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With globalisation, in today's ever-changing business environment, more and more companies are expanding their operations in overseas markets (Cavusgil et al., 2014) and businessmen are becoming more active in numerous cross-border negotiations to facilitate international commerce and business. One of the most crucial abilities for firms in international business communication is understanding cultural variations. Organizations should work on reducing cross-cultural communication hurdles to prosper with a competitive edge in international business (Jenifer and Raman, 2015). Good international business communication will promote good business-to-business relations as well as economic development between the two parties in business. Business communication is the basis for profitability, in other words, without it there is no economic development. The main objective of business communication is to know others enemy, to find entry points, to interact with your customers and to establish a business partnership with them (Guffey and Loewy, 2012). 

This essay is based on the assumption that UK companies communicate with Spanish companies. The purpose of this essay is to analyse the possible challenges of communication between the two countries. Therefore, the definition of International Business Communication and the importance of International Business Communication will be discussed in this essay. In regard to Hall's High-Low Context Theory and Hofstede's Cultural Dimensions Theory, a comparative research of cultural differences between the UK and Spain will be provided. Following that, communication strategies based on the cultural differences between the two countries would be implemented.

Many scholars refer to international business communication as Cross-Cultural Communication (Varner, 2000), which is frequently used to describe the act of communicating among persons of diverse cultural backgrounds. Because of cultural variations produced by variables such as geographical and ethnic disparities, cross-cultural communication happens worldwide and between various cultural groups (Tannen, 1983). Communicating effectively with people from different cultural backgrounds can be particularly challenging (Xie, 2013). It is widely recognised that cultural factors are an invisible barrier in international business communication.

[bookmark: _Toc387349388_WPSOffice_Level2][bookmark: _Toc1249892255][bookmark: _Toc1723834782][bookmark: _Toc2037743297]International business communication is an exchange through the dissemination of information between countries, which therefore has a greater impact on the interests of both parties (Guffey and Loewy, 2012). The communicators get to know each other's needs through the communication process, which allows for the sharing of information resources (Rudvin, 2006). At the same time it makes communication more efficient and promotes the rapid development of international trade. Communication allows both parties to have a detailed understanding of each other's markets, profits and capital, which will enable future cooperation to proceed smoothly. The effect of international business communication affects the development of a company's trade. With effective communication, foreign markets can be expanded, bringing more opportunities for the development of the company, and having good partners can open up larger markets and create more sales channels (Mohr and Nevin, 1990). 

The notion of high vs low context cultures, which has its origins in Edward T. Hall's (1976) work, is included in many modern international marketing textbooks. In the disciplines of cross-cultural communication and conflict resolution (Gudykunst and Nishida, 1986; Okabe, 1983), the idea of high and low context has proven effective  (Chua and Gudykunst, 1987). Edward T. Hall (1976) argued that high context culture (HC) refers to a communication process in which the transmission of information is primarily dependent on the context of communication rather than on the language itself. Low context (LC) culture, on the other hand, is the polar opposite of high context culture, in which information is transferred largely via the communicative language rather than through the context of communication. In a low context culture, then, what matters is what is said, not how it is said, and not the context of the communication (Onkvisit and Shaw, 2009). 

From Hall's high and low context theory analysis, Spain is a high context country (Aaker, Benet-Martinez and Garolera, 2001), while the UK is a low context country (Hsieh and Dai Hong, 2013). Due to High context culture, Spanish communicators express themselves reliance on the environment of communication, which prevents British communicators in low-context culture from having direct access to the ideas that the articulator wants to express, which will lead to misunderstanding of the content of the communication. When Spanish communicators and others have differences of opinion, try to avoid confrontation and confrontation with others in order to avoid mutual hurt feelings. Spanish communicators always want the other person to understand what they are implying when they dismiss the other person's opinion, so that they can save face and not hurt their feelings (Kim, Pan and Park, 1998). The British communicators, on the other hand, are more interested in confronting the conflict and addressing everything directly. This is why Spanish communicators’ high-context communication styles are often perceived by British communicators as incomprehensible and ambiguous, and even lead to a prejudice that Spanish communicators are dishonest (Nishimura, Nevgi and Tella, 2008). The British communicators’ low-context communication style also makes Spanish communicators feel somewhat uncaring, rude and inconsiderate. From the above analysis, it can be concluded that there are high and low context communication barriers in establishing international business communication between British communicators and Spanish and that the communication between the two parties may be misunderstood as a result. Such misunderstandings are known as Nonverbal Misinterpretations (He and Liu, 2010). If British communicators do not recognise that Spain is a high context culture when establishing business communication, misunderstandings and differences in the way they handle the disagreements in communication will make it more difficult to communicate and will not be conducive to establishing good international business communication.

