
Multiple files are bound together in this PDF Package.

Adobe recommends using Adobe Reader or Adobe Acrobat version 8 or later to work with 
documents contained within a PDF Package. By updating to the latest version, you’ll enjoy 
the following benefits:  

•  Efficient, integrated PDF viewing 

•  Easy printing 

•  Quick searches 

Don’t have the latest version of Adobe Reader?  

Click here to download the latest version of Adobe Reader

If you already have Adobe Reader 8, 
click a file in this PDF Package to view it.

http://www.adobe.com/products/acrobat/readstep2.html




1 
Business Communication –Cultural Dimensions Comparison 


 


     
 
Comparison of United States cultural dimensions to Western European Cultural Dimensions. 
 
 


     
 
Comparison of United States cultural dimensions to Middle Eastern Cultural Dimensions. 
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Comparison of United States cultural dimensions to Latin American Cultural Dimensions. 
 
 


    
 
Comparison of the United States cultural dimensions to Asian Cultural Dimensions. 













Business Communication-Hofstede’s Cultural Dimensions Defined 


For those who work in international business, it is sometimes amazing how different people in 
other cultures behave. We tend to have a human instinct that 'deep inside' all people are the same 
- but they are not. Therefore, if we go into another country and make decisions based on how we 
operate in our own home country - the chances are we'll make some very bad decisions. 
 
Geert Hofstede's research gives us insights into other cultures so that we can be more effective 
when interacting with people in other countries. If understood and applied properly, this 
information should reduce your level of frustration, anxiety, and concern. But most important, an 
understanding of Cultural Dimensions will give you the 'edge of understanding' which translates 
to more successful results. 
 
One example of cultural differences in business is between Middle Eastern countries and 
Western countries, especially the United States.  
 
When negotiating in Western countries, the objective is to work toward a target of mutual 
understanding and agreement and 'shake-hands' when that agreement is reached - a cultural 
signal of the end of negotiations and the start of 'working together'.  
 
In Middle Eastern countries much negotiation takes place leading into the 'agreement', signified 
by shaking hands. However, the deal is not complete in the Middle Eastern culture. In fact, it is a 
cultural sign that 'serious' negotiations are just beginning. 
 
Imagine the problems this creates when each party in a negotiation is operating under 
diametrically opposed 'rules and conventions.'  
 
This is just one example why it is critical to understand other cultures you may be doing business 
with - whether on a vacation in a foreign country, or negotiating a multi-million dollar deal for 
your company. 
 
The five cultural dimensions 
 
Power Distance Index (PDI) that is the extent to which the less powerful members of 
organizations and institutions (like the family) accept and expect that power is distributed 
unequally. This represents inequality (more versus less), but defined from below, not from 
above. It suggests that a society's level of inequality is endorsed by the followers as much as by 
the leaders. Power and inequality, of course, are extremely fundamental facts of any society and 
anybody with some international experience will be aware that 'all societies are unequal, but 
some are more unequal than others'. 
 
Individualism (IDV) on the one side versus its opposite, collectivism, that is the degree to 
which individuals are integrated into groups. On the individualist side we find societies in which 
the ties between individuals are loose: everyone is expected to look after him/herself and his/her 
immediate family. On the collectivist side, we find societies in which people from birth onwards 
are integrated into strong, cohesive in-groups, often extended families (with uncles, aunts and 
grandparents) which continue protecting them in exchange for unquestioning loyalty. The word 
'collectivism' in this sense has no political meaning: it refers to the group, not to the state. Again, 
the issue addressed by this dimension is an extremely fundamental one, regarding all societies in 
the world.  
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Business Communication-Hofstede’s Cultural Dimensions Defined 
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Masculinity (MAS) versus its opposite, femininity, refers to the distribution of roles between the 
genders which is another fundamental issue for any society to which a range of solutions are 
found. The IBM studies revealed that (a) women's values differ less among societies than men's 
values; (b) men's values from one country to another contain a dimension from very assertive 
and competitive and maximally different from women's values on the one side, to modest and 
caring and similar to women's values on the other. The assertive pole has been called 'masculine' 
and the modest, caring pole 'feminine'. The women in feminine countries have the same modest, 
caring values as the men; in the masculine countries they are somewhat assertive and 
competitive, but not as much as the men, so that these countries show a gap between men's 
values and women's values.  
 
Uncertainty Avoidance Index (UAI) deals with a society's tolerance for uncertainty and 
ambiguity; it ultimately refers to man's search for Truth. It indicates to what extent a culture 
programs its members to feel either uncomfortable or comfortable in unstructured situations. 
Unstructured situations are novel, unknown, surprising, and different from usual. Uncertainty 
avoiding cultures try to minimize the possibility of such situations by strict laws and rules, safety 
and security measures, and on the philosophical and religious level by a belief in absolute Truth; 
'there can only be one Truth and we have it'. People in uncertainty avoiding countries are also 
more emotional, and motivated by inner nervous energy. The opposite type, uncertainty 
accepting cultures, are more tolerant of opinions different from what they are used to; they try to 
have as few rules as possible, and on the philosophical and religious level they are relativist and 
allow many currents to flow side by side. People within these cultures are more phlegmatic and 
contemplative, and not expected by their environment to express emotions. 
 
Long-Term Orientation (LTO) versus short-term orientation: this fifth dimension was found in 
a study among students in 23 countries around the world, using a questionnaire designed by 
Chinese scholars. It can be said to deal with Virtue regardless of Truth. Values associated with 
Long Term Orientation are thrift and perseverance; values associated with Short Term 
Orientation are respect for tradition, fulfilling social obligations, and protecting one's 'face'. Both 
the positively and the negatively rated values of this dimension are found in the teachings of 
Confucius, the most influential Chinese philosopher who lived around 500 B.C.; however, the 
dimension also applies to countries without a Confucian heritage. 
 
