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Executive Summary

This report mainly introduces the theories and practical techniques related to international business communication. Starting from a local British clothing retailer seeking to expand its business to Asia, and the necessity of mastering the theories and techniques of cross-cultural communication is presented firstly. The second part describes the concepts and methods of international business communication, and gives some basic principles to ensure effective communication, including understanding the purpose of communication in advance, timely feedback, learning to listen and so on. The importance of establishing international cooperative relations is emphasized, and the reasons for the possible failure of relations are analyzed. The third part gives the concept and components of culture, including language, values, attitudes, customs and other major components, and focuses on Hall's high-low context model and Trompenaars' seven-dimension cultural analysis model. The study of cultural patterns contributes to the understanding of people's behavior and thinking from different cultural backgrounds. This report analyzes the importance of considering cultural differences in business communication and how to resolve the conflicts arising therefrom, and emphasizes the importance of building mutual trust inside and outside the company. The fourth part is the summary of the report, which once again emphasizes the importance and significance of cross-cultural communication to the sustainable international development of enterprises. The fifth part gives some rationalization suggestions, including the establishment of coordination mechanism, the establishment of management talent localization strategy, the strong training of multinational corporate culture for employees, the development of enterprise risk prevention plan and so on.
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1 [bookmark: _Toc7843]Introduction
With the continuous advancement of economic globalization, many companies are looking for global expansion, and the international competition will become more intense. For a local clothing retailer, expanding from the UK to Asia is a strategic move for the company to grow further. In the process of implementing this measure, enterprises will be faced with many practical problems, among which one of the most important is to understand the theories and relevant knowledge of cross-cultural communication, so as to adapt to different cultural differences when expanding business.
The purpose of this report is to try to help the company to understand the following: (a) Basic concepts of international business communication; (b) Common communication skills; (c) The importance of effective communication; (d) Concepts and analytical models of culture; (e) Cultural differences and conflicts; (f) Confidence-building. Finally, some suggestions are given for the company's decision - making reference.
2 [bookmark: _Toc3406]International business communication
2.1 [bookmark: _Toc22282]Related concepts
International business communication, sometimes called global business communication. Generally, it means that the parties engaged in international business activities try to eliminate the conflict of interest through communication, meet their own practical interests as much as possible, and explore the potential needs, so as to achieve a win-win situation. This negotiation will run through the whole process of international business activities.
For an international clothing agency company that needs to keep close contact with partners, it is essential to select a global manager who has cross-cultural thinking ability, can mediate between different factions (Schmidt 200), and can adjust the basic responsibilities and obligations of business contracts through his/her negotiation skills. To resolve conflicts of interest between both parties in the event of a conflict, propose creative solutions, with the ultimate goal of negotiating the terms of the contract. The effectiveness of communication will help resolve the difficulties encountered in international business.
2.2 [bookmark: _Toc29836]Business communication skills
International business communication requires that participants should have professional knowledge in relevant fields and master certain business communication ability and skills, which has an important impact on the expected communication results.
Generally speaking, communication can be divided into verbal communication and non-verbal communication. Communication methods (Liu 2011) can be physical mail, fax, email, voicemail, and teleconference (such as Zoom and Tencent conference).
Driven by factors such as new technology, new environment, global organization and cross-cultural communication, the author analyzed 625 communication skills, mentioned in 347 articles and classified them into six major communication contemporary, such as intermediary communication, facial expression and other non-verbal communication (Waldeck 2012).
In order to better adapt to the communication needs between geographically dispersed international teams and respond to the shared responsibility and reliability of team decisions, the modern tool of embedded email seems to be a more efficient archiving tool rather than just a messaging tool, which can transform the entire message chain into an internal record that is easy to store, reference and retrieve (Gimenez 2006). The use of embedded email reflects one aspect of the communication culture within an enterprise.
2.3 [bookmark: _Toc14358]Effective communication
The wave of internationalization brings business opportunities for every enterprise to expand its business scope, and this global interaction brings serious challenges for effective communication among members of multinational working groups. Arvenpaa and Leidner (1999) found that for group members, it is hard to construct a stable and effective relationship due to strict mandate requirements.
For the management and international operation of modern enterprises, the importance of effective communication is self-evident. Effective communication generally means that the two sides can understand each other's intention by expounding their views and exchanging information fully, and finally facilitate the two sides to reach a deal and maximize their respective benefits.
Understanding and mastering the following general principles will help achieve effective communication in business activities (Karmakar and Datta 2011).
