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Seminar Plan
Culture and Communication 

Seminar aims:  

· Discuss cultural dimensions developed by Hall

· Define communication process, barriers to communication and ways to overcome and enhance cross cultural communication

· Discuss different communication styles
	Tutorial at a glance

	Case study

Lecture recap (5 questions +presentation)

Video or case 

Communication styles 


Activity 1 Introductory case discussion (30 min) 
Objective: ensure student understanding of the communication model and cultural noise

In groups of 4-5 students, distribute handouts with the following 2 cases. Provide 5-10 min for preparation. Each group will present the answers in turn.

“Attribution – process in which people look for explanation of another person’s behavior. When they realize they don’t understand another person they tend to blame their confusion on the other’s ‘Stupidity, deceit or craziness’” (Deresky, 2012, p.133)

Case 1. Greece VS US

Case 2. India VS Germany

Questions: 

1. Identify cultural noise that may prevent communication from intended meaning. Use communication model in explanation.

2. Predict potential outcome.  
3. How could this outcome been avoided? 

4. What additional information would be needed to assess the situation? (Answer: people and context)
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Americam: “How long will it take you to finish this report?” American:

Greek:

Greek: "l don't know. How long should it take?” American:
Greek:

American: “You are in the best position to analyze time American:
requirements.” Greek:

Greek:  “10 days” American:

American: “Take 15.ls it agreed? You will do it in |5 days?” American:

Greek:

| asked him to participate.

His behavior makes no sense. He is the boss.
Why doesn't he tell me?

He refuses to take responsibility.

| asked him for an order.

| press him to take responsibility for his actions.
What nonsense: I'd better give him an answer.
He lacks the ability to estimate time; this time
estimate is totally inadequate.

| offer a contract.

These are my orders: |5 days.




[image: image2.png]In fact, the report needed 30 days of regular work. So the Greek worked day and night, but at the end of the |5th day,
he still needed to do one more day’s work.

American: “Where is the report?” American: | am making sure he fulfills his contract.
Greek: He is asking for the report.

Greek: “It will be ready tomorrow.” (Both attribute that it is not ready.)

American: “But we agreed it would be ready today.” American: | must teach him to fulfill a contract.

Greek: The stupid, incompetent boss! Not only did he
give me the wrong orders, but he doesn't even

appreciate that | did a 30-day job in 16 days.
The Greek hands in his resignation. The American is surprised.

Greek: | can’t work for such a man.
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German: “What can be done to make German: T am giving him some responsibility.
sure this project is completed
on time?”
Indian: Doesn’t he know what to do?
He is the boss.
Why is he asking me?
Indian: “I don’t know. What do you German: Can’t he take responsibility?
suggest?”
Indian: T asked him for instructions.
German: “You know the scheduling German: I want to train him to make some
and staffing situation here decisions.
better than me.”
Indian: What kind of manager is he? Well, he
expects me to say something.
Indian: “I’ll hire another worker, then German: One more worker is totally insufficient;
we should be ready in two weeks.” he doesn’t know how to schedule
properly. I need a definite deadline
commitment—not “should be ready.”
German: “Hire three workers and give German: I offer a contract.
them a deadline of three weeks.
Are we agreed on that deadline?”
Indian: These are my orders: three weeks.

The German returned to his office in Munich, confident that the project would be completed on time and the order
delivered on schedule, which he conveyed to the client. After four weeks, the customer called to complain that he had

not received the order. The German VP immediately called the Indian manager:

German: “Why hasn’t the order been
sent out as we agreed?”

Indian: “It will be completed next week.”

German: “But you told me it would be
sent out in three weeks.”

German:

Indian:

I am holding him responsible for
our agreement.
He wants to know why it is not ready.

(Both attribute that it is not ready.)

German:

Indian:

I must teach him to take responsibility
for deadlines.

This person does not know how to
manage; it was not possible to
complete the project in three weeks.

T am going to get another job where
the boss knows how to manage!





Hofstede’s Cultural Dimensions
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https://geert-hofstede.com/india.html

Activity 2 Lecture Recap (30 min) 
Divide students into 4 groups. Each group will be allocated a question and they need to make a presentation on this issue. 10 minutes provided for preparation.

1. Using communication model, clarify the difference of one-way and two-way communication.

a) One-way communication
Perception of imposed power-distance
Message from A to B where B has little input beyond acknowledging, acting
If PD high, reluctance to ask questions; low PD addressee will clarify
b) Two-way communication  

Involves addresses/s making significant contribution
Can be face to face or through medium
Interpersonal relationships are important
Various forms eg initiating upwards communication, querying, giving advice
Used for non-routine, complex, non-urgent   
2. Explain and provide examples of high and low context cultures

3. Identify types of non-verbal communication. Provide examples from cross cultural settings.
·  Proxemics 

· Haptics 

· Chronemics 

· Kinesics

· Vocalics or Paralanguage  
4. What are the barriers for effective communication and the ways to enhance intercultural communication?
Activity 3 Discussion videos (20 min) 
In this point of the session 2 videos will be shown. The first video is about 4 mins and presents the difference between high and low context culture. The importance of the video is that it explains that no culture exists entirely at one or other end of continuum. US and Germany were given as examples of low context culture. 

However, the next video shows that there may occur misunderstanding between those cultures that are regarded as one group cultures. The video is 2:33 mins. 

