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International Business Communication
Businesses in every region of the world sell various goods and merchandise. In addition to creating collaborations with people from multiple cultural backgrounds, business connections are also being made. The cultures of all countries and those within each country provide challenges for businesses when it comes to communication (Shonk, 2019). Communication strategies that are effective in international business are necessary for the maintenance of these intricate economic connections. The inability to communicate effectively can lead to financial losses for a firm and international animosity between countries. Conversation requires strict attention to verbal and nonverbal cues, including proper etiquette (Shonk, 2019). It is crucial for people working in business environments to understand these disparities and the value of international communication because of the global diversity of cultures. The individual's culture affects how he communicates (Shonk, 2019).
Introduction to Qatar
Suppose you want to take advantage of opportunities in this dynamic Gulf country as it develops. In that case, it is essential to have a solid understanding of the business culture that exists there. The economy of Qatar is now experiencing substantial expansion, making it one of the economies with the highest rate of growth in the world (Shonk, 2019).. Etiquette in the workplace is adapting to reflect the changing face of the workforce, which is growing increasingly diverse. Qatar does not have a unified business culture as a result of the fact that 85 percent of its population is made up of foreigners. Different approaches to conducting business are taken because of factors such as the personality of the person you are collaborating with and the company's traditions. It could be a private company, a government agency, a start-up, a business operated by a family, or even a multinational corporation (Al-Sada et al., 2017). Because of this, if you are an ex-pat conducting business in Qatar, you need to adjust easily, be flexible, and keep an open mind. Because so many Qataris are in decision-making positions, one will likely communicate with Qataris as well. It is essential to have a solid understanding of the region's corporate culture. This business culture will be familiar to anyone who has business in other parts of the Gulf. However, there are variations depending on where you are in the Gulf. Both who you are and what you know in this setting are important. Everyday existence in the corporate world includes the maintenance of long-standing familial bonds and allegiances (Shonk, 2019). Because of this, exploiting one's connections to get favors, known as waste, is necessary for the business sector.
Cultural Difference 
Although a traditional Islamic nation, Qatar is undergoing tremendous societal change. The modern exterior may mislead people into forgetting that Qatar is still a traditional society, leading to misconceptions on both sides. It is anticipated that tourists from other cultures will dress respectfully to Islamic norms while in the country. Dressing conservatively is a must. In public, most men wear long pants and a shirt (Al-Sada et al., 2017). Publicly, outside of hotels and exclusive clubs, women should cover their shoulders, upper arms, and knees. Swimming pools and beaches at hotels and clubs allow guests to wear Western swimwear. No tank tops or swimsuits are allowed in the pool. While Arabic is the official language, English is quickly becoming the language of choice in many professional contexts (Al-Shaiba et al., 2020). Translators can be required in international business settings where English is not the primary language. Pakistan's official language, Urdu, is also spoken there.

Courtesy, civility, discipline, and promptness are cornerstones of British corporate etiquette. British businesspeople may utilize their signature "tongue-in-cheek" humor. Managers here maintain a more equal relationship with their employees than most of continental Europe. Even so, established hierarchies continue to have a bearing on how decisions are made (Reeder, 2020). Most decisions are taken at the management level, but they are not handed down to employees cold turkey. Executives at the highest levels take their time making decisions and always have the company's annual budget in mind. There is less emphasis on close personal relationships, especially among the younger generations, than in Mediterranean countries (Reeder, 2020). However, the British prefer to collaborate with people they already know. Therefore, it is suggested that you seek a mutual connection through a third-party introduction. In the professional world, networking frequently determines your ultimate fate. Most British businesspeople like to build lasting ties with their business partners, so they could be wary of someone who only seems interested in a quick transaction. Instead of meeting at an office, starting a business relationship over lunch at a local pub is best. The British are accustomed to using email as a means of communication, in addition to more direct methods like in-person meetings and telephone conferences. It is preferable to address the email to the person in question using their full name and title. Before scheduling an appointment with you, the British want to learn more about you and find out what is in it for them (Reeder, 2020). Therefore, the initial meeting request email should cater to the requirements of the seeking department and clarify the meeting's purpose. It is recommended that it be sent a few days in advance.
