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[bookmark: _Toc152167968]Executive Summary
The focus of this report is on the situation of cross-border enterprise communication and the abilities that should be possessed for such communication. It provides a comprehensive explanation of communication skills and what good communication is. This article introduces the seven dimensions of Trump's culture and analyzes the cultures of many countries around the world from the perspectives of particularism and universalism. This article also examines the significance of establishing relationships and the process of building trust. Finally, it explains what problems occurred in a broken relationship and how to prevent them. The conclusion drawn from this report is that international business communication skills are very important. Only by successfully using this skill can trade be completed more smoothly. To successfully use this skill, language proficiency must be met first, and one must also be familiar with the other party's culture in order to successfully and effectively communicate. Once communication is successful, relationships can be established and trust can be established, and ultimately transactions can be successfully completed. This report also provides some suggestions on how to save a failed relationship. The report believes that it is important to identify the cause of the mistake and sincerely apologize for it, in order to gain the other party's understanding and ultimately save the failed relationship.
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[bookmark: _Toc152167969]Introduction
The main content of this report is to analyze the cultural differences between different countries and their effective application in the international business and management environment. This report will mainly analyze the cultural differences between China and the United Kingdom and point out the role of different cultural differences in trade between the two countries. It will also analyze the importance of respecting and understanding the cultures of other countries in trade, as well as how to establish a strong trust relationship in trade between the two countries. It will also provide some erroneous examples.


[bookmark: _Toc152167970]2.0 Main Findings
This section will first introduce what international business communication is, and secondly, this report will provide some examples to prove it. This section will also explain how to conduct correct international business communication, and there will also be some negative examples.

[bookmark: _Toc152167971]2.1 International Business Communication
We cannot engage with anything outside of ourselves without the process of communication; without it, we are unable to share our experiences or knowledge with others.  The common ways that people communicate are by writing, speaking, touching, gesturing, and broadcasting. Transactions that are planned and executed beyond national boundaries to meet the goals of people, businesses, and organizations are referred to as international business. The interactive procedures that enable communication across international borders are known as international business communication, or IBC. This is also known as "global" or "transcultural" communication at times. (Jones and Alexander, 2019) Taking the trade between China and the UK as an example, Rio Tinto Group helps the company operate in the UK and other countries by purchasing materials worth $3 billion annually through communication with China. Through these communications, the company can not only communicate with the company but also directly with national units in cross-border trade. As China is a communist country, most of the enterprises are managed by the state, So Rio Tinto Group can directly communicate with countries to conduct cross-border trade. It is also more convenient for Rio Tinto Group to communicate directly with countries and share experiences directly with them. As one of the top mining companies, Rio Tinto Group has a lot of experience and knowledge. There are many ways for the group to communicate with countries, and face-to-face conversations are more commonly used, which makes it easier to complete transactions and more confidential.

[bookmark: _Toc152167972]2.2 Skills Requirements
Any business professional needs to have strong communication skills, but this is especially true for those who want to work in management or leadership roles. Business is conducted through communication, thus it's critical to invest the time necessary to improve your written and spoken communication abilities. Within the framework of global commerce, there exist multiple strategies you can implement to enhance your communication abilities. Start by thinking about which languages are most crucial to your line of work. Which languages are spoken by possible partners, clients, suppliers, and employers? Learning such languages well can help you enter spaces that you might not otherwise be able to. Second, consider nonverbal cues including posture, eye contact, and body language. It's crucial to recognize how your nonverbal communication can affect the message you're trying to send because this can differ greatly between cultures. In addition to the “soft” capabilities, working globally requires "hard" business competencies. You need to have a firm understanding of financial accounting, entrepreneurial ideas, and basic economic principles, just like with any other business. It also necessitates comprehension particular to an international context. Macroeconomic theory, for example, influences all organizations, but its impact on those who conduct business worldwide may be greater. A foundation in this area may be required for anyone aspiring to develop into a senior position in a global corporation. (Business Insights Blog, 2021). With so many skills mentioned, for example, the cooperation between China and the UK has lasted for a long time. There is the Belt and Road cooperation in politics (GOV.UK, n.d.). The existence of the Belt and Road can help solve many problems between the two countries. For example, there are many architectural and cultural differences between the two countries. In China, because of the overpopulation, it is often necessary to build very tall buildings. In Britain, except for London and other metropolises, small cities prefer to build some low buildings. Due to the Belt and Road policy, the two countries actively promote mutual infrastructure construction, which makes the two countries understand each other better. 

