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At The M&A Advisor’s annual International Financial Forum in New York, April 11–12, 2016, Selig Sacks, 
Partner and Chair of China Practice, Chief Representative of China, Foley & Lardner LLP, chaired a Stalwarts 
roundtable discussion entitled, “China’s Foreign Direct Investment: Perseverance Redefined.” Sacks was joined 
by Apratim Chakravarty, Head of Offshore Asian Product Distribution, HSBC Global Markets; Lawrence Yuan 
Tian, Founding Partner of  YuanMing Capital; Nan Zheng, Senior Vice President and Head of US office, CDIB; 
Brian Sun, Executive Director, M&A-Investment Banking, China Merchants Bank; Alex Hao, Partner, Jun He; Dan 
McClory, Managing Director, Head of China and West Coast Investment Banking, Bonwick Capital; and Steve 
Klemencic, Manager, Forensic Services, PwC.

This extraordinarily diverse panel consisted of providers of capital, investment principals, advisors, lawyers, 
and even a former military intelligence officer who advises the much-misunderstood Committee on Foreign 
Investment in the US (CFIUS).

The principal topics addressed in this symposium report include:
 

• Examining China’s Direct Investment in the United States
• From Manufacturing to Consuming: How China’s Economy Is Evolving
• Zombie Companies, State-Owned Enterprises, and the Clear Need for M&A Advice
• CFIUS: The Often Misunderstood US-China Deal-Breaker
• Misconceptions about China’s Outbound Investment Policies
• Opportunities for Chinese Private Equity in the US Market
 
China’s sudden currency devaluation in 2015 was followed by a period of global market volatility and 
uncertainty on the Chinese economic outlook for 2016. As the year progresses, we are witness not only to 
market stabilization but also a dramatic increase in the volume and pace of foreign direct investment by China 
in both developed and developing economies.  

Our assembled faculty of M&A Stalwarts worked to a consensus that the pace of cross-border US-China 
deals will accelerate in the remainder of this year and for the foreseeable future. In the pages to follow, we are 
pleased to provide insight into optimistic insight.
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Executive Summary
Not surprisingly, a discussion about dealmaking between the world’s two largest economies 
involves a plethora of issues and concerns: valuations, investment regulations, national security, 
and economic trends. The Stalwarts Roundtable “China’s Foreign Direct Investment: Perseverance 
Redefined” at The M&A Advisor’s 2016 International Financial Forum produced views from a 
very diverse panel of eight professionals, among them bankers, investors, advisors and even a 
former US military intelligence officer. The discussion centered on a reexamination of China’s 
direct investments in the United States, concluding that it will accelerate in coming years as the 
Chinese economy continues to evolve from a basis in manufacturing to one in consumption. As 
China’s central government pushes to reform elements of its capital markets and emphasizes 
foreign investment, the M&A market will benefit from incoming professional advice. A key area for 
overcoming misconceptions could be the Committee on Foreign Investment in the United States 
(CFIUS), which is often thought of as a deal-breaker but which in truth doesn’t break any deals by 
itself. Other misconceptions to be dispelled include those regarding China’s changing outbound 
investment policies. Opportunities also abound for the growth of Chinese private equity, and its 
movement into the US market. And while the large China-US deals make the headlines, at the end 
of the discussion nearly 60 percent of all M&A between these two great nations are in the middle 
market, creating opportunities that will continue for years to come.

Introduction
At The M&A Advisor’s annual International Financial Forum in New York, Selig Sacks, Partner and 
Chair of China Practice, Chief Representative of China at Foley & Lardner, LLP chaired a Stalwarts 
Roundtable discussion entitled, “China’s Foreign Direct Investment: Perseverance Redefined.” 

In this report, we summarize the observations and insights of these veteran M&A professionals 
who do business between China and the United States. The panelists were: 
 
• Apratim Chakravarty, head of Offshore Asian Product Distribution, HSBC Global Markets 
• Lawrence Yuan Tian, founding partner of YuanMing Capital 
• Nan Zheng, senior vice president and head of US Office, CDIB 
• Brian Sun, executive director, M&A-Investment Banking, China Merchants Bank 
• Alex Hao, partner, Jun He 
• Dan McClory, managing director, head of China and West Coast Investment Banking, Bonwick Capital 
• Steve Klemencic, manager, Forensic Services, PwC

Examining China’s Direct Investment in the US
At the global law firm Foley & Lardner LLP, Selig Sacks wears many hats. He is partner and Chair 
of China Practice, Chief Representative of China, and has served as chair of the Business Law 
Department within the New York office. As Chair of the firm’s US/Greater China Practice, a role 
in which he works closely with Foley’s industry teams, including automotive, food and beverage, 
health care, and life sciences. Sacks has been thoroughly involved with US-China M&A of late, 
a primary reason why he was asked to sit on the kickoff Stalwarts panel (“Globalization and 
Transnational Deal Making”) at The M&A Advisor’s 2016 International Financial Forum. Later, as  a 

“Last year, 
China invested 
approximately 
$61 billion 
globally, including 
$15.7 billion in 
the United States. 
Fourteen billion  
of that was 
through M&A 
activity, the 
rest through 
greenfield 
projects.”
– Selig Sacks
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moderator of the Stalwarts panel, “China’s Foreign Direct Investment: Perseverance Redefined,” 
he presided over a lively discussion of dealmaking conditions in China and the United States after 
a year of volatility and uncertainty. 

