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Business communication refers to the exchange of messages, ideas, and information in business setting. It includes a variety of business communication styles including presentation, face-to-face conversation, formal email etc. Business communication plays an important role in business success particularly, it is an important factor for the productivity, collaboration, and success of international businesses (Hartley, 2008). Effective business communication is the foundation for international businesses to convey information accurately, build up trusts, and resolving conflicts efficiently. Effective communication is more critical for an international company to do business in different countries, which have different languages, business practices, and cultural norms, etc (Guffey, 2008). Understanding the impacts of business communication for international businesses in different countries is important. In this regard, this reflective essay selects two countries, UK and Japan, to analyze how business communication differences might impact the operation of international businesses in Japan and UK. 

There are four parts in this reflective essay. The first part is to identify several business communication situations; the second part is to analyzes the potential failures and causes in these business communication situations; the third part is the recommended strategy to overcome these failures; the last part is the conclusion. 
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Effective business communication is important for various situations for international businesses. These situations include international partnership and collaboration, cross-cultural negotiation, global supply chain management, and international marketing and sales. International partnership and collaboration refer to the co-work of teams or partners from different countries. Effective communication ensures that all team members or partners are aligned and aware of expectations, goals, and their responsibilities. Effective communication helps them to build up trust and enhance their cooperation. In cross-cultural negotiations, it is crucial for negotiating parties to understand the communication styles, values, and cultural norms of each other. Failing to understanding these will result in the poor outcome of negotiation. For example, a company from UK might negotiate a business deal that from Japan, the UK company needs to consider the hierarchical decision-making and indirect communication style of the Japanese company (Adair, 2004). 

Global supply chain management refers to the management involving multiple stakeholders including customers, distributors, manufacturers, and suppliers. These supply chain actors are usually located in different countries. For example, many Japanese auto makers have their production line located in Japan while their sale centers are located in different places of UK, so the effective communication is important for companies to manage inventory, coordinate activities, address disruptions, and ensuring information and goods smooth flow (Bret, 2000). International sales and marketing also demand effective communications. Companies in Japan or UK need to the communicate their value propositions, product features, and brand messages to the other country customers. Hence, effective and even tailored marketing communication strategies are needed. Local regulations, language preference, and cultural sensitivity should be considered. Overall effective communication is important for above four business communication situations. 
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There are four major causes for the business communication failure between UK and Japanese companies. These causes include language barriers, communication style difference, cultural understanding, and technology challenges. Japanese people use Japanese language, and UK uses English. English is a low context language, meaning that direct and explicit communication is emphasized while Japanese is a high-context language, so it relies on the shared cultural knowledge and implicit understanding. Language barriers of UK and Japan might result in mis-understanding and inaccurate information communicating (Cutrone, 2005). Communication styles are different between Japan and UK. Japanese communication emphasizes subtlety and indirectness. In addition, non-verbal cues such as facial expression and body language are used a lot by Japanese people to convey messages. The polite and honorific language use are the examples to reflect the country’s pursuit for harmony. While the communication style of UK is straightforward and direct, and people use less non-verbal cues. This reflects the pursuit of efficiency and accuracy (Doanhue, 1998). 

