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[bookmark: _Toc29225753]Executive Summary 
The purpose of this report is to identify the possible challenges that the UK businesses may encounter in the US market. The paper hence analysed the challenges and sensitivities that the UK business should be aware of before they unfold their businesses in the US market through different perspectives, including typical stereotypes, Hall’s culture context and Hofstede’s cultural dimensions.
The trade relationship between the UK and the US has been profound and enduring over the past decades, and the Brexit may open new opportunities for British enterprises to operate in the US market. The report sheds light on the possible challenges and sensitivities derived from cultural differences through different perspectives including stereotypes, Hall’s cultural context, and Hofstede’s cultural dimensions. It is concluded that although the British culture and the American culture share some similarities, but the differences in stereotypes, cultural context, and cultural dimensions still result in some challenges from the British organizations. Some practical recommendations have been promoted at the end of the report to address these challenges. 
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2. [bookmark: _Toc29225755]Introduction 
Enterprises in the twenty first century are operating in an ever more interconnected marketplace due to globalization, digitalization, economic prosperity and accelerated consumption. The volatile and fast-moving business environment requires enterprises to proactively engage in international trades to sustain growth by stretching their value chains across nations. International business creates significant opportunities for modern enterprise to exploit the resources and explore the uncultivated market of the host country. However, Scholtens & Dam (2007) and Kaynak, Fulmer, & Keys (2013) have emphasized that cultural differences lie at the centre of internationalization as gaps in culture persist.
The awareness of the cultural differences can assist enterprises in building a diverse but inclusive workplace that brings not only employees of different cultures, but also different viewpoints and characteristics together (Moran, Harris and Moran, 2011). To the contrary, unawareness of cultural differences can result in frictions, add difficulties in management, slow down the decision-making process and even lower the decision-making accuracy. Although the business relations between the US and the UK has sustained for centuries, the assign of free agreement after Brexit may encourage more UK business to operate in the US market. Meanwhile, the economic growth of the US market also poses many emerging opportunities for the UK businesses to exploit. 


3. [bookmark: _Toc29225756]The business relations of the UK and the US 
The international trade ties between the US and UK are deep and enduring. The special Anglo-American relationship is one of the longest-lasting alliances of the 20th century. The two countries have cooperated economically, and the UK and the US share some economic and cultural similarities, laying the groundwork for bilateral cooperation and trade partnerships (Dumbrell, 2009). The UK and the US use the same language, operate similar legal systems and similiar financial systems , less language barriers and regulation barriers make it easier for British enterprises to operate in the US (Meyer, 2017). They have close relationships and usually stand on the same front in world affairs. This is the so-called "special relationship" between the UK and the US (U.S. Chamber of Commerce, 2019). Economically, the US is the world's largest economy, with an economic scale of US $ 21.3 trillion, accounting for 24% of global gross domestic product (GDP), and the UK is the fifth-largest economy in the world, with an economic scale of US $ 2.8 trillion, accounting for 3% of global GDP (BBC News, 2019; The Guardian, 2019). The US is the largest single country trading partner of the UK, and the UK is the seventh-largest trading partner of the US (U.S. Chamber of Commerce, 2019). Both countries have for decades wanted global trade liberalization. Till now, the UK remains as the biggest single investor for the US with over $540 billion investment making up for more than 16% of overall inbound foreign direct investment (U.S. Chamber of Commerce, 2019). 
[image: ]
Figure 1. the UK’s trading relationship with the US (Office for National Statistics, 2018)
Additionally, as the UK was voted to leave the EU in the coming future, the UK is on an urgent need to figure a new primary trading partners as its tie with the EU was weakened. After the official Brexit out of EU, the volume of transactions with the EU will inevitably decline sharply due to new trade barriers; therefore, the UK must seek another primary trading partner that can replace the EU ’s trade status and drive its future economic growth, and the US became the best choice (CNBC, 2019). First, the UK exports are not very competitive compared to the US. The use of the UK as a US trading partner will not reduce US exports, and the UK will enter the European market as a transit point (United States Trade Representative, 2019). Britain intends to reach a free trade agreement with the US after Brexit. The Free Trade Agreement that is anticipated to be signed after Brexit is regarded by the UK as an important step in reshaping the relationship between the UK and global trade after Brexit, and the UK or the US may enter a special relationship period in the "post-Brexit era" (United States Trade Representative, 2019). It hence can be anticipated that there will be more British enterprises entering the American marketing, rising the importance of the cultural difference issues.
