[image: ]		1703563 JINYANG HAN






International Business communication- The importance of Relationship Building

Author: JINYANG HAN











Content
1. Introduction	3
2. The valuable skill of building relationship	4
2.1 about relationships	4
2.2 the importance of relationships	4
2.2.1 staff	4
2.2.2 customers	4
2.2.3 Suppliers	5
2.2.4 Stakeholders	5
2.3 the Main Skill and Building relationship	6
2.3.1 The Main Skill	6
2.3.2 Building Relationship with customers	7
3. Conclusion	8
4. References	9



























[bookmark: _Toc499764440]1. Introduction
This essay is about international business communication. With the business develops rocket, the relationships in business are becoming more and more important. Thus, a problem comes out for the relationships, arguing the main relationship building. In the next content, this essay will solve it.

This essay critically evaluate the importance of relationship building in International business communication. Firstly, this essay will demonstrate that the kinds of relationships are. Secondary, according to the relationships, the importance of building them will be illustrated, which distribute to the advantages in successfully creating a relationship and the impacts in unsuccessfully setting a relationship. Finally, to compare with the relationships for which relationship is the main skill required for the successful international business communications professional. As well as, the corresponding evidence will be given. 

This essay is an academic article, so there are some theories and cases will be quoted from some famous book and journals. 























[bookmark: _Toc499764441]2. The valuable skill of building relationship
[bookmark: _Toc499764442]2.1 about relationships
Mitchell (2001) puts a point ' Traditional markets are extremely powerful but they have huge limitations. Real human exchange is much richer than market exchange. Whenever people deal with people in relationships or communicate (rather than markets) they not only exchange money for goods, they share ideas, opinions, information and insights. They have a say, They also tend to form affections, bonds, ties of loyalty, feelings of obligation and so on. They begin to share and exchange values as well as value. And the people whose values are most in tune with those around them tend to form the strongest, most supportive bonds with other people. ' And the core factor of it is the 'communication in relationship'. To be more specific, in International business communication, the key skill for successfully making a deal is the building relationship. In the business area, Egan (2011) divide the relationships into four chief components 'staffs, customers, suppliers and stakeholders', which are the direct roles to effect the commercial activities. Therefore, making a good business in a market needs a premium corporation which can build  excellent relationships between the corporation and those four roles.

[bookmark: _Toc499764443]2.2 the importance of relationships
[bookmark: _Toc499764444]2.2.1 staff
Mitchell (2001) thinks that staff is the basic role that effects the business development in the market. In other words, communicating with staffs is necessary. Specifically, the attitude of staffs will extremely influence the business. Obviously, if staffs do not works efficiently, the corporation will not create value in the market which will make the company's business became failed. Vice verse, if the company use the right way to communicate with staffs and bring them motivation, the efficiency of business will be increased so that corporation can make a deal successfully. The true evidence is groupon, the power company of online group buying in US, it has reduced a great number of staffs in order to reduce some unskilled staffs for saving its Chinese market. As ChinaNews (2013) shows, the action of wild redundancy cause the negative attitude of staffs. Thus, a company should build a good relationship with staffs, which is important in business.

[bookmark: _Toc499764445]2.2.2 customers
Generally, customers are components in a business deal and influence the final income for a company directly. According to the theory of Relationship Management (Mitchell 2001), the most ancient business was the pure exchange between real human. In the exchange process, relationships have played a essential role to influence the decision of members. Although, in this multi-cultural society, people also make decisions with their judgment. And the key factor is relationship between company and customer. In some deals, this kind of relationship can be called Brand loyalty. To build a Brand loyalty is not easy, which needs a company spending lots of time and money. Company needs to communicate with customers and require information in order create more value to customers. For instance, Starbucks (2017) announce that they often do questionnaire and interview to customer for improving their products and services. Thus, customers believe in Starbucks and bring the countable income to Starbucks. The report of Starbucks (2017) also illustrates the net profit are no less than 21,000 million dollar every years. As a result, to build a good relationship with customers can improve the net profit or development, which is the importance.

