B 3(F.Fu Xing Building -

" Nr139RuiJin Road (No.1)

Shanghai, 200020, P.R. China
. Sales Manager: Danny Zhang

F4l: +86 159 5217 0740 -
EB‘%’E "qlannyzhang@landiéchina.cn
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How to approach the
Chinese Biogas Market
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Establish your own staff and local office
ldentify and understand potential clients

Build and maintain strong relationships (guanxi)



Barriers for Danish Companies
in the Chinese Biogas Market
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Complex and difficult-to-understand market dynamics
High number of failed or stalled projects

Strict expectations on delivery times and execution



Cooperation with Local Partners
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Local partnerships are essential — not optional
Choose reliable and well-connected partners

Trust is key — relationships take time to build



Advice to other
Danish
Companies
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Offer something unique — stand out from local competitors
Focus on high guality — Chinese customers expect reliability

Provide strong after-sales service — the key to long-term success



Other relevant experiences
and reflections?
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Strong relationships are key — trust is built over time
Stay active in the market — presence matters

Respond quickly — speed is expected and appreciated
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Positive experience working in China
Key difference: we are present with our own staff

Local presence makes all the difference in success



L.andia

Thorkild Maagaard, CSO
Contact Information
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