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International Business Communication			

Today in a world that has become extremely globalized, where almost all companies and countries in the world are in relation to business, International Business Communication have become essential or even essential. Indeed to work with someone from a different country of ours we must be able to communicate, to know the culture of this country, to know if the communication of this country is more verbal or gestural. Working with a company or a foreign country is both a challenge because you have to show that you have studied the country you work with and know how to communicate well with it, but at the same time something risky because you should not be overconfident or take International Business Communication lightly as this could be frowned upon. In this report we will talk about two countries : the United States and the United Kingdom. These are two fairly similar countries for a number of reasons. They are often brought together because of their common history and the commonwealth but also the language they share. But there are also two countries that disagree on how they communicate in business, and that is what we are going to explore throughout this report. We will highlight the challenges and sensitivities of doing business with a country like the United States by putting ourselves in the UK's shoes.



The UK is perhaps one of the countries that has one of the biggest advantages to doing international business: its language. Indeed English is the international language and is spoken by more than 1.5 billion people around the world. It also has the advantage of having the largest colonial empire (the Commonwealth), which allows it to have several relationships that could be described as intimate with several major world powers, emerging countries but also small strategic countries. These long-standing relationships also allow the UK to learn about the different cultures and ways of communicating these countries to do business. The United Kingdom is therefore a multicultural country.

But the United Kingdom is also a nation where several nationalities coexist. Indeed the United Kingdom and composed of 4 countries: England, Wales, Scotland and Northern Ireland. With these 4 countries it can be difficult to be heard to do business. Wales and Scotland are two countries with a strong identity and even have their own language in addition to English. Turning to the article by Adam Kowol and Edyta Szumiel, the two authors discuss the cultural dimensions of the United Kingdom based on the Trompenaars model. 

First dimension, the Universalist character. United Kingdom has a universalist behavior, that is to say that in business when a contract is signed there is no more backtracking. In the United Kingdom it is not common during a business relationship to link friendships with the business partner, we are there for the business and nothing else. The authors continue with the Individualist character. Indeed, the British may be able to make decisions alone and not necessarily in a group and take a lot of solitary responsibility that allows them to save time on this phase. When setting up their action that is appropriate for decision-making, the fact of doing it alone often delays in doing group work. Then we link with the specific / diffuse dimension. In business relations the British are turned exclusively to the professional side, privacy does not interfere when they do business. If we add with that the structured and direct side of their meetings during business, we can qualify that the British society is very specific. For the Achievement / Ascription dimension, the authors cite in addition of their commentary, the authors Trompenaar and Turner. By mixing the research of all these authors it can be said that the British society pays more attention to achievement, one will not take into account the characteristics like the social class or the training school of a person to determine its qualities and abilities. Finally the authors speak of the last dimension, it is the approach of the British with respect to time. And what can be said above is that in the United Kingdom the time is sequential, that is to say that the time must be respected, no delay not to waste valuable time but not anticipation either so as not to upset the organization.

In the text we just mentioned, the authors forgot, or at least did not speak of two dimensions: Neutral / Emotionnal and Human nature relationship. Referring to Babel's text on cultural dimensions based on the Fons Trompenaars model, we see that the UK is neutral in showing its feelings or emotions while doing business. And as far as relations with their environment are concerned, the British are more in an internal-direction, that is, they want to have control of their environment. 

To complete these cultural dimensions we can now turn to Hofstede's model of cultural differences through the international comparative management academic writing. Hofstede's model is based on 6 criteria :

· Power distance: With a score of 35, the UK is a country of low power distance. That is, unequalities between people are relatively understated.


· Individualism: For this criterion, the United Kingdom has a score of 89. This corresponds to what the British are individualistic, they first thought of them before the collective.


· Masculinity: The high malaise of 66 means that British society is male, attracted by success and ultra-motivated.


· The avoidance of uncertainty: The score of 35 for this criterion inform us that the British care little about what will be done tomorrow, they live "day by day".


· Long-term orientation: With a score of 51, the UK is neutral on this point and can not identify a trend.


· Indulgence: The British are optimistic in nature, enjoy life and devoted time to themselves and hobbies, testifies the score of 69.


If we go back to the previous article by Adam Kowol and Edyta Szumiel, the authors talk about verbal and non-verbal communication in the UK. The British verbal communication is relatively simple, there is no ulterior motive when a person is not appreciated, one speaks each turn. On the other hand, non-verbal communication is not common, except for a few simple gestures of the rest is not common among the British in business.



After the communication of business in the United Kingdom, we will now study that of the United States. The United States is the world's largest economic power and a major player in the global business. The United States has experienced significant waves of immigration throughout its history, and these waves of immigration have enabled the country to build a strong and multicultural identity. The disadvantage for people who want to do business in America is that no company is alike due to the great cultural diversity that exists in the country. It is therefore important for these people to know how to communicate and behave during business in the United States.

If we look at the article by J. R. Gorrill (2007, M. A Intercultural Communication), the author informs us that if we want to do business in the United States be aware of certain points. In his article, J. R. Gorrill divides into two parts the fact of doing business in the United States. 

