CANADA

B Build winning relationships across cultures
B Empower your workforce to perform on the global stage
B Transform diversity into your competitive advantage
B Adapt your style to truly inspire and lead...everywhere

Online and mobile
cross-cultural training
for the global workplace
Country Navigator provides a one-stop
shop for developing cultural intelligence
and empowering global collaboration.

Next generation
CQ learning assets
BB Personalised cultural assessment and profile
BB Country guides, flight packs and culture mindset maps
BB Smartphone app for on demand accessibility
BB 1:1 and team coaching support for advanced learning
and development
BB Interactive learning content available in video,
quizzes and short courses
B Analytics and reporting to track usage and trends
Find out more at
http://countrynavigator.com

MAKING
A GOOD
IMPRESSION

OVERVIEW OF MAKING A
GOOD IMPRESSION
TOP TIPS
BB Find common ground. If in doubt, talk about the weather. Really
make an effort to understand cultural differences between
Canada and the USA.
BB Be reliable. Become known as someone who does what they
say they are going to do.
BB Express yourself. Canadians have no problem with an
argument, provided you know what you are talking about and
keep it reasonable.
BB Learn French. If you are working in the French-speaking areas,
take time to learn about the culture, which is different from the
English-speaking areas.
BB Be efficient. Canadians appreciate someone who makes an
effort to build a relationship but being pragmatic and practical,
INSIGHTS
Canadians are normally punctual and reliable, and will expect others to be the
same. Tolerance and reasonableness are marked national characteristics and
Canadians are also largely traditional and understated in manner. They respond
well to a relaxed but respectful demeanor and do not appreciate pushy or
boastful behavior.
Although Canadians relish argument, they are courteous and aggressive
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behaviour will normally be frowned upon. They have a good sense of humour
and admire it in others.
Canada enjoys good social and business relations with America, with which
it shares a vast border, but Canadians are proud of their country and of their
distinctive characteristics as a people. They prefer not to be taken for Americans
and will respect someone who has taken the time to know the differences
between the two countries and their people, and who have learnt something
about their country.

MAKING CONTACTS &
SCHEDULING APPOINTMENTS
TOP TIPS
BB Make appointments in advance and stick to them. Do not cold
call or turn up unannounced.
BB Establish in advance whether your contacts prefer to conduct
the meeting in English or in French, if you are visiting the
French-speaking areas.

Life Expectancy (2016 est.)
Total population:
81.09 years

BB Do not expect to arrive with a large delegation. One-on-one
meetings are normal.
BB Be on time and if you are running late, call in advance to
apologise.
INSIGHTS

Male:
79.2 years
Female:
84.6 years

Making Contacts
Although Canada is a very egalitarian society, Canadians often take more note
of positions and titles than their neighbours in the United States. Business cards
are not always presented immediately when people meet. It is also useful for
business cards to be printed in both English and French. When dealing with
people in French-speaking parts of the country, an effort should be made to
speak some French, or a polite apology given if visitors have no French at all.
Thought should also be given as to whether interpreters will be needed and
translations of business documents and promotional material.
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Scheduling Appointments

`How are you?’.

Although Canadians are practically-minded and do not like to waste time, some
time should be built into appointments for some relaxed discussion. In large
companies though, employees may be under time pressures not experienced in
smaller or family- run companies.

Very intense eye contact is not usual, nor is standing very close to another
person. Canadians are very tolerant and respectful but they are moderate in
behaviour and effusive displays of affection or emotion should be avoided.

BUSINESS ETIQUETTE
TOP TIPS
BB Be calm and direct. Loud, overbearing or over-demonstrative
behaviour makes people uncomfortable.
BB Expect to be questioned. Canadians are educated and
inquisitive and are taught to question theories from an early
age.
BB Be honest and do what you say you are going to do.
BB Learn the differences between English and Francophone
cultures; French Canadians may be more ‘Latin’, more
demonstrative, more talkative and stand closer to one another.

