
•  Good	
  A&ernoon,	
  I	
  am	
  honored	
  to	
  have	
  this	
  opportunity	
  to	
  share	
  with	
  you	
  our	
  
ideas	
  and	
  work	
  on	
  Recrui:ng	
  Chinese	
  Investment	
  for	
  the	
  Southern	
  US,	
  in	
  par:cular	
  
Greenfield	
  Investments.	
  I	
  am	
  also	
  humbled	
  to	
  be	
  in	
  the	
  presence	
  of	
  Sidney	
  
RiDenberg,	
  who	
  knows	
  this	
  subject	
  beDer	
  than	
  anyone	
  else.	
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•  Some	
  of	
  you	
  may	
  have	
  aDended	
  this	
  morning’s	
  panel,	
  The	
  Chinese	
  are	
  Coming,	
  
Good	
  or	
  Bad?,	
  please	
  bear	
  with	
  me	
  as	
  I	
  setup	
  this	
  seminar	
  by	
  first	
  discussing	
  some	
  
of	
  the	
  points	
  we	
  covered	
  this	
  morning.	
  The	
  Chinese	
  Are	
  Coming,	
  Good	
  or	
  Bad?	
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•  	
  The	
  Good:	
  
•  Doing	
  it	
  right,	
  it	
  will	
  bring	
  much	
  needed	
  capital	
  and	
  investment	
  to	
  the	
  US	
  
•  In	
  many	
  cases,	
  it	
  can	
  protect	
  jobs,	
  such	
  as	
  in	
  the	
  case	
  of	
  successful	
  M&A,	
  

and	
  create	
  many	
  new	
  jobs,	
  such	
  as	
  in	
  Greenfield	
  Investments.	
  	
  
•  From	
  a	
  geo-­‐poli:cal	
  standpoint,	
  increased	
  mutual	
  foreign	
  direct	
  

investment	
  create	
  synergies	
  and	
  similari:es	
  of	
  goals	
  that	
  can	
  have	
  a	
  long	
  
las:ng	
  effect	
  of	
  reducing	
  the	
  risks	
  of	
  conflicts	
  between	
  the	
  2.	
  

•  As	
  China	
  evolves	
  from	
  being	
  the	
  2nd	
  largest	
  economy	
  to	
  a	
  massive	
  market	
  
by	
  itself,	
  the	
  demand	
  for	
  American	
  products	
  increases	
  and	
  thus	
  so	
  does	
  
bilateral trade opportunities"

•  Even tourism is positively affected, and itself has a huge positive 
impact -- there are some 10,000 people traveling between the US 
and China everyday	
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•  So	
  how	
  can	
  this	
  be	
  bad?	
  
•  Failure	
  of	
  any	
  of	
  these	
  Chinese	
  investments,	
  especially	
  in	
  rural	
  

communi:es,	
  can	
  devastate	
  a	
  community.	
  
•  There	
  is	
  a	
  lack	
  of	
  trust,	
  and	
  even	
  more	
  problema:c,	
  a	
  lack	
  of	
  pa:ence,	
  on	
  

both	
  sides.	
  From	
  the	
  American	
  side,	
  many	
  communi:es	
  hear	
  that	
  China	
  has	
  
large	
  reserves	
  of	
  money	
  to	
  invest;	
  on	
  the	
  Chinese	
  side,	
  entrepreneurs	
  are	
  
accustomed	
  to	
  moving	
  ahead	
  on	
  projects	
  and	
  investments	
  without	
  clearly	
  
defined	
  processes	
  and	
  o&en	
  with	
  unrealis:c	
  expecta:ons.	
  

