

[bookmark: _Toc24787]Executive Summary
The report explores the communication problems faced by British clothing retailers in the Chinese market. The report uses Hall's high-context and low-context cultures, Hofstede's cultural dimensions and Trompenaar's seven dimensions to explain these problems. The findings suggest that UK companies often fail to adjust their communication styles to China's high-context culture. This leads to misunderstandings and reduces trust. Relationship building is important in high context cultures and companies need to emphasise informal meetings and non-verbal communication. UK companies also rely too much on strict contracts and personal goals, while Chinese culture places more emphasis on relationships and teamwork. This difference creates problems. The report suggests that companies need to be more flexible by adapting contracts and incorporating local traditions in their marketing. Training staff to understand cultural differences, organising informal events and adopting the right management style can help companies succeed in international markets.
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1. [bookmark: _Toc22152]Introduction

The objective of this report is to explore in depth the potential reasons for communication failures among British clothing retail companies in a cross-cultural context, and to propose feasible solutions based on an understanding of the impact of cultural differences on relationship building and business decision-making. These suggestions are based on Hall's theory of high and low context, Hofstede's cultural dimension model, and Trompenaars’ seven dimensions to culture.
This report is divided into the following sections
· Analyse the demand for key skills in cross-cultural business communication;
· Combining theoretical frameworks (Hall, Hofstede, Trenpner), explore the cultural differences between high and low contexts and their impact on relationship building;
· Propose theoretical based practical strategies to solve practical problems and promote business success.
[bookmark: _Toc10329]2.0 – Main Findings

This section analyzes the key elements of international business communication, with a focus on skill requirements, communication methods, cultural differences, and their impact on business relationship building. 
2.1 – International Business Communication
International business communication involves not only language exchange but also understanding and adapting to the culture of the target country. International business communication, as a comprehensive ability that includes language transmission, cultural understanding, and relationship management, is crucial for enterprises to conduct international business (Szkudlarek, et al., 2020).At the level of cultural values, there are objective cultural differences in the cultural values of different countries and regions, which may lead to various misunderstandings among parties in cross-cultural communication, causing various cross-cultural communication problems and affecting the quality and efficiency of cross-cultural communication among employees (Yang, Zhao & Liu, 2021). Therefore, for British clothing retailers, international business communication requires the ability to clearly convey information and the ability to identify and adapt to target cultures.

2.2 – Skills Requirements
· Cultural sensitivity refers to the ability of cultural sensitivity to serve as the core values and behavioral norms of the target market. In high context cultures, relationships and nonverbal signals can determine whether communication is effective (Reis, et al., 2022). There are significant cultural differences between China and the UK, and a lack of cultural sensitivity can lead to misunderstandings or conflicts in key communication areas for clothing retail companies, weakening cooperation relationships.
· In high context cultures, nonverbal communication skills play an important role in the transmission of nonverbal signals, including body language, intonation, and background information (Barros & Idrizi,2020). Effective nonverbal communication skills can promote the establishment of trust and understanding.
· The ability to build relationships is more important than contracts in high context cultures. Informal interactions such as business banquets and social events serve as long-term ways to establish trust (Dinçer, Yıldırım & Dil, 2024). Companies need to adopt relationship management strategies to consolidate the foundation of cooperation and ensure sustainable business development.
2.3 – Methods of Communication
2.3.1 - Halls High Low Context
	Feature
	Low-Context Culture (UK)
	High-Context Culture (China)

	Communication Style
	Direct and explicit communication that heavily relies on spoken and written language (Chen, 2023).
	Indirect and implicit communication, with a strong emphasis on non-verbal cues and context (Fu, 2021).

	Role of Contracts
	Contracts are viewed as binding, detailed agreements that define every aspect of cooperation Gao, 2024).
	Contracts serve as a starting point for relationships, often subject to flexibility and adjustments based on trust and relationships (Meyer, 2014).

	Focus of Relationships
	Task-oriented, where achieving objectives is prioritized over building relationships (Gao, 2024).
	Relationship-oriented, where building trust and maintaining long-term relationships take precedence over immediate tasks (Gao, 2024).

	Information Sharing
	Transparency and clarity in information sharing are critical; misunderstandings are minimized through explicit communication (Levitt, 2022). 
	Information is often implied and must be inferred from the context; non-verbal signals carry significant weight (Levitt, 2022).

