
“Cultural Perspectives in Business”

PROGRAM OVERVIEW

Today’s world is an international
economy.  Almost one-third of the profits
made by U. S. businesses come from
international business.  One out of every
six Americans presently owes his or her
employment to world trade.  Therefore,
we all need to be aware of the
differences of the people who make up
the other 95% of our world – the way
they act, dress, walk and eat.  What may
be acceptable in our culture may be
offensive to others and vice versa.
Educating ourselves from an
international perspective is very
important if we wish to remain a major
influence in the world of tomorrow.

According to a study done by the
National Council on Foreign Language
on International Studies, the following
facts were found:

• Fewer than l/2 of Americans were
able to identify the United Kingdom,
France and Japan on a world map.

• Nearly 40% of high school students
think that Israel is an Arab nation.

• Almost 20% of American students
cannot find the United States on a
world map.

• American students placed next to
last in their comprehension of
foreign cultures.

This project will enable students to
learn about another country and its
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culture in many ways.  It will enable them
to use technology to do research and
prepare their final products.

OVERALL VALUE –

ISTE/NETS OBJECTIVES

TEACHER (if applicable to plan):

1. TECHNOLOGY OPERATIONS

AND CONCEPTS.

Teachers demonstrate a sound
understanding of technology
operations and concepts.

Teachers:

A. demonstrate introductory
knowledge, skills, and under-
standing of concepts related to
technology

B. demonstrate continual growth in
technology knowledge and skills
to stay abreast of current and
emerging technologies.

2. PLANNING AND DESIGNING

LEARNING ENVIRONMENTS AND

EXPERIENCES.

Teachers plan and design effective
learning environments and exper-
iences supported by technology.

Teachers:

A. design developmentally approp-
riate learning opportunities that
apply technology-enhanced
instructional strategies to support
the diverse needs of learners.

B. apply current research on
teaching and learning with
technology when planning
learning environments and
experiences.

C. identify and locate technology
resources and evaluate them for
accuracy and suitability.

D. plan for the management of
technology resources within the
context of learning activities.

E. plan strategies to manage
student learning in a technology-
enhanced environment.

3. TEACHING, LEARNING, AND THE

CURRICULUM.

Teachers implement curriculum
plans, that include methods and
strategies for applying technology to
maximize student learning.
Teachers:

A. facilitate technology-enhanced
experiences that address content
standards and student
technology standards.

B. use technology to support
learner-centered strategies that
address the diverse needs of
students.

C. apply technology to develop
students’ higher order skills and
creativity.

D. manage student learning
activities in a technology-
enhanced environment.

For further information contact

Melinda Alcox
Sleepy Hill Middle School

2115 Sleep Hill Rd., Lakeland, FL  33810

(863) 815-6577  •  melinda.alcox@polk-fl.net



• Students develop positive attitudes
toward technology uses that
support lifelong learning,
collaboration, personal pursuits,
and productivity.

3. Technology productivity tools

• Students use technology tools to
enhance learning, increase
productivity, and promote creativity.

• Students use productivity tools to
collaborate in constructing
technology-enhanced models,
prepare publications, and produce
other creative works.

4. Technology communications

tools

• Students use telecommunications
to collaborate, publish, and interact
with peers, experts, and other
audiences.

• Students use a variety of media and
formats to communicate information
and ideas effectively to multiple
audiences.

5. Technology research tools

• Students use technology to locate,
evaluate, and collect information
from a variety of sources.

• Students use technology tools to
process data and report results.

• Students evaluate and select new
information resources and
technological innovations based on
the appropriateness for specific
tasks.

6. Technology problem-solving and

decision-making tools

• Students use technology resources
for solving problems and making
informed decisions.

• Students employ technology in the
development of strategies for
solving problems in the real world.

 SUBJECTS COVERED

Business and related

GRADES

Seven - Eight

MATERIALS

• Copies of resource articles (see
lesson plan)

• Newsletters for teacher background
information ….these could be used
if access to the video was not
available.

• “Conducting Business Around the
World” video

• Discussion activities for video

• Word Scramble

• World Map worksheets

• Teacher made web page with project
instructions

• Project checklist

• List of web sites to begin research
(included on student web page but
should be checked by teacher to be
sure they are still active)

• Computers with Internet access

• Microsoft Word, Microsoft Publisher,
Microsoft PowerPoint software

• Encyclopedia CD roms

• Eicki or similar video projection
system for presentations.

• Access to Home Ec. lab would be
helpful for Cultural Buffet
preparation
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4. ASSESSMENT AND EVALUA-

TION.

Teachers apply technology to
facilitate a variety of effective
assessment and evaluation
strategies. Teachers:

A. apply technology in assessing
student learning of subject matter
using a variety of assessment
techniques.

B. use technology resources to
collect and analyze data,
interpret results, and commun-
icate findings to improve
instructional practice and max-
imize student learning.

C. apply multiple methods of
evaluation to determine students’
appropriate use of technology
resources for learning, commun-
ication, and productivity.

5. PRODUCTIVITY AND PROFES-

SIONAL PRACTICE.

Teachers use technology to
enhance their productivity and
professional practice. Teachers:

A. use technology resources to
engage in ongoing professional
development and lifelong
learning.

B. continually evaluate and reflect
on professional practice to make
informed decisions regarding the
use of technology in support of
student learning

STUDENT:

1. Basic operations and concepts

• Students demonstrate a sound
understanding of the nature and
operation of technology systems.

• Students are proficient in the use
of technology.

2.  Social, ethical, and human issues

• Students understand the ethical,
cultural, and societal issues related
to technology.

• Students practice responsible use
of technology systems, information,
and software.
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05.12 Save a webpage.

05.13 Print a webpage-problem solve
printing issues.

05.14 Download files.

05.15 Download graphics.

05.19 Utilize On-line resources. LA.A.
2.3.6, LA.B.2.3.4

05.20 Evaluate the credibility of
Websites. LA.A.1.3.3, LA.A.1.3.4,
LA.B.2.3.4

08.0  DEVELOP AND APPLY DIGITAL

DESIGN SKILLS—The student

will be able to:

08.01 Demonstrate ability to launch
digital design  software.

08.02 Create a new document from
template (e.g. newsletters, bro-
chures, greeting cards, letterhead,
and flyers).  LA.B.1.3.2, LA.B.2.3.4.,
LA.B.1.3.1, VA.B.1.3.2

08.03 Identify menus and toolbars of
digital design  software.

08.04 Apply design layout, color
scheme.  LA.D.2.3.4

08.05  Apply styles and borders.

08.06 Insert frames for text, word
art and graphics. LA.D.2.3.4,
VA.B.1.3.4

08.07 Apply formatting to graphics and
frames. LA.D.2.3.4, VA.B.1.3.4

08.08 Edit text, layouts, and color
schemes. LA.D.2.3.4, VA.B.1.3.4

08.09 Utilize internet in compiling data.
LA.A.2.3.6

08.10 Demonstrate the importance of
utilizing spell check and saving
document.  LA.B.1.3.2

FLORIDA BUSINESS/COMPUTER

STANDARDS:

COMPUTER APPLICATIONS:

1.1 Basic Computer Terminology

2.1 Effective use of varied input and
output devices

3.1 Word processing skills

6.1 Understanding how the multiple
media tools of graphics, pictures,
color, motion and music can
enhance communication.

6.2 Incorporating audio visual  aids in
presentations

6.3 Knowing and using interrelated
elements of art and the principles of
design to improve the
communication of ideas.

7.1 Demonstrate understanding and
proficiency in telecommunications
concepts and Internet skills

9.1 Use of sequential and logical
planning to describe tasks,
resources, and timelines necessary
for the completion of specified
projects.

