Class Eight:

· Starts on time even though there are only 5 people here, no Gary, Sverre, Marlene, Lucy etc. etc.

· We started by establishing general theories, but what he’s trying to do is go to dimensions that are not part of the general theory.

· Trying to emphasize cross cultural aspects of negotiation,

· Occasionally in his notes he asks questions at the end, these are a bit too broad but are not unlike the questions that will be on the exam.

· Among the notes you bring to class, is a piece of an article that gives the positions of different countries on different scales.  Scan anything that looks important and distribute with notes.
· One more week of classes than exams, got to keep it together…

· Read the chapter, the readings for this week, I finished part of it in the gym but had to stop so I could get my painting and case done.

· More people have arrived late with Leis so Ilan thinks our school is about parties

· No alcohol at the party though

· Today’s case emphasizes the negotiation aspect

· Malays had cross-cultural experience but were not prepared for Finns being so different from the British and Americans.

· In the last class ethics is important, case plus lecture

· Read assigned article for next week

Cross Border Negotiations and Communication

· Biases can arrive in the interpretation, or bias in the channel.  Electronic channel affects things, lack of expressions, pauses, gestures etc.

· Translations can affect communication

· Email (interoffice) was a waste of time as they complained about each other and avoided making decisions in Alpha Gearing case.

· Language provides you a framework for thinking, different ideas are harder to express in different languages.

· High-context VS Low-context see our presentation/case/notes

· Different uses of silence in say Finland and North America

· Silence = Wisdom in China

· Silence in bargaining can often result in lowering price downward

· Who will accommodate whom?  This is why English is often used because many English speakers don’t speak a second language.

· You should know your positions, their position and in long term relationships you should try for a win/win result

· Individual behaviors can be misinterpreted

· Four stages in Negotiation Process:

1. Non-task sounding and relationship building

2. Task related exchange of information

3. Persuasion

4. Making concessions and reaching agreements

· Collectivistic culture there is always a preference to go outside and find a third party, an arbitrator to solve the problem.

· At the end of the day, the business side dominates, especially if it is an important issue.

· Maria is to ask Dan Skarlicki what he teaches in his Chinese negotiation class?

· Maria isn’t in negotiation class so someone else, but not me will ask Dan what kind of reaction he gets.

· Destroying your opponent if you wish it is not something you will state.  A price that will destroy them is not something you would wish to negotiate in China; in the US some American countries may peruse that strategy.

· Appeal to logic versus affective-intuitive style

· In Turkey or Arab country you start low and they start high, great difference between starting points.

· In making a concession, can be interpreted as showing weakness.  An example is compromising in Arab cultures in the Middle East, concessions by Israeli president viewed as showing weakness and Infadah started.

· In hard bargaining making concessions is more difficult.

· Sharon is a hawk, a smaller scale Bush, he can do more, he gives something but he takes back two things.  Some people when they make a compromise are not considered to be weak.

· Explore how position on Hofstede’s and Trompenaars scales will effect preferences for negotiating styles?  This is an example of his style of question, come see him in his office if you can’t solve this.  You can bring five pages of notes, even double sided, so that is ten pages total…  Also can use smaller fonts and margins, I’ll have to try to make as good of notes as I can, but I think people should customize them based on what they think is important.
· Education is what is left after you’ve forgotten everything they’ve taught you.  – Albert Einstein
· Education is an admirable thing, but it is well to remember from time to time that nothing that is worth knowing can be taught.  – Oscar Wilde

· You can leave early to go to your next class if his class goes long, there will be a video on during the break.

KFC Movie

· KFC’s success in Japan, started in 70s the video is from the 80s so it is dated, but still shows several very Japanese way of doing things.

Role Play Sverre’s Group today?

· Takes 12 minutes but does include questions and discussion.

· Naomi is here, is she part of the role play?  Nope

· One Spaniard three Korean?  Marlene and Gary and Matt are dressed up, Sverre and Rob are in shorts, is this significant.

· Rob is in the middle, he appears to be the narrator, uses the word vignette, which is tough to spell, or not…  Some words I can spell

· Sverre is Mr. Ortiz, Oscar winner

· Gary Lau is Mr. Kim, Tae Kwan Do film star

· Sverre is very touchy feely, Gary is more Japanese, and has some sort of accent, but as someone who lives with a Korean it isn’t right…

· Sverre talks fast and lots, and thrusts the contract and pen at Gary

· Gary wants to go for drinks and Karaoke first.

· Sverre doesn’t want to drink at 3 wants to take a siesta first.

· Gary proposes lunch tomorrow, Sverre never mixes lunch and business

· Deadline is Thursday, Sverre says they are suggestions

· Sverre suggests 10pm Gary says it is too late.  I disagreed with this and checked with Min, she thought the Korean would go drinking too.
· Sverre says his business card is translated into Japanese on the back (Not Korean)

· Matt plays Sverre’s co-worker

· Marlene plays Gary’s co-worker

· Marlene is Mrs. Song

· She has a really high-pitched voice, Gary has a deeper voice.  Marlene bows when she enters.

· Marlene says she made several appointments, Gary says only come when she has a real problem.

· Marlene complains about her husband, Gary says we don’t share stories of home life.

· Gary says this is absurd.

· Marlene bows her way out apologizing.

· Matt is Rodriquez

· Sverre doesn’t have time to beat around the bush and asks Matt to just tell him.

· Matt says Sverre should have read through the brief and he wouldn’t be so angry right now.

· Sverre resents Matt’s blunt assessment, he is the manager, they now stand up and yell at each other, closing personal space.

· Matt storms out and Sverre tells him to fix his problem before the end of his siesta.

· Mr. Ortiz and Mr. Kim renegotiate, first by mail.

· Then by phone

· But Sverre doesn’t have time to talk on the phone right now, suggests Thursday at the end of the week 5pm

· Mr. Kim flies to Spain.

· Gary avoids embrace but shakes hand

· Kim wants to talk about Joint Venture.

· Sverre talks quickly and suggests dinner and a trip to the beach and that they work together.

· Marlene uses a lot of ums/pauses when she talks even though she knows what she is talking about when explaining to Ilan Korean culture, she says it is hierarchical.

· Is Korean specific or defused?  Ilan seems to disagree with their role-play that they did something wrong on the Korean side.  They highlighted power difference and gender difference, because Korean is a defused culture Mr. Kim would have related to the entire person.

· Mrs. Song would not have done what she did according to Ilan.  Paternalistic culture in Korea.

· Business and pleasure are intermixed in Spanish culture.

· Role-plays are full of stereotypes and we need to accept this, so we have to not have too much Jah, and Das and Shizer and Mein and Spake and Unheimlich and any other random German words I know.

· Effectiveness of various forms of communication, the Spanish don’t like written or even phone, they prefer face-to-face dialogue.

· Ilan notices the subtle physical mannerisms.

