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1.0 [bookmark: _Toc184574126]Executive Summary
This report uses theoretical theories such as Trompenaars and Hampden Turners Dimensions of Culture, Hofstede’s Cultural Dimension Theory and The High and Low context model to highlight the necessary skills that a British business will need to learn in order to successfully facilitate international business communication and successfully integrate their business into Asia. The report draws conclusions that the business will need to upskill in areas such as Trust building, structuring their propositions, understanding and adapting to collectivist culture and understanding the body language, thought processes and language nuances of high context cultures. The findings of the report show that success could lead to profit maximization, competitive advantage and making use of the greater talent pool.




2.0 [bookmark: _Toc184574127]Introduction

This report will be based on a British clothes retailer trying to expand into Asia. It will focus on cultural differences that the company will need to adapt to, the consequences of failure and what benefits can be gained from successful cross-cultural communication.
Culture is defined by Cambridge Dictionary (2024) as “the way of life, especially the general customs and beliefs, of a particular group of people at a particular time”. Culture within an organization is demonstrated in Hofstede (2010) when two managers disagree over how an organizational process should be carried out, which is a disagreement over the culture of that particular organization.
It is important to understand different cultures that exist in different nations. Perez (2014) states that “lack of cultural learning could have lasting business relations consequences in today's globalized world” and Gajjar (2014) explains that cultural sensitivity will encourage a trustworthy and respectful relationship with effective communication. This report will look at the culture of Asian nations such as Japan and China and the skills needed to successfully adapt to these cultural differences.
In this report, several theoretical models will be used to highlight the important skills that will be needed to build professional relationships with businesses in these Asian countries such as the High and Low context model, Hofstede’s Cultural Dimension Theory and Trompenaars and Hampden Turners Dimensions of Culture. There will also be a section that will highlight the benefits the business could gain from success in this international venture.

[bookmark: _Toc184574128]3.0 High and Low Context 

Wurtz (2005) explains that in low context cultures communication occurs mostly verbally and through text and is explicit in nature, whereas in high context culture it is more about body language, not speaking and implying rather than stating a message. Wurtz (2005) mentions that Japan is a high context culture. Yadav (2023) explains further that this will mean that in these countries, there will be value placed on stability built on a foundation of cultural traditions and the history they share, Considering the feelings of group members and cultural norms in decision making rather than critical thinking and There is priority on group cooperation over efficiency. 
The UK was found by Tabata and Vrij (2022) to be low context in comparison. For these opposing cultures to work together, certain skills need to be developed. Arnesen (2024) lists important aspects of Japanese business culture, these aspects included a high value on respect to superiors and formality, this would mean learning honorific language. A specific and complex style of communication that should be learnt and Nemawashi – which means that group agreement is a priority, which means everyone must agree on a point for a decision to be made. This is in line with what Wurts (2005) says about high context culture, so it would seem the best move would be to educate employees on the ways of Japanese business culture.
It would be wise to adapt your body language to the Japanese culture as well.  Patil et al. (2024) says that it is vital to be aware of nuances of body languages when trying to achieve effective communication between different cultures and learning about these nuances helps to avoid potential misunderstandings and encourages inclusivity in communication. Inclusivity is very important to a high context culture as shown by the value placed on consensus in decisions and misunderstandings could mean valuable time is wasted.
There are several reasons due to which communication can fail due to high context culture. Qi (2023) found that high and low context cultures have different thought processes, low context cultures will express their ideas straight away when in discussion, in high context cultures such key ideas are not expressed until the meeting has concluded. this causes several barriers for communication; this demonstrates that by failing to learn about their thought and discussion processes there may be a struggle between both parties to communicate ideas and work together on projects.
 Qi (2023) also shows that low context individuals may take a while to understand the language of high context individuals due to the way high context cultures, like China, use their words not directly but as hints, this can make communication slow, the more time spent trying to understand what the other culture is trying to say, the less time spent on effectively communicating ways these cross cultural businesses can work together, therefore, the British business should educate themselves in high context language.







