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Introduction.

The Construction Equipment Association (CEA) acted as the UK Trade & Investment (UKTI – formerly TPUK) SESA (Support for Exhibitions and Seminars Abroad) Sponsor of the British Group at the BICES exhibition Beijing 14-17 October 2003. Eight British companies exhibited at BICES with SESA grant aid of £2,300 each. 

BICES 2003 saw:-

· 540 exhibitors – 270 from overseas.

· Taking 47,000 sq. meters of exhibit space.

· 54,000 visitors – 2% international.

British exhibitors rated the show highly and all eight companies said that they would exhibit again at the show. The CEA will almost certainly seek SESA support for the next edition of BICES in 2005 in the next SESA bidding round. The CEA’s performance as group Sponsor was rated at 92.5% satisfaction by exhibitors in the post event questionnaire.

The CEA organised stand space and construction for the British Pavilion (Hall 1) for seven companies. In addition the CEA negotiated a significant discount of 10% off the organiser’s space rates on behalf of British exhibitors. JCB exhibited in one of the outside areas and organised their own stand. All eight British exhibitors were exhibiting for the first time with SESA support in China – fulfilling the UK Trade & Invest (UKTI) criteria for recruiting new to market participants.

The British exhibitors were recruited by the CEA using its database of over 1,100 members, manufacturers, service providers, press and trade associations. Details of the show were also sent to the construction press and Business Links. Exhibitors had access at all times to the CEA exhibition team exhibitors’ hotline for information on the exhibition, China, travel, freight and their stand and its construction.  Prior to the event group members were sent market information specific to the construction industry in China together with details of the UKTI (TPUK) web site and other sources of market information.

The CEA ran a British Information Centre and exhibitors’ meeting area on the British Pavilion which provided information, reception, and meeting facilities for British exhibitors and visitors. A further 9 British companies took advantage of the CEA’s display package and exhibited literature and graphics on the Information Centre. The 2003 edition of Business Tracker, the CEA’s interactive CD-ROM, was distributed at BICES. Over 100 copies were given to interested visitors to the show.

A British Group catalogue, Trade Partners and Trade UK Literature all in English and Mandarin were distributed from the Information Centre in accordance with SESA rules. A CEA PowerPoint presentation was running on a large screen in the Information Center in both English and Simplified Chinese outlining the services offered to Chinese visitors and the companies in the British group. The CEA was given invaluable assistance in the organisation of the group by Karin Sun of Off Highway Research, China who liaised with the organisers on our behalf. Karin also arranged for interpreters, computer hire, hotel accommodation, airport transfers and translated company text for the catalogue, PowerPoint presentation and British Group brochure.

British exhibitors at BICES in receipt of SESA grant were:-

· BSP International Foundations Ltd
· Extec Screens & Crushers Ltd
· HR Int'l Crushing & Screening Ltd
· JCB Sales Ltd
· KAB Seating Ltd
· Off-Highway Research
· Resale Weekly
· Universal Augers Ltd
1. The British Information Centre.

1.1 The information stand provided an opportunity for a further 9 British companies to display literature and graphics. These companies were:- 

· Cranes Today
· RDS Technology Ltd
· Niftylift Ltd
· David Brown Hydraulics Ltd
· Finlay Block Making Equipment / Fintec
· Volex Wiring Systems
· Miller UK Ltd
· International Powered Access Federation
· KHL Group
1.2 CEA took enquiries and trade leads from visitors to the information stand – a listing of visitors has been sent to display package participants. Most of the companies who used the display facility were looking for distributors, agents or joint ventures in China. Those who already had a distributor used the facility to raise awareness of their product. Four display package participants visited the show and used the stand as a base for their British personnel to meet potential customers. 

1.3 The CEA stand was staffed by Joanna Oliver and Sharna Gollogly, very ably assisted by a local interpreter who both spoke and wrote English and had knowledge of the construction equipment industry. An interpreter was essential as, although many visitors had their business cards translated into English, very few of them actually spoke any English at all – especially true of the older visitors.

1.4 The CEA produced a British at BICES catalogue listing British exhibitors and display companies contact details and their products in both English and Simplified Chinese, which was distributed to visitors and press during the exhibition (copy attached).

1.5 The CEA arranged for the translation of catalogue entries and stand name fascias for exhibitors at minimal cost via Karin Sun. This avoided the minimum charge per company usually levied by translation agencies.

1.6 100 copies of the CEA’s Business Tracker 2003 interactive CD-ROM listing British equipment manufacturers were distributed to visitors at the show. The Business Tracker contains hyperlinks to company web sites as well as generic construction industry information and statistics. It is circulated to Embassies and posts around the world and is well received at exhibitions.

2. The Exhibition.

2.1 Venue

BICES China was held at the China National Agricultural Centre – about 30 minutes (assuming no major traffic jams – which there almost always were) from the city centre. The exhibition centre was quite old, and showing its age. The halls were small and located in various areas of the sprawling showground. The outside exhibits were also well spread around with a lake and field in between two of the major exhibit areas. Sanitation at the show ground left a great deal to be desired – it was fortuitous that two major hotels were located only a five minute walk away. Beijing, as the capital  of China, is a popular city for exhibitions. Further new exhibition centres are planned – hopefully BICES might be moved to one of them in the future. 

The modern international airport is located on the same side of Beijing as the exhibition centre approx. 20 kilometers away.

The International Pavilions of the USA (the largest international pavilion with 38 exhibitors), Italy (10), Finland (4) and the UK were located in Hall 1 with Hall 2, 3 and 5 being predominantly Chinese and Korean (24) exhibitors. The major OEM’s  including Caterpillar, JCB, Hitachi, JLG, John Deere, Sany, Genie, Volvo, Liebherr, Case, Hyundai etc. exhibited outside.

The exhibition centre provide litle in the way of exhibitors’ facilities. There was a business centre but noone spoke English there. A kiosk sold local food and cold drinks with a selection of Chinese lunch boxes available. 

Petty crime was a problem, as at all exhibitions. Thefts of mobile phones, handbags and cameras were reported. 

2.2 Organisers

Organisers:

China National Construction Machinery Corporation

CCPIT Machinery Sub Council

Co-Organisers:
China National Construction Machinery Association 
Association of Equipment Manufactures (AEM USA) 

Supporters:

China Machinery Industry Federation

Ministry of Water Resources P. R. China

China National Electric Power Industry Corporation
China Construction Machinery Association

China Railway Engineering Corporation

China Railway Construction Corporation

China Metallurgical Equipment Corporation

China National Non-Ferrous Metals Industry Corporation

China National Chemical Equipment Corporation

The Municipal Engineering Boards of Beijing

Beijing Highway Bureau

International Supporters:

CEA (UK)

Finnish Foreign Trade Association

Finnish Construction Equipment Group

KOCEMA (Korean Association)

CEMA (Japanese Association)

SOBRATEMA (Brazilian Association)

Italian Trade Commission

ANMOPyC (Spanish Association)

S&T construction Equipment Consulting Group

The China National Construction Machinery Corporation (CNCMC) is a member of the International Organisation of Fairs. BICES is one of only 10 Chinese fairs to be recognised by the organization.

2.3 The Show

BICES 2003 is presently the largest exhibition of its kind in the sector in China. 

The opening hours were: 14, 15, and 16 November 09.00 - 16.00 17 November 09.00 - 15.00.

BICES 2003 saw:

· 540 exhibitors of which 270 were from overseas.

· Taking 47,000 sq. meters of exhibit space.

· 54,000 visitors including 2% international.

Products on show included: excavation machinery, lifting & hoisting equipment, road construction machinery, pre-treated reinforcement machinery, equipment for erection & repair work, rock drilling pneumatic tools, earth-moving machinery, compactor machinery, pile work equipment, fork lift truck & other industrial vehicles, machinery for city infrastructure construction, concrete machinery, parts & accessories, new processing, new material, special manufacturing equipment, testing equipment & maintaining equipment. 

2.4 Stand Contractors

The CEA stand was built by the organiser’s recommended contractors, Oriental Expo using an enhanced shell scheme. The shell scheme comprised: stand walls and name fascia in white using an Octanorm type system, spot lighting, grey carpet, 1 220v. electricity point, information desk, table and chairs and a wastepaper basket. Extra furniture was available from the stand builders at reasonable prices (by exhibition standards). 

The stands were given strong British branding by the use of large Union flags suspended over the stands and the logo British Pavilion in large decals on panels at the front of each stand. Company names appeared on the fascias in both English and Mandarin. The CEA subsidised the cost of the extra British branding – feeling that the British presence should be well advertised at the show.

Oriental Expo were most professional contractors and very easy to work with. Our contact was Angela Chan who spoke and wrote excellent English. The stands were completed on time and to specification. The CEA were invited to view the Oriental factory but unfortunately time did not permit such a visit. 

2.5 Freight Forwarders

 

The CEA recommended freight forwarders were ExpoFreight Logistics Management. The project was managed by Bill Bowden who was able to arrange consolidated rates for the British exhibitors and the display package participants. The freight arrived in Beijing and was delivered to the organiser’s nominated forwarder – Cosco Logistics - and was delivered on time to the stands.

2.6 Other Exhibitors 

There were 540 exhibitors including 270 from overseas at BICES. Exhibitors were predominantly from China although national pavilions were present from: the USA, Italy, Finland and South Korea and the UK. Individual exhibitors were present from:- Germany, Hong Kong, Japan, Sweden, and France. 

The stand construction of the national pavilions was of a good standard with strong national branding – highlighting the large amounts of financial support injected into BICES by the national governments. Most of the smaller domestic exhibitors went with the basic organiser’s shell scheme and only a few exhibited products – preferring the Chinese trend of displaying graphics and literature only.

Domestic exhibitors were both OEM’s and component suppliers including Sany Heavy Industries Limited, Guangxi Liugong Group Co. Ltd, Shandong Engineering Group, Xiamen Engineering Machinery, Xuanhua Construction Machinery Group and Xuzhou Construction Machinery Group Inc. – all major players in the domestic market. 

There is a huge and fast growing demand in China for construction equipment, especially for road making equipment with demand more than doubling since 1996. A staggering 45,000 plus wheeled loaders were sold in China in 2002 making it the largest market in the world. Over 130 OEM domestic manufacturers have been identified. (Source Off Highway Research). Many of these companies are looking for components from outside China, joint ventures and technical cooperations.

All the major global OEM’s were present and had put considerable resources into their stands, particularly Volvo, JCB, Hitachi, Caterpillar and Liebherr. Many of these OEM’s are now manufacturing China. A full list of exhibitors can be found on the BICES web site http://www.const-mach.com/BICES/f-bices.html .

2.7 Visitors

The exhibition’s opening hours were 09.00-16.00 for the first 3 days of the show and 09.00-15.00 on the final day. However as visitors were still allowed into the halls after closing the reality was that most exhibitors did not leave their stands until after 17.00. At 17.15 any remaining exhibitors and visitors were forcibly removed by security guards.

The first day of the show was the busiest – more enquiries were taken on the CEA stand in the first day than in the whole of Intermat 2003. The second and third days were almost as busy. However, by the last day the show was very quiet. This gave exhibitors a chance to visit each other’s stands - an important part of any exhibition. The official visitor figures were over 54,000 visitors including 2% from overseas. 

The standard of visitors was generally high and well informed. The major Chinese OEMs were in evidence on the overseas stands and the CEA had several enquiries form manufacturers looking to source components. Joanna Oliver met with the Vice-General Manager of Sany – probably the largest Chinese OEM in the field of construction equipment. She was invited to visit the Sany plant and bring British manufactures. It is hoped to set up such a visit following the Bauma China show in 2004 and combine it with visits to other manufacturers.

A number of visitors were seeking overseas companies with whom to form joint ventures. The visitor quality was higher than expected with less than the usual quota of general “import exporters”. Visitors were screened before entry was allowed – this meant that the usually ubiquitous “Rolex” sellers were absent.

It was essential to have an interpreter as few visitors spoke any English at all. It is also vital to have company information translated professionally into Chinese by a translator who has technical knowledge of the construction equipment industry to ensure correct translations of industry terms and vocabulary.

The Chinese seem to have an insatiable quest to improve their knowledge of technology and many came armed with cameras. They also liked to have their pictures taken with Westerners – which they said brought them good luck. Given ongoing difficulties with intellectual property issues, many manufacturers were naturally reticent to allow detailed photographs and videos to be taken of their products on display.

Any free gifts on stands were eagerly collected and large queues formed at the bigger stands. British flag badges, mints, CEA bags, key-rings and pens were given to visitors to the British Information Centre and were well received.

3. British Embassy and UK Trade & Investment.
Ian Cranshaw, Second Secretary (Commercial), at the British Embassy in Beijing visited to the show on the final day. Ian also kindly entertained the British Group to dinner at a local restaurant on the evening of the 16 November. This provided an excellent and informal opportunity to learn more about the services offered by the Embassy – and also to explain the needs of the UK construction equipment industry. 

Ian is keen to help British companies looking to start exporting to China and is able to give advice on forming alliances and joint ventures with Chinese partners. His department can provide a range of market overviews, reports and tailored market information. However, detailed market research will incur a cost. 

