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Abstract 
In order to succeed in a business negotiation it is of great importance to negotiate with the 
same set of rules. As the world grows smaller this task grows progressively more difficult. 
Different cultures have different rules. Over the last years, China has been given a lot of 
attention in the matter of economic and international interest. China experts seem to flourish 
and there is a great interest to understand and learn the Chinese way of doing business. 
However, the last decades many western companies have already become well established in 
the Chinese market. Moreover, the concept of the �New China� is a new but increasingly 
familiar term among western interests. But what is the New China? Does it mean that the old 
Chinese traditions are put aside? Is it perhaps a western world that the West meets when they 
enter the Chinese business world? This essay approaches this topic � What is the New China 
and how does it effect business negotiations. The research question has been approached by 
methods of literature studies and interviews. The research involves business-to-business 
negotiations and is based on information from Swedish companies, established in the Chinese 
market more that 20 years. The results show that there is a shift in the values that drive the 
Chinese mindset and thereby also affect the negotiation process in the New China. However, 
one must keep in mind that the New China is limited to certain urbanized areas, and to which 
degree it has been exposed to western standards. All of this said, one crucial point is that if 
anyone wants to succeed in a Chinese business relation � be flexible.  
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Sammanfattning 
För att lyckas i en affärsförhandling är det av stor vikt att båda parter förhandlar inom samma 
regelverk. I en mer globaliserad värld medför detta vissa problem � olika kulturer har olika 
regler. De senaste åren har Kina uppmärksammats mycket i avseende av ekonomi och 
internationell handel. Kina experter får mycket att säga till om då många är måna om att lära 
sig det kinesiska sättet att förhandla och göra affärer på. Emellertid så är idag flera 
västerländska företag redan väl etablerade på den kinesiska marknaden. Likaså florerar 
benämningen �Det Nya Kina� allt oftare i den mediala bilden. Så vad är då det Nya Kina? 
Innebär detta att gamla kinesiska traditioner är lagda åt sidan? Är det kanske egentligen ett 
renodlat västerländskt beteende som möter de västerländska företagen då de stiger in i den 
kinesiska affärsvärlden? Föreliggande uppsats behandlar just detta ämne; syftet är att 
undersöka hur affärsförhandlingar präglas av de eventuellt nya värderingar som har tagit form 
i det Nya Kina. Vad är det Nya Kina och hur påverkar det affärsförhandlingen? Metoden som 
har använts är litteraturstudie kombinerad med intervjuer. Uppsatsen avgränsar sig till 
affärsförhandlingar och intervjuerna är gjorda med svenska företag som har varit etablerade 
på den kinesiska marknaden i över 20 år. Resultaten visar att vissa företeelser är annorlunda i 
det Nya Kina. Trots att resultaten varierar i viss utsträckning påvisas att en del förändringar 
sker i de värderingar som driver kineserna och därmed också deras förhandlingsbeteende. 
Landet Kina är ambivalent på många områden och ett beteende kan vara rätt i en situation 
samtidigt som samma beteende kan vara ödesdigert i en annan. Avgörande faktorer kan vara 
en annan provins eller en annan affärs sektor. Likväl kan en klar slutsats dras: för att lyckas i 
det Nya Kina � var beredd på att vara flexibel.   
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1. INTRODUCTION 
The first chapter will present a background to the research as well as a problem discussion. 

The problem presentation will be followed by a presentation of the purpose of the study as 

well as the research questions. Thereafter, demarcations and an outline of the essay pursue.  

 

1.1 Background 

The evident growth of China on the international business market has been inevitable. China 

has, during the last decade, grown tremendously stronger on the international business market. 

Over the last five years China�s GNP has grown with 10 percent per year1. In Sweden, many 

industries close their domestic factories, aiming east to open their gates in China. 300 of the 

world�s 500 largest companies are now established in China, and only 16 of them are 

Chinese2. Moreover, China is the world largest receiver of direct investments and today the 

world�s fourth largest economy, after the USA, Japan and Germany. As a result, the media 

interest has grown vigorously and new �China experts� seem to flourish in various areas. 200 

years ago China generated more than 33 percent of the world GNP. China was a country of 

economical importance with pride and dignity, and at this time it was no surprise that Beijing 

easily could refuse any trade proposition from Great Britain3. In 1979, after years of 

Chairman Mao�s communistic mistreat of the country, this number was down to three 

percent4. China was closed and the tables had turned. China�s new leader Deng Xiaoping had 

a great mission in getting the country back on its feet, a new policy was formed and he opened 

China�s doors for the international market. This has resulted in a China to be proud of once 

more. During the last five years, China�s GNP has had a steady growth of 10 percent per year 

and today, 2006, it is a country once again set on the economic map. Since 2001, China is a 

member of the WTO, which further sets the international business relations in focus. China is 

in the loop.  

 

However, China is different in many ways. China is formed by thousands of years of 

traditions and western companies are faced with many surprises if they have not done their 

homework before entering the Chinese business world. One way or another, western 

                                                
1 Fang, T. ATT GÖRA AFFÄRER I DAGENS KINA  
2 Mideus, H. Lecture 2006-05-16 
3 Fang, T. ATT GÖRA AFFÄRER I DAGENS KINA 
4 Ibid 
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companies that meet the Chinese market face a negotiation situation. When negotiating 

internationally one needs cultural knowledge and skills in order to succeed, not only legal and 

business matters, but also the quality of social and human relations5. Originally, this is what 

this essay was supposed to examine � the differences between western and Chinese 

negotiation style. However, when some time was given on the project, other questions 

surfaced. Overall, literature concerning this topic seemed to be overshadowed with the 

assumption that China is very different and that it is the responsibility of west to adopt into 

their system. On the other hand the same literature is filled with the amaze of the Chinese 

development and the extreme speed it seems to develop in. The term �The New China� is 

widely used as a symbol of the new China influenced by the West. This gave birth to the 

question concerning the business negotiation situation. Has the New China been implemented 

in the business negotiations as well, or is it only in architecture and financial strength? What 

is actually the meaning of the New China, and how far has it stretched? Does the western 

businessman meet the same type of Chinese in the negotiation room today as he did ten years 

ago or is it a New China that meets the West? 

 

1.2 Problem Presentation 

China is described as a country that is very different, and in order to succeed in business, 

literature as well as press, focuses on the cultural differences as well as the importance of west 

adopting into this different east. In one hand, China is described as an old, traditional and 

hierarchic culture. Differences are pointed out and so is the importance of western adoption 

into this unfamiliar China. On the other hand, a hypermodern futuristic country and promised 

land is rising, where new cities are built in no time and the New China is growing by leaps 

and bounds. Some research has been made on the topic of China and the business negotiation 

situation with the West and it�s challenges. However, much of the literature still focuses on 

old traditions, based mostly on Confucianism and ancient Chinese theories. Dr Tony Fang has 

conducted valuable research, and the main piece was published in 1999. The impression is 

given that early research on the topic of Chinese business negotiation is, even though it 

concerns the �New China�, not completely up to date. If China is changing as fast as it 

appears to, does it also affect the way they do business? This is where the conflict occurs. 

What is actually changing in China � what is the New China and how does it change the 

                                                
5 Usunier, J-C. INTERNATIONAL BUSINESS NEGOTIATIONS  
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business climate and the Chinese values that these business negotiations are based on? Are the 

rules of the game still the same today as they were five or ten years ago? Moreover, what does 

the West really know about China and what is the accurate picture given concerning the 

Chinese business negotiation? The topic examined in the following essay is - has the New 

China changed as much as the West seems to think? If this is the case, how does the New 

China differ from the old China, and how do these premises affect the business negotiation? 

