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(ALINA FOLTEA )
The presentation focuses on the business communication for
establishing a joint venture between a company based in UK and
China. One of the company is:
• Diageo is a UK-based multinational beverage and Alcohol
Company.
• It was formed in 1997 (Diageo, 2021) and has been growing
incessantly ever since.
• Diageo products are sold in more than 180 countries, and now
Diageo is planning to expand its operations in China.
• The company has around 27,650 employees, and with expansion in
China, the number of employees will also increase.
• Diageo plans to invest 75 million US Dollars in constructing its first
malt whiskey distillery in China.
[image: ]

[bookmark: br4] 
• It will be located in Eryuan country in China's Yunnan province
(Diageo, 2021).
• Diageo is planning to make this distillery sustainably and use
renewable energies.
• It is headquartered in London, England, UK and has a revenue of
around 20 billion pounds.
• It is entering China through a joint venture with China's
Kweichow Moutai enterprise, an Alcohol industry in China
founded in 1999.
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CHINESE CULTURE AND ITS DIFFERENCES FROM UK
CULTURE
• The cultures of the UK and China are also very different.
• Companies like Diageo must consider this before entering the Chinese
market.
• Time and time management are perceived in a very different aspect in both
countries.
• The Chinese tend towards gradual negotiations and deals.
• UK prefers short negotiations because they think time is money.
• For China, friendship and trust play essential roles in breaking a deal
(Ambler, Witzel, and Xi, 2016).
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• They like to deal with people who respond similarly, in
a friendly way and don't like abruptness or any
misconception in business.
• UK delegation to China is always advised to take gifts
with them. This small gesture can have a considerable
impact.
• UK prefers very detailed contracts where all the
possibilities, risks, plans, etc., are covered transparently
for both parties.
• For Chinese, a detailed agreement
suggests a lack of trust between the
two parties, which is also a
• Written documents and agreements are more important
difference between the cultures of
the two countries.
for the UK to build trust than friendship.
• Chinese are very serious about their
face value, meaning they prefer
respect over the business.
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• UK business people are known for their blunt and open-
minded statements.
• Other example of the business is Costa Coffee, started its
joint venture in China in 2006.
• The company had to understand the culture of China, to
understand their drinking preferences.
• Costa Coffee also tried to understand the ambience the
Chinese prefer while understanding their culture and
modifying their stores according to their preferences.
• They designed the menu in mandarin language instead of
English for the Chinese people so that they feel comfortable.
• These changes were necessary for the brand to start and
grow its business in China to understand the Chinese culture
better.
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JOINT VENTURE: SUCCESS AND FAILURE
The factors contributing to the success of the joint venture are:
1. Agreement
 The agreement is most important for the success of a joint venture.
 Without the agreement, the two parties cannot reach any final decision, and
the joint venture cannot be successful.
 The agreement clearly defines all the terms and conditions of the business
partnership, which persuades the parties to continue with the joint venture.
2. Alignment
 A joint venture can only be successful if the two parties are aligned and have
a common goal (Yan and Lou, 2016).
 Parties with different visions and goals cannot succeed in a joint venture, and
therefore having a commonly shared goal is essential for the success of the
joint venture.
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3. Development
 The partnership and the joint venture between the two parties continue and are not still.
 To make this partnership permanent instead of temporary, the two parties need regular
communication and discussions and need to build and develop a strong relationship over time.
 The development and consolidation of the relationship can further expand the partnership
between the two parties.
• 4. Flexibility
• Flexibility is essential for any business and its operations.
• The parties involved in a joint venture must understand the working methods of each other
and co-operate with each other flexibly in all matters (Dubey, 2016).
• These are the factors that lead to a successful joint venture. The joint venture sometimes faces
problems and fails in the respective operations, leading to unsuccessful partnerships and
business.
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FACTORS THAT CAUSE THE FAILURE
OF A JOINT VENTURE
(MARCELA IULIANA DAN)
1. Lack of appropriate joint agreement
• the agreement plays a crucial role in the success of a joint venture;
• incomplete and inappropriate agreement can lead to severe failure of the joint venture
because of the misunderstandings;
• lack of knowledge of the Chinese business in terms of the regulatory and socio-
economic factors affects the joint venture.
2. Financial issues
• financial instability in a joint venture can cause failure; when fluctuates, it can burden
the other party, and therefore, the joint venture can fail and abruptly end (Killing,
2017);
• Mismanagement of the resources;
• The imbalance between the resources and capital invested by the partners (e.g., HSBC
Bank-Shenzhen Financial Holdings)
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3. Control Issues
• A joint venture is about mutual efforts, decision-making, and mutual profitability. The
joint venture's leadership must be chosen mutually and with correct rationale, or else one
party's control over the venture can utterly damage the joint venture;
• Lack of clarity between the responsibilities of the stakeholders;
• Often, the cultural differences, management styles, and approaches towards the business
affect the joint venture between the partners.
4. Compatibility
• The two parties must be compatible with each other and must land on the same page when
it comes to business ethics and business methods (Ya n and Luo, 2016);
• If the two parties involved are not compatible with each other, then it leads to
misunderstanding between the two parties and eventually leads to failure;
• The market of China seems lucrative, but challenges and risks are involved.
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CULTURAL PRACTICES IN CHINA
• A country's cultural values affect entirely and control the businesses operating in
the country;
• The foreign policies of a country are also based on the country's cultural values;
• The culture of China and the UK are very dissimilar to each other;
• China has a very collective culture, and the Chinese believe in collectiveness;
• In the UK, people believe in individualism and independence, which is a huge
cultural difference between China and the UK. The culture of the UK is very
open-minded.