Mr I Cranshaw

British Embassy

11 Guang Hua Lu

Beijing

100600

China

Phone: +86 10 6532 1961 ex 311

Fax:     +86 10 6532 1937

Mobile: +86 139 11180343

e-mail: ian.cranshaw@fco.gov.uk 

Web site: www.britishembassy.org.cn 

UK Trade & Investment (formerly Trade Partners UK) provide a mine of information on its web site -  www.trade.uktradeinvest.gov.uk offering multi-sector worldwide market, links and contacts. Specific China contacts at UK Trade & Investment (UKTI) are as follows:-

UKTI - China Unit

Ms Qin Li
E-mail: qin.li@uktradeinvest.gov.uk
Tel. 020 7215 4957
Fax. 020 7215 8797

Mr Hal Brown
E-mail: hal.brown@uktradeinvest.gov.uk
Tel. 020 7215 4753
Fax. 020 7215 8797

The China Unit holds free information on the China market. A selection of handouts available include: 

Agriculture
Airports (2002) 
Automotive Overview
Business Etiquette
Bridge Building in China 
Communicating in Chinese - Speaking through an Interpreter
Construction
Doing business in China - 10 golden hints
Environment
Financial Services - Banking, Insurance & Securities 
Frequently asked questions about Joint Ventures
General Information pack on China 
Highways in China
Industrial, Office & Residential Property 
Infrastructure
Intellectual Property Rights (IPR)/IPR contact list
Lawyers
Navigating China's Standards Regime
Oil, Gas & Petrochemicals
Olympics - Beijing 2008
Ports (2002)
Rail Overview
Retail Market
Setting up a representative office
Shipbuilding and Marine Equipment
Shipping 
Telecommunications 

The China-Britain Business Council (CBBC) is the Area Advisory Group for China for Trade Partners UK. It is a non-profit body funded through Trade Partners UK and industry, promoting UK business with China. China Business Advisors are employed by the China-Britain Business Council and offer free consultation and advice on trading with China.

e-mail: cbbc.enquiries@cbbc.org
Phone: 020 7828 5177

Fax: 020 7630 5780

Ben Pape – Business Advisor for Building Material and Construction.

e-mail: ben.pape.dti.kgh@gtnet.gov.uk 

Phone: 01962 711 137

Fax: 01962 711 139

Mobile: 07980 865513

Chamber of Commerce for the market 

British Chamber of Commerce in China
Beijing Office:
3i Technical Club
15 Guanghua Lu
Jianguomenwai
Beijing 100020
E-mail: info@bccchina.org
Tel: +86 10 65936611-13
Fax: +86 10 65936610 

Shanghai Office:
Unit 1701-02
Westgate Tower
1038 Nanjing Road (W)
Shanghai 200040
E-mail: cbbcsh@online.sh.cn
Tel: +86 21 62185183
Fax: +86 21 62185193 

Guangzhou Office:
Hongkong and Shanghai Banking Corporation
Room 1363/4
China Hotel Office Tower
Liuhua LuGuangzhou 510015
Tel: +86 20 6666888 Ext 1363
Fax: +86 20 6677061 

British Council, China (English)
4th Floor
Landmark Building
8 North Dongsanguan Road
Chaoyang District
Beijing 100004
E-mail: stephen.forbes@bc-beijing.sprint.com
Tel: +86 10 65011903
Fax: +86 10 65900977 

The British Council, is the UK's international network for education, culture and development services. Its purpose is to enhance the reputation of the UK in the world as a valued partner. 

4. DTI – Automotive Unit.

The CEA’s sponsoring department is the Automotive Unit, at the DTI (Department of Trade and Industry). The Automotive Unit’s Alan Woods visited BICES for the duration of the show. During this time he toured the exhibition, meeting key players in the industry and identifying opportunities. He also met the CEA counterparts from the USA and Korea and senior trade association executives from China.

Alan spent much time on the CEA stand assessing the potential and quality of visitors and the merits of the BICES exhibition. It was felt that the presence a British Government officials underlined the commitment to China of the British manufacturers to establish relationships in the market and underlined the commitment to the market. It was also impressive for visiting VIPs to meet a British Government official.

Alan Woods

Automotive Unit

151 Buckingham Palace Road

London SW1W 9SS

Phone: 020 7215 1187

Fax: 020 215 1557

e-mail: alan.t.woods@dti.gsi.gov.uk
5. China Geographical.

Area: 3, 750, 000 square miles. The greater part of the country is mountainous. The notable exception is the great China plain, triangular in shape with its apex near Beijing and its base along the Yangtze River between Yichang and Beijing. The Yellow River and the Yangzte River roughly divide the country into north, central and southern China. China shares a border with many Asian countries, notably Vietnam, North Korea and India. Land transport across these borders is restricted. Tibet and Taiwan are considered to be part of China and should not be considered otherwise when dealing with Chinese companies and officials. 

Population: The population of China is 1.3 billion, including Hong Kong - 6.78 million, Macao - 0.44 million, & Taiwan - 22.28 million. The birth rate in 2001 was 6.95 per thousand. The rural population is 0.80739 billion, which accounts for 63.91% of the total population, though part of this is also engaged in rural industrial activity rather than farming. Recent years have seen a significant migration of the rural population as more people search for work in the cities, a result of huge growth in construction and the related disappearance of arable land. The urban population is 0.45594 billion, which accounts for 36.09% of the total population. The official population of Beijing is 13.819 million now. 91% of the population are Han Chinese. There are many other ethnic groups, particularly in western and southern China and the border regions. 

Principal commercial centres and towns: The official urban population of China is 0.45594 billion, which accounts for 36.09% of the total population. The official population of Beijing is now 13.819 million, and other major centres such as Shanghai, Guangzhou and Wuhan are fast approaching this figure. Large-scale migrations from rural to urban areas have been a significant feature in the development of municipalities in China during the 1990s, and account for the miles of suburbs that are now a feature of provincial capitals. Source of statistics: State Statistics Bureau of the People's Republic of China (PRC).

6. China and the World Trade Organisation (WTO) 

As a result of China’s accession to the WTO in December 2001 the market is expected to open up with significantly lower tariffs on the import of high technologies and high value equipment not presently manufactured in the domestic market. These tariffs will continue to be lowered more quickly than for other products. Allowing domestic producers access to the much needed components necessary to enhance their production for both domestic and export markets. This action is very good news for British component manufacturers – many of whom are producing exactly the products required by Chinese manufactures. However, it is likely that for finished products which are already produced locally the tariffs are unlikely to change in the short term.

China is also using its WTO entry to turn the tables and enforce anti-dumping policies to protect its core domestic industries especially the steel industry – taking the lead from recent USA tariff hikes. Problems are also foreseen with the enforcement of pending anti-dumping cases against Chinese manufacturers and the Beijing municipal government has set up a database of legislation and regulations to assist manufacturers.

7. The Chinese Construction Equipment Industry. 

After an unprecedented 32% growth in 2001 few could have predicted that the pace of change could be sustained into a second year, but it was: sales in 2002 increased by 48%. This represented the largest year-on-year growth in China’s history, and confirms that demand for all machinery has almost trebled since 1998. 

The drivers behind this astonishing growth are numerous, but all stem from the government’s policy to firmly operate in an open market economy, which can only be expanded once a sophisticated infrastructure has been put into place.  As a result, a cornerstone of the national Five Year Plan is the massive investment into the creation of a national network of expressways and national roads, the development of airports, seaports and railways, the building of new industrial zones, and the implementation of a massive public housing programme.  All of which has called for huge quantities of all kinds of machinery, especially of the medium to large sizes. (Source Off Highway Research, www.offhighway.co.uk). Tables showing the sales figures and forecast growth of construction equipment by type can be found on the next page and have been kindly provided by Off Highway research. 

China is in the fourth year of its tenth Five Year Plan - a massive infrastructure and redevelopment plan including:- road and railway construction, power plants, water and irrigation projects, city planning and construction, environment protection and development of raw materials industries. There is a demand for construction equipment in all these areas. The construction equipment market is forecast to develop at 4% pa up to 2010 when it is predicted to be valued at US$ 10.1 billion. It is estimated that the requirement for construction equipment will rise by 40% during the life of the 10th 5-year Plan. (Source VDMA German trade association)

SALES: A REVIEW OF 2002, AND A FORECAST TO 2007

Table 1. China: Sales of Construction Equipment, by Type, 1998-2002

(Units)

	
	1998
	1999
	2000
	2001
	2002
	% Change

2001-2002

	Asphalt Finishers
	478
	540
	589
	650
	700
	+8

	Backhoe Loaders
	217
	107
	131
	128
	190
	+48

	Compaction Equipment
	4,800
	5,516
	5,467
	6,090
	8,000
	+31

	Crawler Dozers
	3,265
	3,140
	2,847
	3,146
	4,200
	+34

	Crawler Excavators
	3,870
	6,044
	8,116
	12,696
	19,940
	+57

	Crawler Loaders
	50
	13
	19
	7
	5
	-29

	Dump Trucks
	294
	245
	252
	293
	330
	+13

	Mini Excavators
	167
	147
	285
	690
	1,500
	+117

	Mobile Compressors
	350
	515
	540
	585
	1,200
	+105

	Mobile Cranes
	2,416
	2,711
	3,345
	4,048
	6,500
	+61

	Motor Graders
	472
	1,161
	1,017
	908
	1,300
	+43

	Motor Scrapers
	9
	25
	24
	42
	20
	-48

	Rough Terrain Lift Trucks
	6
	2
	3
	4
	11
	+175

	Skid-Steer Loaders
	54
	69
	80
	80
	100
	+25

	Wheeled Excavators
	226
	190
	473
	463
	710
	+53

	Wheeled Loaders
	17,000
	18,690
	22,420
	30,430
	45,000
	+48

	Total Construction Equipment
	33,674
	39,115
	45,608
	60,260
	89,376
	+48

	% Annual Change
	+9
	+16
	+17
	+32
	+48
	+48


Table 2. China: Forecast Sales of Construction Equipment, by Type, 2003-2007

(Units)

	
	2003
	2004
	2005
	2006
	2007
	% Change

2002-2003

	Asphalt Finishers
	730
	750
	700
	750
	800
	+4

	Backhoe Loaders
	250
	300
	400
	500
	700
	+32

	Compaction Equipment
	8,600
	9,000
	8,500
	8,000
	8,500
	+8

	Crawler Dozers
	4,500
	4,500
	4,000
	4,500
	5,000
	+7

	Crawler Excavators
	24,000
	27,000
	28,000
	30,000
	33,000
	+20

	Crawler Loaders
	10
	10
	10
	10
	10
	+100

	Dump Trucks
	350
	330
	360
	450
	550
	+6

	Mini Excavators
	2,500
	3,200
	4,000
	4,500
	5,000
	+66

	Mobile Compressors
	1,800
	2,500
	3,000
	3,500
	4,000
	+50

	Mobile Cranes
	7,000
	7,500
	7,500
	8,000
	8,500
	+8

	Motor Graders
	1,200
	1,150
	1,100
	1,000
	1,000
	-8

	Motor Scrapers
	30
	30
	30
	40
	50
	+50

	Rough Terrain Lift Trucks
	20
	30
	40
	70
	80
	+190

	Skid-Steer Loaders 
	120
	160
	200
	300
	500
	+20

	Wheeled Excavators
	900
	1,100
	1,200
	1,200
	1,500
	+27

	Wheeled Loaders
	54,000
	58,000
	55,000
	53,000
	50,000
	+20

	Total Construction Equipment
	106,010
	115,560
	114,040
	115,820
	119,290
	+19

	% Annual Change
	+19
	+9
	-1
	+1
	+3
	+19


Source: Off-Highway Research

Off Highway Research are the leading UK research company in the field of construction equipment in China with an office in Beijing. Off Highway also offer many services to assist UK manufacturers wishing to set up joint ventures, and other business operations in China.  They have kindly made available this information. 

For further information contact:

Off-Highway Research Limited 
35 Great James Street
London WC1N 3HB 


Tel:  +44 (0)20 7404 1128

Fax: +44 (0)20 7404 1129

e-mail: mail@offhighway.co.uk
Web site: www.offhighway.co.uk 

The BICES organisers, The China National Construction Machinery Corporation, Report on the China Infrastructure Development Programme

1. The energy industry: During the 10th 5-year plan and to 2015, of which the main ideas have been formed. According to the tentative arrangement of the plan, taking into consideration the level of present investments into water facilities and the possibilities of appropriately increasing the investments during the 10th 5-year plan, it is estimated that during the implementation of plan, the general amount of the investments in the whole country will be about 530 billion RMB Yuan, among which the investment into the flood control projects will be about 280 billion. Flood control projects including treatment for great rivers and lakes (The Yangtze River, the Huanghe River, the Haihe River, the Huaihe River, the Zhujiang River, the Songhuajiang River, the Liaoher River, the Taihu Lake Basin and etc.), key water control projects, strengthening of the endangered reservoirs, city protection against the floods and construction of the flood storages. Water resources development and exploitation projects will be concentrated on the construction of a batch of new projects of water resources development and exploitation including water storage, distribution, diversion etc. Up to 2010, we will build the water distribution project from the North to the South in Northeast China, the Taohe River diversion project in Gansu province and the water diversion project from the Yangtze River to the Huaihe River in Anhui province etc. We will speed up the development of the hydro-energy resources. Up to 2005, we will increase 10 million kilowatt of hydropower equipments, construct, strengthen and promote 600 counties to the standard of the primary electrification level of rural area. Meanwhile, the emphasis of water saving project will be put on the development of the water sparing agriculture. Project of water and soil conservation, Ecological construction and water resources protection will be concentrated on the treatment for water losses and soil erosion and the protection of the hydro-environment. Up to 2005, we will treat 250,000 square kilometers of the said areas, among which both the Yangtze River and the Huanghe River account for 50,000 square kilometers.

2. Communication, Transportation Highway Construction: the Ministry of Communication has made a plan that China shall take about 30 years beginning from 1991 to build l2 main trunk highways ‘5 longitudinal, 7 horizontal throughout China’ with a length of about 35,000 KM. The length of the main trunk highways began to be built during the 9th 5-year Plan and will be finished during the 10th 5-year Plan will be 11,600 km. It will be 33% of total length. 

The remained road will begin to build during 10th 5-year Plan, includes Erlianhot-Hekou (about 3,600km), Dandong-Lhasa (about 4,600km), Qingdao-Yinchuan (about l,600km), Shanghai-Ruili (about 4,000km), Hengyang-Kunming (about 2,000km). At present, the number of projects to being built in China is 279 items. The construction length is more than 27,000 Km. More than 500 billion RMB will be invested to the projects. In recent two years, new construction projects will be about 80 items. The total amount of investment is more than 200 billion RMB. 

The emphasis in railway construction will be focused on the following projects, including mainly the railways of Xian-Ankang-Shuzhou-Huanghuagang-South Xinjiang railway (Kuerle-Keshi), Neijiang -- Kunming railway (Yibin -- Liupanshui section), Nanjing -- Xi'an railway. Chongqing -- Huaihua railway, Zhuzhou--Liupanshui dual track railway, Baoji--Chengdu dual track railway, Qinhuangdao -- Shenyang passenger transportation special railway line. Beijing -- Shanghai high speed railway. It is planned to build 5,340 KM of new railway within the five years.

