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2) Behavioral trend. It is expressed in the ability to non-conflict 

communication with representatives of foreign cultures showing tolerance 

based on capabilities to co-operate with representatives of foreign cultures 

taking into account their values, rules, ideas. 

3) Cultural trend. It is expressed in using linguistic means according 

to cultural norms of the studied language; in the ability to exchange ideas, 

to listen actively, to sum up, to pay attention to the speaker, to ask 

questions in order to understand the speech. [3, 26] 

Consequently, formation of the communicative competence 

reflecting the reality of foreign communication of a person occurs during 

the simultaneous formation of linguistic, speaking and cultural 

competences, which respectively appear in the educational 

communicational environment.  

 

Список литературы: 

 

1. Вернадский В.И. О науке. Дубна, 1997. 

2. Максаев А.А. Использование международных 

образовательных языковых проектов для развития социокультурных 

и речевых умений учащихся: Вопросы методики преподавания в вузе 

/ СПб, изд-во Политехнического университета, 2014. 

3. Плужник И.Л. Формирование межкультурной 

коммуникативной компетенции студентов гуманитарного профиля в 

процессе профессиональной подготовки: автореф. дис. д-ра пед. наук 

/ Тюмень, 2003. 

 

 

Ю.В. Пихтовникова, Е.М. Божко  

Уральский федеральный университет имени первого Президента 

России Б.Н. Ельцина 

г. Екатеринбург, Россия 

 

Учет различий культур при ведении бизнеса 
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On taking account of cultural differences in doing business 
 

Cross-cultural communication has become strategically important to 

companies due to the growth of global business, technology and the 

Internet. Understanding the nuances of cross-cultural communication is 

important for any company that has a diverse workforce or plans on 

conducting global business. This type of communication involves an 

understanding of how people from different cultures speak, communicate 

and perceive the world around them. Cross-cultural communication within 

a company deals with understanding different business customs, beliefs 

and communication strategies. Language differences, high-context vs. low-

context cultures(high-context refers to societies or groups where people 

have close connections over a long period of time; low-context refers to 

societies where people tend to have many connections but of shorter 

duration or for some specific reason[5]), nonverbal differences and power 

distance are major factors that can affect cross-cultural 

communication.Complex product specifications and production schedules 

must be mutually understood, and intricate deals between trading partners 

must be negotiated. So, if we learn distinctive features of other cultures, 

we can reach an agreement. 

First of all, we will examine some stereotypes across cultures in 

detail. For example, different cultures have varying expectations about 

personal space and physical contact. Many Europeans and South 

Americans customarily kiss a business associate on both cheeks in greeting 

instead of shaking hands. While Americans are most comfortable at arms-

length from business associates, Vietnamese or Spanish people have no 

problem standing shoulder-to-shoulder with their peers or placing 

themselves 12 or fewer inches away from the person they are speakingto. 

In Russia, according to the University of California, female colleagues 

often walk arm in arm, while the same behavior in other cultures may 

signify something more personal.  

 Western and Eastern people have different meanings in the same 

words. The word "yes," for example, usually means agreement in Western 

cultures. In Eastern and high-context cultures however, the word "yes," 

more often than not means that the party understands the message, not 

necessarily that they agree with it. A handshake in France is as ironclad as 

an American contract. A period of silence during negotiations with an 

Eastern business associate may signify displeasure with your proposal.  
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We will consider a few examples. There was a situation when people 

from Mexico and Japan could not understand each other working together 

in the office as a team because their traditions and lifestyle made some 

problems for their understanding. For example, a person from Mexico 

expected a Japanese person to look at him while they spoke to each other. 

In Mexican culture eye contact is an important part of communication; 

otherwise they think they might not be listened to, while in Japan direct 

eye contact might well be perceived as an insult. 

 A stereotype is a belief based on one’s own cultural values and 

prejudices that all people from a culture behave in a certain way. This does 

not mean that every person who lives in a particular culture will do 

business in a way that fits this generalization. There is, however, a 

standard way of doing thingsin every culture. Such cultural generalizations 

describe those standards and the values guiding those standards. For 

example, a woman from a culture that values hard work looks at a people 

from a fictional land where people work at their jobs about five hours a 

day. So, the woman says, “People from this country are lazy.” This is a 

stereotype because she states that every person there is the same, and it is 

based more on the woman’s own values than on any thoughtful 

observation of values or lifestyle. A generalization is based on observation, 

not prejudice. It explains the standard practices of a culture but does not 

determine how every person in that culture behaves. 

We would also like to mention different patterns of hospitality across 

cultures. For instance, if you are invited to dinner, in many Asian countries 

and Central America it is well-mannered to leave right after it; the ones 

who do not leave may indicate they have not eaten enough [1]. In the 

Indian Sub-Continent, European and North American countries this is 

considered to be rude, indicating that the guest only wanted to eat but 

didnot enjoy the hosts’company. In Africa, saying to a female friend one 

has not seen for a while that she has put on weight means she is physically 

healthier than before or had a nice holiday, whereas this would be 

considered as an insult in Europe, North America and Australia [3]. 

