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[bookmark: _Toc530930542][bookmark: _Toc530968875]1: Introduction

This report highlights the potential issues and cultural understanding between America, China and Dubai. There will be research into the Hofstede theory and discussing the scoring of the different dimensions, also understanding the business code of conduct. Offering recommendations and highlighting issues in aid to Head of Marketing of TBG Tours Ltd (America) for the upcoming trip to China and UAE.
[bookmark: _GoBack]
[bookmark: _Toc499059811][bookmark: _Toc530930543][bookmark: _Toc530968876]2:  Important Considerations Prior to the Business Trip
[bookmark: _Toc530930544][bookmark: _Toc530968877]2.1. Culture custom
When travelling to Dubai and China, it is extremely important to be aware of the diversity in the two different cultures. The culture is something that is to be highly respected at all times. Understanding and respecting the Etiquette, language and characteristics of the different cultures is important and is the backbone to the success of your business meeting. Cultural similarities should be sought, as this will aid the initial bonding process and therefore contribute to establishing a good working relationship (Moran et al, 2014). 

[bookmark: _Toc530930545][bookmark: _Toc530968878]2.2. Culture confusion
Cultural confusion is a feeling that is felt by many who have a change in cultural environment when abroad, many will be effected by the changes as these changes are often unexpected and major, especially with countries such as Dubai and China. 

[bookmark: _Toc530930546][bookmark: _Toc530968879]3: China
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[bookmark: _Toc530930547][bookmark: _Toc530968880]3.1. Cultural difference in China

[bookmark: _Toc530930548][bookmark: _Toc530968881]3.1.1 Masculine v Feministic Culture
America’s masculine culture on the Hofstede scale is at 62 similar to the opposition, China which scores at 66 on the Hofstede scale (figure 1), with both sharing a masculine society this will make business slightly easier as there will be no masculine and the feministic culture clash. Therefore, with both countries having a high masculine scoring, as Hofstede and Hofstede (2005) explain, masculine society is driven and competitive in nature with both countries being masculine, the chances of success are higher.

[bookmark: _Toc530930549][bookmark: _Toc530968882]3.1.2 Individualistic vs Collectivist culture 
[bookmark: _Toc530930550]As stated by Hofstede, China is a collectivist country (Figure 1) meaning that China places emphasis on business relations, work in groups and are selfless. However, unlike America scoring 91 for individualism as stated by Hofstede (Figure 1) Individualists work for themselves and immediate family, this could be a business culture clash causing a loss once again as China is team playing and America is for themselves. 


[bookmark: _Toc530968883]3.1.3 Power Distance 
Power Distance is where members of staff accept that organisations within a country expect also accept that power is unequal. Figure 2 shows the clear difference with China scoring 80 and USA at half of that with 40. China is a society in which they believe inequality to be acceptable. The Chinese follow the workplace hierarchy, and believe it holds importance. When going forward with any meeting in China taking this into consideration is important to avoid any disagreement in the future, especially if the Chinese were to think they was far more superior than their opposition (America) this will lead to power debates and disagreements.
[bookmark: _Toc530968884][image: ](Figure 1)
[bookmark: _Toc530930554][bookmark: _Toc530968885]3.2: Business Code of Conduct
[bookmark: _Toc530930555][bookmark: _Toc530968886]3.2.1 Introductions
When organising meetings same as America meetings in China, they tend to be scheduled well in advance, with a strong emphasis on time keeping (ITA, 2017).  This builds a sense of respect professionally where both countries have the same expectations as each other. Pre-meeting authorities on both sides are briefed about the business meeting taking place.  The Chinese tend to dislike touching, or even a firm handshake, which would be the norm in America.  Instead, a bow, would be more appropriate when greeted (Moran, 2014).  Officials are professionally addressed by their family name or title.
[bookmark: _Toc530930556][bookmark: _Toc530968887]3.2.2 First Impressions
Formal business wear is important for the Chinese. Blue or grey three-piece single-breasted suits for the men, and Business suits for Women which entail a formal suit and skirt. Avoiding open toe sandals and no white socks for men.
[bookmark: _Toc530930557][bookmark: _Toc530968888]3.2.3 Gifts and Business Cards
When giving any sort of gift to the Chinese ensure it is given in a red bag, this is believed to be the lucky colour of the country. Ensuring that the gift is given with both hands this includes business cards too. As humbleness is wired into Chinese culture, your gift will likely be politely refused several times, so keep offering it while referencing your commitment to your business relationship.
[bookmark: _Toc530930558][bookmark: _Toc530968889]3.2.4 Negotiation
The Chinese massively have trust in any business negotiations, this is also a way of building relationships, later down the line having the basis of trust will help in negotiating prices. In China, giving your word is considered at the same value if not more than a written contract so therefore, keeping contracts and dotted lines aside will strengthen your relationship. Chinese terms referred to as Guanyin, or otherwise known as social networking, signifies reliability and mutual commitment towards one another (Moran et al, 2014).
[bookmark: _Toc530930559][bookmark: _Toc530968890]3.2.5 Communications
Body language is the most significant way of communication and is something that the Chinese look at first and focus the most on, communicating verbally is something used daily as a form of interaction with each other and is used everywhere. However, according to Professor Mehrabian communication is only 7 percent verbal and 93 percent non-verbal. The non-verbal component was made up of body language (55 percent) and tone of voice (38 percent) Ensuring that your body posture isn’t offensive also understanding that what may be okay in America could cause offence in China.