	Decision-Making
	Decisions are made based on clear facts and logical arguments presented explicitly (Levitt, 2022).
	Decisions are influenced by relationships, mutual understanding, and subtle negotiations (Levitt, 2022).

	Cultural Flexibility
	Rigid adherence to rules and standardized practices ensures predictability and uniformity (Levitt, 2022).
	Flexible and adaptive to the situation, emphasizing harmony and relational dynamics over strict procedures (Levitt, 2022).


(Creative by myself)
The difference between high context culture and low context culture is important for enterprises to enter new markets. If British clothing retail companies do not adapt to the communication characteristics of Chinese culture, there will be problems such as lack of trust and relationship breakdown, and in severe cases, risks such as decreased operational efficiency and market reputation of the company. It should be noted that not all cultures can be simply classified as high context or low context cultures, and there may also be changes and transformations between different cultures (Guan, 2024). In cross-cultural communication, it is necessary to make judgments and adjustments based on specific situations to avoid misunderstandings and conflicts caused by cultural differences. It is worth noting that high context and low context are not absolute, but rather a tendency that exists in cultural and social environments. Therefore, in cross-cultural communication, understanding and respecting the other person's cultural background and communication style, as well as paying attention to personal expression and attitude, are all very important (Wu, Yama and Zakaria, 2023).

2.4 – Effective Communication
Effective communication depends on whether the company can strike a balance between cultural adaptation and communication strategies. British clothing companies entering the Chinese market first need to pay attention to the communication of context and cultural clues. In Chinese high context culture, information transmission and communication are carried out through body language, contextual connections, scenes, and so on. Effective communication means that businesses need to combine verbal and nonverbal signals. For example, in formal business negotiations, British companies can use language such as intonation and body language to express respect and concern, while ensuring that contract terms are clear (Walter & Matar, 2024). In addition, the company also needs to cultivate empathy by integrating localized elements and collaborating with local teams. At the same time, British clothing companies can design communication methods that conform to cultural habits, such as adding holiday greetings in emails or face-to-face interactions, to enhance trust (Trompenaars & Hampden Turner, 1998). Effective communication can help businesses efficiently and flexibly respond to relationship maintenance and information transmission in different cultural environment.
2.5 – International Culture
2.5.1 - Trompenaar’s 7 dimensions to culture
	Dimension
	Description
	UK 
	China 

	Universalism vs. Particularism
	Focus on rules and contracts versus relationship-based flexibility.
	Emphasizes strict adherence to rules and contracts (Qi & Ling, 2020).
	Adjusts rules based on relationships and context (Qi & Ling, 2020).

	Individualism vs. Collectivism
	Prioritization of individual achievements or group benefits.
	Values individual autonomy and personal achievements (Piskulova, 2023).
	Emphasizes group harmony and collective goals (Piskulova, 2023).

	Affective vs. Neutral
	Expression of emotions in cultural interactions.
	Maintains emotional neutrality and professionalism (Piskulova, 2023).
	Expresses emotions openly, especially in informal settings (Piskulova, 2023).

	Specific vs. Diffuse
	Whether interactions are task-focused or relationship-oriented.
	Focuses on specific tasks and short-term goals (Kosse, 2022).
	Prioritizes holistic relationships and long-term cooperation (Tao, & Li,2020).

	Achievement vs. Ascription
	Basis of success: personal achievements or attributed status.
	Success is based on merit and achievements (Kosse, 2022).
	Status often derives from relationships and seniority (Tao, & Li,2020).

	Sequential vs. Synchronous
	Approach to time: linear versus flexible and simultaneous.
	Time is linear, with projects planned in phases (Sachdeva, 2020).
	Time is flexible, with priorities adjusted dynamically (Tao, & Li,2020).

	Internal vs. External Control
	Relationship with the environment: controlling it versus adapting to it.
	Aims to control and predict the environment (Sachdeva, 2020).
	Focuses on harmony with the environment and adapts to changes (Tao, & Li,2020).


