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UNIT 2
Business Meeting across Countries

Increase your listening ability. If you are not 
able to pay attention to hearing the 
client's needs, they may feel that you 
cannot understand them. The key to 
winning clients' hearts is when you are 
able to listen to them attentively. Just 
because you feel you know the 
material, don't overtalk. Listen to 
others  so you will understand  what 
to offer 

If you meet people with different ethnics and 
from different countries, you should 
know their cultural background. By 
understanding the difference, a 
friction due to misunderstanding can 
be reduced so that unnecessary 
problems can be avoided.

Don't be too sensitive to what other people 
say or behave towards you. The world 
is not centered on you, and they can 
be busy with their minds. Never take it 
personally. You need to focus on 
reaching the goal.

Business cards in some cultures are very 
necessary. Especially if you meet 
potential clients who will potentially 
support your business. Therefore, 
there is nothing wrong if you prepare 
this magic card.

What to do on your first 
Meeting?

Keep in mind....

When business meeting involves people from a variety of races, cultures 
and even countries, we need to take a step back to ponder about how far we 
prepare for the direction of global partnership. As communication styles might be 
different from each country, it is wise to understand the differences and varieties 
of culture in order to avoid misunderstandings and enact effective partnership 
goals. 

Do not blame yourself too much 
if the results of the business 
meeting unlike your expectation.

 Sometimes it fails because your 
business client needs something 
that you have not prepared yet.

 It doesn't mean you are bad. 
Perhaps someday you will find a 
business client that is far more 
suitable. The important thing is 
that you never stop improvising.
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As a traditional family, Indian 
people are not individulists but 
communal. Business may not 
only regarded as profitable 
transactional activities, but also 
how to bond with others.

Don't forget to reconfirm 
whether this Indian client 
will come for a meeting a 
week and a day prior to 
the meeting. Without 
confirmation,  we will not 
predict whether they 
change their mind and 
cancel it at the very last 
minute

For Indians, time is flexible. 
They are pretty laid back. 
But if you are on time. They 
will really appreciate it.

In order to win their trusts, 
you need to be 
straightforward and be 
transparent. They will be 
uncomfortable if you hold 
your opinion. Be outspoken 
and straightforward. 

Unlike other 
countries, what is 
customary in India 
might be different. 
When opening a 
present from 
colleague or friends. 
They usually wait 
until all friends leave 
 and they open the 
wraps. 

Meeting with Indians require 
flexibility in time. It usually 
takes quite a long time. You 
cannot expect that the 
meeting will reach 
conclusion in time. It goes 
beyond restricted time. So, 
you need to be patient and 
be prepared. 

 Always accept the invitation 
for the lunch or dinner with 
your Indian counterpart. It will 
present a wonderful 
opportunity to connect and to 
know more about your 
colleagues.

Small talk  prior meeting 
is important. Make sure 
you have something to 
discuss, outside 
business topics which 
helps making closer 
relationship. 

When inviting Indians, 
they may  say yes but then 
admit to be very busy. If 
that happens, get ready if 
they cancel it tomorrow or 
other following days. 
Instead of rejecting the 
invitation from the start, 
they prefer to say yes, but 
to cancel it the next day. 
Saying yes does not mean 
they agree to come. 

INDIA
 

 

 

 

 

For Indians, they do  like bargaining in order 
to determine the best price. No wonder, in 
the beginning of negotiation, they will offer 
very expensive prices that open any 
possibility of bidding. Usually the price will 
fall around 40%
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Male should not initiate handshake to females. They may shakehand if females invite 
the hands. They may shake hands if the woman initiates handshakes. f it's not shaking, 
there is another way to show friendliness, namely Namaste. This is the greeting that is 
usually done by Indians by holding both palms on the nose while bowing slightly. Don't 
forget to say Namaste.

When indians invite you for a dinner, they might like to have you as a good 
potential business partner. it could be a good opportunity to get to know each 
other and start a prospective business. They use the opportunity for lunch or 
dinner to get to know each other and this is very important in the Indian business 
culture

When you want to give presents to Indian counterparts., be sur e to avoid black or 
white color, as it is deemed as a bad luck. The recommended colors of wrap are 
yellow, green and red. 
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Activity 1.

