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Executive summary 
This report has principally been divided into four parts to demonstrate the cultural differences between the UK and Columbia in the business context. There are many differences between the UK and Columbia in business communication and business pattern. Firstly, the finding in this report points out that the key cultural differences between those two countries are business dinner, language barrier and power distance. Additionally, there are also corresponding evaluation based on the provided differences between the British firms and Columbian firms under the latest business environment. There are also some differences existing in the business communication between those two. Therefore, a part of analysis for researching on those two will be offered. Finally, a recommendation for mitigating such cultural differences has been contained to tackle the key differences between the UK companies and Columbia companies. Generally, the recommendations are three: a) correctly use gestures b) hiring a translator who can speak Spanish c) using skills of smooth disagreement. 
Hence, this report will be providing the cultural divergences in business and business communication in the context of British companies with their business culture and Columbian firms. 
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Acknowledging the newly invented transportations and highly advanced information technology, the trend of business internationalisation has been considered as an inevitable trend by scholars (Hooker, 2012). Therefore, increasingly number of  firms are considering to do business with an international partner in an international market. By considering the philosophy of traditional capitalism, capital expansion from domestic business to international business would be the essential for company’s flourish and survival (Scholtens and Dam, 2007). The United Kingdom of Great Britain and Northern Ireland, the UK in short, is a traditional capitalism nation with matured industrialised manufacturing industries and financial industries (Doyle, 2011). 
On the other hand, considering the business of international expansion, emerging countries with sustainable economic growth are presenting the great opportunity for UK firms. By checking the economic growth and political sustainability, there are two options of British companies to choose: China and Columbia. Yunxia and Hildebrandt (2003) point out that China seems a good market for the UK firms. However, due to the great cultural differences between the UK and China, this option is only suitable for some large UK companies with great ability for taking risks (Kanter and Corn, 1994). Hoecklin (1995) shows that the business environment has presenting the most suitable option for all British businesses to enter due to the similar business culture.
Basically, this report will adapt theories including Hofstede’s cultural dimension and Hall’s high-context and low-context culture. Hofstede (2011) indicates that all types of culture can be divided into six dimensions: indulgence, uncertainty avoidance, power distance, individualism, masculinity and long-term orientation.  
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Considering the Columbian business culture in British perspectives, the theory of cultural context has to be referred. Based on Hall’s cultural context theory, business communication in high-context culture is implicit while the business communication in low-context culture is very explicit.  Britain is located in the part of low-context culture while Columbia is located in moderate high-context culture (Warner, 2013). Therefore, business man in Columbia has very different etiquette in business environment from Britain: a) business dinners b) business language barrier c) hierarchies in business organisations. 
Culture impact significantly on business and international business. For example, in different countries, business culture can be very different. For example, in Brain, a hug can be a simple etiquette and polite behaviour. However, in Japan, hug is forbidden if both parties are not in a special relationship. Therefore, it is very important to know business culture in Columbia from the perspective of British business.
Via Stephens and Greer’s research (1995), they find out that business dinners are consistently playing an essential role in business alliance formation in Columbian culture. A successful strategic alliance in business will be built on a successful business dinner.  Moran, Harris and Moran (2007) also agree with this statement and argue that some high-context cultures are focusing more on building business relationship during the process of alliance formation. However, in the British perspective, business dinners have only limited meaning for forming a business alliance (Murray, 2018). As a traditional capitalism nation, British people are purposeful in terms of alliance formation. Business men are usually calculating the advantages and disadvantages when they are searching for a good partner for doing business in an international market (Volpp, 1996). Therefore, in a British view, it is not rational to form a strategic business alliance via a successful business dinner. Normally, this kind of alliance is formed by business negotiations. 
In terms of language barriers, there are spoken language and body language barriers which are hinging the smooth communication between two parties (Harzing, Köster and Magner, 2011). The main barrier would be the spoken language, British people speak English while Columbians speak Spanish. To be more specific, in Britain, a low-context culture, business men are very direct to discuss the key points during the business negotiations (Piechota, 2017). However, the situation in Columbia business environment is different. To be more specific, the difference can be regarded as the cultural divergence in Hofstede’s cultural dimension theory. Hofstede (2003) shows that Columbian culture has been rated very high score in uncertainty avoidance while the British culture has very low score in this dimension. To avoid taking risks, British business men are more likely to be clearer during the business meetings. However, Columbian business organisation may not show their view during the formal meeting clearly. This is because they have greater capability for taking risks in business environments.
