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Most of us are probably feel-
ing a little negative in the 
current market place. How to 

survive, cope or succeed in this harsh 
economic climate is on every busi-
ness person’s mind. As a result, more 
people are turning to other emerging 
markets such as China for alternative 
solutions. I must admit to having also 
stepped up a gear with my network-
ing within the Anglo-Chinese business 
community. On one of these occasions, 
I bumped into the Dean of the London 
Metropolitan University Bob Morgan 
and his colleague Dr. Tony Conibear. 

The prominent tie between UK and 
China in the education sector is very evi-
dent. Since the mid 80s, the UK has seen 
a major inf lux of Chinese students study-
ing at universities. China Daily reported 
that about 60,000 Chinese students were 
studying in the UK in 2007 and more 
than 100 UK universities had entered 
partnerships with Chinese counterparts 
to provide education programmes in 
China. London Metropolitan University 
is one of the earliest universities that 
pioneered its recruitment campaign in 
China. Bob told me that over the years 
the number of its recruits from China 
has steadily increased. With an office 
based in Beijing, the university’s relent-
less efforts in building relationships and 
enhancing business strategy have paid 
off handsomely. It is delighted to see a 
new surge of Chinese students in the new 
term. Whilst many businesses are still 
struggling at the moment, it is refreshing 
to hear some good news.

Brainpower
However, it is not unexpected that 

education is doing well. According to 
a report from the Higher Education 
International Unit, the UK sells more 
brainpower per capita than anywhere else 
in the world. In 2005, knowledge servic-
es amounted to £75 billion, about a quar-
ter of all UK exports which is worth some 
6.3% GDP. It is also reported that the 
annual contribution to the UK’s national 
income made by international students 
alone is estimated at £5.5 billion. Of the 
13% of all higher education students in 
the UK, almost one-quarter of interna-
tional students are Chinese nationals. 

Growing up in China, I know how 
important education is in Chinese socie-
ty. But what is causing this high demand 
for overseas education and what impact 
is this phenomenon having on the overall 
Anglo Chinese relationship?

Historically, Confucianism has 
been a dominant philosophy ingrained 
in Chinese society. Its basic teaching 

emphasises the importance of education 
and moral development of the individ-
ual. Therefore, delivering a good educa-
tion for their children is the top priority 
for parents. With the ‘one child’ policy 
and the rise of the middle class, children 
benefit from this attention and financial 
support, not just from their parents, but 
also from their two sets of grandparents. 
Like many of my friends, I have been 
asked to be a guardian for Chinese over-
seas students from time to time. Their 

parents often tell me that they could buy 
properties and leave the savings to their 
children, but there’s nothing better than 
to equip them with the knowledge and 
skills to enable them to make a good liv-
ing in the fiercely competitive employ-
ment market. Whilst there are many 
good universities in China, a foreign 
degree, especially if it is from a university 
in the UK, still carries tremendous kudos 
in society and is more desirable among 
employers. 

China’s year-on-year double digit GDP 
growth is instrumental to this demand; 
it creates huge opportunities for educat-
ed and talented graduates in all indus-
tries. China’s new WTO membership 
and the success of the 2008 Olympics 
further asserted China’s global profile 
and even more foreign investments have 
been secured. Meanwhile, the world is no 
longer focusing on the West for direction 
and the East is attracting considerable 
attention – students from Europe and 
America are also seeking work experience 
and knowledge from China. And this cre-
ates new business opportunities at the 
same time.

I recently caught up with a business 
friend Edward Holroyd Pearce. With his 
business partner Daniel Nivern, they run 
CRCC Asia which supplies international 
interns to Chinese companies. Being f lu-
ent in Mandarin and having worked in 
China, this pair of Oxbridge graduates 
naturally turned their business focus to 
China. Their business model has been 
timed perfectly for the difficult employ-
ment market and the new ‘Eastward 
thinking’. It has only been in operation 
since 2006, yet CRCC is now planning 
to open an American office later this 
year to meet the new demand, in addi-
tion to its current Beijing and London 
locations. 

