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To Our Valued Partners, Legal Counsels and Friends,
The 15th Five-Year Plan (2026-2030) Opportunity Window

According to the MOFCOM 2025 Report on Foreign Investment, China retained its position
as the largest capital recipient among developing economies, attracting $116.24 billion
(approx. 826.2 billion RMB)! in actual foreign investment last year and, notably, there has
been a market upgrade.

The low-end supply chains have shifted, and high-value sectors are benefiting from the most
encouraging regulatory easing in a decade. For foreign firms, the "Efficiency Dividend"
described below represents the difference between a stagnant practice and a high-growth
international portfolio.

1 MOFCOM, Report on Foreign Investment in China 2025, 2025.
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Next Step: The Blueprint for Collaboration

1. Growth Engine A: Life Sciences & The Approval “Revolution”

Biotech and pharma firms as well as foreign law firm clients are likely unaware of the radical speed
at which China now operates. The regulatory bottleneck has been shattered.

e The Data: In 2023, the clinical trial approval cycle was compressed to just 47 days (down
from 108 days in 2018). Marketing approval for innovative drugs now averages 215 days.*

e The Opportunity: AstraZeneca is expanding its footprint in China with a $475 million
investment in a new small molecule drug plant in Wuxi and a $2.5 billion investment to
establish its second global strategic R&D center in China, located in Beijing.?

e The Policy Breakthrough: As of late 2024, the government permits Wholly Foreign-Owned
Hospitals in 9 key cities (including Beijing, Shanghai, and Guangzhou) and allows foreign
investment in human stem cell and gene diagnosis within Free Trade Zones.!

Actionable Insight: Foreign law firms and their clients do not need a JV partner to enter the hospital
market anymore, though they still need local help to architect and navigate the new licensure
process.

2. Growth Engine B: The "Silver Economy"

China's demographic shift is driving a structural upgrade in healthcare demand. The "Silver
Economy" is no longer just about basic care; it is evolving into a high-tech, high-service market.

e The Data: By 2035, the population aged 60+ will exceed 400 million.* The "Silver Economy"
healthcare market is projected to exceed 5 trillion RMB.?

e The Opportunity: Health consumption is proving resilient to economic cycles. According to a
McKinsey survey, 94% of Chinese consumers now rank health as a top priority, and 64%
state they will maintain or increase health spending regardless of income fluctuations. This
heightened awareness is driving a surge in demand for sleep health, anti-aging, and weight
management, with the nutritional health food market expected to exceed 800 billion RMB in
2025.1

2 Roland Berger, Foresight 2026, 2025.
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e The Policy: The "State Council Opinion on Developing the Silver Economy" explicitly
supports the development of anti-aging industries and encourages the integration
of wearable devices with home-based care, offering tax incentives for companies building
"Smart Elderly Care" platforms.3

Actionable Insight: Foreign firms should target the premium segment of the Silver Economy, offering
integrated "product + service" solutions for active health management.

3. Growth Engine C: Advanced Manufacturing & The "Zero Negative List"

The era of restricted manufacturing access is over. As of the 2024/2025 policy cycle, China has
implemented a "Zero Negative List" for the manufacturing sector, removing the final barriers in
printing and traditional medicine processing.*

e The Shift: China is eager to attract "New Productive Forces." The manufacturing robot
density has hit 470 units per 10,000 workers, creating a highly automated ecosystem for
foreign tech.!

e The Opportunity: Companies like Schneider Electric are doubling down, establishing new
R&D centres in Beijing and Xiamen to leverage this supply chain efficiency.* The "Data
Element" market is opening up, allowing industrial data to be treated as a tradeable asset—
a massive opportunity for clients in industrial software and Al 2

Actionable Insight: Foreign firms manufacturing high-tech components can now own 100% of their
Chinese operations, protecting IP more effectively than the old JV models.’ Oftentimes, it is not in
the foreign entity’s best interest to seek 100% ownership, even if that is an option. This is because

foreign enterprises often require the help of local teams and professionals to help navigate China’s
business landscape.

4. Growth Engine D: The Experience Economy — "China First'" Strategies

Despite global headwinds, the Chinese consumer market remains the ultimate prize for brands that
adapt to the "Experience Economy."

® Success Story 1: Lego Land Shanghai opened in July 2025. This park became the fastest
Lego Land globally to break the 1 million visitor mark, driven by visa-free travel policies and
the "Shanghai Summer" consumption stimulus.?

® Success Story 2: Burberry under their "China First" strategy, now derives 25% of its global
sales from the mainland. CEO Joshua Schulman recently confirmed that their most
innovative digital retail pilots are launched in China first.®

3 State Council, Opinions on Developing the Silver Economy, 2024.

4 International Business Daily, MNCs: Running Towards the Future in China's "New" Power, 2025.
5 Dezan Shira & Associates, Doing Business in China 2026, 2025.

6 Shanghai Observer, Exclusive Interview with Burberry CEO: 'China First' Strategy Results, 2026.
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Actionable Insight: The market is bifurcated. Generic retail is struggling, but "Experience Retail" and
"Digital-First" brands are thriving. Foreign firms need IP protection and commercial structuring,
where IP protection in China is achieved through early registrations (i.e., IP filing) plus working with
local partners on the execution side (i.e., JV), to replicate the Burberry/Lego success models.

5. Foreign Law Firms’ Dilemma: How to Capture Value Without ""Being There"

Here lies the conflict for many specialized or boutique foreign law firms: Your clients need China
support, but you cannot justify the heavy CAPEX and compliance risk of opening a physical branch
in Shanghai or Beijing.

Historically, you had two not so appealing options:
1. Refer the work away: You lose the revenue and risk losing the client relationship to global
firms with a China office.
2. Fly blind: Attempt to manage it remotely, risking the "Compliance Drift".

The Solution: A Collaborative Shadow Office Model

In 2026, the competitive edge belongs to firms that utilize External Resource Integration. You do not
need a physical footprint. You need a local support network you can activate quickly.

6. The "Collaborative Shadow Office' Value Proposition

We propose a structural shift in how you service China-bound clients. Instead of being a
passive referrer, you become the active architect of their entry, supported by a localized
execution layer that remains faithful in the spirit of partnership and, importantly,
enables the foreign firms to retain control over the end clients and take part in
monitoring project progress by means of Pondara’s Al-augmented collaborative
workgroups.How This Increases Your Profitability

Traditional Model The Shadow Office Model

High Risk: Y he liability of a local
igh Risk: You bear the liability of a loca Zero Liability: We act as the operational shield.

entity.
Lost Revenue: You refer the complex Retained Revenue: You bill for the strategy and
implementation work to others. oversight; we execute the groundwork.

Operational Drag: Managing local HR/Tax  Efficiency: We handle tax structuring for incentives and
distracts from your core practice. compliance; you handle the client relationship.

This ensures you capture the upside of the "Efficiency Dividend" —helping your clients navigate tax
incentives and R&D deductions—without the administrative burden.
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7. Next Step: The Blueprint for Collaboration

Understanding the opportunity is the first step. Executing it requires a Standard Operating
Procedure (SOP).

We have prepared the Shadow Office Collaboration White Paper, a comprehensive manual
detailing:

o The Collaborative Workflow: From order receipt to delivery.

e Privacy Protocols: Ensuring your firm retains full client ownership.
e Billing Models: How to structure fees to maximize margin.

[Open the Shadow Office White Paper Here]

Let's build your China capability today.

JFU Consultants

Your Ground Force in the Era of New Productive Forces.
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