In the first part, the author talks about different work practices in companies. We learn that Americans are straddling punctuality and that the delay is not appreciated at all, as well as respect for deadlines, there is a custom in the United States that wants to have the best results as soon as possible. As far as the hierarchy is concerned, Americans respect it but are more focused on reducing inequalities (Power Distance), it depends all the same where one is in the country and in what type of company. Final decisions are often made by one person and often correspond to the highest person in the company hierarchy. This characteristic corresponds to the behavior of an individualistic society, the Americans at first worry about themselves and their immediate family. They do not really pay attention to the notion of group (J. Kooyers, 2015).

This view of priorities dates back to childhood for most Americans (Julian, McKenry, McKelvey, 1994: 34) with parent education and relatively early independence. This is the disadvantage of this behavior that can be seen as hostile to a person from a country where the notion of group takes precedence over the individual. In terms of working relationships, Americans make a very clear distinction between colleagues and friends, so during work meetings or for business it is not very common to talk about one's personal life, characteristic of a specific society such as his British counterpart (S. Chan, 1999). 

The second part made by J. R. Gorrill concerns practices during a business meeting. In the United States before the start of business it is common for a handful of hands to intervene before the start of negotiations. It is also common that there is eye contact and a little conversation during this small introduction to show his interest and sincerity to the business partner.

One of the advantages of doing business in the United States is that it is a country that can be put in the category of Low Context Communication countries. That is, when you talk to an American business partner, the non-verbal elements do not mean much, the Americans pay no attention during the negotiations. In this context, a person coming to the US who comes from a High Context Country Communication may think that Americans are extremely cold and distant (A-M. Dingemans, 2010). 

Now let's take Hofstede's model to complete the analysis, through J. Kooyers' text (Grand Valley State University, 2015). Overall, the United States readily accepts change and innovative ideas. When we do business in America, we come up against a rather masculine society, which corresponds to a society attracted by competition and success in all fields (Hofstede, 2011). In America you need everything right now, good results, improvements, innovations ... Americans are more oriented towards a short-term orientation, he prefers to worry about the present moment rather than planning too far into the future. This is a reasoning that may seem odd because in business anticipation and planning are essential to exist, reasoning day by day allows to be 100% devoted to the daily mission or missions but do not predict that will happen in the future may seem problematic especially today with the challenges for the future as the environment.



After seeing how the two countries communicated during the negotiations, we will now move to the last part of the report. This part consists of comparing the business communication of the two countries then make a critique to analyze the challenges and sensitivities that a British person can meet during business relations with a US business partner. The first thing you would think when a British comes to the United States for business or work with an American company is that it will be easy because they are two very close countries that speak the same language, with a common history. Going with this idea in mind is not a good option, on the contrary. The first difference that can be seen is success at work. In the United States success is only achieved by financial success and the salary of a person in a company. In the UK we see more success on the job that a person will be doing in a company. This difference can cause some problems indeed during negotiations because if a high placed of a British average company meets an employee of a large American company but who earns more money, it can cause rivalries in terms of success and having negative repercussions on further negotiations (Buzzle, 2016).

The relationship to the hierarchy between American and British workers is another source of difference between the two countries. During a job, a british will wait for instructions from his supervisor and always inform him of his actions. In the United States there is more independence, an American worker knows what he has to do and manages himself on the level of his work and his horraires. This corresponds to the more individualistic side of the Americans and the fact that the British respect the hierarchy a little more. Between the two countries there is also a different style of reprimanding someone in the company. In the United States this will be done publicly while in the United Kingdom it will remain private between the offender and his superior. (B. Riel, 2000). 

If we take the Hofstede model again, we see that there are two parameters that differ more than the others for the United States and the United Kingdom. The first is Uncertainty Avoidance. For the United Kingdom, as we have seen previously, this corresponds to the fact that the British are not worried about foreseeing their future and that they prefer to live in the present moment (P. Ghemawat, S.Reiche, 2011). On the other hand for the Americans, they had a similar vision before but since the 9/11 attacks, it has changed, especially in terms of security. But overall, the United States has become more forward-thinking about the future and this is reflected in the business of companies (R. Gibson, 2002). This slight difference can be constraining because we have two ways of looking at the future that are different and in negotiations for a project in the long term it is not necessarily the best thing. The second notable difference is the Long Term Orientation parameter. We have it above, The United Kingdom has a neutral position on this criterion (score of 51) and this is not evaluable. On the other hand, for the United States, the score of 26 allows us to say that Americans are not pragmatic (Hofstede, 2011). They measure and analyze the results of the company in the short term. They measure and analyze the results of the company in the short term. The difference of reasoning here between the two countries can here serve as a common ground for negotiation, as we have seen above that the United States had a longer-term vision for their future and the British for the company. These two characteristics can therefore complement each other to give fruitful negotiations.
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To conclude on this report, The United States and the United Kingdom are two countries very close in terms of history and with their common language. Despite these two points in common we have seen that these are two totally different countries in terms of International Business Communication, because they do not have the same international influence (so not the same insurance), and not the same visions of the business. These rather marked differences may lead to differences in negotiations, but some of these differences are strengths for other countries, which, by combining these strengths, could prevent small disturbances from making the negotiations run smoothly. 
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