•  As	
  there	
  is	
  a	
  “trust	
  gap”	
  and	
  a	
  level	
  of	
  misunderstanding	
  between	
  the	
  two	
  
countries	
  and	
  their	
  vastly	
  different	
  cultures,	
  any	
  failure	
  can	
  be	
  overstated	
  
and	
  turn	
  public	
  opinion	
  against	
  future	
  investments.	
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•  Let’s	
  look	
  at	
  some	
  of	
  the	
  prime	
  drivers	
  of	
  China’s	
  decision	
  to	
  “Go	
  Global”	
  
•  “Made	
  in	
  China”	
  is	
  now	
  at	
  a	
  turning	
  point	
  
•  In	
  the	
  PAST,	
  Chinese	
  Manufacturers	
  sold	
  purely	
  based	
  on	
  price	
  

•  They	
  did	
  not	
  need	
  to	
  understand	
  their	
  buyers’	
  needs;	
  	
  
•  They	
  did	
  not	
  need	
  to	
  worry	
  about	
  market	
  characteris:cs,	
  size,	
  

loca:on,	
  etc.;	
  
•  Buyers	
  of	
  the	
  world	
  beat	
  their	
  door	
  down	
  seeking	
  the	
  cheaper	
  

products.	
  
•  In	
  the	
  FUTURE,	
  and	
  in	
  fact	
  now,	
  most	
  if	
  not	
  all	
  manufacturers	
  will	
  need	
  to	
  

sell	
  on	
  VALUE	
  
•  	
  As	
  they	
  move	
  up	
  the	
  value	
  chain,	
  they	
  will	
  need	
  to	
  understand	
  

•  what	
  the	
  market	
  wants;	
  and	
  
•  what	
  the	
  consumer	
  wants;	
  and	
  
•  the	
  size	
  and	
  dynamic	
  of	
  the	
  market	
  place.	
  

•  So	
  they	
  will	
  need	
  to	
  design	
  new	
  products	
  to	
  meet	
  consumer	
  needs.	
  
•  Quite	
  a	
  shi&.	
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•  In	
  addi:on,	
  there	
  is	
  a	
  evolu:on	
  of	
  management	
  thinking	
  as	
  well	
  
•  Global	
  Source	
  has	
  just	
  delivered	
  a	
  survey	
  spanning	
  30	
  years	
  of	
  Chinese	
  

Management	
  Thinking	
  that	
  may	
  well	
  predict	
  the	
  future.	
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Sales	
  &	
  Marke+ng:	
  
Sales	
  and	
  marke:ng	
  was	
  the	
  top	
  challenge	
  in	
  1980’s	
  as	
  China	
  was	
  emerging	
  from	
  a	
  
planned	
  supply-­‐side	
  economy	
  (no	
  marke:ng	
  needed)	
  
Human Resources: 
Human resources has always been critical, but with different concerns. The 
1980’s focused on incentivizing staff. Now the concern is staff retention and 
development.  
Cost Control: 
Cost control became a relatively new concern in the 2000s as China began 
implementing its labor contract law, on top of escalating raw material costs 
and labor costs, as well as an appreciating yuan  
Product design: 
Design issues reappeared in 2010’s but far different in meaning from the 
1980’s – China must now design products that justify higher price points 
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•  China	
  Going	
  Global	
  	
  
•  The	
  latest	
  matura:on	
  of	
  Chinese	
  manufacturing	
  is	
  going	
  global	
  –	
  expanding	
  

markets,	
  resources,	
  supply	
  chains,	
  and	
  product	
  development.	
  	
  It	
  is	
  really	
  in	
  
its	
  infancy	
  

•  Think	
  about	
  how	
  China’s	
  economy	
  has	
  evolved	
  over	
  the	
  past	
  30	
  years.	
  The	
  
Chinese	
  “miracle”	
  of	
  double	
  digit	
  growth	
  and	
  increased	
  sophis:ca:on	
  has	
  
li&ed	
  hundred	
  of	
  millions	
  out	
  of	
  poverty,	
  and	
  fundamentally	
  is	
  shi&ing	
  geo-­‐
poli:cal	
  posi:oning	
  and	
  power.	
  It	
  is	
  s:ll	
  evolving	
  and	
  growing.	
  

•  China	
  Going	
  Global	
  	
  has	
  become	
  a	
  reality	
  because	
  of	
  	
  
•  Need	
  –	
  it	
  is	
  cri:cal	
  for	
  the	
  future	
  development	
  of	
  advanced	
  

manufacturing	
  in	
  China;	
  and	
  
•  Progressive	
  China	
  Central	
  Government	
  policy	
  suppor:ng	
  Chinese	
  

manufacturers.	
  
