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[bookmark: _Toc122086092]Introduction 
There are many factors to consider when a UK based company is deciding whether or not to move its production to another location in a developing country. The company must first evaluate the costs and benefits of such a move. They must also consider the political and economic stability of the potential new location, as well as the availability of resources and infrastructure. The company must also be aware of the cultural differences between the UK and the developing country. This includes understanding how business is conducted in the new country, as well as any language barriers that may exist. It is important to have a clear plan for how to communicate with employees, customers, and suppliers in the new country. Moving production to a developing country can be a risky proposition, but it can also offer significant rewards. The key is to carefully consider all factors before making a decision.
[bookmark: _Toc122086093]Introduction to business growth opportunities in developing countries
As a UK based company, you may be considering moving your own production to another location in a developing country. There are several business growth opportunities that come with this decision. Firstly, developing countries tend to have lower production costs due to factors such as lower wages and less stringent environmental regulations. This can lead to increased profits for your company. Secondly, there is often a growing market for goods and services in developing countries as the population and middle class expands. This can provide your company with a new customer base and potentially lead to higher sales.
Thirdly, by moving production to a developing country you can help to create jobs and stimulate economic growth in that country. This can have positive social and political implications for your company (Bosma, Sanders and Stam, 2018). Finally, it is important to consider the risks associated with doing business in a developing country before making any decisions. These risks include political instability, crime, and corruption. However, with careful planning and research these risks can be mitigated. 
If a company is considering moving your production to a developing country, there are many opportunities for business growth that come with this decision. Careful consideration of the risks is essential before making any decisions but the potential rewards could be great for your company.
[bookmark: _Toc122086094]Business growth opportunities in India
When a UK based company is considering moving its own production to another location, often the most obvious choice is India. This is because India offers a number of advantages for businesses looking to grow. Firstly, India has a large and growing economy which presents opportunities for companies to sell their products and services. Secondly, India has a well-developed infrastructure which makes it easy for companies to set up their operations (Singh and Bansal, 2019). Finally, India has a skilled workforce which can help companies to achieve their growth goals.
[bookmark: _Toc122086095]Application of theories of international and intercultural communication
Hofstede theory 
In the late 1960s, Dutch sociologist Geert Hofstede conducted one of the most influential studies on international and intercultural communication. His research consisted of a survey of IBM employees in 40 different countries. From his findings, Hofstede developed a theory that there are four basic dimensions of cultural difference: power distance, individualism vs. collectivism, masculine vs. feminine, and uncertainty avoidance.
Power distance is the degree to which people in a culture accept that power is distributed unequally. In cultures with high power distance, people are more likely to defer to those in positions of authority and to accept unequal distribution of resources. In contrast, cultures with low power distance are characterized by more egalitarian relationships and a greater willingness to challenge those in authority (Jackson, 2020).
Individualism vs. collectivism refers to the extent to which people in a culture prioritize their own needs and goals over those of the group. Individualistic cultures value independence and self-reliance, while collectivist cultures emphasize interdependence and cooperation (Sattorovich, 2020). Masculine vs. feminine refers to the degree to which a culture values traditional gender role. In masculine cultures, competition and assertiveness are highly valued, while feminine cultures place more emphasis on cooperation and nurturing behaviours.
Uncertainty avoidance reflects a culture’s comfort level with ambiguity and risk-taking. Cultures with high uncertainty avoidance tend to be structured and orderly, with strict rules and regulations regarding social behaviour. In contrast, cultures with low
Samovar Theory 
The Samovar theory of international and intercultural communication posits that there is a fundamental difference between the way communication occurs in high-context cultures and low-context cultures. High-context cultures, such as those found in much of Asia and Africa, rely heavily on nonverbal cues, such as body language and tone of voice, to communicate meaning. Low-context cultures, such as those found in Europe and North America, place more emphasis on verbal communication.
The theory was first proposed by Edward T. Hall in his 1976 book The Silent Language. In it, he argues that the key to understanding cross-cultural communication is to recognize that there are two different types of cultures: high-context and low-context (Samovar et.al, 2016). High-context cultures are those in which the majority of communication is nonverbal; that is, it is communicated through things like body language, facial expressions, and tone of voice. Low-context cultures are those in which the majority of communication is verbal; that is, it is conveyed through words alone.
Hall argues that because high-context and low-context cultures communicate differently, they often have difficulty understanding one another. For example, a high-text culture might place more importance on personal relationships than on contracts or rules; a low-text culture might view personal relationships as unnecessary distractions from business dealings. This can lead to misunderstandings between people from different cultural backgrounds.
Jandt theory 
The Jandt theory of international and intercultural communication is a communication model that examines the role of culture in communication. The model was developed by Fred Jandt, a professor of communication at the University of California, Riverside. The Jandt theory posits that culture plays a significant role in shaping how we communicate with others. It asserts that our cultural values, beliefs, and norms influence how we interpret and respond to a communication from others (Jandt, 2017). The theory also recognizes that culture can be a barrier to effective communication, as different cultures can have different ways of communicating. 
[bookmark: _Toc122086096]Cultural sensitivity for businesses when doing business in India with examples
When doing business in India, it is important to be culturally sensitive. This means being aware of and respectful of the country's customs and traditions. For example, in India, it is customary to remove shoes when entering a home or place of worship. It is also considered polite to eat with your right hand only. Businesses should also be aware of the different religions practiced in India. Hinduism is the main religion, followed by Islam, Christianity, Sikhism, Buddhism, and Jainism. As such, businesses should avoid scheduling important meetings or events during religious holidays (Ferraro and Brody, 2015). They should also be mindful of religious dietary restrictions when arranging catering for events.