 

1.3 Purpose of Study 

This research deals with the understanding of the Chinese business negotiation style in the 

New China. The purpose of the essay is as follows: 

 

The purpose of the research is to examine the Chinese business negotiation style in the 

New China. 

 

1.4 Research Questions 

To attain research purpose, three research questions must be answered: 

 

1) What is the New China? 

2) Are the Chinese values in the New China different from the values in the old China? 

3) If so, how do the different values in the New China effect the Business negotiations? 

 

1.5 Demarcations 

This research concerns business-to-business negotiations. The research is based on 

information from Swedish companies that have been established in the Chinese market for 

more than 20 years, soon after Deng�s new �Open Door Policy�. Also, it is limited to the 

developed areas in China represented by Shanghai, Nanjing and Beijing. The aim of this essay 

is not to examine how it was ten or twenty years ago, this research concerns present time in 

China - what is the situation today.   

 

China is an empire, at least in the meaning of  its massive land areas and it is important to 

consider the fact that attitudes and beliefs differ between the different provinces just as, or 



 
 
 

4  
 

even more than it differs between European countries6. Moreover, the technique Deng has 

used for implementing market economy in the planned economy China, he claimed the 

technique of �Getting over the river by feeling your way with your feet over the rocks�7. In 

real life, this means that new ideas have been implemented by trial and error in smaller 

provinces instead of reforming the country as a whole at once. The result is that while certain 

areas in China have grown tremendously fast, other provinces are left behind.  

 

1.6 Outline 

In order to fully understand what forces that have formed the Chinese mind and it�s specific 

structures there has to be an understanding of it�s history � the actual events as well as it�s 

cultural history. Therefore, the disposition of the essay begins with a brief description of 

China�s historical framework and how the main values have emerged from these eras. 

Thereafter theories of the classical Chinese negotiation style and how to do business in China 

are accounted for. This is followed by a methodology chapter where participants and research 

method is described. Later, the results from the interviews are presented and analyzed. In the 

result chapter, only results from the interviews are presented, it is not yet linked with the 

theories in literature. After that, conclusions and a discussion concerning the topic and results 

are presented. Finally, suggestions for further research are given.  

                                                
6 Fang, T. ATT GÖRA AFFÄRER I DAGENS KINA 
7 Ibid 
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2. LITERATURE REVIEW 
This chapter will review relevant literature to the research problem in the study. A historical 

framework is given from both an actual historical perspective as well as a philosophical 

perspective. Thereafter, theories concerning key factors in Chinese negotiation are brought 

into focus.  

 

2.1 Historical Framework � The Chinese Set   

In order to understand the Chinese mind and the forces that form the Chinese values it is 

inevitable to look into the history of China. Also, China is the world�s �longest continuous 

civilization with the longest tradition of record keeping and collection�8. This is something 

that the Chinese are very proud of, and the Chinese are very proud of their culture9.  

 

For more than 4000 years China was a united empire ruled by emperors. It was a confident 

population who superiorly presented Chinese inventions such as the Chinese compass, the 

letterpress and the discovery of gunpowder10. However, at the end at the last dynasty which 

fell in 1911, the country struggled with domestic conflicts. During these circumstances it was 

not difficult for Mao Zedong and his comrades to establish a system that united the country.  

 

The importance of holding China together as one unified country is something that Chinese 

values highly11. Then again, this was put into an abrupt end when the Japanese invaded China 

in 1930. When the communists freed China from the Japanese invasion in 1949 the 

communists were seen as saviours and Mao and the Chinese people where satisfied with the 

original system and peace that the communist party brought to the country. Then again, 

during the almost 30 years that Mao ruled in China, his communist party managed to destroy 

pretty much everything that the Chinese were so proud of12. The country Mao left when he 

died in 1978 was a poor China who had suffered tremendously damage. The old traditions had 

been dishonoured and the economy as well as the middle class had been driven in the bottom 

with its peak in the Cultural Revolution.  

                                                
8 Ropp, P.S  HERITAGE OF CHINA: CONTEMPORARY PERSPECTIVES ON CHINESE CIVILISATION 
(p- ix-xxi) 
9 Fang, T. CHINESE BUSINESS NEGOTIATION STYLE  
10 Zinsius, B. DOING BUISNESS IN THE NEW CHINA  
11 Fang, T. CHINESE BUSINESS NEGOTIATION STYLE  
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Deng Xiaoping however, introduced a new policy into the communist party and another 

China started taking its form. Four sweeping reforms founded the ground of which China�s 

modern society is built on today. Firstly, he carried out the �open door policy� which opened 

the Chinese market for international companies to settle and invest in. Originally through joint 

ventures but later also more independently. Also, he invested in modernising the Chinese 

infrastructure. Moreover, a new middle class was formed through education and sending 

young students abroad. Finally, he founded a new economical way of thinking � �It is 

honourable to be rich�13.  Deng�s successors have followed his guidelines and in the year of 

2001 China was admitted to the World Trade Organisation (WTO).  This was important as it 

shows that China officially accepts international trade regulations and laws and that the 

government is committed to continue and develop the economic and legal reforms initiated14.  
 

2.2 Philosophical Framework � The Chinese Mind 

The Chinese does not believe that there is only one specific belief. Instead, they are convinced 

that all different philosophies lead to the same goal, even though the roads might be different. 

The goal in this matter is a long and harmonic life on earth15. Even though China is not, and 

has not been a country of any specific religious conviction, two major philosophical currents 

have formed the Chinese values; Confucianism and Taoism16.  

 

2.2.1 Confucianism 

The teaching of Confucianism origins from Confucius who lived in China during the Han 

Dynasty, 206 B.C to A.D 220. This is probably the belief that has the largest impact in 

forming the Chinese mind and its attitude towards life, even in our days17. Confucius was not 

a founder of any religion; his mission was one of a philosophical content. The core in the 

Confucian belief is that you surrender and fit in18. The key words in Confucianism are 

stability, order, harmony, virtue, hierarchy and family19. People can not live without each 

                                                                                                                                                   
12 Fang, T. ATT GÖRA AFFÄRER I DAGENS KINA  
13 Ibid 
14 Zinsius, B. DOING BUISNESS IN THE NEW CHINA  
15 Knutsson, J. KINESISKT FÖRHANDLINGSBETEENDE  
16 Fang, T. ATT GÖRA AFFÄRER I DAGENS KINA  
17 Knutsson, J. KINESISKT FÖRHANDLINGSBETEENDE  
18 Zinsius, B. DOING BUISNESS IN THE NEW CHINA   
19 Knutsson, J. KINESISKT FÖRHANDLINGSBETEENDE  
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other, but also � society can not work if these relations are not controlled and a certain order is 

obtained. This order is obtained by obedience and submission. This was expressed in the five 

relations � the one between emperor and subject, father and son, older brother to younger 

brother, friend and friend and finally man and wife. Confucianism has been characterised as 

the �good citizenship religion�20. The essence is respect and reverence to the higher part as to 

the system as a whole. Abilities such as physical strength or power taken by violence do not 

have a place in the Confucians belief21. Instead, an emphasis lies on developing long term 

relations and maintain a stable society based on the unequal relations22. 

