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[bookmark: _Toc27087][bookmark: _Toc7911][bookmark: _Toc6387][bookmark: _Toc8232][bookmark: _Toc2998][bookmark: _Toc4215][bookmark: _Toc20492][bookmark: _Toc32300][bookmark: _Toc13693][bookmark: _Toc31970]1.Introduction
[bookmark: OLE_LINK8]This essay will be critically evaluate the following content, why relationship building is an important skill when people want to become an international business communications professional?

[bookmark: OLE_LINK7]This article will analyze the following points: What is the relationship? What is the relationship building? Who does we need to relationships build with? For example, customers, suppliers, staffs and other stakeholders. What interpersonal skills are used by businessmen when they building relationship with others? What benefits does bring to international business communications professionals when it comes to relationships build with others?  Discuss what kind of skills can help businessmen easier to completion the relationship building with others. Which is the most important skill for businessmen in these interpersonal skills?



2. [bookmark: _Toc20496][bookmark: _Toc27828][bookmark: _Toc17399][bookmark: _Toc24458][bookmark: _Toc551][bookmark: _Toc23173][bookmark: _Toc9016][bookmark: _Toc24838][bookmark: _Toc19868][bookmark: _Toc29511]Main body
[bookmark: _Toc14506][bookmark: _Toc18743][bookmark: _Toc12660][bookmark: _Toc23561][bookmark: _Toc29196][bookmark: _Toc29562][bookmark: _Toc27922][bookmark: _Toc7040][bookmark: _Toc24772][bookmark: _Toc2101]2.1 Relationship
[bookmark: OLE_LINK1]Relationships is the interconnections between individuals and groups. It has different concepts in different cultural regions, however, people's development of trust determines the extent of the relationship. (Svendsen, 2014). There is a difference of trust between businessmen in cultural differences. Western countries have written detailed contracts in their business activities, businessmen through the legal system to complete the transaction under the protection, legal system to build business trust. However, other cultures, friends and family members are more likely to gain business trust, and also the establishment of trust requires the people exchange of interests. Successful International Business Communications Professional should pay attention to the influence of culture in the development of relationship. Successful International Business Communications Professional should pay attention to the influence of culture on development relationship. (Egan, 2011)  

[bookmark: _Toc16618][bookmark: _Toc30984][bookmark: _Toc23459][bookmark: _Toc32451][bookmark: _Toc11281][bookmark: _Toc3042][bookmark: _Toc22046][bookmark: _Toc5883][bookmark: _Toc12809][bookmark: _Toc2053]2.2 Relationship building
[bookmark: OLE_LINK5][bookmark: OLE_LINK6][bookmark: OLE_LINK2]Relationship building is that businessmen through a number of interpersonal skills to establish contact with others, for example, customers, suppliers, colleagues (staffs) and so on. (Brown, 2007).
Businessmen need to build themselves relationships network, relationship network can help people to maintain their trade in the future with their customers, suppliers or other people. Good relationship building can help businessmen achieve a better business goals. (Geddes, 2005)
There is a process of establishing relationships between people with others, people can not trust each person in the short term. For example, from unfamiliar to familiar with, from familiar to trust, finally reached a stable stage in trust. 
[bookmark: OLE_LINK4][bookmark: OLE_LINK3][bookmark: _Toc25046]Establishing a good relationship with others is not an easy task. International business communications professionals need to have certain interpersonal skills and communication skills. Businessman’s wrong behavior can lead to relationships changing deterioration with other people, because different cultural backgrounds also have different ways to build relationships. Businessmen need more consider in building relationship with others, because, if businessmen want to have a good relationship building that they need to consider more questions from area, culture, stakeholders.

[bookmark: _Toc21552][bookmark: _Toc9483][bookmark: _Toc20405][bookmark: _Toc11143][bookmark: _Toc10548][bookmark: _Toc28645][bookmark: _Toc16816][bookmark: _Toc24890][bookmark: _Toc6139][bookmark: OLE_LINK10]2.3 Relationship building to with each department
International Business Communications professionals need to build relationships with others in business, it include customers, suppliers, staffs and other stakeholders.
[bookmark: OLE_LINK9]If businessmen want to complete the relationship building, they need to control some special interpersonal skills and communication skills in business or work. 
These skills can help international business communications professionals build stable and multidirectional networks of relationships in the company or the same industry. And the following content is an analysis, how business people are building good relationships with different people. These relations will also bring relative benefits to the businessmen. The excellent relationship building can also bring relative benefits to the international business communications professionals.