Ask yourself about similarities and differences that lie between Indonesia and India 
based on the above text and your own knowledge and write down this table.

INDONESIA VS INDIA
NO SIMILARITIES DIFFERENCES

1

2

Activity 2. 

Answer following questions:
1. Why do Indians indirectly express their own opinions during business meeting?

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

2. What inference can you find in the above text that Indians do not adhere to 
agenda during meeting?

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

4
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Japan will not appreciate 
clients that use a hard-
sell approach during 
business negotiation. 
They are among ethnic 
cultures that more prefer 
non-confrontational way 
of negotiation.

In Japanese culture, 
exchanging business cards is 
an important thing to do and 
there are customs that 
surround the way of receiving 
this business card. Therefore, 
if Japanese people want to give 
you a card, you need to respect 
and appreciate it. 

The position of the seat is not arbitrarily arranged. There are unwritten 
rules that require you to understand and understand that position and 
social rank determine the position of the seat. Guests will be placed 
farthest from the door, while the host is near the door. The closer someone 
gets from door, the lower the rank is. 

Gift exchange among 
Japanese is a part of 
custom, especially in the 
first encounter. For 
other countries, the 
habit of exchanging gifts 
may be at risk because it 
is considered a bribe. 
Therefore, gifts should 
be inexpensive.

JAPAN

If you are intending to bring a 
gift to a Japanese, make sure 
you not bring certain types of 
flowers so as not to cause 
misunderstandings. Some 
flowers that you should avoid 
are white flowers, camellias 
and Lotus flowers. 

1 2 3

4
Avoid a potted plant as it 
brings bad luck. Avoid a gift 
in a set of four to avoid 
misunderstanding, and 
avoid red cards if you want 
to share the happiness of 
Christmas with Japanese, 
or else you will remind 
them on death, as they use 
red cards for funeral 
notice. 

There are several 
procedures for 
accepting cards from 
Japanese people. If they 
give a card when you 
stand, then read it for a 
while before inserting it 
into the card holder. But 
if you are sitting, then 
read for a while then 
place it on the table. 

5

Don't rush to insert the card 
on the card holder. After the 
meeting is complete, you may 
insert it into the card holder. 
This is a big mistake if you 
directly insert the card 
holder without reading it, or 
you immediately put it in the 
back pocket or even the 
wallet.
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When Japanese encounter some issues 
that could be alarming, they might 
respond it with very calm and silent. 
Something that we expect they could 
talk more. For the sake of harmony, they 
prefer non-confrontational way. But 
believe that you don't need to fill that 
silence with chats that Japanese people 
may not need in the situation. 

It is still possible to invite Japanese a 
handshake even though  Japanese 
may prefer bow rather than 
handshake. If handhsaking, never put 
too much pressure. 

It takes a long time for Japanese people to 
be more open and feel comfortable with 
others. Therefore do not be offended if 
they never tell about your personal or 
family life. It does not mean that they hate 
sharing their private lives, but they wait 
until you meet the criteria of trustable 
one to open up

Japanese people are famous for their 
non-confrontational and private nature. 
Therefore, you should not be aggressive 
in the first meeting. You may want to get 
closer and more familiar by asking about 
their personal lives directly in the 
beginning, but they just need more time 
and space to come with closer 
relationship bond. All is done in 
professional way. 

When interacting, the 
handshake may be rarely 
used, they prefer bow

9 10
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If you want to give a business card 
to a Japanese person, make sure to 
hand the card over with the 
Japanese printed version facing up. 
Then use both hands to hand over 
the card. Don't throw cards or even 
hand them over through 
friends.You should approach them 
and politely offer the business 
cards. 



Activity 2. Figure out what makes difference and similarities between Indonesia and 
Japan

INDONESIA VS JAPAN
No SIMILARITIES DIFFERENCES

1

2

1. What evidence in TV media you can provide for  a Japanese who dislike firm and 
forceful shakehand?
________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

2. Why should we not randomly take seatings in business meetings with Japanese 
and wait for the host to give us directions to seatings?

