

Activity 4a : Literature Reviewing – Some Examples

Example 1. Extracted from Pages 404 – 405 of the original source

Francis, J. N. P. (1991). When in Rome? The Effects of Cultural Adaptation on Intercultural Business Negotiations. Journal of International Business Studies, 22, 3, p. 403-428. 

BACKGROUND

Problems in Intercultural Negotiations 
The many problems encountered in intercultural negotiations are well documented [Deutsch 1984; Graham and Sanyo 1984; Hall and Hall 1987; Tung 1984; Zimmerman 1985; among others].  Communications problems, defined to include language, language behaviour and nonverbal behaviour [Condon 1972] has received much of the attention in intercultural negotiations. Communication problems in intercultural negotiations usually occur because of two types of difficulty. The first results from variations in the norms of behaviour acceptable to different cultures [Gudykunst 1983] Behaviours considered appropriate in one culture may be deemed inappropriate in another, leading to communication difficulties. For example, Weinshall [1977] found communication in American companies to be more informal in speech and to involve more informal contact than in Western European countries. To address this type of problem, comparative research has focused on documenting differences in appropriate communication behaviour across cultures. The second problem domain is the misinterpretation of communications. In intercultural negotiations this usually results from differences in world views and expectations. As Alder and Graham [1989] point out: "In cross-cultural negotiations, we might expect problems of communications caused not only by what is said but by how what is said is interpreted." Adaptation to the norms of a foreign culture is usually recommended as one solution to communication difficulties. This recommendation has two types of justification. First, it is assumed that the more similar foreigners' behaviours are to the natives' the more acceptance foreigners will enjoy. Second, adaptation is expected to reduce the probability of inappropriate behaviours and misunderstandings. 

While intuitively appealing, this line of argument fails to consider that communication and other behaviours appropriate for natives may be seen as inappropriate for foreigners and vice versa. Foreigners, because they are not "in-group" members may not enjoy the same rights and privileges of insiders. Various authors have pointed to the pervasive tendency of individuals to identify with their own group, the "in-group." This "in-group" identification typically leads to differences in the treatment and perception of "out-group" members relative to in-group members [Tajfel and Billig 1974; Doise, Csepeli, Dan, Gouge, Lansen and Ostell 1972; Turner 1978]. The literature reviewed below attempts to shed light on some of the possible risks and benefits of intercultural adaptation which involves cultural modelling by "out-group members." 



Example 2: extracted from pages 40 – 41 of the original source

Varner, I. I. (2000). The Theoretical Foundation for Intercultural Business Communication: A Conceptual Model. Journal of Business Communication, 37, 1, 39-57. 

Literature Review

Historically, much of the research examining international issues falls into two categories: international business and intercultural communication. The intercultural business communication research draws heavily from intercultural communication and international business (Lovitt, 1999). However, relying on research from related disciplines can create risks. For example, imported research may provide answers to questions that do not go to the heart of intercultural business communication and impose its own conceptual model of intercultural communication or international business that may hinder the development of more appropriate concepts of intercultural business communication (Lovitt, 1999).

Authors who focus on international business may discuss some communication issues, often in relation to negotiation or expatriate selection and training, but the emphasis is typically not on the communication but on functional business problems. For example, Inkson, Pringle, Arthur, and Barry (1997) examine and contrast models of international human resource development. Others examine reasons for failure of expatriates (Mendenhall & Oddou, 1986), attempt to build models for better selection procedures (Nicholson, Stepina, & Hochwarter, 1990), and explore the impact of the move from ethnocentric to polycentric and global staffing on corporate strategies and goals (Kobrin, 1988). While expatriate selection and training clearly have communication implications, these researchers typically do not focus on the intercultural business communication element but rather on the content of the training and the process of selection of employees.

Others focus on cultural variables that affect intercultural business, but the emphasis is not on the intercultural business communication process but on cultural attitudes (Hofstede, 1980; Hofstede, Neuijen, & Ohayv, 1990). Hall (1959) is one of the few who specifically examines the relationship between business and intercultural communication. While the international/intercultural business literature does not focus on communication, the intercultural communication literature traditionally does not examine the communication in a business context but a more general cultural context. For example, Holtgraves (1997) examines how culture influences whether a person uses direct or indirect communication. He finds that Koreans are more likely to be indirect than are U.S. citizens in intercultural communication. Gudykunst, Matsumoto, and Ting-Toomey (1996) found that individual factors are better predictors of high and low-context communication styles than are cultural values of individualism and collectivism. A number of studies focus on acculturation of immigrant groups (Laroche, Kim, & Hui, 1997), while others compare intercultural communication behavior based on cultural variations in role and social rules (Hammer, Nishida, & Wiseman, 1996; Nishida, Hammer, & Wiseman, 1998).

Another focal point of intercultural communication research is individualism vs. collectivism and the impact of the relationship on the functioning of society (Gudykunst & Hammer, 1988; Gudykunst, Matsumoto, & Ting-Toomey, 1996; Lieberman, 1990; Triandis, Bontempo, Villareal, Asai, & Lucca, 1988; Triandis, McCusker, & Hui, 1990; among many others). Triandis (1989), for example, examines ingroups and outgroups in individualistic and collectivist societies. He analyzes the causes of collectivism and individualism and the implications for social interaction.

Many of the findings of this body of knowledge can be applied to business situations. Insights into social behavior, attitudes towards morality, self-perception, and the role of hierarchy are not just beneficial for getting to know other cultures but help in shaping business interactions. For example, the construct ingroup vs. outgroup (Triandis, 1989) will help us understand how competing groups in a business environment will communicate with each other. However, the focus of Triandis’ work is on the theoretical foundation of intercultural communication rather than intercultural business communication. He does not tie the intercultural communication directly to business organizations or business activities.

We can build on the research in intercultural business and intercultural communication to model the intercultural business communication process. This article will address the following questions: 

RQ1: 	How can we model the intercultural business communication process?
RQ2: 	How does business strategy contribute to intercultural business communication, or, Why is a focus on business important?
RQ3: How does intercultural strategy contribute to intercultural business communication?
RQ4: 	How does communication strategy contribute to intercultural business communication?
RQ5: 	How does the proposed model help us focus our intercultural business communication research?

