

[bookmark: _Toc1000]Executive Summary
With the rapid economic growth, globalization has become increasingly prominent. Effective communication is crucial for international business and trade interactions, highlighting the significance of international business communication. By analysing the current state of global trade, it is clear that effective communication has played a pivotal role. With the use of successful strategies, both countries can work together towards mutual benefits. Therefore, it is crucial to emphasise the importance of international business communication skills, to train individuals with excellent communication abilities, and to utilise these skills to drive national economic development forward.
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1.0 [bookmark: _Toc26287]– Introduction

[bookmark: OLE_LINK2]With the rapid development of the global economy, international trade is also rapidly increasing. The importance of international business communication abilities is gradually becoming more prominent. This report introduces the theory of intercultural communication in international business and highlights the differences in business culture between China and the UK. Its aim is to help establish suitable professional relationships with our Chinese partners.














[bookmark: _Toc26895]2.0 – Main Findings
[bookmark: _Toc23779]To promote effective cross-cultural communication, it is crucial to understand the fundamentals of international business communication. In doing so, we must pay close attention to key points in advance.
2.1 – International Business Communication

International business communication is the exchange of diverse information and ideas as part of conducting business globally. This communication involves interactions between various countries, cultures. Effective communication is widely acknowledged as a crucial element in the smooth functioning of a business at all levels, be it interpersonal, team or organizational（ Barner-Rasmussen et al.，2014; etc.). IB research, for instance, links successful communication to expatriate adaptation (Farh, Lee & Farh, 2010). Froese, Peltokorpi, and Ko (2012) discuss global leadership effectiveness, while Bird and Mendenhall (2016) examine multicultural creativity, and Chua (2013) analyses the topic of multicultural creativity. Additionally, Slangen (2011) investigates entry mode decision making, Kuznetsov and Kuznetsova (2014),etc explore the performance of international joint ventures, and finally, Tippmann et al., (2014) investigate multinational knowledge flows. Whilst there exists an established systematic body of knowledge in many related areas, such as language (Tenzer, Terjesen, and Harzing, 2017; etc) or knowledge transfer, there has been limited attention given to the significance of interpersonal communication, which is central to all business activities. Therefore, it is crucial for enterprises to develop more efficiently by prioritizing international business communication.


