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-, Words to know

A TR TR RO SCHIE, T8 R R EIRE 2 10 I At AR o R ) B AN B A —
TATERTA S P RSB RAT 4, W “negotiation” RRH . 8, MFERAMFAHFRTPHERE “IL
47, Xin “dishonor” RHZEE, WMAFHLTHHEER “EM, FEU, ZHUHTFRE, SHEE
R EEIERR S . EMTELESA NG R ESC, T 7 R e AR B TLR 297 . MERiC iz, # 8
BRI

. Think before you read

ARSI FB TR . MR DA RL A CHER, TR EE R o L LB,
BRFIER R, #Bh2E A R B B SCRE i D3R R . BIRATE M. MTEES) “BIER S (invisible
trade)” &, ZRFR WA XAER M : “Tf you are invited 1o attend an international meeting in America, you
spend US$ 1000 buying ticket from Air America, and another US$ 1000 on your accommodation and food in A-
merica. Is this a kind of international trade?” BIFE A REELHHIFEMBITARTHAS .

=+ Text

WSR2 F ST, A LTFH. AN T Cultures and Communication. I Interna-
tional Trade. [l Electronic Commerce and Marketing. ¥ Business Cases and Management. V Business Organi
zations. FEE4FA [ Culture and Business. ]| International Trade. JI Electronic Commerce and Marketing.
IV Business Cases and Management. V Banking and Finance. | N A4 FHHRAR, N5 FIAEREM,
PEIARR, . AT HEAERR, BESATURRIE, Wi mEss.

P, Nates

SHRSCH BT LA B ISR L S . G HIARE S TR AR, XA R bRiEl, AT
EEE, TTUEEE, AERAMNAE. S RRAELRENE EEEES.

1. Exercise

1 True or False

AIARMIRCAFEHBEF AL . THARCATNER, WITARERIIAENRE, A5
WINEER, WAKTEERNAE, MRS )5 0 MR .

2 Multiple-Choice Questions

A LB EALFASRICRHMTRE, MBLAUQTER, 0. DRESRBEOEBIEEE
ZERBERSGE TR I EAKIE .

3 Fill in the blanks with the proper words or phrases from the text

AGI ARG FEERNESREF AN, ABERERUT NN, EEREEEMRIZIZEE
X AR, BAREIEREE.
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Cultural Differences

Words to know

amplify [ ‘zemplifai ] v Bk R

Arab [ ‘eereb 1 a P RAR

compartmentalize [ kampartmentelaiz] v R4

constitute [ konstitju:t ] v HE R, B (A, A, £
correlate [ korileit ] Voo BHERER A fHSR

designation [ dezigheifan ] n I, AL, IR, B

exemplify [ igzemplifai ] v. BIE, Bk, HEhpeeBlF
forefinger [ Yosfings ] n At

Medi [ meditereinjen ] no Mg

moderate [ ‘maderit ] a PN ERER, EPH

obscene [ ob'sizn ] a ERH, REN

perception [ po'sepfon | o PRAR LA

socialize [ 'seufelaiz _ v LS A L IRAE S 4

typically [tipikali] adv. UMM, kA

uneasy a DHAEN . A H LR

imiversally “junivaseli] adv.  HEM, MBI

violate ~ vaieleit J v EI0, B(EYD . HIE.H8, H1E
evaluate _ iveeljueit ] v VE#r fhibh sReee-ffE

Think before you read:

How do you communicate with people from other countries when you can’t speak their languages and they
can’t speak yours? Do you think “eye contact” is suitable for people all over the world?

Cultural differences

Major cultural dillerences occur in eye contact, body motions, touch and perceptions of time and space.

