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Watch the video below to learn about this module’s
objectives.
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At https://www.youtube.com/watch?v=npbA-KS4xRc
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Contributors ‘

é )

This course features concepts, advice and
opinions shared with us by a number of experts,
both inside and outside of ITC. Through their
stories and experiences, you will learn about real-
life situations that you might encounter in the
future. By taking their advice to heart, you will be
able to improve your skills and avoid common
pitfalls as you work to learn about doing business
with Chinese people.

Mr. Joachim Augstein

Out contributors for this module are listed below.
Please click on their portrait to familiarize yourself
with them. This will help you better understand
their inputs and allow you to benefit maximally
from the stories they share with us.

2 .

Ms. Patricia Chikukwa

Slide 5 of 36

ZL17C

&
volu:

(]

Angnileuondauan, encusy, cazadwanduicdjunuwontSatnegsogiuesy ITC Niguwie T
tl1gdsenn. §cR1etiisyusngoNuge nIveNIUTUNWIEESnIgNgntucdive1ucd o)1 U Funiuas jwoni,
CRRYIUINLONVINRE €RTNIFI2dnwinTususiicSnogncdessusngonunuSnneinfusiuAv.



Q

tsouTri2yu Module cuudghgul, AntdiisuwucdorSnanorueudeNuwont@l (59aeg0a Wicac2a1atid8y

9

(A Zoe AR ASUY TmeNIININCASIR0NTNCUJTUIMNWoNS.

¥ 9



3.4 wwluaoiwsn, nSus uls Snnsusui

Stereotypes,
Perception and
Culture

PJis o
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O Answer the question

Watoh the video and answer the question
using the text box provided on the right.

Your Answer

If you have never met a Chinese person, how do you
imagine interacting with one would be like?

Write your answer in the text box in 200 words or less.
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Exercise: Test your knowledge ‘

First things first. How much do you actually know about China?

= Here is a quick test running through some basic facts on China that might
be useful for you to know in order to gain a basic understanding of the
country in which you are now planning to do business.
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Ask the expert

The Chinese zodiao, explained

A quarter of the world's population
cares deeply about the Chinese zodiac.
Even if you don't believe in it, you
would be wise to know how it works,
says technologist and entrepreneur
Shaolan Hseuh. In this fun, informative
talk, Shaol.an shares some tips for
understanding the ancient tradition and
describes how it is believed to influence
your personality, career, marriage
prospects, and even how well you'll do
in a given year. What does your sign
say about you?
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Is Confucianism still relevant?

Video: Who was Confuoius?

When a non-Chinese person encounters a Chinese
person for the first time, it is common to be greeted with:

BAHBIZAR, TIFFT?
Yéu péng zi yuan fing lai, ba yi l& hu?

Is not it pleasurable to have friends come from afar?

This quote aims to express politeness and hospitality. It ) ) )

is still used quite often in China and comes from the In this short video, academic Bryan W. Van Norden

Analects, the collect collected aphorisms and wisdom of introduces Confucius and his teachings.

Confucius, which was composed 2,500 years ago. You may ask yourself how do ancient Confucian values
influence your business relationship with Chinese business
people?
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Confucianism and Confucian values l

Confucian values still persist today and are sure to greatly impact any business
activities you do, either in China or with Chinese people. In fact, since 2007, the
Chinese government has been encouraging Confucian values as a guideline
for the creation of a harmonious society, and their principles can be observed
in today’s Chinese business environment. As such, understanding these values
is paramount for doing business with Chinese people.
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Mianzi (#-F): Giving and receiving face ‘

Mianzi - often translated as “face” - is a key concept
for the building of personal relations in Chinese
e business, as well as in China in general. In fact, itis 9
no exaggeration to say that any communication in
- China almost always relates to the concept of face.
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Case example: An inexperienced buyer in Hong Kong ‘

T

£d

What do you think oaused this situation? What does the situation have
to do with the conoept of mianzi (face)? Please write your answer in the
text box in 200 words or less.
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Hierarchy in Chinese society ‘

Chinese society emphasizes hierarchical
respect. The general Chinese belief is that
collective success requires everyone to

know their place in order to work together
harmoniously.
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Case example: Seating order ‘

