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Cultural Issues Discussed in the Interviews

A X UEERATHE E] &

Professional

Al 3% F

1. Some countries use a direct approach to business and negotiations, presenting key information
up front and right away. Other countries are less direct in their approach to negotiations. What
methods of negotiation are used in your country?

ERLEER, xEl uH‘IE’JﬂLﬂ?‘:“tEEEJZTéE’JO EMK— iR, BREER. BHEERD
ARV ES AR LER, MEREFHEN, HEEFERSHANEHMIR ?

2. In some countries the size and location of a person’s office indicates a lot about that person’s
importance and position in the company. WEat is it like in your country and what are some of
the differences that exist in the workplace?

FREER, — P ADBRENRIIMUEEAIRKIAERB BN KRERNE, HiE, EREFEK
BRMATHLE? PREEXEWENRED, MUFRROTHE?

3. In China there are close ties between business and government. From the mayor and city
council to the central government, foreigners need to know how and when to deal with
politicians. What suggestions can you give to make the right connections with the right
politicians?

EFEZBRBITERTNX Re BMKMREZPREF, NAEALFNENTSBEFERITR
o FTRKNE AR ALFASE ROBFARBYRIFXR?

4. There are many interesting things happening in local governments, politics and economies.
However, I don’t know if it is appropriate to talk about these issues in a business setting. Are
there any topics that I should avoid?

F—NANBE RSB RS AR X ONBETEFE,. ERlFETRIEEREGE /X
B L Rt e iR BURIE R 2

5. It seems like sometimes “ability” isn’t as important as “connections”. Sometimes people are
very loyal to relatives. In what way does that describe business practices in your country?
BHRME— PN ARFT T RE DA AZTRRER, AHAMRKE CHFERIARTERD. 18

TR ERE LR EBX TEEE.

6. What Chinese stereotypes exist related to race, color, or gender? In what way does this affect
the way Chinese executives deal with foreign representatives from other countries?

REAXMIE, BKRERMENKSTE—RNEENME ? XEEEN—TMPESREEEIREAENN
AT WL 7

7. What is the role of women executives in your country? Will men be able to deal with a woman
professionally in the same way that they do with other men?

ERE, —BRANZETENERIOM? BT EEEANZETEMNESRIFMSEMEEETERS
R —HR L a2

8. Some countries have an attitude that each employee should do what is best for
himself/herself. For example, if I can get a better job with another company, nobody would be
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surprised. What is it like in your country?
BEERWAAN—D ANiZABSHEIFNITE, AR, EA— N ANMREEIRQFHZE—D
BT, #HIERREMNNE. FEANXHFHERERNMA?

9. In some countries employees work more or less on their own, while in other countries
employees work in groups or teams. What is the ty ical style in your work?

FREERE, ARNRIRNZRNPVECHECHENSAR. UFEERNAERREERTE S
R, BURAET AR HEERERY Iﬁﬁ/ﬂﬂﬂ ?

10. Executives feel a need to balance their responsibility to their investors while at the same time
meet certain obligations to society (e.g., environmental issues). What is it like in your
experience?

— M RENSREEERRT—AEHENABNREARK, Z—TEHENNEIFTERR A
%, FEIMRECEMAE. EXIRIZIEN{A ?

11. Some countries rely heavily on advice from lawyers, even in the negotiation stages. What is
the role of lawyers in business negotiations in your country?

BEERMAEB IR RNXFIFEEERIMAEN, BErERMERIIMEES SN ?

12. In some cultures, people express their opinions directly, with a clear “yes” or “no”. How is
that the same or different in your country? _

BEERMAIRAEREZECHELN, EfE— MRV E S FAIRE. FEAEXSH
FY 315404 2

13. While negotiating, some people seem to stay focused on the subject. Others get side-tracked
and socialize a lot. Will I seem rude if I'm always trying to get people back to the subject at
hand?

