ANNEXURE-I

Deatailis of the modus operandi adopted by the Chinese companies

i. An Indian compamy is contacted by the Chinese company for business. After several
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rounds of emails and phone calls, the Chinese company invites the Indian compagy to
rheir facility in China and meet the executives of the Chinese company and senior officials of

the local Government, projecting this as an apparent exercise at confidence building. The
indian campany agrees to visit China. Just before the deparfure of executives of Indian
cempzny, the Indian company receives a reguest from the Chinese company to bring cash
for arrangements and gifts for the senior executives and other Iogal officials, citing Thinese

cultura! values, The Indian company agree:s to get cash and gifts and visits *he facilities ang
meets the executives of the Chinese company. The Indian companv is promised of excellent
'céuperatimn by the Chinese company. After the Indian company is back to India, the Chinesa
company goes silent and stops replying to the communications of the Indian company. The
Indiarn company ends up losing cost on transportation, accommeodation and the amount
incurrad for expenditure towards arrangements and gifts,

ii.  The Indian company, wishing to import products frem China, finds a Chinese exporter
from B2B portals and other online sourges. The Indian company centacts the Chinese
company. Thereafter, the Chinese company insists that the Indign company should send a
percen{age of the total amount as advance. The Indian company, unaware of the credentials
of the Chinese company, makes the advance payment. The Chinese company receives the
payment and thereafter, breaks all the communications with the Indian campany, let alone
sending the consignment to the Indian Eilii-mpan"y". The Indian company ends up losing the

adlvance paymeant.

. The Indian company cantacts/is mntgc’ced by a Chinese company though various online

sources. After the deal is finalized betweer the two parties, the Indian company requests for
a sample of products from the Chinese tumpanv. The Chinese company duly sends the
samples which are found to match the desired standards. Thereafter, the Indian company
places further orders with the Chinese I:!ICFI"IDEJ"I'}-’ and transfers a percentage as advancs
payment. It is agreed between the two ]:}a" ies that the Indian company will release LC after,
the consignment iz received -at the desighated Indian port. The consignment reaches the
Indian port and after inspecting the bill of lading, Indian company releases the LC. Till this
time, the Indian company has not seen thle actual product. The Indian campany ge‘;m see
the actual product after the consignmenmaﬁd by Custom. After the eonsignment, is
delivered to the Indian company, it is fdund that the product is sub-standard or totally
different than what was agreed upon in the agreemeht between the two companies. The
Indizn company complains to the Chinese company aboot the spurious guallty of the
consignment to which, the Chinese company puts the blame on the storage conditions and
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refuses to accept that it had sent spurious products. The Indian company ends up losing the
advance and the amount towards LC,

iv, The Indian company contacts/is contacted by a Chinese company though various
online sources. After several rounds of emails/phone calls both the parties conclude an
agreement whereby the buyer (the Indian company) has to make an advance payment after
which, the Chinese company will send the consignment to India. After the Indian company
makes & percentage of the total amount as advance payment, the Chinese company gaes
slow on communicating with the Indian company and after repeated requests by the Indian
company to send the consignment, asks the Indian company to make the remaining payment.
The Chinese company cites excuses such as the Indian company failed to make advance
payment in time, the cost of the raw material has increased, their supplier failed to deliver
pradu:;ts in time, etc. The Indian_ company I{i;ks:lasing the advance payment if it does not
make the full payment and Insing'ent]‘ré amount in case they make the full amount and the

Chinese company refuses to supply the goods..

V. The Chinese company, before or after finalization of the deal, insists on ‘Notarization of
the Agreement’, cost of which has to be shared equally between both the parties. The Indian
company duly pays up its share. After thelir return to India, the Indian company is informed
that they need to pay extra since the notarization fee has increased. The Indian company
risks losing its share of notarization fees If it does not pay the extra fee and total amount if it

pays up the extra fee,

Add: 1; Ritan Deng Lu, Beijing 100600 Tel No. QDBS 10 65321908, 6532 D482; Fax: U0B6 10 65324654
Web: www.indianembassy.org.cn



