
D
oing Business the A

m
erican W

ay

Elisabetta G
hisini

M
31 -N

etval
February 2, 2015



W
hat is culture?

•
A

 w
ay in w

hich a group of 
people solve problem

s 
(Trom

penaars)

•
C

ollective program
m

ing of the 
m

ind
 w

hich d
istinguishes 

m
em

bers of one hum
an group 

from
 another (Hofsted

e)



D
id

 the Ped
estrian D

ie?
•

You are a passenger in a car d
riven by 

a
 close friend

. He hits a ped
estria

n. 
You know

 your friend
 w

as going 35 
m

ph w
here the speed

 lim
it w

a
s 20 

m
ph. There are no w

itnesses. 
•

H
is la

w
yer says that if you testify und

er 
oath that your friend

 w
as d

riving 20 
m

ph, he m
ay be spa

red
 serious 

consequences.
Fons

Trom
penaars, D

id the Pedestrian D
ie, 2003



Your C
hoice

•
Your friend

 has a d
e
finite

rig
htto 

expect you to testify in his favor (i.e., 
that he w

as d
riving 20 m

ph)

•
H

e ha
s so

m
e
rig
htto expect you to 

testify in his favor

•
He has no

rig
htto expect you to testify 

in his fa
vor.



D
ivid

ing the spoils
For six w

eeks, you a
nd

 three other people have been 
w

orking on a specia
l project. N

ow
 the four of you have 

been a
w

a
rd

ed
 a cash prize of $20,000.

How
 should

 the m
oney be d

istributed
?

A
 d

id
 25%

 of the w
ork

B d
id

 40%
 of the w

ork
C

 d
id

 25%
 of the w

ork
D

 d
id

 10%
 of the w

ork

A
: $ ...

B: $ …
C

: $ …
D

: $ …



A
gend

a

•
M

ain cultura
l d

ifferences

•
Presentations 

•
M

eetings

•
N

etw
orking

•
N

egotiations



Key C
ultural D

ifferences

Tim
e

Thinking 

C
om

m
s

Pow
er

Individua
lism



Tim
eM

ulti 
active

C
yclic

Linear 
a

ctive

O
ne thing a

t a tim
e,

Ta
sk oriented

M
ultitasking, 

m
a

ny 
com

m
itm

ents,  
rela

tionships

Long-term
 

outlook, things 
repeat



The Lew
is M

od
el





Thinking Patterns

Ind
uctive

M
ain Id

ea up
front

G
et to the point

Solution 

How

Sim
ple

Future

D
ed

uctive
M

ain id
ea

 at end

Prem
ises

Problem

W
hy

C
om

plex

Past



C
om

m
unication Patterns

Low
 C

ontext
•

Explicit
•

D
irect

•
Inform

a
l

•
Transa

ctions

High C
ontext

•
Im

plicit
•

Ind
irect

•
Inform

al
•

Relationships



C
ultures in context

Scand
inavia 

G
erm

a
ny 

Sw
itzerland

 
USA

G
reece Spa

in 
Fra

nce     Ita
ly            

UK

Japan C
hina    

Latin A
m

erica
 

M
id

d
le ea

st



Feed
b

ack

The sand
w

ich approach



Pow
erO

ver 
surface

Und
er 

surface

Titles
Ra

nk
V

isible sta
tus 

C
ool

M
erit

Prom
otions

Low
 key status 

W
arm



Key C
ultural D

ifferences

Tim
e

Thinking 

C
om

m
s

Pow
er

Individua
lism



US BUSIN
ESS C

ULTURE



A
gend

a

•
M

ain cultura
l d

ifferences

•
Presentations 

•
M

eetings

•
N

etw
orking

•
N

egotiations



Presenta
tion: A

m
erican A

pproach

•Solutions over problem
s

•M
a

in points at beginning

•Brevity
vs. eloquence

•C
la

rity
vs. com

plex vocabulary



O
ne A

pproach

�
G

uy Kaw
asaki Presentation rules 

�
10-20-30

�
http://w

w
w

.youtube.com
/w

atch?v=liQ
Ld

Rk
0Ziw

&
feature=related



Spea
k

er
’s St

y
le A

ffec
t

s 
A
u

d
ien

c
e M

em
o

ry

Expressive: 50%
 

Passive: 10%
Involving: 70%

W
hat is your
opinion?