Activity: 
 
Using the definitions above and the Cultural Dimensions comparison charts, evaluate the four 
nations of your assigned group and identify the areas that are the most and the least like the U.S. 
Once this is complete, write a brief message you would give to an associate going to each of the 
countries listed in your group. The message should address what areas the associate should focus 
on to maximize similarities as well as areas of difference the associate should be aware of. Be 
prepared to share your results with the class. 








Business Communication 
Mediated Message-Culture 


 
The purpose of this activity is to help you assess your own intercultural communication 
competency. Think of a time when you have been in a situation where you had to interact over a 
mediated channel with people you perceived as culturally different from you. Individually, 
answer the following questions and prepare a response to share with the class. Keep your 
answers brief but thorough enough to aid you in the class discussion. 
 
1) Define the situation and the mediated channel. Was the difference based on race (ethnicity), 


socio-economics, education, age, religion, etc.? 
  
 
 
 
 
2) How did you feel? 
 
 
 
 
 
3) How did your emotions, attitudes, and/or lack of knowledge affect your communication? 
 
 
 
 
 
 
4) What were the outcomes of the interaction? 
 
 
 
 
 
5) Do you think the outcomes of the interaction would be different if you had the same 


experiences now, after taking this class? How? 
 
 


For more information go to www.newmaneducation.com 
 








Business Communication-Fun Facts about Ten nations 


Negotiations with Russians often involve flared tempers. During negotiations and meetings, 
temper tantrums and walkouts often occur. After the break up of the old Soviet Union, fifteen 
new independent states emerged. This number, however, is ever changing as boundaries are 
continually being modified. 
 
The French are very aware of their presence, and are extremely proud of their heritage. They 
boast of their long history and their important roles in world affairs, as well as being known as a 
world center for culture. 
 
Germany went through a unification process, bringing the East and the West together. Although 
there still continues to be sensitivities between the two regions, the integration both economically 
and technologically is moving forward. 
 
In China, the tradition of digging up "dragon bones" (tortoise and cattle bones) has long been a 
part of Chinese culture. These bones are often used to predict the future. The bones are inscribed 
with questions then heated to reveal the answers. The tradition dates back as far as the Bronze 
Age (around 2100 BC during the Xia dynasty).  
 
In business dealing with Westerners, the Chinese in Hong Kong often choose a nickname. Don’t 
be surprised if during your business dealing with the Chinese they ask to consult with a fengshui 
man (a geomacer). A fengshui man may be brought in determine good luck dates or the proper 
special arrangement for a building or office. This individual's opinion should be observed.  
 
If you are not a Muslim, you may not enter Saudi Arabia without an invitation and you may not 
leave without an exit permit. Visitors to Saudi Arabia are subject to the same rigorous Islamic 
law as Saudis. It is not uncommon for Westerners to be imprisoned for possessing illegal 
substances such as alcohol, pornography, pork or narcotics. Thieves still have their hands 
amputated and capital crimes are punished by public beheadings. 
 
The Japanese tend to be rather direct in their questioning of foreigners. You may be asked 
personal questions such as how much money you earn or how large your house is? 
 
South Africans love success stories and many admire Americans because they believe in what is 
known as the "American Dream." 
 
Argentina is a country of wide-open pampas and ancient forests, in addition to very 
sophisticated cities, such as its capital, Buenos Aires. Buenos Aires, has the largest number of 
Jews in Latin America; they are commonly referred to as los rusos (the Russians) because most 
of the early Jewish settlers emigrated from Czarist Russia. Argentina was the first Latin 
American country to send a contingent to the Middle East during the Persian Gulf War. 
 
When holding business meetings in the United Arab Emirates, some foreign businesspeople 
suggest holding the meeting in the lobby of an international hotel rather than in an office. The 
advantages are that there will be fewer people wandering in and out of the meeting and your 
counterpart’s willingness to come to you demonstrates a true interest. You will also have access 
to refreshments that may be more to your taste. 
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Business Communication 
Internet Translations 


 
In English: 
The spirit is willing, but the body is unable. 
________________________________________________________________________ 
In Traditional Chinese: 
精神是願意的, 但身體無法。 
 
Back to English: 
The spirit is wants, but the body is unable. 
________________________________________________________________________ 
In Japanese: 
精神は喜んでであるが、ボディはない。 
 
Back to English: 
Mind is rejoicing, but there is no body. 
________________________________________________________________________ 
In Russian: 
Дух охотно готов, но тело неспособно. 
 
Back to English: 
The spirit is willing, but not the body. 
________________________________________________________________________ 
In Arabic: 


. الروح راغبة ، ولكن الجسد هو قادر  
 
Back to English: 
Spirit willing, but the body is capable.  
________________________________________________________________________ 
In Spanish: 
El alcohol está dispuesto, pero el cuerpo no puede.  
 
Back to English: 
The alcohol is arranged, but the body cannot.  
________________________________________________________________________ 
In German: 
Der Geist ist bereit, aber der Körper ist nicht imstande. 
 
Back to English: 
The spirit is ready, but the body is not capable.  
________________________________________________________________________ 
In French: 
L'esprit est disposé, mais le corps ne peut pas.  
 
Back to English: 
The spirit is laid out, but the body cannot.  
________________________________________________________________________ 





