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Appendix A

Description of cultural profiles

(adapted from Hofstede, Hofstede & Pederson, 2002)
X Culture 
X culture is relationship-oriented, hierarchical, and collectivist. Social rituals are very important in this culture. In this culture, people believe that harmony should always be maintained and direct confrontations should be avoided. Also, relationships are more important than the task at hand. Much time can be spent on greeting and farewell rituals. Imprecise communication styles are preferred. This culture is very hierarchical.
Y Culture
Y culture is a highly competitive and individualist culture. In this culture, the task takes precedence over relationships. People in this culture believe that honest people speak their mind, and everyone is supposed to have a personal opinion on any topic. Low-context communication (explicit concepts) is preferred. Laws and rights are the same for all.
Appendix B

Negotiation setting (background notes)
A team from culture Y is visiting culture X in order to discuss the possibilities of arranging a contract to manufacture T-shirts. Culture Y wants to find a low-cost, yet reliable source of production. The purpose of meeting today is to see if a contract can be negotiated between the two parties. The negotiations should result in an agreement concerning issues such as price per T-shirt, quality assurances, and delivery and any issues either team decides is important.
X Culture: This team is willing to manufacture each T-shirt for no less than $9 per unit. While labor costs are relatively low in this country, many benefits will be paid to workers, which increases the cost of each worker.
Y Culture: This team will seek a T-shirt price of less than $6 per unit and may suggest methods of increasing efficiency in order to achieve that low price.

