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China Business Etiquette

China, asthe world's most populous country, is fast emerging as one of the most important markets for
many U.S. businesses, with its vast potential markets being the largest draws. Each day, the nation that
is home to nearly one-quarter of the world's population welcomes business people seeking new
opportunities. More and more people redlize that to understand and sincerdly respect Chinese culture is
one of the keysto a successful business experience in China

Some fundamentals about Chinese culture:

Chinese culture can be seen as a set of core vaueswhichunderlie social interactionamong Chinese people.
Asareault of socidization and other reinforcing factors, these core vaues tend to change only gradudly -
over generdions rather than years. In relaion to organizations, four key features of Chinese culture can
be identified which (i) underlie socid interactionwithin organizations, (ji) differ from other cultures, notably
western ones though the differencesare lesswithrespect to other Asan societies; (iii) have perasted over
time and (iv) can be seen in the Peoples Republic of China as wdl in Chinese communities elsewhere,
athough sometimes expressed differently. These four features are:

(8). respect for age and hierarchical postion
(b). group (rather than individud) orientation
(¢). the concept of face

(d). theimportance of rdationships

Chinese business etiquette:
1). Establishing persond relationships

Persond reaions are a bigger factor in getting things done in China than in the U.S. In business,
relationships are important as contracts are often not strictly specified in lega terms but rely on trust
between the parties. When you begin to do business with Chinese people, it is suggested that you tak a
little bit about your hobbies, your family members and yourself, before you broach the topic of business
itsdf. Treat your Chinese counterparts as your friends. Taking a more persond interest in your Chinese
partnerswill help smooth your business relationship.

2). Conducting business over amedl

Working lunches and dinners are common. It isthe Chinese way to get to know associates a bit before
the business relaionship intengfies. Count on attending banquetsarranged by your host. Asaguest, you
should returnthe favor if feasible. If not possible on this visit, consder doing so on your nest trip or when
your Chinese counterparts come to the U.S., but be sure not to miss the opportunity.

At meetings and banquets guests will usually be seated in afairly Strict protocol order, so dlowyour host
to seat you. At ameeting it isthe custom to start with afew minutes of pleasantries before launching into
busness. At amed, wait for your host to makethefirs toast before drinking. Y ou may then offer abrief
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return toast if you wish. It is polite to drink with both hands when offering or recaiving a drink.
(3). Bring samdl gifts

It is ussful, but not absolutely required, to have amdl gifts to reciprocate any gifts given to you during
meetings or medls. Itemsthat are not excessvely expensve and are representative of the U.S. are best.
Some examples: items with your corporate logo (mug, pen, key chain, etc.), or abook (with pictures) of
the regionwhere your company isbased. Giftsshould be given or exchanged a theend of thefirst meeting,
or a the end of your day in their city.

(4). Bring name cards

Name cards are an essentia part of living and doing business in China. Whether here for business or
pleasure, you should carry a good supply of name cards with you a dl times. It is polite to accept and
offer cards with both hands.

(5). Learn some greetingsin Mandarin

Chinese counterpartswill be impressed by those foreigners who can speak Chinese, becausethey equate
learning Chinese withafondnessfor China. Evenone or two wordswill make agood impresson. Busness
people in Chinawill fed more comfortable with those who have taken the time to learnahbit about Ching,
and will most likely be quitewdl informed about America. Don't be surprised if your host spesks passable
or evenexcdlent English, but indstisonusing aninterpreter. If you can summon up afew Chinese gregtings
during your first meting, thenit will be hdpful in setting the mood for agood relationship withyour Chinese
counterparts.

Some examples.

Nin hao - How do you do?

Wo hen gaoxing ren shi nin - Nice to meet you
Xiexie - Thank you

Qing zuo - Sit down, please

Za jian - Goodbye

(6) Pay attention to the small details when you see your Chinese counterparts for the first time

Generdly speaking, shaking hands and changing name cards is the common way to begin a firsd megting
withyour Chinese counterparts. Don't betoo demondtrative, such as by trying to hug or kissyour Chinese
counterparts, asthiswill most likely cause embarrassment. Chinese people are not used to opening gifts
infront of others, o0 if your Chinese counterparts don’'t open your giftsin front of you that doesn’t mean
they don't like your gifts. Laughing loudly isnot polite or suitable in China when people meet each other
for thefirst time. Try not to be too takative, and be sure to take an interest in what your host hasto say.
Give your host achanceto bond withyou, but expect your host to be more reserved in a business setting
than would be the norminthe U.S. However, your host’ s behavior will be unexpectedly different if you are
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invitedto aKaraoke lounge for anice-breaking evening of Snging and drinking. When animpromptu event
like this occurs, go with the flow, and you may have more fun than you expect.

7). The concept of face

This mugt be the most sengtive and complicated topic. Chinese people are accustomed to burying strong
fedings degp in thair hearts and keeping expressionless faces, so losing face is a humiliating experience -
epecidly inabusnesscontext. Losng face one time can mean losng business with that client or contact
forever, asanembarrassment such asthiswill not be forgotten easly. By comparison, thosefromwestern
culturestend to react emotiondly to Stuations, and arecomfortable expressing strong fedings (both postive
and negetive) without regard for the issue of face. So when you run into problems, ether in meetings or
on the Street, raising your voice to solve a bad Stuation will generdly only make thingsworse.  Avoid
losng your temper if a dl possble.

Conclusion:

So, dways bear in mind that as avidtor to Ching, it isonly polite to show respect for the locd customs,
just as you would expect avigtor to the U.S. to not openly dight our country. If you want to learn more
please see our Business Travel in China (CH9818) report, and our Exporter Guide (CH9830), both
of which are avallable from our web ste (www.atoshanghai.org). Our web Ste aso contains constantly
updated information on market conditions, ATO Shangha promotiona activities, and a broad range of
market informationreports. ATO Shangha wel comesyouto come explore export opportunities in Chinal
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