
 

 

Ireland: the culture of business negotiations 

 

How to address a potential business partners? 

In business communication, especially during the initial stage, one should use last names 
preceded by “Mr.”, “Mrs.”, or “Ms.”. However, similarly to the practice when speaking, the Irish 
tend to move quickly on to first names. 

How to arrange a business meeting and how does it take place (office location and 
meeting time, restaurant; lunch / dinner, business cards, gifts, etc.)? 

Business meetings can be unstructured and are normally scheduled at the partner’s office; it’s 
not unusual to conduct business meetings outside of the office – in a coffee shop, over a pint of 
Guinness at the pub or on the golf course. For a first meeting the most common practice would 
be to attend a meeting at the partner’s office during business hours. Best times to arrange 
meetings are at 10am or 2.30 pm. At the beginning of a business meeting you are expected to 
shake hands with everyone present (perhaps not after Covid19) usually, the same procedure is 
repeated at the end of an encounter. Subsequently, both parties exchange business cards. If you 
are serious about doing business in Ireland or any other English speaking countries it is 
important to have business cards and all other marketing material (brochures, literature, videos) 
in English.  

Networking and establishing good rapport is important in Irish business and you should allow 
for small talk before presentations/negotiations officially begin. Polite conversation can centre 
on Irish culture and sport, but politics and religion should be avoided. Once 
presentations/negotiations start, the meeting should be focused on business and conversation 
should be direct and to the point. Attitudes and values exist at the core of business etiquette in 
Ireland culture. They are a reflection of the way people think and behave.  Having an 
understanding of business etiquette in Ireland can aid you significantly in successfully 
concluding your negotiations, both relationships and family are hugely important to the Irish. 
When conducting business with the Irish, it is important to bear in mind that family and 
relationships are as significant as the business itself.  

In general, gift giving is not expectable for business purposes. If you decide to give a present, the 
best occasion is at the successful conclusion of negotiations. However, gifts are not advisable in 
Irish business culture. If invited to an Irish associate’s house, flowers, chocolates or a good bottle 
of wine or spirits is appropriate. 

Timing of meetings/negotiations 

In Ireland, working times are similar to that of Czech business with respect to planning a 
meeting. December is notoriously a difficult month to do business in Ireland with Christmas 
parties and extended holidays. It is hit or miss in summer months when key decision makers will 
be at the office or on holidays so June/July/Aug so don’t expect all decision makers to be at a 
meeting during these months. Do observe bank holidays in Ireland as often people extend theses 
holidays for longer weekends.  
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Negotiating structure in Ireland 

Business structures are hierarchical. Decisions are usually made at the top, however the lines 
between the decision makers and the subordinates are sometimes blurred. Irish are often 
friendlier and less formal than their European counterparts. 

The Irish relaxed sense of time extends to negotiations, so decision-making can be slow. Plan for 
this up front so you do not show frustration. Delivery deadlines may also be impacted by the 
Irish relaxed attitude toward time, so build in some latitude to allow for dates shifting. Of course, 
also keep lines of communication open regarding the delivery schedule. 

Negotiating with retailers 

The Irish will not respond well to being pressured, so stay relaxed and do not be in a hurry. 
While they do not like aggressive sales tactics, they will bargain and negotiate over prices, so be 
prepared. The Irish are notorious for their profit-focused, short-term orientation, so be sure to 
demonstrate these benefits in your presentation. The Irish place value on facts and empirical 
evidence over feelings, so keep emotions in check during your negotiations. 

Is it important to bring an interpreter with you? 

It is generally expected that you would conduct business in English. If you don’t speak English 
then it is advised to bring an interpreter.  

What about language skills? 

The Irish people are well-known as good conversationalists. They enjoy conversations on topical 
and everyday issues. Furthermore, the Irish do not just say what needs to be said. They enjoy 
telling witty or philosophical stories and value people who have the flair for amusing 
conversations.  

How do Irish traders deal with emotions in a business meeting? 