 

2.2.2 Taoism 

The importance of Taoism in the Chinese civilisation is the only belief that could be 

compared to the impact of Confucianism23. It was set in words by Lao Tsu in the writing Tao-

Te Ching, even before Confucius wrote the Confucian theories in his Analects. If 

Confucianism concerns how people should relate to each other in harmony, Taoism concerns 

how people should live and relate to nature in order to reach harmony. Tao is eternal, 

unchangeable forces that pervade everyone and everything. Tao holds the universe together 

and if no one interacts and disturbs it, Tao will maintain a perfect balance between chaos and 

order. A central saying in Tao is �Action by inaction�24.  Nature is the role model, and the 

way it gives life and keeps order without trying, is the perfect description of action by 

inaction. If nature only is left alone it withholds the balance and order. Also, nothing is 

absolute, there are always at least two perspectives on a given situation, and both of them are 

right and there is a little of everything in everything in perfect balance. This is exemplified in 

the concept of Yin Yan, where the notion of dualism is presented in it�s utterly shape25. There 

is nothing bad that does not bring any good. This is exemplified by the Chinese proverb �Sai 

weng shi ma an zhi fei fu� (�The old man lost his horse but who knows if it is a 

misfortune�)26. The story tells about a man who lost his horse, everyone in the village says 

they are sorry for this but the old man answers that it is not sure that this is a bad thing. The 

horse then comes back accompanied by several wild horses and the neighbours came to 

                                                
20 Ibid 
21 Ibid 
22 Ghauri, P. & Usunier, J-C. INTERNATIONAL BUSINESS NEGOTIATIONS  
23 Fang, T. CHINESE BUSINESS NEGOTIATING STYLE  
24 Knutsson, J. KINESISKT FÖRHANDLINGSBETEENDE 
25 Chen, M.J INSIDE CHINESE BUSINESS: A GUIDE FOR MANAGERS WORLDWIDE  
26 Fang, T. ATT GÖRA AFFÄRER I DAGENS KINA  
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congratulate him, whereas the man answered that this is not necessarily a good thing. Later, 

his only son fell off one of the horses and broke his leg. The neighbours once again came to 

express their sympathy and once again the old man answered that it was not necessarily a bad 

thing. Next year the country went into war and every boy in the country was recruited. 

However, since his only son was lame the old man could keep his son in the house. Fang 

maintains that this theory has had a great affect on the Chinese people in order to overcome 

difficulties and maintaining hope in times of despair27.  

 

2.3 Face 

According to Knutsson the concept of face could be described as a matter of self respect and 

pride28. Further, he explains how this is strongly linked to the sense of shame; if one looses 

face this is strongly connected to a feeling of shame. Face could be divided in two meanings 

in the Chinese culture29. Part from the meaning where it involves self respect, it also has the 

meaning of social status30. Zinsius further explains how the concept of face is much more 

rooted in the Chinese culture than in the West31. The Chinese are very keen in not loosing 

face in front of other people32. The importance of face in the Chinese tradition is further 

explained by Fang by a Chinese saying which states that �every person has a face, for the 

same reason every tree has a bark� 33. Too loose face is hereby compared to a tree being 

stripped by its bark. The importance of keeping face shows itself in many different ways in 

Chinese life34.  One example is described in Lilliehöök�s book Mei Wenti35. The situation 

describes a dinner where the Swedish guests pay the bill without telling any of the Chinese 

hosts. The Chinese found out that the bill was paid first when they received their card in 

return from the waitress. In west, this would be a polite gesture and it would probably have 

been left by that, at the most a smaller argument from the hosts account. In China, however, 

custom is that the host pays the bill, and by neglecting this custom the Chinese host looses 

face. The tension rises around the table and the Chinese superior was described as both 

                                                
27 Fang, T. CHINESE BUSINESS NEGOTIATING STYLE  
28 Knutsson, J. KINESISKT FÖRHANDLINGSBETEENDE 
29 Zinsius, B. DOING BUISNESS IN THE NEW CHINA 
30 Ibid 
31 Ibid 
32 Fang, T. ATT GÖRA AFFÄRER I DAGENS KINA 
33 Fang, T. CHINESE BUSINESS NEGOTIATING STYLE 
34 Ibid 
35 Lilliehöök, C. MEI WENTI! INGA PROBLEM! OM LIVET I DAGENS KINA 
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disappointed and hurt. The situation was not solved until the Swedish guests had asked for 

forgiveness, taken their money back and let the Chinese host pay the bill36.  

 

This is a matter of great importance in China, and the sensitivity and vulnerability the loss of 

face generates often contributes to the situation where the Chinese try to avoid every situation 

where any risk of loosing face might surface37. If one looses face however, it might not 

necessarily be visible for other people. The Chinese way of handling a situation of lost face is 

often by smiling and pretending as if nothing has happened. If one have made a Chinese loose 

face, it is most unlikely that this Chinese will continue in further business38.  

 

2.4 Guanxi 

In China, business is built on relations, and negotiations are made by people not by 

companies39. If a personal relation is established and good contacts have been made, 

eventually business will be discussed and deals can be made. Guanxi, relations and the 

process of building as well as conducting them is central in the Chinese business life. It can 

not be stressed enough how important these personal relations are for the outcome of a 

cooperation with a Chinese actor. To establish guanxi is a must in order to succeed in the 

Chinese market40. Fang describes one clear example41; the situation given is a Swedish 

manager who contacts a Chinese manager. The four questions asked by the Chinese manager 

were: �Do I know you? Do you know me? Do you know anyone I know? Do I know anyone 

you know?� This clearly exemplifies the Chinese relation to guanxi and relations. It is an 

important matter and the presence of these four questions gives a proof of how the Chinese 

search common grounds for the specific relation.  

 

 

 

 

 

 

                                                
36 Ibid 
37 Knutsson, J. KINESISKT FÖRHANDLINGSBETEENDE 
38 Lilliehöök, C. MEI WENTI! INGA PROBLEM! OM LIVET I DAGENS KINA 
39 Fang, T. ATT GÖRA AFFÄRER I DAGENS KINA 
40 Ibid 
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3. METHODOLOGY 
This chapter will present the structure of methodology of the research conducted. The 

methodology chapter contains the research design, the research approach, the research 

participants, data collection method and quality standards.   

 

3.1 Research Design 

The research design for this investigation was chosen to be the qualitative method of in depth 

interviews. The main reason for choosing this method , is that this gives a deeper knowledge 

of the investigation and a better opportunity to investigate details and real life experience. 

Thus: open ended questions were used in the interviews.  

 

3.2 Research Approach 

The research employed in this thesis is inductive-deductive. It is deductive since the study 

emerges out of existing theories and the fact that the interview questions are based on 

previous research. However, it is also of an inductive character since the aim is that the 

information gathered in some ways infers constructs.  

 

3.3 Research Participants 

The participants in the experiment were not selected by using opportunity sample. The reason 

for this is that China is a very closed country, and it is of great importance that contact have 

been made in some other way before getting let in. The key character of the participants being 

interviewed were their time and extent of experience in Chinese negotiations. Part from this, 

in order to get an as wide perspective as possible, the aim has been to collect an as broad 

range of participants as possible. The interviewed have been authors, company presidents, 

sales managers and product managers; all of that have extensive hands on expertise, in 

negotiating with Chinese.  

 

The sizes of the companies differ between 4 and 12 Billion Skr in their turnover year 200542. 

