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  I. -------------------------------------------------
Introduction


On this project, we were asked to compare two countries and their different cultures and manners to act. As we are three students studying business, we thought it could be rewarding for us to compare the way of doing business between two different countries. Moreover, two of us are French who had studied Chinese, that is how the idea came. 
We decided to focus on describing the communicational and habits differences which exist while doing business in these countries. The value of doing business abroad in a country as China has been increased over years for French companies, as well as Chinese companies in France. 
We deeply think that it is important to get to know other cultures, manners, ways of behave and values. In addition to this, when we look closer to Business, studying the different cultures which we are working with is a must to well understand the partner and establish a good relationship, and why not, enter in negotiations to finally sign a contract. 

To do our research, we have chosen to divide our study into two parts. 
First, we will describe and compare theoretically the two countries, and secondly, we will compare France and China thanks to interviews that are based directly on experiences. 
Are there going to be differences between the theoretical part and

the practical one ?
Is there some stereotypes ?
Can French and Chinese people work together without meeting difficulties despite their huge culture differences ?

  II. -------------------------------------------------
Theoretical Framework

  A. The Business culture in France

France is part of the European Union, and even if this is not an extensive country, it is well known for its economical power. France is one of the wealthiest countries in the world, and its culture is rather individualistic and westernized.
In this part, we will deal with the most important cultural characteristics, the way of giving gifts and the habits you have to know to enter in a negotiation system, and finally to well communicate with French people.

  1. The Cultural characteristics

There are three important cultural values to know and understand well when you want to do business in France.

Directly:
In business, the French often appear extremely direct because they are not afraid of asking probing questions. However, there is no intention to appear rude, French business men believe that it’s better to get a direct answer to a question. In fact, for them, it’s better to be specific and coherent rather than to appear evasive. For example, always maintain a direct eye contact while speaking is very important because it’s a sign of sincerity and good social skills. This is part of the French culture, and this is what the firms expect from 

an employee. And sometimes, not to do it so could have a wrong interpretation from other societies. For example, in a French company, there is no way to be imprecise about the hierarchical organization.   That’s why, it exists a strong, vertical hierarchy in French business culture, which respects the Cartesian’s way of thinking. Working with all levels of the business organization will ensure your success. To summarize it, French do not like to leave an argument unsettled.

Analyzer:
In the French culture, the way to analyze everything is not only part of the business culture but of the whole culture. In fact, during a meeting, French are going to pay attention of every detail on the person in front of and try to find out defaults to utilize them against the talker. This is a strategy established on criticizes, and the main goal is to put more pressure and to destabilize the meeting to get what the French talker expected to have before the interview. This way to approach a business meeting is also part of the precedent point “Directly”, these two points illustrate how a French negotiator will start to address a business meeting. 

Privacy:
The French have an inherent sense of privacy exhibited in their definite distinction between business and personal life. People from abroad has to be careful because, they can’t expect to be invited out in the evenings after work, as most people will go home to their families. Indeed, private and business

lives are kept separate from each other, for example, it’s not a good thing to speak about holidays or family during a business meeting. And in the opposite side as well, during working days, it’s not appreciated to be disturbed by your partner for instance. Furthermore, during a break, weekends or holidays French don’t like to speak about their professional life, they prefer to disconnect from everything linked to their work. 
Moreover, as the French compartmentalize their business and their private life, never attempt to be overly friendly, they would think you are acting dishonest to get what you want in your working relationships.
And finally, you have to knock and wait before entering into a room. Additionally, do not "drop in" unannounced. Always give notice before your arrival, this is a way to show that you respect your partner’s privacy.

