of 
solutions. US negotiators typically express their positions 
and needs directly, with a focus on maximizing cost-effec-
tiveness and significantly enhancing project returns. This 
results-oriented approach to negotiation, while sometimes 
perceived as overly direct and even somewhat blunt, un-
doubtedly injects substantial momentum and efficiency 

into the negotiation process.
This study uses a case involving negotiation between Chi-
nese and US leaders and companies in the energy sector 
as the subject of analysis. China and the United States, the 
world’s two largest economies, are also the world’s top 
carbon emitters, accounting for about 42 percent of global 
carbon emissions. In order to use the new products and 
technologies owned by US energy companies to help and 
support the Chinese government to achieve energy conser-
vation and emission reduction goals through new business 
models and achieve mutually beneficial development for 
Chinese and US energy companies, the China-Us Energy 
Cooperation Program (ECP) was officially established. In 
the afternoon of April 13, 2013, at the Diaoyutai Hotel in 
Beijing, U.S. Secretary of State John Kerry attended the 
ECP China-U.S. energy cooperation negotiations during 
his visit to China. The negotiation centered on a grand 
vision of collaboratively developing a new energy proj-
ect in China, bringing together elite teams from a major 
Chinese energy company and a US energy technology 
firm. The Chinese team, drawing upon its deep industry 
knowledge and Eastern wisdom, demonstrated a stead-
fast commitment to relationship building and long-term 
collaboration. Comparatively, leveraging its keen market 
insight and efficient execution, the US team brought a 
direct and pragmatic negotiation style to the table. In the 
early stages of the negotiation, the two parties encoun-
tered initial challenges in the conference room that were 
attributable to cultural differences; however, as the nego-
tiation progressed, both sides gradually learned to appre-
ciate and adapt to one another’s cultural characteristics. 
By identifying common ground in language and strategy, 
the negotiators were able to cooperatively steer the ne-
gotiation toward a successful conclusion. Conducting a 
detailed analysis of this typical case, this study reveals the 
specific manifestations of Sino-American cultural differ-
ences in negotiation practices and their profound impact 
on negotiation outcomes. Furthermore, the results provide 
international business professionals with a set of effective 
cross-cultural negotiation strategies, empowering them to 
confidently bridge cultural divides on the global stage to 
achieve efficient communication and deep collaboration 
[11. 12].

2.2 Case Details

2.2.1 Differentiated Presentation of Positions and Ob-
jectives

In the context of a Sino-American energy cooperation 
negotiation, each side maintained distinct positions and 
pursued different objectives. As the host and partner, the 
Chinese leaders and companies were primarily concerned 
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with technological advancement, safeguarding local in-
terests, and promoting regional economic development. 
Their goal was to collaborate with the US enterprise to 
introduce cutting-edge energy technology into China and 
establish a solid and long-term strategic alliance on this 
foundation. In contrast, as a pioneer in technology export, 
the US company focused on deepening its market pen-
etration, maximizing investment returns, and precisely 
managing project risks. Their goal was to define a clear 
cooperative framework and achieve tangible economic 
results within a short time frame.
2.2.2 In-Depth Dialogue on Interests and objectives

A thorough analysis of the negotiation content reveals 
that the Chinese company placed greater emphasis on the 
depth and breadth of the cooperative relationship, consid-
ering the negotiation as a process for enhancing trust and 
deeper mutual understanding. Chinese negotiators sought 
to secure ongoing technical assistance and to establish a 
solid partnership and a strong foundation to advance the 
domestic energy industry’s transformation and upgrading, 
as Wu Xinxiong, deputy director of China’s development 
and Reform Commission and director of the National 
Energy Administration, said: “It is in the fundamental in-
terests of both countries for China and the US to strength-
en mutual cooperation to achieve sustainable energy 
development. The cooperation between China and the 
United States in the field of energy not only has common 
interests, but also has a sound foundation and broad pros-
pects.” In contrast, the US company was more focused on 
the specifics of project execution and achieving economic 
benefits. US negotiators tended to clearly define the terms 
of cooperation, ensuring that every investment yielded 
corresponding economic returns, as Kerry cited examples 
of current cooperation in energy cooperation between Chi-
na and the United States on aviation biofuels, smart grid 
technology, and clean coal technology.
2.2.3 The Clash and Fusion of Linguistic Art

