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DenrtutinkSEemaiiagemat el eEavEn
Y'ou vvJJJ nave alWays tineisametoad, Bt airrerent

B Saving his company. from severe difficulties
(financial, technological, employ people from the
mother company, earn foreign exchange)
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WL IS TENGIE0I tE PIOVING
Jovermnment

|

St he compan y, WIICH IS Presented teryou tneoniy,
| e p

enterprise, contractual JV, cooperative JV)
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milras Wit theeartnercompany.

Y OUIAoINOL Nave alWWeays: 'reJuxury 0Jj
00SINg the company’ and location

e anare or 2 PDOWET I'ElallC \\/
buerocracy

B Who Is authorized to negotiate with you!!
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m ]55 21 PIOPOSEM 910 ECI P O NE PIOVICE SIO)

: NE VIS siplian

m ,

- S TNE apPreved Project part or t

O MiInIStry” s plan

[] . :

- B make sure that your parther Is authorized to

m negotiate with you and contract with aforeign
company

B take the letter of intent and the feasibility study

seriuously
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gl greljseiflplel plo 'the g Ljogert (Weier,
SNErgy/, tlenspoertation; o LelEe=StpplIed

racilities)

[ASUTTICIent SUpport could result in Imvalid and
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i goorl iciig=cle
oft Wit FOrEIgners
Prove tne ri ght 01" 2 CNINESE company make
contracts with foreign companies
m thisissue is carefully controlled in China

B most companies in China have not the necessary
“foreign trade rights’
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Y OUNVIISeVETO GatERyeuIFOWRNNICHmANIGN

Y OUI CaNNOL HIS< 10 0 EPENT 0Ny OUIPANESS
SCLion off Infiormation;you NEEC

Y oU Wil nave to learminow the = System WOorks: -
It Is extremely Important that you are sure that
your negotiating partner is fully authorized to talk
to you!

m additionally you need uninformal contacts!
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Jstialy e lViOEFECIS the ke
proposal

VIOFTFEC Wants te nave more controel ever tn

ajpprocal process o } SEpPINg| a distance toithne
foreign companie!

B You will not always get to know the details which
are negotiated between MOFTEC and your
partner in China
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LaKEtNEN e oI ItENTVER/ SEMOUS|Y/

[WITIFIOE & part Off ThE [oro] Ect pPropesal andian
[NAETNItE element Of Your IBUSINESS SCOpE

all | east the | etter of Intent snoulid content:
DUSINESS SCOpPE, corporate contral, foreign
exchange and export figures, production scale,
source of technology, suppliers, materials you
need, markets you will serve
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e

INENEASIDINILYASItEYAVIORINECESIONEOI eI
dOCUMENtS

PE awareitnal marketingiis a diicult and oiten
Unaerestimated acitivity in Cnina (puyers wWill
line up at the company doors’)

B Chinese companies see production as their main
goal

B manpower costs for feasibility study are
considerable
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MOl CIESE
CONTIcting It

Makesure you navea gooaiiawyer; MOETEC
JOES Mot need your |awyer, BUL you do!
B the Chinese have enough;time fior negotiation

B the Chinese will always try to make the project
successful (but for whom?)
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CNOOSENOUIFOWANREINERENEIEONIOEE N/ OGN
[niredtctionsiand eriicia ViISItsS

youlnave toiget torknow' yeur partner

VOU confiirm Infermations and the authority of
your negotiation partner

B If the Chinese party supplies land, plant or other
equipment - check the real extent out
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NIVER/ASENEUSN/A(ThKscoi
ermr)

SAme Wit thet

CNEecK [T letter of Intent Is |

m review and confirmall Chi nese approvals and
documents affecting your project

B meet with your JV partner to meet Government
people and built up relations

m plan your negotiation
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