
Introduction

‌International business communication refers to the process of information exchange and coordination between business entities in different countries and regions in order to achieve business objectives in the context of globalization. International business communication promotes the orderly development of the global economy. By establishing trade relations and signing cooperation agreements, countries can achieve optimal allocation of resources and market expansion, and secondly, international business communication contributes to the integration of different countries and different corporate cultures. It provides an opportunity for business cooperation in different countries and regions to understand and experience different cultures, promotes the development of multiculturalism in enterprises. Through effective communication skills, businesses can build a stronger impact, and business communication helps to build and maintain professional relationships between businesses and external stakeholders. Good communication can enhance the corporate image, improve customer satisfaction, improve the relationship between suppliers and partners, and thus enhance the overall competitiveness of the enterprise. In order to better understand the impact of communication and culture on business, and how to apply the advantages of communication to real-world business communication. After communicating and discussing with my supervisor, I first settled on a paper on my findings and recommendations for listing to the board of directors of a retail group. Critically assess and discuss the importance of cross-cultural communication and overcome the challenges that may arise in the process of relationship building, explore the competencies and skills to build effective communication relationships, and evaluate the potential impact and causes of failure in international business communication to facilitate successful international business communication. 

1.0 The importance of international business communication

This stage of the dissertation mainly describes the skills and communication methods of international business communication. The 7 cultural dimensions of Hall's High and Low Context Communication and Trompenaars in this paper will be used to critically evaluate the effectiveness of international business communication, the ways in which it is effectively communicated in international business communication, and the impact of different international cultures on international business communication. and the importance of building relationships in business communication, how to build trust and the impact of failed relationships. （Jordan，2024）


1.1 The impact of international business communication


Globalization has promoted cross-cultural cooperation and development, and the business environment's attitude towards international business communication is diverse, but international business communication is still influenced by cultural, economic, legal, scientific and technological development. （Andrew，2024）For example, Starbucks and McDonald's can quickly make product adjustments after entering China and customize products that meet the tastes of Chinese. After the IKEA Ignore Women ad aired in Saudi Arabia, the lack of communication and the lack of public relations response caused IKEA to be affected by political resistance and economic sanctions in Saudi Arabia. （Dirk，2021）

1.2 The importance of communication style

Engaging in international business communication requires the use of specific and accurate language: In business negotiations, the use of specific and accurate language, supplemented by numerical proof, can strengthen the strength of the negotiation. Unless it's a strategic necessity, you should avoid using vague language to avoid misunderstandings. （Andrew，2024）It is very important to show politeness and respect in international communication.  Working in international business communication requires an understanding of the cultural context of different countries: cultural differences in different countries affect the way communication is conducted. For example, the Americans prefer direct negotiations, while Germany and France prefer to speak at length to emphasize their strengths. In communication, it is necessary to pay attention to avoid cultural conflicts, and in business communication, observing etiquette and maintaining good manners can increase the goodwill of the other party. （Kusum，2020）

Negotiation Strategy Appropriate concessions in negotiations can increase the level of customer satisfaction with you but make concessions just right and avoid excessive concessions. Patient negotiators can take advantage of the impasse to put pressure on their opponents and thus reach a more favorable agreement Seize the initiative: through a strategy of "retreating to advance", temporarily retreating for greater benefits. （François，2020）

1.3 The impact of high- and low-context cultures on international business communication

As a company with sports shoes and apparel retail as its core business, Nike needs to pay attention to the impact of high-context culture and low-context culture on business communication, customer communication and management communication when entering the Southeast Asian market. Southeast Asian countries are culturally complex, with most countries, such as Thailand and Indonesia, belonging to high-context cultures, while a few regions, such as Singapore, are low-context cultures. （Justin，2024）

High-context culture emphasizes the context, associations, and basic values of all parties involved in communication. In such cultures, such as China and Japan in international business communication, most of the information is conveyed through body language, special tones, and environmental nuances. High context cultures tend to express themselves indirectly, valuing relational building and close contact. This culture is especially pronounced in countries such as Thailand, Indonesia, Malaysia, etc. Consumers with high-context cultures pay more attention to the value and emotional connection behind the brand, rather than just the function of the product itself. Business communication in high-context countries is more about emotional connection. The business environment created by high-context countries expects Nike to focus on building long-term trust in its interactions with consumers, suppliers and partners. （Justin，2024）

Low-context cultures, on the other hand, focus on clear, direct messaging, such as: In this type of culture, the clear language already disseminates most of the information, and business negotiations go straight to the point and avoid pleasantries. Low context cultures prefer formal information and direct communication. In international business communication, it is important to understand and adapt to the contextual characteristics of different cultures. The differences between high-context and low-context cultures affect communication styles, negotiation strategies, and trust-building. This culture is particularly evident in Singapore. Consumers in low-context culture countries pay attention to the cost-effectiveness and innovation of products, and consumers in early warning countries are generally more receptive to clear and straightforward advertising information, and consumers are more accustomed to expressing opinions directly and expect fast and clear feedback. （François，2020）

The high and low contextual cultural differences in the Southeast Asian market mean that Nike needs to adopt a flexible adaptation strategy. When large retailers enter the Southeast Asian market, they can adopt a dual-track strategy, for example, in high-context cultural markets (such as Thailand and Indonesia), focus on cultural localization and strengthen relationship building; In low-context cultural markets such as Singapore, you can copy the propaganda methods of European and American countries and adopt more transparent and straightforward publicity strategies.

