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[bookmark: _Toc9929][bookmark: _Toc10167]1.Introduction
[bookmark: _Toc25404][bookmark: _Toc3566][bookmark: _Toc6876]1.1 What is international business communication
Communication skills are an integral part of our lives and we can use communication to share knowledge and experience to meet individual or collective interests or goals. At present, the commonly used means of communication is speaking, writing, body language and so on.
International Business Communication Skills (IBC) is a business that focuses on business on a daily basis and allows cross-border business interactions and communications. For example, business cooperation with multinational corporations, companies to carry out business goals in other countries.
[bookmark: _Toc20706][bookmark: _Toc27200][bookmark: _Toc8074]1.2 Thesis goal
Assess how international business communicators use their expertise to successfully establish good relationships.
[bookmark: _Toc30090][bookmark: _Toc25213]2.main findings
[bookmark: _Toc15229][bookmark: _Toc6040][bookmark: _Toc1820]2.1 Hall's high context and low context theory
High and low context is divided into two kinds, respectively, for different occasions and between different personnel.
In high contexts, communication is more subtle, it has a lot of hidden information, and on many occasions, how to speak may be more important than what is said.
In the low context, most of the communication is clear, there are not too many extrinsic factors, and the communication is clear and clearly expressing the information between the two parties.
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Table1-This form represents the contextual culture of different countries.
For example, when Americans invited their Japanese friends to come to see their guest, they said at the beginning that when they invited themselves into the door after a simple greeting at the door of their home, the Japanese would say: "No need for such a courtesy call With the enthusiastic invitation of American friends, Japanese friends will agree. Perhaps American friends here may not quite understand why this is done, but after he learns about Japanese language and culture, American friends will understand it. In such a high-context environment, we only need to understand the true meaning of it, rather than getting dizzy with some messy words. By focusing on the true meaning of discourse, we can communicate smoothly.
Similarly, in transnational business and cultural exchanges, we should have more understanding of different contexts and different modes of communication. Only in this way can we adjust our communication skills in the face of different contextual culture characteristics and successfully complete business cooperation to achieve the best communication effect.
Low-level managers may be very direct communication, can express the information clearly, but this communication will seem more rude, lack of trust. In a highly contextual environment, managers tangle about how to easily communicate information within a team and find it hard to form a close team relationship. Therefore, in cross-border business communication, I think I can understand each other's contextual culture as much as possible, as long as there is a good communication environment, so as to establish a close network of relationships instead of creating erroneous communication barriers and thus losing both Interests and relationships.
[bookmark: _Toc20409][bookmark: _Toc14237][bookmark: _Toc28553]2.2 Fons Trompenaar's 7 Dimension of Culture
The so-called Fons Trompenaar's Dimension of Culture is where Fons Trompenaars and Charles Hampden-Turner spent 10 years studying the preferences and values of people in dozens of cultures around the world. Finally, they classify them into seven different cultural preferences. Respectively
1. Universalism versus particularism 
2. Communitarianism versus individualism 
3. Neutral versus emotional 
4. Defuse versus specific cultures
5. Achievement versus ascription 
6. Human-Time relationship and
7. Human-Nature relationship
They provided more than 46,000 questionnaires to more than 40 countries around the world and the questionnaire was more balanced. In my opinion, these seven dimensions play an important role in business communication. For example, when a company wants to cooperate with a multinational company, the company needs to understand the cultural characteristics of the country where the company is located, respect the culture of other countries, obtain the favor and trust of each other, and communicate smoothly so as to achieve the goal of cooperation.

For example, Wal-Mart failed in the German market for a number of reasons, noting that Germany's union culture did not communicate with local unions until they entered the German market. Resulting in resistance to development. In addition, Wal-Mart's relationship between people and no investigation is clear that the Germans in the face of strangers will not give a smile, but Wal-Mart has asked employees to treat customers with a smile. These are the reasons for the failure of Wal-Mart. Therefore, when we carry out transnational business activities, we need to know clearly the cultural characteristics and communication environment of the country so that we can establish a sound network of relationships. And Fons Trompenaar's Dimension of Culture can clearly help us analyze each other's cultural identity and thus take the appropriate strategy to maximize the benefits for our own company.

