About the Author/MIA DOUCET

Mia Doucet, author of the award-winning book, “China in Motion,” facilitates executive
retreats and mentors leaders who want to increase their revenues in the Asia Pacific. If
you would like to schedule a complimentary, 15-minute, no-nonsense consultation,
contact her assistant at joe @ miacoucet.com. He will provide you with a pre-consultation
questionnaire to assure maximum value in the shortest amount of time.

Interview With The Author of
““China in Motion”

L eo Coar, editor of Distributor’s Link, spent time in-
terviewing Mia Doucet, author of the award-win-
ning book, “China in Motion,” and a regular contributor
to the magazine. Mia facilitates executive retreats and
works with companies to blueprint their Asia strategy.

DL: With 85% of the product coming from the Far
East, and now most of it from China, how to deal with
Asians is always uppermost in our readers’ minds. In a
nutshell, what would you say is the most important
thing for our readers to keep in mind?

MD: Most important, | think, is that we develop a
willingness to modify how we do things. It's natural for
us to want to do business the way we always have.
We’re good at it and

MD: As a rule, we tend to trust others until they give
us a reason to do otherwise. With Asians, trust builds
over time. They trust from the heart. Once you are a
friend, you're like a member of the family. You must
admit, that’s pretty intense.

DL: Yes, that is intense.

MD: It's huge. So there’s a major disconnect here,
right at the heart of the business relationship. We can
help or hinder that trust by our words and actions. Dis-
trust arises from our perceived lack of respect and
sense of urgency. Then there’s miscommunication due
to language and cultural barriers.

DL: Would you give me an example?

MD: Let’s take the

we’ve been successful.
That success prepared
us to venture into China.
But what | would like
your readers to know is

With Asians, trust builds over time. They
trust from the heart. Once you are a friend,
you’re like a member of the family.

terms and conditions at
the back of the contract,
which we typically don’t
concern ourselves with.
Whether it’s a major or

that, unless they are
willing to modify their business practices, they will
never do as well financially as they would otherwise.

DL: What do you mean, exactly?

MD: We approach business from diametrically op-
posite directions. The Asian way has served them well
for millennia. Where we focus on the deal, they focus
on the relationship, for one example. The American
wants to fly into Shanghai, have lunch, sign the con-
tract and be home for his son’s baseball game the next
day. But the Asian needs to know and trust the other
person first. And that takes time. The most basic build-
ing block is trust, and they define trust totally differ-
ently than we do. They’re more interested in knowing
and liking you than they are in the deal. In fact, | would
tell your readers to be very cautious if an Asian ap-
pears more focused on the transaction than on con-
necting with you as a person.

If the relationship isn’t solid, and if trust hasn’t been
established, your business will always be precarious.
This is not a good long-term strategy. One of the diffi-
cult things for us to grasp is that Asians define trust
entirely differently than we do.

DL: Would you elaborate?

minor topic, most
Asians will want to read every word of a document.
They want to translate every word in order to fully un-
derstand the contents. It's a language issue. So when
they ask about the details and we dismiss their con-
cern with a comment like, “Oh, that’s just boilerplate.
We don’t need to bother with that,” it raises suspicion.
We can’t expect that just because it's standard in our
culture, it will understood by Asians.

One of my Chinese contacts said, “Where there is a
lack of trust, Chinese will question everything. The root
of most of the distrust is when Westerners avoid an-
swering in a straightforward way.”

Trust is a huge issue on both sides. We feel that
they are evasive and anything but straightforward. Most
often, that's due to the Asian emphasis on face and
surface harmony, nothing more.

DL: How did you get to know so much about Chi-
nese business culture?

MD: Through over 2,000 hours of original
research...one-on-one interviews, really.

DL: So talk to me for a moment about your research
process.

MD: | started with a set of questions and no precon-
ceived notions. Asians call it my “scientific method.” But




what | really did was go into every interview without prior
expectations and with nothing to prove. | have a colleague
who calls this the naive new person interview style.

| would talk with Westerners who felt they were do-
ing well with their Asia Pacific clients. Then | would
talk with their Asian customers and suppliers and learn,
from their perspective, what their Western counterparts
were doing wrong, what they could be doing better, what
they could do differently to save time, increase produc-
tivity, make them more money, or seal the decision.

Asians trusted me enough to reveal the errors that
were being made. They often confided that they never
told anyone what they were telling me. In fact, they
said their Western colleagues, clients and suppliers
had never asked. There was such a willingness to dis-
close and build bridges.

DL: How did you get started in this line of work?

MD: | suppose to answer your question, | have to go
back to the mid-90s. | was working with a manufacturing
technology firm. Their global sales force consisted of just
three people. So | suggested they include three engi-
neers in their sales training program. | have a lot of re-
spect for engineers. But, as you know, their schooling
doesn’t include communication and relationship skills,
which to me, is what selling is all about. And yet, any-
thing they say and do can

That purchaser later told my client his company was
so impressed that they cared enough about the busi-
ness relationship to send a third party to ask what
they could be doing differently, that's why they made
the decision to give them a try. That was three years
ago and they’re still going strong.

