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Unit 1

X{t.# % Cultural Differences B 1
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Cultural Differences

Section A Listening

73] JC ¥ %238 Pre-listening Vocabulary

|

refer to XRE, R, BHE|

moral n. PR, EEME, HEEN

behavior noliAT B s

determine vt RE, BE, R#

view v. &R, R

unconsciously ad.  KREEH

make the most sense RAEEX, Rt HE, RkER

take the form of RPHy - R

expectation n. | #f, BE, FZ

behave v. XA, Fi

in a given situation 7 45 5 o R

essentially ad. HAE, LR

perspective n.  (HEPFEH) WA, WA, Bi

exist vii FBf, ERELEH, K4, B

counterpart n. - EATWMAY, ®F

motivate vt. AL, Mk (FHEH) H
n B , 97! Hush, then listen!

b |

Culture generally refers to a set of learned knowledge, standards,
values, beliefs, morals, laws, customs, habits, and behaviors shared by



e

individuals and societies that determines how an individual acts, feels,

and views oneself and others.

Often people of a culture unconsciously use their personal cultural
background as a guide for judging the actions of other people. They
think their way of doing things makes the most sense. In the business
world, these habits often take the form of expectations that the other
side will behave in a certain way in a given situation, or that others will
see a particular problem in the same way we do. These expectations and
understandings of the world are quite different among different peoples.
Such differences are called cultural differences.

Since international business is essentially a social activity among
different peoples, it is very important to understand the different
perspectives of the people involved. This understanding should exist
in almost every part of international business. Therefore, when your
counterparts are motivated by a different set of rules, you have to pay
specific attention to what is going on inside their heads, and you need to
understand what motivates their decisions. The businessman who well
understands the cultural differences is usually the winner.

I (748 75?7 GotIt?

(DCulture is a set of learned knowledge, standards, values and so on,
learned after one was born. (True / False)

@Culture determines how one behaves and views oneself and others.
(True / False)

(3People purposely use their cultural background as a guide for judging
the actions of other people. (True / False)
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@Different expectations and understandings of the world make up
cultural differences. (True / False)

(®When your counterparts are motivated by a different set of rules, you

+ should follow their example. (True / False)

Section B Speaking Up

ialoge

- %2 # Background Information

On his way to a family party in €% 8, £ - K XE® 2
America, Mr. Zhou Feng and his #1% £, A% £ 5 %778 %
business partner, Mr. Barry Jenkins, X ### X % 7 7] 2.

talk about cultural differences.

Z: Mr. Zhou Feng A, Ak

B: Mr. Barry Jenkins B, BE - BRWEE

- % M 2} 6 Practical Dialogue

Z: It's very kind of you to invite me to B BEER S B FTER
your family party and to pick me up &, BHXITRBE, A

here. b RRANT

B: It's my pleasure. Besides, my home | & : X R &KayR¥E., T, &
is far away from here. It will cost! R BZILRIZ, o RiLfE
you a lot if you take a taxi. P O RamE, ERFRR

=,



@] mHABTmES

Z: Thank you for your consideration. A

| didn't know you had such a!
beautiful and luxurious car. '

B: Thank you. | bought it only a fewg .

months ago.
Z: How much did you spend on it?

L

WA F AL B E K
05, AERB L EA A
BERE,

Wi, XIUASAWA E
6@0

KX & % VAR

B: Um...Well. .. You know it is hard? E: e, RIGH, ATRRIEK

for me to give a specific answer.

Z: | am very sorry | have unconsciously i /8 :

violated the taboo. In my culture, people |
ask such questions all the time.

B: | understand. But sometimes we§ &

need time to bridge the cultural gap. }
Now ['ll tell you a true story. Dealing §
with a Saudi company, an American |
businessman presented a Saudi}
Arabian client with a muttimillion-
dollar proposal in a pigskin binder. |
You know the result of this deed? !

Z: In Muslim culture anything relatedgkﬂ ;

to pigs is considered a taboo.

B: Yes. As a result, this Americangﬁa:\

company not only lost the deal, but'
was tossed out and blacklisted from |
working with Saudi businesses..

Z: Gee. International dealmakers have to Bl

bow to local traditions and etiquette }
that are subtle and yet potent.

R R — A B 5 R
KIREH, RALERPR
BT, £ARE, AN
T VA ARG )
REM, 12A 0 HAN T Lo
g g A L £, R
oA R FeuF, &M
— £ B HAL T —FN
A&, LEPHE-A
BAKT T EARGRA
IR XS T R
Po Baeii 2R 457
K S il A5 M AR AL
b, LA X6 FHhEA
AR,

AW, BRERERNT
FEBTZEALE, @
BAAAE A REIING 4
LRHEHZLEP,
A, HEXHHLHAR
PR R S SRR
B AL,



X {t# § Cultural Differences %)

