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The purpose of this thesis was to examine the relationship
among intercultural communication competence, attitudes toward the
U.S. culture, and linguistic skills in English for Japanese business so-

journers and their spouses living in the United States.



2

A literature review described studies of intercultural communi-
cation including characteristics of Japanese communication style,
major approaches to intercultural communication competence issues
and the current problems of Japanese business sojourners and their
spouses in the United States. A survey questionnaire was con-
structed based on the BASIC (Behavioral Assessment Scale for Inter-
cultural Communication), Remmers' Attitude toward Other Cultures
Scale, and FSI (Foreign Service Institute) test. Business sojourners
and their spouses living in Portland Metropolitan area were selected
as representative of a suitable population for this study.

Thirty Japanese companies and firms located in Portland Metro-
politan area were selected and were asked to distribute the ques-
tionnaires to their employees. Eighty five were returned and the
data were analyzed. The data obtained from demographic questions
were tabulated by percentage, and statistical data analyses (Cross-
tabs, Correlation, and t-test) were used to investigate significant
implications of collected data.

It was found that there are no significant correlations between
the length of sojourn in the United States and Japanese business so-
journers' intercultural communication competence. It suggests that
as intercultural communication competence improves, there is no
correlation with length of sojourn in the United States. Also, Japa-
nese business sojourners have a kind of ethnocentrism when they
interact and communicate with Americans. For instance, they re-
ported that they expect the Americans to indicate positive evaluation

toward Japanese culture when they perceive the Americans as insid-



3

ers. In other words, their intercultural communication is strongly af-
fected by a Japanese cultural value; that is, group-orientation. In re-
gard to the Japanese spouses, they reported that they are competent
to evaluate Americans' behavior in "respecting others,” "orientation

to knowledge," and "ambiguity tolerance." Also, it was found that
they are very sensitive Americans' attitudes toward Japanese culture
and their attitudes toward the American culture are based on this
sensitivity. In terms of significant differences between the Japanese
business sojourners’ and their spouses' intercultural communication
competence, it emerged that the Japanese spouses reported that they
are more competent than the Japanese business sojourners on four
BASIC items (Empathy, Relational Roles, Interaction Management,
and Ambiguity Tolerance). This result suggests that the Japanese
spouses perceived that they have more effective and functional in-
tercultural communication with Americans than the Japanese busi-
ness sojourners. However, because of different contexts and primary
goals of their sojourn, this result contains a critical issue which is
discussed in the Chapter V.

The importance of knowledge of effective intercultural com-
munication for Japanese companies was addressed since they are not
aware of the reason why their employees abroad encounter dys-
functional communication with Americans. The designing of new re-

search projects and training program around this issue was sug-

gested.
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CHAPTER I
INTRODUCTION

BACKGROUND AND JUSTIFICATION

Expanding internationalization has brought an increasing num-
ber of the Japanese to the United States. In 1987, it is estimated that
more than 220,000 Japanese adults lived abroad working for Japa-
nese companies (Enloe & Lewin, 1987). Of these, more than 40,000
Japanese business sojourners came to the United States (the Shokokai
of Portland, personal communication, November 20, 1989). These
Japanese business sojourners and their family members have in-
creased opportunities for intercultural communication with host-na-
tionals while they stay in the United States. “Intercultural communi-
cation occurs whenever a message producer is a member of one cul-
ture and a message receiver is a member of another" (Porter &
Samovar, 1988, p.15). When people from different cultures interact
with each other, increased communication obstacles may arise. The
obstacles might be caused by cultural differences such as percep-
tions, attitudes, values, and beliefs.

Kondo (1981), a psychologist, reported several cases of poor
cultural adjustment for Japanese business people and their families.
While he was working at a Berkeley hospital, there was a recurrent
problem for his Japanese patients. In the early 1970's, the majority

of his patients were Japanese business people who were sent to the
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United States without any intercultural training and who were seek-
ing therapy because of culture shock. From the late 1970's to the
early 1980's, the majority of his patients were the family members
of Japanese business sojourners and exchange students. Kondo
(1989) concluded that a great number of Japanese living in the
United States have problems adapting.

Because most Japanese enterprises have not formally addres-
sed potential intercultural problems, it is difficult to pinpoint the
precise number of Japanese business sojourners and their families
who have had difficulty adapting to the U.S. culture. Conversely,
Kondo (1989) explains the current condition of American business
people living abroad as an example to illustrate the problem:

Between 20% and 50% of American businessmen re-
turn to the United States before they complete their term
of service overseas. I think that the number of Japanese
is less, because they try to avoid losing face (p. 14).

This is not only a serious problem for the sojourners, but also affects
financial investments for the companies. According to the Washing-
ton International Center, the total financial loss reaches more than
$200,000, when one American business person returns to the United
States with his/her family before the end of term of service overseas
(Kondo, 1989). This suggests that Japanese enterprises might also
face similar financial problems. Therefore, successful adjustment is a
significant matter not only for Japanese business people abroad, but
also for Japanese companies and organizations.

Realization of the psychological process of culture shock and

acquisition of fundamental techniques for successful adjustment may



help sojourners reduce culture shock (Kohls, 1984; Kondo, 1989).
Most Japanese, however, leave Japan without the knowledge and
techniques that address culture shock and intercultural adjustment
(Kondo, 1981). Consequently, they face difficulties in intercultural
adjustment. There are many reports of Japanese business sojourners
and their families' failures to adjust culturally (Cunningham, 1988;
Farkas & Kohno, 1987; Kondo, 1981; Minami & Takane, 1983). These
reports have mainly dealt with the intercultural adjustment prob-
lems of Japanese children. Cunningham (1988) stated that many of
these problems were affected by the family's circumstances. In
other words, parents' adjustment to the host-nation's culture is cor-
related with children's intercultural adjustment. Moreover, Cunnin-
gham (1988) introduced one American school teachers' insistence
that the following Mothers' conditions have a close relationship with
Japanese children's successful adaptation to the U.S. culture:

1. Mothers' intellectual and educational background

2. Mothers' financial and social background

3. Mothers' inherent language sense and acquired
English proficiency

4. Mothers' mental stability

5. Mothers' experience of living overseas

6. Mothers' extrovert characteristics (p. 127)

In short, parents may influence their Japanese child's adjustment
overseas living.

Communication researchers consider communication compe-
tence as an important aspect of cultural adjustment (Spitzberg & Cu-
pach, 1984). Competence includes knowing not only languages, but

also what and how to speak with whom in a given situation. It is
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also concerned with an individual's psychological, social and cultural
factors in communicative behaviors (Hymes, 1972). In the intercul-
tural communication field, however, many scholars have disagreed
with the definition, components, approaches and measurement of
intercultural communication competence (Chen, 1989; Collier, 1989;
Hammer, 1984; Imahori & Lanigan, 1989; Koester & Olebe, 1988;
Martin & Hammer, 1989; Olebe & Koester, 1989; Ruben, 1976, 1977,
1989; Ruben & Kealey, 1979; Spitzberg, 1989). It is generally agreed
that intercultural communication competence is closely related to
intercultural adjustment, intercultural effectiveness, and culture
shock (Collier, 1989; Ruben, 1989; Spitzberg, 1989). Collier (1989)
said, "Attention to intercultural communication competence . . . is not
only timely but essential in an increasingly international and cul-
turally diverse world"” (p. 289). Especially "in the area of sojourner
adaptation, communication competence has been posited as integral
to an individual's successful adaptation in an overseas environment"
(Martin & Hammer, 1989, p. 304).

There is much research about culture shock, communication
competence and intercultural adjustment (Adelman, 1988; Adler,
1975; Brislin, 1981, 1988; Bennett, 1986; Gudykunst & Nishida, 1983;
Nakane, 1972; Nishida, 1985; Yoshikawa, 1987; Weissman & Furn-
ham, 1987) and Japanese intercultural communication in the Ameri-
can culture (Abe & Wiseman, 1983; Barnlund, 1975; Cathcart & Cath-
cart, 1988; Haglund, 1984; Kirkup & Nakano, 1973; Naotsuka, 1980;
Nishiyama, 1972; Okabe, 1983; Ozaki, 1980; Wiseman & Abe, 1986).

However, there are few research studies which have addressed the



specific problems of Japanese intercultural adjustment. A research
study addressing this situation will add to base of intercultural com-

munication knowledge.
PURPOSE OF THE STUDY

The purpose of this study is to examine relationships between
Japanese sojourners' intercultural communication competence and
their cultural adjustment in the United States. Based on the follow-
ing three research questions, the relationships among intercultural
communication competence, attitudes toward the U.S. culture, per-
ception of Americans attitudes toward Japanese culture and linguistic
proficiency in English will be addressed:

1. Are there relationships among Japanese business so-
journers' intercultural communication competence,
attitudes toward the U.S. culture, perception of Ameri-
cans' attitudes toward Japanese culture, linguistic skill
in English, and length of current sojourn in the United
States?

2. Are there relationships among Japanese spouses' in-
tercultural communication competence, attitudes to-
ward the U.S. culture, perception of Americans' atti-
tudes toward Japanese culture, linguistic skill in En-
glish, and length of current sojourn in the United
States?

3. Are there significant differences between the Japanese
business sojourners’ and Japanese spouses’ intercul-
tural communication competence, attitudes toward the
U.S. culture, perception of Americans' attitudes toward
Japanese culture, and linguistic skill in English?



PLAN OF THE THESIS

Chapter 1II is a review of the literature of intercultural com-
munication competence and Japanese sojourners’ cultural adjust-
ment. This section also includes a discussion of characteristics of
Japanese communication style. Chapter III describes the methods
which were employed in this research, including the explanations
of operational definitions, population, questionnaire development,
translation and mailing. Chapter IV addresses the results of the
data. In the final chapter, the researcher discusses the relation-
ship between the results and the literature review, limitation of

the study, and suggestions for future research.



CHAPTER 11
LITERATURE REVIEW
INTRODUCTION

This chapter is divided into three parts. First, an overview of
the cultural adjustment literature, particularly Japanese cultural in-
fluences on communication style and the Japanese cultural adjust-
ment, definitions of intercultural communication competence. Sec-
ond, an overview of the major approaches to intercultural communi-
cation competence studies are: (1) behavioral approaches, (2) attitu-
dinal approaches, and (3) cognitive approaches. And, third, problems
which are closely related to the cultural adaptation of Japanese busi-
ness sojourners and their family members who live in the United

States.

PART I: THE PROCESS OF CULTURAL ADJUSTMENT
AND CULTURAL INFLUENCE ON COMMUNICATION

DEFINITIONS

There are some specific terms which need to be defined in
this study. The following are the definitions of the terms.
Culture
Culture is defined as "the deposit of knowledge, experience, be-

liefs, values, attitudes, . . . and material objects and possessions ac-



quired by a large group of people . . ." (Porter & Samovar, 1988, p.
19) or "a pattern of learned, group-related perceptions . . . that is ac-
cepted and expected by an identity group” (Singer, 1987, p. 6).
Barnlund (1988) stated that:

Every culture expresses its purpose and conducts its
affairs through the medium of communication. Cultures
exist primarily to create and preserve common systems
of symbols by which their members can assign and ex-
change meanings (p. 7).

Intercultural communication

Intercultural communication is defined as "communication
between members of different cultures (whether defined in terms of
racial, ethnic, or socioeconomic differences)” (Tubbs & Moss, 1987, p.
395). There are, however, numerous definitions of intercultural
communication in this field. For instance, Gudykunst (1987) intro-
duced two dimensions which differentiate the sociocultural variables
and communication. The two dimensions are: (1) interpersonal —
mediated dimension and (2) comparative — interactive dimension.
Then, he defined intercultural communication as not comparative but
interactive interpersonal communication. In this study, intercultural
communication is defined as interactive interpersonal communication
between people from different sociocultural systems.

Culture shock

Brislin (1981) stated that:

Originally used by Oberg (1958) in his work with For-
eign Service officers, culture shock is a shorthand de-
scriptor which summarizes sojourner's reactions after
they lose the security of familiarity (p. 155).



There are many descriptions and definitions of culture shock (Alder, -

1975; Condon & Yousef, 1975; Hall, 1959; Kondo, 1981; Taft, 1977).

Adler (1975) stated:

Culture shock is primarily a set of emotional reactions
to the loss of perceptual reinforcements from one's cul-
ture, to new cultural stimuli which have little or no
meaning, and to the misunderstanding of new and di-
verse experiences (p. 13).

Condon and Yousef (1975) described culture shock as follows:

If one is living in another culture quite different from
his own, sooner or later he will experience a period of
frustration, anger, alienation, depression, and other such

reactions that have come to be labeled "culture shock” . . .

It seems that no matter how well a person has prepared
himself, some degree of "shock" is inevitable and some
would say, necessary for better adjustment (p. 262).

According to Hall's (1959) definition, culture shock is "a re-
moval or distortion of many of the familiar cues one encounters at

home and the substitution for them of other cues which are strange”

(p- 199). Taft (1977) stated:

When an individual finds himself in an unfamiliar cul-
ture environment, where his previous learning is inade-

quate for coping, he may suffer some degree of emotional
disturbance, a condition often referred to as culture shock
(p. 139).

Kondo (1981) introduced definitions of culture shock by Japa-

nese scholars. Higuchi and Kikuchi, cited by Kondo (1981), defined

culture shock as follows:

Feelings of incompetency which foreigners experience
caused by their disability in managing a new environ-
ment through their lack of knowledge of a cognitive
phase of encountered culture, or their inability of re-
quired role behaviors (p. 63).

9
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Inoue stated that, "culture shock is the condition of psychologi-
cal maladjustment caused as the result of mutual disagreement or
discomfort from the interaction through unconscious unfamiliar
ways" (Kondo, 1981, p. 64). Based on the notion that culture shock is
a result of dysfunctional communication with host-nationals, Naga-
shima, a Japanese anthropologist, divided culture shock into three

phases:

1. The shock when people fail to realize the other culture
logically, or when they do not know how to decode re-
ceived messages.

2. The shock when people fail to make others understand
them, or when their communication partner cannot
decode their messages.

3. The shock when people encounter a situation in which
they doubt the propriety of norms which they have
considered appropriate, or when they fail to have in-
trapersonal communication (Kondo, 1981, pp. 70-71).

Intercultural adjustment (adaptation

According to Kim (1988), intercultural adjustment is defined as

follows:

The process of change overtime that takes place within
individuals who have completed their primary socializa-
tion process in one culture and then come into continu-
ous, prolonged firsthand contact with a new and unfamil-
iar culture (pp. 37-38).

Brislin (1981) distinguished host-nationals’ expectations between
short- and long-term adjustment of sojourners as follows:

During short-term sojourns, hosts frequently do not ex-
pect culturally appropriate behavior in all situations; mis-
takes are forgiven as long as the sojourner seems sin-
cerely interested in learning about the culture. Over a
longer time period, on the other hand, hosts expect
greater sophistication and may react negatively if so-
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journers have not learned appropriate behaviors. While
long-term adjustment is facilitated for some people by

accepting the melting pot ideal of monistic culture, other
people adjust more readily in pluralistic society (p. 271).

Taft, cited by Brislin (1981), defined the process of long-term
cultural adjustment as follows:

A complete adjustment is marked by four develope-
ments which involve peoples' beliefs, attitudes, values,
and behaviors: cultural adjustment, identification, cul-
tural competence, and role enculturation (p. 282).

Yoshikawa (1987) said that "successful cross-cultural adapta-
tion is conceived as a result of the individual's transcendence of bi-
nary perception of the world" (p. 140). In other words, individuals“‘\\\.{%
who can perceive the other world in the second culture as that in
their first culture are able to achieve successful intercultural adapta-
tion.

Since the subjects for this study are Japanese business so-
journers and their spouses who have stayed in the United States

between three and five years, the term, "intercultural adjustment” in

this study means the Japanese sojourners’' long-term adjustment.
ADJUSTMENT PROCESSES

Adler (1975) developed the model of transitional experience,
based on the notion that:

specific psychological, social, and cultural dynamics
occur when new cultures are encountered and . . . these
behavioral dynamics are, in large part, a function of per-
ceptions of similarities and differences as well as changed
emotional states (p. 15).
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Explaining that the transitional experience is "a movement from a
state of low self- and cultural awareness to a state of high self- and
cultural awareness” (p. 15), he introduced the model represented by
five stages: contact, disintegration, reintegration, autonomy, and in-
dependence. Each stage includes perceptional, emotional, and behav-
ioral phenomena and explanation. Of course, he did not intend to
apply this model to all intercultural encounters. Individuals who
-have a first intercultural contact do not necessarily experience the
sequence of stages. Moreover, they might experience the phenomena
at other stages. However, understanding this model will be helpful
for the individuals who encounter new cultures.

Yoshikawa (1987) also presented a model of cross-cultural
adaptation. His model includes a fifth stage, "double-swing." In the
double-swing stage, there are five perceptual patterns of individuals:
ethnocentric, sympathetic, empathic, mirror-reflecting, and metacon-
textual perception. Cross-cultural encounters who have the metacon-
textual perception can transcend the binary world. Stating that, "the
fifth stage, double-swing, is not necessarily the final or perfect stage
at which one can arrive in the process of cross-cultural adaptation,”

he concluded that, . . perceptual maturity may serve as a guiding
light in the long and challenging journey of cross-cultural adaptation”
(p. 148).

Kondo (1981) criticized the drawbacks of the studies of the in-
tercultural adjustment process. He asserted that an individual in

each stage of adjustment has both positive and negative psychologi-

cal reactions. In other words, those who are in the contact stage not
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only perceive excitement or euphoria, but also feel uneasiness in the
newly contacted culture. Therefore, he proposed that future studies
of the intercultural adjustment process should be analyzed not with
the static approach but with the dynamic approach to see the differ-
ence between sojourners’ positive and negative reactions in the pro-
cess.

Focusing on initial intercultural encounters of people who have
different cultural background in the process of cultural adjustment,
Gudykunst et al. have investigated uncertainty reduction processes
(Gudykunst, 1983; Gudykunst, Nishida, Koike & Shiino, 1986; Gudy-
kunst, Nishida & Schmidt, 1989; Gudykunst, Sodetani & Sonoda,
1987). Based on Berger and Calabrese's notion, Gudykunst (1989)
explained the theory of uncertainty reduction as follows:

In the context of the theory, uncertainty refers to the
ability to accurately predict others' attitudes, feelings,
and how they will behave, and to the ability to explain
others' attitudes, feeling and behavior (p. 315).

Their research emphasized the differences of uncertainty reduction
processes between the American and the Japanese and reached
many significant conclusions which are useful to understanding the
differences between the two cultures. Gudykunst (1989) summa-
rized these studies in terms of social penetration theory. He de-
scribed the theory as follows:

Social penetration theory gives central importance to
the concept of self-disclosure, hypothesizing that it grad-
vally progresses from superficial, nonintimate areas to
more intimate, central areas of the individuals in a rela-
tionship (p. 317).
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Realizing that the integrated studies of the uncertainty reduction
processes and social penetration theory would be helpful to under-
stand the process of cultural adjustment, he suggested that future re-
search should "focus on uncertainty change in general, rather than

uncertainty reduction in particular” (p. 345).
CULTURAL INFLUENCES ON COMMUNICATION STYLE

Since culture shock and intercultural adjustment are consider-
ed a psychocultural phenomenon (Adler, 1975; Hall, 1959; Kondo,
1981; Taft, 1977), cultural influence on Japanese communication
style will be discussed in this section.

Nakane (1972) stated:

Because Japanese society is a homogeneity, the people
have few chances to know the existence of other cultural
systems, and the majority of them who go abroad is over
20 years old, the Japanese sojourners abroad have en-
countered severe culture shock (p. 14).

In other words, because they have formed their own personalities
and completed their education in Japan, they exhibit Japanese
thought patterns. Thus, they easily have culture shock in newly-en-
cc;uuf;éﬂ—rded cultures, since they may expect the culture to have the
same or the similar cultural system which they have in their own
culture (Nakane, 1972).

Kondo (1989) indicated the characteristics of the Japanese cor-

responds to other cultures as follows:

1. When they notice cultural differences, they try to
eliminate the difference consciously or unconsciously.
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2. They are not sensitive to their influences on others
(e.g., sensitivity to racial problems in heterogeneous
societies).

