
Doing Business in China –
6 Practical Tips from More Than 20 
Years on the Ground

China business runs on rules most Western 
professionals learn the expensive way.

Six practical tips that decide whether 
collaboration builds trust or frustration.
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The real negotiation starts 
after the signature.

In China, the substantive negotiation typically starts after the 

signature. A contract works as the foundation of a business 

relationship and stays open to adjustment.

Our hint: Plan for renegotiation from day one.

S U C C E S S  F A C T O R  # 1

T h e  c o n t r a c t  s t a r t s  t h e  r e l a t i o n s h i p .

I n c l u d e  r e n e g o t i a t i o n  i n t o  y o u r  p l a n .
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Trust outranks any contract, 
and trust needs presence.

Building trust is often decisive in China business, far more so 

than in most Western markets.

Online meetings rarely achieve it. Repeated in-person visits 

and shared evenings after work are usually mandatory if you 

want to succeed.

S U C C E S S  F A C T O R  # 2

P r e s e n c e  o v e r  p i x e l s

H a n d  o v e r  r e s p o n s i b i l i t y  w i t h  c a r e .
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Your interpreter is a 
strategic ally.

An interpreter of Chinese origin reads power structures, body 

language and unspoken messages for you, and wraps your 

direct statements so nobody at the table loses face.

One of the best investments in the room.

S U C C E S S  F A C T O R  # 3

A  s t r a t e g i c  a l l y  i n  t h e  r o o m .

P r e v e n t  l o s s  o f  f a c e .
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"I'm not sure" very 
likely means no.

A direct "no" is rare in China. It gets paraphrased, hinted at, 

delivered indirectly. Politeness is usually the reason.

Read between the lines and expensive misunderstandings 

disappear.

S U C C E S S  F A C T O R  # 4

R e a d  b e t w e e n  t h e  l i n e s .

W r a p  y o u r  o w n  d i r e c t n e s s .
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Brainstorming? 
In China, usually a bad idea.

In many Western companies, brainstorming is the creative 

default. In China it usually falls flat, because statements tend to 

get checked carefully for their effect before anyone says them 

out loud.

Spontaneous discussion is uncommon and often 

counterproductive.

S U C C E S S  F A C T O R  # 5

A d a p t  t h e  f o r m a t .

A l i g n  b e f o r e  t h e  m e e t i n g .
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Silence is often 
a strategy.

Chinese team members typically prefer not to decide on their 

own, because a wrong call can cause a loss of face.

Statements from superiors also tend to go unchallenged, even 

when they are plainly wrong. Respecting the hierarchy usually 

matters far more than standing out with your own opinion.

S U C C E S S  F A C T O R  # 6

R e a d  s i l e n c e  c o r r e c t l y .

A s s i g n  r e s p o n s i b i l i t y  c l e a r l y .
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Drop us a direct message! We'll get back to you.

Strong international collaboration is built 
deliberately.

Eidam & Partner. We optimize your international collaboration 

... so you can focus on what really matters!

Let's talk – we'll find the right solution for you.

https://www.eidam-und-partner.de/en/contact
https://www.eidam-und-partner.de/
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