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A reflective report on the barriers to international business communication between the UK and the Japan
Introduction
Business communication is any communication that aims to share information with both internal and external parties in order to further a company's core objectives. It involves the creation, exchange, listening to, and comprehension of communications amongst various groups of people using written and vocal formats(Bovee, 2008). The manner in which employees interact and do business is crucial to the success of the organization in the marketplace. Business communication might take place internally, amongst coworkers, or externally, between businesses or consumers. Verbal or nonverbal communication techniques might be used for this internal and external communication(Ruben and Gigliotti, 2017). Various obstacles can impede the recipient from understanding the information supplied by the sender in these internal and external communication modes, which are frequently present(Hemby, 2010).

It is inevitable that UK and Japan companies seeking business cooperation will encounter cases of failed business communication(Quirke, 2017). As a long-established British fashion brand, Ted baker responds to the trend of economic globalization and strives to collaborate with different countries. However, in a business negotiation, Ted baker failed in reaching a partnership with an Japanese company. This prompted Ted baker to reflect on the reasons for the failed business exchange and to identify possible solutions to be implemented in the next collaboration. The reflection includes the dilemma of international business communication, business communication strategies in high-context countries such as the Japan, and possible suggestions for business cooperation.

IBC situation between UK and Japan
Reviewing the entire content and process of business communication with the representatives of the American company, the British representatives found that they had overlooked the application of negotiation skills in Japan, a high-context country. According to Hall's high/low context theory, the culture of high context countries is characterized by people valuing 'context' over 'content' in the communication process, which required the British company to adapt their presentation and communication style to focus on the details of the negotiation process(Würtz, 2005). However, by focusing too much on the 'yes' or 'no' answers to the questions during the negotiations, the British representatives may have overlooked the need for further negotiations by the Japanese representatives because their high background culture did not allow them to address the British representatives directly on their need for further understanding Instead, they wanted the British representatives to stay in Japan for a few more days. The British company may not continue the negotiations until it hears a suitable response. But usually the way Japanese companies retain their partners is to allow them to stay in Japan for a few more days. It is undeniably true that the distinction between high and low context and eastern and western culture is not intended to highlight absolute dichotomies but rather to highlight the various tendencies of diverse and complex cultures. When interacting with groups of people from different nations, we need to consider workable communication strategies and modify our typical speaking styles to take into account the other party's cultural background. The specificity and complexity of cross-cultural backgrounds are essential to cooperation, particularly in the business world where effective communication is of utmost importance. The only way we can continuously improve our communication and behavior to prevent over-contextualization, which can lead to misunderstanding, and extreme under-contextualization, which can lead to inefficiency, is by understanding whether the other party is concerned with ideas, people, behavior, or other aspects.

The emergence of cross-cultural communication barriers is also one of the reasons for the failure of business communication in the UK and Japan. The emergence of cross-cultural communication barriers is also a cultural issue. People in different social environments are influenced and conditioned by their own national and social cultures in all aspects of their lives(Bandura, 2002). Therefore, the culture of communication disorders is a social phenomenon that is ethnoculturally different. Different cultures and different nationalities produce intercultural communication barriers. This is made more difficult by the specificity of business activities and the complexity of business English. British companies need to be aware of the difficulties and barriers to cross-cultural communication, in addition to the highly contextual nature of Japanese communication styles.
                                   Factors that lead to communication failure
As mentioned above, business communication failures in the UK and Japan are related to high and low context theory and cross-cultural communication barriers, so the factors that lead to business communication failures deserve the attention of UK companies.

Failure to understand the rules of communication in your respective culture can be costly in business. For example, Chinese people often say, 'Where are you going?' when greeting others. To these warm greetings, Anglo-Americans react with disbelief or displeasure, feeling that it is their own business and no one else's. The Japanese value gifts and like to give them as a sign of appreciation for cooperation. Western cultures do not have a concept of gift-giving. Gifts are of little value and are not given to satisfy a friend's needs, but to show goodwill. In addition, most Westerners have a strong sense of time, are efficient and time-poor, and have a strict distinction between work time and personal time. The differences in communication protocols formed by different cultures lead to misunderstandings on both sides. It is important to understand the rules of engagement on both sides in order to facilitate communication between them.

Differences in behavior can often lead to mistakes in business communication. In terms of table manners alone, behavioral differences between East and West are evident. The Western model of public communication is one of confronting one's real needs and confronting them as long as these needs are justified within the bounds of social norms. As far as behavior is concerned, Westerners never hide their willingness to eat what they like at the dinner table. In Japan, on the other hand, if someone eats a lot of food at the table, they are stigmatized. So in business exchanges, British companies need to respect the behavior of the countries they are negotiating with.

[bookmark: OLE_LINK1]Language-related obstacles. The majority of international business conversations are held in English, which is sometimes not the native tongue of both sides, making communication more challenging. The most typical example is the use and understanding of "yes" and "no". The Japanese say "Yes" as a sign of politeness, not approval. In fact, the word "Yes" has a wide range of meanings, including "understand" and "will give due consideration" in addition to the two mentioned above. The word "rejection" is likewise incredibly complicated. Some cultures do not encourage constructive disagreement, thus instead of using the word "no" directly to reject someone, they utilize ambiguous words and phrases.

