Readings and videos (post class): 
Ch 10-12 in Requejo, W. Hernández and J. L. Graham  Global Negotiation:  The New Rules.  Palgrave MacMillan. March 4, 2008 (Indian, Mexican, Chinese negotiation styles)
Edmondson, A. "Teamwork on the Fly." Harvard Business Review. April 2012 
Das, S. “Impact of Diversity and Multiculturalism in Corporate Culture”. Entrepreneur India, July 10, 2018
Ferrazi, K. "Getting Virtual Teams Right." Harvard Business Review, February 2015
David Logan: Tribal Leadership. TEDxUSC. Filmed March 2009, Los Angeles, CA
https://www.ted.com/talks/david_logan_on_tribal_leadership

Discussion 1
In Chapters 10-12, Hernández and Graham provide an overview of the Indian, Mexican, and Chinese negotiation styles.  From these three overviews, what new conclusions can you draw about negotiating or leading across cultures (beyond what you have shared in prior posts)?
Please illustrate your points with references to readings and specific examples as needed. 

Discussion 2 615
Edmondson and Ferrazzi offer ideas a range of ideas for "teaming" and structuring teams effectively.   What advice can you put into practice when working cross-culturally (virtually and face to face), and how would you apply it?
Please illustrate your points with references to readings and specific examples as needed. 


Replies will be sent separate

Readings: 650
From Weiss, Chapter 10: “Breaking a Negotiation Deadlock through Intangibles”1
Other assignments:
Scott Tillema: “The Secrets of Hostage Negotiators.”
The Secrets of Hostage Negotiators | Scott Tillema | TEDxNaperville (Links to an external site.)[image: The Secrets of Hostage Negotiators | Scott Tillema | TEDxNaperville]

Week 6 -- Discussion question # 1

In this case study you read how two smart and very successful businessmen became deadlocked in their negotiation.  Discuss three dynamics that you read about that aided in this stalemate.  Why do you think it was so difficult for them to see these and breakout of this cycle?  


Week 6 -- Discussion question # 4
In Scott Tillema, “The Secrets of Hostage Negotiators”, he talks about hostage negotiators focus on the intangible realm.  What were two takeaways from his talk that stayed with you?  


Replies will follwo
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