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5 Conclusion and Suggestion 

In this chapter we would mainly summarize the result form the research, and 

according to these findings we would give some suggestions to the Taiwanese 

businesspeople and the following researchers. In the first section, we would describe the 

conclusion of this research and in the second section we would explain some research 

limitation; in the third section, we would give some suggestion to the Taiwanese 

businesspeople and the following researchers. 

 

5.1 Research Conclusion 

The quantitative data of this research mainly come from the Investment Commission, 

MOEA, ROC, and the qualitative data come from interviewing some Taiwanese 

businesspeople who live in Guangzhou in Mainland China. We mainly collected the data 

of motivations of Taishang for investing in China, profitability and contact 

experiences,…etc. Through the descriptive statistic analysis extending the previous 

literature, we discuss about whether the more contact experiences with local Chinese 

people in China would have impact on localization of Taiwanese businesspeople in China. 

Because of China, with a population of 1.3 billion people, is the equivalent of four or 

five USA’s. The top 10-15% of Chinese consumers have significant disposable income 

now. About 150-200 million people, that is three-quarters of the American population-a 

market and no one wants to ignore this huge businesses. In China, aspirations and desires 

for products are growing. To capture the market, one must be understand is how to 

localize and merge into local society. After doing this research, we can summarize the 

findings as the follows. 

1. Guanxi 

In this research, it is said that anything of consequence in business is done 
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through ”guanxi”. “Guanxi” refers to the conduct of relations, the art of “you scratch my 

back, I scratch yours” socio-business culture in China. The appropriate “guanxi” creates a 

smooth path in wake of potentially cumbersome administrative procedures. In business 

dealing with the Chinese, knowing the “right person” is of paramount importance. 

2. Localization 

“Learning to understand cultural expectations is not something that can be done 

overnight or by simply reading a book.” (Michal Conolly, an expat in Shanghai) Specific 

actions that allow one to develop guanxi in Chinese culture might seem to the Western 

mind improper but the basic premise is the same: working with people that can be trusted 

in crucial to success. 

3. Communication 

To the many cultural backgrounds within the country, and it is easy to understand 

why cross-cultural gaps exist in the workplace. As a Taiwanese businessman, you can 

teach yourself and your employees to bridge these gaps. Here are three ways to embrace 

cross-cultural communication. First, assess your business’s cross-cultural attitude from 

both the employees’ and the customers’ viewpoints. Second, teach employees to respect 

the verbal and non-verbal interactions of other cultures. At last, use cultural diversity to 

your company’s advantage. 

4. Business in China 

The Chinese economy is on a roll and business opportunities in China- both buying 

and selling- are more plentiful than ever. Taiwanese businesspeople can turn this 

economic wonder to your own advantage by seizing the opportunity to do business in the 

world’s most populous nation. There are many ways such as following: Lower down your 

labor costs; lower down the cost of raw materials; open up a lucrative foreign market for 

your goods or services; expand your business and boost your profits. 

These are findings after reviewing local Taiwanese businesspeople, therefore, when 
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latecomers would like to explore business opportunities in China or need to take action to 

enhance their capabilities, they can use it as a reference. 

 

5.2 Research Limitation 

The data of this research mainly come from the Investment Commission, MOEA, 

ROC. This data not the first-hand information, therefore, it is inevitable have some 

mistake and imperfection. Even though we had done some modification in this research, it 

is still have some influence in this research.  

Besides, limited interviews with Taiwanese businesspeople would have some affect 

to the result, too. Even more, the resource of these data are only those who resident in 

Guangzhou, and there are sharp differences between Taiwanese businesspeople. If the 

interviewees provide the wrong information on purpose would also have influence on this 

research result. All of the above are the limitation of this study. 

 

5.3 Research Suggestion 

This research prove that the more better contact experiences with local Chinese 

people in China had impact on localization of Taiwanese businesspeople in China, besides, 

more contact experiences would be easier for Taishang to merge into local society instead 

of gaining profit or not will have impact on localization in China, and the following 

suggestions are as follows: 

1. Taiwanese businesspeople 

(1) When Taiwanese businesspeople decide whether to invest in China or not, they always 

take the cost, market factors into account. Manufacturing in China offers considerable 

cost saving, particularly for products that have a high labor, low-tech component or 

need to be manufactured in large amounts at low cost. Plus, China itself is a hug and 

growing consumer market. In this way, how to serve Chinese customers – 1.3 billion 
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in all more efficiently, streamline processes to speed production and delivery and offer 

lower pricing to customers worldwide is the through the best contacts and resources to 

help Taishang get it done. 

(2) If Taiwanese businesspeople cannot be on the ground in China, hire a middleman to 

run your China operation. Besides, cover your intellectual property protection bases. 

Protect your product, service and business while operating in China. In addition, 

attend trade shows is important, too. Trade shows provide an opportunity to find 

products to import, to showcase your products and to come face-to-face with Chinese 

buyers, suppliers, distributors and representatives. 

(3) Business in China is viewed as relationship based. Sometimes compromise is a key. 

Interaction between business partners is more important than written documents. And 

non-business activities show that the focus is on the relationship and not simply on a 

piece of paper.  

2. Foreign Businesspeople 

(1) “Guanxi” is a good network of contacts in China, almost anything can be 

accomplished- Guanxi is how things get done. Besides, people will presume upon 

those with whom they have guanxi, and understand the need for returning favors. 

Therefore, business discussions are best left until a certain amount of familiarity has 

been established with your counterpart. 

(2) “Mianzi” is important in any culture, but extremely so in China. Losing face, saving 

face and giving face is very important and should be taken into consideration at all 

times. Loosing your temper, confronting someone, putting someone on the spot, 

arrogant behavior, or falling to accord proper respect can cause a loss of face. For 

example, family relationship is more important than knowing the organizational 

structure of the company. 

(3) Understand the culture. It is impossible to conduct business with China entirely 
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through westernized middlemen. But if you do interact directly with your Chinese 

consumers or suppliers, it is crucial that you follow proper etiquette. China is a 

country steeped in Cultural tradition and a faux pas can cost your business. For 

example, business is usually not discussed during the mill. Moreover, just like 

business card, or “name cards” as they are known in China, are used more frequently 

than in the U.S. 

(4) Overcome the language barrier. Unless you are fluent in Chinese, you are sure to need 

some translation help. When using the services of an interpreter or translator to help 

you negotiate business deals in person and hammer out written contracts. 

3. Following researchers 

(1) The following researchers can increase the research sample, there are more and more 

Taiwanese businesspeople merging into local society in China, which must have great 

impact on localization, therefore, the following researchers can focus on the date in 

different provinces. 

(2) In this research there are still many data can not be collected, the following researchers 

can try to find them out so that the result would be more collect and approved. 

(3) The following researchers can take more variables into account. For example, the 

industries, years and sex…and try to use the questionnaire to assist the research result 

and gain the first hand data. 

 

It is believed that these elements which affected Taiwanese businesspeople merged 

into local society would have great impact on localization of Taishang when they stay in 

China. However, restricted by region constraints and the localization can not be expanded 

widely. We suggest that the late researchers can pay close attention to other first-tier city 

such as Beijing and Shanghai and it is believed there will be a great help. 


