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[bookmark: _Toc17044]Executive Summary
The purpose of this article is to enable the Swansea, UK retailer Rowberry Shoes to successfully expand their brand into the Chinese market. To achieve this, the challenges that the company needs to go through include international business communication, skills requirements, methods of communication, effective communication, international culture, importance of building relationships, how to build trust, and failed relationships. The business is expanding their business to another country for the first time, so they might be inexperienced. This article presents the business with detailed considerations and advice that will help the business to be able to successfully find a clear direction in the Chinese market. By reading the articles, companies can learn how to communicate correctly with their partners and use some skills and behaviours to show respect for Chinese culture. Companies will also learn the consequences of wrong communication ways, so it is important to avoid making mistakes.
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[bookmark: _Toc656]1.0 Introduction
The purpose of this article is to enable Swansea UK retail Rowberry Shoes to expand into the Chinese market. Before this project is implemented, the company needs to have some knowledge of the traditional culture and business culture of this country to avoid misunderstanding and ineffective communication. As the business has no experience of globalisation, the business needs to be aware of the considerations for market expansion.
Currently, Rowberry Shoes brand has many shops with business addresses located in Swansea (Shops.Wales, 2023). Their products provide a classic and unique design style, which is favoured by local customers in the UK (Rowberry, 2023). Check out the detailed business background track in the appendix.
In 2022, China was the second-largest personal luxury goods market worldwide (Ma, 2023). In China, there is a demand for high quality footwear amongst the business community, while female customers are looking for shoe brands that are beautiful on the outside and comfortable on the inside (Chevalier and Lu, 2010, p. 251). This shows that companies have an advantage in choosing to develop new markets in China because they have a higher demand for imported brands.
According to Facebook images, Rowberry Shoes' product advantages include independent design styles, especially the French fashion boots, which have attracted many local female customers, see Appendix image (Rowberry Shoes, 2023). The design of these high heeled boots has a classical style which is very rare in China, so this will be a bold attempt. 
However, companies looking to expand their business into China will face challenges include international business communication, skills requirements, methods of communication, effective communication, international culture, the importance of building relationships, how to build trust, and the consequences of failed relationships.

[bookmark: _Toc25986]2.0 Main Findings
[bookmark: _Toc18926]2.1 International Business Communication
The purpose of international business communication is to enable effective communication and relationship building between international business partners. Businesses can also use some communication techniques to reduce potential cultural differences within the organisation and enhance teamwork (Griffith, 2002).
Rowberry Shoes has been a Swansea, UK retailer, so their first challenge in entering the Chinese market was language communication. Most of the customers in China do not communicate in English, so the company should find out where the international market in China congregates to pick a partner, such as working with the business team in Shanghai or Beijing. These large cities have a certain international profile because China held the 2008 Beijing Summer Olympics and 2010 Shanghai World Expo (Chen, 2012). This means that these cities are places where a lot of business talent and entrepreneurs gather, so Rowberry Shoes can resolve language differences by finding a great partnership or just hiring an interpreter.

[bookmark: _Toc21268]2.2 Skills Requirements
Effective Communication skills refer to the ability to make the other person clearly understand the meaning of surface and hidden messages, and to use good dynamic or static behaviours to make the other person feel listened to and understood. These dynamic behaviours include eye contact, visible mouth, body language, silence, checking for understanding, smiling face, summarising statements, encouraging others, and asking questions (Schuller, 2020).

[bookmark: _Toc14801]2.2.1 Eye contact
Eye contact is helpful for individuals to accurately gather information and understand the mood changes of others (Hietanen, 2018). Western European cultures believe that maintaining eye contact is a sign of respect for others, but a small percentage of Middle East cultures with religious beliefs suggest that men and women should avoid prolonged eye contact in order to be polite (Ulrike, 2008). This suggests that different cultures do have a different understanding of eye contact and that companies should pay attention to this behaviour when communicating with their partners. For example, Rowberry Shoes should have investigated whether China would be offended by eye contact and politely suggested to the partner the tolerance level of eye contact that would be acceptable. If both sides are very supportive of eye contact, the flow of the meeting will be smoother because both of them can seriously read from each other's eyes the correct focus of the information to improve the organisation's internal collaboration.