3, Coal: The large coal bases are going to be built in the Provinces of Shanxi and Shanxxi as well as in the Inner Mongolia Autonomous Region.

4, City construction: In the next five to ten years, the State shall render further assistance and support to the urban construction work, renovation of old downtown area and construction of small town-ships and villages. In the next 10 years, the newly-increased residential area shall be 10 billion sqm. While the investment to decorate the old city and to renovate the danger residences in downtown area is higher than the investment of newly-built residences.

It is estimated that the above projects shall remove more than 40 billion cum of earth and stone and its annual concrete cement to be poured is over 300 million cum. It is estimated that the total requirement of construction machinery during the 9th Five Year Plan period shall be doubled compared with the 8th Five Year Plan period, and that the requirement during the 10th Five Year Plan period shall increased by 40% compared with the period during the 9th Five Year Plan. It is estimated that by the year 2005, the annual requirement of major construction machinery is over 160,000 sets that include: earth-moving machinery, loaders, cranes, fork-lifts, building machinery, rock drills, excavators and concrete machinery. It is estimated that the annual import of construction machinery is about 30,000 sets.

The 2008 Beijing Olympics
Reproduced below is an extract from the www.construction.com web site relating to the planned construction products connected with the forthcoming Olympic Games to be held in Beijing in 2008.

China Starting to Crank Up Work for 2008 By John J. Kosowatz

The celebrations that spread across China when the International Olympic Committee awarded the 2008 Summer Games to Beijing have subsided as Chinese officials step into the massive job of planning and building what may be the world's largest construction program. Besides $3.2 billion earmarked for construction of Olympic venues, Beijing will spend $21.6 billion to bolster the city's infrastructure and clean its water and air. Now, Chinese organising officials are poised to begin the search for developers, designers and contractors to build the program.  

The scope of the project will be matched only by its pace. Ping Yongquan, director of venue planning and construction for the Beijing Organising Committee, says most projects must be substantially complete by mid-2006 to allow sufficient time for shakeout and testing. Ping is leading the effort to attract international firms to the committee's design competition. "We will launch the bidding for design and construction in a fair way...that is open to the world," he says. 

That competition includes such high-profile jobs as a new 80,000-seat National Stadium, a 19,000-seat arena, a 20,000-seat cultural and sport centre and a 17,000-seat swimming centre. Altogether, 37 sporting venues will be built or renovated, 32 of them in Beijing. Nineteen of the venues will be new. Another 59 projects must be built for training and support facilities, including such things as an international broadcast centre and the Olympic Village. About 3.3 million sq. meters of space must be built.

Firms will work under a master plan now being developed by Cambridge, Mass.-based Sasaki Associates, in association with a local planning firm. Sasaki won the job in July, after a competition that attracted 89 proposals from more than 100 firms. "We found the competition to be open and transparent," says David L McIntyre, a Sasaki principal. Ping says the organising committee will "soon" release details for a request for proposals for "owners," or developers, of the venues. An international jury of six international firms and seven Chinese firms will oversee the selection.

 Ping says the committee expects the owners to bring about two-thirds of the overall $3.2-billion cost to the table. That differs from the infrastructure push being funded and managed entirely through the national and local governments. Venue owners will supply their own team of designers and contractors and must also supply an operational plan for the venue's post-Olympic use. The organising committee hopes to attract major international corporations as owners. Requirements of the master plan will be built into the owners' bid documents, says Ping.

The government will act as owner for some of the venues, says Ping, and will bid for designers and contractors on those projects. He says there are no targets or quotas for the number of Chinese or international firms that will work on the project.

Ping, 62, is an architect who was general director of the Beijing Urban Planning Board. He left in 2000 to lead the city's bidding committee that landed the Games and now is leading the effort to not only build facilities, but a program that promises to modernise Beijing and influence the rest of the country.

Major infrastructure projects needed to handle the needs and movement of millions of visitors include five rail lines, 500 km of roads, four new transit hubs and a series of environmental projects that include three new wastewater treatment plants. To remedy Beijing's poor air quality, officials are phasing out the common use of coal in the city and substituting natural gas. A second pipeline from north Shaanxi to Beijing is under construction. Two area generating stations are to be converted from coal-fired operations to gas, and another eight power stations will be built or expanded.

The master plan calls for the development of a new district in the northern section of Beijing. The "Olympic Green" in the centre will sprawl over 1,135 hectares. Ping says some 2,000 families will be relocated to build Olympic complex, where about 500,000 people are expected to circulate during peak times. Getting visitors into the country also requires a massive upgrade of Beijing's Capital International Airport. Plans call for construction of a new runway and another international terminal to handle between 45 million and 50 million passengers per year.

Ping, speaking to industry officials at a Washington, D.C., forum sponsored by McGraw-Hill Construction, which publishes ENR, says specific information on venues, bidding and the selection process for owners will be detailed shortly. General program descriptions can be found at the Olympics organising committee's Website beijing-olympic.org.cn or the city of Beijing's Website, bjinvest.gov.cn.  (source www.construction.com 28.10.02)

8. Key Facts and Useful Tips.

Local time 

UK local time + 8 hours (GMT) 

Capital City 

Beijing (Peking)
Population: 13.8 million (2001) 

Commercial Centre

Beijing

Population 14 million and growing fast (2003)

Official Language 

Mandarin plus regional dialects

Written – simplified Chinese

International dialing code from UK 

00 86 drop the initial 0 if calling from outside China. 

Mobile Phones

UK mobile phones must be GSM triband to work in China and the service provider must have a roaming agreement with a Chinese company. If you are intending to spend a lot if time in China it would be worth investing in a Chinese SIM card to save on bills.

Local currency 

Renminbi or RMB. It is denominated in Yuan. 1 Yuan = 100 Jiao. Coins – small denomination in Jiao, 1 Yuan and notes 5, 10, 20, 50 and 100. Notes are different colours depending on year of issue. All are still legal tender. Exchange rate as at 5 November 2003 RMB 13.80: £1.

Tipping is officially forbidden in China, though small tips are occasionally "expected" by porters and bellboys in larger hotels. The custom is uneven, and tips may still be refused away from the main tourist areas. A service charge is usually added on to bills in large hotels @15%. 

Taxis

In Beijing taxis are plentiful and very cheap. They can be found outside all major hotels and shopping malls or flagged down on the street. Make sure you have your destination written down in Chinese, as drivers will not understand your request – Chinese names for places are usually different than English ones. Even if they are the same your chance of pronouncing them correctly are slim. It is not necessary to tip taxi drivers and a receipt is always given.

Arrival at the Airport

Although a transfer can be arranged from the main hotels taxis are in good supply at the main international airport and much cheaper. E.G. a hotel transfer from the Beijing International Airport to the exhibition centre hotels costs around £23, a taxi is £4. However taxis tend to have small boots so don’t be surprised to find your luggage sticking out of the back with the boot open – don’t place valuables in the boot.

Departure Tax

A departure tax is levied on both international and domestic flights and payable in local currency. As at October 2003 this is RMB 90 for international flights and RMB 50 for domestic flights. This must be paid in RMB (no credit cards or other currencies) before entering the departure gate area at a well signposted kiosk.

Electricity supply 

220 volts AC. 50 cycles. Plugs are either two-pin or UK three-pin flat (3-amp) or round two-pin Continental type. Newer hotels tend to have standard electric razor sockets in bathrooms. 

Hotels and Restaurants

Most of the major hotel chains are present in larger cities – with the same high standards. You should ask your Chinese host to make a reservation for you if possible as they will get a much better local rate. For the more adventurous there are many Chinese hotels or all standards.

Food is diverse and varies widely from region to region. Ingredients range from the interesting to the highly unusual and food is eaten with chopsticks – this can be very messy. Be prepared to be adventurous and at least have a taste of everything that is offered – it is considered very rude to refuse. The Chinese tend to eat early – about 18.00 for dinner and official dinners often take the form of banquets with may courses brought in quick succession. If you don’t like something your plate will soon be removed so don’t worry. As soon as the final course has been served guests leave – not lingering over coffee and drinks.

Weights and measures 

Metric – very important when presenting product specifications to Chinese companies.

Health advice / risks 

Although the SARS epidemic dominated the news in 2003 it is now some time since any cases have been reported. Stringent measures are in place to ensure that such an epidemic does not happen again.  It should be noted though that most travel insurance policies exclude any claims for treatment arising from SARS.

If visiting regions south of the Yangtze river between April and December, visitors are advised to take anti-malarial drugs. If regular supplies of prescribed drugs are required, visitors should bring a complete supply with them, sufficient to cover their stay plus one or two days extra in case of delays in their return journey. Prescribed medication should be carried in hand luggage only. It is sensible for visitors to bring medicine to counteract possible stomach upsets caused by changes of food and water. Those susceptible to insect bites should bring some form of mosquito repellent, even if travelling only in northern China. 

In the dry dusty winter in northern China, sore throats, cracked lips and dry skin are a problem, and throat lozenges, lip salve and hand cream are essential. When traveling outside major cities, it is still advisable to exercise precautions in health matters. AIDS and other sexually transmitted diseases are thought to be widespread in China and the usual precautions should be taken. It is preferable, where possible, to seek treatment only after consultation with the British Consular representative. 

Health regulations
No vaccination certificates are required by visitors from the United Kingdom, unless travellers visit any infected areas en route. However typhoid, polio and hepatitis A vaccinations are recommended.

Medical services
 

Visitors requiring medical treatment for routine ailments and accidents will find Chinese health services reasonably efficient and conscientious. In emergencies a doctor may be contacted through your host organisation or hotel staff. At present there are several foreign clinics in Beijing, Shanghai and Guangzhou able to offer western medical services. 

Passports / Visas 

Visitors will require a valid passport and visa. One passport photo and the original passport must be submitted together with the visa application form. Ensure that your passport will be valid at least six months after your date of entry. Before you can obtain a business visa for China you must have an invitation from a Chinese organisation such as a ministry, corporation or other institution. It is not unusual for foreign firms to request such invitations from a trading corporation. An invitation in the form of a fax is usually sufficient for the visa application. For up-to-date information concerning visa charges and processing time, contact: 

The Embassy of the Republic of China Visa Section. Open daily 09.00-12.00
31 Portland Place
London W1N 3AG
Tel. 0891 880808

In practice however, many people choose to obtain tourist visas. China does not recognise dual nationality.

9. Conclusions.

BICES was a well run exhibition and, whilst it was not held in the best exhibition centre, it was well attended by a high standard of visitor. It was held to be worthwhile by British exhibitors and it is highly likely that the CEA will bid for SESA support for BICES 2005 – subject to the continuing expansion of the Chinese construction equipment market.

If British companies are serious about doing business in China they must almost certainly enter into a joint venture or appoint a local distributor or Agent. They must expect to support them through regular contact and visits. The size of the market means that more than one distributor is required to cover the huge geographical areas involved.  

To do successful business in China it is vitally important to establish a good personal relationship with your intended customers and partners. Opportunities in China are huge but it is not enough to only offer the best price you need to establish a competitive edge highlighting the unique selling points of your product and excellent after sales service that you will offer. Ask the question why my company and not my German, French or American competitor. Finally there is Guanxi. 

Guanxi is a Chinese concept symbolizing connectedness in human relationships. In order to make your products presence in China last, and ensure your business expansion successful in the long run, you must understand the concept of Guanxi. Understanding this is potentially more important than all the work researching, establishing foreign offices, and making initial contacts with freight forwarders. Without Guanxi you will never establish the successful relationships that you are working so hard to build. The extract below is taken from an American business web site – www.exportinfo.com but holds true for the British.

Technically, “Guanxi” stands for any type of relationship. In the Chinese business world, however, it is also understood as the network of relationships among various parties that cooperate together and support one another. The Chinese businessmen mentality is very much one of "You scratch my back, I’ll scratch yours." In essence, this boils down to exchanging favors, which are expected to be done regularly and voluntarily. 


The Chinese and Western cultures conduct business differently, even if, on the surface, transactions seem to be the same. The Chinese prefer to work with people they know and trust, so are less inclined to simply close a deal. With a strong relationship, however, you can be trusted and even favored. This relationship extends between companies and also between individuals at a personal level on an ongoing basis. 


"Guanxi" can take on many forms. It does not have to be based on money. It is completely legal in their culture and not regarded as bribery in any way. So, there is no need to feel uncomfortable about it. Trustworthiness of both the company and individual is an important component. Following through on promises is a good indication of this. Treating someone with courtesy while others treat him or her unfairly is another aspect. Frequent contact fosters friendship as well. Chinese feel obligated to do business with their friends first. There are risks with this system, as well. When something goes wrong, the relationships are challenged, and friendships quickly disappear.


Establishing “Guanxi” with high rank officials is also helpful. Although Chinese companies are increasing having to survive without government subsidiaries, many foreign companies still need strong relations with government officials. For example, the process of obtaining a new license to market your products in a new region of China is greatly accelerated and much less expensive with the right connections.


The time and money necessary to establish a strong network is well worth the investment. What your business could get in return from the favors for your partners are often more much more valuable, especially in the long run, and when you’re in need. Even domestic businesses in China establish wide networks with their suppliers, retailers, banks, and local government officials. It is very common for individuals of an organization to visit the residence of their acquaintances from other organizations, bringing gifts (such as wine, cigarettes, etc.). While this practice may seem intrusive, as you spend more time learning the Chinese culture, it will become easier to understand and take part in this practice that is so central to successful Chinese commercial activity.

Joanna Oliver

Exhibitions Manager

CEA October 2003

Handouts from British Embassy BEIJING

COMMUNICATING IN CHINESE:  10 PRACTICAL TIPS FOR SPEAKING THROUGH AN INTERPRETER

A growing number of younger Chinese managers and government officials speak some English.  But for formal meetings and negotiations in China you will still usually need to use an interpreter.

Your interpreter is key to successful communication.  If s/he has not understood what you have said, your message will be completely lost on your audience.  It is crucial not to underestimate the interpreter’s role. 

Here are 10 suggestions and recommendations for working with an English/Chinese interpreter:

1. Who should interpret?   The Chinese will usually, but not always, provide one interpreter for their side.  But when possible, both in China and in the UK, try to have your own interpreter available to assist with discussions.  Interpreting is tiring.  Long discussions really need two interpreters, one acting for each side.  One interpreter working for both sides from Chinese to English and vice versa again may tire easily and start missing the meaning or detail of what is being said.  With your own interpreter, you should also have some feedback afterwards on the nuances behind what was said. 