Also, different business areas have been covered; telecom, technical medical, transport, 

                                                                                                                                                   
41 Fang, T. CHINESE CULTURE AND CHINESE BUSINESS NEGOTIATING STYLE 
42 12 Billion Skr approximately 1,3 Billion Euro 
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international trade and crossover markets. Both Chinese and Swedish participants were 

interviewed; however, the companies represented are all Western in the matter of western 

origin and management. Also, all the companies have been established in the Chinese market 

for more than 20 years. The company offices are not limited to one area in china, but spread 

in most provinces. Even though the interviews were all carried out in Shanghai-, Beijing- or 

Nanjing- offices, all of the interviewed have experience from other provinces.  

 

3.4 Data collection Method 

The in depth interviews were carried out in different settings dependent on what was most 

convenient for the given situation. Face to face interviews, telephone interviews and e-mail 

interviews were used. For the face to face interviews, e-mail and telephone contact was 

established and time and date was set. The participant was then aware of the aim and the 

purpose of the interview before the actual meeting. In telephone interviews, same procedure 

was used up to the point of the interview per se. Also, in e-mail interviews the same 

information was given to the participants. The same interview guide was used on all 

occasions43. During the interviews the information was written down or recorded and in e-

mail interviews the interview guide was sent to the participant and he or she then filled in the 

answers and returned the e-mail. The data collection has been collected in its natural 

environment � that is in Sweden and in China.  

 

3.5 Quality Standards 

The concept of validity and reliability is somewhat different in a qualitative study than a 

quantitative such. Different from quantitative research, one can not transform the data into 

numbers and figures that can be tested and verified to the same extent. In a qualitative 

research this matter is something that follows through the whole study, from beginning to end. 

This demands a continuous awareness and relevant precautions from the researcher have been 

attended to avoid bias and flaws. Nonetheless, a presentation of some specific precautions is 

given account for.  

                                                
43 See Appendix 1 
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3.5.1 Validity 

Firstly, face validity was conducted through initial research interviews. Moreover, open ended 

questions were used to open the possibility of unexpected answers and details not thought of 

initially. To limit the risk of validity flaws, the interview guide was analysed by external 

expertise before executed.  

 

3.5.2 Reliability 

In a qualitative research, the researcher has a greater responsibility in the gathering and 

recording results. However, certain precautions have been taken into account. Internal 

consistency is sought for by using the same interview sheet for each interview44. A deliberate 

attempt towards objectiveness has been taken by the researcher. Also, since all the interviews 

have been carried out by the same person, a greater control has been achieved in the actual 

procedure � the interviews are all carried out in the same way. The dependability of the 

people interviewed is also of a great importance. Therefore, much effort has been put in 

reaching trustworthy and well known companies that have extended experience in the Chinese 

market. Furthermore, well known and experienced authors and managers have been 

contacted.  

 

3.5.3 Limitations 

The main limitation in this research was to establish contact with the interviewed. In order to 

get information as accurate as possible, experienced participants were of great importance. 

This, on the other hand is a challenge. Many companies are not open in the matter of letting 

outsiders into their company secrets. To be let in behind these closed doors is a challenge in 

general, but even more true when it comes to China. The Chinese culture does not have a 

tradition of trust in strangers and one can not expect to get in contact with the company 

president by sending an e-mail or making a phone call. People do not normally accept an 

interview from a stranger unless the interviewer is introduced through a friends� network. 

Also, there is always a risk of participant pleasing the experimenter when conducting 

interviews.  

 

                                                
44 See Appendix 1 
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4. EMPIRICAL DATA  
This chapter will present the empirical data collected by the interviews. First, a background 

is given to the data, and then the key concepts of face, the New China, guanxi, trust and 

friendship follows. After this, general results and interview data are presented.  

 

4.1 Background  

The empirical data is collected by in depth interviews. Four main areas have been conducted 

in the interview sheet, and the aim has been to examine the participants� perception of the 

New China. Firstly, questions in general concerning the New China are posed and thereafter 

different areas have been discussed in the light of the New China.  Since all of the participants 

have several years of experience in negotiation with the Chinese, they all had an insight in 

how things have changed and differences in the original negotiation process compared to the 

situation today. It is important to clarify the time span in this matter, many of these companies 

came to China soon after Deng�s appearance in the beginning of the 1980�s. This is compared 

to the New China as it is today, in 2006.  

 

4.2 Results: the New China  

The first question in the interview concerned the concept of the New China. �What is your 

perspective on the New China, is this a term that you are familiar with and what does it mean 

to you?� It was an open question and the participant had the opportunity to answer with less 

risk of experimenter bias. The answers were somewhat different dependent on their position 

and perspective, however, there is no doubt that this is something that all of them were 

familiar with and they all saw changes in the New China. A former head of the Swedish trade 

Counsel in Beijing answered as follows:� The New China and the Chinese wonder is us � the 

West. We have brought management knowledge and competence into China. We have helped 

by joint ventures and investments as well as technical knowledge. The Chinese wonder is that 

they have looked over our shoulder and learned�. This strongly implies that The New China 

is very much dependent on the international companies that have rooted in China. Also, a 

common spontaneous answer was that the New China is not the whole China. Many of the 

participants have stressed the fact that only certain areas in China could be considered as the 

New China. Not all of China is developed and �new�, large areas are still struggling with 
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ancient traditions and values. When this matter has been risen, all of the participants have 

answered consistently � the coast line, Hong Kong and the big cities as Shanghai and Beijing 

are developed whereas provinces in the eastern China are not. Also, north of China has shown 

tendencies of a slower development than the costal regions. However, the opinion is that this 

developed line is moving towards the middle of China as well as extending north. 

Furthermore, the development of the company is stressed. One of the managers interviewed 

explains: �It is important to remember that this �The New China� does not only apply to 

where the specific company is situated geographically, but also the development of the 

company. With this, I mean how long time the company has been established in the Chinese 

market � the longer time you have been here, the easier things get in every occasion�. This 

also combines with another perspective � the openness. A spontaneous reaction, from both 

Chinese and westerners is that the New China is much more open today than it was 20 years 

ago. A Chinese manager from a medical technical company states: �I came to Shanghai about 

20 years ago. The common Shanghainese person is not known for being very open to 

"strangers", that is. Chinese from other provinces. It was then very hard for other people to 

settle in China, not only in Shanghai. It was quite closed and not open to either other people 

or business.� In addition to this, a sincere excitement seems to color the perception of the 

New China. The participants all seem to be of the impression that China is happening now, it 

is developing fast and progressive and there is a certain surge of getting ahead and develop 

and challenge the old traditions and grow stronger.  

 

4.3 Results Status  

The aspect of status could be divided in two areas, status and hierarchy. The answers however 

are consistent. Hierarchy is something that was said to be quite important, and it was more a 

matter of how things actually are. China is still a top-down system and many participants 

spontaneously mentioned the government, how the government implies this system by the 

way it rules the country. As one of the presidents interviewed put it, �It's a top-down system. 

This is due to history and culture. Also, discipline is deeply rooted in the Chinese behavior. 

