 (GET) USED TO (+ING)

You have to get used to drinking lots of coffee.

You are used to dealing with businessmen in every corner of the globe.

I didn’t like going to work by train, but 
you soon get used to the noise

It might be a little hot, but
he just wasn’t used to driving on the left.

He wasn’t a bad drive but
you’ll soon get used to it.

It’s very near the road, but
I soon got used to it.

You have traveled extensively overseas during your business career. You’re used to dealing with business people in every corner of the globe. What are the lessons to be learned when doing business on unfamiliar territory?

Well, the most important thing is language of course. If you are trying to do business with someone who doesn’t speak the same language then even simple communication becomes very difficult. But also you will create a much better impression if you can speak even a few words of the language. If a lot of your business is conducted with overseas companies then it is absolutely essential to get used to the social customs of the country you’re visiting or dealing with. An inappropriate joke at the wrong moment can mean a lost contract.

I’m sure

Even simple things like telephoning can be a problem, even when you speak the language. English speakers pick up the telephone and give their number for example. In France on the other hand you get “Allo”. In Mexico they say “Bueno” – well – or in Spain “Diga mi” – talk to me – meeting people in person can be very embarrassing if you’re not used to how people behave in that country. In Japan of course it is the custom to bow and not to shake hands and if a Japanese business man gives you his business card you mustn’t put it quickly into your pocket, but study it carefully and place it down on the table in front of you.

Oh, Really. 

During meetings in the Middle East you have to get used to drinking lots of coffee. Never refuse the first cup. And after the second or third you can show you don’t want anymore by shaking your cup. Even the question of dress can sometimes be a problem.. In some countries, even though the temperature may be 30° you shouldn’t take off your racket and tie as this is a sign of disrespect. 

So what advice do you have for newly appointed international sales executives. How can they find their way through this maze of social habits and customs?

Well, it takes time to get used to all these things. But my advice is , keep your eyes open. Note what people around you are doing and what they are wearing, listen to what people say when they pick up the telephone, when they meet you, when they say goodbye. Make a note of it and use it next time.

So when in Rome, do as the Romans do.

Exactly.

