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Board of the Swiss-Chinese Chamber of Commerce

Executive Committee:
President:
Dr. Jorg Wolle

Past President:
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Dr. Theobald Tsoe Ziu Brun
Susan Horvath

Dr. Kurt Moser

Esther Nigeli

Dr. Marc Ronca

Honorary Members:
Dr. Uli Sigg
Dr. Marc Ronca

Board:
Maurice Altermatt

Ester Crameri
Dr. Markus Dennler

Markus Eichenberger
Dr. Richard Friedl
Bruno W. Furrer
Michael W. O. Garrett
Alfred Gremli

Peter Huwyler

Dr. Beat In-Albon
Alexandre F. Jetzer

Dr. Beat Krihenmann
Pierre L. Ozendo

Nicolas Pictet

Dr. Erwin Schurtenberger
Erwin A. Senn

Dr. Kurt E. Stirnemann
Peter G. Sulzer
Marco Suter

Thomas P. van Berkel

Geneva Chapter

President:
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Vice Presidents:
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Secretary:
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Treasurer:
Bernard Biischi

CEO, DKSH Holding Ltd., Zurich
Riischlikon

Hilterfingen

Erlenbach

CEO, Wicor Holding AG, Rapperswil

Attorney-at-Law, Brun studio legale e notarile, Lugano

Managing Director of Chamber

Kiisnacht, former Director of economiesuisse (VORORT)
Attorney-at-Law, LL. M., Partner, KPMG Legal, Zurich
Attorney-at-Law, Partner, Schellenberg Wittmer, Zurich, Geneva, Zug

former Swiss Ambassador to China, Mauensee
Past President of Chamber, Zurich

Head of External Affairs Department,

Federation of the Swiss Watch Industry, Biel

Confiserie Spriingli AG, Zurich

CEO, Winterthur Life & Pensions, Winterthur

Member of Executive Board CS Financial Services
Manager ExpoLogistics overseas, Natural AG, Basle
Vice President, ABB Switzerland, Baden

CEO, BF Bruno Furrer Consultant, Zurich

Executive Vice President, Nestl¢ S. A., Vevey

Managing Director, Credit Suisse Group, Zurich

Head International Banking, Member of the Board,
Zircher Kantonalbank, Zurich

Vice President, Lonza Ltd., Basle

Member of the Board of Directors,

Novartis AG, Basle

Director, F. Hoffmann-La Roche Ltd., Basle

Member of the Executive Board, Swiss Re Group, Zurich
Partner, Pictet & Cie., Geneva

former Swiss Ambassador to China, Minusio

CEO, T-Link Management Ltd.

Worldwide Transportation Engineering, Freienbach

CEO and Board Delegate of AGIE CHARMILLES Group, Losone
Zurich

Chief Credit Officer, Member of the Group Managing Board,
UBS AG, Zurich

President, Nitrex Ltd., Zurich

Hilterfingen

President, Swiss Hotel Association, Crans-Montana
Lawyer, LL. M., HSCB Republic, Geneva

CLSA (S-E Asia) Ltd., Geneva

Chairman, Bernard Biischi & Cie., S. A., Geneva
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Board:

Amy Qihong Li

Nicolas Pictet
Jean-Luc Vincent
Herbert Schott
Jean-Nicolas Thalmann
Yafei Zhang

Lugano Chapter

Chairperson:
Dr. Theobald Tsoe Ziu Brun

Executive Committee Members:
Erich Bir

Xujing Chen

‘Walter Landolt

Lugano

Legal Chapter Zurich

Chairperson:
Esther Négeli

Legal Chapter Geneva

Chairperson:
Maitre Philippe Knupfer

Here for You

in Switzerland:

Swiss-Chinese Chamber of Commerce
Alderstrasse 49
CH-8008 Zurich

Phone +41-1-421 38 88
Fax +41-1-421 38 89
E-mail info@sccce.ch
Website www.scce.ch
President Dr. Jorg Wolle

Chambre de Commerce Suisse-Chine
Rue du Vieux-College 8

Case postale 3135

CH-1211 Geneve 3 Rive

Phone +41-22-310 27 10
Fax +41-22-310 37 10
E-mail sccc@swissonline.ch

Website www.sinoptic.ch/scccgeneva/
Office hours Monday—Friday, 9.00-11.30 h
President Dr. Daniel V. Christen

Camera di Commercio Svizzera-Cina
c¢/o Brun Studio Legale e Notarile
Via Ariosto 6

Case postale 2298

CH-6901 Lugano

Phone +41-91-913 39 11

Fax +41-91-913 39 14

E-mail info@brunlaw.ch
Chairperson Dr. Theobald Tsoe Ziu Brun

—6—

Négoce International, Credit Suisse, Geneva

Partner, Pictet & Cie., Geneva

President, Salon International des Inventions de Genéve
Manager, Hotel Intercontinental, Geneva

Director, O. P. 1. (Office de la Promotion Industrielle), Geneva
Assistant de Direction, Shanghai Overseas, Geneva

Attorney-at-Law and Notary, BRUN Studio legale e notarile, Lugano

Plant Manager, Agie Ltd., Losone

Attorney-at-Law, Lugano
Attorney-at-Law, LL. M., Partner, KPMG Fides, Zurich

Lawyer, LL. M., HSCB Republic, Geneva

Legal Chapter Zurich

c/o KPMG Legal, Zurich

Phone +41-1-249 30 07

Fax +41-1-249 23 23
E-mail enaegeli@kpmg.com
Chairperson Esther Négeli

Legal Chapter Geneva

c/o HSCB Republic, Geneva

Phone +41-22-705 56 32
Fax +41-21-734 22 13
Chairperson Maitre Philippe Knupfer

in China:

Swiss Chinese Chamber of Commerce Beijing
26/F West Tower, Hanwei Plaza

No. 7 Guanghua Road

Beijing 100004

Phone +86 10 6561 4254

E-mail info@swisschinacham.org
Website swisschinacham.org
President Dr. Urs Buchmann

Swiss Chinese Chamber of Commerce Shanghai
c/o Credit Suisse Financial Services, Shanghai
17/F South Tower

Shanghai Stock Exchange Bldg.

No. 528 Pu Dong Road (S)

Shanghai 200120

Phone +86-21-6881 8420

Fax +86-21-6681 8419
E-mail peter.a.marti@csfs.com

President Peter A. Marti
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World Expo 2010 in Shanghai

Aims and Aspirations of Shanghai

Introductory Remarks

In many respects Shanghai is an untypical Chinese city.
During the long course of Chinese history it was never
chosen as a capital though it had received township-rank
already in the 13th century. The proximity to the more
important city of Nanjing kept Shanghai from becoming
an important place itself. This changed in the mid-19th
century, among other things also due to the fact that the
city was opened to foreign commerce with the treaty of
Nanjing in 1842. The end of the Qing dynasty in 1911
finally brought an opening which assured sustained eco-
nomic development. The following description of the
city in 1928 by the foreign historian F. L. Hawks Pott in
his “A Short History of Shanghai” (p. 1) is an accurate
account of the development the city had gone through by
that time:

“Shanghai is a very cosmopolitan place, a meeting-
ground for people from all countries, a great and unique
city, one of the most remarkable in the world.”

In this rich countryside of Central China industrial-
ization created an important middle class. On the one
hand this class was proud of its Chinese origin, on the
other the strong Chinese identity and its accompanying
self-assertion allowed a spiritual opening towards non-
Chinese cultures quite rare in the rest of China. Beijing
being the political centre of the Middle Kingdom since
the 14th century and Guangzhou the port under pressure
from foreign political and cultural influence, Shanghai
seemed to present a natural equilibrium between Chine-
seness and openness towards the outside world. Shang-
hai’s confidence in its being Chinese and metropolitan at
the same time was strong enough to survive Western
colonialism. The economic opening of China and the fact
that the economic weight of the city allowed more and
more Shanghai leaders to the power centre in Beijing,
brought the final turnaround for the city on the Huangpu
river. Probably the most decisive factor, apart from the
new economic wealth, was the return of Hongkong to

mainland China. Many Shanghainese who had left their
mother-town at the end of the forties for financial and
political reasons, returned now to try their luck in a city
offering new economic possibilities.

“Bamboo Sprouts after a Spring Shower”

Shanghai’s development started therefore quite late,
compared to the economic development along the Chi-
nese coast. The change of hands in Hong Kong seems to
have brought the necessary dynamism and the credits for
an upsurge, which has not stopped since its outset in the
middle of the nineties. Within six years the face of the
city has completely changed. Like bamboo sprouts after
a spring shower, high-rise buildings shot out of the
ground. Shanghai’s TV tower and the Jin Mao Building
are already today the second and third highest buildings
in Asia. The plans to build the Global Finance Centre
were not shattered by the September 11 events. On com-
pletion, the tower will be the highest building in the
world.

Other constructions lead into the future, too. The Trans-
rapid, the maglev train developed by German industry,
will be built to link the new airport in Pudong with the
city centre. If successful, the line will be continued up to
Beijing, allowing a travelling time of around three hours,
compared to the sixteen hours by normal train at the mo-
ment. The plans to construct one of the biggest deep-sea
ports will also guarantee that the city will become one of
the world’s foremost financial and trading places.

Interesting are also the strong efforts to use culture as
a prime instrument for getting worldwide attention. Ob-
viously Shanghai does not only try to imitate New York
in dubbing its own city park “Century Park”, but also in
trying to build up an international scene for venues of
world-famous orchestras, theatre groups or ballet en-
sembles. Although prices can easily go up to US$ 150.-,
the tickets of this kind of events are regularly sold out
weeks before the event. The lack of a strong historic past
allows this city an astonishing openness towards other

—
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cultural currents, a characteristic for which the city was
known already in the twenties and thirties. In these cul-
tural efforts the aims and the aspirations of Shanghai are
felt most vividly.

