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Introduction
With the rapid development of the economy, globalization has become more common in a variety of perspectives in worldwide, which is not only contributed to economic growth but also leads to inevitable challenges. In order to have a better understanding of the business corporation between the United Kingdom and Romania, it is necessary to consider the challenges and sensitivities associated with doing business with Romanian companies from a British perspective. Moreover, the definition of international business communication and the definition of intercultural communication will be included in the essay. On the other hand, a discussion of intercultural communication is required due to the nature of globalization and it is important to be aware of how to overcome obstacles through communication skills when encountering problems. Furthermore, the basic business theory will be applied to the analysis of the local customs and business habits of Romania. 

First of all, intercultural communication can be defined as communication with people whose language and cultural background are different from one's own. In addition, it also applies to domestic cultural differences such as ethnicity and gender, as well as relevant international differences, which include nationality and world region. Secondly, cross-cultural communication focuses on the recognition and respect of cultural differences, therefore, it is necessary to pay attention to these differences, so as to change the way of communication according to the differences (Milton J. Bennett, 2013). 

Due to the development of globalization, more transnational companies and international cooperative companies have appeared, which increases the frequency of business cooperation and indicates the importance of intercultural communication.  In the social sense, cross-cultural communication is able to eliminate cultural centrism and develop empathy, which enables people to have a better resonate with others and enhance mutual understanding. In addition, intercultural communication has a positive promotion effect in business that help different enterprises in different countries to achieve cooperation, improve their international competitiveness and expand their market share. At the same time, effective communication can also strengthen the exchange of information, promote the dissemination of information and technology to help enterprises improve themselves and their products. Moreover, intercultural communication can enhance the prevention awareness of enterprises to a different extent through communication and the information of competitors and partners will be known, so as to understand and prepare for market conditions and risk response. Furthermore, the company would be able to judge the behavior, purpose and plan of the partner due to their understanding of the partner, so as to seek more benefits for the enterprise (Zachary Fenell, 2017).

High Context and Low Context
People in high-context cultures are more likely to care about interpersonal relationships, pursue harmony and consensus in the group, and take trust-building as the first step in transactions. For instance, the context includes the speaker's tone of voice, facial expressions, gestures and so on. In comparison with low-context culture, it is more reserved and cautious (Chris Smit, 2016). In addition, in high-context cultures, most communication is more indirect; therefore, relationships are slow to build and rely on trust and loyalty, but are usually long-term and stable (MBA Skool Team, 2019).

Basically, people in low-context cultures are more likely to express their ideas in a frank way, without too many euphemistic ways of communication. People in low-context cultures place more importance on self-expression, the presentation of personal opinions, and the ability to persuade others. More importantly, low-context communicators do not need to provide too much background information, but they tend to be more professional, efficient, and logical. Therefore, communicating effectively in this culture requires more objective, professional and efficient information delivery (Meyer. C, 2017).

In business, the British attach great importance to the personal sphere and the concept of time, which are more likely to use honorifics when negotiating. In addition, the British side is more inclined to make the other side fully prepared with data and strong arguments during negotiations. Therefore, British people tend to have strong procedural negotiation, more adhere to the rules and focus on logical reasoning to express ideas. For these reasons, the UK belongs to a low context culture (Cultural Atlas, 2021).

On the other hand, Romanians tend to exaggerate their own sacrifices for a fair price when negotiating and they are less likely to rely on the emphasis of good faith clauses. Moreover, Romanians pay attention to observing the other side of the body movement and visual contact. For example, if a Romanian negotiator tries to make visual contact and fails, he or she may be seen as hiding something or being dishonest. For Romanians, context is more important than the actual language (Monika Siepsiak, 2014). There is no doubt that Romania can be considered as a high context country (PIROŞCĂ, Grigore, 2016).

The cultural differences between British and Romanian contexts are very important for the cooperation between the two countries since the UK is a low-context culture country, which attaches great importance to etiquette and the observance of terms in negotiations by using a direct form of communication. On the contrary, the context culture of Romania is very complicated for Britain. Romanians in a high-context culture attach great importance to other factors related to clear information. For example, different gestures, inflection and expressions may mean different things in different contexts, however, being too direct can sometimes be considered disrespectful in high-context cultures. Therefore, if the lack of attention to the differences in context causes the misunderstanding of the Romanian negotiators, there will be a great possibility of failure of the negotiation (Yanxiaoying, 2015).

The Seven Dimensions of Cultural Model
There are seven dimensions of the cultural model: Universalism versus particularism, Individualism versus communitarianism, Specific versus diffuse, Neutral versus emotional, Achievement versus ascription, Sequential time versus synchronous time, Internal direction versus outer direction (Leilani van Rheenen, 2020).

Universalism people attach great importance to laws and rules, which are more important in trade than interpersonal relationships (N., Sam M.S , 2013). Particularism believes that decisions could vary from task to task and that they could be relatively flexible except for the important rules that must be followed (Nawojczyk, Maria, 2006). Individualism means that people believe in individual development and achievement and allow individuals to make decisions. On the other hand, communitarianism is the belief that the collective is more important than the individual. Groups offer help and individuals give loyalty (Glass, Gene V ; Rud, A. G, 2012). Specific and diffuse cultures focus on whether people separate work from their personal lives (Mindtools, 2021). Neutral and emotional are mainly the differences between emotions and inner thoughts when negotiating (Hareli, Shlomo ; Shomrat, Noga ; Hess, Ursula; Phelps, Elizabeth A, 2009). Achievement means that people attach more importance to a person's ability and benefits, while ascription means that people decide how much they are valued based on their status, title and so on (James Culver, 2021). The difference between sequential and synchronous time is whether people do one thing at a time or several things at once (James Culver, 2021). The difference between internal and external direction is whether people control the environment or the environment changes people (LAVRITS Patrick, 2019)

According to the British government's website, trade between the UK and Romania was worth £5.8bn in 2019, with UK exports totaling £2.4bn. Romania is the UK's 40th largest trading partner. (Department for International Trade, 2019) These data are sufficient to show that the import and export trade between Britain and Romania is very frequent and to reach cooperation, it is inevitable to conduct business negotiations based on intercultural communication.