[bookmark: _Toc152167973]2.3 Methods of Communication
[bookmark: _Toc152167974]2.3.1 Halls High Low Context
Firstly, the definition of Halls High Low Context is that in high context cultures, much information is implicit and is conveyed through the context of speech. It's possible that the way something is said matters more than what is said. In societies with little context, "what is meant, is being said." Contextual elements are less significant in communication because it is explicit. Explicit individual communications occur between members of in-groups and out-groups. （Søderholm，2013）Chinese companies have a very typical high context culture, which originates from traditional Chinese culture. Many times, the meaning expressed in Chinese is not just superficial. For example, when HR asks if you understand wolf culture, it is not really asking if you are clear, but subtly telling you that high-intensity work and overtime are needed, which is also the magic of Chinese. Most companies in the UK are in a relatively low context culture, where employees say whatever, they have without beating around the bush. This may lead to a problem where British companies may not understand the hidden meanings behind Chinese companies when they want to collaborate with them, resulting in errors. Taking Standard Chartered Bank as an example, to avoid this misunderstanding, both China and the UK will choose to hire a senior translator to translate, which can effectively prevent such problems from occurring. In low context cultures, managers do not spend a lot of time maintaining customers, but in high context cultures, maintaining customer relationships is very important. Taking Chinese car brand Geely as an example, Geely acquired British luxury car brand Aston Martin, which also has a loyal supporter in China. Geely Holdings will send greetings to these users every year in the future, which is the establishment of relationships in high context culture. (www.geely.com, n.d.)

[bookmark: _Toc152167975]2.4 Effective Communication
When the sender's message is understandable to the recipient and the recipient provides the sender with pertinent feedback, the communication is considered effective. This cycle of communication should continue in this manner. (O’rourke, 2018) We can use communication as a tool to drive those around us, exert influence over them, and build and preserve connections. We can also use it to modify our own and others' views. Communication, as a tool, can strengthen the connection between two parties and avoid many problems. Taking Huawei and 5G Company in the UK as examples, although the cooperation between the two parties has now been cancelled, in the initial stage, both sides studied 5G together and exchanged knowledge and experience. 5G technology is a high-tech technology, and communication between the two parties is very important, otherwise it is very easy to make mistakes. Taking Standard Chartered Bank as an example, Zhang Xiaolei, the Chinese representative of Standard Chartered Bank, once said that communication with the British side is necessary at regular intervals. The two sides need to exchange information and exchange ideas with each other, such as the business model of the exchange bank. China is a socialist country, so the business model of this capitalist country is fundamentally different from that of the UK, But through this effective communication, both parties can understand each other's situation, so that they can choose the right business model in different cultures to make profits. This kind of communication is effective communication.

[bookmark: _Toc152167976]2.5 International Culture

[bookmark: _Toc152167977]2.5.1 Trompenaar’s 7 dimensions to culture
Fons Trompenaars and Charles Hampden-Turner, management consultants, studied people's values and preferences in numerous cultures for ten years. They mailed questionnaires to over 46,000 managers across 40 countries as part of this. Compared to Hofstede's sample, theirs had a more evenly distributed background and gender makeup. They came to the conclusion that cultural preferences vary from one another along seven dimensions. The following seven value dimensions were identified: 1) Particularism versus universalism 2) Individualism versus communitarianism 3) Emotional versus neutral 4) Defuse versus particular cultures 5) Achievement as opposed to assigning Humans and Time, and Humans and Nature, respectively. (Alfons Trompenaars and Hampden-Turner, 1997)

Particularism versus universalism
We analyze from the perspectives of universalism and particularism. Universalism means believing that ideas and practices can be applied around the world without modification, while particularism means believing that the environment determines how ideas and practices are applied, and that it is impossible to do the same thing anywhere (Guido De Blasio et al.). The UK is a highly universalist country, and British companies believe that the focus of transactions should be on formal rules and commercial contracts should be strictly followed. On the other hand, China is a highly individualistic country, where the terms of transactions are often modified due to the relationship between the parties involved. So, when China and the UK cooperate, they may encounter the possibility of installment contracts, but this problem can be solved very well. Only through effective communication between both parties in advance can this problem be solved.