  2. Giving gifts to your working partner in France

Nowadays, to give a gift has become a tradition in many cultures. However, in France, giving gifts is not a ritual, and is not expected, beyond the traditional birthday, Christmas, christening, wedding, or hostess gifts. But we have to be careful about what kind of gifts we can offer because, sometimes, there might be some negative interpretations. 

  a. Gifts which cannot be given to French people:
  * 13 flowers, which 13 is considered as an unlucky number.
  * Some older French retain old-style prohibitions against receiving

certain flowers: White lilies or chrysanthemums as they are used at funerals; red carnations as they symbolize bad will; any white flowers as they are used at weddings and yellow flowers should be avoided, as they are a symbol of infidelity.
  * It's usually better not to bring wine to a dinner party as the host/hostess typically expects to make the selection. 

  b. Gifts, which can be given to French people in a working relationship :
  * Wine, but make sure it’s the highest quality you can afford.
  * A bunch of several flowers
  * Quality chocolates
  * Quality desk accessories
  * Knifes (but make sure that the person you give it to give you back a coin, to prove its honest relationship and that he does not want to cut it).

In addition to this, French people do not expect to receive large gifts. The person can be embarrassed about the price of the present and starting to wonder about wrong intentions. As I said before, it’s not necessary to offer a gift to a French people but if it’s the case, it’s better to offer something according to French tradition, with a good quality. For example, the wine has to be really good and from France, because they are proud about their own wines.

  3. The habits in France

In France, people have their own habits, according to the culture and the History. Habits in France can help us to understand how French people live in their everyday life.

  * Food is one of the greatest 

passions of the French people. They like to cook and to eat, and appreciate good restaurants. During a meeting, your partners can suggest you to continue the meeting in a restaurant for lunch.
  * The French are very strict and rigorous and like things to be precise.
  * Although the French are generally polite in all dealings, it is only with their close friends and family that they are free to be themselves.
  * The handshake is a common form of greeting in a working relationship. You have to shake it dynamically and look into the eyes of the person you are standing in front of, people sometimes think that this reflects your personality.
  * First names are reserved for family and close friends. Wait until invited before using someone's first name.
  * In France, “you” could mean “tu” which is reserved to friends and family, otherwise “you” could also mean “vous”, which is a way much more polite to call someone, and shows respect. Do never use “tu” in a working relationship. 
  * You have to show an appearance always clean, and trendy.
  * If you invite French people to a dinner, never sit 13 at the same table, as 13 is an unlucky number. Put 2 separated tables instead.
  * If you are invited to a French house for dinner: Arrive on time, dress well because The French are fashion conscious. Do not begin until the hostess says “bon appétit”.
Leave your wineglass nearly full if you do not want more. Do not put your hands under the

table and the elbows on the table.
If you eat a piece of bread, never put it upside down, it is considered as unlucky.

  4. The negotiations in France

In France, there is a particular way to negotiate, and when a person from abroad wants to apply for a job there, he has to know some important things about negotiation in this country. French meetings are much more formal and strict than other countries, like China for example.

The beginning of the meeting
Before the beginning of the meeting, you have to knock and wait until you are invited to enter the room. Afterward, you have to wait to be told where to sit. This is a sign of respect of the person you have in front of you. It’s important to keep a direct eye contact while speaking, because instead of that, it could be interpreted as a negative sign, like disrespect or lack of interest, or even dishonesty. And, according to the form of the meeting, Business is conducted slowly, the candidate will have to be patient and not appear ruffled by the strict adherence to protocol.

During the meeting
French people are really convinced about themselves and self-confident, and they are going to analyze every detail during the meeting that is why this is really important to pay attention about all the special tasks to follow. 
Moreover, the French are often impressed with good debating skills that demonstrate communication skills of quality, an intellectual grasp of the situation 

and all the ramifications. The company in front of should avoid confrontational behaviour or high-pressure tactics. It can be counterproductive. The French are more receptive to a low-key, logical presentation that explains the advantages of a proposal in full. Also, it’s not a good point to attempt to be over friendly, like one of the last point we exposed, the French prefer to separate the friendly aspect to the business aspect. 
A business meeting should begin and end with a brisk handshake accompanied by an appropriate greeting and the exchanging of business cards.