EXPLORING THE INTERNET:

1. Social and ethical implications of
varied uses of the Internet

2. Effective use of a browser

3. Proper etiquette and safe and
appropriate Internet use

4. Electronic searches to acquire
information

5. Accessing, acquiring, evaluating
and using digital information from
the Internet for varied purposes

5.1 Locating, organizing and interpreting
written information  for a variety of
purposes, including classroom
research, collaborative decision
making and performing a school or
real-world task.

5.2 Using reference materials, including
indexes, magazines, newspapers,
journals and  tools to gather
information for research topics.

5.3 Using electronic technology to
gather information and commu-
nicate knowledge.

EMERGENT TECHNOLOGIES

2.1 Using electronic technology
including databases and software to
gather information and commu-
nicate knowledge

2.3 Knowing that computers speed up
and extend people’s ability to collect,
sort, and analyze data; preparing
research reports; and share data
and ideas with others.
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SUNSHINE STATE

STANDARDS

03. DEVELOP AND APPLY ELEC-

TRONIC PRESENTATION SKILLS

UTILIZING CURRENT TECH-

NOLOGY—The student will be

able to:

03.10 Apply fill effects, lines and
shapes. LA.D.2.3.4

03.11 Demonstrate ability to order,
group and  rotate objects.
LA.D.2.3.4

03.12 Demonstrate ability to animate
graphics. LA.D.2.3.4

03.13 Apply slide transitions and
timings. LA.D.2.3.4

03.14 Incorporate text, tables, charts
and graphic transitions into
document. LA.B.2.3.4

03.15 Add sound using various media
(e.g. internet and/or files).
LA.A.2.3.6, LA.D.2.3.4

03.16 Apply action buttons.

03.17 Insert hyperlink to a file or
internet  site. LA.B.2.3.4, LA.D.2.3.4

03.18 Rearrange slide order through
slide sorter.

03.19 Create note page to aid in oral
presentation of slide show.
LA.C.1.3.1   LA.C.3.3, LA.A.2.3.7

03.20 Customize timing and rehear-
sing to coordinate with oral
presentation.VA.A.1.3.1, LA.D.2.3.5

03.21 Apply communication skills in
presenting  the report. LA.C.3.3.3,
VA.B.1.3.2, LA.D.2.3.5

05.0 PERFORM ACTIVITIES USING

THE WORLDWIDE WEB—The

student will be able to:

05.08 Master Intermediate vocabulary.
LA.A.1.3.3, LA.B.2.3.4

05.09 Understand How the internet
works. LA.B.2.3.4

05.10 Discuss Internet Privacy, Ethics,
Etiquette and Copy Right Laws.
LA.A.2.3.3, LA.D.2.3.7

05.11 Evaluate websites.LA.A.2.3.2,
LA.A.2.3.3, LA.A.2.3.8
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INTRODUCTION TO COMPUTERS

5. Usefulness of technology and the
ability to select the appropriate tools
and technology resources to
address those tasks and problems.

5.1 Audiovisual aids in presentations

5.2  Collecting, organizing and displaying
data in a variety of forms.

Sunshine State Standard:  Geography

SSB1.3 Student understands the world
in spatial terms.

ACCOMMODATIONS

ESE students will be paired with
other students for team work and will be
given extra time as needed ESOL
students may select their native country
for the project and may also be paired
with another student for team work as
needed. Translation sites may be used
to help with understanding of the
assignment, depending on the level of
limited English.

DIRECTIONS/PROCEDURE

Prior to beginning this unit, students
would have used the Easy Tech lessons
that teach web browsing and
presentation software.  They would also
have completed the corresponding
activities in PowerPoint that have them
create some basic slide shows following
specific guidelines. If Easy Tech is not
available, instructional units covering
presentation software and web browsing
will be necessary.

Instruction in copyright issues and
proper citing of references would also
have been given in class.

Students also would have had
instruction in using Publisher to create
a variety of documents including
newsletters and brochures.

The following activities would also
take place prior to beginning the actual
project:

– Series of readings/articles dealing
with cultural differences and
customs in other countries.  These

would be useful for class
discussions and also for students
to scan and use as part of their final
project.  A sample is shown below
(copies are included)

• “V is for Victory” – 5 North Am.
gestures which foreigners might
find confusing

• “Watch What You Say” (from
Reader’s Digest) showing that
hand gestures mean different
things to different people

• “What’s in a Name”   - forms of
address in different countries

• “International Do’s and Don’ts”

• “Consumers React to Insults,
However Unintentional”

• “The Relativity of Time” –
attitudes on punctuality and
others.

• Classroom activity:  “Golden
Arches Around the World”
discussion of different foods
offered in different countries.

• Geography Activity:  Given a
world map, students will locate
the vicinity where they live.  They
will be asked to find and mark 3
of our major trading partners:
Canada, Japan and Mexico.
They will be asked to locate
China, South Africa, Central
America, the Middle East, South
America and Australia.   A correct
map will then be shown and
discussed.

• Teacher may elect to use this
website to have students try the
“cross cultural quizzes”.  They
should be previewed prior to
using in class and teacher should
submit answers with his/her own
email address to obtain all proper
responses.

http://www.kwintessential.co.uk/
resources/culture-tests.html

• Class will discuss why it is
important for us to learn about
other countries and other
cultures.

• Class will view the video
“Conducting Business Around

the World”.  Follow up activities
from the video will include:

• “Is It English?” where we
compare the Australian form of
English to our form of English.

• Word Scramble of terms from the
video.

• Discussion questions “Doing
Business Around the World”

After completing these introductory
activities, students should have a better
idea of why understanding other
countries and cultures is important.

Students are now ready to begin
their project.  An assignment web page
has been created by the teacher and
placed on the computer desktops.
Students will access the website and
read the “scenario”.  Teacher will discuss
this scenario and answer any questions.
Project checklists are given and
discussed with students along with
copies of evaluation rubrics.  Students
will then begin using the Internet and
Encyclopedia CD ROMs to do research.
Notes are to be kept in a Microsoft Word
document.  Students are reminded to
keep a list of all of their web resources.

After compiling information and
resources, students will begin preparing
their PowerPoint presentation and their
newsletter.  Final Power Points will be
burned to a CD and final newsletters will
be printed in color.  Scanners and digital
camera will be accessible should
students needs them.