[bookmark: _GoBack]In addition, research has shown that storytelling can create direct and important social connections among members and is considered a cross-cultural acceptable form of communication (Barker and Gower 2010). Through the story, the sender can provide each listener with an understandable and valuable message. The listener will immediately reproduce the reality based on the interpretation of these stories and take the actions expected by the sender, thus achieving effective communication.
In order to eliminate potential communication barriers caused by national and organizational cultural differences, Griffith (2022) conducted 123 qualitative interviews with managers in the United States, Canada, China and Japan. Based on industry examples, theories and data sets, Griffith proposed a communication effectiveness model for the development of international relations and a six-step process to guide management behavior. So that enterprises can quickly respond to market opportunities and challenges.
2.4 [bookmark: _Toc13497]Importance of relationship building
By running the LISREL model based on 136 sample data of international business relations, the author analyzes and studies the cooperation between suppliers and customer firms in international business relations. The results show that business network has direct influence on relationship commitment and indirect influence on relationship profitability. From an international business perspective, the ability of partners to integrate their business networks into strategic alliances will further strengthen their commitment to cooperation (Holm 1996).
The establishment of strategic cooperative relations with partners in the industrial chain helps to enhance the international visibility of enterprises, establish a strong external image of enterprises, realize the sharing of information and resources among organizations, reduce unnecessary and wasteful competition among cooperative enterprises, and reduce and alleviate the operating risks of cooperative enterprises. By establishing strategic cooperation with well-known local enterprises, enterprises can effectively break through the market entry barrier and quickly open the local market.
2.5 [bookmark: _Toc22209]Why does the relationship fail
Although a friendly relationship has been established with partners in international business, cross-language and cross-cultural business communication sometimes fails due to language factors. For example, when a British person deals with a Chinese person, it is difficult for a Chinese person to fully express his real intention in a non-native language. Therefore, the British person will show a sense of frustration due to the language barrier of the other person. At this time, because there is a gap with his own expectations, he will feel confused and disappointed, resulting in a communication failure.
When different values carried by different cultures collide with each other, it is easy to form barriers in cross-cultural communication. For example, in the understanding of the word "contract", Americans will strictly follow the contract, but the Japanese think that the contract is just a preliminary document, which can be modified as things develop. In business communications, Westerners believe that both parties are equal, while Chinese people tend to think that the buyer is in a strong position, which tends to lead to the failure of communications.
Relationships are not static and can change over time. As a result, established relationships may fail due to conflicts of financial interest or changes in external circumstances.
3 [bookmark: _Toc8133]Cultural differences
3.1 [bookmark: _Toc4753]Cencept of culture
British anthropologist Edward Taylor proposed the concept of culture as early as 1871. Culture is believed as a complex structure, involving a nation's customs, moral ethics, scientific cognition, norms of behavior, etc (Tylor 1871). 
Since then, many definitions of culture have emerged, and this report only lists a few representative ones. Hofstede defines "culture" as an integrated coding of thinking that can be used to distinguish different groups (Arrindell 2003). According to Czinkota, "culture" is a comprehensive system formed by the behavior patterns unique to the members of a particular society, which has the characteristics of resisting change, stability and continuity in nature (Czinkota et al 2003). Therefore, in the process of international operation, enterprises should adjust themselves to adapt to different cultures, which is the path choice for success.
Weber and Carmele argued that culture is formed through the experiences and interactions of organization members over time. With the same values and social understanding, members could work in tacit coordination. It fully demonstrate the common understanding held by the members of an organization in the form of codes, symbols and relevant rules of presentation (Weber and Camerer 2003).
Hill and Hult argue that "culture" is a set of code of conduct and values constructed and shared by a community for survival, in which value is an accepted assumption about how things should be (Hill and Hult 2018).
3.2 [bookmark: _Toc32532]Components of culture
Culture is universal, reflecting the common way of life of different groups, such as belief, morality, law, customs, social etiquette, humor, food, clothing, family values, education, etc. Generally speaking, the main components of culture include material elements (such as clothing, architecture) and abstract elements (such as values and attitudes). The main elements are described below.
3.2.1 [bookmark: _Toc8073]Language
Language is one of the main characteristics of a culture, including both oral language and non-oral language (such as facial expressions, body language) communication. Language is the main way people understand the world, and countries with more than one language tend to produce more than one culture.