Directly and confident
In a French meeting, it would be appreciated to be confident and direct. This is an essential part of doing business in France. 
However, the company from abroad has to pay attention of not being arrogant or not too much confident because it can be interpreted as a lack of respect or the fact you consider the French company might be inferior to yours. 
Moreover, French are receptive to the advantages of a proposal, so it’s not important to turn around, but this is essential to expose the opportunity for them to work with you to get their total attention. That is why, it is important to proof that you are able to defend your project or your opinion, French appreciate persons who have the ability to defend an opinion. 
Due to the fact that French people appreciate direct and confident people, promises are also important to sign a contract. But, still

here, it’s vital to be careful on what you promise because otherwise the deal will be broken.

The Decision-making
According to the French business culture, when an agreement is reached, the French may insist it be formalized in an extremely comprehensive, precisely worded contract. The business in France is hierarchical and decisions are generally made at the top of the company. That’s why, French meeting are really formally and difficult to negotiate with, if you are not prepared. In another way, inside the French company, for the negotiator, it’s important to say your opinion, but at the same time, you have to respect the orders from the top of the company. According to the fact decisions are typically made by the highest person in the hierarchy of the company, it’s important for companies from other countries to learn more about the company’s structure and, more important of all, who is making the final decision. When the decision is made, it will not for sure mean that it will be the final decision. It may seem unchangeable, but some individuals attempt to bring about change by saying ‘on second thought’ and giving relevant arguments. After that, the involved people will meet again and consider all the possibilities. If everything is good there, then we can consider to sign the contract and to conclude the deal. And, as the French business culture, they will do what they promised or agreed to do.

  5. How to communicate in France

  a. The oral communication
In France, the most spoken language is the French. People have sometimes difficulties to speak English so they would appreciate a partner who could speak their language. Nevertheless, in most of the companies nowadays in France, employers are recruited on their communication skills and their ability to speak foreign languages, so this issue will be improved in a few years.
It is welcome to use titles to name people you are standing in front of as “Madame” or “Monsieur”. This is a sign of respect of the hierarchy.
Then, do not forget that French people are very formal and polite, they say “merci” (thank you) very often and foreign people are sometimes chocked about it because they think it is too much.
During the meeting, as French people are very direct, you should start with the main goal and say directly what you expect from the meeting, it would be appreciated, as a sign of honesty.
Being a good listener with a good memory is a must, to show your interest in the company.

  b. The non-verbal communication
First, when you meet French people, you have to shake the hands and make an eye contact. It is seen as a sign of respect and interest to be well dressed up, but very formally (like three pieces suit for men). The appearance is a very important non-verbal communication value according to French business men. As they like to analyze everything, they would think that when you are crossing your arms 

you do not want to negotiate anymore as well as when you put your hands under the table, they would believe that you have something to hide or that you are not at your ease.

  B. The Business culture in China

As China is part of the Asian continent, it seems like the habits and cultures differ completely from the European ones. Moreover, it has known for the last 10 years an astonishing economic growth, which led it to the BRIC countries. China is now an important part of doing business in the world, and westernized people have to know and understand the culture to work better and more often with such countries, which are being richer and richer.
So that we have tried to describe the Chinese way of doing business by first enumerate the four most important cultural terms to do business in China, then describing the manner of giving gifts in this Asian country, to deal then with the habits and the negotiation system, and to finish with how to communicate with Chinese Business men.

  1. The cultural characteristics

Guanxì (network/connections)
This network is based on friendly and personal relations. They are very important because almost every contact in China is made thanks to this network people are working on every day. If a business man has a huge Guanxi, he is supposed to be more efficient. In other words, if he has a lot of relations, he will always find a way to get what he expects for. It is a way to work on a long term

relationship.
This is one of the cultural terms people have to know while doing business in China.