Aim and Aspiration: to Become a World Metropolis

The way to a world metropolis may still be very arduous.
Especially when looking at farther aspirations like the
ones to become a top world finance and trade centre, the
opening of China will have to continue uninterruptedly.
What is even more important, it has to gain in depth. But
the clear signs of things under way cannot be overlooked.
There is a Shanghainese society developing, which
strongly resembles the initially mentioned quote by
Hawks Pott from the twenties. It is not Soviet Commu-
nism or fascism in Europe, the main reasons for a strong
foreign immigration to Shanghai in the twenties and thir-

—6—

ties, which are the root developments today. The main
reasons for Shanghai’s internationalization lie in the
globalization of world economy. Globalization guaran-
tees not only a steady influx of foreign direct invest-
ments, but more and more an accompanying influx of ex-
patriates of all walks of life as well. The growing wealth
of the town on the Huangpu has again reached surpris-
ing levels, the new middle class is clearly on an impres-
sive shopping spree — no longer only for refrigerators
and air-conditioners, but for apartments and cars as well.
According to banking circles around 10% of the popula-
tion of 15 million inhabitants would clearly fall under a
Western heading of a wealthy middle class today. The
ground for a further, solid growth of the city is therefore
prepared and the aspirations may well become reality in
a future not too far away.

by Dr. Hans Jakob Roth
Consul General of Switzerland, Shanghai

16th National Congress of the CPC

The 16th Congress of the Communist Party of China (8
to 14 November), chose Hu Jintao as its new general sec-
retary. The plenum also elected the new Political Bureau
of the CPC Central Committee and members of the Bu-
reau’s Standing Committee. The new Standing Commit-
tee comprises 9 members with Hu the only one who had
not retired from the previous one. The 24 new members
of the Politbureau and one alternate are mostly univer-
sity graduates, many of them engineers. One-third are
returning from the previous Politbureau. The new CPC
Central Committee is composed of 198 full and 158 al-
ternate members. Some 180 of them are new. More than
20% are under the age of 50. Several members of the
mainland’s business elite have been elected to the Cen-
tral Committee, including Zhang Ruimin, CEO of the
Haier Group, who is the first entrepreneur to join the
ranks of the ruling elite.

The congress approved an amendment to the Consti-
tution of the CPC with Jiang Zemin’s thought of “Three
Represents™ as the Party’s long-term guiding ideology,
on a par with Marxism-Leninism, Mao Zedong Thought
and Deng Xiaoping Theory. The “Three Represents”
thought calls for the CPC to represent the development
trend of China’s advanced social productive forces, the
orientation of China’s advanced culture, and the funda-
mental interests of the overwhelming majority of the peo-
ple of China.

In his report to the Congress, Jiang Zemin outlined
China’s agenda for economic development and reform in
the first two decades of this century. Efforts will be made
to quadruple the 2000 GDP by 2020. In accordance with
this target, China’s economy will at least maintain a
7.18% growth rate in the coming 20 years and GDP will
exceed CNY 35 trillion by the year 2020. China’s econ-
omy will surpass that of France in 2005, become the
world’s third in 2020 and its second largest in 2050. Key

—

economic targets and policies endorsed by the Party Con-
gress include:

Private sector: General improvement of business envi-
ronment including fair taxation, legal protection for pri-
vate property and deregulation of interest rates.

State enterprises: Government functions will stay sepa-
rate from enterprise management. Enterprises are en-
couraged to have multiple shareholders, though “con-
trolling shares in lifeline enterprises must be held by the
state.”

Investing abroad: State and private companies are en-
couraged to invest abroad “in order to increase exports
and form a number of strong multinational enterprises.”

Land policy: Farmers can sell their land-use rights to al-
low for economy of scale in agriculture.

Education: Senior secondary education will be made
“basically universal” and illiteracy eliminated. Non-gov-
ernmental players will be encouraged to run schools.

Legal reform: Courts and prosecutors should be allowed
to operate “independently and impartially according to
law”, and enforcement of judgments should be improved.

The sweeping changes in the CPC’s rank and file are just
the beginning of China’s transition from third to forth
generation leaders and will be followed by changes in the
top government positions in March of next year. Hu’s
promotion to Secretary General of the CPC cleared the
way to his election as President of the People’s Republic.
Vice Premier Wen Jiabao, who now holds the No. 3 po-
sition in the Politbureau, is expected to replace Premier
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Zhu Rongji. Li Peng is likely to be replaced as Chairman
of the National People’s Congress by Vice Premier Wu
Bangguo, who now is No. 2 in the Politbureau. For
months to come, there will be leadership changes on
provincial and local levels, in municipalities, state-
owned enterprises etc.

After much uncertainty and speculation, the results of
the 16th CPC Congress offer little surprise. It was the
People’s Republic first orderly transfer of authority, and
had been widely expected for years. In choosing Hu, the
party remained loyal to the wishes of Deng Xiaoping,
who had picked him as Jiang’s successor. Meanwhile,
Jiang Zemin’s re-election to head the party military com-
mission ensures he will retain strong influence. Hu, like
Jiang before him, may have to wait years to emerge from
his predecessor’s shadow. While this will ensure a level
of continuity which may be comforting not least to for-
eign investors, some observers point out the danger of

Hu Jintao

Hu Jintao, male, 59, Han nation-
ality, a native of Jixi, Anhui
Province, was born in December
1942. He joined the Communist
Party of China (CPC) in April
1964 and began to work in July
1965 after he graduated from the
Water Conservancy Engineering
] ﬁ Department of Tsinghua Univer-
sity, where he had a major in the
study of hub hydropower stations. He is an engineer. He is
now general secretary of the CPC Central Committee, vice-
chairman of the CPC Central Military Commission, vice-
president of the People’s Republic of China, vice-chairman
of the Central Military Commission of the People’s Repub-
lic of China and president of the Party School of the CPC
Central Committee.

1959-1964: Student at the Water Conservancy Engineering
Department of Tsinghua University.

1964-1965: Postgraduate and political instructor at the Wa-
ter Conservancy Engineering Department of Tsinghua Uni-
versity.

1965-1968: Participated in R&D at the Water Conservancy
Engineering Department of Tsinghua University and served
as political instructor before the start of the “cultural revo-
lution.”

1968-1969: Worked with the housing construction team of
Liujia Gorge Engineering Bureau, Ministry of Water Con-
servancy.

1969-1974: Technician and secretary of No. 813 Sub-Bu-
reau, Fourth Engineering Bureau, Ministry of Water Con-
servancy and deputy-secretary of the general Party branch
of the sub-bureau’s head office.

1974-1975: Secretary of the Gansu Provincial Construction
Committee (GPCC).

1975-1980: Deputy director of the design management di-
vision, GPCC.

1980-1982: Vice-chairman of GPCC and secretary of the
Gansu Provincial Committee of the Communist Youth
League (Sept.1982-Dec.1982).

1982-1984: Secretary of the Secretariat of the Central Com-
mittee of the Communist Youth League of China, chairman
of the All-China Youth Federation.

—6—

conflict and maneuvering within the Party. The targets
for economic growth set by the Congress are ambitious,
and some of the economic policies, in particular the ones
intended to strengthen the private sector, look almost
(counter-) revolutionary. However, the new leaders,
faced with daunting challenges such as chronic corrup-
tion, growing wealth gap, mounting unemployment and
the risk of financial meltdown, may find it difficult to
reproduce the growth rates of China’s economy in the
1980s and 1990s. The further reform and development
of China’s economy will remain a path along uncom-
fortable choices. It will continue under the new leader-
ship, but it will see setbacks, and nobody should expect
spectacular progress overnight.

Summary by Jiirg Lauber
Councillor and Head of the Economic Section
Embassy of Switzerland, Beijing

1984—-1985: First secretary, Secretariat of the Central Com-
mittee of the Communist Youth League of China.

1985-1988: Secretary of the Guizhou Provincial Party
Committee.

1988-1992: Secretary of the Party Committee of Tibet Au-
tonomous Region.

1992-1993: Member of the Standing Committee of the Po-
litical Bureau of the CPC Central Committee, and member
of the Secretariat of the CPC Central Committee.

1993-1998: Member of the Standing Committee of the Po-
litical Bureau of the CPC Central Committee, member of
the Secretariat of the CPC Central Committee, president of
the Party School of the CPC Central Committee.

1998-1999: Member of the Standing Committee of the Po-
litical Bureau of the CPC Central Committee, member of
the Secretariat of the CPC Central Committee, vice-presi-
dent of the People’s Republic of China, president of the Party
School of the CPC Central Committee.

1999-2002: Member of the Standing Committee of the Po-
litical Bureau of the CPC Central Committee, member of
the Secretariat of the CPC Central Committee, vice-chair-
man of the CPC Central Military Commission, vice-presi-
dent of the People’s Republic of China, vice-chairman of the
Central Military Commission of the People’s Republic of
China, president of the Party School of the CPC Central
Committee.

2002: General secretary of the CPC Central Committee,
vice-chairman of the CPC Central Military Commission,
vice-president of the People’s Republic of China, vice-chair-
man of the Central Military Commission of the People’s Re-
public of China, president of the Party School of the CPC
Central Committee.

He was an alternate member, member of the 12th CPC Cen-
tral Committee, member of the 13th, 14th and 15th CPC
Central Committees and is a member of the 16th CPC Cen-
tral Committee. He was a member of the Political Bureau
and its Standing Committee, and member of the Secretariat
of'the 14th and 15th CPC Central Committees and is a mem-
ber of the Political Bureau and of its Standing Committee,
and general secretary of the 16th CPC Central Committee.
He was made an additional vice-chairman of the CPC Cen-
tral Military Commission at the Fourth Plenary Session of
the 15th CPC Central Comimittee. He was a member of the
Standing Committee of the Sixth National Committee of the
Chinese People’s Political Consultative Conference (CP-
PCCQ). Source: Xinhua News Agency

—
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Wu Bangguo

Wu Bangguo, male, 61, Han na-
tionality, a native of Feidong
County, Anhui Province, was
born in July 1941. He joined the
Communist Party of China (CPC)
in April 1964 and began working
in September 1966. He graduated

as a major of electron tube of the
‘ ¢ Department of Radio Electronics

of Tsinghua University. He holds
the academic title of engineer. He serves as member of the
Standing Committee of the Political Bureau of the CPC
Central Committee, vice-premier of the State Council,
member of its Leading Party Member Group and secretary
of the Work Committee of Large Enterprises of the CPC
Central Committee.