Once all materials have been
completed, we will have a week of
celebration. During this time, students
will give their presentations to the class.
We will be collecting recipes throughout
this unit and will put together a small
cookbook of ethnic recipes.  Each
student will bring a dish native to their
country and we will hold a cultural buffet
on the final day of presentations.

Alternative activities might include
bringing in guest speakers from other
countries to share in the student
presentations. Students will also have
the option of including personal
interviews in their presentations.
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ASSESSMENT/SUMMARY

Assessment: See attached rubrics.

Technology is an integral part of this
lesson.  Students use the on-line
resource “EasyTech” to learn about the
web and presentation software.  They
utilize a variety of computer programs
to prepare their final products and
become proficient in using these
programs and their features.  Internet
research skills are refined.  I found that
by giving them a “scenario” that was
more true to life, they really took the
project more seriously.

OUTCOMES OR

PRODUCTS PRODUCED

Students will learn the geographic
location of a particular foreign country
by doing research.  Through the class
presentations, they will also learn the
locations of the other countries selected
by their classmates. Students will learn
details about their selected country and
most importantly, will develop an
understanding of cultural differences and
practices that one must know in order to
do business in a foreign country.   Their
final products will be instructional
materials to be used by their “company”
in training employees for overseas travel
and work.  They will be in the form of a
newsletter or brochure and a PowerPoint
presentation.
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Project Checklist
Teacher Name: Mrs. Alcox      Use this as a guide in planning and completing your project

Student Name:____________________________ __________________ Date: _________________

Project: Cultural Perspectives

CATEGORY RESPONSIBILITIES

Preparation

I planned my time wisely to assure access to needed
materials.

I thought about questions I needed to answer in my
presentation.

I thought about things I wanted to find for my
presentation.

I used feedback from others to refine my topic,
subtopic, and details

Appearance

Text areas and graphic areas are balanced.

The words on the slides are easy to read.

The words on the slides are spelled correctly.

The graphics on the slides are easy to see.

The background does not compete with the text or
graphics.

The colors and patterns on my slides look good
together.

The slides seem to go together when you move from
one to the next.

Titles and headings are easy to distinguish from
other text.

Sounds and music are easy to hear.

There is enough time to read and see everything on
each slide.

The transitions do not distract or bore the user.

There is not too much or too little time between
slides.

Resources

I used a variety of resources.

I used resources that were reliable and credible.

I used up-to-date resources.

I used electronic resources (Internet, CD-ROM).

I used print resources (textbooks, books, magazines,
newspapers).

I used reference material (dictionary, thesaurus,
encyclopedia).

I used materials in accordance with copyright.

I cited my resources.

Organization

I made an outline or storyboard to organize my
thoughts and ideas.

My presentation was a clear explanation of a topic.

My presentation had a clear answer to a research
question.

I organized my thoughts and ideas in a meaningful
way.

My organization was easy for others to follow.

I included a meaningful title slide.

I included an introduction or Table of Contents.

I included a date and author slide.

I used a Bibliography or Resources Used slide.

Media Use

I used other’s art, animations, or effects in my
presentation.

The media I chose is related to the content of the
presentation.

The media I chose adds to the user’s understanding
of the presentation.

The media I chose adds to the user’s interest in the
presentation.

I used media in accordance with copyright.

I cited media in the required format.

Media is balanced appropriately with text.

CATEGORY RESPONSIBILITIES

Resources (cont.)

❒x

❒x

❒x

❒x

❒x
❒x
❒x
❒x
❒x

❒x

❒x

❒x

❒x
❒x

❒x
❒x

❒x
❒x
❒x
❒x

❒x

❒x

❒x
❒x

❒x

❒x
❒x

❒x

❒x
❒x
❒x
❒x
❒x

❒x

❒x

❒x

❒x

❒x
❒x
❒x
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Cultural Perspectives

Doing Business in a Global Society

Scenario:   You are employed by the Human Relations department of a manufacturing
business located in Florida.  The company has been researching the idea of taking
the business to foreign countries.  Results of market surveys have come back with
favorable results.  The company President has done a great deal of overseas traveling
and he has one major concern:  the cultural differences that will be found from country
to country.  Therefore, he has come to your department with some specific needs.  He
would like for you to prepare instructional materials that can be presented to employees
before they travel to a foreign country.  These materials should cover all aspects of
travel and doing business overseas, including, but not limited to:

�Location of country, with map;

�Major cities, bodies of water, bordering countries

�Language(s) spoken, including some popular phrases;

�Country info: population, flag, religions, agriculture, employment, currency, imports/exports, customs,

family structure,  etc.

�Methods of travel to this country; travel restrictions; travel warnings

�Climate

�Business Customs:

o Being on Time
o Basic etiquette
o Working hours
o Popular food products
o Business Dress
o Forms of address
o Holidays
o Gestures
o Gender relations



T T2T
EACHER TO TEACHER CONNECTIO

N T T2T
EACHER TO TEACHER CONNECTIO

N

“Cultural Perspectives in Business” Melinda Alcox
Related Materials

Your final materials should be in the form of :

A PowerPoint presentation that could be viewed by individual employees; copy

burned to a CD

AND

A brochure OR newsletter that could be distributed to employees

On the day of presentation, we will hold a “Cultural Perspectives” buffet.  You are asked
to research foods that would be found in your country and prepare a dish for this event.
Recipes should also be provided.

WEBSITES
Use the following websites as a starting point for your research:

www.executiveplanet.com

Global Road Warrior
Business Etiquette Around the World

Country Profiles from Window of the World Inc.
International Business Etiquette, Culture,
International Addresses and Salutations

Cultural Navigator   (Japan only)
India: Doing Business in India, A Cultural Perspective

Web of Culture

The World Fact Book

International Business Etiquette & Manners

Window on the World Country Profiles

Trade Information Center Country Information

Country Profiles and Useful Phrases

Points to Remember

� Use the websites given as a starting point

� Check the accuracy of information by using more than one website with the same info

� Check dates on websites to be sure you get the current information

� Be sure to keep a list of all websites used for your “credits” page

Cultural Perspectives (cont.)
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Cultural Perspectives Brochure Evaluation
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Cultural Perspectives Newsletter
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Read My Lips!
By Terri Morrison and Wayne A. Conaway

© Copyright 2004, All Rights Reserved

Answers To: Read My Lips!
By Terri Morrison and Wayne A. Conaway

© Copyright 2004, All Rights Reserved

1. “You’re never fully dressed without a smile” is a familiar
phrase in the United States.

True or false: A smile is a universal expression of genuine
pleasure.

2. Japan is a high context culture, where small gestures
convey great meaning. Which is an appropriate behavior
in Japan?

A. Covering your mouth when you laugh

B. Winking to convey agreement

C. Speaking in a loud, forceful voice

3. True or false: Never keep your left hand in your pocket
while shaking hands with your right in Germany.

4. Spitting is grotesque in many places, but is actually against
the law in which country?

A. St. Thomas

B. St. Martin

C. Singapore

5. You are the sole passenger on a bus in Bahrain. A man
enters, and chooses the seat next to you.

True or false: He intends to start a conversation with you.

