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“Culture eats Strategy
for breakfast”
So goes the famous quote from business guru Peter
Drucker, which many US-bound businesses learn sadly
after the fact.
And as companies like yours pursue profits in the world’s
largest economy, knowing how to navigate the culture
and business relationships in the US are essential for
your success.

Jaron
Campbell
US Head of ISB

As US Head of the
International Subsidiary
Banking team, for me the
most successful path in
working with Americans is
to be prepared and ready
for them to say “yes”. Their
enthusiasm for getting down
to business may sometimes
feel a little impersonal at
first, but I’ve found they
are interested in building
a relationship and getting
to know you. The energy
and “let’s do it” approach
generally is one of my
favourite parts of the US
business culture.

Cappuccino cost comparison1
New York:

$4.82

London:

$3.81

Top tips for working with Americans
Building relationships is at the heart of every business activity, even though it might seem unimportant
to your American teams and transactions. Here are some top tips for your organisation to bear in mind
to raise your chances of US success:
The Clock is King
Be on time for meetings. Respect the
Americans’ need to maintain a schedule.
Deadlines are serious. Meet delivery and
completion times – or risk losing business.
You Look Wonderful Darling
Packaging is important for people,
products and presentations. Neatness and
attention to detail are important. Are your
shoes polished? The definition of “looking
wonderful” and appropriate business attire
is often unclear.
Avoid wearing casual clothes to a company
with formal dress. Do as the Americans do
– ask about the dress code before you go.

Hi There, Glad to Meet You, What’s the
Bottom Line?
Be prepared to quickly provide specific
information about your products,
including pricing. Arrange your material,
your story and facts in simple formats.
Can you distill your presentation into
a one-page Executive Summary?
Business Before Pleasure
Be willing to do business first and build the
relationship second. Americans develop
relationships through doing business.
If they don’t take time to get to know
you, remember no insult is intended –
they are just keeping to a schedule.

5 Mile Taxi Fare2
New York: London:

$15

$17

Experience on-the-ground

US country profile

“If I’d known then what I know now,
it would all have been different.”
As Bill described his British innovation – a
flame-proof lid for armoured tanks that let
troops escape unhurt – during his pitch to
the Department of Defense procurement
team in Washington DC, he noticed the
change of mood after joking, “Well of course
it’s not totally flame-proof – nothing is!”
Make It My Way
Americans want choices and to
have their opinions recognised.
Be sure to involve people in a
decision. Provide choices in your
product so consumers believe you
recognised their needs.
Guides Are Good
Americans use outside advisers
as a regular part of their business
lives. If lawyers or consultants
are included in meetings don’t
be offended or anxious. They
routinely act as advisors to be
sure that issues are addressed
to avoid future problems.
Plan, Plan, Plan
Don’t be surprised when you’re
asked to describe your market
entry plan, your training plan, your
plan to increase revenue or where
you plan to go on vacation. The
assumption is always that you will
have a plan because without one
you might not reach your goals.

Do it Now!
Even with the emphasis on planning
described above, Americans still
may make decisions seemingly
on impulse. In their rush to “get
things done” they try to decide
quickly and worry about the
consequences later.
So remember, to succeed with
Americans requires you to have
a plan they can be part of, be
ready to do deals their way,
and get things done quickly.

Average Tradeshow
cost Comparison3

UK: $484
US: $1,226

The meeting was quickly concluded by these
potential buyers with Bill wondering what
went wrong. Was it the self-deprecating
remark made in the moment?

The lesson? In fact, it was all of the
above. The expectation of Bill was
to show confidence in himself, in his
product and in his company.

Average hotel room in May4

New York:

$307

Istanbul:

$57

Office life
Diversity & Inclusion
Not just because of the legalities of asking
questions about one’s ethnic background or sexual
orientation, Americans in business are generally
tolerant of differences or at least appear to be. Most
international corporates have LGBT+ (Lesbian,
Gay, Bisexual, Transsexual, Queer, Intersex,
Asexual) events and/or special interest groups
which demonstrate the value placed on a diverse
workforce.

Want to know more?
For specific details of the US legal, tax,
labour, finance and other aspects of the
economy, read our Doing Business in the
US country guide.
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Was it the audience lacked a sense of
humour? Was it the literal nature of
American English?

Meals and Entertaining
Typically, the lunch break is taken at noon and
will be a sober affair. Iced tea, Diet Coke and
other soft drinks are the norm. Occasionally,
a glass of wine will be ordered and likely
noticed by all those at the table who will
remark on it. Dinners and receptions are
usually off to an early start at about 6 pm,
winding down by 8 pm.
Meetings
Increasingly, 30 minutes is the default
duration and often offsite at a local, nearby
coffee bar. Heading out of the building avoids
the security hassles of showing passports,
DNA analyses, drivers licenses and other
proof of identity.