Wen Jiabao

Wen Jiabao, male, 60, Han na-
tionality, a native of Tianjin, was
born in September 1942. He
joined the Communist Party of
China (CPC) in April 1965 and
began working in September
1967. He graduated with a major
of geological structure from the
Beijing Institute of Geology. He
undertook postgraduate study
and now is an engineer. He serves as member of the Stand-
ing Committee of the Political Bureau of the CPC Central
Committee, vice-premier of the State Council, member of
its Leading Party Member Group and secretary of the Finan-
cial Work Committee of the CPC Central Committee.

Jia Qinglin

Jia Qinglin, male, 62, Han na-
tionality, a native of Botou, Hebei
Province, was born in March
1940. He joined the Communist
Party of China (CPC) in Decem-
ber 1959 and began working in
October 1962. He graduated with
a major of electric motor and ap-
pliance design and manufacture
of the Department of Electric
Power of Hebei Engineering College. He holds the acade-
mic title of engineer. He serves as member of the Standing
Committee of the Political Bureau of the CPC Central Com-
mittee.

Zeng Qinghong

Zeng Qinghong, male, 63, Han
nationality, a native of Ji’an,
Jiangxi Province, was born in
July 1939. He joined the Com-
munist Party of China (CPC) in
April 1960 and began working in
July 1963, after graduating from
the Automatic Control Depart-
ment of the Beijing Institute of
Technology. He is an engineer. He
is now member of the Standing Committee of the Political
Bureau of the CPC Central Committee and member of the
Secretariat of the CPC Central Committee.

—
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Huang Ju

Huang Ju, male, 64, Han nation-
ality, a native of Jiashan, Zhejiang
Province, was born in September
1938. He began to work in May
1963 and joined the Communist
Party of China (CPC) in March

1966. He graduated from the De-
. partment of Electrical Machinery
l Engineering, Tsinghua Univer-

sity, where he had a major in elec-
trical machinery manufacturing. He is an engineer. He is
now member of the Standing Committee of the Political Bu-
reau of the CPC Central Committee.

Wu Guanzheng

Wu Guanzheng, male, 64, Han
nationality, a native of Yugan,
Jiangxi Province, was born in Au-
gust 1938. He joined the Com-
munist Party of China (CPC) in
March 1962 and began to work in
April 1968. He graduated with a
major in thermal measurement
and automatic control of the
Power Department, Tsinghua
University. He has a postgraduate background and is an en-
gineer. He is now member of the Standing Committee of the
Political Bureau of the CPC Central Committee, secretary
of the Central Commission for Discipline Inspection and
secretary of the Shandong Provincial Party Committee.

Li Changchun

Li Changchun, male, 58, Han na-
tionality, a native of Dalian,
Liaoning Province, was born in
February 1944. He joined the
Communist Party of China (CPC)
in September 1965 and began
working in September 1966. He
graduated from the section of the
Industrial Enterprise Automation
ofthe Department of Electric Ma-
chinery of Harbin Institute of Technology. He holds the aca-
demic title of engineer. He is now member of the Standing
Committee of the Political Bureau of the CPC Central Com-
mittee and secretary of the CPC Guangdong Provincial
Committee.

Luo Gan

Luo Gan, male, 67, Han national-
ity, a native of Ji’nan, Shandong
Province, was born in July 1935.
He joined the Communist Party
of China (CPC) in June 1960 and
began working in May 1962. He
graduated from the Machine
Casting Section of Freiburg Insti-
tute of Mining and Metallurgy in
the Democratic Republic of Ger-
many. He holds the academic title of senior engineer. He is
now a member of the Standing Committee of the Political
Bureau of the CPC Central Committee, state councilor,
member of the Leading Party Member Group of the State
Council and secretary of the Political and Legislative Affairs
Committee of the CPC Central Committee.
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The 16th Central Committee of the Communist Party of China

General Secretary of the Communist Party of China: Hu Jintao
Political Bureau of the Central Committee of the CPC

Members of the Standing Committee of the Political Bureau

Hu Jintao
Wu Bangguo Wen Jiabao Jia Qinglin
Huang Ju Wu Guanzheng Li Changchun

Members of the Political Bureau

Wang Lequan Wang Zhaoguo Hui Liangyu (Hui)
Liu Yunshan Li Changchun Wu Yi (female)
Wu Guanzheng Zhang Lichang Zhang Dejiang
Luo Gan Zhou Yongkang Hu Jintao

He Guogiang Jia Qinglin Guo Boxiong
Cao Gangchuan Zeng Qinghong Zeng Peiyan

Alternate Member of the Political Bureau

Wang Gang

Members of the Secretariat of the Central Committee

Zeng Qinghong Liu Yunshan Zhou Yongkang
Wang Gang Xu Caihou He Yong

Central Military Commission of the CPC

Chairman: Jiang Zemin

Vice Chairmen:

Hu Jintao Guo Boxiong Cao Gangchuan
Members:

Xu Caihou Liang Guanglie Liao Xilong

Central Commission for Discipline Inspection of the CPC

Secretary: Wu Guanzheng

Deputy Secretaries:

He Yong Xia Zanzhong Li Zhilun
Zhang Huixin Liu Fengyan

Zeng Qinghong
Luo Gan

Liu Qi

Wu Bangguo
Chen Liangyu
Yu Zhengsheng
Huang Ju

Wen Jiabao

He Guogiang

Li Jinai

Zhang Shutian Liu Xirong

Provincial Leaders

The 31 provincial committees of the Communist Party of China (CPC) had completed election by June
16, 2002. Following is a name list of the present provincial Party secretaries:

Anhui: Wang Taihua Beijing: Liu Qi

Fujian: Song Defu Gansu: Song Zhaosu
Guangxi: Cao Bochun Guizhou: Qian Yunlu
Hebei: Wang Xudong Heilongjiang: Xu Youfang
Hubei: Yu Zhengsheng Hunan: Yang Zhengwu
Jiangsu: Hui Liangyu Jiangxi: Meng Jianzhu
Liaoning: Wen Shizhen Ningxia: Chen Jianguo
Shaanxi: Li Jianguo Shandong: Wu Guanzheng
Shanxi: Tian Chengping Sichuan: Zhou Yongkang
Tibet: Guo Jinlong Xinjiang: Wang Lequan

Zhejiang: Zhang Dejiang

Chongqing: Huang Zhendong
Guangdong: Li Changchun
Hainan: Bai Keming

Henan: Chen Kuiyuan

Inner Mongolia: Chu Bo
Jilin: Wang Yunkun

Qinghai: Su Rong

Shanghai: Chen Liangyu
Tianjin: Zhang Lichang
Yunnan: Bai Enpei

Source: Xinhua News Agency
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Growth Rate Hits 8% in third Quarter

China’s GDP grew 8.1% in the third quarter. The perfor-
mance slightly exceeded expectations and meant that in
the first nine months of this year the economy grew 7.9%
year on year to US$ 866 billion. Even if growth slows
somewhat in the fourth quarter, it would exceed the 7.3%
recorded in 2001.

China’s total foreign trade volume was US$ 445.13 bil-
lion in January/September, up 18.3% over last year. Im-
ports stood at US$ 212.5 billion, up 17.1%, whilst ex-
ports reached US$ 232.5 billion, up 19.4%. The trade
surplus was USS$ 20 billion, 49.4% more than a year ago.
Foreign-invested factories accounted for about half of
China’s exports.

Actual foreign investment rose 22.6% to US$ 39.6 bil-
lion. Pledged FDI rose 38.4% to US$ 68.4 billion. During
the first nine months China approved 24.771 foreign-
funded projects, up 33.36 %. By the end of September,
China had approved 414.796 foreign-invested enterprises.
The contracted overseas investment reached US$ 813.66
billion, of which US$ 434.78 billion were actually realized.

Foreign reserves rose US$ 46.5 billion in the 9 months
to US$ 258.6 billion.

The consumer price index, which measures a basket of
goods and services from food to school fees, fell 0.8%.
Retail sales rose 8.7% to US$ 350.7 billion.

In the first nine months the country’s industrial out-
put grew 12.2% year on year to US$ 270.9 billion. Three
major industries, including electronics, communication
and transport equipment, accounted for 36.7% of the
output.

China’s tax revenues grew 11.8% to US$ 150.9 billion.
The government’s efforts to beef up tax collection con-
tributed to the growth.

China’s economic growth continues to be driven by
export-related industrial production, foreign investment
and government spending on fixed assets. A healthy
growth is crucial for China to continue creating jobs for
the growing number of workers being laid off from ail-
ing state-owned enterprises.

Summary by Paul Wyss

Swiss Exports to China up 9.8%

From January to September 2002, trade between
Switzerland and China was CHF 3.072 billion (+1.8%).
Imports from China to Switzerland stood at CHF 1.70
billion (down 5.0%), exports at CHF 1.371 billion (up
9.8%). The latter hints at a particularly strong month of
September for Swiss exports. Machinery again took the
lion share (63.0%) of total exports as it increased 8.7%
to CHF 864 million. Watches (up 111.2% to CHF 54.8
million) and jewelry (up 162.9% to CHF 5.3 million)
showed particularly strong growth. Plastics (up 27.4% to
CHF 33.6 million) and metals/metal products (up 31.9%

to CHF 28.9 million) performed well. Swiss exports to
Hong Kong increased 11.5% to CHF 3.398 billion dur-
ing the same period; imports from Hong Kong increased
25.1% to CHF 651 million. In total, Swiss exports to
China (incl. Hong Kong) went up 10.7% to CHF 4.769
billion, representing 4.68% of worldwide Swiss exports
during the period. Imports increased 2.7% to CHF 2.351
billion. Swiss exports to Taiwan decreased —14.6% to
CHF 863 million from January to September; imports
from Taiwan went down —29.2% to CHF 454 million.
Source: Embassy of Switzerland, Beijing

[NN]
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: | Bilateral Trade between Switzerland and China

