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Objectives

At the end of this unit, you wll

Be aware of the following

Qlidelines in use of criticismwith M ddl e East
friends

Arab pl anni ng process

Arab tendency to value idealismover a realistic
appr ai sal

Perspectives of many Arabs toward conpetition
conpari sons, and the decision maki ng process.

ldentify

Bakhshi sh
Rul es of Saudi Arabian hospitality

Practical vs. aesthetic differences in
Ar abi ¢/ Ameri can thought patterns

Realize

| mportance of getting to know Arab counterparts
Differing American/ Saudi Arabian perceptions to work
Tendency to exaggeration in Mddle East discourse
Differing Anerican/ Arab perspectives on gifts,
bonuses and busi ness transactions

| mportance of establishing friendship and using
cultural etiquette when engaging in planning with
Arab associ ates
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9: Work and Training Guidelines

To many Arabs, the person they are
dealing with is nore inportant in
essence than the m ssion or task.
| mpress the Arab through quiet strength
and politeness. Be patient and never
tackle the job at hand w t hout adequate
greetings and seeing to the other
person’s confort.

In any situation in which an individual Arab is not
nmeeting the standards set by an instructor, the foll ow ng
nmust be renenbered:

No criticismshould occur in front of others.

Loss of tenper will have the opposite effect from
what ever i s want ed.

The substandard performance shoul d be di scussed
rather than the student’s personality. |Individual
dignity is of prinme inportance and nust al ways be
respect ed.

Turn any serious problemover to another Arab to
handl e.

| f you have the option, train officers and enlisted
men separately. An enlisted man scoring ahead of the
officers in class standing neans a | oss of face and
status for the officers concerned. Use conpetition
to notivate trainees.

Most Arabs must know your social, professional, and
academ c background and age before he talks to you. He would
like to know, because it matters in his world, how much
i nfl uence and to what people you and your famly are
connected to--personal references. Do you know people in the
Department of State? Oficials in his country? Only after
he has this informati on and has sone tine to judge you
personally, will he settle down to direct business and then

conduct

it at times nore quickly than we would for he feels

he knows the inportant things.
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This neans that on arrival you
MJST take tine to let the Arabs you
will be working with get to know you
This IS busi ness, not just chit-chat
as in the States.

WY

The following is an exanple of the differences in
conducti ng busi ness:

Anmerican: “l dropped by to discuss an idea with you.”
Arab: “Your presence (unqualified) is welcone. Please
join nme in having tea.”
Anmerican: “Thank you, nore tea would be fine. As | was
saying, this project...”
Arab: “You're enjoying your tea? W have plenty nore,
pl ease...”

Many Arabs cannot afford to
m sjudge you. |If you | eak confidences
when you drink, if you make “remarks”
to ot her Anericans about him or
Arabs...any traits like this, you could
hurt his career, his famly, and his
trust in you. |If he m sjudges you, his
whole famly could suffer and his

, position. So, naturally he will apply

his learned rules to you before he
settles down to sharp business
bar gai ni ng.

Time and Scheduling

a. Meetings Saudi nilitary officers and defense
of ficials consider thenselves to be professionals, although
their conduct of business differs greatly from American
practice. The Arab notion of tine is subjective, and thus
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there is little regard for punctuality at officer calls and
ot her such assenblies. Meetings are often delayed a half
hour or nore, pending the arrival of key participants. The
of ficial who convenes the neeting nay have refreshnents
brought to the attendees as they arrive, or he may wait until
shortly after the neeting starts.

In any case, there is strict adherence to the rule of
hospitality. Saudis usually serve hot sweetened tea,
al t hough they sonetinmes offer coffee, soft drinks, or canel’s
mlk. Any American present is expected to drink whatever
refreshnment is offered as he is |ikew se expected to endure
what ever delay results fromthe tardi ness of others. For the
sake of rapport, it is best to accustom oneself to such
practice.

Even once refreshnents are served, there are stil
likely to be interruptions--again |argely because of the
subj ective m nd-set of the Arabs. For them the neeting
cannot inpose its agenda over theirs.

