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Negotiating In China 36 Strategies
#negotiating in china #36 stratagems business #chinese business tactics #cross-cultural negotiation #doing 
business in china guide 

Unlock the secrets to successful **negotiating in China** by exploring the timeless wisdom of the **36 
Stratagems**. This comprehensive guide provides essential insights into **Chinese business tactics** 
and **cross-cultural negotiation**, empowering you to navigate complex deals and thrive in the Chinese 
market with confidence.

Subscribers and visitors alike can access journal materials free of charge.

The authenticity of our documents is always ensured.
Each file is checked to be truly original.
This way, users can feel confident in using it.

Please make the most of this document for your needs.
We will continue to share more useful resources.
Thank you for choosing our service.

In digital libraries across the web, this document is searched intensively.
Your visit here means you found the right place.
We are offering the complete full version 36 Stratagems Business China for free.

Negotiating in China

'Negotiating in China' is written for those who have little negotiating experience in China as well as for 
those who have been negotiating in China for some time and may be suffering from an overdose. In 
either case, the reader should be able to relate to the thirty six sayings which capsulise thirty six stories 
of strategic prowell from ancient Chinese history.

Lure the Tiger

With over three decades of experience as a China-Educated Strategist and business owner, Leonie 
McKeon has helped hundreds of business owners and executives understand how to do business 
with Chinese people and to be better negotiators. Based on The Art of War, Leonie shares her deep 
understanding of the 36 Strategies used in Chinese culture and business. She provides invaluable 
practical tips for any business person looking to improve their overall negotiation skills, as well 
as become better negotiators in China. More Control, More Success, More Wins! Lure the Tiger: 
Negotiating in confronting circumstances contains ancient Chinese negotiation secrets that are part 
of everyday Chinese business practices. Discover how you too can use this ancient wisdom so you 
can have More Control, More Success, More Wins! · Understand the rules of the game of negotiation 
· Become a great negotiator anywhere, any time · Learn how to respond when Chinese negotiation 
tactics are used on you · Master the ancient secrets of negotiation so you remain in control · Implement 
culturally appropriate strategies for doing business in China · Avoid the traps of classic Chinese 
negotiation strategies · Take more control of every negotiation · Get more success in business · Win 
more in business

Flee the Dragon

With over three decades of experience as a China-Educated Strategist and business owner, Leonie 
McKeon has helped hundreds of business owners and executives understand how to do business 
with Chinese people and to be better negotiators. Based on The Art of War, Leonie shares her deep 
understanding of the 36 Strategies used in Chinese culture and business. She provides invaluable 
practical tips for any business person looking to improve their overall negotiation skills, as well as 
become better negotiators in China. More Control, More Success, More Wins! Flee the Dragon: 
Negotiating when all else fails contains ancient Chinese negotiation secrets that are part of everyday 
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Chinese business practices. Discover how you too can use this ancient wisdom so you can have More 
Control, More Success, More Wins! · Understand the rules of the game of negotiation · Become a 
great negotiator anywhere, any time · Learn how to respond when Chinese negotiation tactics are 
used on you · Master the ancient secrets of negotiation so you remain in control · Implement culturally 
appropriate strategies for doing business in China · Avoid the traps of classic Chinese negotiation 
strategies · Take more control of every negotiation · Get more success in business · Win more in 
business

Endure the Tiger

With over three decades of experience as a China-Educated Strategist and business owner, Leonie 
McKeon has helped hundreds of business owners and executives understand how to do business 
with Chinese people and to be better negotiators. Based on The Art of War, Leonie shares her deep 
understanding of the 36 Strategies used in Chinese culture and business. She provides invaluable 
practical tips for any business person looking to improve their overall negotiation skills, as well as 
become better negotiators in China. More Control, More Success, More Wins! Endure the Tiger: 
Negotiating to gain ground contains ancient Chinese negotiation secrets that are part of everyday 
Chinese business practices. Discover how you too can use this ancient wisdom so you can have More 
Control, More Success, More Wins! · Understand the rules of the game of negotiation · Become a 
great negotiator anywhere, any time · Learn how to respond when Chinese negotiation tactics are 
used on you · Master the ancient secrets of negotiation so you remain in control · Implement culturally 
appropriate strategies for doing business in China · Avoid the traps of classic Chinese negotiation 
strategies · Take more control of every negotiation · Get more success in business · Win more in 
business