O

% J(IIIU(II‘Y - September 2002 (in Mio. (HF) Export Export Export Import Import Import

o Goods Mio. CHF ~ +CHF%  Share Mio. CHE ~ +CHF%  Share

% Total selected 1.370,2 9,7 100,0 1.6924 -5,0 100,0

% Agricultural products 8,5 30,4 0,6 56,4 -37,8 3,3

% Energy carriers 0,1 —439 0,0 0,0 -90.,5 0,0
i

g Textiles, apparel, shoes 19,7 1,9 1,4 510,1 -11,7 30,1

; Paper, paper products, printed matter 6,4 48,3 0,5 6,2 -23,4 0,4

? Leather, rubber, plastics 242 100,3 1,8 103,0 -8.,5 6,1

=

§ Chemicals, pharmaceuticals 246,3 1,3 18,0 206,9 6,0 12,2

10 Construction materials, ceramics, glass 29 —49.5 0,2 16,8 6,8 1,0
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.l(llll.l(ll'y - September 2002 (i“ Mio. CHF) Export Export Export Import Import Import
Goods Mio. CHF £+ CHF% Share Mio. CHF £+ CHF% Share
Metals and metal products 62,3 35,3 4.5 78,6 0,0 4.6
— Iron and steel 1,0 -30,3 0,1 0,7 17,1 0,0
— Non-ferrous metals 8,6 169,4 0,6 6,9 -10,3 0,4
— Articles of metal 52,7 27,2 3,8 71,0 1,0 42
Machinery, apparatus, electronics 838,3 6,6 61,2 321,0 2,7 19,0
— Industrial machinery 637,5 0,5 46,5 37,8 -6,9 2,2
— Engines non-electrical 439 83,1 3,2 0,2 -87,5 0,0
— Construction machinery 4,1 290,3 0,3 0,0 -86,9 0,0
— Machinery engineering 589,5 -3,3 43,0 37,6 -3,5 2,2
— Pumps, compressors, fans, etc. 37,4 -14,4 2,7 5,1 4,8 0,3
— Process engineering, heating, cooling equip. 34,3 -13,1 2,5 5,0 28,9 0,3
— Lifting and handling equipment 17,3 -6,1 1,3 2,0 -25,7 0,1
— Machine-tools metalworking 92,3 -11,6 6,7 2,5 -38,0 0,1
— Machine-tools for mineral materials 6,4 71,1 0,5 1,2 870,5 0,1
— Plastics-, Rubber machinery 41,2 -9,2 3,0 0,0 -48,9 0,0
— Machine-tools for wood, cork, etc. 8,6 249.,0 0,6 2,0 127,0 0,1
— Other machinery 69,9 -3,5 5,1 2,1 20,4 0,1
— Hand held tools 3,0 -17,1 0,2 6,2 -6,3 0,4
— Welding machines 20,2 43,8 1,5 1,0 -23.4 0,1
— Printing and paper machinery 73,7 -5,1 5,4 1,1 45,2 0,1
— Textile machines 164,2 9,6 12,0 0,9 -10,2 0,1
— Food processing equipment 10,0 —49.4 0,7 4.9 66,9 0,3
— Filtering and purifying machines 4,7 -13,2 0,3 0,4 -9,1 0,0
— Packaging and filling machines 6,3 -30.4 0,5 3,4 -45.0 0,2
— Agricultural machines 2,3 -19.8 0,2 0,1 352,1 0,0
— Household appliances 2,9 —47.,5 0,2 122,2 42 7,2
— Entertainment electronics 2,6 472 0,2 79,8 -0,3 4.7
— Household machines 0,3 —49,5 0,0 42,4 13,9 2,5
— Office machines, Computers 4,6 -60,8 0,3 53,1 10,5 3,1
— Electrical machinery and electronics 190,7 45,3 13,9 107,7 0,9 6,4
— Power generation, electric motors 23,8 88,3 1,7 31,0 -20,5 1,8
— Telecommunications 14,4 —46,5 1,1 18,5 21,0 1,1
— Electric and electronic articles 152,5 66,3 11,1 58,2 11,1 34
— Defence equipment 0,2 39,9 0,0 0,1 - 0,0
Vehicles 2,6 —83,2 0,2 16,5 -21,9 1,0
— Road-vehicles 1,7 702,7 0,1 14,3 -24,1 0,8
— Transport of persons 0,3 215,8 0,0 10,1 -30,5 0,6
— Transport of goods 0,0 -100,0 0,0 0,0 - 0,0
— Special purpose vehicles 0,8 - 0,1 1,6 19,1 0,1
— Spare parts 0,7 - 0,1 2,6 -11,7 0,2
— Railway vehicles 0,8 -94.5 0,1 1,2 45,9 0,1
— Aircraft and spacecraft 0,1 -90,2 0,0 0,4 -4.4 0,0
— Vessels 0,0 - 0,0 0,6 -43.3 0,0
Precision instruments 90,0 22,0 6,6 54,4 10,2 32
— Optical instruments, photo 11,2 5,0 0,8 37,7 18,2 2,2
— Surveying instruments 29 282,1 0,2 2,7 -243 0,2
— Medical instruments and appliances 24,5 42,5 1,8 2,3 60,8 0,1
— Mechanical measuring, testing, control equip. 51,4 13,9 3,8 11,7 -6,0 0,7
Watches 54,8 111,2 4,0 132,5 -2,6 7,8
Other goods 14,1 38,4 1,0 190,0 3,1 11,2

—

Source: Swissmem
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Recent Foreign Investments / Joint Ventures

USA

ANHEUSER-BUSCH world’s largest brewery, and
Tsingtao Brewery, China’s largest, signed an agree-
ment for a possible tie-up. Terms of the partnership are
still being finalized. China is the world’s second largest
beer market after the United States, with a yearly con-
sumption of 220 million hectolitres and an annual
growth of 6%. Tsingtao now holds 11% of the Chinese
market.

PEPSICO is withdrawing from its joint venture with
Sichuan Yunli. PepsiCo is taking its long-running battle
with Sichuan Yunli and their joint venture Sichuan Pepsi
to an international arbitration panel in Stockholm to end
the partnership set up in 1994 and seek damages for
breach of contract. Pepsi has 14 bottling plants and 40
joint ventures in China.

7-ELEVEN, Dallas-based huge chain-store operator,
plans to open 500 stores in Beijing within five years.The
company has chosen 7-Eleven Japan and Taiwan Uni-
President Enterprise for its expansion to Beijing. A Chi-
nese partner will be chosen to form a joint venture with
the two companies to operate the Beijing stores. 7-Eleven
currently operates 100 stores in Guangdong province.

HEINZ, U.S. food giant, acquired three state-owned
foodstuffs manufacturers out of which it will create
Heinz-Melwelyuan (Guangzhou) Food Company . Heinz
sold US$ 50 million worth of products in China in 2001.

TRICON GLOBAL RESTAURANT INC. an-
nounced it has opened more than 700 Kentucky Fried
Chicken (KFC) chain stores in more than 150 Chinese
cities. KFC will also offer jobs for students in their spare
time to help them earn money to complete their studies.
KFC also committed to spending RMB 38 million in the
next decade to help poverty stricken Chinese students.

WAL-MART CHINA CO LTD opened its largest
ever chain store in Kunming. The retailer had invested a
total of US$ 18 million in Kunming since it entered the
city three years ago, it was announced at the opening of
the new supermarket Wal-Mart also signed a joint ven-
ture agreement with CITIC to open new stores in Shang-
hai and elsewhere on the booming east coast.

CIGNA CORPORATION has been given permission
by the China Insurance Regulatory Commission to es-
tablish a joint venture life insurance company in China.
It has chosen a company affiliated to the China Merchants
Group as its partner and Shenzhen as the location for the
joint venture which will focus on life insurance, accident
insurance and supplementary medical insurance.

DUPONT has gone into a joint venture with China’s
largest meat manufacturer, the Shineway Group, to pro-
duce soy protein. The new company with an investment
of US$ 60.5 million is named DuPont Shineway Luohe

—

Protein Co Ltd. Its is expected to generate US$ 240 mil-
lion of sales annually.

HONG KONG

CITIC PACIFIC, Beijing-backed Hong Kong con-
glomerate, is considering taking up to a 25% stake in Air
China, the mainland’s international carrier. The group
currently has a 26% stake in Hong Kong’s flag carrier
Cathay Pacific Airways and a 29% stake in Hong Kong’s
second airline Dragonair.

HSBC became the second foreign bank after Hong
Kong’s Bank of East Asia to receive a licence to begin
online banking in China. The licence, granted by the Peo-
ple’s Bank of China, permits HSBC customers on the
mainland to perform online transfers to local and foreign
banks and open term deposits.

HSBC agreed to pay US$ 600 million for a 10% stake
in Ping An Insurance, expanding the banking group’s
presence in China. Ping An has more than 20 million pol-
icyholders and is China’s second largest life insurer, with
a market share of 29% and an annual life premium in-
come of US$ 4.8 billion.

TAIWAN

CHINA AIRLINES won approval to invest US$ 47
million in China Cargo, which is 70% owned by Shang-
hai-based China Eastern Airlines. The plan brings to-
gether two companies controlled by governments that re-
main deeply divided politically, an illustration of the
increasing corporate ties across the Taiwan Strait.

TAIWAN SEMICONDUCTOR MANUFACTUR-
ING CO (TSMC) started construction of a US$ 1 bil-
lion chip plant under an agreement with Songjiang In-
dustrial Park near Shanghai. However, TSMC must await
approval by the Taiwanese government before making
any payments.

PROMOS TECHNOLOGIES & POWERCHIP
SEMICONDUCTOR will seek to build semiconductor
plants in China if they meet government qualifications.
Four Taiwanese firms are now eyeing China for chip in-
vestment, yet with only 3 slots available, a restriction
stipulated by the Taiwan government.

KOREA

HYUNDAIMOTOR received approval to open its first
factory in China in a joint venture with Beijing Automo-
tive Industry Holding. South Korea’s largest carmaker
plans to invest US$ 1.1 billion in the plant over the next 8
years, bringing production to 500.000 cars a year by 2010.

(continued on page 14)
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INDONESIA

PERTAMINA, state-owned oil and gas company, to-
gether with BP of the UK, signed a US$ 8.5 billion, 25-
year contract with China National Offshore Oil Corp.
(CNOOQC) to supply liquefied gas from a remote field in
Indonesia to a terminal on the Fujian coast.

