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Cross-Cultural Communication
The dynamics of the relationship existing between Indians and South Africans have been long been shaped by the vast differences in culture and norms existing between the two groups. In the past, these differences tended to hamper communication. Technology and the need to diversify throughout the globe has enhanced the two groups to adapt to the changing dynamics. For example, traditionally Indians believed in a culture that influenced almost all aspects of their lives. The food they eat is determined by their culture, which means that they cannot trade on food stuffs, clothes, or any other product that is unacceptable in their culture. This influences how the two groups do business with one another. The kind of businesses they engage in are determined by their cultures. 
Each group has its own language and heritage. A complete analysis could help show how diversity enhanced business between the two. First of all, language barrier was a common challenge between the groups. The increase of technological integration in the business arena continues to force the two groups to adapt to the changes. Technology has simplified the way they communicate. It has helped them overcome language barriers that tended to hamper their ability to communicate and understand one another when doing business. How effective a person is in communication determines his or her ability to close deals and avoid mistakes, which people make in businesses (Gudykunst & Young, 2003). Lack of clarity in business deals could lead to mistrust and lack of loyalty between the parties. 
Indians are known to be confrontational whenever a conflict occurs in a business deal. The following story of rattling bicycles can help in the understanding of how the two groups handle conflicts in their line of businesses. George is a South African who had a contract for bicycles manufactured in India. Shortly before the bicycles were shipped to South Africa, George went to the manufacturing plant in India to check the quality of the bikes. When there, he asked the plant manager take some bikes from the production line so he can test them by riding around the country side. George noticed that the bikes were rattling. Upon arrival to the plant, he turned to the plant manager and commented “I think the bikes are rattling” and he went back to South Africa. 
[bookmark: _GoBack]When asked why he went back to South Africa without asking the plant manager how they would solve the issue in the bikes, he said that the manager knew why he had gone to the plant. He also explained that he thought if he became somehow confrontational, the manager would have been embarrassed and in retribution, he could have shipped the rattling bikes. By pointing out the problem and acting respectfully, George was certain the manager would have the bikes fixed and shipped on time to South Africa.    
The story of the rattling bikes shows that the two groups tend to do things differently and how they respond to issues encountered in business is the definition of their culture. Whenever a confrontational conflict occurs, the two groups tend to approach it differently. Indians believe in identifying problems, assigning blame and responsibility to someone and go ahead to telling what they think needs to be done. South Africans tend to do it more indirectly. Like George, they signal a problem, for example, a fault in the bikes and assume that the responsible party will take responsibility and fix the problem. 
To solve problems in cross-cultural communication, one needs to state the problem in tentative terms and not definitive (Zakaria, 2013). This should be done by simply engaging the counterpart in defining the problem and in defining the solution. Probing or pointing fingers is not acceptable in some cultures such as that of the Indians and it can lead to rejection of the products. An individual working with the  Indians should be prepared for confrontation. He or she should not be defensive or even opt to withdraw from an ongoing business negotiation. Instead, he or she should engage the other party in understanding what the problem is and try to come up with a solution. Just a little cultural sensitivity can enhance communication, collaboration, and eventually create a long-lasting business relationship. 
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