As an international business communicator, being aware of high and low context, as well as the variations between the two, may assist to decrease or even eliminate conflict and also making communication simpler and smoother. In general, low-context communicators (UK) should be aware when interacting with high-context communicators (Spain) that non-verbal messages and gestures may be as important as the words spoken (Wang, 2008). Body language is one of the practical skills we use in our lives. You may emulate people's body language to demonstrate your support for others. Non-verbal information can be obtained through body language (Müller et al., 2013), which will help British communicators understand the high-context culture of Spanish communicators. Status and identity can be transmitted nonverbally, necessitating more careful information identification and recognition. Face and tact are crucial, but they must be weighed against the urge to speak completely and freely. Long-term effectiveness can be enhanced by cultivating positive relationships. When faced with a challenge, indirect paths and innovative thinking are significant possibilities for issue solving (Barkai, 2008). It is also possible to communicate using a combination of high and low contexts, which preserves the cultural specificity of the British communicator and also allows the Spanish communicator to feel respected (Velez-Calle, Sosa and Large, 2021). British international business communicators therefore need to adapt appropriately to the differences between the two countries (UK and Spain) in this cultural aspect.

The book Culture's Consequences by Hofstede's (1984) delves into the topic of researching multinational organisations. He gathered information from IBM, a huge international firm, and analysed data from 40 different nations. He finds that "organisations have cultural borders" after analysing empirical facts. Furthermore, Hofstede identified six work-related cultural dimensions in 2001, including Power Distance, Uncertainty Avoidance, Individualism vs Collectivism, Masculinity vs Femininity, Long-term vs Short-term, and Indulgence vs Restraint, to examine work-related cultural values in various countries. (Wu, 2006).

Individualism on the one hand and collectivism on the other, according to Hofsted (2001), refers to the degree to which persons in society are incorporated into the community as a social rather than an individual feature. According to the table 1, it can be seen that the UK has an Individualism Index (IDV) is 89, while Spain has an Individualism Index is 51. A higher value of this index indicates that the country is more inclined towards individualism. Therefore it can be concluded that the UK tends to be more individualistic compared to Spain. In Hofstede's cultural dimension theory (2001), people are typically interested in self-interest related topics at firms with an individualistic culture, while individual rights and achievements are emphasised, and most employees are self-centered. This reflects a low level of interdependence between people (Hofstede, Hofstede and Minkov, 2005). The British communicators under the influence of an individualistic culture are adept at using various facts and figures gathered when faced with the communication objectives they want to achieve. Instead than using the outcomes of other people's thinking as a basis for communication, such habits of thought are largely founded on own views of reality and the process of analysis. Based on a collectivist culture, Spanish communicators place a premium on building a happy working environment, emphasising employees' sense of belonging and the significance of the collective to the company's interests and honour, with the individual as a vital element of the collective. Thus, in commercial communication, Spanish communicators emphasise stability and adaptation, as well as smoothness, low profile, subtlety, and reserve. They are adept at applying dialectical reasoning to solve difficulties, and they prefer to think in terms of the big picture. (Soares, Farhangmehr and Shoham, 2007). Dynamic, linked, and developing thinking are more important to Spanish communicators. When faced with communication hurdles, they choose for a solution that considers the whole group. From the above analysis, it can be concluded that there are differences in the thinking habits and problem-solving styles between British and Spanish communicators when it comes to business communication. If British communicators do not recognise that Spain is a collectivist culture, this will become a barrier to business communication between British and Spanish companies, which will to some extent affect business cooperation between the two countries.

Differences in individualist and collectivist ideals may be a cause of conflict and a chance to build a 'shared interest' in the negotiating process, as both parties may be pursuing distinct goals. Individualists will concentrate on the task of bargaining. Building and sustaining ties with the group is a more significant responsibility for the collectivist (Barkai, 2008). In response to the collectivist nature of Spain, they mainly choose to deal in a low key and subtle manner (Hofstede, 2011). British international business communicators should be aware of this difference and should be understanding and accommodating of subtle, non-directive responses during negotiations. At the same time, British communicators need to adopt a more macro perspective when offering ideas and advice, seeking solutions that take into account the collective interests.

