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[bookmark: _Toc21907]Executive Summary
International business communications are like regular business interactions which vary in different cultures. International business communications is an effective element which can diminish conflicts and misunderstandings between business partners. In this report, a clothing retailer wants to expand their business in Asian countries. When a business expands in international countries, it is necessary to have excellent communication skills and other important skills to run the business smoothly. In this report, 7 skills of international business communication have been identified and elaborated briefly. After that, there are different kinds of strategies which have been used in business communication. In the present time, businesses can use electronic modes of interaction. But in order to discuss more precisely, Hall's High-Low Context has been analysed for communication methods. Effective communication is also a very important element for the business. It is obvious that cultures in different countries are not the same. That is why the below report elaborates clearly and differentiates the UK and the Asian country's cultures through Trompenaars’s dimensional framework. Through this framework, the readers can understand different types of workplace culture in Asian countries. In every business and relationship, trust is a very important factor. This report has explained the strategies for building trust for international businesses. There are different reasons why a business relationship could fail. The reasons and the solutions have been provided so that the clothing retailer of the UK do not have to face the problems in Asian countries.


[bookmark: _Toc26229]1.0 Introduction 
International business communication is similar to normal business communications. Accordingly, international business communications can be difficult because the cultural norms and values of different countries are not the same. There are some examples of international communication including press releases, global advertisements, journalistic news stories, traditional print publications, and many more. This report aims to introduce intercultural communications to a clothing retailer. The clothing retailer has hired a business advisor because they want to expand their business from the UK to the Asian market. The report also elaborates on the different skills required for international business communication. International Business Communications have several methods which will be discussed in this report. In this report, Hall's High Low Context and Trompenaar's 7 dimensions of culture will be elaborated. As per the views of Anshari et al., (2019); relationship building is very crucial in business expansion. Therefore, the other purpose of this report is to explain the significance of relationship building. A relationship builds when trust is there because it permits it to be more open. So, strategies to build trust in business will be considered. 

[bookmark: _Toc19419]2.0 Main Findings 
[bookmark: _Toc26295]2.1 International Business Communication 
As per the opinion of Bolten, (2020); international business communication is an important element in all types of businesses and especially for clothing retailers. Cultures and communities give people a unique conceptual framework through which they interpret the world; whereas, citizens from various cultures tend to interpret the same world very differently. As an outcome, cultural differences can create misunderstandings which can negatively impact the business relationships of cross-cultures (Reshetnikova et al., 2018). As the clothing retailer wants to expand their business to the Asian market, the company must acknowledge cultural practices and beliefs, adopted, and upheld by many Asian ethnic communities since prehistoric times in the fields of art, literature, architecture, lifestyle, music, and philosophy, while expanding its business in the Asian market. The cultural differences and language of the Asian market and other countries are not seen in their daily activities (Irwin, 2020, p.200). The communication style of Asian countries has its language systems in terms of writing letters, reports, tone, and many more. Some Asian countries cannot use English fluently but it is the most used language in businesses. The main business communication style in Asia contains two elements such as honor and respect. Asian corporate structure expects reasonable levels of social interaction when constructing commercial relationships. Therefore, it can be understood from the above analysis, that international business communication is very fruitful for businesses because it helps to reach more markets within a few times. 
[bookmark: _Toc15207]2.2 Skills Requirements
de Vasconcellos, Garrido and Parente, (2019) influenced that in the present era, to flourish in the global business, an extremely separate set of skills are essential than what was needed even five years ago. Seven skills are required to succeed in international business communication, especially in the Asian market. The in-depth analysis of the seven skills is discussed below. 
· Cross-cultural communication skills
Every international business has a diverse workplace with people from other countries (Roberson, 2019). The diverse people can be the shareholder of the business or the customers. Therefore, a clothing retailer in the UK needs to understand and learn the cultural differences of the Asian market. Good communication is very helpful for clothing retailers as it could easily convince the customers and builds trust among them.
· Collaboration skills
Collaboration is highly crucial for working in another culture and it helps to expand the business (Murphy and Marshall, 2020). Questioning during team meetings, taking into account the opinions and perspectives of others, and supporting the team members' participation are all necessary for this part of corporate communication abilities. 
· Negotiation skills
In the international clothing business, detail negotiation skill is very effective for assessing potential solutions, developing relationships with other experts, and looking for common agreements (Kaur et al., 2022). Entrepreneurs use their negotiation abilities for a variety of tasks, such as driving revenue, finding new collaborators, and looking for investors.