It is not uncommon for one of the
participants to stop discussions while
he takes routine phone calls, rel eases
messages, or signs orders, vouchers, or
correspondence brought by orderlies.
Wth time, the attaché may conme to
expect such behavior. Even so, he wll
still have to cope with other nuances of
conducti ng business in Saudi Arabi a.
Patience i s nmandatory.

b.lDlaTH1H19 In nost of the Arab world the planning
process is done differently. Projects are shaped in the
actual situation where they will be, not shaped nonths and
years ahead of tinme on paper. Commtnents beyond a week or
so are not as firmas we would consider them The Mislim
religion prohibits tanpering with the future and al so does
not bind its followers to any contract which circunstances
force themto agree to and which is unfavorable. As soon as
possi bl e they are obligated to break unfavorabl e agreenents.
Thus, a 99-year contract does not have the firmess it would
in our own system
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Wen we plan, we tend to follow a certain pattern. Wen the
need to nmake a decision occurs, the decision-nmaker
coordinates with his staff and wth experts. Once the
decision is nmade, preparation begins on paper with schedul es
and phases, the precise dates being inportant to us. |If the
date of 1 June begins the inplenentation date, we expect to
start then and no later--but earlier may be good. Then on 1
June the pieces are in place and m nor adjustnents are made.
Precision in time and neasurenents is inportant here.

When many Arabs make deci sions,
little action is taken until
somewhere around the specified date,
about a week or so before--if
ci rcunstances still seem good. The
pl anni ng we do on paper they do in
the situation. After the nmachinery
cones the situation is observed and
if another piece is needed it is
ordered then, if experts, trainers,
or staff are needed they are then
request ed.

In the actual situation the operation is formed and
shaped. Actually, if the starting date were earlier than for
an Anmerican approach, the finish date mght well end up the
sane.

Adj ustnment is required when coping with tendencies
toward passivity. The attaché will inevitably observe Saudis
who constantly assert their eagerness to press on with new
programs or ventures, yet at the sanme tine procrastinate in
i npl enenting them

From t he Western perspective,
t here appears to be too nmuch tal k and
too little action. Americans who work
as advisors or contractors may react to
such inpasses by taking matters into
t heir own hands.
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Li ngui sts cannot normally influence events this way, but
they nmay at |least feel inpelled to berate the person(s)
i nvol ved. Neither reaction is good for rapport, since both
threaten the native sense of dignity. The situation demands
pati ence and belief that “things will get done”-- albeit, by
sonme hi dden schedul e.

The Arabs’ tendency toward subjectivity conpl enents
their preference for idealismover realism and that pattern
is further manifested in the abstraction of words fromintent
and neaning. As Patai has noted, “the verbal utterance,
whi ch expresses such nmental functions as feelings,
aspirations, ideals, w shes, and thoughts, is quite divorced
fromthe level of action.” Thus, when a plan or proposal is
well -stated, it is deened “perfect” for that reason
regardl ess of whether it is conplete or feasible.
| mpl enent ation, or action, nore directly involves the world
of reality, which with all its uncertainty, unpleasantry, and
di sorder, daunts the Arab mind. The attaché will find that
Saudis often seemreluctant to inplenent plans, regardl ess of
their supposed inportance. The sanme syndrone is reflected in
situations of conflict, whereby Arabs convey threats in very
explicitly and dramatic terns, even though they |ack neans
and desire to follow through

Both patterns have their
advant ages and weaknesses, but in the
Arab world you will find yourself
working their way. Anticipating this
can save a great deal of frustration as
wel | as avoiding nmajor capital |osses.

c. Potential for Hidden Agendas The attaché may
find hinmself in nmeetings where di scussions progress quite
wel | but then break down for no apparent reason. In such
cases, the underlying, hidden reason could be clan rivalry,
conflict of interest, or expectation of nonetary kickbacks
(when procurenent is involved). As Saudis are very reticent
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and respectful of each other’s private concerns, they wll

not surface such issues at the neeting. Instead, they wll
suspend all deliberations until private matters can be
resolved. In situations which involve “side deals,” the

attaché should neither criticize nor attenpt to obstruct
them He may wi sh, however, to note for future reference the
persons, offices, and agencies involved.

d. Exaggeration in Discourse
Apart from hi dden agendas, the
attaché has to be wary of
exaggeration, especially when
quantities are concerned. “An
i npendi ng purchase of a hundred new
APCS” may in reality amount to fifty

or less. “The availability of one
t housand recruits” may realistically
equate to a few hundred. In making

such statenents, Saudis do not
normal Iy intend to deceive.

