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[bookmark: _Toc129881592]Introduction


International business communication is the activity through which the organisations focus on the expansion of their business in the international market. The main motive of this strategy is to help the business make their products available in the international market through which they can increase their sales and focus on the development of the business. There are different techniques through which the organisations can do that such as joint venture, collaboration, and other methods. The following report is based on the Bould Brothers Coffee which is a UK expanding organisation in the market. This firm is not present in China, and because of this, the following report will provide the example of Bould Brothers Coffee international strategy to enter in China. 
The report will focus on the joint venture method through which they aim to analyse the growth and development of Bould Brothers Coffee in China. Further, the report will also discuss the cultural challenges and difficulties among the UK and China joint venture and its impact on the Bould Brothers Coffee. For their growth and positive approach, the report will provide certain recommendations and communications solutions that can be implemented by Bould Brothers Coffee to gain success and make their business successful in the Chinese market.
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[bookmark: _Toc129881593]Discussion
[bookmark: _Toc129881594]Cultural differences and challenges in British and Chinese market


The culture of doing business in the United Kingdom is more like that of France and the United States in that it is highly planned and structured. Individuals are reliable in keeping their commitments and place a high value on their time. They are quite good at planning things in advance, whether it is a presentation or the beginning of a venture. The Chinese organizational climate is more like that of South America and India in that it is more active and impulsive. Individuals are prone to changing their minds at the eleventh hour, even though they are certain they are doing the correct thing. In addition to that, they have a sense of humour and like joking about (De Silva et al., 2021).


Sense of belonging, also known as guanxi, is placed with a greater priority in China than it is in the UK. This is one of the most significant differences between the two countries. On the other hand, the mentality of business in the United Kingdom is characterised by a greater emphasis on individualism and competition. The success or failure of a project in China is dependent on the expertise of its leaders and the wealth of assets that they can effectively manage and organise. Even within the context of the company, the rationale is reasonable. Because of the organizational basis of the Chinese business organisation, an employee who understands their employer better compared to others might rise fast up the ranks. 
Yet, a British citizen must be informed of the situation to complete the assignment. It is necessary for someone to be an expert in their pitch for the player to acquire the confidence of the players. The mindset of the Chinese is irregular, while the mentality of the British is straightforward (Zhou et al., 2021).
[bookmark: _Toc129881595]Affect of challenges on business communication


When collaborating with a multinational firm, it's important to consider the potential impact of cultural differences on the relationship. This involves fundamental habits of behaviour, such as mannerisms and gestures. A salesman, for instance, may better connect with a client by tailoring their words, facial gestures, and behaviours to their own cultural norms and preferences. This might lead to the buyer warming up to the salesman, which would increase the likelihood of a successful transaction. When expressing an opinion or issuing orders in the United Kingdom, it is usual for individuals to raise their voices and be more forceful. 


Chinese individuals tend to be more reserved and soft-spoken when expressing their opinions or giving recommendations. Speaking in a calm voice and taking steps to be attentive of others' feedback, even if it is delivered in a style to that is not used, may help encourage productive business collaboration when dealing with individuals from other cultures (Hung et al., 2019). As a result of globalisation, individuals from all walks of life and all corners of the globe are increasingly doing business together. It's important to keep in mind certain ground rules when reaching out to individuals halfway across the globe, even though technology makes it possible to do so in a minute. 


When scheduling a global telephone or online conference call, it's important to consider the time zone variances of all participants. Keep in mind that cultural variations might also impact accessibility.  In countries where loyalty and political pride run deep, consumers tend to feel more secure making purchases from businesses that have official support. While doing business with people of different cultures, it's important to keep in mind that ongoing rising divisions between the cultures of the relevant stakeholders might also affect discussions (Mawby, 2023).
[bookmark: _Toc129881596]Identify and explain different cultural communication theories


Hofstede Cultural dimensions
[image: ]
Figure 1: Cultural dimension of China and UK