By having noticed Hofstede’s cultural dimension theory, index of power distance is indicating the social hierarchies in business practices (Hofstede, 2011).  Based on the research carried out by Piechota (2017), Columbian business culture has very high marks in power distance. This attribute indicates that Columbian companies are formed by very strict social hierarchies: from top level to bottom level. However, the UK, even the higher ranked managerial teams are relatively have the same hierarchical status in company (Glen, 2003). In a British company, all employee are relatively equal with equal rights but different responsibilities. However, in Columbian companies, managers will be definitely placed on the top level while the ordinary employee may have less rights. In Columbia, companies are trying to form a strict social hierarchy to ensure higher level’s domination (James, 2020).
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The previous section is only illustrating the cultural differences and cultural phenomena in Columbia and UK. This section will provide a deeper evaluation based on previously provided situations and business contexts. 
Firstly, as a high-context culture, Columbian people are very likely to discuss many formal affairs during informal situations, business dinner for example (Henley et al., 2017). Base on this point, Columbian people are sharing a same characteristic which is relationship-oriented. Additionally, Tate (2007) argues that Columbian people and society are very collective, the mainstream culture in Columbia is collectivism. As a nation with very high score in individualism, British people are less likely to adapt collectivism culture in Columbia. It is very challengeable for British enterprises to recruit local employees and establishing motivation scheme to simulate performance. In the UK, people are all concerning their own interests in business operations, different stakeholders are aligned via interests (Naquin and Holton, 2003). However, the situation in Columbia can be very different. In business atmosphere, characters in a company are putting more effort on sentimental and psychological gains. 
On the other hand, it is also a challenge for British enterprises to communicate with Columbian companies. The language environment in Columbia is mostly pure Spanish (Lippy, 2013). Based on the latest research in Columbia, there are only 10% population speaking English in a moderate level. Therefore, hiring a business interpreter in Columbia would be a choice for British enterprises. However, excepting the spoken language barrier, the behavioural patterns of body languages and eye contacts are also very different from Britain (Ivins, 2013). In Columbian culture, pointing two fingers can be regarded as rude and  obscene (Lippy, 2013).. However, this gesture in the UK can be normal. Additionally, in Columbian culture, direct eye contact can be rude especially between male and female (Ivins, 2013). However, in British culture, direct eye contact can be regarded as polite and serious in business atmosphere. Therefore, it is very hard for a British business man to avoid eye contact from opposite side in Columbia. 
In previous section, Hofstede’s index of individualism has been pointed out as a significant cultural difference between the UK and Columbia. As a business organisation in the UK, the rule of game may more approach to boost individual’s performance by allowing individuals to have higher payments and status in company. However, in Columbia, it is a very collective society which emphasises more on team play (Lippy, 2013). Unlike the traditional capitalism, Columbian capitalism is more likely to rise payment for a whole team to stimulate company’s economic performance. It is a highly challenging aspect for British firms to switch their thinking pattern for motivation strategy in human resource management if they want to establish a branch in Columbia. The traditional pattern of motivation strategy, X and Y theory which is based on individual employee’s identity, has to be changed to a group-based theory to motivate locally recruited employees in Columbia (Shane, Locke and Collins, 2003).
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Business communication situations between British enterprises and Columbian companies will be mentioned by tackling British people’s feeling and Columbian people’s feeling in some particular situations of business communications. Therefore, some taboos and goodness will be mentioned. 