•  Chinese	
  globaliza:on	
  started	
  with	
  a	
  slogan	
  -­‐-­‐	
  “Going	
  Out”	
  	
  
•  Recently	
  Xi	
  Jinping,	
  China’s	
  new	
  president,	
  subtly	
  refocused	
  the	
  movement	
  

as	
  “China	
  sharing	
  it	
  wealth”	
  –	
  a	
  “so&	
  power”	
  Ini:a:ve.	
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•  The	
  trends	
  are	
  clear	
  
•  According	
  to	
  the	
  Asia	
  Society	
  in	
  its	
  report	
  “An	
  American	
  Open	
  Door,”	
  there	
  

will	
  be	
  up	
  to	
  $2	
  Trillion	
  Dollars	
  invested	
  in	
  the	
  US	
  market	
  alone	
  
•  However,	
  currently	
  the	
  US	
  lags	
  behind	
  the	
  billions	
  already	
  invested	
  

by	
  China	
  in	
  other	
  parts	
  of	
  the	
  world	
  such	
  as	
  the	
  EU	
  and	
  Africa.	
  
•  At	
  the	
  same	
  :me,	
  the	
  Chinese	
  Central	
  Government	
  clearly	
  intends	
  for	
  

China	
  to	
  stay	
  relevant	
  and	
  move	
  up	
  rapidly	
  on	
  value	
  chain	
  
•  During	
  the	
  Asian	
  manufacturing	
  Associa:on’s	
  Forum	
  in	
  December	
  

2012,	
  the	
  Minister	
  of	
  Industry	
  and	
  Technology	
  spent	
  a	
  considerable	
  
amount	
  of	
  :me	
  discussing	
  “The	
  Third	
  Industrial	
  Revolu:on”	
  
detailed	
  in	
  a	
  special	
  report	
  by	
  the	
  Economist	
  

•  There	
  is	
  a	
  clear	
  intent	
  to	
  guide	
  Chinese	
  manufacturers	
  up	
  the	
  value	
  
chain	
  and	
  provide	
  assistance	
  

•  I	
  have	
  visited	
  some	
  of	
  the	
  new	
  industrial	
  and	
  research	
  parks,	
  and	
  
indeed,	
  these	
  industrial	
  parks	
  are	
  proof	
  that	
  China	
  is	
  puong	
  money	
  
where	
  its	
  mouth	
  is.	
  

•  The	
  big	
  ques:on	
  is:	
  
•  There	
  are	
  over	
  110	
  Million	
  people	
  employed	
  in	
  the	
  manufacturing	
  

sector	
  in	
  China,	
  compared	
  to	
  about	
  12	
  million	
  people	
  in	
  the	
  US.	
  	
  
Yet,	
  their	
  output	
  is	
  close	
  to	
  the	
  same,	
  which	
  means	
  the	
  US	
  is	
  s:ll	
  far	
  
more	
  produc:ve.	
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•  What	
  about	
  the	
  employment	
  impact?	
  
•  Again,	
  this	
  is	
  only	
  the	
  beginning,	
  since	
  the	
  investment	
  is	
  s:ll	
  in	
  its	
  infancy,	
  

the	
  impact	
  is	
  small,	
  es:mated	
  at	
  anywhere	
  between	
  11,000	
  to	
  27,000	
  
employees	
  in	
  the	
  US.	
  

