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1. List four nonverbal characteristics of culture that you must understand when engaging in negotiations overseas. Explain how an understanding of each characteristic will help you negotiate successfully. Your response must be at least 300 words in length.
In stage one of a negotiation; it is advantageous to understand the cultural differences and background of the parties involved in the negotiation. One of the non-verbal characteristics one need to take interest in understanding is a facial expression. People from different cultures use the same cues but portray different meaning. By understanding these non-verbal traits, it avoids important information from being missed or misinterpreted. A stressed facial gazing is one of a non-verbal cue which in a country, for instance, Japan, may be seen to be rude and cause discomfort. Another nonverbal trait is silence. In America, pauses are seen to cause discomfort while in China, it is expected. Therefore, if China is negotiating with America and happens to use silence in the process, it can put them in a disadvantaged position. 
Another common nonverbal communications that differentiate people from Brazil and people from the United States is the use of hand gestures when communicating. The hand gesture that stands for the term ‘ok’, used in the United States, it means a private body part of a female in Brazil. This could turn out to be astonishingly embarrassing. I find it useful to do detailed research about a hand gesture before using it. 
People from Brazil, get out of their way to physical contact and try to socialize with everyone. In America, they take this as being rude and annoying. This gives them a lot of discomforts. In Latin America, there is polychromic culture whereas, people from the United States follows a monochromic culture. By trying to be too friendly and social, the Brazilian feels like you are wasting their time. A business person will think that people from these areas are not focused. Someone who places relationships above anything else is likely to get disappointed. People not understanding the culture of another country might really get embarrassed. 
2. In the decision-making process, you must take into account several cultural variables. Describe one of the variables associated with risk tolerance and one of the variables associated with an internal/external locus of control. Why are these important factors to consider? Your response must be at least 300 words in length. 
Locus of control is one of the major personal features which have control over the PPQ situation. An internal/external locus of control is a type of scale which determines people’s perceptions on how their control can influence the events in their lives. The level of classifying categorizes the extremes as externals or internals. 
In the negotiation process, understanding the risks makes one tolerant of them. Risk tolerance in negotiation helps one understand the possible potential changes. One of the variables that are commonly used in risk tolerance is a way of reaching decisions. When parties in the negotiation process all agree in the method of making a decision, then the risk of changes is minimized. The variable is also associated with an internal/external locus of control. 
One of the variables that are associated with the internal focus is the composition of a negotiating team. It is important to prepare and solidify a good team for a negotiation to be internally sound. When a negotiation process is controlled internally, then the risks of external factors are minimal. On the other hand, one of the common variables associated with an external locus of control is the foundation of trust. One of the key factors in a negotiation process is trust and when it is established, and internal control maintained, then the process of negotiation is bound to be in full control.
The idea of locus of control is widely used in psychological and social research. It is highly related to the decision-making process. It is also linked to the behavior intention towards something. The internals and externals have very different perceptions of how they view things. The internal belief in achieving the best at what’s at hand while the externals have a weak perception on the same. The externals rely mostly on what has happened to other people in their lives where most things are beyond their control.
3. Describe the five stages of the negotiation process. Explain how the negotiation can be unsuccessful if you leave out one of the steps. Your response must be at least 300 words in length. 
There are therefore five stages in the process of negotiation. The first stage is the preparations, the second stage is relationship building, the third stage is he exchanging task-related information, the fourth stage is persuasion and the fifth stage is concessions and agreements. Missing any of these steps leaves one in a disadvantaged position in a negotiation process. The other part will have prepared and therefore have an upper hand on it.
In the first stage, it entails gathering the profiles of the involved parties and highlighting how their styles of negotiation differ from other styles. Here, the profile should determine the traits of the parties involved in terms of their attitudes, values system and the expected behaviors. It is important to understand also the kind of people involved in the negotiation and the position or status they hold. 
On the second stage, people from America rarely put more interest in relationship building as some argue that it should be done on the first stage. Business people from America might try o engage in a chit chat however, in the overall, they want to get straight up into the details of the negotiations. According to the culture of Arabs, take the building of relationship very seriously and will only transact business with the people they have an established relationship with or people with a common contact.
On the third stage, it is the part where all the parties involved in a negotiation to share on thoughts, opinions, and information of the project. Apart from sharing, it is important to understand the views of the other party. There are some cultures that will go directly to the matter while some others are very argumentative and long-winded. In this case, prior to getting here, it is therefore important to first gather a profile in the preparation stage. In this profile, there should be information concerning nonverbal cues. The fourth and fifth stage becomes easy and fast.
4. You are a businessperson noted for your ability to complete negotiations in the U.S. within 24 hours. You have been sent to Mexico to negotiate a lucrative joint venture. Discuss the decisions you will have to make and the strategies you will have to use in order to ensure a positive outcome. Your response must be at least 300 words in length.
Negotiation refers to a process in which two individuals or a group of people work to settle into an agreement. It becomes a bit challenging when the parties involved are from different cultures. In order to win a negotiation, there are decisions to be made and strategies to be taken. There are decisions which will be made before the negotiation, during the negotiation and even after the negotiation. There is, therefore, need for prior preparation for a successful negotiation. Being that decision making is greatly influenced by one's culture, I would make rich research during the preparation stage.
In the preparation stage, as I am learning on their background, cultures, and attitude, I would research things they like probably food or a drink. I would then ensure there is something they like in the room to win their love. As I share information and the opinions that support my negotiation, I would include the case of a successful working scenario to support my claims. I would also ensure not to hold back any information to establish trust. In return, most people follow the norm of reciprocating.
Additionally, as I prepare, I would categorize my issues in the order of priority such that, if we don’t agree in the most important things, there is no need of wasting time in the discussing any other thing in the negotiation. Time is of the essence of the negotiation. Moreover, I would have already prepared on my plan B which includes my alternative in case we fail to agree with my initial plan. This will avoid disappointments and minimizes the chance of losing the negotiation. More to this, I would contact any other group or individual who has successfully negotiated with them. Then try to apply some of the applied strategies that led to their success.
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