6. You are greeting a new associate in France. As you firmly
grasp his hand, heartily pumping it up and down, he looks
a bit bemused. This is because:

A. He’s relieved you didn’t kiss him.

B. The French handshake is more of a handclasp, with
no pumping action.

C. He wishes you had kissed him.

7. In the United States, men sometimes slap each other on
the back, backside, arms, or shoulders.

True or false: This is totally acceptable in the Netherlands.

8. True or false: Before female executives travel to Brazil,
they should be certain their nails are well-manicured.

 9. You feel good after your big sales call in Stockholm,
Sweden. It’s a surprise to you, then, when they don’t accept
the deal. This could be because during the meeting, you:

 A. Leaned backward in your chair and crossed your arms

B. Rested your ankle on your knee the whole time

C. Laughed loudly

D. All of the above

10. True or false: Snapping your hand downward is used to
emphasize a point in Spain.

1.False. In much of Asia, a smile can be used to cover
up embarrassment, shock, or fury.

2.A. One is not supposed to display the inside of one’s
mouth in Japan.

3.True. Don’t even talk to someone with your hands in
your pockets in Germany!

4.C. Singapore also prohibits chewing gum, jay-walking,
and smoking in public places.

5.False. Solitude feels unnatural in many parts of the
Middle East. Complete strangers often unconsciously
sit close to each other.

6.B. The French don’t strongly grip each other’s hands,
nor do they “shake” them up and down so much.

7.False. Dutch men are formal, and usually don’t
demonstrate their feelings with exuberant slapping
gestures.

8.True. Manicured fingernails are an integral part of a
woman’s professional image in Brazil.

9.D. Informal body language and raucous laughter don’t
impress the Swedes.

10.True. Snapping the hand downward is a very common
gesture in much of Latin America.
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Conducting Business Around the World
True/False

NAME ___________________________________________________________ Date __________________________

Conducting Business Around the World
True/False

NAME_____________________________________________________Date________________________

1. _____ Gestures and other symbolic acts have the same
meanings around the world.

2. _____ Time zones around the world are related to the
secondary meridian.

3. _____ When entertaining people from other cultures, it is
important to understand their culture and
preferences.

4. _____ Gift giving is a very important part of Mid-Eastern
and Far-Eastern cultures.

5. _____ Time becomes one hour earlier as you cross each
time zone going west.

6. _____ Direct eye contact is not part of the Japanese
culture.

7. _____ People from the Middle East do not like to stand
too close to each other when communicating.

8. _____ The Chinese language uses the same pitch and
tone to express various thoughts

9. _____ Breakfast meetings are popular throughout the
world.

1.  FalseGestures and other symbolic acts have the
same meanings around the world.

2.  FalseTime zones around the world are related to
the secondary meridian.

3.  TrueWhen entertaining people from other
cultures, it is important to understand their
culture and preferences.

4.  TrueGift giving is a very important part of Mid-
Eastern and Far-Eastern cultures.

5.  TrueTime becomes one hour earlier as you cross
each time zone going west.

6.  TrueDirect eye contact is not part of the Japanese
culture.

7.  FalsePeople from the Middle East do not like to
stand too close to each other when
communicating.

8.  FalseThe Chinese language uses the same pitch
and tone to express various thoughts.

9.  FalseBreakfast meetings are popular throughout
the world.
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WORD SCRAMBLE

NAME ___________________________________________________________ Date __________________________

Unscramble the letters below each definition to discover the word that is being defined
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1. The long lunch break people in Spanish-speaking countries
take to go home to eat lunch with their families

S  T  A  S  I  E
_____________________

2. “Please” in Japanese.

O O Z D
_____________________

3. The most universal form of greeting

D A S H K E A N H
_____________________

4. A friendly hug in Spain

Z O A R A B
_____________________

5. When traveling overseas on business, your business card
should be two-sided with the __________________ of the
country you are visiting on one side.

S N A I L O N R A T T
_____________________

6. Make sure that your _________________ is in good
condition if you visit a home in Japan because you will be
expected to remove your shoes.

Y I S H R E O
_____________________

7. Guten Tag means “good afternoon” in what country?

R A M E G N Y
_____________________

8. How a single woman in Mexico would be addressed.

N I S A R E O T
_____________________

1.The long lunch break people in Spanish-speaking
countries take to go home to eat lunch with their families
S  T  A  S  I  E..............................SIESTA

2.“Please” in Japanese.
O O Z D.......................................DOZO

3.The most universal form of greeting
D A S H K E A N H.......................HANDSHAKE

4.A friendly hug in Spain
Z O A R A B..................................ABRAZO

5.When traveling overseas on business, your business
card should be two-sided with the
__________________ of the country you are visiting
on one side.

S N A I L O N R A T T...................TRANSLATION

6.Make sure that your _________________ is in good
condition if you visit a home in Japan because you will
be expected to remove your shoes.
Y I S H R E O...............................HOSIERY

7.Guten Tag means “good afternoon” in what country?
R A M E G N Y.............................GERMANY

8.How a single woman in Mexico would be addressed.

N I S A R E O T............................SENORITA

WORD SCRAMBLE
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Conducting Business Around the World

“Doing Business Around the World”

Discussion Questions

NAME ___________________________________________________________ Date __________________________

1. If you have traveled outside the United States, what differences have you observed? Or in talking
with others who have traveled outside the U.S., what differences did they see?

2. If you and your family were visiting another country or if one of your family members was going
overseas on business, why would it be important for them to find out about business hours and
holidays in that country?

3. The Japanese have a custom of removing their shoes when entering homes, restaurants, and places
of worship.  Why do you think they do this?

4. Discuss what you know about the use of business cards in international business.

5. The Japanese use long periods of silence to think about a question that is asked of them before
responding with an answer.  This is often very confusing to Americans.  Sometimes an American will
repeat a question, thinking that he or she may not have been heard or misunderstood.  One Japanese
was quoted as saying “Do all you American think and talk at the same time?”  Comment on this
cultural difference.

6. When entertaining people from other countries, why is it important to know and understand their
culture and preferences?

7. Name some slang or colloquial phrases that would probably be misunderstood by a person who
speaks English as a second language.
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Golden Arches
McDonald’s has become not only the largest fast food restaurant organization, but has come to symbolize globalization

itself as it has literally changed eating habits around the world. It commands the leading share (42%) of the U.S. fast food market

and runs more than 28,000 restaurants in 120 countries. Each day, about eight percent of the U.S. population will eat a meal at

McDonald’s, and each year, ninety six percent of the U.S. population will eat at a McDonald’s. By 1988 McDonald’s had opened

10,000 restaurants in just 33 years. It was then able to reach the 20,000 mark in another 8 years. By 1997 McDonald’s was

opening 2,000 restaurants per year – an average of one every five hours. McDonald’s serves less than one percent of the global

market per day and sees the opportunity to continue growth into the next century.

