
 

Doing business in China 
 ممارسة الأعمال التجاریة في الصین 

The word The meaning 
be prepared for detailed questions 

 یكون جاھز للإجابة عن أسئلة تفصیلیة 
to have the ability to understand complicated 
questions and respond to them appropriately 

القدرة لفھم الأسئلة المعقدة و یستجیب لھم بشكل صحیح امتلاك  
do a deal 
 یعقد صفقة

to arrange an agreement in business 
 ترتیب اتفاقیة في الأعمال التجاریة

give a business card 
 یعطي كرت العمل

to give someone a card that shows a business 
person’s name, position and contact details 

  وبیاناتإعطاء شخص بطاقة تظُھر الاسم والمركز الوظیفي 
 الاتصال 

make small talk 
 یقدم حدیث قصیر 

to have an informal chat with someone in order to 
start a conversation 

 القیام بحدیث رسمي مع شخص من أجل البدء بالحوار 
negotiate 

 یفاوض 
to discuss something in order to reach an 

agreement, especially in business or politics 
الأعمال  مناقشة شيء من أجل الوصول لاتفاقیة، خاصةً في 

والسیاسةالتجاریة   
shake hands 

 یصافح 
to move someone’s hand up and down in a 

greeting 
في التحیة  وللأسفلیحرك ید شخص ما للأعلى   

tell a joke 
 یخبر نكتة 

to say something to make people laugh 
 قول شيء لجعل الناس یضحكون

 
Doing business in China 

 ممارسة الأعمال التجاریة في الصین 
 

Today, we talk to Mr. Ghanem, a businessman based in Amman who often visits China. 
 
We asked him when he first started doing business with China. ‘I’ve been doing business 
 
with China for many years. My first trip there was in 2004 CE, and it was not very 
 
successful.’ 

  لأول مرة   الیوم نتحدث إلى السید غانم، وھو رجل أعمال مقیم في عمان، والذي غالباً یزور الصین. نحن سألناه متى ھو بدأ
،  م2004بممارسة الأعمال التجاریة مع الصین. "أنا أمارس الأعمال مع الصین لسنوات عدیدة. رحلتي الأولى ھناك كانت في  

 لم تكن ناجحة جداً.  وھي
who, him, he, I, my: Mr. Ghanem/ there: China/ it: my first trip. 
 
 
 

جل أعمال ر  الذي  مقیم  

 بدأ متى ممارسة الأعمال 

 ھناك  رحلة  أول 

 ناجحة 



 

Why was it not successful? 
 
‘I worked for a small computer company in Amman. They sent me to China when I was 
 
still quite young. If only the company had realised that the Chinese respect age and 
 
experience more than youth!’ 

 لماذا لم تكن ناجحة؟ 
أنا عملت عند شركة حاسوب صغیرة في عمان. ھم أرسلوني إلى الصین عندما أنا ما زلت شاباً جداً. تمنیت لو أن الشركة أدركت 

 أكثر من الشباب!  والخبرةبأن الصینیین یحترمون العمر 
it: my first trip/ I: Mr. Ghanem/ they: a small computer company. 
 
Did you make any mistakes on that visit? 
 
‘Yes! I wish I had researched Chinese culture before I visited the country. In order to be 
 
successful in China, you need to earn their respect. Chinese business people will always 
 
ask about a company’s successes in the past. However, because I worked for a new 
 
company, I could not talk about its track record. We did not do any business deals  on 
 
that first trip. 

 ھل قمت بأي أخطاء في تلك الزیارة؟
أنت تحتاج أن تكسب   الصین،  قبل أن أزور دولتھم. من أجل أن تكون ناجح في  الصینیین  ثقافة  بأنني بحثت في  آمل  أنا  نعم! 

مال الصینیین سوف یسألوك دائماً عن نجاحات الشركة في الماضي. على الرغم من ذلك، لأنني عملت في احترامھم. رجال الأع
 .في تلك الرحلة الأولى شركة جدیدة لم أستطع التحدث عن سجل شھرتھا. نحن لم نقوم بأي أعمال تجاریة

you, I: Mr. Ghanem/ their: Chinese/ its: a new company/ that: first trip. 
 

