Assignment 2: 

Evaluation of Cultural variation on the strategy and operations of an international organisation using academic models and theory
1.0- Introduction
The following assignment will be evaluating Tesco plc as a company which has explored various environments and cultures. There are endless factors which have to be considered by an organisation like Tesco who are constantly negotiating on an international level. How? , And Why? The strategies which they are implementing in these countries are affected by cross cultural trading.
Tesco are a perfect example of a company who operate on a huge scale, In 2008 they operated a total of 3,751 stores worldwide and this figure has increase to a vast 6,809 stores worldwide as of 2017. (Statista, 2018) This demonstrates the different span of cultures that Tesco are dealing with on a regular basis.  

“Companies involved in international business, deal with sales transactions or negotiations which span national and cultural boundaries. That means, sales negotiators interact with individuals from unfamiliar cultures that exhibit different negotiation styles, behaviours and expectations about the normal process of negotiation.” (Graham, J.L, Sano, Y, 1984) For organisations like Tesco operating on a national scale equates to, opportunities to market their products and services on a worldwide scale. 
‘Cross culture’ is a term used to describe the interaction between people who are from different backgrounds in the business world. For an organisation like Tesco trading successfully with organisations that have different cultures depends entirely on there understanding of the impacting factors. The danger of entering a brand new culture is that there is no guarantee that the rewards for an organisation will outweigh the risks. (Vivek, 2015)     
This is a huge issue for any business who is operating on an international scale, which is a concept that can be traced back to the Roman Empire. The complications for organisations like Tesco continue to grow rapidly in the 21st century and the strategies are specific for operating in different countries. (Evans, M, 2015)     
2.0- Factors that influence Tesco’s negotiations on a global scale
Negotiating is defined simply as a “Try to reach an agreement or compromise by discussion.” (Oxford Living Dictionaries, 2018) However to provide a more business related definition it is the bargaining process between two or more organisations seeking to discover a common ground between there aims, needs and viewpoints. Then if common grounds are made then they will reach an agreement regarding a matter of mutual concern or to resolve a conflict. (Business Dictionary, 2018)
China
Negotiations in China often involve signing contracts the Chinese see business on an international level as the start of a relationship as opposed to an agreement. The Chinese also use dinners and doing favours as ways of doing business in the People’s Republic. (Reed, K, 2016)
Today Tesco has just over 10m sq ft and recently announced the closure of five hypermarkets. They were hoping for huge success when it came to the plans for supermalls in China however the results were not so positive. 
3.0- Communication preferences between different cultures
For any organisation communication is vitally important in every aspect of being successful. However when it comes to a cross cultural business venture it becomes particularly critical due to the risk of an organisations message getting “lost in translation”. This can have huge implications on whether an organisation is going to be successful on an international scale. 

Although English is widely used in business negotiations across the world, communication with other cultures presents much more than just the language you speak it is even more crucial for a business to convey there message appropriately. For example, professionals from India can tend to be more indirect and oblique in the way they negotiate with organisations. This means being able to understand the subtle non-verbal differences in communicating is crucial in international business between varying cultures. (Hult News, 2017)  
China
When it comes to communicating with the Chinese they have a reputation for being impassive when negotiating in business which is based on the lack of body language that is used to read situations. Tesco must ensure when communicating on an international scale that they have trained employees to manage the cultural differences which arise. 

“Chinese may consider the Westerners to be upfront in their manner of speaking. This often causes a lot of misunderstanding or sometimes even hurt feelings of some Chinese people, especially if they are very sensitive. The Chinese people value a slower, less aggressive approach, and would prefer to slowly conceptualize an idea before commenting on it.”(Khlystov, Y)

An example of Tesco communicating efficiently in China is there production of over 750,000 copies of a “Tesco Lifestyle Magazine” which are now circulating in various cities across China. The organisation realised that they had to implement a way of communicating with their Chinese consumers.   

“Our Chinese customers have told us that we could do more to engage them with our brand beyond promotion and price, and have asked that we find a way to communicate with them away from the busy shop floor, particularly on areas where they are looking for help and re-assurance such as cooking, food safety, healthy eating, smart shopping and helping the environment.”