2. Brief your interpreter.  The secret of good interpretation is to have someone whom you know well and to brief them beforehand.  Even if it is not possible to get to know your interpreter well in advance, try to involve him/her at every stage of your pre-meeting arrangements.  The quality of interpretation will improve greatly if you provide adequate briefing on the subject matter.  Ensure your interpreter understands what you are aiming to achieve.

3. Speak in manageable sentences.  Speak at an even pace.  Don’t ramble on for paragraph after paragraph before pausing.  Your interpreter will find it hard to remember everything you have said let alone interpret all your points.  Conversely, don’t speak in short phrases and unfinished sentences.  Your interpreter may find it impossible to translate the meaning if you have left a sentence hanging. 

4. Use clear language.   Avoid jargon, unless you know your interpreter is familiar with the terminology.  Some interpreters may be more familiar with American English and have a little difficulty at first with British accents.  Make sure your message is getting through clearly and in a tone that will not cause resentment.  But be prepared in the response for the propensity of the Chinese language to be ambiguous. 

5. Listen to your interpreter.  Listen to how your interpreter interprets what you have just said.  If you have given a lengthy explanation but the interpreter translates into only a few Chinese words, it may be that s/he has not fully understood.  Or it may be that s/he is wary of passing on your blunt [too direct] message in such terms.  Check that the interpreter has adequately conveyed your point to the Chinese side.

6. Consecutive or simultaneous?   Consecutive interpreting means you speak and then your interpreter interprets; the usual form for meetings, discussions and negotiations.  Simultaneous interpreting is when you speak while the interpreter interprets simultaneously;  but special equipment is required and is expensive to hire.  Simultaneous interpreting is used usually only for large seminars and conferences.  There are always at least two interpreters, who interpret in 20-minute sessions to avoid stress and tiredness.  Simultaneous interpreting is skill requiring professional training.  Do not expect even fluent bilingual Chinese/English speakers to be able to undertake simultaneous interpreting.  This also applies to consecutive interpreting.  Just because someone is a fluent English/Chinese speaker, it does not mean s/he is a good interpreter.  

7. Speeches and presentations.   Remember that the need to interpret everything will cut your speaking time approximately in half (unless using simultaneous interpreting).  Whoever helps arrange the interpreter must ensure that s/he is able to cope with the technical or specialised terminology of the presentation.  More importantly, the interpreter should always be given the text well in advance.  But if later you change your speech, make sure your interpreter is forewarned, otherwise s/he may just stick to your original text rather than follow what you actually say.   Last minute ad-libs from the text may well not get interpreted.  If you decide to bring an interpreter with you (for example an overseas Chinese from Hong Kong or Singapore), ensure that they speak clear and comprehensible Mandarin. 

8. Counting in Chinese.  Large numbers are particularly tricky and often interpreted wrongly, sometimes leading to a mistake between millions and billions.  For example, 10 million translates into Chinese as “1,000 ten thousands”; 100 million has its own character as ‘yi’; and 1,000 million or one billion translates as “10 yi”.  There is plenty of scope for confusion. 

9. Avoid jokes and witticisms.  Although the Chinese and British senses of humour are similar in many ways, jokes and witty asides do not interpret easily from English to Chinese.  Even if your interpreter has understood, the joke may well fall flat in translation and your interlocutors may just laugh politely without understanding the punch line. 

10. Namecards and materials.  Try to have at least your namecards and perhaps some of your most important promotional materials translated and printed into Chinese, using simplified characters.  Printed matter prepared in complex characters for the Hong Kong and Taiwan markets is not suitable for Mainland China.  Great care should be taken in choosing an appropriate Chinese name for yourself, your company/organisation and/or product brand name.  Transliterating Western names into Chinese is a very subjective and imprecise art.  Ensure that your interpreter is aware of any Chinese name(s) used previously, otherwise s/he may create a totally different name.  

British Embassy, 

Beijing

July 2003

Basic mandarin

As in any other country, Chinese dialects vary from region to region.  The standard language, putonghua is based on the Beijing dialect and is spoken by most people across the country except in the south where the common language is guangdonghua, or Cantonese.  The written language is standard throughout the country.

	English
	Pinyin
	Phonetic
	Characters

	Hello
	Ni hao
	Nee how
	你好

	How are you?
	Ni hao ma?
	Nee how ma?
	你好吗?

	Goodbye
	Zaijian
	Tsigh d-yen
	再见

	Thank you
	Xiexie
	See-ay see-ay
	谢谢

	You’re welcome
	Bukeqi
	Boo ku chee
	不客气

	Sorry
	Duibuqi
	Dway boo chee
	对不起

	No problem (it’s okay)
	Mei guanxi
	May gwan see
	没关系

	I would like to go to…
	Wo qu…
	Woh choo
	我去

	Hotel
	Fandian
	Fan d-yen
	饭店

	How much is..
	Duo shao qian?
	Dwo show* chee-yen?
	多少钱?

	Too expensive
	Tai guile
	Tie gway-le
	太贵了

	Toilet
	Cesuo
	Tsu swo
	厕所

	Ladies / Gents
	Nu / nan
	Noo / Nan
	女 / 男


 * As in ‘shower’

SETTING UP A REPRESENTATIVE OFFICE IN CHINA

1.
There are three principal business models for foreign companies seeking to establish themselves in China:  Joint Ventures, Wholly Foreign-Owned Companies, and Representative Offices (ROs).

2.
Foreign companies are often wary about establishing a permanent office in China, in view of the high running costs and the complexities of setting up an RO.

3.
There is no substitute for having a person on the ground in China to monitor local economic trends, identify business opportunities, liaise with potential customers, deal with local officials, and build up a corporate presence.  Not all agents can be relied upon to perform these tasks to the standards a company requires.

What Does an RO Do?

4.
The Chinese distinguish between a “representative office” (RO) and a fully-fledged “branch office” of a foreign company.  An RO must be in place before the company can have a branch in China.  Permission to “up-grade” an office is at the discretion of the Chinese authorities.

5.
Foreign companies’ ROs are not allowed to transact business directly in China.  Chinese regulations only allow them to “build relations and provide technical support”.  But this does mean that they are able to carry out the liaison activities with Chinese government and commercial organs, which are essential to successful business in China.

6.
ROs operate under two sets of Chinese legislation, the Interim Regulations for Control of Resident Representative Offices in China, issued in 1980, and the 1983 Procedures for the Registration & Administration of Resident Representative Offices of Foreign Enterprises in China.  ROs for banks and other financial institutions are governed by separate regulations.  In addition, some municipalities and provincial governments have rules of their own, covering specific areas.  Local differences can be confusing.  For example, although there is no nationwide duty-free import policy for ROs, Tianjin allows the duty-free import of two cars per RO, and Dalian has no restrictions whatsoever.

7.
In general ROs are allowed to do the following :-

· Liaise with the foreign company’s Chinese trading counterparts.

· Liaise with the host organisation and host Ministry for specific projects.

· Organise business meetings, and business visits from company headquarters.  In this respect, ROs can often help obtain business visas more easily for visitors.

· Conduct public relations work.

· Undertake local administration.

8.
The official limits on ROs’ activities are not clearly defined.  A number of business representatives in ROs have found loopholes in the regulations prohibiting revenue-earning activities.  As a result, in 1993 the Chinese Government introduced a tax on ROs’ “unofficial” income.  But companies should be aware that violating the official restrictions on ROs’ activities might also result in the suspension of the company’s business activities in China, together with a fine.

Where Should the RO be Based?

9.
The most popular sites for ROs are Beijing, Shanghai, Guangzhou or Shenzhen.  Beijing’s advantages are that it gives access to Government departments, Embassies and other foreign businesses.

10.
Shanghai is experiencing a period of rapid economic development, and may be a good site for the RO of a company setting up a Joint Venture there.  Guangzhou is a useful base for companies with operations in South China.  Shenzhen, the Special Economic Zone (SEZ) across the border from Hong Kong, is a major workshop for companies sub-contracting to Hong Kong firms.  A number of overseas firms have set up ROs in China’s other SEZs or Open Coastal Cities.

Applying for an Office Licence

11.
All foreign companies wishing to open an RO must obtain Chinese Government approval.  The decision lies with the Ministry of Commerce (MOFCOM), which is now the sole supervisory agency for all except companies operating in the financial sector, who must apply to the People’s Bank of China (PBOC).

12.
The foreign company needs first of all to obtain a letter of invitation from a “host organisation”, a local sponsor which is usually a Chinese company with which the foreign firm has had business dealings in the past.  Sponsors can also be selected from among the consultancies, which are attached to Government bodies such as MOFCOM or the Foreign Enterprise Service Corporation (FESCO).

13.
The Chinese sponsor’s letter introduces the foreign company to MOFCOM (and the PBOC in the case of financial firms), and recommends that the company be permitted to establish an RO.  The Ministry will then give the foreign company a list of documents that need to be submitted before an application can be considered.  These documents will normally include :-

· A letter from the company Chairman, identifying the company representative.

· A complete list of the Board of Directors.

· Articles of association.

· Annual company reports for the previous three years, plus the most recent balance sheets and profit/loss accounts from company headquarters, and financial statements from the main bank.

· An explanation of the foreign company’s areas of business interest.

· The address of the premises to be used for the RO, if available.

14.
The documents are sent to MOFCOM, which will respond with a formal application form on which the foreign company will be asked to provide the same information again.  MOFCOM will normally take two to three months to make any further enquiries and to reply.  Approval to open an RO will then normally be granted.  Approval certificates are valid for three years, but still have to be renewed annually.  Any change of foreign representative will mean the company has to go through the approval procedures outlined above.

15.
Within 30 days of approval having been received, the company then needs to complete other approval procedures, most of which involve registering itself with the following organisations :-

· The local office of the State Administration for Industry & Commerce (SAIC), presenting the same collection of papers as those required by MOFCOM, together with the latter’s approval certificate.

· The Public Security Bureau (PSB) (with respect to future visa applications).

· The Customs Administration (regarding import procedures for personal effects).

· The Tax Bureau.  Both the RO and each of its staff members must register with the local tax bureau of the Ministry of Finance.

· The Bank of China (BOC) (regarding company and personal bank accounts).  Certain other Chinese banks, including the Bank of Communications and the CITIC Industrial Bank are also authorised to deal with foreign-related business.

Expatriate Workers

16.
In addition to the Chief Representative, Chinese law allows an RO to be staffed by other expatriate representatives.  Only the ROs for banks and other financial institutions have limits placed on the numbers of expatriates who can be employed (law firms will have the latest details).  The larger ROs, which require a number of skilled overseas staff (such as consultants, accountants and interpreters), often appoint them all as “representatives” to avoid being obliged to recruit staff from one of the State Employment agencies (see below).

17.
Prospective representatives should register successively with the company’s Chinese sponsor, the local SAIC office, and the local PSB office.  The PSB (who will require a set of matching photographs and a registration fee) will grant a foreigner’s residence permit.  The representative should at the same time apply for a six-month multiple entry visa.  Finally, the applicant should register with the local tax bureau within 30 days of starting work.

How to Find Local Staff

18.
Chinese staff for ROs must be supplied by a State employment agency.  For the most part, companies are required to recruit personnel from FESCO, but recently other more specialised State bodies have been set up, and to which foreign companies can legitimately apply.

19.
Foreign companies usually make their bid for staff to FESCO, who will send for interview a selection of personnel whom they claim meet the company’s conditions.  Once staff have been recruited, the company must make a monthly payment to FESCO for staff salaries.  In order to offer staff incentives, and to discourage speculative job-hopping, most foreign companies pay staff a separate allowance to make up what would otherwise be quite paltry salaries.

Upgrading to Full Branch Status

21.
Once the RO has been in operation for several years the company may find it appropriate to seek to upgrade it to a full branch office.  The circumstances might be the formation of a Joint Venture with a Chinese partner, or some other form of long-term collaboration.  The procedures for upgrading an RO to a full operational branch office are quite complex, and vary from one industry to another.  Approval will often have to be sought from a number of related Ministries, a process which is usually extremely time-consuming.  Clearly, if a British company were to contemplate a step of this kind, its board would need to have made a firm commitment to a long-term relationship with China.

22.
Even if a company sets up an operational branch in China, it may still be appropriate to maintain a separate RO, especially if the company is part of a group with other interests in China.

Points Made by Expatriate Managers

23.
The following points represent some of the more common views on running ROs expressed by local expatriate managers.

· A number of managers have commented that the effective management of a Chinese RO requires a wide range of skills.  A knowledge of Mandarin is a distinct advantage, as is the ability to be an efficient operator under adverse conditions. It is also helpful to know how to transact business with the Chinese bureaucracy.

· According to foreign company representatives based in China, the quality of local personnel can vary widely. It is increasingly difficult to find staff with the right combination of skills.  Companies find that they often need to provide basic training in Western business methods and marketing skills.  Experience has shown that the best employees should receive financial bonuses over and above the standard salary as an inducement to loyalty.

· The cost of renting property in China is extremely high by world standards, but seems to have levelled for the time being.  Telecoms charges are high.  The cost of expatriate packages is also very high, in view of accommodation costs, rest and recreation breaks, health insurance and other benefits.

24.
Any company contemplating setting up an RO in China is strongly advised first to seek expert legal advice.  The Embassy holds a list of law firms with expertise in the China market which is available on request.

Commercial Department

British Embassy

Beijing

BUSINESS ETIQUETTE IN CHINA

There are two main barriers confronting the first-time exporter or investor in China.  One is the language.  The other is the Chinese way of doing business.  Getting over the first means hiring interpreters or teaching your staff Chinese.  Conquering the second requires fewer resources.

A major element of operating successfully in China is mastering the local code of etiquette.  Once you have learnt a few basic rules, your meetings with Chinese decision-makers should go much more smoothly, and potential embarrassments or misunderstandings will be reduced.  The rule of thumb is to err on the side of patience and politeness.  Keeping your temper (equated in Chinese terms with maintaining “face”), even when things go wrong, can pay disproportionate dividends.  The following hints may help you deal with day-to-day situations.

Introductions

· Formal introductions are standard.  Start with the most senior person and work down.  Shaking hands is important and helps break the ice.