JAPAN

TOKYO STOCK EXCHANGE and the Shanghai
Stock Exchange are in talks to form an alliance that could
eventually pave the way for companies from both coun-
tries to list on each other’s markets. Once the two sides
have agreed to form an alliance, approval must be ob-
tained from the China Securities and Regulatory Com-
mission, China’s main financial regulator.

TOKYO-MITSUBISHI BANK signed an agreement
with China Development Bank to expand its Chinese
business. The bank will introduce Japanese corporate
clients to the Chinese bank, which will offer them loans.

TOSHIBA recently reached an agreement with Dalian
Locomotive Works to set up a joint venture in the city to
manufacture, sell and repair railroad locomotives. The
joint venture will start operation in April 2003. It will be
Toshiba’s first railroad locomotive manufacturing base
outside Japan.

TOSHIBA is also planning to make and sell home ap-
pliances such as refrigerators and washing machines in
China. Local production will, however, only start after
foreign makers are allowed to operate without a local

Dr. Siegrist Consulting
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partner. Refrigerator demand was estimated at 11 million
in 2001 and washing machine demand at 14 million.

NISSAN MOTOR and Dongfeng, the third largest
Chinese vehicle producer, will realize the biggest foreign
investment in a state-run company since China’s entry
into WTO. Nissan will pay 1.06 billion EURO for a 50%
stake in a new company called Dongfeng Motor into
which all the car and commercial vehicle assets of
Dongfeng Automobile Co. will be injected. The joint
venture will initially concentrate on building Dongfeng
brands before launching Nissan-branded cars after a year
or so.

BRAZIL

EMBRAER, Brazilian aircraft manufacturer, and
China Aviation Industry Corp. (AVIC) will start a joint
venture in Harbin which is expected to produce 50-seat
aircraft. Details of the deal will be announced at the No-
vember Airshow China in Zhuhai. Experts estimate that
China will demand some 583 regional jets with 50to 110
seats and a range of 600 kilometres in the coming two
decades.

CANADA

SCOTIABANK and the International Finance Corp.
signed a memorandum of agreement in Xian, under
which the two sides will make an equity investment in
Xian City Commercial Bank. Scotiabank and IFC will
respectively purchase 23.5% and 12.4 % stakes in the
Xian Bank within three to five years.

your competent partner for China
assists you in

e Assessment of intended activities in China
¢ Establishing representative office or company

e Technology transfer
¢ Drafting contracts

¢ Negotiations in China and Europe
e Monitoring your activities in China

e Handling legal problems

your consultant

Dr. iur. Harald O. Siegrist

formerly General Counsel of international Swiss high-tech company
Member of Swiss-Chinese Chamber of Commerce

Member of LES Switzerland

Rosenstrasse 19, 8700 Kiisnacht, Switzerland
Tel. +411911 0766 Fax +4119103038
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SOUTH AFRICA

SASOL, South African fuel company, is in talks with
the Chinese government over a multi-billion-dollar plan
to turn Central Asia’s vast coal reserves into petrol and
other liquid fuels. Investment in the coal-to-petrol pro-
ject would be between US$ 2 billion and 4 billion.

GREAT BRITAIN

CALLAHER, UK tobacco company, has clinched a
deal with China National Tobacco Corporation and the
State Tobacco Monopoly Administration for a joint pro-
ject under which a Callaher brand will be made and dis-
tributed in China. The company’s brands include Ben-
son & Hedges and Silk Cut. China has about 350
million smokers consuming 1.700 billion cigarettes
every year.

STANDARD LIFE has become the latest western life
insurer to be granted a licence to operate in China. The Ed-
inburgh-based group has been authorised to create a 50:50
joint venture in Tianjin with a population of nearly 10 mil-
lion, offering great potential to build its presence in China.

GERMANY

METRO, the world’s fifth biggest retailer, is planning
to spend US$600 million on at least 40 stores in China
over the coming three to five years, adding to the exist-
ing 15 stores.

AIRBUS CONSORTIUM expects China to buy the
555-seat Airbus A380 for the 2008 summer Olympic
Games. The consortium supplied its first plane to China in
1985 and demand has increased steadily since then. Airbus
has increased its market share in China, including Hong
Kong and Macao, from 13% in 1995 to 28% more recently.

FRANCE

PSA PEUGEOT CITROEN and its partner Dong-
feng Motor Co. have set a 2003 sales target of 100.000
units for their joint venture Dongfeng Citroen Automo-
bile Co. The company sold 48.000 vehicles during the
first seven months of this year, an increase of 34% over
last year. Four-fifths of the company’s sales between Jan-
uary and July were to private consumers.

ITALY

BENETTON opened a 3000-square-meter mega store
in Shanghai’s Huaihai Road, selling a wide range of the
company’s brands.

HOLLAND

MAKRO, leading Dutch retailer, has received gov-
ernment approval for its joint venture to open 20 stores

—6—

in China before 2010. In addition to the two existing
stores, Makro would open three stores in north-east
China next year.

ROYAL DUTCH/SHELL and its joint venture part-
ner, China National Offshore Oil Corporation (CNOOC)
will proceed with a US$ 4.3 billion petrochemicals com-
plex in Nanhai, Guangdong province, the largest foreign
investment project on the mainland. Shell will have a
50% share, while CNOOC holds 45% and Guangdong
Investment and Development Company 5%. Shell will
become the leading foreign investor in the Chinese petro-
chemicals market when the plant opens in 2005.

SWEDEN

SKANDIA INSURANCE COMPANY hopes to be
in the first group of foreign insurance companies to win
approval to start business in Beijing. In July Skandia
signed an agreement with the Beijing state-owned Assets
Management Corp. Ltd. to start a joint venture life-in-
surance business in Beijing. China will give more for-
eign insurers approval to sell policies in more areas, in
keeping with its WTO commitments.

DENMARK

A.P. MOLLER GROUP linked up with Shanghai
port authorities to create China’s first foreign-funded
container terminal management company. The joint ven-
ture, called Shanghai Hudong Container Terminal Man-
agement Co. Ltd. will manage the container wharf of
Waigaoqiao Port, at the mount of the Yangtze River. The
Chinese side is holding 51% and Moller 49%.

SWITZERLAND

UBS signed a memorandum of understanding with
Guotai Asset Management, which will allow UBS to ex-
plore a possible acquisition of an equity interest in the
mainland partner. According to rules effective from July
1, foreign firms can enter China’s fund market by taking
up to 33% in a new or existing fund management com-
pany, rising to 49% after three years.

CHRIST LTD, one of the world’s leading suppliers of
advanced water treatment systems, is to expand its pres-
ence in China by providing more customized products and
services. Christ Water Technology (Shanghai) Ltd. opened
in the Zhangjiang High Tech-Park in September. Estab-
lished in 1939, Christ earlier this year became a member
of the Austrian Best Water Technology Group (BWT).

OMEGA takes first place with 13.7% of the total Chi-
nese watch market value. While Chinese watches still
dominate the market in terms of numbers, the Swiss
products clearly dominate in terms of value. Omega is
followed by Rado (9.3%), Longines (5.34%), Rolex
(3.9%), Titoni (3.8%), Tissot (2.9%).

Summary by Paul Wyss

—
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In Brief

— China’s 2001 annual output of washing machines
reached nearly 15 million, ranking first in the world.
Along with the activation of the rural market and the
development of western China, there will be more room
for the growth of washing-machine manufacturing.

— China will launch its fourth unmanned space capsule
this year, taking the country closer to sending a human
into orbit. The capsule will be technically identical to
a craft capable of carrying a crew. State media say
China plans to launch a human into orbit within three
years.

— The Ministry of Construction has issued a blue-print
under which it wants all cities to establish waste water
treatment facilities that process 45% of sewage by
2005 and 60% by 2010.

— The Beijing government is seeking nearly 300 senior
foreign managerial and technical professionals for
jobs in state-owned enterprises in various areas, in-
cluding pharmaceuticals, electronics and international
trade.

— China launched a renewed crackdown on the growing
problem of capital flight, ordering mainland compa-
nies that sell shares or other assets overseas to repatri-
ate the proceeds within 30 days of the sale.

— Chinese customs authorities are offering rewards for
valid tip-offs in a crackdown against domestic and for-
eign companies involved in customs fraud, an abuse
that has hit tariff income. The incidence of customs
fraud has increased sharply since China entered the
WTO, resulting in a 3.9% decline of tariff income.

— Seven China appliance makers settled an anti-dump-
ing dispute with the European Union, allowing them
to sell television sets to the 370 million EU residents
without tariffs for the first time in 15 years. The seven
makers no longer have to pay the 44.6% import duty.

— Almost three out of ten Chinese adults have high blood
pressure, one of the highest rates in the world, a recent
study has shown. The researchers found that both the
prevalence rate and the absolute number of hyperten-
sive patients had increased rapidly compared with pre-
vious studies. Major causes of this development were
an unhealthy diet, including a high intake of salt, sugar
and high-calorie food, smoking and alcohol.

— China plans to admit a handful of prominent entrepre-
neurs into the central committee of the Communist
Party, the boldest proposal yet in Beijing’s initiative to
change the fundamental nature of the ruling party. A
few captains of state-owned companies and banks have
been members in the past, but the idea of admitting pri-
vate wealthy businessmen into the higher levels of the
party is ground-breaking.

—
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— China’s current output of electric home appliances ac-

counts for 20% of the world’s total, taking the follow-
ing shares in the global market: washing machines
25%, microwave ovens 51%, air conditioners 60%.
From January to June 2002 the total export value of
electric home appliances was US$ 4.44 billion, an in-
crease of 28.09% over 2001.

Since the Industrial Standard Organization (ISO) in-
troduced its Management Standards in China in the
1990’s, as many as 80.000 enterprises have obtained
international accreditation. 92 agencies are authorized
to issue accreditation.

Shanghai will set up representative offices in Germany
and in the United States to attract specialists for the
city’s development drive. Success would see the re-
cruitment network being expanded to France, Japan,
Canada and Australia next year. It is the first time that
a Chinese city will have set up offices in foreign coun-
tries to attract well-trained staff.

China had 2.21 million private companies by the end
of June this year. The figure included 1.4 million in ur-
ban areas and 814.000 in rural areas, together em-
ploying 29.3 million people. The companies had a
combined registered capital of US$ 253.5 billion.

