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Case Study: High Tech Company Experiencing Depressed 
Sales in China Due to Lack of Inclusive Cultural Awareness 
 
BUSINESS OVERVIEW  
The client is a high-tech company providing customers and businesses worldwide with a broad portfolio 
of transportation, e-commerce and business services. Consistently ranked among the world's most 
admired and trusted employers, the client has over 250,000 employees and contractors who must 
remain focused on the needs of their customers while employing the highest professional standards.  
 
CHALLENGE  
The client experienced significant challenges in selling to the Chinese and came to Lead Inclusively for an 
in-depth understanding of the cultural motivations of Chinese buyers to optimize sales in that region. 
Non-Asian based companies often begin from Western assumptions associated with the entire sales 
process, including lead generation, need identification, proposal writing, negotiations, and account 
maintenance. A Western approach severely limits opportunity when selling into a Chinese market.  
 
SOLUTION  
The Lead Inclusively Organizational Assessment was performed to determine the gaps related to sales 
force performance. The assessment enabled the client to understand why the Chinese buy and how they 
choose who to do business with. Based on the results of this needs assessment, an Inclusive Cross-
Cultural pilot training program focused on Selling to China was conducted by Lead Inclusively in the 
client’s Southern California sales region. The training focused on the following:  
 

• Basic elements of Confucianism and how the elements of this Chinese philosophy impact 
customers at every aspect of the sales cycle.  

• A review of the touch-points in the sales cycle and the ways in which culture impacts the 
classification and tracking of customer touch points.  

• Specialized training which demonstrated how to utilize the philosophy of the target culture to 
generate leads, negotiate, close the sale, and maintain the customer. Each of these facets differs 
from the client’s home culture.  

 
RESULTS  
 

35% More Reps Achieving Quota 
25% Improvement in Customer Retention 

32% Increase in Average Deal Size 
24% Reduction in length of Sales Cycle 

 
“Your recent training on Selling to the Chinese is the best training I've had during my 8 years at this 
company! In my mind, I was thinking that business is business, but you showed our sales team how much 
culture influences how business is conducted and decisions are made.”  
 


