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Doing Business
Internationally

g

In this chapter, yqiiJ’ll listen to
information aboué global
business and diséuss the
importance of recognizing
cultural differencas in doing
business internatgonally.
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Part One Introduction: The Ways of the World
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Chapter One  Doing Business Internationally 5

A Predit:ting. @D You are going to read some advice on business etiquette (manners) in New
Zealand. The author wrote this advice for Americans who do business overseas.

Before you read, discuss with your partner whether you think New Zealanders are likely to be the
same as or different from people in your culture in the situations included in the chart. Put a check (v)
next to your answers.

Same? Different? ‘ Slﬁatlons

Tipping (for example, a taxi driver or at a restaurant)

Greeting business peopte whom you don't know well

Being on time for a business appointment

Places where people entertain business guests (e.g., at home,
in a restaurant)

Appropriate gifts for a business person to bring to someone’s home

Appropriate conversation topics

B. Reading. Rcad the following information about etiquette in New Zealand. As you read, try to
answer this question:

* Why do business travelers need this kind of information?

Etiquette in New Zealand

General Advice Hospitality/Gift Giving

* Tipping is not common, and people often 10 * Visitors usually invite customers to Junch at a

refuse to take tips.

* Be prepared to be formal until others have
created a more relaxed atmosphere.

Greetings

5 o Shake hands when you meet or leave
someone. Wait for women to give you their
hand first.

Appointments/Punctuality

¢ Make appointments in advance and try to
arrive a bit early.

hotel or restaurant. Otherwise, business
meetings will be at the host’s office.

e If you are invited to a New Zealander’s home
for a meal, you can take a modest gift of
chocolates or wine, although it is not necessary.

Conversation

* New Zealanders like to talk about national and
international politics, the weather, and sports.
They appreciate visitors who understand their
culture.

20 * Don't talk about racial issues.

* Do not include New Zealand as part of Australia
or “AustralAsia and the South Pacific.”

Source: Roger E. Axtell, adapted and excerpted from Do's and Taboos Around the World, Third Edition. Copyright © 1993 by The Parker Pen
Company. Reprinted with the permission of the publisher, John Wiley & Sons, Inc.
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C. Discussion. @ Discuss the answers to these questions.
1. Why do you think that business people need advice on behavior in different countries?

2. Do you think advice like this is useful? Or do you think it can cause more problems? Explain
your answer.

3. Have you ever had a misunderstanding because of behavior differences in two cultures? If so,
describe what happened.

4. Have you ever worked in a foreign country or with people from a different culture? If so, did
you have any problems? What were they?

5. Have you ever done any personal business in a foreign country (for example, at a bank or a
post office, or buying things at a store or market)? If so, did you have any problems? What
were they?

D. Response Writing. 1In this book, you are going to keep a journal. In your journal, you are going
to do response writing activities. In response writing, you write quickly about what you are thinking
or feeling. Grammar and form are not very important in response writing. Your ideas and thoughts are
important. You will have a time limit of ten minutes for your response writing in this book. You can buy
a special notebook for your journal, or you can write your ideas on separate pieces of paper and keep
them in a binder or folder.

Choose one of these topics. Write about it for ten minutes. Don’t worry about grammar and don’t
use a dictionary. Just put as many ideas as you can on paper.

» Compare how a person from your culture might act in certain business situations with someone
from New Zealand. If there are no differences, discuss similarities. Discuss one or more of the
areas from the reading: tipping, greetings, appointments/punctuality, hospitality/gift giving, and
appropriate conversation topics.

» Have you ever had a misunderstanding because of behavior differences in two cultures? If so,
describe it.

» Have you ever experienced working with people from a different culture? What kind of
conversation topics did you discuss?



Chapter One Doing Business Internationally

.:3ii PartTwo Everyday English: Doing
Business Overseas
Before Listening

A. Thinking Ahead. You are going to listen to Victor, Tanya, and Jennifer talk about ne-
gotiation (discussing something in order to come to an agreement). Before you listen, discuss nego-

tiation in your groups.