· Business Cards are essential.  Always take more than you think you will need!  It is a sign of courtesy to have your card translated into Chinese.  Many Chinese do not read English.  Present your card with both hands with the Chinese side face up.  Spend a few seconds examining the cards you receive.  This shows respect for the card’s owner.

· It is a good idea to bring along small gifts for your hosts (books, pens, ties, or some memento of your company).  It is not customary to open presents in front of the giver, unless encouraged to do so.

Communications

· Communications are often difficult in China because of bureaucracy, and language difficulties.  In less-developed areas, telecommunications services may also be of low reliability.  Advance planning is best done by phone or fax for the sake of speed.  But follow-up letters to meetings or banquets are appreciated.

· Persistence is an asset.  Fax machines are often engaged, phone calls may be routed to the wrong number, and Chinese switchboard operators vary in their helpfulness, competence and knowledge of English - to the extent that communication in English is rarely possible.

Entertainment

· Most Chinese are unenthusiastic about formal Western-style food, and prefer their own national dishes.  Typical official entertainment for a foreign visitor will take the form of a banquet with several courses, often consisting of exotic delicacies not usually eaten in the West.  It is polite to try a little.

· If you are the host at a Chinese restaurant, at the customary round table, your seat should face the door, with the Chinese guest of honour on your right.  Guests are seated further away from the host in descending order of seniority, with the most junior having their back to the door.  Thought should be given to placing interpreters between guests who cannot speak each other’s languages.  If in doubt about the placement of guests, a friendly invitation for their assistance when they arrive often solves the problem.  The Chinese are very conscious of their social hierarchy.

· It is common for the Chinese host to serve food to the guest. If you are the host and offer a guest a second helping, do not automatically take no for an answer.  They may just be being polite.

· Frequent toasts, to good health, Sino-British friendship, etc, are standard.  Locally produced wines or bai jiu (strong spirit) are the usual drinks for toasts.  However, many Chinese have a low capacity for alcohol.  If you host a meal, plenty of soft drinks should be available.

· Never arrive late for a Chinese meal.  Chinese often arrive up to fifteen minutes early.  They also tend to leave en masse as soon as the last dish has been eaten.  Chinese hosts make it quite clear when the meeting is over.  You will not be expected to linger.  The Chinese also eat earlier than we do.  Lunch is served from 11.30 am on, and dinner from about 6.00 pm.

· Table manners are a matter of fitting in.  If in doubt, follow your host’s example.  One gaffe to avoid - do not leave your chop sticks pointing into the bowl.  Place them horizontally on the rest provided.

Social Conversation

· Stick to safe subjects.  These include family, one’s hometown, the wonders of Chinese culture, etc.  Avoid talking politics unless you know the person very well.  Chinese people are more nervous having political discussions when other Chinese are around.  In any case, do not criticise China or Chinese leaders.

· Humour requires similar care.  Anodyne jokes are the safest. While you can make jokes at your own expense, remember not to weaken your position in Chinese eyes by ridiculing your company or British standards.  Most Chinese are rather prudish, so avoid jokes with sexual connotations.  If what you are saying is being translated, keep jokes to a minimum.  Humour rarely translates well due to language and cultural barriers.

Presentations

· It is useful to have some background knowledge of China, as the Chinese are usually well versed in their country’s history and geography.  Be aware of certain sensitive subjects.  Taiwan and Tibet are considered to be part of China.  Do not talk about Hong Kong as if it were still under a separate administration.

· Visual aids are useful.  Handouts (preferably with Chinese translations) are preferable to view-foils or slides.  Projectors may not be available.  Colourful brochures are popular, especially if they are printed in Chinese.

· Language can be a problem if you do not speak Chinese.  The Chinese side will normally provide interpreters, but their quality varies, especially outside the major cities.  To help get the message across, speak clearly and unambiguously.  Pause regularly.  Keep the grammar simple.  The structures of English and Chinese differ greatly.  Simplicity will help you make your meaning clear.

· Audience reactions vary.  The Chinese applaud themselves when they have spoken, as well as clapping in response to others.  But do not be put off if your audience is extremely passive.  Throwing questions to the audience, inviting group discussion and asking for questions may not elicit much reaction, although younger participants are often more willing to ask questions.

General

· Morning meetings should be over by 11.30 am to allow for lunch, and afternoon meetings by 5.00 pm.  Although the Western-style two-day weekend has recently been introduced, on rare occasions officials may be willing to meet on Saturday mornings.  Check first.  Make a note of Chinese public holidays and do not expect officials to see you then, particularly for two weeks around Spring Festival.

· Even with recent political liberalisation, foreign travel is a luxury open to only a minority of Chinese.  Inviting your hosts or business partners on short, expenses-paid “inspection tours” of your company headquarters, or training visits, will be popular and will stand your company in good stead if there are a number of companies competing for the contract.

· Remain patient, even if you are pushed to the limit.  Do not be afraid to express your dissatisfaction.  But do so in measured tones.  You are far more likely to receive a co-operative reaction if you frame your problem as a difficulty both sides can solve together.

Commercial Section 

British Embassy

Beijing

DOING BUSINESS IN CHINA

Ten Golden Hints

1 All the Time in the World

Western business visitors are often deadline-driven and unwilling to slow down to the Chinese pace when discussing business.  But in China the pace can be fast and slow simultaneously.  Those involved in negotiations know how long they can drag on when the Chinese side is consulting 
internally or has other reasons for delay.  But Chinese negotiators can move with lightning speed on other occasions.  Part of this feeling is subjective.  Any chess player knows how long one has to wait for the other player and yet how fast one must move oneself.  Nevertheless, Chinese negotiators use time more consciously than do their Western counterparts.

2 Separating Fact from Fiction

Virtually everything you hear about China is true, and so is the opposite*.  Western thought is dominated by linear logic whereas Chinese thinking is influenced by early philosophers, who saw a paradoxical balance of opposites in all things.  Where Westerners tend to look for clear alternatives (option A instead of option B), Easterners may examine ways to combine both option A and option B.  This difference in approach may make a Westerner think that a Chinese negotiator is being illogical, evasive or devious, when he believes he is being quite straightforward.

(*John Frankenstein, University of Hong Kong)

3
Relationships

Westerners normally build transactions and, if they are successful, a relationship will ensue.  However, the Chinese believe that prospective business partners should build a relationship and, if successful, commercial transactions will follow.  This difference underlies many misunderstandings 
arising from business negotiations.  Virtually all successful transactions in China result from careful cultivation of the Chinese partner by the foreign one, until a relationship of trust evolves.

4
Guanxi

The logical development of close relationships is the Chinese concept of guanxi (pron :  gwan shee).  According to the business analyst, Tim Ambler of the London Business School, the kernel of guanxi is doing business through value-laden relationships.  In a highly centralised, bureaucratic state, the use of personal contacts was the only way to get things done.  Guanxi is the counterpart of a commercial legal system.  Where the latter is relatively weak (as in China), the need to rely on guanxi will be strong.  As long as the relationship is more valuable than the transaction, it is logical to honour it. 

 The idea of a friendship leading to business is attractive.  But Easterners who are familiar with guanxi are more cautious than Western converts.  The obligations of guanxi are very real.  In the wrong place, at an inappropriate time, with unsuitable people, the obligations can become a trap, which is hard to escape.

5
Contracts

Chinese and Westerners often approach a deal from opposite ends.  To a Westerner, starting with a standard contract, altering it to fit the different circumstances, and signing the revised version, seems straightforward.  Commercial law is ingrained in our thinking.  But traditionally, commercial 
law scarcely existed in China and certainly indicated bad faith.  The early appearance of a draft legal contract was seen as inappropriate or, more likely, irrelevant, because it carried no sense of commitment.  

The business clauses might form a useful agenda.  But obligations came from 
relationships, not pieces of paper.  Today, returning home with a signed piece of paper is a symbol of progress, but nothing more.  The Chinese may be signing a contract to humour their guests.  To them, a completed contract may merely be the proof that both sides have grown close enough 
to develop a trusting relationship.  Further concessions may then be requested.  A difficult prospect for the Westerner who has shaved his margin down to the bone.

6
Mobilise Local Assets

The challenge of learning to speak Chinese fluently, the complexities of the Chinese way of doing business, and a strong sense of national pride mean that a foreigner will only extremely rarely be accepted by Chinese interlocutors on equal terms.  The solution is to find a reliable Chinese ally to work with you.  An effective Chinese colleague will often be able to analyse body language at meetings, work out who in the other negotiating team holds real power (not always the boss), and help smooth out any inadvertent wrinkles.  Conversely, the presence of a Westerner should be exploited to the full.  Chinese interlocutors will often see a visit by a foreigner as an indication of sincerity and commitment by the Western company.  Perversely, they often do not accord mainland Chinese or Hong Kong representatives the same status as a foreigner.  The ideal sales team, therefore, is often a Chinese to take care of the working level contacts, and a foreigner to do honour to the higher echelons.

7
Face to Face

Face is an essential component of the Chinese national psyche.  Having face means having a high status in the eyes of one’s peers, and is a mark of personal dignity.  The Chinese are acutely sensitive to gaining and maintaining face in all aspects of social and business life.  Face is a prized commodity, which can be given, lost, taken away or earned.  Causing someone to lose face could ruin business prospects or even invite recrimination.  The easiest way to cause someone to lose face is to insult an individual or criticise them in front of others.  Westerners can unintentionally offend Chinese by making fun of them in a good-natured way.  Another error can be to treat someone as a subordinate when their status in an organisation is high.  Just as face can be lost, it can also be given by praising someone for good work before their colleagues.  Giving face earns respect and loyalty.  But praise should be used sparingly.  Over-use suggests insincerity on the part of the giver.

8
The Pecking Order

Mao Zedong’s thoughts on discipline published in 1966 provide a valuable insight into structures which persist in Chinese organisations even to this day:  “The individual is subordinate to the organisation.  The minority is subordinate to the majority.  The lower level is subordinate to the higher level.” This quotation, which underlies the way China was governed for over 20 years, indicates why Chinese society and companies are very hierarchically organised, and why Chinese people seem to be more group oriented than individualistic and often do not like to take responsibility.  Similarly, people are seldom willing to give an opinion before their peers as it might cause loss of face with a valued ally.

9
Tricks of Trade

Chinese negotiators are shrewd and use a wide variety of bargaining tactics.  The following are just a few of the more common stratagems: -

i)
Controlling the meeting place and schedule

The Chinese know that foreigners who have travelled all the way to China will be reluctant to travel home empty-handed.  Putting pressure on foreigners just before their scheduled return can often bring useful benefits to the Chinese side.

ii)
Threatening to do Business Elsewhere

Foreign negotiators may be pressured into making concessions when the Chinese side threatens to approach rival firms if their demands are not met.

iii)
Using Friendship to Extract Concessions

Once both sides have met, the Chinese side may remind the foreigners that true friends would reach an agreement of maximum mutual benefit.  Make sure that the benefit is genuinely mutual and not just one-way.

iv)
Showing Anger

Despite the Confucian aversion to displays of anger, the Chinese side may put on a display of calculated anger to put pressure on the foreign party, who may be afraid of losing the contract.

v)
Attrition

Chinese negotiators are patient and can stretch out discussions in order to wear their interlocutors down.  Excessive hospitality the evening before discussions can be another variation on this theme.

10
Counterplay

Foreign negotiators dealing with Chinese may find some of the following tactics helpful: -

i)
Be Absolutely Prepared

At least one member of the foreign team must have a thorough knowledge of every aspect of the business deal.  Be prepared to give a lengthy and detailed presentation, taking care not to release sensitive technological information before you reach full agreement.

ii)
Play off Competitors

If the going gets tough, you may let the Chinese side know that they are not the only game in town.  Competition between Chinese producers is increasing.  There may be other sources in the country for what your counterpart has to offer.

iii)
Be Willing to Cut your Losses and Go Home

Let the Chinese side know that failure to agree is an acceptable alternative to making a bad deal.

iv)
Cover Every Detail of a Contract Before you Sign It

Talk over the entire contract with the Chinese side.  Be sure that your interpretations are consistent and that everyone understands their duties and obligations.

v)
Be Patient

Chinese generally believe that Westerners are always in a hurry, and they may try to get you to sign an agreement before you have adequate time to review the details.

Intellectual Property Rights in China

Introduction

The legal framework for intellectual property protection is fairly complete.  China is a signatory to various international treaties and conventions: 

· Paris Convention

· Berne Convention

· Madrid Agreement

· Universal Copyright Convention

· Patent Cooperation Treaty 

There is also a set of laws covering most issues concerning patents, copyrights, trademarks and licensing. The main relevant laws at present are:

· The Patent Law (1985, amended 1993)

· TheTrademark Law (1983, amended 1993)

· The Copyright Law (1991)

· The Unfair Competition Law (1993)

There are also regulations on licensing imported technology, trade secrets protection and Customs enforcement of IPR.  China has undertaken to revise IP law to bring the situation into line with the WTO’s TRIPs protocol.  This will probably also bring about some changes in the IP institutions.

Revision of laws is not the greatest challenge facing the Chinese authorities, however.  The main problem IP owners face is poor enforcement of the law.  This varies depending on the problem:  it is generally agreed that copyright is the most poorly protected area, while the authorities crack down on infringers of registered trademarks fairly effectively.  Local protectionism is a big problem in many areas, as is the unwillingness of the various administrative bodies to work together.  More fundamentally, many government officials in China, and the police force, have yet to be convinced that infringement of intellectual property is wrong.

The central authorities are aware of these problems and some of them are being addressed.  It may be that the increasing value of the IP of some Chinese companies will be the biggest catalyst for change, however.  In the meantime, there are lobby groups that work on identifying problems and possible solutions, and communicate them to the Chinese authorities.  The China Anti-Counterfeiting Coalition, with high-profile members such as Procter & Gamble, Unilever and Johnson and Johnson is an example. 

Major Authorities

State Council

The Intellectual Property Working Conference of the State Council oversees the drawing-up of IPR legislation.

State Intellectual Property Office (SIPO) and local Patent Administration Offices

SIPO was created in 1998, by changing the name of the former Patent Office.  Its functions have not changed, except in that it now takes more responsibility for international affairs across the IP sector.  The government has said that the major revision of all IP laws will give a lot more power to SIPO, giving it some jurisdiction over trademark and copyright matters.  