CASE EXAMPLE

B

Why do you think that the Chi ploy id ting order so
important? Write your answer in the text box.
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3.14 Guanxi (X %)

Guanxi (X %)

In Chinese “guanxi” roughly means “relationship connections”. Basically, it refers to the system
of social networks and influential relationships that individuals build with each other. These sets of
networks are held together by reciprocal bonds (“renging” - A 1) that create a set of obligations
for members in the network, usually involving the giving and receiving of favours. Here, it is
important to remember that the system is fundamentally predicated on trustworthiness; on one’s
ability to keep promises and return favours owed. Individuals with bigger guanxi networks tend to
do better in life, for instance when finding jobs.

Thus, obtaining guanxi is a real asset, not just for Chinese, but also for non-Chinese business people
operating in a Chinese context. , not just for Chinese but also for foreign business people. Indeed,
virtually all business in China is done through some form of guanxi. As such, as you start thinking
seriously about doing business in China, it is highly recommended that invest a lot of time in building
and maintaining personal relationships - guanxi - with your contacts in the country

24
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Case Example: The Nephew ‘

CASE EXAMPLE

B

How would you convinoe Mr. Wang? What oould be Mr. Wang ‘s
arguments? Write your answer in the text box.
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Wang gi3nniudiotugegiy, siutdeqsiuner g tudsimnniutdsynsdssnugaiingutne tucdeas Jungonuaoiu
f97a299 Mr. Wang fiae319mugieuadudgos (Syaniingsveasjfiucedes iy, maugiociudtddsddoniug

o °

fadndSudacmugtignio.

(RiegEngoulwi Mr. Wang '»”1’1jti;lzzsz"nzﬁﬁsgtutuz:%Ui’mﬁndﬂcﬁﬂéﬂﬁuuﬁﬂzﬁ&jgowegt@ﬁnm1J.

e ui10 Mr. Wang tdicuoln? 28nceg Mr. Wang «Liudie)? esusinsugsuiaulunisigaoy.

e div:

Jorn=eiugenuenuiiazesngey Mr. Wang 9101013931108 ANMAUF 29910 DaredotiufiGiuato, O

UugugeJguiudnnfngni[etduggos2eI10 kascuvaudNIuTdngInuaRucdg e udiniuaiteuisn

e

N8UHDNICTIINIVEUJENLON €A INTUSUMRIUOWIWEN, JLTnIunietivd:imen299)dIIneasSe
sy, Wswwnuiynodududygeundejy:Adnasusuniuanguiconiueejdddneeas JuegJdsEnditiu

wR:tnedgolinUdisigetninouc2 1 tunoruen29) Mr. Wang e nniuiiotdes .
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Are Confucian values still important in the modern Chinese business environment? I

This is not an easy question to answer.
Confucian values are still well known and

% o MIANZI HIERARCHY AND GUANXI
& REMAIN VERY RELEVANT
accepted in Chinese society, even though many

Chinese business people say that they and their o -

society are gradually moving away from "old- T2 ,eoor .
ASPECTS OF CONFUCIANISM TODA'
fashioned" Confucianism and becoming both 2 £ TOnKT

more rational, and more pragmatic.

ZL11C

otu:

'
Q vas s

Udedugmujreniasnsua1ii ueei2y 8 uis InNud «s eouSuTugauay, (fisdrlinufinIugreaucdaan

v
Q

wonidiuaedifueejuonidisisuneuritgnIndid)Suuudage tw, nedudisdoniy, cazdvednfuiumesy.
Mianzi, hierarchy and guanxi Jaowunsogenuygte

CU0n0IUEN29989 3397 mianzi cuofntdegniutdingn 53.0’&1:'mnzﬁ:‘i'lﬁu‘Z':uﬁjﬁuﬁ’n‘lnmaﬁu‘iuaowc’ﬂuﬁj
WigrduiifgdudngeusiitondiveasddiutusSnus SutuSfinaudsauzesu.