When did you learn how to be successful in China? 
 
‘I joined a larger company and they sent me on a cultural awareness course. On my next 
 
visit to China, it felt as if I hadn’t known anything on my first visit!’  

 متى تعلمت كیف تكون ناجحاً في الصین؟ 
لم أعرف شيء في   التالیة إلى الصین، شعرت وكأنني  ثقافیة. في رحلتي  أكبر وھم أرسلوني بدورة توعیة  التحقت بشركة  أنا 

 رحلتي الأولى.
you, I, me, my: Mr. Ghanem/ they: a larger company/ its: my next visit to China. 
 
What advice can you give to people wanting to do business in China? 
 
‘Before I visit a company, I send recommendations from previous clients. I also send my 
 
business card with my job position and qualifications translated into Chinese.’ 

 ھي لماذا

 عندما  أرسل  شركة 

 ما زال  یحترم أدركت 

 الشباب  أكثر من  الخبرة

 أخطاء  أي  صنع/قام بِ 

 آمل

 

 من أجل  ثقافة 

 ناجح احترام یكسب

 بخصوص  على الرغم من ذلك نجاحات 

 یتحدث لم یستطع سجل الشھرة 

 كیف تكون یتعلم 

 دورة  توعیة التحقت بِ 

 أي شيء  لم أعرف  شعرت 

 یرید  یعطي نصیحة 

 زبائن  سابقین  توصیات 

 مترجمة  مؤھلات  مركز وظیفي 

 تلك أولى رحلة 



 

 ما النصیحة التي تستطیع إعطاؤھا للناس الذین یریدون القیام بأعمال تجاریة مع الصین؟ 
مترجمة   ومؤھلاتيولة، أرسل توصیات من زبائن سابقین. أنا أیضاً أرسل بطاقة أعمالي مع مركزي الوظیفي  قبل أن أزور الد

 إلى اللغة الصینیة.
you, I, my: Mr. Ghanem. 

 
Can you tell us about your last meeting in China? 
 
‘Of course! I arrived on time. You must not arrive late, as this1 shows disrespect. Then, 
 
when I met the company director, I shook hands with him gently. I began the meeting by 
 
making small talk about my interesting experiences in China. During the meeting, I made 
 
sure that my voice and body language were calm and controlled. I never told a joke, as this2 
 
may not be translated correctly or could cause offence.’ 

 ھل تستطیع أن تخبرنا بخصوص اجتماعك الماضي (الأخیر) في الصین؟ 
  الشركة، بالطبع! أنا وصلت على الوقت. أنت لا یجب أن تصل متأخر، لأن ھذا یظھر عدم احترام. بعد ذلك، عندما قابل مدیر  

حدیث قصیر عن تجاربي الممتعة في الصین. خلال الاجتماع، تأكدت بأن صوتي  صافحتھ بھدوء. أنا بدأت الاجتماع من خلال  
 لم أخبر أبداً نكتة، لأنھا ربما تتم ترجمتھا بشكل غیر صحیح أو تسبب استیاء. ولغتي الجسد ھادئین ومسیطر علیھم. أنا 

you, your, I, my: Mr. Ghanem/ this1: arrive late/ him: the company director/ this2: a joke. 
 

 Was it1 a successful meeting? 
 
‘Yes, it1 was. I knew that the director had researched my business thoroughly before the 
 
meeting, so I was prepared for his detailed questions. When I began negotiating, I started 
 
with the important issues. The Chinese believe in avoiding conflict. It2 is always important 
 
to be patient. I was prepared to compromise, so in the end, the meeting was successful.’  

 ھل كان الاجتماع ناجحا؟ً 
بدأ  عندما  التفصیلیة.  كنت مستعد لأسئلتھ  أنا  لھذا  الاجتماع،  قبل  بعمق  التجاریة  أعمالي  في  بحث  المدیر  بأن  أنا عرفت  نعم. 