· Power distance
China consistently ranks on the PDI, at 80, indicating that its society accepts inequality. In an increasingly combative subordinate-supervisor relationship, subordinates have little recourse when their superiors misuse their authority. Britain, with a PDI of 35, is among the societies with the lowest levels of equality amongst its members. Research demonstrates that the upper class in Britain has a lower PD score than the capitalist poor.
· Individualism
A score of 20 indicates that the population of China is very collectivist, meaning that they prioritise the requirements of the group over their own requirements. Recruitment and promotion favour in-group members. There is not a great deal of investment on the part of the employees in the company or in its people (Escandon-Barbosa et al., 2022). The United Kingdom is among the nations with the highest scores in the world when it comes to the Individualism Index, with a score of 89. Only its children, such as Australia and the United States, have ratings that are higher than it does. British culture fosters independence and secrecy.
· Masculinity
China, with its population of 66 million people, has a very macho culture that places a strong emphasis on success and rivalry. Because of the widespread belief that one must do whatever it takes to achieve success, many people in China prioritise their jobs over their families and their free time. Britain is a very masculine nation, with a focus on success and achievement, while having a relatively old population (the average age is 66). One of the things that may throw off a visitor to Britain is the seeming tension between the culture's emphasis on achievement and its stress on humility and understatement. This is one of the things that might throw off a visitor to Britain.


· Uncertainty Avoidance
China receives a terrible score of 30 on the scale that measures how well nations avoid uncertainty. Nonetheless, pragmatism is a characteristic of life, and rigid adherence to the law may be modifiable to match the needs of the situation. On the dimension of Uncertainty Avoidance, the United Kingdom scored a low 35, which indicates that its residents are content to develop their own while they're forward, altering their plans considering new knowledge as it becomes available (Litvin, 2019).
· Long term orientation
On this scale, the People's Republic of China earns an 87, which indicates that their culture places a strong emphasis on functionality. Individuals who live in societies that have a more pragmatic worldview have a greater propensity to view reality as being highly relative to the particulars of time and place. On this scale, a score of 51 implies that one does not have a moderate level of clear appreciation for any component of British culture.
· Indulgence
The fact that China received such a low score on these criteria (just 24 out of a possible 100) reveals that the country's society is extremely regimented. Those societies that score low on this metric are characterised by an absence of optimism and cynicism. Indulgent is one word that comes to mind when thinking about the British way of life, which received a score of 69. Individuals who live in cultures that score highly on the dimension of Indulgence have a greater propensity to be more receptive to acting on their impromptu whims and desires about matters of leisure and pleasure (Huang and Crotts, 2019).
[bookmark: _Toc129881597]Real life business examples


Bould Brothers Coffee is a UK based coffee firm that has its presence in the national market. The organisation aims to focus on the international expansion of their business, so that they can increase their sales and make their customer base in the international market. The firm had decided to make their business in the Chinese market, and because of this, they had decided to implement the use of joint venture for their expansion. A partnership in which multiple individuals attempt to create a single company or business plan with the purpose of making a profit while spreading the dangers related to the establishment of the organization or project is known as a joint venture. 


There must be a minimum of two natural individuals or legal entities participating in the joint venture for it to be considered valid. Bould Brothers Coffee is looking for making a venture with the Chinese firms, so that they can easily in the Chinese market (Nambisan et al., 2019). Further, the firm had also analysed the use of cultural dimensions theory and international expansion model for their successful and growth in the market.
[bookmark: _Toc129881598]Recommendations


For the growth of Bould Brothers Coffee in the Chinese market it is recommended to them that they must first analyse the coffee market of China. This is because with the help of this, they can easily engage in the market share of the Chinese coffee market. Bould Brothers Coffee must conduct the macro and micro environmental analysis of their organisation in the national and international context, so that they can gain insights of the Chinese and UK market. It is important for them to determine the trade relation and political stability between the two countries, so that they can assure the use of proper techniques and approaches (Vătămănescu et al., 2020).


