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The purpose of this report is to analyze the challenges and sensitivities that Britain may encounter in the process of communication with Russia. Will analyze some of the difficulties in negotiating business with the Russians from the British perspective, and some sensitive topics that inspire the other side, like a sudden Russian sentence, will stimulate the Russian sensitivity. So the report uses Hofstede’s theory and Hampden's dimensional cultural theory to analyze the differences between the British and the Russians.

Finally, it is found that Russia is a country with high context culture, and at the same time, it is very important for the UK to build a good relationship if it wants cooperation with this kind of country of Russia, and should believe in each other in the whole international business exchange and achieve new goals together.

It is suggested that the UK improve its understanding of the way of Russia in the future, clearly know the religious beliefs and dating etiquette of Russians, and discuss with each other in the way of communication, which will improve the probability of successful business negotiations between the two sides and promote the close relationship between the two countries.

As the world develops, business exchanges between countries have become more extensive, so negotiations between countries also play an important role.Britain has been trying to hold commercial negotiations with Russia to establish good international relations. Due to the cultural differences between Britain and Russia, sometimes cause some misunderstanding, leading to the negotiations between the two countries, after Britain many organizations and companies tried to communicate with Russia, but most end with failure, in which the British face a variety of difficulties and challenges, including language, religion and etiquette and so on (Tony, 1998).
So this report will revolve around the challenges that the British may encounter in international exchanges or business negotiations with the Russians and the Russian sensitivity to the communication process. It will also be worth thinking about which strategy the British will use to address the potential challenges faced when the conflict occurs.

In 1980, Hofstede published a transnational comparison of great cultural influence: value, behavior, system and organization, and finally summarized six cultural dimensions. They are the power distance, the avoidance of uncertainty, individualism, masculine femininity, long-term orientation or short-term orientation and indulgence versus restraint (Hofstede, 1982.)
The dimension of masculinity and femininity is one of them, depending mainly on the quality of representing men in a particular society, such as competition.Or it represents the qualities of women, such as modesty and men's affirmation of female function.If the larger the male index value, the more obvious the male tendency, the more prominent the male temperament.In contrast, the greater female value, the more prominent femininity (Hofstede, 1980).

In the course of negotiations with the Russian, if the British suddenly spoke a Russian word, it would stimulate the Russian sensitivity, stimulate each other, and would rather continue to communicate with themselves. But with regard to masculinity and femininity, this will be a potential challenge in the process of dialogue with Russia. Since men are usually higher than women in Russian business culture, Russian businesswomen often face a dominant business culture (Bolshevik, 1917).

For example, a British food company wants to enter the Russian market, so the British food restaurant sent a British representative to Russia to cooperate with the local Russian developers, and the Russian local developers sent a female representative inside the company to participate in the business conversation. During the exchange, the two sides reached a rental agreement to open a local food store in Russia. After the Russian female representative returned to the company, he told the co-founded male leader, who felt that the rent was less, so he finally denied the agreement.

So even if the UK has good business exchanges with Russia, because Russia is a more prominent country for men, men have higher decisions when the two disagree, the negotiations will still fail.

Therefore, to overcome the barriers to cross-cultural communication, the British should strengthen their capacity for cross-cultural communication.In communicating with the other party, it is very important to observe whether the other party's words and behavior violate the communication norms (Barton, 1954). The British should themselves recognize the impact of the environment on communication and demonstrate the appropriate language. Avoid overreaction and reduce unnecessary contradictions when the other party expresses what they cannot understand.At the same time, in order to complete emotional sharing, information transmission, let the other side understand what they want to express. We should learn in advance about Russian sensitive behavior, such as meeting giving gifts, to comfort them and raise the likelihood of successful business negotiations (Haule, 2004).

Power distance refers to the people with lower social status receiving the unequal distribution of power in a society or organization, the unequal scope of power that socially recognizes and accepts in an organization, largely showing the authority of power distance. As countries differ in their understanding of power, they vary greatly in dimensions. For Europeans and Americans, they do not particularly like power because they focus more on people's personal abilities. Asian countries attach more attention to their binding rights due to institutional reasons.In a state body and organization, members of less power expect and accept an unequal distribution of power (Hofstead, 1980).

When Britain conducts exchange talks with Russia, the distance of power will be a potentially significant challenge to the outcome of the negotiations.According to Russia's six latitudes in 2021, its power distance is 93, which is a typical power holder with social status in society (Green, 2021). In the meantime, for the sensitivity of the Russians, the British talks as visitors should anyway speak in a calm and gentle manner, and they had a strong sensitivity to the way they spoke.

For example, Nike wants to get a bigger commercial market from Russia, so the British side sent a representative to Russia to negotiate with the local shoe factory, when the two sides reached a consensus, but the Russian local government does not support the manufacturer to produce new Nike shoes in Russia, eventually because of Russia's obvious right distance problem led to develop market failure (Locke, 2007).
The barriers to intercultural communication between countries are mainly due to the lack of knowledge of the culture differences (Hall, 1987). If the UK wants to reduce cultural differences in the future, this type of potential challenges, need to set up cultural differences strategy, multifaceted understanding and learning between cultural differences, correctly view the various cultures of different countries, by understanding the differences between cultures, reduce the probability of conflict, establish active awareness of cultural differences in others (Gardner, 1962). For example, we can read books, cases, and consult relevant information to avoid cultural conflicts between countries.

