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Unit One
Business in China

P

Part One Lead-in and Warming-up

-~
_«. Lead-in

Since its entry into the WTO, China has opened its consuming market with a population of
1.3 billion and a booming prosperity to many more foreign business and enterprises.
Multinational enterprises and big companies are rushing into China to take advantage of this
rapidly developing market with a huge potentiality. Some of them have already benefited from
this expansion, while others, to some extent, haven’t achieved the expected prospects. There
are some points that foreign business should pay attention to in their business development in
China. It is also the Chinese business culture and perspectives that foreign businessmen should

know about while running business in China.

.........................................................................................................................................................

Warming-up

You are required to discuss the following questions in groups and then present your group
idea to the whole class.
(1) What’s your understanding of guanxi( relationship) when doing business in China?

(2) What's the difference between western businessmen and Chinese businessmen in

5 i
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decision making?
(3) How to distinguish Chinese modesty in business activities?

(4)What do you know about business culture in China?

Part Two Texts

Text A

China’s Business Culture—Golden Hints for
Doing Business in China

from the British Embassy in Beijing

Take All the Time' in the World

Western business visitors are often deadline-driven and unwilling 1o slow down to the
Chinese pace when discussing business. Bul in China the pace can be fast and slow
simultaneously. Those involved in negotiations know how long they can drag on when the
Chinese side is consulting internally or has other reasons for delay. But Chinese negotiators can
move with lightning speed on other occasions. Part of this feeling is subjective. Any chess player
knows how long you have to wait for the other player and yet how fast you must move yourself.
Nevertheless, Chinese negotiators use time more consciously than their Western counterparts.

Separate Fact from Fiction

Virtually everything you hear about China is true, and so is the opposite. Western thought
is dominated by linear logic” whereas Chinese thinking is influenced by early philosophers, who
saw a paradoxical balance of opposites’ in all things. Where Westerners tend to look for clear
alternatives ( Option A instead of Option B), Easterners may examine ways to combine both
Option A and Option B. This difference in
approach may make a Westerner think that
a Chinese negotiator is being illogical ,
evasive or devious, when he believes he is
being quite straightforward.

Build Relationships®

Westerners normally build transactions

and, if they are successful, a relationship
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will ensue. However, the Chinese believe that prospective business partners should build a
relationship and, if successful, commercial transactions will follow. This difference underlies
many misunderstandings arising from business negotiations. Virtually all successful transactions
in China result from careful cultivation of the Chinese partner by the foreign one, until a
relationship of trust evolves.

Cultivate Guanxi’

The logical development of close relationships is the Chinese concept of guanxi,
pronounced gwan shee”. According to a business analyst Tim Ambler of the London Business
School, the kernel of guanxi is doing business through value-laden relationships. In a highly
centralised, bureaucratic state, the use of personal contacts was the only way to get things
done. Guanxi is the counterpart of a commercial legal system. Where the latter is relatively
weak, as in China, the need to rely on guanxi will be strong. As long as the relationship is
more valuable than the transaction, it is logical to honor it. The idea of a friendship leading to
business is attractive. But Easterners who are familiar with guanxi are more cautious than
Western converts. The obligations of guanxi are very real. In the wrong place, at an
inappropriate time, with unsuitable people, the obligations can become a trap—it is hard to
escape.

Take Care with Contracts

Chinese and Westerners often approach a deal from opposite ends. To a Westerner,
starting with a standard contract, altering it to fit the different circumstances, and signing the
revised version, seems straightforward. Commercial law is ingrained in our thinking. But
traditionally, commercial law scarcely existed in China and certainly indicated bad faith. The
early appearance of a draft legal contract was seen as inappropriate or, more likely, irrelevant,
because it carried no sense of commitment®. The business clauses might form a useful agenda,
but obligations came from relationships, not pieces of paper. Today, returning home with a
signed piece of paper is a symbol of progress, but nothing more. The Chinese may be signing a
contract to humour their guests. To them, a completed contract may merely be the proof that
both sides have grown close enough to develop a trusting relationship. Further concessions may
then be requested—a difficult prospect for the Westerner who has shaved his margin down to
the bone.

