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1.0 Executive summary 





2.0 Introduction 
The current market environment in India. And the jewelry retail company in the development of Indian partnership, which can in-depth understanding of local cultural differences, in addition the report also recommends some skills to effective business communication. For example, the company should be selective to build relationships. it should understand Indian class relations. And Learn about local preferences for jewelry and social environment that in order to more efficient to get some business communication and avoid some errors in custom culture. In additions this report also tells about some business gift-giving culture in India. Finally, the paper analyzes the reasons why the company may fail in expanding its business to Asia and the impact on the company after the failure.
Background
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This statistic represents the volume of the jewelry market across India between 2011 and 2016, with a projection till 2021. There is a great demand for jewelry in India, therefore many jewelry stores had existing.

https://www.statista.com/statistics/721860/jewelry-market-volume-india/

3.0 Main findings
3.1 Cultural differences
[bookmark: OLE_LINK1]According to the 2011 census, 79.8% of the population of India practice Hinduism. Particularly, weddings in India, the jewellery is depend on the religion of the bride and the groom, over 80% are Hindu weddings. In most of the marriages, the bride's family provide the jewellery as a dowry to the bridegroom. Only it can be controlled by a bride throughout her life. https://en.wikipedia.org/wiki/Culture_of_India
For Indian women, it holds utmost significance. Jewellery is considered as a symbol of esteem for Indian women. Traditionally, jewellery has always been related with wealth, power and prosperity of a family. To accent it, women use Jewellery made mainly from gold, silver, copper and diamonds. And in India, people can find highly crafted jewellery for almost all body parts, including neck, ear, nose, arms, ankles, fingers, waist, hair parting, etc.
https://www.ashika.com/blog/traditional-indian-jewellery-and-its-cultural-importance/
Therefore, the market positioning of the company in India are high consumer. The company will focus on customer services and products quality. And the shape and meaning of jewellery will be designed to relate to Hinduism. 


3.2 Skills help to build relationship
3.2.1 Power distance
[bookmark: _Hlk23457659]According to the power distance of HOFSTEDE theory, we should consider that India is a top-down structure in society and organizations. A small number of Indians have a large amount of social resources. In the organization, communication is top-down. Most of the communication is instructive, and often negative feedback is never provided to the superior. Consumers have started shifting towards branded jewelry, which offers higher quality and saves the consumers from unfair trade practices in the industry. India's jewelry industry has a good prospect in the future, and should hopefully account for nearly 8% of the total jewelry market by 2009-2010. These culture differences are good for product positioning. 
https://www.hofstede-insights.com/country-comparison/india/
https://www.ukessays.com/essays/economics/economic-analysis-of-the-indian-jewellery-industry-economics-essay.php

3.2.2 Keep your focus on the local social and business landscape.
Company need to pay more attention to bond, loyalties and networks. Company can use that to get familiar with the community where you are setting. After that, Company can recognize the norms, values and preferences that shape the behaviour of the people you need. This will help you create an available and durable network which can help you make your business interests in maximum condition.
https://www.inc.com/martin-zwilling/6-strategies-for-building-relationships-you-need-to-succeed-in-business.html
Importance: in this method, company can know more detail about Indian culture, religion and what type of jewellery they like. After that, company can through this information to design the product for Indian people. 
Evidence: Indian people was attracted by miscellaneous jewellery. That include ring, necklace, ear ring, nose rings, maangtika and bangles. And they like jewellery which is produced by silver, gold, crystal and diamond. The company also can design jewellery which is produced by these material. In India, women wear higher price jewellery represent their family is wealth and have higher social status. In this condition, the company set the market positioning in high-end group also do not need to worry about the sales volume. 

For instance, the Italian luxury brand dolce & Gabbana advertised chopsticks as "cutlery in the shape of sticks". This is disrespect to Chinese traditional culture. Then dolce & Gabbana's products were removed from stores in China, and cooperation with Chinese companies was cut off.

3.2.3 Apply time to key social issues.
Company can build relationship with people and other enterprise whose beliefs, interests, and ambitions is similar with them. Cooperating with them to transect social problem will engage them become engaged advocates for your business. At last, you will ally with them to build stable and powerful relationship. 
https://www.inc.com/martin-zwilling/6-strategies-for-building-relationships-you-need-to-succeed-in-business.html

Evidence: the company need to focus on people who can make more profit for company. Company need to provide employee training. That will make their employees fell their value can be revealed. In this condition, employees will become dynamic to work. They will provide better service to customer. And the customer satisfaction also will increase by that. Therefore, customer’s loyalty will increase by that. And then, the company can get more profit. Company also can cooperate with other competitors. They can through other’s influence to get higher reputation in the community. In the supplier aspect, company can find supplier which have high quality material gold. Because this company is setting in high-end group. The high quality product can match the status for the customers. Meanwhile, the company can through that to reveal their high quality measurement. Finding a reliable supplier can impetus them have a durable cooperation. 

