
TRADE between China and Europe 
is booming and in the Far East 
there is an insatiable appetite for 

luxury labels. In fact, any manufacturer 
with a quintessentially British brand with 
provenance has an appeal to overseas 
visitors, and potential for export.

The Chinese love the history and romance 
of British names, which include Mulberry, 
Barbour, Thomas Pink, Penhaligon’s and 
Church’s shoes. 

Companies which provide translated 
brochures providing an insight into brand 
heritage are paving the way to better sales. 

As well as export, firms need to be ready to 
take advantage of tourism and ‘Golden Week’ 
in October is a big holiday for Chinese when 
many will visit the UK and Europe.

Despite the global economic slow down, 
business in China is booming and the World 
Bank expects growth to be the same 8.2% this 
year as it was in 2011. 

China’s Ministry of Trade’s 12th Five Year 
Plan for foreign Trade Development (2011-
2015) has a stated goal of increasing trade 
with Europe. 

To be successful in the world’s second 
largest economy, it is important to understand 
its business culture. 

Lily Yuan Li, director of Prospect Chinese 
Services, a specialist in connecting UK and 
Chinese businesses for partnerships, trade 
or other transactions, has put together some 
of the main points to consider when doing 
business in China and with its people.

This is Lily’s four-point-plan to success.

Business meetings
This is where you and your Chinese 
counterpart are most likely to meet for the 
first time. 

When you meet, swapping business cards 
is tantamount to a hand-shake. Receive a 
business card using both hands and read it 
immediately. Always offer yours in return and 
never write on someone’s card unless directed 
to do so. The card should have your name and 
job title printed in Chinese on the reverse. 

Beware of literal translations using tools such 
as Google Translate. 

An experienced translator or interpreter 
will pick the right characters with the correct 
meaning and associations. Mainland China 
use different characters to Hong Kong and 
Taiwan. 

During the meeting, keeping a sense 
of decorum and not losing face is the 
key to building a relationship. Causing 
embarrassment by being confrontational 
will cause a loss of face and complementing 
someone on their business acumen in front of 
their colleagues is a superlative move.

Smiling is the Chinese way of covering 
embarrassment, where perhaps you have not 
been fully understood or the person you are 
with does not want to answer a question. 

They may answer afterwards in their own 
time, but if it is necessary to ask again, do so 
without an audience.

Meetings require patience. Chinese business 
people do not consider it impolite to answer 
a mobile phone in a meeting, and asking them 
to turn off their mobile will not go down well. 

Where possible, bring your own interpreter, 
and brief them well. Discussions involving 
legal or technical concepts, as well as any 
translated written material, need to be well 
anticipated to avoid misinterpretation. 

Negotiations
Where money is at stake, trust between 
parties can be broken by a lack of 
understanding of each other’s cultural 
differences.

In many cases, this trust and understanding 
is more important to the Chinese than the 
transaction itself and indicates whether they 
can do business in the future. The Chinese 
associate will assume that all aspects of a 
proposed deal are negotiable and is prepared 
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“MY GOVERNMENT will 
strive to improve the lives 
of children and families…
measures will be proposed… 
so both parents may share 
parenting responsibilities”. 
So said The Queen’s Speech 
last month, in relation to a 
key element of the proposed 
Children and Families’ Bill. 

The Department of 
Education has said that the 
planned bill will strengthen 
the law so children have 
a relationship with both 
parents if families break 
up – if that is in their best 
interest. 

We are told that ministers 
will consult shortly on the 
legal options about how this 
would work.

So are these proposals a 
good thing? The plans have 
certainly been welcomed by 
the campaign group Fathers 
for Justice. However, the 
Law Society takes a different 
stance. It says that the risk 
is that ‘shared parenting’ 
is too easily misinterpreted 
as meaning equal time with 
each parent. The Society 
adds that this can lead to 

a focus on the rights of 
parents over the rights of 
children, and an assumption 
that the starting point is 
‘equal time’. 