For those engaged in international business, it is important to understand the inner meaning of the local language, not just the literal meaning of the words. Even the same sentence may have completely different meanings in different contexts. Suppose there is a scenario where a Britisher or an American from a low context culture is dealing with a Chinese or Korean from a high context culture, which will be a challenge.
When doing business in different countries, in addition to the spoken language, you also need to understand the implicit non-spoken language such as time, space, ways of making friends, material possessions, business practices, etc. For example, because of the differences in traffic conditions in Hong Kong, the travel time may not be fixed. In this case, it is of little significance to set the exact time of the meeting. In addition, if you are in a business communication with a Chinese, it is considered impolite to always ask questions and interrupt the speaker, which is quite normal in the West.
3.2.2 [bookmark: _Toc11803]Values and attitudes
Values are the foundation of culture, which is embodied in the internal norms of freedom, democracy, truth, justice, social responsibility, love, etc., while attitude is the evaluation of various behaviors based on these values.
In international business activities, values are a deep influencing factor. Chinese values attach importance to the moral and ethical level, which reflects people-oriented, advocating harmony and moderation, and individual obeying the collective. Western values emphasize law and contract and advocate individual freedom and individualism. This leads to the great differences between China and the West in interpersonal relations, social beliefs, consumption habits and many other aspects. A typical example is BestBuy, an American electronic consumer retailer, which failed in the Chinese market due to its insufficient research on China's national conditions and Chinese consumers (Yoder et al 2016). While its competitors made full use of immature consumption concepts, low-grade business ethics and legal loopholes to expand rapidly, BestBuy stuck to the "old rules" of the mature commercial society and did not study the values of Chinese society enough, which led to the failure of its business values.
3.2.3 [bookmark: _Toc3266]Customs and habits
In business communication, it is essential to understand the customs of the other culture from a cross-cultural perspective and adopt appropriate and effective communication methods.
For example, in the aspect of food, according to the tradition, Westerners tend to eat alone and talk quietly with the people around them, while Chinese people like to eat together at a round table, toast each other and talk loudly, believing that this can deepen the impression and enhance friendship between each other. Regarding the attitude towards gifts in business negotiations, Chinese people are used to refusing two or three times before accepting but not opening the gift immediately, and will return the gift with the same value to the other party, such as choosing a less expensive gift with company logo to express the willingness of friendship and sincere cooperation (Lin 2019).
Customs and habits have a great influence on business communication thinking. In business communication, Western representatives adopt the principle of breaking down one by one for different negotiation topics, and will go straight to business details. When a clause is not settled, it will not go on to the next step, while Chinese culture tends to "talk about principles before details", and often can communication on multiple topics at the same time and gradually (Wu and Guo 2021).
3.3 [bookmark: _Toc806]Cultural analysis model
There are various models of cultural analysis, such as the Kluckhohn -Strodtbeck model (Kluckhohn and Strodtbeck 1961), the Hofstede model (Hofstede and Bond 1984), the high-low context model (Hall 1976), Trompenaars and Hampden-Turner (1997) model, the latter two are mainly introduced here.
3.3.1 [bookmark: _Toc5285]High-low context model
Edward T. Hall, a famous American anthropologist, believes that different cultures use context and information to create meaning differently. In high-context communication (such as Chinese culture), more information is hidden in people's depth and cannot be easily revealed through simple forms such as words, while in low-context communication (such as British culture), the situation is completely opposite (Hall 1976). The concept of high-low context based on Hall is conducive to the in-depth study and understanding of cross-culture.
In the communication of international business channels, the difference of context and culture will lead to a large cultural distance. Although there are some doubts about the scientific nature of classification (Kittler et al 2011), Hall's cultural classification of different countries is still a common and easy to understand dichotomy.
In HC culture, the human factor shows great power in communication. Studies have shown that communication between LC cultures (e.g., USA) and HC cultures (e.g., Brazil) is more likely to use traditional means such as telephone, fax and letter, while communication between both parties from LC cultures is more likely to use modern E-mail (Rosenbloom 2003), indicating that the distance between HC and LC culture should be considered when planning and constructing marketing channels.
3.3.2 [bookmark: _Toc16152]Trompenaars and Hampden model
Trompenaars and Hampden Turner view culture as a way for a group of people to solve problems. When they studied cross culture, based on the data analysis of over 30000 survey results, they concluded the seven dimensions used to reflect the cultural differences between countries and nations in the study of cross-cultural, namely universalism vs. particularism, individualism vs. communitarianism, neutrality vs. affective, achievement vs. ascription, specific vs. diffuse, human-nature / human-time relationship (Trompenaars and Hampden Turner 1997). These seven cultural dimensions are summarized as follows.