Currently, SIPO reviews patent applications (processed by local PAOs) and grants rights.  It is under the authority of State Council.  The PAOs handle disputes and use administrative means to stop infringements.  Unsatisfied parties can take the case to court.

State Administration for Industry and Commerce (SAIC) and local AICs

Similarly, the SAIC in Beijing is the trademark registration body, while the local AICs handle disputes and infringements.  They are quite powerful organisations as they also issue (and revoke) business licences to companies in their administrative area.  This probably makes AICs more effective at taking enforcement action than other administrative bodies.

National Copyright Administration of China (NCAC) and branches

NCAC is under the Press and Publication Administration of China.  The PPA is fairly toothless and NCAC is hence an ineffective enforcement body.

Technology Supervision Bureau (TSB)

TSBs are involved in technology licensing.  The local offices can be proactive and helpful in taking enforcement action against IP infringers generally, particularly where there are questions of product safety involved.  They have less power over local firms than the AICs, however, and the two organisations do not communicate effectively, apparently for fear of ceding territory.

Ministry of Foreign Trade and Economic Cooperation (MOFTEC)

MOFTEC, and its local branches (the COFTECs), also have an interest in technology licensing.  Their Treaty and Law Department, or geographical departments, may get involved in other, serious, cases of IPR infringement involving foreign parties, particularly when progress has been stalled by local protectionism or administrative problems.

General Administration of Customs

Customs has authority to seize shipments of pirated goods.  In order to help with this, it maintains a database where foreign companies can record all their Chinese IP registrations.

China Internet Network Information Centre

This organisation registers domain names.

Trademarks

Trademarks are registered by the Trademark Office, which is an agency under the State Administration of Industry and Commerce.  Trademark rights are on a first-to-file basis, not first-to-use, and should therefore be filed as early as possible. Trademarks are valid for 10 years from the date of registration, not the date of application, and can be renewed for periods of 10 years at a time.

There are regulations to protect well-known trademarks, which should protect trademarks that are unregistered.  These regulations have, however, been of no use at all to foreign companies;  all of the applications processed to date have been by Chinese companies.  The trademark office shows no signs of processing applications from foreign companies anytime soon.  If your trademark is genuinely famous internationally, however, you can secure protection under the Paris Convention and Unfair Competition Law.  The Embassy/Consulate can help you to apply pressure on the relevant authorities where necessary.

Service companies can register their trade names as service marks in the same way that trademarks for goods are registered.  This does not apply to wholesale and retail service marks, however.

Trade dress is protected by the Unfair Competition Law.  Some companies have succeeded in registering entire labels as trademarks, though this is quite rare and subsequently inflexible.  It is not possible to seek protection for labels under copyright law.

How to register a trademark

You cannot register directly, but have to use a designated trademark agent.  Expect to wait more than a year for the registration to be complete.  

· If the trademark office approves your application, it will be published in the “Shangbiao Gonggao” and can be challenged within a 3-month time limit.  If it is not challenged, you have been successful.  

· If it is rejected, you can appeal (within 15 days with a possible extension to 30 days).  

· The Trademark Office may ask for some amendments. 

All products bearing registered trademarks must indicate that that trademark is registered with an ( or the Chinese for “registered trademark”.  If the trademark bearing the ( differs in anyway from the registered specimen, however, the company in question is liable to a fine of 20% of turnover during the period of misuse of the (.

Unacceptable trademarks include national flags, place names, generic names of products, anything “immoral” and anything making claims about the product. If you license your trademark to someone else, you must record it with the local AIC and Trademark Office in Beijing.  The licensees must also record the agreement with the AIC themselves.

Patents

Patents are granted on a first-to-apply basis, which differs from many other countries.  Types of patents are as follows:

· Inventions:  “any new technical solution relating to a product or procedure, or relating to an improvement in a product or procedure”.

· Utility models:  “any new technical solution fit for practical use relating to the shape of a product, its structure, or combinations of the shape or structure of a product”.  This is easier to achieve than the invention patent.

· Designs:  “any new design of the shape, colour, pattern, or a combination, creating an aesthetic feeling and suitable for industrial application”.  Also not so difficult to achieve.

Patent protection is 20 years for inventions and ten years for others, starting from the date of application.  To pursue a claim against an infringements taking place while the patent is pending, you must serve notice on the infringer that you are going to do so.  You can then sue when the patent has been granted.

Applicants can also claim “priority right” under the International Patent Cooperation Treaty, which allows them to claim the date of filing in another signatory country as the date of filing in China, as long that the claim is made within one year.

Pharmaceuticals

A problem area.  Only manufacturing processes could be patented from 1986 to 1993, after which product patents were introduced.  Many drugs are not covered by the new product patents because they are too old to qualify as inventions.  You can apply for special administrative protection for such a drug if:  it did not qualify for protection under the old law;  it has not yet been marketed in China;  you have exclusive rights to its production and sale in your own country.  Protection is limited.

How to apply for a patent

Processing an application for an invention patent takes several years, while design and utility patents take several months.  You must go through a patent agent (see annex for details).  These patent agencies are designated to work for foreigners, and do not have the same expertise in their field as officials in SIPO.

Applications must be in Chinese, though some foreign terms may be acceptable (such as names) if they are difficult to convey accurately in Chinese.  The translation should be carefully checked by someone trustworthy, and not necessarily just the patent agent. A patent can still be challenged during the 6 months after it has been granted.  Utility model and design patents are suspended if challenged;  invention patents are not

Copyrights 

Copyright protection in China is comparatively poor, largely because the NCAC is less capable and less proactive than the other IPR administrative organisations.  Most lawyers will look for a “trademark angle” to take action against infringement of copyright.  The legal framework is not the main problem, though there are some anomalies with the Berne Convention, and other gaps, which this year’s revision of the law is supposed to eliminate.  As it stands, China’s copyright law protects copyrights (including fine art) for 50 years plus the life of the author, or, in employment situations, 50 years from first publication.  Works of applied art are protected for 25 years.  Databases are not protected.  FIE’s should bear in mind that copyright can belong to employees rather than employers, and it may therefore be advisable to sign licensing agreements with certain employees.  Under the law, copyrights can be licensed for ten years (renewable).

There are collection societies, set up by NCAC, such as the Copyright Agency of China (for book publishers) and the Music Copyright Society of China (for music composers).  These are intended to help copyright owners collect royalties.

Registering copyrights
Publishers and producers need a permit from the PPA, State Administration of Radio, Film and TV or the Ministry of Culture before producing, publishing and reproducing audio-video or software products in the PRC.  These permits should then be registered with NCAC or local CAC, which are responsible for checking that the company in question actually holds the copyright.  The NCAC will then issue a “Certificate of Title Registration”.

Software

One problem that the revision of the law needs to address is the poor protection granted to software.    NCAC currently requires that software be registered with the Computer Software Registration Centre before it can be granted protection.  Most manufactures are reluctant to comply with this as it means revealing about 60 pages of the source code;  preconditions for protection are in any case outlawed by the Berne Convention.  Relying on foreign copyright certificates is an option that can be quite effective.

The Berne Convention provides for software protection of 50 years, while Chinese law provides for 25.  Moreover, when China acceded to the Berne Convention in 1992, they secured a grandfather clause allowing those who had been using others’ software before that date to continue to use it, without “unduly harming” the rightful owner.  Loopholes in the law have, however, been rejected as defence in court in Beijing, giving new hope to IP owners.

Compulsory licensing
Some copyright works are subject to compulsory licensing.  For example:

· Published work for commercial performances

· previously published musical works for new sound recordings

· previously published work for use in a radio or television program (permission must be sought for whole films or parts of films).

Licensing

Licensing can be straight licensing to another party, or licensing by a foreign investor to the joint venture in which it is investing.  It is worth noting that the Chinese government strongly encourages technology transfer, and the Chinese side of the agreement may be inclined to see licensed technology as transferred technology.  Many foreign investors with valuable IP prefer wholly owned investments, as the risk of abuse in a JV is high.

1.  Technology licensing

Technology can only be licensed to foreign-invested enterprises and to Chinese companies with foreign trading rights.  “Technology” includes patents, proprietary industrial information and know-how.   Except for in exceptional circumstances, the term of the licence is limited to 10 years, after which the rights to the technology pass to the licensee.

Technology transfers require approval by MOFTEC or local COFTECs, depending on the size of the investment.  The government limits the restrictions that may be placed on the licensee, but is willing to negotiate.

How to apply

The contract must be submitted to MOFTEC or COFTEC within 30 days of execution.  Approval should be granted within 60 days, after which an Approval Certificate for Technology Import Contracts will be issued.  This is needed by the licensee for various administrative procedures.  Many contracts are rejected rather than approved.

Although MOFTEC has published (in 1996) new procedures indicating that it will abolish the approval process and introduce a simpler registration process.  This has not happened.  The process is much the same, but “registration certificates” are issued instead of “approval certificates”.  The new process may even also require you to “register” with the provincial COFTEC as well as the local COFTEC.

The Contract

The contract with the licensee is obviously the most important part of the process.  Important elements to consider are royalties, warranties, and how to protect the confidentiality of the technology after the 10 term expires.

2. Trademarks

Standalone trademark licensing (which does not include licensing of patents or any other technology) is quite simple and requires no approval.  The licence must be recorded straight away with the local AIC.
Protecting Yourself

It is important thoroughly to investigate all the different ways in which you can protect your IPR through registration, and to make sure that you complete registrations fully and properly, in accordance with the relevant regulations.  IPR registration can be expensive, but it is good insurance against later problems.  Proper registration is your strongest weapon against infringers of your IPR.  It is strongly advised that you engage an experienced lawyer or IPR consultant (see annex for contacts) to handle the process for you.  Experience in the field minimises delays, and they will be aware of possible pitfalls.

Some companies use technology to protect themselves from counterfeiters.  Hologram packaging, for example, makes copying more difficult.

It is also important to watch the market to be aware of possible infringement.  This can be as simple as surveying the shops to look for counterfeits, or just being plugged into what is going on in your industry so that you notice any suspicious developments.  Some companies also carry out full investigations – investigators can be hired for one-off investigations into the marketplace, or on a retainer basis where persistent counterfeiting is a problem.

Let your Embassy, Chamber and Trade Association know of any problems so that they can take opportunities to help you.

Action Against Infringers

Request to stop

The most obvious, but sometimes overlooked, first step.  In minor instances of IPR infringement, pointing out to the company concerned that they are breaking the law and that you have noticed, and are prepared to take action, is sometimes effective.

Administrative Action

For some types of IPR infringement, administrative action is more simple and effective than legal action.  Beware, however, of the fact that many courts will not hear cases that have been handled previously by administrative means, so proceeding subsequently to court is not always an option.  Some forward planning is therefore necessary.  Administrative action remains the most popular method of dealing with IPR problems, however, particularly for trademarks and using a “trademark angle” to deal with copyright infringement.  Fees may be charged, legitimate and/or illegitimate, but administrative action is generally cheaper than legal action.

The procedure is that, once evidence of infringement has been discovered, the evidence should be taken to the appropriate authority (see details above) who will then decide whether or not to raid the premises of the alleged infringer.  They generally decide in favour of a raid, as they do not need proof or a warrant to do so.   They may, however, refuse to conduct a raid if they know that legal action is already in progress on the case in question.   They may also refuse a raid for reasons of local protectionism.

A raid may be effective in itself, particularly if the pirate is a small operator.  Counterfeit goods can be seized and destroyed.  Many companies find, however, that the authorities are unable to follow up effectively, and that the police are not interested in pursuing criminal action against the infringers.  Fines are not substantial enough to be a real deterrent.  Another problem is that the different administrative bodies:  AICs, TSBs, Customs etc, often do not communicate at all, minimizing the options for collecting evidence and taking action.

Customs

New regulations were introduced in 1995 allowing Customs to stop counterfeit goods from entering or leaving the country.  In order to take advantage of this, IPR holders should register their rights with Customs.  Customs can seize goods entering or leaving the country. The goods may be held for 3 weeks, as the shipper is given one week to object and Customs has 2 weeks to decide whether or not the goods are counterfeit.  Infringed goods are either destroyed or sold.

One problem with this is that Customs requires a bond equal to the value of the shipment to be posted when a shipment of goods is seized.  If infringement is a big problem, the IPR holder therefore needs to be prepared regularly to find large cash sums on the spot.  Customs will then deduct the cost of storage of the goods before repaying the bond.   Another problem is the real possibility of mistaken seizure of legitimate imports and exports.

Legal Action

The courts are acknowledged to be becoming more effective in their handling of IPR cases.  Over the last two to three years several foreign companies have won judgments of over $100,000.  Legal action is normally recommended over administrative action when the case is highly complex or involves a large amount of money.  Courts may charge fees and require large bonds to be posted in case of a “not guilty” verdict.

Civil proceedings

Civil proceedings, pursued through the local People’s Court, must be filed through a Chinese lawyer, though foreign lawyers can assist.  Unless the case is particularly complicated, employing two sets of lawyers is probably a waste of money.

Many larger cities have intellectual property tribunals in the intermediate courts, which will almost certainly handle IPR cases involving foreign companies.  The judges involved can only be guaranteed to have relevant expertise in major cities such as Beijing, Shanghai and Guangzhou, where they deal exclusively with IPR cases.

Criminal proceedings

To pursue criminal proceedings, the rights holder must engage the Public Procurator (prosecutor).  A Chinese lawyer must present the case for criminal prosecution.  The maximum penalty is a seven-year jail term, and fines calculated as a multiple of turnover.  Criminal convictions are rare, however.  Another problem can be that a company that is already pursuing administrative action may find that the administrative body refuses to release evidence to the court.

Private prosecution

This is theoretically possible, but not yet tried.
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100600, P.R. China  

Contact: Ian Cranshaw


	Tel:

Fax:

E-mail:

Web site:
	+86 10 65321961/65326895/6/7

+86 10 65321937/65321938/65321939

ian.cranshaw@fco.gov.uk 

www.britishembassy.org.cn

	Trade Partners china Unit


	Ms Qin Li
 
or

Mr Hal Brown

 
	Tel:

Fax:

e-mail:

Tel:

Fax:

e-mail:

Web site:
	+44 (0) 20 7215 4957

+44 (0) 20 7215 8797

qin.li@tradepartners.gov.uk
+44 (0) 20 7215 4753
+44 (0) 20 7215 8797

hal.brown@tradepartners.gov.uk
www.tradepartners.gov.uk/files/china_construction.doc 



	Off-Highway Research 

Specialising in the research and analysis of international construction, and agricultural equipment markets, and is the largest of its kind in the world.

