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We've talked about CQ drive, and we've talked about CQ knowledge, and CQ 

strategy. And the final part of the dimensions of the Center for Cultural Intelligence 

is basically CQ action. So if I know the educated stereotypes, and I find out how a 

culture exists and I'm driven to do it, then at what point do I begin to change my 

behavior? And at what point is that behavioral change good? Or can I go too far 

with it?

You know, years ago, I heard the story of a group, a church group, went from the 

U.S. to a city in Guatemala. And like North Americans who are low context, task 

oriented, they went into a village, and this was decades ago, and so they saw that 

the people at that time were cooking on the ground. I actually heard this story 

from a leader from Guatemala. And so the leader of the team from the U.S. said, 

"You need stoves." And so he goes up to the leader in the village and he says, 

"You know what you need? You need stoves. Don't you think you need stoves?" 

And so the leader shook his head, yes. So the team, very graciously, because 

they were being very generous, they went out and bought like five stoves for the 

village and put them in places. And then they showed them how to light the stoves 

and how they could use the stoves. And you no longer have to cook your food on 

the ground; now you can use the stoves.
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So the people were really appreciative and smiled. And for the last two or three 

days they cooked on the stoves. And then the team left and went back to the 

United States and then they didn't cook on the stoves anymore. They went back 

to cooking out on the ground. But they did use the stoves to dry their clothes on. 

Now, what happened there? What happened there was, you had a culture that 

was direct relating to an indirect culture. And that indirect culture could not say no. 

So when they said you need stoves, don't you, of course they said, Yes. They're 

not going to say no, even though they don't really see a need to change. They just 

did it to not offend. Why? Because for them, the relationship was more important 

than whether they use stoves or not. But for the U.S. team, the main thing was we 

want to help you fix a problem.

So what that means is, when I come to understand how a culture works, that 

needs to change the way that I behave toward people. So what does that mean? 

That means that if I'm talking to a very relational culture, I'm not going to ask yes 

or no questions. I'm going to ask, so what do you think your needs are? I'm not 

going to tell you your needs and ask you to agree with me. If I know that in Japan, 

the business card is a very important piece, and this to grab it and shove it into 

my pocket would be offensive. I'm going to learn to take that card and look at it 

carefully and then place it in my pocket. It means that I'm not going to be direct. 

And sometimes I may not take you at what you say. For example, in some 

cultures if someone asked you to have coffee, it would be rude to say yes the first 

two or three times. So if you know what is functioning in that culture, that means I 

need to keep asking you because you do not want to be rude, even though you 

want coffee. But maybe in my culture, if you say no that first time, I never ask you 

again, because you said no. 
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So this knowledge, and when we show that knowledge has been proven through our 

questions with people, it needs to change. We need to adapt, we need to change 

the way that we relate to other people. And that will ensure our success. Now, even 

in the business world, that means that my systems for promotion, my systems for 

evaluation, they need to change according to that culture, or it will be very difficult to 

move forward in a positive path.

So as we wrap this up, I want to encourage you to take the information you've 

learned and build a plan. Think about what is my motivation. Listen, if you want to 

take the assessment, we are a certified facilitator with the Cultural Intelligence 

Center. We can offer those in various language that they offer and even give a 

feedback session for that, to help you understand where you are with the CQ drive, 

the CQ knowledge, CQ strategy, CQ action, and even help you to see how you can 

improve in those areas. 

We actually even have an assessment that can be done twice, once, and then 

maybe six months later to see if you're improving in those. But above all, take the 

information that you've heard and just remember, we need to acknowledge whether 

or not I really care to learn. I need to do the study to understand a little bit about the 

cultures that I'm dealing with. I need a strategy so that every time I engage that 

culture, I have a plan of questions to ask to see if that's really how they function. And 

then I need to adapt my behavior. And the best possible way to build a relationship 

of trust so that whether I work in a company or in a nonprofit organization, we can 

move forward with the goals and the vision that we have. Thank you.


