Supporting Handout 

Introduction 
Due to the advanced development in international communication techniques and transportation methods, modern business organisations have to consider expanding their market to an international market (Glaister and Buckley, 1998). By having noticed the product life cycle, we find that in the domestic market, our product is in the declining stage. Therefore, it is an inevitable trend to develop an international market. The board of directors in our Jewellery Retail group has decided to expand our business to the Asian market. Hence, it is very essential to develop a sustainable partnership with an Asian partner. However, this partnership requires different skills in international business communication.   
   
Requires skills and competencies 
By checking Hofstede’s (2011) theory in international business communication, he argues that Asian countries are having different business cultures compared with the western world. There are many required skills based on Hall’s (Bai, 2016) high-context and low-context culture. In China, Japan, Hong Kong, Taiwan, South Korea, Singapore, and Malaysia, business cultures are highly affected by Confucian culture (Pandya, 2013). Therefore, by cooperating with Confucian culture, there are required several skills to form a sustainable relationship with Asian businesses. Firstly, forming a formal business context is one of the most important skills. In several dimensions, a formal business context can be formed: a) using professional title b) adhering to local business etiquette c) body language. To be more specific, using “Mayor” or “Director” or “Manager” to call Asian partners would be more suitable compared with calling “Mr” or “Mrs” (Chuan, 2003). On the other hand, to know the local business etiquette is also an essential ability. For example, in Japan, during the phrase of exchanging business cards, our representative should never put a pile of business cards on the table. It is a very impolite behavior in the business context. It is proper to sliding a card from the card deck and using two-hands to hand-on to a business partner (Williams, 2003). The other skill is to adhere to local business courtesy in the Asian market. Some business courtesies including applause, shaking hands and polite smiling are favourable in the Asian business context. 

The most crucial competency to corporate with Asian business organisations is a sustainable relationship or “Guanxi”. Except for granting profit, communication is critical. Therefore, having a very good command of the local language is the core. Including Chinese mandarin, Japanese, Cantonese, and other languages, it is much more difficult to be commanded by a native English mother-tongue (Peters, 2014). It could form a barrier to protect this relationship by sustaining good direct communication using the local language (Hofstede, 2011).   
    

International communication approach 
The definition of the international communication approach is to form a good communication and information delivering a system with an international partner (Glaister and Buckley, 1998). Therefore, the understandings of cultural background are critical to know the target partner. South Korea (S.Korea) for example, is one of the biggest jewellery consumption nations in Asia. Our company is a British company. The cultural divergences are based on several dimensions by checking Hofstede’s cultural dimension theory. 
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Exhibit 1.1 Hofstede’s Country Comparison UK (right side) and S.Korea (left side) (Hofstede, 2020)

We can see the hugest divergences between British society and Korean society are based on individualism, uncertainty avoidance, and long-term orientation. By referring to Hofstede’s theory, collectivism and individualism are highly conflictive ideologies in the business context. Korean people are normally grouping’s to form a mutually beneficial group (Choe, 2007). However, in the UK, people are self-centred by maximising self-interest rather than the group’s interest. To mitigate this conflict, our company has to form a new stimulation system and a bonus mechanism based on group performance rather than individual performance. Moreover, it is a good strategy to send expatriates from the UK to Korea to be a performance supervisor. Although, it is very unlikely to be a part of their cultural ideology. But, it is good to form a supervision system to prevent the damage of organisational interest. The group of Koreans can form a conspiracy group to protect each other’s misconduct behaviours (Jeon, 2019). On the other hand, Koreans can never accept a high level of uncertainty and a high-level of short-term orientation based on the chart above. Hence, the international communication approach ought to be based on long-term orientation to form a sustainable relationship with Asian partners. It is also an important issue to make Korean partners believe that the partnering contract is to show some degree of certainty.  
Expected result and organisation’s benefits
There are several possibilities by applying those mentioned skills, competencies, and corresponding approaches to real partnerships in Asian countries. The most ideal result is to form a good relationship with a target company and to generate substantial profit to achieve mutual benefits (Chuan, 2003). However, there are also some less desirable outcomes. The potential conflictive situations can be predicted in several parts. At first, the conflicts between expatriates and Korean partners can be expected. The different cultural background in the dimensions of individualism, long-term orientation, and uncertainty avoidance is the trigger. For example, the British company might ask for short-term profit only while the Korean partners are seeking long-term success. Hence, for the organisation’s and partner's mutual benefits, cultural divergences have to be identified for sure. 

The second step is to mitigate those identified cultural divergences. Still using Korean culture as an example, the British company has to consider how to maximise collective benefits within the partnering contract. 

Conclusion 
In conclusion, the Asian market has shown good potential and capacity in recent years. Seeking an Asian partner to be a technique of business expansion is an excellent method. International business communication would help us to avoid some taboos within the process of communication. This handout is mainly using Korean culture as a representative example to demonstrate the cultural divergences between Asian countries and the western world. However, there are also some expected results. Some methods of mitigating less desirable results have already been provided.   
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