3. They are ethnocentric and assimilate others into their
own culture (e.g., compulsory Japanese business
management), or they try to assimilate themselves
into host-cultures (p. 127).

In actual interpersonal interaction and communication in inter-
cultural setting between the Japanese and Americans, it is considered
that the most significant factor is their communication style (Barn-
lund, 1975). Barnlund (1975) conducted a research study to com-
pare the differences of interpersonal communication style between
the Japanese and Americans. Using the term, public-self and pri-
vate-self, he discussed the difference between their self-perceptions,
self-disclosure in verbal and nonverbal communication. Barnlund
(1975) stated, "not only verbally, but also physically as well, the
Japanese appear to reveal less of themselves manifesting a more

limited 'public-self,’ . . ." (pp. 113-114).

Japanese Verbal Communication Style

Naotsuka (1980) investigated non Japanese people's percep-

tion of Japanese communication styles in daily interactions such as

the apology, the humbleness and amae (literally means seeking pro-
tective relationship). According to her analysis, most of the non
Japanese people indicated negative perceptions of these communica-
tion styles which Japanese people often use. Even though the Japa-
nese communicate with foreigners who are not familiar with Japa-

nese communication style, its meaning and values, the Japanese



16

unconsciously use the styles. Then, both of them risk a failure of
mutual understandings.

Sometimes, the Japanese communication style causes unex-
pected outcomes which the Japanese people do not intend to have,
when they communicate with people from other cultures. For ex-
ample, it is said that Japanese people often say, "I'm sorry,” even
though they do not think themselves guilty or blamable in their
communication. They use this term as a kind of lubricating oil in
communication to seek a friendly atmosphere avoiding conflictual
situations. This concept, however, will not be effective with Ameri-
can people. When Americans hear the term, they generally consider
the term as an apology. Therefore, they might think the Japanese
concept, "I'm sorry,” as dishonest, insincere or hypocritical, if the
Japanese has not done anything to be sorry (Naotsuka, 1980).

Humble and self-deprecatory expressions of Japanese commu-
nication style frequently confuse foreigners. Naotsuka (1980) sug-
gested that foreigners perceive the Japanese humility as not being
virtuous but showing off. Relating to the concept of humility, there is

another unique Japanese communication style; that is, honne and

tatemae. Honne, literally means true mind and is what a person
really thinks. Tatemae, translated as truthful, is "any rule of conduct
which Japanese accept by unanimous agreement . . ." (Doi, 1974, p.
24). De Mente (1987) explained the concept as follows:

. the honne/tatemae factor is perhaps used most often
to conceal some kind of failure and secondarily to cam-
ouflage intentions that might prove disadvantageous if
done openly (p. 20).
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Using this concept, the Japanese try to maintain and keep
smooth interpersonal relationships with other Japanese. Haglund
(1984) explained one of the reasons why the Japanese often use the
honne and tatemae as follows:

In Japan, even when venturing an opinion or express-
ing a personal feeling, one is gambling; if what is com-
municated appears ludicrous or inappropriate to others,
there is cause for the speaker to suffer the dreaded loss
of face (p. 72).

The term, amae, was first introduced by Doi (1973). Doi (1974)
explained the concept of amae as follows:

. amaeru has a distinct feeling of sweetness and is
generally used to express a child's attitude toward an
adult, especially his parents. . . . I think most Japanese
adults have a dear memory of the taste of sweet depen-
dency as a child and consciously or unconsciously carry a
light nostalgia for it (p. 18).

Since there is no equivalent of the word in English, Barnlund (1975)
used the phrase, "seeking a protective relationship.” The concept of

amae "is not unique to Japan, but the Japanese are apparently the

only people . . . who made it the primary essence of their distinctive
social system" (De Mente, 1981, p. 16). The concept of amae refers to
the expectation of interdependence in interpersonal relationships.
As the Japanese are known as group-oriented people, they try to es-
tablish and maintain a harmony in groups. Avoiding being assertive,
thus, they seek to maintain protective relationships with others.
Stating, "Japanese people are unfamiliar to and unskilled in ex-
pression by constructing logical steps in communication” (p. 98), Iri-

tani (1971) explained the main characteristic of Japanese communi-
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cation style as that they do not make a communication partner un-
derstand what they think, but expect him/her to grasp their
thoughts. This style refers to its contextual information.

Hall (1976) defined Japanese culture as high-context culture
and stated as follows:

A high-context communication or message is one in
which most of the information is either in the physical
context or internalized in the person, while very little is
in the coded, explicit, transmitted part of the message

(p- 79).

He also pointed out the influence of context-level on communication
style:

High-context cultures make greater distinctions be-
tween insiders and outsiders than low-context cultures
do. People raised in high-context systems expect more of
others than do the participants in low-context systems.
When talking about something that they have on their
minds, a high-context individual will expect his inter-
locutor to know what's bothering him, so that he doesn't
have to be specific. The result is that he will talk around
and around the point, in effect putting all the pieces in
place except the crucial one. Placing it properly — the
keystone — is the role of his interlocutor (p. 98).

In other words, Japanese communication style is that a message
sender does not have responsibility in communication, but a message

receiver does. This style relates to the concept, honne and tatemae.

Ishii and Bruneau (1988) supported Hall's (1976) statement by
Ishii and Klopt's research indicating the difference of time devoted to
conversation between Americans and the Japanese. "The average

person in the United States devotes about twice the time to conver-
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sation (6 hours, 43 minutes) than do the Japanese (3 hours, 31 min-
utes)” (p. 312). Andersen (1988) stated:

In high-context situations or cultures, information is
integrated from the environment, the context, the situa-
tion and form nonverbal cues that give the message a
meaning that is unavailable in the explicit verbal utter-
ance. . . . People from high-context cultures expect com-
municators to understand unarticulated feelings, subtle
gestures, and environmental cues that people from low-
context cultures simply do not process (pp. 278-279).

De Mente (1987) described the different communication styles

between Americans and the Japanese as follows:

The primary purpose of communicating in the U.S. is to
convey information and understandings. The first pur-
pose of communication in Japan is to convey moods and
feelings. . . . Communication in Japan tends toward im-
precise words and nonverbal signals (pp. 96-97).

Thus, the Japanese who have a high-context cultural background em-
phasize more nonverbal communication than verbal communication

(Andersen, 1988; Gudykunst & Ting-Toomey, 1988).

Japanese Nonverbal Communication Style

According to Andersen (1988), ". . . intercultural interactants
do not share the same language, but languages can be learned and
larger communication problems occur in the nonverbal realm" (p.
272). Gudykunst and Ting-Toomey (1988) stated the characteristics
of nonverbal behavior in a high context culture as follows:

People in collectivistic, high-context cultures, . . . em-
phasize the importance of communal identities in the use
of environment, space, touch, and time dimensions.
members of high-context, collectivistic cultures tend to be
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more accessible through either explicit or implicit means
of nonverbal interaction (pp. 131-132).

Kim (1988) stated the importance of knowledge of host non-
verbal behavior for cultural adjustment as well as knowledge of lan-
guage and communication rules. In this sense, knowing one's own
characteristics of nonverbal communication or codes seems very im-
portant in comparing the differences between one's own and the host
countries' nonverbal behaviors.

It is said that the nonverbal communication codes of proxemics,
chronemics, haptics, kinesics, oculesics, olfactics and paralinguistics
differ depending on the culture (Andersen, 1988; Hall, 1959; Tubbs &
Moss, 1987). There are significant differences in these nonverbal
codes between Japan and the United States.

For example, the Japanese have greater distance between oth-
ers than Americans have in the proxemics code (Hall, 1959; Kirkup &
Nakano, 1973). Hall (1959) defined Americans' personal distance, or
the distance between others with whom they have interpersonal
communication, is from 2.5 to 4 feet. On the contrary, as Kirkup and
Nakano (1973) asserted, the Japanese personal distance ranges from
3.3 to 17 feet. It is considered that the personal distance between
Americans' 2.5 feet and the Japanese' 3.3 feet, stems from kinesics
codes; that is, shaking hands and bowing. This difference does not
mean just a mathematical significance, but also means perceptual
one. Americans who are unfamiliar with the cultural distance in
proxemics might perceive the Japanese' 3.3 feet distance as formal,

distant, unfriendly, or indifferent. On the other hand, the Japanese
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might perceive that 2.5 feet distance as uncomfortable and self-as-
sertive.

There are other differences of meaning in each nonverbal code
between the United States and Japan. Oculesics, or eye contact, often
caused misinterpretation in perceiving each other when Americans
and the Japanese have interpersonal communication. Americans
tend to have direct eye contact with their communication partners.
Tubbs and Moss (1987) explained the American code of eye contact
as follows:

One study estimates that in group communication we
spend 30 to 60 percent of our time in eye contact with
others (10 to 30 percent of the looks last only about a
second) (p. 155).

On the contrary, Japanese people have a custom of not gazing,
but glancing at their communication partners. Therefore, when they
communicate with American people, their relative lack of eye contact
is perceived as indifferent, distant, or boring. Knapp (1984) stated
the importance of eye contact in interpersonal communication that,
"mutual eye gazing can signal that communication channels are open
rather than closed. It can psychologically reduce the physical dis-
tance between communicators”" (p. 237).

Barnlund (1975) also investigated the differences between
Americans and the Japanese haptics. Using English phrases; "getting
in touch" and "staying in touch,” he supported the result of his re-
search which indicated that American people have more physical

contact in their communication than Japanese people do (p. 112).
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Americans and the Japanese differ in nonverbal communication
styles and its codes. Therefore, individuals who have different cul-
tural backgrounds may fail to encode and decode the meaning which
each one communicates. As long as they cannot realize and under-
stand the nonverbal codes accurately, intercultural communication

will be compounded by misunderstanding and misinterpretation.
PART II: INTERCULTURAL COMMUNICATION COMPETENCE
DEFINITIONS

There is a major distinction between communicative compe-
tence in sociolinguistics and communication competence in Speech
Communication. Chomsky, (Giglioli, 1972), suggested that sociolin-
guistic communicative competence is "the speaker-hearer's implicit
knowledge of his language, contrasting it with performance, the ac-
tual use of language in concrete situations" (p. 15). Therefore, this
term is essentially concerned with the speakers' knowledge of lan-
guage (e.g., grammatical rules) to produce meaningful sentences. Ac-
cording to Bernstein (1972), Chomsky made a distinction between
competence and performance:

Competence refers to the child's tacit understanding
of the rule system, performance relates to the essentially
social use to which the rule system is put. Competence
refers to man abstracted from contextual constraints.
Performance refers to man in the grip of the contextual
constraints which determine his speech acts (p. 160).

In other words, even though the speaker has knowledge of the lan-

guage in a certain culture, he or she might not know how to speak
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appropriately in a certain setting in another culture. Hymes (1972)
explained the concept of communicative competence as concerned

with the psychological, cultural and social rules which regulate the
usage of speech in social settings.

On the other hand, though it is said that "communication com-
petence is a construct given a great deal of research attention by
communication scholars during the last fifteen years" (Collier, 1989,
p. 287), especially in intercultural communication, a definition of in-
tercultural communication competence has not yet been formally
conceptualized. It seems that scholars have differing definitions.
Ruben (1976) defined communication competence as follows:

Communicative competence is the ability to function
in a manner that is perceived to be relatively consistent
with the needs, capacities, goals, and expectations of the
individuals in one's environment while satisfying one's
own needs, capacities, goals and expectations (p. 336).

Kim (1988) asserted four factors of intercultural communica-
tion competence: knowledge of the host communication system,
cognitive complexity in responding to the host environment, affective
(emotional, aesthetic) co-orientation with the host culture, and be-
havioral capability to perform various interactions in the host envi-
ronment, defining intercultural communication competence as "the
foundation for mediating environmental conditions with the adapta-
tion of an individual, and thereby enabling the individual to manage
given situations with fidelity" (p. 49). She explained each factor as

follows:
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. . knowledge of the host communication system refers
to the capacity of strangers to identify and understand
messages in different situations of interaction with the
host environment. Affective co-orientation refers to mo-
tivational readiness and emotional participation in the
cultural values, attitudes, and aesthetic/emotional expe-
riences of the host culture. . .. Behavioral capability
refers to the ability to select behaviors that are effective
and appropriate in various social situations (p. 86).

Nishida (1985) asserted that intercultural communication com-
petence is "the ability to speak a foreign language in an appropriate
manner and to demonstrate a knowledge of appropriate communica-
tive behavior in a given situation in order to interact effectively with
people from other cultures" (p. 249).

Imahori and Lanigan (1989) stated that:

The most ideal condition of ICC (intercultural communi-
cation) competence occurs when an individual possesses
high degrees of intercultural knowledge, motivation, and
skills. However, if this individual demonstrates effective
and appropriate intercultural knowledge and skills but
lacks in motivation to communicate, then this person will
most likely experience ineffective intercultural commu-
nicative exchanges (p. 272).

Imahori and Lanigan (1989) asserted that intercultural com-
munication competence is "the appropriate level of motivation,
knowledge, and skills of both the sojourner and the host-national in
regards to their relationship, leading to an effective relational out-
come” (pp. 276-277).

Spitzberg (1989) stated that "the research on intercultural
communication competence tends to suffer from lack of theoretical

integration and serious problems in measurement development and
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validation" (p. 241). Through his own review, Spitzberg (1989) as-
serted that those studies do not have conceptual consensus in mea-

suring the components of intercultural communication competence.
He also said that "there is seldom any systematic attempt to account
conceptually for the interrelationships among the components . . ."
(p. 245).

According to Imahori and Lanigan (1989), there are three ma-
jor approaches in the studies of intercultural communication compe-

tence: a behavioral, an attitudinal, and a cognitive approach. The

following three sections are descriptions of each approach.
BEHAVIORAL APPROACHES

Imahori and Lanigan (1989) stated that emphasizing the be-
havioral skills approaches is the major thrust of the current research
in intercultural communication competence (Abe & Wiseman, 1983;
Dinges & Lieberman, 1989; Gudykunst & Hammer, 1984; Hammer,
Gudykunst, & Wiseman, 1978; Koester & Olebe, 1988, Martin &
Hammer, 1989; Nishida, 1985; Olebe & Koester, 1989; Ruben, 1976,
1977; Ruben & Kealey, 1979).

Ruben (1976) asserted that behavioral approaches are the most
appropriate measure of competencies which "reflect an individual's
ability to display concepts in his behavior rather than his intentions,
understandings, knowledges, attitudes, or desires" (p. 337).

According to Koester and Olebe (1988), Ruben and Kealey rec-
ognized that "individual intent and situational variables have an in-

fluence on intercultural adjustment, but they gave greater weight to
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the contribution of individual behaviors to the interaction” (p. 235).
Therefore, Ruben et al. have emphasized behavioral skills approaches
for the study of intercultural communication competence (Ruben,
1976, 1977, Ruben & Kealey, 1979).

Martin and Hammer (1989) intended to identify intra- and in-
tercultural communication competence in interpersonal communica-
tion by American-American, American-Japanese, American-German,
and American-other foreigners. They concluded that communicators
in intra- and intercultural contexts identify nonverbal behaviors,
verbal behaviors and conversational management behaviors.

Dinges and Lieberman (1989) approached intercultural com-
munication competence with behavioral assessment in specific situa-
tions; that is, stressful working situations. They suggested that fur-
ther intercultural communication competence research should not be
person-centered but be situation-centered, saying as follows:

The type of situation and the other participants within
the situation are more potent determining factors in-
volved in measuring intercultural communication compe-
tence than are the particular competence traits possessed
by individuals (p. 381).

Ruben's behavioral assessment of intercultural communication
competence has been the most frequently used intercultural com-
munication competence measurement (Imahori & Lanigan, 1989).
The assessment includes nine dimensions of the communication skills
as sojourners’ performance in intercultural communication settings;
that is, display of respect, interaction posture, orientation to knowl-

edge, empathy, task related roles, relational roles, individualistic
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roles, interaction management, and tolerance for ambiguity (Ruben

1976, 1977). Specific researchers who have applied his assessment
to their own studies with the behavioral skills approaches are Ham-
mer (1984), Koester & Olebe (1988), Nishida (1985), Olebe & Koester,
(1988, 1989), and Ruben & Kealey (1979).

Based on the notion that the behavioral approach "provides a
means to assess actual intercultural communication, rather than in-
dividual predispositions or the outcomes of interaction” and "allows
for the measurement of both the universal dimension and the cul-
turally specific behaviors associated with it" (Koester & Olebe, 1988,
p. 237), Koester and Olebe (1988) asserted the strength of the behav-
ioral approach as follows:

It allows the intercultural communication effective-
ness of any one individual in a situation to be assessed
from a variety of vantage points, including those of par-
ticipants, expert observers, organizational supervisors,
clients (or representatives of clients), and even the indi-
viduals themselves (p. 237).

They also mentioned the asset of the approach as "it allows the mea-
surement of intercultural communication effectiveness for the pur-
pose of assessing current levels of skill, as well as the prediction of
future effectiveness” (p. 237). Considering the above aspects of the
behavioral approach, Koester and Olebe (1988) developed a new be-
havioral skills assessment scale for intercultural communication
competence, named the Behavioral Assessment Scale for Intercul-
tural Communication (BASIC). This scale is based on Ruben's (1976)
assessment of nine dimensions. Since Ruben's (1976) assessment has

numerous draw-backs; it was written for professionals and couched
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in complex language, Koester and Olebe revised the scale to be used
by non-expert observers in a variety of settings. Koester and Olebe's
(1988) revised instrument has eight items: display of respect, inter-
action posture, orientation to knowledge, empathy, task-related roles,
relational role, interaction management, and tolerance for ambiguity.
Moreover, Olebe and Koester (1989) tested the BASIC for its concep-
tual and functional equivalence, construct operationalization equiva-
lence, item equivalence, and scalar equivalence. Through their re-
search, Olebe and Koester (1989) found the BASIC has significant
equivalences in cross-cultural settings, except the scalar equivalence.

)

They also suggested that "using translation techniques on the items
of BASIC and administering the questionnaire in different languages
to various cultural groups is another strategy" (p. 344).

The early study using a behavioral approach toward Japanese
intercultural communication competence was conducted by Abe and
Wiseman (1983). Applying Hammer, Gudykunst, and Wiseman's
(1978) findings of their study to Japanese subjects, Abe and Wise-
man attempted to determine whether the perceptions of intercul-
tural communication effectiveness were culture-specific or culture-
general. They found evidence that Japanese had more dimensions of
intercultural effectiveness than Americans had in terms of culture-
specific interpretation.

Nishida (1985) applied Ruben's assessment to explore the rela-

tionship between language and communication skills and patterns of

success and failure in the cross-cultural adjustment of Japanese col-
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lege students, focusing on the influence of language skills for cultural

adjustment.
ATTITUDINAL APPROACHES

According to Imahori and Lanigan (1989), Gudykunst, Wise-
man, and Hammer's (1977) study is the representative research of
attitudinal approaches in intercultural communication competence.
Gudykunst et al. (1977) developed a multidimensional model of the
cross-cultural attitude, focusing on sojourners' attitudinal satisfaction

with living and working in another culture. They also addressed the
\f*fithird-culture perspective; that is, the affective component of the
cross-cultural attitude. They concluded that three components of
cross-cultural attitude (the cognitive component — the stereo-types
the sojourner has of host-nationals; the affective component — the
perspective the sojourner uses to evaluate intercultural interactions;
and the conative component — the behavioral tendencies that the
sojourner has toward interacting with host-nationals) are interre-
lated with the third-culture perspective. They also stated that the .
“third-culture perspective is "a frame of reference for evaluating the g
unfamiliar situations found in a foreign culture” (p. 424). They con-

cluded this study as follows:

Given the effect of the third-culture perspective, both
direct and indirect, on increasing the sojourner's tour
satisfaction, and given that the perspective can be influ-
enced by cross-cultural training, it would follow that one
of the major objectives of any cross-cultural training pro-
gram should be to help the sojourner develop this per-
spective (p. 424).
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Defining intercultural communication competence as a multidi-
mensional construct, Wiseman, Hammer, and Nishida (1989), apply-
ing Gudykunst et al.'s (1977) theoretical model of cross-cultural atti-
tude, investigated the relationship between intercultural communi-
cation competence and knowledge of the other culture, stereotypes
as a cognitive component, ethnocentrism as an affective component,
and social distance as a conative component across Japan and the
United States. They focused on ethnocentrism as an affective com-
ponent of intercultural communication competence and found that an
individual's ethnocentrism is the strongest predictor of culture-spe-
cific understanding. In other words, the more ethnocentric one is,
the less one understands other cultures.