Cultures of UK and Japan are different. Hofstede cultural dimension categorizes cultural difference in five dimensions including collectivism & individualism, short long-term orientation, femininity & masculinity, uncertainty avoidance and power distance. Japan and UK are quite different in these aspects. Japan is a collectivist culture, and the culture emphasizes goals and needs of groups over individual needs (Inoue, 2007). UK is an individual culture, which emphasizes autonomy and freedom. Japan individualism score is 46 and UK individualism score is 89. Japanese culture values harmony and conflict avoidance so that it tends to focus on long term gains. Japan is a masculinity and most of its organizational structure is hierarchy. This suggests that decision-making is controlled by few people (Leeds, 2016). UK is relatively equal and this means that the culture promotes equality. The cultural difference between Japan and UK might result in mis-interpretation and misunderstanding of both countries.  Technology differences might also lead to communication failures between UK and Japan. Even though both countries have advanced technology infrastructure, while they are different in the usage and adoption of communication technologies (Kavanagh, 2010). For example, Japanese people have been using mobile technologies such as LINE for a long time. While UK people use multiple tools including WhatsApp and emails. 
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Japanese business culture is significantly different from the United Kingdom, especially in the aspects of the processes of decision-making, communication way, and social etiquette. They put more emphasis on respect, long-term relationship, and social etiquette within Japanese business culture. Such as exchanging business cards, bowing to show respect, formal greetings, these behaviors are preferred in Japanese business culture (Kumagai, 1994). On the contrary, the communication style is more informal and direct in the UK business culture. The Japanese business culture prioritize teamwork and consensus. Decision-making processes are slow due to multiple layers of consultation. Team members are involved in the process, leading to harmonious workplace is built. On the contrast, the UK business culture values individualism and efficiency, with quicker decision-making processes and encouragement for arguments and open debates. Each country's history, social structure, and values are deeply rooted in the business culture. Japanese culture is affected by prioritize collectivism and social harmony. However, Western liberalism and individualism have strong impact on the UK's business culture. As a consequence, pragmatism and individual success are more important in this culture (Ohashi, 2013).
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Cross-culture negotiation often happens in business communication and it is a complex process, which might lead to failure. Cross-culture negotiation is about adaptation and understanding of different culture. Japan and UK cross-culture communication might fail because of their approaches to build up trust and communication styles. Negotiators from Japan tend to build up trust and relationship before they actually initiate the formal negotiations. They believe that good relationship and trust are important for them to achieve successful deals. Thus, they tend to engage in small talk, drink and meal together or engaging with others to build up trust. While UK negotiators are assertive and direct. They tend to engage in explicit communication directly (Takanashi, 2004). They value efficiency and clarity. They expect the information exchange and target to achieve their negotiation outcomes. Communication styles difference in Japan and UK might impact their message communication and interpretation. Japanese negotiators rely on indirect communication, so that they rely on non-verbal cues to understand others’ desires and intentions. While UK negotiators prefer the direct communication. They expect the other parties to be straightforward in expressing their expectations and viewpoints. Therefore, they might find the indirect communication styles of Japanese people is evasive and confusing. On the other hand, Japanese negotiators might interpret the direct communication styles of UK people to be aggressive and confrontational. Therefore, developing cultural intelligence for each party from UK and Japan is important (Haley, 1997). They need to adapt their cultural understanding and communication style to the other party. In a short summary, Japan and UK negotiators might fail in their negotiations due to different communication tyles and cultural norms. Japanese emphasizes relationship, trust, and indirect communication styles. While UK negotiators emphasize efficiency and directness. 
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The global supply chain management might be different in the world, and they are influenced and shaped by multiple factors including cultural norms and management philosophies. The supply chain management difference in UK and Japan might result in their communication and collaboration failure. For example, Japanese supply chain management philosophy is based on kaizen, meaning that long-term relationship and continuous improvement are important for suppliers. For example, Toyota has build up efficient supply chain with its suppliers and strong reputation, which make it a world famous and reputed manufacturer. UK companies emphasize flexibility and innovation. The business culture in UK is related to market competition and entrepreneurship. UK companies tend to seek for best supplies for their supply chain. Therefore, they are flexible and optimal in selecting suppliers. Their supply chain management approach difference might result in their mis-understanding and conflicts in communication. For example, if a supplier from Japan is bidding for the supply relationship with a UK buyer, then it is likely that the supplier might not consider factors that are valued by the buyer. 
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The business communication in international marketing and sales of UK and Japan is different, and this might lead to their failure. Two main factors for their difference in this situation is decision-making process, hierarchy structure, and communication style. Japanese people emphasize indirect communication, politeness, and respect. While UK communication is explicit and direct. The decision-making in Japan prioritizes consensus building and multiple stakeholders will be involved. Moreover, the decision is usually controlled and dominated by a few people. While UK follows an individualism decision-making process, meaning that they pursue efficient decision-making. The organizational structure in Japan is highly hierarchy, and it is important to respect elder people. While UK has egalitarian culture, meaning that flat structure is adopted by most companies, thus decision-making power is distributed. These differences might lead to the failure of their international sales and marketing in terms of mis-communication, cultural sensitivity, and decision-making (Liu, 2018). Mis-communication affects the information conveying such as products or sales information between UK and Japanese companies. Cultural sensitivity might affect the relationship and collaboration of UK and Japanese marketing or sales teams. The decision-making difference might result in frustration and delays in implement or negotiations of marketing strategies. 
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There are several business practices difference between UK and China that happen in the above business communication situations, including gift, meeting, and appointment. They are also causes for the failure of UK and Japan business communication. In terms of gift, it is not common for UK people to exchange gift while it is crucial for Japanese business to exchange gifts. It is a custom for Japanese people to bring a gift to attend a business meeting. The UK meeting usually follows a relaxing and informal structure, meaning that it involves sharing ideas, open discussion, and encouraging participation. The meeting might be scheduled quickly. While Japanese meetings are usually formal and highly structured. Most senior people or managers are leading in the meeting. Their focus of discussion is to build consensus and maintain harmony. Personal input is less important than the group decision-making. The appointments in UK are usually arranged in advance by email or phone. It is important for people to arrive on time. In Japanese business culture, appointments are usually made through personal contact or introduction. Punctuality is also important and it is one way to show respect to others (Oishay, 2020).

