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[bookmark: _Toc531011515]Executive Summary

[bookmark: _Hlk530783063]The purpose of this report is to provide advice to the Head of Marketing of TBG Tours Ltd (an American) on how best to prepare for intercultural meetings during their forthcoming business development trips to China and Dubai. Relevant theoretical models of cultural awareness were utilised to produce a briefing paper highlighting the key challenges of intercultural communication in China and Dubai which have the potential to impact on the success (or otherwise) of the trip. Strategic recommendations on how these could be overcome.  
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[bookmark: _Toc531011517]Introduction

[bookmark: _GoBack]This reports aims to highlight informative advice to the Head of Marketing of LBG Tours Ltd, which is an American organisation that will be having intercultural meetings during their forthcoming business development trips to Beijing and Dubai. It will demonstrate on how the organisation can be best prepared, as well as view the potential whether businesses will impact on the success or not. The report will also reflect on Hofstede dimensions, as Pugh and Hickson (2018) suggests that Hofstede ‘identifies four basic dimensions of the differences between national cultures based on forty larger subsidiaries.’ The dimensions include power-distance, uncertainty-avoidance, individualism and masculinity. Several key recommendations can be found prior to the conclusion section of this report. 
Before the Head of Marketing of LGB Tours Ltd head to their business trips, they need to be aware and be considerate regarding the diversity of cultures that they will be facing.  According to Krizan, et al (2007), it is possible to become an effective multicultural communicator if an individual is able to understand their own cultural, keeping an open mind, and also have respect for differences and adapt to different cultural communication pattern. Following these simple guidelines will allow an individual to present themselves as respectful whilst they are on their business trip. Furthermore, if the organisation are able to be respectful towards different cultures, then it will be easier to create the initial bond process, meaning that it will form a good working relationship (Moran et al, 2014). 
On the other hand, it is known for individuals/organisations to be confused and unaware of the diverse of the cultures, as Knapp et al (2011) explains that not having awareness of different cultures ‘may cause trouble in any situation of contact between members of different cultural, ethnic or social groups’. This demonstrates how vitally important it is to be open-minded of other cultures. Intercultural communication is significantly important when different cultures are meeting for business, as Baur (2010) discusses that the reason for intercultural communication is to ‘fill the gap between huge advantages offered by the global village’, and having awareness of different cultures can impact to building a bridge from global village to a global community. 

[bookmark: _Toc531011518]Beijing

[bookmark: _Toc531011519]4.1- Cultural Differences in Beijing

[bookmark: _Toc531011520]4.1.1- Masculine  vs Feministic Culture – According to Hofstede (2018), China is scored at 66 on the dimension, resulting that China’s represented as a masculine society. Hofstede believes that scoring high on this dimension suggests that the society is based on being the best in the field, and that achieving success is a major factor. This demonstrates that China is a country that are driven for success, always believe that there is always a competition and would provide services until late. If it means that they have to sacrifice leisure time, they will prioritise success over friends and family time. In contrast, the Americans are ranked 62 on the dimension, which is illustrating that there is not much difference between China and the USA, and both countries strive for the best results. There should be no conflict between the Chinese and Americans with this dimension during the business trip, as both cultures represent that both countries are motivated to work, resulting in a good working relationship to achieve success. 

[bookmark: _Toc531011521]4.1.2- Individualistic  vs Collectivist Culture- With China scoring 20 on the dimension, this indicates that the Chinese are a collectivist society, meaning that they have a significant interest of a group relationship, presenting that they are interested on building strong relationships. Furthermore, when the Chinese are making group decisions regarding business such as promotions or hiring, it is more likely that closer-in groups such as family, would get the role in exchange for loyalty. This is an issue that the Americans would face, with the USA being an individualistic country (appendix 1), as stated by Hofstede, their society is based on looking after themselves and their direct family only, as Liu, et al (2008) explains that ‘collectivists place more value on group harmony, interdependence and concern for others than do individualists.’ This reflects collectivism in China where individuals are good team members, in contrast to the Americans whose individualist culture is to look after number one and or be a good leader.