Sacks noted that the US Commerce Department takes pride in communicating that 
approximately 20 percent of all goods manufactured in the United States are from companies 
owned or controlled by entities that are not based in the United States. “Globalization is really 
a very important phenomenon,” he said. “As I mentioned earlier today, A.T. Kearney again has 
ranked the United States as the number one destination point for outbound direct investment.” 
Sacks said the panel would focus on the role China has in direct US investment. Last year, China 
invested approximately $61 billion globally, including $15.7 billion in the United States. “Fourteen 
billion of that was through M&A activity, the rest through greenfield projects,” he said. “We have 
an extraordinary panel, a panel of providers of capital, a panel of principals who are investing, 
advisors, lawyers, and also advisory services.”

Sacks said the discussion to follow was very relevant because of the changed nature of the trading 
ratio between the Chinese renminbi (RMB) and the US dollar. Regarding the devaluation of the 
RMB in August 2014, which shocked global markets and caused speculation of a downturn in the 
Chinese economy, he said, “We know now that the RMB has stabilized, whether it’s temporary or 
more permanent. And for the first time in five months, as of March, the foreign reserves of China 
have increased. They stand today at $3.21 trillion.” He asked Apratim Chakravarty to lead off the 
panel discussion with an overview of Chinese capital outflows and how they affect M&A and the 
United States in particular.

Chakravarty is the managing director and head of Offshore Asian Product Distribution-Global 
Markets Asia-Pacific at HSBC. He is responsible for enhancing the existing Asia asset class product 
offering to meet the increasing demand for HSBC’s Asian foreign exchange rates and credit 
products. Chakravarty said that over the previous year there had been “a lot of noise about the 
wealth in being in the Chinese markets and their policies, and what it means for the process of 
capital account liberalization. There was a lot of talk about how this would slow down the process 
of reform.” He said HSBC’s view during this period was that it would not slow reforms and that 
the trend toward capital account liberalization would remain intact. He predicted that in the next 
few months, China’s bond markets would “finally be opened up to foreign investors. It’s a huge 
event. China’s bond market is the second-largest in the world.” In October, he said, the RMB will 
finally become part of the International Monetary Fund’s (IMF) Special Drawing Rights (SDR) 
reserve, which will cause other nations to realign their reserves accordingly. Also, Chinese equity 
shares will soon be included in the MSCI global indexes. Chakravarty said these developments 
“will implant profound implications because of the amount of foreign investment that will come 
into China.” He added, “The other part of the story is the fact, obviously, that Chinese savings and 
investments are beginning to give leeway.” Thus, investors will need to diversify, and this will create 
opportunities for M&A. “Our view quite clearly is that the all-time trend is intact and that the 
capital account liberalization is intact.”

“In the next few 
months, China’s 
bond markets 
would finally be 
opened up to 
foreign investors. 
It’s a huge event. 
China’s bond 
market is the 
second-largest in 
the world.”
– Apratim Chakravarty
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From Manufacturing to Consuming: How China’s Economy Is Evolving
Nan Zheng is a senior vice president and head of the US office of CDIB Capital, a Taiwan-based 
private equity and venture capital investment company. Sacks noted that CDIB has been a major 
market player, investing in both Taiwan and China with companies that are based there and 
investing abroad and asked Zheng, “We’ve read about the slowing of the Chinese economy. What 
has changed in the past year in terms of your investment approach, and what types of companies 
are you backing today?” 

Zheng said that CDIB’s parent company is very active in the Taiwanese market but that her office 
focuses primarily on investment in China and the United States. “In all of our investments, we seek 
a cross-border component,” she said. “For me, based here in the United States, my mandate is to 
source deals in more US-headquartered companies that have a significant angle in China.” Until 
recently, Zheng said, most US-China cross-border sourcing was for companies already established 
in either market. “Today, almost exclusively, our investments are in the form of companies that are 
selling into those markets.” 

