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Executive Summary
People from different cultures communicate differently and attach different meanings to different communication behaviours in today's world of growing international business exchanges. Cultural diversity and communication abilities stand out among them, and regular business activities also result in a variety of cultural conflicts. For instance, while Western cultures place a greater emphasis on individualism and competition, the majority of Asian cultures promote harmony and unity. Intercultural miscommunication can result in conflicts and misunderstandings during communication.
Understanding and adjusting to various cultures, cultural differences, and communication styles, along with exercising sound judgement and strategically addressing potential cultural differences, are all necessary for effective business communication. As a result, it is crucial to research how cultural differences, communication abilities, and the development of cooperative relationships affect international business exchange activities.
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[bookmark: _Toc15094]1.0 Introduction
This article offers a thorough explanation through international business communication of the competencies needed to form a business partnership between the UK and China. In the fully developed global market of today, enterprises primarily develop their businesses through international market exploration and trade expansion. Many companies have switched their target markets from domestic to foreign due to the UK's domestic market becoming more and more saturated and in need of further development. Establishing international trade sales contracts with foreign companies is therefore crucial.(Dignen and Mcmaster, 2013)

































[bookmark: _Toc19357]2.0 Main Findings
[bookmark: _Toc23319]2.1 International Business Communication
International business communication has grown in importance as globalisation has intensified. In international trade, cooperation, and exchange, effective communication can lessen the likelihood of communication misunderstandings and conflicts while also fostering positive cooperative relationships and increasing work efficiency. International business communication is crucial because it fosters the development of cooperative relationships.(Dignen and Mcmaster, 2013)
In international business, teamwork is essential for success. People from various cultural backgrounds can develop mutual understanding, trust, and cooperation through effective communication. (Juan Carlos Palmer-Silveira, Ruiz-Garrido and Immaculada Fortanet-Gómez, 2008)
It is important to consider how cultural differences between the East and the West may affect international business cooperation if British apparel retailer BURBERRY decides to form a cooperative relationship with Chinese merchants. Enterprises can enhance the effectiveness and calibre of business cooperation by promoting and enhancing the understanding, respect, and response to cultural differences in order to gradually overcome cultural barriers in response to these differences. (Bovée and Thill, 2016)
Individuals from diverse cultural backgrounds have distinct thought processes, decision-making strategies, and modes of reasoning. People in Britain think that all problems can be solved as long as they apply Aristotle's logic to their solutions. However, issues can become very complex in China, and there are several steps involved in understanding and resolving issues. (Bovée and Thill, 2014)People rarely prefer linear logical reasoning; instead, understanding, dialectics, and intuition are essential for problem-solving. 
Different approaches to problem solving are a natural result of differing epistemologies. The general programme serves as both the foundation and the outline of other principles for Chinese negotiators. The UK emphasises concrete rather than the total because of the influence of analytical and linear thinking, which makes logical relationships between things the primary focus. As a result, unlike the Chinese, the British do not begin at the beginning of negotiations. They give more weight to specifics and give the overarching principles no thought at all. Consequently, they are used to being direct and uncomplicated. In light of this, BURBERRY retailers working with China should be mindful of language expression.

[bookmark: _Toc269]2.2 Skills Requirements
The need for business communication abilities is multifaceted. In order to prevent confusion and misunderstandings, the first thing to remember is to pay attention to the accuracy and conciseness of language. The second thing to remember is to take cultural differences into account. It's critical to comprehend the cultural background of the individuals you're speaking with, to show respect for their beliefs and practises, and to modify your communication tactics and approaches in light of their cultural traits.(Makay and Fetzer, 1984)Thirdly, listen intently, comprehend what is being said, and respond appropriately. We can handle issues and accomplish cooperation more effectively if we listen to the other party, communicate well with them, and build an understanding relationship with them. Lastly, since posture, facial expressions, and gaze can all transmit information, it is critical to pay attention to nonverbal communication. To improve expression, use your body language and facial expressions.(Bennie, 2003)
For instance, adequate preparation work should be done before communication when a BURBERRY retailer forms a cooperative relationship with Chinese customers. This preparation work should include researching the other party's economic background, regulatory policies, cultural customs, and other informational aspects. In order to avoid not knowing certain unique customs and taboos that may upset the other party and even affect the process of international business communication, it is necessary to learn as much as possible about the customs and culture of the other country and become familiar with the etiquette of business communication in the other country. to completely comprehend the circumstances by using all available resources, including those from other nations and cultures with pertinent interests. Furthermore, one must set up a precise positioning and cooperation process for their own goods, services, reputation, etc.(Kearney Rietmann, 1985)
BURGARY UK retailers still have to get past cultural barriers and enhance follow-up communication and cooperation. International business communication typically necessitates the use of translation, which calls for professional knowledge in addition to language proficiency in two languages. (Beisler, Scheeres and Pinner, 1993)Simultaneously, it is essential to possess a thorough comprehension of Chinese culture, significantly diminish the areas of language and culture that are unfamiliar to both sides, surmount communication obstacles related to language and non-language and culture, or even employ lighthearted language to do away with communication barriers.(Brieger and Comfort, 2000)

