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Hofstede's Framework
The country's culture using Hofstede's framework and other information from the CIA and Global Road Warrior database
Hofstede's framework illustrates the impacts of societal culture on the people and how the cultural values tend to relate to behaviour through factor analysis (Pauwels, 2012). Hofstede's framework is defined by six categories that define culture, and they include distant power index, uncertainty avoidance, individualism against collectivism, masculinity against femininity, short term against long term orientation and registrant against indulgence (Pauwels, 2012).
The country of focus is Germany, and as evident, the society in Germany is highly individualistic. In Germany, it is very common that little families have to focus more on their parent-children relationship instead of uncles and aunts. The citizens in Germany believe in self-actualization. The Germans regard communication as the most honest and ideal way to learn from mistakes. Germany is considered to be a masculine society (Pauwels, 2012). It is because a high value is placed on performance since they believe that masculinity motivates the citizens. The German school system separates kids into distinct school types at the age of ten. Business managers in Germany are always assertive and decisive. Societal status is displayed through watches, cars and innovative devices. 
Germany is a practical country, and it has a practical orientation; hence people have a belief that truth highly relies on time, situation and context. In addition, the Germans can adapt quickly to changing conditions, and they have a high propensity in saving and investing and portray perseverance in achieving the best results. Arguably, the Germans' culture is restrained in nature, and it tends to lean towards pessimism and cynicism, and there is an assertion that Germans do not emphasize on leisure time (Boden et al., 2012). Arguably, the German's highly control their desires and they have the perception that social norms always restrain their actions.
Two dimensions that detail Hofstede's framework to describe Germany
Power Distance Index
Power distance index illustrates that people of a particular society are unequal and displays the cultural attitude towards societal inequalities. Germany is regarded highly in social aspects, and gains support from its stable middle class. It is categorized under the high power of distant nations (Rojon, 2010). In Germany, the co-determination values and rights are quite large and are considered into account by the country's leadership. Participative and direct communication and meeting style are prevalent in Germany. The German people dislike control; therefore, their leadership is confronted with displaying experienced prowess thus accepting when it is placed on its basis (Rojon, 2010). For example, Germany has a 35 on Hofstede's cultural scale. In Germany, there is a low gap between the wealthy and poor since they firmly believe in equality.
Uncertainty Avoidance Index
Germany is an uncertainty avoidant country; hence there is a low preference towards uncertainty avoidance. In Germany, details are essential in creating certainty. Due to its small power distance, certainty decisions are rarely covered by the boss's responsibility. The Germans prefer to compensate their uncertainty through expertise reliance (Woodside et al., 2011). For example, the great philosophical heritage of Hegel, Fichte, and Kant is a massive preference for deductive approaches instead of inductive-approaches in terms of presentation, thinking, and planning. The negotiation process will be negatively affected because the citizens in Germany feel like they are threatened by unknown or ambiguous conditions and have established beliefs to avoid uncertainty.  The power distance index will positively impact the negotiation process because the low power distance will ensure there is equality; therefore, the chances to have better negotiation are high (Woodside et al., 2011). The rate of equality among the German people ensures that power is distributed equally; therefore, during negotiations, no one will feel that they have a higher status than the other.
Recommendations on how I would prepare and negotiate in view of the factors described above.
I would prepare and negotiate in the view of the power distance index by minimizing the inherited status and privileges. It will involve changing the hierarchy in the negotiation status. People at the same levels tend to earn respect in terms of how effectively they negotiate and how they have adequate knowledge of the negotiation status (Yoo et al., 2011). Since in Germany there is low power distance, the negotiation team will have the same capabilities that are relevant to what is needed. Since I would negotiate with different managers from Germany, I would consider checking into their family backgrounds, age, seniority, gender, and influential connections. 
Since the societal status in Germany is quite equal, then the negotiation team will command respect from one another during the negotiation process (Yoo et al., 2011). Due to the power distance index, I will ensure there is trust between the negotiators through the provision of reliable, adequate and effective underpinning for the available contracts.
Also, I would prepare and negotiate in view of the uncertainty avoidance index by using a relaxed style of negotiation. I would try to adapt to the behaviour of my fellow negotiators (Giebels et al, 2017). There will be no deceiving because, in such a German society, uncertainty avoidance index proves that negotiators will be willing to pay the price for high certainty. It is because negotiators with the cultural background of uncertainty tolerance tend to negotiate on a neutral risk attitude. Such negotiators will prefer high-quality aspects but in situations when there are the right prices. I would ensure there is the maintenance of trust and belief about other negotiators (Giebels et al, 2017). Since in Germany there is low uncertainty avoidance, the negotiators will require justification for doing business with them.
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