Since Canada is officially bilingual, it is advisable to have English and French
translations on business cards. Canadians do not always exchange business
cards immediately when being introduced to new business associates.
Visitors should know in advance with whom they are meeting, their name,
position and title. A knowledge of Canada, its history and traditions will make a
good impression as Canadians are well-educated and have a high level of world
awareness. Understanding - though not pointing out - the distinction between
Canadians and Americans is advisable. Awareness of and respect for other
cultures is appropriate as Canada is a markedly multicultural society.
The Canadian communication style is calm and direct. Canadians are egalitarian
and democratic, and will not take well to displays of authoritarian or overbearing
behaviour in others. They are good listeners but visitors should be prepared for
and welcome debate; students are encouraged to question things from an early
age.
Gifts can be presented on arrival at business or private functions and will
normally be unwrapped immediately and appreciation shown. Something from a
visitor’s home country will be appropriate and welcome. Other acceptable gifts
include wine or liquor, flowers and chocolates. Items of clothing or jewellery
may be considered too personal. A gift for any private host’s children will be
especially appreciated but should be carefully chosen.

INSIGHTS
Greeting people with a smile and a handshake is usual. Men usually wait for
women to offer their hand before shaking hands with them. The normal forms
of address when meeting people in Britain, Australia and the United States are
used in Canada too including `Good Morning’, `Hi’, `Hello’, or the more informal,
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TIME MANAGEMENT
TOP TIPS
BB Keep it simple. Business meetings should have a goal, rather
than waste time on roundabout discussion.
BB Avoid hype. Sales pitches should be straightforward and direct,
rather than extravagant and showy.
BB Prepare for fast action. Decisions may take a while to make but
implementation of new ideas is usually swift.
BB Build in time for getting around. If you are travelling around
Canada, you will cover great distances and many time zones, so
do not be too ambitious. Canadians measure distance in time,
not kilometres, eg, ‘two hours outside Toronto’.
BB Socially, it’s cooler in Quebec to be fashionably late than to be
early for events like drinks in a bar. Anglophone Canadians are
more prompt.
INSIGHTS
Canadians are prompt and pragmatic and are not given to wasting time. While
they are polite and tolerant they will expect people to stick to the point and will
want to achieve something in business meetings. Meetings and other events
should be planned in advance and with goals in mind. While discussion is
welcomed, sales pitches and arguments should be simple and direct.
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Canadians may take a while to make decisions but will act on them quickly once
they are made. People will expect to meet any deadlines which have been set.
Business will not be conducted at the pace it is in the USA, where time is money
and goals are short-term, but it should happen at reasonable speed.
Canadians value their work-life balance and although people work long hours,
they are not given to taking work home, or working weekends, or expecting
others to be available at unsociable hours for conference calls.
In terms of managing your own time, consider in advance the distances which
you may have to cover in Canada - the world’s second largest country - and
plan accordingly. While Canada has a highly developed transport system, more
remote areas are usually less well serviced than urban regions and it may be
harder - and take longer - to get around in them.

Population
35 million
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PREPARING FOR
MEETINGS &
PRESENTATIONS

BUSINESS MEETING CULTURE
TOP TIPS
BB Be prepared. Canadians expect meetings to be efficiently
conducted, to the point and to follow a clear plan of action.
BB Make time for small talk but expect to get down to business
swiftly.
BB Expect everybody to have their say – business structures
are flat and people of all levels of seniority are expected to
contribute.
BB Be attentive. Canadians follow a linear sense of time and do
not expect meetings to go off at a tangent, or interruptions like
phone calls or unexpected visitors.
BB Follow up with a plan of action circulated to all attendees.
INSIGHTS
Before a meeting
When planning a meeting with Canadians, expect them to be on time. Be
prepared to have any material which needs to be in French translated and to
have an interpreter booked if one is needed. It is best to check this in advance.
Have material and data needed for a meeting prepared, too - Canadians
are objective and analytical and will expect business associates to be well
organised. Be clear as to what the goal of the meeting is and go into the meeting
with a view to setting an action plan.
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During a Meeting
Canadians are open and hospitable, and meetings may begin with an exchange
of pleasantries, although very personal subjects should be avoided unless the
participants know each other well. After that, expect negotiations and meetings
to be dealt with efficiently and with reasonable dispatch. It is not unusual for
those making pitches to be asked questions from all members of a management
team - old or young. In common with Canada’s spirit of egalitarianism, one
person may be substituted for another in discussions in meetings. Although
Canadians are relaxed and calm in manner, they are traditional in their values
and appreciate attentive and considerate behaviour. Avoid making calls on
mobile phones or otherwise interrupting meetings unless you have indicated, for
instance, that you may have to take an urgent call.

Following a Meeting
There is no need to end discussions abruptly after meetings have ended. Be
prepared to stay a while afterwards to demonstrate that the business - and the
relationship - is important to you. Follow up any matters which need to be dealt
with promptly and do not exert undue pressure for any decisions; although
efficient, Canadians will have to confer and give due consideration to company
policy.
When a meeting is over, set an action plan and circulate it to all attendees.

