ltural Briefing




mm Uzbekistan at a Glance

Region Asia Capital Tashkent

Language Uzbek, Russian Currency UZS (Som)

Key Stat

Deals in Uzbekistan typically take 30—60% longer than the US average. Plan multiple touchpoints before close.

Power Distance vs. USA

Uzbekistan is markedly more hierarchical than the US. Always address the senior person first.
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The 3 Moves That Lose Deals

Specific to Uzbekistan - Sales negotiation

x Mistake 1: Pushing for a same-day "yes" with direct close language.

Why it fails: Uzbekistan uses high-context and respectful. direct refusals are rare — counterparts say "we will study this" or "inshallah" rather than "no".
russian-language follow-ups carry weight in state-linked deals.. A blunt close reads as desperate or disrespectful.

O Do this instead: Frame the ask as a draft for review. Let the counterpart raise the next step.

x Mistake 2: Talking past the senior person to the subject-matter expert.

Why it fails: Strong hierarchy; address the senior person and let them direct the agenda. Tea is always offered — accepting at least one cup is a sign of
respect.. Skipping rank breaks the room.

O Do this instead: Open and close with the most senior person. Ask experts to brief them, not you.

x Mistake 3: Opening with discount math before the room agrees on the problem.

Why it fails: Multi-visit and patient. Deals close on the third or fourth visit, not the first. State-adjacent cycles run 4-9 months; private-sector deals can close
in 6-10 weeks.. Leading with price erases your premium.

0 Do this instead: Anchor on the cost of the status quo. Bring price up only after they describe the gap in their own words.
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Communication Style

How they speak

High-context and respectful. Direct refusals are rare — counterparts say "we will study this" or "inshallah" rather than "no". Russian-language
follow-ups carry weight in state-linked deals.

Hierarchy and titles

Strong hierarchy; address the senior person and let them direct the agenda. Tea is always offered — accepting at least one cup is a sign of
respect.

Meeting norms

Punctuality expected from foreign visitors. Verbal commitments still need ministry or board sign-off, which can take weeks.

Email tone — get it right

x Wrong tone 0 Right tone
Dear esteemed [Name], | trust this finds you well. | would be most Hi [Name] — quick check: are we aligned on the proposal? Happy
grateful if at your earliest convenience you might consider whether to jump on a call this week if useful.

you could possibly let me know any thoughts.
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Trust-Building Timeline

How relationships build
Multi-visit and patient. Deals close on the third or fourth visit, not the first. State-adjacent cycles run 4-9 months; private-sector deals can close
in 610 weeks.

What signals trust

0 Showing up in person at least once before the deal closes.
0 Remembering personal context (family, past meetings, holidays) without being asked.

0 Speaking measured, accurate words. Local audiences detect overpromising.

What destroys trust

x Switching contacts mid-deal without a warm introduction.
x Promising executive sponsorship that does not show up.

Gift-giving and etiquette

Small gifts representing your country (specialty food, branded items) welcomed at first meetings. Anti-corruption rules have tightened — keep
gifts under USD 50 for state counterparts.

Face-saving and what to avoid

Avoid criticism of the government or the late President Karimov, comparisons with Russia, and meetings during Friday prayers (12:00-14:00).
Do not point your soles at anyone.
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Your Next Steps

1. Practice this sales negotiation before the meeting

Try Demo - gokulturely.com/try?country=uz

2. Pressure-test your first outreach email
Try Copilot — gokulturely.com/copilot

GoKulturely - Cultural intelligence for international Sales VPs - 108 countries - Erin Meyer 8-scale Culture Map
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