[bookmark: _Toc6344][bookmark: _Toc30956][bookmark: _Toc9064][bookmark: _Toc7016][bookmark: _Toc30300][bookmark: _Toc28984][bookmark: _Toc6233][bookmark: _Toc22606]2.3.1 Customers
Customers have an important impact on the company, the company's main source of revenue from product sales. The welcome to the degree of customers on the company that it will affect the company's market share in this industry. 
If people want to be a good international business communication professionals, he must have a stable relationship with the customer, relationship built can help your increase professional work. Businessmen need to contact pro-active with customers, such as interview customers or survey questionnaires. These skills can help managers understanding the interests and demand of customers, asking customers for their recommendations, and improving myself products or services. 
When the manager has a good relationship building with the customers,
The company can better satisfy customer demand, which will help the company attracting more customers and increasing the loyalty of customers, and increase the company's income. Relationship building with the customers can increase the company's revenue.
[bookmark: _Toc18695][bookmark: _Toc11499][bookmark: _Toc10133][bookmark: _Toc10498][bookmark: _Toc16058][bookmark: _Toc25905][bookmark: _Toc11051]2.3.2 Suppliers
The supplier will provide raw materials to the company, the company's products require stable supply channels and high-quality raw materials, it can not do without a good trading partner in marketing. Companies need to have a better network of relationships and suppliers, as an international business communication professionals need to establish relationships for suppliers.
[bookmark: OLE_LINK15]If the trader wants to establish a better relationship, the key is to ensure his integrity, the company needs to pay money for the supplier, as an international business communication professionals can not arrears fund, it can increase impress of supplier, which it is the foundation of the relationship building. Because there are other ways to deal with different cultures. For example, international business communication professionals like to give small gifts to suppliers on important holidays in China. The gift is not bribery, and many Asians like to donate gifts to achieve the purpose of reinforcing the relationship.
When international business communication professionals have the great relationship building, suppliers will first choose them, and they will provide good quality materials on time. This can help company of international business communication professionals having the ability to stabilize the production of goods
[bookmark: _Toc24456][bookmark: _Toc27738][bookmark: _Toc145][bookmark: _Toc31201][bookmark: _Toc2276]2.3.3 Staffs
[bookmark: OLE_LINK14][bookmark: OLE_LINK11]Employees are an important part of the company, you touching the most of people are employees or colleagues at work. If the businessman has a good working environment which it can speed up his work efficiency. International business communication professionals should have good contact with employees or colleagues, relationships can help establish their own network of relationships and employees. (Lewis, 2003)
International business communication professionals should respect their employees or colleagues’ point of view, when the businessman has no prejudice from the staffs, then businessmen can establish better a network of relationships. Similarly, patient communication can speed up relationships, and businessman needs to be good at using communication skills. International business communication professionals need to help employees when staffs have trouble in work, maybe next time they will help you.
[bookmark: OLE_LINK12][bookmark: OLE_LINK13]For example, employees prefer to eat and amusement activity together after work in Japan, instead of spending time with family. This is the primary way for Japanese workers to increase their relationship, and they also discuss work when staffs eat. International business communication professionals and other employees may also solve conflict from work, and employees' private activities are meant to strengthen the relationship. If you never participate in such activities, other employees may alienate you.
When international business communication professionals have good relationship to build with staffs, this can help reduce the contradiction between he and other employees, and good relationship building can increase work efficiency of businessmen. When businessmen encounter some difficulties form work, they can easier receive the assistance of staffs or colleagues.
[bookmark: _Toc16324][bookmark: _Toc132][bookmark: _Toc30562][bookmark: _Toc18468][bookmark: _Toc31163]2.3.4 Stakeholders
[bookmark: _Toc5546]In addition to customers, suppliers and employees outside, stakeholders may also be banks, local governments, the media and so on. In business, these also affect international business communications professionals at all times. They need better relationships and stakeholders to get first-hand information.(Werther & Chandler, 2005).
[bookmark: _Toc17962]International business communication professionals can develop personal files, different departments to be classified, when there are relevant questions as soon as possible to contact the corresponding department. Business people easily get the feedback they want. For example, business managers generally use the book to record what is responsible for different departments, when a part of the company has a problem, the company managers can find the problem faster. International business communications professionals can more easily build relationships and stakeholders.
[bookmark: _Toc6145]International business communication professionals have an efficient relationship built on stakeholders, which it can better improve their work efficiency.

[bookmark: _Toc22448][bookmark: _Toc28310][bookmark: _Toc3507][bookmark: _Toc8434][bookmark: _Toc7910][bookmark: _Toc23618][bookmark: _Toc30299]3.Critical evaluation important skills in the relationship building
[bookmark: _Toc24997]Customers, suppliers, employees and stakeholders are all important to international business communications professionals. International business communications professionals need to spend a lot of energy and skills to complete their relationship building. However, where customers and employees are the most important, customers are external factors and can bring benefits to the company. International business communication professionals usually come into contact with most staff, to establish a good relationship between staff, it can reduce workplace’s conflicts, and it can improve the efficiency of international business communications professionals. Among the questionnaires, respecting employee opinions and interpersonal skills are ways to effectively build relationships.
[bookmark: _Toc27921]If international business communications professionals are adept at these skills, they are better and faster to building relationship in an industry, which brings a lot of benefits to it.

[bookmark: _Toc26964][bookmark: _Toc7844][bookmark: _Toc20846][bookmark: _Toc10005][bookmark: _Toc520][bookmark: _Toc13764]4.Conclusion
This essay critically assesses the importance of relationship building for international business communications professionals. It is important that international business communications professionals build relationships with customers, suppliers, employees and stakeholders, good relationship building can bring them help and benefits in the industry.
International business communications professionals need a degree of interpersonal skills and communication skills, so they can well build relationships with others. 
The relationship between customers and employees to establish the most important, one can help companies increase revenue and the other can help international business communication professionals increase efficiency. The questionnaire can help us to establish contacts and customers. International business communications professionals give employees recognition and interpersonal skills to build relationships better.
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