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Introduction
Raising capital from Asia is not just an opportunity; it is a strategic imperative for growth-oriented European 
fund managers. However, it is also a landscape rife with unseen challenges. Asian LPs are sophisticated, 
patient, relationship-driven, and profoundly culturally nuanced. What secures a mandate in Stockholm or 
London can inadvertently derail discussions in Tokyo, Seoul, or Hong Kong.

Having spent 20+ years navigating these exact complexities, transforming cultural gaps into deal-winning 
relationships across key Asian markets, I have seen firsthand how easily critical opportunities are missed. This 
readiness checklist is designed to help you honestly assess whether your team is truly 'Asia-ready' 3 not just 
in pitch materials, but in mindset, communication, relationship-handling, and internal processes.

Tick the boxes honestly. Pay close attention to where the 'No' or 'Not sure' columns grow. These are not just 
missed ticks; they represent potential blind spots that can lead to misread cues, stalled negotiations, and 
ultimately, missed mandates.



Section A 4 Understanding Asian 
Investors

1. We understand how decision-making structures differ between Japan, 
Korea and China.
¥ Yes ¥ No ¥ Not sure

2. We know which risk indicators Asian investors prioritise (not the same as 
European investors).
¥ Yes ¥ No ¥ Not sure

3. We can explain our asset locations using reference points familiar to 
Asian investors.
¥ Yes ¥ No ¥ Not sure

4. We understand the pace in communication and making deals differ 
between Japan, Korea, Hong Kong and China.
¥ Yes ¥ No ¥ Not sure



Section B 4 Pitch Localisation & 
Communication

5. Our pitch deck is localised, not just translated.
(Framing, storyline, comparables, hierarchy-sensitive language.)

¥ Yes ¥ No ¥ Not sure

6. We adjust our 'assertiveness level' appropriately for each market.
(Japan b Korea b China.)

¥ Yes ¥ No ¥ Not sure

7. We present authority without making investors lose face.
¥ Yes ¥ No ¥ Not sure

8. Our pitch structure aligns with Asian norms: context-first where needed, 
bottom-line-first where expected.
¥ Yes ¥ No ¥ Not sure



Section C 4 Relationship & Trust Building
9. We follow up with the correct timing, tone and formality for each market.
¥ Yes ¥ No ¥ Not sure

10. Our team understands the 'small behaviours' that can make or break 
trust: business card etiquette, seating, introductions, how to accept gifts.
¥ Yes ¥ No ¥ Not sure

11. We know the difference between Japanese silence, Korean directness, 
and Chinese pragmatism, and what each means in meetings.
¥ Yes ¥ No ¥ Not sure

12. We know how to escalate or clarify issues without causing anyone to 
lose face internally or externally.
¥ Yes ¥ No ¥ Not sure



Section D 4 Internal Readiness & Team 
Capability

13. We know who should speak when in meetings with hierarchical 
cultures.
¥ Yes ¥ No ¥ Not sure

14. Senior leaders understand how their behaviour will be interpreted in 
Asia.
¥ Yes ¥ No ¥ Not sure

15. We have a clear protocol for managing misunderstandings or 
unexpected cultural situations in real time.
¥ Yes ¥ No ¥ Not sure

We rehearse our pitch through an Asian cultural lens 4 not only a technical 
one.
¥ Yes ¥ No ¥ Not sure

Our internal workflows support long-cycle relationships (not just 
transactional outreach).
¥ Yes ¥ No ¥ Not sure

We know which elements of European working culture we should not bring 
into an Asian meeting.
¥ Yes ¥ No ¥ Not sure



Your Readiness Score
Count your "YES" answers. Then compare:

1
14318 YES
"Asia-Ready (Sharpen to Compete)"
You have a solid foundation. Small refinements could give you a strong competitive edge in 
winning mandates.

2

8313 YES
"In the Risk Zone (Fix Before Pitching)"
You have potential, but you're missing essential cultural competencies. A few adjustments could 
dramatically improve success rates.

3
037 YES
"High-Risk Exposure (Not Asia-Ready Yet)"
You may be unintentionally undermining trust or credibility. Before approaching Asian investors, 
strengthen your cultural readiness.



Next Step 4 Transform Blind Spots into 
Breakthroughs
Whether you scored high or low, or found common ground in the 'Not sure' column, your team has identified 
areas where cultural insight can be a game-changer. These aren't just minor oversights; they directly impact:

Conversion rates of your pitches
Outcomes of critical investor meetings
Internal advocacy and team cohesion for Asian engagements
The long-term health and growth of your Asian relationships

Don't leave potential capital or crucial relationships to chance.



Take Action Today

1. Secure Your FREE 15-minute 
Cultural Strategy Call
This focused call is designed to help you pinpoint 
your highest-priority cultural gaps and explore 
tailored solutions for your firm's specific Asian 
capital-raising objectives. It's the fastest way to 
turn your checklist insights into an actionable 
strategy.

2. Urgent Need? Last-Minute 
Asia Prep

If you have an imminent pitch, investor meeting, 
or travel, and need rapid, targeted cultural 
guidance to ensure you walk in culturally 
confident and credible, select this option.

Book your FREE cultural strategy call Schedule last-minute Asia prep

https://calendar.google.com/calendar/appointments/schedules/AcZssZ0iLVhlDYMfAgakHLdioguWkWOfSoPsrWhouvJT9DM6t5FOvh2fqh_FcpWRWDV636ZVAHqd8Td7
https://www.intercultra.com/contact


About InterCultra
InterCultra helps European financial firms win clients more 
successfully in Asia by bridging the cultural gap between 
Nordic/European and East Asian business behaviours.

With 20+ years of experience across Hong Kong, London, 
Stockholm, Tokyo, Seoul and Beijing, we specialise in cultural 
agility for international capital raising.