The government is imposing the structure. And it spreads down all the way through the 

company systems�. The answers to this question is pretty straight forward, almost all of the 

participants use the exact same words in more or less the exact same content. Some explains 

further that this is due to the fact that this has been in the Chinese tradition for such a long 

time, that this is a value that is difficult to change. Even though there are some expressions of 
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how the Chinese are used to obedience and to follow the authority � there is an important 

change. In pure western companies, people get promoted by competence and how the 

individual deliver. The old Chinese way is to promote people due to their time in the company 

and the person�s age. This is changing though, and even though it is not yet fully changed, the 

tendency is that it is changing more and more to individual competence and education instead 

of the old traditional way. This perspective about how the actual achievement matters more 

and more is specifically promoted by the young Chinese participants.  

 

The other aspect of status is exactly that � status. This however seemed to be somewhat 

different from the traditional hierarchy way. The importance of status and most of all showing 

status seems to be even more important than before. This is shown by small things, as for 

example the title of your business card or who sits where in a business meeting. Also, the 

person who has the highest status enters the room the latest, and it is common that this, the 

highest boss, does not attend the negotiations at all or sit silent during the negotiation. So, it is 

important to show status and this gives you a higher hierarchy. What is changed in the New 

China seems to be what gives you this status and how it shows. �What is changing is that 

instead of age or guanxi � it�s your competence that gives status and higher status.�  

 

One explanation to this is expressed by one of the authors interviewed. He explains that this is 

due to the fact that status was not allowed before. Everything in China was supposed to be 

equal. Nowadays however, status is so important due to the fact that this shows that you are 

successful, that you have achieved something.� What one has to consider here in the Chinese 

history � in a country that is recently uprising - status becomes so much more important. 

Sweden on the other hand has developed beyond that, and even though this will probably 

happen in China too, it will take many years from now�.  

 

4.4 Result Face 

The results of questions considering face give an interesting perspective. All of the 

interviewed strongly emphasises the importance of face. All of them say that this is important 

or very important and that this has not changed in the New China. Both Chinese and 

westerners hold this strongly. What is interesting are the explanations and the theories 

presented concerning the topic of face. The interviewed with Chinese origin all claim that it is 

important and that you can never depend on any further success in the negotiation if you have 
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exposed someone and made him or her loose face: �VERY important! Never expose someone 

for being wrong. This might make the person you have exposed VERY unlikely to commit to 

any negotiations later on in the negotiation�.  

 

Western participants also stress the importance of face, but in addition to this, they reflect that 

this is actually only good manners. One of the Swedish presidents explained: �If you are in a 

meeting in a western country with western companies and you point at someone and expose 

this person for being wrong in front of the whole group with a laugh, you could NEVER 

expect that this person would engage in further business with you�. Also, another Swedish 

manager claims that �This is just as important as back in Sweden; it�s only that here in China 

the behavior has been given a grateful label. It�s all about giving each other good confidence 

and by �boosting� your opponent get him or her more positive for future negotiation�.  Also, 

when the Chinese participants describe what �giving face� is and how to do it, they describe 

behavior manners such as being friendly, polite and respectful. Ask questions and be prepared 

with good answers so that your opponent feels important and listened to.  

 

4.5 Result Guanxi 

In the interviews, the questions concerning guanxi developed into discussions on what guanxi 

really is in almost all cases. It was obvious that there are two different perspectives on guanxi. 

One is the traditional guanxi where a contact is everything, the other meaning of guanxi is the 

network and relations that comes with it. The structure is that there seemed to be a different 

approach to guanxi and the importance of it depending on which kind of guanxi the Chinese 

people referred to. The first guanxi � the one you need to get in contact with anyone at all in 

the first place was explained to be important only in the beginning of the process of getting 

into the Chinese market. Here, many claimed that it is of great help to have at least some 

Chinese contacts to start with. It was described as quite hard to get into the origin negotiation 

without any contact what so ever. However, this part of guanxi seemed to be less and less 

important the more established the company got on the Chinese market. The other meaning of 

guanxi � the network that you create yourself also matters a lot. But, this is the other way 

around in the matter that this is less important in the beginning, but more and more important 

the longer you have been in the business and the more time you have had to create your own 

network-guanxi.  
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4.6 Result Trust and Friendship 

The aspect of trust and friendship is somewhat connected to the guanxi and the networking in 

China.  The interviews all mirror the importance of trust and friendship and that this is not 

anything that has or will change in present future in the Chinese negotiations. Trust is 

achieved through openness and honesty. As it shows, you could also gain trust by acting 

professional and with great expertise. This could be achieved through having many experts in 

the team � never go to a negotiation by yourself, always bring your team. This gives 

credibility and is also a safety for your own company. Trust and friendship is something you 

earn yourself, not anything that can be achieved through guanxi or other relations. In China 

however, it turns out that the mentality is coloured by the idea of �If you scratch my back, I�ll 

scratch yours�. This is also mentioned in many of the interviews, one of the Chinese sales 

managers puts it like this: �This is very very important!! For example, a company named �A� 

helped us a lot during our bad times. This is important; if you cover my back I cover yours. 

There is a line though between trust and friendship and Guanxi. Trust and friendship is 

something you earn by your self! But it is very very important - this will help you a lot 

through your business!� 

 

4.7 Result General 

Part from the areas discussed above, other areas were being investigated during the 

interviews. One of the questions regarded the geographical differences. What all of the 

participants agreed upon were that there is a major difference dependent on where in China 

you are situated. The tendencies was that the coast line, Hong Kong and major cities as 

Beijing and Shanghai are more developed in a western way than other regions such as 

northern China or far west. It is described how important it is to be aware of these differences 

and the degree of western influence before entering the negotiation.  

 

Another question concerned the Chinese attitude to westerners. Do they differ in their attitude 

towards different western nationalities or are westerners all the same in the eyes of the 

Chinese? Here, the answers differed to some extent. Some of the interviewed considered that 

westerners are all the same and that nationality did not differ. However, some of them pointed 

out that this probably differed in how well educated the Chinese were, and also, how much 

international contact they have had.  
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Another aspect that was discussed was the concept of holistic thinking. Here, little insight was 

shown from the Chinese participants, but the western participants all had similar opinions. 

The Chinese does not have a developed way of holistic thinking. They value knowledge in 

details and facts. Where the western value the ability to use knowledge, Chinese value the 

actual facts. �In China knowledge is that you know FACTS, preferably in details. In Sweden 

and the West, knowledge is the ability to USE those facts, to put hem in a holistic content and 

alternate the facts and make them fit in that specific situation that one�s in.�  

 

Another aspect of discussion was the case of education. How does this affect the negotiations? 

What is the level of education and how has this changed? As it shows, the level of education 

has raised a lot lately, and it shows in the negotiations that the Chinese have more and deeper 

knowledge in specific details of technology and other detail areas. A question that arose was 

whether many of the Chinese working in Western companies had been educated abroad, but 

this does not seem to be the case. Or as one of the interviewed Swedish managers put it � �of 

course, the trend shows that the Chinese that have been abroad studying or working for some 

years now return back to China, but it does not effect the situation in an extended way�.  

 

Finally, all the participants received the question about the future � �If you should guess, what 

would you think the negotiation climate in China would look like in a not to distant future, 

what are the trends and where will it in that case change?� The answers seem to reflect the 

idea that China is moving more and more towards the West. This fact depends on the 

geographical situation as well as other developmental conditions. One of the participants, the 

Asia manager at his company, reflected over the situation that China will have to experience 

restructure in their system, and at this point China will have to take a step backwards. For 

now, China is sailing with wind in its sails and it is important that these proud attitudes do not 

turn into arrogance. One should just let the whole thing take it�s time. Be prepared to be 

flexible and open.  
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5. ANALYSIS  
This chapter will provide an analysis of the collected empirical data presented in chapter 

four. The study is relying on the theoretical propositions and the chosen analytical strategy is 

pattern making. Collected empirical data will be compared to the theories presented in 

chapter two.  Each research question will be analyzed separately, and similarities as well as 

differences between theory and the empirical data will be presented.  

