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I. Intercultural communication 
 interpersonal interaction between members of different groups, which differ from each 

other in respect of the knowledge shared by their members and in respect of their linguistic 
forms of symbolic behavior (Knapp 2007)  

 the meeting of two cultures or two languages across the political boundaries of nation-
states, based on the belief one nation-one culture-one language (Kramsch 2001)  
 

Culture and law 
 CULTURE : 1. a system of rules or a pattern for behavior, rather than an observed pattern of 

behavior (Keesing and Keesing 1971) 2. an organized body of rules concerning the ways in 
which individuals in a population should communicate with one another, think about 
themselves and their environment, and behave toward one another and toward objects in 
their environment (LeVine 1973)  

 LAW: 1. binding custom or practice of a community : a rule of conduct or action prescribed 
or formally recognized as binding or enforced by a controlling authority  2. the whole body 
of such customs, practices, or rules (Merriam Webster’s dictionary ) 
 

Culture and legal systems 
 The language of law is very much a system-bound language, i.e. a language related to a 

specific legal system (Groot 1998)  
 common law vs. civil law jurisdictions, mixed systems, differences within a single country 
 translation=non-equivalence of the terms 

 
II. Cultural dimensions 
 perspectives which allow us to measure and compare certain attributes of different cultures 

(other cultures may see these attributes quite differently! ATTRIBUTION ERRORS)  
 1. NON-VERBAL COMMUNICATION 
 2. COMMUNICATION STYLE 
 3. TIME 
 4. POWER DISTANCE- HIERARCHY 
 5. INDIVIDUALISM VS. GROUP 
 6. UNCERTAINTY AVOIDANCE 
 7. MASCULINITY VS. FEMININITY 

 
III. Business communication skills for lawyers 
1. Business speaking skills    2. Business writing skills  
 
1. Business speaking skills for lawyers- socializing and small talk, presenting, negotiating, meetings  
 
 
 
 
 
 
 



INTERCULTURAL LEGAL COMMUNICATION   BESIG 2008, Bonn, Germany 
 

 

 
 

1. Socializing- cultural differences 
The peach and the coconut model (Zaninelli 1994) 
 

 
 
 
2. Presenting- cultural factors 
 differences between monochronic and polychronic presentations  
 differences in presentations in low context and high context cultures  
 presentations in front of an international audience  

 
3. Negotiating across cultures 
 TIME: monochronic cultures set certain time limits  
 CONTEXT: low-context cultures  exchange more information  
 DIRECTNESS: rude in some cultures  
 POWER: in high-power distance cultures= people high up in the hierarchy allowed to make 

decisions  
 EMOTIONS: expressing emotions valued only in some cultures  
 NON-VERBAL COMMUNICATION: eye contact, gestures, facial expressions, vocal tone and 

pitch 
 GENDER: male and female negotiating styles 

 
4. Meetings across cultures 
time, hierarchy, non-verbal communication, individualism vs. collectivism, turn-taking, directness  
 

Parker’s four team player styles in a meeting (1996) 

 

Personality style Description Positive characteristics Negative 

characteristics 

CONTRIBUTOR provides information and 

focuses the group on the 

task at hand 

dependable, responsible, 

organized, efficient, 

logical, clear, relevant 

shortsighted, compulsive, 

uncreative, perfectionist 

COLLABORATOR provides a sense of 

direction, gets the group 

to set goals and achieve 

overall purpose 

cooperative, flexible, 

confident, future-

oriented, visionary, 

generous  

overly committed, overly 

involved, too global, 

overly ambitious 
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COMMUNICATOR attends to ‘people issues’ 

and helps the group 

address matters of 

process 

supportive, encouraging, 

relaxed, informal, 

spontaneous, friendly 

aimless, foolish, 

placative, impractical, 

manipulative 

CHALLENGER encourages the group to 

question its methods and 

goals and take 

reasonable risks 

candid, outspoken, 

straightforward, ethical, 

honest, brave 

rigid, arrogant, self-

righteous, contentious, 

quibbling 

 

Bounds and Woods’ six meeting killers (1998) 

1. Hogging: too much talking by one person. 

2. Bogging: staying on one subject for too long. 

3. Fogging: avoiding a topic or being vague or defensive. 

4. Frogging: jumping from topic to topic without any closure. 

5. Flogging: attacking a person rather than dealing with the person’s contribution. 

6. Clogging: slowing down the group by failing to accomplish action items. 

 
2. Business writing skills for lawyers 
coherence, cohesion,context, audience, purpose, expected response  
 
Business correspondence- letters, faxes, e-mails, memoranda, file notes, webcasts  
 
Legal documents 
 Contentious purposes:  statements of case, witness statements, divorce petitions, petitions 

for bankruptcy, and affidavits  
 Non-contentious purposes: land transfers, contracts for sale of goods, wills, deeds, articles of 

association for companies, licenses and options  
 Use of terms of art:  

lien  (the right of one person to retain possession of goods owned by another person until 
the possessor’s claims against the owner have been satisfied)  
indemnity  (an agreement by one person to pay to another sums that are owed, or may 
become owed, to him or her by a third person)  

 Use of archaic words and expressions:   formed with here- and there- or words, i.e. said, 
same, such, aforesaid  

 Use of defined terms: completion date = 17 April 2009, the Seller = company ABC Ltd.  
 Use of obscure legal terminology:  construction=interpretation, furnish = provide  

    consideration = price agreed between the parties of the contract  
 Use of doublets and triplets:   null and void, all and sundry, give, devise and bequeath 
 Use of passive constructions:  no agent mentioned: The holders of the preferred shares shall 
be entitled to cumulative dividends…  

 Lack of punctuation: leases- full stops omitted  
 Use of modal verbs: 
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 SHALL indicates obligation, expresses a promise or makes a declaration to which the parties 
involved are legally bound (the meaning of  must) 
 Every notice of the meeting of the shareholder shall state the place, date and hour.  
General English- used to make offers- Shall I get you some tea? 

 MAY  expresses discretions (where the parties are entitled to do something but are not 
obliged to do it), similar to can for permission  
… any bylaw or amendment thereto as adopted by the Board of directors may be altered, 
amended or repealed by a vote of the shareholders... 

     General English- indicates probability  You may want to see a doctor. 
     and permission May I smoke in here? 
 
Teaching Business Communication Skills to Croatian Lawyers 
 International Legal English (ILE) course, Tempus program Foreign Languages in the Field of 

Law , Faculty of Law, University of Zagreb, Croatia 
 
 
 
 

 

  

 

For further information contact: 

NIKOLINA KOREČID, Zagreb, Croatia, Business and Legal English/French Teacher-Trainer  

E-mail: nikolina.korecic@zg.t-com.hr  Web: http://free-zg.t-com.hr/Nikolina_Korecic/index.htm 

 

Conference pictures: 

 

   

mailto:nikolina.korecic@zg.t-com.hr
http://free-zg.t-com.hr/Nikolina_Korecic/index.htm
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