
China Opportunities: 8 Tips for Success
Why 8? 8 is a lucky number in China – but follow these tips and you won’t be relying on luck alone when doing business in China.
1. Find good business partners All standard of customers, suppliers, investors or distributors can be found in China. From go-getting enterprising innovators to the fly-by-night. Set your criteria for selecting a partner and invest in finding potential partners who meet these criteria. You can identify potential partners through a number of routes. 


2. Get to know who your business partners are- Doing business in China is a long-term exercise, to make sure you can build a sustainable relationship with your partner you’ll need to do your homework on them. Don’t be tempted to concentrate only on price. If you don’t know who you are dealing with then you definitely won’t know what you are investing in until perhaps it is too late. Remember, everything in China is paid for in advance. 
3. Build close relationship with your business partners. Relationships are hugely important in China and a positive working relationship may be more useful to you than the best of contracts (although you do need a contract too!). Visiting your business partner may help build that relationship more quickly than anything else. 

4. Set clear goals & resource your China project for the long haul – its so easy to be distracted by the scale of opportunity and developments in China – don’t get sidetracked away from what you want to achieve. But it does take time in China so think beyond just the next meeting or next order in laying down plans. This will enable you to get the most value from your China connection. 

5. Learn about China - As relationships are important you need to know about China to be able to reach out and connect with your business partners, a little preparation & knowledge goes a long way in getting to know your new friends in China. China has a vast and interesting history so it won’t be a chore to do this homework. 

6. Take advice – China is different – talk to experts such as ChinaGreen (www.chinagreen.ie) before you go, before you sign contracts or send any payment. Help is also available from other sources such as Enterprise Ireland, your local enterprise board (www.dlrceb.ie) and organisations such as ISME (www.isme.ie). 
7. Develop China Skills– China may well end up being the most important supply base or market for your business in the future. If initial research shows positive results take steps now to ensure you develop necessary China Skills within your team to tap into any opportunities in the future. There are 20,000+ Chinese students in Ireland who can work part-time during term time and full time during the holidays.

8. Act Now – China is developing apace, it is developing its products and services for export while also becoming a market of increasing importance for companies in Europe – perhaps most important of all is to take time to consider now what China can bring to your business.  
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