· Diplomacy skills
Diplomacy is a collection of abilities that can improve how experts interact with coworkers, superiors, customers, and other individuals. Diplomacy demands skill and a knowledge of how to get through difficult circumstances and communication obstacles (Falcão, Ramalho and Nobre, 2020).
· Written communication
This is the primary mode of communication which is highly important for every business (Rosa et al., 2018, pp.85–94). Sending text messages, conducting assessments, reading written materials, and expressing additional information are all common corporate tasks that depend for strong writing skills.
· Presentation skills
Haugen and Lucas, (2018) stated that efficient business communication also required effective presentation skills. Presentation skill of clothing retailers assists in arranging a structure of a display, creating a strategic plan, and notifying coworkers, business leaders, and other experts. The ability to communicate with the customers while employing a variety of tactics, such as verbal communication, social gestures, and visual elements are other crucial component of presentation abilities. 
· Active listening
Erkek and Batur, (2019) found that professionals can establish supportive working connections and enhance comprehension by practicing active listening. To avoid misunderstandings and remember particular facts during conversations, workplace encounters and meetings - active listening skills are highly beneficial. 
[bookmark: _Toc31292]2.3 Methods of Communication 
There are different methods of business communication which can be categorised as electronic communication, non-electronic communication, written communication, and verbal communication (Ali et al., 2021). Besides all of these methods, there is another method that has been proposed by Edward Twitchell Hall. Hall's high and low context has been discussed in the below segment. 
[bookmark: _Toc16635]2.3.1 Hall's High-Low Context
Edward T. Hall is an American anthropologist and cross-cultural researcher who established the communication method from culture to culture in 1976. He has explained that traditions can be categorised into high and low-context groups (Yang, Hou and Arth, 2020). The difference between high and low-context cultures seeks to highlight differences in spoken and nonverbal communication. Communication in high-context cultures will place more emphasis on the messaging' tones, which will support the scenario instead of simply the phrases directly. On the other hand, low-context cultures demand that messages are explicitly mentioned to avoid misunderstanding and if a statement is not sufficiently clear it will slow down the transmission of information (Yang, Hou and Arth, 2020). People's methods of communication, especially their preferred mediums, vary just as much across high-context and low-context civilisations. In the contemporary, fast-changing digital world, these forms may alter, but essential values remain constant. In high-context societies, verbal communication is typically preferred, whereas non-verbal communication is preferred in low-context traditions. The clothing retailers who want to expand their business in Asian countries are called high-context cultures. 
[bookmark: _Toc30002]2.4 Effective Communication 
Effective business communication improves team collaboration and teamwork. When the organisation can interact effectively with every employee, they can collaborate more successfully to accomplish shared objectives (SEMBILAN and HAMDAN, 2018). Successful communication is the exchange of facts, intentions, and feelings. It involves delivering a piece of information and getting assurance from the target demographic that it was received and understood. Making others feel heard and understood through genuine acknowledgment is a crucial aspect of good communication (Chatman et al., 2020). Effective communication is a major part of clothing retailers because it enhances customer satisfaction and customer retention. Effective communication and constant service quality enhance brand reputation, which encourages customer loyalty and new customer recommendations. Active engagement and communication with the customers can help build trust among thethem, since providing excellent retail service to customers is all about communication and cooperation.
[bookmark: _Toc18595]2.5 International Culture
The term "international culture" describes cultural characteristics that extend beyond national borders (Meyer, 2017). As per the opinion of Hefner, (2018); Asian countries consist of a strong work culture. For example, the Japanese workplace is very formal. Collectivism predominates in the majority of Asian cultures. People are viewed as part of their collective identity in collectivist societies, and the idea of a unique, independent personality is emphasised. 
Trompenaars Cultural Dimensions Model has been considered in the below section.
[bookmark: _Toc8641]2.5.1 Trompenaars 7 dimensions to culture
Sattorovich, (2020) stated that while Trompenaars attempted to comprehend how employees functioned both at work and in their free time, Hofstede's main objective was to evaluate the quality of the work environment. Trompennar's model begins to focus because it conveys what people are considering and perceiving. 
Trompenaars Cultural Dimensions Model has 7 dimensions which have been discussed below.
· Universalism vs. particularism
This dimension is best when comparing between rules and relationships. In universalism, people concentrate more on maintaining rules. This culture is followed by the UK, Canada, and many more countries. Particularism culture believes in making relationships more than rules. This culture has been followed by Japan, China, Latin America, Russia, and many more countries. Universalist cultures need to be consistent and they always need to give logic behind every decision making (Wallensteen, 2021). On the contrary, particularist cultures invest a lot in making a strong connection with the stakeholders, employees, and customers. 
