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When [getting] home from class, it
might be normal for most people to

grab something to eat and drink;
However, as a quadriplegic, | am un-
able to do many-things myself. So |-
.. waitfor an opportunity when some-.
" one else gets a drink, and | might -

suggest that | wouild like one too. If.-

" no one makes a move for a snack, |

‘might just mention that 'm kind of ..

somethir'\g‘ t0 eat. There are 50 many
smali things that people have to do
for me that | become frustrated and

- .embarrassed to ask. It seems rude
" to be continually interrupting the

routine of others to get things for

‘myself; especially what seem to be
*small things but become huge when

you are‘unable to do them for your-

self. -

hungry, instead of openly asking for A —Tony, Coliege Student

Tntercuttural frustrations often arise because of verbal communication
style differences. When disabled individuals communicate with
nondisabled individuals, they often experience eniotional vulnerability or
stress. Though some disabled individuals tend to not want to overimpose
on other people for help, other nondisabled individuals tend to hold
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negative stereotypes of disabled people as too “oversensitive or easily
offended.” Because of intercultural communication incompetence, even
routine conversations can become very frustrating and stressful.

More important, our intercultural ineptness or ignorance often clut-
ters our ability to communicate mindfully with the disabled or with cul-
turally different others. One of the first steps toward developing more
mindful verbal communication with dissimilar others is 1o develop a
keen awareness of those verbal style differences. Our mindless versus
mindful interpretations of those differences can ultimately influence the
quality of our intercultural or intergroup relationship developments. This
chapter is organized in five sections. First, we introdiice the low-context
and high-context communication framework. Second, we discuss four
cross-cultural verbal style differences: direct and indirect styles, comple-
mentary, animaied and understated styles, formal and informal verbal
styles, and cultural attitudes toward talk and silence. Third, we take a fur-
ther look at everyday intercultural conversation processes, especially the
important concept of self-disclosure. Fourth, we discuss different modes
of cross-cultural persuasion. We close the chapter by sunumarizing key
points and offering practical checkpoints 1o improve intercultural con-
versation flexibility,

Intercultural Low-Context and High-Context
Communication Framework

En this section, we discuss the low-context and high-context commu-
nication framework and present some lively, comparative dialogue ex-
amples.

Defining Low-Context and High-Context Communication

Hall (1976) claimed that human interaction, on the broad level, can
be divided into low-context and high-context communication systems.
In low-context communication, the emphasis is on how intention or
meaning is best expressed through explicit verbal messages. In high-
context communication, the emphasis is on how intention or mean-
ing can best be conveyed through the context (e.g., social roles or posi-
tions) and the nonverbal channels (e.g., pauses, silence, tone of voice)
of the verbal message (see Table 7.1). Furthermore, the structure of the
language system itself may be more low-context in expression or high-
context in verbal implication.

The English and German language systems, for example, tend
toward a more direct, low-context mode, but the Arabic and Spanish
language systems tend toward a more status-based, high-context ver-
bal mode (see Table 7.2).
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Table].l _ “Low- Context Communlication (LCC) and High-_

xt Communication (HCC): Verbal Patterns

LCC Patterns __HCC Patterns

Individualistic Values Collectivistic Values

Linear Logic Spiral Logic

Direct Verbal Style Indirect Verbat Style
Matter-of-Fact Tone Understated or Animated Tone
Informal Verbal Style Formal Verbat Style

Verbal Assertiveness or Verbal Reticence or Silence
Talkativeness o

Examples
Germany United States Saudi Arabia Japan
Switzerland Canada Kuwait China
Denmark Australia Mexico South Korea
Sweden United Kingdom  Nigeria Vietnam

To do a quick check, do you know what are the top-three countries
that have the most English, Germanic, Arabic, and Spanish speakers,
respectively? Take a quick guess, and check out the answers in Jeop-
ardyBoxes7 1, 72 7.3, and 7.4,

jcopardy Box 7 I Top-Ten Cduntries With the Most B
o : : Engllsh Language Speakers TR

" I. United States *:°" “*" ¢ 237,320,000

Sl
* ‘2. United Kingdom " - 58,090,000"
3. Camada:’ oL 18,218,000
4, Austratia’t ., -, 15,561,000 . T
5 eetand ., 0 3720000, -0
6. South Africa .~ ... 3,700,000
7. New Zeatand - 3,338,000
8. Jamaica®'. - 2,460,000
9. Trinidad and Tobago : 1,245,000
10. Guyana™" © - 764,000

Notes: *People for whom English is their mod\er tongue
#includes English Creole. ) .
ATrinidad English. )

Source: Adapted from' Ash (2002),p. 101,
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Jeopardy Box

. Germany ... ' 75080000 - -
. 2 Austra - 7,444,000 -
3. Switzerland - " 4,570,000 .
4. United States e 1,850,000 -
8 Brazil v 910,000 - ¢
.~ 6. Poland St e 500,000
.. 7. Canada . . - o 486,000 - . .
e 8- Kazakhstan — - - e e '-~-460000~——~'---~-~-~- SRR
9. Russia ) . . 350,000
10, lualy . 3l0000
Note: *People for ‘whom German is their mother tongue. 1 .-
Source: Adapted from Ash (1002) p. 101, R

]eopardy Box 7 p- Ten Countries With the M
1. Egypt . ' 65,080,000
. 2. Algeria o . 26,280,000
3. Saudi Arabia o 20,920,000
4. Morocco 18,730,000
S. Iraq.. - - 17,490,000
6. Yemen ‘ 17,400,000
7. Sudan - 17,320,000
8. Syria o " 14,680,000
9. Tunisia® R - 6,710000 .
10. Libya ' 4,910,000
Note: *People for whom Arabic is their mother tongue.
#Another 2,520,000 people speak Arabic-French,and 300 000 speak Amhuc-Enghsh
Source; Adapzed from Ash (2@ 2),p. 100.. .

~-l:;Mexico- . - .. 91,080,000 -
2. Colombia . . - 41,880,000
.3, Argentina . 35,860,000
S04 Spain® <0 T 29,860,000
"' 5. 'Venezuela : - 23,310,000
6. United States 20,720,000 - -
.. 7. Peru . 20,470,000
8. Chile 13,640,000
9.. Ecuador . 11,760,000
10. Dominican Republlc 8,270,000
Notes: "Peosple for whom Spamsh is thelr mother tongue
# Castilian Spanish.
Source: Adapted from Ash (2002), p. 101.
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In general, low-context communication (LCC) refers to commu-
nication patterns of direct verbal mode; straight talk, nonverbal imme-
diacy, and sender-oriented values (i.e., the sender assumes the respon-
sibility to communicate clearly). In the LCC system, the speaker is
expected to be responsible for constructing a clear, persuasive message
that the lisiener can decode easily. In comparison, high-context com-
munication (HCC) refers 1o communication patterns of indirect ver-
bal mode: self-humbling talk, nonverbal subitleties, and interpreter-
sensitive values (i.e., the receiver or interpreter of the message assumes
the responsibility to infer the hidden or contextual meanings of the
message) (Ting-Toomey, 1985). In the HCC system, the listener or inter-
preter of the message is expected to “read between the lines,” to accu-
rately infer the implicit intent of the verbal message, and to decode the
nonverbal subtleties that accompany the verbal message.

Low-Context and High-Context Communication Examples

Low-context communication is illustrated by the following dispute
between two European American neighbors in Active Dialogue 7.1.