For example: The sports brand Nike has partnered with many companies to make products. But the companies that work with Nike also produce sports goods and have high customer loyalty, such as apple and supreme.


3.3 Gift giving
In Indian business etiquette, gift giving is not recommended that the first meeting be sent in India, because gifts giving are not used in India. If the relationship develops, gifts can be given properly, but the price of the gifts should be appropriate, it is not too expensive or too cheap, such as usually sending some office supplies, exquisite perfume or gifts representing their own national characteristics, jewelry. In addition, when giving gifts in India, it is necessary to avoid giving leather gifts. because it will hurt their religious feelings and lead to the failure of relationship building, because cows are sacred to Hindus.
https://businessculture.org/indian-business-culture/business-etiquette/

4.0 Suggestion 
4.1 Skill of developing relationship with global partners 
4.1.1 Focus on local business behaviour culture
In India, Indian businessman have variety different habit in the meeting and business consultant condition. Firstly, do not involve humour when you do business with Indian counterparts. Business is a drastic thing in India. In this condition, you need to ensure your behaviour will not influence your business relationship. Secondly, Indians sometimes like argumentative, emotional and expressive. That is normal condition for them in some degree. You should not always be seen in any negative way or have some bias of them. They like to use exaggerate method to share their opinion that means they use will expressive body language, facial and hand gestures while sharing their opinions. If you encounter these situations in a meeting. You do not need to feel panic. And try to maintain contemplate make they express their opinions. After finishing the debate, they will come back to business.

In general, time-keeping is significant for Indian in business arrangements. They usually arrive early or in time. It is very impolite if you arrive late for a business meeting unless you have a valid reason to be late. Generally, Indian people do not mind if you are running a little late but it also depends on the situation as well. If that happen, you’d better to call and explain the reason and situation. 
https://businessculture.org/indian-business-culture/business-etiquette/

4.1.2 Remind local gift giving
Generally, Indian people will not send gift in the first business meeting. In Indian business etiquette, gift giving is not a customary section. You do not need to take present when you first time to meet your partner. After a relationship develop successfully. Two partners maybe will reciprocate their gift. In India, many organizations and government also encourage their employees not to accept any form of gifts to make them avoid the legal consequences. 
But if you are invited to social gathering or functions, you should bring a bouquet or convenient gifts such as nice perfumes, sweets or jewellery items. You need to remember use both hand to send gift. At last, you should to make sure it is an odd number of the money. 
https://businessculture.org/indian-business-culture/business-etiquette/

4.1.3 Regulate the rule
Company can create rules before they begin formal cooperation. In this condition, both sides companies could get the equal faith and share information to achieve their success. The rule also can measure that the benefit and restriction of both companies. Such as, cannot cancel the cooperation condition, the consequent after one side cancel and how to allocate the interest. If companies set that. They will not happen embarrassed condition in the future. 

4.2 The benefits of developing relationships with global partners 
1. It is beneficial for the company to adapt to the Indian market environment and stabilize its brand position
2. It is beneficial for the sustainable development of the company in the potential market.
3. It is beneficial for resource sharing between companies.

4.3 the importance of applying appropriate approaches with global partners
if the company uses inappropriate ways to communicate with global partners, the company may be excluded by local jewellery stories. It is very difficult to sustain a long-term development trend in India.

4.4 Impact of failure 
If the company fail to develop relationships with India partners, they will lose a considerable number of time and labor. Meanwhile, the reputation will decrease. And the company will lose opportunity to enlarge the market shares. It is not conducive to long-term development.

4.5 Failure reasons 
1. Because there are many jewelry brands and retail stores in the Indian market, therefore the company will face many strong competitors when entering the Indian market. It is difficult to enter in Indian market.
2. Different cultural backgrounds may prevent the company from entering the Indian market, because it is difficult to communicate between groups with different cultural backgrounds.
3. Wrong positioning may prevent the company from entering the Indian market.

5.0 Conclusion
According to the content of main body’s analysis of the current market in India, the feasibility of some business communication skills and some possible reasons for their failure. This report uses the culture web and HOFSTEDE analysis to analyse the India market. Draw a jewellery retail companies in India set up cooperation relationship and expand their business success rate is bigger, because the Indian market is a big demand for jewellery such as most women are wearing jewellery, but also in business gifts of jewellery is often as a gift, so India customers big leads to a good chance. Although there are many local competitors, the company can improve our competitiveness through some business communication skills and product differentiation. 
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