[bookmark: _Toc2027]2.3 – Methods of Communication
[bookmark: _Toc26429]2.3.1 - Halls High Low Context
From a British point of view, the majority of Britons consider it courteous to look someone in the eyes when speaking. They therefore prefer to look the other person in the eyes when they are speaking. British people see this as a sign of respect, as it can show the other person that they are aware of their interest in the current subject. Chinese people, however, may find this direct gaze and conversation unsettling. (Abramson, Moran and Harris, 2018)
Chinese people therefore try to avoid making direct eye contact with others because they perceive it as potentially uncomfortable. Furthermore, Chinese people are used to moving their eyes to avoid staring at other people, but British people find this rude and easily misinterpret these actions. Furthermore, Chinese people prefer to express their reluctance to others and to keep quiet when they are thinking about a problem. The British view silence as equal to disapproval, in contrast to the Chinese approach. The Chinese people will then become unhappy if you remind the other party to decide quickly.
BURBERRY may communicate with customers while looking for pleasant weather and locations. People's moods are easily influenced by the weather, and the negotiation location is no exception.(Lee, 2016) Although it can aid in better understanding, some people prefer to hold negotiations in the company. However, this can also easily cause the other party to feel oppressed by being away from home. To ensure a relaxed atmosphere before negotiations, it is best to select a conference room decorated in the style of the other party's nation, ideally at a high-end hotel or other third-party venue.
Burberry has the ability to select skilled negotiators, and there is some rivalry between the two sides in terms of communication staff strength when it comes to international business communication. Communication effectiveness is frequently influenced by the knowledge and psychological traits of the communicators. Generally speaking, negotiators should possess knowledge of psychology, economics, management, finance, foreign languages, pertinent national business customs and customs, engineering and technical aspects related to communication projects, in addition to essential professional knowledge such as international trade, international finance, international marketing, and international business law. 
Additionally, having a confident, decisive, and adventurous mindset is essential for an international business communicator. It is only through perseverance and facing obstacles head-on that we can triumph over them and avoid giving up.

[bookmark: _Toc4854]2.4 Effective Communication
The term "effective communication" describes the process of accurately and appropriately expressing oneself through meetings, speeches, dialogues, discussions, letters, and other channels in order to gain the other party's acceptance. Thinking carriers include listening, speaking, reading, and writing. It speaks to the organization's capacity to get past different obstacles and preserve the accuracy and dependability of information sharing.
British BURBERRY retailers need to put in some effort and prepare ahead of time in order to communicate with Chinese companies effectively. Furthermore, based on China's operating system, assumptions about the company's requirements and response are required. Retailers of BURBERRY products should focus more on all facets of the communication process with Chinese businesses and take the whole situation into account, as Chinese people like to approach things holistically. China, therefore, frequently prioritises principles over details. Considering how much more importance the UK places on interests and practical significance, this is especially important to note.

[bookmark: _Toc619]2.5 International Culture
[bookmark: _Toc11549]2.5.1 Trompenaar’s 7 dimensions to culture
The power distance measures how much a society can tolerate the unequal distribution of an organization's or company's rights among its members; in the UK, the power gap is comparatively small. Instead of a high concentration of power, the UK places an emphasis on equal power distribution. Hierarchy and power distance are related. Because different nations have different interpretations of the power bestowed upon them, there are notable variations in this cultural dimension between them. Certain cultures place a higher value on things like age, education, status, and authority, while others place less value on these things.(Neera Jain and Shoma Mukherji, 2012)
In China, a deeply communist nation where power is held by a small number of individuals, people view themselves as members of the collective. Stress the extreme concentration of power.(Burtness, Hulbert and Clark, 1985)
The degree to which vulnerable members of an organisation accept the unequal distribution of power in a society is known as power distance. It looks at how people feel about status, social class, and rights. People in nations with strong social hierarchies and high power distances respect their rights and status more. People in low power distance nations think they are in close proximity to authority and that they are on an equal footing with their superiors.
Therefore, in the course of BURBERRY and China's cooperative efforts, high-level decisions are typically grounded in logic and carried out with frequent scrutiny.

