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Executive Summary
The improvements in science and technology change business from a narrow, national one to a wide, international one by cutting down costs as well as lifting efficiency, which, in turn, arises another problem namely international business communication. This report addresses the matters needing attention during communicating with Italians for British. A literature review is provided to show what has been acknowledged before over international business communication, including Hall’s high context versus low context framework, Geert Hofstede’s six cultural dimensions model and Fons Trompenaar’s seven-dimension model, which is followed by a detailed discussion over cultural differences between Italy and Britain. The discussion shows that both Italian and British prefer to communicate more than normal and formal expressions through words and sentences. The body language, smiling face, facial expression, silence, eye contact and even intonation can be used to or be considered to contain some information. Despite the similarity, the point of Italian is closer to the highest point than British in Hall’s high context versus low context framework. Thus, the boundary spanning employee from the British firm should observe more carefully the partner employee’s other communication forms except verbal expression. In addition, British are typical collectivism, universalism, neutral and ascription-orientation. On the other hand, Italians are neither collectivism nor individualism, neither universalism nor particularism, neither achievement-orientation nor ascription-orientation, yet emotional. Thus, for British, Italians are less collectivism, less universalism, less ascription-orientation and more emotional. Based on the cultural differences, the British employee should express more about what they are thinking to come up with the Italian, no matter in which forms of communication, talk less about the group or the firm, but more about particular situations. 
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1. Introduction
International business is much more different from national one mainly owing to cultural differences which influence communications (Luo and Shenkar, 2011). This is because the economic exchanges (or what we call businesses) are carried out by people, especially boundary spanners, such as sourcing managers, selling managers, CEOs, and so on (Stamper and Johlke, 2015). And they are no longer rational-economic men assumed by traditional classic economy, but socialized people who bring their distinctive value and beliefs to the process of economic exchange, which are behavioral expressed as communication forms and other interactions (Aral and Walker, 2014). However, differences often bring conflicts, because an action accepted or even supported in one culture may be improper or impolite in another. Thus, firms or organizations dealing with international business should attach importance to interpersonal communications between boundary spanners in case of business failure caused by cultural misunderstanding (Fleming and Waguespack, 2016). 
The aim of this report is to explore the challenges for British to do business with Italians by clarifying the cultural differences as well as how to cope with them. First, a literature review is provided to show what has been acknowledged before over international business communication, including the theoretical analysis frameworks as well as their developments. Then, a specific case is presented, which will be discussed later about the challenges and solutions relevant to it. Finally, we arrive at a conclusion where the main ideas and suggestions will be summarized.
[bookmark: _Toc31853]2. Literature review
[bookmark: _Toc2833]2.1 Hall’s high context versus low context frameworks
[bookmark: _Hlk503798072]Several analysis models have been created by scholars to capture the cultural differences, one of which is Hall’s high context versus low context model (Kittler, Rygl and Mackinnon, 2011). In this framework, cultural difference is depicted in a line, one extreme of which refers to the highest context where the way of the communication weighs more than the content of the communication, and the other refers to the lowest context where the content of the communication is all of what is being expressed (Koo, Patten and Creed, 2011). Every culture can be represented by a specific point along the line, indicating the extent of the relative importance of the way and the content of the communication. The closer the point is to the highest context extreme, the more the way of communication is stressed in the cultures represented by the point. Under this circumstance, the contextual factors, such as body language, eye contact, facial expression, contain more information which will not expresses explicated through words and sentences. In the contrast, the closer the point is to the lowest context extreme, the less the way of communication is stressed in the cultures represented by the point. Thus, how you communicate, whether in interrogative sentence or declarative sentence, in silence or not, be summarized or not, is not important. All of the information needed to be conveyed is expressed by what is being said. For example, in German, someone says no means no, not or no need. But in China, it depends largely on the context. In fact, he who says no may means yes according to his eager eyes.
[bookmark: _Toc12286]2.2 Geert Hofstede’s six cultural dimensions
[bookmark: _Hlk503505320]Geert Hofstede’s six cultural dimensions model is another useful tool to analysis cultural differences (Jobs and Gilfoi, 2012). This framework provides six criteria to assess the cultures which can distinguish different cultures from each other, including the focus of responsibility, power distance, and attitude toward uncertainty, masculinity, time orientation and man orientation (Venaik and Brewer, 2013; Mooij and Hofstede, 2011). 
The dimension of the focus of responsibility classifies the cultures into individualism and collectivism according to the degree of dependence on which people define their happiness (Jobs and Gilfoi, 2012). In the cultures of individualism, people define themselves by their own accomplishments or traits. For example, Americans take the responsibility to take care of themselves rather than the families, or other organizational members. However, in the cultures of collectivism, people pay more attention to the collective accomplishments or traits, such as harmony and general prosperity. A typical example is Chinese.
The dimension of power distance refers to the attitude toward human inequity (Jobs and Gilfoi, 2012). The cultures with high power distance is more tolerant to human inequity, which often leads to hierarchical structures where the status and power are explicit and accepted largely. In contrast, the cultures with low power distance are less tolerant to human inequity and pursuits the situation where all men are equal without superiority or priority. Malaysia is a typical representation for the cultures of low power distance while Britain represents the opposite.
The dimension of the attitude toward uncertainty indicates how people look at and cope with uncertainty and risk (Jobs and Gilfoi, 2012). People in the context of risk-avoiding cultures hate to put themselves in the situations with high uncertainty. They prefer certainty or predictable circumstances under which they can act according to their plans and schedules without surprises. On the contrary, people in the context of risk-taking cultures welcome or even like uncertainty, such as gamble, which may bring them more benefit than as planned. Americans are apparent risk-taking while Chinese are apparent risk-avoiding, which can be told through their attitude toward buying a house.