Although a majority of people in the United States and other Western counfries expect those with whom
they are communicating to look them in the eye, as Samovar and Porter conclude in their review of research, di-
rect eye contact is not a custom throughout the world. For instance, in Japan, people are not to be taught to
look another in the eye but at a position around the Adam’s apple'. Chinese, Indonesians, and rural Mexicans
also lower their eyes as a sign of defence --- to them too much eye contact is a sign of bad manners. Arabs, in
contrast, look directly into the eyes of the person with whom they are talking for long periods — to them direct
eye contact shows interest. There are also differences in use of eye contact in the subcultures of the United
States. For instance, blacks use more continuous eye contact than whites when they are speaking but less when
they are listening,

People of other cultures also show considerable differences in use of gestures, movements, and facial ex-

1

pressions. Gestures in particular can assume ly different i For inst: the forming of circle

with the thumb and forefinger, the OK sign in the United States, means zero or worthless in France, a symbol
for money in Japan, a curse in some Arab countries, and an obscene gesture in Germany, Brazil, and Australia.

In addition, displays of emotion also vary. For instance, in some Eastern cultures, people have been socialized
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10 identify emotional behaviour cues’, whereas members of other culture have been socialized to amplify their
displays which are often reflected in the interpretation that can be given to facial expressions.
Differences in touching behaviour are, according 1o Gudykunst and Kim, highly correlated with® culture.

People in high contact cultures evaluate’ “

close” as positive and good, and evaluate “far” as negative and bad.
People in low contact cultures cvaluate “close” as negative and bad, and “far” as positive and good. Specifically,
Latin America and the Mediterranean countries are high contact, the United States is moderate contact, and the
Far East is low contact.

A particular important arca of differences concerns perceptions of time and spacc®. In the United States, we
compartmentalize’ our time and schedules one event at a time which is exemplified by our tendency to emphasize
schedules and value promptness. As a result, in the United States, heing even a few minutes late may require

you to acknowledge your lateness. In Latin American or Arab cultures, for instance, it is not unusual for a per-

son to be more than thirty minutes late, behaviour that is likely to occasion only needs a few words of apology.
The point is that there is no universally held right way of viewing time designations.

Finally, people around the world have different attitudes about what constitutes appropriate distances for
various interactions. White people in the United States typically consider the space of up to a foot or cighteen in-
ches from their bodies as personal or intimate space, and they do not expect people to violate that space. In Mid-
dle East’, however, men seck to move much closer to other men when they are talking. Thus, when an Arab
man talks with a white person from the United States, one of the two is likely to be uncomfortable,

Problems in communicating with strangers occur at times because we are uncertain and anxious about the
meanings of nonverbal cues”. And when strangers violate our expectations of nonverbal usage, we tend to be-
have negatively.

Notes
1 Adam’s apple n. &%
2 emotional behaviour cues & 47 A 5 7
3 correlate: connect
Stress levels and heart disease are strongly correlated. E A X DA SRBHRBHRKE,
4 evaluate: to judge or calculate the quality, importance or value of something.
We need to evaluate how the new material stands up to wear and tear. HATE# & — F # 4o} & foif B
Lo}
5 perceptions of time and space X B [8 £+ 5 1) 64 2 AR
6 compartmentalize : to separate something into parts and not allow those parts to mix together
His life was carefully compartmentalized, with his work in one city and his social life in another. #5454 3%
HPHITR, EFLEART, TEHES-NRF.
7 Middle East ; ¥4
8 nonverbal cue : 3% F 13|
Reading Comprehension
1. Read the foliowing statements and decide whether they are true (T) or false (F}.
(1> ¢ ) In Japan, people are taught to look another in the eye.
(2) ( ) Arabs lower their eyes when they talk to show great interest.
(3} () In the United States, whites use more continuous eye contact than blacks when they are listening.
(4) () People in high contact cultures evaluate “close” as negative and bad, and evaluate “far” as positive and
good.
€5) () When an Arab man talks with a white man from the Unites States, both of them feel comfortable.
2. Answer the following multiple-choice questions by choosing letters A, B, C, or D.

(e8] reflect major cultural differences.

A body motions B eye contact
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C  touch and perceptions of time and space D All of the above

(2) People in are taught to lower their eyes as a sign of defence.

A Russia B Egypt € Indonesia D Sweden

(3) The OK sign is an obscene gesture in .

A China B France C  Japan D Australia

(4) In the following statements about touching behaviour, is NOT correct.

A The United States is low contact,
B Mediterranean countries are high contact,
€ People in high contact cultures evaluate “close” as positive and good,
D The Far East is low contact.
3. Language work: fill in the following blanks with the words or phrases from the text.

