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Executive Summary

Project Overview  

XinCheng New Material Ltd (XCG), a subsidiary of the XinCheng 

Carbon Group of Datong, China, manufactures and exports graphite 

materials to many regions around the world. With 600-650 

employees and annual sales revenue of $40-45 million (USD), the 

12- year-old company has grown at a rapid pace and, most recently, 

has introduced products into new markets, including high-speed 

train manufacturing. To continue its growth, XCG recognizes it must 

achieve aggressive sales targets in the next year. To be successful, 

the sales team must become more effective in 

working together and in building meaningful 

relationships with new and existing customers.  

Relationship Building & Contracting 

Our project team began meeting in late March. Our initial call 

focused on team building and sharing our individual and 

professional development goals we wanted to achieve in China. 

Early on we identified group norms, met regularly via Zoom, and 

maintained a balanced approach to address team dynamics and 

client consulting tasks as they emerged in real time.  

The team set out to contract with the client as soon as 

possible. We had learned that building relationships was an 

important first step in the Chinese business culture and 

planned our first call with Manager Qian Jingrong (“Grace”) 

around getting to know each other. We were caught off guard, 

however, when the client seemed to show little interest in 

engaging in small talk, and we quickly moved into contracting 

mode and asked Grace to talk about the presenting business 

problem and how we could help. Grace asked for help for her 

sales team to “learn some theory about sales...and some skills 

and best practices.” Specifically, she asked us to provide tools 

and resources that would result in enhanced sales for training. 

However, we continued to probe Grace through follow up 

correspondence and a second call. Based on our 
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contracting correspondence and research, our team designed and proposed an OD intervention aligned with 

Grace’s request and which Grace agreed to.  

Observations 

1. Maggie, Grace’s assistant, was key in communication and clarifying logistics, problem statement, etc.  She 

was on-site the entire time and was very helpful with troubleshooting 

2. Pepperdine’s translator, Michael, has an established relationship with Maggie and he can provide context 

on past year’s interventions organizational nuances 

3. Grace was impressed with depth of conversation and 

suggested that she wants her team to have more 

opportunities to talk to each other in the future to 

generate new ideas.   

4. In a primarily male-dominated team, Pepperdine team was 

intentional on being inclusive to all involved (e.g. women) 

5. Be prepared for answers with limited elaboration 

6. Very accommodating with schedules, dinners, hospitability 

7. Many of the younger employees spoke some English. One 

individual, Wong Xie (“Xi Xi”), spoke German fluently. 

8. Grace and the team were open to new ideas, however, 

keeping the collectivistic Chinese culture in tact was very 

important to Grace. 

 

 

 

 

Four learning modalities 

● Lecture 
 

● Discussion 
 

● Interactive learning activities 
 

● Silent reflection 



Ideas for Next Steps/Points of Information 

• When forming Pepperdine team, focus on team-building first (before task). The more you build 

psychological safety and trust in your team before China, the less extra work you will do once there. 

You will appreciate not working into late (many did) hours to be ready. 

• Learn to become WeChat proficient as soon as possible. The client (and China) uses it for everything.  

It’s their Venmo, Facebook, FaceTime, Text 

• Prepare as much as possible before you leave for China and be prepared to edit your plan as more 

discovery might happen once you arrive. 

• Even if you contract for supplies, take them anyway (e.g. post-its, markers, tape).   

• Use Michael as a resource for more than just interpreting, he is a wealth of knowledge 

 

Attachments  

• Presentation 

• Evaluation Form 

• Problem statement letter 

 