الصینیین یؤمنون بتجنب الخلاف. إنھ دائماً مھم أن تكون صبور. أنا كنت مستعد للتسویة التفاوض، أنا بدأت بالقضایا المھمة.  
 (التفاھم أو الوصول لحل وسط)، لھذا في النھایة، كان الاجتماع ناجحاً.

it1: last meeting/ I, my: Mr. Ghanem/ his: the director/ it2: to be patient. 
 
Comprehension:           :الاستیعاب 

1- Why was Mr. Ghanem’s first business trip to China not successful? 
 لماذا أول رحلة أعمال تجاریة للسید غانم في الصین لم تكن ناجحة؟
It wasn’t successful because he didn’t have enough knowledge about the culture of 
China, and he was too young. 

2- What do you think is a “track record”? 
 ماذا تعتقد معنى "سجل الشھرة"؟

 اجتماع ماضي یخبر

 عدم احترام یظھر وصلت 

 بھدوء یصافح مدیر

 خلال  تجارب  ممتعة

سیطرعلیھامُ  نكتة لغة الجسد   

 استیاء یسبب بشكل صحیح 

 بحث  قبل  بعمق

 تفاوض تفصیلیة مستعد

 قضایا تجنب خلاف 

 لھذا تسویة  صبور 



 

A “track record” is your reputation based on the things you have done or not done 
in the past. 
 "سجل الشھرة" ھو شھرتك بناءً على أشیاء قمت بھا أو لم تقم بھا في الماضیة.

3- What does the word “his” in bold in the text refer to? 
 " المكتوبة بالغامق في النص؟hisعلى ماذا تعود الكلمة "

the director  المدیر 
4- What changed when Mr. Ghanem visited China for the second time? 

 ما الذي تغیر عندما زار السید غانم الصین للمرة الثانیة؟
He had been on a cultural awareness course and so he knew how to do business in 
China. 

عرف كیف یقوم بأعمال تجاریة في الصین.  ولھذاأخذ دورة توعیة ثقافیة   
5- What similarities do you think there are, in terms of expectations at business 

meetings, between China and Jordan? 
بخصوص التوقعات في اجتماعات الاعمال التجاریة؟  والصینبرأیك، ما أوجھ الشبھ بین الأردن   

the need to be culturally aware, the need for preparation, the need to listen carefully 
and negotiate. 

6- Do you think that you would be a successful business person in China? Why/ 
Why not? 
 ھل تعتقد بأنك سوف تكون رجل أعمال ناجح في الصین؟ لماذا/ لماذا لا؟
No, because I don’t know much about Chinese culture. Also, I’m still young 
whereas the Chinese respect age and experience more than youth. 
بینما الصینیین یحترمون  لا، بسبب أنني لا أعرف كثیراً بخصوص الثقافة الصینیة. أیضاً، أنا ما زلت شاباً 

أكثر من الشباب.  والخبرة العمر   
 

Ministerial questions from previous years:                            أسئلة وزاریة لسنوات سابقة:       
2020: 
Mr. Ghanem: I wish I had researched Chinese culture before I visited the country. In order 
to be  successful in China, you need to earn their respect. Chinese business people will 
always  ask about a company’s successes in the past. However, because I worked for a new  
company, I could not talk about its track record. We did not do any business deals on that  
first trip. 
- The sentence which shows Mr Ghanem’s regret for not researching Chinese culture before 
visiting China is ---------. 
A) I wish I had researched Chinese culture before I visited the country. 
B) In order to be successful in China, you need to earn their respect. 
C) Chinese business people will always ask about a company’s successes in the past. 
D) We did not do any business deals on that first trip. 

