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of sitting these people down in front of a videotape
camera, with an expert in cross-cultural communica-
tion to lead a discussion on important aspects of nego-
tiation (language, nonverbal behavior, values, and
decision processes), say, in Saudi Arabia, is minimal.
Larger companies might develop a library of such train-
ing tapes for management and technical people
embarking on short-notice and short-term foreign
assignments.

The long-run solutions to the cultural
myopia of our business community are more challeng-
ing. If we are to take advantage of our technology, crea-
tivity, and other natural resources, we must invest in
the education and training of our potential business
leaders. This training must start early, for true under-
standing of another culture comes from total immer-
sion in it. Ideally, training for U.S. multinational
executives of the future would begin in high school.

During their freshman and sophomore
years they would learn a foreign language (of one of our
major trading partners). They would spend their junior
year living with a family in a foreign country where
the language they have studied is spoken, as part of the
exchange programs now available. Students would
continue their language training in college and again
spend one year in a university in the country of focus.
Finally initial assignments in the multinational corpo-
ration would include a tour of duty in the foreign coun-
try. Through such a program, American executives of
the future would gain an understanding of our foreign
trading partners and their environment, a bicultural
competence that would open the many doors that for-
eigners frequently shut in our faces.

Such a long-term plan sounds idealistic;
however, the leaders of our large corporations are
beginning to recognize our weaknesses in the world
marketplace. These same executives must make the
commitment to invest in high school and college for-
eign exchange programs and language training pro-
grams that look forward to the growth of international
trade rather than back to a part of our own cultural
heritage. @
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Thoughts on negotiation

Keep strong, if possible. In
any case, keep cool. Have
unlimited patience. Never
corner an opponent, and
always assist him to save
his face. Put yourself in his
shoes—so as to see things
through his eyes. Avoid
self-righteousness like the
devil—nothing so
selfblinding.

Basil Henry Liddell Hart
Deterrent or Defense,
1960

“Advice to Statesmen”

America cannot be an
ostrich with its head in the
sand.

Woodrow Wilson
Speech givenin
Des Moines, lowa
February 1,1916

Americans are people who
prefer the Continent to
their own country, but
refuse to learn its lan-
guages.

Edward Verrall Lucas
Wanderings and Diver-
sions, 1926

“The Continental
Dictionary”

| have with me two gods,
Persuasion and Compul-
sion.

The speech of man is like
embroidered tapestries,
since like them this too
has to be extended in
order to display its pat-
terns, but when it is rolled
up it conceals and distorts
them.

Themistocles
From Plutarch, Lives
Sections 21 and 29

In America, getting on in
the world means getting
out of the world we have
known before.

Ellery Sedgwick

The Happy Profession,
1946

Chapter 1

Men are never so likely to
settle a question rightly as
when they discuss it
freely.

Thomas Babington,
Lord Macaulay
Southey’s Colloquies,
1830

Let us not be blind to our
differences—but let us
also direct attention to our
common interests and the
means by which those dif-
ferences can be resolved.

John Fitzgerald
Kennedy

Address given at
American University
Washington, D.C.
June 10, 1963