Péngyou (friends)
Contrary to westernized countries where privacy is very important, Chinese people do not hesitate to build a friendly relationship with their partners. It is important for them to have to the following to have a good Guanxi. The friendship is the intention for a good business relation in the future.
Miànzi (face)
The face is a value in China such as the honour in the westernized countries. The more the person will have an important situation in the hierarchical society, the more his face will be important. For a Chinese Business man, to lose its face is a humiliation.
In fact, the relationship with the person who gets loss of face can be disturbed. 
Yet, praising somebody in public can be a sign for respect and loyalty, in this case, the person wins face. It can help you with other negotiations with the Chinese business partner. 

Huezo (cooperation)
The cooperation in China is very important to establish ; first a relation and a network (Guanxi) and then a win-win business relation. This is very important that a Chinese business man feels that he is also wining something in the cooperation, it helps him not to be humiliated and not to lose its face.

  2. Giving gifts to your working partner in China

In many cultures is it normal to give each other gifts while negotiating and building a business relationship,

in other words, this lead once again to the Guanxi. However, there are differences in the ways to give the gift. The Chinese habit is to give it in the first meeting at the beginning. It is normal at first to refuse the offered gift. Then, the giver has to insist that the person has to accept the gift. The gift is given with two hands. The other person receives the present with taking it with both hands.
The Chinese will traditionally not open the present in front of the person, and he will say some polite sentences to thank the giver.

  a. Gifts which cannot be given to Chinese people:
  * Scissors, small knifes and paper-knifes: The Chinese associate this with quitting the friendship, and cutting the relationship. It affects in a way their Guanxi and Face values.
  * Soap, that would mean that the person stinks and it would be misunderstood.
  * Flowers in general, they are associated to funerals.
  * Shoes, they mean that the giver wants to fee.
  * Books which deal with China, Chinese people are very nationalists. 
  * Clock or a watch: It is a symbol of bad luck in China.
  * Food : this symbolize poorness

  b. Gifts which can be given to Chinese people in a working relationship :
  * Pen: A beautiful quality pen from the West is considered as a valuable present.
  * Gifts with the price on it : it indicates which importance you take in your relationship (beware, too expensive presents would be likely to 

doubts).
  * A red gift : this colour is seen as a lucky colour.
  * Something typical from your home country, Chinese are curious to discover new products.
  * Alcohol, cigarettes, and design outlets are welcome, yet, the giver has to make an explanation about its choice of giving such things.

  3. The habits in China

Asian culture and habits are very different once again from the European ones. Here are some examples of what you should be aware of while working with Chinese companies.

  * The colour red stands for fortune, and the white colour deals with death.
  * Business people do not dress too colourful.
  * During the Chinese festival (end of January, beginning of February), people usually don’t work.
  * Chinese don’t like arrogant and pedantic behaviour, stay humble and polite.
  * Chinese like to eat and drink alcohol when they have guests. 
  * It is not usual to pay the bill in presence of your Chinese guests as well as the business host usually like to invite its guest to the restaurant.
  * Giving and receiving a Business card is very important : it is seen as essential to have a dual-sided Chinese business card (with Chinese on a side and English on the other side), give it and receive it with two hands.
  * Chinese people are punctual, it is even seen as a mark of respect if people come a little bit early to meetings.

  4. The Negotiations in China

The first thing the foreigners have to know

about negotiations in China is that this is part of a very long proceed. The cultural differences of time are considered in China as a way to protect their company and to analyse better the situation. The partner has to be very patient, because sometimes Chinese people do it on purpose to make their colleagues wait, so that they could see how much they are interesting in signing a contract with them.
The negotiation process contains three different phases. Before starting this process a reasonable preparation has to be made. 

Before the meeting
  1. The first thing to do to prepare a meeting is to know more about the future partner and negotiator. 
  2. Think about the goals that you expect to reach, and try to organize your arguments so that the Chinese partner could feel a win-win negotiation, and a trusty relationship.
  3. Choose a man who can handle such negotiations. Chinese will abuse of it if suddenly have to deal with a new negotiator. 
  4. Obtain an interpreter, somebody who speaks Chinese fluently and who has experience. Chinese would feel honoured that you make efforts to lead the meeting as well as possible.