They nerely wish to convey a rel ative degree of
magni tude--al beit a very subjective one. 1In other words, the
accrual nunber, if known, is irrelevant to them unless they
are signing contracts, official orders, or requisitions.

e. Indifference to Official Duties Another difficult
aspect of conducting business in Saudi Arabia is the | ax
attitude toward work. Because of their determ nist m nd-set,
Many Arabs usually cannot see that certain matters require
urgent attention. At the subconscious level, man’s doi ngs do
not matter nmuch in the divinely ordained schenme of things.
Mor eover, their subjectivismsonetines prevents themfrom
seeing the rel evance of events, i.e., as affecting the
mlitary's imge, strategic alliances, or other national
interests. One consequence is that requests for clearances
(for joint exercises or ship visits) are placed in stacks of
routi ne correspondence whi ch get processed rather slowy.
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Saudi mlitary and civil service
personnel do not work a conpul sory
ei ght hour day, nor do they work toward
any stated or inplicit standards of
efficiency. Lower ranking
functionaries do not usually hold
t hensel ves accountable. In their view,
full responsibility rests with the man-
i n-char ge--the commander, commandant,
or director.

| f he wants sonet hi ng done expeditiously, he wll nmake
his desires known. Such attitudes and behavior are likely to
frustrate anyone seeking to ensure tinely conpliance with
of ficial requests.

When operations are on-going, the attaché may notice a
serious |ack of cooperation on the part of organizations
whi ch answer to the sanme authority. In such situations the
problemis, once again, often due to traditional clan
rivalry; although the principals involved wll probably be
reluctant to admt it. The attaché may judge that |oyalties
are m splaced. However, the fact remains that in many cases
loyalty to the clan overrides loyalty to the service (or
state). Any resultant problens are best |left to the higher
authorities of the Kingdom The attaché would do well just
to avoid the ill effects of clan rivalry in his personal
relations. The nere show of kindness or attention to one
associate mght suffice to antagoni ze another, if their
respective kin groups happen to be bitter rivals. After this
initial “affront,” it would be difficult for the attaché to
make anmends. Unfortunately, the traditional rivalries are
not matters of public record. One learns of themthrough
i nadvertent m stakes or “shop talk.”

As with traditional rivalries, the inveterate pecking
order of Saudi society also determnes attitudes in the work
pl ace. An individual who consistently excels in his job may
never receive recognition or reward if he belongs to a tribe
of inferior status.

Praise is reserved for the nenbers of noble tribes or
famlies. It is not necessarily associated with personal
achi evenent. For Anericans, who generally value nerit above
status, Saudi practices may seemunfair.
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Even so, there is not nmuch one can do about them
Efforts to commend or to have soneone comrended will not be
well received if they contravene native norns.

f. Patron-Client Associations
Friendly associ ati ons between persons who
are not relatives usually anmount to
patron-client rel ationships. One of the
parties has wealth or influence; the
ot her has commercial contacts, technical
skill, managerial conpetence, or sone
other talent of value. Such associations
are induced by nutual interest; they are
sust ai ned by nutual dependence.

In certain cases, the patron will treat his clients
al nost as nenbers of his famly. He will provide them
accommodati ons near his own dwelling and pay their travel
expenses as they acconpany himon trips. Many Lebanese and
Pal esti ni an éni grés have thus becone part of the entourage of
certain Saudi princes. Such sustenance of clients may appear
to be extrene generosity. However, self interest is also
i nvol ved--at | east subconsciously. Historically, the
conventional generosity of nost Arabs derives not from
humani tarianism but rather fromdesire to strengthen the
famly or kin group. The generosity of one party becones the
i ndebt edness of another, and indebtedness can ultimtely
affect loyalty.

Because of his official status
and tenporary stay in the Kingdom the
attaché has very little, if any,
potential as a client. He may
therefore find that Saudis are
reluctant to be “friends.” In
contrast, sone American businessnen
have becone clients of sorts of Saudi
princes and ot her inportant nen.
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g. Coping with Less Familiar Thought Processes

(1) Problems Life in the United States is nmade up
of “problens” for which “solutions” can be found. It’s
inplied that every problemhas its solution. Also, that
every situation has a “problenf or “no problenf status.

A situation in the Arab Wrld is
either satisfactory (i.e., there is
no hi ghly uni que energency) or it is
unsati sfactory. God, Allah, has
predet erm ned the outcone of al
things. Thereby, attenpting to solve
or change a situation is futile.

The term “problent applies to math or engi neering
contexts and its American uses are confusing when no
“problent is perceived by others.

Anerican: “Your plan |ooks good. | don’t see any
probl ens there...”

Arab: “Probl ens?”

American: “W would be glad to take care of this problem
for you.”

Arab: “There is no problemthat | see.”

Anerican: “The biggest problem seens to be...”

