
Critically evaluate the extent to which relationship building is the main skill required for the successful International Business Communications Professional. 
As the progress of globalization, international business is experiencing unprecedented prosperity. For business professionals, international business communications may happen with colleagues, employees, prospective customers. Putting a little efforts on how to make cross-cultural communications well may make a big difference. In the context of international business communications, many researchers have developed different theories and models from different perspectives and identified several skills for successful cross-cultural communications. It is not clear that which skills is the most important for international business communication. As one of the main skills, the importance of relationship building should be acknowledged.
This essay will identify what skills are key to successful international communication and will then go on to analyze why these skills are useful and important for international business communication. Meanwhile, we will find that a trusting relationship established as aim or result of these skills play an important role in international business communication, especially for some relationship-based cultures.
The first key skill is building trust. Pavitt and Haight (1985) claimed that the Competent Communicators are those people who are perceived to be friendly, trustworthy, and assertive. Similarly, in Lewis’s(2005) book ‘When Cultures Collide: leading across cultures’, he proposed that gaining early trust is one of  the most convincing ways to motivate someone. Once trusting relationship was built with Latins and Asians, it could be much easier to sell products, cooperate with them in business context. Similarly, international business communication will follow a smooth course.  
Trust pays a function of providing a context in which communications can take place in a more open, direct, and honest way. Over time, such a trusting climate is likely to be mutually reinforcing, and lead to a productive and satisfying communicative relationship(Spitzberg, 2000). Especially for those low-trust countries(Fukuyama, 1995), building trust is the first step to communicate with people in those societies efficiently and openly. Typically, for Chinese and Japanese, they don’t show their opinion easily to others who they don’t trust. Without trust, some missteps in the process of interaction may be fatal. In a totally different culture it is easy to violate the rules unconsciously. Sometimes business couldn’t continue because this mistakes. These suggest that trust is requisite for successful international communication in some countries and trust improve the quality of communication among everyone. Relationship is the result of trust. Once trust is built among people relationship is built at the same time. On the other hand, trust need relationship as carrier. Trust and relationship always exist at the same time. However, to built a trusting relationship and maintain it, further efforts need to be made after initiating relationship. These imply that relationship building does play an important role in cross-cultural business communication.
According to Meyer(2014), there are two kinds of relationship. In this book, countries could be classified into task-based and relationship-based. In relationship-based countries, 'business is personal’. For Arabians, a good personal relationship is the single most important factor when doing business with people from the Arab world. likewise, in business communications with Arabians it is crucial to build good relationship first. It is the same for Chinese. After someone established guanxi with Chinese, the social distance would decrease accordingly over time. They will tend to use more direct ways to communicate. In comparison, ‘business is business’ in task-based countries. Task-based trust is usually built quickly through work-related activities. If someone always does good work or someone is reliable others tend to trust the people and good work relationship is built. However, the relationship also drops quickly. Although this task-based relationship doesn’t last for a long time, it is also one of key factors in international business success because of some countries like the US are task-based. In a word, whether you are communicating with people from task-based countries or relationship-based, relationship building would pave the way for international business communicating. 
Secondly, in some cultures, informal settings and offstage interactions are particularly important for successful international business communication. When working with people from relationship-based cultures it is encouraged to communicate as much as possible in informal settings. It is crucial to choose a place where you can talk openly with clients or colleagues so that you can build trust and cement relationship. Then it is easy to do business with them. In some given status culture(Carte,̌ Penny, 2008), like Mexico and China, one’s status is not judged on what you have achieved, but who you are. This is similar to Trompenaars’s cultural dimension of achievement and ascription. In these cultures, people tend to be formal ‘onstage’. However, they will feel relaxed and talk frankly with you in informal settings. If you work with Japanese you may find that Japanese don’t like expressing their opinion in public. But you will get what you want from informal discussions. In China, It is similar that Chinese usually hide their opinions from the public. According to Meyer(2014), they are both the culture that avoid confrontation and are collectivist culture. People in these cultures usually are cautious about expressing themselves and rarely show disagreement. Therefore, communicating offstage will be better approach to get information from them and build relationship with them. Apart from the importance of choosing the right place to communicate, there are several main offstage activities that business professionals should know. First is making small talk. In those relationship-based countries, people often firstly take some time to talk about topics which are not about business. Especially in Arab world, people tend to spend lots of time getting to know you and reestablishing relationship before a meeting starts. However, for Germans or Swiss,  a couple of sentences are enough before getting down to business. Without any social talk, people you are going to communicating will feel abrupt and inappropriate. Second is sharing meals or drinks because business may be done during a meal in some cultures. In China, It is common to discuss business during a Chinese banquet. Over the process of dining, Chinese get to know you and relationship is built. In these banquets people talk openly and frankly and laugh together. After a dinner, you will find negotiation or meetings usually follow a smooth course. In Japan, the best approach to getting their real opinions and building relationship is drinking with them. It is the same circumstance in Korea, Thailand. Drinking with people from these countries is a common way of building relationship. Gift giving and exchanging favors is also an important way of showing your goodwill and building relationship. Taking China as an example, giving a gift shows your enthusiasm toward maintaining close relationship. When there is a festival, giving a gift will be thought that you are stilling concerning your the person who receive the gift. This definitely cement relationship between you and the counterpart. There still are some activities that are not mentioned. Plenty of skills for building relationship are developed, which also indicates that relationship building is worthy of putting emphasis on.
Choosing communication medium is another main skills which shows that people from some cultures put much emphasis on relationship building. Communication medium here refers to what types of tools one choose to use in international communication, like email, phone, video call. It is acceptable to choose whichever efficient way. However in relationship-based countries it is better to firstly make a phone call which helps make social work and build trusting relationship(Meyer, 2014). After all, in some cultures people usually don’t respond to e-mails from strangers, like Arabians. There is another special medium for communication. In some relationship-based countries, it is necessary of a third person introducing you to people who you want to do business with. For Europeans, direct meeting is common to initiate relationship. However, for Indians and Chinese, a indirect way is encouraged. People usually initiate a relationship through the third person, like a schoolmate or friend who has existing relationship with both parties(Zhu, 2006). Therefore, a third person is another special and important medium to initiate communication. In those countries, people utilize certain communication medium in order to build relationship. Choosing proper communication medium has been an important skill for international business communication.
As another important skill, Switching persona in different communication settings reflects people’s expectation of others showing the true self. In Japan, China, or Mexico, you may be invited to have a drink after formal meeting. You may wander how you should behave. Be professional or relax without concern? In task-based countries behaving professionally is common and acceptable. But in these countries, it is better to be yourself so that you are not called fake and superficial. When facing people from relationship-based cultures switching persona appropriately will pave the way to building relationship and help communicate well. In these cultures, people are expected to perform themselves openly and honestly in informal settings, which indicates that they have strong need of building personal relationship with their colleagues or business partners. Switch persona appropriately will be helpful for relationship building.
As discussed above, Putting emphasis on relationship building will facilitate international business communication. Especially for those relationship-based countries plenty of sills have been developed. It is not clear that Which skill is the most important in the context of international business communications. But it is clear that a trusting relationship should be viewed as a main goal during cross-cultural business communication. Finally, it is worth pointing out that relationship building is not the only one skill for international communication. There are other skills which are also of great importance, such as interaction management(Spitzberg, 2000) during the process of dialogue and mastering a business lingua franca(Louhiala-Salminen and Kankaanranta, 2011).
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GRADING CRITERIA AND STUDENT FEEDBACK
PLEASE UPLOAD THIS ON TURNITIN WITH YOUR ASSIGNMENT SUBMISSION
This section details the assessment criteria. The extent to which these are demonstrated by you
determines your grade. The weightings available for each criterion are shown. Lecturers will use the
space provided to comment on the achievement of the task(s), including those areas in which you have
performed well and areas that would benefit from development/improvement.
Common Assessment Criteria Applied
[bookmark: _GoBack]1. Research-informed Literature Extent of research and/or own reading, selection of credible
sources, application of appropriate referencing conventions.
Task 1
Task 2
2. Knowledge and Understanding of Subject
Extent of knowledge and understanding of concepts and underlying principles associated with the
discipline.
Task 1
Task 2
3. Analysis Analysis, evaluation and synthesis; logic, argument and judgement; analytical
reflection; organisation of ideas and evidence
Task 1
Task 2
4. Practical Application and Deployment
Deployment of methods, materials, tools and techniques; application of concepts; formulation of
innovative and creative solutions to solve problems.
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Task 1
Task 2
5. Skills for Professional Practice
Attributes in professional practice: individual and collaborative working; deployment of appropriate
media; presentation and organisation.
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Spring 2017
Page 7 of 23