(1) Direct eye contact is not a throughout the world,
{2) To Chinese, Indonesians, and rural Mexicans, too much eye contact is a sign of manners,
(3) The forming of circle with the and forefinger, the OK sign in Japan, is a symbol for
(4) Differences in touching behaviour are highly with culture,
(5) In the United States being even a few minutes late may _ youto _ your lateness,
(6) Americans consider the space of up to a foot or inches from their bodies as or
space,
4. Discussion.

(1) Discuss with your classmates or surf the Internet. Find out more examples of cultural differences.
(2) Tn your point of view, how could people from different countries avoid embarrassment which might he

caused by cultural differences?

English and Business Success

Words o know
adaptable [o'deeptabl 5 a ERIHER A, AT EBY
asset [eset] n B BINMAT
proficiency Cprefifansi] o RIE, BGEE
horizon [he'raizn] n HPER . CRR. ) T, LR
investment [in'vestment] n. B, WHER MK
promotion [pre'meufan| n 1, HH
transaction [treen’zeek[ an] n K H5
manual ['maenjusl] n T 45

Think before you read:

What's the relationship between English and the success of business? What can English contribute
to the success of business? Does everybody need a certain level of English language skills, even if it's
basic?

English and Business Success

In the year 1215, when English nobles forced King John to sign the Magna Carta, the document

was written in Latin. Nearly eight centuries later, Latin becomes an historical language known only to

2 handful of* scholars and students. But English has become a truly international language. It is no lon-
ger the property of the English. It belongs to the world. 2
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English is adaptable—it has a larger vocabulary than any other languages, and it is not too difficult to
learn. Thanks to’ this adaptability and thanks to the happy accident that it was the language of not one, but
four major nations in the world —- the British, the American, the Canadian and the Australian. English is now
used by more people than any other languages in the world. There are certainly more Americans speaking Eng-
lish than the English. There are more Indians and Pakistanis speaking English than the English, and probably
in our life coming there will be more East Asians speaking the language.

As a businessman I look at the English language as an asset on three related levels— personal, corporate
and national. And on all the three levels, the degree of fluency in English has an effect on success.

On the personal level, proficiency in English can open up a new horizon for a person, and add
greatly to have the ability of communication. This can make his career successful. It does not matter
what level of development a country has reached, it still needs English language skills. Tourism is a
good example. It takes very little investment* and skill to provide rooms and meals. The scenery and
the native environment already exist. But to serve the tourists, waiters, doormen, porters, drivers,
telephone operators, desk clerks, and even chamber-maids all need a certain level of English language
skills, even if it is basic. 1f such cmployees want promotion, they must improve® their language profi-
ciency.

It is safe 1o say that up to 90% of international commercial transactions are done in English. So, in
a corporation, if more people can communicate well in English, business opportunities will increase and
the corporation can better serve its customers®. When a country’s economy’ begins to develop very fast
and the investment begins to pour inf, the need for English grows.

The manufacturcrs meet to communicate in a common, international language. To master the tech-
nology and learn how to operate new machines safely and profitably, they have to read manuals and
texthooks, and these documents are mainly written in English. If the manufacturer goes after export
markets, it is necessary for him to communicate with importers, agents and distributors in international
markets. Again, English is the common language.

Finally, on the national level, if a country has more people who can communicate well in English,
it can better take part in the international economic activities. When country such as Singapore, South
Korea and, in the near future, China becomes a center of international commerce and finance, the need
for English is even greater.

Knowledge is wealth. Knowledge of English in the population enables a country 10 make money
from foreign trade and the provision of services. A nation’s sum® of knowledge is part of its national

wealth. It is real and valuable just as the oil in the ground, the cattle in the fields and the factories in
the cities. 1f anyone doubts'® this, let him or her look at Singapore or Hong Kong. The former is one of
the world’s smallest countries and the latter, one of its smallest regions. Neither Singapore nor Hong
Kong has enough resources or space [or agriculture or manufacturing’. Yet their economy is now

among the most successful in the world.
Notes

1 ahandful of J4, ¥
We invited 30 people, but only a handful of them came. HA&#H T 30 A, {22 X5 TILAA,

2 Itis no longer the property of the English. It belongs to the world. € R &2 EBAGY =, @AL
#Re,
He no longer smokes., # R AEMT .