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• Chinese culture is more inclined toward morals and ethics;
• Chinese people - compassionate regarding their ethical and moral
culture;
• The philosophy of a country - responsible for determining and defining
its culture, and the philosophies of China and the UK are highly
different;
• Confucianism, Taoism, and Buddhism - main philosophies followed in
China (Weller, 2018).
• The philosophy of the UK is based on western philosophy - believes in a
materialistic approach and believes in the physical and material world
rather than the spiritual.
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• The Chinese are very serious about their culture and reluctant about any
western influence on their culture;
• They won't approve of any business model emerging from the UK that
can affect and harm their culture;
• The Chinese people believe in harmony, peace, kindness, wisdom,
honesty, loyalty, etc. These are the emotions that make up for their
culture and cultural practices;
• Confucianism influences the business culture of China (a relationship is
utterly based on loyalty, courtesy, modesty, etc. (Chi, and Seock-Jin,
2017);
• Guanxi - Chinese term that means relationships and social networks
which assist businesses in China.
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• These cultural practices are the way to engage in business deals with
China;
• Doing any business in China is not easy because of the vast culture of
China and the cultural differences between China and the other
countries (Yin and Quazi, 2018);
• To enter the Chinese market, the companies must first understand the
Chinese culture and the importance of the cultural practices for the
Chinese people and make the business and marketing strategy
accordingly to ensure that the people of China are not offended in any
way.
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HOFSTEDE CULTURAL DIMENSIONS :
UK AND CHINA
(Anna Silistraru 1917422)
Hofstede’s Cultural Dimension Theory is the structural framework developed by Geert Hofstede based on cross-cultural
communication. Multiple disciplines have an impact on cross-cultural differences (Beugelsdijk and Welzel, 2018).
• Power Distance
• Individualism
• Masculinity
• Uncertainty Avoidance
• Long Term Orientation
• Indulgence
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Anna Silistraru (1917422)
1. Power Distance Index
• It considers the extend of inequality and power (Gaganis et
al., 2019).
• China’s PDI is at 80 which implies the acceptability among
the people.
• UK suits at the lower index of 35. The society believes in
inequalities among the people should be reduced.
2. Individualism
• Individualism indicates the importance of achieving the goals
representing a personal image.
• The UK is at a score of 89 which tells that the country is
highly individualistic and does not believe in collectivism.
• China is at a score of 20. Chinese people believe in
collectivism and always think about the group rather than of
themselves.
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3. Masculinity
• This dimension is defined by motivation and the desire to succeed.
• At 66, the culture of China is dependent on the masculinity of the society.
They are society-driven and sacrifice leisure activities. Whereas the UK also
has a high score of 66 putting emphasis on the masculinity driven society.
4. Uncertainty Avoidance
• The uncertainty avoidance dimension describes how people of a particular
country and culture are baffled by the situations and how ready they are to
deal with such uncertain situations.
• China has a very low score of 30.
• The UK is a little better, with just a score of 35.
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Anna Silistraru (1917422)
5. Long Term Orientation
• This dimension shows how every culture and society must have some
link to their past while dealing with their present and the future.
• China has a score of 87 on this index. Chinese people deal with the
challenges very practically.
• The UK has a score of 51 in this dimension, which cannot describe the
preference of British culture in long-term orientation (Hofstede-
insights, 2022).
6. Indulgence
• The desire of the people needs to be controlled sometime (Suhartanto
et al., 2021).
• With a score of 69, British culture is considered an indulgent culture,
where people indulge themselves in desirable activities.
• China is a restrained society with a score of only 24.
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Anna Silistraru (1917422)
RECOMMENDATIONS FOR BRITISH-CHINESE
JOINT VENTURE TO SUCCEED IN CHINA
1. Careful Plan: Both the countries should carefully plan their
business based on the rules and regulations of their government and keep
in mind the target market segment.
2. Communication: Both China and UK should arrange for an open
meeting to discuss the pros and cons of the business involved in the joint
venture (Sharma et al., 2019).
3. Trust: The trust can be built by disclosing the truths about the joint
venture and listening to the concerns of the partners.
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Anna Silistraru (1917422)
4. Performance: China and UK should establish clear indicators of the
performance with proper measurement of the targets set and can give rise to
solutions to problems.
5. Flexibility: The countries should aim for a relationship which is
flexible enough to adapt to new changes.
6. Problem-solving: The agreement of the joint venture should establish
the dispute settlement measures in case there are differences among the
companies. Both UK and China should look for win-win situations rather than
only concentrating on a single benefit.
7. Enhanced Credibility: Both UK and China should build a strong
base of customers to increase the visibility of the market.
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8. Training programs: The cultural training will help the employees to understand the cultural differences between the
UK and China. The aim of this training for the employees is not to change the employees cultural values but to teach them to
adjust and calibrate with the cultural values of other people.
• Language training program: Kweichow Moutai should encourage their employees to learn and communicate in English (
considered the universal language) and organise a training program to learn English for communication purposes with the
British employees.
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CONCLUSION
(MARCELA IULIANA DAN)
• This report elaborates on the joint venture of Diageo with Chinese company Kweichow
Moutai and the required steps that need to be taken to adapt each other's culture for the
success and growth of the business.
• To better understand the cultural differences between the UK and China, the Chinese and
the British cultures are discussed, and the dissimilarities between the two cultures are
pointed out.
• The factors responsible for the success of the joint venture and the failure of the joint
venture are thoroughly discussed in the report along with cultural practices and sensitivity
regarding the culture of Chinese people, and how that might impact a new business.
• The difference in the cultural dimension of the UK and China are discussed through the
Hofstede model of cultural dimensions. Due to so many differences in the cultures of
both countries, recommendations are given on how to improve and run a UK-China joint
venture in China successfully.
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