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FINAL EXAM

Name and surname:

Matriculation number:

General Instructions:

DURATION: TWO HOURS

1. You are expected to answer all the questions. As a multiple-choice exam, just

follow theinstructions.

9

All questions have equal value. (30 questions plus a bonus question — you are

allowed to make one mistake and still get the highest grade)

3. Mark only one answer per question unless otherwise stated.

4. You arc allowed to use a dictionary

GOOD LUCK!

1. A major American multinational company decided to expand imto Indonesia. It found a
local partner and ed a series of negotations to formalize the workig relationship. On
the first visit, a senior vice-president, represented the company. On the second visit, a sen-
ior marketing and a production specialists participated in the negotiation. For i
meeting, the Americans had established a complete agenda and all topics wer
ered. The managers of the local Indonesian company also manifested their agreement with
the topics brought in by the Americans. The Americans were happy because
tor a partnership had been established, including s first draft of cooperative
However, the Americans couldn’t understand why they never received a
decisive comment from the Indonesians.

the bases

al decsion or a

THE INDONESIANS WERE RELUCTANT TO FINALIZL: THE DEAL MOST
PROBABLY BECAUSE:

A They did not feel they knew any of the Americans well enough to trust them. Two
formal meetings were not enough

B__ ey thought the Americans did notbrought in cnough data and objective
business plan as a traditional Indonesian expectation for first negotiation meet-
ings.

C They had noticed that all members of the North American delegation did not have

any knowledge of the local languages and that would jeopardize an effective fu-
ture collaboration.

2. [F EMPLOYEES OF A LARGE CORPORATION FEEL THEY OWN AN All
GIANCE AND LOYALTY TO A GROUP OF WHICH ONE IS PART, THEY ARE
PROBABLY FROM ONE OF THESE GROUPS OF COUNTRIES

China, Germany, Sweden
Indonesta Thailand and Malaysia
Japan, Saudi Arabia, Canada
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3. IF A MAIN NEGOTIATOR FOR A LARGE BUSINESS MERGER WAS
BECAUSE OF HIS PROFESSIONAL COMPETENCE, COMES TO ME
PREPARED WITH OBIECTIVE ARGUMENTS, FACTS AND DATA, It
PROBABLY IS A NATIONAL OF

Italy
Malaysia
Germany
Spain
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4. COR FALSE? CHOOSE THI: RIGHT ONL::

A Cultre s a collective phenomenon that has to with shared chs racteristics and
social reactions ol all human beings

B Culture s form of pursuing the truth among human bangs: the more we study
culture, the more we will be aware about what 15 rightor wrong for all human
bemngs

« Culture 15 essentially inherited

D Theessence of culture is described by the content and structure of the basic mental
representations that members of particular social groups share

b Cuhure 15 a monolithic and uniformly manifested in a country.

5. Ms. Hunt  a senior representative of a large American corporation supervises a five
Thar managers. She senses that all is not going well, but is not ¢lear as to what the real is-
sues are. She invites the five managers to meet with her to get to the root of the problem.
She feels it has something to do with her management style and asks for feedback. With a
great sense of embarrassment, the managers respond by saying there is no problem. They
avord or defect Ms Hunt's other guestions on the subject. Ms Hunt leaves the meeting frus-
trated that she could not get to the bottom of the problem. Her Thai manages leave feeling
embarrasses that they were put in the situation.

A _ Thai managers do not like to be supervised by a woman and would prefer just to
have an all men’s talk. Probably, they would have been more willing to discuss
problems with other American (male) managers.

B A Thai manger believes to be his (her) job to handle problems by himself or
herself rather than bring them to the attention of a superior. Few Asians want to be
the bearer of bad news.

