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Executive Summary (Wang Ziping)
The report was commissioned to provide a proposal on the relationship built with global business partners for the UK jewellery company expanding into Asia.

The proposal draws attention to the fact that numerous barriers exist during the development of global business relationships and clearly articulate the methodology and the benefits. Specifically, enhancing the credibility of partners will help enterprise to obtain the new perspective directly during the cooperation, likewise, learning run-in cultural differentiation will help enterprises to improve productivity.

Meanwhile, the report will evaluate the influence of a failure to work with partners and the reasons. That is, communication barriers may cause a shortage of valuable information resulting in waste resources, misunderstandings led by the insufficiency of comprehension with partner’s culture will create a terrible reputation.

Recommendations discussed include:
Building credibility
Establishing a favourable impression
Acquainted with the target market culture habits and modify the offering
Gaining valuable information from global business partners as much as possible

1.0 Introduction (Cheah Jia Hui)
As a UK jewellery company that is planning to expand its business to Asia, there will be challenges as new cultures are involved (Khanna, 2018). According to Hofstede, culture is often a source of conflict than of synergy (Traquandi, 2016). It is recommended to first expand the business into India, where the demand for jewellery is expected to increase to 100 billion US$ by 2025 (ibef.org, 2019). 

A good global relationship helps gain new perspectives on ways of doing business in new cultures, which often do things differently (Bruna Martinuzzi, 2017). Stereotypes and misunderstandings can be avoided and this enhances the possibility of a successful cooperation between both parties (Shonk, 2019). 

It should be realised that communication barriers exist. If the company fails to work with global partners, it opens up the company to risks (Hanks, n.d.). The company has to first do a research prior to global business communication. In this paper, we will be looking at that.

2.0 Main Findings
2.1 How to Develop Relationship Building Skills with Global Partner (Zhao Liang)
There are a number of ways to develop relationships. It is important to build good relationships because it keeps workplaces peaceful and harmonious (Juneja, 2015). The company should: 

2.1.1 Focus on Building credibility with Asian Business Partners
Before expanding into Asia, it should be realized that it will be a huge project and a long-term global relationship. Trust leads to successful business transactions which contribute to a long-term relationship. Therefore, trust is the foundation for long-lasting and fruitful relationships (Ali, 2015). 
From 2004 to 2014, McDonald’s somewhat closed in talking about the production of their products. This raised rumours on their food safety. Since 2015, McDonald's factory opened to the public and played consumers an informative and real video about meat production (Hong, 2014).

2.1.2 Learn About the Asian Market and Adapt Offerings Accordingly
Knowing the cultural differences is the key to that. Hofstede cultural dimensions theory can help a lot to analyse cultural differences. It describes the effects of a society's culture on the values of its members, and how these values relate to behaviour, using a structure derived from factor analysis (Adeoye and Tomei, 2015). 
For example, India shows a higher degree of power distance index, which means hierarchy is clearly established and executed and employees prefer to depend on the boss or the power holder for directions during the business. Therefore, it is more important to build a good relationship with the leaders or directors directly (Hofstede Insights, 2019).

2.2 Benefits of Developing Relationships with Global Partners (Zhao Liang)
A good relationship with global partners contributes to these:

2.2.1 New Perspective
A global partnership can bring in set of new eyes that can help the company spot what has been missed. It is helpful to adopt a new perspective or gain a different outlook on what to do, who to deal with, what markets to pursue and even how to price products and services. A new perspective is one of the priceless intangibles (Martinuzzi, 2017). 

For example, HSBC built an organisation called China-British Business council. China as an international partner bring numbers of novel ideas on the Chinese market. There is even a Chinese Business Handbook that specifically updates China's rapidly changing economic environment. (CBBC, 2019)

2.2.2 Increase Work Efficiency
It increases productivity through establishing a comfortable and mutually beneficial relationship with partners around the world. And the longer the cooperation, the easier it is to achieve marketing goals and understand each other's expected results (Karen Pickering, 2017). 