China is expected to become a powerhouse of diamond
demand in coming years. Some experts forecast
growth of 20 to 25% a year over the next decade. China
has become the second biggest polishing centre after
India. 1990 sales were US$ 140 million, and 2000 sales
US$ 610 million. In 2002 domestic sales could top
USS$ 1 billion.

China is the biggest source of foreign students in the
world, with a total of 460.000 in 103 countries, spend-
ing an estimated US$ 1 billion a year. Education has
become a big money-earner for foreign schools and
colleges that actively recruit in the mainland.

China has a migrant population of more than 120 mil-
lion. Of'the total, 36% have floated between provinces,
with 16.4% migrating out of Sichuan province, 10.2%
out of Anhui province and 10.2% out of Hunan
province. Meanwhile, 35.5% floated into Guangdong
province, 8.7% into Zhejiang province, 7.4% into
Shanghai and 5.8% into Beijing. Of the total, 27%
moved out of urban areas, while 73% left rural areas.

Car finance companies are to be allowed on the main-
land for the first time. Foreign, as well as Chinese
firms, with no less than 8 billion Yuan in total assets
will be able to apply to set up ventures offering car
loans, which will spur sales in one of the fastest-grow-
ing markets in the world. China’s passenger car mar-
ket is expected to grow as much as 25% annually be-
tween 2000 and 2005.
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Our logistics set many goods on
the right path.

Natural Ltd., International Freight Forwarding

and Logistics. www.natural-transport.ch

— Residents of Beijing, Shanghai and Guangzhou are ex-
pected to achieve access to European Union countries
next year. Although Germany was appointed a tourist
destination last year, travel agencies still cannot orga-
nize tour groups to this European country because of
restrictive policies related to the 1985 Schengen
Agreement and the 1990 Schengen Convention. The
number of Chinese citizens travelling abroad is pre-
dicted to reach 100 million by 2020, making it the
fourth largest overseas tourism market in the world.

Beijing began construction of its first science park for
environmental protection technologies in Zhongguan-
cun, the well-known “Silicon Valley of China.” Ac-
cording to the State Environment Protection Adminis-
tration, the current level of environmental protection
industries in China is comparable to that of advanced
countries in the 1980s. The park will focus on recy-
cling and the production of highly advanced environ-
ment-friendly technologies.

Since end of October, Pudong International Airport
handles all international flights to and from Shanghai,
including Hong Kong and Macau ones, and some do-
mestic flights. The second phase of Pudong Airport,
including a 3’800-meter runway and Terminal 2, will
start construction next year.

For example, when we organise
the precise distribution of car
spares for the whole of Switzer-
land. Natural transports everything
and anything around the globe. By
air, by sea and by land. We also
offer high-calibre logistics and a
comprehensive range of services.
So why not call in at any one of our
13 branch offices in Switzerland,
one of our 8 offices abroad or our
head office in Basel. Alternatively,
look us up on the Internet — we'll
be pleased to advise you.

m— =}

We always deliver

— In a bid to jump-start China’s fledgling software tech-

nology, Shanghai universities are cooperating with for-
eign universities and international corporations to de-
velop know-how in the industry. Fudan University and
Ireland’s University College Dublin (UCD) signed a
memorandum to jointly run a software school at Fu-
dan. The school plans to offer a joint Fudan-UCD
Computer Science degree. The total investment in the
school will be US$ 60 million. The Shanghai Educa-
tion Commission also announced the central govern-
ment’s plans for similar projects at 35 other universi-
ties nation-wide. China has the largest pools of
engineers in Asia with over 400,000 and the largest
market in Asia. China aims to double its share of world
software market from 1.2 Per cent to 3 per cent by
2005, according to Chen Chong, head of China Soft-
ware Industry Association.

The Chinese government plans to invite foreign in-
vestors to bid for tenders for seven infrastructure pro-
jects for the 2008 Olympic Games. Beijing is planning
some 261 projects, including 12 Olympic field stadi-
ums, an Olympic park, and a cultural and sports cen-
ter. The projects require total investments of US$ 20.7
billion.

Summary by Paul Wyss

—
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Hong Kong Economy Grows 3.3%

The Government released the Third Quarter Economic
Report 2002 end of November, together with the prelim-
inary figure on Gross Domestic Product for the third
quarter of 2002.

The Government Economist, Mr K'Y Tang, described the
economic situation in the third quarter of 2002 and pro-
vided updated GDP and price forecasts for the year.

Main Points

* The Hong Kong economy, after turning around to a
modest growth in the second quarter, picked up visi-
bly further in the third quarter of 2002. The growth im-
petus continued to come from the external sector. On
ayear-on-year comparison, GDP accelerated to a 3.3%
growth in real terms in the third quarter of 2002, from
a 0.8% growth in the second quarter (latter revised up
from the 0.5% growth put out earlier). On a seasonally
adjusted quarter-to-quarter comparison, GDP rose for
the third quarter in a row, by 2.5% in real terms in the
third quarter of 2002, following a 0.7% increase in the
second quarter (latter also revised up from the 0.4%
rise put out earlier).

*

Externally, exports of goods continued to benefit from
sustained strong demand in the mainland of China (the
Mainland), generally increased import intake in the re-
gion, and a further gain in external price competitive-
ness from the earlier weakening in the US dollar. In the
third quarter of 2002, total exports of goods surged by
11.4% in real terms over a year earlier, the first dou-
ble-digit growth recorded since the fourth quarter of
2000. Exports of services performed even better, upon
an extensive surge in inbound tourism, offshore trade
and transportation services. In the third quarter of
2002, there was a 14.1% leap in real terms over a year
earlier.

*

The domestic sector, whilst still weak, also showed
some relative improvement in overall terms. Con-
sumer spending had a lesser year-on-year decline of
1.5% in real terms in the third quarter of 2002. Yet in-
vestment spending remained sluggish, falling by 5.0%
in real terms in the third quarter of 2002 over a year
earlier, as reduced intake of machinery, equipment and
computer software outweighed the modest increase in
overall building and construction output. There was a
more visible build-up in inventories in the third quar-
ter, along with the pick-up in overall economic activ-

ity.

*

In tandem with the pick-up in overall economic activ-
ity, labour market conditions improved lately. Having
risen for four consecutive quarters, the seasonally ad-
justed unemployment rate fell back, from 7.7% in the
second quarter to 7.4% in the third quarter of 2002
(and further to 7.2% in the three months ending Octo-
ber). The underemployment rate stood at 2.9% in these

—

two quarters (though edging slightly higher to 3.0% in
the three months ending October).

In view of a better economic performance shown up in
the third quarter, a strong momentum in external trade
possibly extending to the rest of the year, as well as a
distinctly lower base of comparison towards the end of
last year, the forecast growth rate in real terms of GDP
for 2002 is raised to 2%, up from the forecast ofa 1.5%
growth in the August update.

Exports of both goods and services for the rest of the
year should continue to be buoyed by vibrant regional
demand, particularly demand in the Mainland. Also
rendering impetus to Hong Kong’s exports in the near
term is improved external price competitiveness from
the earlier weakening in the US dollar.

Locally, steadier employment conditions should ren-
der some support to consumer spending. Also, with
lower interest cost and the pick-up in overall economic
activity, investment spending should be able to show
some relative improvement.

Yet there are still caveats on both the external and do-
mestic fronts. Externally, a relapse in the US economy,
if to come about, would have ramifications on global
economic recovery, with inevitable spill-over effects
on the Hong Kong economy. On this, the latest cut in
US interest rates, coupled with continued US fiscal ex-
pansion, should render the desired support. Plausible
military action on Iraq remains a current uncertainty,
and the bouts of terrorist activities in recent times have
again hit sentiment. Domestically, there is concern that
the on-going adjustment to economic restructuring
and continuing downward pressure on prices may keep
holding back demand.

On the price front, local prices should remain subdued
in the near term, in face of renewed moderation in
wages and rentals. Import prices are likely to stay soft,
amidst persistent deflation in the major supplier
economies and generally mild global demand, though
with some impact from the earlier weakening in the US
dollar possibly filtering through. Recognising a 3.1%
year-on-year decline in the Composite CPI in the first
ten months 0f 2002, its forecast rate of change for 2002
as a whole is revised slightly downward to —3%, from
—2.8% in the August update. As to the GDP deflator,
with the decline so far this year also larger than earlier
expected, its forecast rate of change in 2002 is trimmed
down to —2.5%, from —2% in the August update.
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Bilateral Trade between Switzerland and Hong Kong
Junuury - September 2002 (i“ Mio. CHF) Export Export Export Import Import Import
Goods Mio. CHF £+ CHF% Share Mio. CHF  + CHF% Share
Total selected 2.233,1 54 100,0 4547 -0,3 100,0
Agricultural products 20,1 -6,5 0,9 1,6 —40,3 0,3
Energy carriers 0,1 -96,3 0,0 0,0 — 0,0
Textiles, apparel, shoes 74,8 18,5 33 52,9 1,1 11,6
Paper, paper products, printed matter 14,6 73,7 0,7 1,1 47,2 0,3
Leather, rubber, plastics 38,1 -6,3 1,7 3,7 -7,4 0,8
Chemicals, pharmaceuticals 313,1 2,3 14,0 6,3 56,8 1,4
Construction materials, ceramics, glass 10,1 -20,4 0,5 0,9 -0,7 0,2
Machinery, apparatus, electronics 261,7 49 11,7 47,7 21,2 10,5
— Industrial machinery 122,6 -11,1 5,5 1,4 -8,0 0,3
— Engines non-electrical 2,5 16,2 0,1 0,1 —43.7 0,0
— Construction machinery 0,2 120,8 0,0 0,1 - 0,0
— Machinery engineering 120,0 -11,6 5,4 1,1 -10,0 0,2
— Agricultural machines 0,0 44,4 0,0 0,0 - 0,0
— Household appliances 2,7 21,2 0,1 6,0 13,6 1,3
— Entertainment electronics 1,7 -32,0 0,1 5,7 20,0 1,3
— Household machines 0,9 10,5 0,0 0,3 47,2 0,1
— Office machines, Computers 17,7 122,2 0,8 13,3 -36,3 2,9
— Electrical machinery and electronics 118,6 -5,6 5,3 27,0 -17,9 5,9
— Power generation, electric motors 9,9 -10,6 0,4 1,8 -54,0 0,4
— Telecommunications 28,5 -19,6 1,3 5,8 33,8 1,3
— Electric and electronic articles 80,3 1,4 3,6 19,4 -21,3 43
— Defence equipment 0,0 -54,4 0,0 0,0 397,9 0,0
Vehicles 0,2 -86,0 0,0 0,2 —49,2 0,0
— Road-vehicles 0,2 —84,6 0,0 0,2 -54,0 0,0
— transport of persons 0,1 -15,9 0,0 0,1 -69,2 0,0
— transport of goods 0,0 - 0,0 0,0 - 0,0
— Special purpose vehicles 0,0 -99.,4 0,0 0,0 - 0,0
— Spare parts 0,1 24,8 0,0 0,1 100,4 0,0
— Railway vehicles 0,0 -93,3 0,0 0,0 - 0,0
— Aircraft and spacecraft 0,0 -953 0,0 0,1 -30,8 0,0
— Vessels 0,0 - 0,0 0,0 - 0,0
Precision instruments 54,1 -1,8 24 9,0 254 2,0
— Optical instruments, photo 18,5 -9,0 0,8 6,7 -39,7 1,5
— Surveying instruments 3,2 30,9 0,1 0,1 56,5 0,0
— Medical instruments and appliances 13,8 14,3 0,6 0,3 -7,6 0,1
— Mechanical measuring, testing, control equip. 18,7 -8,1 0,8 1,9 231,4 0,4
Watches 1.115,0 1,1 49,9 191,0 -22.3 42,0
Other goods 296,0 73,9 13,3 132,7 112,1 29,2