Exploring and testing 
In the Chinese culture, they negotiate by first testing their future partners. They generally urge the partners to come to China to discuss to see if they are really motivated to sign up contracts. They try then to manipulate their partners to reach the desired results, in working 

with the competitors for instance or they will also try to measure your reaction if they are getting upset.
Moreover, in some way, making the negotiation process very long is a kind of test. It gives them time to see if the partner is trustable, if the cooperation is serious, and discover the weaknesses. That is why you have to take care and be very careful of what you say and how you act. 

During the meeting
You have to be very patient because as the Chinese test you, they are suspicious about companies, which want to make a deal as soon as possible. They would think you have something to hide or that you are dishonest if you want to go too quickly. You would not enter in negotiation if you are not trustable.
The Chinese will appreciate when you show your feelings, annoyance and impatience. It is a good sign during the negotiations. But they will not appreciate if you are getting upset, this means losing your self-control, they would feel humiliated and they will probably lose their face. 
While showing your agreement or disagreement, you should avoid to say “no” too directly, as this is considered as impolite. 
And finally, when Chinese people keep discussing about the contract when you are about to sign it, conclude that they do not want to work with you. Yet, as they are not direct, you will have to end in the negotiation by yourself.

The end of the negotiations
Most of the time, you do not really know when the negotiation 

is finished or not because Chinese business men do not really give signals of it. The only signal you could have is when they invite you to sign the contract. At this time, be very careful and check the contract in both languages (with the help of your interpreter). After signing this contract you will have many meetings with the Chinese company.

  5. How to communicate in China

  a. The oral communication
The most important language spoken in China is the Mandarin, but it exists many dialects. People are really used to English since they work more with westernized countries. 
There are normally no problems to understand each other while negotiating.
When people meet they have to use titles to name the person they stand in front of, as the Chinese culture gives importance in the hierarchy, which is a kind of respect.
Then, before starting a business discussion, Chinese people like to make you feel at your ease by introducing small talks (like the weather, the family, sports or your eating habits for instance). Yet, there are some subjects that you should avoid like politics, the Human Right, the Tibet or the religion for example.
Besides, silence is sometimes important in a conversation and showing that you are listening to the other is one of the value that the Chinese follow.

  b. The non-verbal communication
There are many rules of communication to follow to be in a good relationship with a Chinese partner. 
First, when 

you meet him, it is welcome to shake the hands, but you have to wait until the Chinese business man invites you to do it so.
During the meeting you should keep an eye contact but not insist too much on it. In a way they could think you are not trustable but in another way they could find you aggressive.
You would remark while working with them that when they are nodding it means that they agree and listen carefully of what you say, and when they chuckle it means that you have said something that brought them into embarrassment. 
And finally, after the meeting, it is welcome to exchange the Business card (in the way we explained before).

  C. The theoretical comparison of France and China

The French and Chinese cultures differ in a lot of things concerning their ways of doing business.
The first difference that we could easily notice is that their cultural characteristics in terms of business are completely different. In one hand we have the French culture, which is based on an individualism society and on the other hand we have the Chinese culture which is based on a collectivism society, focusing more on relationships. It seems like Chinese people are more influenced by their own values, follow them and trust them more than people do in France.
Then the way of giving gifts is totally different, and for instance in France people are not used to received gifts, whereas in China, if partners do not receive gifts, it is seen as an offence

and a willing to break the contract and the relationship settled.
In addition to this, the habits which are influenced by the history are completely different as both countries are part of a different continent and do not share a common history.
These habits influence the ways to negotiate. For example, it seems like negotiations are a way much more difficult and longer in China than in France, moreover, the ways to attend a meeting and to participate to the conversations are completely different. As a matter of fact the ways to communicate differ and that makes both countries with a very few similarities. Is it the same in the practical life ? Can French and Chinese people work together without meeting difficulties despite their huge culture differences ?

  III. -------------------------------------------------
The research method

Our research aimed first to know if all the things that people use to say and compare theoretically between the French and the Chinese culture regarding to business is true in the practical life and also if there are that many differences between these two countries’ cultures.

