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Executive Summary

The purpose of this report is to advise the Head of Marketing of TBG Tours Ltd on how best to prepare and undertake business meetings in China and Dubai.
The Head of Marketing of TBG Tours Ltd is an American so there are some cultural differences between each society and how they would carry out negotiations. Understanding these differences can determine better success in the proposed societies.
To analyse the different cultures in business settings in China and Dubai, and to identify potential problems and how to overcome them as an American, Hofstedes (2018) dimensions have been used. The research of Hofstede (2018) describes different cultures and makes understanding how different societies work simple.
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Introduction

Upon the business trip to China and Dubai, ahead are some important notes to brief the Head of Marketing of TBG Tours Ltd in order to help prepare and have the best possibility of a successful trip.
There are some cultural differences between America, China and Dubai and it is important to understand these as it could create the success or break down of the business meetings. The Head of Marketing of TBG Tours Ltd would have an advantage of being familiar to the diverse culture differences and showing understanding and respect of these (Velocity Global, 2017).

Figure 1 Hofstede Insights (2018)

Overview of China

2.1 Power distance
Figure 2 indicates that China has a score of 80, demonstrating a high power distance within society (Hofstede, 2018). This highlights the culture in China to be accepting of a big gap between superiors and subordinates (Usunier, et al, 2017). People in China follow the belief that a subordinate does not question a superior but must trust the superior is right. This is because of the influence of Confucianism, a belief that the subordinate obeys their superior as a superior will always have the best interests of the subordinate so to question them would be disrespectful (Meyer, 2014). The Chinese believe that the stability of society, families and business is dependent on respecting the unequal relationships between superior and subordinate, or senior and junior (Lewis, 2010). 
The United states scores 40 so this shows a contrast in the societies of United States and China. The United States has a hierarchy system more for a convenient way of dealing with business. Communication, ideas and decisions can move freely between superior and subordinate, and equal rights in the United States provides respect to go both ways also (Holder, 2018). 
This contrast in power distance in the Chinese and American societies needs to be understood and considered prior to the meetings between the Chinese and the American. It would be recommended that the American CEO observes the hierarchy system in China and where he/she is placed to avoid power struggles and maintain respect (Earnhardt, 2018).
2.2 Individualism
China has a score of only 20 for individualism, in vast contrast to the high score of 91 for the United States (Hofstede Insights, 2018). Individualism versus collectivism describes the difference in societies, with a society with high individualism expecting a person to be independent and look after themselves where as a collectivist society looks after the person throughout their lifetime and encourages the person to be obedient and put the good of the group above the good for oneself (Usunier, 2017). China is a strong collectivist society (Lewis, 2010) and do not tend to separate themselves from the group because they live by their duty to play their part in looking after the groups best interests and feel loyalty and protection from other members of the group (Steele and Lynch, 2012).
The United states is significantly higher in individualism, showing the societies expectations of independence. People in the United States generally look to themselves for their own success and wellness, and it is a widely accepted view that everyone and anyone is able to succeed based only on their own hard work (Clearly Cultural, 2018). 
This is also an area that should be considered by the American CEO when doing business in China because the American would need to respect the group and not expect them to come to fast decisions or last minute changes because the Chinese group will want to take all of the groups best interests into consideration before coming to an agreement in business Usunier, 2017).
2.3 Masculinity – femininity
There is not a huge difference in masculinity, with figure 1 showing 66 for China and 62 for America.  Masculinity scoring deals with how assertive, ambitious and focused on achievement a society is, as well as a masculine society valuing the strength and status of a person (Usunier, 2017). A society which has a low score is more feminine and reflects how nurturing and caring of the welfare of others a society is. This society tends to have more free education and people will share decisions to solve problems together (Usunier, 2017).
Both China and America are generally masculine societies. It could be argued that the negotiations in China would be more competitive with the American CEO due to the high masculine societies, and therefore there should be care taken to ensure that when negotiating in this assertive dynamic, respect is not forgotten neglecting the considerations of different power distance and individualism scores (Bisk, 2018).
2.4 Uncertainty Avoidance
Usunier (2017) states that a country with a high score of uncertainty avoidance is not comfortable with ambiguity. China scores a low 30 for uncertainty avoidance and America scores a higher 46. In China even their language is ambiguous, so people in that society are comfortable with there being different ways of meaning and thinking that might not be how they would first perceive it (Hofstede Insights, 2018). China is proven to be an innovative and entrepreneurial society, with most businesses being small to medium (Usunier, 2017).
Chinese business people will not be too strict on rules but will be more inclined to be innovative with their business negotiations in order to get the best deal for the group (Bisk, 2018). The American CEO would be encouraged to be open to new ideas and negotiations to get to an agreement that satisfies both sides (Earnhardt, 2018).
Business Etiquette in China

