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Executive Summary
Firstly, this research paper aims to explore the various challenges that UK companies may face when doing business in Mexico and to propose strategies to deal with them accordingly. Firstly, I introduce international business communication, and secondly, I use the Holes High-Low Context Theory and the Hofstede Cultural Dimensions Theory to analyse the differences and challenges between the UK and Mexico. Finally, appropriate solution strategies are proposed in the context of the actual situation.

Secondly, the results of the study show that for the context in which British companies do business in Mexico, I believe that it is a complex and diverse process that involves several historical, cultural, economic, and political aspects. For the results analysed through the high and low context theory, I believe that if British companies want to better adapt to the high-context cultural characteristics of the Mexican market, they need to propose corresponding strategies in terms of enhancing cultural awareness, clear communication, and language training. For the results analysed through Hofstede's Cultural Dimensions Theory, I believe that UK companies need to address the differences and challenges they face when doing business in Mexico by establishing good communication mechanisms, enhancing intercultural awareness, and adapting to different decision-making styles.

Finally, I believe that only by applying these cross-cultural communication theories and methods reasonably, identifying the differences and challenges between the UK and Mexico promptly, and proposing corresponding strategies, can UK companies successfully expand their business into the Mexican market. At the same time, these experiences and lessons can be a reference and inspiration for other companies to help them better enter the Mexican market and achieve sustainable development.




1. Introduction
In the context of globalisation, international business cooperation is increasing (Witt, 2019). Through my research and study, I have learned that the background of British companies doing business in Mexico dates back centuries. As early as the 16th century, with the advent of the Great Age of Sail, Britain began to trade with Mexico (Andrews, 1984). Since then, with the acceleration of globalisation and the signing of free trade agreements, economic and trade cooperation between Britain and Mexico has increased (Liu and Ornelas, 2014). Currently, Mexico is one of the UK's important trading partners in Latin America (Mills, 2018). British companies are actively involved in Mexico's economic and trade activities in areas such as manufacturing, financial services, and retail. These companies are active in the Mexican market, creating local jobs and economic growth (Khanna, Palepu and Sinha, 2015). However, British companies also face some challenges in Mexico. For example, differences with the local culture, language and business practices, as well as communication problems with the local government and business community (Özcan,Mondragon and Harindranath,2018).

So next I will delve into the various challenges that UK companies may face when doing business in Mexico and suggest strategies to deal with them accordingly. Firstly, I will introduce international business communication. Secondly, I will analyse the differences and challenges between the UK and Mexico by applying Halls' High-Low Context Theory and Hofstede's Cultural Dimensions Theory. Finally, I will propose appropriate solution strategies in the context of the situation.



















2. International Business Communication
International business communication is the process of business communication and cooperation between multinational enterprises or companies in different countries and regions (Cavusqil et al,2014). With the development of globalisation, international business communication has become more and more important, which is not only one of the key factors for the success of multinational enterprises but also the basis of economic cooperation between countries (Buckley and Casson,2017).

[bookmark: OLE_LINK26][bookmark: OLE_LINK27]In international business communication, companies need to face the differences in language, culture, politics, and law (Perlmutter,2017). The language and cultural backgrounds of different countries and regions can vary greatly, which creates challenges for communication (Brannen, Piekkari and Tietze,2017). Also, there may be differences in laws and regulations, business practices, and standards in different countries and regions, which creates additional complexity for firms operating in the international business environment (Daniels,Radebaugh and Sullivan,2019).

To summarise, I believe that international business communication is a complex and important task. Therefore, enterprises need to understand the language and cultural background of the target market, establish effective communication channels and cooperation mechanisms, and comply with local laws and regulations and business practices, so that they can better integrate into the international market and achieve their business goals.

3.Halls High-Low Context Theory
Halls high and low context theory was proposed by Edward Hall in 1976, which refers to the differences in communication styles in different cultures, with high-context cultures emphasising the communication of non-verbal symbols, such as emotions, attitudes, values, etc., while low-context cultures pay more attention to the communication of verbal symbols (Broeder, 2021).