Britain is a typical universalist country, however, Romanians are more sociable and attach great importance to interpersonal relationships. Therefore, it suggests that Romanian businessmen tend to be more particularism and it is expected that the businesslike attitude of the British in conducting the negotiations might strike the Romanians as heavy, while the less rigid attitude of the Romanians might be mistaken by the British as too casual. Even though, the British place a high value on negotiating with their peers, Romanians rank and classify people based on social status and status. In Romania there are formal restrictions, such as subordinates are not usually allowed to call their superiors by their first names. Therefore, it is very consistent with the UK. Whether to send people of equal status to negotiate shows the importance of cooperation between the two cultures to a large extent (Ciot, Melania-Gabriela, 2014). 

Romania is a very individualistic country, where people do not take the needs of their group into account when making decisions, which fits well with the individualism of the UK. At the same time, it may also lead to another situation. For example, when both countries only consider their own needs and do not consider the common position of both partners, there may be huge differences and the negotiation may fail. In terms of timing, both Britain and Romania attach great importance to the concept of time in business negotiations and will complete things orderly, which benefits for negotiations and business cooperation. In addition, British people usually keep a very clear line between their personal life and their work-life and generally do not reveal their feelings or pry into other people’s private affairs in public. On the other hand, Romanians place a high value on relationships and may discuss work matters in social Settings. This difference may not affect business partnerships, but it can be slow to build trust through interpersonal relationships (Case study, 2021).

The British are an inward-oriented culture, making their goals and positions clear in the opening statement and responding positively to constructive comments from the other side. (Dengrong, 2016) Romanian managers tend to think that the environment is subordinate to their actions and plans, but in the long run, they do not pay much attention to environmental protection and are more external-oriented. (Ciot, Melania-Gabriela, 2014) This situation may need to adapt to the other party’s-oriented behavior for expanding overseas business, but it seems to promote the rapid development of negotiation. For instance, when one side to give a clear position, the other side to give feedback, to achieve mutual cooperation and win-win situation.

The possible obstacles in intercultural communication and the strategies to overcome them
There are many obstacles to cross-cultural communication. In the business cooperation between Britain and Romania, the difference between high and low contexts may cause communication barriers first and foremost. British people tend to communicate in a straight line, and although they attach great importance to etiquette, they still have very clear objectives in negotiations. According to the data shows, interpersonal relationship is very important for Romanian’s component, in order to achieve successful business cooperation, good interpersonal relationships with people in Romania should be developed. However, Romania relatively experienced more conflict and instability, so it may be suspicion by other nations and it is very difficult to convince (Irina Budrina, 2011). More importantly, it is very different from the great power style of the UK and it is believed that political factors to some extent also affect the style of the people in the negotiation. At the same time, Romanians are good at bargaining, attaching importance to but not sticking to rules, which is also very different from the negotiation style of British businessmen. Such obstacles can be overcome by highlighting important provisions that need to be followed during negotiations. It is also possible to raise the transaction price slightly, so that Romanian merchants have bargaining space, but British merchants will not lose their interests.

In addition, differences in national culture and taboos can also be a very big obstacle. For example, green and purple are considered unlucky by most People in the UK, and white clothes are rarely worn. Most people wear black dresses on formal occasions (Nicola Jones, 2017). While Romanians believe that white represents purity, green represents hope, and black is a symbol of bad luck. Romanian men often wear white trousers (Taylor, Chloe; Clifford, 2013). The different ideas and pursuit of colors in two countries may also affect the first impression of meeting each other during negotiations. At the same time, if the packaging color of the trade goods or the color and meaning of the gifts given to the negotiators of the other party are contrary to their national customs, it is also very likely to lead to the failure of the trade. In order to avoid this situation, it is necessary to know about the cooperative country and conduct relevant investigations before the negotiation so as to avoid the occurrence of taboos against the other party.

Conclusion
In conclusion, there is no doubt that the development of globalization has promoted economic growth and has significant impacts on the whole world, which is the reason why the appearance of international business has increased dramatically. Firstly, the association between the United Kingdom and Romania has been introduced in this essay and especially focused on the challenges and sensitivities associated with doing business with Romanian companies from a British perspective. Secondly, the explanation of cross-cultural communication and how cross-cultural communication is getting more and more attention in contemporary times has been made. Thirdly,  by analyzing whether Britain and Romania are high-context or low-context countries, it establishes that they are different contexts and makes analysis according to different contexts. In addition, this essay also analyzed Britain and Romania through seven cultural dimensions and explained that the similarities and differences between the two countries would hinder or complement each other in negotiations. Finally, the differences of the two countries’ contexts and national cultures and customs are considered as the most likely factors that will affect the successful establishment of trade cooperation between the two countries, and suggestions are given.
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