As an example, CDIB invested in a coffee chain concept that is based in the United States but 
has a very active following in Asia. “In China, we replaced their JV partner, and the new JV partner 
will be very, very active and aggressively opening new stores for them within the next two to 
three years,” Zheng said, adding that CDIB is also invested in a China-based company “where 
100 percent of their customers are actually US customers. So the cross-border is really in both 
directions.” Echoing a familiar refrain, she said China’s economy is shifting from manufacturing to 
consuming. “There is obviously a growing appetite by Chinese consumers to consume products 
and services, many of which are US concepts that are resonating there. I think that trend will 
continue to grow in the future.”  

Another trend Zheng noted is the potential for strategic Chinese acquirers to partner with US 
companies. “We will work with a Chinese strategic (investor) that may be in the retail space with 
one particular product, and then they will want to expand that portfolio very aggressively and 
acquire US companies that have different concepts either in entertainment or food and beverage, 
to complement the concept that they have currently in their portfolio,” she said. Most of CDIB’s 
investments are in middle- and lower middle-market companies. “Oftentimes, they’ll partner with 
somebody like us to bridge the gap between how they run their businesses in China and how 
a US middle-market firm that’s not necessarily international can help them make that transition 
between here and there.”

“The statistics really bear out this transformation that’s taking place,” Sacks continued. “If we were 
having this discussion in 2011, 83 percent of the deals done by Chinese-based companies in the 
United States would have been natural resources and materials. Eighty-three percent! In 2015, 
that percentage shrank to 16 percent.” He also noted that 56 percent of all deals that were done 
in the United States by China last year involved private equity companies, insurance companies, 
or other conglomerates. “You have the maturation—or the beginning of the maturation—of the 

“There is 
obviously a 
growing appetite 
by Chinese 
consumers 
to consume 
products and 
services, many 
of which are US 
concepts that are 
resonating there. 
I think that trend 
will continue 
to grow in the 
future.”
– Nan Zheng
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private equity,” Sacks said. He then addressed Dan McClory, managing director and head of China 
and West Coast Investment Banking for Bonwick Capital (New York). McClory is based on the 
US West Coast. Sacks noted that part of the reform in China is to “deal with zombie companies 
and to help better focus and streamline some of the state-owned enterprises (SOEs). I know that 
your firm is very much in the forefront of looking for niche opportunities in that area as well.”

Zombie Companies, State-Owned Enterprises, and the Clear Need for 
M&A Advice
“It’s no big secret that China has become the overcapacity capital of the world,” McClory said. It 
is also exporting some of that overcapacity. Prior to joining Bonwick, McClory had experience 
at another asset management firm that partnered with two large funds in Beijing, one of them a 
state-owned enterprise. This gave him the opportunity to inventory the 105 largest SOEs in China 
and “to see what the priorities were, who wanted to be spun out, what needed to be rationalized. 
That gave us a lot of investable theses to then originate deals, as we’re in the investment banking 
business and also to execute deals that had been pre-identified,” he said. 

Bonwick also operated in the middle-market and small-cap areas of the M&A business. Echoing 
comments from Sacks and Zheng, McClory said, “Chinese companies of those sizes really need 
help. They need a chaperone, at a minimum. They just don’t have the internal expertise,” he 
said. “They need to bring in people who do this for a living.” McClory said that need presents 
opportunities for M&A professionals to present creative deal structures and multi-purpose 
vehicles to consummate transactions. “But this is not clearly just being done because of the need 
for capital or creative financing,” he said. “It’s being done to put the right teams of people in place 
so that you can have a successful outcome. I think this is a trend that we’re going to continue 
to see.” Regarding zombie companies, he added, it appears to be a high priority of the central 
government to “take out the long knives and cut these zombie companies.” Other than shutting 
them down or spinning them off, he said, the government sees outbound investment as a solution. 
“We’re going to continue to be active in that area at the middle- and lower middle-market spot.”

Sacks reported a survey showing some 46 percent of Chinese investors view the United 
States as number one on their list of destinations to invest in; more than two-thirds have the 
US in their top 10. “One of the attributes that people like about the United States, from a 
Chinese perspective, is our regulatory environment, the transparency, the accountability, and the 
reportability. On the other hand, one of the areas that they dislike the most is the regulatory side. 
It’s an interesting two sides of the coin,” he said. The CIFUS Act is frequently cited as an obstacle 
to US-China transactions because of the potential to use national security as a deal breaker. He 
asked Steve Klemencic, manager of Forensic Services with PwC, to discuss the CFIUS issue. Prior 
to joining PwC, Klemencic was a career military intelligence officer who worked to develop the 
M&A assessment process used by CFIUS to examine cross-border deals for national security 
issues. “What are we to make today of what CFIUS is doing, and is that a cloud on the acquisition 
horizon or not even on the horizon?” Sacks asked him.