(Sungoiiv, aorutdadiuiagdagSatiu(hierarchy)2e3d96 ud Jaorudadiumrecasaruindgnadiulugswiueon
U299,

Jenaugnvine guanxi facdunucde udnaudotivélyJaourisodufivgedeudiududunuesinoiutdor)ia
9B UFU. BoelgSu: .?iﬂﬁUénﬁu%nzﬁﬁaﬁuccﬂnﬁsnéﬂjaow:l"ﬂi’mziouﬁo‘Zzﬁﬁﬁsuﬁwzﬁﬁouﬂaﬁuﬁmmazﬁn. a1
FuuagfiucluddtatunuedicEuttien:gau wazlusencfiinorutdela.

£uzSiaueeldntigsituuzaiiv

wrimdacsoniesiues) guanxi i"Jz,Jjjccriﬁjqnﬁuﬁczh'"ﬂﬁuccﬁﬁﬁjccf]oﬁnmmnm‘cUzjmn%mnﬁjzgoj‘cﬁjwmycﬁej
a°mo'°|mucé’é.uc"ﬁaiawqnﬁumj5j§1ﬂmncc2'jﬁ0;1wjuﬁnmmy‘cﬁ, AedogiidnnzuaniutdcS udacdugsuounauday
nwdandiqmoreagndageonivaricieuws Ind 2012 Wufiuua.

a3596NVLY, InnruIvAudtidgduczgnd Wigueai2 s tuniuscducnu@indiuiuringe)Fiauv.
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Chinese Business
Etiquette

3.18nsusimu

Answer the question

- Now that we have learned about the diverse

i culture, geography and people of China, we will

- now look at some important details of business

i etiquette in the country. As you are probably
aware, business etiquette varies depending on the
. culture of the person or organization you are

- interacting with.

Please have a look at each of the statements on this
. slide, and mark whether you think they are true or false.

SAte: https://www.youtube.com/watch?v=9Ink5KW1FQE

J0aoIL:

novlwoncS tissusngoNnudnme i, YUKINERY:Z123129971, AtUiS1ecTI1889INNFEVU1IUNIUnFO
NuUIRLe NN TNTWYnn A Gergiui taSus UIRse N1 RN canci1gNu tUnwdnnsusiige Junay
f8gnsuiiviautinnga.


https://www.youtube.com/watch?v=9Ink5KW1FQE

'
'z i3

[900900iRr2n 010U T, €z Wnuwdwiauanuduting&o.

TuaucJetiugenaiuuaean? (Ga)

° 4 '

§coI: mjanzcmnészn, SuuddadudieiNuewsdinniefiy mu“ﬁuﬁﬁd’]c’ﬂumuamuﬁﬂ?zﬁﬁnénﬁuﬁﬁsmﬁ
~edufriusenty. §naginiunen «az nwfuds, was fdnssoion s ladian unudisiudguniey
SafusucJudadiutunaudinnae!

q9331em1lnefisNudiugouyasfinguiu. (Ga)

gacdiv: uulnudiotwiciliuvmeruaiwiinedugremiivcuudss niunendne:Janfjo1duns uasiududy

toydAucdwigcds Snmannwudunzu. (Gn)

g
» o~

§ci: SUtasJccddﬂwaﬁumjesméﬂﬁuquccuucca:mwﬂﬂ‘témUwﬂaﬂc’ﬂuaowﬁozﬁﬁ. Wivrewigududorie
msnéqwesgcﬁyﬂ?zﬁé’ndﬂe, ccriﬁaajﬁumymﬁuﬁuﬁcﬁyﬂﬁﬁjcﬁﬁq.
dageoaiunusSudznisurisjcazemivar! (80)

gacdiv: naueEad9f ulugogniuSudsnmgamiuciuiudsfiddiumediduaiviu (399uds59RefintSiuge nauity
NUANJENNRFN, F19001UK1U (ReF19001UE1RU.
deguimrudindigexniSeascicoigegnSnrauoaidum tuuznndy (fn)

§ci; mn‘tzﬁmuﬁoccu’mzcﬁoé’y’n‘tnmndz%ugju‘iﬁn cenaoutivrudnduauniasn. Suvrudndouge)dudo
g1u gy lugruinciudsulunsdatd. dadunmSuuiutinedodtdiSutnenit)d idguciudunauie
U128,

Hudundgwwiiasnungofivew,asudio aazudev. (Gn)