Richard and Maurice McDonald originally founded McDonald’s in the 1930s, but its success is due to the efforts of Ray Kroc,

who put the hamburger on the assembly line. Each worker’s steps were calculated in order to ensure maximum efficiency. The

result was a decrease in preparation time and an increase in volume, allowing for cheap prices and fast service.

The restaurant chain grew slowly at first. Kroc decided to build all of the restaurants and then franchise them out in order to have

uniformity. He later founded the Hamburger University in 1961 in order to train franchisees and corporate decision-makers.

Hamburger Universities were later founded in Tokyo, Munich, and London. He built primarily in the suburbs as suburban America

was just developing in the 1950’s after WWII. The popularization of the automobile also increased McDonald’s popularity and

throughout the 1960’s and 70’s the chain grew incredibly quickly.

 In 1973 McDonald’s first opened for breakfast with the creation of the Egg McMuffin. By 1987 one fourth of breakfasts eaten

outside the home in the United States came from McDonald’s. In 1975 McDonald’s pioneered its first drive-thru window; drive-

thru sales eventually accounted for more than half of McDonald’s system wide sales.

  In the 1970s competition with other fast food chains intensified, culminating in the “Burger Wars” of the early 1980s. In

order to cater to changing consumer preferences, McDonald’s introduced Chicken McNuggets in 1983 and by the end of the

year, McDonald’s was the second largest retailer of chicken in the world. However, due to a series of difficulties including failed

marketing strategies and new sandwiches that flopped, growth in the U.S. slowed during the 1990s.

 Overseas, the 1990s saw an increase in international units from 3,600 in 1991 to more than 11,000 by 1998, largely in

Japan, Canada, Germany, Great Britain, Australia, and France. The number of overall countries with McDonald’s nearly doubled

from 59 in 1991 to 114 in 1998. In 1993 McDonalds first expanded in to the Middle East and opened in Tel Aviv, Israel. As the

company entered new markets, it showed flexibility with respect to the local preferences: in Germany, McDonalds serves beer

with meals; in Israel, the first kosher McDonald’s opened in Jerusalem in 1995; in Arab countries, the restaurant chain used

Halal menus; in 1996 McDonalds entered India where they offered the Maharaja Mac, made with lamb rather than beef; in

Sweden, the first McSki-thru opened in Lindvallen, Sweden. Mixed spaghetti is served in the Philippines and corn soup is

available to customers in Japan.  They have held off opening a restaurant in India because most of the people are Hindus and

don’t eat meat.  They have considered “lamburgers” instead.

1. What factors prompted McDonald’s to open restaurants outside the U. S.?

2. How have social and cultural factors affected the company’s international
business activities?

3. What risks has the company faced when opening restaurants in other
countries?

4.    What actions would you suggest for McDonald’s to continue to be successful
in international business?
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IS IT ENGLISH????

Could you easily adapt to the Australian form of English?  Study these terms
and then translate the sentences at the end:

Arvo Afternoon

Biscuit Cookie

Bloke Man

Brolly Umbrella

Cozzie Bathing suit; bathers; swimmers

Crook Sick

Entrée Appetizer, not the main course

Fair dinkum The real thing

Footpath Sidewalk

Jumbuck Sheep

Jumper Sweater

Lollies Candy

Mate Friend

Nought Zero

Sandshoes Sneakers

Serviette Table napkin

Sweets Dessert

Ta Thank you

Takeaway Food Food to go

Taxi rank Cab Stand

Yank An American

1. The crook bloke lost his brolly.

2. The yank and his mate waited at the taxi rank after calling a restaurant
for take away food and sweets.

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________
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Interpreting Subculture Jargon

Interpret the following sayings by explaining what each means in the U. S. business subculture.

1. There’s more than one way to skin a cat

2. A stitch in time saves nine

3. The squeaky wheel gets the grease

4. There is always room at the top

5. You’ve made your bed, now sleep in it

6. What a bummer!

7. You’re pulling my leg!

8. That’s a real trip!

9. Let’s get down to brass tacks!!

What kinds of problems could you foresee if you used these phrases with people
from other countries/cultures?
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Where in the World is…….

Based on your knowledge, indicate the following on a world map:

� Place an X where you live

� Canada, Japan and Mexico are three major trading partners with the US.  Place a $ on each of
these countries.

� Draw a dotted line from the US to Europe

� More people live n China than in any other country.  Place a Star on China

� The country of South Africa is the major source of diamonds in the world.  Place a diamond shape
on the country of South Africa.

� Tropical fruits, such as bananas, are grown in Central America.  Circle Central America on your
map.

� The Middle East is the major source of oil in the world.  Place a check mark on this area of the
world.

� Draw a solid line to indicate the water route that would be used to ship products from South
American to Australia.
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If we look at cultural diversity in

a holistic manner, it encompasses

everything from:-

• gender attitudes in business, 

• business cards, 

• gift giving,

• gestures, taboos, do's &

don'ts

• appointment making,

• introductions, 

• networking, 

• relationship building,

• protocols, 

• dress, 

• entertainment,

• dining etiquette,

• greetings,

• negotiation,

• symbols, superstitions,

colours and numbers.

In this and future articles, you

will see how the above issues

highlight the difficulties and

differences that can occur across

cultures, in business.

Gender Attitudes in
Business

Women are generally treated

with courtesy and respect around

the world. However in male

dominated societies, it is very

important for women to

emphasise their authority. Dress

can also be very important

varying from societies expecting

the highest standard in feminine

dress fashions to conservative

dress and even to the extreme

where a woman may be expected

to wear the traditional shawl

partially or fully covering her

face.

One thing does appear to be

common within male dominated

societies, a foreign woman

generally has more freedom than

the local women. However, never

forget, there will still be limits

to what is acceptable behaviour

from a woman and there can be

misconceptions about sexual

mores of  "western women". 

Business Cards

Business cards are now

recognised around the world.

However, the use of them can

vary significantly between

cultures. How they are

presented, what language should

or should not be on them, what

information is put on the card

and how a given card is treated

can is some instances clearly

assist or severely jeopardise a

business meeting.

For example, you would never

ever write on a business card

presented to you by a Japanese

national (at least not in front of

the person). Such behaviour

would be insulting as would it be

to quickly pocket the card

without reading it or put it in a

wallet that you put in your

trouser back pocket. Both actions

would also be insulting. Why?

Because the Japanese that their

business card is a

reflection/statement of their

standing within the

company/society. To not study it

and to treat it nonchalantly is

quite insulting within the

Japanese culture. The business

card must be respected.

Gift Giving

To give a gift or not and what to

give is very important, especially

in some cultures. Other cultures

may not expect any gift at all

and to present one would be

embarrassing to the receiver.  

If gift giving is the business

practice, it is important to

realise that the gift is NOT a

bribe. It is a personal "thank you"

for the hospitality and courtesy

extended for and during the

meeting and in most cases, an

important step in building a

business and personal

relationship with your foreign

counter-parts. Particular care

must be taken in choosing a gift

as it must be appropriate for the

occasion and avoid the "wrong"

type of gifts, eg. an unlucky

number of items in the gift, too

expensive, too cheap, the wrong

colour, symbolically wrong,

improperly wrapped or even

improperly presented. 