(Morris, P, 2011) 
The extract above shows that in China consumers require different assistance in relation to there supermarket shopping and want Tesco to provide information regarding consumers concerns.   

4.0- Cultural effect on Tesco’s management of people internationally
The management of people on an international level requires cultural competence which is the ability to interact with people efficiently within the workplace regardless of the person’s culture. Essentially an organisation must obtain knowledge of ones cultural practices and attitude towards a person’s/organisations cultural differences. A growing number of companies are constantly devoting resources toward training their employees to interact effectively with those of companies in other cultures in an attempt to improve the attitude towards culture variations. 
“Right across industry, the attitude of senior management to their corporate affairs is evolving in response to the globalisation of business, the spread of information technologies, the growth of shareholder activism and increased intrusiveness of international and national governments in key areas of business management. A misfit of cultures is often a cause of failure.” (Cartwright & Cooper, 1996; Olie, 1994).
Tesco PLC management are believed to use a perception of theory X by Douglas Mcgregor which explains the importance of heightened supervision, external rewards, and penalties within business management. Tesco employees tend to be more task orientated as opposed to bringing new ideas or innovation as they are highly skilled in labour, this demonstrates why Tesco exploit a theory which brings a strong control of management on the employee. (Momin, Z, 2015)

One of the most recognised studies regarding how values in the workplace are influenced by culture is by Geert Hofstede who is a Dutch Sociologist. His research began when he conducted detailed interviews with employees from IBM in a total of 53 countries. This took place in the years of 1978-1983. He then continued to develop five dimensions of culture which are included briefly below:

(Gallant, M, 2013)
· Small vs. large power distance (PD) - Refers to how a society handles inequalities and the extent to which the less powerful members of organisations accept and expect that power is distributed unequally.

· Individualism vs. collectivism (IDV) - Behaviour towards community.
· Masculinity vs. femininity (MAS) - Behaviour and roles distributed according to gender.
· Weak vs. strong uncertainty avoidance (UA) - This refers to the level of need for structure.
· Long vs. short term orientation (LTO) - How much society values long-standing, as opposed to short term, traditions and values. 
China
In relation to Hofstedes theory China is a country which ranks highly for both power Distance (PD) and Long term orientation (LTO). The LTO of China shows that they are a country which preserves tradition and places high value on education and training. China also possesses a strong collectivist mentality which means everyone takes responsibility for fellow members of the clearly set groups.

Tesco are an organisation who have a low power distance in the UK and are more likely to value equality. Uncertainty avoidance indicates the extent to which people in a society feel threatened by ambiguous or unpredictable circumstances. (Hornibrook, S, 2014) This demonstrates an immediate difference between the UK culture and the Chinese culture.    

“Chinese management style is authoritative and directive, and managers are expected to make decisions on behalf of the group. Unlike Japanese organizations, instructions are always delegated from the top down. Senior management gives orders to those reporting directly to them, and the chain of commands systematically gets passed down the hierarchy.”(Gallant, M, 2013) 

5.0- How culture affects leadership and motivation 
Tesco is a tall structure organisation who employs an autocratic leadership style due to the business being supply driven. The levels of employees are not yet developed within Tesco and require a sense of direction. Due to the competitive environment which Tesco operate in they realise that every element of leadership and motivation for employees is key to not losing consumers to other suppliers. With this autocratic style it is often hard to react to threat and make a change in time, this is a risk.  
China
Globalisation is having a major impact on organisations, and organisations like Tesco must ensure there leaders adapt to survive in new countries such as China. Firstly Tesco have to ensure that there leaders are strong enough to “keep face” which is a term that is very important in Chinese business. A leader can lose face in China by declining a social or business function on a weak pretext, refusing a present, expressing emotions uncontrollably or being too independent. 
“Leaders in China are expected to express themselves much less directly than those in the West. It’s not that the Chinese are unwilling to share information, but Westerners will have to prompt their Chinese counterparts if they want details. Alternatively, it may be best to approach someone on a one-to-one basis, in private.” (Wang, B, 2012) Tesco have been criticised in the past for not being able to obtain local information in the Chinese market which could have contributed to them being unable to perform successfully in China  
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