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Executive Summary
The purpose of this report is to analyse how different business is for an American, the Head of Marketing of TBG Tours Ltd to prepare for intercultural meetings in Dubai and China. Relevant models and examples were used to unsure certain areas were covered and what important things the business man will need to keep in mind and what to do to prepare. There will be highlights of the key challenges of intercultural communication in china and Dubai which have potential impacts on the success of the trip. (2000 words is the maximum word count).
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Introduction


This is a brief introduction to show the difference in cultures in Dubai and China. With the head of marketing of TBG Tours Ltd preparing to go to these fascinating countries and how he is able to prepare himself for the upcoming business meetings, which will include discussions on development. 


























Important things to consider before a business trip

Culture and ways of living- Ahead of a business trip to Dubai and China; it is a serious job of the head of marketing of TBG Tours to ensure that he has done extensive research to the different culture he is stepping into. According to Elizabeth MacBride (Forbes, 2016) Dubai could be one of the most important cities in the world. With this being information important for the head of marketing to take to Dubai with him, it is also essential to understand the different cultures and how different business is compared to America. Language may become a barrier between the perfect business meeting or the worst business meeting. While understand that it may take people from different cultures a lot longer to understand what you are trying to say, patients is a must.  Valerie Bath (Forbes, 2018) stated ‘It is vital that you learn in advance the culture or cultures of the people with whom you will meet. One of the ways to immerse yourself in a foreign culture before ever setting foot in a particular new market or having your first interaction with a native culture is to take a cultural competency course.’ A competency course is a course which would be designed to meet the needs of a certain individual where the objectives are also specific to the course. Choosing a language or business in different cultures course that provide massive support for the head of marketing to go forward and feel comfortable with how he delivers his planned meetings. Before leaving the United States of America  one of the things to consider is to make sure you choose the correct visa


Cultural differences in Dubai

Masculine vs feministic Culture- The United Arab Emirates scores 50 according to Hofstede, which means that Dubai is neither Masculine or Feminine as it scores 50 in this certain dimension. A high score would show that the society would be driven by competition. This trait will be started through being taught in school and when it comes to organisational life.
Power Distance- Dubai scores extremely high with a total of 90. This shows that people who live in Dubai know that there is a certain order in that everybody has a place, with n explanation needed. Power distance deals with individuals which are in a society are not equal. ‘It expresses the attitude of the culture towards these inequalities amongst us.’ (Hofstede Insights). The United States are ranked a lot lower, they see power that is distributed unequally and that is something they have had to accept.
Individualism vs Collectivist Culture- The United Arab Emirates scored 25 which is considered as a collectivistic society. A collectivistic society is one where people prefer to work alone or in groups. These groups range from, families, extended family, or any other types of relationships. Being loyal in a collectivist culture is extremely important especially in their culture. According to Eman Al Tenaiji she stated that loyalty is the most fundamental value of being an Emirati. Loyalty being such an important part of the collectivistic culture which is why the score is so low. 
Uncertainty Avoidance- The Arab Emirates scored a high 80. Having such a high score shows that Dubai are very strict and do not stand for any intolerant or unorthodox behaviour. These are also things which is out of anyone’s control.  The US on the other hand scores  46 in this dimension. With the US being unsure of what is around the corner it lowers the score as the rules and laws are not as strict as what they in the Arab Emirates. According to the Hofstede Insights ‘Americans tend to be more tolerant of ideas of ideas or opinions from any one and allow the freedom of expression.’ This goes to show that Americans are a lot more laid back and are a lot more open to change. 