[bookmark: _Toc14655]2.2 – Skills Requirements
1.Language factor:
-Language differences pose a significant challenge in international business communication. Accuracy in translating communication materials should be ensured. 
 In workplaces where English is the predominant language, including those in international business contexts, English communication skills (ECS) are widely recognized as crucial soft skills (Cal et al., 2022; Hradilova, 2018; Roshid, 2018). However, in a spirit of politeness, when cooperating with Chinese counterparts, one may consider arranging for a business English translator to facilitate communication between the parties by translating the negotiation content into Chinese. Nonetheless, it is prudent to observe that the content of speech by an average person within the same cultural background may contain errors. One can imagine that when speaking a second language, this error rate may be higher. Therefore, a good translator should not only be skilled in using two languages, but also have the corresponding professional and technical knowledge. Therefore, the above two conditions should be satisfied when looking for business English negotiation translators.
2. Intercultural sensitivity
Prepare yourself in advance for Chinese culture. Gain an understanding and appreciation of the differences in cultural practices, including communication styles, business etiquette, and values. This will help eliminate cultural misunderstandings and build strong international and corporate relationships.
[bookmark: OLE_LINK3]The understanding of culture has undergone various interpretations in recent times. Initially, in 1871, Taylor defined culture as a "complex whole of knowledge, beliefs, arts, morals, laws, customs, and any other faculties and habits acquired by men as members of society". Culture concerns how a group of individuals are conditioned from an early age to assimilate the customs and opinions of the community.At the same time, the world today can be understood as being divided into different groups, and these different groups are different countries. Nowadays, each country has formed its own cultural system, therefore, in the process of cross-border business communication, enterprises need to understand the cultural differences of each country in advance so as to carry out the corresponding cultural exchange of rectification. Therefore, before engaging in cross-border business exchanges, paying attention to, understanding and respecting cultural differences is an important part of the smooth promotion of the enterprise project process。
For example, out of politeness, Chinese enterprises can use some simple Chinese to greet each other before the communication, to draw the distance between them and Chinese negotiators, in other words, to exchange pleasantries with Chinese businessmen. Chinese businessmen believe that small talk helps to ease the atmosphere of business negotiations, "wasting" the appropriate time for the success of negotiations is not negligible, so you must tolerate their talk about unrelated things. If you adopt this kind of relationship-building posture, then the other party will respond with a similar posture: the strength of the relationship increases over time, and the likelihood of a satisfactory outcome increases.
[bookmark: OLE_LINK5]3. Effective written communication:
- Able to write clear and concise emails, reports and other business documents. Clear written communication is key to getting your message across in an international business environment. At the same time, it is expected that Chinese businesspeople will anticipate your thorough preparation beforehand. Ensure that you produce no less than 20 copies of your proposal for distribution purposes, and be aware that presentation materials should, preferably, not feature colors other than black and white..
4.Negotiation Skills:
To negotiate effectively in a cross-cultural environment, one must have expertise in negotiating and comprehend the negotiation customs and assumptions of various cultures.
It is known that Chinese businessmen tend to discuss general issues first and then move on to details. In the Chinese tradition, negotiation is viewed as a holistic approach. Therefore, it is common to begin with a comprehensive view, focusing on principles before addressing details.
5. Application of technology
-Skilled use of technology tools and digital communication platforms to enable effective communication between teams in different time zones and geographical locations.
[bookmark: OLE_LINK7]6. Manage cross-time zone communication:
To effectively handle communication across different time zones, it is necessary to schedule meetings and work hours in an appropriate way, and to be prepared for emergencies. It is noteworthy that the typical working hours in China are from 8 am to 5 pm, Monday to Friday.
Additionally, most Chinese companies take a lunch break between 12 pm and 2 pm, during which work activities, including elevator and phone services, come to a stop. Therefore, it is important to ensure that time slots are arranged properly to prevent delays in work handover.
In conclusion，the combination of these skills helps to ensure effective, respectful and successful communication in an international business environment.


[bookmark: _Toc17041]2.3 – Methods of Communication
2.3.1 - Halls High Low Context
"Hall's High-Low Context" theory, proposed by Edward T. Hall, investigates cultural communication and how cultural dissimilarities depend on information context. This classification recognizes two cultures: high context and low context. "In high-context communication, individuals possess a significant amount of information, and only a small amount of the message is explicitly encoded and transmitted" (Hall 1998, 61). Conversely, "low-context communication is characterized by messages that are heavily reliant on explicit codes to convey information" (Hall 1998, 61).
1. Low-context cultures: 
In low-context communication systems, individuals communicate explicitly to convey a substantial part of the meaning (Hall 1979). Consequently, "the spoken word carries most of the meaning" (Storti 1999). Individuals express their intended message unambiguously to exchange information effectively.
2. High-context communication
High-context and low-context communication represent stark contrasts. As explained by Edward Hall (1979), high-context communication relies primarily on the physical context of the interaction, including facial expressions, tone of voice and gestures.Consequently,the message conveys limited information as people often use circumlocution to express their intentions instead of explicitly stating them. This communication strategy aims to uphold and strengthen existing relationships by promoting social harmony and saving face. However, according to Edward Hall (1979), high-context communication styles expedite and enhance effectiveness by relying on intuitive understanding.However, high-context cultures demonstrate a propensity to change slowly and necessitate time to foster mutual understanding between the sender and the receiver. China and Japan exemplify these types of cultures.

For example：Chinese business people are often hesitant to use the word "no", making it essential for Westerners to be mindful of cultural differences when building business relationships with them. This indirect style of communication usually prolongs the negotiation, and the outcome is often ineffective. Therefore, to enhance negotiation efficiency and reduce the duration, it is crucial to consider China's high context culture and modify communication and planning correspondingly. 