3 thanks to sb / sth W FHEA (RAXFH)
The company has had a successful year, thanks mainly to the improvement in export sales.
EEHTROHEHANRE, ZRISFLETAE,

4 investment n. P invest v. EHF investor n. BHFE



1 . Cultures and Communication §

make a profit by careful investment FEHLKH /X WA

He invested $ 1000 in an oil company. &4 — % % 28 & # T 1000 % 7.

improve vt 8%, &R

The post office aims to improve its quality of service. AL E X EMF K E.

serve its customers B4R A E

The new shop across the road has taken away most of my customers. %} o A8 4t 74 B ke
AMRBLREAREAT .

economy n. ## economic a. %% #) economics n. £ %

The state of the economy is very worrying. H#89 2F Kk N4A 4K,

pour vt. #i5, @A

The fans poured out of the stadium cheering wildly. % ¥ £# A MK ELIRNG T H FRAA L,
The government has been pouring money into the steel industry. Bt — H &K # E & L H MK~
¥,

sum n. &8, B

Huge sums have been invested in this project. f£XAMA FRAT X EFFE.

doubt vt. n. gk, HE&

Do you doubt my word? K 493557

No doubt he means to help, but in fact he just gets in the way. #48 %2RH 1, AR FEFLIFR
A,

Neither Singapore nor Hong Kong has enough resources or space for agriculture or manufacturing.

The hotel is neither spacious nor comfortable. if #4588 7R % AL RATIR .

Reading Comprehension

1. Read the following statements and decide if they are true (T) or false (F).

(1) ( ) Nearly eight centuries later, Latin becomes an historical language known by a lot of scholars and

students.

(2) ( ) English is too difficult to lcarn.

(3) () There may be more East Asians speaking English.

w (

(5) ( ) Not Hong Kong but Singapore has enough resources for agriculture.

) People can serve tourists better il they know even basic English,

2. Answer the following multiple-choice questions by choosing letters A, B, Cor D.

(1) Why is English widely used?

A Because it has a larger vocabulary than any other languages.

B Because it is adaptable.

C Becavse it is easy to master.

D Because it is the most beautiful language in the world.

(2) Whose mother tongue is not English?

A American B British € Australian D Swedish

{3) On a personal level, what's the advantage of proficiency in English?

A Proficiency in English can open up a new horizon and add greatly to have ability of communication.
B Proficiency in English can accelerate the development of tourism.

C  Proficiency in English can increase business opportunities.

D Proficiency in English can better take part in the international economic activities.
(4) Manufacturers need to use English to .

A read documents B communicate with importers

C negotiate with agents or distributors D all above
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(5) A nation’s sum of knowledge is real and valuable. It is just as many things except

A the oil in the ground B the pandas in China

C  the cattle in the fields D the factories in the cities
3. Language work: Fill in the following blanks with the words or phrases from the text.

(1) Tf you are successful, you can gain and get higher salary.

(2> Are you looking for Jennifer? She lives here.

(3) The play ded fine acting by all the cast.

(4) Those oil shares are good » and it is profitable,

(5) Martin is so cool that he knows cares what happened,
4. Discussion.

(1) Do you agree on the idea in the passage? Are you learning English for business?
(2) 1f you're good at English, what will it help you with your career in business?
(3) Why does English promote the success of business?

Avoiding Culturally Related Business Blunders

Words to know
commmunity [ka'mju: niti] n K, F, #&
honor Cona’ v. WL, e RE
tolerance [tolerans] . )X %, Wtk
commit Cke'mit’ v 2 EER
blunder “blanda] o KL KR
disrespect “'disris'pekt] n. REH, AL
commissioner “ke'mifens] n. LR, HRR
due Cdju:] a WiARE, AUAR, AIER
confrontation [ konfran'teifan] n . AR
threatening [8retanr] a Bian, Mk
extended [iks'tendid] a. FEKH, FEAR
intentionally [in'tenfanali] adv.  HEHM. WED
expose [iks'pauz] v HRE, RE, RE
sole [seul] n R
pertain [pa () 'tein] . L R, WRET
offend [afend] (2 B
courteous [ke: tjes] a FALSA, Wk
significantly [sighnifikantii] adv. EEH, B XHEIH
acquisition [eskwizi[an] n. K15, KK

Think before you read:
With the trend of globalization, there is great opportunity for one to do business with a person from another
culture. Is it important to understand the cultural differences? Why?

