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Reading this report

The data retains its stated period, currency and measurement scope. ExpandOcean Views 

interpret the commercial implications of each analytical module. Sources are linked beside 

factual claims. Data cutoff: 16 October 2026.
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1 Market structure and commercial context
Colombia combines a large national market with geographically distinct commercial 
centers. The U.S. Commerce Department’s country guide identifies about 52.7 million 
inhabitants and five principal hubs—Bogotá, Medellín, Cali, Barranquilla and Cartagena
—while also describing a productive base dominated by micro and small enterprises, 
which account for more than 90% of productive units and 80% of employment.[1] This 
structure suggests that buyer discovery should be segmented by both location and 
buyer scale: national distributors and chain buyers can aggregate demand, while 
smaller firms often buy through importers, wholesalers and local resellers.

DANE’s customs-based import series defines imports as goods entering Colombia’s 
customs territory legally from another country or a Colombian free zone. In 2024, 
imports totaled US$64.10 billion CIF, up 2.1% year on year, on 41.6 million tonnes; this 
is a full-year customs import measure, not China’s export mirror.[2] In the same DANE-
based annual account, intermediate materials and goods represented US$30.86 billion 
CIF, capital and construction goods US$17.28 billion, and consumer goods US$15.96 
billion.[2] Buyers therefore span industrial procurement, capital project purchasing and 
consumer-channel replenishment rather than one homogeneous import market.

The market is served by multiple large urban centers rather than a single gateway city. 
The five hubs named above provide a practical initial account map, but a national sales 
approach still needs local Spanish-language coverage and an understanding of where 
importers hold inventory and serve downstream customers. A distributor may cover 
several cities, but product category and service requirements determine whether that 
arrangement works.[1]

ExpandOcean View

Map buyers by role, not only by city

Colombia’s import base is substantial, but buyers have distinct incentives: industrial and 

capital‑goods purchasers evaluate operating fit and documentation, while 

consumer‑channel buyers weigh assortment, landed cost and replenishment speed. The 

2024 split between intermediate inputs, capital/construction goods and consumer goods is a 

useful account‑segmentation lens—not a product recommendation. Identify the importer of 

record, the actual end‑user or reseller, and who controls technical approval before treating a 

lead as qualified.

2 Macro purchasing power and finance
Purchasing decisions are exposed to peso volatility and relatively tight domestic 
financing. Banco de la República set its monetary policy rate at 12.25% effective 1 
October 2026, and its representative market exchange rate on 16 October 2026 was 
COP 3,170.46 per US dollar.[3] These are dated indicators, not a forecast or a quoted 
customer borrowing rate. A Colombian buyer comparing a dollar-priced import with 
local-currency sales must manage both financing expense and exchange-rate exposure; 
quoting validity, deposit schedules and clear currency allocation can therefore matter 
as much as nominal unit price.

For reference, 2024 goods imports were US$64.10 billion CIF, but this does not 
establish household purchasing power or willingness to buy a particular offer.[2] The 
commercial implication is to qualify counterparties on procurement cadence and 
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financing conditions rather than infer demand from national import scale. For 
consumer-channel leads, ask how landed cost translates into local retail pricing and 
working-capital needs. For business buyers, distinguish capex approval from routine 
replenishment and test payment milestones before committing production.

The central bank describes the policy rate as its monetary-policy instrument; the 
12.25% figure must not be represented as the lending rate for a specific Colombian 
firm.[3] Likewise, a single day’s TRM (representative market rate) is a reference 
observation, not a guaranteed settlement rate. Commercial proposals should state 
quote currency, validity period, the party bearing conversion costs, and the point at 
which the exchange rate is fixed.

ExpandOcean View

Make currency terms part of qualification

The 16 October TRM and the 12.25% policy rate make financing and currency terms salient 

in buyer discussions, but neither is a proxy for an importer’s credit cost. Qualification calls 

should establish the buyer’s budget currency, approval window, deposit capacity and 

preferred payment instrument. Present prices in a stable currency with an explicit validity 

period and staged commitments to enable disciplined comparison without implying 

elimination of Colombian exchange‑rate risk.