For example, General Motor China and General Motors America have been pursuing the same vision of “no accident, no pollution” (General Motor, 2019).

2.3 Importance of Applying Appropriate Approaches with Global Partners (Wang Ziping)
Companies can obtain considerable benefits from global business relationships, which means it is crucial for companies to establish relationships with the befitting approach since it is the fundamental of all relationship development. There are several advantages to this:

2.3.1 Eliminating Stereotypes/Misunderstanding
The appropriate approach of communication enables the intentions and values of enterprise be conveyed effectively, reducing the misconception between business partners (Daisy, 2010).
Most countries have a stereotype on Britain - arrogance. There is a French rugby player who felt upset when he joined the British team because they did not shake hands with him. He had such a preconceived view before he arrives in the UK. Therefore, he reinforced the ruthlessness sense of Britain when his teammates did not shake hands with him in the first place (Penny and Chris, 2008).

The same issue is particularly essential in the establishment of international business relations because it is crucial for us to consider the stereotypes that the UK may be labelled by the target market as a British jewellery company (Penny and Chris, 2008). Thus, a proper approach can help companies avoid unnecessary misunderstandings.

 2.3.2 Enhancing the Possibility of Successful Cooperation
How to bridge the communication gap is quite important as well as how to successfully attract partners. Enabling take the suitable approach means that company have a certain understanding of the target country’s culture before the establishment of diplomatic relations, as well as a signal of the cooperative intention and sincerity, which can create a favourable impression.

Correspondingly, the possibility of successful cooperation will also be improved. For instance, the pigskin or any alcohol products should be avoided in the design of jewellery since Muslims in India will not use them (Anamitra, Rajesh, Abhijit, 2015).

2.4 Impact of a Failure to Develop Relationships with Global Partners (Cheah Jia Hui)
Global partners provide the knowledge that one never knew is needed when expanding a business into new countries (Cornally, 2014). It teaches the do’s and don'ts when doing business abroad. A failure in global relationship development opens the company up to risks, which are:

2.4.1 Lack of Valuable Information
Without global partners, it takes a longer time as outsiders learning about the culture and unwritten rules of another country. For example, Indian jewellery is typically chunky with a repetitive and symmetrical designs (Jagannathan, 2019). If the company were to sell what is usually sold in the UK ie minimalistic and small jewellery, the demand would not be as good. Also, it has to be considered that 79.8% of Indians are Hindus (Sawe, 2018). The cross which is significant in Christianity and Catholicism (Coleman, 2014) in western countries will not be as appealing in India.

It is also a culture in India investing in gold jewellery as it is believed to provide security in times of financial crisis (Worstall, 2016). Therefore, if the company focuses more on non-gold pieces, it would be financially wasteful as the wrong market is targeted. 

2.4.2 Gives the Company a Bad Reputation
In 2017, Netizens raged when Watsons, a reputable Asian health and beauty chain store portrayed dark skin as a flaw in their advertisement (Ang, 2017). If Watsons were to have global partners that understand how insensitive that is, maybe the advertisement would not turn out being labelled as racist (Hew, 2017) and eventually led to people boycotting the company.

Same goes for when we market our jewellery, we have to make sure that we do not send out insensitive messages like showing that western jewellery is more superior than Asian jewellery.

2.5 Reasons for Possible Failure to Develop Relationships with Global Partner (Ng Poh Tiang)
Business partners spend most of their time working together as a team such as business planning process (Rebekah, 2000). The search for global business partners is not an easy task as each partner will have different cultures. Here are some reasons for the failure to develop a relationship.

2.5.1 Communication Barriers
Mastering international business communication is essential as it allows effective communication across international borders. However, communication barriers can lead to negative impacts such as misunderstandings and failure in relationship development (Gini, 2008). 

