
 

 

Chinese Business Guide 

 

Doing business in China can be a rewarding and profitable affair due to government 

reforms, improved international relationships, growing foreign investments and an 

expanding economy. In order to maximize the potential of business dealings in China it's 

crucial to learn about China's business etiquette, culture, negotiation techniques and 

meeting protocol. This Chinese business guide touches on some of the most important 

aspects to consider. 

 

Meetings and Introduction  

The first and most important step in doing business in China involves initial introductions 

and salutations. In China, business meetings begin with a polite hand shake and a slight 

nod. The handshake shouldn't be overly zealous because the Chinese may see it as an act 

of aggression. It is also not proper etiquette in China when it comes to business practices 

to have much physical contact. Avoid hearty pats on the back or putting your arm around 

somebody's shoulders. It's also important to consider your body language, presenting a 

calm, cool and collected demeanor. 

 

Business Card Etiquette 

Business cards are interchanged at the time of the first meeting. It's important to have one 

side of the business card translated in Chinese lettering, typically in gold ink which is 

considered a professional color. When you are the recipient of a business card, have a 

card case handy to avoid simply placing their card in a pocket or wallet. 

 

Building Relationships 

Keep your business dealing professional because business relationships are rather formal 

in China and it's important to keep them at a professional level. Always avoid using 

humor because the actual outcome can be negative if the meaning is lost in translation. 

It's also a good idea to have an intermediary who can act as an interpreter or a reference 

as well, who can help you understand the Chinese legal system and navigate through their 

business networks. 

 

Gift Giving Etiquette  

When doing business in China, gift giving is always a part of celebrations as well as a 

thank you for assistance. When the Chinese give gifts they often will ask what the 

receiver would like to receive. If this is the case, show your appreciation of their culture 

when choosing the gift. In addition, when giving a gift, avoid giving cash opting for a 

well thought out gift of worth or elegance.  

 

Plan Your Meetings 

Business meetings must be planned in advance, starting with an introduction via printed 

material, introducing your company and avoiding an attempt to plan meetings on China's 

important national holidays. Once you have your meeting set, keep in mind that 

punctuality is vital. In addition, prior to the meeting provide all involved parties with an 

agenda which will help you control the course of the meeting. 

 



 

 

�egotiations 

The Chinese are tough negotiators and their primary goal when it comes to negotiating is 

concession. It's important that you show that you're willing to compromise. Chinese 

negotiators begin by showing deference and humility in their efforts to appear to need 

your help so you'll assist them by way of concessions.  

 

Most important of all is being punctual, professional, respectful, patient and to avoid 

showing frustration or anger; all that are basically the key to success in any business 

dealings, as well as follow up and follow through. 

 