Sk, BNASEIEMANSE L, ANANBZERBIRTFRAIK. MEIXERA,
MRFB—ERERKNEESE, SAZBERFERLLIR?

14. In some countries there is a lot of emphasis on putting things in writing. In what way is it the
same or different in your country? ‘

BEERNWANARZRAIT, ZOLR, BHRETF, RLAFHETRTIEM. PEAEXAERE
anfey 2

15. We sometimes hear, “You cannot mix business with pleasure.” How does that apply or not
ply in your « C0untry7

B E’JE‘H@E BANRITAIR - “AFADEE, RBERIHANE 72D, "FHEREAR KA XHIR

AR?ANRA, XAMEAHAITMEENE ?

16. I know it is important not to offend anybody, especially in front of others. What are some
suggestions of things that I should or should not do to not offend someone in your country?
HABHRFAZEFAME, LEAREZEF=FEBIEARER, EAIAANAR -LEXATEOE
W7 BRLERMLEZ M E %AV, R B AR,

17. Hierarchy and social status are important concepts in Chinese lives. It is clear that "giving
orders" and "following orders" reveal a lot about one's social status. In what ways can foreign
executives avoid misunderstandmgs related to hierarchy and social status?

A LM BT HUEFEZREEZNN . “ﬁ*ﬁﬁﬁ%”*ﬂ“?ﬂﬁﬁﬁ%”i B R—N ARSI,
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NAEAEX T EMZINFE RS RN DERIRS

18. When client comes from abroad, how do you decide which language to speak? What I mean is,
if your client speaks English and you also speak his/her foreign language, which should we
speak?

EXREANERNEZmE, TARERBIHES SR ? BB,

MREHNEMERRRIE, MENZIHRE. XIIEMEHE, TR ERABMES 5K ?

19. We often hear “You can buy in any language, but to sell you have to speak their language.”
Does that seem true in your country?

BMNETR — P AZRAEORE, ILUREMES, MERANHE SRIFBXANES XTUEE
FEEAAER ?

20. When is it better to hire an interpreter to help out with negotiations (instead of getting by with
one another’s non-native fluency)?

EWHER TREFE—TEERREC, UEBEBER—MRAMRESAIKIFOESHTRS ?

21. Many foreigners' Chinese language ability is not enough to conduct business in Chinese. How
much Chinese is necessary to break the initial barrier with the Chinese? When and in what
context will a foreign executive most need to use Chinese language skills?

RZNEARREERAE MU AENELFEE, ANEAFTEREZDPGESEM T RETIESNE
SIS ? N RSB T EREREEATY 7

22. It isn’t really related to business per se, but why is it that when I ask a North American for
information (for example when I am trying to find a location) everyone seems so
straightforward and impersonal. Do you think my observation is accurate or am I sensing
something that isn’t there?
XNEBREWFREEREX R, BE, FEENUR, XEAGERIEIIARRER, BEREIFESR
BETY, REFURK. BXTURMAX? RARBRARZOLT ?

Courtesy and Social Situations

ALY

1. Could someone explain to me when to use the formal “Mr.”, “Mrs.”, and “Ms.”?

BRI TE", YINE, AR, KL FEMIBRAZE.

2. It seems like everyone else knows how to greet people, when to shake hands, etc. What is the
standard protocol?

BERANINEELRIAITEE, BRKEF W5 ‘REFAERMLT. BRE—TiE
WA ?

3. Are there certain occasions when it is appropriate to take a gift? If someone gives me a gift,
what should I do in return? Also, what should I know about giving a gift? How do I determine
the most appropriate time and occasion?

BRI A, MR—PTREEERRENRGR—TILY, BiXELT 7 WIFREHR L5
Mo EHABRT, EfFLA HLMREE?
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4. For personal reasons I don’t drink alcohol. How can I say “no” when people offer me these
things? How will they react? ‘

HE—TAEBENOAN. AAKGET, WREARBEE HNZELBBERNEE ? =82
8

5. Is it common in your country to be invited to someone’s house? What should I know before
going to someone’s home?

FEIAEBABREERN ? ZLUH, BALERNEIZEFFENE?

