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INT 220 Module Two Assignment Template


Part One: Common Information for Each Country
Basic Country Facts

	Information
	United States
	India

	Government Type
	Federal constitutional republic
	Representative Democracy

	Commonly Spoken Languages
	English and Spanish
	Hindi and English 

	Commonly Practiced Religions
	Christianity (65%), no official religion
	Hinduism (80%), Islam (14%)



Business Etiquette

	Information
	United States
	Country Selected for Course Project

	How to Greet Men and Women
	Firm handshake for men and women; first names used quickly.
	Namaste (hands pressed together) is respectful; handshakes are common in business, but wait for a woman to initiate. Use titles (Mr./Dr.) until invited otherwise.

	General Negotiating Styles
	Direct, fast-paced, data-driven; deals can close quickly.
	Relationship-oriented and patient; decisions often require consensus up the hierarchy; avoid high-pressure tactics.

	Acceptable Business Attire
	Business casual is widespread; formal dress is reserved for senior meetings.
	Conservative and formal attire is expected; modesty is valued.



1. Relationship-Centric Business Culture in India. There is a strong focus in Indian business culture on trust and personal rapport above transactional discussion. The small talk, meals, and frequent contact that is taken before requesting commitment is not inefficient- it is the standard procedure.
2. Respect hierarchy. Never go to a junior before a senior in the room. Delivering proposals to a junior contact might put the process on hold; identify decision-makers early and tailor key messages to them.
3. Non-verbal communication and gestures hold significance (Liu, 2024). For instance, in India, depending on the context, a thumbs-up gesture can have a slightly vulgar meaning in the Western world. It is better to nod or say yes when it is being approved.

Part Two: Hofstede Model of National Culture

[For each of the six cultural dimensions in Hofstede’s model of national culture, list the score for both countries. To find the scores, use the country comparison tool in the module resources. When you select both countries, the tool will give you the scores. To learn about the implications of those scores, select the option to read more about your selected countries.]

	Cultural Dimension
	United States
	Country Selected for Course Project

	Power Distance Index (PDI)
	40- relatively low 
	77- very high 

	Individualism Versus Collectivism (IDV)
	60- highly individualistic
	24- moderately collectivist 

	Motivation Towards Achievement and Success (MAS)
	62- moderately masculine
	56- moderately masculine

	Uncertainty Avoidance Index (UAI)
	46- low moderate
	40- low

	Long-Term Orientation 
	50- moderate long term
	51- moderate long-term

	Indulgence 
	68- indulgent
	26- restrained 



(Hofstede Insights, 2025)

Part Three: Conclusions

The greatest difference between the United States and India is in Power Distance (40 vs. 77) and Individualism (60 vs. 24). US managers are used to working within a flatter organizational structure and having direct communication with employees and customers. By bypassing hierarchical procedures and empowering junior staff to speak openly to senior management, US managers may disrupt the workplace dynamics that characterize an organization in India. US managers will need to adjust to these norms if they expect to successfully operate within a hierarchically based business culture such as that found in India. US managers should make every effort to maintain their integrity and moral compass while doing so, while also remaining culturally sensitive and leading responsibly.

The high difference between the Indulgence scores (68 vs. 26) has implications, too. U.S. marketing campaigns that have been based on personal liberty, fun, and self-expression may not work as effectively among the Indian consumers who are influenced by a more restrained culture. On the other hand, the Uncertainty Avoidance scores in both countries are equally low (46 vs. 40), indicating that both business cultures are fairly relaxed with ambiguity, which is a convenient starting point to coping with the ambiguity inherent in a new market-entry relationship. In sum, achieving success in India will take time, cultural humility, and readiness to localize business operations in all functional areas.
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