§091U; ermUgouio, ‘EnsJazcwmjoﬁuasuﬁocca:muccm'jj’mci’Jnc;“i'sjU:mzﬁ‘tunwc%omazﬁoasgﬁu%wcmzﬁu
%Ucﬁ1Jo'°m°11J:1”'1jao°1.ua"ﬂzl’JlJ:iouﬁac’ilwé"jﬁﬂﬁn‘tmomcgnz@azﬁn. GouNIUNILCUUDY céﬂeﬂqzﬁ‘tn, (RIciggIuRe
mm,Ujmum’lmy‘cﬁﬁuﬁdﬂﬁamu.
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Ask the expert

Chinese business etiguette

“Please tell us a little bit about your experience
dealing with Chinese business etiquette. What
differences did you notice, compared with

your home country.”

&

SIENSTE

Fquan WicS1SuswIgcantseunudsIuniugejrngoNuunr V2R AN TUAV. tdaorusincnnciagcuatncds
Usunsunudauefinasyfiorey?

SAlo: https://www.youtube.com/watch?v=0iS1yWQN6Sg

3.20 Mz G0y Sl intudy neui

Case Example: Buying machinery in China - Part 1 ‘

Grace is a coffee producer from Kenya who wants to D
buy machinery from China for her farm. She is looking @

to source this machinery in China, but has no contacts

among potential suppliers in the country. As such, she ‘.‘ E.’. NOTE - ADDRESSING PEOPLE
begins by looking for interesting prospects using the

Chinese website Alibaba.

NOTE - LONG-DISTANCE
COMMUNICATION
2000

/;:’ I'TC | Siide20 0134



https://www.youtube.com/watch?v=oiS1yWQN6Sg

Fagnaudod:

Grace (Jueiednnace/aan Kenya ficiognusifigyinaandzinnIucdonsdria cé‘jmo‘cﬁasnmﬂcﬁsﬁmﬁﬂﬁeﬁu
Jzenn3y i SgegnagBodiivee 2w tudzinn G9bua1oad umigsgnngfing@uladouniutsSutanu
Alibaba

H3%nuiiSniiarodutawiu Guangzhou Machinery Ltd. atoiSefinguladnd, egutasdsdiuont Wang Qing
Fonuniudieengejdddn. grytnnmutunufindniSiuo Grace weuUumISHindedumnsuaiiu Wang
Qing ¢191incigy cﬁsgmnmoﬁmmnusn‘cﬁcﬁedmnéwﬁcﬁm{;ans@ég.
AmotdmumBuIvgusasunol tulsdorsri tetiumiuualn cdomjtdinustinigSiuatdmilieguce “Dear
Export Manager Wang.”

'
@ o

2enUINEuALRe) Grace 89011331 Wang Qing utigiedidy! (utdiida Grace g1010usntiRannIunsy

o

v v
Q@Qaan o

StU0299WoNS1 é”lqun.uuamuaiou‘tzﬁeccﬂw?éé"mm§jﬁnmsnﬁﬁum:unﬁuﬁumjzlzcmn (oS0 wifre Tunauaey
Jacgacueigredies.

B9 ndnnuscuo Grace ‘cﬁéﬁmsgmﬁnz‘hﬁumUmsuﬁucc;az‘tmﬁ:gnﬁﬁ1mﬂni]ﬁﬂﬁ‘cﬁmocﬁwsn?ﬁzngﬁnﬁn
fndima Guangzhou Machinery Ltd. AHIEEY Grace‘cﬁusndmmﬁgéwoazi’Jccchﬁsgzﬁw:mé‘nﬁ‘wcm:q‘tu
JzennAu e incnuiidosSiinaudsaucuuS iy WeChat we Grace ﬁ‘cﬁs:a'ﬂé"mméj%j Wang Qing .
Nancy

Note - naurioSyniu:

cﬁscgﬂcﬁjéw‘tw:cznn%uccUu‘CUﬁ‘Zé‘écﬁucca:muaznuzegcéac%m:cuﬁ. Tudecnn A vauenUcduUInsy foelag
5y Nasdeoydr Wang fuIUKENU29IUNaY e Qing wUuSarizegfiuiiy. ccaz"33§U$dﬂﬁmzc’ﬂnc593ﬁnﬂnmﬁ
uy@ﬁ’lq%uu:cmoﬁuﬁqzcﬁﬂﬁu‘tw&’j&rﬁjﬁoyé"ccuﬁesjcéﬂc‘ém

