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HEN  a  British businessman asked  his German counterpart, “How the devil are you?”, he was rather surprised at the response: “Devil, what is this devil?”

 Awkwardly, the Briton tried to explain that it was a colloquial English phrase and didn't mean anything really, and he was simply checking on his colleague's health. Having sorted out this small cultural misunderstanding  the  two  businessmen  were able to get down to their deal.

 Yet with the world getting smaller, cultural misunderstanding  is  on  the increase and language is not the only problem.  Differences in attitudes  and  behaviour  patterns  can  vary  enormously   from country  to  country,  with  issues apparently as simple as exchanging business cards causing confusion and embarrassment between partners.

 In  addition,  body language, dress codes, conversation  and  the  relationships between government and private enterprise may lead to misunderstanding.







Mark Trier, from Language Solutions, a firm which runs country-specific courses for companies to help them adjust to different ways of working, commented: "For  companies  increasingly  doing business overseas it is important to be open-minded."

  Each course is divided into four parts, with an introduction   from  a  local  expert, followed by sessions on culture, language and specific industries. The introduction provides an overview of history, geography, demographics, politics and economics.

 Subsequent sessions are interactive and give those taking  part  an  opportunity  to get to grips with business etiquette and local customs.  While the international executive might find a McDonald's in every  city,  a  Coca-Cola  in every bar and CNN in every  hotel  room,  scratch the surface a little deeper and all sorts of cultural differences appear.

 In southeast Asia oriental traditions of respect and attentiveness can be misread by a western negotiator    as  signs  of  boredom  and indifference. In some parts of Africa businesses may be confronted by requests     for  “special incentives” to help deals go through smoothly.

  Patience is essential in Arab countries and those representatives  of   western   firms  who  try  to  cut  the 



small  talk and get down to business will find themselves going  backwards rather   than forwards.

  Even within Europe there can be considerable differences  simply  in  the formality with which business is conducted.  While German and Swiss managers would never expect to be addressedby their Christian names, after a couple of meetings such a reaction might be entirely acceptable in Britain and Scandinavian countries.

  The farther east you travel in Europe the more confusing the situation becomes.  Crispin Tucker at Language  Solutions  explained: "In  the  former   Soviet republics there are often no rules for business.”

  For, those involved in the world of international recruitment,  the  differences  can  become    particularly clear at interview.  An interview might involve three different cultures — that of the interviewer, the interviewee  and the location  where the  interview  takes





21 Which of the following could be a possible response to the greeting “how the devil are you?” instead of “Devil, what is this devil?” (paragraph 1)?



(A)  I’m not a devil.



(B)  Not too bad.



(C)  How are you?



(D)  He’s fine.



(E)  Why do you call me devil? 



22 In “awkwardly, the Briton tried to explain that ...”(line 5) awkardly means:



(A) politely



(B) attentively



(C) surprisingly



(D) firmly



(E) embarrassingly



23 In “Having sorted out this small misunderstanding...” (lines 8 - 9) sorted out may be replaced by:



(A) cleared up



(B) set ahead



(C) organised around



(D) looked down



(E)  answered up















place. Students studying outside their home countries might  find  themselves  interviewed  at  their  university 

by a  national  of another country for a job in a fourth country.

The  corporation  that  successfully  manages  to recruit those from different cultures takes the first step to international business growth, but getting those cultures to work together is most important of all.

 Acompany which recognises the need for cultural diversity internally to understand the cultural melting pot  that exists in their international market is a company that will go far.

Having different perspectives on problem-solving, different  attitudes to business development and  different angles on management can offer enormous benefits to an international business.

            (adapted from The European, 11-17 Nov.1994)





24 In paragraph 3, Andrew Crisp claims that the world is getting smaller.This means that...



(A)  old walls are being destroyed to free people from old prejudices.



(B)   people from different countries are overcoming cultural barriers.



(C)   various countries are opening their borders for international business.



(D)   European countries have no borders any more though new ones have been introduced in Asia.



(E)  all   barriers     are   conventional  and ir-relevant for the business world.



25 Choose the item that best summarises paragraph 3.





(A)  As people from one country are different from another country, the exchange of simple goods is not possible.



(B)  Since confusion may arise from the exchange of different business cards, people from different countries avoid exchanging them.



(C)  Since  people  from  different countries speak different languages and have different attitudes and conduct, a simple event may cause confusion and embarrassment.



(D) The exchange of business cards is always troublesome for culturally different people.



(E)  Attitudes  and manners may vary from country to country, but business between these countries will not be affected by this.













26  In “In addition, body language, dress codes, conversation and ...” (lines  18-19), in addition means:





(A) then



(B) however



(C) in conclusion



(D) besides



(E) although





27 “For companies increasingly doing business overseas it is important to be open-minded” (lines 25-26). This statement means that those companies should...



(A)  retain  their preconceptions and prejudices to succeed in these countries.



(B)  have  the  same values and attitudes as the overseas companies which they are trying to do business with.



(C)  identify  the  opportunities for doing business overseas and use these opportunities whenever they can.



