


Summary of Erin Meyer’s The Culture Map
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  Overview

  
  







Culture differences impact all aspects of international interactions, and they are especially relevant in business. In The Culture Map (2014), Erin Meyer, an expert on cross-cultural management, breaks down cultural differences that impact business interaction into eight linear scales. She explains how and why countries are placed along the scales and offers useful strategies for managers working internationally. Meyer explores what a leader from one end of the spectrum should expect when working in a country on the other end, and details how uncomfortable situations can be avoided.
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Erin Meyer and Bo Chen, a Chinese culture expert, had to prepare a top executive at Peugeot Citroën and his wife for their move from Paris to Wuhan, China. Chen knew a lot about cultural differences in business, and was extroverted and articulate. During the meeting, Meyer went over the key cultural issues the couple would face, but Chen didn’t give any examples, though Meyer had asked him to prepare some. 




Meyer was extremely disappointed but continued the presentation. At the end, she asked Chen if he wanted to weigh in. Chen then gave clear and fascinating examples. The situation with Chen was not a product of his personality, but a product of culture. Chinese people are good listeners who typically wait a couple more seconds than Westerners before chiming in. Westerners tend to speak over each other and usually don’t stay quiet for long. 




When you become aware of clear cultural differences, you can be more flexible in dealing with situations that arise. Chen explained to Meyer that she needed to stay silent a bit longer, or explicitly invite him to speak.




A lot of people in international business are not aware of how culture affects their daily work.