3.1 Greetings and Introductions
It is respectable to give business cards upon introduction but ensure they are written in Chinese as well as English as lack of translated business cards will be seen to Chinese people as “negligent and disrespectful” (Vollmer, 2012). It is common for Chinese people to have introductions over lunch or dinner (Vollmer, 2012). If at all possible, it is recommended to return the favour of lunch or dinner (Bickerstafffe, 2015).
Small gifts can also be given to Chinese when meeting, but the gift should not be substantial, so it cannot be seen as a bribe (King, 2015). A gift is appreciated to create relationships as long as they are personal and meaningful, such as food or land mark ornament from the visitor’s home country. A gift in red gift wrapping is considered lucky to the Chinese (Jawad, 2018). For receiving both business cards and gifts, it is respectable to take them with both hands in thanks to the giver of the gift (Digmanderin, 2018).
3.2 Dress code
Chinese people are like Americans in the way that people will be expected to wear suits to business meetings. Despite this, the Chinese are more conservative than Americans as they would not take risks to try and personalise their styles, rather opt to wear plain colours and women especially should make modest choices in regards to necklines, skirt lengths and heel heights (International Business Seminars, 2018).
3.3 Negotiations
Before leaving for China, it is advised to be somewhat educated on the culture and social as well as business norms, as not having these basic understandings can be very harmful to business negotiations (Bickerstafffe, 2015). This respect and understanding of the culture is also helpful in creating relationships with the Chinese and “bridge the gap” between cultures for the success of the business negotiations (Jawad, 2018).
In China, negotiations are not rushed. The Chinese prefer to take their time to make the best agreements to fit them, so be prepared for longer than usual negotiations and understand that an agreement will not be made within the first meeting (Staff, 2018).
3.4 Communication
Chinese people like to do business with people they have close relationships with rather than business people that are not well known to them. It would greatly help the success of the business trip if relationships are formed and nurtured, so it is suggested to treat Chinese business people are friends first, talking about yourself and learning about them as people first, before going into the business negotiations (Brabant, 2001). 
The Chinese are pleased with a potential business partner learning some basic Chinese, as it is seen as a show of fondness and respect for their culture (Branant, 2001). Shaking hands is also custom but in the Chinese society there is a system of who offers the handshake and how to receive the handshake (Jawad, 2018). A lower position person should greet a higher position person first, as a show of respect (Jawad, 2018).
Effective communication is important for building business relationships. Non-verbal communication is emphasised in China because their language alone can be ambiguous (Hosfede Insights, 2018). Consideration to communicate in other ways as well as verbally would benefit business meetings with the Chinese, and these include facial expression and posture. It is also considered disrespectful to stare too long into someone’s eyes, in contrast to the Western norms of eye contact signifying sincerity (Hanna, 2014).