•  As	
  compared	
  to	
  Japanese	
  investments,	
  with	
  a	
  30+	
  year	
  head	
  start,	
  
currently	
  employed	
  over	
  800,000	
  in	
  the	
  US	
  

•  However	
  from	
  all	
  indica:ons,	
  doing	
  it	
  right,	
  and	
  hopefully	
  without	
  going	
  
through	
  much	
  of	
  what	
  the	
  Japanese	
  investments	
  have	
  gone	
  through	
  in	
  the	
  
early	
  80’s	
  (82-­‐87%	
  failure),	
  it	
  is	
  projected	
  that	
  Chinese	
  Investment	
  will	
  
employ	
  200,000-­‐400,000	
  persons	
  in	
  the	
  US	
  by	
  2020.	
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•  Now,	
  let’s	
  take	
  a	
  look	
  at	
  the	
  mo:va:ons	
  behind	
  China	
  Going	
  Global	
  
•  Government	
  Ini:a:ves	
  as	
  discussed	
  earlier	
  
•  There	
  is	
  a	
  disturbing	
  mo:ve	
  which	
  doesn’t	
  make	
  business	
  sense,	
  and	
  it	
  

happens	
  mostly	
  in	
  SOEs.	
  Which	
  is	
  satisfying quotas and leadership 
political agendas. At best this is designed for touting short term 
“numbers,” but long term generates greater risk of failure "

•  There is still a level of distrust with the system. Often the motives are 
personal."

•  Some of the more successful and larger manufacturers are now 
facing protectionism barriers, such as anti-dumping tariffs and import 
duties."

•  One strategy to avoid this is to set up operations in the US 
and become an “American company”"

•  The goal, if done correctly, is to avoid or limit these import 
duties by competing within the US market. "

•  Innovative companies understand they need to be closer to 
consumers and new markets "

•  There is still a gap in technologies and knowhow"
•  Through M&A, joint ventures, and contractual arrangements, 

Chinese companies hope to bridge the gap"
•  Most often reported and sometimes badly misunderstood, is that 	
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•  So	
  again,	
  how	
  can	
  this	
  be	
  bad	
  and	
  what	
  are	
  the	
  challenges?	
  

12	
  



•  We	
  believe	
  that	
  increased	
  global	
  investment,	
  even	
  with	
  challenges,	
  is	
  not	
  only	
  
good,	
  but	
  essen:al,	
  as	
  men:oned	
  many	
  :mes	
  during	
  this	
  conference.	
  The	
  US-­‐
China	
  Rela:onship	
  is	
  the	
  most	
  important	
  rela:onships	
  in	
  our	
  genera:on,	
  perhaps	
  
the	
  next	
  genera:on.	
  	
  

•  The	
  problem	
  is	
  there	
  is	
  huge	
  gaps	
  and	
  challenges.	
  
•  Mutual	
  investment	
  in	
  each	
  other	
  is	
  not	
  only	
  a	
  big	
  step	
  toward	
  a	
  beDer	
  

rela:onship,	
  but	
  I	
  must	
  add,	
  successful	
  investments	
  
•  The	
  challenges	
  are:	
  

•  There	
  is	
  a	
  huge	
  trust	
  and	
  cultural	
  gap	
  
•  Examples	
  

•  There	
  is	
  also	
  a	
  large	
  gap	
  in	
  management	
  prac:ce	
  
•  Examples	
  

•  There	
  is	
  a	
  lack	
  of	
  understanding	
  of	
  the	
  US	
  legal	
  and	
  regulatory	
  systems,	
  as	
  
well	
  as	
  a	
  lack	
  of	
  experience	
  with	
  similar	
  systems	
  

•  Examples	
  
•  There	
  is	
  also	
  lack	
  of	
  understanding	
  of	
  the	
  US	
  government	
  and	
  poli:cal	
  

systems,	
  special	
  interest	
  groups,	
  lobbying	
  efforts,	
  and	
  the	
  US	
  media	
  
•  Examples	
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•  What	
  about	
  the	
  US	
  part:	
  
•  A	
  lot	
  of	
  what	
  the	
  US	
  counter	
  part	
  is	
  doing	
  doesn’t	
  help	
  !	
  
•  To	
  some	
  US	
  business	
  execu:ves,	
  the	
  “Chinese	
  are	
  Coming”	
  =	
  Quick	
  Cash!	
  -­‐-­‐	
  

“Slam	
  Duck”	
  -­‐-­‐	
  quick	
  profit.	
  	