The UK belongs to low-context culture (Jean,2019) while Mexico belongs to high-context culture (Croucher,2012). This means that in business communication, there may be differences and challenges for UK companies to do business in Mexico, such as 1. Differences in communication styles: Mexico belongs to a high-context culture, where people rely more on non-verbal cues and environmental contexts to convey information when communicating (Jean,2019). Whereas the UK belongs to a low-context culture and favours direct, explicit, and linear communication styles (Croucher,2012). I believe that this difference in communication styles may lead to misunderstanding or confusion on both sides.2. Differences in language comprehension: The UK mainly uses English as a working language (Rao,2019) and Mexico speaks Spanish, but Mexican dialects, slang and expressions may differ from standard Spanish (Garcia and Weller,2015). I believe that this difference in language understanding may lead to inaccurate or ambiguous messaging between the two parties.3. Differences in behavioural patterns and values: the Mexican culture values group harmony and cohesion and emphasises the interdependence of people (Terrazas-Carrillo, Vásquez, and Garcia,2023), whereas the British culture focuses more on individuality and independence (Joseph, 2013). This difference in behavioural patterns and values may lead to disharmony in the collaboration between the two parties.

4. Hofstede's theory of cultural dimensions
Hofstede's Cultural Dimensions Theory was developed by Dutch psychologist Gilt Hofstede to describe the differences between cultures. Below are the six core dimensions of the theory, and the differences and challenges of the six dimensions for British companies doing business in Mexico are analysed specifically through Figure 1 (Hofstede Insights, 2024).
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Figure 1
Power Distance: refers to the acceptance of unequal distribution of power by members of society. In cultures with high power distance, people believe that power should be concentrated in the hands of those in authority, and subordinates have a strong attachment to their superiors. In cultures with lower power distance, people believe that everyone is equal, participation and communication are emphasised, and the relationship between superiors and subordinates is more relaxed (Ly, 2013). Figure1 shows derived that the UK has a score of 35 in this dimension, indicating that the UK is more inclined to low power distance cultures that emphasise equality and open communication styles. Whereas Mexico has 81 points in this dimension, which shows that Mexico is more inclined to high power distance culture that emphasises respect for hierarchy and authority. So, I think this could affect the decision-making process on both sides, for example, Mexico may have a lack of trust in the engagement and decision-making skills of UK employees.

Individualism vs. Collectivism: Individualism refers to a tendency to emphasise individual freedom and choice, valuing individual independence and emphasising competition and self-actualisation. Collectivism, on the other hand, emphasises a strong bond between the individual and the collective. Group harmony and cohesion are valued, and cooperation and interdependence are emphasised (Minkov et al,2017). Figure1 shows derived that the UK has a score of 76 in this dimension, indicating that the UK is more inclined to individualism, emphasising individual independence and competition. Whereas Mexico has 34 points in this dimension, which indicates that Mexico is more collectivist and emphasises teamwork and interdependence. So, I think this could affect teamwork on both sides, for example, the UK may place too much emphasis on individual performance and interests to the detriment of the overall interests of the team they are working with.

Motivation towards Achievement and Success: This refers to a motivation to pursue achievement and success. Cultures with high motivation towards achievement encourage individuals or organisations to go above and beyond to achieve higher goals. Cultures with low motivation toward achievement are more satisfied with the status quo and lack the drive to excel (Tetteh, Dei Mensah, Opata and Agyapong, 2023). According to Figure 1, it shows it is concluded that the UK has a score of 66 and Mexico has a score of 69 on this dimension, which indicates that both the UK and Mexico have high achievement motivation that encourages employees to strive for excellence. Therefore, I believe that this may affect the competitive attitudes of both parties, for example, if both parties put too much emphasis and pursuit on performance and goal achievement, it will lead to over-competition between them and make both parties of the co-operation focus too much on their interests to the neglect of the overall interests and long-term co-operation.

