End-of-Chapter Case Study: Miscommunications with a Brazilian Auto Parts Manufacturer

Discussion Questions

4-11.What are three of the cultural “missteps” that Wally Astor and his father-in-law, 
Henry Williams, made in this scenario? Why do you think this happened?
 Learning Objective: 2; AACSB: Communication abilities

 First of all Henry should have notified the Brazilians in advance that he was not going to 
 attend; Wally should not have arrived in casual clothes and should not have tried to be 
 informal with Silva. He should also not have announced that he was taking vacation time 
 during the trip – he should have started off letting the Brazilians know that their business 
 was of the utmost importance to them. Wally should have been more sensitive to 
 differences in culture such as dinnertime etc. 

4-12. If you were a native of Brazil and advising American business representatives on what to do when talking with Brazilian business partners, what would you tell the Americans about Brazilian culture?
Learning Objective: 4; AACSB: Communication abilities

I would tell them that the Brazilians are more formal in opening relationships than Americans are; I would tell them that relationships are of great importance in business dealings. Brazilians do not want to do business with people that they do not know well, and so they will want to get to know their partner before settling down to negotiations. Brazilians are more hierarchical than Americans and will want to do business with senior people. Brazilians mix personal spheres with business more than Americans do and appreciate knowing the background of their partners. 

4-13. Imagine that the situation in this case study was reversed, that is, the Brazilian businessmen were coming to the U.S. to look for a supplier. What would you tell the Brazilians about American business culture to prepare them for success?
Learning Objective: 4; AACSB: Multicultural and diversity understanding

They should be told that Americans are not very hierarchical – we all call each other by 
first names and want to establish a very open and friendly atmosphere from the 
beginning, but that friendship is more superficial than Brazilians are used to. Americans 
are very bottom-line driven and like to get down to business immediately. Americans 
will have dinner with business partners but generally after the negotiations have been 
concluded; Americans generally do not mix personal life with business life. Americans 
speak their minds openly and “say what they mean and mean what they say” – they are 
not good at dissembling or polite small talk. 