  
•  At	
  the	
  same	
  :me,	
  US	
  communi:es	
  (especially	
  those	
  hurt	
  by	
  the	
  1990’s	
  

outsourcing	
  of	
  manufacturing)	
  badly	
  need	
  capital	
  investments	
  and	
  job	
  
crea:on	
  and	
  either	
  cannot	
  afford	
  to	
  take	
  a	
  long	
  term	
  view	
  or	
  also	
  lack	
  
pa:ence	
  and	
  understanding.	
  

•  There	
  is	
  liDle	
  understanding	
  of	
  Chinese	
  investments,	
  and	
  even	
  less	
  
experience	
  with	
  such	
  in	
  the	
  US	
  

•  US	
  counterparts	
  o&en	
  fail	
  to	
  consider	
  Chinese	
  investment	
  in	
  
context	
  with	
  prior	
  waives	
  of	
  interna:onal	
  investment;	
  for	
  For	
  
example,	
  not	
  puong	
  it	
  in	
  historical	
  context	
  (Japanese	
  investment)	
  

•  Compe:ng	
  agendas	
  are	
  almost	
  always	
  evident	
  in	
  Federal,	
  State	
  and	
  
even	
  local	
  levels.	
  

•  While	
  the	
  US	
  Government	
  should	
  be	
  clear	
  on	
  its	
  posi:ons	
  regarding	
  US	
  
China	
  Policy,	
  it	
  o&en	
  sends	
  mixed	
  messages	
  (Examples)	
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•  As	
  men:oned	
  before,	
  we	
  approach	
  the	
  whole	
  recruitment	
  process	
  quite	
  
differently.	
  

•  We	
  believe	
  that	
  economic	
  development,	
  community	
  development,	
  
recruitment,	
  and	
  interna:onal	
  investment	
  must	
  be	
  sustainable	
  in	
  order	
  to	
  
have	
  a	
  net	
  posi:ve	
  impact,	
  create	
  jobs	
  and	
  be	
  long	
  las:ng	
  

•  We	
  believe	
  that	
  especially	
  at	
  this	
  early	
  stage,	
  Chinese	
  investments	
  in	
  the	
  
US	
  must	
  succeed	
  and	
  spawn	
  further	
  investments.	
  	
  

•  Our	
  humble	
  recommended	
  process:	
  
1.  Communica:ons	
  
2.  Educa:on	
  
3.  Bridget	
  the	
  Trust	
  Gap	
  
4.  Enhance	
  Public	
  Opinions	
  	
  
5.  Pa:ence	
  
6.  Empathy	
  
7.  Recruit	
  and	
  work	
  with	
  local	
  sponsor	
  (s)	
  
8.  Embrace	
  and	
  enforce	
  best	
  prac:ces	
  and	
  processes	
  
9.  Transparency	
  	
  
10. Engage	
  Engage	
  Engage	
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•  Here	
  are	
  some	
  examples	
  
•  Most	
  Chinese	
  entrepreneurs,	
  especially	
  those	
  in	
  leadership	
  posi:ons,	
  lack	
  

English	
  language	
  skills	
  
•  So	
  how	
  do	
  you	
  communicate	
  effec:vely	
  with	
  American	
  business	
  

and	
  government	
  officials?	
  
•  How	
  many	
  of	
  you	
  have	
  in	
  language	
  web	
  sites	
  and	
  materials?	
  
•  While	
  this	
  is	
  the	
  same	
  as	
  China,	
  most	
  English	
  materials	
  are	
  “Chinglish”	
  and	
  

inaccurate	
  
•  In	
  our	
  Symposiums	
  in	
  2012,	
  we	
  work	
  with	
  smaller	
  local	
  newspapers,	
  such	
  

as	
  the	
  Monroe	
  Journal,	
  to	
  print	
  the	
  front	
  page	
  of	
  its	
  weekly	
  publica:on,	
  
and	
  a	
  special	
  sec:on	
  inside,	
  in	
  Chinese.	
  