It concludes that this 
is only likely to entrench 

attitudes among litigating 
parents. 

In 2007, Denmark 
introduced a law to force 
parental co-operation with 
50-50 default shared custody 
for divorced parents. The 
default meant that each 
parent had custody of their 
child on alternate weeks.

Earlier this year, Denmark 
MPs agreed that this law 
was not working for all 
divorced parents because it 
exposed children to ongoing 
conflicts and unnecessary 
stress. The Danish political 
parties decided unanimously 
to abolish this default shared 
custody regime.

It is crucial that any 
arrangements for children of 
separated families are made 
with their welfare being 
paramount. It is important, 
too, for the roles of both 
parents to be properly 
recognised. 

Any consultation must be 
thorough and, indeed, learn 
from the experiences of 
other countries.
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for SMEs
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A MAJOR business partnership is looking 
for a small medium enterprise (SME) 
champion to join its board.

The Thames Valley Berkshire Local 
Enterprise Partnership (TVB LEP) is 
searching for an SME champion to become 
chair of the SME forum.

The forum meets regularly and 
applicants are expected to understand the 
specific needs and challenges businesses 
face.

Steve Lamb, TVB LEP chairman, 
said: “We are collaborating with SMEs 
across the Thames Valley region to build 
business confidence, and understand what 
opportunities and challenges SMEs face. 

“We talk to businesses as much as 
possible and some of them are telling 
us that access to finance and economic 
confidence can pose a problem. We want to 
show SMEs the ways they can tackle these 
issues – there is a lot of help at hand.”

The TVB LEP works with business 
leaders, the skills and employment sector, 
the voluntary and community sector and 
local businesses to support economic 
growth in the region.

Mr Lamb added: “We may technically 
be back in recession, but Thames Valley 
Berkshire is the engine of the UK economy, 
with many successful and growing 
companies and we firmly believe it is the 
best place to live, work and do business.”

To get involved visit www.
thamesvalleyberkshire.co.uk

Making connections:  Lily Yuan Li is director of 
Prospect Chinese Services. 122896
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THE CBI’s vision for 
growth is clear – we need 
to increase business 
investment and lift our trade 
performance.

To address this, our 
report, Winning Overseas: 
Boosting Business Export 
Performance outlined a five- 
step plan for action.

The first step was for 
the Government to set a 
high level of ambition for 
UK firms. We, therefore, 
welcomed the Chancellor’s 
announcement in the recent 
Budget, setting a target of 
doubling the annual value of 
British exports to £1trillion 
by 2020.

And we support the 
Government’s initiatives 
to help companies expand 
overseas.  By the end of this 
year, each UKTI regional 
office will have a dedicated 
point of contact giving 
advice for medium-sized 
businesses.

The second step called on 
the Government to tackle 
skills and infrastructure 
issues to ensure the right 
policy framework is in place.

The constraints at 
Heathrow mean we are 
losing out to EU rivals on 

new routes to key emerging 
markets. The Government 
is to launch a consultation 
on aviation capacity to be 
concluded by the summer. 

And on skills, we continue 
to call on the Government 
to use skills policy to 
help businesses remain 
internationally competitive 
by promoting the study 
of science, technology, 
engineering and maths, as 
well as language subjects.

Thirdly, we highlighted 

that the Government’s 
activities to promote the 
UK abroad need a much 
greater commercial focus. 
Government and business 
need to work closely to 
make sure trade missions 
deliver for the companies 
involved.

The fourth step in Winning 
Overseas outlined the CBI’s 
commitment to establish 
“M-Clubs” in 11 regions 
across the UK. The M-Clubs 
will bring together mid-
sized businesses to facilitate 
discussion, networking and 
on-going support networks 
on challenges facing their 
companies. One focus will 
be how firms can grow by 
increasing their export 
capabilities. An M-Club for 
the SE will be rolled out 
from this summer.

Finally, there is a need 
to increase the availability 
and awareness of export 
finance in the UK. So the 
CBI is creating a taskforce 
of members to identify ways 
to improve access to export 
finance.