It is recommended to Bould Brothers Coffee that they should identify the risk factor when expanding their business in the Chinese market. Based on that, they must design their international entry strategy in the form of joint venture. Also, the methods to be implemented should be considered under the law and regulations of the two countries and must be a mutual respect when venturing up with the Chinese firm.
[bookmark: _Toc129881599]Communication solutions


For the Bould Brothers Coffee to improve their communication problem, they must hire the Chinese facility members that help them to identify the cultural communication of the Chinese market. Further, they must conduct a personal review to ensure the positive and negative impact of the Chinese organisational business market (Vitolla et al., 2021). Through this, they can easily solve the issue of communication problem by conducting research for the international market scope in the Chinese market.
For the communication problem, Bould Brothers Coffee must implement the accessibility factor for the Chinese and British market. Through this, they can gain access to different resources and assets from both the countries and maintain the cultural benefit. By studying the Hofstede cultural dimension theory and their score, Bould Brothers Coffee can easily identify the difference between the cultures of these two countries and make the suggested changes. In this manner, they can easily achieve their goals in the Chinese market and increase their sales (Tietze and Piekkari, 2020).

[bookmark: _Toc129881600]Conclusion


As per the analysis of the above report, it is concluded that Bould Brothers Coffee has the chance to make their business international by expanding in the Chinese market. For this, the best suitable strategy for the firm is joint venture technique through which they can join hands with the coffee organisations of the China and make their entry in the Chinese market. It is concluded that due to the vast level of cultural differences among the two countries, it would be difficult for Bould Brothers Coffee to cover these challenges and had to face certain issues. Further, the report had provided an analysis of the cultural communication theories that can be adopted by Bould Brothers Coffee to overcome the challenges and focus on their growth in the Chinese market. Use of Hofstede cultural communication theory is an effective theory for Bould Brothers Coffee to expand their business and increase their sales.
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International business communication is the activity through which the organisations focus on the expansion of their business in the international market. The main motive of this strategy is to help the business make their products available in the international market through which they can increase their sales and focus on the development of the business. There are different techniques through which the organisations can do that such as joint venture, collaboration and other methods. The following report is based on the Bould Brothers Coffee which is a UK expanding organisation in the market. This firm is not present in China, and as a result of this, the following report will provide the example of Bould Brothers Coffee international strategy to enter in China. 

The report will focus on the joint venture method through which they aim to analyse the growth and development of Bould Brothers Coffee in China. Further, the report will also discuss the cultural challenges and difficulties among the UK and China joint venture and its impact on the Bould Brothers Coffee. For their growth and positive approach, the report will provide certain recommendations and communications solutions that can be implemented by Bould Brothers Coffee in order to gain success and make their business successful in the Chinese market.
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The culture of doing business in the United Kingdom is more similar to that of France and the United States in that it is highly planned and structured. Individuals are reliable in keeping their commitments and place a high value on their time. They are quite good at planning things in advance, whether it is a presentation or the beginning of a venture. The Chinese organizational climate is more similar to that of South America and India in that it is more active and impulsive. Individuals are prone to changing their minds at the eleventh hour, despite the fact that they are certain they are doing the correct thing. In addition to that, they have a sense of humour and like joking about (De Silva et al., 2021).

Sense of belonging, also known as guanxi, is placed with a greater priority in China than it is in the UK. This is one of the most significant differences between the two countries. On the other hand, the mentality of business in the United Kingdom is characterised by a greater emphasis on individualism and competition. The success or failure of a project in China is dependent on the expertise of its leaders and the wealth of assets that they are able to effectively manage and organise. Even within the context of the company, the rationale is reasonable. Because of the organizational basis of the Chinese business organisation, an employee who understands their employer better compared to others might rise fast up the ranks. 

Yet, a British citizen must be informed of the situation in order to complete the assignment. It is necessary for someone to be an expert in their pitch in order for the player to acquire the confidence of the players. The mindset of the Chinese is irregular, while the mentality of the British is straightforward (Zhou et al., 2021).
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On the other hand, the mentality of business in the United Kingdom is characterised by a greater emphasis on individualism and competition. The success or failure of a project in China is dependent on the expertise of its leaders and the wealth of assets that they are able to effectively manage and organise. Even within the context of the company, the rationale is reasonable. Because of the organizational basis of the Chinese business organisation, an employee who understands their employer better compared to others might rise fast up the ranks. 