DL: What was your main finding?

MD: We came to see that nothing in my client’s back-
ground prepared them to deal with such a relationship-
oriented culture. As | mentioned earlier, in America,
we’re much more focused on the transaction itself. So
that interview was the start of over two thousand hours
of research on the topic and my decision to focus on
China, Japan and South Korea.

DL: What has been your biggest disappointment or
frustration?

MD: The sense that our way of doing business is
the only way. The unwillingness on the part of many
people to adapt to a business culture where deep per-
sonal connection is the way the game is played. The
fact that we don’t know what we don’t know.

We are missing out on huge opportunities in the
Asia Pacific. Westerners who feel that their way to do
business is the only way are in for a rude awakening,
as economic power shifts to the East. That approach

have a massive impact on
negotiations. | had a hunch
that if we could add an-
other layer of skill to their
professional repertoire, we
might be astounded by the
results. And we were.
One year later, my

in the deal.

The most basic building block is trust,
and they define trust totally differently
than we do. They’re more interested in
knowing and liking you than they are

has already proven very
costly for a lot of firms.

DL: How about the
rewards?

MD: Far greater than
the disappointments.
I’'m working right now
on a global contract
that has already saved

client’s sales revenues
had nearly doubled, even though two of the three sales-
people had left the company and not been replaced.

So then | decided to focus on engineering firms.
And that led to automotive. | just like working in high
stress, high-strung, high testosterone industries. And
do you know of anything more high stress, high-strung
and high testosterone than Tier | and Tier Il automo-
tive?

DL: Nothing! So how did you get from there to writ-
ing a book on doing business in Asia?

MD: This is going to be a very long answer. I'm sure
you know that the North American automotive indus-
try has been losing market share to Asian imports for
some time. We see that Ford is in real trouble, even
though they own 35% of Mazda.

So a top priority for many of my Tier | and Tier I
clients is growing their business with Asian OEMS —
Toyota, Nissan, Honda and Hyundai.

One of the services | provide for clients is inter-
viewing their customers and suppliers to see how they
are perceived. That gives us real-time information to
weave through the training. Once, | interviewed the
purchaser of a Japanese firm that my client had never
done business with. In fact, they had been wooing them
without success for over two years. My client was anx-
ious to find out what they were doing wrong. Within
three months they had their first contract.

my clients tens of mil-
lions of dollars.

There has been an unexpected spin-off, too. Re-
cently, the President and General Manager of a major
Chinese automotive plastics firm in China asked me
to form a partnership with his nephew and a friend to
distribute his product in North America. He present cli-
ents include Audi, BMW and Volkswagen, and they
have a joint venture with Toyota and Hundai. This work
relationship has evolved over 18 months like a poster
child for what | teach about how to do business with
Asians. It's fascinating, really.

DL: You'll have to let me know how that goes. Tell
me a bit about your book, “China in Motion,” and how
that’s going.

MD: “China in Motion” is now off the market to the
general public. In case your readers are interested, |
have about one hundred copies left. | am replacing the
book with a collection of skill-building CDs. Few people
develop skills from reading a book.

DL: How can our readers contact you?

MD: Thanks for asking. They are welcome to con-
tact me directly at 800-240-8734 (North America), 519-
679-8734 or mia@ miadoucet.com. My website address
is www.miadoucet.com.

DL: Thank you for agreeing to this interview.

MD: Thank you Leo. It's been my pleasure. @

Reprinted from Distributor’s Link Magazine, Fall 2006





<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /None
  /Binding /Left
  /CalGrayProfile (Dot Gain 20%)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Error
  /CompatibilityLevel 1.4
  /CompressObjects /Tags
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJDFFile false
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /ColorConversionStrategy /LeaveColorUnchanged
  /DoThumbnails false
  /EmbedAllFonts true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize true
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveEPSInfo true
  /PreserveHalftoneInfo false
  /PreserveOPIComments false
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile ()
  /PDFXOutputCondition ()
  /PDFXRegistryName (http://www.color.org)
  /PDFXTrapped /Unknown

  /Description <<
    /ENU (Use these settings to create PDF documents with higher image resolution for high quality pre-press printing. The PDF documents can be opened with Acrobat and Reader 5.0 and later. These settings require font embedding.)
    /JPN <FEFF3053306e8a2d5b9a306f30019ad889e350cf5ea6753b50cf3092542b308030d730ea30d730ec30b9537052377528306e00200050004400460020658766f830924f5c62103059308b3068304d306b4f7f75283057307e305930023053306e8a2d5b9a30674f5c62103057305f00200050004400460020658766f8306f0020004100630072006f0062006100740020304a30883073002000520065006100640065007200200035002e003000204ee5964d30678868793a3067304d307e305930023053306e8a2d5b9a306b306f30d530a930f330c8306e57cb30818fbc307f304c5fc59808306730593002>
    /FRA <>
    /DEU <>
    /PTB <>
    /DAN <>
    /NLD <>
    /ESP <>
    /SUO <>
    /ITA <>
    /NOR <>
    /SVE <>
  >>
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [612.000 792.000]
>> setpagedevice


