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About China Business Solutions

China Business Solutions is one of the most diverse and 
capable China specialist firms in the UK. The firm has 

expertise in many areas, including market entry, location 
strategy, supplier selection, government relations and 
regulation, staff recruitment and retention, and Chinese 
business practices. Through a wide range of tailored services 
we help our clients better achieve their goals for China and 
build a win-win relationship within China.                                          

Topics

Previously only large corporate could contemplate operating in 
China, now small to medium sized enterprises are also considering 
market entry.  Even so, it’s a not a decision to be taken lightly.  
Experience to date has shown that an up-front investment in 
market information, due diligence and planning more than pays 
back its cost in terms of secure partnerships, a realistic business 

model and a more defendable competitive positioning. 

If you are looking to understand how to set up your business 
in China, come along to our seminar. We also arrange interactive 
workshops to discuss your own issues, like WOFE, local recruitment 
issues and so on.  The seminar will cover all the essential 
elements to set up in China:

Which structure is suitable?

There are multiple ways a company can enter China and no 
single company structure has emerged as the “best” way to 
enter the market.  The more popular investment routes have 
been through a Representative Office (RO), Wholly Owned 
Foreign Enterprise (WOFE), and Joint Venture (JV).  But which 

one is suitable for your operation in China? 

How to choose the location?

One of the most important decisions new companies in China 
need to make is where to locate.  This can be the first step to 
success or failure. Incentives are now available in some cities 
and zones  are designed to tempt investment into the area. 
Most updated information and advice on how to choose the 
right location is available in this seminar.

How to employ local people?

Local managers fluent in Mandarin Chinese and understanding 
the culture can go a long way in communicating effectively with 
Chinese staff, customers, suppliers, and bureaucrats, compared 
to Western expatriates. Fortunately, China benefits from having 
highly educated managers, engineers and scientists, who work 
very hard for only a fraction of what their European counterparts 
earn.  This means that the business case for employing Chinese 
is very compelling indeed.  Recruiting dedicated staff for your 
Chinese market is a crucial element in the market entry process. 

Speaker Profile

Ting Zhang, CEO & Founder of China Business Solutions. Ting 
Zhang has 16 years  experience  of  international trade and 
investment in China, including successfully building nation-wide 
distribution networks for foreign electronic products and sports 
equipment, and negotiating of Sino-foreign joint ventures. She 
will discuss various options for companies to set up in China, 
related risks & success factors, and recommend solutions to 

achieve continuous  growth in China.

Lingling Bravo-Escos,  Support Service Manager at China 
Business Solutions. Before joining China Business Solutions, 
Ling Ling had worked for multinational high-tech companies in 
Singapore, Malaysia and China with special focus on China 
market. With over 10 years working experience in the Far East, 
she has gained great knowledge of culture and HR related 
issues in multi-cultured workforce. 

Dr Peter Poon, Founder & MD of Romax Technology Ltd. 
Romax Technology provides software and consultancy services 
for the automotive transmission industry. It commenced trading 
in 1988. Exports have grown by 72% over the past three years 
and represent the majority of all sales, reaching 93% in the 

most recent year. The main export markets are China, Europe, 
USA and Korea.

Pamela Van Aswegen, Sales Operations Manager, Asia of 
CSR Plc. Pamela is responsible for setting up CSR's first wholly 
owned subsidiary in Shanghai recently. She will be sharing her 
fresh experiences with audience about the decision CSR made 
on location, working with local suppliers and partners, and 
lessons learnt. CSR is the world's number one supplier of 
bluetooth chips. 

Paul Sharpe, Head of International Trade, East of England 
International (UKTI). Over 25 years previous experience in 
international business strategy, business development and 
international trade within Hi technology SMEs and Multinational 
companies. His focus is currently on Asia Pacific, Europe and 
North America.
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Who should attend?

1. CEO, managing director, sales and marketing directors, 
business development, legal, finance and  operations 
functions of technology and manufacturing companies

2. Service providers: management consultants, strategy, 
marketing consultants, and professional advisers.



10:30   Registration / Tea & Coffee

11:00 to 11:45  Setting up a Successful   
   Operation in China
  Ting Zhang, CEO & Founder
  China Business Solutions 

11:45 to 12:00  Support Initiatives from Government  
   Paul Sharpe

   International Trade Manager
   UKTI East England

    
12:00 to 12:30  Case Study from CSR plc

 12:30 to 13:30  Lunch Break 

13:30 to 14:00   HR Issues in China
   Ling Ling Bravo-Escos
   Support Service Manager

   China Business Solutions

14:00 to 14:45   Interactive Workshops * 
  
14:45 to 15:30  Tea & Networking 

 15:30   Finish 

VENUE

Howard Building, Downing College, Cambridge, CB2 1DQ

There are 20 free parking space available on site. Parking space need to 
be reserved with in registration. 

COST

Cost of £60.00 + VAT (total  £70.50) per delegate, including the full-day 
seminar, sub-group workshop, delegate pack, and buffet lunch.

CONTACT US

For more information about the seminar and our future events, please 
contact Min Yuan  at:

  Tel:  01223 421 966

  Fax:       01223 281700

  Email:    min@ChinaBusinessSolutions.com

AGENDA REGISTRATION FORM

Places are limited so please register early to avoid disappointment. To register, 
simply send the completed form to us with payment by March 12, 2007.

Name(s):_____________________________________________________

Title:________________________________________________________

Company:____________________________________________________

Address:_____________________________________________________

City: __________________________Post Code:_____________________

Phone:_______________________ Fax:___________________________
 

Email:_______________________________________________________

* In order to better address your needs at the seminar, please tick the 
workshop you are most interested in attending.

���� Structure & Location 
���� Recruitment & HR issues 

PAYMENT

You can pay by credit card through the Paypal link on “Event” page of 
www.ChinaBusinessSolutions.com

(note: you do not need a Paypal account to pay by Paypal) 

Alternatively, you can pay by cheque made payable to China Business 
Solutions Ltd (VAT reg. No. 787 489058). Please return the form along with 
payment to:
 
  Min Yuan
  China Business Solutions Ltd
  St. John’s Innovation Centre
  Cowley Road, Cambridge
  CB4 0WS

NOTES

� Parking needed (*Please indicate, as there are only 20 parking space, 

which can be reserved)

Please  specify if you have special diet requirements, for example, vegetarian.

____________________________________________________________

____________________________________________________________
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