At the negotiation table, the linguistic style of each party 
significantly reflected their respective cultural charac-
teristics. The Chinese representatives excelled in using 
subtle and nuanced expressions, such as, we place great 
importance on our collaboration and are keen to integrate 
technology and wisdom through mutual respect and un-
derstanding. Such expressions not only underscore the 
importance of the partnership but also subtly convey ex-
pectations for technical support to avoid the tension that 
direct pressure might create. In contrast, the US represen-
tatives tended to be more straightforward, openly stating 
their needs and conditions, such as, “We are willing to 
contribute our technical expertise, but this must be predi-

cated on full respect for our intellectual property and ap-
propriate economic compensation.” This candid commu-
nication style quickly clarified the positions of both sides 
and reduced ambiguity, although it may also test the other 
party’s receptiveness and adaptability.
2.2.4 Implicit vs. Explicit Communication

The differences in communication styles became more 
pronounced throughout every critical stage of the negoti-
ation, particularly when discussing cooperative terms and 
resolving disagreements. The Chinese side often adopt-
ed a more circuitous approach such as emphasizing the 
concept of sharing risks and reaping the fruits of success 
together to indirectly express their views on cost-sharing 
to maintain harmony and seek consensus. In contrast, the 
US side preferred to directly address the core issues, pre-
senting specific demands based on data and analysis, such 
as, Given the higher proportion of technological input, the 
cost-sharing should be adjusted accordingly. Although this 
direct and explicit communication method may trigger 
immediate conflict, it also effectively drives the negotia-
tion process forward, ensuring that both parties can make 
decisions within a clear framework.
In summary, the differences in language use during nego-
tiations between China and the US reflected cultural dis-
parities as well as strategic choices in negotiation tactics. 
By deeply understanding these differences, negotiators 
can more flexibly adjust their communication methods to 
establish a balance that respects the other party’s culture 
while effectively conveying their own demands. This ap-
proach can facilitate smooth cross-cultural negotiations 
and achieve mutually beneficial outcomes.

3. Problem Analysis

3.1 Implicit Communication: The Subtle Art 
Within Cultural Contexts
On the vast stage of global negotiations, implicit com-
munication stands out as a unique linguistic art that is 
deeply rooted in the cultural soil of Asia. It is not merely 
a communication strategy but a reflection of profound 
cultural heritage that prioritizes maintaining a harmonious 
atmosphere, avoiding direct confrontation, and carefully 
protecting each participant’s face.
3.1.1 Definition and Essence

As the term suggests, implicit communication is a method 
of conveying information through indirect and nuanced 
language rather than taking a direct approach. It is akin 
to the empty spaces in an ink painting, where the viewer 
must use keen insight and a deep cultural understanding to 
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fill in the unspoken words and grasp the implied meaning. 
This form of expression is deeply embedded in specific 
cultural contexts, requiring both parties in communication 
to possess a profound understanding and resonance with 
subtle contexts and nonverbal cues.
3.1.2 The Tapestry of Language: Characteristics and 
Manifestation

In the intricate tapestry of implicit communication, tech-
niques such as metaphors, hints, and euphemisms are 
woven together to create a subtle yet rich picture. For ex-
ample, a Chinese negotiator might gently express reserva-
tions about a proposal by saying, “Further deliberation on 
the details is needed.” This manner of expression not only 
reflects respect for the other party but also preserves room 
to maneuver. In contrast, cultures that favor explicit com-
munication tend to be more straightforward, addressing 
the core issue directly, such as the blunt feedback often 
shared by US negotiators, which, while explicit, may lack 
the finesse and subtlety of implicit communication.
3.1.3 Cultural Soil: Resonance in Asia

In the fertile cultural landscape of Asia, implicit commu-
nication is like a gentle rain that quietly nourishes every 
corner of interpersonal relationships. In the cultural circles 
of China, Japan, Korea, and other Asian countries, group 
harmony and social order are supreme values. Direct 
confrontation is a blade that disrupts harmony, making 
implicit communication the ideal approach for maintain-
ing peace and protecting face. In these societies, the art 
of language is cultivated to perfection, with even refusals 
and disagreements being artfully wrapped in a cloak of 
politeness and respect.
3.1.4 A Double-Edged Sword at the negotiation Table

Implicit communication at the negotiation table presents 
both opportunities and challenges, requiring careful nav-
igation. On one hand, it can help ease tensions, preserve 
the dignity of both parties, and foster a strong foundation 
for long-term collaboration. In discussions involving 
sensitive or contentious issues, implicit communication 
can facilitate deep engagement without disturbing the 
overall harmony. However, its drawbacks must also be 
considered: the inherent ambiguity can lead to misunder-
standings and confusion, particularly when cultural dif-
ferences and interpretative skills vary. In such instances, 
implicit communication might hinder effective dialogue, 
thereby affecting the efficiency and outcomes of negotia-
tions. Therefore, understanding and respecting the other 
party’s communication habits is crucial in the process of 
cross-cultural negotiation. Negotiators must cultivate keen 
cross-cultural insight and adaptability, flexibly employing 
communication strategies to achieve accurate information 

transmission and deep mutual understanding. Only then 
can they ensure successful negotiations at the intersection 
of cultures.