From my conversations with the 
London Metropolitan University and 
CRCC Asia, I am enthusiastic about the 
business potential and greatly encour-
aged by the positive spirit. We are also 
in agreement that these educational 
exchanges are not simply money-making 
schemes for business; they are far more 
meaningful on a personal level. With 
these students taking home their expe-
rience, knowledge and broader vision, 
education cultivates deeper understand-
ing and cement closer Anglo Chinese 
relationships between people, culturally 
and socially.

Cementing the Anglo-Chinese 
relationship through education

by Yintong Betser

SMEs already supplying customers 
in the defence sector and those that 
are seeking to access the market 
can benefit from a seminar being 
organised by the London Chamber 
of Commerce on Wednesday 9 
September at 2pm during DSEi 
(Defence Systems & Equipment 
International) exhibition at ExCel.

The defence industry has always 
been a staple of the UK economy 
and currently accounts for 10 per 

cent of employment in the manufactur-
ing sector writes Ian Weatherhead. 

The pressures on the MoD’s budget 
are well publicised, but defence is a truly 
global market that is being served by UK 
companies of all sizes.

However, success depends on far more 
than just f inding the customer. For 
many companies, especially SMEs, the 
financing of the programme is a key 
consideration. Lack of resource can lead 

to missed delivery or quality targets 
and in the defence business the price 
of failure can be high. There are also 
important legal considerations, especial-
ly if the customer is overseas. Winning 
a position within the supply chain of a 
prime contractor is a glittering prize for 
many SMEs, but the implications need 
to be carefully considered.

The seminar is entitled ‘Recognising, 
Financing & Protecting your Export 
Potential’ and features David Steel from 
UKTi DSO’s Security Directorate talk-
ing about how SMEs can work more 
effectively with the organisation. David 
Weatherhead, Head of International 
Trade Finance in the Defence & Security 
Division at Royal Bank of Scotland, will 
be discussing how to go about financ-

ing potential exports and Jonathan Lux, 
Partner, Ince & Co will look at the 
importance of protecting company con-
tracts and risk control. The session is 
chaired by Selex Communications’ John 
Hughes, who is Chairman of the LCCI’s 
Defence & Security Committee. 

DSEi 2009 showcases defence and 
security products and technologies for 
land, sea and air applications. The event 
will be held at ExCeL in London’s dock-
lands from 8th – 11th September 2009. 

The full seminar programme can be 
viewed at www.dsei.co.uk/seminars  
and places can be booked online via 
www.dsei.co.uk/apply 

Steering SMEs to defence export success

“The defence industry 
currently accounts 
for 10 per cent of 

employment in the 
manufacturing sector.”

To reflect the increasing number of 
Chinese businesses operating in the UK 
the London Chamber of Commerce is 
setting up a Chinese Business Association 
(CBA) to provide them with a support 
network for doing business in the capital. 

The objectives of the CBA are:

•	To provide a voice for the Chinese 
business community and represent their 
views to the media, and local and central 
government 

•	To provide Chinese-origin businesses 
with introductions to LCCI members and 

other companies and give them access to 
opportunities to enhance their commercial 
skills and business competitiveness 

•	To give new Chinese investors in London 
an understanding of the London business 
set-up 

•	Entry to the CBA will be through 
membership of the Chamber and will give 
companies a tailored series of networking 
and other events, as well as access to the 
full benefits of LCCI membership.

For more information contact  
Siming She at cba@londonchamber.
co.uk or call 020 7203 1871

“London Metropolitan 
University is one of the 
earliest universities 
that pioneered 
its recruitment 
campaign in China.”

Chinese Business Association
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• Licensing of Tier 2 and Tier 5 sponsors

• Licensing of Tier 4 sponsors

• Tier 1 (General)

• Tier 1 (Post Study Work)

• Tier 1 – Investors & Entrepreneurs

• Tier 2, Tier 5

• Tier 4

• Sole representative

• Naturalization

• Appeals

• Home Offi ce Premium Service 
(same day)
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