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Executive Summary

When jewellery companies choose to enter other countries' markets, they need to fully consider the
social and cultural factors of the host country. On the one hand, they are population environment
factors such as population size, population distribution, age structure, ethnic differences, education
level, and on the other hand, values, aesthetic taste, language. Cultural and environmental factors
such as writing, religious beliefs, customs, and business practices. Many multinational jewellery
companies have experienced some failed marketing in history. Rethinking their mistakes is beneficial
to jewellery companies to formulate strategies, effectively invest abroad and open up overseas
markets.
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Introduction

Facing the increasingly integrated global economy and the competitive pressure from domestic and

foreign companies, internationalization will become an inevitable choice for enterprises. Choosing

the right way to enter, effectively entering the international market, and continuously improving the
international competitiveness of enterprises is the key to the success of international operations.
This is especially true for most jewelry companies that are new to the international market. This

study aims to explore the problems faced by jewelry enterprises in the international market through

the study of culture and communication, discover the opportunities and challenges of jewelry
enterprises, and make suggestions for jewelry companies to enter the international market

according to the reasons for possible failure.




Main Findings

1.0The importance of various skills particularly in relation to building relationships
{written by Chuchengsangmu Xina (1904305)}

Forming effective relationships with others is essential in doing business with people, as it is fo
expending global business and logistics perspective (Cooper & Gardner, 1993). The various s
relation to building relationships provides opportunities for businessmen or businesswomen to

effectively communicate with their business partners and to know more about their business

partners, so that they can obtain the chances to develop or negotiate with their business partners

and achieved satisfactory outcomes in the future. The various skills provide specific ways to

build relationships with their targeted parties.

The various skills for building relationships provides opportunities to foster friendships, so that the

business relationships can last for a long time, or turning into even lifetime friendships (Chua, 2012).
People use the various skills to brigastheir relationships with relevant parties closer, for example, by
knowing their cultures and gifts gso that they have more friends and not just having them as
business associates or competitors. By having more friends, people have opportunities to get more
value from them.

The various ski e importance in building relationships as a good relationship bonds two business
parties togeth® d it brings you repeat business (Bedford & Hwang, 2013). Attracting new
business associates for once only trade is easy, but it is difficult for people to have business
associates who are willing to return to your deals. Business associates who trade with you for once
only are not going to help the growth of your business in the long-run, as they are not repeating the
trading behaviour. A stable and relatively large number of loyal and repeat business associates are
the key for people to grow their business to a recognized commercial success, so using the skills to
build relationships is essential in doing business.

Using vario to build relationships also brings trusts from other parties. Current research
showed thaltfust plays an important role in maintaining successful business relationships (Lohtia,
Bello & Porter, 2009). People use various skills to build relationships to win trust from other business
associates. Effective relationships often bring more business to benefit your business expansion, for
the reason that the business associates introduce their own business associates to you as trusting
you.

2.0 Social culture and decision making {written by Jing Wu (1900279)}

2.1Cultural customs

Cultural customs are the difficulties that companies face in entering the international market.

Because different countries have different cultural customs, and people in different countries have
different aesthetics and positioning of products. If the company wants to enter the international
market. Then, companies must understand the cultural customs of the local market. This can help

the company enter the local market faster. For example, when a jewelry company enters the

Chinese market, the company can design some Chinese-style products f =




2.2Decision making and planning

When companies enter the international market, companies must have flexibility and adaptability.
And different entry methods have different flexibility. When the market size of the target country is
large, or the market potential is large. Companies can consider entering in an investment model and
expanding sales as much as possible; if the market size of the target country is small. Enterpri{S§jae)
consider entering in export made and contract mode to ensure the effective use of enterprise =12
resources. In addition, companies can join international strategic alliances. So quickly open up new
markets, acquire new technologies, increase productivity, reduce marketing costs, seek strategic
competitive strategies, and seek additional sources of funding.

2.3Population environment

The population environment factors mainly cover population size and population distribution. First

of all, the size of the population directly affects the size of the market, which in turn will affect

marketing strategies. For example, a huge market like Cn generally make multinational

companies have a special marketing strategy, but some small countries have small market sizes and

cannot get targeted marketing strategies. Secondly, urban areas with large population distribution
and high population density are more conducive to market research and promotion. In the eastern

part of China, the population density is high and the consumption level is high. The marketing

strategy may have a better effect. The economy in the central and western regions is relatively

backward, and the population density is relatively small, which is relatively poor.




3.0 Any reasons for possible failure{written by Zixu Liu(1801052) }

3.1 Hofstede’ s cultural dimensions theory

Uncertainty
Avoidance

Power Distance

Masculinity Individualism
Versus Hofstede’s cultural dimensions theory IR
Femininity Collectivism

Long-term
Indulgence versus

Restraint

versus
Short-term

3.1.1Power Distance

Europeans and Americans do not value power very much, they pay more attention to their
personal abilities. Asian countries pay attention to power because of institutional relation
For this Jewellery Retail group, the aim is expand to Asia, so, this company will definitely

hire Asian employees, because the understanding of power is different, Europeans usually

make recommendations directly with the employer, but Asians generally do not make
recommendations to the employer, the difference in the way of working may be the cause of
failure.

3.1.2Uncertainty Avoidance

For this Jewellery Retail group, when this organization meet some problems. Asians usually
follow the leadership arrangements and will not solve the problem themselves. But )
Europeans will solve problems themselves and have a high degree of flexibility. Different

ways of dealing with problems can lead to failure.