 . ------------الجملة التي تظھر بأن السید غانم یندم لأنھ لم یبحث في ثقافة الصینیین قبل زیارة الصین
A)  .أنا آمل بأنني بحثت في ثقافة الصینیین قبل أن أزور الدولة 
B) من أجل أن تكون ناجح في الصین، أنت تحتاج أن تكسب احترامھم 
C)  الصینیین سوف دائماً یسألون عن نجاحات الشركة في الماضي. رجال الأعمال  
D)  .نحن لم نعقد أي صفقات أعمال في تلك الرحلة الأولى 
Answer: A 



 

Mr. Ghanem: Chinese business people will always ask about a company’s successes in 
the past. However, because I worked for a new company, I could not talk about its track 
record. We did not do any business deals  on that first trip. 
- Mr Ghanem didn’t do any business deals on his first trip to China because he---------. 
a) couldn’t talk about the track record of his company 
b) couldn’t speak Chinese 
c) didn’t meet the company director 
d) didn’t send recommendation from previous clients 

 . ---------السید غانم لم یقم بأي صفقات أعمال في أول رحلة لھ للصین لأنھ
a)  .لم یستطع التحدث عن سجل الشھرة لشركتھ 
b)  الصینیة.لم یستطع التحدث باللغة  
c) .لم یلتق بمدیر الشركة 
d)  .لم یرسل توصیات من زبائن سابقین 
Answer: a 
 
Choose the correct answer from A,B,C or D to complete the following sentence. 
Majed’s --------- indicates thet he has the needed experience for the required job. 

A) conflict         B) negotiate         C) compromise         D) track record 
 لإكمال الجملة التالیة.  Dأو  A,B,Cاختر الإجابة الصحیحة من 

بآخر " s’بسبب وجود ضمیر الملكیة " ولیس بعدھا، عند ترجمة الجملة باللغة العربیة نضع الفراغ قبل كلمة "ماجد" *ملاحظة:
 . ”Majed’s“كلمة 

 وظیفة المطلوبة."المُحتاجة" لل لازمةماجد یدل بأنھ یمتلك الخبرة ال ------------
A) خلاف                B) یفاوض                  C) تسویة                         D)  سجل شھرة 

Answer: D 
 
I knew that the director had researched my business thoroughly before the meeting, so I 
was prepared for his detailed questions. 
- The underlined pronoun “his” refers to the ---------. 
a) interview           b) business           c) company           d) director 

 . ----------- ال على" یعود hisالضمیر الذي تحتھ خط "
a) مقابلة                      b) أعمال تجاریة          c) شركة                     d)  مدیر 
Answer: d 
 

سوف تأتي " قبل الفراغ، فھذا یعني بأن الكلمة التي hisفي حال وجود ضمیر الملكیة " ملاحظة بخصوص السؤال التالي:*
 بعده ستكون ملكیة لشخص مذكر. 

 ھاتفھ     his mobileھاتف /     mobileأمھ /    his motherأم /    motherكتابھ /    his bookكتاب /    bookمثال: 
 أي أننا نستعیض عنھ بحرف "الھاء".

My father often talks about what he did in his ---------. 
A) previous                 B) youth                 C) negotiate                 D) prepared 

. ه  ----------أبي غالباً یتحدث بخصوص ماذا ھو فعل في   
A) سابق                           B) شباب                      C) یفاوض                          D)  مستعد 
Answer: B 
 
 



 

2021: 
Mr Ghanem: ‘Of course! I arrived on time. You must not arrive late, as this shows 
disrespect. Then, when I met the company director, I shook hands with him gently. I began 
the meeting by making small talk about my interesting experiences in China. During the 
meeting, I made sure that my voice and body language were calm and controlled. I never 
told a joke, as this may not be translated correctly or could cause offence.’ 
The two reasons which prevented Mr. Ghanem from telling jokes during his last 
meeting in China are ---------. 