[image: ]International Business Communications M3X9089
of
Subject
Extent of
systemat
ic
knowled
ge,
understa
nding
and
critical
awarene
ss of
concepts
and
underlyin
g
principle
s
associat
ed with
the
discipline
.
material
at this
level.
Substanti
al
inaccura
cies.
underst
anding.
Some
significa
nt
inaccura
cies.
current and
relevant
concepts
and
underlying
principles
but with
gaps or
errors.
y	breadth	knowledge   specialis
understan    and depth    and skills,	ed area
ding of the   of	with an	of
field of	establishe    excellent	knowledg
study.	d and	critical	e and
contempor   awarenes	skills,
ary views.    s of	with an
current	exceptio
problems	nal
and/or	critical
new	awarene
insights at    ss of
the	current
forefront	problems
of the	and/or
field. Clear   new
awarenes	insights
s of	at the
challenges   forefront
to	of the
establishe    field. A
d views	critical
and the	awarene
limitations    ss of the
of the	ambiguiti
knowledge   es and
base.	limitation
s of
knowledg
e.
3.	Unsubsta   Some
Analysis   ntiated	evidenc
generalis    e of
Analysis,   ations,	analytic
evaluatio   made	al
n and	without	intellect
synthesi	use of	ual
s; logic,	any	skills,
argumen    credible	but for
t and	evidence    the most
judgeme    . Lack of	part
nt;	logic,	descripti
analytica    leading	ve.
l	to	Ideas/fin
Evidence of
some
logical,
critical
thinking and
some
attempts to
synthesise,
albeit with
weaknesse
s.
Some
evidence to
Evidence
of some
logical,
analytical,
critical
thinking
and
synthesis.
Can
analyse
new
and/or
complex
data and
Evaluates
methodolo
gies,
current
research
and ideas
critically
and,
where
appropriat
e,
proposes
new
hypothese
Excellent
critical
evaluation
of
methodolo
gies,
current
research
and ideas
and,
where
appropriat
e,
proposes
Exceptio
nal
critical
evaluatio
n of
methodol
ogies,
current
research
and
ideas
and,
where
appropria
Spring 2017
Page 8 of 23

