
7.2 POWER DISTANCE PT. 2



So, let me show you how this plays out, especially with multinational teams, 

whether you're at work or wherever. So you're having a meeting and your leader 

is from Costa Rica, we'll say Costa Rica, and you have team members from Saudi 

Arabia, you have Guatemalans, you have other different groups around the table. 

And so the leader from Costa Rica - Costa Rica, believe it or not, is a low power 

distance country - so he has read the books on leadership, so he gathers 

everybody around the table and he says to them, "Hey ladies and gentlemen, we 

have a serious crisis on our hands. Here is the situation. So tell me, what do you 

think?" 

Well, that just seems normal. But what we don't realize is is that person from 

Saudi Arabia, high power distance, that person from Guatemala, high power 

distance, they're sitting there thinking, what a horrible leader. A leader's not 

supposed to ask me, who works under him, what I think. He supposed to tell me 

what to do; I mean, he is the boss. And so what this does is that when we have 

people from higher power distance cultures, as even a professor you can say, "I 

want to open the floor to any questions," but people from higher power distance 

cultures are much less likely to actually ask a question. They may ask it in private, 

but they're not going to ask the professor a question in public. So this affects the 

way that teams function and operate. 
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So if you have a lower power distance supervisor then the high power distance 

are expecting direction. But if you have a high power distance supervisor, then 

basically he comes to the meeting and says, "We have a crisis. This is what we're 

going to do. You do this, you do this, you do this." And the lower power distance 

cultures are thinking, why is he telling me what to do? Aren't we supposed to talk 

about this? So this is a huge element that we confront as we work with 

multinational teams.