GDP Per Capita
$45,032
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EFFECTIVE PRESENTATIONS
TOP TIPS
BB Check carefully beforehand whom you are presenting to. If the
group is French speaking, or a visiting delegation from Asia, for
example, you are likely to need an interpreter.
BB Use humour to break the ice if it’s appropriate, but not at the
expense of your audience.
BB Keep the presentation measured and to the point. Canadians
do not appreciate flashy showmanship. Back up your facts with
data.
BB Assume your audience is well-informed and allow time for
questions afterwards.

When presenting it is advisable to mirror the attitudes and behavioral traditions
of Canadians: they are open and friendly, pragmatic and generally not
flamboyant but understated. They are not time-wasters so verbosity, rhetoric
or very aggressive pitches will not be appreciated. Statements made and facts
presented should be able to be substantiated with reliable data and expert
evidence.

Audience Expectations
Canada is one of the most educated societies in the world so presenters will
be expected to be well prepared and informed about the relevant subject. Do
not underestimate the intelligence or level of knowledge of your audience and
expect to be questioned by people from all levels of seniority.
Emotional arguments will not impress. Canadians are good listeners and will not
readily interrupt but will not be afraid to question claims and engage in debate.
They are also not afraid to say `no’.
Decisions will be made after deliberation and with reference to company policy,
but Canadians are not likely to waste time in coming to a conclusion so lengthy
delays should not be expected.

BB Expect to be challenged; Canadians are not afraid to express
themselves and to disagree, politely, with a presenter.
INSIGHTS
Presenters should find out in advance whether their audience will be English
or French speaking and whether audio-visual material will need to be in both
languages. Given the great diversity of Canadian society, the audience may
include people from a variety of ethnic backgrounds which should be borne
in mind particularly if, for example, you are presenting to a group of Japanese
origin.
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BUSINESS ENTERTAINING
TOP TIPS
BB Lunch or dinner are the most popular times for business
entertaining.
BB Choose your venue carefully; Canada has incredible culinary
diversity and an impressive array of restaurants. Take advice on
what’s popular.
BB Don’t expect an alcohol-fuelled lunch; lunchtime is for working
and business lunches are normally fairly short.

Tipping is an institution in the country and many waiters and bartenders make
their living by it almost entirely. A tip of 15% or more is standard. The Goods and
Services Tax (GST) - similar to sales tax or VAT - of 5% is added to most goods
and services including restaurant bills and most provinces add a Provisional
Sales Tax (PST) as well. Separate Provincial Sales Taxes (PST) are collected in the
provinces of British Columbia, Saskatchewan, Manitoba, Ontario, Quebec (called
QST for Quebec Sales Tax, in French TVQ, Taxes des Ventes du Québec), and
Prince Edward Island. Prices are normally quoted without tax so visitors should
be mindful that their bills can be considerably higher than the quoted price on
menus.
Business breakfasts are as common in Canada as Britain and the USA and hotels
normally offer breakfast up to 11.00 a.m. Lunch or dinner are the times usually
reserved for business entertaining, rather than brainstorming. The legal drinking
age in Canada is 18 in some provinces and territories and 19 in others. Most
Canadians will not drink alcohol at lunchtime and business lunches are usually
short affairs of 90 minutes or so.

BB Bring a partner to dinner if your counterpart is doing the same;
Canadians are pretty relaxed about social arrangements.
BB Use sporting and cultural events as corporate entertainment.
INSIGHTS
Canada has a huge number of restaurants and the cultural diversity of the country
is mirrored in the range of food on offer. Many cities have a great range of ethnic
restaurants. In coastal areas in particular, restaurants are well supplied with fresh
fish which, along with game, is an important part of the national Canadian cuisine.
Lobster is very popular everywhere, along with clams, oysters, herrings and
scallops served in a host of ways. Take care over the selection of any eating venue
and chose something appropriate for the people you are entertaining, again
taking cultural sensitivities in mind. Canadians are often more traditional than their
American neighbours so be sure to dress well for any event.

Age range (2017 est.)