International Business Communications M3X9089
reflection
;
organisat
ion  of
ideas
and
evidence
unsuppor
table/
missing
conclusio
ns. Lack
of any
attempt
to
analyse,
synthesis
e or
evaluate.
dings
sometim
es
illogical
and
contradi
ctory.
Generali
sed
stateme
nts
made
with
scant
evidenc
e.
Conclusi
ons lack
relevanc
e.
support
findings/
views, but
evidence
not
consistently
interpreted.
Some
relevant
conclusions
and
recommend
ations,  But
not always
well linked
to other
material.
situations	s/ideas.	new	te,
without	Evaluates	hypothese    proposes
guidance.	and	s/ ideas.	new
synthesise   Evaluates	hypothes
An	s complex    and	es/
emerging	issues	synthesise   ideas.
awarenes	both	s complex    Evaluate
s of	systematic   issues	s and
different	ally and	systematic   synthesis
stances	creatively.    ally and	es
and ability    Makes	creatively.    complex
to use	sound	Makes	issues at
evidence	judgement    excellent	a high
to support    s and	judgement    level of
the	proposes	s and	mastery.
argument.    convincing   proposes	Makes
Some	arguments   convincing   outstandi
conclusion   in the	arguments   ng
s and	absence	in the	judgeme
recommen   of	absence	nts and
dations,	complete	of	proposes
where	data.	complete	highly
relevant	Sound,	data.	convincin
convincing   Strong,	g
conclusion   persuasiv	argument
s /	e,	s in the
recommen   conclusion   absence
dations.	s,	of
justifiable	complete
recommen   data.
dations.	Highly
Work is of    persuasi
conferenc    ve
e	conclusio
publishabl    ns. Work
e quality.	is of
journal
publisha
ble
quality.
Spring 2017
Page 9 of 23

