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Abstract:  
 
Cultural environment is among the most important factors that affect nations’ prosperity. 

Cultural values influence ways in which people conduct their professional and personal lives. Society 
members’ attitudes and behaviors have significant contribution to the improvement of well-being 
standards. Undeniably, certain cultural characteristics assist in promoting welfare. These 
characteristics impacts society members’ attitudes and behaviors towards many issues. In this work, we 
will reflect the influence of some of the cultural values on international business operations. For the 
purpose of performing this study, we have selected Norwegian and Japanese societies as samples 
because these societies originated from different parts of the world and may have different cultural 
values. Needless to say that the two nations achieved an outstanding welfare levels in spite of sever 
environmental and similar geographical conditions.  
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1. Introduction 
 
Norway and Japan are among leading countries in many fields. Though, the two countries 

have severe environmental and geographical conditions such as cold weather and mountains. 
Yet they managed to achieve a tremendous well-being standards. Certainly, both countries have 
strong economic potentials, however Norwegians and Japanese people have some qualities that 
assisted them in attaining this significant welfare levels. Cultural values affect society 
members’ behaviors towards professional and personal lives’ styles in different ways. In this 
work, we intend to look at some of the cultural characteristics of the two nations so as to know 
how these characteristics influence the lives of the two nations with the aim of better 
understanding the impact of cultural environment in the development of nations and more 
precisely their attitudes and behaviors when performing international business operations.      

Norwegian and Japanese societies members certainly have special cultural characteristics. 
Each of these societies has its own cultures which is relatively different from the other. Behavior 
is one of the components of culture. Thus, our behavior influences our actions and activities. 
As such our behavior would certainly have important impacts in our business behavior. In turn, 
our business behavior would certainly influence communication and negotiation styles with 
business counterparts in addition to the management of business activities. In following 
sections, we are going to identify the specific features of business behavior in Norwegian and 
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Japanese societies in order to clarify how the business behaviors’ influence business activities 
and operations.   

 
2. SPECIFIC CHARACTERISTICS OF BUSINESS BEHAVIOR 

 
Time is one of the most significant factors in all business activities. However, societies’ 

attitudes towards time differ considerably. In the following lines we are going to look at 
business behavior towards time in Norwegian society. Norwegian society is sequential. This 
means that Norwegian society members tend to be punctual as they place high emphasis on 
time. It similarly means that they give emphasis to planning with a preference to stick to plans 
already set and to prepare for future. They opt to accomplish one task at a time and to 
concentrate on the task at hand. As such, Norwegian business sessions are characterized by 
punctuality and systemization. A detailed agenda has to be prepared in advance and any change 
in plans must be revealed beforehand. Thus, business behavior tends to be Monochronic in 
Norway. Norwegian business consider a business counterpart who fulfills business 
requirements in time [1, p.332].  

Japanese take a synchronous approach to time. They stress the importance of punctuality 
and meeting the deadlines, still they can accept changes in times and plans easily. Uncertainty 
Avoidance Index is high in Japan. So, Japanese tend to formulate plans in order to avoid any 
surprises and to pay attention to details to ensure that things go appropriately. These attributes 
have a significant influence in business behavior. Japanese business seek always for perfection. 
They take relatively long time looking at details to ensure making right decisions. Japanese 
society is diffuse. Thus, Japanese may meet business partners after working hours in order to 
get to know them, so as to build trust and then to decide to conduct business with them. Japanese 
have a polychronic business behavior [2, p.10].  

Culture influences Nations’ approach towards business. Norwegians are individualistic. 
Thus each member of the society seek to make an achievement to gain a respectable status in 
the society. Norwegians are specific. Though, they give due consideration to work objectives, 
yet they maintain a clear separation between private and work lives. We also mentioned that 
they are Monochronic, meaning that they prefer to accomplish one task at a time and to 
concentrate on the task at hand. These attitudes signify that when Norwegians get involved in 
a business activity, they may not want to waste time in socializing before getting down to 
business. They initiate business communication and negotiation directly and focus in business 
deals rather than seeking to get to know business partner and then to decide to conduct business 
with her/him. Scandinavians are among deal-oriented societies [3, p.19].  