¢ MsHuntdidnot prepare an agenda with major topics to be discussed. The Thai
managers felt they were unprepared to answer questions for which they did not
have time to think and agree upon betorehand

6. WHICH ONE IS FALSE:

A Laun American managers tend to be individualiste delegation and tamwork do
not come naturally, but must be learned

B Latin American managers observe hine of authority; those in high authority arc
expected not to admit error, so the tendency is to place the blame elsewhere

C o Foroutsiders to suceeed in Latin America, developmg personal relationships s
not only critical but ttme consuming

D Latin American managers tend to be formal and objective oriented - their subject
feelings do not interfere in their major decisions.

7. MATCH CULTURAL CONCEPTS WITH THE FOLLOWING SENTEN(C

Maney, assertiveness, and competition are

valued
(A) Individualism An individual’s societal or organizational
position influences how he acts and how
(B) Particularism others treat them.
(C) Diffuse cultures Organization systems attempt to honour

individual preference and choice
(D) Masculinity
Ciraumstances and relationships are more

(E) Specific cultures important in deciding what is right or good

(F) Power distance The public space is relatively smaller and
more carefully guarded than the private
space

People usually have large public spaces and
relatively smaller private spaces
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8. YOUR COMPANY HAS DECIDED TO SELL ITS PRODUCT LINE IN JAPAN
THROUGH A JOINT VENTURE WITH A LOCAL DISTRIBUTOR. TO IDENTIFY A
GOOD TOCAL DISTRIBUTOR, YOU SHOULD FIRST:

A ‘articipate m an open exhibiton in Tokyo

B look m the Japanese Yellow Pages for a local distributor

& Place an advertisement i a major Tokyo newspaper hig) ghting your product’s

fow price

tributors

Iy Ask your Japanese friend o introduce you to several local

9. TRUE OR FALSE? CHOOSE THE RIGHT ONE :

A Aculural model consists of an individual mental frame that helps a person to
respond to environmental demands.

B Cultural knowledge helps a manager to perceive other’s values and perceptions as
strange.

¢ ____ Cultureis everything a person has, think, and do in order to be accepted in specific
social group.

D Asctofbelieland expectations which determines one person’s singularity.
ko Cultural knowledge helps a manager 1o be aware of how other people will speak,

act, and negotiate

I ___ Aculture’s basic values change very rapidly. That is the reason why is so difficult
to rescarch and understand a culture.

10. CLEAR DEFINITION OF ROLES AND PROCEDURES AND S IANDARDIZA-
TION OF COORDINATION AND CONTROL ARE (' IARACTERISTICS FOUND IN
COUNTRIES SUCH AS: MARK ONE

A Austriag, Switzerland and Finland
B3 UK, USA and Australia

C Ching, Indonesia, and Nigeria
> France, Portugal and Greece

HLIDENTIFY WHICH LETTER IS COMING FROM A JAPANESE, AN AMERICAN
OR AN LLATIN AMERICAN BUSINESSMAN.

(A) Japan
(B) Latin America,

(C)USA

Leter 1 First of all we would like to thank you for having shown interest in our
company. We were honored and pleased with your letter because we are
aware of the great achievements of your corporation in the last years. We
know the esteem and recognition your company has from its customers. In
fact, in a exposition in Rome last year, we had a chance to meet some of
your exccutives and we were very impressed with their attention and ability
to treat potential customers.

As to your proposal, ...

Letter 2 [ am writing you a quick note to let you know that we became very
interested with your proposal and we would like to schedule a meeting with
you at your first convenience.

Letter 3 Thank you for your letter from second October. We analyzed your proposal
with great interest, but unfortunately, at this stage, we must decline your ot~
fer. We felt that we did not have enough information yet to engage in a co-
operative venture. But, | would like to stress that this does not reflect any
diminishing impression on the quality of your products and services.

12. IN A SUCCESSFUL NEGOTIATION WITH SOUTH AMERICANS, YOU SHOULD
START BY

A Making concessions to the other party to show good faith.

