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Entering the US Market: What Technology
Providers Get Wrong First
The US isn't one market — it's fifty, wrapped in one language and one currency.

A single national go-to-market plan is the most common mistake technology providers make entering the US
— state-level regulation, tax treatment, and even how a sale gets evaluated can differ enough between
California, Texas, and New York that a strategy built for one falls flat in another.

advance2global works with technology providers entering the US market to build an entry plan grounded in
that reality — sequencing which states or regions to target first, mapping the compliance and tax exposure
that actually applies, and building a go-to-market motion around how American buyers in that specific

vertical and region actually evaluate and buy.

50
state-level regulatory and tax regimes layered on top of federal rules —

one national go-to-market plan rarely fits every state.

Four areas decide whether a US market entry gets real traction or stalls out. Here's how advance2global works
through each.

01 State-by-State Regulatory Exposure 02 Entity Structure & Tax

03 Regional Buyer Behavior 04 Sequencing a Multi-State Rollout
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Where US Market Entry Gets Decided

State-by-State Regulatory Exposure

Data privacy, consumer protection, and industry-
specific rules vary meaningfully by state — what's
compliant in one state can be a gap in another.

Entity Structure & Tax

US entity structure, state tax nexus, and
payroll/employment rules shift the moment you have
people or revenue in a new state — worth scoping
before, not after, the first hire or sale.

Regional Buyer Behavior

Sales cycles, price sensitivity, and even preferred
communication style shift by region — a motion tuned
for the coasts doesn't automatically work in the
Midwest or the South.

Sequencing a Multi-State Rollout

Most successful entries start in two or three states,
not fifty — the right sequence depends on where the
vertical's buyers concentrate, not just population size.

Where advance2global Works on US Entry

Entity setup & tax nexus State-level compliance

Regional go-to-market sequencing US buyer behavior by vertical

Why advance2global for US Market Entry

advance2global scopes the regulatory, tax, and sequencing work behind a US market entry — so the
first states targeted are the right ones, not just the biggest ones.

Book a Market Readiness Assessment →
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https://cal.com/mark-garland-seaytx/market-readiness-assessment?utm_source=pdf&utm_medium=guide&utm_campaign=downloads-us-market-entry-guide