Arab: “Probl enf?”

(2) Competition and
Comparison Anericans tend to
assune that others understand
conpetition and that it notivates
t hem al so.

In the Arab World, conpetition is not |earned as a
reason for doing sonething nor as a |ogical kind of
noti vati on.
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Anmerican: “We post grades weekly and find it useful in

getting the students to do well.”

Arab: “Why is posting grades useful ?” (Sonetimes it’s
seen as publicizing faults or publicly
criticizing.)

American: “W’ || test the students and then select from

those with high scores..”

Arab: “Why should a student do well on a test if he
isn't selected? Once he is, he nust do well. But
bef ore?”

American: “If we did that, we will have nore people at
the denonstration than the Arny did at theirs.”

Arab: “What does it matter what the Arny di d?”

Anerican: “Wen the other villagers see what this one

does...”

Arab: “Way should it matter to thenf”

American: “This wng is falling behind the others inits

projects...”

Arab: “The other w ngs have their projects, we have
ours.”

Aneri cans judge things and ideas
by conparing them It is a concept
partly tied to conpetition. Many Arabs
see what soneone else is doing as
irrelevant. The conparison the Anmerican
assunes i s neaningful, is neaningless
to a | arge percentage of Arabs.

Anerican: “Sone of the courses here are simlar to what
we have in Texas.”

Arab: “Ch?” (or “And?")

American: “The work isn’'t going as fast here as it has
in sone places where we’ ve done this job.”

Arab: “The work is sl ow?”

Anmerican: “l’mhappy to be here. It’s nicer than ny | ast
assi gnnent . ”

Arab: “Ch. You like it here, yes.”

American: “It wll be one of the better airfields in

your country¥not as good as the one in the
next province, but better than nost.”

Arab: “But it wll be good?”

Anmerican: “By plane we nmade the trip a lot faster than
we could by car.”

Arab: “Ah, you say the trip was fast?”
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(3) Decision Making Process
Anericans tend to believe that
collective wisdomis superior to one
person’s wi sdom People should have
a voice. The Anmerican concept is
unintelligible to many Arabs.
Leaders and el ders have wi sdom What
an American may see as di sagreenent,
may be failure to understand.

Anmerican: “W shall have to find out what the trainees
want in recreational facilities...”

Arab: “They w |l be happy with what they get.”

Anerican: “W' Il talk with the village | eaders and
peopl e about which programthey want and
need...”

Arab: “It is a big program yes.” (Let the alien concept
go by, for why would one ask the people. The
government just tells them)

Anerican: “The project should be explained to the

peopl e.”

Arab: “Why? The elders will know what is in the plan
when the project begins. How can anyone know what
is needed until they see the plan the | eaders
have deci ded upon?”

Anmeri cans usually weigh the
consequences of different courses of
action, then select the one that seens
“best .”

Many Arabs tend to decide by what is traditionally
proper, by obligations to friends or kinfolk, by fitting
decisions to theory, or grouping like things. As a result,
several choices nay seem equal

American: “I’l1 have to get nore information to decide
the pros and cons of each choice. Then we can
deci de which way is best.”

Arab: “Do we need this data, as you say? Let us do now

what is the proper way to do this.”
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American: “I’'mtrying to decide if we should teach
energency first aid or a navigation course
first.”

Arab: “You say you are a navigator? Then navigation is
what you should teach.”
American: “W need the data |'ve listed to make a

deci sion.”
Arab: “You need all this information to deci de?”
American: “If we use the briefing roomwhen the general

visits, nore people can hear him But the
conference roomis nore |uxurious and
private. VWhat do you prefer?”
Arab: “As a general, he will, of course, use the
conference room”

Anmeri cans rank choices. Believing
that there is usually a best way to do
sonet hi ng, which can be found, then
done. Ways differ in “how good” they
are. “Cbjective” evaluation finds the
“better” way (there being no equal
way), and once the best is found, a
belief that it can actually be
i npl enent ed.

Most Arabs believe that several ways can be equally
good. Arabs don’t assune that objective eval uation deci des.
Al so, just because a nethod is chosen, does not always nean
it can be done. Ways of doing often are perceived as “proper”
and “inproper” with nore than one of each kind.

American: “ls there any other way this can be done?”
( Seeki ng options)

Arab: “Qther way? You do not like this way?”

Anerican: “Wiich is the best procedure?”

Arab: “Best? Ch, who knows this?”

American: “Can you help ne find the best way for the
squadron to do it?”

