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Global Sourcing Shifts Toward China
Despite concerns over cost, volatility and quality, global procurement professionals are shifting their 
attention toward China — and away from the U.S., EU and Canada — as a leading sourcing destination, 
according to an IHS Markit survey. 
China is no longer being viewed as merely a low-cost destination for sourcing, explained Paul Robinson, 
economist at IHS Markit. “As more and more companies source from China and the focus on low cost 
sourcing becomes less and less, it is becoming clear that China’s role in supply chains is shifting to a new 
level,” he said. The survey signals the arrival of China as a hub, or even the hub, of global supply chains, 
according to IHS.
China, India, and other nations in Asia were the big winners in sourcing realignment, according to the 
Trends in Global Sourcing Survey, with each showing strong increases. 
Risk is the motivating factor behind this sourcing activity. Commodity prices, supplier viability, and 
geopolitical concerns lead the myriad risks that sourcing professionals face as supply chains stretch. 
Fully 91 percent of respondents were either somewhat or very concerned about commodity prices, IHS 
found. China is still perceived to have a cost advantage over the rest of the world, but companies are also 
spreading their supply risks over a wider range of geographies. 

Cost and quality concerns
Still, sourcing from China is not without peril. Rising costs and quality are the leading concerns regarding 
China, with nearly half of survey respondents rating wage growth, price inflation, and quality issues as 
their top three risks. 

China strives to be self-sufficient
China has been clear about its intentions to become a more self-sustaining manufacturing economy. 
Those efforts are not progressing as quickly as expected. For example, IHS found that sourcing is highly 
concentrated in a single region. Of companies sourcing from China, more than 80 percent source from 
the East region that includes Shanghai and surrounding provinces. Western regions barely register and 
Northern provinces are seeing less activity.

EXECUTIVE 
SUMMARY

China is the world’s 
most populous 
country and is a 
manufacturing giant 
with exports worth 
estimated to be $162 
billion per month.
Export growth has continued to be key to China’s 
economic growth with key export markets being the 
European Union, United States, Japan, South Korea 
and Africa. China’s main exports are computers, 
communications equipment, electronics, machinery 
and apparel.
Today China has capabilities across most categories, 
and together with rapidly mechanized production 
and increased investments in R&D, the country is 
rapidly moving up the value chain.
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OBJECTIVES OF THIS PROGRAM
Foreign firms and countries doing business with China 
are likely to sell and mostly buy products and services 
to Chinese state-owned and private enterprises. 
When a dispute requires the Chinese legal system 
for resolution, the SOE is likely to be favored. Self- 
enforcing contracts are a viable workaround to help 
level the playing field. When a dispute with a Chinese 
SOE requires the Chinese legal system for resolution, 
the harsh reality is that Chinese courts typically do not 
view the parties as equals. This puts foreign firms and 
countries at a significant disadvantage. 
That inspires some to generalize that “contracts with 
Chinese companies are not worth the paper they’re 
printed on.” We have seen contracts that, in fact, 
were not enforceable in China. It is not uncommon. 
Unfortunately, these companies did not leverage the 
right tools and strategies to develop an enforceable 
contract. But it doesn’t have to be that way. Self-
enforcing contracts that bypass the United States and 
Chinese legal systems all together do work. We have 
found this to be a better, cheaper and more effective 
strategy. It structures the relationship so that court 
involvement is not necessary. This training highlights, 
the why and how to do just that and it provides 
recommendations and strategies for a winning, self- 
enforcing contract with a Chinese SOE. 

PROGRAM CONTENT
1. Contracting for success with Chinese state owned 

enterprises 
2. Negotiate successfully in and with china 
3. Public procurement in china: a case study for 

African governments 
4. Understanding China’s manufacturing value chain 
5. Strategic Global sourcing and supply chain 

management in China 
6. Strategic sourcing and logistics management 

from China 
7. Enterprise Supplier Development and Local 

Content Empowerment obligations and strategies
8. The Risks of Sourcing from and with China and 

How to Overcome them
9. Common mistakes companies/countries make 

when sourcing goods, works and services from 
China

10. Ethics and Compliance strategies (Foreign Corrupt 
Practices Acts and Code of Conducts)

KEY LESSONS AND OUTCOMES 
• Developing a well-defined China sourcing strategy
• Ensure open book pricing model- (both on project 