[bookmark: _Toc184574129]4.0 Hofstede’s Cultural Dimension Theory

In this report, two of Hofstede’s cultural dimensions will be analysed. These dimensions are named by Vinney (2024): Power – Distance, Vinney (2024) explains that in a low power distance culture people prioritize equal distribution of power over inequality bur recognize inequality as a necessity in some situation. High power distance on the other hand is focused on fewer people having power. Fatehi et al. (2020) explains that individualistic cultures prioritise independence and acting in their own interest, collectivists will put their own interests aside favouring the focus of a larger group. Lastly, Vinney (2024) explains that uncertainty avoidance, if high, there will be rigid rules and processes. If low, the rules will be far less strict.
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Nickerson (2023) observed the usefulness of Hofstede’s model in international communication by envisioning how different cultures will interact, stating as an example how low and high-power distance cultures may encounter a power struggle, and how the model focuses on different cultural behaviours, using the different values individualist and collectivist cultures would have for achievements. Uta (2021) found that in comparison to China, a country with high power distance and low individualism, which would indicate collectivism, The UK is a low power distance and highly individualistic country.
There is the potential of a power struggle issue when high and low power cultures clash. Lorman Education (2022) explains that power struggles are conflicts that occur over resources or decision making and they can potentially last a very long time if not resolved and can also be damaging to output and morale. This could mean that a partnership between the British and Chinese counterparts may take a very long time or may never come to fruition. Lorman Education (2022) suggests communicating as a tool to help overcome the issue. Ideally, the few people that have power in a high-power distance culture like China do not disagree with the many that may have power in a low power distance culture based on their cultural differences, Vinney (2024) does state that low power distance cultures do recognise that sometimes inequality is a necessity.
The UK retailer should learn to understand how to appease the collectivist culture, this could be done by having more employees involved in the negotiations, this will more likely lead to a relationship that is beneficial for more people which satisfies the collectivist culture. Chio et al. (2021) explains that those in collectivist cultures will be likely to define themselves based on the relationship they have with other people and once integrated into these collectivist groups, individuals are shown unconditional loyalty which implies if a business does integrate themselves into a collectivist culture in business, it could mean the relationship is stronger and longer lasting as a result.	Comment by Arpu Kumar: who should learn? please complete this sentence`s beginning)
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Landis (2018) lists Japan as a high uncertainty avoidance culture, preferring to be very well prepared and business processes can be very time consuming, such as meetings taking a long time due to covering every basis to avoid misunderstandings. Gill (2017) lists the UK as a low uncertainty avoidance culture where they favour creativity, ambiguity and a lack of structure.
Wang (2020) states that high uncertainty avoidant cultures will see the ambiguity and complicated job characteristics as a threat and will stray from deviant practices. With this information it is apparent that the British retailer will have to alter their behaviour to work with a Japanese partner to avoid driving them away. Looking at the preferences of the Japanese culture, the British business should have a well-structured plan that explains everything in detail, so the Japanese business can be certain they know what they are working with.
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The dimensions that are established by Trompenaars and Hampden Turners and analysed in this report are listed by Pirlog (2021) as: 	“universalism versus particularism” and “specific versus diffuse” These stages are explained by Gejuri (2023): Universalism focuses on set rules, whereas particularism will depend on the relationship of the parties. Specific cultures have a clear divide between their work and private life, whereas in diffuse cultures work and private life are intertwined. 
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Gejuri (2023) found that Countries such as China are more particularist in nature, whereas using a comparison tool on Trompenaars Hampden-Turners (N.D.) website found the UK to be highly Universalist in contrast to China. Zielenska (2020) suggests learning to be flexible with rules and procedures to an extent that you are comfortable with when working with a particularist and advises to look at building trusting relationships.  
Regarding trust building, it is arguably one of the most essential skills in establishing a cross-cultural partnership and is a skill the British business must focus on. Saunders (2023) explains that in international business relationships, trust is essential for both communicating and collaborating, it allows cultural and language barriers to be overcome, and it helps businesses work in complicated legal environments. 
Saunders (2023) also explains that without trust, these relationships can fall apart, and this can be a major loss for a business. Saunders (2023) provides several tips for building and sustaining trust, such as: holding accountability for errors, develop relationships that are personal, meet in person and be adaptable to new obstacles. Strong personal relationships and good communication may enable more vulnerability with the expression of new ideas. As said by Dunne (2024) “The more comfortable co-workers are around one other, the more confident they'll feel voicing opinions, brainstorming, and going along with new ideas”