[bookmark: _Toc152167978]2.6 Importance of Building Relationships
Why establish a relationship? In our globalized work world, all of us are interdependent in some way. Even seemingly lonely work is a part of a larger ecosystem composed of intricate and complex moving components, within which we must interact to provide our services, products, education, or research. When we collaborate effectively, we provide each other with different perspectives and perspectives, thereby enhancing our problem-solving abilities and helping all of us perform at a higher level. (www.fingerprintforsuccess.com, n.d.) When people establish relationships, transactions become easier, which is particularly evident in countries like China with special characteristics. Taking the clothing industry as an example, the British Trade Ambassador to China, Du Tao, once specifically came to Guizhou to watch a football game. This is to establish relationships and establish friendly relations with China. After this layer of relationship is established, subsequent cooperation will become easier, Du Tao also specifically gave himself a Chinese name, which is a means of building relationships. With a Chinese name, he can better communicate with Chinese people. In this example, Du Tao successfully demonstrated how to establish relationships. Establishing relationships allows people to have connections, and with this connection, they are no longer strangers. They transform from strangers to acquaintances, making transactions easier because everyone is more willing to trade with people they know. This is called "Guan xi" in Chinese.

[bookmark: _Toc152167979]2.7 How to Build Trust
A frequent psychological condition within a team that is characterized by accepting vulnerability based on assumptions of the intentions or behaviors of others in the team is called trust in the workplace. Put more simply, trust is the feeling that those around you will support you and not take advantage of your weakness, so you don't have to worry about being vulnerable. Good working relationships, whether they be between managers and teams or between salespeople, are fundamentally based on trust. either between the company and its suppliers or between the table and the client. (Grier, 2015) Taking the clothing industry as an example, the 2023 Trade in Services Fair will be held in Beijing from September 2nd to 6th, with Du Tao as the UK Trade Ambassador to China, He said, "The Fair for Trade in Services is a large-scale comprehensive service trade fair and an important platform for showcasing innovation and creativity. I have participated in the Fair multiple times, and the importance of the event has been increasing day by day, leaving a deep impression on me. The service industry is becoming increasingly important for China's future economic performance. I look forward to this year's event and the platform it provides further promoting trade and investment in this key area." This passage can strengthen trust between the two sides. In this example, Du Tao has always emphasized the affirmation of China's future development, which is a manifestation of trust. Only when both parties trust each other can cooperation proceed smoothly. How to establish trust? In this example, Du Tao has always used language to affirm China's development, which will make Chinese companies feel a sense of identification and willing to trust Du Tao.

[bookmark: _Toc152167980]2.8 Failed Relationships
A failed relationship means that both parties have encountered some problems in cooperation, and there are many reasons that can lead to the failure of a relationship, such as lack of trust, incorrect cooperation terms, lack of respect for each other's culture, communication barriers, or differences in ultimate benefit sharing. These reasons may all lead to a failed relationship. If there is distrust in a relationship, cooperation cannot continue, and no one can trade with untrusted people. Therefore, when interacting with each other, it is important to try to avoid a failed relationship. For example, Huawei has a very good cooperation relationship with 5G in the UK, but this relationship has failed due to some political factors that can lead to distrust between the two sides, ultimately resulting in this failed relationship. In any cooperation or trade, both parties will find ways to avoid such a result, because a failed relationship is something neither party wants to see.

























[bookmark: _Toc152167981]3.0 Conclusion
The main content of this report discusses when international business communication occurs and proposes what skill requirements international business communication needs to meet. It provides a detailed description of communication methods and what truly effective communication is. This report mainly analyzes the international cultures of different countries from the perspectives of universalism and particularism and introduces Trompenaar's seven dimensions of culture. This report also analyzes the importance of building relationships and how to build trust. Finally, it introduces how a failed relationship occurred and how to avoid it.


[bookmark: _Toc152167982]4.0 Recommendations
If there is a problem in a trade, the first step is to analyze where the problem occurred. Only by analyzing the cause of the problem can we make changes. If the problem is due to a lack of communication between both parties, resulting in the misunderstanding of the wrong information, then both parties can engage in a new communication. If the problem is caused by cultural differences between the two countries, the party who made the mistake should apologize and respect the other's culture to reconcile. If the problem is caused by mutual distrust, then both parties should communicate why they do not trust each other. Only when both parties honestly share their information can they trust each other again and complete the trade. These are some of the suggestions proposed in this report.
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