•  Imagine	
  the	
  shock	
  when	
  local	
  residents	
  open	
  their	
  newspaper	
  in	
  
the	
  morning	
  

•  Imagine	
  how	
  welcoming	
  the	
  Chinese	
  guests	
  felt	
  -­‐-­‐	
  more	
  
importantly,	
  they	
  received	
  the	
  right	
  message	
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•  Educa:on	
  –	
  Examples	
  	
  
•  We	
  need	
  to	
  start	
  with	
  educa:on	
  on	
  all	
  levels	
  
•  Not	
  just	
  business	
  skills,	
  but	
  language	
  and	
  cultural	
  skills	
  for	
  both	
  sides	
  to	
  

communicate	
  
•  As	
  an	
  example,	
  working	
  with	
  an	
  extremely	
  generous	
  sponsor,	
  we	
  

are	
  providing	
  Chinese	
  language	
  lessons	
  in	
  at	
  least	
  one	
  local	
  primary,	
  
high	
  school,	
  and	
  community	
  college.	
  

•  We	
  are	
  also	
  developing	
  a	
  series	
  of	
  both	
  online	
  and	
  in	
  person	
  training	
  
courses	
  for	
  enterprises	
  intending	
  to	
  invest	
  in	
  the	
  US	
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•  Building	
  Trust	
  
•  We	
  need	
  to	
  be	
  crea:ve	
  in	
  finding	
  ways	
  to	
  bridge	
  the	
  trust	
  gap	
  
•  Simply	
  holding	
  talks	
  and	
  wriDen	
  communica:ons	
  will	
  not	
  by	
  themselves	
  

bridge	
  the	
  trust	
  gap	
  
•  Hence	
  we	
  focused	
  our	
  efforts	
  in	
  experien:al	
  events	
  

•  During	
  the	
  past	
  18	
  months,	
  we	
  have:	
  
•  Invited	
  top	
  Chinese	
  Journalist	
  to	
  visit	
  Alabama,	
  during	
  which	
  aDendees	
  

•  Joined	
  Alabamians	
  in	
  tradi:onal	
  Thanksgiving	
  celebra:ons	
  
•  ADended	
  the	
  “Iron	
  Bowl”	
  –	
  one	
  of	
  the	
  largest	
  college	
  football	
  game	
  

rivalries	
  in	
  the	
  US 	
  	
  
•  One	
  of	
  the	
  two	
  teams	
  has	
  gone	
  on	
  to	
  win	
  the	
  na:onal	
  

championship	
  in	
  the	
  US	
  for	
  each	
  of	
  the	
  past	
  four	
  years	
  
•  Chinese	
  journalists	
  joined	
  their	
  American	
  friends	
  in	
  learning	
  

the	
  cheers	
  “Roll	
  Tide”	
  and	
  “War	
  Eagle”	
  	
  
•  The	
  Town	
  of	
  Monroeville	
  came	
  out	
  in	
  hundreds	
  to	
  welcome	
  Chinese	
  

Visitors	
  
•  Newspapers	
  (as	
  men:oned	
  before),	
  signage	
  covered	
  the	
  town	
  

welcoming	
  Chinese	
  visitors	
  in	
  both	
  Chinese	
  and	
  English	
  
•  Two	
  large	
  Symposiums	
  where	
  held	
  in	
  2012	
  including	
  panel	
  

discussions,	
  presenta:ons,	
  music,	
  performances	
  and	
  outdoor	
  
ac:vi:es	
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•  We	
  knew	
  it	
  worked	
  when	
  most	
  of	
  our	
  Chinese	
  guests	
  spontaneously	
  climbed	
  the	
  
stage	
  to	
  sing	
  and	
  dance	
  at	
  the	
  end	
  of	
  our	
  symposium	
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•  To	
  Kill	
  A	
  Mockingbird	
  was	
  a	
  Puli:zer	
  Prize	
  winning	
  novel	
  wriDen	
  by	
  Harper	
  Lee	
  in	
  
1960.	
  	
  Since	
  its	
  ini:al	
  publica:on,	
  it	
  has	
  never	
  been	
  out	
  of	
  print,	
  selling	
  at	
  least	
  a	
  
million	
  copies	
  each	
  year	
  since	
  it	
  was	
  first	
  published	
  

•  It	
  was	
  adapted	
  into	
  an	
  Oscar	
  winning	
  film	
  in	
  1962	
  
•  Since	
  1990,	
  a	
  play	
  based	
  on	
  the	
  novel	
  has	
  been	
  performed	
  annually	
  in	
  Harper	
  Lee's	
  

hometown	
  of	
  Monroeville,	
  Alabama.	
  