Off Highway now have an office in Beijing which, in addition to market research, can help you with all aspects doing business in China. 


	David C.A. Phillips 
Managing Director 
Off-Highway Research Limited 
35 Great James Street
London WC1N 3HB 
 

Including:

Investment consultancy 
Feasibility studies

Investment opportunity study

Business plan development

Identification of local partners

Commercial negotiations

Legal services 

Public and governmental relations

Promotion event planning

Publication and advertisement services

IT services and solutions (including website localisation)

Dealer development

Exhibition services


	Tel:

Fax:

e-mail:

Web site:
	+44 (0)20 7404 1128
+44 (0)20 7404 1129

mail@offhighway.co.uk
www.offhighway.co.uk 


	Construction Press: 

With a history of over 20 years, Construction Machinery is one of the largest journals specializing in construction equipment industry in China.  It is sent to over 20,000 readers every month. 
Each issue provides the following features - special report, forum, case study, interviews, market research, dealership and rental news, new product information.

	21 Fangjia Hutong Andigmen

Beijing

China

100007

Contact: Li Hanbing

Deputy Editor in Chief

The reader structure –

Construction – 19.8%

Road and railway infrastructure – 16.2%

Water and power industry – 13.1%

Oil, coal, agriculture – 3.6%

OEMs (including dealers) – 35.3%

Government authorities, research institutes, academics – 12%


	Tel: 
+86 (0) 10 8401 5196
Fax: 
+86 (0) 10 84015196

Mobile:
+86 1370 1083 987

E-mail:
	+86 (010) 6400 1036

+86 (010) 6401 7647

+86 1370 1353 696

conmach@263.net

	China Business Advisors 

China Business Advisors are business executives employed by the CBBC or seconded from industry to Trade Partners UK's China Markets Unit. 
	Simon Rodwell - Marine Equipment, Ports, Aerospace, IT, Intellectual Property Rights


Ben Pape - Building Material/Construction, and Telecommunications


	Tel:

Fax:

Mobile:

e-mail:

Tel:

Fax:

Mobile:

e-mail:


	+44 (0) 1359 241 350
+44 (0) 1359 241 395
+44 (0) 7867 808889 

rodwell@clara.net

+44 (0) 1962 711 137
+44 (0) 01962 711 139
+44 (0) 7980 865513

ben.pape.dti.kgh@gtnet.gov.uk


	China-Britain Business Council (CBBC) 

The China-Britain Business Council (CBBC) is the Area Advisory Group for China to Trade Partners UK. CBBC provides practical advice to UK exporters on China market entry and development.


	Contact, through your local Business Link, for tailored market information (TMI) reports which are then researched and written on your behalf in co-operation with Trade Partners UK commercial staff based at the Diplomatic Posts in China
	Tel:

Fax:

e-mail:

Web site:
	+44 (0) 20 7828 5176
+44 (0) 20 7630 5780
cbbc.enquiries@cbbc.org
www.cbbc.org

	


	Ministry of Construction
Zheng Shuling

Deputy Director-General

Department of International Affairs

Ministry of Construction

9 Sanlihe Road

Beijing 100835


	Pan Xiao

Director

Division of Europe and Africa

Department of International Affairs

Ministry of Construction

9 Sanlihe Road

Beijing 100835



	Tel  +86(0) 10 68394083

Fax +86(0) 10 6831 3669


	Tel  +86(0) 10 68393038

Fax +86(0) 10 68313669

	Ms Song Xiuming

Officer, 

Ministry of Construction Information Centre

Ministry of Construction

9 Sanlihe Road

Beijing 100835


	Nie Meisheng (Professor)

Science and Technology Committee

The Centre for Housing Industrialisation

Ministry of Construction

9 Sanlihe Road

Beijing 100835



	Tel: +86(0) 10 68394215/68393575

Fax: +86(0) 10 68393333
	Tel  +86(0) 10 68393411

Fax +86(0) 10 68314697


	Architectural Design Institute

Cui Kai

Vice President

Chief Architect
Architecture Design Institute,
No 19A, Che Gong Zhuang St

Beijing 100044


	Beijing Institute of Architectural Design and Research

Shao Weiping

Deputy Chief Architect

BIADR

62 Nan Lishi Rd,

Beijing

100045



	Tel +86(0) 106836 0618

+86(0) 6834 7374
	Tel  +86(0) 10 6801 1155

Fax +86(0) 10 6802 2803

	Beijing Modern Architectural Design (Group) Co., Ltd
Li Jiaping

Manager, Business Management Department

Beijing Modern Architectural Design (Group) Co., Ltd

258 Shimen Er Road

Beijing 200041


	

	Tel:  +86(0) 21 6246 4274

Fax: +86(0) 21 6246 4000

E-mail: smad@sh163a.sta.net.cn
	


	Building Materials contacts:


	

	Mr Zou Chuansheng         
Standing Vice-President
China Building Material Industrial Association

Bai Wan Zhuang
Beijing 100831


	Mr Pan Donghui     
Director, Foreign Affairs Office
China Building Material Industrial Association

Ban Wan Zhuang
Beijing 100831



	Tel: +86(0) 10 68394706
Fax: +86(0) 10 68332658
	Tel: +86(0) 10 6831 1144 Ext.2261/2262

Fax: +86(0) 10 6831 2191


	British Centre for Building and Construction in China (BCBC)



	Contact in China


	Contact in UK

	Prof Chengde Chen

British Centre for Building and Construction in China

Suite E05, 10/F

Beijing Mart

No 2299 Yan An Rd (W)

Beijing 200336

Tel +86 21 6236 0979

Fax +86 21 6236 0977 


	Nigel Chaldecott OBE

30 Orchard Way

Send

Woking

GU23 7HS

Tel 01483 225612

Fax 01483 223631 

	For a report on Building Materials contact:


	

	Mona Shah

Construction Export Promotion Materials Sponsorship Division

3/J4 Eland House

Bressenden Place

London SW1E 5DU

Tel:  0207 890 5682

Fax:  0207 890 5669


	

	Chinese language web sites only:
Ministry of Construction (MoC) http://www.cin.gov.cn
State Development and Planning Commission (SDPC) http://www.sdpc.gov.cn



Useful Web Sites

Gateway Portals from UK Trade & Invest

	 
	Asian Studies Network Information Centre 

	 
	 
	http://asnic.utexas.edu/asnic/

	 
	 
	This site provides a wide variety of excellent links covering several individual Asian countries and the whole of Asia, South Asia, East Asia, Southeast Asia and Asia pacific. Links include journals, maps, organisations and economic sites.


	 
	Britain In Asia Pacific 

	 
	 
	http://www.britaininasiapacific.net

	 
	 
	Britain in Asia Pacific (previously known as the Association of British Business in Asia) comprises the British chambers of commerce and business associations in various countries throughout the Asia Pacific region. Background information on all the member Chambers is included in the site, with links to their homepages where available.


	 
	China Online 

	 
	 
	http://www.chinaonline.com

	 
	 
	China Online is a unique online news and analysis website that provides business information on China. As well as current news headlines, it offers archives on selected sectors (agriculture, cars, IT, electronics and telecoms), links to company websites, other useful links on China and its industries, media and advertising information, a calendar of trade fairs, laws and regulations, stock market data, and more.


	 
	Perry Castaneda Library Map collection 

	 
	 
	http://www.lib.utexas.edu/maps/index.html

	 
	 
	Links to political, relief and city maps around the world.


	 
	Portals to the world 

	 
	 
	http://www.loc.gov/rr/international/portals.h...

	 
	 
	Portal website providing authoritative links to other websites for background information on countries around the world. The links are sorted into broad categories and are selected by Area Specialists at the Library of Congress.




Market and Background Information 

	 
	Asian Development Bank 

	 
	 
	http://www.asiandevbank.org

	 
	 
	Publishes an Internet edition of ADB Business Opportunities, which is free of charge and updated weekly. It includes details of the latest procurement notices. 


	 
	Far Eastern Economic Review 

	 
	 
	http://www.feer.com

	 
	 
	FEER reports by sector, e.g. agriculture, telecommunications, or by country. 27 countries, including sites for Australia, Bhutan, Brunei, Cambodia, Fiji, Laos, Nepal, New Zealand, Papua New Guinea, Sri Lanka and Vanuatu. Links to some general Far Eastern web sites.



Country Information

	 
	Bradmans Business Guide 

	 
	 
	http://www.bradmans.com

	 
	 
	Business travellers guide to cities all round the world. 


	 
	China Window 

	 
	 
	http://www.china-window.com.cn/indexe.html

	 
	 
	China Window Inc. is a joint ChineseUS venture. Links to major Chinese city sites. Information on country, government and business activities.


	 
	ELDIS 

	 
	 
	http://nt1.ids.ac.uk/eldis/newcountry.htm

	 
	 
	A substantial website, which specialises in providing links to information on countries in Africa, Asia, Latin America and the Middle East. Coverage includes social, economic, political and environmental issues. The site also now includes sectoral profiles for each country, although this area is still under construction.


	 
	Interfax China 

	 
	 
	http://www.interfax.com/com?item=Chin

	 
	 
	Site offers China business news, including sector information.


	 
	Metroplanet 

	 
	 
	http://www.metropla.net/index2.htm

	 
	 
	Provides details of metros, subways, and urban rail transit systems around the world including a general overview of each city’s metro system and links to other relevant sites.


	 
	World Information 

	 
	 
	http://www.worldinformation.com

	 
	 
	Reliable, relevant business, political and economic information on all the worlds 228 countries and territories. The site also includes overviews of each region and an easy print option.



Economic Data

	 
	Asia Pacific Economic Cooperation 

	 
	 
	http://www.apecsec.org.sg

	 
	 
	Extensive site with various links. Created to foster open trade and economic cooperation among the Asia Pacific economies, APEC offers a wide range of services of its website economic indicators, guide to investment regimes, labour market information and tariff databases, information on government procurement and trade opportunities, news and publications.



Events

	 
	Asian Sources: Creating and facilitating global trade 

	 
	 
	http://www.asia.globalsources.com

	 
	 
	This site provides a directory which is searchable by product or supplier. It also gives market news and lists trade shows and events. Other country specific sites for Asian market are available. 


	 
	Beijing Olympic Games 2008 

	 
	 
	http://www.beijing2008china.com

	 
	 
	Official site of the Beijing Olympic Games in 2008 in China. This site is useful for companies interested in business opportunities arising from this event.


	 
	China World Trade Web 

	 
	 
	http://www.chinaonweb.com

	 
	 
	Provides market information, plus details of trade shows and laws and regulations. Also includes an import and export directory, organised initially by sector then by city.


	 
	Chinese Business World 

	 
	 
	http://cbw.com

	 
	 
	Useful site for keeping up to date with trade events and business news in China. Also provides a couple of small directories.



Industry Information

	 
	China Automotive Consulting 

	 
	 
	http://www.cacauto.com

	 
	 
	Excellent site for the Chinese automotive industry, providing weekly news, business opportunities, statistical information, policy, publications and reports on the industry.


	 
	ChinaExperts 

	 
	 
	http://www.chinaexperts.org.uk

	 
	 
	The Higher Education Funding Council for England (HEFCE), and the Scottish Higher Education Funding Council (SHEFC), have sponsored the creation of ChinaExperts to connect businesses and other organisations with the UK academic expertise they need relating to China, Singapore and Taiwan. Register free to search a database of academics and other experts on international relations, trade, policies, regulations and more.


	 
	Green Pages 

	 
	 
	http://eco-web.com/

	 
	 
	This is a global directory for environmental technology, comprising manufacturers, engineering consultants and information services. It covers the full spectrum of organisations, publications, events and environmental service providers. It is easily searched by country or product type. There are also relevant essays and articles.


	 
	International Growth NEW!

	 
	 
	http://www.internationalgrowth.org/

	 
	 
	`The `one-stop shop` on the web for the UK software and computer services industry (SCS)` Business advice for the Computer and Software Computer Servces Our mission is to help UK SCS companies capitalise on opportunities to grow their business through international trade by providing specialist business development advice, information and guidance as well as bringing together the wealth of information and resources available through the internet. You can access: SCS reports for the top overseas markets links to contacts who can help you do business in those countries advice on planning your international marketing strategy UK and overseas SCS news SCS events both in the UK and abroad up to date links to related web resources the latest information and resources on sourcing available funding Part of the DTI. 



International Organisations

	 
	BESO (British Executive Service Overseas) 

	 
	 
	http://www.beso.org

	 
	 
	BESO is a development agency that offers the professional expertise of volunteers as advisers to organisations in less developed communities and economies in transition worldwide. It responds to requests for assistance from organisations ranging from governments and local authorities, to the media, educational and health institutions. 


	 
	Consulting Base 

	 
	 
	http://www.consultingbase.com

	 
	 
	Consulting Base are an international exchange for consultants working in developing countries and emerging markets. The site provides directories of independent consultants and consulting firms specialising in development consulting, access to daily news from over 150 countries, economic and sector analyses for over 200 countries, links to useful resources, work opportunities, daily updated industry news, consulting tools and guides, and more... 


	 
	International Division of the Adam Smith Institute 

	 
	 
	http://www.adamsmithinstitute.com

	 
	 
	This is the offical site of the international division of the Adam Smith Institute. they provide consultancy services and training conferences for overseas governments, ministers and officials. Also it provides information on future training conferences, ongoing projects and procurement opportunities for the projects in which they are involved. In addition the site has a link section that provides a gateway to suitable overseas markets. 


	 
	International Monetary Fund 

	 
	 
	http://www.imf.org

	 
	 
	Information about the IMF, with fully indexed directory of the regional economic organizations and development organizations. It also has a comprehensive country index with economic information.