Yet, a British citizen must be informed of the situation in order to complete the assignment. It is necessary for someone to be an expert in their pitch in order for the player to acquire the confidence of the players. The mindset of the Chinese is irregular, while the mentality of the British is straightforward (Zhou et al., 2021).
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Fundamental habits of behaviour, such as mannerisms and gestures

When expressing an opinion or issuing orders in the UK, it is usual for individuals to raise their voices and be more forceful. 





















When collaborating with a multinational firm, it's important to take into account the potential impact of cultural differences on the relationship. This involves fundamental habits of behaviour, such as mannerisms and gestures. A salesman, for instance, may better connect with a client by tailoring their words, facial gestures, and behaviors to their own cultural norms and preferences. This might lead to the buyer warming up to the salesman, which would increase the likelihood of a successful transaction. When expressing an opinion or issuing orders in the United Kingdom, it is usual for individuals to raise their voices and be more forceful. 

Chinese individuals tend to be more reserved and soft-spoken when expressing their opinions or giving recommendations. Speaking in a calm voice and taking steps to be attentive of others' feedback, even if it is delivered in a style to that is not used, may help encourage productive business collaboration when dealing with individuals from other cultures (Hung et al., 2019). As a result of globalisation, individuals from all walks of life and all corners of the globe are increasingly doing business together. It's important to keep in mind certain ground rules when reaching out to individuals halfway across the globe, despite the fact that technology makes it possible to do so in a minute. 

When scheduling a global telephone or online conference call, it's important to take into account the time zone variances of all participants. Keep in mind that cultural variations might also impact accessibility.  In countries where loyalty and political pride run deep, consumers tend to feel more secure making purchases from businesses that have official support. While doing business with people of different cultures, it's important to keep in mind that ongoing rising divisions between the cultures of the relevant stakeholders might also affect discussions (Mawby, 2023).
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Chinese individuals tend to be more reserved and soft-spoken when expressing their opinions or giving recommendations. Speaking in a calm voice and taking steps to be attentive of others' feedback, even if it is delivered in a style to that is not used, may help encourage productive business collaboration when dealing with individuals from other cultures (Hung et al., 2019). As a result of globalisation, individuals from all walks of life and all corners of the globe are increasingly doing business together. It's important to keep in mind certain ground rules when reaching out to individuals halfway across the globe, despite the fact that technology makes it possible to do so in a minute. 
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When scheduling a global telephone or online conference call, it's important to take into account the time zone variances of all participants. Keep in mind that cultural variations might also impact accessibility.  In countries where loyalty and political pride run deep, consumers tend to feel more secure making purchases from businesses that have official support. While doing business with people of different cultures, it's important to keep in mind that ongoing rising divisions between the cultures of the relevant stakeholders might also affect discussions (Mawby, 2023).
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Power distance

China consistently ranks on the PDI, at 80, indicating that its society accepts inequality. In an increasingly combative subordinate-supervisor relationship, subordinates have little recourse when their superiors misuse their authority. Britain, with a PDI of 35, is among the societies with the lowest levels of equality amongst its members. Research demonstrates that the upper class in Britain has a lower PD score than the capitalist poor.

Individualism

People in China, as indicated by a score of 20, are strongly collectivist, putting the needs of the collective ahead of their own. Closer members of an in-group are given preference in the recruiting and promotion processes. The employees are not very invested in the company or its personnel (Escandon-Barbosa et al., 2022). With an Individualism Index score of 89, the United Kingdom is among the highest-scoring nations in the world. Only its offspring, the Commonwealth nations of Australia and the United States, have higher ratings. In many ways, the British culture encourages its citizens to be independent and secretive.

Masculinity

At 66, China is a very masculine culture, focused on achievement and competition. Many Chinese people would put work before family and leisure time because they feel they must do all it takes to succeed. Britain, with its average age of 66, is a very masculine nation, with an emphasis on success and achievement. One of the things that might throw off a visitor to Britain is the seeming conflict between the culture's emphasis on achievement and its emphasis on humility and understatement.

