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that in many parts of the world Ameri-
cans must adjust to a new tempo in busi-
ness negotiations. They must adopt a
more formal approach than they are used
to at home. In the Orient, for example,
lengthy conversations over tea usually
precede important business transactions.
Any subject may be discussed so long as
it has nothing to do with the business at
hand. The foreigner who loses patience
runs the risk of failure.

A woman lecturer, with long experi-

alking recently to a group of wives. She
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draw on the faculties of the six universi-
ties in the area plus the Foreign Service
Institute, other government agencies, and
the staffs of foreign embassies. Several
days are devoted to studying the organi-
zation and working methods of various
departments and agencies of the federal
government, especially those involved
in foreign affairs. Participants visit the
White House and Capitol Hill and are
briefed by members of Congressional
committees and officers of the State De-
partment, AID, and the USIA.

Once installed in their Washington ho-
tel rooms, the BCIU students, whose
ages range from the thirties to the sixties,
are in for a busy time. They have already
received an armload of books for ad-
vance reading. They will hear some fifty
different lecturers—anthropologists, soci-
ologists, historians, linguists, information
and public opinion specialists, and pro-
fessors of art, literature, and music.

A basic aim of the course is to prepare
the international executive and his wife
for “culture shock.” This term sums up
the package of miseries—disturbing as
weightlessness in outer space—that afflicts
an individual transplanted to a new en-
vironment. People who have lived abroad
say that it occurs when their own behav-
ior and manners—which they have always
assumed to be more or less universal—
turn out to be only local customs, and
they find that others take an entirely dif-
ferent view of what is “normal behavior.”
The result can be a breakdown in per-
sonal relations in the new culture, and
frustration and failure in both business
and social life.

Course lecturers cite many examples
of cultural differences that affect the con-
duct of business abroad. They point out

ined that, when shopping in Asian
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Students learn that in a numb
countries a great deal of deference is p
to age and rank in business organization$®
American junior executives, who are used
to expressing their opinions frankly to
the boss, often find themselves in hot
water through lack of tact in dealing with
older men abroad.

Even the distance at which people
stand from one another while engaged in
conversation can be a problem. A For-
eign Service linguist explains that an
American or an Englishman is accus-
tomed to a face-to-face talking distance
of about arm’s length, or approximately
thirty inches. Latins, on the other hand,
like to discuss things at a range of about
eighteen inches. When living in the other
man’s country, therefore, it is necessary
to adjust to his “invisible boundary.”

The BCIU seminar for wives is di-
rected by Dr. Esther Cole Franklin,
associate professor of international re-
lations at American University. Her
course includes specific, practical infor-
mation on housing, clothing needs, health
facilities, schools, and other subjects that
will make it easier for a woman to run a
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home in a new country. The wives learn
the status of women in the area where
they will live. They are told that in one
country a servant customarily receives a
month’s pay as a Christmas bonus. In an-
other the labor laws make it difficult to
discharge a servant. Opportunities for
community service are outlined, and
many alumnae of the course are abroad
today teaching English, cooking, sewing,
and nursing, or engaging in other types
of voluntary welfare work. ‘

Social pitfalls are explained. In certain
Oriental countries it is risky to admire
any object too enthusiastically in a home
that one visits, because the host will feel
compelled to give it to his guest. In some
countries a wife is expected to know noth-
ing of politics or business, while in others
she will be asked penetrating questions
about the American system.

The overseas wife is warned that as an
American woman abroad she will be
watched and criticized, and her mistakes
will seldom be overlooked or forgotten.
“There have been many charming and
discreet American women in Rangoon,”
Dr. Franklin says, “but the one they have
never forgotten there is a young creature
who, some years ago, wore Bermuda
shorts on a visit to the bank. She is the
they still talk about.”
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As Fred C. Foy, chairma
and head of the Koppers Company, has
said, there are nearly a billion people in
the uncommitted and developing nations
who are potential friends and customers
for American enterprise. Our businessmen
abroad are working hard to win them.
How are they doing? Better all the
time, it seems. A recent check of BCIU
graduates indicates that fewer than one
per cent have failed and been brought
back from their overseas assignments. m
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Amongftheffonces working for progress in Latin
America lareyforw@ard-looking companies whose
investments steéhgthen_the economic underpin-
nings essentialbtofd free and progressive society.
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A unique instrument fof, sépplying capital to
new and expanding industri€s ind.atin America
has just approved its first investments_a.total of
nearly $6 million in equity and lo@n fugdds to
seven enterprises. Behind ADELA areg$40mmil-
lion and 120 industrial firms and banks i Nezth
America, Europe, and Asia.
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by Frank Gervasi

The oldest city in the United States, founded
400 years ago this September, is gradually being
restored as a living memorial to our Hispanic
cultural heritage. The author spent many years
as a foreign correspondent in European coun-
tries, including Spain, is a contributor to national
magazines, and has written a number of books.
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In Latin America, as elsewhere, Esso companies
are engaged in a variety of community activities,
especially in the arts and education. Esso Chile,
for exampple, recently built a schoolhouse in a re-
ntgin valley to aid the nationwide gov-
ilding program. The Creole
Foundation i nezuela is helping to provide

*Colombia encouraged d writing through a
novel prize; Brazil conducted a press contest to
improve the quality of journalism. Peru held an
art auction, and Esso Argentina sent music and
theater to the provinces. In New York, Jersey’s
shareholders elected two new directors, both
with extensive backgrounds in Latin America.

’

CARS /20
Traffic engineers are finding new ways to un-
tangle traffic jams in cities around the world.
With the aid of electronic computers they are
building signal systems that speed the flow of
vehicles, reduce accidents, and increase the
capacity of city streets.
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n exhibition of prize-winning art from seven- |
t by Jack Long

en countries and Puerto Rico helped mark the
seventy-fifth anniversary of the inter-American
system. Some of the paintings and sculpturesare

reproduced on pages 12-15. V’ 3

Private_industry’s “school for foreign service” ‘
in W ashington, D.C. helps prepare executives /
and th€irgmmzes for living and working overseas. f
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On the front cover are the flags of the twenty-one republics that make up the Organization of American [States.
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