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Judith Mader, Rudi Camerer
BESIG-CONFERENCE, 14 November 2014

Business English and the Real World:

Gender, Power, Hierarchy
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1. Are We Teaching the Right Things?
2. English as a Lingua Franca: How does it Affect Us?
3. Three Examples: Gender, Power, Hierarchy
4. Teaching Business English for the Real World
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Vienna-Oxford
International Corpus of English

http://ice-corpora.net/ice/

http://www.univie.ac.at/voice/

http://www.uta.fi/ltl/en/english/research/projects/elfa.html

Business
correspondence
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Business
correspondence

M1** ATTN: Mr Wang Jiawei,

M2 How are you?
Happy New Year! Wish you prosperity!

M3 (1) I have recently received Contract AS-6589 signed by your company. Thank
you for ordering 60x58 cotton shopping bags. We are extremely grateful to
you for your cooperation and support at the beginning of the New Year. In
order to guarantee the time of delivery now we are making adequate
arrangements to design samples and prepare materials according to your
order. You can trust our commitment to collaboration.

M3 (2) At the same time, our company sent over 104,000 cotton bags and the
delivery number is CVC/B 98055. We haven't received your payment yet.
According to Mr Zhang, the payment of US$ 35,490 was sent on November
30. However, we consulted with Henan Branch, China Bank and found that
no payment had been made by your bank so far. We kindly ask Mr Lian [the
addressee]' to help check about this at your earliest convenience because
delayed payment may affect directly the carrying out of our sales orders.
Please think about the possible further collaboration between you and us. I
hope that you can help Mr Zhang sort out this issue.

M4 Thank you for your cooperation! Happy New Year!

M5 Zhen Liangchen (shang)

e.g. request schemata in writing:

Anglo-American style Common in China, Indonesia, Japan …

Salutation
Request
Sign off

Salutation
Face-work / Securing of Good Will

Reasons for request
Request
Sign off

Andy Kirkpatrick (2010). English as a Lingua Franca in ASEAN. p. 118f.

Influence of L1 on pragmatics
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e.g. Turn-taking conventions

Turn-stealing / interruptions vs. seniority, gender etc.

Influence of L1 on pragmatics

Photo: MS Cliparts

“You speak Chinese really well.”

a) Thank you.

b) I have been trying hard to learn, but my
Chinese is still not good.

c) No, no, my Chinese is very poor.

e.g. Reacting to a compliment

Influence of L1/C1 on pragmatics

Photo: MS Cliparts
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http://www.univie.ac.at/voice/

ELF users regularly …

• do not use third-person singular present tense s

• use of relative pronouns who and which
interchangeably

• omit definite and indefinite articles or insert them
where they do not occur in SE (e.g. they have a
respect for all, he is very good person)

• pluralize nouns that do not have plural forms in SE
(e.g. informations, knowledges, advices)

• use the demonstrative this with both singular and
plural nouns (e.g. this countries)

• extend the uses of certain ‘general’ verbs to cover
more meanings than in SE, especially make, do, have,

put, take (e.g. make a discussion)

• …

Jennifer Jenkins (2000). The Phonology of English as a Lingua Franca

The causes of communication breakdown in ELF

productive &

receptive
skills affected !

The causes of communication breakdown in ELF
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Influence of L1 on pronunciation
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Influence of L1 on pronunciation

ELF and the learner’s first-language pronunciation:
• Arabic
• Chinese
• German
• Greek
• Japanese
• Malay
• Polish
• Portuguese
• Russian
• Spanish

Intercultural theory 3.0
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“Perhaps the most significant aspect of this evolution has been our
development over the past decade of the theoretical framework
of mediated discourse analysis, an approach to discourse which
focuses less on broad constructs like ‘culture’ and more on the
everyday concrete actions through which culture is produced.”

Ron Scollon, Suzanne Wong Scollon, Rodney H. Jones (2012). Intercultural Communciation. A Discourse
Approach. 3rd ed. p. XVIII.

Culture-based

COMMUNICATION STRATEGIES

• Directness

• Enthusiasm

• Formality

• Assertiveness

• Self-promotion

• Personal disclosure

A. Molinsky (2013). Global Dexterity. 49f.

Photo: MS Cliparts
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A Six-Dimensional Approach for Diagnosing the Cultural Code

Directness: How straightforwardly you’re expected to communicate in a particular situation. Are

you expected to say exactly what you want to say, or to ‘hint’ at something in a more indirect manner?

Enthusiasm: How much emotion and energy you are expected to show when communicating.

Can you express how you feel, or is it more appropriate to hide your positive feelings?

Formality: The amount of deference and respect you are expected to display with your

communication style. Are you expected to show a high level of respect when communicating with
someone in a particular situation, or can you be more informal?

Assertiveness: How strongly you are expected or allowed to voice your opinion and

advocate your point of view in a particular culture and in a particular situation in that culture. Should
you be forthright in expressing yourself, or work at hiding or sublimating your point of view?

