

Executive Summary
The data shows that there are some striking problems in the cooperation between British and Indian companies, such as cultural differences, as well as language communication and behavioral etiquette, which can hinder the development of British and Indian companies, both sides need to communicate with each other's culture based on their own culture, to improve the distance between each other, both sides need to cooperate by achieving their own development goals rather than the pursuit of profit Excessive greed for profit can lead to a breakdown of feelings between the two sides. In recent years, there have been individual opportunities for cooperation that have not been negotiated well, resulting in unsuccessful cooperation, and these can affect the relationship and distance between the two sides.


















[bookmark: _Toc122732738]Content Page

Content Page	2
1.0 – Introduction	2
2.0 – Main Findings	3
2.1 – International Business Communication	4
2.2 – Skills Requirements	4
2.3 – Methods of Communication	5
2.3.1 - Halls High Low Context	6
2.4 – Effective Communication	7
2.5 – International Culture	8
2.5.1 - Trompenaar’s 7 dimensions to culture	8
2.6 – Importance of Building Relationships	9
2.7 – How to Build Trust	9
2.8 – Failed Relationships	9
3.0 – Conclusions	10
4.0 – Recommendations	11
References	12











[bookmark: _Toc122732739]1.0 – Introduction
Communication is an art and a skill, and every day we need to communicate with people, both verbally and physically (Warnecke, 2014). With the development of the world landscape, transnational exchanges between different countries can improve their economic and cultural development. With the acceleration of the global economic process, companies from different countries are increasingly cooperating, making international business activities more frequent, and international business communication plays a pivotal role. In this paper, we will discuss the importance of international business communication and effective international communication skills, using Trompenaar's 7 dimensions of cultural theory to analyze the issues that need attention in business cooperation between companies in different countries.
This article focuses on the basic content of international business communication, the importance of international business communication, problems in international business communication, and strategies to improve international business communication, providing reference advice on the importance and skills of international business communication.
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Business cooperation - is all business activity with people and companies, usually, we need to establish communication with each other, so that both parties are willing to complete the cooperation (Anon., 2008). Business cooperation can enhance the exchange of information between companies and countries and facilitate rapid growth (Anon., 2022). This paragraph explains how to properly establish contacts, build trust and establish cooperation with other countries in the international arena. It also looks at how to effectively address cultural differences between multinational companies, using Trompenaar's 7 dimensions of culture theory as an example, and how to communicate effectively between companies from different countries.
[bookmark: _Toc122732741]2.1 – International Business Communication
Globally-minded entrepreneurs, such as an expatriate in international management or a businessman with many clients abroad, will sooner or later need to deal with international business communication and they will use their communication skills to help them solve international problems (Larsen, 2003). International business communication is the process of negotiating international business activities between different stakeholders to achieve certain transactions and is the basis for national cooperation, which is the only way to make goods flow, reach agreements and cooperate. National business communication is not only about ordinary communication and cooperation, it also has the special characteristics of economic exchanges between countries (Anon., 2022). Firstly, international business communication has a political dimension (Agrawal, 2022). Trade between two countries is often influenced by foreign policy, and cooperation can only take place when relations between countries are harmonious and when there is a significant flow and change of capital between countries in the course of business communication, which cannot be dominated by the policy of one of them. In the communication process, both parties should communicate with the idea of mutual benefit, equality, and mutual development.
[bookmark: _Toc122732742]2.2 – Skills Requirements
To master the skills of international business communication we need to understand a few things.
First of all, we need to know what the subject of international business communication is, the subject of business communication includes not only the two sides of cooperation but also the parties involved in the communication and the parties accompanying the communication (Bisen, 2009). First of all, the two sides of the enterprise are engaged in foreign trade transactions, the sale of domestic products to foreign markets, and the use of trade differences to earn the benefits of a transaction; secondly, the representatives of the two sides of the exchange of communication is also the subject of business communication, in international business communication sent by the personnel are the subject of business communication.
Secondly, we also need to know what the constrained characteristics of international business communication, international business communicators from different countries, different nationalities, economic interaction activities between different enterprises, the two communicators’ political relations, diplomatic relations, the impact of legal constraints, and even a little policy change, will affect the process of business communication (Gordon, 2022).
Finally, we also need to know the importance of international business communication, its importance is the transfer and exchange of information, and international business communication makes the economy between countries communicate with each other, between countries to understand each other's needs, is conducive to international business negotiations between the two sides to practice the sharing of information resources, improve the efficiency of the work and improve the development of international trade.
