Week 2
China
What surprises or interests you most about country X?
One thing that always interests me about Chinese culture is their holding business relations personally. While many business people worldwide avoid mixing business with 'pleasure,' the Chinese people base their business relations solely on personal relations (Katz, 2017). Before negotiating any business deals with Chinese people, you must first establish and maintain a positive relationship. This culture has contributed a lot in increasing accountability among business partners in China. Personal relationships are everything in China, and even business deals are not made between companies, but between two individuals in separate companies who share a deep level of familiarity and mutual respect (Guo et al., 2018). The Chinese people base their interactions on the concept of Guanxi, which is a strong purpose and commitment to obligations. 
What would you need to do to effectively prepare yourself to negotiate with someone/a team from country X?
Before initiating negotiations with individuals from China, you need to set the platform by building trust in you. Most Chinese business-persons associate the Western nations with unethical behavior, including deceit and corruption. Therefore, you will need to prove your self-worth before the individuals agree to hold negotiations with you (Guo et al., 2018). Additionally, unlike many western countries, like the United States, negotiating with an individual from China is a step-by-step process that requires patience and commitment. Before embarking on the negotiation, it is essential to uphold due diligence (Katz, 2017). You need to be prepared to observe the individual or group in the natural environment, how they relate with others, and how they regard the business proposal. These factors determine how to approach the individual and present the bargaining points. 
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Reply to Laura
Cultures define how people think, react to situations, and relate with each other. As you mentioned, Australia is an individualistic country, meaning that the culture there values stresses personal needs compared to group needs. The culture upholds individual autonomy, while social trends influence the individual's attitudes and preferences. It is important to note that individualistic countries contrast sharply with collectivist cultures in terms of independence, uniqueness, and self-sufficiency (Darwish & Huber, 2016). This means that there would be numerous barriers in negotiations between persons from Australia and China would.
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Reply to Rebecca
The Chinese culture upholds collectivism and finds value in maintaining group relations. Cross-cultural psychologists have found that collectivism has a significant influence on individual behavior in numerous ways. In collectivism, personal behavior is described in terms of social relations and the type of relationships formed (Cherry, 2020). Since collectivism finds value in groups, individuals are judged based on the kind of relationships they form.
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Week 3#1
Culture on Negotiation
In the current digital world, negotiations have been made easier since individuals can communicate and agree upon business transactions while miles away. However, despite the breakthroughs brought about by technology, the four levels of problems in international negotiation still impact virtual negotiation significantly. Language, for instance, can be a significant problem, especially where the separate parties hold different meanings of the same words (Sobré-Denton, 2016). Without an exact and efficient language for use in virtual negotiations, there is a potential for misunderstandings between the negotiating parties, which negatively impacts the negotiation process.
Additionally, different international cultures have different interpretations of various non-verbal behaviors. Though a valid interpretation of non-verbal behavior facilitates virtual negotiation, having different interpretations of these behaviors poses significant challenges to virtual negotiation (Semnani-Azad & Nouri, 2015). For example, in India, shaking the head side-ways indicates agreeing with what is being said. In a different culture, however, for instance, America, doing the same, would signal disagreeing. Therefore, when a salesperson in America is negotiating virtually with a customer in India, misinterpretation of nonverbal behaviors could cause significant problems to negotiation. Finally, individual values play a vital role in influencing virtual negotiations across cultures (Marchi et al., 2020). Personal values manifest in various ways, including polite and rude responses to individuals. For example, one party in negotiation may write an email politely requesting clarification on a specific issue. However, on the other end, the recipient may interpret the message differently and feel that it was offensive. These different interpretations based on personal values, thus affect the negotiation.
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Reply to Lewis
Despite its numerous shortcomings, there are multiple strategies that individuals may adopt to improve virtual negotiation. One such strategy is developing communication skills (Ding et al., 2017). Communication skills play a huge role, especially in virtual negotiation, where parties cannot see each other. Additionally, how parties frame their messages also influences how it is understood. Flagging what the negotiations will be in advance helps in improving concentration for the negotiating parties.
References
Ding, D., Burger, F., Brinkman, W. P., & Neerincx, M. A. (2017, August). Virtual reality negotiation training system with virtual cognitions. In International Conference on Intelligent Virtual Agents (pp. 119-128). Springer, Cham.
Reply to Anna Marie
While virtual negotiations help improve communication between individuals in different geographic locations, they can be a significant challenge, especially to the old and illiterate individuals, as you witnessed. However, since such instances are inevitable, we need to develop traits that could be used to deal with such situations. One essential trait is displaying patience and self-control (Lewis et al., 2017). Since such situations are beyond the individuals in question, we need to illustrate patience and guide them through to facilitate communication.
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