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Learning Objectives

The following key points constitute the main 
learning objectives of this unit:

1. Understanding the nature and special 
characteristics of negotiations in  China.

2. Understanding how the Chinese 
negotiation style differ from The 
Japanese’s

3. Launching a discussion on the issue
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General Context of the PRC

1. Politics
2. Economic Planning
3. Legal Framework
4. Technology
5. Great Size
6. Development Stage
7. Rapid Change
8. Chinese Bureaucracy

Source: Ghauri P. & Fang T. Negotiating with the Chinese; in International Business 
Negotiations (2e. Elsevier, 2003



msinaicufnoC

.1 noitavitluc laroM

.2 spihsnoitaler lanosrepretni fo ecnatropmI

.3 noitatneiro puorg & ylimaF

.4 yhcrareih & ega rof tcepseR

.5  rof deen & tcilfnoc fo ecnadiovA
ynomrah

.6 ”ecaf“ esenihC fo tpecnoC

http://sekaiisan.ab-road.net/greatwall/
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smegatartS esenihC
• A  dengised revuenam yratilim a si megatarts 

.ymene na esirprus ro evieced ot  denifed oslA
 gnivieced rof desu kcirt ro esur revelc a sa

 .evitcejbo na gniveihca rof ro stnenoppo
• C  niag ot desu era smegatarts esenih

 revo segatnavda lairetam dna lacigolohcysp
.edis rehto eht

• C  smegatarts esenihC esu nac esenih
yllanoitnetninu ro yllanoitnetni

Hi Santa, tell
me why do the
Chinese use
stratagems in
business?
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 ssenisuB esenihC lacipyT
ssecorP noitaitogeN

.1  ,noitatneserp ,gniybbol :noitaitogen-erP
gnidliub tsurt & noissucsid lamrofni

.2  detaler-ksat :noitaitogen lamroF
 ,noisausrep ,noitamrofni fo egnahcxe

tnemeerga dna snoissecnoc
.3  dna noitatnemelpmi :noitaitogen-tsoP

snoitaitogen fo sdnuor wen
Hi Santa, 
why is #3
important
in China?
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noitaitogen-erP .1

•  eht taht erus ekam srotaitogen esenihC
 decnavda tsom eht )1( :sah mrif ngierof
 ssengnilliw eht )2( ;deriuqer ygolonhcet
 yticapac eht )3( dna ;ti refsnart ro lles ot

 .emit no stcudorp eht gnireviled fo

Why (1) & (2) ?
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Lobbying the Chinese government authorities is one of 
the most important. It includes visits to government 
authorities, presentations, technical seminars, 
advertising in Chinese professional journals and 
informal channels such as dinner parties.

Lobbying

Presentation
-presenting the company, products and negotiating 
team members is an important step
-Convince the Chinese of the sincerity of the deal and 
that your products are an advanced technology with 
high quality and reasonable price
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gnidliuB tsurT

eht neewteb secnereffid ro seitiralimis yna dnif uoy naC
 eht ot refer( ?anihC dna napaJ ni ssecorp gnidliub tsurt

:tuodnah iruahG 424-324 pp  .gnaF & )

ecnereffiD eht topS
five eht tops nac uoy fi ees dna ylluferac kooL id .serutcip owt eseht neewteb secnereff
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2. Formal Negotiation
Task-Related Exchange of Information

•Could you find any difference between the Chinese 
and the Ericssons’ team?

•What differences can you find in terms of (1)Equity 
share; (2) Contribution of each party; (3) Management 
control; (4) Technology; and (5) price
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noisausreP

:esu netfo scitcat noitaitogeN
• F  sʼtnenoppo eht gniyfitnedi ,yrettal

 gnittip dna noitpeced ,gnimahs ,smelborp
 eno tsniaga smrif ngierof gnitepmoc

.rehtona

Any Similar tactic
use in Japan?
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tnemeergA dna snoissecnoC

 ot tuo denrut netfo yrev noissecnoc esenihC ehT-
 eht tcartta ot desived erutseg desiugsid a eb

.snoissecnoc laer gnikam otni trapretnuoc
a egnahcxe ot(  htiw gniht llams a            
sʼtnenoppo eht .)sgniht gib              

)724 .p( ?gnitfard tcartnoc eht tuoba gnihtynA•

 ?edis rehto eht erusserp ot esu esenihC eht citcat tahW•

• W  eht erA ?snoitseuq ynam ksa esenihC eht od yh
?elyts esenapaJ eht ot ralimis snosaer
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).tnoc( tnemeergA dna snoissecnoC

 ecnerefer esenihC eht fo kniht uoy od tahW-
 uoy dluoW ?)824 .p( tcejorp dnaliahT eht ot
?noitaitogen lanoitanretni ni citcat a hcus esu
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noitaitogeN-tsoP

• snoitaitogeN   fo sdnuoR weN dna noitatnemelpmI
sesac ,revewoh ;tcartnoc rieht ronoh sreganam esenihC lareneg nI

 .rucco od snoitagilbo rieht fo tnemllifluf-non esenihC fo
 gnivlos-melborp si gnitcartnoc drawot edutitta esenihC cisab ehT

.stcartnoc fo daetsni snoitautis gnignahc eht no desab

?edutitta esenihC evoba eht tuoba leef uoy od woH

YES NO
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Managerial Implications
•Priority: be sensitive to the Chinese social and 
economic development principles (discuss why?)
•Patience: negotiation in China takes time (discuss 
why?)
•Price: carefully calculate prices and bargaining limits; 
always reserve certain margins (discuss why?)
•People: the Chinese believe in people more than 
contracts. A trusting relationship is also the best way to 
neutralize the Chinese stratagems
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