[bookmark: _Toc29225757]3.  The challenges and sensitivities to the UK businesses operating in the US 
[bookmark: _Toc29225758]3.1 Regarding stereotypes 
The stereotype is a universal cognitive bias that affects people's true judgment of the objective truth (Perkins and Jones, 2020). It can induce negative consequences such as intergroup tensions, intergroup frictions and trust issues. (Bordalo et al., 2016) It is a core variable that affects the effectiveness of business communications for British enterprises in the US. 
American people are generally tagged with ignorance of other cultures. The economic and military strength of the US still utterly reigns around the globe. American people always leave the expressions of obsessively nationalistic and obnoxiously patriotic by regarding America as a great country in the world (Posthuma and Campion, 2009). The stereotypes of American as nationalism by the British may affect the effectiveness of business communication, as British employees may feel being despised potentially by American employees. Besides, the U.S has also been criticized as a workaholic culture with unbalanced work/life (Schauer, 2003). According to the statistics by Hinton (2013), American people generally work more than nine full works than European peers and have less paid vacation. The different perceptions of work/life balance are also likely to result in communication ineffectiveness, as British culture is less workaholic. To the contrary, there are also some types of stereotypes of the British people. The UK is also long known as the empire on which the sun never sets. British people are pride in their culture and making some of them ignorant of other cultures, leading to the same problem discussed above. 
[bookmark: _Toc29225759]3.2 Regarding Hall’s culture context 
Hall (2000) raised the issue of high-context and low-context culture in macro culture according to the dependence of information dissemination on the environment and divided the culture into the high-context culture and low-context culture. In high-context cultures, when people communicate, they have a greater amount of information conveyed by socio-cultural environments and situations or are internalized in the communicators' thinking and explicit language (Korac-Kakabadse et al., 2001). The amount of information conveyed by the verbal communication is relatively small, and people are sensitive to the subtleties of other non-verbal information. In a low-context culture, a large amount of information is conveyed by explicit language communication, and the hidden environment contains a relatively small amount of information (Kim, Pan and Park, 1998). 
[image: ]
Figure 2. Typical high-context cultures and low-context cultures (Effective World, 2018)
Both the American and British cultures are regarded by the researchers as the low-context cultures, with America to have a slightly lower-context culture. For both British people and the American people, they prefer to convey all information explicitly in verbal communications, which results in fewer misunderstandings or guessing in business communications. However, it is still noteworthy by the British enterprises that the British culture has a higher -context culture, and it means that some extent of non-vernal communications may be leveraged by British employees in the business communication. The implicit non-verbal communications are highly likely to confuse the American employees, and hence should be discouraged 
[bookmark: _Toc29225760]3.3 Regarding Hofstede’s cultural dimensions 
[image: ]Cultural differences are one of the leading influencers resulting in the ineffectiveness of intercultural communication. Hofstede's model of cultural dimensions is a classic and practical theory for assessing cultural differences. According to Hofstede’s (2011) theory of six cultural dimensions, national cultures can be differentiated along six cultural dimensions: individualism, power distance, avoidance of uncertainty, masculinity, long-term orientation, indulgence. Power distance dimension refers to the extent that the acceptability of employees towards unequally power distribution; individualism measures the extent of individual’s integration into groups; masculinity denotes the level of employees worship of masculine power, material rewards, achievement, success; uncertainty avoidance refers to the extent of tolerance for uncertainties and ambiguities; long-term dimension measures whether people are likely to be oriented by the long-term outcomes, indulgence denotes the level of focus on individual happiness and desire (Hofstede, 2011). These six cultural dimensions measures and compare the national cultural dimensions that may affect international business communication effectiveness. 
Figure 3. The comparisons of the American culture and the British culture based on Hofstede’s cultural dimensions (Hofstede Insights, 2019)
The above comparisons of the UK culture and US culture reflect that the US and the UK share a higher level of similarities in individualism, masculinity, and indulgence, but varies a bit in dimensions include power distance, uncertainty avoidance and long-term orientation.  
Regarding the differences in the power distance, although the British and American cultures are featured as low power distance, the American culture has slightly higher power distance. This indicates that the American employees endorse the hierarchy in the organization more than the British people. Hence, American leaders may expect more respect when working with the British. At the same time, the American employees may expect more guidance, instructions from their superiors (Emery and Tian, 2010). Another concern raised form the differences in the power distance is the income distribution because the British employees will possibly want more even income distribution than the American employees. Wu (2006) also records that there is a higher rate of corruption within the American enterprises, and the superiors always chose to cover the scandal up rather than exert any penalties. 