[bookmark: _Toc122732743]2.3 – Methods of Communication
Collect information in advance and prepare for communication (Laskowski, 1997). Before business communication activities are carried out, it is necessary to make adequate preparations. The collection of information in business communication is very important. To understand the need to communicate the specific circumstances of the party, from the communication subject, to understand personal preferences, to understand the specific objectives of business communication, direction, including the communicator's family, age, background, education, and previous communication experience, according to the communicator's origin, to understand customs, cultural background and so on. In the case of commodity trade, you should also gather basic information about the industry, the current state of the industry, the quantity and quality of the goods, and the mode of transport. It is important to investigate the overall demand situation and future market development potential so that the information collected through these different channels can be prepared for communication. This allows for more effective business communication.
Focus on the training of communicators and integrating information (Vdovin, 2017). In addition to this, attention should be paid to the development of professional knowledge of the communicator and regular consolidation and learning of professional knowledge. Only on the premise of ensuring basic professional knowledge can information be collated and collected. Social communication skills are also basic skills that negotiators should have. Successful negotiators should be well versed in conversation and social etiquette, because in business communication, in addition to negotiating, signing contracts, and conducting business, it is also necessary to know some social etiquette, which is also particularly important in international communication.
[bookmark: _Toc122732744]2.3.1 - Halls High Low Context
In high-context cultures, the context of communication conveys much of the meaning, and much of the information is implicit. How something is said may be more important than what is being said (Guffey, 2013). 
In low context cultures, ‘what is meant, is being said’. Communication is explicit, contextual factors are less important. Communications take place explicitly on an individual basis between members of in-groups and out-groups (Guffey, 2013). 
Both ways of communicating and transmitting information have certain advantages: a high-context culture can better transmit the humanistic spirit of benevolence, justice, and love represented by China; it is conducive to social harmony and harmonious management; while a low-context culture can better achieve order and management using institutions and rigid expressions.
On the other hand, both ways of communicating and transmitting information have certain shortcomings: the high context culture tends to focus too much on human feelings, replacing the rule of law with the rule of man, and often lacks efficiency in operation; while the low context culture places too much emphasis on rationality, and becomes mechanical and rigid in implementation.
[bookmark: _Toc122732745]2.4 – Effective Communication
There are many techniques for effective communication in business negotiations, take the example of a British company working with an Indian company.
First of all, we need to establish the objectives of the negotiations, we need to know what we need, what we need negotiations to start the negotiations, but also need to understand what the other party needs, for example, in the cooperation between the British clothing company and the Indian clothing company, we need to take into account the scarcity of raw materials obtained by the Indian clothing company, which requires the British company to provide support for raw materials, but in terms of dye India This would require the support of the British company for raw materials, but in the case of dyestuffs the Indian company could be given the maximum support (Williams, 2022).
Secondly, the needs of the other side need to be carefully considered. On 4 May 2021, British companies announced the supply of vaccines against Newcastle pneumonia and other diseases to India. And it is expected to reach a deeper level of cooperation, paving the way for a free trade agreement between the two countries. In a statement, the British government said that the £23 billion investment in the UK by the Serum Institute of India will support clinical trial research as well as the production of vaccines. This not only promotes the joint economic development of the UK and India and announces their common goal of embarking on a comprehensive Free Trade Agreement, but also the largest trade agreement the UK has committed to negotiating with to date (Anon., 2020).
[bookmark: _Toc122732746]2.5 – International Culture
[bookmark: _Toc122732747][bookmark: _Hlk122253927]2.5.1 - Trompenaar’s 7 dimensions to culture
Fonts Trompenaars classifies organizational cultures into four types according to his organizational culture latitude: family, conservator, missile, and Eiffel Tower.
The seven dimensions of organizational culture are:
Attention to detail: the degree to which employees are expected to demonstrate precision, analysis, and attention to detail.
Results orientation: the extent to which managers focus on results or outcomes, rather than on how they are achieved.
Employee orientation: the extent to which management decisions consider the impact of results on members of the organization.
Team orientation: the extent to which work is organized around teams rather than individuals.
Aggressiveness: the extent to which employees are aggressive and competitive rather than cooperative.
Stability: the extent to which organizational decisions and actions emphasize maintaining the status quo.
Innovation and risk tolerance: the extent to which employees are encouraged to innovate and take risks (Rheenen, 2020).
The Trompenaars Cultural Dimensions of Intercultural Workplace Communication was developed by Fons Trompenaars and Charles Hampden-Turner. To develop their model, the couple spent more than a decade studying 40 managers in over 46,000 countries. The findings were subsequently published in a 1998 book entitled Riding the Culture Wave: Understanding Diversity in Global Business. Trompenaars and Hampden-Turner found that managers from different cultures differ in specific and sometimes predictable ways because each culture has its systems of thinking, beliefs, and values.
These systems then manifest themselves in the seven cultural dimensions that make up the framework itself. Each dimension guides employees and managers to help them understand different cultural contexts, improve working relationships and avoid cultural rudeness (Anon., 2018).
[bookmark: _Toc122732748]2.6 – Importance of Building Relationships
Making connections is a subconscious reminder that I should take the initiative to connect with the world around me. In this society, no one is an isolated individual and we are all connected to others in one way or another: blood, family, friends, colleagues, etc. We often need to make connections with people we work with to facilitate communication (Anon., 2022).