Actlve Dlalogue 7.0

BELLA (knocks on her neighbors screen door) Excuse me, , its past ll
o'clock already,and your loud music and dancing around are really disturb-
ing my sleep. Please stop your jumping and banging around immediately! |
have an important job interview tomorrow morning, and l want to ger. a
good night's sleep. Some of us do need to pay rent' o

. HAYDEN (resentfu!ly) Well (hls is the only tme | can’ rehurse' I have an
“important audition coming up tomorrow, You're not the only one ‘that is ot
L starvmg. you know l also need to pay my rent. St.op being so petty' :

‘ BELLA (frusuated) l really d\kaOU’RE bemgVERY ANNOYING and NG T
TRUSIVE! There is an apartment noise ordinance, you know. And-if you
don't stop banging around immediately,¥m golng to ﬁle a comp!amt withthe .
apartment manager and he could evictyou.... " g X .

HAYDEN (sarcasucally and turning up the music Iouder) Whatever! Do
what you want. I'm going to practice as | please. Don't bother to ask for my
autograph when | become a big-time Hollywood star! . :

In contrast, the following interaction in Active Dialogue 7.2 involv-
ing two Japanese housewives illustrates their use of high-context com-
munication.
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Actlve Dlalogue 1. 2

MRS. KUROGI Hel!o. Mrs Yamashita. .. Your son To]I |s entering his high
school karaoke contest, isn't het | envy you, because you must be so proud
of his talent. You must be jooking forward to his future asa popsinger....I'm
really impressed by. his enthusiasm—every day. he pracuces so hard, for

} hours and hours, untit late at night. . . .

MRS. YAMASHITA. Oh, 'mso sorry.. Tojl isjusta begmner in karaoke sing-
'ing. We don't know his future yet... . .He s such a silly boy singing 50 lace. We
didn't realize you can hear all the noise next door. I'll tell him to stop right

-~ - -away.1'm-so sorry-about-all- yourtrouble it won't happen-again;——-———---+---

In Active Dialogue 7.1, Bella and Hayden spell out everything that
is on their minds with no restraints. Their interaction exchange is
direct, to the point, bluntly contentious, and full of face-threat verbal
messages. Active Dialogue 7.1 represents one possible low-context way
of approaching a disagreement. Although the example represents an
unproductive scenario, Bella and Hayden might actually turn their dia-
logue around and obtain a more productive outcome by identifying
their common interests (e.g., urgency of the job search or rent payment
due) and exploring other constructive options (e.g., closing the win-
dows or practicing in another room). They can use the strengths of
low-context, “explicit talk” in dealing with the disagreement openly
and nonevaluatively.

In Active Dialogue 7.2, Mrs. Kurogi has not directly expressed her
concern over Toji's singing with Mrs. Yamashita because she wants to
preserve face and her relationship with Mrs. Yamashita. Mrs. Kurogi
uses indirect hints and nonverbal signals to get her point across. How-
ever, Mrs. Yamashita correctly “reads between the lines” of Mrs.
Kurogi's verbal message and apologizes appropriately and effectively
before any real conflict can bubble to the surface. Active Dialogue 7.2
represents one possible high-context way of approaching a disagree-
ment. In high-context disagreement scenarios, even minor disagree-
ment is perceived as a major face-threat situation if the face, or social
self-image, of the contending parties is not supported. From the high-
context communication viewpoint, minor disagreement can casily
turn into a major conflict if face-threatening and face-saving issues are
not dealt with competently. However, if Mrs. Kurogi were the neighbor
of Hayden in Active Dialogue 7.1, Hayden might not be able to “read
between the lines” of Mrs. Kurogi’s verbal and, more important, non-
verbal message. Hayden might be clueless that a disagreement was
already simmering between them. Hayden might actually take Mrs.
Kurogi’s verbal message literally as a compliment—and continue late-
night practices!
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Mrs. Kurogi and Mrs. Yamashita are practicing the high-context
interaction style frequently used in Japanese society, but Bella and
Hayden are using the low-context communication style more com-
monly employed in U.S. society. Overall, low-context interaction
emphasizes direct talk and individual-centered expressions. High-con-
text interaction, in comparison, stresses indirect talk and a round-
about way of expression. Let’s Jook at another story by Kate, a college
student. She offers an account of her parents on their honcymoon;
though they are both European Americans, the following story in Dou-
ble Take 7.1 illustrates interesting male-female communication style
differences.

L e Double Take 1 | Feid v
‘Shortly after getting married my’ somethmg was wrong so he asked.
 parents took a trip to Hawail, They .. her again if she like the root, Once. ;

checked into the Royal Hawaiian
Hotel, which they both considered
to be a huge splurge. My father said

that my mom seemed to be very ex="
. posed another subtle question;“Do .-

cited to be there—until they got to

the room. Apparently, he sensed:
something was wrong with his wife, .

but he could not imagine what it
could be.

He asked her if she hked the
room and she assured him that ev-
erything was wonderful. About 5
minutes later, she started looking

out the window and asked, “l won-
der what the view would look likea =
few stories up.” My dad sensed that < "~

again, she said that the room was

‘perfect and that she was thrllled to
" be there.

- A few minutes Iater. my mom

you think they forgot to clean th:s

" room! It smells smoky in here. .. !

My dad said [that] at this point,he fi-
- nally ‘realized my mom really didn'c -
+ .. like the room and wanted to change

the room. So he said, “Let’s change
the room." To this my mom replied,

) "Okay. if that is what you wam to

do”

‘

- —‘K'at‘e:‘Col‘lege:Studejht

When Kale asked her mother about this situation, her mom
recalled that she jumped at the chance when her husband offered to
switch rooms. Because he was taking her on such a wonderful vaca-
tion, her mom felt it was not her place to complain directly about the
room. Meanwhile, Kate's dad recalled that he never fully understood
why his wile never came right out and said what was on her mind. If
Kate's dad and mom had known about low-context and high-context
communication styles, they might have been better prepared for this
carly miscommunication during their honeymoon period. Research
actually indicates that males tend to be more low-context in their com-
munication style, and females tend to be more high-context in their
communication approach. Males in the U.S. culture tend to emphasize
clarity in conversations, and females tend to emphasize not hurting
other’s feelings or imposing on others (Ting-Toomey, 1988).
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Low-Context and High-Context Verbal
Style Comparisons

Before you continue reading, let’s do Quick Poll 7.1 to check out
your verbal style preference.

Check off any of the followmg behaviors that you find irricating or frustrating
when you interacc with individuals who talk that way.

Not answering questions directly:
Talking bluntly:

Insisting on calling you Ms. or Mr.:
Making a request directly;

Using lots of silence in conversation:
Talking about themselves constantly:
Speaking slowly:

Speaking really fast:

Asking personal questions:

Speaking softly:

Speaking loudly:

Constantly apologizing:

Why did you find some of the verbal behaviors irritating? Where
did you acquire your own verbal habits or rituals? What cultural or
personal values influence your verbal styles? Do you notice any verbal
style differences between females and males in your culture? How so?
Do you communicate very similarly in different situations? Or do you
switch your verbal styles to adapt to different interaction situations?

Although low-context communicators tend to emphasize direct
verbal style, animated conversational tone, informal verbal treatment,
and talkativeness, high-context communicators tend to value indi-
rect verbal style, understated or exaggerated conversational tone, for-
mal verbal treatment, and emphasis on the importance of silence. We
compare low-context and high-context verbal style differences in this
section.