3 China supply and procurement competition
China is already a central source market in Colombia’s import ecosystem. For full-year 
2024, Colombia-origin customs data reported China as 24.9% of imports by value, 
behind the United States at 25.7%; the China share rose 17.5% from 2023.[2] This is 
the importing country’s customs record, not China’s export mirror, and the percentage 
denominator is all Colombian imports in that report. In July 2026, DANE recorded total 
imports of US$7,968.1 million CIF, with manufactures contributing 72.5% of total import 
value; this is one month, not an annualized figure.[4]

The competitive implication is that Chinese origin is familiar to procurement teams, but 
origin alone is not differentiation. Buyers can compare incumbent suppliers on 
specification, landed cost, reliability, quality evidence and after-sales arrangements. 
Evidence should be built at the relevant customs subheading and use case: the 
headline China share cannot be used to infer demand for any particular item or 
supplier.

A practical discovery sequence is to map importers and distributors by category, then 
trace buying authority to the purchasing manager, technical approver and downstream 
channel. Request the buyer’s required specification, target landed-cost range, order 
cadence and preferred Incoterm before submitting a formal offer. DANE’s annual import 
tables provide country-of-origin and chapter-level data for further targeted analysis.[4]

ExpandOcean View

Compete against an established reference point

A 24.9% China share in 2024 makes China a familiar procurement origin, not a guarantee of 

preference for any Chinese supplier. Colombian buyers often have comparison quotations 

and institutionalized quality checks. Make comparison easier by clarifying factory and 

specification identity, separating product price from freight, duty and compliance costs, and 

showing how proposed terms align with the buyer’s existing sourcing workflow.
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4 Digital channels and payment
Digital selling in Colombia is mobile-oriented, but channel facts need to be separated 
from market forecasts. The U.S. Commerce country guide describes marketplaces and 
retailers including Mercado Libre, Falabella, Éxito and Alkosto, and names WhatsApp as 
a prominent sales and customer-support channel. It also identifies PSE bank transfers, 
cards, digital wallets and cash-on-delivery as payment methods used in the e-
commerce environment.[5] These observations support a mixed route to market: digital 
discovery and customer dialogue can be combined with local importer, distributor or 
marketplace execution.

For online sales, the same guide reports that electronics generated 25.2% of B2C e-
commerce revenue in 2024, fashion 21.3%, hobby and leisure 20.5%, furniture/
homeware 11.1%, personal care 8.3% and groceries 5.3%.[5] These are category 
shares of e-commerce revenue as reported by the guide; they should not be treated as 
shares of national retail or evidence for a particular product opportunity. The guide also 
reports a five-business-day consumer withdrawal right after receipt under Law 1480 of 
2011 and discusses requirements for clear product information, delivery terms and data 
protection.[5]

Marketing should use Colombian Spanish and lead with verifiable specifications, price 
transparency, delivery expectations and responsive post-sale support. For B2B leads, 
LinkedIn and direct email can surface procurement roles, while WhatsApp can support 
conversational follow-up once consent and business context are established. Online 
payment acceptance is not identical to cross-border supplier settlement: agree the 
importer’s payment route and commercial instrument separately.

ExpandOcean View

Design a two-step digital conversion

Digital touchpoints are useful for discovery and trust‑building, while import purchasing still 

depends on a local legal importer, customs execution and product‑specific approvals. Use 

localized Spanish content and fast inquiry response to start, then move to a structured 

commercial qualification pack and distributor or importer validation. Marketplace visibility 

reveals price and assortment context but does not equal confirmed wholesale demand or 

replace an import‑ready transaction.

5 Industrial and sector demand mechanisms
Demand is best understood through procurement mechanisms rather than a list of 
supposedly winning products. DANE’s 2024 use-of-goods figures show US$30.86 billion 
CIF in imported intermediate inputs, US$17.28 billion in capital and construction goods, 
and US$15.96 billion in consumer goods.[2] The greatest pool was intermediate inputs, 
which grew 1.3% versus 2023; the consumer goods group grew 9.6%, while capital and 
construction goods declined 2.8%.[2] Those distinct trajectories point to different 
buying cycles: production inputs are tied to industrial utilization and replenishment, 
capital items to project budgets and technical review, and consumer goods to retail 
turnover and channel inventory.