Building good relationships with Indian customers is key to developing new sales opportunities in the UK and maintaining old sales business. Many UK orders are signed as a result of the salesperson's relationship with the customer. UK salespeople must build relationships with Indian customers if they are to work closely with them and develop new Indian customers through referrals from existing customers. A productive customer relationship will satisfy both the buyer and the seller. Building good relationships with your customers will reduce competitive pressure and maintain a more stable sales trend. In addition, having a good relationship with your customers will also allow you to get more information about your competitors from them, making it easier to adjust your sales strategy in time to deal with the increasingly cutthroat competition in the market (Juneja, 2018).
[bookmark: _Toc122732749]2.7 – How to Build Trust
A successful business requires collaboration and teamwork. For team relationships to work well, we need high levels of trust (Anon., 2022).
Be well prepared for the first meeting
For the first meeting between a person representing a UK company and a person representing an Indian company, you need to be prepared with basic information about the other party, about their main business, their products, and their market, and preferably about their competitors. This will allow the other party to assume that you are familiar with your industry, which makes it easier to get recognition.
Professional trust, customer recognition
Both sides need to pay attention to the dress code and interview demeanor. As the cultural differences between the British and Indian sides are different, you need to respect each other's cultural differences, and the simplest thing is to dress appropriately.
Listen carefully and ask effective questions
Listen carefully to the Indian side's needs and concerns, summarise and repeat them so that they know we understand them. Ask relevant and professional questions so that the Indian leaders can feel the professionalism of the British company.
Introducing each other's cultures
As the world evolves and cultures differ from place to place, the Indian and British sides can choose to exchange cultures beforehand, as each country's culture is unique and a treasure and mutual contact can enhance friendship and promote cooperation (Fuchs, 2022).
[bookmark: _Toc122732750]2.8 – Failed Relationships 
There are a variety of reasons why relationships don’t go the distance. The main reasons why relationships fail are loss of trust, poor communication, lack of respect, a difference in priorities, and little intimacy.(Field, 2021).
As there are communication problems between the British and Indian companies, both sides need to put themselves in each other's shoes and think about what led to the final failure of cooperation. When the relationship has broken down beyond repair, it can be remedied in a special way, for example, by sending charcoal in snow, as India received a donation of vaccines from a British company during the epidemic, which was certainly a move that broke the deadlock and accelerated India's willingness to renew economic cooperation with the UK, to the benefit of both countries. (Anon., 2018)
[bookmark: _Toc122732751]3.0 – Conclusions
To sum up, in international business communication, we must pay attention to the communication barriers brought about by cultural differences, and also pay attention to the comprehensive training of communication personnel, conduct effective information search before conducting communication, analyze in depth the specific problems existing in international business communication, make specific analysis, and on this basis, establish awareness of cultural differences, master good language skills, and analyze in depth from the language background.
In international business activities, we must pay attention to the communication barriers brought about by cultural differences, establish an awareness of cultural differences, master good language learning skills, and strengthen the communication and cooperation of international business people, to learn the skills of communication. As far as we can see, the communicative ability of China's business communication personnel still needs to be improved, and the lack of professional communication training, a clear training plan should be formulated for China's business The choice of communication personnel to enhance the difficulty, so that communication personnel from the time they enter this position, to train its ability in all aspects, in the professional guidance can become a qualified international business communication personnel, to promote the effective development of communication.
[bookmark: _Toc122732752]4.0 – Recommendations
We need to develop an awareness of cultural differences. Cultural diversity is unavoidable, in international business communication we should respect differences, in business communication between British and Indian companies should enhance the learning and tolerance of Indian national culture, and at the same time carry forward the British culture. To fully stand in each other's perspective to consider their values and ways of thinking, gradually establish good communication and become a win-win party of cooperation, to enhance the learning nature of each other's national culture, so that international business communication can break through the cultural differences and achieve true communication. 
There is also a need to strengthen Indian cultural exchange and learning. The cultural communication barriers that exist in international business communication require the strengthening of cultural communication and exchange. Due to the existence of cultural differences between India and the UK, the complex cultural changes between the two countries make it impossible to completely avoid the contradictions that arise in international business communication, but it is also important to think differently, and only through continuous improvement and cooperation can differences and disputes become an effective path to tacit cooperation and consensus between the two sides.
We also need to acquire good language skills. International business communication requires a high level of language, not only a foreign language but also good language skills, which include different aspects such as the perception of the problem, the specific expression of the other party's emotions, etc. The British and Indian partners need to learn and change their habits of communication in each other's language and learn to deal with the differences in the use of each other's language. Linguistic pragmatics is the study of the appropriate expression and accurate understanding of the meaning of words in different contexts, and the search for and identification of the basic principles and guidelines for the appropriate expression and accurate understanding of the meaning of words.
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