Seminar 2
Cultural Frameworks 
Activities 1 Lecture recap (40 min)  

This is a group work competition based activity. 

Hofstede                                                           100 200 300 400

Laurent  and Schwartz's Culture Model           100 200 300 400

Kluckholn and Strodtbek                                  100 200 300 400

Trompenaars                                                    100 200 300 400

A. Hofstede

100. What dimension reflects the nature of time? Long and short term orientation

200. What dimension reflects the degree to which people tolerate risk and unconventional behavior? Uncertainty avoidance

300. Name all the dimensions 

Power distance, uncertainty avoidance, long and short-term orientation, individualism and collectivism, masculinity and femininity? 

400. Apply Hofstede to USA

B. Laurent  and Schwartz's Culture Model

100. True or False. There were only 5 European countries included in the Laurent study. False. 9 European countries

200. Name all Laurent’s dimensions. 

Bypassing the hierarchy

Managerial status in the wider context

The manager as expert vs the manager as facilitator

300. Name all dimensions of Schwartz's Culture Model
Hierarchy vs. Egalitarianism;

Mastery vs. Harmony;

Embeddedness vs. Autonomy

400. Name all European countries that took part in Laurent study. (Switzerland, Germany, Denmark, Sweden, UK, Netherlands, Belgium, Italy and France)

C. Kluckholn and Strodtbek

100. How many dimensions? 6 dimensions

200. alternative options for  the following dimension: What is the conception of space? Public, private and mixed. 

300. Name three  alternative options for  the following dimension: What is the nature of people? (good, evil, a mixture of  good and evil)

400. Name three alternatives options for  the following dimension: What is the person’s relationship to nature? Dominant, in harmony, subjugation

D. Trompenaars

100. How many dimensions are there in his framework? 7 dimensions

200. Define Achievement vs. Ascription

300. Define Universalism vs. Particularism

400. Define Specific vs. Diffuse Relationships

Summarize the activity. Provide examples. Tell why they need the frameworks.  
Activity 2 Discussion on Universalism vs Particularism (20 min)

 You are a professional journalist who writes a restaurant review column for a major newspaper. A close friend of yours has invested all her savings in her new restaurant. You have dined there and think the restaurant is not much good. Does your friend have some right to expect you to "hedge" your review or does your friend have no right to expect this at all?  

1. Provide your individual answer: 

___ Yes, she has some right to expect this. 

___ No, she has no right to expect this. 

2. Form a group of 3-4 persons. Discuss this issue as a group and reach a group consensus on this question. 

3. Explain (a) your individual answer, (b) the group's answer. How do these answers reflect the values of yourself, your group, and your culture?  

Since this scenario was the basis for a class exercise in which students could discuss their individual answers, reach a group consensus, and reflect on how the results may be a product of their culture and draw some conclusions about the cultural self-awareness 

of the students 

Actually this activity was conducted by a group of scholars based on Trompenaars and Hampden-Turner scenario to assess universalism vs particularism. In their study Subjects in the current study were 130 American university students enrolled in an Organizational Behavior class and 42 Turkish university students enrolled in an English language class. Both American and Turkish classes had roughly equal numbers of men and women, and both were predominantly traditional students in their late teens and early twenties. And the results of their study is given below 

 Turkish Students                                                     American students 

Universalist 34 (81%)                                             85 (65%)

Particularist 8 (19%)                                               45 (35%)     

Total 42                                                                   130

As seen in the table, 34 of the 42 Turkish students (81%) responded in a universalistic manner (choosing not to “hedge” the restaurant review for a friend), while only 45 of the 130 American students (35%) responded this way. Conversely, 65% of the American students, but only 19% of the Turkish students, responded in a particularistic manner. 

At the end of the activity 
count ‘Yes’ and ‘No’ answers and draw class culture as it was done in above study.   

Activity 3 Locus of control according to Trompenaar (30 min)

                Video lecture by Trompenaars 

1. The video will be demonstrated (about 6 min) for students’ understanding the notion. Then they are required to find out their CW countries’ attitude to the environment. The students are allowed to use all of their devices for searching information.  After they find the information the students re asked to work in groups and agree to present one culture/country and explain the reason for this particular culture’s locus of control. F.ex: US managers strongly feel that they are masters of their own fate, because US is considered strongly individualistic and masculine societies. American people are profit oriented and etc. 

2. We might show Trompenaars video lecture to review the lecture

Activity 4 Case study (30 min)  

Students read case study “ Doing business with Indonesia” (Deresky, p. 126) and answer questions.

Homework: Readings uploaded on intranet

Activity 3 Role play (50 min)  reserve activity

District Manager and Sales Representatives Role-Play

Purpose: To understand and apply Hofstede’s cultural constraints. 

Group Size: 4–8 per group. 

Time Required: Approximately 50 minutes. 