Q
&

A
s

•
Q

&
A

s a
re good

!

•
It’s about the issue –

no persona
l offence

•
A

nsw
er Q

s d
irectly 

•
Stand

 up for your PO
V

•
A

void
 being d

efensive



Presentation Structure

•
G

et a
ttention

•
Sta

te opinion

•
Support w

ith 
key  points

•
Finish briefly

C
onclusion

Bod
y

Introd
uction



A
re a

ccents im
porta

nt?

Paul G
raham

, Founder of Y
 C

om
binator



A
gend

a

•
M

ain cultura
l d

ifferences

•
Presentations 

•
M

eetings

•
N

etw
orking

•
N

egotiations



W
ha

t d
oes a m

eeting 
rea

lly look like?



Elem
ents of successful m

eetings

Sched
uling

A
gend

a
M

eeting 
roles

A
ctive 

participation 
M

a
naging 

conflict
G

etting 
Buy-in

elisabetta ghisini©
 -w

w
w

.verba-
international.com



M
eeting m

anagem
ent

•
C

losure
•

Follow
 

up

•A
ctive 

exchange
•20/40/Q

&
A

s

•
G

oal
•

Brief sm
all 

talk

start
core

end
after

elisabetta ghisini©
 -w

w
w

.verba-
international.com



C
onflict in m

eetings

D
on

’ts
I d

on
’t agree w

ith 
that!
That d

oesn’t m
a

ke 
sense!

D
os

I am
 not sure I agree …

I am
 not com

fortable 
w

ith that …
 

I am
 confused

 …



Em
ail &

 phone

•
Brief &

 to the point –
no sm

all talk

•
W

ho you are

•
W

hy are you ca
lling

•
W

hat you need
/w

ant/suggest 

•
Reach a

greem
ent

•
Tha

nk &
 restate agreem

ent



A
gend

a

•
M

ain cultura
l d

ifferences

•
Presentations 

•
M

eetings

•
N

etw
orking

•
N

egotiations



N
etw

orking

•By choice or by chance?
•Short vs long-term

?
•Form

a
l or inform

a
l?

•Expectations? Follow
 up?

•Topics?



Topics for conversation



Useful lines

I enjoyed
 

talking to you

Let’s go a
nd

 
m

ingle

Let’s touch 
base next w

eek
Let m

e 
introd

uce you 
to John

I’ll go and
 get 

a d
rink



Establish an O
nline 

Presence
Socia

l m
ed

ia

W
ebsite –

in English!



Exercise!

•
Specific for event

D
evelop your 
pitch and

 
w

rite it d
ow

n

•
15 –

30 sec
N

am
e, 

profession, 
connection 

to event



A
gend

a

•
M

ain cultura
l d

ifferences

•
Presentations 

•
M

eetings

•
N

etw
orking

•
N

egotiations



Top 10 N
egotiation 

pitfalls

G
oal

C
ontract                   Relationship

Persona
l Styles

Inform
al                     Form

al

C
om

m
unication

D
irect                         Ind

irect

Tim
e sensitivity

H
igh                             Low

Em
otiona

lism
Low

                             H
igh



Top 10 N
egotiation 

pitfalls

A
greem

ent 
Specific                       G

enera
l

D
ecision m

a
king

Bottom
 Up                  Top d

ow
n

A
ttitud

e
W

in/Lose                      W
in/W

in

Risk ta
king

H
igh                               Low



A
gend

a

•
M

ain cultura
l d

ifferences

•
Presentations 

•
M

eetings

•
N

etw
orking

•
N

egotiations



Business/C
ultural 

M
isund

erstand
ings

A
Your experience  

B
W

hat happened
?

W
hat w

as your role? 
W

hat reaction d
id

 you get?

C
W

hy d
id

 this ha
ppen?

D
H

ow
 could

 you ha
nd

le this situa
tion d

ifferently next 
tim

e? 




