
The SME Challenge

aDoing business ini China takes time, money and energy. It also requires that principals
and key technical staff of a firm commit to visit China a few times a year to, work on
business development, relationship building and specific opportunities. This means that
productive resources will have to be divertcd to, pursue objectives that may take some
tinie to realize and will flot generate inimediate returns.

" The value of an SME ofien lies in its knowledge (intellectual property or processes).
China's track record of protecting intellectual property is flot very good, and although
China is making real efforts to tiy to improve the situation, we stili hear of Canadian and
foreign companies who sec their futures jeoparclized because their tcchnology lias been
taken without appropriate compensation.

" Many SMEs are involvcd in services. Chinese clients are stili very reluctant to pay for
these services. They will oftcn ask for free consultation and offer to fold flic cost of it
into future manufacturing (hard sales) opporhmnities.

* The cost of doing business lin China is higli. Travelling to thic market is costly, as is
adapting one's product or service to local tastes, necds and conditions. A simple example
is the need to produce Chinese language literature to describe your conxpany and its
products.