[bookmark: _Toc531011522]4.1.3- Power Distance- As appendix 1 represents, this is an area where China scores significantly higher than the USA. China is a society that hugely believes that being the boss demonstrates exerting power, as well as believing that inequality is accepted. As opposed to the USA, where the culture is to consider all superiors and subordinates as colleagues, suggesting that inequalities should be minimised. The American manager must take this into consideration during the business meeting, as the Chinese want the hierarchical status to be recognised. Potential issues could appear, as Rodriguez (2016) explains that United States ‘place a high value on social equality while not clinging to a societal hierarchy quite as much as other cultures’. This reflects that the American manager must communicate to avoid potential conflict with the Chinese, as Moran et al (2014) reflects that it can result them losing ‘Face’, like their reputation. Thompson (2011) also demonstrates the importance of communication, as it is ‘the heart of all work with people and their problems.’ 

[bookmark: _Toc531011523]4.1.4- Uncertainty Avoidance- There is not much comparison (see appendix 1) between China and USA when it comes to uncertainty avoidance, as Hofstede indicates that both countries are on the low side of the scale. This could demonstrate a positive impact when the American manager meets the Chinese during their business trip, as both cultures are more likely to take each day as it comes, resulting both countries are adaptable. However, Chinta & Capar (2007) argues that Chinese managers score higher than the American managers in this dimension, as they suggest that the USA culture is more likely to take risks, in contrast to China where the culture prefers harmony, suggesting that they are more likely to avoid uncertainties. 

[bookmark: _Toc531011524]4.1.5- Long Term Orientation- With a significantly high score on this dimension, Hofstede states that China is a long term orientated culture. This demonstrates that they are a pragmatic, linking back to China’s aspect regarding a high score on masculinity, as it emphasises that the Chinese culture is interested in achieving long-term success, being persistence and building on strong relationships. As opposed to Long-Term Orientation, the American culture is very low on Hofstede’s diagram (see appendix 1), suggesting that the USA are a short time orientated, meaning that the American manager is more likely to build on short-term benefits, which arise potential conflict between both countries. 
[bookmark: _Toc531011525]4.1.6- Indulgence- Indulgence is where individuals try and control their impulses and desires, due on the way they were raised (Luo, 2014). As appendix 1 suggests, this is another part of Hofstede’s dimension where there is a significant difference between both countries. This time, it’s an area where the USA scores significantly higher than China. With the Chinese culture ranked low on Hofstede’s diagram, it demonstrates that China have a strong control, known as ‘restraint’, reflecting that they tend to be cynicism, and feel the need to be restricted by social norms. However, the Americans have a high indulgence, proving that they have weak control in comparison to the Chinese. The American manager must take this into consideration, especially in the initial meeting, with the Chinese society concentrates on a long-term goal achievement Tuleja (2014) states that ‘hard work to obtain what one needs to live’, rather than place emphasis on leisure time. Nonetheless, China and USA are both motivated to work, reflecting that they are parties that are striving for the best. 
In comparison to Dubai, Hofstede indicates no substantial evidence (see appendix 1) regarding long/short-term orientation or indulgence in contrast to China and USA. Therefore, no comments will be made.

