Discussion 1 
The reading by Sebenius is an eye-opener. I have learned that culture plays a central in international negotiations.  The cultural beliefs of different persons influence their school of thought. For instance, the way an Asian perceives negotiation is not the same as an African American because of the differences in their cultural beliefs. There are certain aspects of life that specific cultural backgrounds value and others do not consider them important in any way. While Asian negotiators start negotiations knowing very well that it is going to be a win-win situation for all part, other negotiators only care about their victory. While some cultures believe that when you negotiate you must sign a contract, others believe that it is not mandatory for the same to happen.  The way a negotiator presents an argument on different matters can enable one to determine their culture. In some cultures, negotiators are open-minded and their aim is ensuring an agreement is reached in the long run. It is also important to note that the cultures of different persons influence the aspects they look when they want to enter into a contract. A little knowledge of the cultural background of different communities will increase their chances of reaching an agreement on different matters.
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Discussion 2
This week’s reading outlines that communicating across different cultures can be one of the most daunting tasks for negotiators. The process is more complex when communication is undertaken through a virtual platform.  The team needs to learn different ways to acquire intercultural work skills for the sake of the success of the business. One of the most interesting pieces of advice from this week’s reading is the emphasis on cross-cultural training. No person is born with the skills of understanding other people’s cultures. It, therefore, takes some form of training for an individual to realize positive results from the process. For the cross-cultural virtual team to attain their goals at the end of the day, the workers are expected to demonstrate their multicultural communication skills. The second piece of advice I got from Nadler and Shestowsky is that promotion of an open environment can lead to better outcomes. The management should allow different persons to share ideas on culture and other aspects of life without any form of limitation from anyone. The freedom granted to the employees of any organization will enable them to attain the goals without going through any struggle in the long run.
 
Response to Luis
I agree that understanding various cultures increases the chances of reaching an agreement during negotiations. It is important to understand the players in different fields before entering a contract. The understanding of various cultural practices makes it easy to know how to approach the matter. For instance, it is hard to agree with an Asian if you do not know anything about their cultural beliefs. There are things certain cultures value more than the others. It is essential for different parties to understand the core values of their counterparts before they can sit down the negotiation. Also, a negotiator needs to have an agile mindset to reach an agreement with others.
Response to Laura
I agree that social communication is essential when business negotiators want to reach an agreement.  This form of communications creates an avenue for negotiators to understand each other’s cultures.  Businesspersons should share some information about their cultures to enable them reach a mutual agreement. Mutual understanding is necessary whenever you want to gain a favor during negotiations. Businesspersons should understand how they can separate their personal and professional lives to succeed in different fields. The extent to which we engage can influence the outcome of every conversation. Face-to-face negotiations are bound to bear positive results than the use of emails because of the social aspect of the same.
Response to Joelle
I agree that email communication sounds too impersonal. Communication, where negotiators meet person to person, is more effective than when it is done on the phone or any other media platform. Negotiations through emails are less likely to bear positive results because the persons involved cannot influence their decisions of others. It is hard to introduce oneself on the phone than when you meet the same person. Meeting a negotiator in persons helps in breaking down the barriers associated with anonymity. Although it is easy to send emails during the negotiation process, the feedback can take long. In some cases, you are likely not to get feedback from the potential business partner.
Response to Sheila 
Thank you for your excellent discussion. I agree with you that it is important to understand the character of the person you are dealing with if you want to make a decision. It is critical to learn about other people’s cultural beliefs before meeting at the table for a contract. Each of the parties during a negotiation has a role to play.  The way a person from a specific culture handles negotiation is different from the way another one would do it. It can be quite costly to attempt to win the trust of someone when you do not understand their culture. It is recommended to learn about the culture of different communities to gain an added advantage during negotiations.
 

 

 


