
Talking Sticks and Applied Research Methodology Activity

1. Read the series of email between the owner of an online business, Jennifer Kinnead and me on
the purchase of three talking sticks from South Africa. How would you describe the tone of the
conversation? Use the walking sticks! Have fun!

2. In your team, read the following article.
Clifton, J. (2006). A conversation analytical approach to business communication. Journal of
Business Communication, 43(3), 202-219. DOI: 10.1177/0021943606288190

3. Discover Jonathan Clifton on LinkedIn

4. Locate one of Clifton’s six publications in the FHSU library posted on LinkedIn. (See below).
Go to the FHSU library page and begin a conversation with a librarian to help your team locate
the article you have selected.

5. Prepare a slide presentation (5-8 slides) comparing A conversation analytical approach to
business communication and the article you have selected. Note: Not everyone on the team will
need to present.

6. Use the Talking Sticks to run your discussion with your classmates at the end of your
presentation. Have fun again!

Purpose: To make you aware of

Step 1
1. Use of the FHSU librarian communication feature

Step 2
2. Applied research methodology

Step 3
3. LinkedIn as a professional development tool

Step 4
4. Your continued development of PowerPoint and 
presentation skills

Step 5
5. A cultural approach to ensure respect during meetings. How? The person holding the talking
stick or speaker & #39;s staff has the right to speak while others actively listen. The stick is passed
around (or back and forth), until everyone has been heard and everything that needs to be said is said.

Instructions

Created By: Jaimee Bartlett



Hello James,
 
I hope you are doing well.  Thanks so much for your order of (3) Masai Talking Sticks.  We 
will ship them on Monday.  After they ship we will provide you with the tracking number.
Thanks so much.
Have a lovely weekend.

Jennifer Kinkead 
Thanks!

Stay Safe. Encourage others to do the same.
Dr. James (“Skip”) Ward 

Thanks!
Stay Safe. Encourage others to do the same.

Dr. James (“Skip”) Ward 

Hello Jennifer,
167601 is correct. What time can I call you this afternoon after 

3:00?  We are both CST
Stay Safe. Encourage others to do the same.

Hello James, 
 
I hope you are well. I just attempted to ship your package. The post office said that the 
address and zip code do not match. The have the zip as 67601. Could you let me know which 
is correct?
Thank you. 

Jennifer Kinkead

Hello James, 

I am free to chat today until 3:20.  I have an offsite meeting at 4:00 that will run until 
6:00.  Please give me a call or we can connect another time.  612-750-2541
I will change the zip and ship tomorrow.
Talk soon.  Thank you again for your order.

Jennifer Kinkead

Hi James,
 
Thanks for the note.  I started working on this earlier today.  
When would you like to have it finished?
Here is a slide show that I put together for a presentation about 
my business. https://jellaworldartistcollections.com/wp-con-
tent/uploads/2019/05/JELLA-Story.pdf 
at UST.
 
Thanks for the shout out on Twitter!  Also my last name is Kinkead.  
Unusual spelling :)
Thank you.
Talk soon.
 
Jennifer Kinkead

Talking STicks



Jella World
Artist Collection
Background:

I have a degree in Marketing from 
the University of St. Thomas in St. 
Paul, MN. I worked for 6 years for
XEROX Corp. as a salesperson. The 
training that I received from 
XEROX has helped me immensely 
over the years. I stayed home when 
I had my kids and did PR work for a 
nonprofit, Give Us Wings.
www.giveuswings.org

What drew me to online 
global business? How did I 
get started?

Give Us Wings does work in Kenya 
and Uganda. I know people 
involved in the work being done 
there and wanted to stay engaged 
in the world while I was staying 
home raising my kids, so I took on 
Public Relations for them. I found 
the work to be very rewarding and 
got to know the members of the
communities where we worked 
through the photos and the 
profiles on the community mem-
bers that we collected. I started 
this work in 2006 and in 2011 went 
to Africa for the first time. My 
church had built a clinic there 
and I wanted to be there for the 
opening ceremony. I found that 
conversation with the people was 
a little difficult at first. I wanted 
to learn about what life was 
really like in the communities 
where we were working. I knew a 
little about them and their lives, 

 but the conversation really 
stayed on the surface.
One of the volunteer responsibili-
ties while traveling with Give Us 
Wings is to collect art that we 
bring back to the US and sell to 
raise money for the projects that 
Give Us Wings is doing. I found 
that when I engaged people in 
conversation about artwork, who 
made it, how they made it and what 
it represents the conversation 
flowed easily. I was able to learn 
about their families and traditions 
through conversation about their 
artwork. It led to meeting other 
people and learning about their 
stories. It also was an
opportunity for people in these 
remote villages to sell more than 
one piece of art to a tourist 
passing through. I was buying 
multiple pieces and the artists 
were willing to create custom 
pieces for me. I paid well as my 
mission was not to get the best 
deal but to help people in the 
community become self-sufficient.

I founded JELLA World Artist 
Collections and returned to 
Africa six months later with my 
family. I developed a relationship 
with the driver that I had on the 
first trip, Patrick. He has been my 
connection to the artists that I 
buy from. So often the people in 
Africa that create the art that I 
buy do not have phones or comput-
ers. He knows the language, uses 
email, and ships to me. I bought an 
iPhone for him so that he
can take great photos and we can 
easily communicate. He and I have 
worked very closely together. A
couple of years back, he wanted to 
move away from being a safari 
driver because covid had really 
shut down tourism. I created a 
group of advisors and investors, 
and we created a business plan 
and raised18k so that Patrick 
could open a hardware store. The 
business has had challenges, but 
most ventures do. Patrick still 
makes time to retrieve the art that 
I need in Africa. After a couple of 
years focusing on Africa I 
branched out to other countries. 
Now I bring in pieces from all
over the world. Artists in 18 
countries supply me with art. 



