Tricks of the Trade

Shipping work halfway
around the world is risky.
A good middleman can
make the move pay off.

BY BARMEY GIFABEL
AVE MUDRICK, FEES]IDEXNT (05
Lasergilis.com, o distributor of
personalized redwood pens, sil-
ver kevchaing and the like, knew

American machine-tool company make
products there, Today he typically takes
detailed plans for clients’ products, asks
conttacts at various factorics for bids and
then oversees quality cantrol znd shipping,
Fees for people like Genung can run more
than 2 10 percent markup over what the
factory is paid. A cheaper option is to hire a
consultant just wo find the factory, opically
for a fee of 3 pereent of the value of the
goads, The detailsare left 1o the client. For
about $600 a day, the ULS, Commercial
Service, part of the Commerce Department,

somcthing wasup can help organize
when his competitors your trip and set
started cutting their up contacts.
prices sharply. After [lo clo o
all, he and his dvals fired 2 comsultants
typically used the Mudrick Gmg]::d

same ULS, factorics.
He nosed around and

“Chinese manufac-
turers,” and the

learncd they were search lad him to N Tk f
He kriew hie had ta utation he checked

fellewo suie, “Tt was

a scary thought,”
Mudrick sevs. “Send
monecy abroad and
hope some product
arrives acouple
months Iater”

Do’s and Don’ts

oul ﬂ'lmugh reler-
ences. You can also
ask vour loeal man-
ufacturers associa-
tion for other com-
panics that have
H[J[Eﬁ.‘-‘liliﬁ ronke, An-

I’ easy to under- 0f all the business gurus offering tips on China,  oehier s be specific
stand his reluctance. ane of the sharpes? is Uncle Szm. For example: about what needs w
Although it sounds B DONT ASSUME you have 1o pay bribes=— be done. Genung re-

great in theory—go to
China and cut
production costs

by two thirds or
more—doing busi-
ness halfway arcund
the world 12 difficult.
There's a new culture

many Chinese now understand thatthis iz a
criminal offense for Americans.

B D0 DEMAND abig down payment of
- ahout T percent if vou're selling any-
00 thing in Chinaor you'll loak ke an easy
miark wha doesn't get this cash sosiaty.
B DONT BANK on promises of state subsidies
or othorincantives—thay have away of disap-
poanng without wamming.

membiers receiving
morg than 100,000
worth of steel pins
theat were rusted
Dz e Busucdee
specifically told the
tactory towrap
them for the trip

o navigate and a B DO FOLLOW the written rules—lozal zcross the Padfic.
higher premivm on officials may urge you fo ignore national @ Mudrick has had
picking the right part-  laws, but Beijing may enfarce them Liter better luek: e cut
ner, ginee there’svirmi-  gn, which will cause endless headachas, manuEt-::turing
alls ne court System H DON'T TRUST BLINDLY —make sure your eosts by 70 percent,
to enforce 2 contract. partneris not a front and bhas a real financial and his sales have
That has led toa INFEFEST N YOUT SUCCOES. quadrapled to more

beoming business of

middlemen; there are

now about 100,000 of them who promise to

help companies outsouree to the Far East.
Their mnks include Mike Genung,

founder of Global Trade Specialists, whao

helped Mudrick. Genung started working

in China in the carly 1980s, helping an

et s can g sfradls Ihan 52 mi]]in:n a
year, “We wouldn't
be in business it we hadn’t gone to China,”
he savs, His only worry now? That the
Chincee will start competing against him
directly, distributing the small-batch per-
sonalized items he sells from his Web sirc.
It's probably only 2 matter of time, n
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There’s a new culture to navigate and a -
e

high premium on picking the right partner
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