
Unit name: International business communication
Module code: BMBM6021

Research on the challenges and strategies of business communication between the UK and Asian countries from a cross-cultural perspective
[image: 文本

AI 生成的内容可能不正确。]
Written by: Yuqing Cui
Date submitted: 14 November 2025

Abstract
In today's global business environment, communication is not only a means of information transmission, but also the foundation of business success. This report aims to provide an in-depth analysis of the challenges and key skills of cross-cultural business communication between the UK and Asian countries. As a business advisor commissioned by a British clothing retailer, this report aims to help the UK identify and master the core competencies for effective cross-cultural communication as it expands into the Asian market, thereby reducing misunderstandings, enhancing cooperation efficiency and building solid business relationships. Based on Hofstede's cultural dimension theory, Hall's high and low context communication theory and Trumpuns' seven-dimensional model, the report explores how cultural values influence communication styles, decision-making mechanisms, trust building and relationship management. Britain is a low-context, individualistic and equal-oriented culture that emphasizes direct communication, efficiency and clear contract; China, on the other hand, is characterized by high context, collectivism and hierarchy, emphasizing indirect communication, harmonious relationships and long-term trust. These fundamental cultural differences often cause frictions in negotiations, management and daily cooperation. Therefore, understanding and adapting to the different communication norms of both sides is key to maintaining cross-cultural business relationships.
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[bookmark: _Toc213270088]1.0 Introduction
In an era of rapid globalization, cross-cultural communication skills have become a key factor in the success or failure of international trade and management. Misunderstandings caused by cultural differences are often a major reason for the failure of negotiations and the reduction of cooperation efficiency, or the breakdown of long-term partnerships due to cultural differences. (Adamczyk, 2017). In many cross-cultural exchanges, there are significant differences in business communication between Asian and Western countries, such as China, Japan, Vietnam, and the United Kingdom, which are highly representative in business communication. There are significant differences in traditional history, social structure, and cultural values between China, Japan, Vietnam in the Asian region and the United Kingdom in the Western country. British culture is more inclined towards low context and individualism and equalization, while Asian culture is more focused on high context and collectivism and hierarchical respect (Cui, 2021).
This article mainly discusses the main challenges of cross-cultural business communication between Asia and Britain and strategies to address communication barriers by analyzing the relevant theories of Hofstede, Trumpnas, and Hall. This article will reveal how cultural differences affect communication styles as well as relationship-building and negotiation methods. It also presents cases of cross-border cooperation practices in the clothing industry and proposes feasible strategies for promoting trust and understanding.