 Working together, we can 
achieve the changes we need 
for the UK to achieve its 
export potential.

Lifting overseas trade 
is big goal for growth

By STEVE RANKIN
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for heavy bargaining throughout the process, 
whereas a western party would not expect 
significant changes after a draft contract has 
been agreed. 

Negotiators and interpreters who 
understand both cultures are invaluable. 
Chinese negotiators are shrewd and use a wide 
variety of bargaining tactics. 

They know that foreigners who have 
travelled to China will be reluctant to go home 
empty-handed. Arranging meetings just before 
their scheduled flight home is often beneficial 
to the Chinese. 

The trick is: do not tell them when you 
are due to fly back. An experienced Chinese 
negotiator on your team will help you identify 
these stratagems. 

Be patient, make sure your interpretation 
of the contract is correct and let the Chinese 
know you are prepared to walk away rather 
than agree to a bad deal. 

Leadership
Companies operating in China should have 
an understanding of the Chinese view of 
leadership in cultivating long-term success and 
motivating Chinese staff. 

Importing a Western leadership style does 
not work. To be successful, leaders in China 
need to blend Western best practices with 

Chinese wisdom. A good Chinese leader is 
seen to exhibit holistic, as opposed to linear, 
thinking as practised by western leaders. 

They aim to make decisions which take 
account of all circumstances and be receptive 
to being directed to directed to save face, as 
opposed to tackling issues head on. 

A good Chinese leader, following the holistic 
method of using  the information available and 
their senses to come to a conclusion may take 
longer but they believe this produces the best 
results. It could  be argued that this perception 

is due to the fact that the Chinese consider 
being first is second to being right.

There is an argument that what is lacking 
in Chinese leadership is innovation, which is 
encouraged under Western best practice as 
this goes hand-in-hand with risk-taking.

There is a Western proverb, “The early bird 
gets the worm”, which is the opposite of the 
Chinese proverb, “The first bird out of the bush 
gets shot”  which encapsulates the Chinese 
attitude to risk. 

                              www.prospectchinese.com

Welcome to  
companies
at estate
EUROPE’S leading developer of industrial 
property has pledged to keep on investing after 
welcoming four new companies to the town.

SEGRO, who own Slough Trading Estate, has 
secured new deals to bring four businesses to 
Europe’s largest trading estate.

Nicola Webb, from SEGRO, said: “We are 
pleased to welcome these new businesses to 
the Trading Estate. It is the wide variety of 
companies based here that continue to make it a 
great environment in which to operate. 

“We will continue to invest in Slough by 
redeveloping and building new facilities in order 
to attract new companies to the region.”

Surface Technology, a specialist surface 
coatings provider, will occupy a 5,849 sq ft unit 
in 711 Banbury Avenue, as a warehouse, after 
signing a 10-year lease. 

Breanga Wholesales Limited, a wholesale 
retailer, secured a 2,572 sq ft unit in 270 Argyll 
Avenue, signing a three-year lease, with Eden 
Car Restorations penning a five-year lease for a 
1,550 sq ft unit in 236 Berwick Avenue.

CCC Roofing & Cladding, which specialises in 
industrial, commercial and residential roofing 
and cladding systems, will use a new unit in 514 
Ipswich Road for storage and distribution, after 
signing a three year lease. 

Lee Clark, managing director of the company, 
said: “Our new facility will also enable us to 
meet customer demand as well as provide 
quality services. We hope future growth, fuelled 
by Berkshire-based customers, will lead to 
additional recruitment needs, providing jobs for 
Slough-based professionals.”

Holistic thinking: Lily Yuan Li, at the pagoda in Cliveden, specialises in linking UK and Chinese businesses for 
partnerships, trade, or other transactions. PHOTOS: PAUL JOHNS 122896

Be patient, make sure 
your interpretation of 
the contract is correct 
and let the Chinese 
know you are prepared 
to walk away rather 
than land a bad deal
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