However, Fons Trompenaar's seven-dimensional culture does not represent everyone, because each person is different, so other factors in life may also lead them to think things. So instead of using the same value to measure our own standards, we need to be flexible in our communication skills.
[bookmark: _Toc2768][bookmark: _Toc3895][bookmark: _Toc5975]2.3 How to build successful business relations
The most crucial factor for establishing a good network of relationships is "trust." Only when mutual trust is established can both parties cooperate. However, how to build trust, most companies in Western countries do not choose their own relatives to cooperate in their culture, they think such behavior is immoral, so they adopted a contractual approach, Cooperation under the supervision of the law. At the same time, companies can establish their credibility through long-lasting behavior that will allow your company to build a vast network of relationships.
However, in other cultures, interpersonal relationships are the basis of business, such as China and South Korea. These relationships are based on personal honor, filial piety, friendship or long-term reciprocity (grace). This situation belongs to the particularity of Fons Trompenaar's 7 Dimension of Culture. Therefore, as an international business communication staff, we need to use different cultural methods to obtain the trust of partners. This skill is very important to us.
So, in my opinion, trust is at the heart of international business networks. Western countries use rules and regulations to get both parties trust and thus build a network of relationships. However, in other cultures, trust sometimes needs to be driven by interests. In the face of cultural differences, we need to create a relationship of trust rather than exclusion, but respect and management in order to establish trust with our partners The purpose of the relationship network.

[bookmark: _Toc17116][bookmark: _Toc4312]2.4 gift giving in international business communication 
In many countries, gifts are an essential part of business communication. In some cultures, giving gifts can create or maintain relationships with others and give them more room to profit. For example, in Japan, China, the Philippines and other countries, giving gifts is part of social customs. However, there are times when the company's image and reputation can be improved. However, gifts should also pay attention to the company's staff restrictions, some companies can not accept expensive gifts, so when giving gifts need to be considered.
However, in other countries, gifts of gifts are severely forbidden. This may be regarded as a bribe. For example, in countries such as Malaysia, any commercial gift is suspicious and will be treated as a bribe and strictly prohibited by state policies .
While giving gifts suspiciously helps businesses grow in the short term, in the long run, such behavior can seriously damage the company's reputation and reputation and does not result in the long-term establishment of a solid network of relationships. On the other hand, once such behavior is developed within the company, it is likely to result in corruption of the company and a positive decline in the work of employees, thereby reducing the work efficiency. For a solid network of affiliates, international business communicators can use this approach appropriately to benefit the company. After all, this is not a long-term solution.























[bookmark: _Toc5185][bookmark: _Toc21766]3. Conclusion
This essay describes how business communicators use professional skills to build a good network of relationships. Use Hall's high context and low context theory and Fons Trompenaar's 7 Dimension of Culture tips to help communicate. In the meantime, in the communication of international business, we must understand the cultural characteristics of the partners and adopt appropriate communication skills to communicate with them. Although in many cultures the establishment of networks requires the support of interests, these cultures need to be respected and acknowledged. Only in this way can we build trust between our partners. Although giving gifts is an integral part of business culture, this approach still needs to be done properly. Also make sure that such behavior is a gift rather than a bribe.































[bookmark: _Toc19917][bookmark: _Toc18431][bookmark: _Toc11288]4.Reference
Slides adapted from: R. Dennis Middlemist, Professor of Management, Colorado State University at https://faculty.unlv.edu/phelan/MGT480/Lecture%202.ppt

BERGER, Ron, HERSTEIN, Ram, SILBIGER, Avi and BARNES, Bradley (2017). Developing international business relationships in a Russian context. Management International Review, 57 (3), 441-471. 

Tashakova (2015) Nepotism versus wasta in business globalisation
https://www.khaleejtimes.com/business/nepotism-versus-wasta-in-business-globalisation

https://wenku.baidu.com/view/776c5ee2f111f18582d05aaf.html

World Learner Chinese 
http://www.worldlearnerchinese.com/content/what-guanxi

http://cultureandbusiness.weebly.com/trompenaars-model.html

https://en.wikipedia.org/wiki/Walmart

2

image1.png
Prifysgoe. Gymru

Y Drindod Dewi Sant
University of Wales
Trinity Saint David




image2.GIF
High Context Cultures Japanese Information
Arabic Imp/ICI!ly
. . received
Latin American

ltalian

English

French

North American
Low Context

Cultures Scandinavian (except Finland) .
Information

explicitly
Swiss-German conveyed

German