3.2 Challenges of Cross-Cultural Communi-
cation: A Deep Analysis of Linguistic Conflicts 
and Misunderstandings
In the expansive realm of cross-cultural negotiations, lan-
guage is not merely a tool for information exchange but 
also acts as a magnifying glass for cultural differences. 
The dichotomy between implicit and explicit communi-
cation operates from two distinct perspectives, reflecting 
the complexities and nuances of communication between 
different cultures.
3.2.1 Collision of Communication Styles: The Clash 
Between Implicit and Explicit Expression

The starkly different communication styles of implicit and 
explicit expression often clash intensely in cross-cultural 
negotiations. The emphasis on clarity in Western cultures 
and the pursuit of subtlety in Eastern cultures resemble 
two parallel lines at the negotiation table that rarely inter-
sect easily. This stylistic difference can result in multiple 
interpretations of the same information, planting the seeds 
of misunderstanding and conflict.
3.2.2 A Mirror of Instances: The Linguistic Maze in 
Sino-American negotiations

As a classic example of cross-cultural communication, 
Sino-American negotiations can vividly showcase the 
conflict between implicit and explicit expression. The 
directness and candor of the US representatives acted 
like a sharp blade, cutting straight to the core of the issue, 
while the subtlety and tact of the Chinese representatives 
resembled a gentle touch, attempting to resolve issues 
within a harmonious framework. However, the significant 
difference in communication styles left both sides in an 
awkward situation where the intended messages did not 
effectively reach one another. American directness might 
be perceived by the Chinese side as lacking respect, while 
Chinese subtlety might be misinterpreted by the US side 
as a lack of cooperation or concealment of the truth.

3.3 Challenges Beyond Language: Multidimen-
sional Factors Influencing negotiation out-
comes

3.3.1 Decoding nonverbal Signals: The Art of Commu-
nication Beyond Words

In cross-cultural negotiations, nonverbal communication 
is an invisible bridge that connects the hearts and minds of 
participants from different cultural backgrounds. Gestures, 

5



Dean&Francis

395

HAIjIng LIu

facial expressions, tone, and rhythm all silently convey a 
negotiator’s emotions, attitudes, and positions. However, 
these nonverbal signals often carry different meanings 
and interpretations across cultures. Therefore, it is crucial 
for negotiators to develop the skill to keenly identify and 
accurately interpret these nonverbal cues to avoid commu-
nication barriers caused by misunderstandings.
3.3.2 Cross-Cultural Integration of Strategies and 
Techniques: Finding Common Ground Amidst Differ-
ences

When faced with differing negotiation strategies and tech-
niques rooted in diverse cultural backgrounds, negotiators 
must cultivate a high degree of flexibility and adaptabil-
ity. They must understand and respect their counterparts’ 
cultural habits and negotiation styles while adjusting their 
own strategies and techniques to better suit the cross-cul-
tural environment. Through in-depth cultural research 
and the accumulation of practical experience, negotiators 
can gradually master the art of finding common ground 
amid differences to achieve more desirable outcomes in 
cross-cultural negotiations. This process will not only 
enhance individuals’ cultural literacy but will also expand 
and deepen their global perspectives.

4. Recommendations

4.1 Recommendations for Implicit Communi-
cation: Enhancing Analytical Capabilities and 
Integrating Strategy with Practice
Given the central role of implicit communication in 
cross-cultural negotiations, particularly when engaging 
with cultures like China that emphasize subtlety, it is cru-
cial to enhance one’s ability to analyze the deeper mean-
ings of implicit expressions. This requires negotiators 
to thoroughly study and master the patterns of implicit 
language within specific cultures and deepen their under-
standing through practical experience. Therefore, partici-
pating in cross-cultural exchange seminars led by experts, 
where different cultural backgrounds and implicit commu-
nication cases are thoroughly analyzed, is highly recom-
mended. Additionally, fostering long-term relationships 
with business partners from different cultures can provide 
firsthand experience and insight into the true meaning of 
implicit communication. Moreover, companies should 
regularly host cultural sensitivity training programs, using 
interactive methods such as role-playing and case studies 
to enable employees to practice and improve their ability 
to detect and accurately interpret implicit signals in simu-
lated real-world negotiation scenarios.