Direct and Indirect Verbal Styles

Manunerism of speaking, or verbal style, frames how a message
should be interpreted or understood. Of the four styles of verbal inter-
action, the research evidence for the direct-indirect verbal style dimen-
sion is the most extensive and persuasive.

This stylistic pair, direct and indirect verbal styles, can be thought
of as straddling a continuum. Individuals in all cultures use all of these
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verbal styles to a certain degree, depending on assumed identities,
intentions, interaction goals, relationship types, and the situation.
However, in individualistic cultures, people tend to encounter more sit-
uations that emphasize direct talk. In contrast, in collectivistic cul-
tures, people tend to encounter more situations that emphasize the use
of indirect talk.

The direct and indirect styles differ in how they reveal the speaker's
intentions through tone of voice and the straightforwardness of the
content in the message. In the direct verbal style, verbal statements
tend to reveal the speaker’s intentions with clarity and are enunciated
with a forthright tone of voice. In the indirect verbal style, verbal
statements tend 1o camouflage the speaker’s actual intentions and are
carried out with a softer tone. For example, the overall U.S. American
verbal style often calls for clear and direct communication. Phrases
such as “be very clear,” “don’t beat around the bush,” and “what is the
point” are some examples. In contrast, in a verbal request situation,
U.S. Americans tend to use a straightforward form of request, but
Koreans tend to ask for a favor in a more roundabout and implicit way
to sound not so imposing or demanding. The Koreans are not the only
indirect group. Let’s demonstrate a pair of contrastive “airport ride
request” scenes in Active Dialogues 7.3 and 7.4 between two Irish
Americans and two Latinas:

Active Dialogue 7.3
IRISH AMERICAN |:We're gomg to the Omnge Bowl in Mlamn this week-
end, : .

* IRISH AMERICAN 2: What fun! | wish | were going to the game with you,
How long are you geing to be there! [If she wants a ride, she will ask.)
IRISH AMERICAN |:Three days. By the way,we may need a ride to the air-
port. Do you think you can take us?

IRISH AMERICAN 2: Sure, What time? .
IRISH AMERICAN 1: 10:30 p.m. this coming Saturday.
- IRISH AMERICAN 2: All right. No problem. '

~ Active Dialogue 7.4 .
- LATINA 1: We're going to the Orange Bowl in Miami this weekend.

LATINA 2:What fun! | wish | were going to the game with you.How long are
you going to be there!

-LATINA [: Three days. (I hope she'll offer mea rlde to the alrport]

" LATINA 2:[She may want me to give hera rnde ] Do you needa ride to (he
airport! I'll mke you. - .

_ ' LATINA 1: Are you sure it's not too much trouble? '
" LATINA 2: It's no trouble at all,
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Here we see that in the Latina conversation such requests for help
are likely to be implied rather than stated explicitly and directly. Indi-
rect requests can help both parties to save face and uphold smooth har-
monious interaction. When Latina 2 detects a request during a conver-
sation with Latina 1, she can choose to either offer help explicitly, or
pretend not to acknowledge the request, or she can actually apologize,
saying that she would like 10 take Latina 1 to the airport, but she’s sorry
she has to attend another party that night.

Thus, if Latina 2 with the high-context communication style
decides not to acknowledge the implicit request, she might even subtly
change the topic of conversation. Consequently, if Latina 1 discerns the
cues from Latina 2, she will then subtlety drop the indirect request. An
implicit understanding generally exists between two high-context com-
municators. They do no need to overtly state their request or use an
overt “no” 1o, in their opinion, hurt the feelings of the other high-con-
text collectivist.

Intercultural misunderstanding, however, becomes highly proba-
ble when the Latina communicates with the Irish American. They each
rely on their own cultural scripts to inform them of what to expect in
the interaction. Let’s look at Active Dialogue 7.5 of the “airport ride
request” dialogue, this time between a Latina and an Irish American
(adapted from Gao & Ting-Toomey, 1998, p. 77).

Active Dialogue 7.5
LATINA. We're going to the Orange Bowl in Miami this weekend

IRISH AMERICAN What fun! | wish we were going to the game with you.
How long are you going to be there!
LATINA: Three days. [| hope she'll offer me 2 ride to the airport.)

- IRISH AMERICAN : {If she wants a ride, she'll ask me] Well, have a greac
time.

- LATINA:If she had wamed to give mea ride.she would have offered it. I'd
better ask somebody else.) Thanks. 'll see you when | get back.

Thus, we see that while the Latina verbal model emphasizes indi-
rect verbal style or implicit request, the Irish American model empha-
sizes direct verbal style and explicit request. Because neither person
has any knowledge of high-context and low-context communication
differences, they may misunderstand each other: Similarly, many Asian
conversation contexts do not make negative responses, such as “No,”
or “I disagree with you,” or “I cannot do it.” Instead, they use apolo-
getic expressions, delayed decisions, or indirect expressions, such as
“I'm so sorry, I'll not be able to see you off at the airport because of my
cousin's birthday . . .” or “Let me check my calendar and hope that I'll
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make it. I'll call you later.” In business conversations, some other Asian
verbal messages could be “I kind of agree with you in principle; how-
ever, please understand my difficulties . . .” or “1 sympathize with your
difficulties; unfortunately . . .” Intercullural conversation bumps can
easily spiral upward to become intercultural conflicts if we lack the
knowledge and skills of code switching between direct and indirect
communication styles when we construct our own messages and inter-
pret others’ messages. Becoming flexible intercultural communicators
means mastering the art of verbal and nonverbal code switching with-
out too much stress or pressure.

Complementary, Animated, and Understated Verbal Styles

The terms animated and understated refer to the rhythms, emo-
tional expressiveness, and intensity of tone of voice that accompany
the verbal content message. The complementary style refers to a mat-
ter-of-fact tone in delivering your verbal message—nothing more,
nothing less. If the message is clearly delivered, we believe we are effec-
tive communicators. In comparison, the more animated the conversa-
tional style, the more it conveys emotional expressiveness and emo-
tional vitality. The more understated the conversational style, the more
emotional restraint or stoicism is displayed in the conversation pat-
tern.

For example, though mainstream American conversation follows a
complementary style approach, French conversation often follows an
interruption-punctuation verbal pattern in the context of well-estab-
lished relationships. This “continuous interruption” in French conver-
sation often baffles U.S. Americans. However, from the French per-
spective, the interruption-punctuation pattern reflects “spontaneity,
enthusiasm, and warmth, a source of unpredictability, interest and
stimulation, a call for participation and pleasure. They are the ties that
bind and that bring the conversants closer together” (Carroll, 1987, p.
37). The more animated the conversation, the more pleasure the
French derive from the conversation. Compare that with the British
conversational style.

The British prefer to practice using understatements and “good-
mannered” conversation to make a point. For the British, emotional
self-restraint means restraint in verbalizing one's feelings; it means ide-
ally not showing them at all. The British distinguish between “having
emotions and showing them; the former is natural and unavoidable,
but the latter is entirely a matter of self-discipline—of which you can
never have too much as far as the British are concerned” (Storti, 2001,
p. 37).