Art of the Deal in China

Extremely useful to newcomers and old china hands alike, this Chinese business guide explains how 
Chinese history and classical literature play a huge role in negotiating in China. Negotiating a deal 
in China requires patience—a well–known Confucian virtue; persistence—something which comes 
with time; and survival instincts—something that comes with persistence. For both the uninitiated, 
negotiations in China may come as a culture shock, laced with frustration. For the experience China 
trade negotiator, it is a never–ending learning process. For both parties, the secret to negotiating in 
China may well lie in the knowledge of the military ploys described in China's ancient classics. In The 
Art of the Deal in China, author Laurence J. Brahm applies Sun Tzu's Art of War, the ultimate guru's 
statement of military strategy and the Thirty–six Strategies, a collection of sayings which capsulize 
strategic prowess in ancient Chinese history, to modern–day negotiating situations in China, both 
commercial and political. The stories in the book, all based on actual happenings, will not only amuse 
but will provide hope to many foreigners engaged in the often drawn –out and frustrating process of 
negotiating a deal in China.

Tame the Tiger

Based on The Art of War, Leonie McKeon shares her deep understanding of the 36 Strategies used in 
Chinese culture and business. She provides invaluable practical tips for any business person looking 
to improve their overall negotiation skills, as well as become better negotiators in China. More Control, 
More Success, More Wins! Tame the Tiger: Negotiating from a position of power contains ancient 
Chinese negotiation secrets that are part of everyday Chinese business practices. Discover how you too 
can use this ancient wisdom so you can have More Control, More Success, More Wins! · Understand 
the rules of the game of negotiation · Become a great negotiator anywhere, anytime · Learn how to 
respond when Chinese negotiation tactics are used on you · Master the ancient secrets of negotiation 
so you remain in control · Implement culturally appropriate strategies for doing business in China · 
Avoid the traps of classic Chinese negotiation strategies · Take more control of every negotiation · Get 
more success in business · Win more in business

Deceive the Dragon

With over three decades of experience as a China-Educated Strategist and business owner, Leonie 
McKeon has helped hundreds of business owners and executives understand how to do business 
with Chinese people and to be better negotiators. Based on The Art of War, Leonie shares her deep 
understanding of the 36 Strategies used in Chinese culture and business. She provides invaluable 



practical tips for any business person looking to improve their overall negotiation skills, as well as 
become better negotiators in China. More Control, More Success, More Wins! Deceive the Dragon: 
Negotiating to retain power contains ancient Chinese negotiation secrets that are part of everyday 
Chinese business practices. Discover how you too can use this ancient wisdom so you can have More 
Control, More Success, More Wins! · Understand the rules of the game of negotiation · Become a 
great negotiator anywhere, any time · Learn how to respond when Chinese negotiation tactics are 
used on you · Master the ancient secrets of negotiation so you remain in control · Implement culturally 
appropriate strategies for doing business in China · Avoid the traps of classic Chinese negotiation 
strategies · Take more control of every negotiation · Get more success in business · Win more in 
business

Negotiating with Chinese

I have some good news and some bad news. Bad news: doing business with the Chinese, you have 
lost at everything. The good news is, I will help you win this war. This book contains a 7-year experience 
in negotiating with the Chinese. The detailed review of all the necessary aspects for successful 
negotiations at any level. You will learn what is the difference between the style of negotiating with 
the Chinese from ours and how to benefit from it. Make the Chinese play by your rules.

The Art of Doing Business in China

In The Art of Doing Business in China, author Laurence J. Brahm applies Sun Tzu's Art of War, the 
ultimate guru's statement of military strategy, and the Thirty-Six Strategies, a collection of sayings which 
capsulize strategic prowess in ancient Chinese history, to modern-day negotiating situations in China, 
both commercial and political. The stories in the book, all based on actual happenings, will not only 
amuse but will provide hope to the many foreigners engaged in the often drawn-out and frustrating 
process of negotiating a deal in China. Negotiating a deal in China requires patience--a well-known 
Confucian virtue; persistence--something which comes with time; and survival instincts--something 
acquired through persistence. For the uninitiated, negotiations in China may come as a culture shock, 
laced with frustration. For the experienced China trade negotiator, it is a never-ending learning process. 
For both parties, the secret to negotiating in China may well lie in a knowledge of the military ploys 
described in China's ancient classics.