Greeting is a part of socializing. We will take an office party 

example. An American manager was transferred to France. When he began 

working there, he wanted to get to know his employees and show them 

that he was friendly and interested in building good work relationships. He 

decided to throw a home-party for the whole office in a less formal 

environment. The party, however, was not a success. The employees were 

very uncomfortable as guests as they felt they didn’t know their new boss 
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well enough to be in his home and thought he was showing off his money 

by inviting them to his elegant apartment. They also were not comfortable 

with one another because they were not used to socializing together. The 

fact is that in France there is some emphasis on class differences. People 

usually do not socialize across social and economic classes. The boss 

represents authority, and should not be too casual or social with his 

employees. In France, home is a private place where only close friends or 

family are invited. Business colleagues usually socialize in restaurants or 

other public places. It is in the U.S where it is common to invite business 

colleagues or other acquaintances home for a dinner party or a cocktail 

party. Thus, home is a place of hospitality and entertainment there. In the 

U.S., there is not a big difference between how people socialize with 

colleagues and with friends. The party is a popular way of entertaining. 

Instead of a formal dinner at a table, Americans often entertain with an 

informal buffet or just cocktails and a snack. In addition to parties, 

common social activities include playing sports, going out for drinks after 

work, and doing to sports together. 

Another way to express hospitality is giving and accepting gifts. In 

this case there are many stumbling blocks, so we should take into account 

the difference from West and South, as this Saudi-German encounter 

illustrates. A Saudi businessman invited his German colleague to dine at 

his house. The German businessman came and offered his gift of a bottle 

of Scotch whiskey and a box of butter cookies to his host. They then sat 

down in the living room area. A Saudi businessman offered a German a 

cup of coffee, which he quickly accepted. As they drank coffee a German 

complimented his host on an art book on the living room table. The Saudi 

businessman responded by offering him the book. The German was very 

embarrassed, and said he couldn’t accept it. The host was deeply offended 

by his guest’s behavior.  

Why the misunderstanding in the Saudi-German encounter appeared? 

Three actions of the guest were insulting. First of all, the guest had brought 

a bottle of Scotch and cookies. The Saudi Arabian people are usually 

devout Muslims, which means they must not drink alcohol. Also, in 

Persian Gulf states, bringing a gift of food and drink implies the host is not 

generous enough to offer his own food and drink. Secondly, in Saudi 

Arabia it is customary to refuse an offer a few times before accepting not 

to seem greedy. Lastly, by refusing a gift of the book, a German 

businessman was refusing an offer of friendship. 
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Finally, nonverbal ways of communication include eye contact, 

gestures, silence in conversations, and touching. Like verbal 

communication, nonverbal communication varies from culture to culture. 

One study of Brazilians, Japanese, and Americans in business meetings 

found great variation in the amount of eye contact, touching, and silence. 

As different countries have different ways to convey or share their 

message, for instance in Germany people tend to speak loudly when 

sharing ideas, whereas in Japan people speak softly, it is very important to 

be aware of your body language when interacting with people whether 

they are your business partners or an interviewer [4].  

Gestures and eye contact are two areas of nonverbal communication 

that are utilized differently across cultures. For example, American 

workers tend to wave their hand and use a finger to point when giving 

nonverbal direction. Extreme gesturing is considered rude in some 

culturessuch as Japan. While pointing may be considered appropriate in 

some contexts in the United States, that gesture is considered rude in 

Japan. Instead, the Japanese might gesture with an open hand, with their 

palm facing up, toward the person. 

A problem with non verbal communication isillustrated in the 

following example.  A U.S. airplane manufacturer and a Japanese airline 

company were negotiating the price of some airplanes. The American 

negotiating team suggested a price, but the Japanese kept silent all the 

time, which made the Americans lower the price. In the end, the Japanese 

team came away from the negotiation with a price lower than they ever 

expected. The matter is that in America as well as in Arabic countries 

people are rarely silent in conversation. Silence is considered to be a 

negative response to an offer. In Japan pauses can give a contradictory 

sense to the spoken words by the meaning of pauses. Enduring silence is 

perceived as comfortable in Japan, while in Europe and North America it 

may cause embarrassment.  

To sum up, if you are aware of cultural differences, your negotiations 

will be more productive and your partner will respect your competence. In 

the business world, communication is imperative for the successful 

execution of daily operations. Understanding cultural differences and 

overcoming language barriers are some of the considerations people 

should have doing business with people of various cultures. Often business 

deals are lost because the parties involved did not take the time to learn 

about each other's cultures prior to interacting. Each culture has its own 

formalities with their own special meanings. They are another means of 
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communication among the people sharing that culture, another form of 

adhesive that binds them together as a community. 
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