
Chapter 6

HANDOUT

Qu i z : How E f f ec t i v e A re You in Work i ng w i th
Peop l e f r om Othe r Cu l t u r e s?

Are the following statements true or false? Check the correct answer.

1. When meeting an Arab family from Kuwait, make sure to shake hands
with both men and women.

___ True ___ False

2. When a Japanese businessman hands you his business card, make sure
to accept it with your left hand and put it carefully in your pocket.

___ True ____ False

3. When negotiating with a Saudi businessman, make sure to get to the

business issue quickly since wasting time in personal matters is consid-
ered an insult to the Saudis.

___ True ____ False

4. It was a good sign of friendship when President Reagan sent the Bible

as a gift to the leaders of Iran.

___ True ____ False

5. Most business people in the Middle East start their negotiation with as
high a price as double what they are willing to settle for.

___ True ___ False

6. American business persons do not like detailed written contracts.

___ True ___ False

7. All Arabs are Muslims.

___ True ___ False

(Continued )
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(Continued)

8. When a Japanese businessman responds to your proposal with a “Yes”
and a smile, it means that the deal is sealed.

___ True ___ False

9. When Saudis wash their feet in the sink of a public restroom, it means

that they have had a tough trip in the desert and want to get the dust
off their feet.

___ True ___ False

10. When you negotiate with Chinese and they show great humility and

deference to you, it means they are receptive to your proposal and
will accept it easily.

___True ___False
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ANSWERS

1. False: Many Muslims don’t want men who are strangers to touch
the hands, or any other part, of a Muslim woman. Do not extend your

hand to a Muslim woman — just nod your head. If she extends her
hand to you, then of course you may shake it.

2. False: Japanese give great importance to business cards. It will be a
good gesture to receive the card with both hands, look at it, and com-

ment on how impressive it is and how honored you are to receive it.
Then put it in your folder or briefcase, or put it slowly in your pocket.

3. False: Saudis do not like to quickly delve into business. They prefer to

spend time getting to know you, the person they will be dealing with.
They might want to meet in a restaurant or even at home before mak-
ing a business deal. Relationships, not the details of the business deal,

are everything to them.

4. False: Sending a gift is okay, but sending the Bible to Muslim leaders is
not a good idea. Muslims believe that the modern Bible is a distortion

of the one given by Allah through Jesus, whom Muslims honor as a
prophet. Reagan’s top aides were clearly blind to cultural differences.

5. True: Arabs and others in the Middle East enjoy the process of bar-

gaining and will expect others to start with a high price and then go
down. Most stores and street vendors in Arab countries are willing to
slash their first price in half to get you to buy; even in doing this, they

will still be ahead.

6. False: Americans care a lot about written contracts.

7. False: The majority of Arabs are Muslims, yet there are also Christian
Arabs and Arab Jews, among other religions.

8. False: Traditional cultures are known to give a “Yes” response out of
politeness. You should be attentive to other aspects such as body

language.

(Continued )
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(Continued)

9. False: Saudis, like all Muslims, are required to wash before performing
their prayers.

10. False: These are signs of politeness instilled by the Chinese culture.
Agreeing to your terms is another matter (and an agreement may be

tough to get).
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HANDOUT

Schwa r t z ’ s Ba s i c Human Va lue s 4

• Self-direction: Independent thought and action; choosing, creating,
exploring

• Stimulation: Excitement, novelty, and challenge in life

• Hedonism: Pleasure and sensuous gratification for oneself

• Achievement: Personal success through demonstrating competence
according to social standards

• Power: Social status and prestige; control or dominance over people
and resources

• Security: Safety, harmony, and stability of society, relationships, and self

• Conformity: Restraint of actions, inclinations, and impulses likely to

upset or harm others and violate social expectations or norms

• Tradition: Respect, commitment, and acceptance of the customs and
ideas that traditional culture or religion provide an individual

• Benevolence: Preserving and enhancing the welfare of those with
whom one is infrequent personal contact (one’s “in-group”)

• Universalism: Understanding, appreciation, tolerance, and protection of

the welfare of all people and for nature

(Continued )

4. Source: Based on content in Schwartz (2012, pp. 5�7).
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(Continued)

At the direction of the workshop leader, prioritize your values from 1 (highest
or most important) to 10 (lowest or least important) for each area of your life.

Value Work:
Today

Work:
Five
Years

Personal World

Self-direction

Stimulation

Hedonism

Achievement

Power

Security

Conformity

Tradition

Benevolence

Universalism

(Continued )
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(Continued)

Exe r c i s e Ques t i on s

• Briefly reflect on your current work environment. Picture yourself inter-

acting with your peers, leaders, and subordinates. Ask yourself, What
basic human values are primary in my professional life? Prioritize the
basic human values list from 1 (lowest) to 10 (highest) according to this

reflection.

• Create a picture in your mind of where you see yourself in five years.
Ask yourself, What values do I need to use to be the professional in my

five-year picture? Prioritize the basic human values from 1 (lowest) to
10 (highest) according to this reflection.