Cultural Sensitivity 
Qataris favor conducting business with people they know and can rely on. Personal interactions with prospective and current business partners and clients, as well as frequent trips to Qatar, are vital. It is only natural that the business connection will develop with time. Building relationships and trust with contacts in the Qatari market is essential for UK businesses to succeed. This archaic business culture values personal connections greatly over purely financial factors. Business is conducted face-to-face; many Qatari businesspeople despise email; it is important to the local market that suppliers and providers demonstrate some commitment to the Qatari economy and marketplace (Al-Hammadi & Alkaabi, 2021). Sharia Law is applied in the Islamic nation of Qatar. Despite the country's tremendous economic and social transformation, Qatar still places a high weight on conventional Arab and Islamic values that see the family as the foundation of society. When visiting religious places, especially during the holy month of Ramadan, an investor should exercise respect for and awareness of cultural customs and sensitivities (Mahgoub & Qawasmeh, 2012). They should also always conduct themselves appropriately and dress modestly. In Qatar, respect and status are essential.
In the past, the workweek began on Sunday and ended on Thursday. Although Friday and Saturday are the designated days off, some people, including many non-government offices, work Saturdays. To expand your company in this industry, an investor will require introductions. Investors must meet face-to-face with your contacts to get to know them (Samsudeen, 2021). The decision-maker should always be your primary aim when making personal interactions, just like in other nations. It is also recommended to make new business connections through networking events, exhibitions, or the embassy's Overseas Market Introduction Service (OMIS). The Embassy in Qatar may offer a program-arranging service through an OMIS, in which case the investor's company would be brought to the most suitable connections, and an appointment may be finalized on their behalf (Samsudeen, 2021). It is preferable to meet in person because phone calls or emails can often be perceived as impersonal. Priorities may change; therefore, appointments should be set no more than two weeks in advance and confirmed a few days before the meeting. If the meeting should last longer than expected or begin later, it is helpful to allot extra time (Elshenawy, 2017).  The most frequent times for appointments are in the morning and early evening, although investors should avoid organizing meetings during times of prayer. In the Gulf, timekeeping is less important, and life moves slower (Elshenawy, 2017). To make a good impression, investors should make an effort to be on time.
Communication Barriers and Sensitivity Between UK and Qatar
Many of Qatar's companies are big, financially sophisticated corporations that employ dozens or hundreds of people across various sites. These businesses house their workers in multiple places. According to a study by Amnesty International, investigating labor crimes requires an investment of time and, most likely, the completion of in-depth interviews with a range of workers in several different languages (Kovessy, 2013). It is conceivable that a "tick-box" approval procedure will be the outcome if three or four inspections are carried out on the same day. Arabic and English are the two languages normally known to inspectors. Amnesty International researchers found that relatively few construction workers who do not hold management or "staff" professions are proficient enough in Arabic or English to articulate a complex labor complaint in either language (Kovessy, 2013). Because of the language barrier, it is unclear how well inspectors will be able to interpret and respond to any issues raised by workers. This raises tough questions about the effectiveness of the inspection process.
The term "buyer-seller interactions" is used to describe the conversations that take place between consumers and businesses. The earliest models of these exchanges emphasize the communication procedures, responsibilities, powers, and goals of both buyers and sellers. Similar points have been made in studies of buyer-seller negotiations, a subset of B2B relations in which the buyer and seller debate the terms of a business contract. Despite the long-standing interest in the subject and the vast amount of literature on the subject, research on buyer-seller interactions has usually assumed knowledge asymmetry and face-to-face interactions (Ahearne et al., 2021). The digital revolution and current technology upheavals are two major changes that doubt these commonly held beliefs. In addition to the change in how we acquire and process information, technological developments have led to a proliferation of channels through which buyers and sellers can communicate, expanding the range of possible interactions beyond the simple exchange of physical goods and services. Even more importantly, the COVID-19 pandemic has led to an uptick in the adoption of video conferencing applications like Microsoft Teams, Skype, and Zoom as the primary method for online business transactions (Ahearne et al., 2021). As a result of technological advancements, marketing is now a prominent part of practically every industry, and people expect to get information in various formats.