Chinese Business Negotiating Style

Provides the reader with an in-depth sociocultural understanding of Chinese negotiating behaviours 
and tactics in Sino-Western business negotiation context. It presents fresh approaches, coherent 
frameworks, and 40 reader-friendly cases.

The Art of Doing Business in China

In The Art of “doing” Business in China, author Laurence J. Brahm applies Sun Tzu's Art of War, the 
ultimate guru's statement of military strategy, and the Thirty-six Strategies, a collection of sayings which 
capsulize strategic prowess in ancient Chinese history, to modern-day negotiating situations in China, 
both commercial and political. The stories in the book, all based on actual happenings, will not only 
amuse but will provide hope to the many foreigners engaged in the often drawn-out and frustrating 
process of negotiating a deal in China. Negotiating a deal in China requires patience—a well-known 
Confucian virtue; persistence—something which comes with time; and survival instincts—something 
acquired through persistence. For the uninitiated, negotiations in China may come as a culture shock, 
laced with frustration. For the experienced China trade negotiator, it is a never-ending learning process. 
For both parties, the secret to negotiating in China may well lie in a knowledge of the military ploys 
described in China's ancient classics.

Doing Business in China

"Strike hard, retreat, seize a position, reject compromise, and strike again."—These are common 
negotiating tactics in a country with a long history of strategic philosophy. Negotiating a deal in China 
requires patience—a well known Confucian virtue; persistence—something which comes with time; and 
survival instincts—something that comes with persistence. For both the uninitiated, Chinese business 
negotiations in China may come as a culture shock, laced with frustration. For the experienced China 
trade negotiator, it is a never–ending learning process. For both parties, the secret to negotiating in 



China may well lie in the knowledge of the military ploys described in China's ancient classics. Drawing 
from the lessons of China's ancient military classic, Sun Tzu's The Art of War, Laurence J. Brahm 
applies these strategies to the foibles and successes of foreign and Chinese negotiators in China 
struggling to bridge cultural gaps in the process of closing deals. This revealing and humorous book 
offers a collection of real-life "war stories" and untold truths about hard knocks at the negotiating 
table and offers great insight into Chinese business etiquette. It is essential reading for business 
executives planning their business strategies for entering the Chinese market, and for mastering the 
art of negotiating.

Bewilder the Dragon

Based on The Art of War, Leonie shares her deep understanding of the 36 Strategies used in Chinese 
culture and business. She provides invaluable practical tips for any business person looking to improve 
their overall negotiation skills, as well as become better negotiators in China.

When Yes Means No! (or Yes Or Maybe!)

From the dos and don'ts of meeting a Chinese government official to the application of Sun Tzu's Art of 
War, this book is a road map for the Westerner navigating the often frustrating, elusive world of Chinese 
trade negotiations.

How to Win in China

This book is all about developing a winning strategy for the Chinese market. It's designed to coach 
International Managers on how to develop an international team that has an in-depth understanding 
of their Chinese counterpart's mind-set and decision making process. It then discusses how this 
information can be applied to the negotiation process as well as long term on the ground operations. 
In short, this book developed a systematic approach on how to develop a strategic advantage during 
Chinese business negotiations through the use of a cultural translator. It was established through prior 
research that cultural conflicts are a leading cause of international operation failures, especially in 
joint ventures. Additional research indicated that international business negotiators who understood 
their counterparts' mind-set (i.e. how they are culturally programmed to act and react to situations, 
which includes in-depth knowledge of their cultural complexes and negotiation strategies and tactics) 
were successful in their negotiation process. It was concluded that companies wishing to develop 
a winning strategy for China should consult a cultural translator prior to the start of the negotiation 
process to assist in their negotiating team's preparation, thus achieving a strategic advantage during 
the negotiation process. This framework would then assist international managers in managing their 
China operations throughout the life of the venture. This book has gone through extensive executive 
peer review and found to be one of the best resources an international manager could have guiding 
them the complexities of the Chinese business processes. Reviews included companies of all sizes 
and industries, including Cessna Aircraft, GE, Lockheed Martin, Hillwood, Curtis Mathis, and others.