Source: Swissmem
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Shanghai Consumers as Trend Setters

Consumerism in Shanghai

Many signs show that Shanghai develops rapidly into the
key trend setter in Chinese consumer tastes. This is not
only visible through the mushrooming of life-style mag-
azines in the city, concentrating mainly on housing, fur-
niture, fashion, cars and watches. Clear developments
are distinguishable in all facets of personal consumption,
starting with expensive restaurants as well as private
wine and cigar bars, where introductory member pack-
ages easily reach US$ 5000.— and where the happy few
can enjoy the luxury of a bigger personal space than in a
packed road-side restaurant. But the food industry in
general is profiting from the upward trends, where im-
ports or local products by international brands are gain-
ing ground very rapidly.

Consumption of leisure goods or beauty products is in-
creasing notably, too. Numerous new and trendy shops
appear daily in Nanjing Lu and Huaihai Lu, the two most
prestigious shopping streets in Shanghai which both have
a length of several kilometres. Equally important, how-
ever, is the disappearance of shops that are not able to
survive the rather tough Chinese competition. Overseas
travel by Chinese groups usually peak during the national
holidays of Mai and October. Travel for purely touristic
reasons is still limited to South-East Asian, Australia,
New Zealand and Canada, but Germany was added to the
list this year and the EU is in discussion with the Chinese
authorities to expand the privilege to the whole of her ter-
ritory.

The recognition of Shanghai as an emerging centre of
consumerism is also coming from the international trend
setters in the fashion and accessories business. More and
more firms are relocating their offices to the city on the
Huangpu river, the Swatch group being one of the most
recent companies to move their regional headquarters
from Hong Kong to Shanghai. Omega just opened two
new flagship stores in Shanghai, one in Xujiahui, the
most expensive commercial district in the city at the mo-
ment, the other in Huaihai Lu — and distributed Swiss
chocolate at the 50th anniversary celebration of its Con-
stellation models. The recent Food and Hotel Exhibition,
where osec participated with some Swiss firms, clearly
gained a more representative and higher priced image,
too, with local and foreign brands participating. Coffee
and coffee machines in particular are an interesting fea-
ture, documenting an internationalisation of consumer
tastes in Shanghai and on the Chinese mainland in gen-
eral. The popping up of Starbuck Cafés everywhere in
the country present a serious inroad into the tea-drinking
habits of older Chinese generations.

Quality Consciousness

These developments do not really surprise. According to
Chinese banking circles around 10% of Shanghainese
people have a bank account showing a balance of over a
million RMB, corresponding to roughly US$ 125°000.—.

—

Atthe same time sellers are well aware that Shanghainese
people are careful about money. When they buy, they buy
premium goods and are ready to pay for a gain in qual-
ity.

Quality consciousness may be the key to many con-
sumer trends in Shanghai, and not the snob appeal in-
herent in the high class product segments. Reliance on
high quality may well be the key factor for the success
of the French retailer Carrefour whose high profits have
given concern to the Shanghai Municipality. The guar-
antee of quality in vegetables without pesticide residues,
in meat without hormones or in food in general which
has not been tainted, is an element of considerable im-
portance in a country where abuses of agrochemicals in
vegetable and fruit production and of pharmaceuticals in
animal feed is rampant and where food poisoning still
happens too often. The Shanghai government has
strongly committed itself to control the situation, but the
size of the problem is such that a satisfying situation still
lies far away.

It may very well be the quality consciousness of the
population that could lead, in the longer term also, to a
solution of the intellectual property issue in certain fields
as well. Here too, the government had to become active
with a very strong hand due to fake pharmaceutical prod-
ucts, not yielding the promised results or even putting the
health of Chinese customers at risk. The rampant copy-
ing of international brands may lead the wealthier con-
sumer to purchase the real thing, being proud of it and
being sure of the quality guaranteed by imports or by
quality guarantees of foreign firms producing and oper-
ating in China.

These quality issues are felt everywhere. Even the car
producer VW switched its strategy to production of top-
quality models completely comparable to its models pro-
duced in Germany. At the same time the car maker is
building up a high-class service network in order to guar-
antee a satisfying after sales service. Gone are the days
when China was happy with old production lines from
Europe, when the outdated models were still shiny com-
pared to the old Mercedes copy produced here under the
“Shanghai” brand in the seventies. The consumer starts
to decide on the fate of companies and brands, and she
or he decides clearly on a quality and cost basis — at least
in Shanghai and the surrounding provinces.

Challenges to Foreign Companies

This has some very important consequences for Western
companies. First of all, the fact that the customer is ready
to pay relatively high prices for outstanding quality, has
also led to a very demanding customer. He — and cer-
tainly she — pays the price, but the quality must corre-
spond. The knowledge of the consumer in the big coastal
cities in China today is very often international and well
developed. A Shanghai customer has no problem in dis-
tinguishing between gold and platinum or between dif-
ferent levels of chocolate qualities, and the middle class
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knows the difference between a Longines bought in the
market place for twenty US dollars and the same model
bought in the new flagship store in Huaihai Lu for a dif-
ferent amount.

The quality must be guaranteed by an expatriate pres-
ence, too, especially in the consumer business. Generally
speaking, quality control in itself must still be done by
expatriate employees. But even if quality control is no
longer a problem, the person of last resort in a customer
relationship should be a foreigner in order to document
the quality of the brand and the product. The foreigner
can generally not be a Chinese person from Hong Kong,
Taiwan or Singapore either. The problems of intra-Chi-
nese relations are still very important and may even have
grown with the opening of the economy and the ensuing
stronger competitive patterns. It must be an ethnically
“neutral” person guaranteeing the quality of the foreign
producer — but a person mastering Chinese behaviour
patterns very well.

Fairs and Exhibitions: Chances for Foreign
Companies

The outlook for consumer products, from café to Cognac
XO, from cars to cosmetics, as well as for products in re-
lation to these consumer items, remains excellent in the
Yangtse region for the months to come. The sale of pri-
vate cars has soared 40% in China compared to the same
period last year, the threshold of US$ 5000.— per capital
of GDP will very likely be reached in Shanghai by the
year 2003. Any fair or exhibition in relation to finished
consumer goods or to intermediate or related products
presents an excellent occasion for Swiss companies to
get a first hand picture of modern developments in the
region. Shanghai and its surrounding provinces are on
the best way to become the trend setter for China as a
whole, replacing Hong Kong in its leading role.

The Consul General of Switzerland
Hans Jakob Roth

Shanghai Becomes
Tourist Destination

The Oriental Pearl TV Tower, Shanghai Science and
Technology Museum, Jinmao Plaza and Shiji (Century)
Boulevard all add to the splendor of Shanghai’s Pudong
New District that has drawn visitors from around the
world. Latest statistics show that Pudong received 7.34
million visitors in the first half of this year, including
180,000 from overseas, 62 and 48 percent more than the
same period last year, respectively.

The income from tourism topped 1.5 billion yuan (180
million USdollars), a rise of 29 percent on a yearly ba-
sis. The occupancy rate of over 60 luxury hotels reached
72 percent on average, 9.4 percent higher than same pe-
riod last year. The growing occupancy rate was the result
of'a 15 percent rise in the number of guest rooms in the
area in the January-June period.

—6—

T — LINK Group Switzerland

__ T - LINK Headoffices

@ +41(0)55-4106566 g +41(0)
Homepage:

>4 Kirchstrasse 42 / CH — 8807 Freienbach

55—-410 54 58
www.t-link.ch

,0n site handling” support
= Support for Letter of credit business

established 1990

B +41(0)1- 8220032 [ +41(0)

__ T—-LINK MANAGEMENT LTD

= Industrial freight forwarding and logistics

= Worldwide project transportation (base — base)
=> Plant-Dismanteling/Packaging/Moving

= International Exhibition Transportation incl.