The July 2026 monthly breakdown provides a current composition cross-check: 
manufactures accounted for 72.5% of imports, agriculture/food/beverages 13.9%, fuels 
and extractive products 13.5%, and other sectors 0.1%.[4] That DANE classification is 

4

https://www.trade.gov/country-commercial-guides/colombia-ecommerce
https://www.trade.gov/country-commercial-guides/colombia-ecommerce
https://www.trade.gov/country-commercial-guides/colombia-ecommerce
https://analdex.org/2025/02/14/en-2024-las-importaciones-crecieron/
https://analdex.org/2025/02/14/en-2024-las-importaciones-crecieron/
https://www.dane.gov.co/index.php/estadisticas-por-tema/comercio-internacional/importaciones


EXPANDOCEAN / COUNTRY MARKET INTELLIGENCE

based on SITC aggregation, not the 2024 end-use classification; the two should not be 
directly added or treated as equivalent categories.

Buyer discovery should therefore start with procurement process questions: Is the 
purchase for production, a project, or resale? Is approval controlled by engineering, 
quality assurance, finance or category management? Does a buyer source through 
direct import, a national distributor or a local integrator? Demand evidence becomes 
commercially useful only when linked to the buyer’s specification and replenishment or 
project timetable.

ExpandOcean View

Qualify the purchase mechanism first

The 2024 end‑use split shows Colombian import demand is structurally broad, and July 

2026’s customs product grouping shows the continuing weight of manufactures. Neither 

measure alone identifies an addressable account. Connect product research to the 

procurement mechanism—production input, project capital or resale inventory—so outreach 

targets the actual decision‑maker and evidence package rather than assuming a single 

buying cycle for every importer.

6 Import tariffs, taxes and customs
Colombia’s tariff is product-specific. The U.S. Commerce Department’s Colombia tariff 
guide reports common bands of 0–5% for capital/industrial goods and raw materials not 
produced domestically, 10% for many manufactured goods, and 15–20% for consumer 
and sensitive goods; it reports a 2025 MFN simple-average rate of 6.8% and 
approximately 51% of MFN tariff lines duty-free.[6] These are national-level summaries, 
not the rate for an individual shipment. The legally relevant rate depends on the 
Colombian 10-digit tariff subheading, origin, any applicable preference and the current 
schedule. A preferential rate available to goods of another origin does not automatically 
apply to Chinese-origin goods; confirm the applicable origin rule and tariff treatment for 
the specific shipment.

The e-commerce guide states that the general VAT rate is 19%.[5] A precise landed-
cost model must confirm the VAT base and any product-specific exception with the 
Colombian importer or customs adviser; applying 19% directly to FOB alone is not a 
reliable general calculation. For customs workflow, an importer must be registered with 
a Colombian tax identification number and RUT, and VUCE registration is required. 
Import registration or a license and agency permits apply where the goods are 
controlled.[7]
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The U.S. Commerce guide states an advance import declaration is generally due at 
least 48 hours before cargo arrival under Decree 659 of 2024, subject to enumerated 
exceptions. An Andean Customs Value Declaration is required for imports of US$5,000 
FOB or more; for values exceeding US$1,000, customs brokers should handle the 
declaration paperwork, according to the guide.[7] The importer’s core file includes 
commercial invoice, packing list, transport document, applicable permits, and the 
import declarations; import records must be retained for at least five years.[7] These 
requirements make document accuracy and pre-shipment coordination central to 
commercial conversion.

ExpandOcean View

Price against the classified landed cost

A headline tariff band does not replace a 10‑digit classification check. Commercial offers 

should include an accurate technical description, composition and intended use so the 

Colombian importer can validate classification, duty, VAT treatment and permits before 

purchase. The 48‑hour advance declaration rule and threshold‑based customs‑value 

documentation make shipment data readiness part of supplier reliability.