[bookmark: _Toc213270089]2.0 main body 
[bookmark: _Toc213270090]2.1 Hofstede's Theory of Cultural Dimensions
The cultural dimension model proposed by Hofstede provides a systematic framework for understanding cultural differences in different countries. In the Asian market, individualism and collectivism emphasize the target culture of the individual. For example, the Western country, the United Kingdom, is a typical individualist culture that values personal achievement, independent thinking and direct expression (Guo, 2022). China, however, focuses more on collectivism, emphasizing group harmony, relationship maintenance and face. (Liu, 2023). In the business environment, if British enterprises are to expand like in Asia, it means that British entrepreneurs are more focused on contract and responsibility. For example, in the case of a British clothing brand that initially relied too much on decisions such as headquarters in the Chinese and Japanese markets and neglected local networks led to the loss of partners. Later, by setting up local teams to manage and increasing private relationships with government partners, sales rose significantly. This shows that in a collectivist culture, the so-called network of relationships is far more important than the contract itself. (Henkel, 2019)
Secondly, in the power distance dimension, a high power distance is more respectful of authority and order at each level, while a low power distance is more inclined towards equality, where everyone has a say (Beugelsdijk, 2018). In some aspects of cultural communication in Asian countries Vietnam and China, there are some similarities. Their power distance is significantly higher than that in Western countries, such as the United Kingdom and the United States, which have a low power distance, where companies encourage equal communication among employees and are less dependent on authority, while employees in Vietnam and China tend to avoid disagreements with their superiors and choose to remain silent. This difference may lead Western entrepreneurs to misunderstand silence as negative, but it is actually a sign of courtesy and respect in Asian culture. (Tran, 2017),
Finally, uncertainty aversion varies across cultures in terms of risk and patience. In high uncertainty aversion, people tend to focus more on stability and security. In high cognitive range, people tend to pursue known or familiar items or people. In low uncertainty aversion, people are more willing to try new things. (Zhang, 2020). Among Asian countries, China is a typical example of a high uncertainty aversion, where people pay more attention to stability and security and have a lower tolerance for the unknown. However, in Western countries, such as the United States, it is a low uncertainty aversion, where people are curious about new things, brave to try new things, and have a higher tolerance for multiculturalism. (Wen, 2025) Based on these three cultural differences, British clothing companies should pay attention to establishing long-term relationships rather than short-term orientation when cooperating and communicating with multiple Asian countries. Companies should invest time in dining with partners and some informal interactions during festivals to show sincerity and respect. Maintaining such relationships is a prerequisite for building trust. However, these alone are not enough. Companies should avoid direct criticism during meetings or negotiations and express their objections through a structure of praise followed by suggestions, such as "Your design is very creative, but perhaps we could consider adding this element", which saves face for the other party and achieves the communication goal. (nayaturrahmah, 2022) Of course, when British clothing brands come up with creative proposals, detailed risk assessment and implementation plans should be attached, as Chinese partners tend to focus on stability and long-term trust, so transparent planning and risk control can effectively enhance the willingness to cooperate. Also, attention should be paid to hierarchy and salutation as well as etiquette. In formal Settings, Chinese executives should be addressed by title to avoid overstepping the hierarchy, and in meetings, they should speak in order of their positions, which can better demonstrate respect for authority. (Swart, 2022) Also pay attention to facial expressions, tone, pauses and silence in communication, because these non-verbal communications have some meaning in Asia, British companies need to learn to interpret the true attitude of the other party from these non-verbal signals and not rely solely on verbal responses.
[bookmark: _Toc213270091]2.2 Hall's Theory of high-context versus low-context communication
Hall's theory points out that in the high and low context theory of cross-cultural communication, the information of the high context culture theory is generally obscure and not directly indicated. Often Asia (such as China, Japan, Vietnam) belongs to the high context culture and relies more on international relations and context to convey information indirectly, while Western countries (such as the United Kingdom, the United States) belong to the low context culture. More information is conveyed through words and explicit language (Broeder, 2021), so there is an inevitable misjudgment between the two sides in cross-cultural communication. When a British clothing brand and a Japanese designer were working on a project, the British team had already made revisions directly by email during the communication, which offended the Japanese designer. Later, the clothing brand managers expressed their suggestions in a tactful way through face-to-face meetings and established emotional connections before the meetings, which significantly improved the working atmosphere. (Tabassum, 2020) This shows that in a high-context culture, the establishment of non-verbal information and relational context is very important for communication. (Wang, 2023) Understanding the differences in context in business communication is a prerequisite for avoiding misunderstandings. British clothing brands need to understand that in high-context cultures, communication generally relies on relationships and context rather than words, so when communicating with Japanese partners, brands cannot rely solely on emails or contracts. Instead, good intentions and letters need to be expressed through face-to-face communication or ordinary informal dinners or holiday greetings. (Nosratabadi, 2020) Not only that, but communication should also be linked to the stage of the relationship. At the beginning of the cooperation, more high-context methods (such as etiquette, visits) should be used to bring the relationship closer and build trust (Jarle Gressgard, 2011), and when the cooperation is stable, low-context communication can be gradually employed. (such as data reporting) This can improve efficiency, and this adjustment can effectively help British enterprises achieve business goals while taking into account cultural adaptation. In addition, a key point of business communication is that when clothing brands set up branches in Asia, the communication style of local employees may tend to be high-context, so managers need to formulate a series of communication norms regulations, Such as important decisions need to be made in writing and regular team-building or cultural sharing sessions are held to promote mutual understanding.
[bookmark: _Toc213270092]2.3 Trumpnas Seven Dimensions Model
Trumpnas' model further reveals how culture is manifested in business behavior, with Chinese and Japanese companies placing more emphasis on interpersonal relationships and seniority status (Rathnayake, 2021) while British companies focus more on rule consistency and performance orientation in both universalist and particularist dimensions So in China and Japan, relationship building is often premised on interpersonal relationships and seniority status before signing a contract, but in the UK, the signing of a contract marks the beginning of cooperation. When British clothing brands negotiate with Chinese and Japanese managers, the British side insists on following the terms of the contract, while the Chinese and Japanese sides want to adjust the supply quantity for festivals and specific circumstances. Later, the brand adjusts to set relationship terms within the framework of the contract, which not only gives flexibility but also strengthens mutual trust. This shows the importance of integrating rules and human relations is indispensable in business communication. (Liddicoat, 2016) Trump's generalist and particularist dimensions provide significant implications for cross-cultural business communication, reminding British businesses that when entering the Asian market, they should not only maintain systems and standardized management, but also understand and respect the relational logic in Asian culture by finding a balance between rules and human feelings, By establishing a two-way mechanism between contract and trust, British clothing retailers can not only enhance communication efficiency but also achieve long-term strategic partnerships.