Whether you open the gift

immediately or leave it

unwrapped is another issue that

can be important. Why? In some

cultures, it is considered that by

opening a gift in front of the

presenter, you could

inadvertently convey your

displeasure for the gift chosen.

Such behaviour would be

extremely embarrassing for the

receiver and very discourteous to

the giver. Consequently, a

potential bad situation is avoided

by not opening the gift in front

of you. 

Gestures, Do's & Don'ts

Common do' and don'ts include,

etiquette concerning removal of

shoes, how you hand items to

others, how women are treated,

touching, giving criticism and

showing emotion. Mos, if not all

of the do's and don'ts simply

about accepted local etiquette

and showing respect to others.

All this can be very confusing and

misunderstood by those who

have not bothered to study the

culture they intend to work with.

For example, in many countries

the left hand is considered

"soiled" as it is used in personal

toiletry. (This does not suggested

hands are not washed)

Consequently, you do not hand

anyone an item with the left

hand as it is considered insulting

to do so. If the item is heavy, eg.

a large plate, you use both

hands, preferably with the left

hand underneath supporting the

plate. Conversely, in other

countries, the etiquette in

presenting someone an item

involves using two hands. This

can extend to little items such as

business cards. This  etiquette

may also extend to passing a

business report to someone. To

simply toss a report across a

table to a Japanese negotiator

would be considered very poor

manners and lack of respect for

your potential business associate.

Is this the type of attitude you

wish to present? 

Gestures can also be quite

confusing and very often gestures

can be interpreted as quite

insulting either by the visitor or

the locals. The typical two finger

"salute" is only insulting in

Australia and the United

Kingdom. In all other parts of the

world, the two finger gesture

(shown either way) is interpreted

as a sign for victory. So, you can

readily understand how an insult

can quickly occur if you have not

studied the issue. There are

many examples of such

misunderstandings.

It is hoped that the examples

discussed above provide some

insight to the importance of

studying a foreign business

culture. Be also aware that this

small article has only touch the

tip of the iceberg. International

experts all agree that time taken

to understand a foreign culture

will generally be rewarded many

fold in helping establish and

build a successful international

business relationship. Such

knowledge can be gathered in

international marketing courses,

commercial cultural reports and

cultural training courses.

www.businesstravelogue.com.
An E-commerce site for
International Executives. 
(a division of  G. A. Clark &
Associates)
International Business Culture
Reports, Business Tools &  Gifts, 
Online International Travel &
Cultural Training Courses
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“When in Rome”...
Part1
"When in Rome, do as the Romans do" is an old proverb but it still rings very true in today's modern business environment. It is

unfortunate fact that many business executives fail when they venture overseas in search of that lucrative international contract.

Why do these people fail? Many times it is because they have neglected to address the important issues of cultural diversity

involved in international business.
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Continuing on from Part 1 in
the September Issue, we now
explore the international
cultural aspects of business in:- 

· Appointment making

· Introductions

· Networking

· Relationship building

Appointment Making
As a general rule, make an
appointment with the highest
level of management possible.
What level you are able to
arrange an appointment with
can depend very much on the
type of society. For example, in
a hierarchical society, eg.
Thailand, who you know can
count much more than what
you know or what you can
offer.

Always make your first point of
contact at least one but
preferably two months in
advanced. In many cultures
(East & West), an unannounced
visit is considered rude and
unwanted. If you do this, you
have already penalised our
chance of success before you
start.

In your first letter or fax, it is
essential that you clearly
announce the specific nature of
your visit. This allows the host
to be suitably prepared when
you arrive. A letter of
introduction from a mutual
colleague, friend or government
agent will generally stand you
in good stead. However, you
will still have to demonstrate
the benefits of any potential
future business deal.

In some cultures, the first
meeting may be over a lunch so
be prepared to accept such a
suggestion from the host. These
luncheons can be low key with
regard to business. However, it
does provide the first
opportunity for you to impress
your host and start building the
relationship between yourself
and your host. This may be
potentially enhanced by the
choice of a favorable day for
business, your knowledge about
the country, dining etiquette
and local culture. Conversely, in
other cultures it may also be
aided by the quality of your
personal grooming, dress,
civilised sophisticated behaviour
and the etiquette you extend,
eg. France.

Introductions
In Part 1 of this series of articles
we mentioned some protocols
concerning the business cards.
When being introduced, the
sequence of the introduction
and the presentation of
business cards can vary. In
Germany for example, you
present your business card after
the introductions have been
made. Elsewhere, you may hand
out your card during the
introductions.  
Introductions can often be seen
as the most confusing part of
first doing business in another
culture. However, they are
important because first
impressions really do count
towards the business
relationship you wish to
establish. Some of the
fundamental rules are:

· Always have a smile and
friendly disposition. 

· If you shake hands, do not
give a "bone crushing" grip
or conversely, a handshake
like a "dead fish". Maintain
eye contact when shaking
hands but avoiding staring as
it can be interpreted as an
aggressive act. 

· Use of the traditional bow or
other local greeting gesture
is acceptable if you do it
right. Even with such
gestures, you may still shake
hands afterwards. Please
note that a bow is not a sign
of subservience but a sign of
respect and greeting.

· Personal introductions
should include titles and last
(family) names rather than
first names on the initial
introductions. Australians,
readily accept their first and
last names used in
introductions, whereas in
other cultures, it would be
considered disrespectful,
especially for the senior
executives.

· If a group is visiting,
someone will be required to
introduce people. Often this
is the most senior person of
the group who will introduce
everyone after first
introducing him or herself to
the leader of the other side.
Introductions are best
performed in order of
seniority, most senior first.
Such behaviour is expected
in many countries, eg. China. 

Networking
Many people find the task of
networking challenging.
However, there is no doubt that
networking can be enormously
helpful, especially when you are
embarking into the unknowns
of an overseas business trip. 

Well before leaving, learn about
the business culture, the
country, its people and the do's
& don'ts. Also consider
establishing contacts and
seeking help from the following
areas in your country: - 

· Attend any Trade Fair
organised by the country you
are intending to visit.

· Contact your Government's
equivalent to a "Department
of Overseas Trade".

· Contact the commercial
attaché at the embassy of
the country you are visiting.

· Become a member of any
appropriate business
associations with overseas
representatives and/or linked
to the country you are
intending to visit.

· Establish a relationship with
an appropriate accountancy
and/or legal firm that has
international offices in the
country you are visiting.

Once you have arrived in the
country there are further points
of networking you can use: -

· Your embassy, make contact
with the resident Trade
official(s).

· Local business organisations.

· If you have time, golf and
tennis clubs can often
provide some useful
contacts.

· Establish an account with an
international bank and
introduce yourself to the
local manager when you
enter the country. 