Table2 Trompenaars’ 7 Dimensions of Culture
(Creative by myself)
British clothing retail companies can address cultural differences analyzed in Trompenaars' 7 Dimensions of Culture by incorporating flexibility into contracts and utilizing informal interactions to promote emotional engagement, thereby better expanding in the Chinese market.
2.6 – Importance of Building Relationships
The relationship in international business cooperation is the foundation of trust and long-term cooperation (Dobracal, 2020). As a high context culture in China, British clothing retail companies need to establish relationships with customers or partners through holiday celebrations, organizing business banquets, or supporting community projects to reduce the uncertainty caused by cultural differences. The investment in relationships requires a lot of time and resources, and the events held need to promote the company's emotional closeness to Chinese partners while expressing respect for local culture (Meyer, 2014). Chinese culture attaches great importance to relationships, and if British clothing retail companies do not value relationships, they will lose their market competitive advantage (Wang et al., 2024).
2.7 – How to build Trust
Ways for British clothing retail companies to establish trust in the Chinese market
· Participate in informal interactions. Informal interactions such as business banquets and holiday greetings can demonstrate the sincerity of the enterprise and its emphasis on cooperative relationships. For example, giving culturally significant gifts to British clothing during the Spring Festival can enhance emotional connections among partners (Trompenaars & Hampden Turner, 1998).
· Flexible adjustment of contracts. Collaboration in high context cultures relies on relationships and trust, so British clothing retail companies need to ensure a certain degree of flexibility in the execution of contract terms to cope with unexpected situations (Hofstede, 2010).
· Demonstrate cultural adaptability. British clothing retail companies can demonstrate their adaptability to local culture by hiring employees or consultants who are familiar with the local culture to help coordinate cross-cultural communication (Meyer, 2014).
2.8 – Failed Relationships 
The failure in cross-cultural cooperation is related to the neglect of cultural differences and improper communication methods.
· Cultural misunderstanding. The differences in communication styles between high and low context cultures can easily lead to misunderstandings. For example, the direct communication methods adopted by British companies in the Chinese market may be considered inflexible (Adanlawo, Reddy& Rugbeer, 2021).
· [bookmark: _Toc25734]Neglecting relationship building. In high context cultures, companies that rely on contracts and neglect the establishment of informal relationships may be seen as indifferent and disrespectful to the culture (Su, et al., 2023). 
· The conflict between short-term orientation and long-term orientation. British companies focus on short-term goals, while Chinese culture values the maintenance of long-term relationships. If a company is eager to pursue short-term profits, it will be difficult to meet the expectations of local partners for long-term cooperation (Li, et al., 2020). Specifically, UK companies are more focused on short-term quarterly profit targets, and they will control costs and delivery times through strict contract terms. Chinese partners place greater emphasis on establishing long-term trust relationships. They do not place too much emphasis on short-term profits, but rather hope to accumulate profits through long-term cooperation, even if the single profit is small. The short-term orientation of British companies may lead Chinese partners to believe that the British company lacks sincerity, ultimately reducing trust in the long-term cooperation between the two parties and having a negative impact on the sustainable development of the business (Li, et al., 2020).
3.0 – Conclusions

3.1 Differences in Communication Methods
British culture is a typical low context culture, while Chinese culture represents high context culture (Meyer, 2014). The differences in communication methods can lead to issues such as a lack of empathy among British companies when dealing with problems. For example, when supply chain partners need to adjust delivery dates due to uncontrollable factors, British companies may only emphasize strict adherence to contract terms while neglecting flexible handling of issues in high context cultures. It will be perceived by Chinese partners as lacking sincerity and cultural sensitivity, ultimately weakening the trust between both parties. Therefore, in order to effectively work with people from different cultural backgrounds, British clothing retail companies need to make correct cultural attributions about the environment they face, put themselves in their shoes, and attribute from the other party's perspective. At the same time, companies need to cultivate employees' cultural sensitivity, learn nonverbal signals and flexible communication methods to establish deep and intimate relationships with partners.
3.2 The Importance of Relationship Building
Business cooperation in low context cultures is goal and task oriented, with a strong emphasis on efficiency and results (Trompenaars & Hampden Turner, 1998). British companies measure the success of cooperative relationships by completing projects, and do not place much emphasis on informal interactions. However, Chinese culture places great emphasis on relationships, and stable interpersonal relationships are the foundation for commercial success in the Chinese market. Informal social activities in Chinese business activities are used to establish trust and strengthen cooperative relationships. Once British companies lack awareness of the importance of informal interaction, they may be seen as disrespecting cultural traditions. Therefore, British companies need to participate in local informal interactions and actively learn about local cultural customs. At the same time, companies can establish dedicated relationship management teams to ensure the establishment of long-term emotional bonds.
3.3 Conflicts in Management Methods
The management style of British companies is characterized by flatness, with a focus on equal distribution of power and employee autonomy (Hofstede, 2010). Flattening is the foundation for improving communication efficiency and decision-making flexibility in low power distance cultures. However, in China, the culture of high-power distance emphasizes a hierarchical system and authority. Chinese employees value clear leadership instructions. British companies need to demonstrate strong leadership in important decisions, otherwise they may be perceived by employees as unprofessional. Cultural misalignment can lead to a decrease in the influence of the company within the local team and a decrease in employee morale. British companies may need to balance their internal flat structure with external high-power distance demands.
3.4 Deviation of Marketing Strategy
The individualistic values of British companies in their marketing strategies, such as emphasizing individual expression and the importance of independence and freedom, are a reflection of the British culture's emphasis on personal achievement (Hofstede, 2010). But in China's collectivist culture, consumers value family values and group interests more. The individualistic cultural characteristics of enterprises in marketing activities may not necessarily resonate emotionally with the target audience. Therefore, in order to enhance brand appeal, British clothing retail companies need to focus on themes such as family, group, and social harmony in their marketing strategies (Griffin & Pustay, 2020).
[bookmark: _Toc31694]4.0 – Recommendations