Self-promotion: The extent to which you can speak positively about yourself in a given

cultural situation. Should you actively promote your positive qualifications or be more self-effacing?

Personal disclosure: The extent to which it is appropriate to reveal personal information

about yourself to others. Should you be open and forward in expressing details about your life, or is it
more appropriate to hide these personal details?

Andy Molinsky (2013). Global Dexterity. p 49f.

Anglo-American English

(“Mid-Atlantic”)

International

English

TEACHING ENGLISH IN A
GLOBALISED WORLD:

+



11

WHICH
ENGLISH?

EMAILS

TEAM-
MEETINGS

PRESEN-
TATIONS

NEGOTI-
ATIONS

SOCIAL-
ISING

TELE-
PHONING

The “Big Six” in Business English Training:

e.g. Mr. Kim

Prestigeous company

Mechanical engineer
for Kolon Co., Seoul

Member of professional association
for mechanical engineers

Worked on a joint-venture team
in Frankfurt/M.

May 2012- June 2014

His parents grew up during
Japanese occupation.

Korean male community practice,
i.e. social relaxation mostly with other men

Age: late forties

Confucian-based attitudes toward
education, his position in society &

toward his family

His children grow up in an affluent
environment.

Lives in Seoul,
married, 2 young children

Adapted from Ron Scollon & Suzanne Wong Scollon (2001). Intercultural Communication. A Discourse Approach. 2nd ed. p.181f .

ME & MY CULTURE(S)

HOW MANY
IDENTITIES
DO I HAVE?

Korean
language community

Corporate
culture

Professional
group

Utilitarian
discourse

Confucian
community of values

Gender discourse

Generational
discourse
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Employer …

Job ….

Professional association …

International/intercultura
l experience …

Parents ...

Gender community
practice …

Age …

education, position in
society, role of family

Children …

Place of socialisation …

YOU & YOUR CULTURE(S)

YOU

G.Hofstede/G.J.Hofstede (2005). Cultures and Organizations. Software of the Mind. p.211

CULTURE = NATION STATE ?

Questioning the concept of “national cultures”
e.g. Hofstede, Trompenaars/Hampden-Turner, Schwartz, GLOBE-STUDY etc.
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You never meet a culture,

you always meet individuals !

Culture, Stereotypes, Country Specifics ?

Nation states
are dynamic systems
of numerous macro-,

sub- and micro-
cultures,
partially

overlapping with
other

cultures.
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“Intercultural Competence means
possessing the necessary attitudes and
reflective and behavioural skills and using
these to behave effectively and
appropriately in intercultural situations.”

INTERCULTURAL COMPETENCE

Interkulturelle Kompetenz – Schlüsselkompetenz des 21. Jahrhunderts.
Thesenpapier der Bertelsmann Stiftung auf der Basis der interkulturellen
Kompetenzmodelle von Dr. Darla Deardorff. Gütersloh 2006.

Suggesting a definition

28

Linguistic &
communicative

competence

ICC

Features
of personality

(openness, tolerance …)

Intercultural
knowledge

CONTEXT

INTERCULTURAL COMMUNICATIVE COMPETENCE (ICC)

Linguistic &
communicative

competence

ICC

Features
of personality

(openness, tolerance …)

Intercultural
knowledge

CONTEXT

Linguistic &
communicative

competence

ICC

Features
of personality

(openness, tolerance …)

Intercultural
knowledge

CONTEXT
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29 BE PREPARED: COUNTRY SPECIFICS – SITUATION –
ROLES – RELATIONSHIPS

YOUR ‘REALITY
CONSTRUCT’ IS

ONLY ONE
AMONG OTHERS !

BE NON-
JUDGEMENTAL !

BE POLITE,
BE TRUSTWORTHY,
BUILD RAPPORT !

INTERCULTURAL COMMUNICATIVE COMPETENCE (ICC)

Intercultural
Communicative

Competence

Create “Cultural Islands”
(Ed Schein)

Be effective in “Communities of Practice”
(Étienne Wenger, Jean Lave, Barbara Seidlhofer, Jennifer Jenkins etc.)

INTERCULTURAL COMMUNICATIVE COMPETENCE (ICC)
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4 BASIC RULES
concerning Intercultural Communication

3. YOU CANNOT NOT COMMUNICATE .

1. NEVER BE UNPREPARED !

2. YOU NEVER MEET A CULTURE, BUT ALWAYS INDIVIDUALS .

4. ALWAYS BE NON-JUDGEMENTAL !

Photo: MS Cliparts

INTERCULTURAL COMPETENCE

2 BASIC ASSUMPTIONS OF TRAINING

• 1st, 2nd, 3rd encounters are crucial !
• positive relationship sought !

“COMMUNITIES OF PRACTICE”
Etienne Wenger (1998). Communities of practice. Cambridge: Cambridge University Press

Photo: MS Cliparts
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ONE LANGUAGE FOR ALL?