The business communication is the most important part of international business. There are some representative situations which are hard to be accepted by British perspective in Columbian business communications. For example, Columbian companies do not fond of confrontation in business negotiations (Larson, 1994). This is because some business negotiations, business agreements and formation of alliance are all based on personal relationship. However, in British perspective, intensive discussions are very likely occurred during the business meeting. British companies are all considering this discussion can be very normal and ordinary to form a long-term relationship. It is a British tradition to find out truth via the intensive discussion or arguments among parties (Purchase and Olaru, 2004). However, once British business man disagreed with Columbian company in some detailed points during the process of signing contract, Columbian company may totally withdraw this contract. The greatest differences between Columbian business communication and British pattern are all related to the type of discussion. Columbians cannot accept any disagreements during the business communication while British is welcoming it.
In Columbia, genders are not equal. As a male dominated world, it is extremely hard for a woman to have her own business in Columbian society (Larson, 1994). Even in some areas of Columbia, women are not allowed to own or to operate her own business. In addition, in Columbia, people’s consideration on gender role is very traditional one which means that women have to take care family while man takes responsibility for family’s income (Lippy, 2013). However, the philosophy behind all these discrimination upon women in Columbia is that Columbian society is despising women’s capability in running a business. Therefore, as a very equal society, Britain treats men and women equally in running a business. However, during the business communication and their inherent characteristics on business women, Columbians may not feel well when they are negotiating with a business women from Britain. Unlike British society which takes in as a very normal situation, Columbian companies may consider that this British company has not “man power” which means that this company is not good. Therefore, within the business communication, even all Columbian companies will send a man as their representative to represent company’s image. However, in British perspective, this can be convicted as treating women differently, even this can be regarded as very serious gender discrimination in workplace. 
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In terms of business culture, British firms have to adapt some cultural differences in their expansion to Columbian market. However, British companies are not coming to rectify some unequal phenomena in Columbian society. All steps are tending to form an alliance with a Columbian company via business communication.
In business communications, British companies have to correctly understand Columbian people’s expressions in body language, and spoken language. Additionally, British negotiators have to encode correct information for Columbian thinking patterns to decode (Purchase and Olaru, 2004). Firstly, a translator is essentially required for sure to overcome language barriers. Additionally, British enterprises have to consider their thinking pattern before the business communication with Columbians. For example, it is definitely for a British company to avoid sending a female negotiator to talk with Columbian companies. It is an improper behaviour for Columbian companies to have a very serious talk with British enterprises to a female. 
On the other hand, gestures have to be avoided during the business communications. For example, in British culture, it is normal to point people by using two index fingers, however, in Columbia, it is a very offensive gesture. There is no standardised international gestures which are understandable for all national citizens (Purchase and Olaru, 2004). Same gesture may contain some very offensive meaning in specific countries. It is also very hard to analyse all types of gestures and their meaning in Columbia. Therefore, only using simple gestures or not using any gestures is a wise choice for British companies. To avoid understanding would be the core concept during the business communication with a foreign company. 
Finally, skills of smooth disagreements have to be acquired by British companies. Columbian people are really valuing their faces and psychological feeling during the communication. Therefore, the direct disagreements cannot be considered as a part of strategy of business communication. British enterprises have to protect Columbian business negotiators’ face when the confrontation is inevitable.
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In conclusion, by reviewing this analytical report, the British companies are capable to mitigate some very obvious misunderstandings during business communications with Columbian companies. There are four sections in this report to investigate this result step by step. 
At first, an interpretation of cultural differences has been provided to find out the most significant differences between those two cultures. Some key general divergences were provided to discussion the possibility to form a strategic alliance with a Columbian company by standing on a side of British company. For example, British business does not care business dinner very much to form a strategic alliance with other companies. In addition, the language barrier would also important, British people may only speak English while  Columbian people speak Spanish. 
The second part was to evaluate those mentioned differences which are more practical to discuss some situations of business communications. Some potential hazards and challenges for British companies were contained. Therefore, the reason for Columbian people caring business dinner is because Columbian culture is a high-context culture which is normally relationship oriented. Based on British people’s feelings on some Columbian cultures and Columbian people’s feeling on British cultures in the context of business communication, third section has analysed the practical study in some specific examples and problems in business communication. 
Finally, some recommendations based on mitigating the cultural differences have been offered to solve some real problems for British companies considering to do business with Columbian firms. For example, to overcome language barrier between British business and Columbian business is to hire a translator who is very familiar with both English and Spanish.
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