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                                            Important Note to Users:
The patterns described in the culture cards are based onThe patterns described in the culture cards are based on
literature in the fields of sociology and anthropology,literature in the fields of sociology and anthropology,
cross cultural and intercultural communication studiescross cultural and intercultural communication studies
and on the experience of the author and feedback fromand on the experience of the author and feedback from
dozens ofdozens of  colleagues and participants incolleagues and participants in  more than 50more than 50
training events.training events.

You are requested to provide us with your suggestionsYou are requested to provide us with your suggestions
for improvement. We continuously refine the cards basedfor improvement. We continuously refine the cards based
on user feedback and will thank you with an updatedon user feedback and will thank you with an updated
copy of the cards if we use your ideas!copy of the cards if we use your ideas!
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Freedom to assert and express spontaneously
Outsider seen as participant
Participants must say something worthwhileAf

ric
an Truth tempered by diplomacy, status, relation

Outsider seen as authority, influential, biased
Participant communication is personalLa

tin
o Accepts different opinions, no interference

Outsider seen based on comments, behavior
Participation may be impassive, subduedN

at
iv

e

Control

Expression valued more than agreement
Outsider seen as interference
Participants must not threaten personal dignity

Ar
ab Group expects courtesy and respect

Outsider trusted to manage climate
Participation guided by etiquette and image

As
ia

n

Group relinquishes power to outsider
Outsider empowered to manage participation
Participants control their impulsesEu

ro
et

hn
ic
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Goal is to find problem and fix it, cause-effect
In-group outsider seen individual/professional
Right answer, yes or no, loyal to conceptsEu

ro
et

hn
ic

Convince by facts and personal experience
Out-group outsider empathy and connection
Participant communication is personalLa

tin
o Intentions must satisfy time and space

Outsider tested by consistency longevity
Accepts positions, seeks full consensusN

at
iv

e

Orientation

Intentions satisfy release, artistic expression
Who is outsider and what connections
Yes, agreements depend on greater Will

Ar
ab Process assures dignity and mutual respect

Outsider status and experience important
Loyalty and obligation, how above what

As
ia

n

Goal is to address deeper conflict - with style
Out-group outsider tested by presentation
Opinions and answers can morph during talkAf

ric
an
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People basically same, judge on behavior
Accomplishment measured by comparison
Trust concepts, membership organizationsEu

ro
et

hn
ic

People are individually unique, style important
Value dynamic interaction, what plus how
Truth established through debate, trust selfAf

ric
an

Group membership, participation, generosity
Value restraint, dispassion, words weighty
Trust wisdom, history, group psyche, silenceN

at
iv

e Being, ancestry, contacts, titles important
Value good manners, generosity, expression
Obligation, loyalty, relationship, disclosure

Ar
ab People are a version of their group

Value diplomacy, loyalty to person, people
Decisions accomplished through diplomacy

As
ia

n

Trust & Values
May the Best Man Win!May the Best Man Win!

Deeply identify with family, group, language
Control emotions, focus personal, self second
Trust good over evil - may the best man win!La

tin
o
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Direct, logical, factual, linear to conclusion
Where going important; how or where from not
Deep disclosure avoided, off-limit topicsEu

ro
et

hn
ic

Face-face, contest between people tests ideas
Where going less important than how/style
Disclosure continuous, probe into personal OKAf

ric
an Indirect, non challenging unless honor issue

Time fluid, bidirectional, malleable, intent
Disclosure delayed, avoided, but with warmthLa

tin
o

Persuasion art, use charm, appeals, poetry
Counter propositions, expect compromise
Early disclosure regarding family, connections

Ar
ab Indirect, sensitivity to differences of opinion

How prepared you are important; not where
Disclosure shunned, status important

As
ia

n

Directness
and Disclosure

Indirect, non intrusive, silence meaningful
Internal readiness more important than time
Language and tribal identification importantN

at
iv

e
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Language utilitarian, more head than heart
Range, volume managed, low emotion
Gestures with head, wrist and handEu

ro
et

hn
ic

Tone, volume, animation, rhythm important
Emotion does not interfere with reason
Head, neck, whole body gestures are languageAf

ric
an Language deep links to identity, self history

Range, volume subdued, old world manners
Gestures contained, artistic, inward directionLa

tin
o Native languages are the heart of people

Range volume restrain, listening high value
Gestures heart level, circles speakerN

at
iv

e

Language connects to culture, identity secure
Low volume, restrained emotional expression
Few gestures, near body

As
ia

n

Voice and Gestures
Language

Arabic language and style national treasure
Animated, artistic, poetic discourse valued
Gestures rich with meaning

Ar
ab
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Commitments
Agreements

Agreements best if formal, documented
Business is business separate from emotion
Commitment to letter of the law less to spiritEu

ro
et

hn
ic

Understanding influenced by group loyalty
Business is not separate from emotion
Commitment to relationship more than lawAf

ric
an Agreements are firm commitments

Personal character and reputation high value
It’s been done reflects absolute commitmentLa

tin
o Agreements with outside group/s suspect

Individuality respected in spirit of group
Commitment to long term both directionsN

at
iv

e Agreements best if informal and relational
Business and relationships are interdependent
Meeting commitment not in individual’s power

Ar
ab In/Formal agreements personal family bond

Business action reflection of personal integrity
Commitment letter and sprit of law

As
ia

n
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Monochronic Time

Do many things at once.
Deadlines an objective, if possible.
Willing to change plans.
More concerned with relations.
Promptness is based on relation.
Lifetime relationships.

Do one thing at a time.
Believe in deadlines.
Adhere to plans.
Follow rules of privacy and property.
Value promptness and on time.
Short term relationships.

Relationship is Goal Related
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Individualism
May the Best Man Win!May the Best Man Win!

People are individually unique.
It is dignity, not actions, that is important.
Trust people rather than organizations.
Respect for interpersonal relationships.
Manliness is valued.
Family includes more.
May the best man win!

People are basically the same.
Merit is revealed through actions.
Accomplishments are compared.
Trust abstract principles/objective reality.
Trust in organizations.
Family is nuclear.
May the best man win!
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Obligation can last a lifetime -
even generations

Gain emotional benefits while
preserving independence

and avoiding obligation.

Obligation
Benefits but IndependenceBenefits but Independence
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Conflict

Depersonalization
Separation from the issue
No expression of emotion
Parties preserve cordiality
Confrontation is a weakness

Personalization imperative
Engagement in issue
Emotions are relevant
Skilled confrontation is an art
Distance is relevant issue

It is Personal!It is Personal!


