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Negotiating and Use of Idioms
Main Topic 6.1: Style of Negotiating
[bookmark: _GoBack]Negotiations of conflict in a business relationship could be direct or indirect depending on the culture where the business is operating. In the direct confrontation of solving a conflict, there is the identification of the problem, then the blame is assigned, and the responsibility is assigned. A counterpart is engaged in the identification of the problem in an indirect confrontation (Brett, 2015). The two parties work together to fix the problem. My western culture involves the use of direct confrontation in conflict negotiation. After identifying the problem harshly, the party concerned is confronted and blamed for the challenge. Swift action is taken to ensure that the responsibility is accepted. The western negotiation culture is not similar to that of other countries in other regions such as the east. It makes it difficult to negotiate effectively when a conflict arises. The eastern countries use indirect confrontation which involves making a signal of the problem and assuming the necessary responsibility will result. In such an environment, using the western culture negotiation styles creates more conflicts as western culture may sound rude when negotiating conflict in business abroad. Therefore, culture sensitivity is encouraged and should be relevantly applied when negotiating a business conflict.
Main Topic 6.2: Use of Idioms
Idioms are used to indirectly express an issue as their meaning is hard to predict. The use of these expressions helps to signal a problem when negotiating conflicts in a business indirectly. By use of these phrases, the parties involved in causing the problem will identify the problem and be responsible for creating remedies. If a manager identifies the issue indirectly, he will not feel blamed for the action and hence ensuring the problem at hand. Contrary, idioms can confuse different cultures as it’s hard to predict the meaning.  It can be a problem to the western cultures where they are only used to confrontation in conflict negotiation. According to George Carlin (1990), some of the examples of idioms include; going down the tubes, in your own words, more than happy, know where to stick it, out walking the streets among others. These idioms are likely to send the wrong message to the negotiating parties from different cultures as they might interpret them differently.
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