Appropriate solutions
In addition to the underlying factors that cause barriers to business communication, the complexity of the business English language itself is also a definite cause of the barriers. It is also essential to understand the causes of business communication barriers and to adopt appropriate solutions. To communicate effectively, we need to correctly identify and understand the specific linguistic and non-linguistic behavioral functions of different national cultures and become familiar with their customary communication protocols in business activities. This will not only avoid blindly applying Chinese cultural habits to cross-cultural communication, but also provide a reference for correctly judging the behavioral activities of business people from different countries and nationalities. Secondly, it is important to understand the values of the partner country or company. To successfully conduct cross-cultural business communication, it is necessary to understand the behavioral norms, value standards and thinking patterns of the interlocutors, understand and respect each other's culture, recognize the impact of the differences between the two cultures on business communication, and create a climate of real cooperation and mutual trust to accomplish the finest cross-cultural communication. Thirdly, it is important to follow the common rules of economic subjects. In the reality of international business activities, there is also the issue of internationally agreed practices, such as special payment methods. Create a mutually agreeable condition for communication and mutually acceptable and mutually agreed rules that are acceptable to both parties. Common market rules can be seen as a response used by collaborators to bridge cultural differences in cooperative interactions.

Attention to detail is also a key focus of business communication. Appropriate avoidance is important. Those aspects of communication that are very different need to be avoided so that communication stays within a mutually acceptable range. For example, one should not ask for age or personal information when meeting someone for the first time or about someone they do not know well. In addition, inappropriate avoidance can also affect communication, assuming that in times of war, avoidance because of strong patriotism and nationalism can lead to suspicion on the part of the other person and cause communication to fail." Effective avoidance" is the key to communication. Learning to be tolerant can have unintended effects in negotiations. Normal intercultural communication requires us to look objectively at the legacy of history, to set aside prejudices about other countries or peoples and to look at the "inappropriate" aspects of their speech, such as the volume of language and bluntness, with a broad-mindedness that seeks to accommodate differences. In the West, there is a greater emphasis on objective perceptions and a tolerant attitude towards these can lead to better cooperation. In addition, adaptation is needed in communication, sometimes by consciously changing one's habits to bring them closer to those of the other person. Adjustment is more positive, more adaptive, more useful, and more difficult than the first two strategies.

                                                         Conclusion
International business communication is a relatively complex economic activity. During the negotiation process, there are many factors that can hinder the negotiation process. This paper reflects on the negotiations between Ted Baker and the Japanese representatives and analyses the reasons for the failure of business communication between the UK and Japan. One of the main reasons is the lack of understanding of high and low context countries and the difficulties faced by British companies in communicating across cultures. The factors leading to communication failures are summarized as 'different rules of communication', 'different ways of behaving' and 'different values'. The paper also suggests countermeasures to address these barriers to business communication failure, namely learning to avoid, tolerate and adapt to the culture of the other party when communicating.

                                                      Recommendations
1. Improving the quality of the negotiating team
Business negotiations are generally conducted between two teams, rather than between two personnel, thus the success of the negotiations is influenced by the team's overall strength as well as the competence and quality of the individual negotiators. Foreign-related business negotiations involve a wider range of theories and practices than domestic business negotiations, the project content is more complex and the requirements for negotiation ability and level are higher, which requires negotiators to have good character qualities and natural qualities (intelligence, character, etiquette), with a wealth of relevant theoretical training and practical experience. Therefore, importance should be attached to the comprehensive quality of negotiators, so that they can become familiar with international trade theories and relevant rules as soon as possible, understand the cultural customs and negotiation habits of the country where the negotiating opponent is located, and focus on mastering the basic procedures and decision-making mechanisms of international business negotiations; so that they can have a keen insight and accurate judgement. As far as the negotiation team is concerned, it is important to improve and optimize the structural relationship between negotiators in terms of subject knowledge, personality qualities and abilities, since improving their personal qualities and abilities.
Getting cultural differences right
Treating cultural differences correctly is an important factor in resolving communication barriers. Firstly, it is important to develop an awareness of cross-cultural negotiation, to resolve difficulties arising from differences in cultural practices between East and West on an equal and friendly basis, and to achieve a win-win situation for both sides at the level of relationships and benefits; secondly, it is important to have a tolerant attitude towards different cultures, to remain neutral, and to be willing and able to shift perspectives between cultures. In addition to having a theoretical understanding of interculturalism and the cultural characteristics of various nations, an international business negotiator must also be open-minded and tolerant, demonstrating understanding and respect rather than surprise, disbelief, boredom, or even contempt for the cultural norms of the other party, and not allowing the other party to do the same. Consequently, when many cultures clash in the negotiation setting. Learn to appreciate and tolerate others when various cultures clash during a negotiation, even in the tiniest of ways. However, engaging in cross-cultural conduct goes beyond merely adjusting to the other person or their ways of doing things. The secret is to develop the ability to see things from other people's perspectives and to obtain a thorough understanding of the cultural norms, social mores, and taboos of the opposing side to the negotiation. It is important to learn as much as possible about the customs and taboos of your negotiating counterpart before you interact with them, to avoid causing dissatisfaction or even affecting the course and outcome of the business negotiation by not understanding certain special considerations. If you are negotiating with the Japanese, you must pay attention to dress and etiquette to show that you are well groomed and well mannered.

Choose an appropriate negotiation strategy based on cultural differences
Before negotiations begin, negotiators usually make a series of plans on how to achieve their goals, but it is impossible to consider all the random factors that may arise during the negotiation process, and without the support of a flexible negotiation strategy, negotiations may reach an impasse. Negotiators should choose an appropriate negotiation strategy that is tailored to the actual circumstances of the negotiation and to the time, place, and person. Business negotiators must be familiar with the negotiating styles of businesspeople in different countries and take advantage of the situation to make the negotiations successful.
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