The following elaborates on the implementation methods from the aspects of communication methods, relationship building, management style, marketing strategies, and contract flexibility.
4.1 Adjustment of Communication Methods
Hall (1976) believed that in high context cultures, implicit information and nonverbal signals are the core of communication, while in low context cultures, explicit communication is achieved through language and written expression.
· Cultural sensitivity training. Cultural adaptation training can help employees identify nonverbal signals in high context cultures, such as intonation, facial expressions, and background information, which can alleviate cooperation barriers caused by communication misunderstandings (Moon, Choi, B.K & Jung, 2019).
· Multi-level communication mechanism. Adding informal communication channels beyond formal contracts and meetings can include regular internal symposiums, partner networking events, etc., to enhance bilateral trust and understanding (Trompenaars & Hampden Turner, 1998).
4.2 Strategies for Relationship Building
Trompenaars & Hampden Turner's dimensions of universalism and particularism, as well as Hofstede's dimensions of collectivism and individualism, argue that in high context cultures and collectivist societies, relationships (guanxi) are key to business cooperation.
· Informal social activities: Informal interaction can establish long-term trust and cooperative relationships (Hofstede, 2010). Enterprises can hold business banquets, holiday celebrations, and other events to build closer relationships with local partners. For example, giving gifts or participating in traditional celebration activities during the Spring Festival to show respect for local culture.
· Localized team building: Hire local managers familiar with the target market culture to address cultural challenges. This can increase the sensitivity of enterprises to cultural details and enhance the trust foundation with local partners (Meyer, 2014).
· Institutionalize relationship management: Establish a dedicated relationship management team responsible for maintaining long-term relationships with suppliers, customers, and other stakeholders (Ng, Van Dyne & Ang, 2019).
4.3 Adjustment of Management Style
Hofstede's (2010) dimension of power distance suggests that high power distance cultures tend towards hierarchical management styles, while low power distance cultures tend towards flatter structures and employee autonomy.
· Strengthen the authority of the leadership: In a culture of high-power distance, companies can execute decisions with clear leadership roles (Hofstede, 2010). British companies can utilize authoritative managers as local leaders to meet the expectations of local teams.
· Dual track management mode: Retaining the internal flat management model while showcasing more centralized leadership authority to enhance partners' trust in the enterprise (Meyer, 2014).
· Clear work instructions: Provide specific and clear task objectives to help local teams better execute tasks and avoid communication confusion caused by cultural differences (Trompenaars & Hampden Turner, 1998).
4.4 Localization of Marketing Strategies
The embodiment of family and group values Consumers in collectivist cultures tend to focus on family and group interests (Hofstede, 2010). Enterprises attach great importance to themes such as family values and social harmony in their advertising campaigns, such as storytelling advertisements that depict scenes of family reunion or teamwork.
· Incorporate local cultural elements. Incorporating traditional cultural symbols such as festivals and artistic elements into the brand image to enhance emotional resonance between the brand and local consumers (Meyer, 2014).
· Localized market research. Collaborate with local marketing teams to gain a deeper understanding of consumer behaviour and preferences, ensuring that advertising language, imagery, and communication channels conform to cultural norms (Trompenaars & Hampden Turner, 1998).
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