	 
	The Asian Development Bank 

	 
	 
	http://www.adb.org/

	 
	 
	ADB is a multilateral development finance institution dedicated to reducing poverty in Asia and the Pacific. Established in 1966. Its site provides news and event on recent project development, economic and statistic on asian development and many more



Investment Information

	 
	Cockatoo Press Online 

	 
	 
	http://www.asiatour.com/bahrain/content1.htm

	 
	 
	This site provides general market information for a number of Asian countries. Information includes travel, history, economy and government as well as useful links. 


	 
	Yantai Investment Development Board 

	 
	 
	http://www.yantaifdi.gov.cn

	 
	 
	A new investment promotion website. Contains industry guide, foreign investment, investment projects (including key foreign projects). In English.



Overseas Government Sites

	 
	China Council for the Promotion of International Trade (CCPIT) 

	 
	 
	http://www.ccpit.org

	 
	 
	This government agency aims to assist Chinese businesses in international trade. The website contains information about the Chinese economy, including a biweekly newsletter details of business laws and regulations regional information and useful links.


	 
	China Ministry of Foreign Trade and Economic Cooperation 

	 
	 
	http://www.moftec.gov.cn

	 
	 
	PRC government site containing policies, regional trade and economic information, regulations and tariffs, foreign trade statistics up to first half of 1998. Also daily trade news, company directory and Top 100 and 500.


	 
	Chinese Embassy in the United Kingdom 

	 
	 
	http://www.chinese-embassy.org.uk

	 
	 
	Site for the embassy of the People`s Republic of China in the UK. Includes information on diplomacy, visas, economy and trade, culture and arts, and science and technology.


	 
	Governments on the World Wide Web 

	 
	 
	http://www.gksoft.com/govt/en/world.html

	 
	 
	Links to Government websites around the world including links to embassies.



Statistical Sites

	 
	B2B China.com 

	 
	 
	http://www.b2bchina.com.hk

	 
	 
	This business to business site offers chargeable services, also offers free information on trade statistics in China, regulations, tarriff information and links to other relevant sites.


	 
	Statistical Agencies (International) 

	 
	 
	http://www.census.gov/main/www/stat_int.html

	 
	 
	This site links to many statistical agencies around the world.



UK Government Sites

	 
	British ConsulateGeneral Shanghai 

	 
	 
	http://www.uninet.com.cn/shangbcg

	 
	 
	Website of the British Consulate General in Shanghai, providing general information about the Consulate, as well as contact details for the Commercial Section.


	 
	British Embassy China 

	 
	 
	http://www.britishembassy.org.cn

	 
	 
	This is the official site of the British Embassy in China, including information about Britain`s involvment with China as well as visa and consular information.


	 
	ChinaBritian Business Council 

	 
	 
	http://www.cbbc.org

	 
	 
	ChinaBritain Business Council (CBBC)is a trade promotion body which assists companies to promote their products and services in China. CBBC is supported by Trade Partners UK and backed by industry. Their business support staff are Chinese speakers with good background knowledge and experience of operating in China.


	 
	Chinalink - Liverpool, Chamber of Commerce & Industry 

	 
	 
	http://www.chinalink.org.uk

	 
	 
	Chinalink provides trade and investment services assisting British companies in the Chinese market and Chinese companies in the UK.




Contacts 

	 
	Big Yellow 

	 
	 
	http://sp1.superpages.com/cgi-bin/php/global/...

	 
	 
	This is a compilation of yellow page directories from around the Asia Pacific region and you`ll find links to white pages where they are available. There are also links to news, travel and weather information sites. 


	 
	Britain In Asia Pacific 

	 
	 
	http://www.britaininasiapacific.net

	 
	 
	Britain in Asia Pacific (previously known as the Association of British Business in Asia) comprises the British chambers of commerce and business associations in various countries throughout the Asia Pacific region. Background information on all the member Chambers is included in the site, with links to their homepages where available.


	 
	China Exporter 

	 
	 
	http://www.chinaexporter.com

	 
	 
	Search for manufacturers by location, product or keyword. Only the suppliers directory is currently in English. The site also has listings of the top ten companies by trade or by province and a bulletin board for posting messages and advertisments.


	 
	Hi China 

	 
	 
	http://hk.hichina.com

	 
	 
	Company information with links to company sites.


	 
	Import Export Internet Advertising 

	 
	 
	http://www.importers-exporters.com/buyers_imp...

	 
	 
	This site provides a directory of companies which are catalogued within 30 product/industry sectors. Each entry provides contact information and companies` basic information


	 
	Orient Business Express 

	 
	 
	http://www.accessasia.com

	 
	 
	Includes over 850,000 company listings but it is fee-based.


	 
	Trade 2000 

	 
	 
	http://www.trade2000.com

	 
	 
	US site promoting trade in and with China. Links to Chinese companies, services and suppliers. Search by company name, sector or keyword.


	 
	Webtrade Directory 

	 
	 
	http://www.webtrade.com.hk

	 
	 
	Details of suppliers, foreign consulates and business partners in Hong Kong and China. Search by product category or company name. Also general business information.



Business Directories

	 
	Asian Sources: Creating and facilitating global trade 

	 
	 
	http://www.asia.globalsources.com

	 
	 
	This site provides a directory which is searchable by product or supplier. It also gives market news and lists trade shows and events. Other country specific sites for Asian market are available. 


	 
	China Business Pages 

	 
	 
	http://www.chinapages.com

	 
	 
	Aims to provide business news and information on Chinese industry. Contains links to city profiles, and can be searched by manufacturing sector to access company details.


General Directories

	 
	China World Trade Web 

	 
	 
	http://www.chinaonweb.com

	 
	 
	Provides market information, plus details of trade shows and laws and regulations. Also includes an import and export directory, organised initially by sector then by city.



Industry Directories

	 
	China Chemical Network 

	 
	 
	http://www.chinachemnet.com

	 
	 
	This website is a vertical network serving the Chinese chemical industry. It is useful because of its suppliers database, Search over 50,000 chemical product records and 17,000 chemical manufacturers with detailed information around China. Search by the name of the product. It also has links to other useful sites and online chemical journals



Yellow Pages

	 
	ChinaPages 

	 
	 
	http://www.chinapages.com

	 
	 
	Can search for Chinese companies by yellow pages headings, or find information on development zones, investment projects and business travel.




Business News 

	 
	Hong Kong Trade Development Council (TDC) 

	 
	 
	http://www.tdctrade.com

	 
	 
	Provides details on 100,000 Hong Kong suppliers and 500,000 buyers in the Chinese mainland and worldwide. It also has information on trade fairs in Hong Kong and China, an online credit search, shipping schedules and a virtual SME information centre providing information on financing and e-commerce. It provides information on commercial opportunities, contracts and tenders relating to the 2008 Beijing Olympic Games.


	 
	Interfax Information Services 

	 
	 
	http://www.interfax-news.com

	 
	 
	Provider of business, political and financial news from Central and Eastern Europe and Asia. Reports cover industry sectors andbusiness opportunities, with regular news of new legislation. 



Business Journals

	 
	Asia Pacific Economic Cooperation 

	 
	 
	http://www.apecsec.org.sg

	 
	 
	Extensive site with various links. Created to foster open trade and economic cooperation among the Asia Pacific economies, APEC offers a wide range of services of its website economic indicators, guide to investment regimes, labour market information and tariff databases, information on government procurement and trade opportunities, news and publications.


	 
	Asian Studies Network Information Centre 

	 
	 
	http://asnic.utexas.edu/asnic/

	 
	 
	This site provides a wide variety of excellent links covering several individual Asian countries and the whole of Asia, South Asia, East Asia, Southeast Asia and Asiapacific. Links include journals, maps, organisations and economic sites.


	 
	Cockatoo Press Online 

	 
	 
	http://www.asiatour.com/bahrain/content1.htm

	 
	 
	This site provides general market information for a number of Asian countries. Information includes travel, history, economy and government as well as useful links. 



Industry Journals

	 
	China Chemical Network 

	 
	 
	http://www.chinachemnet.com

	 
	 
	This website is a vertical network serving the Chinese chemical industry. It is useful because of its suppliers database, Search over 50,000 chemical product records and 17,000 chemical manufacturers with detailed information around China. Search by the name of the product. It also has links to other useful sites and online chemical journals




Commercial Sites 

The following sites may be service based and are not endorsed by UK Trade & Investment.
	 
	Aemhk.com 

	 
	 
	http://www.aemhk.com

	 
	 
	This site advertises commerical services aimed at engineering companies exporting to China. Services include translation and communication of technical engineering issues.


	 
	AFTA Online.com 

	 
	 
	http://www.aftaonline.com

	 
	 
	This commerical site provides data for sale about the ten ASEAN economies, including country, industry and company information.


	 
	CCRS - Chinese Company Research Service NEW!

	 
	 
	http://www.ccrs.info/

	 
	 
	CCRS provides accurate and detailed information on Chinese companies. The data is locally sourced by Chinese researchers, then edited and assessed by experienced Western company information analysts. The result is the best possible combination of Chinese resource and Western insight. 


	 
	China Business Solutions 

	 
	 
	http://www.ChinaBusinessSolutions.co.uk

	 
	 
	Commercial site that provides specialist consultancy services to British small and medium size enterprises wishing to enter Chinese market. Services cover: market research, credit reporting, intellectual property protection and business representation in China.


	 
	China Company Research Services NEW!

	 
	 
	http://www.ccrs.info/

	 
	 
	CCRS provides accurate and detailed information on Chinese companies. The data is locally sourced by Chinese researchers, then edited and assessed by experienced Western company information analysts. The result is the best possible combination of Chinese resource and Western insight. CCRS company information is flexible, can be geared to meet a range of specific criteria, and is delivered on-line. If you are: • Seeking to sell to Chinese buyers? • Sourcing manufacturing capacity in China for your products? • Looking to invest in Chinese business? • Looking for reliable Chinese business partners? CCRS can deliver a highly cost effective solution to the problems of getting behind glossy presentation and cultural confusion to see the real quality and position of a Chinese business 


	 
	Consensus Economics - Asia Pacific 

	 
	 
	http://www.consensuseconomics.com/download/do...

	 
	 
	This company provides digests of economic forcasts by region. Most of the information is fee based, however free sample downloads for several regions from last year are available. Adobe Acrobat is required to view the data. 


	 
	EastBridge Associates 

	 
	 
	http://www.eba.uk.co

	 
	 
	Company offering a range of consultancy services for companies and other organisations doing business with China - strategic planning, negotiation, translation accompanying visitors. Also provides services for incoming Chinese delegations 


	 
	International Funding Information Services 

	 
	 
	http://www.ifis-tenders.org

	 
	 
	IFIS is a subscription database which provides access to the information pertaining to preparing and deploying development projects financed by multinational and bilateral donors around the world.


	 
	Kogan Page 

	 
	 
	http://www.kogan-page.co.uk

	 
	 
	This site provides an online catalogue of the export related publications that they produce, mainly the "Doing Business with ...." series. Some of the publications are produced in association with Trade Partners UK.


	 
	Lotus Graphics 

	 
	 
	http://www.lotus-graphics.co.uk/

	 
	 
	Commercial site offering Japanese translation and desktop publishing. Bilingual business card specialists. Also Chinese and Korean.


	 
	Mercury Solutions UK Ltd 

	 
	 
	http://www.mercuryuk.co.uk

	 
	 
	Translation & linguistic services company. The company can localise a website into any language, culture or region


	 
	Newell PR 

	 
	 
	http://www.newell.com

	 
	 
	Site of public relations consultancy for companies seeking exposure in Hong Kong, China, Asia-Pacific region. Business and technology media contacts. 


	 
	Political and Economic Risk Consultancy 

	 
	 
	http://www.asiarisk.com

	 
	 
	Commercial site, specializing in risk analysis of East and Southeast Asia. Quarterly reports and economic indicators available, also chargeable indepth analysis. Gateway to economic and political sites in Asia.


	 
	Santranslate.com 

	 
	 
	http://www.santranslate.com/

	 
	 
	This site offers a specialist Chinese / English translation service. Includes documentation, websites and metatags.


	 
	Sino Infrastructure Partnership 

	 
	 
	http://www.sips.co.uk

	 
	 
	This is a commercial consultancy company based in the UK It provides a range of general, commercial and technical business support services for clients proposing to invest or already investing in China; principally but not solely associated with the industrial, mining, construction and construction related sectors.


	 
	Texindex.com 

	 
	 
	http://www.texindex.com

	 
	 
	Commerical site and portal for textile industry in China. Includes contact information and worldwide sales leads




Business to Business Portals 

The following sites may be service based and are not endorsed by UK Trade & Investment.


Other Trade Opportunities

	 
	Autopartsbazaar.com 

	 
	 
	http://www.autopartsbazaar.com

	 
	 
	AutoPartsBazaar.com is an Asian based B2B Exchange (Business to Business) for the auto parts. It has over 2,500 organisations offering about 50,000 products (supplies) from India, UAE, Oman, Taiwan, Korea, Malaysia, Singapore, Japan and now China. It gives access to products, manfacturers and country information and also offers a business news service. 


	 
	B2B China.com 

	 
	 
	http://www.b2bchina.com.hk

	 
	 
	This business to business site offers chargeable services, also offers free information on trade statistics in China, regulations, tarriff information and links to other relevant sites.


	 
	China Chemical Network 

	 
	 
	http://www.chinachemnet.com

	 
	 
	This website is a vertical network serving the Chinese chemical industry. It is useful because of its suppliers database, Search over 50,000 chemical product records and 17,000 chemical manufacturers with detailed information around China. Search by the name of the product. It also has links to other useful sites and online chemical journals


Trade UK

	 
	International Growth NEW!

	 
	 
	http://www.internationalgrowth.org/

	 
	 
	`The `one-stop shop` on the web for the UK software and computer services industry (SCS)` Business advice for the Computer and Software Computer Servces Our mission is to help UK SCS companies capitalise on opportunities to grow their business through international trade by providing specialist business development advice, information and guidance as well as bringing together the wealth of information and resources available through the internet. You can access: SCS reports for the top overseas markets links to contacts who can help you do business in those countries advice on planning your international marketing strategy UK and overseas SCS news SCS events both in the UK and abroad up to date links to related web resources the latest information and resources on sourcing available funding Part of the DTI. 




Ref: CEA/exhibitions/CEA/BICES China/CEA/Report
BICES 


14-17 October 2003


Beijing, China 


CEA British Information Stand Report