Perhaps a more open approach to selling might yield better results. This is because patrons are more likely to trust and be nice to sellers when they see that the seller is being helpful rather than competing. The requirement for openness is highlighted as a key issue by decreased knowledge asymmetry, changes in buyer negotiating power, seller expectations, and relational processes (Yadav & Pavlou, 2020). It is unknown whether transparency-based selling strategies still work in various selling contexts, information densities of offerings, and formats of buyer-seller interaction. Transparency is a crucial tactic for winning clients' trust, boosting the possibility that they will make a purchase, and building long-lasting connections, according to a negotiation study (Yadav & Pavlou, 2020).
Communication Strategies and Recommendations
Effective communication is important in a business relationship. Beyond information and data, it is crucial to develop and strengthen relationships. Communication should be brief and uncomplicated to and understandably convey ideas, sentiments, thoughts, and emotions (Yadav & Pavlou, 2020).  The moving pieces of interpersonal interactions only operate smoothly when they communicate effectively. Communication's significance cannot and should not be undervalued as a result. Writing abilities can cause misunderstandings that affect workplace performance because so much business relies on written communication, such as emails and reports. Regardless of where they are from, this is a prevalent issue for most non-native English speakers, including those from Qatar(Yadav & Pavlou, 2020). Training alternatives to address this need to concentrate on practice and feedback over time rather than simply a single workshop or other fast fixes (Meyer, 2015). For some organizations, training lower-level employees in Qatar is crucial, especially if such organizations have a lot of lower-level employees working in customer-facing roles, including in service-based industries (Tenzer et al., 2017).
When it comes to effective workplace communication, people of different cultural backgrounds face various difficulties. As in the rest of Qatar, diverse first languages and cultural backgrounds are not uncommon, even among coworkers (Tenzer et al., 2017). Without the appropriate business communication skills and procedures, this can lead to misconceptions and miscommunication. The company should pay for its staff to take business language courses. The company can hire people who speak many languages or engage in language training for its current workers. Workers can take advantage of various language-learning opportunities, such as classes and online tools, to acquire new vocabularies and hone current ones (Tenzer et al., 2017). If you want to improve communication without breaking the bank, consider investing in language training for the workforce rather than employing new people or using translation services. A company's productivity, morale, and ability to attract and retain talent can all benefit from an investment in its workforce's professional growth(Tenzer et al., 2017).  Training in many languages can help employees communicate effectively regardless of their native tongue in the workplace (Verhoeven et al., 2019). For this reason, businesses serious about providing their employees with professional language training should investigate top business language programs available.
Employees should work on their written communication skills. If you want to succeed in business, you need to communicate effectively. In a global company climate, textual communication is equally as crucial as verbal and nonverbal exchanges. Misunderstandings and lost money might result from a lack of clear written communication between staff (Simon & Simon, 2022).  The company can assist its team writers more effectively by providing them with language training and cross-cultural competence (Simon & Simon, 2022). This will ensure they can communicate effectively with the intended audience through clear and concise writing.
Conclusion 
Every region of the world has businesses that sell a variety of products. Businesses have difficulties as a result of both international and national cultures. The preferred language in many business settings is English. The majority of guys will wear long pants and a shirt. Women need to cover their knees, upper arms, and shoulders. Swimsuits and tank tops are not permitted in the pool. For UK businesses to be successful, developing relationships and trust with contacts in the Qatari market is crucial. Investors need to invest time in getting to know their contacts in person. Many Qatari entrepreneurs dislike email, and suppliers and providers must show dedication to the local market to succeed. Investors in Qatar should try to arrive on time for discussions with potential employers. The best times to schedule meetings are in the morning and early evening, but investors should avoid scheduling them during prayer periods. Inspectors typically know two languages: Arabic and English. Research on buyer-seller interactions has historically presupposed information asymmetry and face-to-face interactions.
The digital revolution and recent technological changes have questioned these widely held notions. Even though research supports the usefulness of transparency-based selling techniques, it is uncertain whether they are still effective in various selling scenarios. Training lower-level staff in Qatar is essential for some businesses. The organization should cover the cost of business language training for its employees. A company's productivity, morale, and capacity to draw and keep talent can all gain from investments in the professional development of its personnel.
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