China Insights & Solutions

Unlocking Business Success
through Intercultural Trainings &
Coaching

Enhancing Cultural Awareness and Communication for Effective
Collaboration with Chinese Stakeholders
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Challenges and Questions of Doing Business in China
China Insights & Solutions

Non-Verbal Communication

D|fferen- The same body language can be

. _ interpreted differently.
Structured / solid workflows in

Germany vs. flexible / flowing work

processes in China ?
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HE How to build trust and strong,
lasting relationship?
Special Business Etiquette

How to behave properly during
your first meeting?

MFC trains and supports clients to tackle the challenges of intercultural communication.



Intercultural Trainings and Coaching for our Clients
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MFC offers trainings and coaching tailored to your project's needs.
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Executive
Coaching Intercultural Stakeholder 'ntercéjlljtill‘drﬁ: Team between German HQ
Contexts Management g and Local Teams
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@ Handle challenges in @ Support collaboration ® Improve @ Establish effective @ Forster clear
international

communication
and trust-building
and facilitate
efficient and
meaningful
exchange and

communication
channels, streamline
processes, and
promote cross-
cultural
understanding.

effectiveness in
working with local
stakeholders by
minimizing cultural
misunderstandings.

between different
working styles and
enhance
communication
within diverse work
environments.

cooperation and
facilitate efficient
communication with
partners at the
highest management
level.



Key Benefits for MFC’s Clients

China Insights & Solutions
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perspectives with up-to-date appropriate business o
@ Enhance cultural examples and cultural behaviour in China @ Gain insights from real,
awareness through key incidents @ Build strong relationships successful business cases
cultural models ® Improve your understanding through respectful actions
® Understand Chinese of Chinese stakeholders’
culture by comparing it with viewpoints
your own
Perspective Shift Business Etiquettes

Cultural Models Experience Sharing
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\ Tackle all challenges of intercultural /

communication successfully and
unlock your international business
success.
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Case StUdy China Insights & Solutions [\ I @

es for Business

MFC provided cultural sensitivity training and briefing on Chinese business etiquette as well as coaching
to prepare the German delegation for their specific endeavour. MFC also accompanies clients during
business meetings to serve as intermediary and facilitator and to provide language support.
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Chinese Cultural Imprints — Philosophy and Thoughts 'Business Dinner — Platform for Building Relationships )
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F(Guanxi) ek + The host sits in the middle, facing the door.
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n delegation’s business £8 Toasting:
+ When toasting, one rises from their seat, holds the glass lower than
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) ) Ail(Rénqing) + “Gan Bell” means “Cheers!” and implies emptying the glass.
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