To answer our hypothesis we needed to collect data. And this was the most difficult thing to do in the project. We wanted to compare the cultural habits between the French and the Chinese according to their ways of doing business. 

To reach our goal, we have made the choice to have two different ways of collecting this precious

data we needed.
For the theoretical part, we first based our writings on internet web sites   (see references at the end).
Then for the practical part, we wanted to interview people who have had experiences while working and negotiating with these two countries, so that they could compare it easier.
In fact, we have made up our interviews and send them to a woman who has worked in both countries, and to a manager who is negotiating and working with Chinese companies.

These interviews where different and personalized for each person, with a total of about ten questions, so that we could have every details that we were searching for. (see the interviews in the attachment handouts).
We needed an easy way to contact these persons we were interested by their answers, to get easier and quicker some responds which would be more relevant if we knew the persons, because they would be more involved in answering our interviews.
So we searched in our surroundings.

What about the results ? Is the theoretical part only stereotypes ?

  IV. -------------------------------------------------
The results and interpretation

In this part of the report we are going to show our collected results and then we will comment and interpret them in order to make a conclusion on our intercultural communication project.
First, we will present the interview of the woman who has worked both in France and in China and then, the interview of the French

manager who is negotiating with Chinese companies.

  A. The interview of the Woman who has worked for both countries

This woman was our Chinese teacher in France these last two years. She has been living in Beijing for 10 years, and after being graduated, she was working in the French company Dumez International based in China as the assistant of the Chinese sales representative. The main aim of her job was to negotiate the construction of a weir.

When we asked her what were the main differences between France and China, concerning the different manners to negotiate and to communicate, she answered exactly what was written in the theoretical part. 
Chinese people search to establish a win-win relationship whereas French Business people try to show the Chinese the superiority of their services and products. 
Moreover, she added that the vision of the time was completely different because the Chinese analyze it cyclically while the French analyze it on a line. That might explain in a way why negotiations are very long in China. 
Then as we found out in the theoretical part, gifts are given to maintain a close relationship. The most appreciated gifts are the “group travel gifts”.
Finally, she concludes this question by saying that in China, decisions are made always collectively, instead of France where the decisions making come from the top of the hierarchy.
Concerning the communication, as she experienced it, the Chinese are a

way much more shy and discrete than the French, however they think that the oral communication is more important than the written one (in France the written contract is the most important step). The difficulty for French would be not to get loose the face of a Chinese. 
In the beginning to show the interest of the French to build a relationship with the Chinese, it is welcome to speak about the Chinese culture, they are really proud of it. French people are appreciated in China, because they think their culture is the richest culture after their own one. And, since the economic reforms in the last ten years (in particular about the customs taxes), the Chinese take a revenge on the westernized countries who has humiliated China during the opium war.
To conclude, she explained us that despite their huge culture differences, thanks to the globalization, both countries tend to consume in the same ways, so the business is getting closer and closer.

With this first interview, we can clearly notice that, maybe they are differences in some detailed habits (like the group travel gifts) between the theoretical part and the practical part. Yet, generally, the things said on the internet are not stereotypes.
What about the second interview ?

  B. The interview of the French manager who is negotiating with Chinese companies

Jean-Yves Callies is the CEO of the French massage chair company JETFORM. They have a standing contact with China, because

their suppliers are there. They chose China as a new market with a lot of opportunities, mostly because of the cheapest price to import product from China. 

In fact, the first question that came in our minds while meeting this manager was asking him about his experience of negotiation in China. He surprisingly did not speak about the longer way to negotiate. He emphasised on the fact that people have to get to know about the Chinese culture before going to the first meeting. Here, he links the practical experiences with the fact that you have to know it before theoretically.
Then, we asked him if he had ever met some difficulties while negotiating with Chinese companies and he answered that it was mostly based on the relationship. As a French, he is more suspicious and do not trust the really the Chinese at first sight. Moreover, he said that sometimes he had to do compromises to reach the goal that he wanted, that deals with the fact that Chinese people want a win-win relationship.
Concerning the gifts, he told us that it was very important to go to Chinese companies with a present to give. Otherwise, it is seen as an insult. Moreover, he has experiences receiving gifts, and they were well adapt to French culture as it was mostly Champagne. He concludes saying that this is a sign of respect.