[bookmark: _Toc531011526]4.2- Business Code of Conduct

[bookmark: _Toc531011527]4.2.1- Introductions- First impressions are crucial to any business trips, as the American must remember that an individual will never have the second chance to make a first impression (Mirić, 2012). 
For the American organisation to create a positive impact within the business meeting with China, it is vital that the manager schedules to be early and or on time. China is a country that emphasise the importance of being on time, as it reflects on the importance of the meeting, as well as those who are attending. This is a positive factor for both cultures, as Nowak and Dong (1997) state that ‘both the Chinese and the Americans expect their appointments to be on time’. This is demonstrating that time management is essential to both parties, also can contribute to a respectful business relationship. Therefore, no conflicts should arise within the meet and greet process. 
[bookmark: _Toc531011528]4.2.2- Gifts and Business Cards- As Nowak and Dong (1997) explains, both countries exchange business cards, but the USA do not often exchange as much as China. The USA must be aware that China exchange business cards with two hands to show their respect, after the initial introduction. In addition, gifts represent that one is sincere in building relationships (China Knowledge Press, 2004), but wrapping gifts in white and black paper should be avoided, and recommends using red or gold (Boden, 2008).
[bookmark: _Toc531011529]4.2.3- Negotiation- In negotiations, the Chinese are described to be more ‘introverted and conservative’, where as Americans are more ‘emphatic’ with their demands (Nowak and Dong, 1997). Americans must be aware of this during business, as the Chinese places importance on negotiations, as it allows them to determine if relationships can develop to a position, where both parties are comfortable to do business together. 
[bookmark: _Toc531011530]4.2.4- Communication- According to Neese (2016), Hall’s method of approaching intercultural communication is high-context and low-context cultures, as it reflects on the value that culture emphasises on direct and indirect communication. As appendix 2 suggests, Hall considers the Chinese culture to be a High Context culture, as opposed to the Americans to be seen on the Low Context culture. This demonstrates that China’s interaction is non-verbal, that emphasises more on body language and facial expressions, whereas Liu (2010) states that USA are more ‘direct, explicit, and blunt in their communication style.’ The Chinese could view this as mis-interpreted, resulting that communication from both parties is misunderstood, which can be very damaging in its consequences (Thompson, 2011). 

[bookmark: _Toc531011531]Dubai

[bookmark: _Toc531011532]4.1- Cultural Differences in Dubai

[bookmark: _Toc531011533]4.1.1- Masculine  vs Feministic Culture- Dubai is scored 50 on Hofstede’s dimension (see appendix 1) which indicates that they are a country that are neither masculine nor feminine. However, there is not much comparison between Dubai and USA on this dimension. Therefore, no conflicts should arise and both parties can establish a strong relationship and work together successfully. 
[bookmark: _Toc531011534]4.1.2- Individualistic  vs Collectivist Culture- As appendix 1 suggests, likewise to China, Dubai is another country that Hofstede considers to be seen as a collectivistic society. With Americans scoring significantly high on this dimension, potential conflict could arise, as Raddawi (2014) explains that the collectivistic society ‘tend to be more loyal to groups within organisations rather than organisational goals.’ Therefore, it is significantly important that USA work with Dubai in building a relationship during their business trip, with McKee and Porter (2017) state that building trust is ‘often cited as a key factor’ to establish a relationship. 
[bookmark: _Toc531011535]4.1.3- Power Distance- According to Richardson and Smith (2007), explains that Hofstede defines Power Distance ‘the extent to which the less powerful members of institutions and organizations within a country expect and accept that power is distributed unequally’. As appendix 1 indicates, Power Distance between Dubai and USA is significantly different, as the Emirates place more emphasis on a hierarchal order that needs no further justification. In contrast, the Americans are more known to be ‘more egalitarian and less tolerant of autocracy’ (Richardson and Smith, 2007). 

[bookmark: _Toc531011536]4.1.4- Uncertainty Avoidance- Uncertainty Avoidance indicates, that individuals are made apprehensive by circumstances that Merkin (2006) describes ‘unstructured, unclear, or unpredictable’. As appendix 1 reflects, this is an area where United Arab Emirates scores significantly higher than the USA. Unlike the Americans, the Emirates are individuals who need for clarity and order, and more cautious to embrace new intercultural relationships (Merkin, 2006).  This needs to be taken into consideration, particularly in the business meeting, as it is vital that the American manager recognises that the Emirates are less likely to take risks. However, punctuality and hard work are factors that both parties place importance in business meetings, resulting that uncertainty avoidance could be resolved accordingly. 