[bookmark: _Toc20155]2.2.2 Body language
Body language is dynamic behaviour, which is used to communicate personal feelings and intentions. For example, nodding has many meanings, this includes greeting, acknowledging the other person, and being interested in the topic (Pease, 1981). During a meeting, Rowberry Shoes more nodding can be used to show approval of what the Chinese partner is saying, which can encourage others' self-confidence to continue to tell more. This suggests that using more dynamic body language can give encouragement without disturbing others, which is a subconscious indication of agreeing with others' ideas.

[bookmark: _Toc1422]2.2.3 Silence
Silence is associated with being a listener and the duty of being a listener is to be quiet and listen to what the speaker is saying (Ephratt, 2008). It is important to remain silent and attentive while others are speaking and should not interrupt others' thoughts. For example, the agent of Rowberry Shoes should be a good listener when listening to the Chinese partner's speech and he can record the key points and questions for the questioning session at the end. This shows that it is respectful to let others finish their sentences before presenting their ideas, and it also ensures that others speak fluently.

[bookmark: _Toc19857]2.3 Methods of Communication
[bookmark: _Toc2182]2.3.1 Halls High Low Context
High context cultures prefer to keep key messages subtle, whereas low context cultures want to be explicit (Hall, de Jong and Michaël, 2004).
People in high context cultures pay more attention to the emotional language used by others to express information, and they also focus on subjects not related to business topics. For example, leaders will ask staff about their personal life situation rather than starting the meeting straight away, which is often the case in China, France and Spain (United Language Group, 2022).
People in Low context cultures will tell others what they think directly. Their way of speaking is direct and short, which helps them to share ideas efficiently to the team, this is often seen in the UK, Australia and the USA (United Language Group, 2022).
Since the British company Rowberry Shoes is used to using Low context cultures, it will be a challenge for them to match the High context cultures of their Chinese partner. The truth is that the best way to communicate in business is in low context, because teams need to convey a lot of information in short phrases. Rowberry Shoes can match the Chinese partner's High context cultures before the meeting and give them a polite greeting. During the formal meeting, the company can directly and clearly talk about the brand plan and terms of the important information.

[bookmark: _Toc21853]2.4 Effective Communication
The purpose of communication is the process of passing information from one person or group of people to another. The most common forms of communication include verbal, non-verbal, written, listening, visual, aural, and external communication (Team Leverage EDU, 2023).
Effective communication involves the exchange of ideas, opinions, knowledge, and data, which allows the receiver of the message to more clearly understand what is important. The person sending the message needs to use clear, complete, and concise statements because this will speed up the receiver's comprehension (Coursera, 2023).
The most suitable methods of communication between Rowberry Shoes and their Chinese partners would be emails and video calls, of course face-to-face communication would be the most effective. Due to the time difference between countries, anything important could not be known to the other party at the very first time, which could lead to a decrease in internal efficiency. The most effective communication is definitely face-to-face problem solving, so that the dialogue is more emotional and the level of understanding can be increased through body language.

[bookmark: _Toc4517]2.5 International Culture
International cultures mean cultural identities that transcend national borders. These cultures are spread through immigration, colonisation and globalisation, such as a common language culture. This knowledge can be applied to international co-operative ventures to effectively improve national skills and capabilities (Morden, 1995). This suggests that culture allows for a wider adaptation of business to different operating environments.

