What do you know? How culturally aware are you?
Tutor Notes

Introduction

The business world is becoming more and more global. Every country accommodates international and multinational companies nowadays. More and more, we have to do business with people from different cultures, whether overseas or in our own country.
It is important in business to be sensitive to the cultures of others, or you might lose business.

Objectives:
· To heighten awareness of working with differing ‘cultures’ 

· To analyse the skills needed to work in a group
Small Group Task
Hand out individual copies of the task sheet and give the following instructions:
On the following sheets you will find a question relating to how you may deal with a person from another culture. What will you do?

On your own read each of the questions and select your preferred answer

In small groups discuss your answers and try to come up with a group decision. Consider in particular the following:

What cultures did you have the most problem with?

Which cultures seem to be the most different to your own culture?
You will then be given a score sheet: score your individual and group answers

Discuss the answers with each other

Whole group feedback, what have we learned from this task?

Individual Reflection

Consider the task and write a personal reflection. Think about:

How well did you perform in the individual task? 

Did you expect to perform better?
 
As a member of the group did you perform better?

What have you learned from this?

How culturally aware do you feel?

What more do you need to know?

Task Sheet

The British Client
You meet a new British client for a business lunch. The client starts talking about the weather. You say:

a) Let’s get straight to business
b) I’m not interested in the weather
c) I hear it rains a lot in the UK

My answer
Group answer
Reason
The American Client
You have an important appointment to meet a new client, who is American. You decide to arrive

a) 10 mins early if possible
b) exactly on time
c) at least 10 mins late

My answer

Group answer

Reason
A Japanese Colleague

At a conference, a Japanese person offers you their business card. You

a) take it with one hand and put it in your pocket
b) take it in two hands and read the name carefully
c) take it in one hand while giving them your card with the other hand
My answer

Group answer

Reason
Working in Thailand

You are in Thailand and drop a coin and it starts running away. You

a) step on the coin to stop it
b) leave the coin on the floor
c) wait for the coin to stop and pick it up

My answer
Group answer
Reason
In the Middle East
A Middle Eastern business person invites you to sit with them for a coffee. You

a) sit, cross your legs, lift your foot and try to relax
b) agree to a quick coffee and sit with both feet on the floor
c) say you are too busy

My answer

Group answer
Reason
The Russian Perspective
You are hoping some Russian people will sign a contract you are offering them. They offer you a glass of vodka in the business meeting. You

a) toast them and drink it quickly
b) say you don’t drink
c) refuse to drink
My answer

Group answer
Reason
Score Sheet
Scores-for each question give yourself the following scores
	The British Client

a) 2  b) 1  c) 3 
	The American Client

a) 3, b) 2 c) 1
	A Japanese Colleague

a) 1 b) 3 c) 2  


	Working in Thailand 

a) 1  b) 2 c) 3
	In the Middle East

a) 1 b) 3 c) 2
	The Russian Perspective

a) 3 b) 2 c) 1



	Now add up your total number of points and see how you performed below:
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	15-18 points: Very good. You won’t upset people from other cultures in the example situations. But what about the situations in the rest of this lesson?
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	10-14 points: Good. You will do well in most situations with people from other cultures. However, you need to be careful in one or two types of situation.
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	6-9 points: OK. You need to be more careful when dealing with people from other cultures. If you are not more careful, they might think you are rude.


Answer Sheet
The British Client
a) Let’s get straight to business – this is a bit direct and aggressive. The context of a business lunch is supposed to mix business with pleasure.
b) I’m not interested in the weather – this is a bit rude and stops the conversation. It would have a negative effect on any lunch partner.
c) I hear it rains a lot in the UK – this is a natural extension of the conversation.
The American Client
a) 10 minutes early if possible – this gives you time to relax before the meeting. An American client will also like to see that you are prepared to spend time waiting for them
b) exactly on time – this is okay, but you might be flustered when you arrive
c) at least 10 minutes late – this is rude. Time is money in business and you must not waste your client’s time
A Japanese Colleague
a) take it with one hand and put it in your pocket – this is casual and rude. The Japanese business person will expect you to respect their name by treating the business card as important.
b) take it in two hands and read the name carefully – correct behaviour in Japan
c) take it in one hand while giving them your card with the other hand – a bit difficult to manage properly and not what the Japanese person will expect
Working in Thailand
a) step on the coin to stop it – very rude. In Thailand, coins have the King’s head on them.
b) leave the coin on the floor – rude. In Asia, money is lucky and important. You must show respect to coins.
c) wait for the coin to stop and pick it up – correct behaviour
In the Middle East
a) sit, cross your legs, lift your foot and try to relax – showing your foot is rude in the Middle East
b) agree to a quick coffee and sit with both feet on the floor – polite behaviour
c) say you are too busy – a wasted opportunity. In the Middle East, the personal and professional are commonly mixed

The Russian Perspective
a) toast them and drink it quickly – expected behaviour, since in Eastern Europe, a drink often ‘seals a deal’.
b) say you don’t drink – this is sometimes seen as weakness. Also, it can look like you are refusing to treat the client as a respected friend.
c) refuse to drink – this is rude if you don’t try to explain why you will not drink
Adapted from http://www.learnenglish.org.uk/profsLessons/Block4/5lifestyle_cultural_awareness.html