Finally, businesses should be aware of the caste system when doing business in India. The caste system is a hierarchy that dictates social interactions and relationships. There are four main castes: Brahmin (priests and scholars), Kshatriya (warriors and kings), Vaishya (merchants and farmers), and Shudra (laborers and servants). Dalits (formerly known as "untouchables") are at the bottom of the hierarchy and experience discrimination from those above them in the caste system. Businesses should avoid any discriminatory practices based on caste when doing business in India.
[bookmark: _Toc122086097]Importance of networking in moving business from UK to India
When looking to move your business from the UK to India, networking is key. There are a number of reasons why networking is important in this process: 
· Networking can help you to make the right contacts in India. It is important to have a good network of contacts when setting up a business in a new country, as they can provide valuable advice and guidance. 
· Networking can help you to find the right partners and suppliers in India. It is important to build relationships with reliable partners and suppliers who can provide the goods and services you need for your business (Knoke, 2018). 
· Networking can help you to understand the Indian market. By networking with other businesses in India, you can gain valuable insights into the Indian market, which can help you to make better decisions about your own business plans. 
· Networking can help you to raise awareness of your brand in India. By building relationships with key influencers and opinion leaders in India, you can raise awareness of your brand and generate interest in your products or services. 
· Networking can help you to access funding for your business in India. There are a number of funding opportunities available for businesses looking to set up in India, and by networking with the right people, you can access these opportunities.
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The decision on whether or not to use the buyer's language when communicating with them is a complex one. On the one hand, using the buyer's language can show that you are interested in and respectful of their culture. It can also help to build trust and rapport. On the other hand, using your own language can be seen as a sign of confidence and professionalism. It can also help to ensure that your message is clear and unambiguous. Ultimately, the decision on which language to use should be based on your relationship with the buyer, their level of English proficiency, and the context of the conversation.
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There are many advantages and disadvantages to business networking. On the one hand, it can be a great way to connect with other businesses and potential customers. It can also help you to build relationships and generate new ideas. On the other hand, it can be time-consuming and expensive. The decision of whether or not to network should be based on your specific business goals. If you are looking to build relationships and generate new leads, then networking may be a good option for you. However, if you are looking to save time and money, then it may not be the best choice.
Advantages 
Business networking is one of the most effective marketing tools available to small businesses. It allows businesses to connect with potential customers and partners, build relationships, and generate new leads. Here are some of the top advantages of business networking: 
· Expand Your Reach One of the biggest advantages of business networking is that it helps you expand your reach and connect with more people. When you network with other businesses, you’re able to tap into their networks and reach a larger audience. 
· Build Relationships Another top advantage of business networking is that it allows you to build relationships with potential customers and partners. Networking gives you the opportunity to get to know people in your industry and create long-lasting relationships (Akram and Kumar, 2017). 
· Generate New Leads Business networking is also a great way to generate new leads for your business. When you meet new people, you have the opportunity to share your business’s story and promote your products or services. This can help you attract new customers and grow your business. 
· Stay Up-to-Date on Industry Trends When you network with other businesses, you’re able to stay up-to-date on industry trends and learn about new products or services that could benefit your business. Networking provides a great opportunity for learning and keeping up with the latest trends in your industry. 
Disadvantages 
Business networking can be time-consuming. You may have to dedicate a significant amount of time to attend events, meet new people, and nurture relationships. It can also be expensive. There may be costs associated with membership in professional organizations or attending events. You may also encounter some challenges when trying to build relationships with other professionals. For example, you may have difficulty finding common ground or developing trust. Overall, business networking has some disadvantages that you should be aware of before getting started. However, if you are willing to put in the effort, it can be a valuable tool for growing your business.
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Different communication barriers experienced by foreign businesses in India include:
· Language barriers - Indian businesses typically communicate in English, while many foreign businesses are not familiar with this language. This can make it difficult to understand each other and may lead to miscommunication.
· Cultural differences - India has a very different culture from most Western countries, which can be a barrier to communication. For example, Indians tend to be more indirect in their communication style, which can be confusing for those from more direct cultures.
· Different business practices - Indian businesses often operate differently to foreign businesses, which can make communication difficult. For example, Indian businesses may place more emphasis on personal relationships than on formal contracts (Guirdham and Guirdham, 2017).
· Lack of knowledge about India - Many foreign businesses have little or no knowledge about India before they start doing business there. This lack of knowledge can make it difficult to communicate effectively with Indian businesses.
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In order for the company to be successful in its move to India, it is important that appropriate communication strategies are put in place. The company should make sure that it understands the local market and culture, and adapt its communication accordingly. There are a number of different channels that the company can use to communicate with its target audience in India. These include traditional media such as television and radio, as well as newer channels such as social media and online advertising. It is important to use a mix of channels so that the company can reach as many people as possible.
It is also important to consider the language barrier when communicating with Indian consumers. The company should make sure that its communications are clear and easy to understand, using simple language where possible. using local celebrities or spokespeople who can speak Hindi or another local language can also be an effective way to connect with Indian consumers.
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After careful consideration, the UK based company has decided to move its own production to another location in a developing country. The reasons for this decision include the following:
· There is a large potential market in the developing country for the company's products.
· The cost of labour and other production costs is much lower in the developing country than they are in the UK.
· The company will be able to take advantage of tax incentives and other benefits offered by the government of the developing country.
· The company believes that it can successfully manage any risks associated with operating in a developing country.
· The company is confident that moving its production to the developing country will be a successful move that will help it to grow and prosper.
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