Colloquialism is one of them. It means different words used for the same thing in different countries (Elham,2017；Hossein,2017). For example, the description of flashy jewellery. In India, they say ‘dhinchak’ instead of ‘bling’ (Midru Rai, 2018). So, those staying in different regions might not understand the meaning. Therefore, a suitable formal term needs to be used during the business communication process. 

2.5.2 Unable to Adapt with Others Cultures
Organizations need the ability of cross-cultural competence such as gift-giving culture (Chong, 2016). Otherwise, the relationship might be affected. As an example, India is predominantly Hindu, with 79.8% of the population and most of them do not drink alcohol (Sawe, 2018). 

If the Western jewellery company would like to expand business there, it will be better if not giving out a gift of liquor to business partners unless know the person drinks. This action might let the business partners have a good impression and the relationship can be enhanced.
3.0 Conclusion (Ng Poh Tiang)
Each country has different cultures in the workplace. Thus, there will be some challenges for a western-based company entering into Asian market and build a good relationship with their partners (Khanna, 2018).

Before the jewellery group goes into Asian market, they need to learn about Asia’s culture (Ali, 2015). This understanding might help the company to adapt to different cultures. With this preparation, the efficiency of working process can be increased and new perspectives in the new market can be attained (Martinuzzi, 2017). 