· Individualism vs. communitarianism
Individualistic societies believe that choices affect the way life develops. In these societies, those who make choices act without consulting anybody else (Myles, 2018). The UK, Canada, and Australia are examples of this culture. Communitarianism based on equality of life. In this culture the organisations give reward and recognition to the employees for high performance. Japan, Latin America, Africa are examples of this culture.  
· Specific vs. diffuse
In specific cultures, people like to keep their professional and personal life separate. These societies are known for their straightforward, concise, and time-oriented communication. 
However, people from diffuse cultures usually think that their personal and professional lives are connected. These cultures believe that healthy relationships enable people to achieve their goals more successfully (Dalmia, 2021). Asian countries are a great example of diffuse culture. 
· Neutral vs. affective
The people who live in the UK, Germany do not like to share their emotions in front of everyone because they believe in neutral culture. On the other hand, in affective culture, the employees in the workplace like to share their emotions. It is common for people to express their feelings in this culture (Gidron, Adams and Horne, 2020).
· Achievement vs. ascription
In an achievement culture, people earn high status through their skills and knowledge. In this culture, the employees can challenge other's decisions if they find it illogical. But in the ascription culture, managers give job positions to the employees based on their educational backgrounds, social status or age (Purvanova et al., 2020). 
· Sequential time vs. synchronous time
Time is crucial in cultures that value sequential time. People prefer to do jobs in segments. Since time is money, each step must be done on time. 
While, people who live in synchronous time cultures consider the previous, current, and future to be interconnected (Sattorovich, (2020). As a result, people concentrate on different tasks because they view time as changeable.
· Internal direction vs. external direction
Individuals who reside in internal-directed societies believe they have control over their environment and may enjoy the benefits of this belief. 
However, people who are raised in an external-directed culture believe that they must work with their environment in order to succeed (Sattorovich, (2020). In these cultures, maintaining a wonderful relationship is more important than achieving success.
[bookmark: _Toc28933]2.6 Importance of Building Relationships 
DiJulius, (2019) states that relationship building in international business helps the clothing retailer to gain new customers, retain present customers for a long time and manage the brand image. Relationship building helps the business to meet their goals and it helps to boost the current revenue of the clothing retailer in the Asian countries. When the clothing retailers of the UK expand their business in the Asian countries, there are different things which can come and do not go as per their plans. Therefore, building relationships with the stakeholders, employees, and the customers can help the clothing retailer to remove all the obstacles and run the business smoothly. 
[bookmark: _Toc13453]2.7 How to Build Trust
Trust is a belief that even in the absence of formal commitments or guarantees, a company can be counted on to uphold commitments, fulfill its obligations professionally, and behave decently (Zamry and Nayan, 2020). There are three elements of trust in international business i.e., clarity, connection, and consistency. When the clothing retailer discusses the business details with its stakeholders and other persons, the clothing retailer needs to be clear with their goals. Deep connection with business partners helps the clothing retailer to share each other's values and beliefs which can enhance trust. The clothing retailer needs to maintain consistency in the business in Asian countries.
[bookmark: _Toc21097]2.8 Failed Relationships 
A successful business can fail as well (Carolina, 2019). Most of the time the partnership in a business fails due to poor management. If the employees and the entire management cannot deliver the service and products to its stakeholders then the relationship might fail. Sometimes due to the lack of financial security the business relationships fail. Another reason is lack of communication and business partners feel confused and miss understood which can fail their business relationship. 
[bookmark: _Toc2605]3.0 Conclusions 
It can be concluded from the above segment that international business communication is very crucial for the retail industry. The above report is based on the UK based clothing retailer, which wants to expand its business in the Asian countries. Cultural values and norms are different for each country and as the Asian countries have maintained a traditional community since prehistoric times. There are different skills which are required for international business communication such as; negotiation skill, presentation skill, diplomacy skill, active listening and many more. The methods of communication in international business have been discussed through Hall's high and low context theory. Along with that, international culture has been considered through Trompenaars 7 cultural dimensions. 
[bookmark: _Toc3786]4.0 Recommendations 
The clothing retailer can build a strong management by implementing performance based hiring in their Asian countries. This strategy can help the clothing retailer from failing the business relationship with its partners in the new country. The business can improve their cash flow and reduce their expenses by which they can enhance their financial security. On the other hand, effective communication is an important element which needs to be improved otherwise the business relationship of the clothing retailer in the Asian countries might fail. In order to improve business communication, the clothing retailer needs to interact regularly with business partners and their needs to maintain transparency in the business.  word count：2455
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