M 3 %# F Business Tips

EEFXfP, LEFRIR. KA. X, £8. F
%77 W AR 4 R (Taboos)H 36 % . ﬁﬂ%ﬁ'?«%“&%lﬂ
o, BERMEGRE, A5 “EA” —@AFEEA “old
people” , TR fER “the senior” . ##, H®F, Aflst
FKE, TEFHEA ., BWHEFH A REB S E AT K # B R
SREEELSYTERMA, ARk EHLIE

@ ZMtiF  typical Dialogue

# ¥t # Background Information

Miss Lily Tong and Mr. Young, her ###i/ M5 5B F $ 474 %
colleague from a foreign country, are *£ % it % % 5§ X ft. 2 B #y %
talking about the relationship between % .

management and culture.
T: Miss Lily Tong 2. BFF A
Y: Mr. Young 5. 16k %

% M #f 46 Practical Dialogue

T. Our boss was angry with Kuno, ;1”% ERHAFAMAT, 3
you know, the Japanese sales;  RAFLLEAMERLK,
representative. ;

Y: Why was that? E#ﬁ: E29¥?

T: When our boss asked him whether % HEREMLC20* KA AL
Article No. C20 was sold well in the | THREEMEH, A%
Northeast market, Kuno said ”yes".; R o LEEIAE
As a matter of fact, this product! RS LEAEFA,
was not at all competitive. : :



% BB I sk ER

S

"I understand your questions.”

What do you think?

Y: Yes, there is indeed. | think cultural :
differences occur in management
on three levels.

T: Three levels? Go ahead.

Y: First, artifacts and etiquette level. |
Second, behaviors and actions level. |
The third is core morals, beliefs and

values level.
T. Great, penetrating analysis.

Y: The primary cultural issues are the|
ones which have the most direct
impact on cooperation between§

colleagues or partners.

T: Do you think all cultural ingredientsg:

should be managed?

Y: For one thing, cultural differences;
on the behaviors should be focused |
because they heavily impact the!
work effectiveness of the workers |
in management; otherwise they!
will lead to such problems ini
management as the decision-making, :
communication, and motivation, etc.

Y: Quite embarrassing. When agﬁz:

Japanese says “yes” he simply means :

T: | think there is some relationship i # :

between management and culture.i

%:

#*:

#

: fR3F,
#:

ERAAAMEM, % HAAB
“R” HEHE, esEER
“KAGHReGMT ., 7
BRERLE R F XA
o, RAR?

Ry, AEREXER. KB
XERETR AL
EAEEE,

: :‘—4‘%@? %1‘*0
.

F—, AARZBAN L,
F=, ITALH®E, F
2, RREAIT AR,
s mis A L,
DI AFARAGRE

EX B EIACE Bodok ¥4
ARAMSAER LS
SR

Rk A BT A 69 AL R 2 AR
ZERG?

T, TAFEHILE
FRELTAE, BAE
I Ak 6 A AR R IR
X, TMLEREEH
£ MBARRBLEFE
FrehpA,
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T: So behaviors form an important;f": it LR Fa LT
integral part of all mteractlons BRATEXN, TEH—

between co-workers.

Y: Yes, indeed.

H %{%O
E %: él]'%'ﬁ“lfbo

: m d ak 4-# 7 Business Tips

FTERKERK. B0, MERLS, BEF R, TAFTRF

FEMEFE N, LB HA

XUAEE, kK, &1
ARAMAS K, TRIXMHANKELE —RAEHHESHHExS

XUERALESN T,

URE, AREZEERE ST, TR

RAEFEREERNYH. RUELK

UGAESEFFEmREBE,

"IV 97 #5% Vocabulary Aid
| O ]

. Dialogue 1
luxurious
violated the taboo
bridge
cultural gap
multimillion—dollar
proposal
binder
toss out
blacklist
dealmaker
bow to
etiquette
subtle

. potent

TR, AW, RE

EEw
mEEE
wE, Hk
X% 5
REHETH

TR, X%
S A4, BEAH R AR
FINEL Y

ZBH

oA, M, B

LR

MpH, B TREN

BHAN, BYHAH




O I Y R

. Tiinlagas 2

artifact n. A#AK
etiquette mo oAl A
behavior nT R
core n. B, KM, R
morals n. AT, MEHE, THRE
belief n:. i Em
penetrating a. HEZENW, WARKEH
impact n i, B
ingredient | B
work effectiveness Tt AR
integral a REH
interaction n. B
. co-worker n. [EF

F BT & T Key to “True / False” questions
OV @V B@x @V ®x




nit 2 Visiting a Trade Show

Section A Listening

149 L ¥ %234 Pre-listening Vocabulary
)

‘gathering.. .. p  B&, KL

offering n.  ER, Bt HEH

identify Lo R R i
prospect n.  HIE; TREM, e TRANEMMA
member of the trade Tl sn

the press o R '
prospective a. Wil kokey; BHBRAM
distraction n. amEEN (Hgk) BEY
devfee 0 e E L

‘banner stand Rt AR e e L

booth - n.  HHAWEE, ExE, Kk
panel . no B, BKR, PR
component 0. gERwe

- ‘enhance v H#E|, HE

facilitate vt. RERG, BF; Rt

logo- < 1 o B BE