1.4 The meaning of effective communication

Effective communication refers to the process in which the sender of the message accurately delivers the message to the receiver in an appropriate manner and ensures that the receiver can correctly understand the content and intent of the message, while both parties are able to provide timely feedback and reach a consensus. （Andrew，2024）

Effective international business communication can promote exchanges and cooperation between enterprises and international partners, customers and suppliers, establish good relationships, enhance mutual understanding and trust, and be conducive to future business cooperation and development. （George，2022）

In international business, cross-cultural communication is inevitable. Effective international business communication can help enterprises better understand and respect the cultural differences of different countries and regions, avoid misunderstandings and contradictions caused by cultural conflicts, and improve the success rate of enterprises in transnational operations. （Brent，2020）

Effective communication can enhance corporate image and competitiveness: Good international business communication can enhance the image and competitiveness of enterprises. Through effective communication, enterprises can establish a professional, responsible, and honest image, increase the trust of customers and partners, and thus obtain more business opportunities and cooperation opportunities. （Daisy，2024）

2.0 The impact of international business communication on business
2.1 International Culture

‌
There are significant differences in the way different cultures communicate. Asian countries pay more attention to the establishment of relationships and indirect expression in business dealings, while Western countries such as the United States are more direct and efficient. （Andrew，2024）This difference can lead to misunderstandings and conflicts, so it's crucial to understand and adapt to different cultures' communication styles. Cultural differences can also affect negotiation styles and strategies. In some Asian countries, the negotiation process is more focused on building relationships and interactions, while in Western countries, negotiations are more focused on efficiency and results. This difference requires negotiators to adapt their strategies accordingly to suit different cultural contexts. Different cultural backgrounds give people different values and codes of conduct. In Western culture, there is a greater emphasis on freedom, equality, and competition. These differences can affect negotiators' behavior and decision-making processes, so understanding the other party's values and codes of conduct is fundamental to building trust and partnership. Strengthening cross-cultural communication skills and learning to think from the other person's cultural perspective will not only allow us to understand each other better, but also show respect and tolerance, and lay a good foundation for building a trusting relationship. （Brent，2024）

2.2 - Trompenaars’s 7 dimensions to culture
The 7 Cultural Dimensions of Trompenaars were proposed by Vons Joan Panus and are mainly used for cross-cultural management. The seven dimensions are:

‌Universalism vs. Particularism: This dimension is concerned with the importance of cultural treatment of rules and relationships. Universalists emphasize the importance of rules and standards, while particularists focus more on relationships and situations. When building a relationship, knowing whether the other person's culture is universalist or particularistic can help to better understand their behavior and decision-making process. Puma’s entry into China emphasizes strict enforcement and terms, while Chinese companies tend to have flexible commercial terms. （Barbara，2024）

‌Individualism vs. Collectivism: Individualists value individual achievement and independence, while collectivists emphasize the harmony of groups and societies. When building a relationship, understanding whether the other person's culture leans towards the individual or the group can help adjust communication and interaction patterns to better integrate with the other person's cultural context. When Japan imports French clothing, it is often a team that negotiates with the French foreign trade communication department, and Japanese companies place more emphasis on team consensus. （Barbara，2024）

‌Emotional Introverted vs. Affective Exposition: This dimension focuses on the way emotions are expressed. In cultures with introverted emotions, emotional expressions are more subtle, while in cultures with exposed emotions, emotional expressions are more direct and exaggerated. Understanding the other person's emotional expressions can help you better grasp the rhythm and depth of communication when building a relationship. The German company and the Singaporean company discussed the export of sneakers with a cold language style, while the Singapore team was enthusiastic in the memories and the body language was rich, and the two team members inevitably felt uncomfortable during the communication. （Barbara，2024）

‌Relational Specificity and Relational Diffusion: In relational cultures, intimacy and private space are valued, while in relational diffusion cultures, the boundaries between public space and personal space are blurred. Understanding the other person's cultural perception of the relationship can help avoid misunderstandings and conflicts when building and maintaining relationships. British companies and Thai companies in import meetings British companies want to focus only on business topics in business meetings, while Thailand is willing to conduct business exchanges through private opportunities. （Barbara，2024）

