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[bookmark: _Toc152330426]Executive Summary
The report looks into the differences in national cultures between the UK and China and how this might impact business relationships between the two countries in the context of Cotton Traders Limited. Cotton Traders Limited is a UK-based fashion retailing brand that seeks to venture into the Chinese market. The report has four sections. Section one is the introduction followed by main findings of the report. The report majorly finds that international business communication is more complex as compared to national business communication due to the differences in national cultures that also impact interpersonal and therefore business communication. The report further finds that amongst others skills, international business communicators needs language and culture competency to align their communication goals with the receivers’ expectations. Furthermore, in regards to cultural contexts, business communications in international business may follow either low or high context communication. Irrespective of the method of communication, an effective communication is that which is aligned to the communicators’ respective cultures. Furthermore, in recognition to differences in national cultures based on Trompenaar’s cultural model, the report finds that international business partners need to build trust and relationships to avoid a potential communication breakdown. Furthermore, section four of the report notes that managers at Cotton Traders Limited need to developing effective communication skills tailored to the demand of the British and Chinese culture, develop a better intercultural understanding, and enhance business relationship and trust with their Chinese business partners. 
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[bookmark: _Toc152330427]1.0 Introduction  
International business has become commonplace with the globalisation and opening up of economies for foreign direct investments. However, the international business environment faces a number of challenges including differences in national cultures (Czinkota et al., 2021). In view of this, a research by Scott (2000) on business communications between the Americans and the British shows that there is a lexical difference between the two countries that may make it challenging for international business persons to communicate. The differences, not only in language, but also in behaviour of the nationals is premised on the people’s cultures that vary between countries (Luthans and Doh, 2020). This reports looks into the differences in national cultures between the UK and Asia and how this may affect Cotton Traders Limited, a UK-based fashion retailer that seeks to invest in China. Cotton Traders Limited is a British clothing company that specialises in leisurewear and is based in Manchester, United Kingdom. The company was founded in 1987 by England national rugby union captains Steve Smith and Fran Cotton (Cotton Traders Limited, 2023). For simplicity of cultural analysis, the report looks into China as a case study country in Asia. The report has four sections. The report starts with an introduction followed by key findings that include intercultural business communication, skills required for international business communication, effective communication, international culture, the importance of relationship building, how to build trust, and failed relationships. Sections three and four respectively present conclusion and recommendations. The appendix section of the report graphically present theories of national cultures. 
[bookmark: _Toc152330428]2.0 Main Findings  
[bookmark: _Toc152330429]2.1 International Business Communication 
The process of communication allows for the interaction between people. Without communication, people would be unable to share knowledge, experiences, and understanding. Furthermore, the most common forms of communication include touch, written communication, gestures, and broadcasting (Holiday et al., 2021). Further, international businesses consists of transactions that are undertaken across the national borders such as between the UK and China in order to satisfy the needs of individuals, organisations, and companies (Ting-Toomey and Dorjee, 2018). In view of this, international business communication refers to an interactive process that allows for communication across the national borders (Czinkota et al., 2021). Due to the differences in cultures amongst countries (Hampden-Turner et al., 2020), international business communication may also refer to intercultural communication (communication across different cultures.
Additionally, the communication process is a two-way process that involves the sender, receiver, medium, and feedback (Czinkota et al., 2021). However, for communication to be effective, there is need for effective communication skills, which are key enablers to communication such as silence, encouragement to continue, and eye contact.  However, factors such as distractions, noise, language, physical distance, and cultural differences may impede effective communications (Hampden-Turner et al., 2020; Hall, 2023). In light of this, international business communication between executives of Cotton Traders Limited with the Chinese counterparts may face familiar challenges such as a higher physical distance, language barrier, and cultural differences as further explored in this report. 