Historical catastrophes and limited ability to exercise influence over nature impacted 
Japanese culture critically. We previously revealed that uncertainty avoidance index is high in 
Japanese society. Therefore, society members seek to avoid ambiguity by all means. To do so, 
they tend to identify all details. They similarly seek to investigate all relevant data to avoid any 
error and make accurate decisions. We also indicated that Japanese is a diffuse society. So, 
there is no clear separation between private and professional lives. Society members may 
socialize with peers and clients. As such, Japanese businessmen may seek to meet potential 
business partner after working hours with the aim of identifying counterpart’s characteristics to 
build trust and then decide to conduct a business activity. Japanese culture influences Japanese 



 
 

business behavior greatly. Business deals rely heavily on relationships in Japanese society [4, 
p.31].  

Power distance indicator is low in the Norwegian society. It signifies that an opportunity 
for discussion and sharing opinion in this society is greater than in other societies. At the family 
level, parents need to convince their children by logic and not to use force. At society and public 
levels, each person understands her/his rights and obligations. So, individuals know limits of 
their prerogatives. Consequently, no one would exceed powers conferred upon her/him. Such 
attitudes may perhaps be reflected in their business behavior also. Norwegians tend to have a 
professional business approach. Any business decision is subject to extensive discussions and 
managers do not make decisions unilaterally. Subordinates are involved in decision-making 
processes each in her/his specialization. In business, people communicate in a less formal way 
as they have an equal status. Norway is characterized by its egalitarian business culture [5, 
p.59].  

Power distance indicator is high in Japan. Therefore, titles and ranks play a major role in 
determining a person’s position in an organization and status in society. Age is a main factor 
upon which one gain respect. This attitude is predominant in Japanese culture but also Japanese 
business behavior. Japanese is an ascription-oriented society in which age and experience play 
a main role in decisions-making. In business, managers who are mostly old and possess more 
experience make decisions in general. Subordinates attempt to avoid making decisions and just 
to communicate facts leaving responsibility of making decisions to managers. The acceptance 
of power inequalities and conferral of decision-making powers to senior family members in 
Japan society promoted hierarchical relationships in social institutions and in workplaces. 
Japanese business leaders are not democratic [6, p.296].    

As aforesaid, power distance indicator is low in Norwegian society. Consequently, power 
is distributed equally amongst society members regardless of their ages and positions. The trend 
implies that since all members are equal, they have the right to reveal their viewpoints. As they 
belong to an indulgent society, Norwegians recognize the importance of debates and encourage, 
dialogue and feedback in meetings in order to make decisions that take into account interests 
of all. They also belong to a specific culture, so when Norwegians are invited for any discussion, 
they tend to be transparent and they prefer to be direct and precise. We believe that Norwegians 
reveal these cultural attitudes in social context and also in business environment. They likewise 
encourage a deal-focused approach to business and in order to achieve a business deal, they 
tend to communicate in a direct style. Norwegians place greater emphasis on directness [7, p.8].      

Communication style in Japan is influenced by many cultural factors. Power distance 
indicator is high. Advices and instructions of parents and seniors have to be obeyed and 
respected. This could signify that an individual may communicate in an indirect manner to 
avoid been considered impolite. This attitude may be perceived in a similar way in business, 
between leaders and subordinates as juniors have little chances for sharing opinion and 
discussion. Westerners (whose PDI is low) consider this behavior to be a reversed 
communication approach. In business context, while specific westerners prefer to be direct and 
precise. Japanese may in general find it rude to reply to a partner’s request with a direct no. So, 
they tend to use an indirect language. Furthermore, they do not like the westerns style. Japanese 
consider westerners direct communication behavior as a violation for their cultural 
communication norms [8, p.90].   



 
 

Table 1. Norwegians and Japanese business behavior 
Norwegians Japanese 

Monochronic  Polychronic 
Deal-oriented Relationship-oriented 
Egalitarian Unequal 
Achievement-oriented Ascription-oriented 
Direct Communications Style Indirect Communications Style 

Source: Author’s elaboration 
Industrial revolution contributed in providing communications and transportation means. 

Movement of people and goods became much easier than before the revolution. Thanks to the 
improvement made in communications and transportation, international business operations 
also witnessed a giant development. However, international differences constituted a major 
challenge for businesses. In this part, we are going to examine cultural differences only, because 
in this work we are focusing on culture and its components and their impact on business 
activities. Language constitutes one of the important components of culture. Industrial 
revolution played a great role in the spread of English as a language of science and technology. 
Businesses working internationally sought to recruit staff members who have a good command 
of English and other international language so as to promote business communication. 