Of course, there are ethnic verbal style variations in terms of ani-
mated or expressive verbal styles. As an example, distinctive differ-
ences between Alrican Americans’ and European Americans’ verbal
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styles exist within our domestic culture. Kochman (1990) notes that
among African Americans and European Americans, public presenta-
tions are a regular cause of communicative conflict. African American
presentations tend to be more emotionally animated and demonstra-
tive than the more verbally straightforward European American pre-
sentation.

If the conversational patterns of people from different cultural or
ethnic groups at some point annoy you, think about the stylistic level of
conversation. Although the British are indirect in comparison with
U.S. Americans, the Japanese would not find them to be in the least bit
indirect. All cultural characterizations and comparisons are in the eye
of the beholder more than with the behavior of the beheld—these are
relative differences between cultural and ethnic groups, not absolute
differences. By understanding such differences, we can learn to accept
or even to adapt to some of the culture-based verbal style differences.

informal and Formal Verbal Styles

The informal verbal style emphasizes the importance of informal-
ity, casualness, and role suspension in verbal communication. The for-
mal verbal style, on the other hand, emphasizes the importance of
upholding status-based and role-based interaction that reflects formal-
ity and large power distance. Let’s do Quick Poll 7.2 here. The former
emphasizes the importance of casual or horizontal interaction,
whereas the latter stresses proper or hierarchical-based interaction.
The informal style emphasizes the importance of respecting unique,
personal identities in the interaction. The formal style emphasizes the
importance of honoring prescribed power-based membership identi-
ties.

How do you usually greet the following people in your everyday life! Do you ad-
dress them by their first names or their titles plus last names? Circle the usual
ways you address them in your cultural-ethnic community:

Your Teachers: First Name? or Title with Last Name?
Your Parents’ Close Friends: First Name? or Title with Last Name?
Your Doctors: First Name? or Title with Last Name!?
Your Close Friends’ Parents: First Name? or Title with Last Name?
Job Interviewers: First Name? or Title with Last Name?
Your Neighbors: First Name? or Title with Last Name?
Restaurant Servers: First Name? or Title with Last Name?
Siblings or Cousins: First Name? or Tide with Last Name?
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Those who engage in status-oriented verbal interaction use specific

vocabularies and paralinguistic features to accentuate the status dis-
tance of the role relationships (e.g., in parent-child interaction, supe-
rior-subordinate relations, and male-female interaction in many Latin
American culiures). Although low-context cultures tend 1o emphasize
the use of the formal verbal style, high-context cultures tend to value
the status-based verbal style.

For example, Okabe (1983), in commenung on the Japanese lan-
guage, contends that English is an individual-centered language
whereas Japanese is a status-oriented language. Okabe also observes
that U.S. Americans tend to treat other people with informality and
casualness. They tend to “shun the formal codes of conduct, titles, hon-
orifics, and ritualistic manners in their interaction with others. They
instead prefer a first-name basis and direct address. They also strive to
equalize the language style between the sexes. In sharp contrast, the
Japanese are likely to assume that formality is essential in their human
relations. They are apt to feel uncomfortable in some informal situa-
tions” (p. 27). In other words, the Japanese tend to uphold the proper
roles, with the proper words, in the appropriate contexts to creale a
predictable interaction climate.

The mode of speaking, in short, reflects the overall values and
norms of a culture. The cultural modes of speaking in many speech
communities reflect the hierarchical social order, family socialization,
asymmetrical role positions, and power distance values of the different
cultures.

Before you continue to read the next section, [ill out the brief sur-
vey in Know Thyself 7.1. The survey is designed to help you assess your
attitudes toward talkativeness versus silence.

Know Thyself 7.1 Assessing Your Atti s Toward Talkativeness

Versus Silence

Instructions:’ Recall how you* génerally’' communicate in-various sltuations. Let
your first inclination be your guide and circle the:number in the scale that best re-
flects your communication pattern ln your everyday life, The followlng scale i is.
usedforeachntem' o, R L

R JﬂMA Modemtely Agree
1=MD~. Modemtely Dl:ogree
= SD=: Suongly Dlsagnee :

e . _SA MA~ MD SD-

L Ieniqy talking in all kihds_'gf’éd;ial‘siwgi_ib‘nsi.f_‘ k 4. 3 "? " i ] .‘fl’;t

2. In my family,silence is respected. 4 302

3. Talking about a problem makesyouthink =~ . 4. 3 2 (I
more clearly. i, L
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Know Thyself 7.1 Assessing Your Attitudes Toward Talkativeness
Versus Silence (continued)

4 Silence Is somedmes more powerful_ than wonis.
5.1 like people who wikalot o

- 6.1 enjoy people who use silence to I1sr.en. o4
7. Tallung is the glue that ho!ds people together. .~ "4
. ike people who are on'the qulet side. " :
9,500 my famlly. almost everyone enjoys alklng. ,
-I0-~ln~my-cultura! on—ethnic community.sllanmpeak. 4.

louder-than words. - :

Scoring: Add  up the scores on all the odd~numbered items and you w:ll ﬁnd your
. talkativeness score, Talkativeness score; -, Add up the scores. .on all the
- even-numbered Items and you will f]ud your sllence score, Sllence score.

' Interpretatlon. Scores on each communlcatlon dlmenslon can- range from § to
20;the higher the score, the more ‘talkative and/or quiet you are in your communi-
cation behaviors. If all the scores are similar on both communication dimensions,
you value both talkatlveness and sllence equally,

, Reﬂection Probes: Take a moment to think of the: followlng questionS‘ Where'
-did you learn your communication: habies? Is your family a “talkative”’ family.or.a-
“silent” family? What do you think of people who talk-a lot? What do you think of
people who seem to use silence a lot in their everyday conversanonsl Do your
cultuml or ethnlc groups respect “talkadveness" or salence"?

L

Beliefs Expressed in Talk and Silence

The Korean proverb “empty wagons make the most noise” illus-
trates the importance of silence as opposed talkativeness in many
Asian collectivistic cultures. Silence can oftentimes say as much as
words. Although silence occurs in interaction contexts in cultures
around the world, how silence is interpreted and evaluated differs
across cultures and between persons. Hall (1983) claims that silence,
or ma, serves as a critical communication device in many Native Amer-
ican and Asian communication patterns. Ma is much more than paus-
ing between words; rather; it is like a semicolon that veflects the inner
pausing of the speaker's thoughts. Through ma, interpersonal under-
standing is made possible in many high-contex1 cultures.

While silence may hold strong contextual meanings in high-context
cultures, prolonged silence is often viewed as “empty pauses” or “igno-
rant lapses” in the Western rhetorical model. From the high-context
perspective, silence can be the essence of the language of superiority
and inferiority, affecting such relationships as teacher-student, male-
female, and expert-client. The process of refraining from speaking can
have both positive and negative effects. In some situations, notably in
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many Native American collectivistic cultures, those who must them-
selves be quiet also expect quiet from others,

For example, the concept of silence occupies a central role in the
Apache culture in the United States (Basso, 1970). Silence is appropri-
ate in contexts where social relations between individuals are unpre-
dictable and involve high levels of ambiguity. In this culture, individu-
als also prefer silence in situations in which role expectations are
unclear. Members of the Navajo and Papago Indian tribes exhibit simi-
lar silent behavior under the same conditions as the Apache. In France
people tend to engage in animated conversations to affirm the nature
of their established relationships; in the absence of any such relation-
ship, silence serves the French as a neutral communication process.
This is why in the elevator, in the street, or on the bus, people don’t 1alk
to each other readily in France. This is a seemingly inexhaustible
source of misunderstanding between the French and U.S. Americans,
especially because “these rules are suspended under exceptional cir-
cumstances and on vacation (and therefore on the train, on the
plane). . . . U.S. Americans often feel rejected, disapproved of, criti-
cized, or scorned without understanding the reason for this hostility”
(Carroll, 1987, p. 30). With strangers, the French and many Native
American groups generally preserve formal distance by means of
silence. In contrast, European Americans tend to use talk to “break the
ice” and reserve silence for their most intimate relationships.