Collier (1989) explained cross-cultural attitude approaches as
"understanding culturally specific information about the other cul-
ture, cultural general understandings and positive regard are key
constructs” (p. 292). According to Collier, Wiseman et al. addressed
the cognitive knowledge to understand culture and cognitive com-
plexity in terms of intercultural effectiveness (Abe & Wiseman,
1983; Gudykunst, Wiseman, & Hammer, 1977; Hammer, Gudykunst,
& Wiseman, 1978; Wiseman & Abe, 1986; Wiseman, Hammer, &
Nishida, 1989). These approaches explored intercultural communi-
cation effectiveness focusing on the sojourners’ characteristics and

behaviors.
COGNITIVE APPROACHES

Collier (1986) investigated the cognitive differences among in-
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terethnic groups in the United States: Anglo-Americans, African-
Americans, Mexican-Americans, and Asian-Americans. The main fo-
cus of her research was the differences of perception in the impor-
tance of assertiveness in interethnic communication. She also fo-
cused on gender differences. Through her research, she concluded
that a culture's ranking of the importance of assertiveness is related

to other appropriate behaviors:

Cultural background plays a significant role in influenc-
ing perperceived rules of cultural appropriateness.
Clearly, assertive behavior is viewed as more appropriate
for Anglos and Black Americans than it is for Mexican
Americans or Asian Americans (p. 588).

The results of the research suggested that the gender of the commu-
nication partner in the conversation did not necessarily affect the
perceived importance of assertiveness. However, the gender of the
communicator him/herself affects the perception.

As mentioned in the ATTITUDINAL APPROACHES section,
Wiseman, Hammer, and Nishida (1989) examined the relationship
between intercultural communication competence, knowledge of the
host culture and cross-cultural attitude. Through the research, they
found that "the components of the cross-cultural attitude and one's
knowledge of the other culture had varying relationships with com-
munication competence dimensions” (p. 363) and "the culture-gen-
eral dimension of communication competence was positively corre-
lated with perceived social distance” (p. 364). They explained their

findings as follows:
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For the first dimension of communication competence
(culture-specific understanding), the strongest predictor
was one's ethnocentrism. . . . The next strongest predic-
tor of culture-specific understandings was one's per-
ceived social distance from (i.e., behavioral intentions to-
ward) the other culture. . . . individuals who have greater
behavioral intentions to avoid the other culture have
greater understandings of that culture (p. 364).

OTHER APPROACHES

Imahori and Lanigan (1989) developed a relational model of
intercultural communication competence; that is, interaction between
a sojourner and a host-national. Both interactants share five compo-
nents: knowledge, motivation, skills, goals and experiences. Through
interaction with the elements, the interactants contribute relational
outcomes: intercultural effectiveness, communication effectiveness,
relational satisfaction, relational commitment, relational stability and
uncertainty reduction. They summarized the model with the follow-
ing six theorems:

I. Knowledge, motivation, and/or skills dimensions of
intercultural communication competence indepen-
dently or interdependently influence the relational
outcomes, one's goal, and/or experience.

2. One's goal in a particular intercultural relationship
influences his/her level of intercultural communica-
tion competence in one Or MmMOre COMmMponents.

3. One's self-perception of intercultural communica-
tion competence in one or more components influ-
ences the goal he/she sets within a relationship.

4. Past intercultural experience influence one's level of
intercultural communication competence in one oOr
more components.

5. High level of intercultural communication compe-
tence results in positive experience.



33

6. Both dyadic members’ competence, past experience
and goals influence the nature of relational outcomes
and vice versa (pp. 280-281).

This relational model is different from other approaches, because
others have taken a one-way approach to sojourners’ communicative
style. Imahori and Lanigan (1989) asserted that the majority of past
research had approached intercultural communication competence
with a one-sided perspective, stating that "past researchers have as-
sumed sojourners play a more active communicative role than the
passive host-national” (p. 274). Thus, they recommended that "both
sojourners’ and host-nationals’ competence need to be measured” (p.
274). However, Imahori and Lanigan stated, "it is impossible to mea-
sure all these variables in one study" (p. 281).

Collier (1989) categorized four approaches to intercultural
communication competence: ethnography of speaking approaches,
cross-cultural attitude approaches, behavioral skills approaches, and
cultural identity approaches. According to Collier, ethnography of
speaking approaches are derived from Hymes' (1972) work. His
work has influenced both cultural anthropology and communication
studies. He emphasized that communication competence includes
both the knowledge of and demonstrated ability to carry out appro-
priate conduct in a particular context. Collier (1989) summarized the
ethnography of speaking approaches as follows:

Conceptualizations of culture as background or group
affiliation or, . .., as emergent communication patterns
or impressions can be accommodated by the cultural
identities approach (p. 297).
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This review of literature suggests that the intercultural com-
munication competence research methods and theoretical definitions
are still being developed. Interestingly, the categorizations of inter-
cultural communication competence of Imahori and Lanigan (1989)
and Collier (1989) were different from each other. In short, the re-
searchers who have dealt with intercultural communication compe-
tence have each developed a distinct and varied emphasis. There-
fore, future researchers who are interested in these issues can choose
from several methods and approaches, selecting that which seems
most appropriate and effective for investigating intercultural com-

munication competence issues.

PART III: PROBLEMS OF JAPANESE BUSINESS SOJOURNERS'
AND THEIR FAMILY MEMBERS' ADJUSTMENT

There are several intercultural obstacles that arise for Japanese
business sojourners and their family members (Cunningham, 1988;
Farkas & Kohno, 1987; Inamura, 1980; Kondo, 1981, 1989; Minami &
Takane, 1983; Minoura, 1984).

Kondo (1989) reported some cases of Japanese business so-
journers and their spouses who committed suicide related to the lack
of adjustment to the U.S. culture. Of course, these cases are rare, but
they do exist. Inamura (1980) listed some phenomena of malad-
justment of Japanese sojourners to host-nations; suicide, psychologi-
cal disorders, alcohol, drug abuse, and criminal activities. He stated
that most of these phenomena seemed to be caused by adjustment

difficulties. His research found that there were significant differ-
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ences in perceptions of cognitive level between the Japanese living in
developed countries and those who living in developing countries,

but there were not large difference between their physiological lev-
els. This suggests that no matter which countries the Japanese busi-
ness people and their family members sojourn in, they exhibit simi-

lar phenomena in maladjustment.
JAPANESE BUSINESS SOJOURNERS' PROBLEMS

In intercultural organizations, people sometimes encounter un-
expected communication outcomes with their communication part-
ner., These may be caused because each one communicates from
one's own cultural values. Moreover, they might have misinterpre-
tation in terms of encoding, decoding and realizing the messages they
exchange (Kume, 1987).

According to Inamura (1980), Japanese business sojourners
experience communication problems in intercultural communication.
He stated that most communication problems Japanese business so-
journers suffer from is establishing functional relationships with
host-national employees. There are not only differences in behavior,
but also differences in value systems which make it difficult for the
Japanese business sojourners to have effective intercultural commu-
nication with the employees. The Japanese business sojourners are
given tasks to complete by their companies. However, dysfunctional
relationships and miscommunication with the employees may pre-
vent the business sojourners from successfully achieving the tasks.

Because Japanese business sojourners are caught between the tasks
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and the relationships, some of them do not adjust well while they so-
journ in host countries.

Kume (1987) discussed the difference in organizational com-
munication between the United States and Japan. Listing motivation,
group norms, cohesiveness, task-orientation, leadership, and deci-
sion-making as characteristics of every organization, he stated that
almost every one of these characteristics differs between each cul-
ture. Then, he said that dysfunctional communication problems be-
tween Japanese business sojourners and host-national employees are
caused by the differences in communication styles. For example, he
listed the American employees' perceptions of their Japanese busi-
ness managers' communication style as follows:

1. They use polite expressions, when they ask something
to American employees.

2. They seldom say, "No."

3. They never use direct expressions about issues.

4. They talk no other topic but business (p. 155).

It seems that these perceptions are derived from the fact that each
business person tends to behave with his/her own communication
style, which is only accepted by those who have the same cultural
values. Therefore, establishing a synergestic communication style
which has advantages of each cultural communication style seems to
be optimal for effective intercultural organizational communication
(Kume, 1987).

Minami and Takane (1983) applied Triandis' notion of subjec-
tive culture to intercultural organizational interaction and explained

as follows:
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Those who have some occupation, language (encoding
and decoding system), and cultural background can share
common subjective culture. . . . The satisfaction of mem-
bers in organizations is high in this situation, and the sit-
uation provides the members smooth interpersonal rela-
tionships and strengthens the organizational cohesive-
ness. However, since members' cognitive and thought
systems differ from each other in intercultural settings,
they have inconsistencies in realizing the situation and
they misinterpret others' intention in behaviors (p. 108-
109).

In other words, different cultural backgrounds bring intercultural
communicators difficulties in decoding and understanding others'
verbal and nonverbal codes, since each one has one's own way to en-
code and decode messages. Then, when they cannot decode the
messages clearly, they will have dysfunctional communication.
Therefore, in intercultural communication, interactants should learn
appropriate ways to exchange messages.

According to Kondo (1989), the reason why Japanese business
sojourners have encountered such troubles might be based on the
"Two Wheel Theory." This theory considers that linguistic compe-
tence (the first wheel) and ability in business management (the sec-
ond wheel) bring business success abroad to international business
people. This name is derived from a cart which has two wheels to
carry a load. Kondo proposed a new theory called the "Four Wheel
Theory." This considers training in the understanding of one's own
culture and communicative ability by one's own language (the first
wheel), understanding of the other culture, language and intercul-
tural communication competence (the second wheel), the ability of

business management (the third wheel), and the business manage-
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ment in the other culture (the fourth wheel). He added, "the training
of intercultural adaptation and the assessment in selecting business
people for overseas services by Japanese enterprises are still poor so
that those people have encountered failure in intercultural adjust-
ment" (pp.16-17). He offered the following four suggestions for en-
terprises which have problems with overseas personnel manage-
ment:

1. Recognize the problems of cultural friction, especially
in terms of intercultural adaptation which their em-
ployees have encountered abroad.

2. Establish systematic programs of selecting and train-
ing the employees and their family members.

3. Establish support system for the employee' and their
family members’ mental health.

4. Establish a feedback system of information about liv-
ing and working overseas to share the information (pp.
16-17).

Kondo's "Four Wheel Theory" implies that many Japanese companies
which send their Japanese employees to overseas services are not
aware of problems of effective intercultural communication on the
success of overseas business. Unless they find a way out of the
problems, their employees serving overseas may not adjust easily to

host cultures (Kondo, 1989).
ISSUES OF JAPANESE BUSINESS SOJOURNERS' SPOUSES

Generally, Japanese employees assigned an overseas position
have a chance to attend intensive courses of language training or
cultural seminars offered by their companies or their parties before

they leave Japan (Kondo, 1981). However, "their spouses tend to
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neglect preparations for living overseas while they stay in Japan"
(Kondo, 1989, p. 201). Compared to husbands or children, Japanese
wives do not have much chance to interact with host-nationals, be-
cause they tend to stay home all day long. Thus, they have troubles
adjusting to a host culture by themselves (Cunningham, 1988; Ina-
mura, 1980; Minoura, 1984). Those spouses who had low motivation
to live overseas tend to encounter more difficult adaptation in their
host culture (Cunningham, 1988; Kondo, 1989; Minami & Takane,
1983; Minoura, 1984).

Minoura (1984) discussed spouses’ perceptions of sojourning in
the United States. In many cases of overseas service, the length of
sojourning is estimated between three to five years. Therefore, those
who stay in the United States perceive the stay as karizumai (tempo-
rary residence). The length is not officially limited, so that the
spouses always wonder when they will go back to Japan. As long as
they have the perception, karizumai, they cannot give their whole
mind to adjustment to their host culture.

Kondo (1989) introduced a maladjustment case of a Japanese
business sojourners' spouse. Three months after her husband was
assigned overseas service in the United States, she arrived in San
Francisco with her two children. She was excited about the new cir-
cumstances for a few months. Later, she could not enjoy herself
while she stayed alone and felt loneliness, because she could not
drive or communicate with her neighbors in English. She even com-
plained to her husband about the situation and her feelings, but he

did not care. Then, she became jealous of her children who smoothly
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adjusted to the American culture, finally she ran away from home.
Her husband decided to send her and the children back to Japan.

Kondo stated the following reasons why Japanese business sojourn-
ers' spouses encounter maladjustment to a host-culture as follows:

1. Since husbands are busy in business, they seldom
communicate with their spouses at home and could
not realize the spouses’' mental problems.

2. Since the husbands do not respond constructively to
their spouses’ expectation for mental support by their
husbands, both of them encounter dysfunctional rela-
tionships.

3. Since the spouses are expected to have unfamiliar
role behaviors, they have strong stress. Especially,
introversive or closeminded spouses easily have the
stress (p. 92).

In her research, Minoura (1984) found common aspects of
Japanese spouses' successful cultural adjustment. First, she stated,
most of the spouses who had successful adjustment were highly mo-
tivated to live in the United States. Those who had ever sojourned in
the United States before had especially high motivation. Second,
those who had preschool children seldom experienced maladjust-
ment, since they were busy taking care of the children at home.
Third, those who travelled around the United States with their family
during the first year of their sojourn experienced less culture shock
(pp. 84-85). Also, she focused on the linguistic competence of Japa-
nese business sojourners’ spouses. The Japanese spouses who ac-
quired sufficient linguistic competence in English within three years
after they arrived in the United States, had smoother adjustment to
the U.S. culture through the interaction with host-nationals. She

found positive correlations between the subjects’ language compe-
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tence, perceptions of the United States, length of stay in the United
States, and educational backgrounds.

In terms of linguistic competence of Japanese spouses, Farkas
and Kohno (1987) introduced the problem of communication gaps
between local American school teachers and the Japanese spouses.
Japanese children who just enrolled in the schools, sometimes had
problems with class activities. In such cases, American teachers
typically wanted to consult with the students’ mothers to find the
best way to resolve the problems. However, since Japanese mothers'
English competence was not good enough to communicate with the
teachers, they could not have effective communication. Although
Japanese mothers were very concerned about their children's educa-
tion, the communication gaps prevented them from understanding
the situation (Farkas & Kohno, 1987). Therefore, this suggests that
linguistic competence in English is a significant factor for successful
sojourn and adjustment not only for Japanese business sojourners

but also for the Japanese spouses and family.

THE INFLUENCE OF SPOUSES' CULTURAL ADJUSTMENT TO CHILDREN

In cases of the children's cultural adjustment, some researchers
believe that they can adapt more quickly and more easily than their
parents (Cunningham, 1988; Farkas & Kohno, 1987; Kondo, 1989).
Cunningham (1989) asserted that the influence of spouses' cultural
adjustment on children should be considered as one of issues in the

intercultural adjustment. Nakagawa (1989) introduced Eakin's no-
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tion of the parental role in children's cross-cultural transition as fol-
lows:

The role of the parents in the adjustment is clear. Chil-
dren whose parents are supportive and positive about
the move will able to make the transition more easily.
Continuity and support are very important for children,
and its is up to the family, especially one with a mobile
life style, to provide that (p. 81).

This statement supports Cunningham's assertion of the influence of
spouses’ cultural adjustment. Cunningham (1988) introduced a case
of a Japanese girl's maladjustment. Akiko, a six year old child, had a
psychological disorder. In her case, a cause of her disorder seemed
to be related to her mother's failure to adjust interculturally. Her
mother unwillingly came to the United States accompanying her hus-
band. She could not communicate competently with American peo-
ple because of her poor English proficiency and her own introversion.
She became depressed at home. Akiko's father tended to ignore his
spouse's depression and continued to discuss routine matters with
her. Akiko reacted to her parents’ dysfunctional relationship by ex-
hibiting passive-aggressive behaviors. In other words, one family
member's failure to adjust interculturally affected other family

members (Cunningham, 1988; Kondo, 1980; Minoura, 1984).

CONCLUSION

In Part I, the review of literature defined specific terms for
this study, studies of the processes of cultural adjustment, and Japa-
nese cultural influence on communication style of Japanese people,

which focused on verbal and nonverbal communication.
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Part II reviewed the current intercultural communication com-
petence studies as background information for the present study, fo-
cusing on three major approaches to intercultural communication
competence studies; behavioral approaches, attitudinal approaches,
and cognitive approaches. It was clarified that future researchers
who are interested in the issues of intercultural communication com-
petence have a variety of choices for investigating the issues.

Part III demonstrated significant problems Japanese business
sojourners and their spouses have in the United States in terms of
their cultural adjustment to the U.S. culture. Differences between the
business sojourners and their spouses' cultural adjustment were
highlighted. Japanese business sojourners' cultural maladjustment is
mainly related to interactions with U.S. employees in a business set-
ting. On the other hand, the spouses’ cultural maladjustment gener-
ally refers to their linguistic proficiency in English and their percep-

tions toward sojourning in the United States.



CHAPTER III
METHODS
PURPOSE OF THE STUDY

The purpose of the present study is to identify relationships
between and among Japanese business sojourners and their spouses’
intercultural communication competence, attitudes toward the U.S.

culture, and linguistic skills in English.
OPERATIONAL DEFINITIONS

The followings are specific terms which were employed in
this study.

Intercultural communication competence

There are three major approaches in the study of intercultural
communication competence: behavioral, attitudinal, and cognitive
approaches. Based on Koester and Olebe's (1988) notion that the be-
havioral approach "provides a means to assess actual intercultural
communication, . . ." (p. 237), intercultural communication compe-
tence in the present study is defined as asseccing ability toward
appropriate behavior in intercultural communication competence.

The competence is measured by self-reported method.
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Attitudes toward the U.S. culture

Gudykunst et al. addressed three interrelated components of
cross-cultural attitudes: cognitive, affective, and conative variable
(Imahori & Lanigan, 1989). In this study, attitudes toward the U.S.
culture are defined as the subjects' cognitive attitudes toward the
U.S. culture. The attitudes are measured through self-reported.
Perception of Americans' attitude toward Japanese culture

Perception of Americans' attitude toward Japanese culture
refers to the subjects' cognitive perception of American people's atti-
tudes toward Japanese culture. In other words, this term means how
Japanese people see Americans' attitude toward the Japanese culture.
The cognitive perception is measured through self-report.

Linguistic proficiency in English

In this study, linguistic proficiency in English refers to Japa-
nese business people and their spouses' language skills in English.
The proficiency is measured through self-report.

Japanese business people and spouses

Since 100% of Japanese business sojourners in the Portland
Metropolitan area are males (the Shokokai of Portland, personal
communication, February 27, 1990), the term, "spouses" in this study
means Japanese housewives who accompanied their husbands.

Based on previous research addressing Japanese intercultural
communication competence and intercultural adjustment (Abe &
Wiseman, 1983; Gudykunst, Yoon, & Nishida, 1987; Nishida, 1985;
Wiseman & Abe, 1986; Wiseman, Hammer & Nishida, 1989), four

variables will be addressed for the present study: intercultural com-
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munication competence focusing on appropriate behaviors, attitudes
toward the U.S. culture, perception of Americans' attitudes toward

Japanese culture and linguistic skills in English.
RESEARCH METHODS

The research method is primarily descriptive. "The overall
purpose of the descriptive method is to describe events, beliefs, atti-
tudes, values, intentions, preferences or behaviors" (Tucker, Weaver,
& Berryman-Fink, 1981, p. 90) and "descriptive research involves
the collection of information directly from individuals who possess
the information" (Tucker, Weaver, & Berryman-Fink, 1981, p. 89).
Descriptive methods seemed to be the most appropriate for the re-
search questions in the present study.

The population of this study is defined as the Japanese busi-
ness sojourners and their spouses living in the United States and the
sampling frame in this study is Japanese business sojourners and
their spouses living in the Portland Metropolitan area. According to
the Shokokai of Portland (personal communication, November 20,
1989), more than 79 Japanese companies and firms are located in the
area and 57 of these companies belong to the Shokokai of Portland.
The number of Japanese families living the area is approximately
500 and most of them have been assigned to live in the United States
between 3 and 5 years. Most Japanese companies expect spouses
and children to accompany their employees (the Shokokai of Port-
land, personal communication, November 20, 1989). Thus, it was

possible to expect each family selected as a target sample in this
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study to provide two responses: one from a husband and one from a

wife.

