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Discussion 1
Different cultures present different negotiation styles, which poses a challenge when it comes to negotiating across cultures. According to Requejo and Graham (2008), the negotiation style implemented by the Chinese is often bound to their culture. Based on this, when conducting any negotiations, especially regarding business deals, it is vital to be knowledgeable of their culture. Moreover, this negotiation style is usually more focused on the method used rather than the outcome. Therefore, failure to blend in with their way of culture, which incorporates a wide range of their cultural beliefs, then the result of the negotiation, may not be favorable (Requejo& Graham, 2008). 
The Chinese's negotiation style is distinct from the one used by other cultures, such as the Indians and Mexicans. Specifically, the Indians also base their negotiation style on their culture, which incorporates various values such as sharing and the importance of the face of the negotiators, such as presenting decisions that align with the other negotiators (Requejo& Graham, 2008). Based on this information, one thing is in common: there is the importance of cultural knowledge about the other negotiators. This is because, in all the discussed cultures and their negotiating styles, they all circle them back to their culture. Therefore, failure to be prepared by familiarizing oneself with the culture may be a challenge to conduct any negotiations.
However, various strategies can be implemented to ensure that some of the challenges faced when conducting negotiations across cultures (Requejo& Graham, 2008). An excellent example is adapting to the new way of negotiating since there is the need to achieve the intended favorable outcome. Another strategy is to establish a common ground from which each party is free with doing the negotiations, for example, sharing a meal, for instance, when conducting a negotiation with the Chinese who value personal relationships.
References
Requejo, W. H., & Graham, J. L. (2008). Global negotiation: The new rules. Macmillan.
Discussion 2
Various strategies can be implemented in situations involving working cross-culturally, which influences the formation of teams effectively. One of the strategies is becoming aware of the different cultures one is working with. Being both culturally and self-aware plays a vital role, especially when implementing effective communication across cultures (Edmondson, 2018). Consequently, self-awareness involves the acceptance of one's differences and some of the characteristics that contribute to their biasness towards other cultures. Moreover, at the organizational level, an internal audit on communications ensures that all the governing policies do not violate the present cultures. Besides, when one is aware of the mentioned aspects, their communication is guided by this knowledge when in both face to face or virtually.
Additionally, one should implement open-mindedness, embrace the imposed changes, and accommodate other cultures. Open-mindedness means that one is open to new ideas and ways of doing things. This strategy can be implemented both at the individual and the organizational level. At the individual level, being open-minded provides room for the accommodation of different viewpoints that come with the different cultures (Edmondson, 2018). Therefore, one adopts some knowledge that would not have perceived and implemented before. The acquired knowledge and viewpoints then influence the overall thinking. Consequently, this is implicated in the information one communicates to others from different cultures.
Lastly, it is also advisable to pay close attention to body language and nonverbal language when communicating via face to face or virtually. In various ways, body language and nonverbal language depict the reaction of the one being communicated to, whether they are comfortable or not (Edmondson, 2018). Moreover, other than communicating the response, body language could also communicate what is allowed by specific cultures during communication or negotiation and what is forbidden. Therefore, paying attention to this language helps one access knowledge about other cultures and what not to do while communicating.
References
Edmondson, A. (2018). “Impact of Diversity and Multiculturalism in Corporate Culture”."Teamwork on the Fly." Harvard Business Review. 
Discussion 4
Tillema (2016) offers several pointers and principles necessary towards conducting a decent and effective negotiation; however, there are two significant points from this discussion that have positively impacted my ways of doing negotiations. The first take away point is realizing the power and the importance of implementing respect in any negotiation. There is a significant emphasis on the importance of using respect since most people fail to understand that it is important to treat others with the respect they would want to be treated with. Tillema (2016) emphasizes that once one implements respect in a negotiation, it automatically calms down the other party involved. As a result, some of the adverse feelings and emotions are toned down, making it easier to come up with a solution. Especially in an intense situation involving life and death, respect plays a vital role in making the other negotiator feel valued and essential, which influences their end decision in the context.
The second takeaway point is the understanding principle used in negotiation. Seeking to understand is a vital principle in a negotiation that allows for both negotiators to internalize the other negotiator’s information before making any response. In most cases, people only focus on airing their claims and rushing to give answers in situations without taking a moment to listen to the other person. As a result, most of the given response usually varies with the other negotiator’s expectations, which affects the outcome of the negotiation. According to Tillema (2016), the principle of first seeking to understand should be implemented not only in negotiations but also in other simple communication scenarios. Through listening and understanding, one can offer a rational response to the needs and claims of the other negotiator. Moreover, various nonverbal cues can be used to ensure that the other negotiator feels like they are being listened to, which encourages them to keep talking. An excellent example of these nonverbal cues includes nodding.
References
Tillema, S. (2016). The Secrets of Hostage Negotiators [Video]. Retrieved from https://www.youtube.com/watch?v=4CNRmhleJmk


Running head:

 

DISCUSSIONS                 

1

 

 

 

 

 

 

 

 

Discussions

 

Student’s 

Name

 

Institutional Affiliation

 

Date

 

