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Presenta1on	
  
	
  
•  CVEN	
  introduc1on	
  	
  

•  Export	
  benefits	
  

•  Barriers	
  to	
  doing	
  business	
  in	
  China	
  

•  Customer	
  engagement	
  	
  

•  Chinese	
  business	
  nego1a1on	
  1ps	
  

	
  

Interna(onal	
  Trade	
  Specialists	
  	
  
	
  
	
  



•  Started	
  as	
  a	
  network	
  to	
  provide	
  export	
  training	
  
and	
  networking	
  opportuni1es	
  in	
  Central	
  Victoria	
  	
  

•  Collabora1ve	
  partnership	
  between	
  Federal,	
  State,	
  	
  
Local	
  Governments	
  and	
  Industries	
  

	
  
•  Helping	
  businesses	
  explore,	
  develop	
  and	
  secure	
  

real	
  export	
  opportuni1es	
  
	
  
•  Industry	
  specialists	
  -­‐	
  research,	
  logis1cs,	
  marke1ng,	
  

grants,	
  business	
  development	
  	
  

•  Func1ons	
  as	
  your	
  export	
  department	
  	
  

Interna(onal	
  Trade	
  Specialists	
  	
  
	
  
	
  



	
  
•  Increase	
  your	
  sales	
  and	
  profit	
  poten1al	
  	
  

•  Spread	
  risk	
  
	
  	
  
•  New	
  ideas	
  &	
  new	
  management	
  prac1ces	
  

•  BeLer	
  marke1ng	
  	
  

•  Improve	
  compe11ve	
  abili1es	
  
	
  	
  

Interna(onal	
  Trade	
  Specialists	
  	
  
	
  
	
  



	
  

Interna(onal	
  Trade	
  Specialists	
  	
  
	
  
	
  

•  Know	
  your	
  audience	
  

•  Understand	
  your	
  compe11on	
  	
  

•  Know	
  what	
  is	
  required	
  

•  Get	
  yourself	
  ready	
  
	
  	
  
	
  



	
  

	
  

Interna(onal	
  Trade	
  Specialists	
  	
  
	
  
	
  

	
  
	
  

•  Cultural	
  difference	
  	
  
	
  -­‐	
  New	
  in	
  business	
  (more	
  than	
  30	
  years)	
  
	
  -­‐	
  Rela1onship	
  (Guanxi)	
  is	
  key	
  
	
  -­‐	
  Regional	
  differences	
  	
  
	
  -­‐	
  Different	
  philosophy	
  	
  

	
  

•  Language	
  difference	
  
	
  -­‐	
  Language	
  skill	
  versus	
  business	
  skill	
  	
  

	
  

•  Communica1on	
  	
  challenges	
  
	
  -­‐	
  Yes	
  does	
  not	
  always	
  mean	
  yes 	
  	
  
	
  -­‐	
  Customer’s	
  expecta1on	
  versus	
  your	
  offering	
  
	
  -­‐	
  What	
  is	
  clear	
  to	
  you	
  might	
  not	
  be	
  clear	
  to	
  your	
  buyer	
  

	
  	
  	
  

	
  	
  	
  	
  

	
  



	
  

	
  

Interna(onal	
  Trade	
  Specialists	
  	
  
	
  
	
  

	
  
	
  
•  Understand	
  the	
  type	
  of	
  customer	
  	
  
	
   	
  -­‐	
  Trader	
  	
  
	
   	
  -­‐	
  Distributor	
  	
  
	
   	
  -­‐	
  Consumer	
  

•  Iden1fy	
  the	
  right	
  customer	
  	
  
	
  	
  	
  	
  	
  	
  -­‐	
  Leverage	
  network	
  	
  
	
  	
  	
  	
  	
  	
  -­‐	
  Trade	
  shows	
  &	
  events	
  
	
  	
  	
  	
  	
  	
  -­‐	
  Marke1ng	
  (	
  social	
  media,	
  adver1sement	
  )	
  

•  Maintain	
  the	
  customer	
  rela1onship	
  	
  
	
  



•  	
  Is	
  there	
  an	
  exis1ng	
  or	
  poten1al	
  use	
  for	
  the	
  product?	
  
	
  
•  Protocol,	
  import	
  licensing,	
  labelling,	
  du1es	
  and	
  mark-­‐ups	
  	
  
	
  
•  Compe11ve	
  products	
  (local	
  or	
  imported)	
  in	
  the	
  market	
  	
  
	
  
•  Adap1on/modifica1on	
  required	
  ?	
  

	
  -­‐	
  Labeling,	
  pack	
  size,	
  care	
  instruc1ons,	
  assembly	
  	
  
	
  
•  Distribu1on	
  channels	
  	
  

•  Go	
  &	
  visit	
  the	
  market	
  (	
  Retail	
  stores,	
  trade	
  shows	
  )	
  
	
  

Interna(onal	
  Trade	
  Specialists	
  	
  
	
  
	
  

	
  



•  Communicate	
  the	
  right	
  message	
  to	
  your	
  audiences	
  	
  

•  Develop	
  communica1on	
  materials	
  and	
  marke1ng	
  tools	
  

	
  	
  -­‐	
  	
  Company	
  profile	
  
	
  
	
  	
  -­‐	
  	
  Product	
  range	
  
	
  
	
  	
  -­‐	
  	
  Packaging	
  informa1on	
  
	
  
	
  	
  -­‐	
  	
  Pricing	
  &	
  terms	
  

	
  
	
  
	
  

	
  
	
  
	
  

Interna(onal	
  Trade	
  Specialists	
  	
  
	
  
	
  



•  China	
  Customs	
  Clearance	
  
	
  

	
  -­‐	
  Understand	
  what	
  is	
  required	
  
	
  

	
  -­‐	
  Clarify	
  your	
  document	
  set	
  
	
  

	
  -­‐Precise	
  export	
  documenta1on	
  
	
  

	
  -­‐	
  Engage	
  capable	
  clearance	
  agents	
  
	
  
•  Support	
  your	
  customer	
  in	
  the	
  market	
  	
  

Interna(onal	
  Trade	
  Specialists	
  	
  
	
  
	
  



Interna(onal	
  Trade	
  Specialists	
  	
  
	
  
	
  

•  Be	
  capable	
  	
  

•  Be	
  presentable	
  	
  

•  Be	
  confident	
  	
  

•  Be	
  suppor1ve	
  	
  

•  Be	
  pa1ent	
  	
  

	
  	
  	
  	
  –	
  a	
  deal	
  is	
  never	
  a	
  deal	
  un1l	
  $	
  in	
  your	
  bank	
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Interna(onal	
  Trade	
  Specialist	
  	
  
	
  
	
  

Thank	
  You	
  