B Presenting a lot of information about your busingss

C Persuading them to aceept your first offer

D Establishing personal connections

¢



13 TRUE OR FALSE? MARK ONLY THE TRUE ONES

A In large power distance culture, an ndividual’s socictal or organizational position
mfluences how he acts and how others treat them.

B 1o show emotions in the work place 15 scen as “unprofessional” by managers in
dtftuse cultures

o I high context eulture a subjective apprassal is generally considered a more
important than an objective appraisal

D Munagenal conflicts in low context cultures are generally seen as a violation of
collective expectations

I “A dealis adeal™ s a typical assumption of a particularistic culture.

I “How can Ttrust them if they always help their friends?” is o typeal critical
expression of a particulanistic culture made by someone from a universalistic cul-
wire

G Mmagers on particularistic cultures prefer 1o trust contracts than relationships

14. YOUR COMPANY HAS JUST RECEIVED CONFIRMATION THAT A HIGH
LEVEL DELEGATION FROM A CHINESE COMPANY WILL VISIT YOUR OFFICE
IN HAMBURG. SINCE THE CHINESE HAVE ALREADY RECEIVED A SAMPLE OF
YOUR PRODUCTS, THE PURPOSE OF THEIR VISIT IS PROBABLY TO

A Swgnan agreement to act as your local distributor in China

13 _ I'stablish a firm relationship with the company management

¢ ____ learn more about your company’s technological advancements
D _Visityour country as a reward for their hard work at home.

15. A dialogue between two businessman visiting other country. One asks
“Why do [ have to repeat my presentation to the new manager? 1 have alrcady explained
cverything to the last manager. Aren’t they working for the same company?”

WHICH COUNTRY THEY ARE PROBABLY VISITING

A Brazl

B Germany
¢ _China
1> Finland

16. MATCH COUNTRIES OR REGIONS WITH COGNITIVE STYLLES

[. — — .
|
|

A Germany ____ Emphasis on singularities: cach problem k

has a particular solution |
. Innovation takes precedence over tradition
C USA

B _ laun America ‘
|

Objectives facts form the basis of the truth

L. N

17. A dialogue between two businessmen visitng other country. One says
“Our product speaks for itself. Why are they asking for all these references? We have little
time for small talk. We are here on business.

WHICH COUNTRY THEY PROBABLY COME FROM?

Argentina

Germany
France
Spain

2 >
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18. MATCH COUNTRIES OR REGIONS WITH NEGOTIATING PRACTICES

g Decisiveness is a prized characteristic

(A) Japan Feelings and subjective opinions are considered
* unprofessional

(B) Brazit i
(C') Germany -

w
ﬁ
._A::::..:gmEvcu_m:v.:E.cn:«.cm:& vc_.v,::u_ ‘
Overstatements: repeat words to fully ;

|

|

,

(D) USA dramatize the message
(I2) Saudi Arabia Understatements measure words according to
the soctal context
- e e
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19 A TYPICAL NORTH AMERICAN MANAGER WOULD DISAGREL WITH EACH
STATEMENTS. CHOOSE THE CORRECT ANSWERS:

A Pasons should be evaluated but in such way that will not embarrass
them
13 Company information should be available to anyone who needs it

within the organization

( A prmary obhigation of an employee s to the organization
1y Symbols and process are more nportant than results
It ‘The best qualified person should be given the positions available

I Intuitive and subjective aspects of decision making should be reduced
and cfforts should be devoted o gathering relevant information

G _____Competition among employees leads o unbalances and disharmony

H_ Decisions are expression of wisdom by the person in authority and
any questioning would imply a lack of confidence in his or her
Judgment

20. ACCORDING TO MODERN ASSUMPTIONS, HOW CAN COMPANIES BENEFIT
FROM CULTURAL DIVERSITY AS A COMPETITIVE ADVANTAGE? MARK THI
ONE THAT FITS BETTER MODERN ASSUMPTIONS

A To exert strong pressures on new employees to assimilate to existing
organization culture