15.4%

65.8%

18.8%
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WORKING
TOGETHER

OVERVIEW OF WORKING
TOGETHER
TOP TIPS
BB Aim to have a good professional relationship but a friendly one
as well. Canadians like to feel that a person is interested in them
as well as in the deal.
BB Do not come across as highly opinionated or intense until you
know someone. Canadians do not like an aggressive sell.
BB Aim for a win-win outcome of negotiations.
BB Work with the flat structure of Canadian companies, in which
everybody expects to have their say.
BB Never compare Canada unfavourably with the United States,
or assume that the two are culturally similar; Canadians have
a lot in common with Britain, or France, or cultures which have
emigrated there en masse.
INSIGHTS
Although Canadians are efficient and businesslike, be prepared to foster a
relationship with them to establish strong ties. They will like to feel that you are
genuinely interested in the relationship as well as the deal.
Canadians are conservative and trusting in approach and will dislike being
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let down or feeling that their overseas counterparts are being opportunistic.
Remaining calm and rational in business dealings is important. Canadians are
polite and - like their British counterparts - more formal than their American
neighbours. Do not confuse them with Americans and be sure that you
appreciate - and are seen to appreciate - the differences. A tolerant and
respectful attitude towards multiculturalism is needed.
Canadians are not snobbish or ostentatious but will respect someone who is
well dressed and well presented. They have high levels of tertiary education and
are well- informed and will expect others to be so too. Personal demeanor in
their presence should be relaxed but respectful.

MANAGING CONFLICT &
DISAGREEMENTS
TOP TIPS

INSIGHTS
Heated conflict in the workplace is rare but when it does occur, all parties must
be given a chance to have their say. Initially, an immediate superior should
handle a conflict between two employees.
Listening skills are essential, as is acknowledging the grievances of both
parties. The Canadian approach is to hear somebody out and then to debate
the point afterwards. Generally, tolerance, calm and a reasonable approach are
characteristics of Canadians. Racial or religious conflict in the workplace are rare.
A manager may step in to resolve conflict that is getting out of hand. Many
senior managers are trained in conflict resolution. Both the aggrieved parties
should have a chance to have their say, and solutions should be examined.
Canadians will usually aim for a win-win outcome and are willing to compromise,
provided they feel have been treated fairly. A controlled discussion in a quiet,
private environment is one option and for more serious cases, mediation is
an appropriate step to take before legal action is considered. There are many
companies and non-profit organisations in Canada which specialise in alternative
dispute resolution. Going to an industrial tribunal should be a last resort.

BB Always allow all parties in a dispute to have their say.
BB Be a good listener. Hear someone out and then debate their
point afterwards.
BB Canadians not tolerate conflict with a racial, religious or gender
theme.
BB Try to resolve issues in a measured way, in a quiet, private
environment.
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TEAMWORK
TOP TIPS
BB Make the most of the Canadian sense of egalitarianism and fair
play; teamwork is common here.
BB Empower individuals to make their own decisions. Micromanagement is not expected in Canadian companies.

to other team members. Team members will often socialize with each other
outside work and strong friendships can be formed and note should be taken of
these bonds.
Canadians are a generous people and a generosity of spirit and trusting nature
will be appreciated. Rhetoric and lengthy instructions will grate: keep things
simple and direct. Although time constraints may be necessary, do not expect
the pace to be as hectic as it may often be in the United States. Leaders should
not be too intense or excitable, but be rational and reasonable. French Canadian
colleagues and team members may be more volatile.

BB Allow all team members to contribute to decision making.

NEGOTIATING

BB Put people who are calm, rational and fair in leadership
positions.

TOP TIPS

BB Expect team members to form strong bonds, at work and
outside.
INSIGHTS
With their respect for egalitarianism and fair play, Canadians make good
team players and should work well together in a group. Although leaders are
respected and their guidance valued, there is an emphasis on a person’s ability
and individuals in teams should be given responsibility and scope to take
initiatives and accept responsibility. Micro-management is usually not needed or
respected.
Working in groups is often a democratic affair, with team members being able
to contribute and air their views and participate in decision making. Individuals
should not be singled out in meetings for undue praise or criticism which will
cause them embarrassment in front of others and which may cause offense

