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Introduction

Do you think communication between joint ventures is important? If the answers is yes this essay will be very interesting for you. Joint venture failure rates are estimated to be between 40 to 70 percent. Some of the main reasons for joint venture failures is the lack of congruence with the venture strategy between the partners, cultural clash, inadequate business plan. All those factors in my opinion are from lack of communication. As Theo Gold said “ Communication is your ticket to success, if you pay attention and learn to do it effectively”. In this essay we will discuss the decision of the UK based company Tilda to move its production to China. After I introduce you to the country they decided to move you will get an understanding of the cultural differences, cultural sensitivity, communication barrier, challenges, strategies and recommendations. It is very important to have a effective communication because managing relationships with your team, customers, and stakeholders requires it. 


Introduction to Chinese culture

	        China is with it’s a bit more than 1.4 billion people is the larges country in the world by population and it is the second larges country by size in Asia. It is a well-know fact that China competes with America for the first place as world’s strongest economy. The Chinese people have very well developed business etiquette. Here I will give you a better understanding of this by separating it in different point


1. Business mentality
- Businesspeople in China will anticipate that you will be well-prepared for the meeting. A minimum of 20 copies of your proposal should be available for distribution. Keep in mind that presentation materials should only be in black and white.
- Small conversation is regarded as being especially crucial at the start of a meeting.
- Before they close a deal they prefer to make a good relationship, that’s why there might be a need for many meets to achieve your goals.
-The best time to schedule a meeting is between these months: April to June and September to October
- The business hours are 8 am to 5 pm, Monday to Friday
- In China, people often enter meeting spaces in descending order. Therefore, take caution since they will believe that the first of you to enter the room is the delegation's leader!
- When it comes to making decisions, the Chinese frequently drag out talks well past the set end date in an effort to acquire an advantage. Accept their delays and refrain from mentioning deadlines to be ready for such. Your perseverance will be greatly valued!
- Between 12 pm and 2 pm almost everything from lifts to phone services stops working, that is because many Chinese workers take a break.

2. Greeting
- Handshakes are customary, but you should wait for your Chinese counterpart to make the first move.
- Most persons should be addressed with a title followed by their last name when using titles of politeness. Use caution while using the word "comrade" unless you are a staunch communist, of course.

     3. The Art of Conversation
          - If you use a few words in Chinese, Chinese people would enjoy it, but make sure you are knowledgeable of the meaning and the proper context. 
          - In Chinese culture, greetings similar to the conventional "How are you?" in English-speaking society include "Have you eaten?" and "Where have you been?" Consequently, don't take it literally and begin providing specifics in your response. Even if you haven't eaten, just respond "yes" when asked whether you have, or just nod and say "thank you!"
          - Chinese subjects including art, landscape, monuments, climate, and geography are common welcome topics. You are welcome to share your international travel adventures as well as your pleasant experiences visiting China! 
          - Avoid talking about political topics like the Cultural Revolution, Chairman Mao, the Taiwan and Tibet issues, human rights, and animal welfare. 
          - Chinese folks are exceedingly cautious when making sweeping unfavourable remarks. For example, giving a flat "no" is considered disrespectful; instead, use a phrase like "I'll think about it" or "maybe" or "we'll see." 
          - In a similar vein, if your Chinese colleagues remark "Not a huge issue" or "The problem is not significant," they typically indicate that there are still difficulties or that the problems are serious.

4. Body language
  - When conducting business in China, you must be continuously aware of your body language and gestures. You must maintain your composure and control, as was already indicated. 
– As it shows restraint and respect, body posture should always be formal and attentive. 
– Also, watch what you do with your hands since it's impolite to put your hands in your mouth, bite your nails, brush food off your teeth, and other similar actions.

5. Business meeting and meals
- Suits should be worn for work. Any form of bright colour is deemed insufficient. It's critical to be on time. The Chinese corporate culture views tardiness as a significant offence. You must depart before your Chinese colleagues when the conference is over. 
 - It's customary to trade business cards, so bring several with you! 
 - It is best to have one side in English and the other in either Simplified Chinese or Traditional Chinese, depending on the location. 
 - If it is relevant to your case, be sure to provide your professional title. Also, don't forget to include on the card whether your company is the oldest, largest, or has any other illustrious distinction.
- Since gold is a colour associated with grandeur and wealth, printing         your business cards in gold ink will convey these qualities. 
- Give your card with two hands, making sure the Chinese side is      towards the person receiving it; have them take your card carefully and look at it for a while.
- Don't bring any gifts! Gifts are strictly prohibited according to Chinese business etiquette. The action is seen as bribery, which is forbidden in the nation.
-  Wait to be seated if you are asked to a business lunch since there is a hierarchy-based seating policy. Do not talk business at the table.
- Try not to eat too much at once as 20 to 30 dishes may be given throughout a dinner. To succeed, you must sample each dish.
-  You could encounter scorpions, locusts, snake skin, dog meat, and blood; these are premium delicacies.
- Knowing how much to consume is also crucial. Leaving an empty plate indicates that you were not provided enough food, and it is also rude to not touch your food. 
- If everyone begins slurping and belching, do not be alarmed; these are indicators that everyone is enjoying their food.
- If you are invited for drinks, you must accept since cultivating personal connections, or "guanxi," while conducting business is crucial. Whether you like it or not, this entails taking part in the nation's drinking culture.
- Giving a tip is typically viewed as an insult since it suggests the recipient is in need of cash.