Uncertainty Avoidance: Uncertainty Avoidance refers to the degree of acceptance of uncertainty and risk by members of a society. In cultures with high levels of uncertainty avoidance, norms, and rules are emphasised to reduce uncertainty and risk. In cultures with lower levels of uncertainty avoidance, people are more inclined to accept risks and challenges and hold a more open attitude toward change (Schmitz and Weber, 2014). According to Figure 1, the UK has a score of 35 on this dimension, indicating that the UK exhibits a lower degree of uncertainty avoidance, emphasises openness and flexibility, and is willing to accept risks and challenges. Whereas Mexico has a score of 82 on this dimension, suggesting that Mexico has a very high achievement motivation and emphasises norms and rules to reduce risk. So, I think this may influence the attitudes and decisions of both parties in terms of business risk-taking and innovation, for example, Mexico may be too cautious and conservative and would be skeptical about change and innovation in their collaboration.

Long-Term Orientation: This refers to a long-term attitude towards time. Long-term orientated cultures emphasise permanence and future orientation, focusing on tradition and continuity. Short-term-orientated cultures are more concerned with immediate and short-term goals, focusing on immediacy and flexibility (Venaik, Zhu and Brewer, 2013). According to Figure 1, the United Kingdom has a score of 60 on this dimension, which indicates that the United Kingdom is more long-term orientated, emphasising permanence and future planning. Mexico has a score of 23 on this dimension, indicating that Mexico is more focused on short-term goals. So, I think this may lead to differences in business strategies and investment decisions, for example, the UK may be more focused on long-term strategic planning and return on investment, whereas Mexico may be more focused on short-term benefits and performance.

Indulgence vs. Restraint: Indulgence refers to an attitude that seeks to satisfy personal desires, emphasises hedonism and personal freedom, and encourages the gratification of sensual needs. Restraint, on the other hand, is a tendency to suppress personal desires, focuses on moderation and self-control, and emphasises responsibility and duty (Sun, Yoo, Park and Hayati, 2019). Figure 1 shows that it is derived that the UK has a score of 69 and Mexico has a score of 97 on this dimension, indicating that both the UK and Mexico show a high tendency to indulge, especially Mexico with a very high tendency to indulge, both emphasising hedonism and personal freedom. Therefore, I believe that this may affect the business models, brand positioning, and consumer behaviour of both parties. For example, if both parties seek too much satisfaction of personal desires and timely enjoyment, and neglect their responsibilities and obligations, it will erode the cooperative relationship, undermine the relationship of mutual trust, as well as damage the reputation and image of the enterprises.





5. Conclusion
For the background of British companies doing business in Mexico, I think it is a complex and diverse process involving many aspects such as history, culture, economy, and politics, etc. It is only with the development of globalisation and the strengthening of economic and trade exchanges that the economic and trade cooperation between Britain and Mexico can continue to deepen and bring more business opportunities and win-win situations for both sides.

For the results analysed through the high and low context theory, I believe that if British companies want to better adapt to the high-context cultural characteristics of the Mexican market, reduce the risk of misunderstanding and conflict, and achieve their business goals, they need to put forward corresponding strategies in terms of enhancing cultural awareness, clear communication, language training, equipping interpreters, training in cultural adaptation, and establishing cooperative relationships.

For the results analysed through Hofstede's theory of cultural dimensions, I believe that the cultural differences faced by British companies when doing business with Mexico are a complex problem that needs to be solved by both parties working together. Measures such as establishing good communication mechanisms, enhancing cross-cultural awareness, adapting to different decision-making styles, responding flexibly to change, fostering long-term relationships, balancing individual, and collective interests, and achieving cultural integration and localisation are needed so that cultural conflicts can be effectively reduced and cooperation and development between the two parties can be promoted.

I am deeply aware of the importance of cross-cultural communication in the business environment. Therefore, in the future, I will pay more attention to improving my language and intercultural competence. In addition, I will seek a balance between academics and practice to enhance my practical and problem-solving skills. Finally, I hope to find my niche in the field of international business in the future and work hard for it.