“It’s no big secret 
that China has 
become the 
overcapacity 
capital of the 
world. It is also 
exporting some  
of that 
overcapacity.” 
– Dan McClory
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CFIUS: The Often Misunderstood US-China Deal Breaker
Klemencic said CFIUS is subject to a lot of misunderstanding: “CFIUS has a role. Their mission is to 
protect US national security. It’s the policymaker body, you can’t get around that, but within that, 
a lot of the information the policymakers make their decisions on is generated by an objective 
office inside that is not a voting member of the committee.” Klemencic noted that the director 
of national intelligence is a member of CFIUS but not a voting member of the committee, “and 
that’s an important distinction to make. The whole reason behind that is so he can maintain his 
objectivity.” He said each transaction examined by CFIUS will have an assessment written on it, 
regardless of which country it comes from, whether China, the UK, or Ecuador. Deals that have 
run into trouble with CFIUS, he said, have done so usually because the foreign buyer did not 
understand or appreciate the process. “We’ve also found companies who have tried to hide things 
from the committee during the process. That generally results in a lot of bad blood, bad publicity 
for everybody.” CFIUS takes a hard, objective look at every aspect of a cross-border deal, he said. 
“Okay, what are you buying? Is it critical infrastructure? Is it technology? What kind of service is it? 
What is the connection of the target company to the US government? They look at data. They look 
at proximities.” 

Earlier in 2016, Fairchild Semiconductor International rejected an acquisition offer from China 
Resources Microelectronics Ltd. and Hua Capital Management Co., Ltd., citing concerns over the 
US approval process. “Fairchild walked away from this because they saw a problem,” Klemencic 
said. “Whatever concern the CFIUS had would be to the point that it could not be mitigated.” 
But he said CFIUS “will work very hard to mitigate the threats so they can clear the transactions. 
The vast majority of transactions clear the CFIUS, by far the vast majority. There’s a lot of hoopla 
about Chinese firms that don’t get through the CFIUS process, [but] you should look at the 
number that do get through. They vastly outnumber the handful that do not.” Finally, he said, it’s 
important for M&A professionals to understand the CFIUS process, which involves a thirty-day initial 
examination, a forty-five-day second stage investigation, and a fifteen-day period for a White House 
review, if necessary. In the end, he said, “The only person who can say no in the entire process is 
the president. In the history of the CFIUS, he has said no once,” he said pausing for effect. “The 
CFIUS does not say no. The CFIUS only says yes, or they say, ‘I can’t make a decision; these are the 
concerns.’” 

Klemencic described how he wrote threat assessments of companies that would come before 
CFIUS. “What gets looked at? Well, what are your ties to the foreign government? It can be, 
again, Chinese, Israeli, French, German, English, Brazilian, whatever.” He addressed other areas of 
examination: “Do you have a history of corruption? If you have US export control technology, do 
you play by our rules? Do you protect US technology like you say you will?”  The lack of knowledge 
about the CFIUS process frustrated him. “If there’s a surprise in the transaction the government 
comes up with, it’s because the buyer or the seller was not forthcoming in the filing.”

Sacks observed that CFIUS is focused on national security, which is defined narrowly in the United 
States. He cited the 2013 acquisition of Smithfield Foods (US) by China’s Shuanghui International 

“The only 
person who can 
say no in the 
entire process 
is the president. 
In the history 
of the CFIUS, 
he has said no 
once.”  
– Steve Klemencic
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for $4.7 billion. “Food safety was not viewed as a national security issue, although there were 
some congressmen and others, industry associations, who wanted to do that,” he said. He also 
questioned the courtship earlier in 2016 between China’s Anbang and Starwood Hotels, which 
was ultimately acquired by Marriott. “There was some discussion that if it [Anbang’s bid] had 
gone forward, how would CFIUS have reacted to the large amount of data that Starwood has on 
individuals, government employees and others, who stay at Starwood facilities? I think, maybe, there 
is specific sensitivity to this because of the data breach from the Office of Personnel Management 
in the government where extensive files of millions of government employees or applicants were 
hacked.” He asked Alex Hao, partner at the Jun He law firm in Beijing, what concerns he hears from 
his clients about the CFIUS process and whether the theories about Anbang’s withdrawal from the 
Starwood acquisition were based on CFIUS concerns.

Hao has significant experience in M&A, private equity, and capital market matters, as well as 
regulatory areas including anti-trust, bankruptcy, dispute resolution, international trade, and national 
security. Before joining Jun He, Hao practiced law in New York for eight years at two leading firms. 
He said he believes there is a premium priced into deals for US companies because of the CFIUS 
process. That’s because US targets are concerned about the ability of many Chinese companies 
to implement these deals because of the review process or the potential risks arising therefrom. “I 
think a lot of target companies are charging Chinese companies, fairly or unfairly, more than what 
they would for a US bidder,” Hao said. “It’s a black box. I think a lot of things can be improved as 
far as how the law is being implemented, but I think the Chinese companies can also do better by 
communicating early on with the US government authorities. A lot of things can be done there.”