QUESTIONNAIRE DEVELOPMENT

The questionnaire (Appendix A) for the present study includes
six questions designed to generate demographic data. The questions
are as follows:

1. The subjects’ sex and age

2. The subjects’ educational background

3. The length of the subjects’ current sojourn in the
United States

4. The subjects' past experience sojourning abroad and
the length of the sojourns

5. The subjects’ overt preparation for the current so
journ in the United States

Question 1 asked the subjects’ sex in order to investigate the
difference between males and females. This question was considered
very important to answer the research question 3 in the present
study. Question 1 also asked the subjects' age.

Question 2 asked the subjects’ educational background to sur-
vey their experience of English training in Japan. In Japan, English as
an educational requirement is learned for six years through junior
and senior high schools and for two years in colleges. The purpose of
this question was to investigate the relationships between the sub-
jects' current language proficiency in English and their previous edu-

cational background in English.
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Question 3 asked the length of the subjects' current sojourn in
the United States. This question was closely related to the research
question 1 and 2 in the present study.

Question 4 asked about the sojourners' past experience of so-
journing abroad and the length of the sojourn. This question was
asked in order to find the existence of differences in results between
the subjects with past experience of sojourning abroad and those
who have no experience of sojourning abroad.

Question 5 asked about the subjects’ preparation for the cur-
rent sojourn in the United States. The purpose of this question was
to survey the influence of preparation on the subjects’ current so-
journ.

The following measures were used in order to identify relation-
ships among intercultural communication competence, attitudes to-
ward the U.S. culture, perception of Americans' attitudes toward
Japanese culture and linguistic proficiency in English: the BASIC
(Behavioral Assessment Scale for Intercultural Communication) to
measure behavioral intercultural communication competence,
Remmers' Attitude toward Other Culture Scale to identify personal
attitudes toward the U.S. culture, and the FSI (Foreign Service Insti-
tute) test to measure linguistic proficiency in English.

The BASIC is a recently developed measurement for behavioral
assessment in intercultural communication. In their research,
Koester and Olebe (1988) stated that "the behavioral approach pro-
vides a means to assess actual intercultural communication, rather

than individual predispositions or the outcomes of interaction” and
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that "it allows the measurement of intercultural communication ef-
fectiveness for the purpose of assessing current levels of skills, as
well as the prediction of future effectiveness” (p. 237). Additionally,
this measurement is designed for "non expert, non-native English
speakers to assess the communication of another person” (pp. 242-
243). The original of the BASIC is shown in Appendix B.

Remmers' Attitude toward Other Culture Scale was recently
used in Wiseman, Hammer, and Nishida's (1989) study of intercul-
tural communication competence. They used this scale as items of
standardized tests in their study, defining that "these items were
concerned with subjects' perceptions regarding the other culture, for
example, honesty, considerateness of others, gregariousness” (p. 356).
This researcher modified the scale (Wiseman, Hammer, and Nishida,
1989) to ascertain the subjects’ attitudes toward the U.S. culture (the
Attitude Scale) and their perception of the Americans' attitudes to-
ward the Japanese culture (the Perception Scale). An example of the
modification was as follows:

The original statement "The Japanese are honest."

The modified statement "Americans are honest."”
for the Attitude Scale

The modified statement "Americans think that the
for the Perception Scale Japanese are honest."

The Remmers' scale which was used in Wiseman, Hammer, and
Nishida's (1989) study is in Appendix C.

It was impossible to ask the subjects to take tests, such as
TOEFL, which Nishida (1985) applied in her research, because of the

number of subjects and the time it would take. Thus, the FSI test
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was applied as the self-evaluating measurement to investigate sub-
jects' linguistic proficiency in English. The FSI (Foreign Service Insti-
tute) test is widely used as a communicative oral test. The test mea-
sures candidates' English proficiency on 10 levels (0+, 1, 1+, 2,

4+, 5). This test "is carefully designed to elicit pronunciation, flu-
ency/integrative ability, sociolinguistic and cultural knowledge,
grammar, and vocabulary" (Brown, 1987, p. 233). Basically, this test
is conducted by the interviewer with a detailed check list to assess
the candidates' language proficiency. However, according to Terdal
(personal communication, February 6, 1990), this test can be used for
a self-rating assessment, because this test is well designed to be used
easily and its validity and reliability are high. In Bachman and Pal-
mer's (1983) study, the reliability of the FSI test in self-evaluation
was .908 (in Speaking) and . 851 (in Reading) (p. 160). This result
also supports the usage of the FSI test as a self-evaluating measure-
ment in the present study. Through the back-translation process, the
FSI test was also translated in Japanese on the questionnaire. The
translated test included some revisions, since the original was de-
signed for interviewing test. The original FSI test with it's rating,

weighting and conversion table is in Appendix D.
TRANSLATION

Since the language of the original measurement in this study
is English and this thesis is written in English, the questionnaire was
developed in English first. Data collection was, however, conducted

in Japanese. Therefore, a process of back-translation was applied to
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avoid the risk of mistakes, because translating English into Japanese

accurately was very important for language equivalence. The mea-

surements which were translated from English to Japanese were (1)

the BASIC, (2) the Attitude Scale, (3) the Perception Scale, and (4) the
FSI test. The process was as follows:

1. The researcher translated each English measure-
ment in Japanese.

2. The researcher asked a Japanese professor in the
Foreign Languages Department of Portland State
University to translate the Japanese translated
measurement in English.

3. The researcher compared the original measurement
and the back-translated measurement to avoid
mistranslating.

The back-translation was considered accurate, as discrepancies were

minor.
MAILING

Four hundred questionnaires were mailed out to subjects. To
protect the privacy of the subjects, the researcher was given names
and address lists of Japanese companies from the Shokokai of Port-
land. There were 59 companies and firms' names with Japanese rep-
resentative's names on the list. Of the 59 names, 30 companies and
firms were selected. Thirty representatives of the selected compa-
nies and firms received several envelopes with a cover letter (see
Appendix E). Each envelope included two questionnaires. The cover
letter asked them to distribute the enclosed questionnaires with a
self-addressed, stamped return envelope to their Japanese business

sojourners. Therefore, totally 200 families received questionnaires.
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Eighty five of the 400 questionnaires in the mailing were returned.

The percentage of response rate is 21.25%.

DATA ANALYSIS

SPSSx (the Statistical Package for the Social Science) was used
to generate descriptive statistic summaries of the data from the re-
sponses. A correlation analysis and t-test were applied for the re-
search questions of the present study to identify relationships among
business people and spouses' intercultural communication compe-
tence, attitudes toward the U.S. culture, perception of Americans'
attitudes toward Japanese culture, and English proficiency and gen-
der differences. Also, the crosstabs was employed for gender differ-

ences in demographic data.



CHAPTER IV
RESULTS

The purpose of this study is to examine relationships between
Japanese sojourners' intercultural communication competence and
their cultural adjustment to the United States. This chapter will be
devoted to reporting the results of the questionnaire based on the
procedure which was explained in CHAPTER III.

First, the demographic data of the subjects are discussed.
Question 1 asked the subjects’ gender and age. 51 (60%) subjects
were males and 34 (40%) were females. The males' age ranged from
26 to 65 years old with a mean age of 39.021 years and a standard
deviation of 8.068. The females' age ranged from 25 to 48 years old
with a mean age of 35.515 years and a standard deviation of 6.236.
The range of all subjects was 25 to 65 years old with a mean age of
37.593 and a standard deviation of 7.536.

Question 2 asked the subjects’ educational background. All 85
subjects were at least high school graduates; that is, all of them had
completed at least six years learning English as an academic require-

ment through junior and senior high school (See Table I).
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TABLE I
EDUCATIONAL BACKGROUND

LEVEL ] SUBJECTS PERCENTAGE
Senior High School 4! 12 14.1%
Special School 3 3.5%
Junior College 9 10.6%
Undergraduate 535 64.7%
Graduate 6 7.1%
B TOTAL 85 100.0%

journ in the United States (See Table II).

Question 3 identified the length of the subjects’ current so-

TABLE 1I

THE LENGTH OF THE SUBJECTS' CURRENT

SOJOURN IN THE UNITED STATES

m=

PERCENTAGE

LENGTH SUBJECTS
1: Less than 6 Months 9 10.6%
2: 6 Months to 1 Year 11 12.9%
3: 1 Year to 2 Years 14 16.6%
4: 2 Years to 3 Years | 21 24.7%
5: 3 Years to 4 Years " 11 12.9%
6: 4 Years to 5 Years “ 11 12.9%
|E: More than 5 Years || 8 9.4%
| TOTAL | 85 100.0%
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abroad and length of the past sojourn. 20 subjects (23.5%) of 85 had

sojourned abroad. The location were the United States (9 subjects),

West Germany (3 subjects), Indonesia (2 subjects), Thai Land (1

subject), Singapore (1 subject), Jordan (1 subject), Iran (1 subject),

England (1 subject), and Denmark (1 subject) (See Table III).

TABLE III
THE LENGTH OF THE SUBJECTS' PAST SOJOURN ABROAD

LENGTH SUBJECTS PERCENTAGE
. Less than 6 Months]| 2 10%
: 6 Months to 1 Year 0 0%
: 1 Year to 2 Years 3 15%
: 2 Years to 3 Years 2 10%
: 3 Years to 4 Years 0 0%
“6: 4 Years to 5 Years 1 10%
"7: More than 5 Years 12 60%
“ TOTAL | 20 100%
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Question 5 was designed to determine the subjects’ prepara-

tion for current sojourn in the United States (See Table IV).

TABLE IV

THE PREPARATION FOR THE SUBJECTS' CURRENT
SOJOURN IN THE UNITED STATES

PREPARATION* “ RESPONSE I SUBJECTS PERCENTAGE
Preparation 1 YES 16 18.8%
NO 69 81.2%
Preparation 2 YES 27 31.8%
NO 58 68.2%
Preparation 3 YES 28 32.9%
NO 57 67.1%
Preparation 4 YES 36 42.4%
NO 49 57.6%
Nothing YES 28 32.9%
NO __ 57 ___67.1%

Note: PREPARATION*

1. I learned English conversation.

2. 1 attended orientation programs about living in the United
States sponsored by my (my husband's) company or other
organization.

3. I read books about living in the United States.

4. 1 interviewed a former sojourner or someone who had an
experience of living in the United States.

Table IV reports that 28 of the subjects (32.9%) did not have
any preparation for their current sojourning before they left Japan.
In other words, approximately one third of the subjects started their

sojourn without any preparation. Some subjects reported other



57

preparation such as experience of studying aboard (3 subjects) or a
short term business visit to the United States (2 subjects).
CROSSTAB analysis reported relationships between gender and
educational background, between gender and length of current so-
journ in the United States, and between gender and experience of
sojourn abroad. The cases missing on any of the variables specified
were not used in this analysis. In the relationship between gender
and educational background, maximum Likelihood Ratio Chi-Square
equals 17.76098, df = 4, and p < .005. This suggests a significant re-
lationship between gender and educational background. However,
there was no significant relationship between gender and the length
of current sojourn or between gender and the experience of sojourn-

ing abroad.
RESEARCH QUESTION ONE

Are there relationships among Japanese business so-

journers' intercultural communication comeptence, atti-

tudes toward the U.S. culture, perception of Americans'

attitudes toward Japanese culture, linguistic skill in En-

glish, and length of current sojourn in the United States?

A correlation analysis was performed to address the above re-
search question. For this analysis the significance level was set at al-
pha = .001 to reduce type I error (incorrectly rejecting null hypothe-
sis). Missing values were treated as pairwise; that is, "cases missing
for one or both of a pair of variables for a specific correlation coeffi-

cient are excluded from the analysis" (SPSS Inc., 1988, p. 423). There

was no significant correlation between the length of the subjects’
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current sojourn in the U.S. and intercultural communication compe-

tence (through the BASIC), attitudes toward the U.S. culture (through

the Attitude Scale), perception of Americans' attitude toward Japa-

nese culture (through the Perception Scale), and linguistic skill in

English (through the FSI test).

There is one significant correlation among the Japanese busi-

ness sojourners'’ BASIC items determining intercultural communica-

tion competence. It is between the BASIC item #5 — Task Role — and

item #6 — Relational Role — (r = .5327, n = 48, p < .001) (See Table V).

TABLE V

PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS
AMONG THE LENGTH OF THE MALE SUBJECTS'
CURRENT SOJOURN AND THE BASIC ITEMS

| [ienc [Bsci|Bsc2 BSC 4|BSC 5| BSC 6[BSC7 BSC8"
BSC1{  [----- 4069
BSC2f | [----- 3672
Bsc3| | | |-
BSc4y v+ vt  |----- 4060
Bscs| | | 1 |----- 5327+
Bscel | | | I | |-
lssczl | | | | | | |- "
lesce [ | [ [ [ 1 [ |- |

Note: LENG means the length of subjects' current sojourn.
BSC n means the BASIC item number.
Significance * : p < .001 and others : p < .01
For explanation of each item, see Appendix A
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There are ten significant correlations among the Japanese busi-

ness sojourners’ FSI test items.

The significant positive correlations

among the FSI test items (See Table VI) were expected, because the

test itself has high reliability ranging from .849 to .997 (Backman &

Palmer, 1983, p. 157).

Though not significant, the correlation

between the BASIC item #2 — Interaction posture — and the FSI item

#2 — Grammar — is an interesting correlation (r = .4275, n = 49).

TABLE VI

PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS AMONG
THE LENGTH OF THE MALE SUBJECTS' CURRENT SOJOURN, THE
BASIC ITEMS, AND THE FSI TEST ITEMS

LENGTH

FSI 3 l FSI 4

FSI 5

BASIC 1

BASIC 2

4275

BASIC 3

BASIC 4

BASIC 5

BASIC 6

BASIC 7

BASIC 8

FSI 1

.7238*

FSI 2

.6063*

FSI 3

.7564*

FSI 4

.7868*

FSI 5

Note: Significance * : p < .001 and other : p < .01
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There is no significant correlation at p < .001 level among the

However, there are eleven

significant correlations among the BASIC items and the Attitude Scale

items at p < .01 level emerged (See Table VII).

TABLE VII

PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS AMONG
THE LENGTH OF THE MALE SUBJECTS' CURRENT SOJOURN, THE
BASIC ITEMS, AND THE ATTITUDE SCALE ITEMS

LENG

AT 1

AT 2

AT 3

AT 4

AT 5

AT 6

AT 7

AT 8

AT 9

BSC 1

4050

4554

BSC2

BSC3

BSC4

BSC5

.3996

BSC6

.3665

4153

BSC7

3869

3710

BSC 8
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PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS AMONG
THE LENGTH OF THE MALE SUBJECTS' CURRENT SOJOURN, THE
BASIC ITEMS, AND THE ATTITUDE SCALE ITEMS

(continued)
AT13 | AT14 | AT15| AT16 | AT17
-.4005
-.4052
-.4469 | -.3900

Note: LENG means the length of subjects' current sojourn.
BSC n means the BASIC item number.

Significance: p < .01
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There are several significant correlations among the Attitude
Scale items (See Table VIII). Item #8 — Americans should be re-
garded as any other group — highly correlates with item #16 —
Americans are slow and unimaginative — (r = .7198, n = 50, p < .001).
Item #16 correlates with seven items. These are negative correla-
tions with items #1 — Americans are honest — (r = -.5624, n =50, p <
.001) and with items #2 — Americans tend to improve any other
group with which they come in contact — (r = -.5839, n =49, p <
.001), and positive correlations with items #12 — I suppose Ameri-
cans are all right, but I've never liked them — (r = .5257, n = 50, p <
.001), with item #13 — Americans have a tendency toward insubor-
dination — (r = .4540, n =50, p < .001), with items #14 — Americans
are envious of others — (r = .6169, n =50, p < .001), with items #15
— Americans are discourteous — (r = .5839, n = 50, p < .001), and with
items #17 — Americans are the most despicable people in the world
(r = .5506, n = 51, p < .001).

There are other significant correlations. Items #2 — American
tend to improve any group with which they come in contact — corre-
lates negatively with items #8 — Americans should be regarded as
any other group — (r = -.5146, n = 50, p < .001). Items #3 — I con-
sider it a privilege to associate with American people — correlates
positively with item #9 — Americans are equal in intelligence to the
average person — (r = .5598, n = 51, p < .001). Items #8 correlates
positively with items #12 — I suppose Americans are all right, but

I've never liked them — (r = .5205, n = 51, p < .001).
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Other significant correlations were between items #11 — Amer—‘
icans are gregarious — and #13 — Americans have a tendency toward
insubordination (r = .5204, n = 51, p < .001), and between items #11
and #14 — Americans are envious of others — (r = 4724, n =51, p <

.001).

TABLE VIII

PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS
AMONG THE ATTITUDE SCALE ITEMS

| IAT 1 [AT 2 [AT 3 [AT 4 [AT 5 [AT 6 [AT 7 [AT 8 [ATO |
AT 1 f----- 3788 -.4210 | 3695
AT 2  |----- 4417 -.5146*

||AT 3 1 - -.4536 | .5598%
ata4) | ] |----- - 4655

lars] | | [ [|-----

HAT 6y 1 1 - 4212

at7 | 1 1 1 |-----

NS I I R I R I Erres -.3782
atof | | (| | | | [----
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PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS

AMONG THE ATTITUDE SCALE ITEMS

(continued)
AT13| AT14] ATI15| AT16| AT17
-.4046 |-.3864 -.5624*
-.4540 |-.5839*
-.4180
-.4077 -.3690
AT 8 .5205* 4166 | 3736 | .7198*| 3791
AT 9 -.4351
ATIOf------
ATIIf  }------ 5204* | .4724* | 4281
l ATIZ" ---- | .3944 | 3858 | .3849 | .5257*| .3972
H AT13§f | 1 |------ 3854 4540*
|| ATi44 | L e 4521 6169*
larisf | | 1 1 ] 5839* | 3799
latiel I I T I 1 |- $506*
| NSV D R D A A S

Note: AT n means the Attitude Scale item number.
Significance * : p < .001 and others : p < .01
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There is no significant correlation among the length of the male
subjects’ current sojourn, the BASIC items & the FSI items and the

Perception Scale items (See Table IX).

TABLE IX

PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS AMONG
THE LENGTH OF THE MALE SUBJECTS' CURRENT SOJOURN, THE
BASIC ITEMS, THE FSI TEST ITEMS, AND THE
PERCEPTION SCALE ITEMS

II PC1|PC2|PC3|[PC4|{PC5|[PC6|PC7}|PC8|PCH
LENG

BSC 1 4521
BSC2 4044
BSC 3
BSC 4
BSC 5 -.4320
BSC6
IBSC7] 828 4679
IBscs 3824
(FsI 1
}FSI 2

FSI 3

FSI 4
FSI 5
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TABLE IX

PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS AMONG
THE LENGTH OF THE MALE SUBJECTS' CURRENT SOJOURN, THE
BASIC ITEMS, THE FSI TEST ITEMS, AND THE
PERCEPTION SCALE ITEMS

(continued)

PC10 { PC11 | PC12

PC13 | PC14 | PC15 I PC16 | PC17

LENG
BSC 1

BSC 2

BSC3

BSC4

BSCS

BSC6

BSC7

BSCS |
FSI 1 |
FSI 2

o

FSI 4 || 3747

FSI 5 II

Note: LENG means the length of subjects' current sojourn.
BSC n means the BASIC item number.
PC n means the Perception Scale item number.

Significance: p < .01
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There are several significant correlations among items in the
Attitude Scale and the Perception Scale (See Table X). Item #4 in the
Attitude Scale — Americans are on a level with my own group — has
four significant correlations with items in the Perception Scale.

These are items #1 — Americans think that the Japanese are honest —
(r = 4986, n = 50, p < .001), #4 — Americans think that the Japanese
are on a level with their own group — (r = .6576, n = 51, p < .001),
#13 — Americans think that the Japanese have a tendency toward
insubordination — (r = -.5429, n = 51, p < .001), and #14 — Americans
think that the Japanese are envious of others — (r = -4729, n =51, p
< .001).

