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Roleplays 
 
1. Read the following paragraph from The Handy Guide 13: Fons Trompenaars and Charles Hampden 
Turner. 

 
Universalist countries take contracts very seriously and they employ lots of lawyers to make 
sure that the contract is kept. Particularist countries think that the relationship is more 
important than the contract and that a good deal requires no written contract - the particular 
people and the particular situation matter more than the universal rules. You can see that you 
could cause great offence if you got it wrong, as I once did myself, when I insisted on bringing 
in a lawyer to sign an agreement that my Chinese dealer had thought we had settled with a 
handshake over a cup of Chinese tea. That particular deal fell through. 

 
STUDENT A  
You are Charles Handy, a universalist. You want to bring in a lawyer to finalize your agreement with 
the Chinese dealer (student B). 
 
STUDENT B 
You are the Chinese dealer, a particularist. As far as you are concerned, your deal with Handy (student 
A) has already been settled with a handshake. 
 
___________________________________________________________________________________ 
 
2. Read the following extract: 

 
IBM salespersons used to compete with each other every quarter for who could sell the most… 
A consultant, Tim Galwey, suggested a change. The competition, he said, should not be for the 
amount of sales but for the salesperson who had learnt most from the customer in the last 
quarter. 

 
STUDENT A  
You are Tim Galwey. Give the arguments in favour of your proposed change to student B, a successful 
IBM salesperson. 
 
STUDENT B  
You are a successful IBM salesperson. Tim Galwey (student B) wants to change the system. Argue 
against the changes. 