Each speaker will use his or her own politeness
conventions and the use of English as an
apparently common language may well hide
more than it reveals.

Two basic rules should therefore be observed:

1. First and second encounters are crucial and
will most probably have an effect on how the
relationship continues.

2. The higher the level of the speaker’s English
in linguistic terms, the more serious will breaches
of politeness conventions generally be
considered.

Implications for the teaching of Intercultural
Competence in English

Photo: www.iStockphoto.com

3 Practical examples

1. Power: e.g. 2 Job Interviews

2. Hierarchy: e.g. self-disclosure in intercultural encounters

3. Gender: When do we reach our limits?
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1. Using English in Job Interviews

HOW CAN WE TEACH DIVERSITY?
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2. Personal Disclosure
in Hierarchical Relations

4-STEP METHOD
STEP 1: Questions: What—Who—When—
Where—Why–What else? Allow each participant
individually to ask questions concerning the
situation under discussion so as to create as
complete a picture as possible. All questions,
including those which cannot be answered, should
be documented.

STEP 2: Sharing opinions and feelings about the
issue. Ask participants to voice their personal
opinions and feelings about the issue under
discussion, without jumping to “hypotheses” or
“solutions” at this point.

STEP 3: Hypotheses about possible reasons.
Find one or more answers or assumptions
concerning the underlying reasons and motivations
of the people involved.

STEP 4: Solutions for practical ways of dealing
with the situation. Provide participants a) with a
communication strategy to deal appropriately with
the situation and b) with the language needed for
this and c) engage them in practical exercises
using the language provided.

Personal Disclosure in
Hierarchical Relations

The following incident is reported by Richard Gesteland, a
Danish businessman, in his book Cross-Cultural Business
Behavior: When working in Singapore he decided to learn
Mandarin. So he hired Stefanie, a pleasant young woman who
had recently immigrated from Taiwan, to tutor him. But due to the
unexpected death of both of his parents he was forced to stop
the lessons for about a month. It was on a Saturday after he had
got back to Singapore that Stefanie dropped by to enquire why
he had missed over a month’s worth of lessons. Suffering from
grief compounded by jet lag and exhaustion, he briefly said that
both of his parents had just died. A stricken look flashed across
Stefanie’s face for just a fraction of a second, and she gasped.
Then the young woman suddenly laughed out loud, right in his
face, and proceeded to giggle for several seconds. A few weeks
later Stefanie stopped coming and Richard had to find a new
Mandarin tutor.

Adapted from: Richard R. Gesteland (1999). Cross-Cultural Business Behavior. Marketing, Negotiating and Managing Across Cultures.
Copenhagen Business Chool Press. Kopenhagen. p. 37f.
Photo: MS Cliparts
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HOW CAN WE TEACH THIS?

3. GENDER
in international/intercultural

business communication

Photo: MS Cliparts
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GLASS CEILING ?

Photo: www.iStockphoto.com

DOUBLE BIND ?

Photo: MS Cliparts
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VALUES

ARTIFACTS

ASSUMPTIONS

“Certain truths are so clear that we
have forgotten them and we don’t
really pay close enough attention to
them. You cannot in any kind of high
hazard world be safe without good
communication.”
Edgar H. Schein

Bertelsmann-Stiftung The New Leadership: Culture Management and Helping 14-15 October 2011
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HOW CAN WE TEACH THIS?

QUESTIONS &

ANSWERS?
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Rapport building
in intercultural encounters is affected by (at least) these main factors:

1. Goals rapport-building

2. Face quality & social identity face

3. Speech-act strategies:
- Directness / Indirectness
- Enthusiasm / Restraint
- Formality / informality
- Assertiveness /
- Self-enhancement / Self-effacement
- Personal Disclosure

H. Spencer-Oatey (2000). Face, (Im)Politeness and Rapport. In. H. Spencer-
Oatey (ed.) (2000). Culturally Speaking. Culture, Communication and Politeness
Theory. p. 44.

Photo: MS Cliparts

Interculture Journal 12/2010
http://www.interculture-journal.com/

“International English and the Training of Intercultural
Communicative Competence”
Judith Mader, Rudi Camerer

Professional Business English Trainers:

Intercultural Competence in Business English
Rudi Camerer, Judith Mader
Cornelsen 2012

“Testing intercultural competence in (International)
English: Some basic questions and suggested answers”
Rudi Camerer
Language Learning in Higher Education 2014 – 4(1). pp. 207-236.
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Sat 29 / Sun 30 November / Sat 6 / Sun 7 December 2014

FRANKFURT / MAIN
Sat 6 / Sun 7 January 2015 BERLIN

elc – European Language Competence

Bettinastrasse 30
D – 60325 Frankfurt am Main

Bahnhofstrasse 28
D – 66111 Saarbrücken

Tel. + 49 (0)69 – 53 05 59 67
Fax.+ 49 (0)69 – 53 05 65 27
www.elc-consult.com
R.Camerer@elc-consult.com

THANK YOU!