6. Inever know what clothes to wear in professional settings. When should I use a coat and tie
and when should I dress casually? And what is casual dress?

HEANHER, NMIAZFEITH ? MNNZFRAR, FT8E ? AIREEER ? 22 ER"?

7. Idon’t understand people’s names. When do you use their first name, their last name, and
their titles, etc.?

T R—RERNE, ARMIE AR, FREKE?

8. In the countries one puts a lot of emphasis on where someone studied and what degrees
he/she may have. In what way is it the same or different in your country?

ENERMAREE— AA%LTW%FW%HTW%uO¢IAﬁM$mE$MH7

9. Insome countries people try to keep their professional and personal life separate. In what way
is it the same or different in your situation?

KEERNAZRERD FMHOREEZMNEANWETE, FEANXHEEENM?

10. Is machismo part of your culture?

FEAGREREAEX"?

11. When is it appropriate to talk about business? If someone invites me to lunch or dinner, is it
thought of as a social thing or is it OK to conduct serious business too?

—ixiEK, BRE-TRAEREERIFE ? B ANEHIZHIRKRIRE, HATLURMEZMITHE RS
g 7R XEMIREE?

12. Once I was with a guy who stopped to talk on his cellular phone at least 5 times while we
were at lunch. It seems like everyone is in love with the high-tech toys. How are these high-
tech gadgets part of professional activities?

B—R, BR—TALHREE tEMNETAXRFILNEE FREDALRERZHSHE
ROE” XMEEHR TR R ITEFRIA S ?

13. How do executives in your country keep track of their appointments?

FENEREENALER, EBIRSHIAFTERY ?

14. What does it mean to be "on time" when working with Chinese business professionals. What
does it imply to be late or having to wait. What attitude should I have when Chinese business
counterparts do not keep appointment times like I am used to?

IRFPERE &I A ERERR R, ERRALERE ? REHEFNXE LB ? @S
BERHNTREANTRVER, REFEMEE?
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15. We often hear that “Time is money.” How important is it to be punctual and how late does
somebody have to be before he/she is considered late?

MBI ‘HEREEEK . ENBZER? “REZATHERE?

16. How many hours a day do people work and what is a typical schedule? What are the best
times to make appointments?

—XRIEENTINEREZK ? BFMNEREEHEZH N ? BSNITATRE— T REBRIRE ?

17. When are meals in your country? When do you eat breakfast, lunch and dinner? How are
business practices incorporated into these meals?

/—>7'r5n‘;‘, NZ IR BB [ K 2T 2 BHE ? IR 2 BRIz R, BRI 7@ B &\l B 8] SRz R 8] &
/N [oy=104

General Questions Related to Negotiation Practices with North Americans

53 E A 5 B4R X o] &

—_

. Prior to actual negotiations it is important to conduct initial fact-finding of information. What is
your normal pattern of initial research and fact-finding? How do you modify this pattern when
negotiating with North Americans? What is your perception of a North American’s pattern of
initial research and fact-f1nd1ng7

B E MR ABIRISERRTE. ﬂﬁ%ﬁé%ﬁ’]—/\ﬂf?’a’ lﬁlﬂ,u\E’J/\TT_l_ﬁﬁ BRIE S F AR

EEA#H’J’? 5EIATJ}MH‘J FEELXMER ? TINAEE AN —fRZEHHTHAIRISERE

2. We hear a lot about win-win approaches to negotiations. How much of your approach to
negotiation generally is within the mindset of win-win? How do you modify this approach
when negotiating with North Americans? What is your perception of a North American’s

approach towards having a wm win mindset?