[bookmark: _Toc3842]2.6 Importance of Building Relationships
In order for international business cooperation to succeed, building strong interpersonal relationships and trust is essential. You can better understand the needs and expectations of the other party and offer more support and assistance for cooperation if you build a strong rapport with them. Honesty is the foundation of trust; making false promises or withholding information is not an option.(Golen and United States. Small Business Administration. Office Of Business Development, 1988)
In order for BURBERRY to form international partnerships, the idea of win-win cooperation is essential. When two parties can profit from a collaboration, it is said to be a win-win situation. Through the development of mutual trust, mutual benefit, and a mutually beneficial partnership, both sides can work together to accomplish business objectives and create enduring cooperation.
Have a robust communication system in place when forming international partnerships. The secret to successful international business exchanges is effective communication. The transmission and comprehension of information can be facilitated by establishing a robust communication system. When engaging in cross-border cooperation, it is imperative to take into account the diverse linguistic and cultural backgrounds of participants and utilise suitable communication techniques, like online meetings, multimedia communication, and translation.(Burtness, Hulbert and Clark, 1985)
Flexible adaptation to various environments is necessary for international business exchanges. This entails adjusting to the legal and regulatory frameworks, corporate cultures, traditions, and market demands of various nations and areas. Businesses need to be flexible, able to quickly modify their strategies, and able to function in a variety of settings.
Successful international business exchanges are built on the foundation of establishing long-term cooperative relationships. Long-term cooperation allows partners to build relationships based on trust and stability. Long-term collaborative partnerships can also lead to increased commercial prospects, shared advancement, and innovation.
Creating communication strategies: Since every communication is unique, specific strategies and related tactics need to be developed. Adopting a cooperative strategy can create a positive commercial relationship between both parties in transactions, making cooperation successful and beneficial to all parties. In some cases, the first communicator to make concessions may be seen as being in a weak position, leading the other party to exert pressure to obtain more concessions.(Hurley, 2012)

[bookmark: _Toc7122]2.7 How to build Trust
The concept of trust is crucial, as it serves as the basis for cooperation. It is vital to continuously, honestly, and honestly release one's own information, enhance credibility, broaden consensus areas, and boost dependability in order to win people over. More communication will result from trust, and increased communication will fortify the trusting relationship. Contrarily, when there is a lack of trust on both sides, confrontation is simple and only serves to increase mistrust.(Hall, 2011)
In order for British brands to expand internationally, they must face the global market, build brand awareness of BURBERRY, acquire credibility and trust in the industry through repeated testing, and take the lead in negotiations.(Madhukar R.K, n.d.)
Building mutual trust is essential in business negotiations. One of the main issues that needs to be resolved in international business exchanges with China is getting China to trust the UK's identity, cooperation, and brand. Building trust and amicable relationships in business requires consistent practise and sublimation in communication, actively fostering a laid-back and peaceful environment, actively showing enthusiasm for one another, honouring the cultural customs of business partners, and acting with integrity and seriousness in business dealings. All of these are essential steps in building trust.
Gaining clients' trust is an essential first step in international trade. One may argue that professional product knowledge and professional procedures for conducting foreign trade operations are what make a business successful or unsuccessful. (Forsyth and Kay, 2008)In order to better serve customers, BURBERRY should reach out to them, invite them to visit, solve problems for them, think through their needs, be honest with them, and don't overlook the little things.

[bookmark: _Toc5273]2.8 Failed Relationships 
Cross-cultural communication takes the form of international business exchange. as a result of the influence of various cultures, viewpoints, and negotiation conventions. Business communication staff may make major mistakes in the communication process and cause the parties to fail to cooperate if they are not aware of the cultural differences between the two parties. As a clothing brand in the UK, BURBERRY hardly ever uses reminder expressions and instead favours positive statements like affirmation and positive assurance. When questioned about specific initiatives or plans, BURBERRY representatives will give a direct response.Chinese language expression is more introverted than that of other languages, and they have a tendency to use ambiguous language—they frequently use the word "may" to imply a negative response.
The values of Chinese and Western cultures diverge significantly. (Chaturvedi and Mukesh Chaturvedi, 2008)Chinese businessmen, for instance, prioritise ideas like "human relations" and "face saving" in business cooperation, whereas Western businessmen place greater emphasis on contracts and laws and rational exchange. This distinction is especially noticeable during contract signing, business negotiations, and other phases. Failure to cooperate could result from this.(Basic Business Communication, n.d.)
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3.0 Conclusions
In conclusion, there may even be major conflicts and contradictions in international business communication between parties with different cultural backgrounds because of cultural differences between nations. If it's not handled correctly, cooperation may eventually break down. In business negotiations with diverse cultural backgrounds, this situation often arises, but it is not insurmountable. In order to form effective communication and support the success of international business communication between both parties, it is important that cooperating parties respect each other's cultural background and communication methods, even in the face of significant cultural differences between countries. 
Businesses can succeed in cross-border business transactions by comprehending the globalised business environment, gaining market share, sharing risks and resources, and offering a platform for globalisation. Achieving success in the interim requires a focus on win-win cooperation, the development of robust communication channels, adaptability to changing circumstances, and the creation of long-term cooperative relationships. Through proactive engagement in global business exchanges, enterprises can identify and form dependable global alliances, fostering their ongoing expansion and advancement.
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