BB Aim for a win-win outcome of negotiations, which means you
will probably need to compromise.
BB Do not assume that Anglophone Canadians are like Americans,
or that Francophones are like the French.
BB Focus on hard facts and figures rather than emotion and
subjective statements, and do not haggle; instead, have
concessions ready.
BB Understand a company’s policy, as this will be followed in
negotiations.
BB Come across as sincere; maintain eye contact at all times.
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INSIGHTS
Canadians enter negotiations with the goal of a win-win outcome and are
usually prepared to compromise.
Although there tend to be similarities in negotiation style between Canadians
and Americans, it is important not to assume Canadians are “ just like Americans”,
particularly French Canadians. French Canadians are not “ just like the French”
either, and may enter negotiations with a more anglicised approach and with
less rhetoric than the French would.
Canadian business people generally focus on facts and figures when doing
business. Detailed presentations with tangible information may be more valued
than personal convincing. Objective information is preferred over subjective
feelings.
Clear and concise exchange of information tends to be valued in the business
community. Universal rules or company policy tends to be followed in
negotiations and when problems or disagreements arise. Therefore, negotiators
may change over time without cause for disruption.
Discussion in meetings tends to be polite and direct. Negotiators are focused on
getting the job done and some may put a lower priority on establishing personal
relationships.
Direct eye contact tends to be understood as sincerity. To casually meet
the gaze of all your counterparts in a meeting will reinforce your presence.
Canadians will often begin negotiations by talking informally but this should not
distract you from the task in hand.
Canadians will have no difficulty in declining ideas and proposals and will not be
rushed into any decisions.
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DECISION-MAKING
BB Expect decisions to take time, as everybody is allowed their
say.

make a decision will set them on edge.
Reference will be made to relevant facts and regulations in deliberations
before a decision is taken. Experts may be referred to. Decisions will be taken
with a view to action and results. Directness and honesty is valued in Canada
and Canadians will not waste too much time in prevarication and dealing with
something which is not going to have a future or be worthwhile in some way.

BB Do not be surprised to find middle managers making decisions;
Canadian companies tend to have very flat structures.
BB Provide your counterpart with as much information as possible
so that they can make a balanced decision. Canadians tend to
be methodical and analytical.
BB Do not be surprised to get a direct ‘no’ if your contact does not
see a future for your venture; Canadians find it quite acceptable
to give a negative answer rather than to save someone’s face.
INSIGHTS
As in many Western-style commercial environments, company policy and
ethos must be followed and respected in decision-making. However, Canada
is an egalitarian society with an emphasis placed on merit and decisions are
not necessarily top-down; flatter structures mean middle managers are often
empowered to take decisions. Individualism is valued and people are given
scope to work. Superiors and subordinates will often be involved in assessing
business decisions.
Canadians are methodical and analytical in their consideration and assessment
of information and prospective arrangements, although French Canadians may
be slightly more Gallic in style, taking emotion into account. Little credence will
be given anywhere to inflated claims and sales `hype’ and any overbearing or
pushy behaviour will be viewed badly. Putting somebody under pressure to
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OVERVIEW OF MANAGING
RELATIONSHIPS
TOP TIPS
BB Prepare to work in a multicultural community, to be open and
straightforward in approach and you should be able to function
well in any Canadian team.

Compared to Americans and the British, Canadians have developed a slower
pace and more cautious approach to life and work, as well as a greater emphasis
on organisation and detail. Working within the given parameters, as opposed to
outside the box, is more the Canadian style. They are not huge risk-takers. They
are flexible and adaptable but do not like things to be over-complicated. A lot
of emphasis is placed on professionalism and efficiency, and in dealings with
Canadians, expect a swift action plan once negotiations are complete.

BB Keep things calm, professional and low-key at all times.
BB Focus on efficient organisation and detail rather than wild risktaking; Canadians appreciate order.
BB Be flexible and adaptable but expect to work within a set of
parameters at the same time.

Imports - partners:
US: 53%

INSIGHTS
Managing relationships with Canadians is relatively straightforward as they
are by nature open, friendly, flexible and hard-working. As one of the most
multicultural societies in the world. Canada’s business community easily absorbs
executives from overseas and provided cultural sensitivity is observed, a
manager from just about anywhere in the world should be able to function well
within a Canadian team.
In any relationship, it’s important to behave in a calm, professional manner, and
to keep things low-key, friendly, polite and upfront. Canadians will compromise
for a win-win outcome, after frank and open debate, rather than trying to grind
the other side down to score points.

China: 12%

Mexico: 6%
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MOTIVATING OTHERS
TOP TIPS
BB Use money as a motivator – but also incentive schemes, an
open, flexible workplace and a high quality of life.
BB Put a strong but fair and reasonable manager in place and
empower employees to make decisions.
BB Allow Canadian workers to express their individuality rather
than be treated purely as a group member.

decisions; and a tolerant, multicultural atmosphere in which individuality can be
expressed, rather than absorbed into the group. They tend to be quiet achievers
rather than indulging in noisy, self-congratulatory celebrations. They appreciate
humour and debate and will accept compromise. They are also generous and
hospitable and will be motivated by the same qualities in others.