Other significant correlations are between the item #5 in the
Attitude Scale — Americans are religiously inclined — and the item
#12 in the Perception Scale — Americans suppose that the Japanese
are all right, but they've never liked us — (r = .4649, n = 51, p < .001),
between the item #8 in the Attitude Scale and the item #15 in the
Perception Scale — Americans think that the Japanese are discourte-
ous — (r=.5217, n = 50, p < .001), between the item #12 in the Atti-
tude Scale and the item #16 in the Perception Scale — Americans
think that Japanese are slow and unimaginative — (r = 4896, n = 51,
p < .001), between the item #15 in the Attitude Scale — Americans
are discourteous — and the item #14 in the Perception Scale — Amer-
icans think that the Japanese are envious of others — (r = 4755, n =
51, p < .001), between the item #15 in the Attitude Scale and the
item #16 in the Perception Scale (r = .5741, n = 51, p < .001), between

the item #16 in the Attitude Scale — Americans are slow and un-
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imaginative — and the item #15 in the Perception Scale (r = .4689, n
= 49, p < .001), between the item #16 in the Attitude Scale and the
item #16 in the Perception Scale (r = .5344, n = 50, p < .001), and be-
tween the item #17 in the Attitude Scale — Americans are the most
despicable people in the world — and the item #17 in the Perception
Scale — Americans think that the Japanese are the most despicable

people in the world — (r = .5015, n = 51, p < .001).

TABLE X

PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS
AMONG THE ATTITUDE SCALE ITEMS AND
THE PERCEPTION SCALE ITEMS

" PC1|PC2|PC3|PC4|PC5]PC6|PC7|PC8|PCH

AT 1 3659 4025
AT 2
|| AT 3 14297 | 4409 3820
AT 4] .4986* 6576* 3680
AT 5
|| AT 6 4173
L AT 7
" AT 8 -.3744 |-.4391 3961 [-.4141
AT 9
ATI10
laTi1
ATI12 -.3831
ATI13 -.3653

ATI14
ATI15 -.3845

ATI16
AT17




TABLE X
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PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS
AMONG THE ATTITUDE SCALE ITEMS AND
THE PERCEPTION SCALE ITEMS

(continued)

I__— pcio| pcii | pciz| pci3| pcia| pcis| pcis| P17

AT 1 l 4031

AT 2 -.4304 -.3847

AT 3 | -3997 | -4322

AT 4 -.5492% -4729*| -3670

AT 5 3673 .4649*

AT 6

AT 7

AT 8 4602 5217*| 4427 4260

AT 9

ATI0

ATI11]

AT12 4535 4896

ATI13 .3962 3756

AT14|

AT15] 4755%| 3936 | .5741%| 3933
“ AT16" 4680% | 5344%| 3788
| AT17 4437 .5015*

Note: AT n means the Attitude Scale item number.
PC n means the Perception Scale item number.
Significance * : p < .001 and others : p < .01
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Thirteen correlations are significant among the items in the
Perception Scale (See Table XI). Item #13 in the Perception Scale —
Americans think that the Japanese have a tendency toward insubor-
dination — correlated with item #14 — Americans think that the
Japanese are envious of others — (r = .7328, n = 51, p < .001).

There are many significant correlations. These are correlations

between item #2 — Americans think that the Japanese tend to im-
prove any group with which they come in contact — and #3 — Ameri-
cans consider it a privilege to associate with Japanese people — (r =

4879, n =51, p < .001), between item #11 — Americans think that
the Japanese are gregarious — and #12 — Americans suppose that the
Japanese are all right, but they've never liked us — (r = .4879, n = 51,
p < .001), between item #12 — Americans suppose that the Japanese
are all right, but they've never liked us — and #17 — Americans think
that the Japanese are the most despicable people in the world — (r =
4639, n =51, p < .001), between item #13 — Americans think that
the Japanese have a tendency toward insubordination — and #15 —
Americans think that the Japanese are discourteous — (r = .5522, n =
50, p < .001), between item #13 — Americans think that the Japanese
have a tendency toward insubordination — and #16 — Americans
think that the Japanese are slow and unimaginative — (r = 4818, n =
51, p < .001), and between item #14 — Americans think that the
Japanese are envious of others — and #15 — Americans think that the
Japanese are discourteous — (r = .6327, n = 50, p < .001).

Also, there were significant correlations between item #14 —

Americans think that the Japanese are envious of others — and #16 —
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Americans think that the Japanese are slow and un-imaginative — (r
= .6274, n = 51, p < .001), between item #14 — Americans think that
the Japanese are envious of others — and #17 — Americans think that
the Japanese are the most despicable people in the world — (r =
4929, n =51, p < .001), between item #15 — Americans think that
the Japanese are discourteous — and #16 — Americans think that the
Japanese are slow and unimaginative — (r = .5466, n = 50, p < .001),
between item #15 — Americans think that the Japanese are discour-
teous — and #17 — Americans think that the Japanese are the most
despicable people in the world — (r = .4902, n = 50, p < .001), and
between item #16 — Americans think that the Japanese are slow and
unimaginative — and #17 — Americans think that the Japanese are
the most despicable people in the world — (r = 5667, n =51, p <
.001).

TABLE XI

PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS
AMONG THE PERCEPTION SCALE ITEMS

pC1|pc2|pPc3|pcalpcs|pPce|pPc7|pPcs|PCo
PC1}------ 4678 -.3970
pC2¢4  {------ 4879* .3644 -.3924
!FPC sl |- 4260
cey {( 1  f------ .4391
ecy 1+ 1 |------ 4235
ecsf | | 1 ! | 1 |------
tecol | | { { | { [ |-




PC 10} PC 11
PC 1 l

TABLE XI

PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS
AMONG THE PERCEPTION SCALE ITEMS
(continued)

72

PC 12

PC 1sJ PC 14

PC 15=l PC 16

PC 17

-.3801

PC?2

PC3

-.4193

PC 4

4069

-.3662

PC5

i

PC 6

PC7

3647

4401

4193

PC9

-.4456

PC10

PCl11

PC12

PC13

PC14 |

PC15

PC16

PC17

Note: PC n means the Perception Scale item number.
Significance * : p < .001 and others : p < .01
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RESEARCH QUESTION TWO

Are there correlation among Japanese spouses' intercul-
tural communication competence, attitudes toward the

U.S. culture, perception of Americans' attitudes toward
Japanese culture. linguistic skill in English, and length of

current sojourn in the United States?

A correlation analysis was performed to address the above
research question. For this analysis the significance level was set at
alpha = .001 to reduce type I error (incorrectly rejecting null hy-
pothesis). Missing values were also treated as pairwise. There is no
significant correlation between the length of the female subjects' cur-
rent sojourn and intercultural communication competence (through
the BASIC), attitudes toward the U.S. culture (through the Attitude
Scale), perception of Americans' attitudes toward Japanese culture
(through the Perception Scale) and linguistic skill in English (through
the FSI test).

There are two significant collerations among the BASIC items
for Japanese spouses. First, BASIC item #1 — Respect — correlated
with BASIC #4 — Empathy — (r = .7394, n = 32, p < .001). Second,
BASIC item #1 correlated with BASIC #8 — Ambiguity Tolerance — (r
= .6458, n = 31, p < .001) (See Table XII).
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PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS AMONG
THE LENGTH OF THE FEMALE SUBJECTS' CURRENT
SOJOURN AND THE BASIC ITEMS

BSC 1

BSC2

BSC3

BSC 4

BSC5

BSC 6

BSC7

BSC 8|

LENG ||-----

I

BSC 1

.7394*

.6458*

BSC?2

BSC3

.4582

BSC 4

IBscs

BSC6

BSC7

|BSC8

Note: LENG means the length of subjects’ current sojourn.
BSC n means the BASIC item number.

Significance * : p < .001 and others : p < .01
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Significant correlations were expected for the length of the fe-

male subjects’ current sojourn, the BASIC items, and the FSI items

(See TABLE XIII).

.849 to .997 (Backman & Palmer, 1983, p. 157).

TABLE XIII

The FSI test itself has high reliability ranging from

PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS AMONG
THE LENGTH OF THE FEMALE SUBJECTS' CURRENT SOJOURN, THE
BASIC ITEMS, AND THE FSI TEST ITEMS

[ T rsi1 |

FSI 2

FSI 3

FSI 4

FSI 5

| LENGTH

BASIC 1
BASIC 2

BASIC 3

BASIC 4

BASIC 5

BASIC 6

|

| BASIC 7

BASICS |

FSI 1

FSI 2

FSI 3

FSI 4
| FSI §

Note: LENGTH means the length of subjects’ current sojourn.

Significance *

: p < .001 and other : p < .01
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Two significant negative correlations emerged for the length of
female subjects’ current sojourn, the BASIC items, the FSI test items,
and the Attitude Scale items. First, there is a significant correlation
between the BASIC item #1 — Respect — and the Attitude Scale item
#12 — 1 suppose Americans are all right, but I've never liked them —
(r = -.6023, n = 31, p < .001). Second, there is a significant correlation
between the BASIC item #3 — Orientation to Knowledge — and the
Attitude Scale item #13 — Americans have a tendency toward insub-

ordination — (r = -.6731, n =32, p < .001) (See Table XIV).

TABLE X1V

PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS AMONG THE
LENGTH OF THE FEMALE SUBJECTS' CURRENT SOJOURN, THE BASIC
SCALE ITEMS, THE FSI ITEMS, AND THE ATTITUDE SCALE ITEMS

AT 21 AT 3| AT 4] ATS5| AT 6 AT7I_AT8 AT 9

I A N |

BSC3 -.5437
BSC4

BSC 5
BSC 6
BSC 7

" BSC 8

FSI 1

- 4746
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TABLE XIV

PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS AMONG THE
LENGTH OF THE FEMALE SUBJECTS' CURRENT SOJOURN, THE BASIC
SCALE ITEMS, THE FSI ITEMS, AND THE ATTITUDE SCALE ITEMS
(continued)

ATIO | AT11 | AT12 | AT13 | AT14] ATIS| AT16] ATI17

LENG I
BSC'1 -.6023*

BSC 2

BSC3
BSC 4
BSC 5
BSC 6
BSC 7
BSC 8
FSI 1
FSI 2
FSI 3
FSI 4
FSI 5 -.5075

-.5398
-.4759 -.6731* -.4601
-.4623

(B | |

i I .

-.5026

Rl Bl B4 Rkl

i——-h%—-

d

Note: LENG means the length of subjects’ current sojourning.
BSC n means the BASIC item number.
AT n means the Attitude Scale item number.
Significance *: p < .001 and other : p < .01
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There are several significant correlations among the Attitude
Scale items (See Table XV). Item #12 — I suppose Americans are all |
right, but I've never liked them — has correlated significantly with
three other factors. These are a significant correlation with item #15
— Americans are discourteous — (r = .7431, n = 33, p < .001), with
item #16 — Americans are slow and unimaginative — (r = .6492, n =
33, p < .001), and with item #17 — Americans are the most despicable
people in the world — (r = 5780, n = 33, p < .001). Other significant
correlations are: a positive correlation between item #13 — Ameri-
cans have a tendency toward insubordination — and item #14 —
Americans are envious of others — (r = .7200, n = 33, p < .001) and a
positive correlation between item #15 — Americans are discourteous
— and item #16 — Americans are slow and unimaginative — (r =

7066, n =33, p < .001).

TABLE XV

PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS
AMONG THE ATTITUDE SCALE ITEMS

|AT1|AT2 AT 3| AT 4 AT5L‘-\T6 AT 7| AT 8| AT O
AT 1

------ 4629
AT 2f  |------
AT 3t fe----- 4721
oy I
ATs) | e
atef e
ATl L L e

Argy + (vt 1 1 |------
Artof ({4t 1 t  }------




TABLE XV
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PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS

AMONG THE ATTITUDE SCALE ITEMS

(continued)

ATI10

ATI11

AT12

—

AT13

ATI14

==

ATI1S5

ATI16

AT17

-.5388

AT 2

AT 3

AT 4

[ AT 5

AT 6

-.4613

-.4768

-.4526

AT 7

AT 8 |

4909

L AT 9 l
| ATi0]------

ATI11 ||

4791

5438

ATI12

7431*

.6492*

.5780*

ATI13

4633

AT14

AT15

ATI16

| ATI17

Note: AT n means the Attitude Scale item number.
Significance *: p < .001 and others: p <.01
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There are no significant correlation among the BASIC items and
the Perception Scale items (See Table XVI).
TABLE XVI

PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS AMONG
THE BASIC ITEMS AND THE PERCEPTION SCALE ITEMS

pC 10| PC 11| PC 12| PC 13| PC 14| PC 15| PC 16| PC 17

BSC 1
BSC 2
BSC3 -.5655

| Bsc 4]

BSC5
BSC6 -.5111

BSC 7
BSC 8

Note: BSC n means the BASIC item number.
PC n means the Perception Scale item number.
Significance: p < .01
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No significant correlations emerged among the Attitude Scale

items and the Perception Scale items (See Table XVII).

TABLE XVII

PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS AMONG
THE ATTITUDE SCALE ITEMS AND THE PERCEPTION SCALE ITEMS

PC1 | PC2 PC3IPC4 PC5|PC6 PC7|PC8‘PC9

———————

AT 1
AT 2
AT 3
AT 4
AT 5
AT 6
AT 7
AT 8
AT 9 5710
ATI10
AT11
AT12
ATI3
AT14 4601
ATI1S
ATI16 4694
"ATH




TABLE XVII
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PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS AMONG
THE ATTITUDE SCALE ITEMS AND THE PERCEPTION SCALE ITEMS

PC10

PCl11

(continued)

PC12

PC13

PC14

PC15

PC16

PC17

AT 1 |

AT 2 |

AT 3
AT 4
AT 5

| AT 6

-.4636

-.4589

-.4928

)
AT 8

4571

AT 9 |

ATI10

AT11

I AT12

||AT13“
AT14

AT15]

4870

| aT16
LaT17

4769

Note: AT n means the Attitude Scale item number.
PC n means the Perception Scale item number.
Significance: p < .01
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Two significant correlations emerged among the Perception
Scale items. These are a positive correlation between items #12 —
Americans suppose that the Japanese are all right, but they've never
liked us — and item#15 — Americans think that the Japanese are dis-
courteous — (r = .5712, n = 34, p < .001), and between item #16 —
Americans think that the Japa-nese are slow and un-imaginative —
and #17 — Americans think that the Japanese are the most despica-
ble people in the world — (r = .5955, n = 33, p < .001) (See Table
XVIII).

TABLE XVIII

PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS
AMONG THE PERCEPTION SCALE ITEMS

PC4|PC5|Pce6|PC7]|PCS PC9|

PC1f-----
PC2)|  |----- 4843
lpcaf | |-
pcaf | 1]
ok 1 I B D R b
ecef | | 1 | |-----
pc7{ | 0 1]
pc8f | 1 e
pcof | [ 1 1 1 e




TABLE XVIII
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PEARSON PRODUCT MOMENT CORRELATION COEFFICIENTS

AMONG THE PERCEPTION SCALE ITEMS

(continued)

PC 1

PC11 l PC12

PC13

PC14

PC15

PC16

PC”A

PC 2

PC 3
PC 4

PC5

PC 6

PC 8

5560

Il pc 9

I pcio

| pc11

| pc12 |

ST712*

PC13 |

PC14

PC15

| PC16

I

Note: PC n means the Perception Scale item number.

Significance * : p < .001 and other p < .01
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There are many significant correlations among the BASIC
items, the FSI items, the Attitude Scale items, and the Perception
Scale items through these fesults of data analysis and interpreta-
tions. In the correlations among these measurements, some signifi-
cant results which help to answer the Research Question Two were
found such as correlations between the BASIC item #1 — Respect —
and the Attitude Scale item #12 — 1 suppose Americans are all right,
but I've never liked them — (r = -.6023, n = 31, p < .001), between
the BASIC item #3 — Orientations to knowledge — and the Attitude
Scale item #13 — Americans have a tendency toward insubordination

— (r=-.6731, n =32, p < .001).
RESEARCH QUESTION THREE

Are there any significant differences between the Japa-
nese business sojourners’ and Japanse spouses' intercul-

tural communication competence, attitudes toward the
U.S. culture, perception of Americans' attitudes toward

Japanese culture, and linguistic skill in English?

The t-test analysis was performed to answer the above re-
search question. For this analysis, cases missing on either the
grouping variable or the analysis variable were excluded. Separate
variance estimate of the output data was used, because of unequal
sample size. Some significant differences between male subjects and
female subjects emerged in the BASIC and the FSI test items through

the analysis. Examination of the mean score is listed in Table XIX.
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TABLE XIX

MEANS AND STANDARD DEVIATIONS FOR THE
SIGNIFICANT DIFFERENCES BY GENDER

SCALE GENDER NUMBER MEAN STANDARD
l ITEMS OFCASES | DEVIATION
BASIC 4 Male 49 3.1429 .816
Female 33 3.6970 .847
BASIC 6 Male 49 3.3061 .871
Female 32 3.8125 .693
BASIC 7 Male 49 3.3061 .796
Female 33 3.8182 .769
BASIC 8 Male 49 3.0816 1.077
Female 32 3.8438 .808
FSI 3 Male 50 3.5800 1.071
Female 33 2.4848 972
FSI 4 Male 50 3.9600 .755
Female 33 3.2121 1.166
FSI 5 Male 50 4.0000 .756
Female 33 3.2424 1.032

In the BASIC items, means for males were significantly lower
than those of females such as the BASIC item #4 — Empathy — (¢t =
2.95, p < .005), the BASIC item #6 — Relational Role — (t = 2.90, p <
.01), the BASIC item #7 — Interaction Management — (¢ = 2.92, p <
.01), and the BASIC item #8 — Ambiguity for Tolerance — (¢ = 3.63, p
< .005). On the contrary, in the FSI test items, means of females were
significantly lower than those of males such as the FSI test item #3 —
Vocabulary — (¢ = 4.82, p < .001), the FSI item #4 — Fluency — (¢ =
3.66, p < .005), and the FSI item #5 — Understanding — (¢t = 3.62, p <
.005).
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Many significant positive and negative correlations emerged in
the analysis of the research question one and two. Also, some signif-
icant differences by gender were found in the research question
three. Possible reasons for these results will be discussed in the fol-

lowing chapter.



CHAPTER V

DISCUSSION, LIMITATIONS, AND
SUGGESTIONS FOR FUTURE RESEARCH

DISCUSSION

The discussion focuses on possible reasons and interpretations
for the results of this study. The discussion section is separated into
parts; research question one, research two, research three, and unex-

pected results.
RESEARCH QUESTION ONE

Research question one investigated possible relationships
among Japanese business sojourners’ intercultural communication
competence, attitudes toward the U.S. culture, perception of Ameri-
cans' attitudes toward Japanese culture, linguistic skill in English, and
length of current sojourning in the United States. There are some
significant correlations among the variables in the results for the re-
search question one.

There is only one significant correlation between the length of
the Japanese business sojourners' current sojourn and the BASIC
items. BASIC item #5 — Task Role — correlated with BASIC item #6 —
Relational Role — (r = .5327, n = 49, p < .001) (See Table V). This sug-

gests that the Japanese business sojourners in Portland Metropolitan
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area reported that the more they positively evaluate Americans who
engage in group problem-solving behaviors, the more they positively
evaluate the Americans as those who devote effort to building or
maintaining relationships within a group. This stems from group-
orientation in the Japanese culture. For the Japanese, group mem-
bership equates with self-identity (Nakane, 1967). "The Japanese
approach to the group role is to perceive of oneself as an integral
part of the whole" (Cathcart & Cathcart, 1988, p. 187). Therefore, the
Japanese devote themselves to achieving group goals and perceive
their own behavior as subordinate to the group goal not as superor-
dinate to the group. Hence, even if an American behaves individual-
istically in a group, Japanese perceive this behavior as subordinate to
the group and therefore evaluate the behavior positively (Cathcart &
Cathcart, 1988).

Highly positive correlations were expected in regard to the FSI
items (Accent, Grammar, Vocabulary, Fluency, and Comprehension),
(See Table VI). These correlations suggest that the greater the Japa-
nese business sojourners report that they perceive themselves lin-
guistically competent in a particular aspect in English, the greater
they report that they perceive themselves as linguistically proficient
in other linguistic area of English.

