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International business failures are common and often rooted on the individual-level behavior, just like success as the sample illustrates:
”First impressions are very important…[I create the relationship] by personally going to the airport to welcome foreign partners. I invite them to my residence for an informal dinner. Thereafter I invite them to my local village for a tour. These processes … create a very comfortable feel in the days following [and] definitely aided the negotiation when it took place in a positive manner.” (Khakhar & Rammal, 2013, p. 583)
The model on intercultural encounter dynamics by Elo, Benjowsky and Nummela (2015) presents the dynamics influencing success and failure. This tentative model introduces the forces regulating consistency and behavioral and motivational schemes in the epicenter of interpersonal interaction and encounters (Figure 1). The interaction is the central “black box,” the arena where resources such as competences, intelligence, emotions, and communication are applied (cf. Grawe & Grawe-Gerber, 1999). This model and its propositions are theoretically constructed (see more in Elo, Benjowsky & Nummela, 2015) and synthesize theories and perspectives from psychology, neuroscience and international business.
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Figure 1. Intercultural encounter dynamics
The propositions derived from theory are:
P1) Intercultural competences influence the level of consistency.
· P1A) A lack of intercultural competences leads to low consistency due to the violation of the four basic needs. Thus P1A increases the negative effect of P2B on interaction and stimulates avoidance behavior.
· P1B) A lack of intercultural competences on both sides of the dyad is likely to amplify the negative effect on interaction as it increases mutual frustration and de-motivation and is even more likely to  lead to mutual avoidance behavior, 
· P1C) High level of intercultural competence and its application is likely to satisfy the four basic needs, and thus enable consistency to increase.
P2) The level of consistency influences the behavioral and motivational schemes of individuals.
· P2A) High consistency, i.e. overall satisfaction of four basic needs, has a positive effect on the behavioral and motivational schemes, stimulating proximity behavior.
· P2B) Low consistency due to the violation of the four basic needs has a negative effect on the behavioral and motivational schemes, stimulating avoidance behavior. 
P3) Behavioral and motivational schemes of individuals influence trust creation in intercultural encounters.
· P3A) Proximity (behavior) has a positive effect on trust creation.
· P3B) Avoidance (behavior) has a negative effect on trust creation. 
P4) Trust creation influences the outcome of intercultural encounters. 
· P4A) A high level of trust is likely to increase the probability of success in intercultural encounters.
· P4B) A low level of trust is likely to increase the probability of failure in intercultural encounters
P5) A first-time intercultural encounter functions as a scheme catalyst for consequent encounters, thus influencing the outcome of subsequent intercultural encounters. (Elo, Benjowsky & Nummela, 2015)
Are these propositions universally valid across individuals as neuropsychology might suggest? We carried out a pilot study to understand better the dynamics of encounters relating to consistency and relationship development (winter 2013/2014) and to test the key assumptions behind. We employed methodological ideas from social psychology and psychology (Helkama, Myllyniemi & Liebkind, 2010, Alasuutari, 1995) and combined methods like interview, open-ended questionnaire and triangulation of career data (CVs). We purposefully selected ten individuals who have extensive international experience in an intercultural environment in automotive, pulp and paper industry and management education sectors. As it is assumed that highly skilled international managers are less influenced by the IB-difficulties that they face than those who have less experience, we considered them as the best test group. Despite that, the outcomes were noteworthy, see Figures 2 and 3.
Figure 2. The outcome of the best encounter 		Figure 3. The outcome of the worst encounter
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In this pilot the business-driven people ignored or subordinated their feelings and needs and focused more on the tasks, whereas IB education people were more aware of their feelings and needs. Despite the view “In business, very often you cannot afford to have "no-goes". As a professional, you are ought to cope also with difficult people” (Interview 2013) the responses supported the assumptions related to the tested items. The findings supported the impact of all four needs but the role of the need for orientation/control received the strongest support. The findings illustrated also differences between mono-cultural and multicultural managers, the latter being more successful. This pilot study served as a pre-test that assists in designing a larger empirical testing.
Hence, the psychological schemes (behavior/motivation) of interaction are relevant, and are a part of the architecture of antecedents, intercultural interaction and outcomes. Future research is needed to quantitatively test the individual propositions in different cultural and situational settings, and to discover the role of transnational diaspora as a theoretically particular manager group. We advocate that the four forces are particularly strong in cases of high uncertainty, high cultural distance and less-experienced partners.
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Did you continue to do business with that person (or persons)?

no, the relationship was

terminated

later with same persons, but

without particular success

later with same persons with

gradual success

later with the same company

but other persons

yes, directly but without

particulal success

yes, directly with success
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