Preparation Optional: Review Hofstede’s  

Part 1: District Manager Role-Plays

You are a district manager at PW Inc., an international manufacturer of premium widgets. You oversee sales representatives who receive a standard 25% commission for every sale, in addition to their base salary of $15,000. Last year, the average salary ranged from $18,000 to $100,000. Unfortunately, overall sales and employee motivation were down last year at PW Inc. Your task is to meet with a group of sales representatives and try to resolve these issues by designing a new incentive plan. Take notes of your experiences so that you will be able to recall the progress and challenges that you face. Your task is to identify and analyse cultural characteristics of the sales representatives. 

Part 2: Sales Representatives Role-Plays 

GROUP 1 

You are a sales representative at PW Inc. You sell Premium Widgets and receive a standard 25% commission for every sale, in addition to your base salary of $15,000. Last year, sales reps averaged between $18,000 and $100,000 in total compensation. Unfortunately, overall sales and employee motivation were down last year at PW Inc. 

Your task is to create an incentive plan with your coworkers and district manager to resolve these issues. However, each of you will be adopting specific characteristics that will govern your behavior in the group. Remember to stay “in character” through out the entire exercise. Each member in your group is going to behave the same way, according to the following characteristics: 

High Power Distance

: You are comfortable deferring to your boss on important matters. You respect authority and look to management to guide your actions. You value proper etiquette and social norms of politeness. 

High Uncertainty Avoidance

: You are uncomfortable with ambiguity, prefer low-risk activities, and hesitate to make major changes. You prefer the status quo and are skeptical of new policies, unless they are highly detailed and structured. You need to know that there is no risk involved before you will agree to a change  

GROUP 2 

You are a sales representative at PW Inc. You sell Premium Widgets and receive a standard 25% commission for every sale, in addition to your base salary of $15,000. Last year, sales reps averaged between $18,000 and $100,000 in total compensation. Unfortunately, overall sales and employee motivation were down last year at PW Inc. 

Your task is to create an incentive plan with your coworkers and district manager to resolve these issues. However, each of you will be adopting specific characteristics that will govern your behavior in the group. Remember to stay “in character” through out the entire exercise. Each member in your group is going to behave the same way, according to the following characteristics:  

Long-Term Orientation

: You are more inclined to save resources and be thrifty. You are 

also more likely to persist. You are aware of how present actions will affect the future of the company. 

Collectivist

: Your perspective of the world is one of inclusiveness. You prefer to be an active member of group. You are concerned with how the group is affected by any actions taken by the company. No individual’s needs are more important than the needs of the whole. 

Femininity

: You are more concerned with tender values and humility than with aggressive or competitive activities. You value quality of life, service, care for the less fortunate, and solidarity. It is important to you to have quality personal relationships. You are sensitive to and concerned with how your actions will affect others. 

GROUP 3 

You are a sales representative at PW Inc. You sell Premium Widgets and receive a stan-

dard 25% commission for every sale, in addition to your base salary of $15,000. Last year, sales reps averaged between $18,000 and $100,000 in total compensation. Unfortunately, overall sales and employee motivation were down last year at PW Inc. 

Your task is to create an incentive plan with your coworkers and district manager to resolve these issues. However, each of you will be adopting specific characteristics that will govern your behavior in the group. Remember to stay “in character” through out the entire exercise. Each member in your group is going to behave the same way, according to the following characteristics: 

Individualistic

: You prefer to act independent of others and rarely consider the group’s needs. Priority is given to your own needs and you are relentless in your pursuit of whatever is best for you. Actions that may be detrimental to the group are inconsequential if they can benefit you in some manner. 

Masculinity

: You value assertiveness, performance, and success. Competition is an accepted and valued part of the work environment. It is vital to be resilient and never appear weak with others in your interpersonal relationships. 

Low Power Distance

: You believe everyone should have equal input in decision making, regardless of position-based power. You will challenge management and be firm in your convictions.  

GROUP 4 

You are a sales representative at PW Inc. You sell Premium Widgets and receive a standard 25% commission for every sale, in addition to your base salary of $15,000. Last year, sales reps averaged between $18,000 and $100,000 in total compensation. Unfortunately, overall sales and employee motivation were down last year at PW Inc. 

Your task is to create an incentive plan with your coworkers and district manager to resolve these issues. However, each of you will be adopting specific charactertics that will govern your behavior in the group. Remember to stay “in character” throughout the entire exercise. Each member in your group is going to behave the same way, according to the following characteristics: 

Short-Term Orientation

: You seek immediate gratification. You are more concerned with developing a plan that will work today than considering hypothetical circumstances associated with long-range planning. You are impatient with long-term strategies. 

Low Uncertainty Avoidance

: You are open to taking risks, valuing creativity and innovation in the workplace. From your perspective, change provides opportunity for growth. 

It is up to tutor’s choice to divide the group into 2 or 4 groups.  

At the end, it is recommended to revise Hofstede’s dimensions one more time and check students’ understanding
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