Business Negotiations in China

Business Negotiations in China provides a holistic overview of the institutional, organisational and 
cultural issues that underpin successful business negotiations in China. Good negotiation strategies 
and management are essential for establishing successful business deals and new ventures in China. 
The author addresses the current key issues and risks, high level business management, planning, 
innovative approaches and modern negotiation strategies. The text opens with a review of the evolution 
of key negotiation models that have been use in China right up to the most current. This is followed 
by an analysis of the various negotiation frameworks and processes being undertaken in China; their 
similarities and differences with other global negotiation processes. Alongside the negotiation itself, 
the author provides advice on: selection of the negotiation team and the various strategic roles within 
it; the detailed preparations and analysis required prior to starting negotiations in China; effective 
management strategies for each of the various stages of negotiation to achieve successful, sustainable 
outcomes. Business Negotiations in China is supported by examples and analysis drawn from actual 
high level business negotiations by leading international companies with China State Owned Enterpris-
es. It also explores the fierce competition between multinationals and China state-owned companies 
and their respective different negotiation strategies. This book is an important, indispensable insider’s 
guide to the strategy and practice of negotiating in China and is relevant to professionals, academics, 
researchers and students alike.

Bewilder The Dragon

With over three decades of experience as a China-Educated Strategist and business owner, Leonie 
McKeon has helped hundreds of business owners and executives understand how to do business 
with Chinese people and to be better negotiators. Based onÂ The Art of War, Leonie shares her deep 
understanding of the 36 Strategies used in Chinese culture and business. She provides invaluable 
practical tips for any business person looking to improve their overall negotiation skills, as well as 
become better negotiators in China.Â More Control, More Success, More Wins! Bewilder the Dragon: 
Negotiating amongst confusion contains ancient Chinese negotiation secrets that are part of everyday 
Chinese business practices. Discover how you too can use this ancient wisdom so you can have More 
Control, More Success, More Wins!

Negotiating China

Featuring beautiful images and excerpts from the creation story of the Australian Eastern Arrernte 
people, this journal also includes a star map of the Pleiades constellation. The indigenous story tells of 
seven young sisters, each represented by a star and pursued by the tracker Orion. The journal includes 
a special page for each sister scattered throughout the writable pages, weaving together a story that 
can be read as ongoing, or rediscovered throughout the journal's use. Also included are key words from 
the story, presented both in Arrernte and English, creating a charming but valuable cultural connection 
for all ages.

The Chinese at the Negotiating Table

Examines the process of negotiating with the Chinese, using historical examples and analyses of cases 
from 1953 to the present. The author debunks the myth of legendary Chinese patience, assesses 
American reaction to negotiating with the Chinese, and analyzes the Chinese approach to negotiations. 
He reveals the elements of continuity in Chinese behavior that surfaced during talks with the U.S. as 
early as 1949. 10 photos. Bibliography. Index.

	Am�

As China increasingly becomes an economic powerhouse, Westerners are faced with the challenge of 
understanding how Chinese business people do business. In order to do so, they must understand 
not only how China is modernizing, but also five thousand years of underlying Chinese culture. 
Confucian ethics, Taoist influences, and classics like Sun Zi's Art of War still offer powerful insights. 
One key influence long overlooked in the West is the "Thirty-Six Strategies": a summary of the key war 
strategies used by ancient Chinese warriors, which is widely known in China and frequently applied in 
business, by Chinese businesspeople and others throughout Asia. This book brings these strategies 
to the West, offering unique and timely insight into the mind of the Chinese strategist. This book 
presents insightful, thoughtful discussions of all 36 strategies, with examples of how they might be used 



by Asian businesspeople. The strategies encompass leveraging advantage, exploiting vulnerabilities; 
offensive strategies; deception, confusion, and what to do when desperate. This book bridges the gap 
of understanding between East and West -- and it has never been more timely.

The Long Game

'Essential reading for all those interested in how India will deal with its greatest strategic challenge, 
an increasingly powerful China'-SHIVSHANKAR MENON 'Vijay Gokhale strips away the illusion that 
China ever shared convergent interests with India in Asia and globally. A disconcerting read, but 
indispensable.'-ASHLEY J. TELLIS India's relations with the People's Republic of China have captured 
the popular imagination ever since the 1950s but have rarely merited a detailed understanding of 
the issues. Individual episodes tend to arouse lively debate, which often dissipates without a deeper 
exploration of the factors that shaped the outcomes. This book explores the dynamics of negotiation 
between the two countries, from the early years after Independence until the current times, through the 
prism of six historical and recent events in the India-China relationship. The purpose is to identify the 
strategy, tactics and tools that China employs in its diplomatic negotiations with India, and the learnings 
for India from its past dealings with China that may prove helpful in future negotiations with the country.