 

5.1 Research Question One: What is the New China? 

What is the New China? As Zinsius proposes, the New China is a mixture of old and new, a 

combination of old traditions in a more modern society45. The question is then what the 

meaning of a modern society is? As it shows in the results, this modern society is a matter of 

western influences. Many of the interviewed imply that it is these western influences that, not 

only have created the China, but also are the New China. This concurs with the issue that the 

New China is limited to specific areas in China. One of the questions in the interview sheet 

concerned the matter of geographical differences. The answers all implied that there is a great 

difference depending where in China you are negotiating. Big cities such as Shanghai and 

Beijing were mentioned, along with the east coast area was described as being more 

developed than western or Northern provinces. This coincides with how Deng has 

implemented the Western companies in China. As mentioned earlier in the essay, Deng has 

adopted the method of trial and error in implementing the western companies in China46. The 

actual meaning of this is that western companies have been let into specific regions, and as it 

turns out � these are the regions where the New China have developed. However, as it turns 

out, the matter of region is not the only matter that affects the development of the New China. 

The New China, as it seems, is a limited area where western companies have been introduced. 

This has colored the Chinese business style and the Chinese growth in these areas.  

 

 

 

 

 

                                                
45 Zinsius, B. DOING BUISNESS IN THE NEW CHINA 
46 Fang, T. ATT GÖRA AFFÄRER I DAGENS KINA 
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5.2 Research Question Two: Are the Chinese values in the New 
China different from the values in the old China? 

So, are the values in this New China any different? What in that case is different and what is 

not? The results show that hierarchy is something that is deeply rooted in the Chinese 

mentality. This is due to the fact that Confucianism is so deeply rooted and that it will take a 

longer time to develop another mentality. In this matter, it seems that the western companies 

have gained a remarkably attractive part � the Western companies are known for fast 

decisions compared to the process in the Chinese culture. The individual get�s more 

responsibility and more freedom in the western influenced companies. One of the interviewed 

telecom managers explained it further: �The Chinese working with us appreciate the 

increased responsibility they gain here compared with if they would have worked in a pure 

Chinese company�. This on the other hand could seem contradictive since the Chinese mind 

is said to appreciate the confucianistic way. It might be that this is a proof of a change in the 

younger Chinese mentality, however, one have to be open to the possibility that it is actually 

those individuals who are attracted to these companies, and that other Chinese rather stay in 

Chinese companies.  

 

Another aspect of the confucianistic way of thinking is the Chinese relation to authorities, 

here it seem as the new western way is not as implemented as much as other areas. For 

example, both literature and results from interviews mirror that not many Chinese says no to 

any authority. Even though something has been decided within the company, for example that 

one specific matter is supposed to be discussed and put forward to a specific majority, a 

Chinese who receives a rejecting answer from this majority does not argue with this matter.  

 

5.3 Research Question Three: If so, how do the different values in 
the New China affect the Business negotiations? 

The new values and the New China. How are they connected and how does it affect the 

business negotiation? As it seems, some values are changing in the New China, which is that 

more western attitudes are implemented in the Chinese business mind. To say how this affects 

the actual business negotiation is on the other hand very difficult. This is due to the fact that it 

seems to differ so much dependent on different factors. Firstly, the geographical situation is 

one matter. As mentioned before, there is a great difference dependent on what province the 
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negotiations take part in. Also, it is important to consider the extent of western influence in 

the specific company one negotiates with � if it is a western management in the company it is 

probably more New China than if it is not. But also, what technique has this company chosen 

to use on the Chinese market? It could be that this company has exercised a pure Chinese 

approach to management, which in that case would undermine the western impact. Moreover, 

what generation are the Chinese in the negotiation? If they are born in 1950�s they were 

thought during Mao�s regime with values rooted so hard that it is most unlikely that his or 

hers attitudes would have changed tremendously. Or is it that this person, born in 1950 was 

sent abroad in an early age and just recently came back to China to work and take part in the 

Chinese wonder � which in that case would have created a most western Chinese, highly 

affected by, and probably contributing to the values of the New China.  

 

Still, what could be said on the matter on how the different values affect the business 

negotiations in the New China, is that the more affected the opponent part of the negotiation is 

by the New China, the more westernized the negotiation is. The extent of �how much� New 

China the other part of the negotiation is affected on the other hand, is dependent on many 

factors and quite hard to determine before the actual interaction.  
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6. CONCLUSIONS AND IMPLICATIONS 
The final chapter will conclude the findings of the study and answer the research questions. 

The conclusions will be drawn from the analysis of the empirical data. Finally, suggestions 

for future research will be provided.  

 

6.1 Conclusions 
The conclusions that could be drawn from this research are many, even though the reliability 

of specific aspects has to be taken into consideration. Firstly, there is a New China taking 

form. It is important to note the limits of this New China. The impression the West is given is 

that the New China is something that concerns the whole of China. This however is not the 

case. China, as it turns out, is a very complicated country and if generalization is a difficult 

matter in general, it is even more so regarding China. The research in this essay implies that 

the New China is limited to a very small part of China. This depends not only on regional 

location, but also on how much western influence a specific company has. Also, it shows that 

it is not only dependent on the western influence, but also what kind of western influence 

there is. In addition to this, it also seems to matter whether it is a joint venture or a complete 

western model that is applied to the specific company. Furthermore, the extent of time the 

western company have been in China, and to what degree it has been given a chance to 

integrate with the Chinese way of doing business have had impact on the development. As it 

seems, �The New China� is yet only a small part in China, even though this research implies 

that this phenomenon grows steadily.  

 

The question is, have the Chinese values changed in any way? What does this New China 

look like and what can we expect in the future? The research concludes that things are 

changing in the New China. One of the major differences is the matter of guanxi. The 

importance of knowing who you are in business with grows weaker by every step the society 

becomes a more structured and western influenced business environment. The greater trust in 

that business people can conduct business in a structured and legalized market weakens the 

power of guanxi. Also, the guanxi is developing more and more into networking. This means 

for example that it is not only important that you know someone who knew your father, but 

more who you know from your own relations and what you have delivered yourself. A 

structure of individualism is developing. Also, this connects to the development of individual 

performance in the company. Here, an apparent structure shows that the Chinese mind grows 
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more individualistic in thought and performance. In order to get promoted, it is no longer only 

a matter of how long time you have been in the company or if you happen to know the highest 

boss on a personal basis. Also, your own performance count, if you do a little more or if you 

have a better education, this will help you and bring you into a higher position. This is also 

linked to the matter of trust and friendship. The known fact is that trust and friendship is 

something that has been of great importance historically. This is due to the fact that the 

Chinese actually did not know who they could trust and whom they could not. There were no 

clear structures in the country to define legal matters, and the trust the Chinese had in 

government and legal documents were destroyed during Mao�s Cultural Revolution. Here, a 

legal document could differ from day to day and individuals with the right contacts could buy 

certificates to prove a good thing just as easily as you could be accused for something you had 

not done if you lacked those contacts. Today, trust and friendship is a part of your own 

network. If you do not deliver or if you do not perform as expected you will loose trust. This 

loss of trust will not generate further negotiations or business. Your network will grow 

smaller which eventually will render you less powerful in a negotiation situation. This is 

important not only in China, but also in western companies.  