The most positive correlated items on the Attitude Scale items
are item #8 in the Attitude Scale — Americans should be regarded as
any other group — and item #16 — Americans are slow and unim-
aginative — (r = .7198, n = 50, p < .001). Item #16 — Americans are

slow and unimaginative — also correlates with seven items in the
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Attitude Scale (See Table VIII). There are two other significant cor- '
relations. These are a negative correlation between item #2 — Amer-
icans tend to improve any group with which and #8 — Americans
should be regarded as any other group — and a positive correlation
between item #3 — 1 consider it a privilege to associate with Ameri-
can people — and item #9 — Americans are equal in intelligence to
the average person. These results suggest that the more the Japa-
nese business sojourners report that they think of Americans as out-
siders, the more they report that they tend to have a negative atti-
tude toward the American culture. The Japanese culture is a highly
group-oriented culture, so that their attitude toward outsiders is
generally very cool and hostile (Nakane, 1967). In short, the Japa-
nese perceive outsiders as persons who belong to a different group,
and thus tend to have negative attitudes toward them. These results
support the group-concept of the Japanese culture (Nakane, 1967);
that is, positive or negative attitudes toward the U.S. culture are
based on the insider and outsider concept.

Interesting results emerged regarding correlations among the
Attitude Scale items and the Perception Scale items (See Table X).
For example, item #4 in the Attitude Scale — Americans are on a
level with my own group — significantly correlates with four items in
the Perception Scale. Item #4 positively correlates with item #1 in
the Perception Scale — Americans think that the Japanese are honest
— (r = 4986, n = 50, p < .001), and with item #4 — Americans think
that the Japanese are on a level with their own group — (r = .6576, n

= 51, p < .001), and negatively correlates with item #13 — Americans
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think that the Japanese have a tendency toward insubordination —
(r = -.5429, n = 51, p < .001), and with item #14 — Americans think
that Japanese are envious of others — (r = -.4729, n = 51, p < .001).
These significant correlations suggest that the more Japanese busi-
ness sojourners report that they think that American people are on a
level with their own group, the more Japanese business sojourners
report that they have positive perceptions of Americans' attitudes
toward the Japanese culture. In other words, if Americans are per-
ceived equal to the Japanese, they, then expect the Americans to in-
dicate positive attitudes toward the Japanese culture. These results
support Kondo's (1989) assertion that Japanese business sojourners
still tend to assimilate others from another culture into their own
cultural value and expect Americans to do as the Japanese do in
Japanese culture. Of course, the acceptance into the Japanese culture
might be easier if Americans would acquiesce it, but if they would
not, this acceptance could cause a cultural conflict that may lead to
dysfunctional intercultural communication. This suggests a type of
ethnocentrism regarding Japanese intercultural communication with
Americans.

Twelve significant correlations emerged among the Perception
Scale items (See Table XI). The most positive correlation is between
item #13 — Americans think that the Japanese have a tendency to-
ward insubordination — and item #14 — Americans think that the
Japanese are envious of others — (r = .7328, n = 49, p < .001). Most of
the other significant correlations among items in the Perception Scale

are concerned with negative statements. Thus, it suggests that the



92

more Japanese business sojourners report that they perceive Ameri-
cans' negative attitude toward the Japanese culture, the more they
report that they are sensitive to other related negative perceptions.
Cathcart and Cathcart (1988) explained a well-known phrase that
illustrates a typical Japanese group orientation as follows:

Deru kugi wa utareru ('the nail that sticks up is hit') is
a well-known saying in Japan. . . . It reflects an impor-
tant cultural attitude. Japanese are fond of the saying
because it suggests their abhorrence of egocentricity and
their wish to avoid being singled out for praise or blame

(p. 186).

Therefore, Japanese people are very sensitive to others' attitudes to-
ward them to avoid being singled out. There is a term, sekentei, that
literally means “"appearance for the public." Sekentei is a social stan-
dard which acts as an ethical guideline for Japanese people in their
social interaction. Always being sensitive to other's attitude toward
themselves and sekentei, Japanese people can control their own be-
havior or communication style (Ishii, 1990). Thus, once they per-
ceive others' negative attitude toward them, they become sensitized
other related negative attitudes.

As Kondo (1989) asserted, Japanese companies that send their
employees abroad should recognize the cultural differences in be-
liefs, values, customs between the United States and Japan and es-
tablish effective training system for the employees. Otherwise, their
employees try to assimilate Americans to Japanese cultural value
and have dysfunctional intercultural communication. Then, they
would follow another's steps in maladjustment to the American

culture.
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RESEARCH QUESTION TWO

The second research question examined relationships among
Japanese spouses’ intercultural communication competence, attitudes
toward the U.S. culture, perception of Americans' attitudes toward
Japanese culture, linguistic skill in English, and length of current so-
journ in the United States.

Two significant correlations emerged among the BASIC items
(See Table X1I). First, between item #1 in the BASIC — Respect — and
item #3 — Orientations to knowledge and second, between item #1 —
Respect — and item #8 — Ambiguity Tolerance. Ruben and Kealey
(1979) explained "Respect” as follows:

The ability to express respect and positive regard for
another person has been suggested as an important com-
ponent in effective interpersonal and intercultural rela-
tions by a number of persons (e.g., Carkhuff, 1969:
Arensberg & Niehoff, 1971). The expression of respect
can be expected to confer status upon the recipient, con-
tribute to his or her self-esteem, and thereby foster posi-
tive regard for the source of the communicated respect,
increasing the likelihood for profitable cross-cultural re-
lations (pp. 16-17).

They also defined the terms; "Orientation to knowledge" and

"Ambiguity Tolerance" as follows:

Different people explain themselves and the world
around them in different terms. Some people tend to as-
sume that their own knowledges, values and perceptions
are valid for everyone. Presumably, the less a person
understands and acknowledge that knowledge is individ-
ual in nature, the more difficulty he or she will have ad-
justing to other people in other cultures, whose views of
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what is "true" or "right" are likely to be quite different
from his or her own (p. 17).

The ability to react to new and ambiguous situations
with minimal discomfort has long been thought to be an
important asset when adjusting to a new culture (e.g.,
Aitken, 1973; Guthrie & Zetrick, 1967). Excessive discom-
fort resulting from being placed in a new or different
environment — or from finding the familiar environment
altered in some critical ways — can lead to confusion,
frustration and interpersonal hostility. Some people
seem better able than others to adapt well in new envi-
ronments and adjust quickly to the demands of a chang-
ing milieu. Presumably such skills can be crucial for suc-
cessful cross-cultural adaptation, where change and
novelty are perhaps the only constants (p. 19).

The above definitions support the results of the study, suggesting
that the more the Japanese spouses report that they positively
evaluate Americans' behaviors in respecting others, the more they
report that they positively evaluate Americans' intercultural com-
munication competence in regards to "knowledge" and "ambiguity
tolerance."”

There are significant correlations among the FSI items, the
length of the female subjects' current sojourn, and the BASIC items
(See Table XIII). It is possible to say that the more the Japanese
spouses report that they perceive themselves linguistically proficient
in a particular aspect in English, the more they report that they per-
ceive themselves as linguistically proficient in other areas of English.

There are two significant correlations among the length of fe-
male subjects' current sojourn, the BASIC items, the FSI test items,
and the Attitude Scale items (See Table XIV). These negative corre-

lations emerged between item #1 in the BASIC — Respect — and item
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#12 in the Attitude Scale — I suppose Americans are all right, but
I've never liked them — (r = -.6023, n = 31, p < .001) and between
item #3 in the BASIC — Orientation to Knowledge — and item #13 in
the Attitude Scale — Americans have a tendency toward insubordi-
nation — (r = -.6731, n = 31, p < .001). It is possible that the more the
Japanese spouses report that they positively evaluate Americans'
intercultural communication competence in regards to "respect”
toward others, the less they report that they believe "Americans are
all right, but I've never liked them.”

As Ruben and Kealey (1979) stated, "the ability to express
respect and positive regard for another person has been suggested as
an important component in effective interpersonal and intercultural
relations” (p. 16). In this sense, it could be said that the female sub-
jects prefer Americans who highly respect others to those who do not
respect others, because they may realize the ability as an important
aspect for successful intercultural communication. Then, in regard to
the second significant correlation, it could be said that the more the
the Japanese spouses report that they positively evaluate Americans'
intercultural communication competence in regards to "knowledge,"
the less they report that they believe that "Americans have a ten-

"

dency toward insubordination." . the less a person understands
and acknowledges that knowledge is individual in nature, the more
difficulty he or she will have adjusting to other people in other
cultures, . . ." (Ruben & Kealey, 1979, p. 17). Hence, the more the

Japanese spouses become competent in intercultural communication,
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the easier they could adjust to Americans with less negative
attitudes toward the American culture.

There are six significant correlations among the Attitude Scale
items (See Table XV). These six correlations each address negative
statements such as "I suppose Americans are all right, but I've never
liked them,” "Americans have a tendency toward insubordination,"
"Americans are envious of others,” "Americans are discourteous,”
"Americans are slow and unimaginative," and "Americans are the
most despicable people in the world." Citing Diaz-Guerrero's notion,
Condon (1974) explained the difference between what different cul-
ture's value. According to his notion, there are cultures that value
"objective reality" and other cultures that value "interpersonal real-

”

ity." For example, Americans place great value on objectivity and
facts, while Japanese people do it on the feelings of the people in-
volved. Therefore, Japanese people interpret the reality of their atti-
tude toward the U.S. culture based on their feeling through interper-
sonal communication with Americans. Once they have negative
feelings toward the American culture, their attitude toward the
American culture would be constructed by the negative feelings that
their reality is based on. Hence, it could be possible that the signifi-
cant correlations in the Attitude Scale prove the existence of the
"interpersonal reality."

Two significant correlations emerged at the p < .001 level
among the Perception Scale items (See Table XVIII). First, a positive
correlation between item #12 — Americans suppose the Japanese are

all right, but they've never liked us — and item #15 — Americans
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think that the Japanese are discourteous — (r = .5712, n =34, p <
.001). Second, a positive correlation between item #16 — Americans
think that the Japanese are bslow and unimaginative — and item #17
— Americans think that the Japanese are the most despicable people
in the world — (r = .5955, n =33, p < .001). These two positive corre-
lations refer to a Japanese cultural aspect; that is, a high sensitivity
to others' attitude toward themselves. Because they are very sensi-
tive to Americans' attitude toward themselves, the Japanese seem to
constantly worry about being perceived negatively. Thus, once they
perceive an American's negative attitude toward Japanese, they tend
to suspect that this American has other negative attitudes toward
them as well.

These results suggest that intercultural communication compe-
tence of the Japanese spouses is also influenced by their cultural val-
ues. [Especially their attitude is based on their perceived reality; that
is, "interpersonal reality.” This would affect their interaction with

Americans.
RESEARCH QUESTION THREE

The third research question examined significant differences
among intercultural communication competence, attitude toward the
U.S. culture, perception of Americans' attitude toward the Japanese
culture, and linguistic skill in English between the Japanese business
sojourners and their spouses. |

There were some significant differences between the the Japa-

nese business sojourners and the Japanese spouses (See Table XIX).
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Interestingly, the Japanese spouses reported higher score than the
business sojourners on four BASIC items, and the business sojourners
reported higher score than the Japanese spouses on the FSI test. In
other words, some items of the Japanese spouses' intercultural com-
munication competence are reported higher than the business so-
journers', and some items of the business sojourners’ linguistic profi-
ciency are reported higher than the Japanese spouses'.

First, the Japanese spouses reported higher scores than the
business sojourners in four BASIC items (Empathy, Relational Roles,
Interaction Management, and Ambiguity Tolerance). It is possible to
say that the Japanese spouses may be more interculturally compe-
tent than the business sojourners. However, it is difficult to accept
the result that the Japanese spouses are more competent than the
Japanese business sojourners in intercultural communication compe-
tence, since some literatures asserted that generally Japanese
spouses living in the United States tend to have less interpersonal
interaction with hose-nationals than the business sojourners (Cun-
ningham, 1988; Farkas & Kohno, 1987; Minoura, 1984). Brislin
(1981) introduced a different view of the competence dimension
between sojourners and host-nationals as follows:

Foreign students might feel competent if they can sur-
vive the host university's system of hurdles and attain a
degree. They may have no ambitions to interact in the
local community and to develop interpersonal skills
which are valued by hosts. While the sojourners many
be pleased with the accomplishments, outsiders might
wonder if the students are being too narrow (p. 285).
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In other words, if sojourners’ primary goal of sojourn in the host-na-
tion is to survive, they might feel competent though they are not
actually competent enough to have successful intercultural communi-
cation with host-nationals. The Japanese spouses, in this sense,
might report that they are more competent than the Japanese busi-
ness sojourners. As Minoura (1984) asserted that the Japanese
spouses perceive their sojourn as karizumai (temporary residence),
they might be concentrating on surviving from the temporary so-
journ through minimum interaction with host-nationals such as
shopping, routine conversation with their neighbors.

Contrarily, the Japanese business sojourners’ primary goal is
successful business through interaction with American employees
and host-nationals. Hence, they might have reported that they feel
less competent than the Japanese spouses. In short, sojourners who
are interactive with host-nationals feel less competent than those
who are less interactive with them.

Second, the Japanese business sojourners reported that they
were significantly more positive than the Japanese spouses on three
items of the FSI test (in vocabulary, fluency, and comprehension).
This result might be related to the Japanese business sojourners'
daily opportunities of using English as a communication channel in
their business setting. Because they communicate with their Ameri-
can co-workers in English and their communication topics require
mutual understanding, their linguistic proficiency might improve. In
opposition, the Japanese spouses reported that they perceive their

English proficiencies lower than the business sojourners’. The Japa-
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nese spouses generally stay home all day and have few opportunities
to use English unless they go shopping or have routine conversations
with neighbors (Cunningham, 1988; Inamura, 1980; Minoura, 1984).
Thus, their English proficiency does not improve as much as their
husbands'. This result supports Cunningham's (1988) and Farkas &
Kohno's assertions (1987) that the Japanese business sojourners'

English proficiencies are higher than their spouses'.
UNEXPECTED RESULTS

Two unexpected results emerged from the data. First, there is
no sigificant correlation between the length of the Japanese business
sojourners' and Japanese spouses' current sojourn in the United
States and the four measurements (the BASIC, the Attitude Scale, the
Perception Scale, and the FSI test). Minoura (1984) reported in her
research that there were positive correlations between the Japanese
spouses language competence, length of stay in the United States, and
perceptions of the United States. Thus, this researcher expected
there would be significant correlation between the length of time of
sojourn and the four measurements (the BASIC, the Attitude Scale,
the Perception Scale, and the FSI test) and assumed that the longer
the Japanese sojourned in the United States, the more their intercul-
tural communication competence would improve. However, the re-
sults of research question one and two contradicted this assumption.
This unexpected result suggests that the Japanese business sojourn-
ers' and their spouses' intercultural communication competence is

not affected by the length of their sojourn in the United States and
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that intercultural communication competence is not dependent upon
frequency of intercultural interaction, but upon the depth or quality
of interpersonal interaction with host-nationals.

Another unexpected result is the significant differences in the
four BASIC items between gender. As discussed previously, the
Japanese spouses indicated higher means in these items than the
Japanese business sojourners. As discussed in the review of litera-
ture, Japanese spouses have less interaction with host-nationals than
the business sojourners, so that they often face difficulties adjusting
to the host culture (Cunningham, 1988; Inamura, 1980; Minoura,
1984). Thus, this researcher assumed that the Japanese spouses in-
dicated significantly lower scores than the Japanese business so-
journers in the BASIC items. However, the significant differences in
the four BASIC items (Empathy, Relational Roles, Interaction Man-
agement, and Ambiguity Tolerance) contradicted this assumption.
This suggests that the Japanese spouses might have high quality of
interpersonal interaction with Americans and at least they are more
competent than the Japanese business sojourners in the four BASIC

items.
LIMITATIONS

There were several minor problems in this research. First,
the number of respondents for this research was not enough to ac-
quire a variety of answers. Though four hundred questionnaires
were mailed, only 85 responses were returned (21.25%). To have

higher response rate, Tucker, Weaver and Berryman-Fink (1981)



102

suggested to operate follow-up contacts asking for cooperation.
However, the researcher did not have follow-up contact because it
was considered as time consuming.

Second, there might be a certain difference between self-report
measurement and observational behavioral measurement.

Third, some respondents had difficulty understanding the
language of the questionnaire. One Japanese business sojourner
complained that the language was too complicated to understand
what the questions asked. Though the back-translation was applied
to avoid this kind of problems in language, some respondents seemed
to have difficulty in reading the questions. It would be possible that
this language problem might cause the low response rate, because
some of those who did not return the questionnaire might have diffi-
culty in reading.

Fourth, the length of the questionnaire (12 pages in Japanese)
seemed to frustrate some respondents. Especially the BASIC had 8
pages that were full of explanation and description for each question.
A few Japanese business sojourners commented that they did not
have enough time to read whole questionnaire, so that they left
questions or pages blank. In the Likert-type scale of the Attitude
Scale items and the Perception Scale items, there were some re-
sponses that repeated the same number in the last few questions.
These problems might have negatively affected the subjects' motiva-
tion to fill all answers and reduced their concentration on the ques-

tionnaire. Then, this might affected the validity of their responses.
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These limitations of this research revealed some crucial factors
for constructing and conducting data collection. The language and
the length of questionnaire' should be taken under consideration to
have high response rate and subjects’ high motivation to cooperate

with data collection.

SUGGESTIONS FOR FUTURE RESEARCH

This research examined the Japanese business sojourners’ and
their spouses' intercultural communication competence, attitudes to-
ward the U.S. culture, perception of Americans' attitudes toward the
Japanese culture, and linguistic proficiency in Englsih. If this re-
search is replicated, several factors should be taken into considera-
tion. First, the definition, "your friend" in the BASIC should be ad-
dressed more obviously. The term was not defined clearly enough,
so that the relationship between each subject and his or her friend
was not understood. According to Gudykunst and Nishida (1986),
there were significant differences in level of intimacy by culture.
Originally, the study focused on the differences between Japan and
the United States and revealed significant differences between the
two cultures. In the survey, there were ten terms which concern
with the term "your friend." Those were, for example, such as cohort,
coworker, colleague, best friend, companion, close friend, etc.. Thus,
the Japanese subjects indicated obvious differences in terms of their
defition for intimacy. Future research should focus on the semantic

differences of the term, "friend."
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Second, future research could conduct with two-way perspec-
tive on the BASIC. For the current research, subjects were limited to
Japanese business sojourners and spouses and they were asked to
evaluate their American friend's behavioral aspect of intercultural
communication competence. Data gathered were from only this one-
way perspective. However, since intercultural communication is a
certain situation of interpersonal communication, this issue should
be treated from two-way perspective. For instance, selecting Ameri-
can and Japanese subjects whose relationship is intimate, it might be
a good approach to ask them to evaluate each other's behavioral
competence and compare their differences on evaluating one an-
other. As Imahori and Lanigan (1989) asserted, the two-way per-
spective, like the above approach, could help to obtain more complex

and useful information for intercultural communication.

SUMMARY AND CONCLUSION

This research revealed many significant results. First, the
Japanese business sojourners and the Japanese companies should
realize that they are not competent enough to have successful inter-
cultural communication and interaction with Americans. Day by day,
the number of Japanese companies that send their employees to the
United States are increasing. However, they have still have little
prior understanding of intercultural communication problems.

An indirect purpose of this research was to alert them to real-
ize and understand this issue. This researcher expect many repre-

sentatives read this at the Shokokai of Portland. Also this researcher
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believe that Japanese companies need to take into account this issue
for their successful international business with the United States and
their employees' intercultural adjustment to the United States. This
researcher had chances to discuss with personnel representatives of
some Japanese companies. During the discussion, most representa-
tives seemed to be interested in this issue, but they did not seem to
make a strenuous effort to the issue. In other words, they recog-
nized the importance of the issue, but they would not like to spend
time and money to make effective resolution for this issue. It is
possible to consider that these responses represent current Japanese
companies' posture toward this issue. Thus, this researcher expect
that this study attracts their attentions.