Note - nawdadnigen:

YR duisatuiordfindnicmedosnmdndcuugoudofi daorudaitiu nlgSiuoludznnIutsrdationaa
Yzenndu ddydiutnenunsuiivnagSiuorissdy uesustiniuls WeChat cuuiniudndcansuiiuludisd.
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Case Example: Buying machinery in China - Part 2

Ib-g.fr

Q)

@

® NOTE - TABOO
CONVERSATION TOPICS:

TT NOTE - TABLE MANNERS

i Slide210f34 !

&O\,

2811C

iotu:

fgndnudunzaandsuicui Wechat, Grace fndutaccunagtdidsy Guangzhou wainlies)ugyiduidiize

o Oav

5380 Guangzhou Machinery Ltd. «az: Grace Atdfindeugulnumjfiuduasiarofizsouiudu aaniu Nancy
NOWIRD TUSWSMIURLNUA. Tum3Igng Nancy ﬁmm.U‘Znﬁaehmogugwcé’ﬁmaﬁsgs:dﬂ Grace (133908
g9z JanInév.

(S9m1ufuan Guangzhou Machinery Ltd «Uutdatiiniuuize) Grace Qﬁéﬂnsﬂéﬂnaoucﬁj CEO 293033n
1. cc:azaa.ucﬁjqnﬁu‘tuﬁﬁﬁnﬁzﬂﬁ:ionﬁjoéaaj wRfuSudnntdeasouSudimaugnaugostu i,
:n'sui]’3ﬁqun§mc.tju‘cﬁccanmuﬁnﬁw «: Grace :r"'1‘cﬁ5jcnncﬁno'mnﬁtucc.u'u’»iuc§°1u°1JJﬁnasgmoﬁgasgﬁmnﬁumnﬁu
NdcdsSuarimiizelniocdontdusuuiintSegjointng s i,

Grace fincdulditianagdinueores) CEO fidwgidsfindtdicdes, aaniy CEO ﬁcﬁuﬁjSﬂm’lum’lsJs'J'njm‘Em‘Zzﬁvgnéu‘cﬁ%UU:mm.
A1niu Grace AEnndiugs CEO ﬁmzcé’u‘ZzﬁmoaajéuSﬂm’mvgmmzﬁ‘cﬁmcﬁucﬁuﬁuzﬁﬂén. i indutonengasiiga, 2oy
ﬁf]QjﬂEJf]E]‘lﬁﬂEJU]ﬂﬁUQZQUSUECQzQﬂ’QsﬂﬁUljeUﬁU.

Gracecw'u‘cﬁﬁnm’eau%usﬁuel’ljcﬁuzh" ccazzrgné‘m‘Eutmﬁ‘cﬁuzywwcéﬂcﬁw:cmocanm‘immjuon (a2 Grace (99NtinsUAo U35
cmz‘cﬁcéwﬁgﬁgn‘zoﬁudzcmnﬁuctazt.jﬁu‘luﬁﬁﬁnﬁoe. Grace tisuseitinnietduwigdues dinnennéueagigagon “Ni
Hao!”

@ o

ndudzainSniudIZn Guangzhou Machinery Ltd. dsfinaadiudiyae.
& s L 2d
(ot - vwdnyasfio:

Suwiindoe JiggegygslesUfinanudosnoludidy Hrugeluasiduibuenie nghdiingn mianzi - 29junéivi
wone2dugeuasn.
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sriugadunIudunzuacluieiniuclog, 219:mul, €Rztwn! FoUSNNDUI VN UICLURADIDINIY, OSUHD, NI
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&
(s tu - Uz Inn1ginesInIv;

(AUAUIVELUNINNITNCIIS N0, AuKetwrztdolaugouiuesswau, H100K1UINAL tGosmNE unTYg
g2suwfiggouinaovusn ticaeostive Wicwusus. (s Jeiugousosway cwuutniduigsEie)N uindd
@1, Innsficdocawiusesfindutangonuusuiijgegeen, Ause1e1ufiusmIuNWEAITE, HIIN3UKLIU0
SudznutnneeSuSuouFS N0ty cNaougs il UNucAwIy RsUUIRUTUMIT WIS USIAD .
1359N19ve AN Ina 180wt 90U tAuiieri12.00-14.00893ugimug0y 1Rz uien18.00-20.513u
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Case Example: Buying machinery in China - Part 3 ‘