- It's possible that your Chinese counterpart will test your tolerance to booze, notably "bai jiu" (also known by the brand names "Mao Tai" and "Er Guo Tou"), a potent beverage that has been likened to jet fuel. If you decide to do it, be sure to eat something first; if not, come up with a solid justification; a medical one will do. In China,
6. Numbers
- In Chinese culture, 8 is regarded as the lucky number. If you get eight of something, see it as a friendly gesture. 
- The number six is seen as a gift for ease and advancement. 
- The number four, which sounds like the word "death," is prohibited and is seen as inauspicious. 
- 73 denotes "the funeral," while 
- 84 suggests "having misfortunes."


Cultural sensitivity and differences

	            Any cross-cultural connection must be sensitive to cultural differences. However, it is crucial in cross-border commercial and government relationships. To explain best the cultural sensitivity and difference between both countries I will use the Hofstede 5 dimensions which are power distance, individualism and collectivism, masculinity and femininity, uncertainty avoidance, long-term and short term orientation. The UK side believes that it is important to negotiate fast as time is money, and they are in hurry to conclude the deal, while on the other side the Chinese side prefers slower negotiations. This reflect their different view on the purpose of negotiation and their contrasting opinions on the Hofstede long-term versus short-term orientation. Individualism is a fundamental cultural value in the UK. In the West, we learn from a young age to prioritize our own wants and interests and that it is OK to put oneself first. On the other hand, collectivism is a fundamental cultural value in Chinese culture as well as many other Asian nations. The Chinese favor a more hierarchical and structural shape, are prone to displaying less emotion during negotiations, and are highly concerned with maintaining their calm and maintaining their face. In stark contrast, the UK is renowned for speaking truth to power despite the potential for embarrassing other allies. The Chinese have higher score in Hofstede power distance index than the UK, which means they respect the hierarchy while in the UK this is not like this. On the other side UK has a higher score in the individualism index, high Individualism ranking indicates that individuality and individual rights are paramount within the society, while on the other side Chinese are better in team-work. Other Hofstede cultural sensitivity index is Masculinity and  where both countries are completely same. The Hofstede masculinity and  index refers to cultures that value the ambition, power, material possessions and achievements, countries with lower score in this index value more the quality of life. Both countries score 66 in this index which in my opinion is pretty high. The pros of this index are that the growth of the economy is a priority and this means that the society is competitive which itself leads to higher achievements. The cons on the other side are that there is a huge gender wage gap, less women are included in the management and you spend a really huge part of your time working. The last Hofstede index that I will present here is the Uncertainty avoidance where both countries score low. High uncertainty avoidance means that structures and rules are highly valued, there is focus on organization and bureaucracy and also there is focus on safety and less risk taking. The low uncertainty avoidance score where China and UK are refers that people are much more relaxed with new or unusual situations, the structure and rules are not a priority and there is less focus on safety. I find their score on this index as good as bad, because it is not good not to focus on the risk taking, safety and also structures and rules not to be a priority but it is very good to be relaxed with new or unusual situations, which means people who have low uncertainty avoidance are adaptive. Despite the theory's limitations, it offers the chance to go about in an unfamiliar place. Using this theory, we can see how these two cultures differ and determine whether we can manage to achieve the desired results and whether it is worthwhile, taking cultural differences into consideration. By comparing China and the United Kingdom, we can have a clearer vision of whether our idea will be successful in a place with such a different culture.

Communication challenges and barriers

	            Between these two countries could occur a lot of challenges and barriers as they are completely different. The first and most obvious is the language. The Chinese language is completely different from the English, this is a simple and easy to solve barrier but it is still a problem until its solved. The other problem is that both sides have a very different score in power distance index which is the level of acceptance by a society of the unequal distribution of power in institutions. The Chinese side is more likely to accept and expect that power is distributed unequally while on the other side the British society leans toward the idea that people should be treated as equal regardless of their work position. This might occur in a big barrier as the Chinese side will expect more respect to the authority while the British are used to a completely different way of communication to authority. The Chinese have a working culture which they introduce as 9 9 6. 9 9 6 means 9 to 9, 6 days a week. This makes a total of 72 working hour week while in the British society the normal is 8 hours per day 5 days per week and it makes total of 40 hours a week which is 32 hours less. Now at first this might not look as a big problem, but my opinion is that It will be hard to make someone from the british society to work this much extra hours. The Chinese people expect to negotiate slow, in my opinion if the other side tries to make the negotiation fast this might frustrate them and the deal might fall apart. I allude that because the British side thinks that time is money and that’s why they prefer faster negotiations as soon as you finish with something to start with the next is better. The educational system in the UK and China are very dissimilar. Less time is spent in class, and most learning is done alone. Additionally, British professors follow guidelines, thus reading the literature is essential for learning more. In China, lectures predominate over tutorials as the primary mode of instruction. This might look that is off-topic but the reason I mention it is because I think that the school is very important for developing a person and its work ethic, and as the teaching system is quite different so the work ethic will be. 


Communication strategies and recommendations


            The first problem we have is the obvious one and this is the different languages which we will easily solve by hiring a translator. Secondly I will recommend the British side to show more respect  to people who are higher in hierarchy as Chinese society expect that power is distributed unequally. The next thing I will recommend is to remove the 9 9 6 when there is a joint venture between both sides as there is no British person who will be fine to work that many hours in my opinion. Slower negotiations is what I recommend also, I understand that British people this that time is money, but if the Chinese get angry as they expect the negotiations to be slower there might be no deal at all. I also recommend to have better communication between both sides as this is one of the main reason that joint ventures fall apart.







Conclusion


            In conclusion I will say that a joint venture is possible, hard, but very possible. The reason I think that it will be hard these specific cultures to work together is that they are quite different in many of the Hofstede indexes that we use to navigate, but I believe that a joint venture between them will be successful because they are also very similar in some but one very important index in my opinion and this is the masculinity index which means for both sides growth is a priority and they are ready to turn back on the problems between them in order to have achievements.
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