6. Recommendations
In response to Halls' theory of high and low contexts, the differences, and challenges that British companies encounter when doing business in Mexico, the coping strategies in my opinion are:
1. Enhance cross-cultural awareness: Train staff to understand the differences between high- and low-context cultures and recognise the importance of non-verbal communication in Mexican culture. 

2. Communicate clearly: When communicating with Mexican companies, try to use direct and clear language, and avoid ambiguous expressions to reduce the possibility of misunderstanding. 

3. Language training: Provide a training course in Mexican Spanish to help staff familiarise themselves with local dialects and slang. 

4. Provide interpreters: Provide professional interpreters during business exchanges and meetings to ensure the accurate transmission of information. 

5. Cultural adaptation training: Provide adaptation training for the Mexican culture to enable employees to better understand and respect local behavioural patterns and values. 

6. Establishment of cooperation: In the process of cooperation, focus on the establishment of mutual trust and friendly relations with Mexican companies to promote better cooperation.

In response to Hofstede's theory of cultural dimensions, the differences and challenges encountered by British companies doing business in Mexico, the coping strategies in my opinion are:
1. Establish a good communication mechanism: both parties should be clear about communication objectives, methods, and timetables to ensure that information is accurately delivered and understood. At the same time, respect each other's communication habits and cultural background. 

2. Enhance cross-cultural awareness: Employees on both sides should understand and respect each other's differences in cultural background, values, and modes of behaviour. Enhance employees' cross-cultural awareness through training, seminars, and other activities to improve their ability to deal with cultural conflicts.

3. Adapt to different decision-making styles: When cooperating with Mexico, British companies should understand and adapt to the other side's tendency to make collective decisions and respect the opinions and suggestions of local experts. At the same time, the two sides can work together to develop clear goals, plans, and timetables to work better together. 

4. Flexible response to change: British companies in cooperation with Mexico, and the United Kingdom should note that Mexico has shown a higher degree of uncertainty avoidance, the need to respect and accept that Mexico may be at risk and uncertainty of a higher degree of acceptance can be suggested that Mexico has a more open attitude towards change and innovation. 
5. Cultivate long-term relationships: British companies should pay attention to the establishment of a long-term stable relationship with Mexico. In business cooperation, focus on the achievement of long-term goals, not just short-term interests.

6. Balancing individual and collective interests: British companies should realise the importance of collectivism in Mexican culture, focus on maintaining the overall interests of the team in cooperation, and balance the relationship between individual and collective interests. Avoid over-emphasis on individual performance and competition and promote teamwork and cohesion.

7. Cultural integration and localisation: In the process of cooperation, efforts should be made to achieve cultural integration and localisation. Respect and make use of local cultural resources and adapt to the local business environment and social habits. At the same time, adjust business strategies and operation methods according to the cultural characteristics of the other party to better meet market demands.


Reference
Andrews, K. R. (1984). Trade, plunder and settlement: Maritime enterprise and the genesis of the British Empire, Cambridge University Press，1480-1630 (Vol. 5), pp.42-73.

Buckley, P. J., and Casson, M. C. (2017). Models of the multinational enterprise. In International Business, Routledge, pp.445-468.

Brannen, M. Y., Piekkari, R., and Tietze, S. (2017). The multifaceted role of language in international business: Unpacking the forms, functions and features of a critical challenge to MNC theory and performance. Language in international business: Develo** a field, pp.139-162.

Broeder, P. (2021). Informed communication in high context and low context cultures. Journal of Education, Innovation, and Communication, 3(1), pp.13-24.

Cavusgil, S. T., Knight, G., Riesenberger, J. R., Rammal, H. G., and Rose, E. L. (2014). International business. Pearson Australia, pp.2-26.