Mobilize Local Assets

The challenge of learning to speak Chinese fluently, the complexities of the Chinese way
of doing business, and a strong sense of national pride mean that a foreigner will only extremely
rarely be accepted by Chinese interlocutors on equal terms. The solution is to find a reliable
Chinese ally to work with you. An effective Chinese colleague will often be able to analyse body
language at meetings, work out who in the other negotiating team holds real power—not always

the boss—and help smooth out any inadvertent wrinkles’. Conversely, the presence of a

« 3.
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Westerner should be exploited to the full. Chinese interlocutors will often see a visit by a
foreigner as an indication of sincerity and commitment by the Western company. Perversely ,
they often do not accord mainland Chinese or Hong Kong representatives the same status as a
foreigner. The ideal sales team, therefore, is often a Chinese to take care of the working level
contacts, and a foreigner to do honor to the higher echelons.

Respect Face

Face is an essential component of the Chinese national psyche. Having face means having
a high status in the eyes of one’s peers, and is a mark of personal dignity. The Chinese are
acutely sensitive to gaining and maintaining face in all aspects of social and business life. Face
is a prized commodity which can be given, lost, taken away or earned. Causing someone to lose
face could ruin business prospects or even invite recrimination. The easiest way to cause
someone 1o lose face is to insult an individual or criticize them in front of others. Westerners can
unintentionally offend Chinese by making fun of them in a good-natured way. Another error can
be to treat someone as a subordinate when their status in an organization is high. Just as face
can be lost, it can also be given by praising someone for good work before their colleagues.
Giving face earns respect and loyalty, but praise should be used sparingly. Over-use suggests
insincerity on the part of the giver.

Accept the Pecking Order”

Mao Zedong’s Thoughts on Discipline published in 1966 provide a valuable insight into
structures which persist in Chinese organizations even lo this day, " The individual is
subordinate to the organization. The minority is subordinate to the majority. The lower level is
subordinate to the higher level. ” This quotation, which underlies the way China was governed
for over 20 years, indicates why Chinese society and companies are very hierarchically
organized, and why Chinese people seem to be more group oriented than individualistic and
often do not like to take responsibility. Similarly, people are seldom willing to give an opinion
before their peers as it might cause loss of face with a valued ally.

Know the Tricks of the Trade

Chinese negotiators are shrewd and use a wide variety of bargaining tactics. The following
are just a few of the more common stratagems.

— Controlling the meeting place and schedule. The Chinese know that foreigners who have
travelled all the way to China will be reluctant to travel home empty-handed. Putting pressure
on foreigners just before their scheduled return can often bring useful benefits to the Chinese
side.

— Threatening to do business elsewhere. Foreign negotiators may be pressured into making
concessions when the Chinese side threatens to approach rival firms if their demands are
not met.

— Using friendship to extract concessions. Once both sides have met, the Chinese side
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may remind the foreigners that true friends would reach an agreement of maximum mutual
benefit. Make sure that the benefit is genuinely mutual and not just one-way.

— Showing anger. Despite the Confucian aversion to displays of anger, the Chinese side
may put on a display of calculated anger to put pressure on the foreign party, who may be
afraid of losing the contract.

— Attrition. Chinese negotiators are patient and can streich out discussions in order to
wear their interlocutors down. Excessive hospitality in the evening before discussions can be
another variation on this theme.

Play the Game Yourself

Foreign negotiators dealing with Chinese may find some of the following tactics helpful.

— Be absolutely prepared. At least one = %
member of the foreign team must have a
thorough knowledge of every aspect of the
business deal. Be prepared to give a lengthy
and detailed presentation, taking care not to
release sensitive technological information
before you reach full agreement.

— Play off competitors. If the going gets
tough, you may let the Chinese side know

that they are not the only game in town.

Competition between Chinese producers is
increasing. There may be other sources in the country for what your counterpart has to offer.