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

7
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Chinese culture is unique. Because 
of a sense of brotherhood and close 
relations with one another, so 
there is no feeling of reluctance 
when they ask some questions 
such as have you eaten? And, 
where have you been?  These 
questions do not require  length 
and detail answers as they are only 
a symbol of attention and an 
expression of wanting to bond 
relationship with others. In English 
speaking countries, a question 
similar to this is “how are you?”, 
where you don't need to confide in 
detailed stories but are simply 
answered, I'm good thanks.  

Think twice if you consider 
bringing a gift to your client 
from China. There are 
regulations that prohibit gifts 
in business interactions. This 
prohibition is based on a policy 
related to bribery, which is 
considered illegal

For Chinese people, there is 
nothing more fascinating in 
describing the pleasure of a dish 
than with slurping. So if you 
want to give the impression that 
the food is very delicious, then 
slurping can be the best way to 
go. 

Like Japanese people, Chinese 
people determine seating 
positions for business 
meetings based on seniority. 
Therefore, it would be better 
if you wait for the hosts to 
invite you seating in order to 
avoid embarrassment. It is 
likely that they have 
determined the seating 
position by arranging a name 
card on the table and 
arranging chairs based on the 
position they have

Whenever you are coming 
to business meeting with 
Chinese people, don’t take 
the seats directly. You need 
to look around and see 
what might have been 
arranged for. Chinese 
people usually choose to sit 
facing each other with their 
in-groups members while 
guests are sitting on the  
opposite side.

You may think that money tips 
could bring happier face on 
someone but it is not true in 
China. Giving tips could be 
annoying thing that could make 
them feel degraded. They have 
been paid enough to provide 
the best service for consumers.

It may be more time efficient 
if you go straight away with 
a business deal on hands. 
However, sometimes we 
should put relationship 
before others even though it 
is so time consuming. 
Taking time to engage 
communication with others 
and sharing fun talks about 
hobbies and families may 
help to build closer bonds 
and  make the situation more 
relaxed and warm. 

CHINA
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Activity 3. Figure out what makes difference and similarities between Indonesia and 
Japan

INDONESIA VS CHINA

No SIMILARITIES DIFFERENCES

1

2

1. What do Chinese think about gifts before business meeting?

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

 
2. What might happen if Australian meets Chinese in a business meeting?

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

9



SINGAPORE

10

Punctuality is essential for 
business appointments. It is 
considered an insult to leave a 
Singaporean business executive 
waiting.

Avoid publicly debating, 
correcting, or disagreeing with 
an older person or superior. The 
older person or superior will 
only "lose face", and, 
consequently, you will lose the 
respect of others.

Singaporean listening etiquette 
dictates that you count to 10 
before responding. By waiting 
a minimum of 10 seconds, you 
will demonstrate that you have 
given careful consideration to 
what you heard before 
responding.Singaporeans see 
Westerners who rush in with 
quick answers as clumsy and 
insensitive.

Because Singaporeans are 
always afraid of “losing face”, 
communication is very subtle. 
Pay attention to your business 
partners’ body language and 
tone to figure out what they are 
actually trying to say: a “yes” 
does not always mean yes, and 
a “no” will most likely never be 
uttered directly.

Shake hands with everyone 
present at a business meeting or 
social occasion. Shake hands 
again when leaving. Your 
handshake should be firm.

Singaporeans tend to get right 
down to business in meetings. 
Singaporeans are fast-paced and 
can make decisions quickly.
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Activity 4.  Figure out what makes difference and similarities between Indonesia and
Japan

INDONESIA VS SINGAPORE

No SIMILARITIES DIFFERENCES

1

2

These following questions are critical thinking prompts. Your answers are based on 
your ability to figure out the best answers and you don’t have to answer based on 
the text. Creativity and critical thinking are required. 

1. What are the weaknesses of Singaporeans that potentially ruins a business deal?

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

2. How would people from United States view a gift from Singaporean in business 
meeting?

11

Never signal or point at a 
person with the forefinger. 

Be on time for dinner in a Malay 
home. The dinner is usually 
served immediately with no 
drinks or appetizers 
beforehand.

Always bring the hosts a gift 
when invited to someone's 
home.