3.1.3Individualism versus Collectivism

For this Jewellery Retail group, yhen organizations enter the Asian market, they should
respect Asian collectivism rathgr than promote individual heroism. Asians tend to work
together instead of one person. Differences in task execution can lead to failure. E\

3.1.4Masculinity versus Femininity

For this Jewellery Retail group, this article uses creativity as an example. When companies
Mucts. Europeans may have many new ideas, but Asians are used to thinking

in one direction. They feel that there is a standard answer. Different ways of thinking can I

to failure.

3.1.5Long-term versus Short-term
This dimension refers to the extent to which members of a culture are acceptable to delay the

satisfaction of their material, emotional, and social needs. For this Jewellery Retail group,
taking decision making as an example, Asians are more focused on long-term interests, and

they prefer to make decisions that are conducive to future devel . However, Europeans
pay more attention to short-term gains. and different ways of m ecisions may lead to
failure.

3.1.6Indulgence versus Restraint

Asian companies are highly binding on employees. Each employee goes to work at the same
time and gets off work. Usually, the working hours per day are more than eight hours.
However, European companies have less constraints on employees an%rccs can freely
play their own advantages. Different lifestyles can also lead to failure.

3.2 Impacts of failure to develop relationships with global partners

Failed international business exchanges will lead to the inability of enterprises to develop
international markets. Enterprises cannot achieve the goals of the mines, nor can they engage

in long-term international business cooperation. The company's competitiveness is declining

and its revenue is reduced. B4

The company cannot establish an international partnership with another company, and this
company cannot increase brand awareness and increase sales in a short period of time.

4.0 recommendation{written by Jiankai Gao (1904304) }

For jewelry companies, choosing the right way to enter the international market is a complex issue.
Various influencing factors need to be considered, which are internal and external factors and RSiere:
conditions for enterprises to carry out international business activities. External factors include




cultural factors, environmental factors, production factors and market factors of the target country.
Internal factors include enterprise product factors and resource input factors. Compared with the
domestic business environment, it has greater uncertainty, uncontrollability and high risk.

In view of the main causes of the above problems, the following methods can be effectively solved.
4.1 Increase communication

Almost all of the combined integration will be hampered by obstacles, whether due to cultural Bl
conflicts, underemployment or leadership responsibilities, is the only effective solution. If employees
don't understand the reasons for the merger, or if they don't know how to work together, then the
employee will return to the most familiar path and do things in a familiar way, just as the merger did
not happen. After that, power will disappear little by little, and absenteeism, overdue work and even
refusal to work. Once this effect is formed, communication will be greatly reduced. Therefore, it is
necessary to establish an exchange task force as early as possible in the integration process to
eliminate doubts and uncertainties between employees, customers, suppliers and all other major
shareholders. Communication has taken on a very important position throughout the integration
process. It can be said that many misunderstandings and confrontations in the integration are

caused by poor communication. In order to avoid these situations, M&A comshould establish
communication channels in various forms to ensure the smooth flow of all ki [.%] 25 nformation in
formal channels. Employees should have an opportunity to understand the overall picture of the

entire acquisition, such as equity changes and future business direction. There are a lot more.

4.2 Develop a stable human resources policy.

Retaining employees is an important task for M&A companiece employee impact and
implement cultural integration. Ultimately, employee behavior€ateflection of culture and must be
established through certain leadership methods. By developing appropriate human resources
policies, company leaders can retain the vast majority of key employees. In order to stabilize the
employees of the acquired company, it is necessary to formulate a series of positive human
resources policies, introduce some meaningful incentives, locate employees as soon as possible, and
relieve employees' psychological pressure and adapt to the new environment. . The actual
capabilities and level of the team will be determined as soon as possible.

4.3 Select scientific integration models and procedures and plan as early as possible

Cultural integration is very practical. It needs to consider the specifics of the merger, and it is more
complicated and has more variables. Therefore, before starting integration, it is necessary to choose

a scientific integration model and procedures to control. In the due diligence phase of M&A, the

future cultural integration of the two companies should begin. Although lawyers and accountants
are responsible for conducting due diligence on financial and legal aspects, they must also form a
dedicated integration team to study the company's information systems, human resources,

operations, customer service and other important businesses. It should be emphasized that the

merger and acquisition party should hire a special consultant to study the corporate culture of the

target company and compare it with its own company to determine the type and characteristics of

its corporate culture, and then according to the M&A target.

27




Conclusion

For a company. it is very important to establish a successful international business exchange.
Successfully establishing international business exchanges can bring many benefits to the
company, such as increascd profits and target customers. However, failed international
business exchanges will have a negative impact on the company. If the company cannot
expand overseas markets, the company's visibility will decrease. In order to establish a
successful international business communication, the company must have some skills and
methods. such as correctly handling cultural differences between different countries. The
company must fully understand the cultural customs of the target country, which requires the
company to provide targeted training to employees. This report gives the importance of each
skill and explains how to develop these skills. At the same time, this report uses Hofstede’s
six cultural dimensions to analyze the reasons why the company may fail in international
business communication, such as different ways of thinking, different ways of dealing with
problems and different understanding of power. In view of these factors that may cause
failure. this paper puts forward some Suggestions on how to avoid failure.
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