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moved to China in order to be a volun-

teer for the Summer Olympics Beijing
2008. I did not speak the Mandarin lan-
guage, therefore I moved to Beijing and
signed up to a language school in Janu-
ary 2008. My dream to work for the Olympics
didn’t come true for me but I joined a Micro-
soft team testing Windows 7. That time I re-
alised CHINA WAS AN EMERGING MARKET
OFFERING MANY OPPORTUNITIES for in-
ternational business development even to
such young professionals as me. At that time
I'was still a young graduate! Chinese culture
also impressed me alot and I quickly made my
decision to stay, pick up the language and use
the wide opportunities China gave. I can say
I'was in the right time and place.  had a pos-
itive attitude to China and I felt good there.
I was very active in social life, establishing
new contacts, both Chinese and Polish, dur-
ing the international meetings organized by
the Chinese or events in the Polish Embassy
in Beijing. My father is a businessman and he
also kept me occupied with searching for new
business ideas and exploring new opportuni-
ties. We are from the Silesia region in Poland,
the coal mining area; it was naturally the first
sector to start with. Even if ]l had arrived with
a million dollars of capital to spend in China
it would not have helped me establish busi-
ness contacts because in China you first need
to become friends with the Chinese. I met
a few Chinese who worked within the coal
mining Industry by building relationships and
meeting new people. We also linked with the
Trade & Investment Promotion Section at the
Polish Embassy in Beijing, as a consequence
we closely cooperated with Counsellor Rob-
ert Goéralezyk during promotion events, sem
inars, and fairs. Luckily, this is how business
is done in China. It’s called GUANX]I, and it
means relationship or connection. Once you
meet a person who is in a good relationship
with another person who is within the same
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industry and then that person connects the

next person. It takes time, many meetings,
a lot of food consumed, a lot of wine drunken

and many songs sung in karaoke together with

your Chinese counterparts. The Chinese need-
ed to accept me first as a person hence I don’t
have to search for business anymore. It’s actu-
ally the Chinese who connect me with people.
This is my exclusive “know how” in making

valuable contacts. I think the Chinese accept

me easily because I work together with my
father; we created a family company in Hong

Kong. It was indeed a tough school in prac-
tice, [HAD TO LEARN QUICKLY HOW TO NE-
GOTIATE WITH CHINESE COUNTERPARTS.
The vision for my company now is to develop

cooperation with China and other emerging
countries in other industry sectors as well. In

particular, we have plans in the food industry.
There is logistics in place, for example Shang-
haiharbour is accepting Polish containers and

the fast train from LédZ to Chengdu is operat-
ing. We have a network of local buyers and are

working on it. Also, knowing that Chinese are

becoming richer, not only western food has

a future in China but also Polish luxury goods,
such as cloths and furniture present an oppor-
tunity for my business. Last year Polish Presi-
dent Andrzej Duda’s visit to China was a great

success for the political side of Polish-Chi-
nese relations. Therefore, I truly believe the

visit of Chinese President Xi Jingping to Po-

land is a great example of a continuous polit-
ical support between our countries. ANYONE

WISHING TO COOPERATE NOT ONLY WITH

CHINA SHOULD CONTACT ME! During pre-
vious trips CICHE IT&I representatives estab-
lished many promising contacts and with time

we will show how fast we can become close

friends with new associates.
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