Intercultural miscommunication can thus often occur because of
the different priorities placed on talk and silence by different groups.
Silence can serve various functions, depending on the type of relation-
ship, the interactive situation, and the particular cultural beliefs held.
Silence can also serve as a powerful means of sharing or persuasion.

intercuitural Conversation Process:
Self-Disclosure

Both the willingness 10 reveal something about yourself and the
willingness to pay attention o the other person's feedback about you
are necessary lo build a trusting intercultural relationship. We discuss
an important communication concept in this section: self-disclosure.

Self-Disclosure: Verbal Revealment Versus Concealment

Let's take alook at the sharing process by Grant in Double Take 7.2.
In any relationship, verbal revelation and concealment act as criti-
cal gatekeepers in moving a relationship 1o greater or lesser intimacy.
Verbal self-disclosure often follows a trust-risk dilemma. To trust some-
one, you have 1o be willing to take some risks to share some unique
information about yourself. Through taking the risk, you may also

Chapter 7 ¢ Differences in Intercultural Verbal Styles 183

Double Take 7 2

| mw half Caucasian and half ~ moxher is part of theAPl commu-

- Chamoro (from my mom’s nity.In front of my father, | was ex-

- Guamanlan side). | was born and " - pected to behave likeanAll-Ameri-

- raised in Orange County, Callfomla.? " can-boy"” But around my mother’s

" 1.am an openly homosexual individ- ;" ". family, | was expected to-play the -

"ual Who is active in helping my cam-"""% ‘role of the “"All- Chamoro boy.” At -

- pus community through the Lesbian -, 'my iome with. my father and -

Gay Bisexual Alliance as well as’ .- mother, there was one way of living

helping outin other ethnic organiza-  -and acting, but around my grandpar- ~ -

1 ..q_tions.on_campus..Lemox.mchl_ng_ -efits, there was an-alternative iden- -
_out to assist my community to learn © tity to play—which parallels oy | ho- i
about lesbian and gay and cultural is- . mosexuality

TR 1T AR Lo
~.lgrewupinan intercultural envl-
. ronment; my father is white and my -

—Grant. College: Student -

have established an initial trusting cycle in the interpersonal relation-
ship. However, you may also have to worry about your friend betraying
the exclusive information you have just shaved. Thus arises the trust-
risk dilemma—to tell or not to tell.

Before continuing with this section, fill out the Know Thyself 7.2
self-disclosure survey. The survey is designed to help you understand
your degree of readiness for self-disclosure to strangers versus best
friends.

Know Thyself 7.2 Assessing Your Readiness to Self-Disclose to

Strangers Versus Best Friends

Instructions: Recall how you generally feel and- communicate'In various situa--
tions. Let your first inclination be your guide and circle the number in'the scale
that best reflects your overall impresslon of yourself The followmg scale is used
for each item: .

;.4 =:”SA' =.:__ . Stmngly Agm
S 3EMAE ,,Modemtely Agree 3
. .2=MD= . ‘Moderately Dlsagm

. 1=SD="  Strongly Disogree '

Genemlly speakmg.l mduly disclose to suungers about the followmg toples:
coo SA MA MD SD.

{l".' My interests and hobbles 4 302 0
"2 My goals and dreams L 3 4 3 ST
3 Myworkorstudy;ntuatlons. B . BT R BETES S B
4, Howmuchmoneylmake“ . B R T

4 3 2.

5. My political opinions.’
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Know Thyself 7.2 Assessing Your Readiness to Self-Disclose to
Strangers Versus Best Friends (continued)

6 My racial belnefs and vuewpolnts. '
7 My, dream dates. ‘
'8, ‘Conﬂlcts with fami!y members, .
:9.” My feelingé.about my face.

10, My feelings about my body' o 4
.JL.M;posatlvequaliﬂts that |, reanym S
l2, My own negative personality traits. - - . L 4

'

Generally speaking.l readlly disclose to my best friends about the followlng topics.
‘ ' . ‘ 'SA ‘MA MD SD“
I My intervgsts and hobbies. _ T 4. 372
2. My goals and dreams. e
3 ™My work or study s sttuatlons
4. How much i money 1 make.
5. My political oplmons. o
: .
7.
8.
9

‘

My raclal beliefs and vnewpomts.
My dream dates. - '
Conflicts with family members,

My feelings about my. face.” ',‘ ‘

.'l_o. My feelings about my. body . :
1. My posntive qualities that | really llke. -

I2. My own negauve personallty traits.

WoW W W W W W

G N G G T G G S
NR N NN NN NN N

N

.3‘;'

&

,Sconng. Add up the scores o all the "strangers" dlsclosure items and you will
find your strangers disclosure score. Strangers Disclosure score; -Add up
the scores on all the “best friends” items and you wlll find your best frtends disclo-
sure score, Best Friends Drsdosure score;

' Interpretation: Scores on each self-dlstlosure dlmenslon can range from l2 to
48; the higher the score, the more. you are ready to self-disclose to strangers andl
or best friends on a variety of topics. If the scores are similar‘on both item sets,
gou adre very balanced in your readiness to self-disclose to both strangers and best
riends

Reflection Probes' Check out your two scores with a classmate. Interview each
other and ask each other the following questions: Where did you:learn your self-
disclosure habits? Do you come from a low self-disclosive family or a high self-
disclosive family! How do you feel about people who seff-disclose too much? How
do you feel about people who self-dasclose too litde! - :

Source: Scale adapted from Barnlund (1989). -
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Here revealment or openness refers to the disclosure of informa-
tion concerning the different facets of the public self (e.g., interest,
hobbies, political opinions, carcer aspirations) andfor the private sell
(e.g., deep family issues, identity, self-image and self-esteem issues);
concealment or closedness refers to the lack of disclosure or sharing
of exclusive information about either the public self or the private self.
The term public self refers Lo those facets of the person that are
readily available and are easily shared with others; the term private
self, on the other hand, refers to those facets of the person that are
potentially communicable but are not usually shared with others
(Barnlund, 1975).

Barnlund (1975) found that the Japanese tend to have a relatively
small layer of public self and a relatively large layer of private sclf. In
contrast, his research revealed that U.S. Americans have a larger layer
of public sclf and a smaller layer of private self. Sharing information
concerning cither the public or the private self is conducted through
relational openness. The Japanese were found to be more guarded as to
disclosing their inner attitudes and private feelings and desires. In
comparison, U.S. Americans are more responsive in disclosing infor-
mation of a personal, private nature.