[bookmark: _Toc24723]2.5.1 Trompenaars and Hampden-Turner’s 7 Dimension of Culture
Trompenaars and Hampden-Turner’s 7 Dimension of Culture consists of universalism versus particularism, individualism versus collectivism, achievement versus ascription, neutral versus affective, specific versus diffuse, internal versus external, and time orientation (Pirlog, 2021).
Specific means that people should separate their work from their personal life. People can have a wide range of relationships at work, but this should be kept separate from their personal lives because specific believes that people should be more focused on their own objectives and that they can work together even without good relationships. Countries that often use specific include the United States and Switzerland (Dudovskiy, 2013).
Diffuse refers to the idea that people should overlap work and life because they believe that relationships are the focus for achieving business objectives. They will be willing to spend personal time with customers, which is more likely to contribute to the success of a business project. Countries that often use diffuse include Switzerland, China and Spain (Dudovskiy, 2013).
According to Country comparison tool, Chinese companies make a clear distinction between subordinates and superiors and the employees are sure to respect their leaders. They usually give up their personal interests for the benefit of the group, and they are also able to control their desires well (Hofstede Insights, 2023). British companies seek equal competition and treatment and they focus on achieving personal fulfilment while enjoying life (Hofstede Insights, 2023).
For example, when an Rowberry Shoes agent or team arrives in China, the Chinese partner will surely greet and take care of them. Traditional Chinese culture includes friendly and treating guests well, so they are likely to offer to take the Rowberry Shoes team to visit local attractions and experience the food culture on their behalf. The British business should adapt to their warmth and helpfulness because Chinese culture includes accepting the good intentions of others as courteous behaviour.

[bookmark: _Toc25569]2.6 The Importance of Building Trust in Business
Organisations exist when they have trust, and accumulating trust requires building long-term collaborative relationships. This also relates to the leader of the business, where the knowledge and competence of the individual has to be recognised by others so that they will entrust important collaborative projects to the organisation (Brenkert, 1998).
In western cultures, they believe that building trusting relationships presupposes standing above the rules and terms. They expect the trust to be backed up by a detailed contract in a formal relationship of interest because the legal system has the mandate to enforce the terms of the contract (Lyon, M "llering and Saunders, 2011, p. 320). This shows that businesses in Western cultures are prone to worrying about wrongdoing by their partners, so they can only be assured that others are trustworthy through the terms of a valid contract or other evidence-based content.
In Chinese culture, they believe that the foundation of business is building good relationships. They focus a lot on individuals and teams being cordial and respectful to each other, and they are the ones who want to know the personal habits and lives of their partners to judge whether others are trustworthy for the relationship (Meyer, 2015). This shows that the way to build trust with the Chinese culture is to treat others like a friend. The way they feel comfortable is to put aside their relationships of interest, and explore interesting experiences in their lives as friends instead.
Rowberry Shoes want to get the trust of their partners can approach each other through food culture. Chinese companies like to do business in restaurants because it brings them closer to each other. This also allows the other partner to forget about the relationship of interest for a while and ask for dinner as a normal friend. This is a very effective way to build trust because Chinese teams like to speak their minds in a relaxed atmosphere. Rowberry Shoes can also prepare a contractual agreement that maps out the responsibilities of both parties, so that if there is a loss of interest, they will not lose their trust in each other.

[bookmark: _Toc22369]2.7 The Importance of Build Successful Business Relationships
Being able to successfully build business relationships has a great correlation to the growth of a business. Businesses can get partners who can trust the business to recommend the business to a larger market, which is conducive to building more relationships and accessing better resources. Having stable business relationships also reduces stress in the work environment (Cooper and Gardner, 1993). This suggests that the more relationships a business can build, the better resources it can acquire, which helps the business to grow towards success in the future.
Once Rowberry Shoes has gained the trust of their Chinese partners, they can politely offer to let the Chinese team recommend their brand to more major cities. This helps them to build more relationships because their brand has been recognised and trusted. This helps them to scale up their business and they can create more shops in more cities in China to make their business more recognisable. If the company is able to achieve this expansion plan in China, this will help them to target different countries in the future.