[bookmark: _Toc152330430]2.2 Skills required for international business communication
According to Czinkota et al. (2021), an effective communication is vital for successful international businesses. As noted in the previous section, however, communication is highly impacted by the differences in international cultures. Nonetheless, communicators need certain effective communication skills to accomplish communication in any form of business setup. For instance, effective communication depends on skills such as visible mouth and eye contact between the communicators, body language, silence, and smiling face (Ahmed, 2016). Furthermore, effective communicators occasionally check for understanding between themselves and their communication partners, ask questions to keep the conversation active, and encourage their partners to continue (see summary in figure 1 for effective communication skills). 
However, some of these skills for effective communication play an important role in some cultures as compared to others. For example, an international business communication between executives of Cotton Traders Limited and Chinese counterparts may depend more on non-verbal communication cues such as silence, body language, eye contact, and smiling face due to the differences in cultural contexts. In reference to Hall’s model of cultural contexts, China is a high context culture and emphasise indirect communication unlike the low context British communicators who depend on direct communication cues (Hall, 2023). Therefore, knowledge of these indirect communication skills will be key for effective communication between the business partners. 
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Figure 1: Effective communication skills for international business
Source: Adapted from Ahmed (2016) 
[bookmark: _Toc152330431]2.3 Methods of communication in international businesses 
The differences in cultural contexts influences how people perceive information (Samovar et al., 2015). Therefore, for multinational enterprises, there is need for the executives to be aware of these differences in order to effectively communicate. Appendix 1 (section 6.1) shows that the UK is a low context culture as opposed to the high context Chinese (Hall, 2013). This directly impacts how people communicate and perceive information between the UK and China. 
Chinese are less verbally explicit and prefer written or formally expressed communication unlike the British who are more implicit and prefer spoken or informally expressed communication. Further, in business communications, the Chinese adopt a more internalised understanding of the message, mostly use long-term and well-established relationships, decisions focus on face-to-face interactions, and are more open to in-groups. On the other hand, the British are less proactive in building business relationships, decisions may be made without a face-to-face interactions, and are less aware of in-groups and outsiders (Nishimura et al., 2008). Similarly, in regards to association, Hall’s theory of cultural context posits that unlike the British, the Chinese build relationships over time, execute business communications depending on relationships that exist amongst the groups, and people most identify in groups (such as work, family, and culture). On the same note, as opposed to the British, the Chinese highly use nonverbal communication elements and preferably use an indirect verbal messages. The Chinese communicators also rely on multiple information sources, prefer groups for learning and decision making, and value accuracy (Kittler et al., 2011). Appendix four (section 6.4) gives a summary of the communication differences between China and the UK in reference to Hall’s cultural context theory. 
Evidently, these differences in national culture may directly impact the effectiveness of communication between the executives of Cotton Traders Limited and Chinese counterparts. The next section of this report looks into effective communication in international business. 
[bookmark: _Toc152330432]2.4 Effective communication in international Businesses
An effective communication involves sending and receiving messages (Czinkota et al., 2021). According to Czinkota et al. (2021), an effective communication is devoid of communication barriers (summarised in figure 2). In the context of international business environment, an effective communication refers to a communication devoid of language barrier, noise, and any other forms of distractions. Furthermore, the communicating partners need to be aware of cultural differences between themselves and adopt communication strategies aligned to the demands of each culture. On the same note, communicators should develop interests in communication topics, reduce the physical distance or use technologies that limit the adverse effects of large physical distance on communication. Similarly, the communicators need to avoid asking too many questions and communicate at an appropriate time for each partner (Czinkota et al., 2021). In essence, there is need to address all the barriers to effective communication in order to make the communication effective.  
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Figure 2: Barriers to effective communications in international business
Source: Adapted from Cavusgil et al. (2014); Czinkota et al. (2021) 
[bookmark: _Toc152330433]2.5 International culture 
Culture refers to a sum total of learned values, beliefs, and customs that affect people’s behaviour in a particular country (Tsui et al., 2017). Culture consists of the beliefs (verbal and mental processes that reveal people’s knowledge and assessment of services and products), values (how people judge an appropriate behaviour), and customs (accepted ways of behaviour in a particular context) (Edensor, 2020). Theories of national culture such as Trompenaar’s 7 dimensions to culture, Hofstede’s model of national cultures, and Hall’s cultural context suggests that cultures vary between countries and regions. 