Misconceptions About China’s Outbound Investment Policies
Regarding the Anbang-Starwood breakup, Hao said he has seen concern about restrictions on 
taking money out of China, and that Chinese outbound investments might be affected. Despite 
that, he said after talking with dozens of Chinese companies that there remains “a tremendous 
interest” in investing in US companies. “I think three things stand out in terms of the fundamental 
reasons for Chinese companies to invest overseas,” he said. “One is the tremendous overcapacity 
that the Chinese economy has domestically. The second thing is the urbanization in China—the 
aging population, the growing middle class, people living longer, people having more money. They’re 
in need of better consumer products, better food, better brands of this and that, medical devices, 
health care.” He said he’s seeing a lot of investments by his clients in US companies that provide 
those products and services. Finally, he said the central government makes it a “strategic focus to 
encourage Chinese companies to continue to invest overseas. This is a five-year plan. We’re in year 
one, so I think all these fundamental things are going to continue.” A recent example of an outbound 
Chinese investment he has counseled is that of a heavy machinery manufacturer with a long history 
of exports to the United States trying to set up a joint venture with a local partner in the United 
States. “What they’re trying to do is to increase the service component because the market leader 
in this industry, heavy machinery, is Caterpillar in the United States, and their service component of 
their whole revenues is about a third. It’s generated from services, in addition to selling the stuff. For 
the Chinese company, this is a tiny component. I think that’s a trend to be looking at.”

“The central 
government 
makes it a 
strategic focus 
to encourage 
Chinese 
companies to 
continue to 
invest overseas. 
This is a five-
year plan. We’re 
in year one, so 
I think all these 
fundamental 
things are going 
to continue.”  
– Alex Hao
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Chinese companies have learned the benefit of “localizing,” as Hao’s machinery manufacturer client 
is seeking to do, Sacks said. “For example, 20 percent of Fosun’s 100,000 employees are non-
Chinese, and with Sanpower 70 percent of their senior executives have either studied or lived 
abroad.  You can see the expertise of the human capital that has been harnessed and how jobs have 
been added, not just the technology exported and facilities shuttered. I think there is a sense, now, of 
the need to work with and maximize the benefit of local expertise and talent if you’re really going 
to maximize the opportunity in place.” 

Brian Sun is the executive director of China Merchants Bank; he’s based in New York. Sacks noted 
that the China Merchants Bank has distinguished itself as the leading bank in China dealing with 
entrepreneurs and SMEs. Sun was asked what themes and situations he is seeing in China-US M&A 
from his perspective in New York, and he answered that China Merchants Bank is different from 
other Chinese banks because it’s never been owned or operated by a government agency, as have 
the other top five banks. He said its client base is mostly in consumer and health care, with retail 
giant Alibaba and web services powerhouse Baidu among them. “That is why we decided to set up 
this business in New York, helping our clients to source deals and also helping them with execution. 
I think they need a good amount of hand-holding in terms of how to present their interest and how 
to do the bidding process here in the United States,” he said. Most of the recent M&A has been 
done by private companies, he added. “A lot of these buyers, they have a desperate need.” He cited 
health care companies: “This is really driven by the aging population. Developing drugs is getting 
increasingly difficult. Then there are about fifty to sixty very large pharmacy companies interested 
in bringing their drug overseas to China.” In the consumer area, he cited media products as an 
example. 

“This is really demand driven. The reason Chinese companies are looking into the studio deals is 
they can actually help the business to really grow in China. They already own a lot of the cinemas 
in China. The young people in China spend their time and their money to watch movies.” Chinese 
companies continue to invest in technology, but rather than simply manufacturing technology 
products, they are seeking to acquire companies with good technology know-how. “This leads to 
the next question. Ahead of this increasing Chinese demand, how do we smartly access the Chinese 
buyers?” Sun asked. “I think the answer is really to understand why they are actually coming here 
to do this acquisition. Then we can be a help in this process. I think our objective here is not really 
to set up a team to do any local advisory.  We want to be the bridge working with advisors in this 
market, working with lawyers, etcetera. And we want to help some of the major market deal flows 
to come to the Chinese buyers.” 

Opportunities for Chinese Private Equity in the US Market
Sacks asked Lawrence Yuan Tian, the founding partner of  YuanMing Capital, to wrap up the 
discussion by describing his M&A activities in the US market. “What are you finding in terms of the 
opportunities that you are seeing, Lawrence, and how receptive are the companies that you are 
talking with in terms of dealing with you when you’re in a competitive situation, when there are 
domestic companies as well, vying for the same asset as you are?”