In terms of differences in uncertainty avoidance, the American culture gets an 46 while the British culture gets a 35. Generally, both of them have low tolerance towards uncertainty and ambiguity, but the American culture has a higher tolerance level indicating that they are less comfortable with unclearness. Hence, the American employees may address the anxiety brought by uncertainty through clear, strict, and well-defined rules, laws, norms, regulations, and practices to minimize ambiguity (Bergiel, Bergiel and Upson, 2012). It is also worth noting that informal, implicit norms may also be leveraged by the American employees to manage unknown situations. The heavier reliance of American employees on the regulation-oriented mechanism for uncertainty alleviation may add some difficulties for the British enterprises. There existing rules, norms or regulations may work effectively in the home country. If they are not modified accordingly, they may exhibit less effectiveness in the American market. 
The British culture and the American culture vary significantly in the long-term orientation dimension. Apparently, the British culture (with a score of 51) tends to the long-term oriented than the American culture (with a score of 26). The moderate level of long-term orientation of the British culture indicates that British people can balance the importance of the short-term results and long-term achievements. However, American culture is clearly directed by historical or present facts and traditions, such as time-honoured traditions. At the same time, most Americans abide by the universal guidelines about what is good and what is bad, which may concern issues such as the rights of institutions and governments (Johnson, Lenartowicz and Apud, 2006). More importantly, the short-term orientation nature has differentiated the compensation, motivation and performance evaluation systems from the British ones, because short-term key performance indexes are likely to be used in their human resource management (Briscoe, Tarique and Schuler, 2012). Meanwhile, the short-term overarching goal with short-term measurements of performance is more effective in motivating the American people. For instance, most American enterprises will prepare interim or quarter financial reports to disclosure and evaluate their short-term performance, but most British enterprises will prepare the financial reports on an annual basis. The focus on short-term or long-term orientation is another primary challenge facing British enterprises if they want to drive productively and efficiency when operating in the American market. 


4. [bookmark: _Toc29225761]Conclusion 
The ever-dynamic external business environment motivates enterprises to go international to seek more growth opportunities. Under this context, international business activities are more dynamic than before. The paper has thus analysed the cultural issues that most international businesses may encounter during their internal expansion from the perspective of the British businesses in the American market. The economic and cultural similarities due to the historical immigrations of the British people into America, but differences remain due to multiple reasons. The paper analyses the cultural differences from the perspective of stereotypes, Hall’s cultural context and Hofstede’s cultural dimensions. Generally, the British enterprises have to be sensitive about the cultural differences when they operate in the American market American people have the typical stereotypes of hard-working, being arrogant and nationalism; while British people also own the tags of being arrogant. Hence, employees from two cultures may collide and result in problems of tensions, conflicts and tensions at the workplace. Although both countries are low-context countries that convey information mainly through verbal communication, American culture has a lower context of culture than the British. Hence, explicit communication regards by the British people may be implicit enough for the American. The Hofstede model is also leveraged to identify possible challenges. the above discussion indicates that there are mere differences in the dimension of individualism, masculinity, and influence, hence there are fewer issues related to the above dimensions in terms of intercultural communication. However, the differences in power distance, uncertainty avoidance, and long-term orientation are likely to affect the effectiveness of business communication for the British enterprises operating in the American market and need to be addressed carefully. 


5. [bookmark: _Toc29225762]Recommendation 
Regarding the aforementioned challenges, there are some recommendations for the British enterprises if they want a smooth business communication with the American employees:
· The British organization should conduct a thorough study of American culture before they enter the American market. As there are some cultural differences can only be perceived during practical interaction, the British organizations should cultivate the cultural awareness of its employees. Cultural awareness can help them to respect cultural differences and learn from each other. 
· The British enterprises operating in the American market should have a corporate culture that integrates the American and British culture so that employees within the organization can be effectively motivated towards the shared goal (Moon, Uskul and Weick, 2018).
· The British enterprises should adjust their norms, regulations, laws and systems to make them more explicit for American employees.
· The British enterprises should embed short-term goals and measurements into their operations and conduct evaluation and provide feedback on the performance on a short-term basis so that the American employees are less concerned with the unknown future (Zhang and Lin, 2019).
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