How to Negotiate with Chinese Managers

Seminar paper from the year 2002 in the subject Business economics - Business Management, Cor-
porate Governance, grade: 2,0 (B), Furtwangen University (Institute for Economics), course: Managing 
Cultural Differences, 9 entries in the bibliography, language: English, abstract: Good negotiation skills 
are very important when doing business with people from other cultures. People from different cultures 
have different expectations about negotiation outcomes and therefore use different negotiation styles. 
If you compare negotiation styles in Germany and China you will discover many differences. Most of 
these differences are due to the very different cultures of Germany on the one side and China on the 
other side. This paper analyzes possible steps in a negotiation between Germans and Chinese. It also 
gives some guidelines on how to avoid possible conflicts during such negotiations.

International Negotiation in China and India

Negotiation is an important managerial skill. The ability to negotiate across cultures becomes even 
more challenging due to differences in institutional practices. This book explores how the institutional 
environment in India and China shapes their negotiating behaviour.

The preparation of German entrepreneurs for the different cultural peculiarities of negotiations with 
Chinese business partners

Today People’s Republic of China is emerging as one of the major global economies. But a lot 
of negotiations between German and Chinese businessmen have failed in China because German 
entrepreneurs have not been sufficiently prepared for the different cultural peculiarities of negotiations 
with Chinese business partners. This dissertation will analyse the cultural peculiarities of negotiations 
with Chinese business partners. Different theories about culture, communication and negotiations and 
their interactions are examined. The researcher will analyse differences between the German and 
Chinese business culture including the values influencing the German and Chinese business behaviour 
and communication style. A comparison of the German culture and negotiation skills with the Chinese 
culture and negotiation skills will be drawn. Prerequisites to commitment in China will be investigated 
and the Chinese framework of communication will be identified. Furthermore the Chinese bargaining 
and negotiation tactics as well as the purpose and format of Chinese negotiations will be discovered 
and the importance of “guanxi” and “mianxi” and their effects on business behaviour will be identified. 
The researcher will also advance the hypothesis that China has faced and will face the influence 
of materialism as a force undermining traditional values. To prove this hypothesis, she will analyse 
potential factors and forces that influence Chinese culture and with it the negotiations with Chinese 
business partners.

Chinese Negotiation Styles in International Business Negotiations

Abstract : China’s rapid economic growth, and heightened global interest, has come with challenges 
and difficulties from international business negotiators, especially from Western cultures; in under-
standing the elements required to negotiate effectively with Chinese business people. Therefore, the 



purpose of this qualitative study focused on the investigation of the elements required to negotiate 
effectively with Chinese business people, such as culture, and Chinese business negotiation styles; 
strategies, processes, tactics and approaches. Further, this study applied a self-administered ques-
tionnaire to capture the in-depth responses from experienced international, Chinese, and Taiwanese 
business negotiators. To this end, the results and findings added to the gap in literature on Chinese 
negotiation styles in international business negotiations that have professional, academic and general 
public implications.

How to negotiate with Chinese managers

Seminar paper from the year 2002 in the subject Business economics - Business Management, Cor-
porate Governance, grade: 2,0 (B), Furtwangen University (Institute for Economics), course: Managing 
Cultural Differences, language: English, abstract: Good negotiation skills are very important when doing 
business with people from other cultures. People from different cultures have different expectations 
about negotiation outcomes and therefore use different negotiation styles. If you compare negotiation 
styles in Germany and China you will discover many differences. Most of these differences are due to 
the very different cultures of Germany on the one side and China on the other side. This paper analyzes 
possible steps in a negotiation between Germans and Chinese. It also gives some guidelines on how 
to avoid possible conflicts during such negotiations.

Dos & Don'ts for Winning Negotiations in China

Do you know how to change the REALITY of our interactions, communications, and negotiations in 
China?In order words, if the way you and your Chinese counterparts interact varies from challenging 
to frustrating to dysfunctional, you CAN condition yourself to influence their behavior to become more 
positive and constructive.Negotiating more favorable outcomes in China will utilize all the tactics, 
strategies, and soft skills needed to achieve a mastery of playing and winning the China game in the 
Chinese arena. This BLUEPRINT introduces the Dos and Don'ts of Winning Negotiations in China 
as a framework to unlock the full potential of Chinese ingenuity, creativity, and trust. Also included 
is Winning the CHINA Game Training Guide for developing REAL Guanxi relationships, a nuance 
commonly misunderstood and overlooked that will translate your knowledge, experience, and cultural 
insights into a new, winning approach.