& funding), total cost of ownership contracting 
and best contract value 

• Embed Reference, Benchmark and compare
• Protect intellectual property
• Embed standards for suppliers, quality, delivery 

and payment terms
• Embed Enterprise supplier development & local 

content obligations
• Ensure knowledge and technology transfer
• Project timeline achievement and milestone based 

payment
• Embed corporate citizenship
• Grow the partnership and relationship 

management
• Performance and relationship management risk 

management and contingency plans 
• Be able to identify and describe important features 

and concepts of supply chain management, 
• China Value Chain understanding and sourcing 

market intelligence
• Be knowledgeable about specific market players 

of supply chain management and global sourcing 
in China, 

• Have a command of the particular features of 
supply chain management in China, and 

• Be able to conduct a detailed analysis of a business 
sourcing problem set in China that involves 
identifying challenges and their possible solutions 

• Introduction to Chinese Negotiation and its Key 
Concepts 

• Principles of Chinese Negotiation 
• Negotiations: Chinese Style 
• How to handle Chinese negotiating tactics 
• Negotiating international business – China 
• Negotiating sourcing successfully in China 
• Understanding the Art of Negotiating and Dealing 

with Chinese Business Partners 
• Negotiate with Chinese in both competitive and 

collaborative situations. 
• The Chinese negotiation process 
• Overcoming barriers to agreement in negotiation 
• Body language and hidden meanings in 

conversation 
• Develop the right China sourcing team (learn the 

culture and may be the language too)
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Kenya
Not less than 70 percent of Kenya’s foreign debt is by China, which is estimated as more than 
557 billion dollars, with Kenya joining the Asian Infrastructure Investment Bank. China prides for 
majorly financing, the Standard Gauge Railways connecting Mombasa to Nairobi and the Nairobi 
Thika Superhighway. Loans taken for the above projects are yet to be repaid with loans still being 
taken up by the Government. China’s citizens, however, seem to have comfortably fit in Kenya, 
owning property and holding offices. 

WHY WE MUST FOCUS ON BEST PRACTICES WHEN SOURCING & CONTRACTING 
FROM CHINA
CASE STUDIES
Chinas Debt Trap
For a long time, United states used to be the Africa’s economic powerhouse but this is changing as China is taking 
control of economies in a number of African countries 
The number of loans, totaling over 130 billion dollars, China has given Africa countries worrying given previous 
cases of the country taking over major companies of countries that failed to repay. For any loan to be recovered, 
the finances need to be put into projects with high economic returns, Africa is drowning in corruption creating a 
problem to the countries with loans. Africa countries signing off so much of African assets risk taking us back to 
colonialism after our fore-fathers sacrificed their lives to deliver our countries.
Some of the countries that have lost or risk losing some of its assets to China due to unpaid loans.

Sri Lanka
In 2017, Sri Lanka officially handed 
over its strategic Hambantota port to 
China on a 99-year lease, after it failed 
to repay a debt of 8 billion dollars to 
Chinese firms that are state-controlled. 

Angola
In 2000, Angola took loans from China 
totaling to 21.2 billion dollars. The loan, 
currently, is estimated to be around a 
quarter of cumulative Chinese loans 
to those of the rest of the continent. 
Angola’s loan with China is however 
not financially serviced but is paid back 
with oil since the country is the second 
largest producer of the product in 
Africa. Angola’s ability to repay China 
is hence pegged on the price of the 
oil leaving very little oil for Angola to 
export to other partnering countries.

Zimbabwe
Chinese companies offered strict 
terms for Zimbabwe to secure loans 
four years after it had defaulted 
in paying in 1990 under President 
Mugabe. China requested to be 
exempted from the local labor 
laws and be prioritized in mineral 
exploration. Zimbabwe almost sold 
off mineral rights to China due to the 
loan.

Namibia
According to statistics from Namibia’s 
Finance Ministry, the country owes 
China N$1,99 billion. This debt is 
broken down in two categories, 
N$302 million for the interest free 
loans and N$1,694 billion for the 
concessional loans. China has gone 
further to provide grants to Namibia’s 
government totaling to N$1,340 billion 
which all totals to N$3,336 billion.

Djibouti
China formed a relationship with 
Djibouti and finally got to set up a full 
scale military base in the country. 
China’s influence on Djibouti could 
not allow the country to take any 
action on the Chinese militants given 
China owned 82 percent of Djibouti’s 
foreign debt, according to Center for 
Global Development. Djibouti is now 
at the edge of handing over control of 
a significant port to state controlled 
Chinese firms following defaulting in 
Chinese loans.