Individualism or collectivism measures whether a certain society is generally focused on individual interests or collective interests (Hofstede, 1980). Individualism represents that the relationship between people in society is loose, and people are more inclined to be and focus on their own small families. However, the collectivism society pays attention to the great relationship among the ethnic groups, cares about the big family, and also gives people continuous protection. Individuals must be absolutely loyal to the ethnic groups.

According to a 2021 survey of individualism and collectivism in Russia, 61% of Russia is human to collectivism (Jack, 2021). For example, if the Russians plan to go out with their friends, they will not say, "my friends," they will say, "we and our friends." Therefore, in the eyes of the Russians, their family, their friends and their community are as important to them.

For Russian sensitivity, the British should dress neatly in business talks between both sides.Because for the Russians, they really value themselves and each other's wear very much. If they dress neatly and let the Russians appreciate their clothes, it will greatly improve the probability of successful business exchanges (Tom, 1998).

But Britain, as an extremely high individualist state, is exactly the opposite of the mostly collectivist Russia. This will be a potential challenge for the British. For example, if a deal is reached during business exchanges between the UK and Russia, a British company can sign it at any time, but Russian companies want to get people within their companies to decide whether to implement the agreement. So this will greatly reduce the efficiency of business negotiations between Britain and Russia (Toomre, 1997).
Therefore, before facing the potential challenges of collectivism, Britain conducts cultural integration that allows common ground and integrates differences (Kane, 2005). Through the different cultures between Britain and Russia, integration to maximize profits. For example, the UK should pay attention to respect and understanding, and communicate with each other with an equal attitude (Barnett, 2004).
Neutral culture dimension refers to a culture where people generally suppress their emotions and keep calm in life. It is a culture of suppressing emotions.Emotional cultural dimension refers to how people often release their emotions in their daily life, such as laughing when they are excited and exchanging warm greetings from each other (Turner, 1997).

Britain has always been a neutral cultural country, and Russia is an emotional and cultural dimension country (Leo, 2010). The two countries will speak in the way of business communication completely differently. Probably when the British first met with the Russians about business, the British brought some small gifts that triggered the Russian sensitivity. Shouting that make Russians happy will make the British feel uncomfortable and affect the next business exchanges. So different cultures of emotion are a huge challenge for the British. The British needed to adapt early to the Russian emotional culture to avoid unnecessary misunderstanding between the two sides and thus defeat the business talks (Surkoa, 2008).
For Britain, if the British want to improve the probability of successful business negotiations with Russia, the British themselves should recognize the differences between culture, think from the perspective of Russians, objective and fair understanding of the culture between Russians, will reduce the factors of cultural barriers (Tim, 2016).

Universalism refers to the use of thought and practice and around the world, in countries where universalism is higher, people pay more attention to the rules of form, like doing a business. Special theory is the environment determines thought and practice, some things can not do exactly the same.In highly specialist countries, relevant legal contracts are always modified (Turner, 1980).

As a universalist country, Britain attaches great importance to form. Talking about business with Russia, a special theory of completely different cultures, will face the potential challenge of finally making a temporary change of mind (Jack, 1996). For example, the British learned about the sensitivity of Russian punctuality in advance. The two sides agreed on a fixed time to meet about business in advance. And the British arrived at the location in advance, but the Russians called to say they wanted to have talks another day. It's impolite for the British, but Russians think it's normal because Russians always change their minds at the last minute than they feel nothing wrong. Thus, this would create a gap between the parties and would not be conducive to negotiations to complete the business.

So when the British face with the different cultural habits of other countries, the British can try to change themselves. Turn their own mentality into "go home with the customs". Adopt the strategy of moderate principle, neither blindly pursue the culture of each other's country, nor forget their own local culture. Locate a balance point (White, 2003).
This report uses Hofstede’s theory and Hampden-Turner’s theory to analyze from the British perspective various potential challenges encountered in the process of business communication with Russia, which involves the sensitivity of some Russians and the way of treatment when the British encounter difficulties in communicating with Russians. It is concluded that Russia is a high-context country and should have good relations with Russia if Britain wants to broaden its market to Russia in the future. Trust each other in the process of communication, learn to advance the Russian customs, wear, basic etiquette and so on. Mastering the sensitivity of the Russians will help Britain make a good impression on each other before the negotiating business, indirectly helping both sides to improve the efficiency of international exchanges.

According to the case of business exchanges between Britain and Russia, and found various potential challenges encountered in the communication process, it is suggested that the UK improve the following aspects to face the future international business exchanges.

First, respect the cultural differences and learn. The cultural differences between accepting countries, when realizing that there is something different from the other party's culture, need to calm down and listen to the meaning of the other party's expression. Take the initiative to learn to negotiate the culture of the other party's country, and exercise their ability, such as constantly training the communication with people from different countries in behavior. Avoid the unnecessary contradictions in the communication process as much as possible.

Second, establish a correct sense of cultural differences. Cultural diversity is inevitable, and the other side's cultural differences should be faced with the right state of mind. Conferences on international business exchanges learn to be tolerant and think from the other side's perspective. Establish a good way of communication, break through the cultural differences between the two sides, and then achieve effective communication.

Finally, accept the other person's culture. The customs and habits between countries must be different. We should do the right thing at the right time. For example, before meeting with other countries for business exchanges, determine whether the other time is appropriate and whether there is on holiday during this period. Therefore, it is very important to establish a clear customs and culture between both sides.
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