B Toanstitute human rights protection norms

¢ _ Tosee diversity potential as valuc-added activity

D Tohire more employees from various cultural identities
9

21. IDENTIFY THE SENTENCES MORE TYPICAL OF FUROPEAN MANAGEMEN]
CHOOSE THE CORRECT ANSWERS:

A Foargive mustakes: trying 1s what counts

B Prepare what you say. Be accountable fon Your words
€ Actoutof purpose. The right time will show itself

D Think out loud. The more ideas the better the solution A

_ Avoid mustakes: they are often irreparable

¥ Seckopportunity. The right time is now A

G ___ Smooth differences. Be cooperative and practical
H____ Respect the individual: freedom and initiative first
I Getting things done is what counts

22. AMONG THE FOLLOWING SENTENCES ABOUT DOING BUSIN 5SS IN SUB

SAHARA AFRICA, CHOOSE THE FALSE ONES:

A One of the most important factors to remember when domg business 1 Atrica s
the concept of friendship before business

B In Africa, when a local manager comes more than an hour late for a negotiating
meeting with a German delegation this is a sign of lack of interest in the venture

C Mgor characteristics of structures developed in colonial era tend to contrast with
features of African organizations: they are more flexible with less ngid
burcaucra

(b} If'an American negotiating in Africa is younger than the local ones, he probably
may receive less confidence.

: Be respectful, but informal in doing business in Africa
F Asking personal questions about one’s family s a common practice
G Because of typical African collectivist values the conceept of workers as hunian

resources 1s more important than view workers as network of people.

H _ltis very important to know co-workers as individuals before getting down to
business activities.



CMAN AND JAPANESE DECISION MAKING PROCESS HAVIE SOMI- SIMI-
| AR CHARACTERISTICS BECAUSE BOTH CUPTURES VALL

A A slow deciston-making process with caretul analysts and 2.
B3 A short term perspective with a strong task orentation
o A dircet orientation to the point bemg analyzed coupled with a strong need for
building personal relationship and trust
| o T T T T T B T

Establishing procedures to get things done

_ Pncouraging flexibility

|
ﬁ (A) Saudi Arabia

(B) Germany
! '
f (C) Atca ﬁ
,i I'stabli
(D) USA

“Providing soctal context to get things done

ring friendship first toget things done

Encouraging politeness and the desire to avoid
embarrassment and conflict

20. MATCH NATIONALITIES WITH TYPICAL EMPLOYE
MANAGLERS

EXPECT FROM

~Tobe consulted on all decisions
A Northern European Country
Little direct supervi
3. many
_ ~Partcipation
. Nigeria
R Strang directions (assertive)
D. Japan
Protection to their families
L. USA

7
4 (F) China
i
{

25, A “BEST MANAGEMENT PROPOSAL” FOR CONSIDERING GOOD BUREAU-
CRATIC STANDARDS, RULES AND REGULATIONS ASSOCIATED WITH AN AT-
’ ON TO FRIENDSHIP RELATIONS MOST PROBABLY IS FROM:

A ~_Anorthem European country
3 Asouth east Asia country
¢ An eastern African country
D Asouthermn buropean country

27. IF A MANAGER ADVISES YOU TO BEHAVE “LESS SPONTANEOUSLY AND
FREELY AND MORE LOGICAL, RATIONAL, MATURE AND RESPONSIBLE", HE
(SHEYyMOST PROBABLY COMLS FROM:

A West Africa

B A Scandinavian country
C United States

D Mexico

28. A “BEST MANAGEMENT PROPOSAL” FOR MANAGEMENT EVALUATION
BASED ON INDIVIDUAL TITLES; SENIORITY, TRAVELING EXPERIENCES AND
FAMILY TIES MOST PROBABLY IS FROM:

A collectivist culture

An achicvement oriented culture
An affective culture

An ascriptive culture

TR >
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