“I met a lot of 
good people, 
and I find that 
every company, 
especially 
the listed 
companies, 
is looking for 
advice all the 
time.”   
– Lawrence Yuan Tian
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Tian said his firm has done about ten US-China deals in the past five or six years. The largest deal 
involved a medical device company located in Boston, Massachusetts. CIFCO took a $200 million 
stake in the company as the lead investor in a funding round. “From my point of view, I’m so 
positive [about the experience],” he said. “I met a lot of good people, and I find that every company, 
especially the listed companies, is looking for advice all the time.” He predicted that in the next 
five-to-ten years, Chinese investing in the United States will continue to grow, much like Japanese 
investment in the United States ballooned in the 1980s and 1990s. But compared with Japan, China 
has many times the number of companies and investment capital, he said. Japanese companies tend 
to be conglomerates, he added, while there are thousands of independent companies in China 
interested in cross-border M&A. “I think this is a great opportunity for the middle market, for 
middle-market players like you guys,” Tian said. 

“I think all of us here, and I think the audience, are excited by the opportunity,” Sacks said in 
closing the discussion. “As Lawrence has indicated, one reads about the large deals, but essentially 
55–60 percent of all the deals that are done currently by the China-based companies are in the 
middle market, under $100 million.” He added, “At the end of the day, I think there are enormous 
opportunities for all of us to be participating together in this extraordinary phenomenon and 
bridging the best that the United States and China has to offer and really creating enormous 
synergies between the two countries.”

https://www.foley.com/
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To watch exclusive interviews with industry experts on the “China’s Foreign Direct 
Investment: Perseverance Redefined”, click on the following images:

Video Interviews

Steve Klemencic  
Manager Forensic Services 
PwC

Dan McClory 
Managing Director 
Head of China and West Coast  
Investment Banking 
Bonwick Capital

Selig Sacks 
Partner and Chair of China Practice  
Chief Representative of China 
Foley & Lardner LLP

https://www.foley.com/
https://www.youtube.com/watch?v=jtMXa-3f2Is&feature=youtu.be
https://www.youtube.com/watch?v=Dx0NMl3u_Uo&feature=youtu.be
https://www.youtube.com/watch?v=nzUIYiNyrj4&feature=youtu.be
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Brian Sun 
Executive Director 
M&A - Investment Banking 
China Merchants Bank

Yuan Tian 
Founding Partner 
YuanMing Capital

Nan Zheng 
Sr. Vice President &  
Head of US Office 
CDIB

https://www.foley.com/
https://www.youtube.com/watch?v=yV7BmokpQq0&feature=youtu.be
https://www.youtube.com/watch?v=m0-8YK7-gZA&feature=youtu.be
https://www.youtube.com/watch?v=p0CQ2YL8I10&feature=youtu.be
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To watch the Stalwarts Roundtable, ‘‘China’s Foreign Direct Investment: 
Perseverance Redefined”, click on the following image:

Symposium Session Video

China’s Foreign Direct  
Investment: Perseverance  
Redefined

https://www.foley.com/
https://www.youtube.com/watch?v=cg85ULs_UwU&feature=youtu.be
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Contributor Profiles 
Apratim Chakravarty is the Managing Director, Head of Offshore Asian Product Distribution, Global 
Markets Asia-Pacific at HSBC. Mr. Chakravarty is responsible for enhancing the existing Asia asset class 
product offering to meet the increasing demand for HSBC’s Asian foreign exchange, rates and credit 
products amongst clients outside Asia-Pacific. Apratim moved into this role from Indonesia, where 
he held the position of Head of Global Markets since 2007. Prior to that, he was Head of Corporate 
Sales for India, having joined HSBC in 1996. Apratim has a degree in Engineering from the Indian 
Institute of  Technology, Kanpur and an MBA from the Indian Institute of Management, Kolkata.

 
Alex Hao is a Partner at Jun He. He has significant experience in M&A, finance, private equity and  
capital market matters, and is also knowledgeable in various related areas, including antitrust, 
bankruptcy, dispute resolution, international trade and national security. Mr. Hao is familiar with a wide 
array of sectors, including banking, energy, manufacturing, real estate, telecom and transportation. Prior 
to joining Jun He, Mr. Hao practiced law in New York for eight years at two leading U.S. firms – White 
& Case and then Vinson & Elkins – and played a leadership role in many international transactions 
that won “Deal of the Year” awards. Mr. Hao also performed legal work in Beijing, Hong Kong and 
Singapore. Alex is a member of American Bar Association and New York State Bar Association, and 
is a Registered Foreign Lawyer at The Law Society of Hong Kong. Alex is also an Executive Director 
of the Professional Services Committee of China General Chamber of Commerce USA, and a 
co-founder and former director of Chinese Business Lawyers Association. Alex obtained his J.D. 
from Northwestern University School of Law in Chicago, he also studied finance and accounting at 
Northwestern’s Kellogg School of Management and obtained his LL.B., summa cum laude, from Peking 
University. 
 