[bookmark: _Toc213270093]3.0 Major challenges in cross-cultural business communication
One of the greatest challenges in business communication between Asian and Western countries stems from the fundamental differences in communication styles, value orientations, and workplace behavior patterns. For instance, business communication in the UK and the US is typically direct, efficient, task-oriented, emphasizing clarity and speed, while communication in China tends to be more indirect, focusing on relationships and context. Thus centered on maintaining harmony and social respect (Chen, 2019). Such differences often lead to misunderstandings in cross-border cooperation. For instance, when British clothing companies have delays in expanding into China, China's ambiguous representation may lead the British side to interpret it as inefficiency, but the Chinese side is actually avoiding direct conflict or losing face. Such cultural misunderstandings usually lead to a crisis of trust. (Bartosik-Purgat, 2025). In addition to linguistic differences, "relationship and face" is at the core of business culture in Asia (China, Japan, the Middle East), where Anglo-American companies place more emphasis on contracts and institutions, and advocate for open debate and direct feedback as constructive communication. Therefore, The success of multinational brands in China, Japan, and the Middle East is due to the long-term relationship building between their brands or enterprises and local governments and partners, rather than relying solely on brand influence or investment. Western enterprises lacking such networks often have difficulty establishing a trust base in the Asian market (Chaika, 2020), regarding the concept of "face", Further influences communication between Asia and Western countries, such as Chinese culture, which emphasizes dignity and decency and avoids embarrassing others in public, while British culture advocates open debate and direct rebuttal, viewing it as constructive communication (He, 2025). As a result, when Chinese employees choose to avoid public rebuttal, British managers may mistakenly think it is a sign of passivity or lack of cooperative spirit, while Chinese employees consider direct dissent impolite.
This cultural difference is also reflected in decision-making models and hierarchical structures, where British companies mostly adopt downgrading, promoting communication, improving efficiency, and encouraging employees to participate in decision-making and express opinions, while Chinese companies are more focused on top-down hierarchical decision-making systems (Mokhniuk, 2025). If companies are experiencing project delays due to a full understanding of China's decision-making system and negotiation mechanism, they need to adjust their strategies and respect the local government's approval process and collective decision-making culture in order for cooperation to proceed normally. (Ishchuk, 2023)
Finally, there are also significant differences in the perception of time between the two countries. British and American cultures emphasize time efficiency and punctuality, and focus on short-term rewards, while China has a more flexible attitude towards time and pays more attention to relationship progress and long-term cooperation.
Overall, the regional differences between the two different business cultures are not only reflected in language expression, but also in communication logic, relationship building, power structure and perception of time. Understanding these cultural differences is key to promoting lasting connections between countries. (Chen, 2024)

[bookmark: _Toc213270094]4. 0 Conclusion
Cross-cultural business communication between Britain and Asia is not just a matter of language exchange, but a multi-dimensional process involving cultural understanding, relationship sensitivity and strategic adaptability. Through the analysis of this report, it can be found that differences in cultural orientation, including communication styles, power structures and sense of time, profoundly affect the performance of businesses in negotiations, cooperation and building trust. The theories of Hofstede, Hall, and Trumps Nas reveal fundamental differences between Chinese and Western business cultures in terms of relationship management, communication patterns, and criteria for success. Successful cross-cultural collaboration requires managers to have cultural sensitivity and empathy as well as flexibility in responding to strategies.
Cross-cultural communication is not a barrier but an opportunity to enhance competitiveness. By understanding these differences and building trust and relationship-oriented, British clothing retailers can achieve sustainable development in the Asian market.

[bookmark: _Toc213270095]5.0 Recommendation
In the global business environment, there are significant differences between Asian and Western countries in terms of communication methods, relationship building, and organizational decision-making. Therefore, it is crucial to develop systematic cross-cultural communication strategies.
First of all, the need to integrate, understand and adapt to different cultural environments is a prerequisite for effective cross-cultural communication. Multinational companies reduce misunderstandings by providing their employees with cultural adaptation training and role-playing courses to enhance their understanding, cognition and sensitivity to different cultural contexts. This systematic cultural learning helps multinational teams form common language and behavioral norms in a diverse environment.
Secondly, regional management teams can be established in the Asian region to empower local decision-making and enhance cultural adaptability.
Then companies also need to be flexible in their communication style. For example, managers of British clothing companies should learn to recognize the indirect implications and non-verbal signals in Asian culture. In practice, hiring consultants or translators familiar with the cultural differences between the two sides can be an effective way to reduce misunderstandings, and it can also mobilize diverse employees from China, Southeast Asia, India and Europe. To enhance the efficiency of cross-country team collaboration.
In addition, negotiation and conflict management strategies play a crucial role in the success of cross-cultural communication. Finding a balance between rational logic and relationship maintenance can help increase success rates.
Finally, in the digital age, multinational companies also need to pay attention to the cultural differences in virtual communication and remote collaboration, which can lead to misunderstandings and trust crises due to differences in language, tone, response speed and etiquette. Therefore, companies can develop cross-cultural communication codes, as well as clear etiquette and feedback mechanisms for electronic communication, This can significantly enhance the efficiency and cohesion of multicultural teams.
Overall, balancing contract and relationship orientation, adjusting communication styles, optimizing negotiation and conflict management mechanisms, and building culturally sensitive collaboration systems in the digital environment constitute key strategies for Asian and British companies to achieve effective business communication in a global context. These practices not only reduce cross-cultural misunderstandings, It can also build a more inclusive and sustainable cooperation foundation for international businesses.
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