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Afterreviewing the Mini-Case: Arab-Style Negotiation (found on pages 214-216 of the textbook), students willanswer the following questions:

1. Whenconducting negotiations with Arab negotiators, the Western style of negotiation can be counterproductive. Explain why.
2. Usingwastais an accepted business practice inthe Arab world. Whatis wasta? What are the advantages of usingitas seenthrough the eyes of Arab

managers?

3. Describe some similarities and differencesin negotiation styles between Arab-style negotiation and negotiation styles in your chosen country.

Guidelines for Submission: Your case study should follow these formatting guidelines: Use of at least one source, one to two pages double-spaced, 12-point
Times New Roman font, one-inch margins, and citations in APA format.
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