Appendix 2 (section 6.2) shows a summary of comparison between UK and Chinese culture using the Trompenaar’s and Turner model. As summarised in the model, the British are universalists (72) as compared to the particularist Chinese (25). Therefore, the British place importance on rules, laws, values, and obligations while the Chinese place relationships before rules. Furthermore, the British are individualists (84) while the Chinese are communitarists. The latter therefore believe in making personal decisons and taking care of themselves unlike the Chinese who believe that the group is more important that the individual. In business relationships, the Chinese may prefer to negotiate for communal good as opposed to a personal benefit (Trompeenars-Hampden-Turner-tconsulting.com, 2023). This is synonymous to the individualism in the UK vs collectivism in China.  
In addition, the British are specific (60) unlike the diffuse British (21) (Trompeenars-Hampden-Turner-tconsulting.com, 2023). Unlike the Chinese, the British therefore keep their personal lives separate from work. They do not believe that one’s personal relationships should affect their work life. The Chinese, on the other hand, have an overlap between work and personal lives and believe that good relationships at work has an influence on successful work life (He and Filimonau, 2020). Moreover, the Chinese are more neutral (90) unlike the emotional British (66) (Trompeenars-Hampden-Turner-tconsulting.com, 2023). Amongst the Chinese, people make more effort to control their emotions and their actions are premised on reason. Furthermore, the Chinese are ascription oriented and value people based on power, position, and title unlike the British who are achievement oriented and value people based on their personal contributions (He and Filimonau, 2020). This is also synonymous to the high power distance in China vs low power distance amongst the Chinese based on Hofstede’s cultural model. Finally, the British are sequential time (75) and prefer that things happen in order. They prioritize being on time, making plans, and following through on them (He and Filimonau, 2020). However, the Chinese are synchronous time (37) therefore see the past, the future, and present are interwoven. They view plans and commitments as flexible (Carolina, 2019). 
[bookmark: _Toc152330434]2.6 The importance of relationship building in international business 
The differences in national cultures between the British and the Chinese imply that business associates from the two countries need to build trust and relationships for effective business operations. Trust refers to an expectation by a business person that their business partner is reliable and can keep to agreements, will competently execute their role, and honorably behave (Boersma et al., 2003). However, the conceptualisation of trust varies between regions. For instance, the Sviazi of Russia that encompass giving and receiving favors to get tasks done (Berger et al., 2017), the Guanxi of China that refers to relationships that benefit all parties (World Learner Chinese, 2023), the Wasta of the Middle East that describe the benefits one gets by belonging to a particular group (Tashakova, 2015), and the rule-based relationship of the West. The differences in relationship building depends on the culture of the country. For instance, individualist countries like the UK have a lower perception of personalised relationships as compared to the collectivist Chinese (see Hofstede’s model in appendix 3) (Minkov, 2018). Evidently, relationships are important for international business partners as it enhances effective communication, boosts understanding of business partners, and improve collaboration, which are particularly vital in working across national borders (Saunders, 2023). Lack of trust and relationships may lead to misunderstanding, communication breakdown, and lead to significant losses in business (Shang and Zhang, 2021). 
[bookmark: _Toc152330435]2.7 How to build trust 
Cotton Traders Limited needs to build trust with its business partners in China in order to effectively manage the Chinese FDI. To build trust, the company needs to adopt a number of measures. Firstly, Cotton Traders Limited executives need to focus on building credibility, which demands that the business executives need to be honest and transparent (Saunders, 2023). Secondly, the executives need to set the right expectations to enhance follow through. The business partners should not assume that other partners understand their demand. Thirdly, Cotton Traders Limited management needs to listen to their Chinese business partners and adapt their offerings according to the demands of the partners. International business partners need to align their offerings to the goals of the other partners (Trade Ready, 2015). Furthermore, the business partner should share any knowledge that may make the partnership succeed and ask for referrals from the people they trust, which is key in building initial relationships (Trade Ready, 2015). 
[bookmark: _Toc152330436]2.8 Why might relationships may fail in international business between the UK and China? 