A) arriving late and shaking hands 
B) causing offence and not being translated correctly 
C) arriving late and causing offence 
D) meeting the company director and shaking hands with him 

.----------السببان الإثنان الذان منعا السید غانم من إخبار نكت خلال اجتماعھ الأخیر في الصین ھما   
A)  الوصول متأخر ومصافحة الید 
B) التسبب بإستیاء و عدم الترجمة بشكل صحیح 
C)  الوصول متأخر و التسبب بإستیاء 
D) مقابلة مدیر الشركة ومصافحة یده 

Answer: B 
 
Interviewer: ‘Can you tell us about your last meeting in China?’ 
Mr Ghanem: ‘Of course! I arrived on time. You must not arrive late, as this shows 
disrespect. Then, when I met the company director, I shook hands with him gently. I began 
the meeting by making small talk about my interesting experiences in China. During the 
meeting, I made sure that my voice and body language were calm and controlled. I never 
told a joke, as this may not be translated correctly or could cause offence.’ 
What could cause offence during a business meeting in China is ---------. 
a) arriving late          b) telling jokes          c) shaking hands          d) making a small talk 

. ---------في الصین ھو  التجاریة ما الذي باستطاعتھ أن یسبب استیاء خلال اجتماع الأعمال  
a) الوصول متأخر              b) إخبار نكت                   c) مصافحة الید                     d) عمل حدیث قصیر 
Answer: b 
 
One of the following is the least essential in a business meeting ---------. 
a) being prepared for detailed questions          b) doing a deal 
c) making a small talk                                      d) telling a joke 

. ------------ واحد من التالیة ھو الأقل ضرورة في اجتماع الأعمال التجاریة  
a) أن تكون مستعد للأسئلة التفصیلیة                                  b) القیام بصفقة أعمال 
c) صنع حدیث قصیر                                                    d)  إخبار نكتة 
Answer: d 
 
When you are ready for something, you are --------- for it. 
a) prepared                 b) joined                 c) earned                 d) negotiated 

لھ. -----------تكون عندما تكون متجھز لشيء، أنت    
a) مستعد                           b) منضم                      c) حصل على                d) تفاوض 
Answer: a 



 

 
The customer wanted to --------- over the price of the car. 
a) cause                b) negotiate                 c) qualify                 d) fertilise 

على سعر السیارة. ---------الزبون أراد أن   
a) یسبب                     b) یتفاوض                        c)  یؤھل                         d)  یسمّد 
Answer: b 
 
Suggested Questions/ Test yourself:  اختبر نفسك /أسئلة مقترحة   :                                 

Doing business in China 
Today, we talk to Mr. Ghanem, a businessman based in Amman who often visits China. 
We asked him when he first started doing business with China. ‘I’ve been doing business 
with China for many years. My first trip there was in 2004 CE, and it was not very 
successful.’ 
Why was it not successful? 
‘I worked for a small computer company in Amman. They sent me to China when I was 
still quite young. If only the company had realised that the Chinese respect age and 
experience more than youth!’ 
Did you make any mistakes on that visit? 
‘Yes! I wish I had researched Chinese culture before I visited the country. In order to be 
successful in China, you need to earn their respect. Chinese business people will always 
ask about a company’s successes in the past. However, because I worked for a new 
company, I could not talk about its track record. We did not do any business deals on that  
first trip. 
When did you learn how to be successful in China? 
‘I joined a larger company and they sent me on a cultural awareness course. On my next 
visit to China, it felt as if I hadn’t known anything on my first visit!’  
What advice can you give to people wanting to do business in China? 
‘Before I visit a company, I send recommendations from previous clients. I also send my 
business card with my job position and qualifications translated into Chinese.’ 
Can you tell us about your last meeting in China? 
‘Of course! I arrived on time. You must not arrive late, as this shows disrespect. Then, 
when I met the company director, I shook hands with him gently. I began the meeting by 
making small talk about my interesting experiences in China. During the meeting, I made 
sure that my voice and body language were calm and controlled. I never told a joke, as this 
may not be translated correctly or could cause offence.’ 
 Was it a successful meeting? 
‘Yes, it was. I knew that the director had researched my business thoroughly before the 
meeting, so I was prepared for his detailed questions. When I began negotiating, I started 
with the important issues. The Chinese believe in avoiding conflict. It is always important 
to be patient. I was prepared to compromise, so in the end, the meeting was successful.’ 
 
