Week 4 Discussions
Discussion one
[bookmark: _GoBack]Trust is fundamental to founding negotiations among people either from the same culture of from different cultures. Trust is very crucial in encouraging collaboration of people and thus easy sharing of ideas. It is believed that people share ideas freely if only they trust each other well as compared to when they have not established a rapport that builds on trust. The outcomes of a foundation built by members who trust each other are generally positive since, with trust, people can set a goal that directs their operations. As states by Brian Gunia (2012), no secret outstands whenever people can negotiate more faithfully as there is the freedom to share information regarding their interests and the aims. For successful negotiations, there is a need for the negotiating parties to assess how much they either trust on distrust each other and this will open a room for the people from different cultures to determining the likelihood or the unlikelihood of cooperating. Building interpersonal relationships with other people need more than just words, and this makes actions more essential than words (Requejo, & William, 2008). However, the most critical thing is to ensure that the actions one portrays match with talks said for the trust be automated.  
The strategies for building trust among people from different cultures include turn-taking and giving each person enough time to explain themselves. Allowing time for small conversations and having an ultimate understanding that people must struggle with direct communication at times due to cultural differences. As a negotiator, I have learned that respecting other people culture is the key to building trust and having a robust conversation that would lead to the attainment of a common goal. I have been keen on showing cultural sensitivity in the negotiations. According to Knight (2015), the key to showing cultural sensitivity in the workplace is aware of the variations that exist among cultures and how those differences play out. I have always observed our differences and put them along for good negations.
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Reply to Rebecca
Hello Rebecca, trust foundations within or without the same culture are indeed determined by trust among the communicating parties. I concur with the information you gave that beliefs usually are built by people who are willing to interact with each other in attaining a common goal. Without trust, negotiations cannot take place effectively and thus; negotiators need to access the level of trust between the negotiating parties (Requejo& Hernández, 2008).
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Reply to Joelle
Hello Joelle, you mentioned that trust is necessary while people are undertaking critical activities. I like the idea you brought in that trust is a primary factor that holds together families, friends and even used in the democratic systems of leadership. Building trust needs people to have an ultimate understanding with each other and have the will to be honest with each other (Gunia 2012).
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Discussion two
By watching the TED on how Airbnb designs promoted trust takes me back to the old days of how I used to trust my dad. He could tell me anything, and then I agreed with it because I trusted him very much. Now that I can make my decisions, whenever there is an issue to be discussed, we are open with each other, and the trust we built on each other has never been diminished up to date. The TED Talk from the Ernesto Sirolli was very critical for me, and he helped me medicate critical issues that revolve about trust (Gebbia, 2016). He makes an excellent example of giving out your phone to another person you are strange to, and this made it clear that the feeling of tension that exists among the people who work together before establishing a good rapport with each other. The Sirilli's advice was distinct and realistic, and it necessitates the need for people to take turns in their speech and to respect each other (Gebbia, 2016). Most of the times we talk a lot and forget the idea that rudeness and disruptiveness are serious issues that lead to lack of trust from other people.  
Most of the times, we learn how to associate with other people from listening to experienced people ideas. I have learned a lot from the TED talk, and this can help me in advancing my negotiating skills with an individual from varied cultures. I like listening to other people as much as I would like other people to listen to me. My approach to other people, especially strangers, is governed with due respect and open communication. I have been keen on evaluating the kind of communications I keep with my clients and thus by then realize errors that I might have made therefore correct them to gain competencies in negating with people from different cultures. 
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Reply to Sheila
Hello Sheila, the TED talks usually are eye-openers, and they expose people to existing realities bout life. Sirrolli's advice is made me think critically, people should offer help when necessary, and this can lead to trust-building. The society focuses on people who can trust each other (Gebbia, 2016). Take an example of when a person starts a new business, there are no customers, but after establishing a rapport with some buyers, they became consisted of purchasing. This is an implication of the necessity of trusting each other.
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Reply to Caroline
Hello Caroline, your post was very informative and well-written. I do not doubt that you watched the TED video well. In my perception, Sirrolli is focused on passing essential information that without respect, there is no trust among people. For a person too, be trusted by strangers, he or she should be principled and disciplined (Gebbia, 2016). His actions and words should match for people to trust him with ease.
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