The findings of this report indicates three key issues that may lead to failed relationship in international business communication between the executives of Cotton Traders Limited and the Chinese counterparts. Firstly, relationship may fail due to poor communication skills (Ahmed, 2016). This may impede the teams from both developing initial relationships as well as maintaining existing relationships. Secondly, relationships may fail due to the team’s failure to learn and appreciate others’ cultures. The three theories of national cultures (Hall’s theory, Trompenaar’s theory, and Hofstede’s model of national cultures) all demonstrate that culture affect international business communication (Carté and and Fox, 2008). Failure to learn and appreciate others’ culture may therefore impede relationship building. Finally, business relationships may fail due to poor trust and relationship building skills from the business partners (Saunders, 2023).  
[bookmark: _Toc152330437]3.0 Conclusion 
International business has become commonplace in the recent past. However, international business success depends on good communication between the international business partners. However, effective communication in international business environment also depends on the knowledge of the culture of the business partners. The report demonstrates that effective communication in international business depends on communicator’s communication skills. However, as aforementioned, the effects of cultural contexts and international cultures may impede effective communication. International business partners therefore need to build trust and avoid any factors that may impede relationship building. The next section presents some recommendations to executives of Cotton Traders Limited to avoid failed business relationships with their Chinese partners. 
[bookmark: _Toc152330438]4.0 Recommendations 
Firstly, executives of Cotton Traders Limited needs to bridge the cultural gap between the UK and China. This can be accomplished through cultural training and hiring staff who are culturally competent to enhance the adoption period (Carté and Fox, 2008). Employees in both teams should be made aware of differences between the Chinese and British culture and the importance of obeying others’ culture (Gallois et al., 2014). Secondly, the international business partners should be trained on effective communication skills. In reference to Hall’s cultural context model, for example, the business partners should learn of the effective use of non-verbal business cues and use the strategies in line with the culture of the business partners (Hall, 2013). For instance, when communicating with the Chinese, the partners from the UK should pay attention to the counterparts’ body language, which may carry more information as compared to verbal communication cues (Hall, 2013). Finally, international business partners should pay attention to building trust and relationships ahead of business transaction (Weck and Ivanova, 2013). According to Jeong and Oh (2017), trust and relationship is important in working collaboratively, building understanding, and working across borders between the business partners.    
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[bookmark: _Toc152330441]6.1 Appendix 1: Hall’s model of cultural contexts (the UK vs China) 
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Source: Hall (2023) 
[bookmark: _Toc152330442]6.2 Appendix 2: Turner and Trompenaar’s cultural model (the UK vs China) 
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Source: Trompeenars-Hampden-Turner-tconsulting.com (2023) 
[bookmark: _Toc152330443]6.3 Appendix 3: Hofstede’s model of national cultures (UK vs China 
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Source: Hofstede Insights (2023) 
[bookmark: _Toc152330444]6.4 Appendix 4: Hall’s cultural context (China vs the UK) 
	
	China (high context)
	UK (low context) 

	High vs Low context communication 
	· Situational and relational knowledge
· Less is verbally explicit or written or formally expressed
· Decisions are face to face and centered on authoritative figure 
	· Rule-based relationships 
· Knowledge is transferable 
· More explicit verbal communication
· Decisions can be made by any member of the team 

	Association 
	· Slowly built relationships 
· Personally identity is rooted in groups 
	· Relationships start and end quickly 
· Attention to goal is primary 
· Decentralised social structure 

	Interaction 
	· High use non-verbal communication cues 
· Uses direct verbal messages
· Disagreements are usually personalised 
	· Words are critical (message is carried in words more than non-verbal cues) 
· Message is verbal and direct 
· Depersonalized disagreement.

	Learning 
	· Depend in multiple information sources
· Deductive-based thinking style 
· Prefer groups for learning and solving problems 
· Value accuracy 
	· One source of information is perceived to be enough to solve a problem 
· Inductive thinking 
· Focus on details 
· Value speed 


Source: Adapted from Hall (2023) 
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