Singaporeans are quite sensitive to 
body language and prefer a calm 
demeanour. Try to tone down facial 
expressions and body language and 
refrain from speaking loudly

7 8

9 10
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North Americans are generally 
more informal and do not 
attach as much importance to 
rank and seniority as some 
other cultures. An appropriate 
greeting is a short, firm 
handshake and a friendly 
smile.

Do not be offended if you aren’t 
officially introduced to everybody 
present. This may be an oversight or 
your hosts might not feel the need to 
do this specifically. If you would like to 
introduce yourself, it is perfectly 
acceptable to wait for an appropriate 
occasion to go and introduce yourself.

Likewise, the exchange of business cards is not ritualised and there is not as much 
importance attached to it as in other cultures, so do not be offended if your 
American counterpart takes your card with one hand and only gives it a cursory 
glance before putting it in his pocket. This is not done to be impolite or cause 
offence.

In American business culture, it is 
not as necessary to get to know 
potential business partners on a 
personal level, with much more 
importance given to the business at 
hand. Professional working 
relationships can therefore be a lot 
more distant.

One thing that those from other 
cultures should be aware of is that the 
Arabic and Asian concept of saving and 
losing face does not exist in North 
America. In American business 
negotiations, it is acceptable to express 
open disagreement or express contrary 
opinions – this does not cause the 
same embarrassment or offence that it 
does in some other cultures and is 
considered a natural and healthy 
aspect of business dealings. Americans 
are more direct and there is less need 
to read between the lines – “yes” 
means “yes” and “no” means “no”.

Within business handshakes are 
generally expected when meeting and 
leaving.

UNITED STATES
1

2

3

4

5

Americans do not tend to like close 
to contact with others 2-3 feet of 
personal space during conversations 
is the norm

6

7
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Americans will tend to get down to 
the business at hand quicker than 
in some other cultures.

Gifts within business are generally 
discouraged due to anti-bribery policies.

If visiting a house, bring flowers, a potted 
plant, a fruit basket, chocolate, wine, a 
book or a small household ornament like 
a vase

Hard selling tactics are used 
from time to time.

Americans sometimes start negotiations 
with excessive demands or a low price.  
They are usually taking a starting position 
that gives them room to bargain.

Negotiations may seem rushed – 
always  remember that "time is 
money" to Americans

 Just be Nice. Don’t “pull rank” on 
those younger than you

Americans usually dislike periods 
of silence during negotiations. 
They may continue to speak 
simply to avoid silence.

Executives are direct and will not 
hesitate to disagree with you.

Usually, business is conducted at a 
very fast pace.

Your business card will not be refused, but you may not always receive one in 
return. The recipient of your card will probably place it into a wallet or in the 
back pocket of the trousers. Business cards are not usually exchanged unless 
you want to contact the person later.
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Activity 5. Figure out what makes difference and similarities between Indonesia and 
Japan

INDONESIA VS THE UNITED STATES

No SIMILARITIES DIFFERENCES

1

2

1. How do Americans contrast with Australians in business meetings?

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

2. What might happen if Japanese people give a business card to Americans?

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

14
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In order to have no obligations, they 
use expressions like Insh ́allah (“God 
willing”) or Bukra Insh ́allah 
(“Tomorrow, God willing”). It is 
difficult to consider these expressions 
as good or bad news - it will depend 
on the conversation context.

The form of greeting is a short 
and soft handshake when you 
intro  duce yourself and when ‐
you leave. Among them, they 
bring noses together in a kiss 
on both cheeks. With women 
you must avoid any physical 
contact, just a gesture of 
courtesy.

Although punctuality is not a 
deeply rooted custom, it is ‐
expected that the foreigner 
be punctual. In occasions, 
urgent commitments lead to 
cancellation of appointments 
without warning in advance. 
Therefore it is advisable to 
prepare a letter regretting the 
cancella  tion and wishing ‐
an alternative date. The letter 
and the contact de  tails are ‐
given to the company so that 
it is easy for the counterpart 
to arrange other appointment. 
This strategy commonly 
works.

First meetings frequently start 
with an informal talk on the trip, 
family, etc. You should be calm 
and avoid gesture of impatience 
to start business, since this could 
communicate anxiety.