With this second interview, we can clearly notice that it deals perfectly with the theoretical part. We can say that the practical life is a

complement to the theoretical part, and that you first have to be aware theoretically of the culture of both countries before entering in a negotiating partnership.

  V. -------------------------------------------------
The Conclusion

As a conclusion of our research, we have first noticed in the theoretical part huge differences of culture between French and Chinese, in their both ways of doing business, notably on every aspects that we have seen : the cultural characteristics, the gifts, the habits they have and their ways to communicate.   
These differences were logical for us as China and France has a complete different history, and manners to live.
So we wanted to know if the theoretical part would have a link with the practical part.
To find out results and collect data we have chosen to interview two persons who have experienced both working and negotiating in China. We deeply thought that this would be rewarding and more trustful to be based on real experiences to compare two different cultures in their way of doing business.

In these interviews, we have found out that the experiences were pretty close to the theoretical part, and that in some ways, getting aware of the theoretical part before meeting a Chinese company might be an advantage to understand more the different cultures and building a trustful relationship and stable partnership.

Despite their huge differences in their ways of doing business, we wanted to

know if these two countries sometimes face difficulties to work together. This is the subject of our innovation.

  VI. -------------------------------------------------
The innovation

In the innovation we wanted to know if, despite their huge differences, these two countries manage to work together without facing too many difficulties, and if there were some negotiations that have turned bad because of the cultural changes. 
To focus on these wonderings, we have tried to find information on the internet.

We have found two similar scandals in 2008 and 2009 that involved both Chinese companies and French ones. 
The first one dealt with the French firm Conforama which was selling sofas imported from China. These sofas had to be returned because many people complained about allergenic reactions due to an anti mould product. In fact, Conforama had to renegotiate with the Chinese company to get things rights, if the company did not want to know a sell loss.
In addition to this, the French firm ETAM which is a clothes retailer had the same problem with the same allergenic product as the case of Conforama. The Chinese company has put the allergenic product in the shoes that ETAM has imported. 
In both cases, the risks for the French companies were huge, because they received many complaining from customers. So the two firms entered first in negotiations with the Chinese companies to come to an agreement to stop using this dangerous product

that has made ill an incredible number of people. This did not work, so they both decided to break the contract.

To conclude, the scandals that have exploded which broke the contracts between the French and the Chinese companies where more focused on quality problems that on the cultural ones. Yet, in a way the different attempts for a quality product is part of the culture.
In fact, this means that French and Chinese people can first come to an agreement and sign a contract together. Nevertheless the quality expected by a westernized country such as France is a way much higher than in China. 
As a conclusion, we think that while negotiating with a Chinese firm, the westernized companies might take into account and be aware of the way of producing and the quality warranties of their partners. So that they could avoid such situations and scandals that are really risky for the company itself. In other words, some important culture values such as quality can be forgotten during negotiations but still they can make in the future disagreements, so that is it important to look closer to every aspect of cultures while dealing with foreign cultures.
  VII. -------------------------------------------------
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On the internet :

For the theoretical part of China :

http://www.siboni.net/resources/N$C3$A9gocier+Chine.pdf

http://www.marketing-chine.com/

http://www.kwintessential.co.uk/resources/global-etiquette/china-country-profile.html

For

the theoretical part of France :

http://www.bonfrancais.com/?cat=24&lang=fr

http://www.kwintessential.co.uk/resources/global-etiquette/france-country-profile.html

The first interview

-Could you please introduce yourself ?
After being graduated in China, I work for DUMEZ International as a sales representative manager, to negotiate with China the construction of a weir. 