(1) Universalism vs. particularism
Universalism pays more attention to the formulation of rules, which are binding on everyone. An objective attitude should be adopted when dealing with everything, for example, more accurate description should be emphasized when defining contracts. There is only one right way to solve problems, and unified global standards should be established in the development of companies. Particularism, on the other hand, pays more attention to the relationship between people and emphasizes "specific analysis of specific problems". For example, under certain circumstances, the rules of contracts can be adjusted to meet new needs, the formulation of company and human resources policies should be adapted to local conditions, and the methods to deal with problems should also be changed according to specific conditions. The vast majority of Chinese people practice particularism.
(2) Individualism vs. communitarianism
The cultural core of individualism is the embodiment of self-worth, which regards itself as an independent individual. Team members with this mentality usually regard team improvement as a means to achieve personal goals. While the cultural core of communitarianism pays more attention to the community values. Members from communitarian culture teams usually regard the improvement of individual ability as a contribution to community progress, and they pursue the common goal of the community. Chinese people appreciate communitarian culture very much and show a strong sense of community honor.
(3) Neutral vs. affective
This dimension is employed to measure the expression degree of emotion in interpersonal communication. People from neutral cultures tend to be calm and reserved, and can control their feelings well. In conversation, the real meaning can be captured through some subtle expressions and behaviors. Typical neutral cultures include China, Japan and other Asian countries. On the contrary, people from high affectivity cultures, such as Italy and Spain, tend to communicate with expressive, enthusiastic and full of body language, which can directly express their feelings.
(4) Achievement vs. ascription
This dimension is similar to the concept of power distance proposed by Hofstede. In a culture that values individual achievement, people are judged on their recent contributions to society and track record, and their job titles are generally displayed only in appropriate circumstances. While in an ascription-oriented culture, a person's social rank and degree of respect often depend on his/her birth, blood relationship, sex, age, educational background, interpersonal relationship and other factors. Chinese culture emphasizes social hierarchy, and one's social status is related to many external factors.
(5) Specific vs. diffuse
People from certain cultures prefer to keep private and business separate, and the different areas involved are independent of each other, resulting in the maintenance of separate social relationships within multiple social groups. However, people oriented by diffuse culture like to think about things in different fields comprehensively, believing that everything in the world is related to each other, and maintain a subordinate relationship even outside office hours. The Chinese tend to this kind of diffuse culture.
(6) Human-nature relationship (internal vs. external control)
This dimension is used to show how people from different countries deal with the relationship with the external environment and its changes. People from the internal oriented culture pay more attention to the realization of the organization's own functions and values. When the external environment changes and goes beyond their control, they will feel uncomfortable. The stakeholders from the external oriented culture advocate harmonious coexistence with the environment, recognize the influence of the external environment on their own development, show flexibility and compromise, and can better adapt to changes in the environment. The Chinese are more inclined to this externally oriented culture of keeping pace with the times.
(7) Human-time relationship
This dimension shows how different cultures perceive the concept of time. In a short-term-oriented culture, it is possible to do several things at once, while people from a long-term-oriented culture believe in doing only one thing at a time. China is a country that advocates a long-term development plan. It respects history and cultural heritage, but also bases itself on the times, evaluates the situation and faces the future.
3.4 [bookmark: _Toc11292]Cultural differences and conflicts
It is believed that Intercultural business communication should simultaneously study the three variables of Interculture, business and communication strategies and their mutual synergy, which is manifested as a dynamic characteristic, that is, the business environment determines culture and communication strategies, while the culture and communication in turn determines the business strategy (Varner 2000).
Studies shows that the failure of many business goals is mainly due to the lack of cultural etiquette, insufficient preparation of companies in cross-cultural negotiations, and poor diversified management of global employees. It is also suggested to improve the international competitiveness of enterprises through cultural awareness, sensitivity and reciprocity (Okoro 2012).
The globalization of a company is bound to increase the possibility of misunderstanding and conflict. Cultural differences will lead to mutual speculation and complaints among international colleagues, who tend to judge the behavior of others according to their own cultural norms and ethical standards. Therefore, if a company wants to succeed, it needs to break the barriers of culture, language and established thinking mode (Carte and Fox 2004).
