Why we must be patient?
Planning to invest in China? 

First, we should not make a move without a strategic Chinese partner. 

Second, better get majority control so that we can change management if we need to. 
Third, better devise an exit strategy with more than one alternative.

Investors often fail in China, because of a lack of due diligence. It is the reason that western partners don’t do their homework, and US companies are so caught up in China fever, they don’t apply the same standards used in the USA. Impatient entrepreneurs are bound to get into trouble in China and anybody and everybody can get in the way of a project. Patience is very important, and most western companies don’t have it. They have a hard time hanging in.  
How to make a lasting impression?

The Chinese have an old saying that the entrepreneur would do well to consider- whosoever enters first is master. Older Chinese consumers remain faithful to the brands they saw in the newspapers in the 1930s, such as Bayer, Kodak, and Camay. But the youth of China remembers only Mao suits and Communist party adages. To these people –whose yearly population growth equals the entire present population of Texas – anything commercial provides a delightful novelty. A first encounter with a foreign product or service makes a powerful and lasting, impression. Japanese brands dominate the China market today; Hitachi achieved the best brand name recognition with 65%, Panasonic 60%, Toshiba 58%, Tsing Tao Beer 56%, Toyota 54%, Marlboro 51%, and Suzuki 47% as per research done by Gallup poll. 
What managers must learn?

When starting up their China operations, most companies are careful to select senior managers who are familiar with China’s cultural and business practices. But what happens when there is a sudden requirement for a dozen expatriate managers and additional technical staff to start up three new manufacturing joint ventures?  Existing staff must be brought in from headquarters to implement the company’s technology. The issue they then find themselves faced with is being able to get the job done in an unfamiliar and difficult environment.  Companies with multiple joint ventures and dozens of expatriates in China are beginning to face this challenge and some are turning to cross cultural consultants to help them formulate solutions. Among the types of training for China available are-

· country orientation programs for executives and their families;

· management briefings outlining the differences between Western and Chinese management styles;

· Cross cultural workshops requiring Chinese and expatriate managers to work together to build team spirit and break down communication barriers; 

· Mediation and troubleshooting services for joint ventures faced with discord resulting from differences over culture and management styles. 

Put connections in perspective

Investors have had sleepless nights about making the right Guanxi, or connections, ever since China opened its economy in 1978. Even though China has moved toward a market economy and regular channels work more efficiently these days, it still helps a lot to have the right friends in the right places. But the concept of Guanxi has become overblown by some management consultants. It’s not necessary to make Guanxi with high government leaders’ children to succeed in China.  