· Last but not least, the Yellow
pages telephone book can
be very useful.

In some countries there are
specific network
"facilitators/intermediaries", eg
China. These intermediaries
have established business
networks.  In many countries, it
is often not what you know but
WHO you know if you want to
achieve something in business
effectively. These facilitators
also assist in resolving
procedural problems and
provide advice on how best to

proceed through sometimes
seemingly impenetrable
bureaucracy. However take care,
there are rogues about, so fully
check credentials before
engaging their services. If they
complain about the checking of
their credentials, be doubly
suspicious.

Relationship Building
In many countries, business will
not proceed unless the local
business executive is happy with
the relationship they have
established with you.
Consequently, in countries such
as Japan, business will proceed
slowly until a satisfactory
relationship is established. Do
not expect one trip to be
enough to complete a deal in
such instances. 

A relationship can mean many
things, but generally the local
company/people need to feel
you are: -

· trustworthy, 

· competent, 

· you and your business are
reliable,

· you have a regard to quality,

· prepared to accommodate
the differences in culture,

· understanding about the
way business proceeds
locally, and finally, 

· the type of person eg,
socially, they would be happy
about establishing a long
term business deal with. 

It is essential to realise that
profit, although essential, is not
the sole criteria in establishing a
business deal in some countries.
Conversely, in other countries,
business can be based solely on
the profit motive and
consideration about whether
they like you or not, is not
necessary for doing business.

In our next article we will reveal
some more aspects involved in
improving your probability of
success when doing business
overseas. 

Online International Business
Culture Reports, 
Business Tools & Gifts,
International Travel
& Cultural Training Courses.
(A division of G. A. Clark &
Associates)
www.businesstravelogue.com

“When in Rome”…. (Part 2)
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In Part 2 we explored the
international cultural
aspects of appointment
making, introductions,
networking, relationship
building. In this article: -

· Dress, 

· Entertainment,

· Dining etiquette.

These issues may not seem
important, but having some
knowledge in this area will also
help build that all important
business relationship.
Demonstrating that you have
bothered to learn something
about the culture of the country
you are visiting cannot help to
make a positive impression on
your host to your benefit.

Dress
Wherever you are, your clothing
should always be clean, well
pressed, tidy and preferably in a
style that fits into the local
culture. This does not
necessarily mean you wear
traditional clothes, but clothes
that will make your host feel
comfortable.  

What to wear? This varies
between countries and also
within some countries. In the
cities of mainland China,
western style suits are common.
However, wearing expensive
clothing and expensive
jewellery will often be regarded
as being ostentatious and
pressing home the differences
in lifestyle and wealth between
China and your country. This is
particularly so in the rural areas.
Conversely, in the rich region of
Hong Kong, a tailored business
dress would be highly regarded.   

Women need to be particularly
careful about the use of high
heel shoes and low cut dresses.
In Muslim and the rural areas of
many countries, such clothes are
not encouraged. Wearing such
clothes can embarrass your host
and can often result in a lot of
staring that although harmless,
can nevertheless be quite
disturbing. 

Entertainment
When you are entertained, the
golden rule is you must always
reciprocate. You may not be
able to do so immediately, but

on your return, don't forget to
do it.  In countries such as
Australia, the USA and Canada,
guests are often entertained
within the private home of an
executive. However, in places
such as Japan, Vietnam and
France, either potential
embarrassment about the size
and quality of a person's home
or a strong concern for personal
privacy generally dictates
entertainment is held within a
restaurant. Note: an invitation
to a person's home is generally
a very good indication that the
business relationship is going
well.

When you are entertaining,
care must be taken in how and
what you intend to serve. Many
Asians are lactose intolerant, so
milk products can be a problem.
Other factors to consider
include vegetarians, local
religious dietary restrictions
(Kosher, Halal, alcohol, etc). The
locals may also not have a liking
for some types of food from
your country, eg. Malaysians
generally do not like cheese;
Chinese are not keen on lamb,
etc.

How to hold the entertainment
is another factor that can
influence your guests. Buffet
type meals are not common in
some countries and sit down,
multiple course meals are
strongly preferred, eg. China. In
other countries, a buffet style
will be most appropriate, as
your guests may arrive
throughout the night and then
only stay a short while before
they trip off to some other
place. 

Who you should invite can vary
to everyone involved (so no-one
"loses face") to only the senior
executives.  In many countries,
you need to invite everyone and
then you have the concern
about seating people in
appropriate order of seniority.
One hint for all such occasions is
to alternate guests with your
staff to help build upon the
business relationship.

If you do go out, should you
pay? Generally, the invitee pays
but the local custom may
require you to haggle over
paying but finally and politely
letting the other person pay.

Women may find a problem
paying in countries where there
is a strong machismo ethic
amongst the males of society,
i.e. allowing a woman to pay,
even a senior executive, is not
the honourable thing. In such
countries, eg. Mexico, hold the
meal in the hotel and have the
bill added to your total hotel
bill.

Dining Etiquette
Etiquette associated with dining
extends from the moment you
arrive until you leave and even
sometimes into the next day.
You may be expected to arrive
later than the nominated time
(~ 20 minutes), or conversely,
you may be expected to be very
punctual.  Contrary to both the
above, other dining invitations
allow guests to arrive at any
time in the evening and then
leave. 

Custom may dictate you take a
present for the host family or
only for the host. Giving a
present to the wife of the host
can be considered insulting if
approval for doing so has not
been given by the husband first. 

Taking a present of wine to a
dinner party can be insulting or
greeted with delight. To a
Frenchman, he may think you
are suggesting he does not
provide wine of sufficient
quality, to a Muslim it would be
insulting to his faith. Whereas,
to an English host, a present of
wine would be very acceptable.
Other types of presents such as
flowers may be more
appropriate (be careful about
the number and/or type of
flowers in the bouquet) or
alternatively, a beautifully
wrapped present may be best,
eg. Japan.

Dinners may be preceded by
hors d'oeuvres and drinks. Do
you help yourself or wait for
the hostess to offer them?
Alternatively, you may go
directly into the dinner after
some small talk. 

For a full formal type of dinner
you may need to find your
placename on the table or you
may be directed to a specific
chair by the host or hostess.
Once seated, it could be bad
manners to rest your hands in

your lap. As a rule, it is
generally best to keep them
above the table. In The
Netherlands custom dictates
that the host tells the guest
when to start eating. 

Toasts made may require you to
clink your glass against
everyone's else's so no-one is
insulted. Often you are required
to give a complimentary toast
and possibly make a small
speech. Sometimes, there are
national drinks, eg. Tequila in
Mexico, which have specific
drinking rituals. For drinking
Tequila, a pinch of salt is put on
the back of the hand, then
licked off in one motion
followed by a drink of the
Tequila which is than followed
by sucking on a wedge of lime.