Businesses sought to discover new markets outside their countries so as to increase their 
profits. They always conduct complete market scans so as to identify aspects of the business 
environment.  Business environment itself is composed of many dynamic and interrelated 
factors that can affect business activities in different ways. Thus, firms seek to identify 
international differences through using different policies and tools. Today, international 
business people find themselves working in a multicultural environment. Therefore, they need 
to know about these cultural differences as it can affect business behavior. Business behavior 
in turn would definitely influence communication and negotiation with business counterparts 
as well as management of business activities. Businesses are thus required to approve the best 
business behavior to ensure success of their operations and to assure their survival in the 
international markets. 

Mass media and other tools often play a major role in bridging gaps between cultures. 
Whereas mass media reflects general styles and trends in a society, it also reveals fashions’ 
changing. Thus, firms may rely on opinions expressed in local mass media to be acquainted 
with national cultures. Training sessions held to explain cultural diversity between nations and 
best business behavior contribute to the bridging of the gaps between cultures, enabling 
implementing global management strategies. Internet similarly provide a massive amount of 
information about components of most cultures, therefore, it can serve as a source of useful 
materials which can contribute to understanding characteristics of different cultures. So, we can 
safely state that it is important to know features of other cultures, so as to communicate 
effectively. Understanding cultural differences would definitely lead to diminishing 
international differences [9, p.25].   



 
 

 
Figure 1.1. Understanding cultural Differences 
Source: Explore Cross Cultural Communication and more! [10]. 
 
 

3. CONCLUSION 
 
Behavior constitutes one of the components of culture, obviously, our behavior influences 

our actions and activities. As such our behavior would certainly have an important impact in 
business behavior. In turn, the business behavior would definitely influence communication 
and negotiation styles with business counterparts in addition to management of business 
activities. Time is known to be one of the most significant factors in all business activities. 
However, societies’ attitudes towards time differ considerably. Norwegians are sequential, so 
tend to be punctual. They emphasize planning with a preference to stick to plans already set 
and to prepare for future. They choose to do one task at a time and to concentrate on the task at 
hand. Japanese are synchronous. They emphasize punctuality and meeting deadlines, however 
they are flexible. They have a polychronic business behavior.  

Cultures influence nations’ approach to business. Norwegians are individualistic, specific 
and Monochronic. Thus, when they get involved in a business activity, they get down to 
business directly giving little importance to business partner’s recognition. Hence they are deal-
focused. Japanese are much affected by historical catastrophes and their limited power on the 
nature. Therefore, society members seek to avoid ambiguity by all means. They tend to identify 
all details. They seek to investigate all relevant data to prevent errors and make accurate 
decisions. Japanese businessmen may seek to meet potential business partner to identify 
characteristics of the counterpart to build trust and then decide to conduct a business activity. 
The opportunity for discussion in Norwegian society is greater than in other societies as PDI is 
low. So, subordinates are involved in business decisions processes each in her/his 
specialization. 

Titles and ranks play a major role in determining a person’s position in an organization 
and status in the society. This attitude is predominant in Japanese culture and also Japanese 
business behavior. Generally, subordinates attempt to avoid making any decisions and just to 
communicate facts leaving decisions making to managers. The acceptance of power inequalities 
and conferral of decision-making powers to senior family members in Japan society promoted 
hierarchical relationships in society and in workplaces. Power is distributed equally amongst 
Norwegians who are indulgent and specific. As such, they prefer to be transparent, direct and 



 
 

precise. Power is not distributed equally between Japanese. Juniors may communicate in an 
indirect manner to avoid been considered impolite. This attitude may be perceived in a similar 
way in business. This style of communication is considered by other culture as indirect.  

Industrial revolution made a significant contribution to the widespread of 
communications and transportation means. International business operations also witnessed a 
parallel giant expansion. Yet, international differences, especially cultural, challenged firms 
business progress. Businesses sought to recruit staff who knows English and other international 
language to promote the business communication. International business people working in a 
multicultural environment were obliged to be aware of cultural differences as they can affect 
communication and negotiation with business counterparts as well as management of the 
corporate. They may exploit mass media as it reflects general styles and trends besides change 
of fashions in a society. Training sessions likewise contribute in bridging the gaps between 
cultures. Internet is similarly an important tool in revealing cultural dissimilarities, thus 
diminishing international differences.     
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