Self-disclosure is one of the key factors in developing a personal-
ized relationship in any culture or ethnic group. Self-disclosure is the
deliberate process of revealing significant information about oneself
that would not normally be known. Two social psychologists, Altman
and Taylor (1973), have developed social penetration theory, which
explains the two dimensions of self-disclosure: breadth and depth. The
breadth of self-disclosure refers to the number of topics a person is
willing to share with others. When two [riends meet for drinks or a
meal, the number of topics is typically large. Issues can range from
wravel plans, to dating experiences, to school and work updates. The
depth of self-disclosure refers to the level of intimacy or emotional vul-
nerability a person is willing to reveal in her or his conversation
exchange process. For example, when two close friends talk about their
interracial dating experiences, the depth of disclosure usually consists
of intimate details, the high and low points, concerns, frustrations,
family reactions, and exhilaration points. The same topic may be cov-
ered on a more superficial level with an acquaintance or coworker.
Thus, you may also converse on similar topics with acquaintances or
coworkers but really go to more deep and intimate levels—revealing
your fears, worries, pride, or joy—with selective close friends. Fill out
the “Who am 1?” questions in Know Thyself 7.3, and rank order your
answers from 1 = less important 1o 10 = most important. Share what-
ever you want to share with a classmate. What influences your self-dis-
closure process? Do you come from a high self-disclosive [amily or a
low self-disclosive family? How did your classmate’s sclf-disclosure
process influence your self-disclosure pattern in the conversation?
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Know Thyself 7.3 Who AmI?

#lo-.'_:This Pardcular Identity Is Exmrnely Importqnt toMe - o
# = Comparauvely,Thls Parncular ldentity ts Less lmporxam go Mc

.‘Whoam l?lam... .
i?WhoamlHam : SN, - .
: l'-’-Whoam " I_am s L L N
i WhoamRlam.,. T L

- .Whoam R lam...

.. WhoamRiam... _

. ..Whoaml?lam...‘ : : - -
Reﬂection Probes: Check out your gnswers wlthm classmate. Share whatever
you want to share and keep private whatever you want to keep private,Take amo-
ment to;think of the’ following ques;aons' Which one identlty are you the most
proud ofl ‘Why! Which one-identity aré you the least comfortable with? Why?
Which one identity, in particular; is shaped by the values of. your ‘ethnic-cultural
membership? In what ways? If someone wanted to find out more about who you
are, how should they approach you? YWhat aré the best ways to get to'know you! .
What influences: your sharing or- self-disclosure process Wlth your classmate
throughout this interactive exercise? .’ «

Johari Window

One way to understand self-disclosure in more depth is to check
out the Johari Window. The label “Johari” t1akes its name from Joseph
Luft and Harry Ingham—the first names of the window’s creators. The
window can be conceived as having four panels: open, hidden, blind,
and unknown (see Figure 7.1). On a broad level, the open panel is
defined as information known to self and also information known to
generalized others or a specific person. The hidden panel is defined as
information known 10 self but unknown to others. The blind panel is
defined as information not known to self but information that is
known 10 others. Last, the unknown panel is defined as information
not known to self or to others. One example of this is based on a true
story. Two interethnic college friends shared a close friendship, includ-
ing much sharing about their dating experiences. After graduation,
they took a vacation together. While having dinner on the second day
of their vacation, the conversation turned deep. One friend, processing
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N

all the information and the conversation, came out (admitted she was
gay) to the other friend. This surprised them both. The gay friend had
no idea until then that she was, in fact, gay. Due to the deep self-disclo-
sure conversation and perceived acceptance, the one [riend actually
helped the other friend to sort out some of her core identity issues in a
very spontaneous yet authentic manner.

INFORMATION KNOWN TO OTHERS
YES NO
YES OPEN HIDDEN
INFORMATION
KNOWN TO
SELF
NO BLIND UNKNOWN

Individuals who have big open panels and small hidden panels are
more willing to disclose and share information about themselves com-
pared with individuals with small open panels and big hidden panels.
The blind panel can shrink in size by paying attention to feedback and
comments from others. The blind area means we are unaware (or in
denial) that such attitudes (e.g., sexist, racist, and homophobic atti-
tudes) or behaviors (e.g., gay bashing) exist in us, but our friends actu-
ally observe those attitudes or behaviors. Through obtaining feedback
from others, information that we are previously unaware of becomes
known to us. The mysterious panel, the unknown area, at first glance
seems strange. However, we can deduce that the unknown panel exists
in all of us because there is always something surprising or new to dis-
cover about ourselves and others—through new learning, traveling, life
experiences, or meditations about the unconscious self. It is not
unusual to discover those “a-ha” moments of unrecognized talents,
strengths, resilience, or vulnerabilities. Some of these previously
unknown topics can then be moved 1o the open panel or the hidden
pancl—depending on whether you want to share them or not.
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The relative size of each panel may change from one life stage 10
anther, from one topic to another, and from one relationship to
another. We can analyze our own self-disclosure patterns, for example,
about our views on affirmative action, interracial relationships, or gay-
lesbian relationships on a general self-disclosure level and on a tar-
geted relationship (e.g., my best friend) level. We can also analyze
whether we are in the ethnocentric stage or ethnorelative stage of
intercultural learning by being receptive to the feedback and observa-
tions from our friends. We can also gain some more self-insights by
willingly revealing some of our own honest attitudes and sentiments
and exploring why we are the way we are in approaching various inter-
racial or intercultural communication topics.

Intercultural Persuasion Process

Persuasion is the art of influencing someone to do something you
want or to accept an idea you believe is important. In intercultural
communication, we are constantly engaging in persuasion—for exam-
ple, an African American student asking her Latino professor 10 extend
a deadline on an assignment; an Asian immigrant asking his European
American supervisor to grant him a sick leave to tend to his ailing
grandfather; or Disneyland representatives needing to persuade the
Chinese to work on developing a China Disney. All of these situations
require flexible intercultural persuasion skills and responsive
intercultural facework skills, We discuss several persuasion styles in
this section.

Before you continue reading, take a couple of minutes to fill out the
Know Thyself 7.4 assessment. This brief survey is designed to help you
to explore your diverse persuasion styles.

Linear Logic Versus Spiral Logic Persuasion

Low-context communicators tend to practice linear-mode persua-
sion style, whereas, high-context folks tend to practice spiral-mode
persuasion style. The linear persuasion style can have one of two
forms: the factual-inductive form or the axiomatic-deductive form.
The factual-inductive form emphasizes the importance of presenting
facts, evidence, eyewitness accounts, testimonials, and proofs, and
from these specific facts proceeds to draw conclusions or generaliza-
tions. The overall U.S. persuasive style has been labeled as following
the factual-inductive approach. In comparison, the axiomatic-deduc-
tive form emphasizes the importance of starting from general princi-
ples, or axiom, and then moving forward to fill in specific details.
Models, diagrams, and big-picture conceptual frameworks can help to
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Know Thyself 7.4 Assessing Your Persuasive Style Preferences

Instructionss Remli how you generaliy feel and act in varlous sltuadons. Let your
first inclination be your guide and circle the number in the scalé that best reflects
your overall Impresslon of yourseli’ The following scale Is used for each: item' -

n 4 = YESl g strongly agree— T'S MEI

B 3= yest = _.moderateiy ugnee—lt's kind. of like m
28 no n ® :modemtely disognee—it’s kind of not me

- 1=.NO! = —.mongiyd:sagm-irs NOT ME!
“YES! yes‘"" = NOt |

A '

" actful as possible.. - . Ny o RTINS S
“‘2.“iliketohearaclear ifsomeone R RV BT L
" does not want to do something o Co PR

3. 1 don't like people who brag aboyt cheir - - - 4 .~ 3 . 2 |

accomplishments. . - o

4. | like to be ford\coming and direct when R T 3 2, I

: persuading someone to do somet.hing S I
- 5; 1 like ¢o, offerenough detaiis before making LA
" arequest , - L
_.6.\lpnefersobeclwand concise inmy -4 3 2 )
., everyday conversations, U
<7 1am sensitive to. the other personsfeelmgs 4 . 3.2 .
... when: refusinga request, . T R R
80 llketogetto;hepomtto savetime. L 4 3 2 K B
9.. 1 don't feel-comfortable talking about 4 3 |

my own achievements at all,

10, | believe honesty is the best pohcy when you, 4 - 3 2 |
try to s2y “no” to someone.