(D)   require from their own staff a sound knowledge of the history, geography, demographics, politics and economics of their colleagues’ countries.



(E)   understand   the culture of the countries which they are in contact with, considering the different values, attitudes and ways of doing business.



28 “Each  course  is  divided into four parts” (line 27), could be an answer to the question:



(A) How is the course divided? 



(B) Who divided the course?



(C) When was the course divided?



(D) Where is the course divided?



(E) Why is the course divided?



29 “While the international executive might find a McDonald’s in every city, a Coca-Cola in every bar and CNN in every hotel room, scratch the surface a little deeper and all sorts of cultural differences appear”. (lines 34-38). From this statement we may infer the following:



(A)  A closer look at cultural differences will often stimulate the discovery of similarities.



(B)  The problems that McDonald’s and Coca-Cola find in every city are far from being solved by CNN.



(C)   An international executive is very happy  when he/she finds a McDonald’s or a Coca-Cola in the city in which he/she is working.

(D)  CNN    thoroughly discusses  the problems found by McDonald’s and Coca-Cola in the area they operate in.



(E)   On  close  analysis,  apparent similarities reveal deep cultural differences.



30 From paragraph 9 (lines 45-48) we learn that representatives of western firms should not...







(A)  give serious attention to business they have previously discussed with the Arabs.



(B)   start   business    negotiations   with  the Arabs  without first engaging in small talk.



(C)  engage in small talk before getting down to business with the Arabs.



(D)  either agree with the Arab way of dealing with business or engage in small talk.



(E)   believe that in Arab countries people go beyond limits in business discussions.



31 In the expression “such a reaction” (lines 53-54), the word such is followed by the indefinite article a. Mark the sentece in which the indefinite article must also be used after such.





(A) Germans will not listen to such _______ businessmen.



(B)   A  British businessman would not believe such ________ nonsense.



(C)  A French  counsellor would not give him such _______ silly advice!



(D)  An American would not sign such _______ contract.



(E)  Those students have never heard such _______ beautiful music.









32 In “The farther east you travel in Europe the more confusing the situation becomes” (lines 56-57), the pronoun you refers to:





(A) Crispin Tucker



(B) British and Scandinavian people



(C) people in general



(D) Europeans



(E) Russian businessmen





















33 In “An interview might involve three different cultures ... and the location where the interview takes place” (lines 62-65), where is a relative pronoun which cannot be omitted. Mark  the item in which 



(A)  The   international executive ______ looks for a good  partner in business will go far.



(B)  The solution _______ he gave to the agreement

       was really important.



(C)  The very moment _______ the Arab met his partner he knew what to do.



(D) Don’t do business _______ I consider unprofitable, please.



(E)   The man _______ I saw last week looking for a McDonald’s was  a complete stranger.



34 Mark the item in which all the nouns form their plural by the simple addition of an - s, as in student/students.



(A)  goose - job - house - colleague



(B)  Briton -  body  -  tooth - misunderstanding



(C)  proof - expert - shelf - Arab



(D)  world - dress - couple - nation



(E)  interprise - key - devil - roof



35 By reading paragraphs 13-14 (lines 69-76), we may infer that... 



(A)   merging    companies    which     are culturally different is the right way to boost sales.



(B)   in order to  defeat your competition, you must recognise that your competitors are overcoming cultural diversities.



(C)   competence   in  business  in the international market usually presupposes a sound knowledge of domestic business. 



(D)  those   who   want   to   succeed  in interna-tional business must recognise the need to work internally with people from different countries.



(E)   if   you   want   to   succeed     in   the business world nowadays, make sure all your staff come from the same country.

36 The tone of the passage could best be described as: 



(A) subjective and comical



(B) formal and ironic



(C) didactic and informative



(D) light-hearted and informal



(E) formal and light-headed

37 Which of the following do you think best summarises the main points of the article?



(A)  Cultural differences are essential for success in business.



(B) Indiscriminate business methods will bring considerable success.



(C)   Intellectual   effort  corresponds very closely to

        business profit.



(D)   Overcoming  cultural  differences  can improve business prospects.



(E)  Western executives have the best recruitment programmes.



38 In view of what you have understood from the passage, what do you understand by the title of the article?



(A)  Those  who  speak the language of business will rarely be  embarrassed.



(B)  Those  who  manage to communicate cross-culturally will get good results.



(C)  Those  who  know the  various codes of a language will not be considered rude.



(D)  Those who use the lingua franca accurately are able to attend a  course in business.



(E) Those who interview others patiently will succeed in business.



39 In picture 5 “melting pot” means the mixing of...



(A)   people of different races and nations.



(B) businessmen  of different viewpoints and beliefs.



(C) managers  of  different  companies  and countries.



(D)   men  of  different  languages and attitudes.



(E)    women of different religions and values.





40 “In addition, body language, dress codes, conversation and the relationships between government and private enterprise may lead to misunderstanding”.

     To which pictures can the underlined phrases be related in view of the context of the paragraph quoted above?



(A) 1 and 2		(D)  2 and 6 



(B) 3 and 4		(E)  2 and 3



(C) 5 and 6�
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