%zﬂ],%ﬂﬁ JWE" XK E iR, BEEE T?]uE’JH‘HI% “WiwBZEE ? 5EEAMRNRE &
BRIy 25 ﬁz&jJEEHW%“ﬂXE}_R”? TN AEE AR 2R AT ERIEEVER" X AR ?

3. All negotiations include an initial phase where the parties involved encounter certain
resistance from the other side. Based on your personal observations, what are some of the
reasons why this resistance exists? In what way is the resistance the same or different when
dealing with North Americans?

PTE RMRTE — T R RHMEET S 2 — 23 S AR ROE D, RICHWIE, XEXWHTTEEZHIE

DRAAFZAR ? IRSEE AR HIRT IR N RS 5 IR E A% R RIBE A ARRE ?

4. During negotiations it is usually necessary to reformulate strategies and positions. Is there
anything unique about the ways in which you reformulate strategies or make concessions
when dealing with North Americans? What have you observed about a North American’s way
of makmg concessions and reformulating strategies?

WRETTH, ERFEENEREKRIIG, SEEANKR, ERERBRERNLYS EERERIE

RERRITT ? REAE A IRAY S SRS &R R AL B97T TU0N5?

5. At some point in the negotiation process, negotiators may require ratification and approval
from superiors, attorneys or financial managers, etc. How is your system of ratifications the
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same or different when dealing with North Americans? What is your perception of a North
American’s approach to ratifications?
WHRETTH, SITHEMAGRERRF/E LR, &#Ih, WS ARKMERKIAR, TAREXSE
@é%ﬁﬂ@@%ﬁﬂ%ﬁﬁﬁ&ﬁﬁﬁﬁﬁxﬁ?@M%%Eﬁﬁi,%ﬂ%ﬂﬁ%ﬁ%ﬁﬁ%ﬁ
IFERY ?

6. During hard bargaining stages of negotiation, what are the differences you have observed in
the style of a North American as opposed to national and local parties?

IRIEEIE, EEARKEA /Rt A Z BN ENNARNE TR ?

7. After negotiations are concluded, what sort of follow-up is typical among parties involved?
How is the follow-up different when dealing with North Americans? What is your perception
of North American follow-up patterns when dealing with you?

BRI, BOTEERFREBLEH ST ? IREEAITER, EXSTEHEWLEEER

Rt 75 ? RIEERMNER, REARXEMTRANREESE—STHRIRI ?

8. What is your perception of the balance that North American negotiators give to you as related
to meeting your logical needs on one hand (data, numbers, figures, etc.) and your emotional
needs on the other (relationship, feelings, etc.)?

RIECHONE, kP, REASITFéat—AEm&kEEE ENFEE BE #RS) 5—HTE

XEREBRLNEE (KR BEH ?

9. Is it more advantageous for you to think of negotiations in terms of international verses
national cultures or do you notice more individual corporate styles based on specific
companies?

RIS W, MRS EUERREERERERXENERE ? 88, BIAARXNRREE N AT

Z BIRFIREIPE A T 2 ?

Questions Related to Stereotypes about North Americans

—RANEEANEE

What is your opinion regarding the following observations?
igiE, X T EX e AR R M ?

1. North American business professionals are blunt, pushy and direct in their negotiation style.

EEBAEMRREE —MIEH, BENEKNESE,

2. North American business professionals focus on short-term perspectives and they are just
out to make quick money?

EEMABRETEREPMN G, REE Rk,

3. North American business professionals have limited knowledge of other cultures and
languages.

SEE AR FE XL RESPTAIARD,

4. North American business professionals are in a hurry to get through with the negotiations.
KXEBA—RARABERNKTE, 4,
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5. North American business professionals value data and content over relationships with people.

XEBABTERERXFING, WEILRKA X RIZE XE,

6. North American business professionals are preoccupied with legal documents and litigious
procedures.

XE@AS T EEREXMHRIFIRERF,

file:///Users/orkelm/Desktop/chinaquestions.htm Page 7 of 7