Masculinity and feminism are two extremes representing the main focus of the group or collection (Jobs and Gilfoi, 2012). Masculinity gives priority to men and advocates a society governed by men where women are considered as objectivities. In the opposite, feminism gives priority to women and advocates a society governed by women where men are considered as objectivities. Of course, there are still middle way where men and women are given equal chances and power. Take China for instance, it has gone through the era of both feminism and masculinity, and is pursuing a society where men and women are equally treated.
Time orientation indicates the attention of a kind of cultures: the past, present, or future (Jobs and Gilfoi, 2012)? In the context of western cultures, time is taken seriously and it is shameful to waste time. Therefore, Americans cherish every moment at present or the near future. This can be proved by the form of performance evaluation. For instance, many organizations organize an evaluation for their employees less than a year. The Japanese, in contrary, treat time in a more long-term perspective, which can also be proved by their form of performance evaluation. Many Japanese firms organize an evaluation for their employees more than 10 years.
Man orientation regards people as good or evil, or a mixture of both (Jobs and Gilfoi, 2012). In some countries, people think themselves essentially integrity and kind-hearted, however, some think that the essence of man is hollow hearted. The views of the others tend to be between them, they think that people are essentially good, but have to be careful to not be used. This dimension of culture can be proved by the forms of leadership of managers in the organizations. Authoritarian or hierarchical forms of leadership may be found in the culture believed in hollow hearted essence. The cultures with emphasis on values of trust, involved-in or laissez-faire leadership are dominant. In mixed cultures, leadership style may emphasize on participation, but also has strict control systems to quickly identify irregularities.
[bookmark: _Toc11292][bookmark: _Hlk503505359]2.3Fons Trompenaar’s seven dimensions
Similarly, Fons Trompenaar’s seven cultural dimensions model is also a useful tool to analysis cultural differences (Bãlan and Vreja, 2013). This framework provides seven criteria to assess the cultures which can distinguish different cultures from each other, three of which is equal to Geert Hofstede’s six cultural dimensions: the focus of responsibility, time orientation and man orientation; and the other four of which include universalism or particularism, neutral or emotional, defuse or specific cultures and achievement or ascription (Chen and Ha, 2010). 
Universalism stresses to guide behavior with laws and regulations. It can’t vary from person to person. Particularism emphasizes on particular analysis on particular case, which is more flexible. The dimension of neutralization or emotional classifies the cultures according to the extent of emotional expression. Neutralization represents the cultures with weak emotional expression while emotional represents the opposite. The dimension of defuse or specific cultures is used to describe and explain the huge difference in terms of interpersonal communication. In the culture of achievement-orientation, a person's social status and evaluation by others mainly result from his recent performance and achievements. Yet, in the context of ascription-orientation, these may come from the person's birth, blood relationship, gender, age and education background.
[bookmark: _Toc7871]3. Case study
Given the theoretical basement, this report aims at analyzing the challenges for British to do business with Italians by clarifying the cultural differences as well as how to cope with them. Specifically, image a boundary spanning employee of a British firm is assigned to discuss the cooperation with an Italian firm. Considering the cultural differences, which aspects should the British employee pay attention and how should he or she communicate with the partner employee? This report centers on the communication skills as well as gift giving and the language. Thus, the following discussion part will first clarify the cultural differences between Italy and Britain, taking advantage of the theoretical models described above including Hall’s high context versus low context frameworks and Geert Hofstede’s six cultural dimensions model. Then a specified solution will be given at the aspects of communication skills, gift giving and the language.
[bookmark: _Toc23247]4. Discussion
[bookmark: _Toc20457][bookmark: _Hlk503892982]4.1Cultural differences between Italy and Britain 
In Hall’s framework, cultural difference is depicted in a line, one extreme of which refers to the highest context where the way of the communication weighs more than the content of the communication, and the other refers to the lowest context where the content of the communication is all of what is being expressed (Kittler, Rygl and Mackinnon, 2011). Every culture can be represented by a specific point along the line, indicating the extent of the relative importance of the way and the content of the communication. According to this framework, Italian and British are both at the middle-high level. That is, they both prefer to communicate more than normal and formal expressions through words and sentences. The body language, smiling face, facial expression, silence, eye contact and even intonation can be used to or be considered to contain some information. For example, the silent moment may express dissatisfaction or disagreement. Despite the similarity, the point of Italian is closer to the highest point than British. Especially in the context of business, Italy emphases more on the style of conversation and behavior. Thus, the boundary spanning employee from the British firm should observe more carefully the partner employee’s other communication forms except verbal expression. 
Geert Hofstede’s six cultural dimensions model is another useful tool to analysis cultural differences (Jobs and Gilfoi, 2012). This framework provides six criteria to assess the cultures which can distinguish different cultures from each other, including the focus of responsibility, power distance, attitude toward uncertainty, masculinity, time orientation and man orientation. Similarly, Fons Trompenaar’s seven cultural dimensions model is also a useful tool to analysis cultural differences (Chen and Ha, 2010). This framework provides seven criteria to assess the cultures which can distinguish different cultures from each other, three of which is equal to Geert Hofstede’s six cultural dimensions: the focus of responsibility, time orientation and man orientation; and the other four of which include universalism or particularism, neutral or emotional, defuse or specific cultures and achievement or ascription. For Italian and British, they are similar in some dimensions while different in the others. This report focuses on their differences only. For British, they are typical collectivism, universalism, neutral and ascription-orientation. On the other hand, Italians are neither collectivism nor individualism, neither universalism nor particularism, neither achievement-orientation nor ascription-orientation, yet emotional. Thus, for British, Italians are less collectivism, less universalism, less ascription-orientation and more emotional (see Table 1). For instance, Italians are willing to argue upon terms of cooperation in the business context. But they are more causal at other aspects.
Table1 Cultural differences between Italy and Britain
	