[bookmark: _Toc14745]2.4 – Effective Communication
 In the business world,Effective communication involves performing communication tasks competently while using verbal, non-verbal, and written cues to achieve communication goals, in line with the definition by Carlson and Zmud (1999) et al. Improving media selection and use skills can enhance effective communication skills (Brinkley and Costigan, 2015; etc.). Research indicates a positive association between enhanced corporate communication and higher customer satisfaction.According to one study, effective communication has a considerable impact on customer satisfaction.


[bookmark: _Toc4341]2.5 – International Culture
[bookmark: OLE_LINK1]	2.5.1 - Trompenaar’s 7 dimensions to culture
Trompenaars and Hampden-Turner discovered that differences among individuals from distinct cultures are not arbitrary, but diverse. The reason behind this is that every culture has its unique approach in thinking, values, beliefs and preferences for several factors. Eventually, Trompenaars and Hampden-Turner concluded that the distinctions between individuals from diverse cultures lie in belonging to one of the seven dimensions of preferences.
In this section, we will analyse individualism and communitarianism in the business cultures of various countries. The table indicates that individualism is more highly valued by British people (60%), whereas communalism, which prioritizes the interests of the team, holds greater significance for Chinese people. Therefore, when conducting business negotiations with Chinese businessmen, we need to pay more attention to teamwork and prevent excessive individualism or giving all the credit to ourselves without paying attention to the contributions of others in the team. Otherwise, our excessive individualism when communicating or discussing different opinions could negatively impact Chinese negotiators' perception of us, potentially resulting in serious differences. Thus, when negotiating and communicating with the Chinese side, it is crucial to recognize and comprehend individualism and communitarianism.
[image: d4d84ced45fca124be21beab3787941]
2.6 – Importance of Building Relationships
Chinese business people place significant importance on interpersonal relationships. Consequently, during international business negotiations, they emphasize the cultivation of rapport, i.e. the development of "Guan Xi" between parties. When setting the negotiation agenda, Chinese negotiators frequently organize numerous social activities to foster friendship between parties. Only after the two sides have established a certain emotional rapport will they gradually move towards the negotiation content. This notion differs from the conventional Western perspective and can even lead to conflict. In Western culture, the specific content of the negotiation is the primary concern, whereas the interpersonal relationship is of secondary importance. In Western culture, the specific content of the negotiation is the primary concern, whereas the interpersonal relationship is of secondary importance. This discrepancy can be attributed to the dissimilarities between Chinese and Western cultures. Westerners often struggle to grasp the intricate social customs of the Chinese. They are perplexed by the delay of substantive content in negotiations, which leads to doubts about the negotiation process and ultimately hampers progress. Therefore, both parties must adjust to the practices of international business negotiation. UK businesses ought to receive comprehensive information regarding the social functions that their Chinese counterparts arrange. A comprehensive understanding of the previous events is crucial at the onset of negotiations. If one party adopts a relationship-focused approach, the other party will likely reciprocate and the bond will strengthen over time. Consequently, the likelihood of achieving a desired outcome in the final negotiation is greatly enhanced.

2.7 – How to build Trust
Building trust in international business communication is essential.Here are several key strategies for creating trust in enterprise communication:
1. Transparency and honesty are paramount in building and maintaining trusting relationships.
 In the context of business communication, honesty serves as the foundation.
The Chinese government enforces strict punishments on corporations that withhold crucial information or disseminate deceptive content in published materials. The penalties consist of up to five years of imprisonment or detention and a monetary fine.This policy parallels the one implemented in Saudi Arabia. When looking to expand your business into the Chinese market, adherence to all relevant laws and regulations is imperative. Therefore, it is important to ensure compliance with China's regulatory requirements. Concealing or distorting enterprise documents for personal gain is strictly prohibited.
It is essential to adhere to international legal and ethical standards in business pursuits. This principle must always be upheld. When conducting business with China, the UK must exercise caution, adhere to local regulations, respect the Chinese government's decisions, and establish transparent, sustainable, and honest relationships with partners for the growth targets to be achieved.
2. - Ensure you keep your promises: 
If you make a commitment, honour it. Failing to deliver on promises can harm relationships of trust. Ensure others can rely on you to follow through on your word.