Physical space between 
people is much more reduced 
than in the West and there is 
rather more contact: wrapping 
arms and shoul  ders, ‐
touching hands, etc. -these are 
signs of friendship, not sexual 
connotations-. However, clips 
on the back, typical in the 
West, should be avoided.

Giving presents is usual, either 
during the first contact or when 
clos  ing a deal. It is difficult to ‐
find a suitable present since the 
country has all kind of 
products. A good choice could 
be aloe colognes. If the present 
is for a woman, it always has to 
be on behalf of another woman.

Attitudes to time in the UAE 
are much more flexible than 
in many other cultures.  
People and relationships are 
more important than 
schedules and punctuality so 
it is not uncommon for your 
Emirati counterparts to arrive 
late but foreigners are 
expected to arrive on time.

Status is important and must 
be recognised by using the 
correct title such as Shaikh 
(chief), Mohandas 
(engineer) and Ustadh 
(professor).  If you are 
unsure of someone’s title, 
find out beforehand or ask 
the person who introduced 
you.

DON’T schedule business 
meetings during prayer times or 
any of the major Islamic 
holidays such as Ramadan or 
Eid.  These are extremely 
important periods for the 
majority of native Emiratis who 
are Muslims.  Business is 
usually put on hold during these 
occasions as it is a time for 
reflection and celebration.

DON’T ask about someone’s wife or 
daughters.  It is polite to enquire about a 
person’s family or health but never ask 
specifically about any female family 
members.  Family life which involves 
females is kept extremely private.

Business occurs more slowly 
in the UAE than in many 
Western cultures.  Patience 
and flexibility are therefore 
very important when doing 
business in the UAE.

Handshakes with Arab 
clients should be gentle and 
not firm or dominant. 
Initiating handshakes with 
women should be avoided to 
demonstrate your respect.

THE UNITED ARAB EMIRATES (UAE)
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Activity 6. Figure out what makes difference and similarities between Indonesia and 
Japan

INDONESIA VS THE UNITED ARAB EMIRATES

No SIMILARITIES DIFFERENCES

1

2

1. Describe handshakes among Arab Clients from the perspective of Japanese 
people?

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

2. What might happen if Indians curious about how many wives Arab people have 
prior business meeting – in order to make small talks?

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

16



 

17

Germans are often 
straightforward and assertive 
in a business setting, but they 
may not make too much small 
talk. 

They don’t appreciate 
unnecessary levity in 
important discussions, 
and they might avoid 
mentioning intimate 
details from their private 
lives

Greet your business 
partners and German co-
workers with a firm 
handshake, a brief nod, 
and a polite smile,

Titles, references, diplomas, 
and certificates are taken 
seriously. A person with 
academic credentials, good 
qualifications, and professional 
skills commands a lot of 
respect. Logical, convincing 
reasons for moving forward with 
your business cooperation are 
usually preferred to “putting on 
a good show”.

Germans do not make many 
sweeping movements, 
emphatic gestures, or overly 
enthusiastic displays of 
emotion; they can get 
confused or even irritated if 
you do.

Bluntness isnot 
automatically rudeness. 
Germans simply want to get 
straight to the point, with a 
directness that can make 
foreigners uncomfortable:

Even in the context of 
friendly business 
situations, gift-giving is 
often inappropriate. 
Everything that might 
oblige the recipient is 
either taboo or downright 
illegal.

Shake hands firmly and 
briefly with everyone 
present, before and after 
the meeting.  

A disorganised meeting, or 
spontaneously bringing up a 
topic which was not 
earmarked for discussion, 
could make your German 
business partners either 
irritated or uncomfortable. 
They will have prepared 
well for the meeting, and as 
such they anticipate that it 
shall follow the pre-agreed 
agenda.

Germans sometimes gently 
rap their knuckles on the table 
instead of applauding at the 
end of a business meeting.

Germans are renowned for 
running like clockwork. They 
take things seriously. Humor 
during business is not 
considered appropriate.

Sudden changes in business 
dealings and transactions – 
even for an improved outcome 
– are unwelcome.vEven 
worse? Cancelling 
appointments on short notice. 
Changes of plan are to be 
avoided, especially at the last 
minute.