Steven Klemencic is a Manager in PwC’s Forensic Services practice. He came to PwC with over 20 
years of experience as a commissioned officer in the US Navy and more than 13 years of experience 
in the intelligence community. His specialties include merger and acquisition threat assessments, supply 
chain security, and threat and vulnerability assessments. Prior to joining PwC, Steve served on the 
National Intelligence Council (NIC) within the Office of the Director of National Intelligence (ODNI) 
where he developed the threat assessment process used by the Committee on Foreign Investment 
in the United States (CFIUS), and also wrote or reviewed over 400 CFIUS threat assessments. 
He assisted the FBI in establishing its Foreign Investment Unit, responsible for providing FBI’s input 
into the CFIUS process. While at the ODNI’s Office of the National Counterintelligence Executive 
(ONCIX) he worked extensively on supply chain security issues for information and communications 
technology, the nuclear power industry, various critical materials. His last military tour was as the 
Defense Intelligence Agency’s (DIA) Chief, Advanced Technologies and Technology Transfer Division, 
where he managed the defense intelligence input into the CFIUS process and conducted supply chain 
threat assessments for major defense acquisition programs.
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Manager 
Forensic Services 
PwC 

Alex Hao 
Partner 
Jun He
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Dan J. McClory is a Managing Director at Bonwick Capital Partners, LLC, serving as Head of Equity 
Capital Markets—West Coast, and Head of China.  He is based in Bonwick’s Irvine, California 
offices. He previously held the same positions at Burnham Securities Inc. and at Hunter Wise 
Financial Group, LLC over the past 12 years. His teams have ranked in the Top Ten of league tables 
for placement agents, won “Deal of the Year” at the M&A Advisor Awards, and completed IPOs and 
transactions for clients listed on NASDAQ, the NYSE, the London Stock Exchange, Toronto Stock 
Exchange, the Stock Exchange of Hong Kong, and the Irish Stock Exchange. Mr. McClory serves 
on the Boards of the USA Track & Field Foundation, the Eastern Michigan University Foundation, 
and the Gen Next Foundation, where he listed the first-ever foreign-funded, venture philanthropy-
backed IPO on Bovespa’s Social Stock Exchange in Brazil.

Selig Sacks is Partner and Chair of China Practice, Chief Representative of China, at Foley & 
Lardner LLP. He has served as chair of the Business Law Department for the New York office and 
is co-chair of Foley’s U.S./Greater China Practice. He works closely with the industry teams at Foley, 
including Automotive, Food & Beverage, Health Care and Life Sciences. Mr. Sacks is also a leader of 
Foley’s Next Generation Manufacturing Initiative. Mr. Sacks focuses his practice on M&A, including 
cross-border transactions primarily involving ODI (outbound direct investment) by Chinese and 
other Asian companies in the U.S. and companies engaged in FDI into China and Asia generally. 
His clients span a broad cross section of industries and sectors. Mr. Sacks has worked closely with 
the International Cooperation Center of the National Development and Reform Commission of 
the People’s Republic of China (ICC-NDRC) to assist Chinese companies to access the U.S. capital 
markets and with technology transfers. Mr. Sacks graduated from Stanford Law School (J.D., 1972) 
where he was executive editor of the Stanford Journal of International Studies. He serves on the 
Board of Visitors of Stanford Law School and is chair of Stanford Law School’s 26 national and 
international chapters. He graduated from Northwestern University with honors (B.A., 1969) and 
serves on the Northwestern University Regional Leadership Board. 
 