[bookmark: _Toc531011537]4.2- Business Code of Conduct

[bookmark: _Toc531011538]4.2.1- Introductions- When the Americans are preparing for their forthcoming business trip to Dubai, it is crucial to that they attend on time, as the Emirates believe that punctuality is essential, it is a way of showing respect (Kwintessential, 2018). This should not be an issue, as the USA also place importance on punctuality, believing that time is money (IBP, 2014). This reflects that time management is crucial to both parties, it also can contribute to a respectful business relationship. In addition, when the American manager is meeting with the Emirates, handshakes with the clients must be gentle, not firm and remember to avoid handshakes with women, as this will represent the respect for their culture. 

[bookmark: _Toc531011539]4.2.2- Gifts and Business Cards- As stated above, the USA do exchange business cards but not as often as they should (see 3.2.2). Similarly, to Dubai, business cards are shared, however it is not essential to the Emirati business culture. In addition, if the Americans are planning to exchange business cards with the Arabs, they must ensure to co-operate both English and Arabic. Furthermore, if the Americans are looking to exchange gifts with the Arabs, it is recommended to give small business gifts such as books and pens. In addition, they must avoid giving with their left hand, as Jawad (2018) explains that ‘this hand is considered impure- it is the one used in the toilet’. 
[bookmark: _Toc531011540]4.2.3- Negotiation- Negotiation plays an important part of the process during business, as it is a process that individuals take on in everyday activities to manage relationships (Ghauri and Usunier, 2003). However, with an outstanding 200 nationalities living in the United Arab Emirates, different cultures can find negotiating challenging (The National, 2017). As according to Jawad (2018), the Emirates play the negotiation process as a snail and snake approach, which reflects that they can take a considerable amount of time to come up with a decision. Once the decision has been made, it can be difficult for an Arab national to be persuaded otherwise. This could be a positive impact for the Americans, as they believe that time is money, therefore a decision can be met quickly if the negotiation process goes smoothly. 
[bookmark: _Toc531011541]4.2.4- Communication- 
As appendix 2 represents, similarly to China, Dubai’s communication is also seen on the High-Context culture. Therefore, Dubai will experience similar issues with the USA (see 3.2.4). 
[bookmark: _Toc531011542]Recommendations

There are a few recommendations that the individual would suggest to the American manager prior to the business trips to China and Dubai. These recommendations are to ensure that the manager is prepared in the best way possible. Firstly, it is recommended that the American manager reflects on the purpose of the business meeting with China. They must reflect that they are both parties that are successfully driven, strive for the best results, as China is a long-term orientated culture. Secondly, the American manager must take this into consideration regarding their indulgence, especially in the initial meeting. Again, they must remember that the Chinese culture place emphasis on success over leisure time. Another recommendation would be for the Americans to best prepared with their business cards, as the Chinese value business cards a lot. As stated above, any gifts that the Americans want to give to the Chinese, red or gold wrapping paper is recommended. Furthermore, Americans must be mindful that it is not always easy to tell if the Chinese are satisfied or not, as Nowak and Dong (1997) states that the Chinese are more ‘subtle and indirect’. Therefore, it is recommended that the Americans show patience for the business trips to China and Dubai, as showing anger could cause suspicion (Jawad, 2018). 







[bookmark: _Toc531011543]Conclusion

In conclusion, it is vital that the American organisation must be best prepared prior forthcoming business trips to China and Dubai. This has highlighted the importance of learning about different cultures, before the business trip takes place, as having the cultural knowledge and also being able to adjust to cultural differences can be significant impact, where if the business meeting goes successful or not. 
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[bookmark: _Toc531011545]Appendix 1- Hofstede’s Country Comparison (Hofstede Insights, 2018).
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[bookmark: _Toc531011546]Appendix 2- Intercultural Communication: High- and Low-Context Cultures (Neese, 2016).
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