MANAGING CONFLICT &
DISAGREEMENTS
TOP TIPS

BB Allow employees to be heard and take their suggestions
seriously.

BB Always allow all parties in a dispute to have their say.

INSIGHTS

BB Be a good listener. Hear someone out and then debate their
point afterwards.

Canadians are motivated by money as much as anybody else is, although they
are not such obvious and conspicuous consumers as Americans. Many large
and medium-sized companies run highly sophisticated employee incentive
schemes, with management retreats in exotic or challenging locations, travel
incentive programmes, off-sites, or cash bonuses. Overseas travel and outwardbound challenges or wilderness retreats for bonding are both popular. Incentive
schemes for clients and suppliers are popular, too.
But motivating a Canadian team is more complex than this. Canadians are
encouraged by a good quality of life. Given that many Canadian cities are often
rated in lifestyle surveys as the best places in the world to live, workers expect
a chance to enjoy their surroundings and will not be worked into the ground for
money.
Canadians also appreciate a fair and reasonable manager; the freedom to make

BB Do not tolerate conflict with a racial, religious or gender theme.
BB Try to resolve issues in a measured way, in a quiet, private
environment.
INSIGHTS
Heated conflict in the workplace is rare but when it does occur, all parties must
be given a chance to have their say. Initially, an immediate superior should
handle a conflict between two employees.
Listening skills are essential, as is acknowledging the grievances of both parties.
The Canadian approach is to hear somebody out and then to debate the point
afterwards. Generally, tolerance, calm and a reasonable approach are
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characteristics of Canadians. Racial or religious conflict in the workplace are rare.
A manager may step in to resolve conflict that is getting out of hand. Many
senior managers are trained in conflict resolution. Both the aggrieved parties
should have a chance to have their say, and solutions should be examined.
Canadians will usually aim for a win-win outcome and are willing to compromise,
provided they feel have been treated fairly. A controlled discussion in a quiet,
private environment is one option and for more serious cases, mediation is
an appropriate step to take before legal action is considered. There are many
companies and non-profit organisations in Canada which specialise in alternative
dispute resolution. Going to an industrial tribunal should be a last resort.

MANAGING SUPPLIERS
& CUSTOMERS
TOP TIPS

INSIGHTS
Many Canadian companies rely heavily on the USA for business and are used to
the American way of working. If you are not American, or not a large chunk of a
supplier’s business, it is important to build a relationship with a supplier so that
they understand your corporate culture and your business. Given the tolerant,
multicultural environment in which Canadians work, this should be perfectly
acceptable.
Canadian consumers have high standards and expect efficient after-sales care
and technical support. They also respond well to customer loyalty schemes,
which are on the increase in all businesses, from airline mileage points to
supermarket card schemes. Having said this, they will also buy on price and will
shop around.
It goes without saying that to communicate with customers and suppliers in
French-speaking Canada, you will need good conversational French in order to
build a successful relationship, as well as the ability to communicate in written
French.

BB Build a relationship with your customers, bearing in mind
that many companies are used to American culture and the
American way of working, as the USA is their biggest trading
partner.
BB Take a long-term approach to relationships. Canadians are less
profit-orientated than Americans.
BB Respect your customers. Canadian consumers are
sophisticated, canny buyers with high standards and an
expectation of strong after-sales support.
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COUNTRY PROFILE
Impersonal. Lets get down to
business

Say what you mean, and mean
what you say

CANADA CULTURE MAP
TASK

EXPLICIT

RELATIONSHIP

We before me
INDIVIDUAL

Be punctual. Time is money

Distribute power and authority
in the group

Analytical. Step by step process
to solution

Emphasis on data and concrete
experiences

Focus on essentials with little
context

Meaning inferred from what is
and what is not said.

IMPLICIT

Me before we

Make change happen.
New is good.

Personal. Can I trust You? Are you
loyal?

RISK-TAKING

TIGHT

SHARED

GROUP

RISK-AVOIDING

LOOSE

CONCENTRATED

LINEAR

CIRCULAR

FACTS

THINKING

SIMPLE

COMPLEX

Avoid change. Stress continuity

Go with the flow. Things will
happen in own time.
Focus power and authority on
specific people

Explore perspectives in
unstructured way

Emphasis on reasoning, concepts
and logic

Focus on detailed, contextual
understanding
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