
Introduction
In modern business activities, with the development of the globalized economy. International trade become frequent. There are a large number of enterprises are trying to enter the overseas market. However, success in the local market is not necessarily the same success in the overseas market. This is caused by many factors, and one of the most important reasons is cultural differences. Facing different customer groups and their representative culture, enterprises need to communicate with them in different ways, so business communication skills are particularly important. The most important part of this is the establishment of the relationship. Because all business activities need a prerequisite, that is, the relationship is established. If enterprises want to succeed, they must establish good relations with all partners related to business activities, such as partners, customers and government.
This report is devoted to the study of the importance of relationship establishment and their role in international business activities.
Main body
The contacts between people and the enterprise and the stakeholders start from the establishment of the relationship. The image of an enterprise in the eyes of others is mostly in the first contact, that is, the moment that the relationship is established. If an enterprise makes a bad impression on the stakeholders when they establish relationships with stakeholders, then enterprises will be faced with adverse consequences such as cooperation failure, trust and sales decline. （Carté, P，2008）

In different cultures, the ways and means of establishing relationships are completely different. For example, in different contexts, the way people deal with each other is very different.
[bookmark: _GoBack]The concept of high context and low context refers to the way people communicate in different cultures.( Lewis, R.D.2005) Differences can be obtained by the meaning implied in the actual vocabulary or context used in the context.
High context means that a large number of latent information is transferred implicitly in communication. In a highly contextual culture such as Saudi Arabia, people tend to pay more attention to long-term relationships and loyalty, and less to implement rules and structures.
Low context means that a large amount of information is explicitly exchanged through the message itself, and is rarely implicit or implicit. In the low context culture such as Britain, people tend to be short term relationships, follow rules and standards, and are usually task oriented.（Limited, C. 2017）

In different contexts, how to establish a relationship is very worth thinking. Whether it is to establish a relationship with partners, or to establish a relationship with the customer. This has a great impact on the success of the enterprise in the international market.（Meyer, E. 2014）

For example, the most common way for enterprises to establish relationships with customers is advertising. However, for customers in different contexts, the content of advertising must conform to their habits:
In China Cadillac's advertising slogan is "dare for the world first". It doesn't seem to have anything to do with the car, but it comes from a famous book in ancient China, meaning to be the leader of the times. Chinese customers will immediately contact the book to see advertising, while Cadillac experience of their own brand of confidence and spirit of innovation, integrity of qualities and characteristics of products. Cadillac's success in the minds of customers into the "Cadillac is a high-end, quality brand" impression. If Cadillac directly in advertising that "our products are excellent, innovative." Then Chinese consumers will think that the brand is not cultural. Cause a bad impression.

Ford's advertising in the United States “everything you love about a car every thing you need in an SUV．” This advertisement uses very neat two sentences to show the attraction of the car. Through the two words of love and need, advertisements simply tell consumers that all preferences for cars can be reflected by having this SUV, showing the confidence and product perfection of product designers. Advertising itself is also as much as possible to achieve more effective information in the limited vocabulary to consumers. Don't let customers feel that this advertisement unintelligible.
The good or bad relationship with the customer directly affects the sales of the product, which is crucial to the success of the enterprise.
Nowadays, when all the multinational enterprises enter the international market, they are asked to employ local staff by the local government, which leads to employees working in different cultural backgrounds. It is very important to establish a good relationship with the employees of different cultural backgrounds. Because people of different cultures have different understanding of the same business instruction. This will seriously affect the efficiency of the staff and create contradictions. How to establish a good relationship is a problem that every enterprise must consider. When employees and enterprises are able to communicate accurately, the enterprise is more likely to succeed.
Conclusion
In modern business activities, business communication skills are very important, especially the establishment of relationships. In the process of establishing relations, enterprises can not only increase brand awareness, improve work efficiency, but also gain the trust of partners. To sum up, the establishment of management is essential in the success of the enterprise.
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