GERMANY
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Activity 7.  Figure out what makes difference and similarities between Indonesia and
Japan

INDONESIA VS GERMANY

No SIMILARITIES DIFFERENCES

1

2

1. What might be viewed by people from other countries (in different way) when 
Germans are rapping their knucles in the business meeting?

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

2. What might happen if Germans and Americans shake hand?

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________
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Fairness and loyalty: When a German business partner tells you they will think about 
an offer, they usually mean exactly what they say. They don’t like to be pressured after 
such an open answer, and you will achieve more if you give them time. And when 
business negotiations reach a deadlock, lots of Germans want to come up with a 
compromise in the interest of both parties. Taking complete advantage of one side would 
seem fundamentally unfair to them.

Don’t play games in negotiations. Germans will be upfront in telling you want they want 
and you should do the same. Decisions are made based on facts, past performance and 
future projections, not emotional issues. Clarity, honesty and respect are valued. Say what 
you mean and stick to your word.Avoid confrontational behaviour or high- pressure tactics. 
It can be counterproductive.

13
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https://countrynavigator.com/blog/infographics/infographic-top-10-insights-understanding-german-business-etiquette/
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Keep your presentations short and 
effective without any hyped figures and 
facts.

Negotiations proceed quickly. 
Bargaining is not customary. They will 
expect your initial proposal to have only 
a small margin for negotiation.

Class distinctions are to be avoided, 
so try not to comment on accents or 
other things which might relate to 
social status. 

By the same token, Australians can use 
humour to diffuse conflict and terseness 
and in business meetings. If you are 
prepared for this, you are less likely to 
be offended.

When talking to someone, keep a few 
feet of distance. Australians are not 
very comfortable if you invade their 
private space, especially if it is a 
formal meeting such as with business 
contacts.

While giving gifts in business is not 
expected, it is greatly appreciated and 
admired when one does so. If you decide to 
give one, make sure it does not seem to be an 
attempt at bribery. For example, gifts given 
to a partner while waiting for them to come 
to a decision would seem improper. On the 
other hand, gifts given at the sealing of a 
deal or closure of negotiations are seen as 
congratulations.

The good news is that Australians do not 
find it hard to say "no", so the answer will 
be clear and straightforward.

Australians generally 
dislike aggressive 
sales techniques. 
Since they value 
directness, 
presentations of any 
kind should be 
straightforward, with 
an emphasis on both 
the positive and 
negative outcomes.

AUSTRALIA
1 2

3 4

Don’t go in for the hard sell, as it won’t 
work! In the same breath, remember 
that Australian’s won’t necessarily 
shout about their success from the 
rooftop – don’t assume a potential client 
isn’t successful because they’re not 
wearing an expensive Rolex or showing 
off about how much they’re making.
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Activity 8. Figure out what makes difference and similarities between Indonesia and 
Japan

INDONESIA VS JAPAN

No SIMILARITIES DIFFERENCES

1

2

1. Some people might like to boast their achievements in front of others – How it 
might be viewed by fellow Australians? Why?

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

2. What might happen if Australians meet Indians?

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________
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In meetings and negotiations Australians can 
come across as pretty laid back. But beware, 
they are hard and direct business people. 
There have no hidden agenda and will tell 
you what they think very directly. Don’t be 
insulted when an Australian just tells you 
that he thinks your product is not good 
enough.

Don't boast about yourself or your 
company's accomplishments. Instead, 
Australians will judge your 
competence and abilities through your 
actions.
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PEER EVALUATION OF A GROUP PRESENTATION

Presenters : 

Topic : 

Evaluator: : 

AREA RATING COMMENT

Excellent Good Need work

How are  their 
presentations? (Easy to 
follow and clear?

How do they organize 
each section 
(smooth/rough transitions; 
coherent with topic or not)

How do they deliver 
speech? (make eye contact,
appropriate volume, rate of 
speech) 

How are their media and 
visual aids? (Power point, 
cards etc)

1. What is one thing that you learned from this presentation?

2. What is one thing that the group did well?

3. What is one suggestion to help them improve future presentations?
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