@ =f= NOTE- GIFT GIVING
ili '

|34/ NOTE- FIRST MEETINGS

3

S ITC

| side2zof34 |

9,
d
'}

&
cuoTu:

FymnSutsmaemnurisiedo Nancy Hiduw Grace futuitsiusy waz Nancy hidigou Grace viso8u, S293disu
Uinsudio wazmidiongdudymntdiindsuudo.

N9y 6:00 1) Grace «: Nancy ‘cuﬁncé’utijé’mS’lmmé"ﬁjﬁ Guangzhou wone1tdcandsuesj2dulng Grace N
UieggBonfivmiAusiuramnaues. tdoarfuuntasuiundimesiarodtnsesiedutoine. Mniugianisy

0 Ow

Y1910 Nancy N tddgilsjes Lz anonunwdgunudddnTudnnty.

& v o
(o - nwluigs)2dwu:

c‘ﬁm’1U%wziauz,mm:s:§|’ndﬂcﬂuUﬁ’1zh"zﬁ'ﬁ93‘cﬁqcacﬁjcwjmzmsncamzﬁ'ﬁnq?uU:cmnﬁ’u. drJugereduituIuainn3gc iy
g92999: 3 UanusnndunigfodaBuud 5, samandan, o waz SudnigSnnzusriadus. gouesjeSutituedu
teridieesiifarennus, Ly(@enneatudiesiening4ns), dndu, Joditsnei. \nednnfcdonsgBouasdfinans
Ynediud wenmudngsie3utetingrtunidlingnaast Suszen.

& o & o o
ety - nwduyedquiadn:

gadunaudsguiguindnRsunividudznrRgf uidugn cslnenoedoaedngofunuaidumsuanignasiio. ey
wone2acunued uhiinnsuiadrudaugoudionasggiuniudduniufinanagmasin tugauegn.
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Case Example: Buying machinery in China - Part 4 ‘

After an enjoyable first day, Grace feels that she is on
friendly terms with her new business contacts. Now, the

real work can begin. The next morning, Nancy and an »
interpreter accompany Grace to Guangzhou Machinery
Ltd.’s factory.

221TC

&
cuoTu:

©6  NOTE - BUSINESS
@@ NEGOTIATIONS

-

i Siide230f34 !

lld(‘: 5

figanduiidnediutdggeungsouy, Grace sIndracdudnfudndnafunzfinTo, (insuigiuincandaguagtd

v

(3¢ (320007 Grace titumy w380 Guangzhou Machinery Ltd fuuieiduwi1g1299219.
Grace wUutiingunivgagfitoucds)amnaRiotiSusiicusu tdinonni2 yuaagoinsu tigeignamnniauiues)

A0uaue. (egamavugdoulnginazdsunuluniige v Juidudgfieingiediduuwoni@iiiaensudsien
ena.ucin99), QUuAETudoguinuznIzegfiuciigzimniiae tiSuainsufisg Mgl unsuaiuIutucucds i ngn.

gadundguenucluEudosd was Grace ntildngmdngofudsuteesefin wdorontidiuniggsnain
Guangzhou TuJiudsuiisdueanuNancydrasdnnmitutoni cazNancynauiatgifinnaiotntg WeChat.

& ) o
tatu - nuAQenYLin:
AgusereUSuS2 UuTlngoNuga el thgeigniian xS0t 1Rz tiSusdmuums Lyt uniun tuniugag
00013019108 g9 e duns uanui@sind vt Juaorugruineasdz Juge naus nwiingogegnues iy, wontgardntd
fincdgcduesuounauelagnelog tunucdisutma. fuiugouy e indiiniudunagysfingrendinaudumns uacuud vl
tenegucuuiiudl. Quldinguds uiasdunsvacastaas Aducoiudd uaounisudigenduuaseaufind g udven.
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Ask the expert

Doing business with Chinese people

Barbara asks Patricia: "What is your advice for
anyone wanting to do business with Chinese

business partners?”