[bookmark: _Toc499764446]2.2.3 Suppliers
Supplier, a kind of relationships, can support the raw materials or products to the company. It is also important. It is shown as Relationship Management (Mitchell 2001), to build a right relationship can ensure a company having a good start in business. Obviously, before company make deal with customers, it communicate with suppliers firstly. Corporation receives the raw materials or products from suppliers, and the quality of suppliers' offering things affects the next deals. Actually, if a company cannot offer some premium things to customer, company will be limited in development. For example the KFC's chicken probelm:

'Yum Brands publicly apologized to KFC customers in China on Thursday after a high-profile official probe into chicken suppliers hurt its sales, according to The Wall Street Journal. Chinese officials are investigating whether "KFC purchased raw chicken with higher-than-permitted levels of antibiotics from two poultry suppliers," wrote the Journal. Sam Su, chairman and chief executive of Yum's China operations, said in a statement that the company failed to respond quickly and would strengthen management and supervision.'

According to the evidence, KFC had not built a right relationship with suppliers causing the problem in the business. And the right relationship means to build a good relationship with right suppliers.

[bookmark: _Toc499764447]2.2.4 Stakeholders
Stakeholders includes some relative members of company, members of company, customers, suppliers, debtors, competitors, authorities and shareholders. As Mitchell (2001) mentions, Stakeholders here stand for debtors, competitors authorities and shareholders. For debtors and shareholders, they are the capital source of company. Generally, debtors are institutions like bank. If company have not enough capital for business activities, debtors will support some capital for help when company build a good relationship with it. For competitors, in some market, a company have more than one competitors. So, to make a cooperation with competitor can help company to find opportunities for development. On this way, to build a good relationship with them is beneficial for company in business. For authorities, they are powerful institutions in business. Building good relationship can help a company avoiding some troublesome in business. Thus, stakeholders are also important.

[bookmark: _Toc499764448]2.3 the Main Skill and Building relationship
[bookmark: _Toc499764449]2.3.1 The Main Skill
As the relationships are introduced above. The core relationships which the company should build is the relationship of customers. It also according to the relationship management, the nature of business is exchange between humans. So, the most direct relationships are suppliers and customers. 

Obvious, suppliers can bring the company for some direct benefits in business. To be more specific, the benefits are lower cost and high quality goods. At least, those two benefits can prove the basic element of business development which is higher profit. For example, McDonald build a right relationship with suppliers in China. As McDonald (2017) shows, it choose the natural farm and get natural ingredients to produce it foods. It also gain less negative news than KFC like the case showed above. Therefore, building right relationship is beneficial for company's development in business. But, the best icon of development in business is the maximum profit. All kind of method in business communication works for the maximum profit.

To compare with building suppliers' relationship, to build a good customers' relationship is a better way to make maximum profit directly. Company makes deals with customers which is the main source to make profits. It also creates the maximum profit efficiently. Because, the trait of business is to get money. And to building suppliers' relationship just assist this way. The evidence of McDonald and KFC in Chinese market also can prove it. The Wall Street Journal (Ben 2003) shows 70 percent of Chicken market in China belong to KFC. Because, KFC have built a good relationship with customers the Brand loyalty. Although, KFC have more negative news than McDonald, it also win the preference of customers. Therefore, building a good relationship with customers is the most important things in business communication.

[bookmark: _Toc499764450]2.3.2 Building Relationship with customers
In the Relationship Management, Mitchell (2001) puts:
1. When the company comes into the other country's market, it should offers the good according to the customers.
2. If a company make some survey with customers, staffs of company should follow the culture of the region.
3. Wherever the market is, company should be honest to customers. If it make false things, it will be failed like the case of groupon above.





























[bookmark: _Toc499764451]3. Conclusion
In conclusion, the skills of International business communication are building relationships with staffs, suppliers, customers and stakeholders. In fact, the two relationships suppliers and customers can create direct benefits to company. That means they are the preferential relationships for company to build when a company comes into a market. By contrast, to build a relationship of customers can works for company's maximum profit efficiently, and building relationship of suppliers just can assist company get more profit. But customers can help a company wins the market easily. So, building customer's relationship is the main skill of business communication. Company can use those method to build that relationship, offering national products or services, making survey based culture of region and be honest.
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