Avoiding Culturally Related Business Blunders

Understanding the cultural differences of any nation where we choose to do business, including China, will
require a great deal of effort. To be successful in international business and to be good citizens of the interna-
tional community, we should learn to honor and respect our own cultures and also to develop an appreciation,
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tolerance, and respect for other's cultures.

All of us, no matter how hard we try, will commit some social blunders related to differences in cultures.
The important thing to remember is that if we create an environment of mutual' understanding and respect
through our attitude and actions, our blunders are usually met with understanding and forgiveness.

Persons from other nations doing business in China gain a real advantage when they show some knowledge
of local culture. They are respected and appreciated as persons of great knowledge and this establishes a positive
mood as negotiations begin,

Some Examples of Cultural Differences

Status  Status is very important in China. A title such as Mr. > Mrs. , or Ms. should never be used in bus-
iness negotiations. This will be taken as a sign of disrespect even though the opposite is intended?. The official
title of each person should be used, such as Chairman, President, Commissioner, or Manager. An American
business person, even though negotiating through an interpreter should make sure that the proper titles are used
so that all parties present understand that they are being shown the respect due their rank’. If a Chinese thinks
that he or she is not respected, most likely, negotiations will not be successful,

Tone of Voice In China, voice is very important. A person lowers his or her voice when asking a favor or
atterapting to show respect. It should be noted, also, that the voice is only raised in negotiations or when in a
confrontation with an enemy. The voice is often lowered in a threatening situation to show that a confrontation
is not desired.

Eye contact A man talking to a woman in China can avoid giving the wrong impression by not keeping ex-
tended eye contact. In addition, a Chinese man or a woman will intentionally avoid eye contact with a person as
a sign of respect,

The feet In China, it is rude to expose the sole of your foot or shoe or sit with your toe pointed toward
anyone,

Chinese Yes One of the great difficulties pertaining 10 communication between the American and the
Asian cultures is their concept of what is polite. The Chinese, as in many of the Asian cultures, have a great
fear of offending others. Promises and commitments, for example, will have a greater relationship to the desire
to be courteous and to please than the actual fact or the real intent of the individual making the promise?,

Differences in Negotiation Techniques

Negotiati hni differ significantly in China and the United States. This has, in the past, been a

major barrier to successful business negatiations between these two countries. To a large extent, the fault for
this must go to the Americans who have not been able to understand the Chinese negotiating practices and their
application’. The greatest problem in negotiations is that the Americans want to agree on specific terms first
while the Chinese want to determine general principles and then discuss specifics. In other words, Americans
are too interested in short term goals, such as profits, without showing enough concern for Chinese long-term
interests such as the acquisition of American technology and business techniques. They want the Americans to
negotiate the spirit of the agreement’ before worrying about the details.

Notes

-

mutual a. A, KN, EEe

mutual interests / benefit 3 A4 4 ,

mutual respect 4L § &,

Other organizations have joined the union for mutual benefit. HA62L% % T 2 A SN TEARE,
Negotiations between the labor union and management were made more difficult by mutual distrust.
LEFRFLAGRAY T ERNAER LA B,

even though the opposite is intended. BREGAEAZATER,

“the opposite” & 4§ “the opposite of disrespect”, <L3tRZ “respect” . Even though the opposite is intended

N}
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A #% “even though you intend to show respect”, “Bp@fie A FR EAFHH.”
3 respect due their rank. 441189 3k45 5 A 8 H 3,
due. a FAH, E L,
Workers of this factory went on strike for two months for all due pay. %/ # TARFT AMH AN E
I, FRSSA AR,

4 Promises and commitments, for example, will have a greater relationship to the desire to be courteous and to
please than the actual fact or the real intent of the individual making the promise. B S A A B ALRR
PR FEARTARFRERY, GEERETE, FEAAHAREHE,

5 negotiating practices and application. ¥} L EA LA .