Read the above article then answer the following questions: 



 

1- During the meeting with Chinese, there are several polite behaviors must be 
followed in order to make a deal or do a business. Write down two of them. 

............................................................................................................................. .......  
……………………………………………………………………………………… 

2- Write down the sentence which indicates that Mr. Ghanem lives in Amman and goes 
to China. 

............................................................................................................................. .......  
……………………………………………………………………………………… 

3- Why didn’t Mr. Ghanem know enough information about his company? 
....................... .............................................................................................................  

……………………………………………………………………………………… 
4- Mr. Ghanem got early to the meeting, why? 

...................................................................... ..............................................................  
……………………………………………………………………………………… 

5- Why was Mr. Ghanem very well prepared to any question? 
........................................................................................................ ............................  

……………………………………………………………………………………… 
6- Give a word or more from the above text which mean: 

a- your reputation based on the things you have done or not done in the past: 
b- to arrange an agreement in business: 
c- to have the ability to understand complicated questions and respond to them 

appropriately: 
d- to give someone a card that shows a business person’s name, position and 

contact details: 
e- to have an informal chat with someone in order to start a conversation: 
f- to discuss something in order to reach an agreement, especially in business or 

politics: 
g- to move someone’s hand up and down in a greeting: 
h- to say something to make people laugh: 

7- Critical thinking: we must know more about other culture of a country before we 
visit it. Suggest three problems may be happened when we are ignorant about its 
people’s culture. 
.................................................................................................................................... 
……………………………………………………………………………………… 
.................................................................................................................................... 
 

Translation of the above questions:                                               :ترجمة الأسئلة التي في الأعلى 
اتباعھا من أجل عمل صفقة أو  -1 یتم  أن  التي یجب  المؤدبة  السلوكیات  العدید من  الصینیین، ھناك  خلال الاجتماع مع 

 أعمال تجاریة. اكتب اثنین منھم. 
 الأردن ویذھب إلى الصین. اكتب الجملة التي تدل بأن السید غانم یعیش في  -2
 لماذا لم یعرف السید غانم معلومات كافیة عن شركتھ؟ -3
 السید غانم ذھب مبكراً إلى الاجتماع، لماذا؟ -4
 لماذا كان السید غانم مستعد بشكل جید جداً لأي سؤال؟  -5



 

بدایة الدرس في  لقد تمت ترجمة جمیع المعاني للغة العربیة ب*ملاحظة:  أعطِ كلمة أو أكثر من النص والتي تعني: " -6
 صندوق المعاني بالأعلى. عد لھا إذا لزم الأمر."

قبل أن نزورھا. -7 الدولة الأخرى  ثقافة  أكثر بخصوص  الناقد: نحن یجب ان نعرف  اقترح ثلاث مشاكل ربما   التفكیر 
 تحصل عندما نحن نھمل ثقافة ناسھا "سكانھا".

 
Answers of the above questions:                                                    :إجابات الأسئلة التي في الأعلى 

1- During the meeting, I made sure that my voice and body language were calm and 
controlled. I never told a joke, as this may not be translated correctly or could cause 
offence. 

2- Today, we talk to Mr. Ghanem, a businessman based in Amman who often visits China. 
3- because he worked for a new company, he could not talk about its track record. 
4- You must not arrive late, as this shows disrespect. 
5- He knew that the director had researched his business thoroughly before the meeting. 
6- a- track record   b- do a deal   c- be prepared for detailed questions   d- give a business card   

e- make small talk   f- negotiate   g- shake hands   h- tell a joke 
7- 1. Behaving wrong 2   التصرف بشكل خاطئ. Speaking in wrong subjects التحدث بمواضیع خاطئة    

3. We don’t know what they like and what they hate نحن لا نعلم ما الذي یحبونھ وما الذي یكرھونھ       
 


