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Managing Cultural Differences
[bookmark: _GoBack]There are many reasons as to why it is important to have a cultural profile of people in the official’s cultural group could help you avoid a breakdown in communication. First and foremost, it helps in the identification of the people who may be in a position to assist the company in negation with people of different cultures. For instance, having an official who understand the language and the culture of the Chinese would help in making sure that in business talks with Chinese companies are positive and lead to the acceptance of the deal. 

Secondly, having known the different cultures of the officials of business helps the management to know the kind of cultures from which they can do business. For example, if in the group of the business officials no one understands the culture and the language of the Chinese people then it would not be advisable to enter into any business deals with any company from China. Additionally, having the cultural profiles of the business officials increases the management's confidence in winning any international contracts that are highly depended on culture to be acceptable. 

One of the ways that can help one get through the intercultural impasse and obtain a contract that both parties find acceptable is that it is essential to examine how the other party views the intention for negation (Mitchell, 2000). For instance, the Chinese company does not recognize the inclusion of the financial details in contract since they are comfortable with talking about it instead of having it written. On the other side, our culture does not allow in any contracts that do not specify the financial detailed of the contract. The best thing to do in such a situation is to consider the other party's reasons for why they do things in a given way and accepting their way just for the sake of the business. 

Secondly, for the motive of winning the contract, as a manager, I would look for a way to ensure that both us come into a win-win situation (Gurung & Prater, 2017). The negotiation process should always be a problem-solving moment, a moment of common thinking. It is not right to force the other party to agree to your terms if by doing so they will be losing in a way. The aim should be that both parties gain from the fact that they are both involved in a mutual business deal.  
Another means through which cultural differences can be minimized to make sure that the deal is acceptable is by involving the entire management team in making decisions related to accepting or denying the other party’s terms of the contract (Aggarwal & Zhan, 2017). In most instances, the business culture may be in agreement with the terms of the other party, but the personal opinion of the manager may differ, for that reason, it is essential that some other people are involved to ensure that the decisions made are not partial or opinion bases. 

In conclusion, to ensure that the company closes the business with the Chinese firm, there is a need to look into their negation intentions, the motive or intention of entering into the contract and final involvement of the entire management team into the contract’s decision-making process. If all the three points are taken into account, all the cultural challenges would be resolved. 
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