Chinese-Dutch Business Negotiations

The Chinese are known as an inscrutable people in the West. With the globalisation of world business, 
China is attracting international traders and investors. Various sources have shown that language and 
culture are, among other factors, two of the major obstacles to successful business collaborations 
between the Chinese and Westerners.

Selling Big to China

This book is a complete sales and negotiating guide for mainland China and includes practical and 
measurable techniques that have been tested and proven to work with Fortune 500 companies 
operating in the 'Middle Kingdom'. It is divided into four main areas: The Knowledge The Sales Call The 
Negotiation The Maintenance The book is the result of my 8 years of training in sales and negotiation 
skills across mainland China, as well as running a multi-city, multicultural company in the 'World's Most 
Stressful Country' (according to Newsweek). The book includes a collection of anecdotes from this 
experience, as well as case studies developed by working closely with leading companies in China. 
Some of these companies include Rockwell Automation, Microsoft, Thomson, SAP, and NBC. Sales 
and negotiating is not easy, particularly when done in a country with completely new values and rules 
of engagement. The purpose of this book is to lay the rules out clearly, and provide the reader with an 
easy to understand strategy to doing business in mainland China.

The Art of the Deal in China

Tips and tricks for negotiating a deal in China



Asian Mind Game

Analysis of how Chinese thought and culture have affected Japan, Korea, and Taiwan, and how 
Japanese conquest and culture have had their effect on the rest of Asia.

International Business Negotiations

One of a handful of books on the market that addresses the subject. The only title to include detailed 
negotiations, strategies, and tactics for countries worldwide, including China, Japan, Germany, France, 
and Italy.

Strategies for Effective Cross-cultural Negotiation

Intended for negotiators and students of negotiation who seek to understand the principles and 
processes of cross-cultural negotiation and develop effective strategies for negotiating in different 
cultures. This book about strategic negotiation across cultures examines the negotiations of US 
multinational companies in China, Japan, and India.

China Strategies

This book is an effort to provide a “primary source”, a guide for Chinese/American cross-cultural 
negotiations, which has been constructed and amassed by professionals living and working in China. 
Research included personal interviews, surveys, case studies, face-to-face negotiations, and con-
sulting, melded with a broad body of international business. This book that has two focuses, China 
market entry and negotiations, Both China and the United States are vast, complex markets, with 
different histories and cultures. China market entry requires extensive research and understanding, 
of the inextricably linked elements of (a) how business is managed in China, (b) understanding the 
China market, and (c) negotiating all elements of your China market entry and ongoing business. To 
be successful in China, your firm will face these elements in terms of explicable and solvable activities. 
Research into data, theory, and perceptual cultural differences between your firm and your Chinese 
counterparts adds magnitude to your China overall business strategy, and mandatory and essential 
negotiations.

The Chinese Mind Game

This book is an effort to provide a "primary source\

Contemporary Strategic Chinese American Business Negotiations and Market Entry

Today People’s Republic of China is emerging as one of the major global economies. But a lot 
of negotiations between German and Chinese businessmen have failed in China because German 
entrepreneurs have not been sufficiently prepared for the different cultural peculiarities of negotiations 
with Chinese business partners. This dissertation will analyse the cultural peculiarities of negotiations 
with Chinese business partners. Different theories about culture, communication and negotiations and 
their interactions are examined. The researcher will analyse differences between the German and 
Chinese business culture including the values influencing the German and Chinese business behaviour 
and communication style. A comparison of the German culture and negotiation skills with the Chinese 
culture and negotiation skills will be drawn. Prerequisites to commitment in China will be investigated 
and the Chinese framework of communication will be identified. Furthermore the Chinese bargaining 
and negotiation tactics as well as the purpose and format of Chinese negotiations will be discovered 
and the importance of “guanxi” and “mianxi” and their effects on business behaviour will be identified. 
The researcher will also advance the hypothesis that China has faced and will face the influence 
of materialism as a force undermining traditional values. To prove this hypothesis, she will analyse 
potential factors and forces that influence Chinese culture and with it the negotiations with Chinese 
business partners.

Contemporary Strategic Chinese American Business Negotiations and Market Entry

Lure the Tiger Out of the Mountains
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