7 Technical and consumer compliance
Product compliance can control market eligibility before the first sale. Colombia’s RETIE 
electrical technical regulation, updated by Resolution 40117 of 2 April 2024 and 
effective from 3 April 2024, covers equipment and processes across generation, 
transmission, transformation, distribution and end-use. The regulation applies to 
manufacturers, importers, distributors and installers; products within its scope require a 
Certificate of Conformity before importation, commercialization or distribution.[8] 
RETIE’s expanded scope includes specified renewable-energy technologies such as 
batteries for photovoltaic and wind systems, UPS and inverters.[8] Eligibility depends 
on the exact product and technical characteristics, so regulatory screening should 
precede price commitment.

Health and agricultural products may require approval or permits from INVIMA, ICA or 
another competent authority before shipment.[7] For food/feed, the U.S. Commerce 
guide notes that some key import details, including exporting facility information, 
cannot be corrected after departure without shipment rejection risk.[7] Consumer-
facing online sales must also respect disclosure, withdrawal and privacy rules; the 
Colombian Consumer Protection Statute provides a five-business-day withdrawal right 
after receipt, according to the country guide.[5]
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Where EU rules are relevant to an EU-origin supply chain, EU compliance is not a 
substitute for Colombian national requirements. The Colombian importer remains 
responsible for applicable local registrations, technical regulations, labeling and 
authorization. A sourcing file should identify the responsible local importer and collect 
conformity evidence, test reports, Spanish-language information and any agency 
authorization required for the specific classification.

ExpandOcean View

Put compliance screening before quotation lock

RETIE shows why qualification must begin with intended use, technical ratings and factory 

identity: a certificate is required before market entry for products within scope, and the 

regulation covers parties throughout the supply chain. Health and agricultural authorizations 

create similar pre‑shipment dependencies. An early eligibility check prevents negotiating 

price and delivery dates against a transaction that cannot legally proceed as described.

8 Logistics and commercial entry
Colombia’s five commercial hubs create options for regional account coverage, but 
distribution quality and inland delivery remain important to conversion. The U.S. 
Commerce e-commerce guide notes that internal transport networks can be 
underdeveloped and contribute to high costs and delays; it also describes marketplace, 
retailer and delivery-provider ecosystems concentrated around urban demand.[5] This 
means that a buyer’s port of entry is only one part of the service promise. Ask who will 
clear the goods, where inventory will be held and how last-mile or business-to-business 
delivery is organized.

For a first commercial approach, prioritize a named importer or distributor with clear 
authority to import, evidence of downstream coverage and a documented path to 
technical approvals. Establish the shipment’s Incoterm, named place, insurance and 
responsibility for customs, inland freight and local delivery. Share consistent invoice, 
packing and product data before production completion so the importer can prepare 
the advance declaration and any permits.[7]

A sustained conversion process should track qualified buyer responses, specification 
confirmation, compliance status, landed-cost acceptance, sample or validation stage, 
purchase-order timing and repeat-order signals. This keeps marketing activity tied to 
measurable procurement progress rather than clicks or unqualified inquiries. No 
shipment or conversion outcome follows automatically from market size; execution 
depends on buyer fit, price, documentation and delivery performance.

ExpandOcean View

Build a measurable importer-led entry path

Colombian importers hold registration, customs and product‑authorization responsibilities; 

the most durable entry route is often an accountable local buyer or channel partner rather 

than a freight quote or web lead. Assign each account a documented next step from 

discovery to technical validation, landed‑cost review and order confirmation. Tracking those 

stages distinguishes marketing engagement from real procurement intent and supports 

disciplined follow‑up as relationships mature.
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9 References
Measurement note. Customs imports are reported by Colombia from DIAN declarations and valued CIF 
unless otherwise stated. Annual, monthly and dated market indicators above retain their stated period and 
basis; no YTD figure is compared with a full year. For a product-specific duty and compliance determination, 
use the Colombian tariff subheading and current regulator requirements. For procurement discussions or a 
market-fit conversation, contact ExpandOcean.
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