When formulating innovation development strategies, enterprises should comprehensively consider the impact on the global market, foreign subsidiaries and the cultural background of international participants. Otherwise, the innovation strategies formulated will be inaccurate or inappropriate. It is also expected to develop a theoretical framework to reveal the complex influences of national, corporate and professional cultures on corporate strategic communication practices (Ulijn 2000).
The findings suggest that in order to effectively interact with Chinese people in business activities, Westerners need to better understand the cultural development of Chinese business organizations, understand the way Chinese people behave, and adopt a cooperative approach when confronted with conflicts (Chen et al 2005). Cooperative conflict management can establish an effective quality leadership relationship between Chinese employees and foreign managers, which can help overcome obstacles in the cross-cultural environment and reduce the negative impact on the company. Managers and employees who adopt a collaborative approach can use conflict to strengthen their relationships and increase the productivity of the company. On the contrary, when they rely on competition or avoidance to deal with conflicts, the relationship between them will be weakened and the effect of solving problems will be poor.
3.5 [bookmark: _Toc17509]How to build trust
How to build trust in the company's global virtual office environment? Research (Jarvenpaa&Leidner 1999 p.811) shows that in this global virtual team, trust may be quickly imported through the initial establishment of multiple communication behaviors, and communication around projects and tasks will be an effective means of trust maintenance, and appropriate social communication will help to strengthen the trust established. Appropriate use of technology will eliminate, reduce, or delay the impact of culture and cultural diversity on team communication behavior.
As companies become more global, partners from different cultures often bring different concepts of trust to business relationships, and trust differences have become a potential barrier to success. Florida (1994) believed that Silicon Valley achieved rapid development by relying on a complex network of associations and groups bounded by trust, and could recover quickly even when it encountered the Internet "bubble" crisis in 2000. Gerbasi and Latusek (2015) believed that under an appropriate cooperation and interaction mechanism, the mixing of different trust cultural orientations would allow partners to benefit from the following advantages: low loyalty and employee turnover in the "thick" trust culture, and the orientation of the "thin" trust culture to focus on customers and solve problems.
Fully learning and applying practical skills such as honesty, respect, empowerment, measurement, mission, communication, discussion, modesty and negotiation in business activities will help to establish and maintain trust relationships, including among employees and partners (Charlie's Insight 2022).
4 [bookmark: _Toc12348]Conclusion
The purpose of this report is to provide the concepts and strategies of business communication that British clothing retailers should understand and master when seeking to internationalize their business. One of the more important and difficult to adapt and grasp in a short time is the culture of different countries.
As a non-commercial factor, culture plays a very subtle and crucial role in the transaction process, which is usually manifested through political, legal and business negotiations and is easy to be ignored and confused. In international business activities, entrepreneurs and employees need to understand the existence of cultural differences and realize that cultural conflicts will occur when various stakeholders contact each other (Dong 2021). At this time, Hall's high-low context cultural model and Trompenaars' cultural dimension model can be applied in business practice. Based on the study of Asian countries (such as China and Japan), some business methods which are in line with the enterprise's own value orientation and can be appropriately adjusted according to different cultural differences can be adopted to solve the problem of cultural conflict. The ultimate goal is still to maximize the interests without violating the fundamental principles of stakeholders through effective business communication.
In international business activities, in addition to thinking about appropriate strategies and means from the perspective of technology and culture, the impact of political factors, international trade barriers and uncertain events on business activities should be taken into account, such as the unprecedented serious impact of the novel Covid-19 pandemic on global trade.
5 [bookmark: _Toc5779]Recommendations
The matters and suggestions that the enterprise should pay attention to in its international business development are as follows:
(1)  Establish a coordination mechanism, fully investigate the local culture and differences, form targeted solutions, and prevent cultural conflicts.
(2)  Hire employees with international business expertise and familiar cultural differences, and establish localization strategies for management talents.
(3)  Strengthen the training of multinational corporate culture for employees, especially managers, create a learning organization atmosphere, improve employees' ability to understand and adapt to each other's culture, and improve their own behavior.
(4)  Establish a multi-level, formal, informal and institutionalized cultural communication mechanism for transnational enterprises to form cultural integration and gain understanding and trust.
(5)  Plan the integration of transnational corporate culture, enhance the transnational adaptability of corporate culture, achieve "learn from each other, absorb together, create characteristics", and eliminate cultural conflicts.
(6)  In view of the impact of potential factors such as international environmental changes and uncertain events, formulate the enterprise's response plan to minimize enterprise risks.
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