	Italians
	British

	Hall’s framework
	Middle-high context (higher)
	Middle-high context

	Geert Hofstede’s
	neither collectivism nor individualism
	collectivism 

	Trompenaar’s
	neither universalism nor particularism, neither achievement-orientation nor ascription-orientation, emotional
	universalism, neutral, ascription-orientation



[bookmark: _Toc1326]4.2Communication skills
Under the circumstance of existing cultural differences, British should take distinctive forms of communication with Italians. As we all know, there are some forms of communication which are usually used during people’s daily or commercial lives, including speaking, writing, body language, listening, facial expression and touch (Vladutescu et al., 2015). Then turn back to the case of this report, which forms of communication should the British employee take and how to put them into effect? Based on the cultural differences analyzed above, the British employee should express more about what they are thinking to come up with the Italian, no matter in which forms of communication. In consideration of their less collectivism, less universalism and less ascription-orientation, the British should talk less about the group or the firm, but more about particular situations. In addition, he or she should observe more carefully about the partner employee’s gestures, facial expression, touch or something else, because these may contain more information.
[bookmark: _Toc13908]4.3Gift giving and language 
The extent to which gift giving is accepted depends largely on the cultural environment (Ward and Broniarczyk, 2011). For British, gift represents some meaningful moments or values, it should not be related to other purposes such as business. Thus, gifts are often not expensive but memorable. For Italy, however, gift giving is a part of the social traditions. They are keen on exchanging gifts to maintain relationships. Therefore, the British employee should bring some gifts to show his or her respect and goodwill.
As for language, English has long been the lingua franca which makes it more convenient for international business (Lockwood, 2012). However, English is not pure any more. There is no denying that the British employee will speak British. But, as for the Italian, whose mother tongue is not English, may speak American English or British or both of them. Thus, the British employee should listen carefully and be more tolerant to the partner’s speaking.
[bookmark: _Toc17398]5. Conclusions 
[bookmark: _Hlk503893805]Firms or organizations dealing with international business should attach importance to interpersonal communications between boundary spanners in case of business failure caused by cultural misunderstanding. This report aims at exploring the challenges for British to do business with Italians by clarifying the cultural differences as well as how to cope with them. The report addresses some do’s and don’ts while doing business with Italians for British. According to the cultural differences on the basis of Hall’s high context versus low context framework, Geert Hofstede’s six cultural dimensions model and Fons Trompenaar’s seven-dimension model, this report turns to a conclusion as follows. First, British should express more about what they are thinking to come up with the Italian, no matter in which forms of communication, talk more about particular situations. Then, they shouldn’t always talk about the group or firm. In addition, they should bring some gifts to show his or her respect and goodwill as well as listen carefully and be more tolerant to the partner’s speaking. Finally, always be careful about the cultural differences which can reduce conflicts.
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