Uncertainty Avoidance

China scores poorly on the Uncertainty Avoidance scale, with a 30. Yet, pragmatism is a feature of life, and strict obedience to the law may be adaptable to fit the circumstances. The United Kingdom scored low on the dimension of Uncertainty Avoidance, at 35, indicating that its citizens are content to create their own while they're forward, modifying their plans in light of new knowledge (Litvin, 2019).

Long term orientation

The People's Republic of China receives an 87 on this scale, indicating that their culture is very practical. People in cultures with a pragmatic outlook tend to see reality as highly relative to particulars of time and place. A moderate 51 on this scale indicates a lack of a clear appreciation for any aspect of British culture.

Indulgence

As can be observed from China's low score (24 out of 100) on this metric, the country is a highly controlled society. A lack of optimism and scepticism characterises societies that score poorly on this indicator. With a score like 69, the British way of life may be described as Indulgent. Those who live in civilizations that rank highly on the dimension of Indulgence tend to be more open to acting on their spontaneous wishes when it comes to leisure and pleasure (Huang and Crotts, 2019). 
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Power distance

China consistently ranks on the PDI, at 80, indicating that its society accepts inequality. In an increasingly combative subordinate-supervisor relationship, subordinates have little recourse when their superiors misuse their authority. Britain, with a PDI of 35, is among the societies with the lowest levels of equality amongst its members. Research demonstrates that the upper class in Britain has a lower PD score than the capitalist poor.

Individualism

A score of 20 indicates that the population of China is very collectivist, meaning that they prioritise the requirements of the group over their own requirements. Recruitment and promotion favour in-group members. There is not a great deal of investment on the part of the employees in the company or in its people (Escandon-Barbosa et al., 2022). The United Kingdom is among the nations with the highest scores in the world when it comes to the Individualism Index, with a score of 89. Only its children, such as Australia and the United States, have ratings that are higher than it does. British culture fosters independence and secrecy.

Masculinity

China, with its population of 66 million people, has a very macho culture that places a strong emphasis on success and rivalry. Because of the widespread belief that one must do whatever it takes to achieve success, many people in China prioritise their jobs over their families and their free time. Britain is a very masculine nation, with a focus on success and achievement, while having a relatively old population (the average age is 66). One of the things that may throw off a visitor to Britain is the seeming tension between the culture's emphasis on achievement and its stress on humility and understatement. This is one of the things that might throw off a visitor to Britain.
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Uncertainty Avoidance

China receives a terrible score of 30 on the scale that measures how well nations avoid uncertainty. Nonetheless, pragmatism is a characteristic of life, and rigid adherence to the law may be modifiable in order to match the needs of the situation. On the dimension of Uncertainty Avoidance, the United Kingdom scored a low 35, which indicates that its residents are content to develop their own while they're forward, altering their plans in light of new knowledge as it becomes available (Litvin, 2019).

Long term orientation

On this scale, the People's Republic of China earns an 87, which indicates that their culture places a strong emphasis on functionality. Individuals who live in societies that have a more pragmatic worldview have a greater propensity to view reality as being highly relative to the particulars of time and place. On this scale, a score of 51 implies that one does not have a moderate level of clear appreciation for any component of British culture.

Indulgence

The fact that China received such a low score on this criteria (just 24 out of a possible 100) reveals that the country's society is extremely regimented. Those societies that score low on this metric are characterised by an absence of optimism and cynicism. Indulgent is one word that comes to mind when thinking about the British way of life, which received a score of 69. Individuals who live in cultures that score highly on the dimension of Indulgence have a greater propensity to be more receptive to acting on their impromptu whims and desires with regard to matters of leisure and pleasure (Huang and Crotts, 2019).
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Bould Brothers Coffee is a UK based coffee firm that has its presence in the national market. The organisation aims to focus on the international expansion of their business, so that they can increase their sales and also make their customer base in the international market. The firm had decided to make their business in the Chinese market, and as a result of this, they had decided to implement the use of joint venture for their expansion. A partnership in which multiple individuals attempt to create a single company or business plan with the purpose of making a profit while spreading the dangers related to the establishment of the organization or project is known as a joint venture. 