‌Achievement and Belonging: Achievement culture emphasizes personal achievement and status, while belonging culture emphasizes social belonging and individual roles. When building a relationship, understanding whether the other person's culture leans toward achievement or belonging can help you choose the right way to interact and communicate with each other. British companies care more about their abilities and experience when recruiting Korean engineers, while South Korea prefers to emphasize her corporate background. （Barbara，2024）

‌Sequential Time vs. Synchronous Time: In a sequential time culture, time is seen as a linear development, while in a synchronous time culture, time is seen as cyclical. Understanding the other person's cultural perception of time can help to better organize activities and communication when building relationships. The U.S. Exporters emphasizes the use of technology to change the quality of imported wool products, while the Vietnam Joint Importers focuses more on the quality of natural wool. （Barbara，2024）

‌Subjective Initiative and External Influences: In a subjective culture people are more dependent on internal motivation and self-drive, while in an externally influenced culture, people are more dependent on the external environment and the influence of others. Understanding how each other's cultures are driving can help you find common ground and a foundation for collaboration when building relationships The German team wanted to execute tasks strictly on timelines, while the Indonesian team was more accustomed to flexibly adjusting priorities, resulting in project delays. The UK team wanted to execute the mission strictly on a schedule, while the Philippines team preferred flexible event adjustments. （Barbara，2024）

2.3 - Importance of Building Relationships

Effective international business communication can promote communication and cooperation between enterprises and international partners, customers and suppliers. By establishing a good relationship, we can enhance mutual understanding and trust, solve various problems and contradictions in a timely manner, maintain the stability of cooperation, and promote the long-term development of enterprises. In international business, cross-cultural communication is inevitable. Effective international business communication can help enterprises better understand and respect the cultural differences of different countries and regions, avoid misunderstandings and contradictions caused by cultural conflicts, and improve the success rate of cross-border operations. Good international business communication can enhance the company's image and competitiveness. Through effective communication, enterprises can establish a professional, responsible, and honest image, increase the trust of customers and partners, and thus gain more business opportunities and cooperation opportunities. Good international business communication can also help enterprises explore international markets and achieve cross-border operations. In international business activities, effective communication helps enterprises understand and grasp the information of competitors, enhance the awareness of crisis and prevention, and improve the ability to deal with risks. （Kristen，2024）

2.4 The importance of building trust

Trust is the foundation of open communication. When a relationship of trust is established, communication is smoother, and information is exchanged. Trust reduces the risk of cooperation, makes both parties more willing to cooperate for a long time, makes both parties more willing to work for the common long-term interests, saves time and resources, and improves work efficiency. In a complex international business environment, trust can simplify the process of cooperation and speed up the decision-making process. Trust is a relationship of interdependence, where both parties rely on each other and cooperate to share risks and responsibilities to ensure the smooth progress of cooperation. At the beginning of the negotiation, find the same views of both parties and express them, so that the other party is subconsciously more like a partner, so that the subsequent communication is easy to develop in the direction of reaching a consensus. Set up communication exclusion zones in advance to ensure smooth communication. Maintain a friendly and tactful attitude in communication and avoid overly blunt or forceful language that can cause hostility and confrontation from the other party. （Andrew，2019）

2.5 Failed Relationships

There are significant differences in cultural backgrounds, values, and behaviors in different countries and regions, and language barriers are another important issue in international business communication. Language differences can not only lead to inaccurate information, but also to translation errors leading to misunderstandings. The nuances of language and the meaning of specific expressions can vary greatly across cultures, which makes communication more difficult. Psychological factors are also one of the reasons for communication difficulties and failures. Negotiators' attitudes, biases, biases, and past experiences can all affect the effectiveness of communication. For example, attitudes towards the other party, previous interactions with the other party, and personal preconceptions can all affect the negotiator's acceptance and willingness to cooperate. These issues can lead to the inability of both parties to effectively understand each other's intentions and needs, which can affect the smooth flow of negotiations. （Andrew，2019）








conclusions

This dissertation assesses international business communication to show readers the skills required in international communication, such as language proficiency, intercultural awareness, market insight, negotiation skills, etc. For example, the way of communication in national business communication is to use specific and precise language, avoid ambiguous language, and show politeness and respect to the other party. What are the beneficial and negative effects of high-context and low-context cultures on international business communication? How to achieve effective communication in international business communication to achieve the highest communication efficiency. In international business communication, details and skills are crucial. These skills can help us better understand each other and reach consensus in international business communication. International business communication is characterized by transnationality, diversity, complexity, and uncertainty. Transnationality means communication and cooperation involving multiple countries; Pluralism involves different countries, cultures and legal systems; Complexity manifests itself in multiple links and factors in the transaction process. 
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