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	Lesson #1 – Card Game



	Preconceptions & Misconceptions
	· It doesn’t matter whose rules you adopt as long as you succeed

· Don’t assume everyone plays by the same rules and has the same values

· Preconceptions – concepts about playing cards that we brought to the game, which were correct (i.e., how to deal, don’t show cards to your partner)
· Misconceptions – concepts about playing that we brought to the game, which were not necessarily correct (i.e., everyone plays by the same rules, has same values)


	Barriers to Negotiation
(Salacuse)
	· Any business negotiation, foreign or domestic, must resolve commercial issues (price, product quality, capital contributions, delivery, etc.)

· Global business negotiation must also contend with the following issues, which serve to increase the risk of failure and lengthen the time it takes to get to an agreement
· Environment - my place, your place, some other place, no place (not face-to-face)
· Culture – social beliefs – how people think, communicate, behave, and negotiate
· Ideology – political beliefs
· Bureaucracy – foreign government– don’t assume it works the same as U.S.
· Laws/Politics – foreign laws and politics
· Currency – foreign currency
· Instability & Change – be ready to renegotiate deals


	10 Ways Culture Affects Negotiations

(Salacuse)
	· Contract or Relationship

· Win/Lose or Win/Win

· Informal or Formal Style

· Direct or Indirect Communication

· Time Sensitivity


	· Emotionalism 

· General or Specific Agreement

· Inductive or Deductive Process

· Consensus Building

· Risk Taking



	Impact of Ideology

(Salacuse)

	· Ideology has a dual impact on global deals – the negotiation and the final transaction

· Ideology complicates deals in three ways

· Ideology has an adversarial quality

· Ideology may complicate communication (i.e. expressing values like “capitalism”)

· Ideology may lead negotiators to take hard and fast positions



	Likely Areas of Ideological Difference

(Salacuse)
	· Private investment

· Individual rights

· Profits



	Methods to Duck Ideology

(Salacuse)
	· Know your own ideology, but don’t preach it

· Know the other’s ideology, and take it seriously

· Look for ideological differences between the people, organization, and country
· Avoid discussions of ideological positions, focus on interests, 

· Look for gaps between ideology and reality

· Structure deals around ideological differences

· Maintain confidentiality



	10 rules of Global Negotiation

(Salacuse)
	· Prepare Thoroughly

· Know your Bottom Line

· Have Patience 

· Be Perceptive

· Show Respect


	· Be Flexible

· Form Relationships

· Search for Other Side’s Needs & Interests

· Accentuate the Positive

· Keep Your Cool

	Topics of Overseas Language 
(Hall)
	· Space – Significance in different cultures (i.e. large offices), conversational distance
· Time – Time delays in foreign countries do not necessarily mean a low priority
· Agreements – How much things are put in writing, rules, values
· Things – The importance of material possessions
· Friendship – How quickly they are formed, how long they last


	Lesson #2 – Mastering the Milieu



	Master the Milieu

(Lesnick)
	· Getting in step with the people, places and things of the new business setting

· Work to avoid working to create business opportunities with the same style and processes that have been successful at home.

· Four elements:
· History – country relations, foreign policies, company image, business breadth & history

· Culture/Ideology – free will vs. deterministic, individual vs. collective, high vs. low context, linear vs. circular thinking, languages & behaviors
· Environment – work conditions, food & drink, communications systems, security, time change
· Interpersonal Agendas – professional, personal, commercial


	Lesson #3 – Luna Pen



	Negotiating Style / Approach
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	Tactics & Strategy
	· Tactics matter
· Tactics must serve strategy

· Culture shapes tactical choices & their interpretation

· Ethics are tested in practice, not in theory

· Internal and external negotiations must be coordinated and calibrated

· Seeing style “from the balcony”



	Lesson #5 – Enron Dabhol



	Stakeholder Analysis
	· Stakeholder analysis does not always translate the same across cultures



	10 Ways Culture Affects Negotiations
	· Contract or Relationship

· Win/Lose or Win/Win

· Informal or Formal Style

· Direct or Indirect Communication

· Time Sensitivity
	· Emotionalism 

· General or Specific Agreement

· Inductive or Deductive Process

· Consensus Building

· Risk Taking



	Lesson #6 – Ambassador



	Highlights
	· He defines terrorism is an attack on non-combatants – every culture sees the difference between terrorists & freedom fighters differently
· Success of Bush Administration post 9/11

· Not insisting on uniformity in the coalition

· Dealing with Russia and China

· Saudi Arabia is a case study of what is wrong with U.S. foreign policy

· ‘Business cannot afford to be seen as the problem’ Kofee Anon

· U.S. political administration changes causes a loss in diplomatic momentum



	Difference in the influences on 

Ideology and Culture 
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	Lesson #7 – Global Cultures vs. Business Culture



	Culture
	· What culture is:

· Shared System of Meanings

· Relative – no cultural absolutes

· Learned –from society, not genetics

· About Groups – a collective concept
	· What culture is not…

· Right or Wrong

· Inherited

· About Individual Behavior



	Three Levels of Human Learning
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	Cultural Programming
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	Cultural Definition
(Hofstede)
	· Power Distance – the extent that inequality (a pecking order) is seen as a fact of life

· Uncertainty Avoidance – toleance for ambiguity and the need for formal rules

· Individualism – concern for the individual vs. concern for the group

· Maculinity / Feminity – emphasis on work/assertiveness vs. personal/nuturance 


	Cultural Definition
(Trompenaars)
	· Universalism vs. Particularism – is a truth applicable eveywhere or just to a situation
· Individulaism vs. Collectivism – how does a cutlure view a persons place in society
· Neutral vs. Affective Relationships – how much does a culture express emotions
· Specific vs. Diffuse Relationships – large public/small private area, or vica versa
· Achievement vs. Ascription – importance of performance vs. charisma/status


	Lesson #8 – Mergers and Acquisitions



	M&A Process and Timeline
	· Business Strategy – Finding the right target that aligns with business strategy
· Due Diligence – Ensuring sound deal, establish value prop. – public info only

· Integration Planning – Defining the blueprint for post M&A activity

· Integration Implementation – Executing the merger integration plan – commo is key
· First 100 Days – Transaction and operational stability

· Post M&A Performance Review – Aligning performance with rewards


	Reasons Mergers Fail
	· Incompatible cultures
· Inability to manage target

· Unable to implement change

· Synergy non-existent or overestimated

· Clash of management styles/egos

· Premium paid by acquirer

· Acquisition of an unhealthy firm

· Excessive spin-off or liquidation required



	Challenges for Global M&A
	· Multiple regulatory approvals
· Negotiations across various parties and nations

· Unfamiliarity and lack of understanding of the foreign market and foreign company

· Complexity in execution

· Multiple level cultural clashes

· Cross-cultural communication incompetence

· Lack of M&A integration skills and resources



	5 Key Leverage Points for M&A Integration Success
	· Senior Leadership – Clear and coherent transnational senior leadership team – model what is important in merged organization
· Communication – Global, consistent, yet culturally sensitive communications
· Metrics/Rewards – Set clear and culturally relevant measures

· Structure – Well-defined organizational structures, reporting relationships, roles etc.

· Integration Task Force – Competent
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(60% of Success)
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