 
Brian Sun is an Executive Director with China Merchants Bank. He is based in New York. Since 
joining China Merchants Bank in June 2015, Brian has helped to originate and execute cross border 
M&A transactions with Chinese clients, including advising Chinese Pioneer Pharma to pursue 
Polychem, a specialty pharma business based in Italy, and advising Khan Funds to acquire a US CRO 
business. Prior to China Merchants Bank, Brian Sun was a Senior Vice President, M&A for Lazard 
Hong Kong. He covered and executed cross border transactions in the Healthcare, Chemical, 
Industrial and Energy sectors. Prior to Lazard, Brian was a Director of M&A at a Fortune 200 
global power company, AES. Before that, Brian was with private equity firms, Arcapita and Babcock 
& Brown. Mr. Sun has a Bachelor of Arts Degree from Beijing Foreign Studies University; an MBA 
from the Fuqua School of Business at Duke University. He is a Chartered Financial Analyst (CFA) 
and a member of the US AICPA with completion of US CPA Qualification Exam.
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Dr.  Yuan Tian is the Founding Partner of YuanMing Capital, a healthcare fund focusing on Sino-
US cross-border investments. Prior to founding Yuanming Capital, Dr. Tian established China 
International Futures Corporation and served as Chairman of China Chengtong Group. Dr. Tian has 
successfully closed a RMB 22 billion restructuring case, and led the efforts to acquire a Hong Kong 
public company with total asset of HK$2 billion. He operated investment coordination, the sale of 
assets, and corpora restructuring for the largest ski resort in China, Yabuli Ski Resort, with the total 
asset upwards of US$200 million. He was also responsible for the restructuring and sale of a China 
famous securities company and its twelve affiliates. Since 2010, Dr. Tian has been committed to 
promoting China’s capital investment into US life science innovative companies, and has accumulated 
solid experiences and an outstanding track record. Dr. Tian is the Founder and Chairman of China 
Entrepreneurs Forum and Founder and Chairman of China-U.S. Business Leaders Roundtable. 
He is also a core organizer of various high-end meeting for entrepreneurs of both countries. He 
is an influential figure in the Sino-China business scene and has extensive social influence. Dr. Tian 
obtained his master’s degree and doctoral degree in Wuhan University; he was awarded by the 
China highest prize for economics:  The China Economics Theory Innovation Award. 

Nan Zheng is a Senior Vice President and head of US office in CDIB Capital’s US office. She focuses 
on sourcing, underwriting and managing special situation cross-border investments, co-investment 
opportunities and fund investments. Prior to CDIB Capital, Nan was a senior member of the Private 
Equity team at the Special Situations Group of Goldman, Sachs & Co. in New York, where she 
focused on the technology, media, and consumer retail verticals. Prior to Goldman Sachs, she was 
a Principal at INVESCO Private Capital, where she led late stage venture capital deals. Nan also 
worked as an analyst within Goldman Sachs’ fixed income derivatives division. Nan holds an MBA 
from Harvard Business School and BA degrees in Economics and Statistics from Harvard College.
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About Foley & Lardner
Foley & Lardner LLP
Foley & Lardner LLP was founded in 1842, Foley & Lardner LLP provides award-winning business 
and legal insight to clients across the country and around the world, with approximately 900 
attorneys in 21 offices in the United States, Belgium, China, and Japan. Foley attorneys practice in 
more than 60 areas, including corporate governance, mergers and acquisitions, real estate, securities 
enforcement, litigation, immigration, intellectual property counseling and litigation, information 
technology and outsourcing, labor and employment, environmental, and tax. The firm provides 
services for the automotive, emerging technologies, energy, entertainment and media, food, 
hospitality, insurance, health care, life sciences, nanotechnology, and sports industries. Our exceptional 
client service, value, and innovative technology are continually recognized by our clients and the legal 
industry. In a recent survey of Fortune 1000 corporate counsel, conducted by The BTI Consulting 
Group (Wellesley, Massachusetts), Foley received a top five ranking out of more than 300 firms for 
delivering exceptional client service. At Foley, we strive to create legal strategies that help you meet 
your needs today — and anticipate your challenges tomorrow.

https://www.foley.com/
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About The M&A Advisor
The M&A Advisor
The M&A Advisor was founded in 1998 to offer insights and intelligence on M&A activities. Over 
the past eighteen years we have established a premier network of M&A, Turnaround and Finance 
professionals. Today we have the privilege of presenting, recognizing the achievements of and 
facilitating connections among between the industry’s top performers throughout the world with 
a comprehensive range of services. These include: 
 

M&A Advisor Summits and Forums. Exclusive gatherings of global “thought leaders.” 

M&A Market Intel. Comprehensive research, analysis and reporting on the industry.  

M&A.TV. Reporting on the key industry events and interviewing the newsmakers. 

M&A Advisor Awards. Recognizing and rewarding the excellence of the leading firms and 

professionals. 

M&A Connects. Advanced business development for key influencers and decision makers. 

M&A Deals. The global dealmaking platform for M&A professionals. 

M&A Links. The industry’s largest network of M&A, financing and turnaround professionals. 

M&A Advisor Live. Broadcasting live on the key M&A trends. 

 
Upcoming Events 
Corporate Innovation Forum - London, UK - November 29, 2016 

M&A Advisor Summit - New  York, NY - November 8-10, 2016 

Distressed Investing Summit - Palm Beach, FL - March 22-24, 2017 

International Financial Forum - New  York, NY - April, 2017 

Emerging Leaders Summit - New  York, NY - June, 2017

For additional information about  The M&A Advisor’s leadership services, contact Liuda Pisareva 
at lpisareva@maadvisor.com.	

mailto:lpisareva@maadvisor.com