“Why Mark was so taken back by Wolfgan’s feedback?”

At 1:19 mins tutor should pause and ask students opinion about the situation. The video describes people from low-context cultures giving feedback (USA and Germany).  

Activity  4 Communication style in different cultures (20 min)

1. Explain different communication styles summarized in the following table.
2. Provide examples.
[image: image6.png]Verbal style Variation Majorfeature | Cultures where
found
Directvs Indirect Drect Hessage more Indvdualistic, low
expict context
ndirect Wessage more Collcive, igh context
implct
Esborate ve sucoinel | Elaborate Quaniy of tai Mogerate UA, hgh
reatvely hgh context
Exacing Quaniy of tak LowUA, low confext
moderate
Suceinet Quaniy of takc Figh UA. high context
reatvely low.
Personal va contextual | Persanal Focus s on speaker | Low PD, indvidualstc,
(persorhose) ow context
Contestial Focusonroleof | Hoh PD, colective,
spesker, rlersls | high confext
Instrumental vs affective | Instrmensal Language goal Indviualsto, low
oriented, sonder | context
focused
Aftective Language process | Collective, igh cortext

orented, receiver
focused





[image: image7.png]Direct vsindirect | Elaborate vs | Personal vs. Instrumental vs.
suecinet contxtual afectve
Drect Exacting Parsonal nstrumertal
Orect Exacting Parsonal natrumertal
Orect Exacting Parsonal natrumertal
ndrect Eborate Contertual Afoctve
Drect Exacting Parsonal natrumertal
ndrect Sucainct Contertual Afoctva
ndrect Sueanct Cotextal Aftctve
ndrect Erbote Cotextal Aftctve
Direct Exacting Personal nstrumersal
Direct Exacting Personal nstrumersal





Activity 5 Case Study (30 min)   
Provide 10 minutes for students to read the case on the use of business cards and answer the questions. Discuss with a class.

[image: image8.png]Real Case

Do not throw your meishi!

Some time ago the Competitiveness Division of the
Department of Trade and Industry (DTI) in the British
government commissioned research on British small and
medium-sized enterprises (SMEs) that had managed to set
up successful businesses in Japan, one of the toughest
[though lucrative) global markets to break into for foreign
firms (see Chapter 17). Numerous success stories from the
study show how some firms managed to adapt to the differ-
ences in culture, society, and business practices that can act
as barriers to foreign firms. But there are also numerous
tales of the blunders that some managers made that under-
mined their efforts to establish themselves in Japan.

Meishi is Japanese for “business card,” but has a deeper
significance in Japan than elsewhere as a representation of

the employee’s allegiance to and respect for his or her com-
pany. The strong emphasis placed on loyalty and obligation
between employees and their firms, lifetime employment
based on a moral contract (rather than a price-based con-
tract), and a manager’s position as a member of a collective
all have a strong influence on his [sometimes her) behavior
when interacting with others. Kaisha-in literally means
“company person,” but it also denotes the individual as a
representative of “our company” in the sense of a shared
group consciousness. The company name comes first, be-
fore the individual's name on the meishi and when making
introductions. The exchange of meishi also establishes rela-
tive rank within the strict corporate and social hierarchy and
therefore guides the correct behavior and even form of



[image: image9.png]language used for interacting. Overall for the Japanese ex-
changing meishi is an important symbolic ritual.

A senior technology manager from Scotland on his first
assignment to Japan was attempting to establish a strate-
gic alliance with a local firm as a starting point for market-
ing and selling his firm’s products locally. In his first
meeting he faced six senior executives from the Japanese
firm, ranged across a board room table traditionally in
order of seniority. Almost the first act of the Scottish
manager was to throw his newly printed meishi across the
table to each of the Japanese executives in turn!

There is no way of knowing how significant this single act
was in undermining this firm’s market entry in Japan. It
failed in its attempt to forge an alliance with this particular
Japanese firm and with others, eventually leading it to
abandon its attempts. What we can say for certain is that a
small amount of preparation by this manager to build even
a basic understanding of business etiquette in Japan
would have improved this company’s chances of building a
successful business in Japan.

The overall study, including 30 detailed case studies of
successful British firms in Japan, demonstrates very
clearly that managers need to understand the cultural and
social norms that underpin business practices in different

countries if they are going to do business in those coun-
tries. The lesson applies to firms engaged in cross-border
mergers and alliances, expanding into new markets
through foreign direct investment activities, or even at the
simple level, when hiring new recruits from overseas, out-
sourcing to foreign countries, or selling products and
services abroad. Cultural awareness is critical to making
business relationships work, at the face-to-face level or at
the company-to-company level.

Sources: S. Collinson, Small and Successful in Japan: A Study of 30 British
Firms in the World’s Most Competitive Market (London: Avebury Press,

Ashgate Publishing Group, 1996); C. Nakane, Japanese Society (Tokyo: Charles
E. Tuttle, 1973).

1 Explain what kinds of broad cultural differences we are
likely to find between the Japanese and the British.

2 What impression do you think the Scottish engineer
made on the Japanese executives?

3 What steps could the Scottish firm have taken to
avoid this kind of mistake?

4 How easy is it to do a simple cost-benefit analysis on
investments into improved cultural awareness
among employees?



 Source: Rugman & Collison, International Business, 5th edn., p. 154
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