6 spirit of the agreement. 4~#4#4¥ .,

Reading Comprehension

. Read the following statements and decide whether they are true (T) or false (F).
(1) ¢ ) To avoid cultural blunders we should respect other cultures more than our own culture.
(2) () Itis considered to show great respect to greet people as Mr. ; Mrs. or Ms. in a business negotia-
tion in China,
(3) ¢ ) Using titles properly is very important in a business negotiation in China.
(4) ( ) American and the Asian cultures have different concepts of politeness,

(5) ¢ ) According to the eighth paragraph, Chincse do not necessarily mean it when they make promises

and commitments.
2. Answer the following multiple-choice questions by choosing letters A, B, C, or D.
(1) This passage mainly discuss
A difference between Chinese and Amencan cultures on business
B Chinese culture
C  American culture
D Doing business in America
(2) “local culture” in the third paragraph refers to __ .
A American culture B Chinese culture C  Asian culture D any culture

(3) Tone of voice would be lowered in China in all the following situations except
A begging someone for help B being in danger and threatened
C fighting with an enemy D trying to show respect

(4) About negotiations in China and America, which statement is NOT true?

A Different negotiating techniques used to block successful business negotiations between China and A-
merica.

B Americans usually want 10 reach an agreement on details first,

C  Chinese have no concern about short-term benefits.

D Acquiting American technology and business techniques is one of the long-term interests for China.

(3) What's true about “eye contact”?

A A man should not look into a woman’s eyes when they are talking.

B Eye contact will give wrong impression,

C In Chinese culture, it is considered to be respectful not to look into the oder’s eyes at all.

D Keeping continuous eye contact for too long a time may give wrong impression in Chinese culture,
3. Language work: Fill in the following blanks with the words and phrases from the text.

(1) Women have very little in many countries.

(2) They have shown all the evidence to the case,

(3) The foundation of the collocation between the two companies should be based on benefit,
(4) To succeed in business. a company shouldn’t focus too much on interests,

(5) The newly released report has caused the between the Government and the unions,
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4. Put the following sentences .into Chinese.

(1) An American business person, even though negotiating through an interpreter should make sure that
the proper titles are used so that all parties present understand that they are being shawn the respect due their
rank.

(2) The voice is often lowered in a threatening situation to show that a confrontation is not desired,

(3) In other words, Americans are too interested in short term goals, such as profits, without showing e-

nough concern for Chinese long-term interests such as the acquisition of American technology and business tech-

niques.
Arts for Communication and Communicating Etiquette
Words to know
innate Lineit] a RAH, KRR
possess [pazes] v . HE
measure ['me3s] v. #HE. W
flexibility T fleksebilti] n EREEH
transmit _treenzmit] v feid. 53
analytical Leenglitikal ] a. S ASHTITIRE
creativity Likri: eitivati] oo RlzEH
empathize ['empofaiz] v. ok, M
globalization [glsubslaizeifen] n £ -k
etiquerte and protocol [etiket] [‘prautakal] no AL
distraction [dis'traek[on] n. HADRE A, HE
image Cimids] n. jiZ 3
courtesy Zker tisil n. A
lengthy [T engi] a s i)
superficial [sju: paffifal] a HKEM, BRI
ethics ['efiks n B8
moral ['maral] n HE
ritual [ritjual] n CRED R, ALY
flagrantly [fleigrentitii] adv.  HYHIKAOH
subtlety C'satlti] n. Has.

Think before you read:
How can we communicate effectively and properly? What kind of skills should we learn and practice?
Arts for Communication and Communicating Etiquette

Most of us recognize the importance of communication skills to our success at work, but we spend little
time consciously developing the art’. We think of communication as an innate ability. Some people are naturals,
others are not, we believe. Actually great communicators possess common skills that can be learned and prac-
ticed,

In general, great communicators work at it. Their strengths are knowing what they want to communicate,
learning how to communicate to dilferent people in different circumstances’, and having a system for measuring

their progress and developing the flexibility to change strategies’ when they need.



