4]

EPREFS LA

RE®BE « Lff(Frederick O. Marsh) &




S EIEE L EHER A/ B FE g T &

An Introduction to International Business Etiquette

Frederick O. Marsh

EUNEEF KON

HE-LLL - B F

(&) T X B ihiit
T -




MBI H B R
EHBEAKE (CIP) HiiE

[# Br 7 % #L{X A1 = An introduction to international business etiqutte/ = ff
(Marsh, F. 0.) 2. — M. kxR, 2014.6

(ZEFOEL RSB/ S E %5 T EH)

ISBN 978 -7 =306 —04924 -7

I. OF- 1. @5 . OMEEREF—FHAL—m FEBE—H —3 3
V. @OF718

A B R CIP 8% (2014) %5 114661 5

Based on Social Kissing, Gifts and Bribes: How to Get On with People Worldwide by
Frederick Marsh, published by Pen Press (2009) and republished by Authors Online
Ltd (2010). Copyright © 2009 by Friderick Marsh, ISBN 978 —1 -=906701 -89 —7.

MR A: %

R REB B

WAL G SRS

Bt §

PAEREXT : B2 4R

ARSI

HIRRAAT ;P LR Y R

i2) i dRiEE 020 -84111996, 84113349, 84111997, 84110779
RATH 020 —84111998, 84111981, 84111160

#oo Ak JTMTITHCHETGRE 135 5

Mg 4. 510275 & H.: 020 - 84036565

% Hil:: http://www. zsup. com. cn E-mail ; zdchs@ mail. sysu. edu. en

B W) e 7N SR ORED R A PR 7

i k. 787mm x960mm 1716  12.5 Epgk 273 T

RRUCENYC: 2014 4F 6 FASE 1 L 2014 45 6 A% 1 WENR)

Ef ¥ 1 ~4000 i E ffr: 30.00 JT

MERALEENRKFBYWPE, 5 HRHRITERE R A%



FERBZVERRIBMRES

BEH TAH (PLRKFE)
wm E &

FRE (ZRIKS)

S| 2A (AXZBXF)
REA (RESBEXRTF)
WL (REISEERF)
EEZT (REMEKS)
FoR (ToaAHFR)
NAF (BdKF)

M fa (i KF)

F K (BARFERFE)
wE¥ (BINTKXF)

R (Hdm T ER)
FIR (ZHFERF)
R CZHFREF)
HiE (JFHRF)

T K (BhXP)

KA (JTAMEZKE)
BEH (S HRIMHEITRRF)
e (S RIMESMTXF)
e CGRINKF)

ks (RINKF)



For Muriel



Nepali Proverb
In the land of the blind, close your eyes,

in the land of the lame, walk with a limp.

Corresponding English Proverb
When thou art at Rome,
do as they do at Rome.
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Introduction

Who is this book for? It is intended for many different readers. For busy executives
and officials with limited time to prepare for visiting foreign countries. For tourists and
students to help them to better understand the customs and way of life of people in
foreign countries. For those who have either direct or indirect contact with people in
other countries, which include those responsible for hosting foreign visitors, design
products for export and are responsible for marketing products and services in foreign
markets.

There are still many people who think that their good home-bred manners will be
universally understood. In our own country we know the language, codes of behaviour
and social customs, but once abroad we are immediately faced with unfamiliar
situations. Even speaking the foreign language of a country combined with abundant
goodwill will not alone guarantee a successful relationship.

People from other countries often have very different cultural backgrounds. It is
hoped that this book will provide a useful chart for negotiating the minefield of cultural
differences.

How is this book to be read? Each subject is treated as an independent chapter and
alphabetically arranged, so that one can dip into the book at any point. Many chapters
are cross-referenced.

Even ordinary actions such as speaking on the telephone, making an appointment,
greeting people, making gestures, or standing apart or close when in conversation can
be misunderstood. Executives should be aware that their management style may be
inappropriate in another country, having not only a negative effect but even causing
offence.

During a conversation or at meetings we may sense that things are not going well,
that our message does not seem to be understood and that a misunderstanding has
occurred, but we cannot understand why. During a discussion we feel that our
assumptions are not being confirmed, or simply that we do not receive the feedback we
are anticipating. This may well be due to cultural factors not known to us, this will be
the time to pause, and a different style or approach may be called for.