This researcher hopes that this research will inspire intercul-
tural communication scholars to design new research projects that
address the issue of more successful intercultural communication be-
tween the Japanese and Americans. Also, it is hoped that the schol-
ars will recognize the need to establish clear definition of "intercul-
tural communication competence” and training programs to improve
interactants’ intercultural communication competence, by taking into

consideration the cultural context or situation of interactions.
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Dear Japanese business sojourners and spouses:

My name is Muneo Hotta, a graduate student in Speech Communi-
cation at Portland State university. With the cooperation of the
Shokokai of Portland providing me a list of members, I am writing
this letter to ask you for your cooperation in the survey question-
naire for my Master's thesis.

The purpose of this research is to discover how Japanese busi-
ness sojourners and their spouses manage and adjust to the Ameri-
can culture, and what kind of aspects are related to their adjustment.

Since there are no right or wrong answers of the questionnaire,
please give your honest responses. It will take just 25 minutes for
you to complete this questionnaire. Also, please do not write your
name and address on the questionnaire, as every information given
to this questionnaire is treated as an anonymous and confidential
matter. There are two enclosed questionnaires, so that I would like
you and your spouse to fill in each questionnaire.

I have been studying intercultural communication, feeling strong-
ly the difficulties to adjust to another culture with my own experi-
ence. I wish to dedicate myself to the service of this field, helping
those who will live out of Japan.

I would like you and the sojourners and their spouses who will
stay in Portland in the future to review my thesis based on this re-
search result, a copy of my thesis will be donated to the Shokokai of
Portland.

I sincerely appreciate your cooperation.

Sincerely yours,

Muneo Hotta



Q1
Q2

Q3

Q4

Q5

117

QUESTIONNAIRE

Please indicate your gender and age. Male/Female years old

Please circle the level of your education which you last
completed.

1. Junior High School 2. Senior High School 3. Special School
4. Junior College 5. Undergraduate 6. Graduate

How long have you sojourned in the U. S.? Please indicate by
circling an appropriate response.

1. Less than 6 months 2. 6 months - 1 Year 3. 1 Year - 2 Years
4, 2 Years - 3 Years 5.3 Years - 4 Years 6. 4 Years - 5 Years
7. More than 5 Years

Have you been assigned overseas business sojourning previ-
ously? (For Wives: Have you been companied your husband's
overseas business sojourning?) Yes / No

If 'Yes,' please state where you sojourned and how long you
were there, following the next example?

e.g., Ist time Indonesia : April 1979 - March 1981.
Ist time :
2nd time
3rd time
4th time

How did you prepare for the current sojourning in the U.S.?
Please indicate by circling an appropriate response as many as
you did, or by describing what you did.

1. I learned English conversation.

2. I attended orientation programs for living in the U.S.

sponsored by my (my husband's) company and/or

other organization.

I read books about living in the U.S..

4. I interviewed a former sojourner or someone who
had an experience of living in the U. S..

5. Nothing.

w
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Here are some descriptions of people's communication. Please read
them and respond as directed, keeping your American friend in
mind.

A. Respect

Individuals express respect or positive regard for other people
around them to different degrees. This is shown through their

behavior, which can take many forms. These range from spoken
and unspoken expressions of low interest and regard to state-

ments, gestures and tones of voice that are very supportive and
show high regard and respect. Please choose which of these five
best describes your American friend.

1. The spoken and unspoken expression of my American friend sug-
oest a clear lack of respect and negative regard for others around

him or her. By his or her actions my American friend indicates
that the feelings and experiences of other are not worthy of con-

sideration or that others are not capable of doing a good job with-
out help or guidance. Examples include a condescending tone, lack
of eye contact, general lack of interest, etc.

2. My American friend responds to others in a way that communi-
cate little respect for others' feelings, experiences or abilities. My

American friend may respond mechanically or passively or may
appear to ignore many of the thoughts and feelings of others.

3. Mv American friend indicates some respect for others' situations
and some concern for their feelings, experience and abilities. She
or he may payv some attention to others' efforts and express them-
selves.

4. My American friend indicates a concern for the feelings, experi-

ences and abilities of others. My American friend responds to
others in_a way that makes them feel that they have something

worthwhile to contribute to _human interactions. She or he gives
that other person a feeling of being valued as an individual.
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5. My American friend shows deep respect for the worth of others as
ersons of high tential and worth. He or she indicates (through
eye contact, general attentiveness, appropriate tone of voice, and
general interest) a clear respect for the thought and feelings of

others. He or she seems committed to supporting and encouraging
their development.
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B. Interaction Posture

Responses to another person in an interpersonal or group situation
range from descriptive, non-valuing to highly judgmental. Please
choose one of following four which interaction pattern is most
characteristic of your American friend.

1. My American friend appears to respond to others' verbal and
nonverbal contributions in a highly judgmental and evaluative
manner. He or she appears to measure the contributions of others
in terms of a highly structured, predetermined frame work of
thoughts, beliefs, attitudes and values. My American friend's re-
sponses communicate clearly whether she or he thinks the other
person is "right" or "wrong." Reactions are made in strong state-
ments that convey a sense of authority based on what is "right.”
Judgmental comments follow other's opinions very quickly, indi-

cating little thought was given to what was being said before
judging it.

2. My American friend responds to others verbally and nonverbally
in an evaluative and judgmental manner. He or she measures re-
sponses and comments of others in terms of a predetermined
framework of thoughts, beliefs, and ideas. The framework is not
totally rigid but provides a clear basis for determining whether
others' contributions are "right" or "wrong." There are some indi-
cation of a minimal attempt to consider others' ideas before re-
sponding positively or_negatively.

3. My American friend appears to measure the responses of others
in terms of a framework based partly on information, thoughts,
attitudes, and feelings gathered from the particular situation and
the other individuals involved. He or she offers evaluative re-
sponse, but they do not appear to be very rigidly held. His or her
responses seem open to negotiation and modification. He or she
takes time to respond to others' comments, indicating an effort to
digest and consider them before reacting either positively or
negatively.
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4. My American friend responds to others in a manner that draws

out information, thoughts and feelings. He or she provided eval-
uative responses, but only after gathering enough information to

provide a response that is appropriate to the individuals involved.
He or she asks questions, restates others’' ideas, and appears to
gather information before responding evaluatively.
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C Orientations to knowledge

Different people explain themselves and the world around them in
different terms. Some personalize their explanations, knowledge,
and understandings. Their statements will often start with
phrases such as "I feel” or "I think." For examples, they might say,
"I don't like Mexican food.”" Other tend to generalize their expla-
nations, understandings and feeling. They tend to use statements
such as "It's a fact that,” "It's human nature to," etc. This pattern
could lead to a person saying "Mexican food is very disagreeable,”
indicating that the food is the basis of the problem, and not the
person's tastes. For your American friend, choose on a 1-4 con-
tinuum the pattern of expression that you feel is the most charac-
teristic.

1. My _American friend generally assume that what he or she sees is
also what others see. He or she assumes that perceptions, knowl-

edge. feelings and insights are inherent in the people or objects

being observed, and will be observed in the same wayv by others.
If differences do emerge, they thought to imply that the other

"

persons are "wrong" or lack maturity or knowledge. Such an ori-
entation might lead to a statement such as "Mexican food is too
hot." This type of individual might use phrases such as, "It's hu-
man nature,” "That's inevitable,” "What else could they have
done,” etc.

2. My American friend treat perceptions, knowledge, feelings and
insights as highly generalizable from one individual to another

within a culture. He or she assume that other personas of similar
cultural heritage will almost always share the some perceptions.

This may be shown by a statement such as "North American find
Mexican food far too hot for their tastes.” "Canadians are gener-
ally," "In this culture,” etc.
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3. My American friend treats perceptions, knowledge, and feelings

as personal to some extent, but also generalizable to others to
some_extent. He or _she tends to assume that others in an imme-

diate group will share the same feelings, perceptions, or thoughts
(as_with friends. colleagues, family). This type of person might
say "No one in may family would like these tacos,” or may use
phrases such as "We feel,” "We believe,” "Most of you in the group
know that,” "People in my profession believe," etc.

4. My American friend treats perceptions, knowledge, and feelings
and _insights as personally based. This may be shown by a state-

ment such as "I don't like Mexican food," which makes clear that
the mismatch between the food and the taster is consequence of
the taster's particular tastes and likes; this may have nothing nec-
essarily to do with Mexican food. She or he sees that the differ-
ences in perception between people are not problems. Examples
of phrases that may be characteristic of this orientation are "I feel
that,” "It is my view that,” "I believe," etc.
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. Empathy

Individuals differ in their ability to give others the impression
that they understand things from another person's point of view.
Some individuals seem to communicate a complete awareness of
another person's thoughts, feeling, and experiences. Others seem
unable to display any awareness of another's thoughts, feelings, or
state of affairs. For your American friend, choose one which pat-
tern of behavior is most characteristic.

. My _American friend shows little or no awareness of even the most
obvious, surface feelings and thought of others. He or she appears
to be bored or disinterested, or simple operating from a position
that totally excludes the other person around at a particular point
in time.

. My American friend may display some awareness of obvious
feelings and thoughts of others. He or she may attempt to re-
spond based on this awareness. Often the responses seems only
superficially matched to the thoughts and feelings of others in-
volved.

. My American friend predictably responds to others with reason-

ably accurate understandings of the surface feelings of others
around, but may not respond to, or may misinterpret, less obvious

feeling and thoughts.

. My American friend displays an understanding for responses of

others at a deeper-than-surface level. This enable others in-
volved to express thoughts or feelings they may have been

unwilling or unable to discuss around people who are less
empathic.

. My American friend appears to respond with great accuracy to
both obvious and less-obvious thoughts and feelings of others. He

or_she shows interest and feelings of others. He or she shows in-
terest and provides verbal and nonverbal cures that she or he un-
derstands the state of affairs of others.
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E. Role Behavior

Task Roles: Individuals differ in the extent to which they engage
in behavior that contributes to group problem-solving activities.
Examples of this behavior include initiating new ideas, requesting
further information or facts, seeking clarification of group tasks,
seeking clarification of task-related issues, evaluating the sugges-
tions of others, or keeping a group on task. Please choose one
which indicates how often your American friend displays these
behavior.

1 2 3 4 5
Never Seldom Occasionally Frequently Continually

Relational Roles: Individuals differ in the extent to which they de-
vote effort to building or maintaining relationships within a group.
These efforts are usually called group-development activities.
Group-development activities may consist of verbal and nonver-
bal behaviors that demonstrate support for the group members
and help to solidify members' feelings of participation. Examples
might include: harmonizing and mediating conflicts between
group members; attempts to bring about even contributions from
all group members; willingness to compromise one's own position
for the sake of group consensus; and general displays of interest
(nods of agreement, eye contact, etc.) Please choose one which
indicates how often this type of behavior is displayed by your
American friend.

1 2 3 4 5
Never Seldom Occasionally Frequently Continually
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. Interaction Management

People vary in their skill at "managing” interactions in which they
take part in a discussion, some individuals are skilled at starting
and ending interactions among participants based upon the needs
of others. They are also skilled at taking turn in a discussion.
Please choose one pattern best describes that your American
friend's behavior.

. My _American_friend is not concerned with taking turns in discus-
sion. He or she may either dominated or refuse to interact at all;
be unresponsive or unaware of other's needs for involvement and
time sharing, start and end a discussion without regard for the
wished of others, continue to talk long after obvious displays of
disinterest and boredom by others; or may end discussion — or
withhold information — when there is clear interest by others for
continued dialogue.

. My American friend is slightly concerned with taking turns in a

discussion. He or she either dominates or is reluctant or partici-

pate, is often unresponsive to other's needs for involvement and
time sharing; and begins and/or ends conversations with minimal
regard for others.

. My American friend is somewhat concerned with taking turns in
discussion. She or he may tend to dominate or provide a little in-
teraction from time to time, depending one the topic and persons
involved. He or she shows some concerns for time sharing, and
starting and stopping interactions in a manner that shows concern
for the needs of others.

. My American friend is quite concerned with taking turns in dis-
cussion. He or she neither dominates nor is reluctant to interact

with most persons at most times. He or she shows a concern for
time sharing and starting and ending interactions in a way that is
consistent with the needs of other participants.



127

5. My American friend is extremely concerned with providing equal
opportunity for all participants to share in contributions to dis-
cussion. Whether beginning or ending a discussion, he or she al-
ways indicates concern for the interests, tolerances, and points of
view of the other participants.
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G. Ambiguity Tolerance

Some people react to new situations with greater comfort than
others. Some are extremely nervous, highly frustrated, and/or
hostile toward the new situations an/or the persons who may be
present. They may think of those present as sources of their
problems. Other encounter new situations as a challenge; they
seem to do best whenever they unexpected or unpredictable may
occur, and quickly adapt to the demands of changing environ-
ments. Please choose one manner which your American friend
seems to respond to new and/or unclear positions.

1. My American Friend seems quite troubled by new/or unclear sit-
uations, shows nervousness and frustration, and is somewhat slow
to the situation, and is somewhat slow to the situations, and
maybe hostile to those in authority or leadership roles. Negative
feelings may result in verbal hostility (expressions of anger,
shouting, sarcasm, extremely short answers, etc.) directed towards
others present, especially those who seem to be in control of the
immediate situation.

2. My _American_friend seems somewhat trouble by new and/or un-
clear situations, shows nervousness and frustration., and is _some-

what slow to adapt to the situation. He or she may express some
hostility to those who seem to be in control.

3. My _American friend reacts with moderate nervousness and frus-
tration to new or unclear situations, but adapts to them with rea-
sonable speed and flexibility. They don't appear to be any per-
sonal, interpersonal, or group consequences as a result of the in-
dividual's uneasiness. Those seem as being in leadership or au-
thority positions may be the targets of minor verbal barbs —
through sarcasm, joking and mild protests — but there are not re-
ally significant signs of hostility.

4. My American friend reacts with some nervousness and frustra-
tions to new or unclear situations. He or she adapts to the situa-
tions quite rapidly, with no personal, interpersonal or group-di-
rected expressions of hostility. Those in leadership and authority
positions are not a target for verbal barbs or sarcasm, nor are oth-
ers in the situations.
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5. My American friend reacts with little or no nervousness and
frustrations to new or unclear situations. He or she adapts to the
situations quite rapidly, with no personal, interpersonal or group
consequences, and this person seems to adapt very rapidly and
comfortable to new and/or changing environments.
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Here are some descriptions of linguistic proficiency in English. Please
read them and respond to the following categories by circling an ap-
propriate statement which indicates your English ability.

Accent

[—y

. Pronunciation frequently unintelligible.
. Frequent gross errors and a very heavy accent make un-

derstanding difficult, require frequent repetition.

. "Foreign accent” requires concentrated listening and mispro-

nunciations lead to occasional misunderstanding and appar-
ent errors in grammar or vocabulary.

. Marked "foreign accent" occasional mispronunciations that

do no interfere with understanding.

. No conspicuous mispronunciations, but would not be taken

for a native speaker.

. Native pronunciation, with no trace of "foreign accent."

Grammar

W

. Grammar almost entirely inaccurate expect in stock phrases.

Constant errors showing control of very few major patterns
and frequently preventing communication.

. Frequent errors showing some major patterns uncontrolled

and causing occasional irritation and misunderstanding.

. Occasional errors showing imperfect control of some pat-

terns but no weakness that causes misunderstanding.

. Few errors, with no patterns of failure.
. Grammar apparently as accurate and extensive as that of an

educated native speaker.
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Vocabulary

1. Vocabulary inadequate for even the simple conversation.

2. Vocabulary limited to basic personal and survival areas.
(time, food, transportation, family, etc.)

3. Choice of words sometimes inaccurate, limitations of vocabu-
lary prevent discussion of some common professional and
social topics.

4. Professional vocabulary adequate to discuss special inter-
ests; general vocabulary permits discussion of any non-
technical subject with some circumlocutions.

5. Professional vocabulary broad and precise; general vocabu-
lary adequate to cope with complex practical problems and
varied social situation.

6. Vocabulary apparently as accurate and extensive as that of
an educated native speaker.

Fluency

1. Speech is so halting and fragmentary that conversation is
virtually impossible.

2. Speech is very slow and uneven except for short or routine
sentences.

3. Speech is frequently hesitant and jerky; sentences may be
left uncompleted.

4. Speech is occasionally hesitant, with some unevenness
caused by rephrasing and groping for words.

5. Speech is effortless and smooth, but perceptible non-native
in speed and evenness.

6. Speech on all professional and general topics as effortless

and smooth as native speaker's.
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Comprehension

1. Understand too little for the simplest type of conversation.

2. Understand only slow, very simple speech on common social
and touristic topics; requires constant repetition and re-
phrasing.

3. Understand careful, somewhat simplified speech directed
to him or her, with considerable repetition or rephrasing.

4. Understand quite well normal educated speech directed to
him or her, but requires occasional repetition or rephrasing.

5. Understand everything in normal educated conversation ex-
cept for very colloquial or low frequency items or excep-
tionally rapid or slurred speech.

6. Understand everything in both formal and colloquial speech

to be expected of an educated native speaker.
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The following statements are concerned with your attitude toward

American people.

think the most appropriate by circling.

10.

11.

12.

. Americans are honest.

Americans tend to improve
any group with which they
come in contact.

. I consider it a privilege to

associate with American people.

. Americans are on a level with

my own group.

. Americans are religiously

inclined.

. Americans are considerate of

others.

. Americans can be resourceful

when necessary.

. Americans should be regarded

as any other group.

. Americans are equal in intel-

iligence to the average person.

I have no particular love or
hatred for Americans.

Americans are gregarious.

Please indicate your first impressions which you

Strongly Strongly

Disagree Disagree Agree Agree
SD D A SA
SD D A SA
SD D A SA
SD D A SA
SD D A SA
SD D A SA
SD D A SA
SD D A SA
SD D A SA
SD D A SA
SD D A SA
SD D A SA

I suppose Americans are all

right, but I've never liked them.



13.

14.

15.

16.

17.

Americans have a tendency
toward insubordination.

Americans are envious of
others.

Americans are discourteous.

Americans are slow and
unimaginative.

Americans are the most des-
picable people in the world.
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The following statements are concerned with your perception from
American people. Please indicate your first impressions which you
think the most appropriate by circling.

1. Americans think that the
Japanese are honest.

2. Americans think that the
Japanese tend to improve
any group with which they
come in contact.

3. Americans consider it a
privilege to associate with
Japanese people.

4. Americans think that the
Japanese are on a level with
their own group.

5. Americans think that the
Japanese are religiously
inclined.

6. Americans think that the
Japanese are considerate
of others.

7. Americans think that the
Japanese can be resourceful
when necessary.

8. Americans think that the
Japanese should be regarded
as any other group.

Strongly Strongly

Disagree Disagree Agree Agree
SD D A SA
SD D A SA
SD D A SA
SD D A SA
SD D A SA
SD D A SA
SD D A SA
SD D A SA



10.

11.

12.

13.

14.

15.

16.

17.

. Americans think that the

Japanese are equal in intelli-
gence to the average person.

Americans have no particular
love or hatred for the Japanese.

Americans think that the
Japanese are gregarious.

Americans suppose that the
Japanese are all right, but
they've never liked us.

Americans think that the
Japanese have a tendency
toward insubordination.

Americans think the Japanese
are envious of others.

Americans think that the
Japanese are discourteous.

Americans think that the
Japanese are slow and un-
imaginative.

Americans think that the
Japanese are the most des-
picable people in the world.

SD

SD

SD

SD
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APPENDIX B

BEHAVIORAL ASSESSMENT SCALE FOR
INTERCULTURAL COMMUNICATION
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Here are some descriptions of people's communication. Please read
them and respond as directed, keeping your roommate in mind.

A. Respect

INSTRUCTIONS: Individuals express respect or positive regard for
other people around them to different degrees. This is shown
through their behavior, which can take many forms. These range
from spoken and unspoken expressions of low interest and regard
to statements, gestures and tones of voice that are very support-
ive and show high regard and respect. Please indicate which of
these five best describes your roommate best.

1. The spoken and unspoken expression of my roommate suggest a
clear lack of respect and negative regard for others around him or
her. By his or her actions my roommate indicates that the feelings
and experiences of other are not worthy of consideration or that
others are not capable of doing a good job without help or guid-
ance. Examples include a condescending tone, lack of eye contact,
general lack of interest, etc.