Arab: “The squadron shoul d have good pl ans.”

Anerican: “lI have three plans |I’'ve drafted. \Wich do you
t hi nk m ght be best?”

Arab: “Q her people have good plans, yes. W will have

our plan. It will be good al so, yes.”
Anerican: “Wiich day woul d you prefer?”
Arab: “Any day will be good. Monday, Tuesday, any day.”

105



Unit 9: Work and Training Guidelines

American: “lI’|l prepare several recommendations and you
can choose one.”
Arab: “Yes, yes. But you wll recommend one.”

{//J"
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(4) Practical vs. Aesthetic

Qualities Americans val ue the
practical or “useful” parts of an
experience or event over the
aesthetic, both in ideas and things,
whil e Arabs val ue the aesthetic
equal ly, sonetinmes nore than, the
useful ness of an idea or thing.

American: “Qur library has a good filmfile, many books,
and there are classes. Have you seen it?”
Arab: “It is a beautiful building. Very pleasant.”
American: “If we cut down sonme of the trees, we can put
the runway straight through. Do it fast.”
Arab: “You say cut down trees? These are old trees.”
American: “It would be nore practical to put the
buil ding...”
Arab: “That would | ook nice.”

In Anmerica, we teach our children
to observe parts and to conpare those
parts fromone thing to another. For
i nstance, on an intelligence test, the
child who matches the table to the
chair is rated higher (which rewards
anal ytical thinking). This kind of
t hi nki ng seens crucial to technol ogy.

Many Arab children, however, who match the second chair
to the first, are down-graded in our systemfor not noticing
that the first chair and the table are each mssing a | eg.
There is no fairness in this test, it sinply shows what kind
of thinking is happening for matching two chairs as bel ongi ng
together is not wong...but neither is it analytical.

Experience with training prograns involving Arab
students learning to fly tends to support the belief that
Arab thinking, before detail ed exposure and | earning of
technol ogy, is not anal ytical.
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Students learning to fly the nost basic trainer and then
transferring to the next step up in trainer aircraft do not
tend to transfer their know edge. The first plane is |earned
as a whole unit. Instructors who assune they are applying
the learning to the new aircraft have found this does not
happen and therefore review all the basic points again before
pr oceedi ng.

We assune that once you |learn the basic
function or rules regarding an aircraft w ng,
it will generally apply to all aircraft.

This is a learned transfer and sinply nust be
taught when foreign students are unaware of
it.

Al so, regardl ess of the project, you
will be working with people using a second or
third | anguage, which automatically slows the
pace. An Arabs visual patterns are right to
left, the opposite of ours. Arabs are also
generally a people who have not grown up with
technical skills fromchil dhood, despite a
natural aptitude for these skills. Al of
this will probably quintuple the tinme factor.

h. Instructors and Teaching Lest an instructor or
t eacher be thought too proud, too nmuch above oneself, we have
a hunble reply, “I don’t know but I'Il find out.”

Many Arabs will msinterpret this
reply to the point that the student or
trai nee or requestor will no |onger
grant you status. This may be tied to
| ooki ng at the whole rather than the
part. Either you are an expert--or
you are not.
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What do we do then? |If you do not know sonething you do
not publicly admt it, but rather say sonething like, “I’'II
show you where to get that information.” “1 have a neeting
shortly, will you return this afternoon.” \Wether or not the
person guesses you do not know, the inportant point is to
keep up appearances if you are to continue to be effective in
the Arab system Avoid applying our rules to their way of
life and | osing out. Experts know everything, not slices.

Qur answer to the question, “Do
you under stand?,” stresses accuracy;
if we do not understand, we say so.
In the Arab world, naturally,
“appearances” have nore priority than
accuracy, so the answer, should you
ask the question, wll always be,
“yes.” Sonetinmes when an Arab becones
used to our ways in this country, he
may say he does not, but normally it
is rude to say so.

To admt not understanding carries two inplications:
first, you did not explain properly, which puts you down in
public; and second, that he is not conpetent which hurts his
appear ances.

We have no hesitation in saying a flat “no” to soneone
when they ask us if we can do sonmething and there is a
definite rule saying we cannot.

In much of the Arab world a flat
“no” is a signal you wsh to end the
rel ati onship. The Arab way of saying
“no” is to say, “I’'Il see what | can
do,” (no matter how inpossible the task
may be). After several queries, if the

answer is still “1"mchecking,” or the
like, it nmeans...no. But it also neans
| amstill your friend, | tried.