Blue – United Arab Emirates
Purple- United States

4. Business code of conduct- Dubai
4.1 Introductions and First Impressions- Greeting someone in Dubai is extremely important especially when you are from a different country. When greeting someone handshakes are the go to thing to do when introducing yourself in Dubai. It is important to remember not to shake hands with a woman unless they extend their hand out first. A customary greeting in Dubai is ‘As-salam alaikum,’ which means peace be upon you. This is a very polite thing to do especially when travelling to Dubai from and different country. According to VisitDubai when attending a meeting for the first time, despite the heat it I important for men to wear and suit, which makes them look very tidy and smart. Then women must make sure when conducting and attending a meeting for the first time in Dubai, they need to wear business clothes that will cover their arms, shoulders and legs. For example, tight trousers and low-cut tops are not appropriate. First impressions are always important in business, regardless of what culture you are from. When the Head o Marketing of TBG Tours Ltd goes to Dubai to conduct business they will be expecting him to show a substantial amount of respect for their religion and culture and are able to greet people the correct way.
4.2 Gift and business cards- Business cards and used both in Dubai and America. Seen as though Arabic is the official language of Dubai, English is also used a lot throughout business. Although when going there for business, when producing and giving out business cards and brochures they must be printed in Arabic and English. Gift giving in Dubai is extremely popular especially when it is the first time someone is conducting a meeting. According to Altitude report ‘Consider high-end chocolates, such as ones by the brand Patchi, for everyone in the office to share.’ Most people tend to wait until after the meeting to ensure that the relationship has developed, and they feel comfortable presenting a gift. Waiting until directly after the meeting would also be appropriate to send a gift which could include a message which invited the owner/ boss of the company for tea or coffee.
4.3 Negotiations- Dubai’s business culture is world class and it is important to know the correct way in how to negotiate. You must adopt and introduce with a business approach. Again, making sure that their religion is respected and making sure all traditions are met when conducting business. Hospitality is vital when dealing with negotiations. Stated by Alliance Experts ‘Be sensitive to the presence of elderly persons and show them respect.’ This is also to give a sign of respect as well as trying to negotiate deals. It is important to be confident when pitching ideas. Arabs are experts when it comes to negotiating and they expect bargains to be made. 
4.4 Communication- Communication is one of the most important skills to have. But, having to use different languages when communicating is very difficult. When building relationships with potential business associates it is important to offer compliments to the host of the meeting and the organisation they have. Compliments will also be given back, and it is very important you take them with gratitude. The American may get asked questions they he does not feel comfortable answering but it is vital to be level headed and they are only trying to know some background information about the potential business partners 









Cultural Difference in China

Masculine vs Feministic Culture- Just like the United Arab Emirates, China has a high score. Success is driven in China especially due to the popularity and business there they must strive to be successful. Chinese people see success as a top priority and will sacrifice families and leisure time just to go to work. 
Power Distance- At a high ranking of 80. With power distance measuring power being distributed. In China they see the importance of power to be shared out even when it comes to family. They tend to believe that inequalities in people are to be accepted. ‘Individuals are influenced by formal authority and sanctions and are in general optimistic about people capacity or leadership and initiative.’ (Hofstede). In the Chinese business world companies, employees and businesses are willing to follow guidelines made by their superior. Challenging superiors in China would follow in serious consequences.
Individualism vs Collectivist Culture- with a score of 20, China is a culture where like the United Arab Emirates, tend to act in groups, especially when is comes to their own interests. Group considerations will affect business in the Chinese culture. For example, when it comes to hiring someone or promoting someone it would be a group decision.
Uncertainty avoidance- The low score of 30 for China. Uncertainty avoidance is to do with the way that a society deals with knowing that the future will never be known to them. This can cause a substantial amount of anxiety. Faithfulness to and laws and rules could become flexible to suit certain situations.


Blue – China
Purple – United Arab Emirates
Green- United States


Business code of Conduct- China

Introductions and First Impressions- Greetings are formal and the oldest person is always greeted first and is they will find that very respectful. Just like Dubai, handshakes are extremely common and it’s the best way to introduce yourself. Although if you are wearing gloves it is important to remove the glove to shake someone’s hand. As an American is it vital to know how the Chinese greet people, they may look to the floor and avoid eye contact which is completely normal in their culture. When introducing yourself in a group the individuals must make sure that they wait their turn to speak. The American will have to introduce himself by saying his full name and in the business environment say his job role.
Gifts and Business cards- the Chinese people value the use of business cards once again just like Dubai. When conducting business it is important to have the business cards ready to give. But, when giving the card it must be given with two hands, pass it over to then receive one back. Once receiving a business card ensure that it is examined before putting it away pr putting it down onto a table. 
Negotiations- During negotiations with a Chinese business or group, they will have certain people there to talk and to negotiate for the business. The most senior person on the negotiation team will be the spokesman. Business deals and negotiations takes a lot of time, so patience is a must during the negotiation phase. The Chinese will not directly say ‘no’ as confrontation is not something they agree with. So, for the Head of marketing, being direct and abrasive will not look good. 
Communication- Chinese tend to rely a lot on facial expression, tone of voice and posture to convey meaning or intention. This will help if they do not speak English, the American will have a translator with him ready for the introductions and meetings. They will rely on these aspects as they can see what kind of person they are and what way the communicate. It is a lot harder for the Chinese if the individual does not speak any Chinese as the Chinese find it very hard to say no. according to World Business Culture ‘It is also difficult to deliver bad news as this is usually done through the use of an intermediary who can soften the blow and try too preserve as much good-will within the relationship as possible.’ This would mean that I would not be the individuals place to deliver bad news, so when communicating it is vital it is all positive. 





Conclusion 

To conclude this report the American has a lot to consider before planning to go to Dubai and China. It is important for him to understand the importance of their cultures due to them being so different to his own. It is important that they are comfortable with adapting to the different cultures that they will be experiencing. 
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