•  To	
  further	
  the	
  experience	
  and	
  again	
  through	
  the	
  generous	
  dona:on	
  of	
  a	
  local	
  

sponsor,	
  we	
  brought	
  the	
  play	
  “To	
  Kill	
  a	
  Mockingbird”	
  to	
  Hong	
  Kong	
  in	
  October	
  
2012	
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•  There	
  is	
  a	
  important	
  role	
  the	
  media	
  can	
  play	
  in	
  building	
  the	
  bridge	
  as	
  well,	
  and	
  we	
  
were	
  very	
  fortunate	
  that	
  major	
  members	
  of	
  the	
  interna:onal	
  media	
  have	
  taken	
  up	
  
this	
  effort.	
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•  Pa:ence	
  pays	
  
•  Our	
  Keynote	
  speaker	
  at	
  the	
  2013	
  APBO,	
  Ronnie	
  Chan,	
  o&en	
  says	
  he	
  has	
  2	
  

sons	
  and	
  2	
  daughters.	
  	
  
•  One	
  daughter	
  being	
  Asia	
  Society	
  Hong	
  Kong	
  Center,	
  which	
  took	
  13	
  

years	
  to	
  restore	
  and	
  build	
  
•  The	
  other	
  being	
  parts	
  of	
  The	
  Forbidden	
  Palace	
  in	
  Beijing	
  which	
  took	
  

18	
  years	
  to	
  restore	
  
•  This	
  part	
  of	
  the	
  Forbidden	
  Palace,	
  called	
  the	
  Jianfu	
  Palace	
  Garden,	
  

was	
  destroyed	
  by	
  fire	
  in	
  1923.	
  
•  Ronnie	
  founded	
  to	
  China	
  Heritage	
  Fund	
  to	
  finance	
  the	
  restora:on.	
  	
  

•  It	
  is	
  important	
  to	
  note	
  that	
  while	
  the	
  funding	
  to	
  perform	
  the	
  reconstruc:on	
  
was	
  very	
  important,	
  

•  more	
  importantly,	
  the	
  pa:ence	
  and	
  foresight,	
  through	
  hundreds	
  (I	
  
am	
  sure	
  painful)	
  mee:ngs,	
  Ronnie’s	
  team	
  not	
  only	
  completed	
  the	
  
restora:on	
  with	
  complete	
  loyalty	
  to	
  tradi:onal	
  means	
  of	
  building	
  
and	
  restora:on,	
  	
  

•  but	
  in	
  the	
  process,	
  transformed	
  thinking	
  and	
  transferred	
  the	
  much	
  
needed	
  technology	
  to	
  carry	
  on	
  future	
  restora:on.	
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•  Empathy	
  	
  
•  Empathy	
  is	
  o&en	
  a	
  misunderstood	
  word.	
  We	
  need	
  to	
  appreciate	
  each	
  

other’s	
  background,	
  history	
  and	
  situa:ons.	
  	
  
•  A	
  good	
  example	
  is	
  the	
  Chinese	
  Legal	
  System	
  
•  One	
  of	
  our	
  strategic	
  partners,	
  Global	
  Source,	
  has	
  recently	
  conducted	
  a	
  

survey	
  on	
  Chinese	
  Entrepreneurs’	
  aotude	
  towards	
  their	
  legal	
  system,	
  
which	
  in	
  itself	
  is	
  a	
  concern,	
  so	
  when	
  we	
  discussed	
  “Rule	
  of	
  Law”	
  to	
  them,	
  it	
  
takes	
  on	
  a	
  different	
  meaning	
  

•  Many	
  more	
  examples:	
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•  Find	
  passionate,	
  able,	
  local	
  sponsors	
  
