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International Business Communications


Globalisation is used to speak of the increase of trade between different countries around the world. Some specialists would say that it is starts after the discovery of the Americas when others would think that it is later when the cos of the transport decrease. But they are all agree that globalisation really increase in the half-past century. Globalisation is the rise of trade in different countries all around the world. The fact is that all of them have their own culture. In this essay, we will see why building relation relationship is important in international business. 
Culture is all the knowledge, beliefs, customs, values of a group of person which make them a civilisation. It is transmitted from generation to generation and it is conditioning the behaviours. Culture is different in each country. Even if we can observe similarities between cultures of countries from a same continent, cultures can be very different for two countries far away.


In business, communications are used to talk to somebody but it can also be used in negotiation or in management. Moreover, cross-cultural communication is not only between the company and the customers. It is also used between the members of the company, directors, employees.  It can be useful for working with the subsidiaries and likewise with the suppliers. This is why it is important to know how to communicate with everyone. In order to build respectful and lasting relationship, people need to be aware of the differences between cultures.
During the 70s, Hall introduced the concept of high and low context communication. This approach is based on the direct and indirect communication. High-context culture is more associate with Asian, African a Latin America. In these culture it takes time to create a relationship and it is based on trust. In business, people prefers to had face to face than to speak by email. In fact, they pay attention at all the nonverbal communication as the eyes, the gesture, voice tones etc. Moreover, in these cultures, you can be confronted at a long time to take a decision or make changes. At the opposite, there are the low-context cultures, situated in the western of the European Union or in the United States and Australia. In these culture, relationship begin fast but there are also short. Nonverbal elements are not important; communications are more explicit. If someone say yes, no matter how he says it, it will be always a yes. In a low-context culture a yes can be invalid if the nonverbal components say no. 
In the 70s, Professor Geert Hofstede conducted a massive survey on cultures. In fact, he shows that the behaviours in business are influenced by culture. With the researches, he creates the Hofstede model based on six dimensions. 
The first dimension is the power distance index. Culture with a high level will accept a hierarchy when a culture with a low level want an equal distribution of the power. Another dimension measures the individualism or the collectivism of the societies. Then, the masculinity dimension is given to the societies which give importance to the success and competition. At the opposite, feminity is given to the cultures which prefer cooperation and quality of life. The uncertainty avoidance index expresses the capacity of the societies to changes their behaviours (low level) or not (high level). A different dimension is on the indulgence of enjoying life or restraint with strict social norms. The last dimension is to see if the society is able to think of a long term orientation or if it is just focus on short term. 
In 1997, Trompenaars and Hampden-Turner published a book, result of ten years of researches. As Hofstede, they found different dimensions of human relationships which can explain the difference between cultures. On the seven dimensions, there is one for how people deal with each other or with their emotions or with time, etc. This model is a framework which can be applied in business. 


As I said right from the beginning, culture is complex and some specialist tried to explain each cultures by creating dimensions but as says, Hofstede: "Culture is more often a source of conflict than of synergy. Cultural differences are a nuisance at best and often a disaster." (Hofstede). 
In fact, there are many cases of companies which failed their expansion in a new country because of the difference between the cultures. 
Firstly, there can be language issues with the usage of a word in one language and with a different meaning in another one. There many companies which failed in the globalisation of their brand. For example, when the company Pepsi translate their slogan ‘Pepsi Brings You Back to Life’ in Chinese, the literal translation was ‘Pepsi brings your ancestors back from the grave’. This slogan was not judicious because the ancestors are venerated in their culture. (Forbes, 2014)
The case of Walmart in Germany show a failure due to cultural mistakes inside the company. Indeed, in addition of a wring analysis of the German market, the company has a wrong inside policy. For examples, the superiors did not give importance to the feedbacks of the employees. Moreover, the company encourages employees to spy each other and report the mistakes. This practice can be used in the United States but it is not acceptable in Germany. (Christopherson, 2007)
A relationship can also be ending by a gift. In fact, in some cultures, it is in the customs to offer gift. It can be a welcome gift when someone is visiting the country. It can also be a gift to close a deal and thanks the partner. This kind of gift can be appreciating and come to strengthen the relation. But in others culture, gift can be considerate as bribe. If the partners are not agreeing the deal can be compromised, and the relationship finished. (Arunthanes, Tansuhaj, Lemak, 1994)


All of this business failures at the international show that relationships are important for improving the performances and the effectiveness of companies. Because all of difference between cultures can create hurdles in communication between partners. (Kim, 1991)
For create a communication effectiveness and strong relationships, it is essential to try to find trustful partners. Then researches become essential to adapt the strategy of the company to the new country. Also every person in the relationship need to find satisfaction for developing it and to keep it as a long term. Consequently, at times, it is possible that the only solution to a difference of opinion a compromise has to be done. 

In conclusion, there are a lot of different cultures in the world. And each of them had their own particularities which influence the behaviours of people from these cultures. When a company wants to expand in another county, it can be confronted to big cultural differences. And mistakes can be easily done with in consequence the end of the expanse. We have seen with few specialists that culture is based on different dimension. They need to be take into account to avoid misunderstandings and failure. The best way to success, is to make researches and adapt the behaviour of the company to this new culture. 
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