The degree to which people accept the threat posed by perceived ambiguity or uncertainty is referred to as uncertainty avoidance (Hofstede, 2001). According to the table 1, the uncertainty avoidance coefficient (UAI) for the UK is 35, while for Spain it is 86. The higher the value of this coefficient the more significant the country's avoidance of instability. It can therefore be seen that Spain is a high uncertainty avoidance culture and the UK is a low uncertainty avoidance culture, which means that Spain is more avoidant than the UK. The high uncertainty avoidance culture is characterised by a society where people need specific formal written rules to act in the face of uncertainty and ambiguous threats. Since the Spanish communicators have a high level of avoidance of avoidance, they usually plan ahead and are used to doing things by the book (Litvin, Crotts and Hefner, 2004). In the context of ordinary business communication, Spanish communicators are more concerned with how others see them, and some agreed-upon behaviours are more prevalent, with individuals attempting to avoid remarks and behaviours that would be disrespectful to others or cause conflict. Low uncertainty avoidance indicates that people are less fearful about future changes and are more prepared to accept chances (Hofstede, 2011). In countries with a low uncertainty-averse culture, such as the UK, there are no official norms and regulations, and they are unconcerned about what others think and say. They are able to express their views openly. Although British communicators are interested in efficient communication, there is a risk that overly blunt expressions may ignore the feelings of Spanish communicators (Merkin, 2006) . It may be determined, based on the preceding study, that the difference in the level of uncertainty avoidance when establishing business communication between UK and Spanish communicators will result in a barrier  between the two countries in terms of the choice and expression of the basis for action. If the UK communicators are not aware of the difference in the level of uncertainty avoidance of the Spanish communicators, this can be a barrier to business communication between them, which will to some extent affect the cooperation between the two countries.

Communicators from both countries should respect each other's culture when communicating. In response to Spain's high uncertainty avoidance characteristics, UK communicators may need to summarise the conversation after the communication. A summary is an overview of what is most important in the communication, whether it comes from a conversation, a presentation or a document. A good summary can show how well people understand each other, can make communication more effective and can ensure that the focus of the communication is understood and utilized (Endres-Niggemeyer, 1994). The summary can be provided to the Spanish communicator afterwards and this will form the basis for their implementation. And then, UK communicator can provide formal written documentation according to the summary of conversation as a basis for the project and communication. At the same time, Spanish communicators are more concerned about how they are perceived by others (Hofstede, 2011), so UK communicators can use more compliments and euphemisms in the communication process. This can go some way to alleviating the problems that Spanish communicators have due to high uncertainty avoidance. Silence may be appropriate when Spanish communicators communicate on issues of high uncertainty. Silence might help you gain authority. It's a tactic that encourages people to talk more than they intended and keeps you from responding inappropriately. Silence might help you to be more productive (Hasegawa and Gudykunst, 1998). If you keep talking during a meeting, you may miss the ideas of the Spanish communicator. This will give the Spanish interlocutor more time to think and also to summarise their thoughts and opinions on the issue.

Table 1. Hofstede Culture Dimension Data Matrix: GBR and SPA
	Ctr
	Country
	PDI
	IDV
	MAS
	UAI
	ITOWVS
	IVR

	GBR
	Great Britain
	35
	89
	66
	35
	51
	69

	SPA
	Spain
	57
	51
	42
	86
	48
	44


Source From: https://geerthofstede.com

In recent years, companies have been more interested in international business communication. Effective international business communication helps to obtain basic information about other countries' markets, which will further facilitate cooperation and trade. This essay is based on the hypothesis that the UK and Spain are analysed according to Hall's High-Low Context Theory and Hofstede's Cultural Dimension Theory and concludes that the two differ culturally and therefore this will lead to barriers in communication. In the process of communicating with Spanish speakers, it is important to respect their cultural characteristics and to use the most appropriate way to communicate with them. A combination of high and low context strategies can be used in the communication process, along with body language, compliments, summaries and silent communication techniques to alleviate the problems caused by cultural differences. This helps to overcome the barriers that arise when communicating with communicators from both countries.
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