If you are entertaining or being
entertained in a restaurant
there are also specific aspects of
restaurant etiquette, eg. taking
or serving food from a dish,
passing a dish around the table,
etc. Calling a waiter or waitress
done incorrectly, could
unintentionally insult the staff
that could lead to poor service,
possibly jeopardising the success
of the evening. For example, in
Thailand calling a
waiter/waitress, you say "nong".
This actually means little
brother/sister. One thing you do
not do is raise your hand. That
is considered to be impolite.

Hopefully the above will give
you some insight to the
somewhat supple cultural
intricacies that when you have
the knowledge, you can employ
to help establish and build a
successful and long lasting
business relationship. In our
next article we will discuss the
aspects of greetings,
negotiation and finally symbols,
superstitions, colours &
numbers. Remember, individual
detailed country business
reports are obtainable from
businesstravelogue's web site
24/7 and delivered within
minutes to your desk.
www.businesstravelogue.com
Online International Business
Culture Reports, Business Tools
& Gifts, International Travel &
Cultural Training Courses.
(A division of G. A. Clark &
Associates)

“When in Rome”…. (Part 3)
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This last article in the series on
international culture discusses
the different aspects involved in
greetings, the cultural
differences in negotiation and
the importance of being aware
about local symbols,
superstitions, the implications of
colours and numbers.  

Greetings

The first area of uncertainty that
the foreigner may feel in a
country is what to say, or do
when meeting others? Generally
the verbal greetings can be
straightforward and easily
learnt. However, whether or not
to bow, shake hands, put your
hands together in a prayer-like
gesture (namaste), etc can be
confusing for first timers.  The
western aspect of shaking hands
as the international form of
greeting on meeting has slowly
been permeating into the many
cultures of the world. However
the traditional forms of
welcome in a country are not
going to be readily replaced by
a handshake. What we often see
is a mixture of the traditional
forms of greetings and a
handshake when "East meets
West".  However, although
handshakes may be an
acceptable and/or common form
of greeting, whether a male
shake hands with a woman can
be an entirely different matter
in many countries. A general
"rule of thumb" is if the woman
does not extend a hand, you do
not shake hands.

It is also very important to
understand that the bows,
prayer like gestures and similar
physical greeting gestures are
very similar if not equivalent to
a handshake. In fact, such
gestures can in essence express a
kinder and friendlier meaning of
welcome than a handshake.  For
example, the common
Hindi/Urdu greeting and
farewell gesture is a namaste (or
nawaskar). Used for greeting or
a farewell, the palms of the
hand are placed together and
the tips of the fingers are chin
high. It means, " I pay my
respects to you". Muslim men
may touch their heart with their
hand after shaking hands and

this means "Your greeting is
being conveyed to my heart"
and is a sign of strong
friendship.  The Korean and
Japanese bows are a form of
showing respect for age,
seniority and your position in
society. The bow is performed
before you shake hands.

Do you give a strong firm bone-
crushing handshake or should it
be just firm or a quite gentle
handshake. This also varies
between countries. A very
gentle handshake in Australia
would be regarded as
portraying a weak person
whereas it would be quite
suitable for China.

The one unbreakable rule in all
situations is that you should
always accompany a handshake
with a smile.

Symbols, Superstitions,
Colours And Numbers

A mistake in symbolism,
ignorance of local beliefs, not
understanding the local
meaning of colour and numbers
can very quickly lead to trouble.
It can cause poor or no sales, in
some rare cases riots have
jeopardised the very existence of
a business within a country! 

A very common mistakes for a
company entering a new foreign
market is assuming that you can
simply take a successful product
logo, packaging, mottos and
marketing campaign directly
from your country into another.
Not so. 

The portrayal of animals that
the local culture considers,
unlucky, death, unlucky, evil or
morally unclean. Dogs are
unclean in Muslim countries,
three stripes in the shape of a
"Y" or "U" distinguishes Shiva
and Vishu worshippers in India.

Superstitions can be become a
problem due to local taboos and
beliefs. For example, If you
showed an advertisement in
Thailand where the person
enters a house by stepping on
the doorsill, it would upset
Thais. Many Thais believe spirits
live in the doorsill and stepping
on the doorsill will bring bad
luck. Local superstitions may also
mean it is wise to employ a

priest and/or numerologist in
choosing the location of the
business, blessing of your
offices, choosing the most
harmonious opening date and
even consulting with you on the
orientation and design of the
building, etc.

Colours can similarly be a
problem in packaging and
marketing. What is a lucky or a
"neutral" colour in one country
can be associated with death in
another. Black is associated with
death in many countries but
death is associated with white in
India and both black and white
are associated with death and
mourning in Thailand. In China,
gold is associated with wealth,
but in Italy, gold is associated
with funerals.

In a foreign country you may
have to consider different
packaging numbers, the
numbers in your telephone
number and your street address.
All could imply either good luck,
bad luck, evil, wealth,
prosperity, happiness depending
what they are and what country
you are in. In Japan, odd
numbers are lucky, except the
number nine is considered
unlucky as the sound of the
word is like another word
associated with bad luck. In
Thailand any number associated
with three is considered lucky, 9,
99, 999, etc. Consequently, a
package of three items may be
more preferable to Thais than a
package of two items.

The lesson to learn from these
examples is that you need to do
your homework when planning
to enter a new foreign market.

Negotiation

The art of international
negotiation has many factors
associated with it in order to be
successful. On the cultural aspect
the most important is a level of
understanding about how
business has traditionally been
concluded in the country. For
example, the Western approach
when there is a disagreement is
to seek redress in the courts. To
many cultures, particularly in
Asia, such a course is insulting
and foreign. A disagreement
should be discussed between

parties to achieve a course of
action that satisfies both parties.
Furthermore, on a practical
note, to seek redress in the local
courts is often a very expensive,
time consuming and futile
exercise. 

One very common area where
many disagreements or
misunderstandings arise in the
first place is in the meaning of
"Yes" given in negotiations. To a
westerner, a direct question
answered by "Yes" is agreement
to the question. Not so in many
cultures. You asked, " Will
delivery be on time?" Answer
"Yes". You subsequently find
delivery is not on time.
Understandably you are angry,
but your foreign partner is does
not understand why you are
angry. He is however concerned
that you are upset. You get
angrier. What's happening? Well
it all happened in the
negotiations. Your foreign
business partner answers "Yes"
to your question. However, this
simply meant he was listening to
you; not an affirmation to your
answer! Alternatively, he may
have said "Yes" as the right
answer "No" would have upset
you. He "lied" because in his
culture not revealing the
truthful situation was the least
"upsetting to you"  in
comparison to revealing the true
situation. So in his culture, he
was being the best host he
could be to you!!! 

This finishes our series of 4
articles on business culture. Our
next article will discuss the non-
cultural aspects of successful
negotiation, be it an
international deal of simply
negotiating the local supply of a
product. The skills revealed are
simple and quite logical and can
be easily mastered. Remember,
detailed business reports are
obtainable from our web site
24/7 and delivered within
minutes to your desk.

www.businesstravelogue.com.
Online International Business
Culture Reports, 
Business Tools & Gifts,
International Travel
& Cultural Training Courses.
(A division of G. A. Clark &
Associates)
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