The importance of understanding business partner cultures is to help company to eliminate stereotypes and misunderstandings and increase the possibility of a successful business (Daisy, 2010). Otherwise, the failure of business will occur due to communication barriers and culture shocks (Gini, 2008). As a result, a negative reputation will go into business partner’s mind.
4.0 Bibliography
1. Elham J, Hossein T (September 2017) ' Study of English Translation of Colloquial Expressions in Two Translations of Jamalzadeh: Once Upon a Time and Isfahan Is Half the World', Journal of Language Teaching and Research, Vol. 8 (No. 5), pp. 1011-1021.
2. Worstall, T. (2016). So Why Do Indian Households Invest So Much In Gold? https://www.forbes.com/sites/timworstall/2016/08/05/so-why-do-indian-households-invest-so-much-in-gold/#3af719586279 (Accessed 28 Oct. 2019).
3. Ali L, (2015) 5 Considerations for building strong international business relationships. http://www.tradeready.ca/2015/trade-takeaways/5-considerations-building-strong-international-business-relationships/ (Accessed: 28 October 2019).
4. Adeoye, B. and Tomei, L. (2015). Effects of information capitalism and globalisation on teaching and learning. Pennsylvania: IGI Global, p.6.
5. Hofstede Insights, (2019) What about India? https://www.hofstede-insights.com/country-comparison/india/ (Accessed: 28 October 2019)
6. Martinuzzi B, (2017) What Are the Advantages and Disadvantages of a Partnership? https://www.americanexpress.com/en-us/business/trends-and-insights/articles/what-are-the-advantages-and-disadvantages-of-a-partnership/ (Accessed: 29 October 2019).
7.  Penny, C and Chris, F (2008) Bridging the Culture Gap dawsonera. https://www-dawsonera-com.ezproxy.uwtsd.ac.uk/read  /9780749454975 (Accessed: 28 October 2019).
8. Pickering K, (2017) Five Benefits of Long Term Business Relationships. https://www.nwhorsesource.com/five-benefits-long-term-business-relationships/ (Accessed: 29 October 2019).
9. Giftypedia (2012) Gift Giving Etiquette in India. http://www.giftypedia.com/India_Gift_Giving_Customs (Accessed: 29 October 2019).
10. Govindarajan, V. and Bangla, G. (2017). What U.S. CEOs Can Learn from GM’s India Failure. [Online] Harvard Business Review. https://hbr.org/2017/06/what-u-s-ceos-can-learn-from-gms-india-failure (Accessed 29 Oct. 2019).
11. Ang, E. (2017). Watsons Malaysia Criticised For Racist Blackface Advert. https://hype.my/2017/140402/legendacun-watsons-malaysia-criticised-racist-blackface-advert/ (Accessed 29 Oct. 2019).
12. BEF (2019) Gems and Jewellery Industry Analysis.  https://www.ibef.org/download/Gems-and-Jewellery-September-2019.pdf  (Accessed: 29 October 2019).
13. Khanna, S. (2018). 4 Foreign Businesses That Failed In India And Lessons From Them.          https://blog.ipleaders.in/foreign-businesses-that-failed-in-india/ (Accessed 1 Nov. 2019).
14. Bonaparte R (2000) How to find a business partner, https://startups.co.uk/find-business-partner/ (Accessed: 1st November 2019).
15. Beqiri G (2008) Barriers to Effective Communication in the Workplace.  https://virtualspeech.com/blog/barriers-to-communication (Accessed: 1st November 2019).
16. Rai M (2018) 13 Indian Slang Words To Help You Talk Like a Local.   https://theculturetrip.com/asia/india/articles/13-indian-slang-words-to-help-you-talk-like-a-local/ (Accessed: 1st November 2019).
17. Traquandi, L. (2016). The western, Indian and Chinese vision of the world.  http://my.liuc.it/MatSup/2016/A86047/3%20Multicultural%20schools.pdf (Accessed 1 Nov. 2019).
18.  Chong A (2016) East VS. West: Gift Giving Culture.   http://blog.tutorming.com/expats/gift-giving-culture-china-western (Accessed: 1st November 2019).
19. Grewal D (2010) Reducing the Impact of Negative Stereotypes on the Careers of Minority and Women Scientists. https://www.sciencemag.org/careers/2010/11/reducing-impact-negative-stereotypes-careers-minority-and-women-scientists (Accessed: 1st November 2019).
20. Barik A, Rai R K, Chowdhury A(2015) 'Alcohol Use-Related Problems Among a Rural Indian Population of West Bengal', Alcohol and Alcoholism, 51(2), pp. 215-223.
21. Shonk, K. (2019). How to Resolve Cultural Conflict: Overcoming Cultural Barriers at the Negotiation Table. PON - Program on Negotiation at Harvard Law School.   https://www.pon.harvard.edu/daily/conflict-resolution/a-cross-cultural-negotiation-example-how-to-overcome-cultural-barriers/ (Accessed 1 Nov. 2019).
22. Hanks, G. (n.d.). Examples of Company Failure Due to Cultural Mistakes.          https://smallbusiness.chron.com/examples-company-failure-due-cultural-mistakes-70712.html (Accessed 1 Nov. 2019).
23. Cornally, S. (2014). The importance of good beginnings - Acumen Global Partners.          http://acumenglobalpartners.com/importance-good-beginnings/ (Accessed 2 Nov. 2019).
24. Sawe, B. (2018). The Major Religions in India.   https://www.worldatlas.com/articles/major-religions-in-modern-india.html (Accessed 2 Nov. 2019).
25. Coleman, S. (2014). What is the Meaning of the Cross? https://www.crosswalk.com/special-coverage/lent/what-is-the-meaning-of-the-cross.html (Accessed 2 Nov. 2019).
26. Hew, V. (2017). Watsons Malaysia’s blackface Raya ad labelled racist by netizens. https://www.marketing-interactive.com/watson-malaysias-black-face-raya-ad-labelled-racist-by-netizens/ (Accessed 2 Nov. 2019).
27. Juneja P (2015) Importance of Relationship Building. https://www.managementstudyguide.com/relationship-building-importance.htm (Accessed: 1 November 2019).
28. Hong P(2014) McDonald’s Q&A Content Campaign Tries To Build Consumer Trust. https://www.linkdex.com/en-us/inked/mcdonalds-qa-content-campaign-tries-to-build-consumer-trust/ (Accessed: 1 November 2019).
29. CCBC （2019）Chinese Business Handbook.         .   http://www.cbbc.org/ (Accessed: 3 November 2019).
30. General Motor (2019) What is our vision? https://www.gmchina.com/company/cn/zh/gm/vision.html (Accessed: 3 December 2019).
image1.png