Zambia
China’s loans to Zambia date back 
to the year 2011 running into more 
than 8.5 billion dollars. Chinese state 
controlled firms have since taken 
control of Zambia’s strategic assets 
for around 30 years. Lusaka Airport, 
East Park mall and tollgate plazas and 
east park mall are just a few examples. 
Lusaka airport is under a 360-million-
dollar expansion with the loan coming 
from Exim Bank of China.
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Dan Harris- Managing Partner Harris Bricken
 
Dan Harris is internationally regarded as a leading authority on legal 
matters related to doing business in China and in other emerging 
economies in Asia. Forbes Magazine, Business Week, Fortune Magazine, 
BBC News, The Wall Street Journal, The Washington Post, The Economist, 
CNBC, The New York Times, and many other major media players, have 
looked to him for his perspective on international law issues.
Dan writes and speaks extensively on Chinese law with a focus on 
protecting foreign businesses in their China operations and he has had 
the rare honor of being designated a “Super Lawyer.” His China Law Blog, 
co-authored by HB Lawyer Steve Dickinson, is regarded as one of the best 
law blogs on the web today. The ABA Journal recently named the China 
Law Blog to its Blawg Hall of Fame (a designation given to the top 20 law 
blogs of all time).
Dan prides himself on his global connections. His indispensable network 
of top notch lawyers and business leaders around the world helps him 
stay abreast of the trends and events shaping international law today. He 
often draws upon this wealth of knowledge and know-how when advising 
his clients on their overseas enterprises.
Born in Kalamazoo, Michigan, Dan also spent part of his youth living 
in Aix-en-Provence, France and in Istanbul, Turkey. In his free time, he 
works out, spends time with his family and enjoys listening to BBC World 
as well as a little Springsteen.

Richard Laub, Group CEO of Dragon Sourcing

Richard Laub started his career in the Operations and Supply Chain 
practice of Booz Allen and Hamilton in London, a leading international 
strategy consulting firm where he was the Partner in charge of their 
European Procurement practice by the time he left them. He left Booz 
Allen after 9 years to take responsibility for managing the transformation 
– over a three year period – of the indirect procurement organization of 
one of the largest global electronics companies in the world.  He then 
took the leadership of Accenture’s European procurement practice for 5 
years leading it to market share dominance in the procurement services 
space prior to creating Dragon Sourcing end of 2004, the premier 
procurement service provider in China. Throughout his nearly 20 years 
of consulting and operational experience, Richard has managed large 
international procurement programmes across a variety of industries 
(automotive, chemicals, FMCG, electronics, paper, financial services,…) 
and has developed deep skills in all drivers of procurement performance 
(organization design, technology, strategic sourcing, HR management, 
Low Cost Country sourcing,…). Richard holds a commercial engineering 
degree from Solvay Business School (Belgium) and an MBA from Carnegie 
Mellon University (USA)
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Olivier Levy- Managing Director China
  Olivier Levy is the Managing Director of Dragon Sourcing Ldt, a 
procurement service company focused on helping large western industrial 
companies leverage the opportunities associated with sourcing from 
China. Dragon Sourcing is currently working for companies like Sara Lee, 
Caterpillar, Pernod Ricard China, Ahold, …
Prior to founding Dragon Sourcing, Olivier Levy was the Procurement 
Manager for South East Asia for a French construction company 
specialized in high tech foundations – Bachy-Soletanche). He was in 
charge of managing purchasing and procurement on project basis, with 
advance suppliers selections in South East Asia. He also took leadership 
on overseas commando sites purchasing in Fiji, Dubai, Mainland China, 
Vietnam.
Prior to that, Olivier act a Purchasing and Operations manager in 
France, Singapore and Hong Kong for a high tech French company 
(Sagem) involved with automotive industry, communications, finger prints 
recognition systems, etc. 
Over the last 20 years, Olivier Levy has built up a world class level of 
purchasing capabilities through a combination of strategy definition, 
process design & deployment and operational involvement. He has 
worked either as consultants or as procurement directors for a large 
range of international companies across a range of industry sectors such 
as: Sagem, Saint Gobain, Interbrew, Bachy-Soletanche, Delsey, Renault 
VI, etc.
With more than 10 years in Asia, Olivier Levy, founding Director, has 
gained an extensive understanding of Asian culture and differences 
among countries. He has been conducting procurement and sourcing 
assignments all over South East Asia and East Asia including: India, 
Indonesia, Singapore, Malaysia, Vietnam, Thailand, Philippines, Hong 
Kong, China, Taiwan, South Korea, and Japan.
Olivier is a French citizen, fluent in English and with a good working 
knowledge of Hebrew. He is graduated from Ecole Polytechnique (Paris), 
first French Engineer School (Masters in General Sciences: Mathematics, 
Physics, Chemistry, Computer Science)., and Ecole Nationale Supérieure 
des Mines de Paris (Masters in Robotics and Production Management)
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Dr. Geoff Heald, 
Senior Lecturer Negotiation Wits
Short Courses Teaching Resume