— Be willing to cut your losses and go home. Let the Chinese side know that failure to
agree is an acceptable alternative to’making a bad deal.

— Cover every detail of a contract before you sign it. Talk over the entire contract with the
Chinese side. Be sure that your interpretations are consistent and that everyone understands
their duties and obligations.

— Be patient. Chinese generally believe that Westerners are always in a hurry, and they

may try to get you to sign an agreement before you have adequate time to review the details.

Vocabulary

I. simultaneously adp. F)&f#

2. consull w». &R, WFH, B, #5

3. subjective adj. EW& n F, M, FIEM, FiE

4. consciously ady. A FiRHL, BT

5. counterpart n. BREFABH A, TR, AMZA, FA
6. virtually adv. FFRE, JLF

hn
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7. paradoxical adj. MAMIER, FIH, HLH

8. evasive adj. dLBERY, MR, WEREIE M

9. devious adj. @y, Ty, RIEAM, BIHFH

10. transaction n. X 4%, ¥, &, F5

11. cultivation n. #Ab, 3#F4&, #4E

12. kernel n. 4w, P, 458

13. convert n. 8IRFE, HEEWHA v () T, fE-- BKEAZ W, $#H1k,
Sk, #HE

14. ingrain ». ARRFE, £F adi RRFEG, FEH

15. commitment n. /Kif, PRk, 124, kg, £, 47

16. concession n. k¥, 4FFAR, Ehr

17. margin n. %, 43, BE, @A, 28, RL25H, T4 v. WA T,

18. interlocutor n. *FiEE, #EiEE, (REEAIRMLE) FZmFEHA
19. ally n. FIEE, R#EH, K44 v () &8, (&) Kb
20. inadvertent adj. RIEZEH, A, FEHEN

21. conversely adv. 8K 3

22. perversely adp. 1R5%H

23. accord p. KGeesess —%, &F, AR o L, —F, F6
24. echelon n. BRAEGFHR, M B, #HIK, HRHBIN v HRHEE
25. psyche n. #Af, R, R

26. recrimination n. RA%%, RIT

27. peck wv. %, #EZ4:3E n. F, R

28. hierarchically adpv. R &3, 25 EH

29. stratagem n. %, ik

30. attrition n. FEHE, A, AREM

31. play off w. FIA, Bk, (LFK) FHEMFEA LR

Notes

. take all the time X /4235 R B T take your time, Ak, RER=, &AL P
BRATRENZAMS, 58 FAEALTHAATOHZRALFRAGITRAR,
PEOBFALEBFONIZE LA EREA A, EEI W FH SR, Amk
REFHHFRIFLER,

2. linear logic &K MiFIHEYE, ZIXROFZARITHSHBZ0RAGE AR B YL
$hem X, BHRXLZFH,

3. paradoxical balance of opposites FE4A— 0 EHE%, EHFTEARKGES
HRARGHHFEFRTEERENELF X, FHXARUH, A2 LT

o -
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Bt X,

4. build relationships PG TRALSEDEELLGEIINFA ARG LR,
PTEAAMG TARIRFHGEELE, BRIAERLERL S 5 AGMEDNZ
A8 B8

5. guanxi "X A" RVPEBSFLFTHBECRE, AFRBSFED. SRR S
E%EVF%‘TW?‘%"‘% o X5 BFHAFRK P “HhEERR HAMBEIER

BB, FE “XZ" APABERFTHSF MG —AERIFE, & “UAAHR
ﬁ‘]ﬁ5%\'.-"&*?«7;&%‘Iﬂ%ﬁ'ﬁfﬁ:"\é}‘f‘%‘f’é‘]imo

6. sense of commitment GFTAER, EHRPBFSF THE I ELRPRELGELH R
Rl BFAAERERAXAMARRIHATHELSE, Rt BANGE T4
R—AEKRASHEROBTEIR, ARMEAZIFSFXE, BEH LR,
ZITERABANANLHAI R, MYETARTHARZIELHHLXEZ, B,
BEEEREGRAIATHTEASTETHFALTANLGHRY, S TPEHFALR
Ll -0

7. inadvertent wrinkles R HREMHAB, EHRAFLAPTHRAEMR, BEXAR
BRESFH,

8. the pecking order RIS, HAEFEAARMAEL | MRRABK, TA
MR BB R RS, BRHRAFHANARBEELGRA MR R FTEGER,
Ht, A=A BRP ORI —H, FAATZRMAK K" A,

Exercises

1. Single Choice

You are required to pick up the most appropriate choice according to your understanding of
the text.

