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Time is Money - What problem are you solving with your proposition? 
Make sure you get to the point immediately, no chatters needed. 
Use your elevator pitch (company explanation & purpose, problem description & factual solution, timelines, ROI, differentiation to 
others, 60 seconds). An investor gets around 350 pitches on his desk per week.  Understand your contact, is it an investor meeting 
or a sales meeting?  U.S. professionals will be friendly but derailed immediately if there is just one "gap" in product proposition.   

Results Matter 
What is the ROI & Net Present Value of my investment?  How does it benefit me, what is in it for me? 
Proof of concept & references are key to making points, facts matter. Understand that US is 70% private investments and 30% bank 
investments as this is opposite in Europe. IF you need a bank investment, make sure you are connected to a bank from your country 
of origin or that the local service provider connects you to such a bank and within that bank to the right people who understand your 
culture.   

Networking 
Make sure to meet a lot of people to help the ease of a decision being made.  Understand that the U.S. decision makers will always 
side with U.S. residents (local presence).  Local presence is important to U.S. citizens as they are not as internationally oriented as 
Europeans.  

Communication 
Repeat your message multiple times (modest but clear).  Make sure to get point across to audience during a pitch. 
Make sure to follow-up immediately, on multiple occasions if necessary.  Gifts, dinner or lunch only after deal is made. 
Never discuss politics or religion.  Use diplomacy in any difference of views, never a direct aggressive approach, U.S. citizens tend to 
shy away from conflict. Be cautious with jokes, anything sexual or racial should never be said . 
Sell yourself & your company.  15 minutes of attention, anything over & your audience is lost. 
During negotiation, go from maximum to minimum, & never compromise . 

Doing Business 
Prepare meetings carefully (understand background, political agenda, personal agenda, company's values, etc.). 
Develop a clear marketing plan, know what your next steps are following the meeting. 
Make sure to run a feasibility report before you go into the market. 
Find the right partners for several subject matters (legal, business development, HR, research, mergers, etc.) 
Make sure to attend networking events or conferences within your sector & area. 
Follow-up on any opportunity, constantly showing value & taking that extra step.   

Infrastructure 
Understand that everything is done by a car or plane (3 different time-zones). 
Infrastructure projects are high priorities for U.S. businesses, & interest is growing rapidly in collaborative tools, green information 
technology, cloud computing, & mobile applications.  

Works Largest Market 
The U.S. has a GDP (gross domestic product) of 18 Trillion, with 325 Million people (majority in California, Texas, & New York). Free 
trade agreements are set up throughout the U.S. with 20+ countries, making the U.S. the perfect start. Average income of a U.S. 
citizen is $50,000.  56% of the people in the U.S. have an income that is considered high by the World Bank. 
 There are over 100,000 (99%<500 employees) IT & software companies that count for 1/4th of the total global market (3.8 
trillion). The U.S. puts a heavy emphasis on innovation, with deep roots in collaboration & knowledge-sharing, respect for diversity, 
adaptability, & flat organizational structures - catalyzing opportunities. 
The U.S. attracts more international students than any other country, forming a highly acclaimed network of institutions & placing 7 
universities in the top 10 worldwide.   

Budget & Start 
Make sure you are serious about the US. It should not only be in your dreams, but factually in the strategy and vision of your 
company. Make sure you reserve future budget and patience for the US market, not only for your local partner, but as a total project 
budget. Once you start selling, make sure your legal aspects are organized by a local US legal representative who has experience & 
understands the market. US is a country of processes and liability and you do not want to forget this prior to your actual start. It is 
not complex or difficult, it just has to be organized well.    


