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Aim of the paper 
This article analyses the number, type and presence of 
European companies 

• Italian,  

• Spanish,  

• French,  

• German,  

• Dutch,  

• Rumanian,  

• Bulgarian  

• English 

operating in the renewable energies industry in 
international markets, with a focus on China. 

Elena Cedrola & Loretta Battaglia - China Goes Global 

2016 
2 



Elena Cedrola & Loretta Battaglia - China Goes Global 

2016 
3 



Elena Cedrola & Loretta Battaglia - China Goes Global 

2016 
4 



Elena Cedrola & Loretta Battaglia - China Goes Global 

2016 
5 



Specifically, European enterprises appear to 
encounter difficulties in approaching the 
Chinese market, which is rapidly developing 
as a result of the latest five-year plan setting 
energy and climate change targets and 
policies.  

Indeed, the number of European firms 
investing in China is low due to their small 
size, high cultural distance and inadequate 
management strategies.  
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In China 

• 1998 agent in esclusive (he operates with its own company of 40 employees - offices in 

Tianjin, Shanghai, Guangzhou, Chengdu, Xi'an, Dalian, Qingdao, Taiyuan)  

• no production in China 
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Conclusions 
• Due to the small size of businesses, gaining bargaining power 

requires aggregations or establishing networks operating under 
an umbrella brand (Trianel – Juwi).  

• Two essential capabilities are knowledge of the culture and 
developing strong relationships at the local level. Cultural 
orientation, particularly in China, is a prerequisite for establishing 
strong business relationships and building trust, which in the Asian 
culture is considered an antecedent of relationship building (contrary 
to relationships between Westerners – Harris and Dibben 1999 

 

The results of the analysis of the two case studies (Asja and Caleffi) 
confirm the importance, for the definition of a successful business 
model, of collaborations between various actors located in China and 
their key role in the success of many activities along the value chain. 
Moreover, expertise, product quality and innovativeness help 
entrepreneurs operate successfully in China, even when the companies 
are smaller in size. 
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