-What were for you the most noticeable differences between France and China in their ways to negotiate?
Chinese people search to establish a trustful relationship and a win-win partnership. Whereas the French are more focused on the way to show off and demonstrate that their products or services are the best.
Moreover, I would add that their way to see how times run by is completely different. In china it’s seen as a circle, and in France as a line. Besides, the decision is always a collective one in China, instead of France. Yet, in both cases, the hierarchy has to be respected.

-Which are the different negotiation steps in China ?
First i would say that you have to verify that you have in front of you the right person, which whom you could deal with. Then you have to create trustful and long term relationships. You also have to be clear on your expectations (always think about the win-win partnership) + BE PATIENT !

-Which are the communication differences between the Chinese and the French ?
Be really

careful not to be too aggressive or direct, so that the Chinese would not lose its face.
In China, the feelings expression nearly does not exist. However, they attach a big importance to the oral communication, rather than to the written one.

-What is the cultural dimension in China ?
Chinese are proud of their culture, it is welcome in a meeting to speak about what we know about their culture. Since the economic reforms, the Chinese take a revenge on the westernized who has humiliated China during the opium war. Yet, they really appreciate the French culture, regarding it as the richest of the world, after their own of course !

-Is it really important, in the Chinese culture to give a present to the parent, or future partner ?
In big and important negotiations, the most offered present is a trip to Europe, to discover the company, the habits and the cities. The Chinese are not use to travel a lot, so they really appreciate these kinds of attentions. 
Otherwise, the presents are not too expensive and are made to maintain the partnership.

-Do you think that both countries are totally different culturally from one to another ?
I believe that thanks to the globalization, their way to consume are getting closer and closer.
In fact, in both countries, the government is very present in the economy of the world.
The think that I may mention is that the Chinese are hyper nationalists, they do not like to be critical. In France, we stay

as the champion of the world for criticizing, contesting, and striking. 

The second interview

Jean-Yves Callies is the CEO of the French massage chair company JETFORM. They have a standing contact with China, because their suppliers are there. They chose China as a new market with a lot of opportunities, mostly because of the cheapest price to import product from China. 

-Which are the different steps of the negotiation in China ?
Working with chinese business men is a difficult way of doing business, you need to have a lot of preparation before. The preparation of negotiation encloses to have a good knowledge of their culture, as the theoretical part of the negotiation, but as important as the practical part.   In fact, this is the first step to understand how the   chinese business thinking is done and it will be better for us to reach a contract. We have two meetings every year with our chinese suppliers, the first one is arround June and I come to China with two or three people from my business team. This is the opportunity to negotiate new contracts. And the second one is planned by our Chinese suppliers, because they come to our company to negotiate as well new contracts. The two interviews are totally different, we have more preparation for the first one. To conclude in this part, the behaviour differences are totally different between French and chinese people, and that’s why the preparation of the negotiation is fundamental. 

-Have

you ever met some negative experiences with Chinese companies ?
I have never had negative experiences with Chinese people, but in the same time it’s difficult to have a friendly relationship, even after a lot of years, working together. As french, we are very suspicious, and seen sometimes as cold when working with them. Chinese people always introduce the meetings speaking of their private life, and I probably do not answer back what they expect for.
Moreover, it’s difficult to negotiate with them, because they have their point of view and their own culture, and sometimes, you have to do some compromises if you want to reach the deal expected.

-Have you ever received gifs, and have you ever given some ?
Every time I go to China, I bring some gifts for them, still according to their culture. As I said before, the culture is one of the most important thing to know before working and building a partnership with people from a different country.   And in the same time, when I go to China, I receive also gifts from them. For example, the last time I went to China, I received a bottle of Champagne, “Dom Pérignon”. The gift is a signification of respect, and you should avoid expensive present, it can be interpreted as a negative intention.

Can you conclude on China please ?
To conclude, for me, the most important thing to do when I negotiate with Chinese people, is the preparation of the negotiation.   This is the key of a success dea
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