

Saudi (and Gulf) Negotiation Cheat Sheet
For U.S. Companies Doing Business in Saudi Arabia
The cultural insider on your side of the table.

Before you enter an important Saudi meeting, ask yourself:
· Do we understand who is really influencing the decision?
· Do we know how our negotiating style is being received?
· Will we recognize what is being communicated indirectly?
· Will we know when to push, when to pause, and when to listen? 
· [bookmark: _GoBack]If the meeting doesn't go as expected, will we understand why?

These are not questions a cultural checklist can answer. They require someone who understands your business objectives and the Saudi environment.

 My Advisory Offer
I work with U.S. companies on specific Saudi business opportunities where cultural understanding could affect the outcome. You bring me in as your Saudi cultural and negotiation advisor.

 Before the Meeting
I learn your situation, your objectives, your Saudi counterpart, and the history of the relationship. 
Together, we prepare for the meeting:
· Who will be in the room?
· Who may influence the decision?
· What cultural dynamics to expect?
· How your approach may be perceived?
· Where potential misunderstandings could occur?
· What your team should watch for?

 During the Meeting
For an important negotiation or meeting, I can serve as your cultural insider on your side of the table. I am not there to replace your negotiator. I am there to help your team recognize what may be happening beneath the conversation; particularly when language, silence, hierarchy, relationships, or indirect communication make the situation difficult to read.

 After the Meeting
We debrief.
What happened?
What changed?
What remains unresolved?
What may have been communicated indirectly?
What should your team do next?

The goal is to help you make your next business decision with a clearer understanding of the Saudi side of the table.

 One Engagement. One Business Objective.
This is not a generic cultural seminar.
The work is built around your specific Saudi business situation: a major meeting, negotiation, partnership, market opportunity, or relationship that matters to your company. Depending on the situation, the engagement can include: Briefing, negotiation preparation, meeting support, debrief, follow-up guidance. If your opportunity requires broader organizational preparation, I can extend the engagement to train the executives and staff who will be working with your Saudi counterparts.

 Why Me?
Arab by heritage. Business-trained in the Kingdom.
· I spent decades working in Saudi Arabia and across the Gulf in marketing and training.
· I didn’t study the culture from the outside.
· I worked inside it.
· I speak Arabic and bring decades of experience in marketing, consulting, market research, and training.
· I understand how American businesspeople approach a deal.
· I understand how Saudi counterparts may hear that approach.
· I understand both sides of the table.

 What You Get
· An experienced advisor focused on your actual business situation helping your team prepare, read the room, and decide how to respond.
· You keep control of the strategy and the negotiation.
· I help you navigate the culture in which it is taking place.
· A cultural insider on your side of the table.
