[bookmark: _Toc11483][bookmark: _Toc19563]1. Introduction
[bookmark: _Hlk500446445]Since the 21st century, with the development of economic globalization, business cooperation and great changes have taken place in the environment of, from between the development of the domestic and international exchanges and cooperation, and the communication between countries more and more close, both political and economic exchanges. At the same time, there is an international business exchange (li Cong,2005). International business is a commercial activity that transcends national boundaries. It mainly refers to the transnational business activities generated during international trade and international investment. International trade includes goods, services and intellectual property transactions; International investment mainly refers to international direct investment, including sole proprietorship, joint venture and cooperative operation. How can the communication of international business better promote the successful cooperation among enterprises? Therefore, the main factors that influence international business communication are discussed.

2.0 Main body
2.1High and low context culture
First of all, from the big environment, it is the establishment of international business relations from the perspective of cultural differences. (Hu wenzhong,1994)

Business communication between countries is more and more frequently, however, because of the country have different cultural background and values between the existence of differences, therefore, a successful business cooperation is not an easy thing. For example, in international business communication, the negotiations both sides may belong to high culture and low culture context, culture has a huge difference, make both sides can lead to cultural conflict. Therefore, in order to facilitate the ultimate success of the exchange negotiation, it is necessary for both parties to understand the specific performance of high-low context culture in business negotiation.

[bookmark: _Hlk500446859]The concept of High and low context culture was first put forward by American anthropologist Edward t. hall (Edward t. hall,1976), according to the mainstream culture communication way, different cultural hall be divided into high culture and low culture context. In these two cultures, because context and language are different in communication, there will be different manifestations.

High context culture, refers to the process of language communication in that culture, the creation of communicative information relies mainly on the language communication, namely the creation of communicative information mainly depends on the communicative context, rather than relying on communicative language itself, Chinese culture and Japanese culture, African culture, belong to high context culture.
Low context culture, refers to in the process of their language communication, the communication of information to create relies mainly on the communicative language itself, rather than like a high context culture depends on the communicative context, like American culture, and most European culture belong to low context culture.

High and low context culture there are big differences on the express way, the people like low context culture directly and openly express their thoughts and ideas, not good at according to the context to guess each other's ideas. People in high-context cultures prefer to tactfully express their feelings when communicating, and they tend to think more about the feelings and feelings of the other person, and they don't express their thoughts directly.

For example, China national cooperation and low context culture, such as the United States,(Lin hai,2004) the United States is one of China's important trading partners, American is our common in international business negotiation rivals, they have a bright and cheerful disposition, assertive, flat and agile, practical, utility, to judge everything everywhere by the results of everyone, so they are very direct in the negotiation, attaches great importance to the efficiency, the pursuit of a utilitarian. Americans are used to discussing items item by item, solving one item, advancing one, and reducing negotiation time as much as possible. They are very skilled in bargaining, and with wisdom and discretion to win, they will to be justified, from domestic market to international market and even the end user's mentality to persuade the other party to receive various aspects, such as the requirements of the price. Americans when negotiating a project, in addition to the discussion of the project quality specification, price, packing, quantity, delivery time and payment terms, including the project from design to development, production technology, sales, after-sales service, and for better cooperation can do things, and so on, each to a package deal. Negotiations with the Americans, therefore, to avoid an indirect expression, is not and must be kept clear, if in doubt, to ask rudely, otherwise easy to cause conflicts of interest between the two sides, even make the negotiations impasse.

When China and are of high context culture countries, Japan, the Japanese is under the influence of Chinese traditional culture, and is under the influence of Confucian moral consciousness, and allows you to just from their behavior. Because Japan is an island country, the area is small, the lack of resources, and has a large population, so the competition is more intense, which makes the Japanese developed a self-motivated, work earnestly. They will pay attention to etiquette, politely to bargain with their opponent, pay attention to build the harmonious interpersonal relationship, therefore, in dealing with the Japanese, we can close the relationship between them, for example, after talks with guests to dinner, to help them to arrange accommodation and so on, all of these are necessary.
2.2 Individualism, collectivism
In addition to the differences mentioned above, there are different understandings of individualism and collectivism between countries.

Individualism (Yang yun, 2008) emphasizes on individual as the center, believe their own interests is the most important, sometimes ignore the overall interests, is an emphasis on individual freedom and personal importance of a point of view, a typical example is the United States. Collectivism (Stalin and Wells,1934) is the idea that individuals should be subordinated to the society, and individual interests should be subordinated to the overall interests.

The difference between the collectivism of Chinese culture and the individualism of western culture is the key to understanding the differences of the negotiation objectives between China and the United States. Chinese culture is a typical collectivist culture. Influenced by the culture of collective orientation, the Chinese people depend on each other and cooperate with each other. They think "relationship" is very important. The United States is one of the typical individualism culture, individualism is the core of American culture, so in business negotiation, American negotiators pay more attention to the pursuit of the actual content, by signing a contract to realize the value of personal interests and goals.

Therefore, they have different ideas about the goals of business cooperation (Jia yuxin,1997). Chinese negotiators attach great importance to the establishment of long-term friendly business relations. For them, the process of negotiation is the process of build relationships, negotiate the purpose is to establish and develop more of a long relations of cooperation, contract represents the beginning of a long-term mutually beneficial cooperation. (Zhao yinde,2002)Americans believe that the ultimate goal of the negotiations is to sign a contract to achieve economic benefits. For the United States, the signing of the contract is the first and fundamental task of the negotiation, as well as the embodiment of its personal value interests.

In addition, Chinese decision-making is usually the result of collective bargaining, and it is generally not made by individuals. (Zuo Xiaoping,2005) In the United States, people can make decisions on behalf of the company, the United States sent the negotiators usually have enough power, they can be within the scope of the authorization directly on the negotiations issues to make a decision.
2.3 The accomplishment of business negotiator
In addition to these external and large environmental differences, more importantly, the importance of the negotiators in international business communication. (Feng huaya,2006) International business communication has a high demand for the quality of the negotiators. Negotiators should not only know the above content of national cultural differences, also should pay attention to their own professional, for example, the negotiators must master regarding the trading process may involve a variety of business knowledge, such as knowledge, market knowledge, financial knowledge and goods transportation, insurance, such as knowledge, after all, the two sides of cooperation is give priority to in order to trade in goods. Fluency in foreign languages should also be practiced and fluency in foreign languages, since international communication is mainly based on English. It also needs to have higher political, psychological and strategic level, and be good at dealing with various problems in the process of communication.


3. conclusion
This paper mainly discusses the international business relationship needed to pay attention to some of the problems, this paper introduces the development trend of international business at the beginning, then illustrates some problems in communication, including high and low context differences, the differences between individualism and collectivism, and respectively the example of these differences. In addition to these cultural differences, the two sides need to pay more attention to each other, and also state some of the skills that negotiators themselves need, and relevant professional qualities.



4.Recommendation 
First, the existence of conflicts and contradictions in the international business negotiation, mostly due to cultural differences, to successful cross-cultural business negotiations, the negotiations both sides learn to observe other cultures, good at with their own cultural contrast, learn to identify, understand, accept and respect each other's culture. Secondly, in the international business communication, as a result of international business negotiation is necessarily involved in international trade, international settlement, international insurance, international transport and a series of problems, and due to their respective state laws, therefore, the two sides in international commercial law as the criterion, best third, negotiators must be familiar with international practice, familiar with each other laws of the host countries and familiar with international economic group, weave various regulations and international law. Finally, in international business negotiations, the principle of equality and mutual benefit should be upheld, neither imposing nor accepting unequal conditions.
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