Besides above, there are some do and don’t difference in Japan and UK business communication, which might lead to their communication failure. Both UK and Japan value punctuality, protection of personal space, and politeness in their communication. UK does not like overstating claims, meaning that it is not allowed to exaggerating claims about the product. In addition, they avoid over aggressive communication styles. Japanese people do not expect public disagreement as they regard this is offense to disagree with others in public. It is suggested to express subtly and respectfully. Interrupting in a meeting or speech is not allowed. 
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To address the above business communication failures, 3 strategies are proposed. Firstly, providing cross-cultural training for employees is very important to enhance communication styles, cultural norms, and business practices. Thus, employees are equipped with the skills to understand different cultural perspectives existing in Japan and UK. This helps individuals to bridge their communication gaps and navigate potential mis-understanding. For example, a Japanese company should provide training for their employees when it is operating in UK. This can make them know different cultural perspectives (Gill, 2003). Employees in UK are aware of the indirect communication, hierarchy structure as well as long-term relationship. Cultural intelligence is one key important competency for employees and with higher cultural intelligence, employees can also improve their ability in communicating with other people. 

Secondly, business should adopt adaptation strategy instead of standardization in the operation of UK and Japan. This suggests that their business operation is to meet the requirements of different countries. Adaption suggests that that they understand culture of each other. Business should conduct wide and extensive market survey to understand cultural nuances, consumer behavior, and local preference so that they could know how to manage people and other business aspects in the local operation (Okazaki, 2004). For example, a UK luxury brand should ensure that its marketing strategies are corresponding to the consumer behavior, cultural values, and beauty ideals in the local regions. 

Thirdly, Japan and UK business should build up effective communication channels to support their cross-culture communication. For example, businesses should use project management tools, email updates, and regular video conferences to support their close communication. Employees are provided with training and constant supports in using these communication tools. These communication tools are aligned with the habits of both countries, making sure that they are in the same page of using these tools. Some other assistant tools such as Asana and Trello contribute to their communications such as progress monitor, task assignment, and workflow streamline. 
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[bookmark: _GoBack]In summary, this paper compares the difference in UK and Japan business communication. Effective communication is important for these two countries in term of their negotiation, international marketing and sales, supply chain management, and collaboration. There might be failures in these business communication situations. The causes of these communication failure include their language barriers, cross-cultural understanding, technology barriers as well as their communication style difference. To address these challenges, three strategy recommendations are proposed for business communication between Japan and UK. Firstly, training should be provided for employees from both UK and Japan; secondly, business should adopt adaptation strategies to enhance cross-culture understanding; thirdly, establishing multiple-channel is important to support their communications. 
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