• Reflect on your personal life, including, home, family, social activities,
and community. Create a picture of yourself in this environment. Ask

yourself, What values do I hold in my personal life? Once again, priori-
tize the basic human values from 1 (lowest) to 10 (highest) according to

this reflection.

• Create a picture in your mind of how you want the world to be. What
values does this world hold? Prioritize the basic human values from

1 (lowest) to 10 (highest) according to this reflection.

• Look at the worksheet of comparative values. How do you explain the

differences, the similarities? Where do you need to have compassion,
or empathy, for yourself? For other people?

• Now examine the wheel of relationships between values. Where do you

see similarities in the priorities of values? Where do you see conflicts?

• Break the participants into groups of two or three people and ask them
to share this experience and their observations.

• Bring them back together as a large workshop group to share observa-
tions, culling out patterns, similarities, and differences.

(Continued )
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(Continued)

Openness to

Change

Relationships between Basic Human Values

Self-

Enhancement

Organized by motivational

similarities and dissimilarities

Conservation

Self-

Transcendence

Self-

Direction
Creativity,
Freedom

Universalism
Social Justice,

Equality

Benevolence
Helpfulness

Conformity
Obedience

Tradition
Humility

Devoutness

Security
Social Order

Power
Authority,
Wealth

Achievement
Success,
Ambition

Hedonism
Pleasure

Stimulation
Exciting Life

Exhibit 6.3: Theoretical Model of Relations Among 10 Motivational Types
of Values. Source: Schwartz, S. H. (2012). An overview of the Schwartz

theory of basic values. Online Readings in Psychology and Culture,
2(1), 9. Retrieved from http://dx.doi.org/10.9707/2307-0919.1116.

Used with permission.
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HANDOUT

Handou t fo r the Red Group

Read the instructions below and fully play your role as described, even if you

feel a bit uncomfortable acting in a way that may not feel natural to you. The
value of the activity depends on how faithfully you exhibit the communication

styles described:

• Initiate a conversation with a person from the brown group.

• Use a strong handshake. Smile and laugh loudly. Look the other person

in the eye. Be very open and uninhibited in your body movement.

• Strongly express your individuality verbally and nonverbally, in words
and body language. Be assertive. Wink from time to time during your
conversation.

• Move quickly back and forth, or even dance to express your joy.

• Loudly ask questions designed to help you understand the other per-

son’s position on issues of individual freedom, gender, liberation,
women’s rights, democracy, wars, and the like. Ask your partner to get

to the point quickly.

• Show interest in solving the other person’s problems: show how much
you know. Use technical terms like web search engines, CMS, LMS, or
others you know.
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HANDOUT

Handou t fo r the B rown Group

Read the instructions below and fully play your role as described, even if you

feel a bit uncomfortable acting in a way that may not feel natural to you. The
value of the activity depends on how faithfully you exhibit the communication

styles described:

• Don’t initiate conversation with people of the other group.

• If you are a woman, respond to a handshake very reluctantly, and do it

very softly. If you are a man, offer a polite but unenthusiastic handshake.

• Avoid eye contact. Look somewhere else when talking.

• Be very reserved. Don’t smile broadly or laugh loudly. Don’t discuss per-

sonal or sensitive issues. Don’t reveal too much about your opinions.
Don’t ask questions.

• In a detailed, elaborate, and indirect style, talk about your feelings, your

appreciation of relationships, collaboration, and peace in the world.

• Discuss movies such as My Big Fat Greek Wedding, or other family or
romantic movies.
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HANDOUT

Handou t fo r the B lue Group

Read the instructions below and fully play your role as described, even if you

feel a bit uncomfortable acting in a way that may not feel natural to you. The
value of the activity depends on how faithfully you exhibit the communication

styles described:

• Initiate a conversation with a person of the green group.

• Stand about six inches closer to your partner than you would normally

do. Try to maintain this distance while talking.

• Use wide and frequent hand gestures when speaking. Speak loudly.
Interrupt the other person frequently. Laugh loudly at your own words.

• Ask a lot of questions, including personal ones, in a loud voice. Demand
clear and specific answers.

• Talk about football, soccer, car racing, basketball, and other sports,

using sports terms, game scores, sports stars, and the like.
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HANDOUT

Handou t fo r the Green Group

Read the instructions below and fully play your role as described, even if you

feel a bit uncomfortable acting in a way that may not feel natural to you. The
value of the activity depends on how faithfully you exhibit the communication

styles described:

• Don’t initiate conversations with others, but respond to theirs.

• Stand about six inches farther away from your partner than you would

normally do. Try to maintain this distance with the other person.

• Speak very softly and do not show emotions. Try not to look the other
person in the eye.

• Make sure to answer questions politely, but do not discuss controversial
topics or show strong opinions on critical issues. Smile to defuse the

situation.

• Talk about your feelings, the day-to-day problems you encounter at
work, your children, balancing work-and-life demands.
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