(1) In the first paragraph, the word “deadline-driven” means

A. scared of deadline

B. arrange schedule according to deadline

C. drive before deadline

D. highly disciplined

(2) In the fourth paragraph, the word *value-laden” means ‘

A. value-added B. filled with value C. the most valuable D. highly valued

(3) What's the meaning of the last sentence of the fourth paragraph?

A. The obligation of guanxi is a trap for businessmen.

B. Nobody can escape from the obligation of guanxi.

C. Unsuitable people can’t escape from the trap of guanxi.

D. Guanxi with unsuitable people may cause trouble in some situations.

(4) According to the sixth paragraph, which of the following is wrong?
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A. Foreigners can’l be totally accepted by Chinese interlocutors on equal terms in most
cases.

B. It is good to team up with a Chinese ally for the business negotiation.

C. Chinese representatives of a foreign business have the equal status as foreigners have
for their counterpart interlocutors.

D. Foreigners often indicate the honor to the advanced management level.

(5) Which of the following means a gesture of giving face?

A. Criticize someone in front of others.

B. Praise someone in front of staff members.

C. To treat someone as a subordinate when their status is high.

D. Frequently compliment one’s colleague.

2. Blank Filling

You are required to complete the blanks with the words given below. Change the form when

necessary.
simultaneously  counterparts approach illogical  transaction
cautious scarcely concession margin conversely
representative  component insult sparingly subordinate
(1) Asian banks were also in better shape than their Western and able to
lend more.
(2) In foreign business, it's important to different clients with the same
sincerity.

(3) Had you not helped us, we should have canceled this

(4) 1 am prepared to make some on minor details, but I cannot
compromise on fundamentals.

(5) This price will allow a good of profit.

(6) , work in applied science and technology frequently acts as a direct

stimulus to the development of pure science.

(7) She has just been appointed as the new sales for the company in that
country.

(8) How can my people produce the unit if we are missing a vital ?

(9) Sometimes, a witty joke may the interlocutors who have a different
understanding about the joke.

(10) A wise boss sometimes will praise his in public.

3. Translation

You are required to translate the following paragraphs into Chinese.
(1) Be absolutely prepared. At least one member of the foreign team must have a

thorough knowledge of every aspeci of the business deal. Be prepared to give a lengthy and
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detailed presentation, taking care not to release sensitive technological information before you

reach full agreement.

(2) Play off competitors. If the going gets tough, you may let the Chinese side know that
they are not the only game in town. Competition between Chinese producers is increasing.

There may be other sources in the country for what your counterpart has to offer.

-
AL Text B

Importing from China—Managing Your Risks
by Johnny Tay

My first trip to China wasn’t on business, but as a tourist. [ was apprehensive due to the
many preconceived notions 1 carried, fed by media reports of the physical and social conditions
there. | half-expected stomach upsets from badly cooked food and guarding against robberies at
every turn. Most of my fears were unfounded, and you can find products and services of
international standard.

Many buyers are guarded about buying from China—understandably so with recent
unfavorable news coverage of the country, its products and its business practices. However,
China is still the third largest exporter in the world—proof that there are plenty of serious and
high quality suppliers.

Visiting China is a good starting point
for doing business there. If not, there are
many online and print sources to help you
find quality products and suppliers, which
I'll mention within this article.

These risks can be minimized by
understanding all the costs involved in your
import  arrangement. Some  may be

completely hidden, and others not overtly




