
Q:  When it comes to negotiations, what’s the difference between using an Eastern or 
Western mindset? 

A: It comes down to understanding the difference between success, and wins. Western 
culture tends to be very reactive and focused on winning, with an emphasis on immediate 
self-gratification. The Eastern world is more about being mindful and contemplative, and 
focusing on long-term benefits such as lasting relationships. 

Q: You have a lot of experience in working in Corporate America, were you always able 
to bring this Eastern mindset to your negotiations? 

A: When I first started, yes. I was very focused on long-term relationships and business results, 
but in time, I became totally Westernized. I started focusing on “winning” and lost a lot 
of relationships, and aggravated a lot of vendors and business partners. As I began my exit 
from my corporate career, I became more contemplative and weighing results over wins. 

Q:  What do Westerners value in business versus Easterners? 
A: The West really values independent thinking, and 

the time value of money. It’s not a bad thing, it’s 
just different. The Eastern world is about group-
thinking and relationships, and viewing time as more 
of a passage, rather than specific checkpoints. In 
the Western world we are so focused on identifying 
ourselves by our roles, and very much an “I and Me” 
communication style, and on the Eastern side, it’s 
more about the collective “We,” or group. 

Q: How can we look past the element of fear in 
business negotiations? 

A: When you are going through that fear, don’t look at 
yourself and say, “What is going to happen to me? 
How can I handle this? How can I make sure that I 
win and the other person loses?” Instead, think of, 

“How can I make sure that I’m taking everybody along 
with me and that I’m helping other people, as well?”  
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Q: How do you define success?
A: To me, success is actually taking everybody on your 

journey to accomplish your business goals. The more 
people that there are to support you, to accomplish 
your business goals, the better. Measure success by 
how many people you take on your journey to an 
accomplishment, not by how many you leave behind as 
failures.  

Q: Why do some negotiations fail?
A: I would say 90% of negotiations fail because the 

people involved do not have a shared understanding 
of the problem. It’s a gap in communication. Eastern 
philosophy says if you zero-in on the problem at hand, 
the solution is automatic, and then we can focus on a 
shared message. 

Q: What else can people gain by adopting an Eastern 
mindset in business negotiations?

A: I would say less stress and anxiety when you’re working 
with people. You will stop looking at the other person 
as an opponent. I would also say you can become more 
comfortable with silence. So often silence is used as a 
negotiation tactic, but if you use silence in the Eastern 
way, it actually helps you not be reactive and more 
responsible in the way you are interacting with the 
other person. 
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