Slide 24 of 34

&
tUoTu:

v

cArJeicusacuo tndtdugiidegniuSnnRsfinNugegiuau?

3A19: https://www.youtube.com/watch?v=7ZpulqQ3vco

3.25ngusimu

ther before starting business
king to appropriate topics of

conversation

Think about the whole process that Grace
went through. Rank the most important
rituals of business etiguette as she
performed them, in chronological order.

Open a WeChat account for long-distance communication

2L1rcC

® View feedback


https://www.youtube.com/watch?v=7ZpuIqQ3vco

a

& O, f‘ﬁ’é «Q o
e tu: cuuttIndiniidJe)tu PDF 2933ing0.
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Chinese
Entrepreneurs and |

SMEs & ./

3.27 ngusgiimu

Answer the question ‘

: ; 5 5 Your Answer
Now, we will look at some typical Chinese businesses and _

entrepreneurs and see how they might differ from others
around the world. In what way might they reflect some of the
elements of Chinese culture that we have already seen, such
as the concept of face, or the emphasis on hierarchy?

Watoh the two videos below and answer the guestion: Do you think
there are differenoes between Jaok Ma, Li Ka-shing and a typioal

European entrepreneur? What might these differenoes be?

},:0[ @ # Feedback | Side270i34 |

&
cuoTu:

OtuiiSReR ennedgdusnsuniuauAueRsEUsnsunuia tudwon@aJaoruenncincuo tnninys findu tunotan.
(Sqwonc2191n e uiouctigdjsnsuurgeligessdnnsustirAuitS taSus Uutgy cuagnnauingn dnauciugadsgdaiiu
2U.



tU9=9930te219q.u1) wdonsuginiu: vigndrdaoruenncingiesainasmadry Jack Ma, Li Kashing «astdsnaunay

(88u? aorwenncigducuon?

Q & ' o e
3Ate: Jack Ma: Rneao1udumaognolusacao:

https://www.youtube.com/watch?v=hGhhmuws3_M



https://www.youtube.com/watch?v=hGhhmuws3_M

38%e: Li Ka-shing nmeucdiudiugsdiiznaeiSifistduuoln

https://www.youtube.com/watch?v=RY8Q6-e8d14

QR TR

(v tdeiSneaudiaouiiy Jack Ma s Li Ka-shing drlueiusnsunauiudiotd. ywon@acivundudniid

' |
Qvae o [ v

nmedunsannatan HituniuSningsgueswoniiiuginidsdrdaorumegeaniinlioe

tfigeagtanni, SGtedicantaidigenns tricdivgageuigdicuoiine:dngrereeyu Jiunsiudu tmegojnunasInnswiy

eRsndsiinnsfin2eguont@. UuuuRinlsidgndiyean, turidideiunsinesinnasfioudiimin. Tugs

a o as

@Ay, woniSaaecdgurningeiusidunauianasur tucoadiviniidsinniuiiudgams finesmundsefizsmuinnajesy
U (SME).

3.28 Sytinougoniioniuiiu SME=e7 5

What to keep in mind when you deal with Chinese SMEs ‘

SMEs are the driving forces of the China s economic growth. From 1948 to

Deng Xiaoping ‘s reforms in the early 1980s, Chinese private sector firms did

not officially exist. Most SMEs were usually so-called “Town and Village

Enterprises” (TVESs), which could actually, in reality, be quite large. TVEs WHY IS THIS IMPORTANT
existed in an interesting legal framework: they were not state-owned, but TO RNOW?

they weren't really private either - at least not in a Western sense. For

example, TVEs were often “collectively” owned, with the state having some

role in their management.

That said, China’s private sector has grown at an astonishing speed over the FINDING INFORMATION
roughly 4 decade period since the country’s reform period began, with ON CHINESE SME<
much of this growth being driven by new, privately owned SMEs. Keep in

mind, though, that in China the state still plays a major role in the economy,

and even today, it is not always clear whether or not a nominally “private”

company is actually fully under private ownership.