Gestures of friendship too, can be misunderstood. We may be touching when we
shouldn’t be. Even what may seem to us a typical gesture, such as nodding our head in

affirmation or shaking our head to indicate a negative response, may be misinterpreted

I



[EhsrG 55 ALILAT]

in some countries. We may be offering gifts to communicate pleasure that are perceived
by the recipient to be linked with sorrow.

The way other people work, communicate, negotiate, arrive at decisions, eat and
drink, socialise and make friends in other countries, are often very different from those
with which we are familiar. Our actions and their reactions may lead to embarrassment
to either or both parties. Our actions can lead to failure of a mission, to lost business or
even cancelled contracts.

To be able to communicate successfully with a person from another country or
culture it is essential to focus one’s antennae and in particular fine-tune those of one’s
senses which are in command of sight and sound.

Some time ago a university invited me to give a light hearted after-dinner speech
which was to deal with the kind of pitfalls executives might encounter when visiting a
foreign country. By that time I had visited some 80 countries and I described my
experiences and one of the many faux pas I had committed. T told them that during a
lecture at an institute in a West African country I had spoken about the nature of
culture, and suggested that one could compare it with an iceberg. I went on to say that
to most people only a very small part of culture is visible. This visible part of which they
are almost always aware included food, cooking, dress, fine arts, literature, games,
folk dancing and popular music. The invisible part of which most people are not
consciously aware included eye contact, body language, roles in relation to status by
age, sex and class, patterns of superior/subordinate relations, relationship to animals,
and many, many others. My reason for suggesting that the nature of culture is like an
iceberg was that, only one tenth is visible and the major part is out of sight below the
surface. | showed a picture of an iceberg. I then noticed that the message did not get
through and something was wrong. It was soon made clear to me that the cause of this
was the iceberg metaphor. In West Africa people are not aware of icebergs. If one
wishes to illustrate that a very small part of something is visible and the major part
invisible one has to use a more familiar concept, in this case a hippopotamus. An
imagine of a hippo in water shows that only a part of its skull, its eyes, ears and nostril
are visible, while most of its body is submerged.

Since then I have read many books on the subject of cross-cultural relations and
discussed my experiences with many fellow business travellers, officials and tourists,
often while waiting in airport lounges and on long intercontinental flights. These
conversations showed that although there is a wealth of published information, it is not
generally available in a compact, readable and entertaining format which then led me to
write this book.

I have also learned that while it is neither easy nor practical to learn the language

of each and every country one visits, nevertheless it is always possible to learn to say
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Introduction

‘thank you’ in other languages. The ability just to say ‘thank you’ has always stood
me in good stead.

Experienced travellers suggest that factors leading to any successful cross-cultural
relationship are tolerance, flexibility and co-operation. In this context I am sometimes
asked whether there is one, just one single piece of advice as to what one can do when
one realises that one has made a minor or even a monumental blunder. My suggestion is
to smile sweetly, but not to let this smile develop into an idiotic grin. It may be a
simplistic answer but it has got me out of many a tight corner. Throughout this book I
have endeavoured to use gender-neutral words like business executive. However where |

have used the word man, it also includes woman, as do the pronouns — he or his.
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Achievements 1

Achievements

In order to recognise and evaluate effectively manifestations of personal
achievement in another country, it is necessary to know and recognise status symbols in
one’s own country.

There are numerous different manifestations and indicators of achievement. In
many Western culture countries visible indicators include location within an office block
of the office of the person one is visiling, the presence of a personal assistant or
secretary, the size of the office, office furniture and embellishments. Even size of office
desk may be an indicator of achievement and status. Other indicators might include
manner of speech and personal appearance including clothing and accessories. Some
other pointers may only become apparent during subsequent conversation, such as
pursuit of sports as well as other social interests, type of car owned and membership of
clubs.

In some societies achievement through one’s own effort is valued more highly than
ostensible achievement due to family reputation or patronage.

It is important to be aware that in other countries and among other social classes
very different norms apply and therefore to use one’s own culture norms as a standard
may result in quite misleading perceptions.

Also read

® Links and connections
® Sense of time
® Status symbols

® Verbal and visual presentations



