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We give local 
ideas global 

opportunities.



North East Asia – 3 huge markets 

and 4 offices working together



The world is changing…

Photo credits

“North-East Asia and China will 
become one of the most 
important markets for Norwegian 
industry and business in the years 
to come”

Minister of Trade and Industry; Trond Giske 
(Ap) during his visit to China Jan 2010





6

Our services

Promotional 
services

Competence
services Advisory 

services

Networking 
services

Financing 
services



• Introduction to China

• Establishement and company setups
in China

• Partner and customer search,
Company information

• Market advisory

• Transfer of opportunities and

Knowhow 

• Problem solving and door opening

• Promotion and Pavillions



Information About China 
Energy and environment, 

See WWW.NEEC.NO 



neec has more than 30 members 

and contributing partners

GreenStream Network        Entech Green City Norway

Cooperation partners and contributors:

http://www.innovasjonnorge.no/upload/diverse/Inn_Norge_logo_cmyk.jpg
http://www.cwn.no/main/default.php?page=44


Network

Profiling

Pavillions

Door opening, 
publicity

Company setups

Introduction

Contracts



Seminars, knowhow transfer and network

Seminar on “Environmental 
impact from the Maritime 
Industry
- New regulation regime” 
in collaboration with DnV in 
Tokyo. Friday, July 3, 2009 at 
The Royal Norwegian Embassy 
in Tokyo

Energy Management 
seminar

June 6, 2009 Beijing

177 participants



Information,    

profiling, 

study-tours



Pavillions

Profiling

Business 
opportunities



Lessons learned: China is a challenging 
market, but interesting and rewarding.

Never 
underestimate 
the local 
industry, 
knowhow and 
challenges.



North East Asia Staff



Thank you

For more information about China or North East Asia

See www.innovasjonnorge.no/kina

Contact the Beijing office directly at:

Beijing@innovasjonnorge.no

http://www.innovasjonnorge.no/kina
mailto:Beijing@innovasjonnorge.no


Summary: Chinese Business climate 
Environmental attitude and awareness of energy 
saving in ChinaGeneral attitude and awareness Market maturity

•Government

"China is ready to work unremittingly with the 

rest of the international community to achieve 

harmonious, clean and sustainable 

development in the world," Chinese 

President Hu Jintao said at the 2008 G8 

Summit's Major Economies Meeting on 

Energy Security and Climate Change.

•Business entity

Energy saving costs money, consideration of 

energy saving investments is only interesting 

when the project is money-saving.

•Average people

Price sensitive. When energy prices go up, 

people tend to choose energy saving 

products. But such products are generally 

perceived as being expensive.

•The market is by far not mature.

•Huge potentials in building and industrial sector.

•Government subsidizing of energy prices slows 

down the development of the energy saving 

market.

•Energy and environment issues often are 

compromised for ad hoc matters such as 

economic growth,  improvement of living, 

employment and social stability.

•The ability to use energy saving technologies is 

still low. Many projects invest in new systems 

but ignore the training of people.

•Energy saving service companies often provide 

only parts of the value chain, lack of holistic 

approach. Also lack the financial strength and 

management experience to carry the projects 

through.

•Lack of financing channels and incentives.



Summary: Chinese Business climate
Doôs, Donôts and Critical Success Factors

Doôs Critical Success Factors

•Understand  the government’s focus areas;

•Spend time and resource on government and customer 

relations;

•Find AF’s own competitive edge in the market place;

•Identify and team up with competent partners;

•Be prepared to adapt to local ways of doing things;

•Demonstrate your strength and capabilities;

•Learn the Chinese way of networking and communication;

•Establishing a strong network

•Picking the right partner (s)

•Liaise closely and regularly with potential 

customers

•Attracting talent

•Recognizing that technology and economic 

return is not always the most important 

factor when winning a project

•Ability to provide project financing is critical

•Always consider credit record or ability 

when choosing suppliers/customers

•Think long term, being successful in China 

may take longer than other markets

•At the same time, always consider potential 

exit strategies before entering the market

AF should be flexible with the Chinese customersô needs and be prepared to modify its business 

model.

Donôts

•Do not ignore the importance of government guidelines and 

direction;

•Do not take for granted that public resources are equally open to 

all market players; Figure out the customer’s individual drivers 

and incentives;

•Do not try to grab every opportunity which appears in the market. 

There is never a lack of projects. AF needs to design a process 

for screening projects in China;

•Do not be too modest, always talk about  your success stories;

•The management in China should not stick to the Norwegian 

way of doing business, try to learn from other players in the 

market;