Personal Summary
I am a senior lecturer in negotiation, and responsible for all the teaching 
in both, the Academic and Executive Education streams on Negotiation 
& Deal-Making at Wits Business School. I design and teach negotiation 
programmes from entry level to advanced generic and bespoke 
programmes for senior executives in companies. The Art & Science of 
Negotiation Programme which is offered to the public is of my own design, 
and presented by myself, as are all the designs and presentations of the 
MBA and PDM negotiation electives and Leadership Quest courses that 
are on offer at WBS.
I designed and present the popular Negotiation Under Deep-Rooted 
Conflict Elective. It is a unique and very sought after management 
education offering at the University of Witwatersrand, and now attracts 
growing numbers of students from overseas. There are to the best of my 
knowledge no other such management education offerings available in 
South Africa, in this crucial area.
 
I designed the Collective Bargaining in the Fourth Industrial Revolution 
Programme for the mining industry, and design bespoke negotiation 
programmes for a multiplicity of organizations which are focused on 
solving specific value creating or value claiming needs. In this regard 
I designed and present the first Negotiation Towards a Sustainable 
Environment Programme. This was conducted with an environmental law 
attorneys Smith Ndlovo & Summers and was offered to the environmental 
leadership of the City of Cape Town. I also designed and presented the 
first Lobbying and Advocacy Programme offered in South Africa to the 
Chamber of Mines. It is my view that the present curricula and manner of 
teaching industrial relations is wrong and needs to be entirely redesigned 
in terms of content and pedagogy, and I am devoting consideration to this 
question.  
I write almost all of my own negotiation cases, and these are used in 
negotiation simulations on the programmes that I present. I usually 
work together with an excellent film crew to record a simulation, and to 
provide a valuable feedback mirror to the delegates. According to Claire 
Beswick the Director of the WBS Case Writing Unit, nine of my negotiation 
cases are publishable in their present configuration. Since, she delivered 
this opinion I have written five other negotiation cases that I believe are 
publishable.  
In 2016/2017 I wrote a book entitled; Why is Collective Bargaining Failing 
in South Africa? A reflection on how to restore social dialogue in South 
Africa: Knowledge Resources Publishers, Johannesburg. This book has 
done very well and is now sold out. My book Negotiation and Deal-Making 
in South Africa has been accepted for publication and I am working on it 
at the moment.
I am currently creating an African Negotiation Project. It is intended 
that the African Negotiation Project will rectify the enormous skills 
imbalances that exist between African negotiators and their counterparts 
from societies that have the benefit of advanced negotiation training and 
education.
The African Negotiation Project will offer negotiation training, education, 
think-tanks, conferencing and research. I have been involved in various 
high level meetings on this venture. 
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WHO SHOULD ATTEND
This workshop will benefit top government officials, 
business executives, directors, chief legal officers, 
lawyers , procurement directors, operating in the 
public procurement for ministries and government 
owned enterprises,  manufacturing, engineering, 
communication, construction, financial services, 
real estate, telecommunications, consulting, retail, 
distribution, direct and indirect services industries etc 
representing professionals and companies that either 
currently source from China all or part of their goods, 
works and services  or are considering the business 
case - specifically with the following job responsibilities: 
• Cabinet, Principal and Under Secretaries
• Chief Executive officers/Managing Directors
• Supply Chain and Procurement Directors
• Finance Directors and General Managers
• Senior Vice Presidents and Vice Presidents
• Supply Chain, Logistics and Procurement Managers
• Chief Legal officers, Legal Counsel and Legal officers
• Finance and Audit Managers
• Corporate Citizenship, Local Content and 

Sustainability Directors and Managers

WHO WE ARE:

HARRIS BRICKEN
WE’RE TOUGH. WE’RE FEARLESS.
We get the job done.
Harris Bricken is an international law firm with lawyers 
in Los Angeles, Portland, San Francisco, Seattle, 
Barcelona, and Beijing. With over a decade in business, 
we know how important it is to understand our clients’ 
businesses and goals. We rely on our strong client 
relationships, our experience and our professional 
network to help us get the job done.