Overview of Dubai

4.1 Power distance
Dubai scores very high in power distance at 90, making it more accepting of unequal distribution of power than China and could be an even bigger culture shock to an American to deal with (Hofstede, 2018). As noted before, America is used to sharing decisions and ideas with people of different rankings and the hierarchy system is for convenient sharer of duties rather than a power of doing what the boss says and never questioning them (Holder, 2018).
It is advised to be observant of the hierarchy system and to not show disrespect by challenging anyone above your own position.
4.2 Individulism
A highly collectivist society, people of Dubai are part of strong in-groups and every member of the group will show great loyalty and protection to each other (Valerie, 2015). America is an individualist society so does not put the same priority of the entire group over what he/she believes is the better outcome for him/herself.
Any mistakes should not be pointed out publicly because such a collectivist culture puts a big emphasis on the need to save “face”. A person from a collectivist culture tends to stay within the group so does not have the ability that an American would have to move to a different group if one feels disgraced (Valerie, 2015).
4.3 Masculinity – femininity
Dubai scores in the middle of the table for masculinity, meaning that the society are concerned with both success and status as well as nurturing and caring for each other (Valerie, 2015). This is demonstrated by the successful business domain in Dubai, but also education is free and there are good medical services showing the both masculine and feminine roles being played equally (Lewis, 2010).
As American’s are more of a masculine society, considerations should be taken in how assertive one should be in order to not seem too competitive but also not be too laid back that the best interests of the American business is not being neglected. 
4.4 Uncertainty avoidance
Dubai scores 80 for uncertainty avoidance, significantly higher than America’s score of 46. High uncertainty avoidance demonstrates Dubai’s need to follow rules and protocol as they do not want to risk making any mistakes (Valerie, 2015). 
Hofstede (2018) states that people from the Dubai society prefer to be busy and productive throughout their day and their uncertainty avoidance leads them to believe they must always be working hard to enhance their own success, so advice for the American CEO would be to always be prepared and have specific things to get done in order to not be seen as wasting their time (Kwintessential, 2018).
Business Etiquette in Dubai
5.1 Greetings and Introductions
Gently shake hands with right hand only as firm handshakes are considered rude and as if you are observing dominance over them (Kwintessential, 2018). Take your time with the handshake, wait until the other person ends the handshake before you also withdraw. You should also wait for the Dubai national to initiate the handshake when you are meeting a person of the opposite sex as some are more conservative than others (Istizada, 2018).
Similar to China, business cards are common place in Dubai. It is appreciated for the business card to be translated in Arabic to show respect to the host country. It is worth also considering having your logo placed to the right of the card as Arabic is read from right to left, this makes it easier for the Dubai reader whose eyes will naturally go towards the right (Istizada, 2018).
5.2 Dress code
In Arabic cultures women tend to be veiled or at least well covered in public (Lewis, 2010) but Dubai is the most liberal of all the Emirates and dressing modestly is still expected (Kwintessential, 2018).
Men are also expected to dress professionally. A business suit for visitors to Dubai is accepted. Clothing styles can differ in Dubai but traditional outfit for males is a white, ankle length dress which can be thicker and darker in colder weather (Jawad, 2018).
5.3 Negotiations
Due to Dubai’s need to follow rules because of their societal uncertainty avoidance (Hofstede, 2018), advice for the CEO would be to not pressure or insinuate anything other than the protocol of the agreed negotiation strategies and what has been said to be included in the negotiations (Valerie, 2015). 
Meetings tend to be in a more relaxed setting than the American common office space. The meeting is likely to take place in the morning or lunchtime, likely at a restaurant (Bowman, 2004). Interruptions can occur in meetings so it is advised to be patient and allow people to come in and make interruptions in a show of respect (Kwintessential, 2018)
5.4 Communication
American’s would be used to conflicts being openly discussed as this is seen as an opportunity to make a change for the better. In a collectivist culture such as Dubai, conflicts may be downplayed in open conversation because the people feel they need to be sensitive to others and expect sensitivity in return in order to save “face” (Valerie, 2015).
Conclusion
This report has demonstrated the differences in societal cultures between America, China and Dubai in accordance to Hofstedes (2018) dimensions. Recommendations in this report are to advise the American Head of Marketing of TBG Tours Ltd on how best to prepare for business meetings in China and Dubai.
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