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Basic Cultural Values and Ways of Thinking 

Basic Cultural Values 
Hierarchical1: 

 The Egyptian business value is hierarchical. Due to the big gap between wealthy and the 

poor, rank and status play a big role in the Egyptian business society. Within the company, the 

highest ranking person, which is usually the President, CEO, or team leader, has the most 

authority when making business decision. The Egyptian also tends to have favour towards age 

and experience in the workplace. The older and more experienced people in the workplace will 

be more respected. 

Relationship-Oriented2: 

 When dealing with negotiation, the Egyptian is also relationship-oriented. As stated in 

the internet article “Doing Business in Egypt” which composed by Communicaid (Communicaid, 

2009), “Egyptian business people place a substantial emphasis on networking and make 

cultivating and nourishing business affiliations a high priority.” The Egyptian is more likely to do 

business with the people they trust. Therefore, when dealing with business or negotiate for 

business, building trust with the other party is very important 

Principle-Driven3: 

 The Egyptian is primarily principle driven since they are more relationship oriented in 

their social culture. They favour on people with status and notable titles when dealing with 

business. Furthermore, “it is not uncommon to have a family member or close friend in a 

position of employment where they can help you to secure future appointment” when dealing 

with business. 

Haggling Culture4: 

 The Egyptian has a haggling culture when negotiate for business due to the fact that 

they have respect for older and more experienced people. They tend to be more friendship-

oriented when discussing problem. The Egyptian is easier on negotiating business when dealing 

with someone whom they know and trust. 

Others5: 

 The most common greeting between people in Egypt is handshake. Friends and family 

will also kiss on cheek. Women can be found commonly in the Egyptian workplace; however, 

                                                             
1 (Communicaid, 2009) 
2
 (Communicaid, 2009) 

3
 (Communicaid, 2009) 

4
 (Communicaid, 2009) 

5
 (Kwintessential) 
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they do not feel comfortable when shaking a man`s hand. One should wait to see what the 

woman does first. If she does not shake hands, a greeting by a nod of the head is seemed to be 

polite. 

Due to the hierarchical nature of their society, The Egyptian has the love of titles. It is a 

sign of stature and is viewed with pride. It is important to add title before the last name. One of 

the common titles is “Doctor”. If the person does not have a title, a courtesy title of “Mr” or 

“Mrs” is also welcomed.  

Ways of Thinking 
Collectivistic6: 

 Unlike the people in the Western countries, in much of Asia, Africa and Latin America, 

people hold an interdependent view of the self as part of a larger social network that includes 

one`s family, co-workers and other to whom they are socially connected. 

Others7: 

 The concept of honour governs all interpersonal relationships in Egypt. In the Egyptian 

point of view, showing respect to others, especially those who are older, more experienced, 

higher social status and those in authority, is a duty. 

Right-thing-to-do (Do’s)8: 
 There are several Do’s which a foreign company should be familiar with: 

 Do attempt to learn at least a few words or phrases of Egyptian Arabic. It shows respect 

to the Egyptian when you show the attempt on speaking their language. 

 Do wait for the Egyptian counterpart to initiate the greeting at a first meeting.  

 Do make eye contact when meeting with the Egyptian business associates. Looking at an 

Egyptian in the eye is a sign of honesty and trust. 

Entertainment Practice9: 
 The Egyptian always encourages the others to visit their home for meal. In the Egyptian 

point of view, inviting others to their home represents the friendship and trust between the two 

parties. It is not uncommon for a business associate from one party to invite a business 

associate from the other party to a family dinner. 

Taboos (Don’ts)10: 
 There are many Taboos in the Egyptian Culture. They are as followed: 

                                                             
6 (myclass.peelschools.org) 
7
 (Communicaid, 2009) 

8
 (Communicaid, 2009) 

9
 (Kwintessential) 

10
 (Communicaid, 2009), (Kwintessential) 
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 The left hand is considered unclean in Egypt. Unless you are handling something 

considered dirty, always use the right hand and avoid gestures with the left hand. 

 Pointing is considered extremely rude. 

 Do not cross their legs when sitting. Moreover, showing the bottom of your foot is 

considered offensive. 

 The “thumbs up” sign is offensive in Egypt and the entire Arab world. 

 Don’t “wipe out” your plate after meal. Leaving a small portion of food means you have 

had enough. 

 When eating in an Egyptian home, adding salt to your food is considered an offence. 

 Women (inquiring about female members of your counterpart’s family) and Israel are 

topics to avoid. 

Implication of Alcohol11: 
 Strict Muslims won’t touch alcohol or pork. If you invite an Egyptian to social event, you 

have to make sure there is a selection of non-alcoholic drinks available. Furthermore, make sure 

that you are only give alcohol if you know 100% that they drink and it is done discreetly. 