Anericans tend to val ue on-the-spot |earning over other
ways while nost Arabs tend to val ue | earning from books,
medi tation, and study as equal or above sinply having seen
t hi ngs.
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Anmerican: “W can have one of our nmen who's been to
Vi etnam | ecture your cadets.”

Arab: “Yes. W would like to hear soneone with a good
knowl edge of the war.” (Meaning nore than just
havi ng been there.)

Anmerican: “He can talk with the students about his

i deas. They'|ll hear for thenselves how. ..”
Arab: “The students, of course, can study the ideas.”
Anmerican: “W' Il visit each base and see what is
needed.”
Arab: “W have good reports.”
Anmerican: “W’' Il show the trainees so they can see for

t hensel ves. . .”
Arab: “Tell themwhat will happen. It is enough.”
American: “l’ve read about your country, but now that
|’ mhere, | can see for nyself.” (Inplies
readi ng has a | ower value than seeing.)
Arab: *“You have studied our country a great deal, yes.”

I. Gifts and Bonuses Wwhen
invited to a Saudi social function, the
guest is not expected to bring any
gift. Indeed, he should not, for that
m ght detract fromthe host’s efforts
to enhance his own dignity through
generosity. |In cases where the attaché
has been asked to procure sonething, he
should deliver it in relative privacy,
i kewise for an unsolicited gift. It
woul d be best to give sonething of
practical use or anusenent.

Traditionally, the government pays bonuses at Ramadan,
and it would be appropriate to present sonme nonetary gift to
Musl i m househol d enpl oyees at this tine of year. (Sonetines,
a bonus of one nonth’s salary is divided and paid at each of
the two major holidays). The paynent of bonuses correl ates
wi th the paynent of annual poor tax, which is obligatory for
Musl i ns.

Much of the Arab World is notorious for the custom of
bakhshish--t he offering and taking of “bribes” in business
transactions. This practice, which in its |argest dinension
involves nmulti-mllion dollar governnental contracts, is nore
subtle in Saudi Arabia than in other Arab countries.
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Nonet hel ess, it does exist there--
even at very high levels within the
governnent. The attaché, although he is
normal Iy not concerned with contracting,
will very likely beconme aware of the
cust om of bakhshi sh.

=5

j. Importance of Amicability once a request is
submtted, there is usually nothing to be gained from
official followup calls.

Saudis in general are nore inpressed by your treatnent
of themthan by your status or position. Politeness (by
Saudi standards) will likely lead to success. |If a Saudi
i kes you, he is nore inclined to act on your request.

An attaché, even a very am cabl e one, cannot possibly
make friends with everyone in the various offices where he
has busi ness. However, he should attenpt to establish good
rapport with at | east one person in each--ideally, the

director. |If not him then a subordi nate supervisor, action
officer, or even a clerk. Sonetines, the |ower ranking
personnel are nore reliable than their overseers. In any

case, the attaché should not overl ook such potentially
val uabl e cont acts.

“Get it right the first tine.”
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Review Quiz: Work and Training Guidelines

True/False Place a Tor an Fin the bl ank provi ded.

1. Most Arabs believe that several different ways to do
sonet hi ng may be equal |y as good.

2. For many Arabs, when a plan or proposal is well-
stated, it is “perfect,” regardl ess of whether it
can be conpleted or is even possible.

3. For nost Arabs, the person is nuch nore inportant
than the m ssion or task.

4. A conpul sory eight hour work day is the normfor
nost Saudi Arabian officials.

5 Many Arabs make decisions by carefully wei ghing
di fferent courses of action, then selecting what is
“best.”

6. For some Saudi officials, the paynent of bonuses

equates with the paynent of an annual poor tax.

7. “Bakhshi sh” refers to the Arabic custom of friends
t appi ng each other on the back to show affection.

8. Oten in the Arab world a flat “no” is a signal to
end a rel ationship.

9. A traditional response by an Arab instructor is “
don’t know but 1'Il find out.”
10. Most Saudi Arabians are nore inpressed by your

status and position than by your treatnment of them
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Unit 9: Work and Training Guidelines

“Conbat is the nost traumatic human event. It strips away an
i ndi vi dual’s veneer, exposing their true character. |If a
character flaw exists--it will appear in conbat--
guar anteed. .. Success in conbat--and in life--has al ways
demanded a depth of character. Those who can reach deep
i nside thensel ves--and draw upon an inner strength, fortified
by strong val ues, always carry the day agai nst those of
| esser character.”

General Charles C Krul ak

112