3. Active Communication:
It is essential to maintain positive and open communication with business partners. Promptly responding to emails, phone calls, and other forms of communication is indicative of valuing business relationships.

4. Cultural Awareness: It is crucial to respect cultural differences in all business dealings.
-Develop a comprehensive understanding It is crucial to gain knowledge about each other's cultural and business background to prevent misunderstandings and display mutual respect. Striving to comprehend and adapt to differing business cultures helps foster trust and showcases a willingness to work towards a shared comprehension of business relationships. 

5. Common Objectives and Values:
Identify shared goals and values to foster a cooperative relationship and establish mutual trust in each party's intentions and commitments.
 6:Show  Professionalism
Demonstrate professionalism in business communication and interactions. This involves adhering to business etiquette, punctuality for meetings and presenting a professional image in all interactions.
7: Consistency Builds Trust
Consistency is crucial in building trust. Consistency in behaviour, communication, and information can help establish trust.Additionally, providing timely feedback and continuously seeking ways to improve demonstrates an appreciation for partner opinions and a willingness to adapt, which can further enhance trust.
With these strategies, you can build strong relationships of trust in international business environments that facilitate successful business collaborations.
[bookmark: _Toc13623]2.8 – Failed Relationships 
A failed relationship in business communication can involve a variety of factors. Here are some of the reasons that may lead to a relationship breakdown:
1. Communication problems: Unclear, untimely, or inaccurate communication can lead to misunderstanding and dissatisfaction. The transmission and receipt of information require clear communication channels and methods.
2. Lack of trust: Business relationships are based on mutual trust. Once trust is compromised, relationships can break down. This may be caused by acts of breach of contract, misrepresentation, information opacity, or other unethical behavior.
3. Communication style mismatch: Different individuals and organizations may have different communication styles and cultures. As mentioned above, we can adapt to the communication mode of Chinese businessmen, starting with "pleasantries" and gradually cultivate "Guan Xi". However, it should be noted here that as Westerners, we have a culture of giving gifts, but when facing Chinese businessmen, we need to pay more attention to this point, because sending too expensive gifts in China may be judged as "bribery", which will lead to a decline in the impression of Chinese partners. Have a negative impact, which leads to a failed relationship
In order to avoid the failure of the business relationship, the parties need to establish clear communication channels, build trust, ensure the alignment of objectives, maintain a fair and transparent decision-making process, try to avoid competitive conflicts, adapt to different communication styles, and deal with economic issues, while also paying attention to changes in the external environment.












[bookmark: _Toc27238]3.0 – Conclusions

Successful international business communication necessitates a focus on contrasting cultural differences in cross-cultural communication, integrating cultural awareness, linguistic precision, efficient written communication, trust fostering, time management and attentive analysis of non-verbal communication amongst other points of importance. Solid business competence provides a foundation for establishing strong international business relationships. Additionally, cultural awareness and effective communication skills are intertwined factors that contribute to this foundation.
























[bookmark: _Toc16935]4.0 – Recommendations
When international business communication fails, it requires a series of targeted strategies to recover the situation.
1. Analyze the reasons for the failure:
 It is imperative to conduct a thorough analysis of the reasons for communication breakdown before taking any action. Are the issues due to language barriers, cultural differences, or misunderstandings? Identifying the root cause of the problem is crucial to developing an effective solution.
2. Act promptly to communicate and resolve
When faced with a challenge, do not delay and take immediate action to address it. Prompt communication demonstrates a sincere effort to resolve issues and improve the situation.
3.Learn and adjust:
 Treat every communication failure as an opportunity to learn. Understand the lessons behind failures and adjust communication strategies and methods to improve the odds of future success.
3. Focus on relationships: 
In international business, the importance of relationships cannot be ignored. Work to repair and strengthen your relationship with the other person by showing that you value cooperation and are willing to work together to solve problems.

[bookmark: _Toc32102]Overall, failure in international business communication is a common challenge when crossing cultural and language barriers. Through a rational, timely and targeted approach, failures can be better dealt with and partnerships can be put back on track.
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