/
*
'\/o‘
—
—
~~

&
cuoTu:

SME cyurindggngnaucdiutnegnnefingegdu. wrid 1948 uctjyndsdsuasiDeng Xiaopingufiugud 1980 03dnwan

Qo

tonz3ugeyucludifofunidumigni. SMEs foulmednascduda “Town and Village Enterprises” (TVESs), (29Tufio


https://www.youtube.com/watch?v=RY8Q6-e8dI4

Jgudosnastuesmuanimel. TVEs wuve tunsuinmuiedinidadula wondudeduegidn wasndelueegen:gui).

foelag, TVEs astucdige) "ou", Tnedndinuintunivguas.

10900186991 2swougnwancenBugeguticdiuinegidegtotutaes 4 fingsdodutitausniudsfsugaguzinntad uiiy,

ccazmucﬁu‘fm:iomg’Ieccnu‘cﬁﬁun’manqwmamm fin SME. 4t33%, Qudsnn3udnSinuandadiutudauonsfin wascd

0 Ow

Jneul JudeluaorugnrautsnJowddn "tenzgy" 'a'*EJmEJ‘(mmuwumzzsjcswawﬂju

o

[9do.

S o & o

% s 4 6 as 2
doumdFIuAtieuiiaeSus?

v

grurisofiunuiuciazegae cUuanmwoamnmwccaoma Wunewiaty, doutnniidididing cﬁﬂmaajcz’l‘f'a'tajmjmu
aauv;amn‘ﬁumasjmc:usj’»mnq:csn?mmmnmau‘ma’ncwu‘Zwusw’ln?umumnau?q?umu° J30.

0010130719 1w Uugasudiduniududvnasfncdungonuiugen TuAugs R auSncgungoiuiudlddnas e, oe
niNIUK19901010019 198 IA VKRNV AUFIUNIAUAIL AT L. NSnnReRn TRV RSV tISUE AUz
AMNEVNTI1Y TN AR TNHUAV.

gonmi2yunyonu SMEs A

1m.uamumc'ﬂmnmceﬂmcae‘mwnjanu JRodcR0Rednnnu? 2aorugouris tunwaumzyucdudiy (8991necdy
wRA eI,

2. 98uygi9angsutay (c5u: Google), finagswanuendiorfudnsnmsngmerigaduayy.
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Ask the expert

The difference between dealing with a Chinese and

Western SME

“In your experience, what is the difference
between dealing with a Chinese and a

Western SME? Could you give an example?”
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3A19: https://www.youtube.com/watch?v=m3ni3VeYpJl
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Presenting your business in China: What does a potential Chinese partner expect? ‘

company and your business case, you have to be aware that your potential
Chinese partners may focus on aspects that you consider less important.

i O Chinese people tend to communicate indirectly. When presenting your

What precisely do we mean by “indirect communication™?

When communicating indirectly, messages tend to be

6 embedded in the context (venue, atmosphere, symbols etc.) of »
the conversation. There is an emphasis on relational aspects of
the message, rather than on what is directly being said.
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Ask the expert

Making your offer interesting for a Chinese investor

“What are some tips that you could give to
non-Chinese companies in order to help
them make their offer interesting from the

perspective of a potential Chinese investor?”
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3Ae: https://www.youtube.com/watch?v=3uP2X1J2in8
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The 22 rules of a Zhejiang businessman ‘

The businessmen of Zhejiang Province are famous
throughout China for their entrepreneurial spirit and
family businesses. The following translation of the 22
rules of a Zhejiang businessman can be found online.
They are an example of how some Chinese

businesspeople view themselves and their actions:

Twenty-two Rules for Businessmen
from Zhejiang Province
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Activity: Thinking about the rules of a Zhejiang businessman

VIEW THE INSTRUCTIONS

What did you think about the 22 rules of a Zhejiang
businessman that we introduced in the previous
slide? Did any of them resonate with you? Did others Take a few minutes to think, then write your
feel a little strange considering your background and answer in the textbox in 300 words or less.
where you come from? Your answer will be outputted in PDF format
for you to download and review later.

Your Answer

Please take a moment to reflect on the following 3
rules:

2: Don’t trust an agreement or a contract too readily.

6: There’s nothing in the world that ocan’t be done, but there
are things that, for businessmen, are not worth doing.

22: Leave yourself a route to retreat, in oase you are
deserted or betrayed by friends and allies.

SAVE ANSWER
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