4.2 Recommendations for Explicit Communica-
tion: Bridging the Adaptation gap from Cogni-
tion to Practice
Adapting to an explicit communication style can pose a 
significant challenge for negotiators who are accustomed 
to implicit communication. The first step is to deepen their 
understanding of the values underlying Western cultures’ 
explicit communication, such as individualism and effi-
ciency. Engaging in research, attending lectures, and/or 
conducting field studies can provide valuable insights into 
the communication habits and expectations that are preva-
lent in such cultures, helping negotiators to psychological-
ly accept the positive aspects of explicit expression. Sub-
sequently, through simulated negotiations and language 
training, negotiators can gradually enhance their ability 
to articulate needs and opinions clearly and concretely. 
Companies can organize specialized workshops on ex-
plicit communication techniques, allowing employees to 
practice repeatedly in a safe environment, which will en-
able them to confidently employ explicit communication 
strategies in actual negotiations while maintaining respect 
and understanding for others’ faces.

4.3 Integrated Communication Strategies: Flex-
ibly Addressing Cross-Cultural Communica-
tion Challenges
To effectively overcome language and communication 
barriers in cross-cultural negotiations, negotiators must 
cultivate sophisticated cultural adaptability and commu-
nication flexibility, which requires them to be well-versed 
in their own culture’s communication styles while also 
maintaining the ability to switch between different cul-
tural expression strategies seamlessly. Through in-depth 
cultural research and cross-cultural training, negotiators 
should become familiar with the communication pref-
erences in various cultures and the cultural logic behind 
them. This knowledge will allow negotiators to flexibly 
adjust communication styles during negotiations based on 
the cultural background of the other party and the specific 
context. An integrated communication strategy should be 
adopted that involves maintaining the unique features of 
one’s own culture while incorporating elements preferred 
by the other culture. For example, combining polite, im-
plicit language with direct, core information can result in 
more effective communication. This strategy can reduce 
misunderstandings and conflicts and foster harmonious 
relationships and long-term cooperation between parties.

5. Conclusion
This study compares implicit and explicit communication 
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styles within the context of Chinese and US cultures, pro-
viding an in-depth analysis of how these linguistic prac-
tices dynamically influence cross-cultural negotiations 
and their outcomes. The core findings reveal how cultural 
foundations shape linguistic styles at the negotiation table, 
ultimately influencing the trajectory and results of the ne-
gotiations. The US culture’s emphasis on directness and 
efficiency, when juxtaposed with the Chinese culture’s 
subtlety and prioritization of harmony, create unique dy-
namics at the negotiation table. These dynamics have the 
potential to both spark misunderstandings and conflicts or 
to serve as a bridge that fosters mutual understanding and 
collaboration. By analyzing a specific case, this study of-
fers practical communication strategies for cross-cultural 
negotiators to bridge cultural divides and achieve more 
effective communication and negotiation outcomes.
Looking forward, the field of cross-cultural negotiation is 
a vast and unexplored territory that awaits further investi-
gation and discovery. First, it is imperative to broaden the 
scope of research by incorporating a wider range of cul-
tures into the research, such as the vibrant expressiveness 
of Latin American cultures, the diverse coexistence in 
African societies, and the unique characteristics of other 
Asian countries. These inclusions will introduce new di-
mensions and depth to cross-cultural negotiation research. 
Second, investigations from a long-term perspective could 
reveal the dynamic changes in communication styles in 
the negotiation process and how these changes shape 
the long-term development of negotiation relationships. 
Moreover, incorporating quantitative empirical research 
will provide a more solid data foundation for the theoret-
ical construction of cross-cultural negotiation approach-
es. Scientific methods can examine the universality and 
practicality of existing theories. Finally, with the rapid 
advancement of technology, particularly ever-evolving 
virtual communication technologies, their application and 
impact on cross-cultural negotiations will become a new 
research focus. Exploring how to leverage such techno-
logical tools to facilitate effective communication and 

adaptation across cultures will be a crucial direction for 
future research. Through these multifaceted and multilay-
ered explorations, we hope to provide more precise and 
efficient strategies and tools for international business ac-
tivities in the context of globalization, helping companies 
navigate the global market and achieve mutual success.
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