 

The concept of face, though, does not seem to be a matter of change. Here, it is still very 

important to show respect to each other and to those who have a higher position. Also, it is 

important not to make someone loose face in front of other people. On the other hand, as 

discussed in the analysis, this is not something that is popular in western companies either. 

The conclusion in the matter of face is that this is important, but from a western point of view, 

face is more or less common sense. To treat other people with respect and to be polite is 

important in all countries; in China it simply has a name - face. 

 

The situation of business negotiation has changed in more areas. Clearly some aspects in the 

Chinese values and mindset has changed, which thereby effects the considerations that have 

to be taken when negotiating in China. Firstly, there is a great geographical difference. Do not 

expect the same western development in negotiations to take place in northern or western 

provinces. Also, considerations have to be taken into account what extent of western 

influences the Chinese company has. If the Chinese company has great western influence, 

investigate in what ways this is implemented and how the management and the organization is 

set out as a whole. Moreover, some Chinese contact might be of importance when entering 

China � but the more established the company grows; the more important becomes the 
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network that is build up by the specific company. This also connects to the trust and 

friendship � be accurate in following through with promises that are made. This way one 

creates a name and a brand connected to trustworthiness and reliability. Finally, as it shows, 

the most important matter in facing a negotiation in China is to be flexible. Nothing is solid, 

and countless variables effect every situation. Even though one thing is correct in one 

situation, it could be the decisive mistake in another only due to a, as it might seem to a 

westerner, insignificant fact. Also, be careful with experts and �know it alls�, China is 

changing and so are the actual situations and rules. One conclusion is that it helps if 

background research is done prior to the negotiation, if one knows what one is up against the 

chances of succeeding is tremendously higher.  

 

6.2 Suggestions for Further Studies 
This essay has provided deeper knowledge regarding the values that affects the Chinese 

business negotiation in the New China. However, this is an enormous field of study and the 

area opens for additional research. For further research, it would be of great interest to 

compare different companies and sectors in China. To what extent are the changes in the New 

China different depending on sectors and business? It would also be interesting to examine 

the values of the new Chinese generation compared with the older generation. One example is 

an extensive survey measuring these attitudes. Moreover, it would be interesting to do the 

same research again in a not to distant future. Will the results be the same and would the 

changes have grown even further in the New China?  
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APPENDIX 1 � Interview Guide Negotiation China 
General Information (confidential)  
 

a.  Company Name   
b. Business Sector    
c. Name of Respondent  
d. Title  
e. Respondents area of work / responsibility  
f. Years of experience with the Chinese  
g. What provinces in China have you been negotiating in  
h. Company turnover 2005  
i. Company turnover in Chinese market 2005  
j. Company turnover in Chinese market 2004  
 

---------------------------------------- 
 

1) What is your opinion concerning the New China? Is this a concept that you are 
familiar with and what does it mean to you?  
 
2) Are there any general steps in the negotiation process that can be discerned? Is there 
a difference between now and then?  

 
3) Can you describe the activities that take place during the negotiation process? Is there 
a difference now and then? Do any of the following activities take place, in that case 
when?  

 
3.1 Presentation What factors are important to consider when presenting a deal for 
Chinese?  
3.2 Informal discussions If informal discussions take place, what topics are treated 
and when do this happen?  
3.3 Create trust Is it important for Chinese people to have trust for their 

counterpart in a negotiation? How does this show? How do they gain trust?  
3.4 Persuasion To what extent does the Chinese use persuasion in negotiations?  
3.5 Concession and agreements. What is the Chinese attitude of making 
concessions in order to meet an agreement?  
3.6 Implementing and new negotiations Does the Chinese fulfil their undertakings 
according to the set agreement?  
3.7 Chinese attempts to extend the extent of the contract  Are the contracts 
followed through or is it a continuous process of adjustment and discussions?  

 
 
4) Are there any other activities that are not mentioned above, that take place during the 
negotiation?  

 
5) What activities do you consider to be the most important if you want to be successful 
in negotiating with Chinese?  
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6) Status Then? Status Now? Change?  
 

6.1 According to your experience, what is the Chinese attitude to hierarchy?  
6.2 Has this attitude changed lately?  
6.3 Is it important for the Chinese counterpart to know the status of the people you 
negotiate with?  
6.4 In what ways does the Chinese counterpart express status and hierarchy during a 
negotiation?  

 
 
7) �Face� Then? Now? Change?  

 
7.1 Is the concept of Face important for the Chinese counterpart?  
7.2 Based on your experience, what makes a Chinese loose face and what are the 
consequences of this in a negotiation?  
7.3 Based on your experience, what gives a Chinese better face, and how would 

this affect the negotiation?  
 

 
8) Trust and Friendship  

 
8.1 How important is trust for the Chinese counterpart in negotiations?  
8.2 How do you gain trust with the Chinese counterpart and what benefits can be 
made from this?  
8.3 How can mistrust with the Chinese counterpart come up in a negotiation and 
what can the consequences be?  
8.4 Is it important to establish friendship with the Chinese counterpart in order to 
succeed in business negotiations? If so, how does it affect?  

 
9) Guanxi-network 

 
9.1 Is it important to have common friends/colleges/agents with the Chinese 
counterpart?  
9.2 According to your experience, is the need of guanxi network different 

dependent on where in China you are negotiating?  
9.3 Based on your experience, has the need of guanxi changed the last years?  
 

 
10) Ambiguity  

 
10.1 Is the Chinese negotiation style ambiguous? For example, do they say �yes� 
and mean �no�? If this is the case, do you have any examples?  

 
 
11) Patience  

 
11.1 According to you, to what extent does one need patience when negotiating 

with a Chinese counterpart?  
11.2 What is the Chinese attitude to rushing through the negotiations?  
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12) Chinese formality; what is your experience on Chinese formality and how has it 
changed when it comes to:  

12.1 Introduction process (handshaking, exchange of business card etc)  
12.2 Eye contact 
12.3 Formalia in more formal meetings (placing around the table and special 
meeting rooms)  
12.4 Gifts? 
12.5 Banquettes? 
12.6 Is there any behaviour that you would strongly oppose when negotiating 
with Chinese?  
12.7 Is there any behaviour that you would strongly recommend when 
negotiating with the Chinese?  

 
13)  Holistic Thinking  
 

13.1 How does the Chinese discuss questions such as prise, quantity and quality? 
Does this occur step by step or all at the same time?  

 
14) Price consciousness  

 
14.1 What is the Chinese attitude towards discussion about price in a 
negotiation?  

 
 
15) Westerners in China 
 
 15.1 What is your opinion concerning Chinese attitude towards westerners?  
 15.2 Does the Chinese differ between westerners dependent on their nationality, 

etcetera Swedes or Americans? 
 15.3 Does the Chinese differ between westerners dependent on which company 

they represent?  
 
16) Adoptability  
 
 16.1 Is your opinion that only west adopts into Chinese manners, or does the 

Chinese way of negotiating change too?  
 
17)  Education  
 
 17.1 What is the level of education on the people you negotiate with?
 17.2 Where are they educated? China or abroad?  
 17.3 How do you think this affects the negotiation? Are there any differences 

dependent on where they are educated? 
 17.4 Has this changed during the time you have negotiated with the Chinese?  
 