International Business Communications M3X9089
4.
Practica
l
Applicat
ion and
Deploy
ment
Limited
or no use
of
methods,
materials
, tools
and/or
Rudime
ntary
applicati
on of
methods
,
material
Some
awareness
and mostly
appropriate
application
of well-
established
A	A very	An	Outstand
satisfactor    good	advanced	ing levels
y and	application   application   of
appropriat    of a range    of a range    applicatio
e	of	of	n and
application   methods,	methods,	deploym
of	materials,	materials,	ent skills.
techniqu	s, tools
Effective    es.	and/or
deploym	techniqu
ent of	Little or	es but
appropri	no	without
ate	appreciat   consider
methods,   ion of the   ation
materials   context	and
, tools	of the	compete
and	applicatio   nce.
techniqu    n.	Flawed
es;
extent of	tion of
skill
demonst	context
rated in	of the
the
applicati	on.
on of
concepts
to a
variety of
processe
s and/or
contexts;
formulati
on of
innovativ
e,
original
and
creative
solutions
to solve
problems
.
Spring 2017
methods,
materials,
tools and/or
techniques.
Some
appreciatio
n of the
context of
the
application.
standard	tools	tools	Assimilati
methods,	and/or	and/or	on and
materials,	technique	technique	develop
tools	s.	s.	ment of
and/or	cutting
technique	Very good    The	edge
s.	considerat    context of	processe
ion of the	the	s and
Satisfactor   context of	application   techniqu
y	the	is well	es.
appreciati	application   considere
on of the	, with	d, with
context of	perceptive    extensive
the	use of	use of
application   examples,    relevant
, with	where	examples.
some use	relevant.
Applicatio
examples,    Evidence	n and
where	of some	deployme
relevant.	originality,    nt extend
innovation    beyond
and	establishe
creativity.	d
conventio
ns.
Originality,
innovation
and/or
creativity
evident
throughout
.
Page 10 of 23
apprecia
the
applicati
	of

International Business Communications M3X9089
5. Skills
for
Professi
onal
Practice
Demonst
rates
attributes
expected
in
professio
nal
practice
including
:
individua
l initiative
and
collabora
tive
working;
deploym
ent of
appropri
ate
media to
communi
cate
(includin
g written
and
oral);
clarity
and
effective
ness in
presenta
Commun
ication
media is
inappropr
iate or
misapplie
d.
Little or
no
evidence
of
autonom
y in the
completi
on of
tasks.
Work is
poorly
structure
d and/or
largely
incohere
nt.
Media is
poorly
designe
d and/or
not
suitable
for the
audienc
e.
Poor
indepen
dent or
collabor
ative
initiative
.
Work
lacks
structur
e,
organisa
tion,
and/or
coheren
ce
Communica
tion is not
clear.
Limited
independen
t work and
limited
involvement
in group
activities.
Work lacks
coherence
in places
and is in
need of
amendment
s to the
structure.
Can	Can	Can	Can
communic    communic    communic    communi
ate	ate well,	ate	cate with
effectively    confidently   profession    an
in a	and	ally and,	exceptio
suitable	consistentl   confidently   nally high
format, but   y in a	in a	level of
may have	suitable	suitable	professio
minor	format.	format.	nalism.
errors.
Can work	Can work	Can work
Can work	very well	profession    exceptio
effectively    autonomo    ally	nally well
autonomo    usly and	autonomo    and
usly and	as part of	usly and	professio
as part of	a team,	within a	nally
a team,	with very	team,	autonom
with some    good	showing	ously
involveme    contributio    leadership    and
nt in group   n to group    skills as	within a
activities.	activities.	appropriat    team,
e,	showing
Mostly	Work is	managing	advance
coherent	coherent	conflict	d
work and	and fluent	and	leadershi
is in a	and is well    meeting	p skills.
suitable	structured    obligations
structure.	and	.	Work is
organised.	exceptio
Work is	nally
coherent,	coherent,
very fluent    very
and is	fluent
presented    and is
profession    presente
ally.	d
professio
nally.
tion and
organisat
ion.
Spring 2017
Page 11 of 23



	6
image2.jpeg




image3.jpeg




image4.jpeg




image1.jpeg