There must be a minimum of two natural individuals or legal entities participating in the joint venture for it to be considered valid. Bould Brothers Coffee is looking for making a venture with the Chinese firms, so that they can easily in the Chinese market (Nambisan et al., 2019). Further, the firm had also analysed the use of cultural dimensions theory and international expansion model for their successful and positive growth in the market.
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There must be a minimum of two natural individuals or legal entities participating in the joint venture for it to be considered valid. Bould Brothers Coffee is looking for making a venture with the Chinese firms, so that they can easily in the Chinese market (Nambisan et al., 2019). Further, the firm had also analysed the use of cultural dimensions theory and international expansion model for their successful and positive growth in the market.
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For the growth of Bould Brothers Coffee in the Chinese market it is recommended to them that they must first analyse the coffee market of the China. This is because with the help of this, they can easily engage in the market share of the Chinese coffee market. Bould Brothers Coffee must conduct the macro and micro environmental analysis of their organisation in the national and international context, so that they can gain insights of the Chinese and UK market. It is important for them to determine the trade relation and political stability between the two countries, so that they can assure the use of proper techniques and approaches (Vătămănescu et al., 2020).

It is recommended to Bould Brothers Coffee that they should identify the risk factor when expanding their business in the Chinese market. Based on that, they must design their international entry strategy in the form of joint venture. Also, the methods to be implemented should be considered under the law and regulations of the two countries and must be a mutual respect when venturing up with the Chinese firm.



13



image2.png









RECOMMENDATIONS

Analyes tmcoms
et it Chins
Masrosnimicro
Sl
e
p——
el mabtiy
Datwasaiis o






image15.emf
R

ECOMMENDATIONS



Identify the risk factor when expanding 



Design their international entry strategy in the 

form of joint venture



Law and regulations of the two countries


Microsoft_PowerPoint_Slide12.sldx
Recommendations

Identify the risk factor when expanding 

Design their international entry strategy in the form of joint venture

Law and regulations of the two countries





















It is recommended to Bould Brothers Coffee that they should identify the risk factor when expanding their business in the Chinese market. Based on that, they must design their international entry strategy in the form of joint venture. Also, the methods to be implemented should be considered under the law and regulations of the two countries and must be a mutual respect when venturing up with the Chinese firm.
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For the Bould Brothers Coffee to improve their communication problem, they must hire the Chinese facility members that help them to identify the cultural communication of the Chinese market. Further, they must conduct a personal review to ensure the positive and negative impact of the Chinese organisational business market (Vitolla et al., 2021). Through this, they can easily solve the issue of communication problem by conducting a research for the international market scope in the Chinese market.

For the communication problem, Bould Brothers Coffee must implement the accessibility factor for the Chinese and British market. Through this, they can gain access to different resources and assets from both the countries and maintain the cultural benefit. By studying the Hofstede cultural dimension theory and their score, Bould Brothers Coffee can easily identify the difference between the cultures of these two countries and make the suggested changes. In this manner, they can easily achieve their goals in the Chinese market and also increase their sales (Tietze and Piekkari, 2020).
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As per the analysis of the above report, it is concluded that Bould Brothers Coffee has the chance to make their business international by expanding in the Chinese market. For this, the best suitable strategy for the firm is joint venture technique through which they can join hands with the coffee organisations of the China and make their entry in the Chinese market. It is concluded that due to the vast level of cultural differences among the two countries, it would be difficult for Bould Brothers Coffee to cover these challenges and had to face certain issues. Further, the report had provided an analysis of the cultural communication theories that can be adopted by Bould Brothers Coffee in order to overcome the challenges and focus on their growth in the Chinese market. Use of Hofstede cultural communication theory is an effective theory for Bould Brothers Coffee to expand their business and increase their sales.
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