Time of the Year to Visit12: 
 The business hours in Egypt is differed throughout the year. In winder, many businesses 

close for much of the afternoon and reopen for a few hours in the early evening. The usual 

working hours for the Egyptian are 9:00 a.m. to 5:00p.m. from Sundays to Thursday. There is no 

business conducted on Friday because it is the Muslim holy day and some people don’t work on 

Thursday. During the Ramadan, which is the ninth month of the Islamic calendar, working hours 

for businesses and government offices are shortened as well. 

Interpretation of Ethics13: 
 Since the majority of Egyptian is practicing Islam, “truth and problem solving are often 

governed by faith and the interpretation of Islamic law” (Communicaid, 2009). It is important for 

the Egyptian to follow the practices which viewed to be ethical in the Islam society.  

Gifting Practice14: 
 Gifting is acceptable in the Egyptian society; however, it is important to make sure you 

give or receive them with right hand and never with the left. Using both hands is acceptable. 

Some of the popular gifts are small electronic devices, chocolates, and fashionable compasses. If 

you are invited to an Egyptian’s home, it is custom to take sweets, pastries or baked goods; 

however, it is not acceptable to take flowers because it is associated with weddings and/or 

funerals. 

                                                             
11

 (Kwintessential) 
12

 (Communicaid, 2009) 
13

 (Communicaid, 2009) 
14

 (Communicaid, 2009), (Kwintessential) 
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Scheduling15: 
 When arranging business meetings in Egypt, it is important to have the meeting 

arranged around 1-2 weeks in advance. It is also encouraged to have the meetings confirmed 

prior to leave for and arrive to Egypt (for foreigner) to make sure you are at the forefront of 

their minds. The meeting scheduling should be done either in writing or by telephone. 

Others 
Appearance16: 

 Foreigners should avoid wearing traditional clothing. Egyptian may find it offensive to 

see foreigners dressed in their traditional attire. A jacket and tie are usually required for men at 

business meeting along with long pants and a shirt. Women should always wear modest clothing 

in public. 

Table Manner17: 

 It is required to wait for the host or hostess to tell you where to sit. Since the left hand is 

considered dirty, always use the right for eating. Furthermore, it is considered a sincere 

compliment to take a second helping. The invitee should always show appreciation for the meal. 

Adopted Approach for Negotiation 

Non-Tasking Sounding 
Long Courting Process18: 

 The key to do business well in Egypt is patience. This is especially true in negotiations. 

Business meetings will be slow and lengthy affairs as you move from chit-chat to business. A 

company should slowly build trust with the Egyptian in order to have successful meeting. Once 

the trust is built between the parties, the business process and the negotiation process will go 

smoothly. 

Formal19: 

 Business meetings are tended to be formal affairs. Egyptians would welcome the other 

party several times before the business meeting even start. Before any business to be 

conducted at the meeting, it is the Egyptian tradition to serve drinks and start social 

conversation with the other party. After a meeting is finished, it is also important for either 

party to secure the next appointment to show the commitment towards the project. 

                                                             
15 (Communicaid, 2009) 
16

 (Cyborlink, 2008) 
17

 (Kwintessential) 
18

 (Kwintessential) 
19

 (Communicaid, 2009) 
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Draw on Intermediaries20: 

 In order to be successfully negotiating for business deals in Egypt, it is important to 

focus on relationship building. Egyptian prefers to do business with those they know and trust. It 

is advisable to find an Egyptian representative who can assist in setting up meetings. If a 

company is to do business in two different cities, it is also recommended that the company have 

a separate agent for each city. 

Information Exchange 
Proposal First21: 

 Initial business contacts are crucial part of Egyptian business culture and can often mean 

the difference between success and failure. When meeting with the other party for the first 

time, it is important that not to dive straight into business. This would show a sign of disrespect. 

The company should slowly build trust with the Egyptian, and then provide the proposal for the 

Egyptian to go over. It is always not a good idea to start the negotiation right away. 

Means of Persuasion 
Questioning22: 

 When dealing with Egyptian, it is important not to use hostile, pushy, or pressured 

tactics when negotiating. Egyptian doesn`t like to be pressured when making decisions. Being 

too aggressive will have a negative effect towards the negotiation progress.  

Enduring23: 

  Since dealing with the Egyptian is long-term process, it is important to have an enduring 

attitude towards the negotiation. When the Egyptian feels that they are being pressured or 

pushed, they will take a step back and lose trust in you. 

Terms of Agreement 
Forging a Long-Term Relationship24: 

 The pace of business is much slower in Egypt than in Europe or the US. Therefore, 

producing “instant results” is out of the question. It is important to have the negotiation process 

taken slowly because business will not proceed until your counterpart decides that he/she likes 

you. Therefore, relationship building is very important in the Egyptian business society. 

  

                                                             
20 (Communicaid, 2009) 
21

 (Communicaid, 2009), (Kwintessential) 
22

 (Kwintessential) 
23

 (Communicaid, 2009) 
24

 (Communicaid, 2009) 
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