•  There	
  are	
  various	
  individuals	
  who	
  are	
  able,	
  resourceful	
  and	
  passionate	
  

about	
  building	
  strong	
  and	
  posi:ve	
  US-­‐China	
  rela:onships	
  	
  
•  A	
  good	
  example	
  is	
  what	
  George	
  Landegger	
  is	
  doing	
  for	
  Alabama	
  

•  Chinese	
  Teaching	
  
•  Symposiums	
  
•  To	
  Kill	
  A	
  Mockingbird	
  Play	
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•  Best	
  Prac:ces	
  and	
  Processes	
  
•  Many	
  “best	
  prac:ces”	
  and	
  processes	
  accepted	
  by	
  western	
  management	
  	
  

are	
  unfamiliar	
  to	
  Chinese	
  entrepreneurs	
  	
  
•  Even	
  if	
  they	
  seem	
  to	
  talk	
  about	
  it,	
  there	
  are	
  o&en	
  different	
  defini:ons	
  and	
  

expecta:ons	
  arising	
  from	
  such	
  prac:ces	
  and	
  processes	
  
•  It	
  is	
  Important	
  to	
  work	
  with	
  Chinese	
  enterprises	
  to	
  learn	
  and	
  adhere	
  to	
  

these	
  prac:ces	
  and	
  processes,	
  and	
  when	
  necessary,	
  some:mes	
  simply	
  
accept	
  them.	
  The	
  push	
  back	
  o&en	
  is	
  “we	
  have	
  been	
  successful	
  in	
  China,	
  
Africa	
  and	
  even	
  South	
  America”,	
  why	
  can’t	
  we	
  do	
  the	
  same	
  in	
  the	
  US	
  

•  We	
  work	
  with	
  WIPFLI	
  to	
  deliver	
  these	
  prac:ces	
  and	
  ins:ll	
  these	
  ideas	
  with	
  
Leadership	
  Training	
  Programs	
  before	
  they	
  even	
  consider	
  inves:ng	
  

25	
  



•  Transparency	
  	
  
•  Perhaps	
  the	
  toughest	
  concept	
  and	
  expecta:on	
  to	
  get	
  across	
  
•  First	
  by	
  being	
  transparent	
  and	
  demanding	
  the	
  same	
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•  Last	
  but	
  not	
  least,	
  it	
  is	
  a	
  tough,	
  frustra:ng,	
  o&en	
  long	
  road.	
  It	
  is	
  however,	
  essen:al	
  
and	
  worthwhile.	
  

•  Encourage	
  engagement	
  on	
  all	
  levels.	
  
•  Invite	
  Chinese	
  Entrepreneurs	
  to	
  visit	
  
•  Tour	
  and	
  learn	
  about	
  China,	
  its	
  culture,	
  and	
  its	
  history.	
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•  Another	
  good	
  example	
  
•  US	
  Senator	
  Jeff	
  Sessions	
  –	
  who	
  is	
  the	
  ranking	
  member	
  of	
  the	
  Senate’s	
  

powerful	
  Budget	
  CommiDee	
  in	
  Washington,	
  le&	
  the	
  podium	
  on	
  stage	
  to	
  
discuss	
  issues	
  important	
  to	
  Chinese	
  guests	
  in	
  an	
  in:mate	
  seong	
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•  China	
  –	
  US	
  Congress	
  Live	
  Dialog	
  at	
  the	
  Asian	
  Manufacturing	
  Associa:on	
  6th	
  Annual	
  
Forum	
  in	
  Beijing	
  

•  With	
  Senator	
  Jeff	
  Sessions	
  -­‐	
  hDps://vimeo.com/55840242	
  
•  With	
  Congressman	
  Jo	
  Bonner	
  -­‐	
  hDps://vimeo.com/55840241	
  
•  With	
  Commerce	
  Secretary	
  Greg	
  Canfield	
  	
  -­‐	
  hDps://vimeo.com/56050306	
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•  Old	
  China	
  Hand	
  Engaging	
  	
  
•  Dr	
  Zbigniew	
  Brzezinski - hDps://vimeo.com/62230059	
  
•  Ambassador	
  Nick	
  PlaD	
  -­‐	
  hDps://vimeo.com/62229928	
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