Irish business people tend to be quite methodical in business negotiations. Generally it comes 
down to bottom line and how the deal with profit them, so do focus on this. There are some 
emotional tactics employed in negotiations with Irish business partners, however they lean more 
to pragmatism.  

Are there any territorial differences in trade negotiations within the country 
(north x south, province)?  

Generally there isn’t much of a difference in culture between the regions in Ireland, accents vary 
quite strongly across the country and you may find that it is more causal and relaxed once you go 
outside of Dublin. It is worth to note that Northern Ireland is part of Great Britain and has a 
different political system, currency and will be out of the Single Market.  

It is appropriate respectively. Usual to offer alcohol during business meetings? 

It is not common place to drink alcohol during business negotiations; however this will vary 
from business to business. When out for lunch or dinner it is common to have wine or beer or it 
is common to toast a successful business deal.  

Are there any communication taboos? 

Don’t refer to the Republic of Ireland as part of the United Kingdom, or Northern Ireland as part 
of the Republic of Ireland. These are two completely different political entities and this is a 
sensitive subject. Don’t talk about religious matters. 



How best to communicate (in person, e-mail, phone, etc.)? 

Initial contact should be conducted by email (if it is a cold contact) followed by a phone call a day 
or so later, so as to alert the company to your company and they will know why you are calling. 
The main aim is to schedule meetings face to face and have frequent trips to Ireland. Small 
details can be conducted by phone or mobile communication.  

How should you dress for a working meeting? 

Generally it is smart casual, so well-fitting, neat and appropriate pieces. A rule of thumb is 
always to dress appropriately to your customer, some businesses are formal such as investment 
firms, banks etc and casual firm such as tech start ups are casual. Dress according to the client 
that you are going to meet.  

What should be the ideal negotiating team (number of members, age and gender 
composition of the team, team boss)? 

There is no ideal negotiating team and will vary depending on your partner/ customer/ client. 
Use discretion for all business negotiations and how you want your company to be perceived.  

It is customary to invite a business partner home, respectively be invited home? If 
so, what is usual in such a visit, what to expect? 

It is not very common, restaurants and offices are the main meeting place. However, you may get 
an invitation to play golf or over for dinner at someone´s home if it is a small family company or 
after a deeper business relationship is established. If you are invited for dinner, it is common to 
bring wine, flowers or a spirit to dinner.  

How does economic diplomacy services - trade missions, trade fairs or other tools - 
help establish contacts in the country? 

The Embassy of the Czech Republic in Dublin organises several trade missions each year to assist 
companies enter into the Irish market by working for several months on organising an event 
with a local government partner. We establish a high quality partner contacts in the Irish market 
and organise several days of meetings, presentations and networking opportunities.  

The Embassy supports company initiatives such as attending trade fairs, organising specialised 
sponsored events such in conjunction with partners such as SKODA Czech Fashion Show, the 
organisation of field trips, individual services, establishing partnership contact, market support 
analysis.  

The support of the Embassy of the Czech Republic in Ireland is an important element in 
demonstrating the seriousness of the Czech company. The Embassy can establish government 
relationships by recruiting the help of the embassy team. The presence of an ambassador or 
business diplomat at a meeting in Ireland is a rare occasion, reserved only for important 
meetings. Our embassy offers this support to Czech companies, but we must always show 
sufficiently the exceptional nature of such support. This is especially true for dealing with 
government agencies, state or large enterprises. 

Czech companies can utilise the Embassy which is located in the centre of Dublin City for 
conferences B2B or B2G meetings.  

 

 

 



What would you recommend to entrepreneurs preparing for Ireland? 

Come prepared, show that you mean business. The fastest way to demonstrate value in the Irish 
market is create a value proposition, do your analysis on how your solution or product is going to 
take away the pain or business pain from the Irish company and drive bottom line profit. Be 
personable in the Irish market as Irish people tend to choose to do business with people they 
like. Have your marketing and promotional material all in English.  

 Value proposition for market entry   

 How you will alleviate / solve problem for Irish customer  

 Tell them how you will increase their revenue  

 Adapt your marketing mix for Irish audience 

 

 