‘Scoring' Add up the scores on all the odd-numbered items and you will find your
high-context persuasive style score, H:gh-Context Persuasive Style score:_

Add up the scores on ‘all the'éven-numbered items and you will find your low-con-
text persuaslve styie score. ‘Lov-Context Persuasive Styie score. R

lnterpremtlon' Scores on each persuasive style dimension can range from 5 to
20; the higher the score, the more low context and/or high context you are, If the
scores are similar on both persuasive style dimensions. you are a bicontextual
communicator. . . -

Reﬂection Probes: Take a moment to thmk of the following quest.lons' What do
you think of people who converse with you usinga different context of communi-
cation than you? What do you think are some of the strengths and limitations of
your persuasive style? After reading this chapter, do you have any new thoughts
and/or feelings about how to deal effectively with a person who uses a different
context of commumeeuon'
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move the negotiation process along from broad to specific points of
conclusion.

The overall Russian persuasion style has been identified as follow-
ing the axiomatic-deductive verbal approach (Glenn, 1981). The Rus-
sians will start with an agreement in principle (i.e., the big picture) and
then fill in the details. However, one of the major challenges between
Russian and U.S. American communication stems from the different
ways each approaches verbal diplomacy and compromise. U.S. Ameri-
cans generally regard compromise as inevitable and desirable. Russian
negotiators, on the other hand, consider compromise as a sign of weak-
ness, a retreat from a correct and morally justified position. Russians,
therefore, are “greal ‘sitters,’ prepared to wait out their opposite num-
bers in the expectation that time and Russian patience will produce
more concessions. . . . Chess is a Russian national pastime, and Rus-
sians negotiate in the same way they play chess, planning several
moves ahead” (Richmond, 1996, pp. 150-151).

Alternatively, there are different forms of spiral persuasion styles—
from the dramatic to the subtle. Members in many Arab cultures, for
example, tend to use effusive metaphors, similes, stories, parables, and
a wide range of flowery adjectives to reinforce a point. Thus, the dra-
matic and metaphorical styles of many of the Arabic cultures often
tend to emphasize image over digital content and form over function.
Members of ltalian, Slavic, Jewish, and many African cultures, for
example, also have a tendency to use effusive metaphors, parables, or
stories to dramatize the emotional impact of their message. Many
Asian and Native American cultures, however, may resort to hints,
implicit analogies, Zen sayings, and subtle nonverbal gestures to con-
vey an intended meaning. Double Take 7.3 is a Zen story (Pearmain,
1998, p. 119) that illustrates a spnal mode of storytellmg

Double Take 7 3
A Zen Story

. Orice, unon a time, two Buddhm :~the .other side The other monk-'__ 3
, fmonks were on a journey toa; d|s- -showed compasslon ‘and bent downf‘ ‘
o tant monastery when they came r.q "so'that the woman could climbupon . -
f'.’-a river,: There onthe ‘bank sata’, ,his back to cross, the river. Although -
youing: woman, ", beg you; o 'she'was ‘sllght, the current: “was, .
“"asked, “could you carry-me across! - strong and the Tocky. botiom rade. -
-~ The currerit is strong today and | 'm ‘it ‘difficule crossing: Reaching the .

'.afrald I imight bé swept away.” .. other side, he let the woman down:._ o
The first monk remembered his_ * and went on his way.-
. vows never to look ator touch 2 - ‘After some hours iourneylng

" - woman,and so,without somuchasa: . down the-dusty.road-in silence, the :
.. 'nod, he crossed through:the heavuly " first monk could no longer ‘coitain
ﬂowlng currents and soon reached - his angeratt the’ secor\d for breaking .
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7 their vows, "How could you look: ac_ . The first monk Iooked at his'
| that woman?" he blurted out."How . companion and smiled. "I ‘put thae
" “could you touch her. let alone carry ' woma 'down way back there ac the‘ )
" her across the nver' Yau've put our river bank, but I'see that you 're stlll

. ,reputation at stake S ] earrymg -hen”.

What do you think of the above story? Can you rewrite the story to
reflect a more linear mode of storytelling? Which persuasive mode do
you prefer, the linear mode or the spiral mode? Why? In addition to the
linear versus the spiral mode of persuasion, we can also consider the
implications of the self-credentialing and self-humbling modes of per-
suasion.

Self-Credentialing and Self-Humbling Verbal Modes

The self-credentialing verbal mode emphasizes the importance
of drawing attention to or boasting about one’s credentials, outstand-
ing accomplishments, and special abilities. The self-humbling verbal
mode, on the other hand, emphasizes the importance of lowering one-
self via modest talk, verbal restraints, hesitations, and the use of self-
deprecation concerning one’s effort or performance. For example, let’s
check out Active Dialogue 7.6, a conversation between Jorge Estrada,
who is from Puerto Rico, and Alfred Rohner, who is from Switzerland.

- _ "Actlve Dlalogue76 L

Co ]ORGE Thanks for maklng the time to see me,Mr. Rohner , :;' " o
;ALFRED Whats on yourmindl o P P : !
JORGE: Well, | heard from Haeme, the pmducnon asslsmnt. that there will.

be open auditions for the new play But Can He Dam:e? Co

ALFRED: Yes, this is true. ; : T
b JORGE: Well,| t:hmk thls is good le ls an excellent play
| ALFRED:Yest '

. ]ORGE Well l have been worldng on deslgmng secs for (he past four years. :
and all have been well recelved. My work in this :he:wer has never, faltered o
and | never missed work. {pause] See, | was hoplng to get a chance to audl-
tion. And’ since thus play is so close to iy expenence : B

.;ALFRED Oh! You wam o audluon [ understznd Why do you want thns j
a part’ ) .
jORGE.WelI as I said l en]oyed the play And I aMays wan(ed to get my f foot B
‘ imo the acnng business EITRTEES T a '

'
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* . ALFRED:Butyouarean amazing set designer. Why are you qualified for this
Covoled o e L AR .
JORGE: Actsally, the role would give ﬁte}n_oi-e mﬁnejl ﬁav'e my ;iSier's d_ﬂlo‘
dren who will come to live with me, They need to attend a‘better high -
. schoolandcollege. With more money,) canatfeast afford to have them both
”:"-",tay‘,'”,""yh°'t"°'. AR P P T o

ALFRED:]érgje.:are YQL'I Seﬂo;xs{ qu‘wa:r‘lt this role bééau;é you have kias ‘
coming to live with you? There are many people who have qualifications in *
. .acting getting degrees and training. So this does not make any sense to me at

- et et pm et ek e e gt s d S re e be v s el ah sty cpaey beh ors b b e tam bms a4 il

JORGE:But Mr.Rohner.i have worked overtime, triple timei éo#éi‘ed people
who were sick, and never shrugged off any of my duties. | just wanted a
chance to audition for this role. " o R

ALFRED:]orgé. who will désign the set?!