• WE HELP OUR CLIENTS SUCCEED
• WE PROTECT YOUR BOTTOM LINE
• WE ARE PIONEERS
• WE GET YOU OUT OF TIGHT SPOTS
• WE ARE WELL CONNECTED

DON’T WORRY. WE’VE GOT YOU 
COVERED.
We do the heavy lifting so you don’t have to. With 
decades of collective experience and millions of travel 
miles under our belts, Harris Bricken lawyers have 
what it takes to put your mind at ease. We have worked 
with hundreds of clients whose businesses span many 
different continents and industries. No matter the 
country or the industry, our staunch commitment to the 
success of our clients remains the same.

DRAGON SOURCING
Dragon Sourcing is a procurement services provider, 
delivering significant and sustainable value to 
organisations in the procurement of their goods and 
services from emerging and developed markets.

Whether the objective is to procure competitively from 
emerging markets for export, to procure for local 
operations, or to gain global procurement intelligence 
to make better decisions, Dragon Sourcing is your 
partner of choice.

We aim to develop long-term relationships based 
on trust, transparency and business integrity with a 
limited number of organizations.

Founded in 2004, we have expanded to offices across 
Asia, Europe and the Americas which means we are 
able to closely integrate with both our clients and their 
supply markets.

HOUSE OF PROCUREMENT
We are a leading Pan-African LPSCM (Logistics, 
Procurement  and Supply Chain Management) Solutions 
Company and a Professional  Buying Organization 
(PBO) who have successfully proven  the positive impact 
of Supply Chain and Procurement  Strategies on the 
bottom line, cost savings, compliance,  working capital, 
operational efficiency, quality and  transparency among 
many other benefits. 

We are currently registered in Kenya, Uganda, Tanzania 
and Nigeria with GLOBAL and  Pan African Partnerships 
with leading organizations from across all sectors, 
industries and in all Continents.
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EAST AFRICA MASTER CLASS ON: SUCCESFUL SOURCING AND CONTRACTING 
FROM CHINESE STATE OWNED AND PRIVATE ENTERPRISES

Registration Form

 Please fill the registration form and email to  (PROGRAMS@HOP-GLOBAL.COM )     

Delegate Name:           

Designation:             

Company:            
 
Program Name:           

             

Cell Phone:            
 

Email Address:            

Terms & Conditions:
1. The Maximum sitting capacity of  Workshop is 40.
2. All intellectual property rights in all materials produced and distributed to delegates by HOP in connection 

with this event is expressly reserved. Any unauthorized distribution, duplication, or publication is strictly 
prohibited without the express permission of the Event Director.

3. Payment must be made in US Dollars or Kenya Shillings
4. Cancellations must be received in writing no later than two (2) weeks prior to the event. A full credit will be 

given that may be utilized for any future HOP event. A 50% cancellation fee will be charged for cancellations 
received within two (2) weeks of the event. Non-payment or non-attendance does not constitute cancellation.

5. Should HOP cancel the event or this contract for any reasons, HOP shall refund the delegate all monies paid 
in terms of this contract.

6. In the unlikely event that the date or location of the event changes to a date or location that would be more 
advantageous to the success of the event, delegates may not hold HOP liable for any costs incurred by such 
changes.

7. HOP reserves the right to decline delegate registrations from companies or individuals whose business 
interests may be deemed to be in conflict with those of HOP, Harris Bricken or Dragon Sourcing.

WORKSHOP COST

Cost is $650 Per Delegate

This includes all meals and beverages as well as programme materials. It does not include accommodation 
or travel expenses. Bookings of three or more delegates from the same company will receive a 15% 
reduction in the total delegate cost.If you wish to reserve a seat at the workshop, please complete the 
registration form on the final page, or alternatively contact us directly if you have any questions regarding 
content or the event in general: 
T: (+254) 719 17 21 78 E: benard.odote@hop-global.com 

KISM CPD 
Points Awarded
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P.O.Box 25426 -00100, Nairobi Kenya.
(+254) 703772404 | (+254) 731921137

Email: info@hop-global.com | www.hop-global.com