18) The Future  
 
 18.1 If you should guess in the future, how do you think the future negotiation 

situation will look like in China? If there are any differences, what do you think 
they should be and how would it be evident?  
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APPENDIX 2 � Intervjuguide Förhandling Kina 
 
Allmän information 
 

a. Företagets namn 
b. Affärsområde 
c. Namn på respondent 
d. Titel/Befattning 
e. Respondentens arbets-/ansvarsområde 
f. Antal år erfarenhet av förhandling med kineser 
g. I vilken/vilka delar av Kina har du förhandlat? 
h. Företagets totala årsomsättning 2005 
i. Företagets årsomsättning på den kinesiska markanden 2005 (export/import?) 
j. Företagets årsomsättning på den kinesiska markanden 2004 (export/import?) 

 
----- 
 
 
1) Vad är din uppfattning om det Nya Kina? Är det ett begrepp som du känner till och 
vad innebär det för dig? 

 
2) Finns det några generella steg i förhandlingsprocessen med kineser som kan urskiljas 
(exempelvis före förhandlingen, under förhandlingen eller efter förhandlingen?) Då?  
Nu? 
 
3) Kan du beskriva de aktiviteter som äger rum under förhandlingsprocessen? Då? Nu? 
Sker någon av följande aktiviteter och i så fall när? 

 
3.1 Presentation Vilka faktorer är viktiga att betänka när man presenterar en affär 
för kineser? 
3.2 Informella diskussioner Om informella diskussioner sker, vilka ämnen 
behandlas och när sker dessa? 
3.3 Skapa förtroende är det viktigt för kineser att ha förtroende för sin motpart i en 
förhandling? Hur märks det? Hur gör de för att få förtroende? 
3.5 Övertalning till grad använder sig kineser av övertalning vid förhandlingar? 
3.6 Eftergifter och överenskommelser. Vad har den kinesiske motparten för 
inställning till att göra eftergifter för att nå en överenskommelse? 
3.7 Implementering och nya förhandlingsomgångar. Uppfyller den kinesiska 
motparten sina åtaganden enligt det överenskomna kontraktet? 
3.8 Kinesiska försök till att utöka omfattningen av kontraktet. Förverkligas/utförs 
kontraktet efter det att det är färdigbehandlat, eller är det en pågående process av 
justeringar och diskussioner? 

 
 
4) Finns det några andra aktiviteter, som inte nämnts ovan som sker under 

förhandlingsprocessen? 
 
5) Vilka aktiviteter anser du vara den/de viktigaste när det gäller att förhandla 

framgångsrikt med kineser? 
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6) Status Då? Nu? Förändring? 
 

6.1 Enligt din erfarenhet, vad är den kinesiska inställningen till hierarki? 
6.2 Är det viktigt för den kinesiske motparten att veta statusen på personerna 
som de förhandlar med?  
6.3 På vilket sätt uttrycker den kinesiske motparten status/hierarki under en 
förhandling? (exempelvis genom placering runt mötesbordet?) 
6.4 Tycker du att klimatet har förändrats den senaste tiden? 

 
7) �Face� Då? Nu? Förändring? 

 
7.1 Är begreppet �face� något som är viktigt för den kinesiska motparten? 
7.2 Baserat på din erfarenhet, vad gör att en kines förlorar/tappar �face� och vad 
är konsekvenserna av detta när man förhandlar? 
7.3 Baserat på din erfarenhet, vad gör att en kines får bättre �face� och hur 
påverkar det förhandlingen? 

 
8)  Tillit och vänskap 

 
8.1 Hur viktigt är det med tillit för kinesiska motparten när de gör affärer? 
8.2 Hur vinner man tillit hos den kinesiske motparten i en affärsförhandling och 
vad är fördelarna med att vinna deras tillit? 
8.3 Hur kan misstro hos den kinesiske motparten uppstå i en affärsförhandling 
och vad kan det få för konsekvenser? 
8.4 Är det viktigt att etablera vänskap med den kinesiske motparten för att lyckas 
i affärsförhandlingar? Om så är fallet, på vilket sätt har det en positiv påverkan? 
 

9) Guanxi-nätverk 
 

9.1 Är det viktigt att ha gemensamma bekanta/kolleger/förmedlare med den 
kinesiske motparten? 
9.2 Ut ifrån din erfarenhet, är behovet av Guanxi-nätverk varierande beroende på 
vilken region i Kina man förhandlar i? 
9.3 Ut ifrån din erfarenhet, har behovet av Guanxi-nätverk förändrats de senaste 
åren?  
9.4 Är det skillnad mellan Guanxi och nätverk - i så fall vilka?  

 
 
10) Tvetydighet 

 
10.1 Är den kinesiske förhandlingsstilen tvetydig? T.ex. säger de �ja� och menar 
�Nej�? Om så är fallet, kan du ge något exempel? 

 
 
 
11) Tålamod 

 
11.1 Enligt din åsikt, till vilken grad krävs det tålamod när man förhandlar med 
en kinesisk motpart? 
11.2 Vad är den kinesiske attityden till att skynda på förhandlingsprocessen, 
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detaljer och deadlines? 
 
12) Kinesisk Formalia, vad är din erfarenhet av kinesisk formalia, och hur har den 

förändrats när det gäller: 
 
12.1 Introduktionsprocessen (exempelvis handskakning och utbyte av visitkort) 
12.2 Ögonkontakt 
12.3 Gåvor? 
12.4 Banketter? 
12.5 Finns det något beteende som du skulle rekommendera att man undviker 
när man förhandlar med kineser? 
12.6 Finns det något beteende som du skulle rekommendera som är speciellt 
uppskattat när man förhandlar med kineser? 
 

13)  Holistiskt tänkande 
 

13.1 Hur diskuterar den kinesiska motparten frågor som pris, kvantitet och 
garanti? Sker det sekventiellt punkt för punkt eller diskuteras alla frågor mer 
eller mindre samtidigt? 

 
14) Sparsamhet 

 
14.1 I en förhandling med en kinesisk motpart, vad har kineserna för inställning 
när det gäller att förhandla om pris? 

 
15) Västerlänningar i Kina 

 
 15.1 Vad är din uppfattning om kinesers inställning till västerlänningar?  
 15.2 Gör de skillnad på västerlänningar beroende på nationalitet? Exempelvis 
Svenskar och Amerikaner eller Tyskar? 
 15.3 Gör Kineser skillnad på västerlänningar beroende på vilket företag de 
representerar? 
 

16) Anpassning 
 
 16.1 Är det din uppfattning/erfarenhet att det endast är västerlänningar som 
anpassar sig, eller förändras även kinesernas sätt att förhandla på? 

 
17)  Utbildning 
 

 17.1 Hur ser utbildningsnivån på personerna som du har förhandlat med?  
 17.2 Var är de utbildade? Utomlands?  
 17.3 Hur tror du det påverkar förhandlingen? Är det skillnad beroende på var de 
är utbildade?  
 17.4 Har det förändrats under den tid som Du har förhandlat med Kineser? 

 
18) Framtiden 
 

 18.1 Om du skulle sia om framtiden, hur tror du att förhandlings klimatet ser ut i 
Kina? Som idag? Annorlunda? Hur? Var? 
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APPENDIX 3 � Map of China  
 

 
 
 
 
 
 
 