What forms of 
communication do I use?

Today I mainly use WhatsApp both 
to communicate with people I am 
traveling with and with artists 
that I meet. Originally, when I 
started my business in 2010 I was 
using email. That was cumbersome 
and slow. It meant taking photos 
and sending them to my computer 
to send to artists. Now I can use 
my iPhone to take a photo and send 
it using WhatsApp. That form of 
communication saves the past 
conversation which makes it easy 
to refer back to what was said and 
agreed upon.

What inspired my logo and 
tagline?

When I started my business, I gave 
a lot of thought to the naming it. 
I came up with clever names and
found that the more clever the 
name the harder to remember and 
to spell. I hired a marketing team 
to come up with my logo and name. 
They designed the circle with 
various colors running through it 
to represent the diversity of the 
earth. In the end I named my 
business JELLA which is what my 
friends have called me since we 
traveled to Italy together 20 
years ago. The tag line “A Collec-
tion of Art and Jewelry from 
Around the World” sums it up.   

A funny story based on a 
communication snafu.

On my first day in China, I headed 
to the market with a huge suitcase 
on wheels filled with bubble wrap
and tape. It was a harrowing day. 
It was hot, 98 degrees. I had been 
in China for only a couple of 
hoursand managed to get myself 
to one of the huge markets in 
Beijing so I could shop for home 
goods and jewelry for my busi-
ness. Language was a barrier, and 
there were so many people and so 
many stalls to sift through. What 
was I looking for? I spent hours 
upon hours looking. It was nearing 
6 pm, and themarket was closing. 
I realized that I needed to make 
some decisions. I had seen, hours 
ago, a vendor who was selling 
amazing jadeite and soapstone

carvings. I had to find him, Chiang. 
Retracing my steps, I managed to 
locate him. We got to the point 
where I had selected 20 amazingly 
beautiful pieces of carved stone. 
We had the prices where we both 
needed them to be and it was time 
to pay. I pulled out my VISA and 
everything stopped. He was a cash 
only operation. I had brought with 
me a charge card, a small amount 
of cash along with my debit card. 
I didn’t know that I would not be 
able to use my charge card inthe 
markets. It was too late. The 
market was closing for the week 
and an entire day would be lost if 
I could not get the cash. The shop 
owner called a cousin who came to 
the market. The cousin spoke some
English. He wrote down the phone 
number of the man I had been 
dealing with and we made a plan 
that I would get cash the next day 
and I would text him, then we 
would meet in a park near the 
market. I had a sleepless night. 
The next morning, I went to the 
bank at my hotel to get cash, the 
ATM ate my debit card. I told the 
front desk and they wrote a note 
in Chinese that said, “Take this 
lady to the Bank of China,” and
I was able to get a cash advance on 
my VISA card there. Then I texted 
the guy, “I have a TON of cash.
Lets meet.” As soon as I sent that 
text I realized that was not the 
smartest thing to say. I was meet-
ing a man I did not know in a place 
that he chose and had told him 
that I had “a ton of cash.” It was a 
very stressful situation. It was 
also amazing because the guy 
showed up and helped me count 
the RMB (their currency), helped 
me bubble wrap everything and 
pack it in my rolling suitcase. Now 
another problem emerged. I had 
just bought a suitcase full of 
fragile stone that I would need to 
haul all over Asia for 2 weeks. 
Not only haul it around but I 
would need to fly to South Korea 
with it and then back to the US.

When I was in China I met a man at 
a coffee shop that became one of 
my shoppers in China. I was using
the coffee shop as my home base 
while retrieving things from the 
market. My husband was working 
from the coffee shop and could 
keep an eye on my pieces. The man I 
met, Hoa, was introduced to me by 
the coffee shop owner. I was 
buying so much merchandise from 
the market and the coffee shop 
owner was curious about what I 
was doing so he started talking 
with us. I asked him if he knew 
anyone who could become my 
shopper in China. He called a 
friend, Hoa, who arrived 15 
minutes later and became my
partner in China. He downloaded 
WeChat onto my phone. It was a 
tricky app because it had to be
downloaded using info from a 
citizen of China. Fortunately, Hoa 
knew how to do it and he set the 
whole thing up. Unfortunately, 
Trump banned the app in 2020. We 
knew that the ban was coming but 
it happened suddenly, It was 
difficult to communicate while we 
tried to find a format that we 
could use. Hoa figured it out and 
was able to find me on Linkedin. 
Where there is a will there
 is a way.



 

I learned several very 
valuable lessons on this 

first trip to Asia.

I managed to get all of the pieces 
back to the US but it was pretty 
tricky. I not only learned those
lessons, but I learned that this 
guy who I had never met before 
was interested in helping me. He
could see that this relationship 
could be good for him too and we 
created a partnership.
Communication is tricky when I 
work with him in person but when 
we communicate now we both use
google translate and that solves 
the problem.Chiang still ships to 
me. He rides his motorcycle all 
over China getting stone and wood 
carvings for me.
He is reliable, I wire him money 
and he accounts for every penny 
spent. It is always a leap of faith 
when I

wire money to people for the first 
time but I have learned to trust my 
instincts.

 

1.Bring cash.

Step 1

 

2. Don’t tell 
people you are 
bringing a ton 
of cash.

Step 2

 

3. Do not buy a 
suitcase full of 
stones.

Step 3