[bookmark: _Toc184574134]5.2 Specific vs Diffuse Culture

Running a comparison tool on the Trompenaars and Hampden Turner (N.D) website, it could be seen that the UK is a more specific culture in comparison to China who are a diffuse culture. International Business Cultures (2022) also names China as a diffuse culture. Furthermore, they explain that it is important to have relevant information exchanged before any encounters since a Chinese partner will try to establish a close relationship with you, this is how they make their impressions of someone as a business partner. In Bradfield’s (2023) article, there is advice on how to make a business relationship work and it was noted that understanding your partner's style. It would seem prudent then for the British retailer to do adequate research on the work culture of China, before this encounter and contacting the potential partners before meeting to exchange personal details will allow the British retailer to prepare for building that close relationship.
Failure to undertake the necessary preparation may result in a Chinese partner having little trust in you as a partner, as said by Dalmia (2021) it is harder to establish a trusting relationship with those in diffuse cultures, but if achieved a there is chance that partnership may be long term.  Failure to prepare may mean that they will not want to do business with you for long or potentially never, which could see the business miss out on a fruitful and profitable relationship, the consequences of failing to achieve trust are explained above, referring to Saunders (2023)
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If all the correct steps are taken, this entrance into the international market of Asia could have many benefits for this UK clothes retailer. Aggarwal and Bharadwaj (2024) report that there is predicted economic growth across Asia, for example China are said to see a growth of at least $5 trillion by 2023, this is ideal for a business entering Asia as Pettinger (2019) mentions it means greater profitability for businesses, so entering Asia could help with profit maximization.
Salinas (2024) explains that expansion overseas can mean you gain a competitive advantage over competitors who have not ventured overseas, giving you a first mover advantage, Tarver (2020) explains that first movers usually maintain a majority share when competitors try to follow suit. This means that the clothes retailer will not only be able to benefit from Asias growing economies, but competitors will unlikely interrupt the scale of growth and the gap between the retailer and competitors may become larger.
Salinas (2024) also mentions there is a greater pool of talent that have new outlooks and the abilities to encourage innovation. This new insight and innovation could mean beneficial changes are made to the organization. Chen (2024) suspects that as of late there have been advancement in automation in China and there has been progress in sustainability due to less reliance on fossil fuels. So, if the British retailer entered China, they could potentially use advancements in automation in manufacturing processes to increase efficiency and having lower emissions could give the company a good reputation. Kadymov (2023) explains that businesses the focus on sustainability can be seen as ethical. Consequently, the business will be able to attract potential customers and strengthen the loyalty from their existing customers,
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7.0 Conclusion and Recommendations

In conclusion, there are many skills that the British clothes retailer will have to attain for successful communication and integration into Asia. When working with High Context cultures it is vital the retailer learns how to fit in with the expectations of formality, learn about the importance of consensus in decision making, focus on the nuances of body language and learn to understand high context languages as well as the different thought processes they have. The Retailer will have to learn to embrace the collectivist culture, be prepared to involve more employees in decision making and anticipate potential power struggles when working with a high-power distance and collectivist culture. When working with a High Uncertainty Avoidance culture, the retailer should ensure that everything on the agenda is structured and clear. When working with particularist and diffuse cultures, the UK retailer should focus on building trust with their partners as it will be integral to establishing a successful business relationship given the high importance these cultures have of community and loyalty.
 
If the business is successful in the implementation of these skills and consequently there is a successful partnership established with an Asian partner, the business could see benefits in the form of: profit maximization due to the growing economies of Asia, a chance to gain and maintain an advantage over competitors and take advantage of the greater talent pools, which could help innovate manufacturing processes and improve sustainability.
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