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HONG KONG TOTAL QUALITY FORUM 

Promoting quality initiatives among the Hong Kong
community through sharing of success stories
Negotiation Skills in China

by Dr. Peter Fong
Presentation in English
Tuesday, 6th September 2005, 6:30PM – 8:00PM
VENUE: The Hong Kong Institute of Bankers

3/F Guangdong Investment Tower, 148 Connaught Road Central, Hong Kong
(5 mins walk from Sheung Wan MTR Station, take Exit C)
	 Who: 


Dr. Fong received his Masters Degree in Urban Planning and his Ph.D. in Public Administration from New York University.  He is currently Principal Programme Director, Head of the Centre for Executive Development and Director of Guangdong Programmes, China Development, HKU SPACE.  He also holds key positions including CEO (Honorary) of Zhong Hua Real Estate and Construction Research & Development Foundation; President of HK Public Administration Association; Professor at Shanghai Tongji University and Honorary Professor of the Research Institute of Tsinghua University in Shenzhen.

Dr. Fong was formerly Professor, CEO and Executive Vice President of Asia International Open University (Macau); Studies Director of the Civil Service Training & Development Institute in HK; Visiting Scholar of Massachusetts Institute of Technology; Area Director of Dept of Social Services of Massachusetts, Boston; Programme Director, Chinatown Planning Council, New York; Consultant to the World Bank (Washington D.C.) and Chairman of the HR Committee of Delta Asia Bank (Macau). He has published several books and book chapters and over one hundred academic papers and journal articles.

Dr. Fong is an expert in programme design and planning and has trained thousands of senior executives and civil servants in the region. He has been invited to speak to business executives and senior officials in HK, Singapore, Australia, U.S.A., Canada, and in Mainland China. Dr. Fong won the Gusi Peace Prize Award in Manila in December 2004 for his exemplary achievements in education administration and urban development.


	What: 


Doing business in China requires special skills.  Establishing good relationships is one while negotiating on deals would be another.  In Dr. Fong’s presentation, he would like to share his experience with the negotiation processes as well as the skills required whilst making particular reference to the: 
I.   Administrative and Political Structure of the Chinese Government

II.  Latest Developments in Mainland China

III. Differences between Chinese and Westerners in Negotiation and Communication 

IV. Negotiating Skills and Winning Deals in Mainland China




To reserve your space free of charge, please reply to mailto:hktqf@yahoo.com with your name, title and company.  For more details of who we are and what we do, please visit our website at http://www.geocities.com/hktqf.
Venue Sponsor : The Hong Kong Institute of Bankers
�EMBED Word.Picture.8���








[image: image2.png]HFRBYTNLE



_1163534999.doc
[image: image1.png]HRBYTNELE