)

Verbal sell-humbling or self-effacement is a necessary part of perva-
sive Puerto Rican American politeness rituals. In Swiss or U.S. culture,
we encourage individuals to “sell themselves and boast about their
achievements.” Otherwise, in a performance review or job interview ses-
sion, who would notice the accomplishments from a self-effacing individ-
ual? However, the notion of merchandising oneself does not sit well with
many Puerto Ricans, Mexicans, or Cuban Americans.

Likewise, in many Latin, Native American, and Asian cultures, indi-
viduals believe that if their performance is good, their supervisors in situ-
ations that have to do with promotion review will notice their behavior.
However, from the Western culiural standpoint, if their performance is
good, they believe they should document or tell everyone so that their
supervisors will be sure to take notice. This difference is probably due to
the listener-centric value of the collectivistic, high-context communica-
tion pattern, as opposed to the sender-centric value of the Western, low-
context communication paltern.

We should note that the pattern of verbal self-humbling cannot be
generalized 1o many Arab or African culiures. In Egypt, for example, a
popular saying is “Make your harvest look big, lest your enemies rejoice”
(Cohen, 1991, p. 132). Effusive, or highly expressive, verbal style is critical
to the enhancement of one’s face or honor in some large power distance
Arab cultures; expressively complimenting or praising the other person’s
effort or networking ability is also a common characteristic in these cul-
tures. Additionally, an effusive, other-enhancement persuasion style is
also often practiced in many of the Arab cultures. The nature of Arabic as
a rather ornate language, in conjunction with larger power distance val-
ues, probably contributes to the effect of effusive persuasion style. Fur-
thermore, many Arab hosts feel obligated to engage in effusive other-
enhancement 1alk in communicating with honored guests. The tendency
in Arabic 10 use somewhat exaggerated ot dramatic expressions during
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international negotiation sessions has possibly caused more misunder-
standings between the United States and some Arab countries than any
other single factor (Cohen, 1987).

Face-Negotiation and Requesting Strategies

How competently we persuade others often relies on how skillful
we are at using different facework conversation strategies. Face is a
claimed sense of social self-worth that a person wants others to have of
her or him (Ting-Toomey, 1988). It is tied 10 the emotional significance
that we attach to our own social self-worth and that of the others’
social self-worth. It is about maintaining our social poise in conversa-
tions and, at the same time, extending our consideration in supporting
or threatening the social poise of the other communicator. We can tatk
about two types of face concerns in conversation: self-face concern and
other-face concern. Self-face concern means we are much more inter-
ested in upholding our identities and favorable self-images in our
interaction with others. Other-face concern, conversely, means we are
much more interested in providing identity respect and support for the
other person’s interest or need in the face-negotiation process.

Facework refers to the specific verbal and nonverbal behaviors or
actions that we engage in to maintain or restore face loss and to uphold
and honor face gain. Face loss occurs when we are being treated in
such a way that our identity claims in a conversation are challenged or
ignored. Face loss can be recouped via diverse face-saving strategies.
Everyday conversations, such as requests, promises, compliments,
criticisms, or conflicts (see Chapter 10), may entail active facework
management tactics. For example, in our daily conversations with oth-
ers, it is inevitable that we make requests for others’ help or that others
make requests for our help. We may think of face issues in terms of how
to reject a request or in terms of how to get our own requests granted
and not to appear overly imposing. For example, according to
research, members of individualistic cultures tend to perceive direct
requests as the most effective strategies for accomplishing their inter-
action goals, but members of collectivistic cultures perceive the
requests as the least effective (M.-S. Kim & Wilson, 1994; M.-S. Kim,
2002).

In terms of persuasive strategies between managers and employ-
ees, research indicates that U.S. managers prefer to use direct persua-
sive strategies, such as an open invitation (e.g., “Feel free 10 let me
know if you have any ideas to improve this project”), to make promises
(e.g., “Don’t hesitate 10 offer your creative ideas because this company
always rewards innovative input”), or to pay direct compliments (e.g.,
“You are one of the brightest marketing people in this department, and
I really value your judgment”) in dealing with employees. Japanese
managers, however, tend to use altruistic strategies {e.g., “For the
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future success of our company, please share your suggestions with us”)
or appeals to duty (e.g., “Remember that it is your duty as a good com-
pany employee to model trustworthy behaviors”).

To be flexible intercultural conversationalists, we need to develop
culture-sensitive persuasion skills. By understanding some of the dif-
ferences between low-context and high-context communication styles
and the different expectations concerning persuasion issues in every-
day conversations, we may become more skillful in dealing with cul-
turally diverse others.

Intercultural Toolkit: Recaps and Checkpoints

In this chapter we explored the differences between low-context
communication and high-context communication. We examined four
low-context verbal styles with ample dialogue examples: direct style,
complementary style, informal style, and preference for talkativeness.
We also compared these four styles with four high-context verbal
styles: indirect style, animated understated style, formal style, and
preference for silence. We then moved on 10 examine an intercultural
conversation process more closely through two key concepts: self-dis-
closure and persuasion. In the self-disclosure section, we introduced
the four panels of the Johari Window. In the persuasion section, we
introduced several persuasion modes: linear and spiral logic of persua-
sion, self-credentialing mode and self-humbling mode, and finally,
cross-cultural face-negotiation and requesting strategies.

To close the chapter, we present you with the following checkpoints
for developing intercultural verbal sensitivity and understanding:

* Understand the fundamental differences between low-con-
text and high-context communication patterns and your po-
tential ethnocentric tendency to negatively evaluate the op-
posing characteristics,

* Know that individualists tend to engage in direct, low-con-
text verbal communication in expressing thoughts and feel-
ings, and collectivists tend to practice responsive, high-con-
text communication in anticipating the thoughts and feelings
of the other person.

* Know that individualists tend to be more self-face oriented in
their everyday conversations, and collectivists tend to be
more mutual-face and other-face oriented in their everyday
relationship development process.

® Remember that individuals who engage in low-context pat-
terns of communication often prefer direct verbal style, mat-
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ter-of-fact mode, self-credentialing enhancement, and talk-
ativeness to pursue effective conversation goals.

Remember that individuals who engage in high-context pat-
terns of interaction often prefer indirect verbal style, emo-
tionally understated mode, self-humbling talk, and silence to
gauge the situation and the cultural stranger.

To be flexible intercultural communicators, we need the
knowledge of both verbal and nonverbal communication to
communicate sensitively across cultural and ethnic bound-
aries.

Both low-context and high-context communicators need to
practice the use of collaborative dialogue in their interac-
tions. Collaborative dialogue is based on a culture-sensitive,
respectful inquiry process, in which intercultural parties try
to suspend their own assumptions regarding how to conduct
a smooth conversation. Rather, they work on inviting the
other parties to tell their stories, expectations, and needs.
Collaborative dialogue aims to unfold common identity-need
issues, such as safety, honor-dignity, boundary, approval,
competence, and meaning issues. The more we learn to dis-
play a genuine, inquiring attitude in our intercultural conver-
sations, the more we may uncover deep-level common inter-
ests and common ground. 4




