I UNITED ARAB EMIRATES: BUSINESS PRACTICES

Business culturs

The Fundamental Principles of Although UAE is cosmopolitan and telerant (80% expatriates), islam regulates pecple's laws and attitudes. Family
Business Culture and hospitality are key values.

Hierarchy tands te be highly vertical, Bosses act in a paternalistic manner with employt:s The same is true in famiiy
businesses: the head of the family is often the dacisicn maker as wall, Managars reguast input from stakehoiders to
mazke decisions, but delegats implemeantation to team members,

It Is imperative to take the time to build personal relationships and estabiish trust, Private and professional lives are not
clearly separated. Face-to-face meetings should ba favoured when regetiating in order to strangthen the relationship.

First Contact Re‘au’ons in the Emirates rely heavily on oral communication and face-lo-face discussions. Secretaries generally do not
ntments. Set up mestings no more than two we nce and confirm a couple of days

t betterto setupam 1g through a mutual contact, Metworks and exchangz of services are
very srr.:\cr“ar't in t“‘-" Foc,..l culture, Inessmen usually hold a wc-*k‘/ "majlis”, a form of meeting where one can go
without an appointment and a very suitable place to sccia and spol key contacts. Another option is contacting an
embassy for an Overseas Markat Introduction Service (OMIS), a programme-a service whera companies are
referrad to the most appropriate contact and appointments are confirmed, R = shows arzs also an excellent
way to meet potential partnars and clients.

Time Managemeant It is important to arrive on time for meetings and not ba in a hurry. The private sactor works Sunday-Thursday from
9am-5pm and the public sector Sunday-Thursday from 7:30am-2:20pm (some offices are opan until -trrr-} Rememuer
Muslims pray five times a day, so any meeting must wark around that schedule. The official weekand in the UAE is Friday
and Saturday.
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Arabic gracting formula is ‘essalamu ‘alelkum' (may :e=: be with \,au which is replied with 'wa alelkum es
(and with you peace). Howevar, it is rare for Emirati bu men to graet foreigners this way. Once invited to en ter,
one shauld take off his/her shoes if the floor of the room is cove by a rug or a carpet. During Ramadan, one graets by
ng 'Ramadan ¥ {noble Ramadan) or 'Ramadan Mubaraki' (blessed Ramadar 1),

sa

then continue gresting

time; one should not be surprisad

If there are several parsens in the room, one should always great the
counterclockwise, Emiratis have the tendancy to grasp hands when greetir !
and withdraw d abrupgtly, but r‘thrr viait untll the other person fini Ifthe a
& expatriates shouid shizke hands unless she presents them. It i3 also mp rtant to avoid prolongad
ttention towards her. If an expatriate woman MS an appo nt with an Emirati man, then sha should naot directly
shake hands but wait until men present thelrs. Always offer your ng‘at hanc.

ociate is @

Emiratis are quite informal with respect to the use of visitors' names. It is thus customary to o3l ters by their first
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name preceded by 'Sayed’ (Mr.) or 'Saveda’ (Mrs.).

ved with the right hand, and opan n private.
>rrs, obiects representing dogs, knives or goid
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s are not necessary, but they a
ropriate gifts incl as
You should never refuse g gift.

ighly appreciated, rec
ed perfumes, pork leather it

). Men sheuld wear a suit and tie while forgoing f

One should not try to dress like Emiratis (it is in poor ta
jewelry; wemen should opt for modest business attire.

e designs with one side printed in English and the other in Arabic are recommends
ions on the same side or have two separate cards (onz in English and one in Ar
ght hand.

For business cards, minimalis
It is also possitile to print both
Cards must always be offared w

Meetings Managzment You should not start a meeting by talking directly about business; rather, talk a little about yoursaif or tha weathar,

Trade negotiations demand patience and relationships are cftan bullt over a series of meefings. You should be formal ang
address the decision maker, the 'Sheikh', throughout yeur presentation. Meetings are rarely private. Emiratis are known
to have good negoliating skills and the spoken word is valued highly. Decision- making is long and any pressure
tactic is viewad negatively. If there is some doubt about the outcome of negotiations it should not be ex pressad too
negatively and the word “no” is best avoidad. One should not feel offended when the host takes telephone calls during a
meeting or allows othar peonle to enter. Onca 2 deal is made - eithar orally or in w ing - expect the Arab counterpart to
abide by it. Consult & lawyer before signing any document.

Communication is often indirect and the use of hypsrbole is common. Avoid crossing your legs or using the thumbs up
gesture as both are offensive, Avoid discussions on any regional confiicts as well as comment that may cause public
humiliation.

Cafes, restadrants, and hotels are common places for business maetings. If 2 drink is offered, it should always be
accepted as a refusal is considerad 25 Imgolite. As for alcohelic beverages, it is a eontrevarsial topic and those drinks ara
bast left alona in businass negotiations.

Sources for Further Information  General infermation and cultural norms
UAE guide
Guide to Dubai and tha UAE - etiquette, customs, culture & business
Business etiquette in the UAE



