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Introduction
 As a senior level executive in Emaar Properties, I am faced with the responsibility of having to balance the economic productivity and social performance of the company. Perhaps, the most challenging role is managing the social enactment of the employees, suppliers, and most importantly the strategic partners. Everyone has the power to act according to how they see fit. Therefore, it becomes challenging to effectively influence change in performance, especially where cultural difference is present (Tsai et al., 2017).
Addressing the current issues with partnering companies who are engaged in questionable practices.
 It has recently come to my attention that our company strategic partners have been involved in unethical practices such as taking credit where it does not belong, exposing the companies secrets, and false advertisement of prices and product details. One of the approaches I would deploy is the Cultural Intelligent Quotient (CQ). This involves understanding different cultures in the world (Alon et al., 2016). Through this knowledge, it will be easier to gauge the managerial performance of partnership companies. This will also affect my ability to influence change among partners. 
 The second approach will be to influence the modification of leadership role (Bird &Mendenhall, 2016) that allows leaders to relate more with the employees. This will enable leaders in other organizations to have more control over the goal of the project by involving the subordinates in decision making. These changes will be aimed at getting the subordinates in the companies to be more open with their leaders and feel free to report any issues. 
Protecting the organization's public image when such practices have been called into question.
The ethical status of a company influences its consumers' perception (Max & Moore, 2013). Once the trust is broken, it becomes hard to raise the company's standard to their satisfaction. However, consumers are also drawn to transparency, honesty, and humility. The first approach to this situation would be to explain to the consumers on the events that caused the situation. For instance, false advertisement of prices can be solved by first apologizing for the confusion and later offering promotions at a lower price to gain back the trust of the consumers. This will help in maintaining the consumers as well as increasing their expectations on the quality of products.
Conclusion
It is clear from the above description that the behaviors portrayed by members of an organization influence how the public perceives the company. Unethical practices will discourage loyalty and lead to the economic downfall of the company. It is, therefore, my responsibility as the senior level executive to ensure that every member of the company is motivated towards achieving the set goals by following the laid ethical rules.
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