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No surprise that for many European businesses, often

faced with declining sales in their home markets,

China has developed into one of their most important

long-term opportunities .

At the same time, European companies believe that,

in order to be successful in China, they need to

establish a business entities in person .

In setting up business entities in China, companies

face challenges related to the local Chinese business

climate . Despite the fact that the Chinese government

has, over recent years, introduced many reforms to

simplify doing business in the country, China remains

a distant and complex market, with specific

institutional, cultural and historical features .

Breaking into the China market successfully can seem

like an almost impossible task to foreign companies

with limited or no experience of doing business there .

The aim of this EUTECHwhite paper is to highlight

some of the key challenges that European companies

face when entering the Chinese market for the first

time, and to offer some practical recommendations

that can be integrated into a companyɅsChinese

market entry strategy and expansion plans in order to

be successful in doing business in the country .

In previous decades, China was one of the fastest

growing economy in the world . Nowadays, China is

the second largest economy in the world, and China is

destined to remain an engine of domestic and global

growth for years to come.

This ambition is also evident in Chinese governmentɅs

recent 5-year development plan, which focusses more

strongly than ever on the need to develop the

domestic markets .

While economies worldwide are struggling due to the

Covid-19 outbreak, China is the only major economy

to have expanded in 2020, with a 6.5% GDP growth in

the final three months of the year.

This data alone shows the strength and agility of the

Chinese economy . While double -digit growth is not

believed to be realistic for the near future, it is still

estimated that the Chinese economy will sustain a

growth performance twice as high as that of the

European market .

Within China, rapidly changing demographics, rising

incomes, increased consumer spending and an

increasingly open business environment have all

helped to make the Chinese market increasingly

attractive to European businesses across a variety of

industries .

2



The European Technology Chamber is a registered NGO, which enables

European businesses to use their technologies for the benefit of Europe

and mankind . The EUTECChamber has three major goals and believes

that technology is the answer to achieving each of them .

Competitiveness
Strengthen EuropeɄs competitiveness
and transformation capabilities in its 

global positioning

Sustainability
Leverage innovation, key 

technologies and business 
opportunities to achieve 17 

UNSDGs

Growth
Build bridges to international 

markets and establish 
partnership for an inclusive 

growth
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Helping European companies to  provide a  soft landing in the 
Chinese market and building bridges between Europe and China 

using and applying the right technologies to develop more 
sustainable business .

Matc h Promot e Soft Landing
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Achieving success matching 
European and Chinese companies

Helping European and Chinese 

companies to achieve sustainable 
development

Facilitating European 
companies to scale up in the 

Chinese market



A EUTECH White Paper serves as an informational document to share
knowledge, foster exchange and collaboration, and create value for our
advocates and the larger EUTECHcommunity from society to businesses,
from industry professionals to technological innovators .

Sharing technology -driven solutions and methods to help solve some of our
most challenging questions on how we can improve our lives, providing
insights from engineers, experts, and researchers .

This White Paper is carefully curated in collaboration with EUTECH
advocates, supporters and contributors who share EUTECHɅsvision and
values and is published by EUTECHSections for educational and knowledge
sharing purposes .
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