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High context culture and low context culture.
The fundamental difference between high context culture and low context culture is how information is conveyed and the rules that govern the whole communication process (Hornikx et al, 2017). In high context culture, communication is entirely nonverbal. Body language, tonal variations, eye signals normally mean more than the words being said. In high context culture individuals are expected to know how to think and act in regard to the context, hence there is no need to stipulate clear rules to govern the communication. On the other hand, in low context culture, words/ language carry the meaning of information and nonverbal communication is not given attention. Communication rules are clearly and plainly laid down.
Understanding this difference is vital to success in a negotiation. If two countries with different context cultures are negotiating and do not clearly understand the differences they can easily misunderstand and offend one another. The further useful information being passed by nonverbal cues can be easily overlooked or misread; words that carry a lot of weight can also be ignored thus making it difficult to understand one another just as in the case of the video (Hornikx et al, 2017).

Large power distance culture and low power distance culture.
In low power distance culture countries like the USA; all employees are viewed as equals and there is no hierarchy in power, decisions are made unanimously after consulting all members, that is the senior staff and the subordinate staff,  low ranking employees can freely interact with their bosses and even challenge their decisions and actions (Hu et al, 2017). On the other hand, large power distance countries like China have a hierarchy in their company systems. Top company employees have the power to make decisions and take action without having to listen to the views of the low ranking employees and interpersonal relations are not encouraged between bosses and their subordinates (Hu et al, 2017).  

Decisions and actions by bosses cannot be challenged, they are final.
Large power distance culture and low power distance cultures play a crucial role in a negotiation. Knowledge of these cultures ensures that there are no misunderstandings that hinder negotiations.  This knowledge helps negotiators to understand who is responsible for decision making in the parties, the extent of their relations during negotiations and the language to use in addressing different parties without offending them by failing to use protocol. For instance, China sends high ranking company officials that are deemed to have power for negotiation and they would make a decision without being questioned (Hu et al, 2017). On the other hand, the USA would send any company official regardless of his rank provided he/she is conversant with the situation at hand.

Part 2
[bookmark: _GoBack]Matthew’s response clearly explains the way of communication but fails to emphasize on the crucial rules that govern communication in the high and low context cultures. In this response, nonverbal elements are not elaborated examples are not given. The rationale to support the knowledge of different culture is not elaborated. The reason for understanding the difference is clear. The crucial role of large and low power distance power of averting misunderstandings that hinder successful negotiation does not clearly come out.
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