1. Often people negotiate things that have to do with money. What are some other things that
people can negotiate?

2. Have you ever had to negotiate something? What was it?

3. How do you feel about negotiating? Is it easy for you? Difficult?

4. If you are good at negotiating, tell your group members some of the strategies that you use
when you negotiate.

5. Have you ever had to negotiate something in a foreign country or in a foreign language? What
difficulties can people have in these situations?

B. Vocabulary Preparation.

In the conversation, the students use some words and expressions
that may be new to you. First, read each sentence and guess the meaning of the underlined words. Then

choose their meaning from the definitions in the box. Write the letter in the blanks.

Sentences
1.

2.

Did you know that you can bargain when you
buy a house in the United States?

I found a cheap lamp for the living room at a flea
market last Saturday.

. Jennifer’s a good poker player—she won a lot of

money in last night’s game.

When I go on vacation, I often bring home a lot
of souvenirs and trinkets for my friends.

Some people say that the key to success is not
giving up.

The asking price for our house was too high, so
we negotiated a lower one.

. He has a funny ritual every time he negotiates a

new contract: He puts a new penny in his pocket
before he goes to the meeting.

Definitions

a.

the first price the seller
gives

negotiate

inexpensive items

the most important thing

a market where people
sell used items

a symbolic activity that
people do over and over
again, usually on special
occasions

a card game that people
play to win money

~1
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C. Guessing Meaning from Context: ldioms. The students use some idioms in their conver-
sation. Before you listen, guess the meaning of some words from the conversation. The words are
underlined in the sentences. Look for clues to their meaning in the words around them.

Write your guess in the blank after each sentence. Then check your guess with your teacher or the
dictionary.

1. Brandon wanted to see a science fiction movie and I wanted to see a romantic comed). We kept
going back and forth until we finally decided to see both.

Guess:

2. It’s late and [’m tired—I’m going to turn in. See you in the morning!

Guess:

3. I don’t like this old chair—I’m going to get rid of it at the flea market next Saturday.

Guess:

4. Every time Evan and I try to make a date, we go through the same thing: He’s not frec at
lunchtime, and I’m not free in the evenings.

Guess:

Listening
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A. Listening for the Main Idea. Listen to the conversation. As you listen, try to
answer this question:

» What do you have to know in order to bargain in a foreign country?

B. Listening for Examples. (QIIYMID Now listen again. This time you are going to hear only
gomg

part of the conversation. Listen to Tanya and Victor’s examples of the difficulties in doing personal

business in a foreign country. As you listen, take notes in the chart.

What Country Did Where Did the Problem What Was
S/he Visit? Take Place? the Difticulty?
Tanya bank

Victor

C. Listening for Details. Listen again to part of the conversation. Listen for infor-
mation that answers these questions.

1. What can you bargain for in the United States?

2. What cant you bargain for in the United States?

D. l.istening to an Anecdote. Tanya tells an anecdote (a short story) to show one
way that people bargain in the United States. Listen to her anecdote and answer this question.

+ Why did Tanya’s dad probably get the car for the price that he wanted?
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After Listening

Unit 1  Glob:l Business

A. Taking a Survey. @@ Interview three people who have been to a foreign country. Ask about
their experiences with doing business in their own country and in a foreign country. Write their answers

in the chart.

Example: A: What have you bargained for in your country?

B: Once I bargained for a car.

Your Name

Interview 1

Interview 2

Interview 3

1. What have you
bargained for in
your own country?

2. Were you
successful? If so,
what was your
strategy? If not,
what problems did
you have?

=k

3. What have you
bargained for in a
foreign country?
In which country?

4. Were you
successful? If so,
what was your
strategy? If not,
what problems did
you have?

5. Have you ever
gone to a bank in
a foreign country?

O Yes
[J No

J Yes
0 No

6. Was it the same as
going to a bank in
your own country?

[J Same
O Different

[0 Same
[ Different

[J Same
[ Different

(Continued)



