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Beijing, China – Joah Sapphire, President of GDG was interviewed by Michael Rice of the 

Beijing Review.  Please see below entire article published on-line. 

The China Quotient 
By MICHAEL RICE 

For many foreign enterprises, China 

represents the great hope of the future: a virtually 

untapped market of consumers eager to spend 

their growing wealth. The prospect of 

successfully introducing a product to the Chinese 

market has both well-established businesses and 

less experienced entrepreneurs chomping at the 

bit for a stake in the game. But with new territory 

comes new ways of conducting business. If you 

aren’t prepared to learn a few new tricks along the way, you could be in for a bumpy ride. 

The most common mistake foreign businesses make in China is assuming that they can 

import the business and legal practices of their home nation, said Savio Chan, President and 

CEO of U.S. China Partners, Inc., in Melville, New York. Chan was born and raised in Hong 

Kong, then came to the United States to study business. After launching several businesses in 

the United States, he started helping foreign businesses break into the China market. Chan 

says that the key to success in China is having what he calls “a high China quotient.” 

“By knowing how to do business with China, your company can do very well in the next 10 to 

15 years,” Chan said. “But you need to know your way around.” 

Knowing your way around means doing plenty of background research before diving into the 

pool, said Chan. It also means having the right representation. 



“You need to have people in China who understand the laws there,” he said. “It takes more 

than just speaking Chinese or knowing someone who was raised there. You need to know the 

right people at the central, provincial and local government levels and you need to know the 

laws for operating a business at each level.” 

That business laws can vary between these levels and that they can change quickly can 

become a source of frustration, said Chan. But this is to be expected in a fast-growing nation 

like China. You have to be flexible to keep in the game. 

“A lot of businesses can be very successful here in the United States,” said Chan. “But if they 

employ their U.S. practices in China, they cannot succeed. When you have 1.3 billion people, 

you have a large enough marketplace to set your own standards. Whenever a company like 

Microsoft comes in and says, ‘Follow our standard,’ the Chinese Government might say, ‘We 

have our own standard.’” 

“Too many foreign businesses think that a piece of paper in the hand is a final deal,” he 

added. “But, in China, you can always continue to negotiate terms. A contract is just the 

beginning [of a business relationship].” 

To the inexperienced, this may seem like economic anarchy. But to those experienced with 

doing business in foreign countries, it is just an example of a universal rule of business: You 

can’t export your local mindset. 

“You can’t go to China with an American mindset,” said Ajay Poddar, Executive Vice 

President of Artech Information Systems in Morristown, New Jersey, now busy setting up a 

business presence in Dalian.  

Poddar said that, based on his own experiences establishing overseas operations in foreign 

countries including India, the challenges that China poses are not necessarily more difficult than 

anywhere else. But, as is the case with every new business frontier, the challenges are unique. 

“Every time you go into a new geography, you have to learn the law of the land,” said 

Poddar. “You have to learn local laws if you are going to operate there.” 

What makes China unique is the complexity of its multi-tiered government, said Poddar. 

Business laws and procedures vary by region in China, much like they vary between states in 



the United States. And in addition to securing a license to operate your business at the state 

level, you must also apply for permission with provincial and local governments. 

“The rules are very different between provinces, even at the local level,” said Poddar. “So, 

you have to be careful about where you are doing business and make sure you have the right 

structure in place if you plan to work in other areas as well.” 

A competent intermediary can provide a thorough understanding of Chinese business law, 

personal introductions to the “right people” and an understanding of the sophisticated nuances 

of Chinese business practices, said Joah Sapphire, President of New York City-based Global 

Dynamic Group. A relative newcomer to the China business consultant market, his business 

launched in April 2005.  

“Because of the cultural differences and the language barrier, business has to be done 

through feel and trust,” said Sapphire. “People will drive two hours across Beijing to make a 10-

minute meeting because they value face-to-face contact. In the United States we trust 

signatures and email, but in China, a handshake and a personal meeting go a long way to make 

everyone comfortable.” 

This is the level of understanding that Chan refers to when he says you need to have a “high 

China quotient,” or “CQ.” For these business advisors, success in China is more than a matter 

of financial and human resources; it is an investment of personal time, attention and human 

interaction. And it is an investment that those with a high “CQ” hope will bring them great 

success in the long term.  

Foreigners living in China are welcome to share their experiences. Email us at 

contact@bjreview.com.cn Submissions may be edited. 

 

Global Dynamic Group – Promoting the dynamic exchange of ideas to power the global 

economy 

 

Global Dynamic Group, LLC (GDG) is an alternative investment origination firm that unlocks 

unique value for its clients through deal sourcing, capital raising and fund management advisory 

services.  Founded in 2005 and headquartered in New York, N.Y. with operations across the 

Americas, Europe, Africa, the Middle East and Asia, GDG specializes in researching, sourcing, 

identifying and introducing investment opportunities.  Through bold strategies and leveraging an 

experienced team that possess a dynamic network, GDG consistently executes deals by bringing 

together complementary partners on the global stage. 
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