[bookmark: _Toc530930560][bookmark: _Toc530968891]4: Dubai
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[bookmark: _Toc530930561][bookmark: _Toc530968892]4.1. Cultural difference in Dubai

[bookmark: _Toc530930562][bookmark: _Toc530968893]4.1.1 Masculine v Feministic Culture
[bookmark: _Toc530930563]According to Hofstede UAE scores at 50 for masculinity so therefore is neutral and is neither masculine or feministic. Making it equal and fair causing no further complications. 
[bookmark: _Toc530968894]4.1.2 Individualistic vs Collectivist culture 
Looking at Hofstede individualism UAE scores at 25 and USA at 91 this is a clear difference between the two scores and will potentially cause issues in communication later since UAE is a collectivist culture and USA is individualistic. Hofstede describes individualism as placing emphasis on one’s self and own goals, rather than those of a group. Understanding that UAE are strong on collectivism going into the business meetings with something to offer them showing selflessness can further build a stronger business bond. 
[bookmark: _Toc530930564][bookmark: _Toc530968895]4.1.3 Power Distance 
Similar to China (3.1.3) with UAE scoring 90 and USA scoring 40, it is important to understand that you may have to show more respect when doing a business meeting in the UAE as inequality within the organisation is at high rates, this is to diffuse any confrontations and have a smooth business meeting.
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(Figure 2) 
[bookmark: _Toc530930568][bookmark: _Toc530968896]4.2: Business Code of Conduct

[bookmark: _Toc530930569][bookmark: _Toc530968897]4.2.1 Introductions
Emirati’s generally prefer doing business meetings in person. However, in the UAE trust should be mutual and the pinnacle for the success of any business interaction, this can only be strengthened when interacting via face-face meetings. Spending time with your Emirati business partner is also another way to build a relationship as in the UAE Emiratis prefer to do business with those who they know. Having someone introduce you face-face by some form of connection with help establish a successful relationship. The customary greeting is ‘As-salam alaikum,’ (peace be upon you) to which the reply is ‘Waalaikum as-salam,’  (peace be upon you) 

When entering a meeting, general introductions will begin with a handshake. You should greet each of your Emirati counterparts individually, avoid shaking hands with a woman unless they extend their hand first.

[bookmark: _Toc530930570][bookmark: _Toc530968898]4.2.2 First Impressions
At the beginning of any meeting it is traditional to offer coffee or tea, and even if you wish to not drink, you must still accept as a symbol of respect. Although UAE holds strong cultural beliefs foreigners are free to dress how they wish as this is very liberal for both male and females. When doing business in Dubai, knowing the business etiquette is crucial. Appointments should be made several weeks in advance as a sign of respect and morning meetings are generally preferred (Kwin, 2015)

[bookmark: _Toc530930571][bookmark: _Toc530968899]4.2.3 Gifts and Business Cards
Business cards are something majority business people will have. Although this is not essential. If you are carrying and wanting to use business cards throughout the UAE, information should be printed both in English and Arabic. 

[bookmark: _Toc530930572][bookmark: _Toc530968900]4.2.4 Negotiation
When negotiating, it is important to know that the Emirati appreciate if arguments are defended with determination and passion, not of that with impatience and anger. Ensure that stress situations are avoided as this could have a negative impact on your negotiation. When negotiating bring in personal contacts with good reputations as this will help build relationships and further develop your future negotiations with UAE.

[bookmark: _Toc530930573][bookmark: _Toc530968901]4.2.5 Communications
When communication in meetings understanding that meetings will often start with informal talking, asking about family and is a gesture of getting comfortable and calm. The host will not initiate the business discussion so therefore it will be down to you. In the culture, visitors will always be in and out of the meeting and the host may also take calls during the meeting. 
[bookmark: _Toc530930574][bookmark: _Toc530968902]5: Conclusions
Having a great amount of knowledge and understanding on the business etiquette of China and UAE, along with knowing the different cultures and being able to comfortably fit into these countries, will further expand your business networking. Not only that it will be the highlighting situation of a successful business deal. Ensuring you have high standard of understanding for both the UAE and china in communication, body language and friendliness. This will give you a successful business and many more opportunities. 
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