Croucher, S. M., Bruno, A., McGrath, P., Adams, C., McGahan, C., Suits, A., and Huckins, A. (2012). Conflict styles and high–low context cultures: A cross-cultural extension. Communication Research Reports, 29(1), pp.64-73.
Daniels, J. D., Radebaugh, L. H., and Sullivan, D. P. (2019). International business: Environments and operations. Pearson, pp.101-136.

Garcia, M., and Weller, G. (2015). In the Match between Spanish Dialects. Spanish Language Use and Public Life in the United States, 35, p.113.

Hofstede Insights. (2024). COUNTRY COMPARISON TOOL. The Culture Factor GROUP Online, [online]. Available at: https://www.hofstede-insights.com/country-comparison-tool?countries=mexico%2Cunited+kingdom[Accessed 1 January 2024].

Jean, J. (2019). Negotiating with Managers from Britain. The Palgrave Handbook of Cross-Cultural Business Negotiation, pp.141-168.

Joseph, J. (2013). Resilience as embedded neoliberalism: a governmentality approach. Resilience, 1(1), pp.38-52.

Khanna, T., Palepu, K. G., and Sinha, J. (2015). Strategies that fit emerging markets. In International Business Strategy, Routledge, pp. 615-631.

Liu, X., and Ornelas, E. (2014). Free trade agreements and the consolidation of democracy. American Economic Journal: Macroeconomics, 6(2), pp. 29-70.
Ly, A. (2013). A critical discussion of Hofstede’s concept of Power Distance.pp.51-66.

Mills, T. C. (2018). British foreign policy towards Latin America in the twenty-first century: assessing the ‘Canning Agenda’. International Affairs, 94(6), pp.1391-1408.

Minkov, M., Dutt, P., Schachner, M., Morales, O., Sanchez, C., Jandosova, J., ... and Mudd, B. (2017). A revision of Hofstede’s individualism-collectivism dimension: A new national index from a 56-country study. Cross Cultural & Strategic Management, 24(3), pp.386-404.

Özcan, G. B., Mondragon, A. E. C., and Harindranath, G. (2018). Strategic entry and operational integration of emerging market firms: The case of Cemex, Beko and Tata Steel in the UK. Journal of Business Research, 93, pp.242-254.

Perlmutter, H. V. (2017). The tortuous evolution of the multinational corporation. In International Business, Routledge, pp.117-126.

Rao, P. S. (2019). The role of English as a global language. Research Journal of English, 4(1), pp.65-79.

Schmitz, L., and Weber, W. (2014). Are Hofstede's dimensions valid? A test for measurement invariance of uncertainty avoidance. interculture journal: Online-Zeitschrift für interkulturelle Studien, 13(22), pp.11-26.

Terrazas-Carrillo, E., Vásquez, D., and Garcia, E. (2023). Group Cohesion in Psychoeducational Groups with Latinos: Examining Cultural Correlates. International Journal of Group Psychotherapy, 73(1), pp.20-43.

Tetteh, S., Dei Mensah, R., Opata, C. N., and Agyapong, G. N. Y. A. (2023). Beyond monetary motivation: the moderation of Hofstede's cultural dimensions. International Journal of Productivity and Performance Management, 72(1), pp.156-179.

Venaik, S., Zhu, Y., and Brewer, P. (2013). Looking into the future: Hofstede long term orientation versus GLOBE future orientation. Cross Cultural Management: An International Journal, 20(3), pp.361-385.

Witt, M. A. (2019). De-globalization: Theories, predictions, and opportunities for international business research. Journal of International Business Studies, 50(7), pp.1053-1077.

Sun, J., Yoo, S., Park, J., and Hayati, B. (2019). Indulgence versus restraint: The moderating role of cultural differences on the relationship between corporate social performance and corporate financial performance. Journal of Global Marketing, 32(2), pp.83-92.

image1.jpg
Mexico x United Kingdom x

97
81 82
76
69 69
66
60
35 34 35
I I I 23

Motivation
Power . . towards Uncertainty Long Term
X Individualism i i K X Indulgence
Distance Achievement Avoidance Orientation

and Success