2. My roommate responds to others in a way that communicate little
respect for others' feelings, experiences or abilities. My roommate
may respond mechanically or passively or may appear to ignore
many of the thoughts and feelings of others.

3. My roommate indicates some respect for others' situations and
some concern for their feelings, experience and abilities. She or
he may pay some attention to others' efforts and express them-
selves.

4. My roommate indicates a concern for the feelings, experiences and
abilities of others. My roommate responds to others in a way that
makes them feel that they have something worthwhile to con-
tribute to human interactions. She or he gives that other person a
feeling of being valued as an individual.
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5. My roommate shows deep respect for the worth of others as
persons of high potential and worth. He or she indicates (through
eye contact, general attentiveness, appropriate tone of voice, and
general interest) a clear respect for the thought and feelings of
others. He or she seems committed to supporting and encouraging
their development.

RATING

1 2 3 4 5

Place an X to indicate the position on the continuum that represents
your roommate.
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B. Interaction Posture

INSTRUCTIONS: Responses to another person in an interpersonal
or group situation range from descriptive, non-valuing to highly
judgmental. Indicate which interaction pattern is most character-
istic of your roommate.

1. High Evaluative. My roommate appears to respond to others' ver-
bal and nonverbal contributions in a highly judgmental and eval-

uative manner. She or he appears to measure the contributions of
others in terms of a highly structured, predetermined frame work

of thoughts, beliefs, attitudes and values. My roommate's re-
sponses communicate clearly whether she or he thinks the other
person is "right" or "wrong." Reactions are made in strong state-
ments that convey a sense of authority based on what is "right.”
Judgmental comments follow other's opinions very quickly, indi-
cating little thought was given to what was being said before
judging it.

2. Evaluative. My roommate responds to others verbally and non-
verbally in an evaluative and judgmental manner. He or she mea-

sures responses and comments of others in terms of a predeter-
mined framework of thoughts, beliefs, and ideas. The framework

is not totally rigid but provides a clear basis for determining
whether others' contributions are "right" or "wrong." There are
some indication of a minimal attempt to consider others' ideas
before responding positively or negatively.

3. Evaluative-Descriptive. My roommate appears to measure the
responses of others in terms of a framework based partly on in-
formation, thoughts, attitudes, and feelings gathered from the
particular situation and the other individuals involved. She or he
offers evaluative response, but they do not appear to be very
rigidly held. My roommate's responses seem open to negotiation
and modification. My roommate takes time to respond to others'
comments, indicating an effort to digest and consider them before
reacting either positively or negatively.
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4. Descriptive. My roommate responds to others in a manner that
draws out information, thoughts and feelings. She or he provided
evaluative responses, but only after gathering enough information
to_provide a response that is appropriate to the individuals in-
volved. She or he asks questions, restates others' ideas, and ap-
pears to gather information before responding evaluatively.

RATING

1 2 3 4

Place an X to indicate the position on the continuum that represents
your roommate.
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C Orientations to _knowledge

INSTRUCTIONS: Different people explain themselves and the world
around them in different terms. Some personalize their explana-
tions, knowledge, and understandings. Their statements will often
start with phrases such as "I feel" or "I think." For examples, they
might say, "I don't like Mexican food." Other tend to generalize
their explanations, understandings and feeling. They tend to use
statements such as "It's a fact that,” "It's human nature to," etc.
This pattern could lead to a person saying "Mexican food is very
disagreeable,” indicating that the food is the basis of the problem,
and not the person's tastes. For your roommate, indicate on a 1-4
continuum the pattern of expression that you feel is the most
characteristic.

1. Physical Orientation. My roommate generally assume that what
he or she sees is also what others see. He or she assumes that
perceptions, knowledge, feelings and insights are inherent in the
people or objects being observed, and will be observed in the
same way by others. If differences do emerge, they thought to
imply that the other persons are "wrong" or lack maturity or
knowledge. Such an orientation might lead to a statement such as
"Mexican food is too hot." This type of individual might use
phrases such as, "It's human nature," "That's inevitable,” "What
else could they have done,” etc.

2. Culture Orientation. My roommate treat perceptions, knowledge,
feelings and insights as highly generalizable from one individual
to another within a culture. My roommate assume that other per-
sonas of similar cultural heritage will almost always share the
same perceptions. This may be shown by a statement such as
"North American find Mexican food far too hot for their tastes.”
“"Canadians are generally," "In this culture,” etc.
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3. Interpersonal Orientation. My roommate treats perceptions,
knowledge, and feelings as personal to some extent, but also gen-

eralizable to others to some extent. He or she tends to assume
that others in an immediate group will share the same feelings,
perceptions, or thoughts (as with friends, colleagues, family). This
type of person might say "No one in may family would like these
tacos," or may use phrases such as "We feel,” "We believe," "Most
of you in the group know that,” "People in my profession believe,"
etc.

4. Intrapersonal Orientation. My roommate treats perceptions,
knowledge. and feelings and insights as personally based. This

may be shown by a statement such as "I don't like Mexican food,"
which makes clear that the mismatch between the food and the
taster is consequence of the taster's particular tastes and likes;
this may have nothing necessarily to do with Mexican food. She
or he sees that the differences in perception between people are
not problems. Examples of phrases that may be characteristic of
this orientation are "I feel that," "It is my view that,” "I believe,"
etc.

RATING

1 2 3 4

Place an X to indicate the position on the continuum that represents
your roommate.
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D. Empathy

INSTRUCTIONS: Individuals differ in their ability to give others
the impression that they understand things from another person's
point of view. Some individuals seem to communicate a complete
awareness of another person's thoughts, feeling, and experiences.
Others seem unable to display any awareness of another's
thoughts, feelings, or state of affairs. For your roommate, indicate
on a 1-5 continuum which pattern of behavior is most character-
istic.

1. Low-level Empathy. My roommate shows little or no awareness
of even the most obvious, surface feelings and thought of others.
He or she appears to be bored or disinterested, or simple operat-
ing from a position that totally excludes the other person around
at a particular point in time.

2. Medium-Low Empathy. My roommate may display some aware-
ness of obvious feelings and thoughts of others. He or she may
attempt to respond based on this awareness. Often the responses
seems only superficially matched to the thoughts and feelings of
others involved.

3. Medium Empathy. My roommate predictably responds to others
with reasonably accurate understandings of the surface feelings of
others around, but may not respond to, or may misinterpret, less
obvious feeling and thoughts.

4. Medium-High Empathy. My roommate displays an understanding
for responses of others at a deeper-than-surface level. This en-
able others involved to express thoughts or feelings they may
have been unwilling or unable to discuss around people who are
less empathic.
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5. High Empathy. My roommate appears to respond with great
accuracy to both obvious and less-obvious thoughts and feelings
of others. He or she shows interest and feelings of others. She or

he shows interest and provides verbal and nonverbal cures that
she or he understands the state of affairs of others.

RATING

1 2 3 4 5

Place an X to indicate the position on the continuum that represents
your roommate.
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E Role Behavior

INSTRUCTIONS: Indicate how often your roommate has show each
pattern of behavior described below.

DESCRIPTION

Task Roles. Individuals differ in the extent to which they engage
in behavior that contributes to group problem-solving activities.
Examples of this behavior include initiating new ideas, requesting
further information or facts, seeking clarification of group tasks,
seeking clarification of task-related issues, evaluating the sugges-
tions of others, or keeping a group on task. Please choose one
which indicates how often your American friend displays these
behavior.

1 2 3 4 5
Never Seldom Occasionally Frequently Continually

Relational Roles. Individuals differ in the extent to which they
devote effort to building or maintaining relationships within a
group. These efforts are usually called group-development
activities. Group-development activities may consist of verbal
and nonverbal behaviors that demonstrate support for the group
members and help to solidify members' feelings of participation.
Examples might include: harmonizing and mediating conflicts
between group members; attempts to bring about even
contributions from all group members; willingness to compromise
one's own position for the sake of group consensus; and general
displays of interest (nods of agreement, eye contact, etc.) Indicate
with an X how often this type of behavior is displayed by your
roommate.

1 2 3 4 5
Never Seldom Occasionally Frequently Continually
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. Interaction Management

INSTRUCTIONS: People vary in their skill at "managing” interac-
tions in which they take part in a discussion, some individuals are
skilled at starting and ending interactions among participants
based upon the needs of others. They are also skilled at taking
turn in a discussion. For your roommate, indicate on the 1 to 5
continuum which pattern best describes that person's behavior.

. Low Management. My roommate is not concerned with taking
turns in_discussion. He or she may either dominated or refuse to
interact at all; be unresponsive or unaware of other's needs for
involvement and time sharing, start and end a discussion without
regard for the wished of others, continue to talk long after obvious
displays of disinterest and boredom by others; or may end dis-
cussion — or withhold information — when there is clear interest
by others for continued dialogue.

. Moderately Low Management. My roommate is slightly concerned
with taking turns in a discussion. She or he either dominates or is
reluctant or participate, is often unresponsive to other's needs for
involvement and time sharing; and begins and/or ends conversa-
tions with minimal regard for others.

. Moderate Management. My roommate is _somewhat concerned
with taking turns in discussion. She or he may tend to dominate
or provide a little interaction from time to time, depending one
the topic and persons involved. He or she shows some concerns
for time sharing, and starting and stopping interactions in a
manner that shows concern for the needs of others.

. Moderately High Management. My roommate is quite concerned
with taking turns in discussion. He or she neither dominates nor

is reluctant to interact with most persons at most times. He or she
shows a concern for time sharing and starting and ending interac-
tions in a way that is consistent with the needs of other partici-
pants.
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5. High Management. My roommate is extremely concerned with

providing equal opportunity for all participants to share in contri-
butions to discussion. Whether beginning or ending a discussion,

she or he always indicates concern for the interests, tolerances,
and points of view of the other participants.
RATING

1 2 3 4 5

Place an X to indicate the position on the continuum that represents
the individual chosen.
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G. Ambiguity Tolerance

INSTRUCTIONS: Some people react to new situations with greater
comfort than others. Some are extremely nervous, highly frus-

trated, and/or hostile toward the new situations an/or the persons
who may be present. They may think of those present as sources
of their problems. Other encounter new situations as a challenge;
they seem to do best whenever they unexpected or unpredictable
may occur, and quickly adapt to the demands of changing envi-

ronments. On the 1 to 5 continuum, indicate the manner in which
your roommate seems to respond to new and/or unclear positions.

1. Low Tolerance. My roommate seems gquite troubled by new/or
unclear situations, shows nervousness and frustration, and is
somewhat slow to the situation, and is somewhat slow to the sit-
uations, and maybe hostile to those in authority or leadership
roles. Negative feelings may result in verbal hostility (expressions
of anger, shouting, sarcasm, extremely short answers, etc.) di-
rected towards others present, especially those who seem to be in
control of the immediate situation.

2. Moderately Low Tolerance. My roommate seems somewhat trou-
ble by new and/or unclear situations, shows nervousness and
frustration, and is somewhat slow to adapt to the situation. My
roommate may express some hostility to those who seem to be in
control.

3. Moderate Tolerance. My roommate reacts with moderate ner-
vousness and frustration to new or unclear situations, but adapts
to them with reasonable speed and flexibility. They don't appear
to be any personal, interpersonal, or group consequences as a re-
sult of the individual’'s uneasiness. Those seem as being in leader-
ship or authority positions may be the targets of minor verbal
barbs — through sarcasm, joking and mild protests — but there are
not really significant signs of hostility.
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4. Moderately High Tolerance. My roommate reacts with some ner-
vousness and frustrations to new_ or unclear situations. She or he

adapts to the situations quite rapidly. with no personal, interper-
sonal or group-directed expressions of hostility. Those in leader-
ship and authority positions are not a target for verbal barbs or
sarcasm, nor are others in the situations.

5. High Tolerance. My roommate reacts with little or no nervousness
and frustrations to _new_or unclear situations. He or she adapts to
the demands of the situations quickly. There are no noticeable
personal, interpersonal or group consequences, and this person
seems to adapt very rapidly and comfortable to new and/or
changing environments.

RATING

1 2 3 4 5

Place an X to indicate the position on the continuum that represents
your roommate.
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REMMERS' ATTITUDE TOWARD OTHER CULTURE SCALE
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11.

12.

Strongly
Disagree Disagree Agree

. The Japanese are honest.

. The Japanese tend to im-

prove any group with which
they come in contact.

. I consider it a privilege to

associate with Japanese people.

. The Japanese are on a level

with my own group.

. The Japanese are religiously

inclined.

. The Japanese are considerate

of others.

. The Japanese can be resource-

ful when necessary.

. The Japanese should be

regarded as any other group.

. The Japanese are equal in

intelligence to the average
person.

I have no particular love or
hatred for the Japanese.

The Japanese are gregarious.
I suppose the Japanese are all

right, but I've never liked
them.

SD

SD

SD

SD

D

D

A

A
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Strongly
Agree
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14.

15.

16.

17.

The Japanese have a tendency
toward insubordination.

The Japanese are envious of
others.

The Japanese are discourteous.

The Japanese are slow and
unimaginative.

The Japanese are the most
despicable people in the world.

SD

SD

SD

SD

SD
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THE FSI (FOREIGN SERVICE INSTITUTE) TEST
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Accent

1. Pronunciation frequently unintelligible.

2. Frequent gross errors and a very heavy accent make un-
derstanding difficult, require frequent repetition.

3. "Foreign accent" requires concentrated listening and mis-
pronunciations lead to occasional misunderstanding and
apparent errors in grammar or vocabulary.

4. Marked "foreign accent" occasional mispronunciations that
do no interfere with understanding.

5. No conspicuous mispronunciations, but would not be taken
for a native speaker.

6. Native pronunciation, with no trace of "foreign accent.”

Grammar

1. Grammar almost entirely inaccurate expect in stock phrases.

2. Constant errors showing control of very few major patterns
and frequently preventing communication.

3. Frequent errors showing some major patterns uncontrolled
and causing occasional irritation and misunderstanding.

4. Occasional errors showing imperfect control of some pat
terns but no weakness that causes misunderstanding.

5. Few errors, with no patterns of failure.

6. Grammar apparently as accurate and extensive as that of an
educated native speaker.

Vocabulary

1. Vocabulary inadequate for even the simple conversation.

2. Vocabulary limited to basic personal and survival areas.
(time, food, transportation, family, etc.)

3. Choice of words sometimes inaccurate, limitations of vocabu-
lary prevent discussion of some common professional and
social topics.

4. Professional vocabulary adequate to discuss special inter

ests; general vocabulary permits discussion of any non-
technical subject with some circumlocutions.
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5. Professional vocabulary broad and precise; general vocabu
lary adequate to cope with complex practical problems and
varied social situation.

6. Vocabulary apparently as accurate and extensive as that of
an educated native speaker.

Fluency

1. Speech is so halting and fragmentary that conversation is
virtually impossible.

2. Speech is very slow and uneven except for short or routine
sentences.

3. Speech is frequently hesitant and jerky; sentences may be
left uncompleted.

4. Speech is occasionally hesitant, with some unevenness
caused by rephrasing and groping for words.

5. Speech is effortless and smooth, but perceptible non-native
in speed and evenness.

6. Speech on all professional and general topics as effortless
and smooth as native speaker's.

Comprehension
1. Understand too little for the simplest type of conversation.

2. Understand only slow, very simple speech on common social

and touristic topics; requires constant repetition and
rephrasing.

. Understand careful, somewhat simplified speech directed to

him or her, with considerable repetition or rephrasing.

. Understand quite well normal educated speech directed to

him or her, but requires occasional repetition or rephrasing.

. Understand everything in normal educated conversation

except for very colloquial or low frequency items or
exceptionally rapid or slurred speech.

. Understand everything in both formal and colloquial speech

to be expected of an educated native speaker.



The FSI Weighting and Conversion Tables

FSI Weighting Table
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Proficiency description 1 2 3 4 5 6
Accent 0 1 2 3 4 5 —
Grammar 6 12 18 24 30 36 —_—
Vocabulary 4 8 12 16 20 24 —
Fluency 2 4 6 § 10 12 ——
Comprehension 4 g8 12 15 19 23 _—
Total: ——
FSI Conversion Table

Total Score Level Total Score Level

16 - 25 0+ 63 - 72 3

26 -32 1 73 - 82 3+

33 - 42 1+ 83 - 92 4

43 - 52 2 93 - 99 4+

53 - 62 2+ 100 5




Level 1:

Level 2:
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The FSI Proficiency Ratings

Able to satisfy routine travel needs and minimum courtesy
requirements. Can ask and answer questions on topics very
familiar to him or her; within the scope of his or her very
limited language experience can understand simple ques-
tions and statements, allowing for slowed speech, repetition
or paraphrase; speaking vocabulary inadequate to express
anything but the most elementary needs; errors in pronun-
ciation and grammar are frequent, but can be understood by
a native speaker used to dealing with foreigners attempting
to speak his or her language. While elementary needs vary
considerably from individual to individual, any person at
level 1 should be able to order a simple meal, ask for shelter
or lodging, ask and give simple directions, make purchases,
and tell time.

Able to satisfy routine social demands and limited work re-
quirements. Can handle with confidence but not with facility
most social situations including introductions and casual
conversations about current events as well as work, family
and autobiographical information; can handle limited work
requirement, needing help in handling any complications or
difficulties; can get the gist of most conversations on non-
technical subjects (i.e., topics that require no specialized
knowledge) and has a speaking vocabulary sufficient to ex-
press himself or herself simply with some circumlocutions;
accent, thought often constructions quite faulty, is intelligi-
ble; can usually handle elementary constructions quite accu-
rately but does not have thought or confident control of the
grammar.
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Level 3: Able to speak the language with sufficient structural accu-

Level 4:

racy and vocabulary to Participate effectively in most for-
mal and informal conversations on practical, social, and
professional topics. Can discuss particular interests and
special fields of competence with reasonable ease; compre-
hension is quite complete for a normal rate of speech; vo-
cabulary is broad enough that he or she rarely has to grope
for a word; accent may be obviously foreign; control of
grammar good. errors never interfere with understanding
and rarely disturb the native speaker.

Able to use the language fluently and accurately on all levels
normally pertinent to professional needs. Can understand
and participate in any conversation within the range of his
or her experience with a high degree of fluency and preci-
sion of vocabulary; would rarely be taken for a native
speaker but can respond appropriately even in unfamiliar
situations; error of pronunciation and grammar quite rare;
can handle informal interpreting from and into the language.

Level 5: Speaking proficiency equivalent to that of an educated na-

Plus Va

tive speaker. Has complete fluency in the language such that
his or her speech on all levels in fully accepted by educated
native speakers in all of its features, including breadth of
vocabulary and idiom, colloquialisms, and pertinent cultural
references.

lues:

Except for Level 5, a "plus" may be added to each of the
above levels. The "plus" indicates the individual's perfor-
mance Ssubstantially exceeds the minimum requirements for
that level but fails to meet all the requirements for the next
higher level. A "plus" rating, therefore, does not represent a
midway point between two levels but is used to indicate a
degree of performance that approaches but does not satisfy
in all respects the requirements of the higher level.



APPENDIX E

A COVER LETTER



174

Dear Japanese representatives:

My name is Muneo Hotta, a graduate student in Speech Com-
munication at Portland State university. 1 am writing this letter to
ask you for your cooperation in the survey questionnaire for my
Master's thesis. Since I was a staff of Portland Japanese School year,
I could have the cooperation of the Shokokai of Portland providing
me a list of members.

The purpose of this research is to discover how Japanese busi-
ness sojourners and their spouses manage and adjust to the Ameri-
can culture, and what kind of aspects are related to their adjustment.

I would like to ask you to distribute the enclosed envelopes,
which include two questionnaires, to Japanese employees of your
company. Explanation of the questionnaire are attached with the
questionnaire. If you have any question about this issue, please
contact the address listed below.

I have been studying intercultural communication, feeling
strongly the difficulties to adjust to another culture with my own ex-
perience. [ wish to dedicate myself to the service of this field, help-
ing those who will live out of Japan.

I would like you and the sojourners and their spouses who will
stay in Portland in the future to review my thesis based on this re-
search result, a copy of my thesis will be donated to the Shokokai of
Portland.

I sincerely appreciate your cooperation.
Sincerely yours,
Muneo Hotta
4000 S. W. Carman Dr. #22

Lake Oswego, OR 97035
(503) 635-2134
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