[bookmark: _Toc23448]2.8 Failed Relationships 
Gift giving and hospitality to partners play an important role in facilitating business relationships and practices when firms build relationships. However, the timing of the gift and the meaning of the gift itself can easily be interpreted as a bribe, which creates the wrong approach to relationship building (IBE, 2012). This shows that companies should pay attention to whether there are some prohibited behaviours in the other country's culture, such as male leaders giving gifts to female workers.
In Chinese culture, bad business gifts include giving cash, which can be taken as a bribe. There are also taboos against giving overly expensive luxury goods or giving gifts alone in private (Qin, 2016). Rowberry Shoes should be especially careful not to make inappropriate gifts directly because sometimes the good intentions of a gift can be turned into the opposite because of inappropriate timing. For example, giving a house or a car to a Chinese partner's worker or leader in private can cause fears among most of the workers. This behaviour may lead to the termination of the cooperation because it is a common form of gifting that is not compatible with the Chinese culture. This shows that gift-giving in business relationships is likely to mean favouritism and that it is unethical to tempt and influence the judgement of the other person.

[bookmark: _Toc28162]3.0 Conclusions
Since Rowberry Shoes has no experience in international business, the first problem they faced when implementing business expansion would be language communication, so the best practice would be to work with the business team in China or recruit an interpreter to solve the language communication. The business can use eye contact, body language, silence to show respect for the speech of others and to build a good business culture. However, face-to-face communication can get the message across more accurately and effectively. In a business meeting, Low Context is more important to keep information concise, while in a private conversation, High context cultures can be used to show respect for others. Rowberry Shoes should accept the warm hospitality of the Chinese team because it is their way of showing respect and kindness. The food culture is part of the Chinese relationship to build trust, which helps companies to build friendships. Also, gaining the trust of a Chinese partner helps a company to gain better access to marketing resources and build up business relationships with other markets. This helps companies gain international business experience and also allows them to target their expansion to more cities or countries in the future. However, companies should avoid the wrong way of giving gifts, which may be perceived as a bribe. The best timing for gift-giving is to show their appreciation for their Chinese partners by sending British tea or snacks on Chinese New Year, this gift-giving culture is warm and unforgettable.
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[bookmark: _Toc16654]Appendices
According to research, the origin of the Rowberry Shoes brand is that Mr Aueurin Rowberry relocated his footwear and cobblers business from Llandilo to the Port Tennant area of Swansea in 1898 (Shops.Wales, 2023). In 1965, the business was officially managed by Aueurins' granddaughter, and the business address for their current multiple shops is local to Swansea (Shops.Wales, 2023). Their products are shoes of various styles made by designers from England, Spain and Italy (Rowberry, 2023). The number of years that the business has been in operation is enough to show that the brand's reputation has remained consistently good and that local customers in the UK love the design style of their products.
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Companies should find partners in China where the international
market is concentrated, such as working with business teams in I
Shanghai, Beijing and Guangdong. What companies can ask for @
from their partners is an English speaking team that
understands the terms of the fashion brand's business. &
Rowberry Shoes can also send their agents or teams to China at| =
any time to check on their operations, this solution can
successfully solve the problem of international communication
and business management. 6

The communication skills that Rowberry Shoes needs to use
include eye contact, body language and keeping silence. These|
dynamic and static behaviours make others feel respected and
trusted so that communication between the two parties can be at
its most effective.

Rowberry Shoes can learn to use High and Low Context in -
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its most effective. ' -

9

Rowberry Shoes can learn to use High and Low Context in
different situations, for example in meetings, which helps the
Chinese partner to clearly understand the objectives and terms
of the British business. The Rowberry Shoes agency team or
individuals can use High Context in private communications with ®
the Chinese partner to make polite greetings. This shows that it
is important for the business and the team to reach a mutual
understanding so that they can work together to maintain a|
comfortable balance in communication. Businesses should not
take offence to other people's cultures, but what they should do
is to show understanding and tolerance for diversity in other|
countries' traditional cultures.

3

&

2

The best way Rowberry Shoes to achieve effective
communication is to sort things out face to face. British -

K < >0l Sheet1 Sheet2 Sheet3 + « >
& ©® &« @B O 9 140% v — —— D0





