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Relationship can be known as a contract with people and people, people and things, things and thigs. Or it can be referring to the networking we all need in this dynamic world. In international business communication, relationship means that the relation between enterprise and their local stakeholder. In this essay, the author would illustrate how to building a good relationship in international business communication and why it is important for enterprise.
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The reason why building a good relationship is important is that it can be a critical success factor, for an entity to run a business. Many companies have made “relationship building” a top priority and consulting companies of all types encourage firms to develop them. (FUTRELL, G.D., 2012)
In international business communication, if enterprise has a good relationship with local stakeholder can help them gain the strength in negotiation. This strength is enterprise’s soft power. Because when enterprise enter international market, they are outsiders. If they want to involve the new market, they should rely on local relationship to help them understand the new environment and adjust themselves to adapt the environment. So, building a good relationship with local stakeholder is very important for company. And this means a company, especially the transnational enterprises, rely highly on the good networking and international business communication with each other. 
For example, Mohanty and Gahan (2012. p. 323) said buyers’ relationship is an approach to understand each other in meeting the needs of business, the benefits, and services to buyers who focus on long-term development and sustainable relationship with the buyer can give added value for buyers and companies, so buyers relationship has effect on business performance. (WAL-MART has face the failure in German because they do not meet customer really demand without a good relationship with customer（GOPALAKRISHNA, 2016）) . Having a good relationship with local staff can help enterprise support the higher effective service for customer and can be quickly to adapt the local business environment. Organizational success can be gained through building strong internal relationships and the development of a relationship-building organizational culture. (HERINGTON, et al., 2006) And having a good relationship with local suppliers can help enterprise to be better to analysis the local market, because supplier would not only service for one enterprise, communicate with them can help enterprise to understand their competitor in local market, and so on
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According to Altman’s Social penetration theory（1973）, they divide a good relationship into 4 stages, Orientation Stage (Initial contact and communicate with communication objects); Exploratory affective stage (when the communication increases, the depth and breadth of self-exposure will increase, but the topic will avoid the privacy of each other); Affective stage (ensuring the sense of interpersonal security, and there will be more emotional communication, and have a proper discussion of the private areas of privacy) and stable stage (Both parties will share their own living space and allow each other to enter their own private sphere. According to Altman's theory, the development of the relationship is from shallow to deep, and how to develop the relationship depends on the self-disclosure of both sides. Self-disclosure is the key to the development of the relationship. And the 4 stages described before are required to be progressive, that is, self-disclosure can't be too fast or too slow, and both sides should be at the same pace.

According to Altman’s theory, when enterprise starts entering another international market, they are in orientation stage with their stakeholder. So, they should build a good first impression, a polite behavior will be a good beginning. When the first-time meeting, they need to distinguish between formal and informal meeting. If it is a formal meeting, they should wear a suit to show respect. And the topic of discussion should be based on formal business cooperation.
When it comes to an informal meeting, dress should be clean and tidy. In the communication, they can take the other’s interests as a breakthrough point, so that it can be a good way to close the distance between the two sides. In the greeting, both of the parties should respect each other’s culture, such as the ways of greeting across the world, Japanese bow, Western handshake and Thailand hand together ( anonymous 2014)【online】.

Where there is a good beginning of communication in the orientated stage, there is the relationship between the two sides can be buffered, avoiding the fret of the other due to frequent communication. Once the relationship between the two sides is stable, giving a gift to make both sides become closer, and also can enter the next stage-the emotion exploration stage (FRÉMEAUX, S. and MICHELSON, G., 2011). The social environment needs to be taken into consideration when giving gifts. For example, in the western countries, the cutters are not a good choice of gift; in China, clocks are the taboo of giving gifts, because clock is similar to the death pronunciation in Chinese. And the value of gift should be avoided too high, it is in order to avoid the suspicion of bribes. Some small gift can effectively pull the bilateral relationship, and let the two sides have a same topic, but the high value gift can make the other person feel uncomfortable and let your partner thinking you may have other aim for this, it may play the opposite role（GRAYCAR, A. and JANCSICS, D., 2017.）. In communication, they can talk about their own interesting, and finding the same investing, it can be effective to deepen the emotion.
 
In business communication, many business partners are in the Exploratory affective stage, but at this stage, both of two sides will still be some preparedness, and enterprise cannot be effective to infer the real demand of their stakeholders (not just the interest, it also includes the respect or some other social respect.). Therefore, it is very important to enter the stage of emotional communication. At this stage, the relationship between the two sides is the real changed from the business partner to the friend. To enter this stage, the two sides need to establish mutual trust and respect. This trust is not only in cooperation, but also in their daily life. This will make your partner feel you treat them as a family member, this will let your business going smoothly.

In the last stage-stable stage, the communication between two sides wants to enter this stage, it is very hard. Because it is not only do we need to pay individually, it need strong demand from both sides. And need opportunity and enough time to make both parties know enough about each other. When meeting those require, they can enable to establish a stable communication, and to be able to communicate deeply between the two sides. In fact, in such a lot of social relations, it is very rare to enter this stage, because it is inseparable from the personal experience and character of the two parties. For example, the relationship between colleagues, although they will stay in all days, this is because the work demand rather than the emotional needs of both sides. Such as the relationship between relatives, actually, the two sides will have deep emotion, but there are rarely can become intimate friends without saying anything. I think this it because the experiences of both sides are in different times and have different social experiences.
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The use of this theory needs to consider gender factors, because the openness of men and women is different, and the openness of men is lower than that of women.           

The theory was put forward in 1973, and there was no social networking, so there was a lack of discussion of relationship in social networking.
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From the demonstration above, the International Business Communication is all about how to communicate with other stakeholders outside your company and your country. It is a skill to tackle with different individuals and realize your purpose, eventually. 
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