= Cross-Trade-Transportation (also from/to China)

Worldwide Transportation Engineering,

>4 P.O. Box 166 / CH — 8800 Duebendorf 1

1-82200 82

(=1 e-mail: management@t-link.ch

= Packaging of every kind
= Container stuffing and lashing

= Packaging material trading
= Wood Certificate (plant quarantine)

= Warehousing

The efficient export packaging
established 1990

B +41(0)1- 8506777 £ +41(0)

__T-LINK TRANSPO-PACK LTD

= Corrosion protection, also with CORTEC®-VCI

= Own Carpenter Shop (for wooden cases)

company,

4 Industriestrasse 139 / CH — 8155 Niederhasli

1-850 69 00

=1 e-mail: transpo-pack@t-link.ch

= Training of sales staff (stand person
= Coordination of booth-construction (

established 2001

< Ueberlandstrasse 107 / CH — 8600
@ +41 (0)1 - 80166 55 g +41 (0)
[=1 e-mail:

_ T -LINK FAIR-MANAGEMENT AG

= Agency for Fairs, Exhibitions and Events

nel)
Pavilions)

International Marketing and Exhibition experts

Duebendorf 1
1-80166 59
fair@t-link.ch

HANGHAI

BULLETIN 3/02 SWISS-CHINESE CHAMBER OF COMMERCE

\S}
—_



01-48 Umbr 302

SHANGHAI

BULLETIN 3/02 SWISS-CHINESE CHAMBER OF COMMERCE

N
[\8}

.12.2002 13:15 Uhr Seite 22

Ashley W. Esarey, a visitor from New York, cited
Pudong as a window through which an outsider can wit-
ness tremendous changes taking place in Shanghai, say-
ing the stylish Lujiazui banking and trade zone that are
matchable with Manhattan in New York. The Oriental
Pearl TV Tower in Lujiazui area has attracted 13.5mil-
lion visitors since it opened to visitors six years ago.

The booming conference and exhibition industry is
also one of the major factors behind the rapid growth of
Pudong’s tourism industry. Many conference and exhi-
bition venues now constitute part of the tourist trail. Sta-
tistics show the Pudong new area hosted 407 interna-
tional and regional conferences in the first six months of

New Premises of the

—6—

the year, a 53percent jump. The conferences accommo-
dated a total of 72,000 people, a rise of 125 percent over
the same 2001 period. Moreover, Pudong last year hosted
102 international conferences and 21 large exhibitions,
attracting 12.1 million visitors from both at home and
abroad, and bringing to Pudong over 2.5 billion yuan (3
billion US dollars) in tourism income.

The tourist industry has accelerated the development
of the hotel and catering businesses in Pudong, which is
dotted with more than 60 luxury hotels, including seven
four-star and seven five-star hotels, and over 2,700
restaurants.

Source: Xinhuanet

Consulate General in Shanghai

In June 2002 the Consulate General of Switzerland in
Shanghai was moved to its new location in Xian Xia Lu
319, some three hundred metres from the old location.
Commissioned by the Federal Office of Construction
and Logistics and developed by a German internal de-
signer working for iAction, an Australian company, the
interior design of the new Consulate General is out-
standing and presents an open and welcoming Switzer-
land. The warm colours of our national emblem are taken
up in the upholstery of the waiting room, creating a warm
atmosphere in the reception area.

But the creative ideas did not stop in the customer area
of the Consulate, lying on the 22nd floor of a high-rise
building in Honggiao district. The ceilings were not
closed to gain some height and create more an artistic
working environment than an administrative place.

Wooden elements and coloured glass panels take up the
elements in the entrance and dampen the technical as-
pects of the open ceiling. A nice canteen overlooks part
ofthe Shanghai City from the 22nd floor. Spacious work-
ing places and an independent air conditioning and heat-
ing system assure ideal working conditions. Furthermore
the planning left enough room for considerable expan-
sion of the work force and the Consulate.

The design of the new Consulate General is made for
this fast developing city, allowing our official represen-
tation the best possible presentation of Switzerland in the
coming metropolis of the 21st century. The fact that the
Consulate is a photographic topic in many life-style mag-
azines of the city proves, that Switzerland is, for once,
fully in the trend of developments.

Consulate General of Switzerland

Entry hall with visa
counter of the new
Consulate.
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Shanghai Becomes China’s Leading Exhibitor

The seven-day National Day holiday could be named a
housing exhibition festival for the people of Shanghai, as
China’s largest metropolis has planned to hold over 10
housing exhibitions during the vacation. On the exhibi-
tion list was the first show of villas in the city and apart-
ment buildings, which would draw group after group of
local residents who are in urgent need to buy new flats
since their existing ones would be pulled down to give
way to new roads or lawns scheduled by city planners.

The latest statistics available show that Shanghai has
given 5.5 exhibits per week in 2002, making it one of the
busiest exhibition cities around the country. Shanghai
has held a total of 144 exhibitions during the January-
June period this year, including expos of Asian informa-
tion technology, international furniture, construction
materials, and cartoons.

Messe Frankfurt, the third exhibition giant in the
world, set up its branch in Shanghai in April. Before that,
two other exhibition firms based in Hanover of Germany
and Milan of Italy have already established their own
branches in Shanghai.

Shanghai’s new international exhibition center went
into operation last year, extending total display space of
the municipality to 150,000 square meters and facilitat-
ing hosting big international exhibitions.

Shanghai now has five exhibition centers and more
than 100 companies engaged in the exhibition business,
which are manned with over 4,000 employees. The five
exhibition centers had held a total of 595 exhibitions
from January 2000 to July this year, with an annual
growth rate ofover 20 percent.

Shanghai, with one of the fastest growing economies
in China, has maintained a double-digit economic
growth rate for 10 consecutive years. Nearly 300 firms
of the world’s Top 500 have opened offices or branches
in Shanghai. Shanghai’s exhibition business would sky-
rocket against this backdrop, said experts. Exhibition
benefits aviation, tourism, commerce, catering service,
and hotel business. Authentic statistics indicate that the
international exhibition industry boasts a profit rate of
more than 25 percent. Chen Xianjin, general manager of
Shanghai Exhibition Center, acknowledged that every
1,000 sq m of the exhibition space mean almost 100 job
opportunities.

Shanghai could become a super world-class exhibition
center, especially in view of the World Expo taking place
in this vibrant city in 2010.

Source: People’s Daily

Setting International Standards

How Established Western Trade Fairs Stimulate
the Fair Location China

In times of economical stability figures like these already
are extraordinary — but in the presently bad state of the
world’s economy they almost seem utopian: In 2001 the
gross domestic product of China increased 7.6 per cent
and in the first half of 2002 the growth climbed up to an-
other 7.8 per cent. The People’s Republic of China is the
fastest growing economy in Asia and is likely to become
the world’s biggest economy until 2020.

This is an amazing potential for a country, whose gross
domestic product used to be half of the Russian GDP in
the late 80s. Many foreign companies have already
recognised the signs of times: According to the United
Nations Conference for Trade and Development
(Unctad) China will have acquired almost 50 billion US
Dollar in foreign direct investment until the end 0f 2002.
With that the People’s Republic receives almost 80 per
cent of Asia’s FDI and leads the world even before the
UsS.

No matter if big car manufacturers like BMW or Toy-
ota, chemical companies like Bayer and BASF, electron-
ics giants like NEC and Toshiba, computer specialists
like Microsoft and IBM — no American, European or
Southeast Asian company can afford to delay their com-
mitments on the future market China. Especially for the

European and the Americans it is important show pres-
ence in the heart of Asia: The latest in 2012 the People’s
Republic together with the ASEAN countries will form
the world’s biggest free trade zone. Who missed to break
into this market until then will have a hard time to regain
lost time.

West Goes East — the Chinese Fair Location

But the booming Chinese market not only opens up new
vistas for the big companies: There are medium-term op-
portunities even for small and medium-sized companies.
To watch the market from afar might be enough for a
start, but who seriously plans their expansion to China,
needs to go directly to the spot. A first step for a com-
mitment abroad might be the participation at regional
fairs. As visitor or exhibitor one can closely observe the
market, evaluate own opportunities, or introduce a prod-
uct to the market.

Especially fairs based on an exhibition concept that
was approved over years offer great advantages and pro-
vides a framework for their attendees according to the ac-
customed standards. The fair location China has still a
lot to catch up considering venues, stand construction,
and technical matters — but western fair organizers offer
a lot of support. For instance in Shanghai, the fair orga-

—
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nizers Messe Muenchen, Messe Hannover and Messe
Duesseldorf have invested extensively and realized in a
joint venture with the Shanghai Pudong Land Develop-
ment (Holding) Corporation the Shanghai New Interna-
tional Expo Center (SNIEC). In the first phase almost
100 million US Dollar were invested; in November 2001
the first five halls with 55,000 square meter exhibition
space were officially opened. In terms of construction
and with its facilities the SNIEC not only corresponds
with the international exhibition standards; after the
completion of its 17 halls plus open air space it will be
the biggest and most modern exhibition center in Asia.
Atpresent, China experiences rapid changes, but when
it comes to organize trade fairs, the Chinese trade fairs
still depend on the long experience of foreign partners.
Especially exhibitors from Europe and America trust in
trade fair concepts and fair organizers they already know.

For Instance Electronics Trade Fairs

The example of the electronics trade fairs of the Munich
Trade Fairs shows how much fair attendees profit from
the cooperation of western and Chinese fair organizers.
Based on the successful concept of the international key
trade fair for components and assemblies in electronics
electronica as well as for electronics production Produc-
tronica in Munich, the German trade fair has established
regional key fairs for the Chinese market. Matched to the
local market requirements, electronicAsia in Hong Kong
has been the most successful fair for electronics compo-
nents in Asia since 1997; electronicChina had its pre-
miere in Shanghai in 2002 and was very successful with
its product range electronics components and assemblies
and electronics production. The success of these trade
fairs in China and their growing importance for Asia is
based on the experience and the know-how of the world’s
biggest organizer of electronics trade fairs from Munich.
Another reason is also the cooperation with local part-
ners — the Hong Kong Trade Development Council for
Hong Kong and the CIEC China International Exhibi-
tion Corporation for Shanghai —and national industry as-
sociations as well as public authorities.

But to establish China as an international, competitive
trade location the organizers also depend on a represen-
tative exhibitors’ participation. To acquire western com-

—

"R The new exhibition center in Shanghai
(Photo: ImagineChina)

panies as exhibitors the fairs profit from the good repu-
tation of already established events — like the German
electronica — and their confidence in western trade or-
ganizers — for example Munich Trade Fairs. Companies
without profound experience in Asia lose their fear of en-
tering the new market, as they not only receive support
when preparing for the expansion to Far East; they also
profit from a contact partner before, during and after the
event, who they experienced as a reliable partner in the
past and with whom they are familiar in terms of lan-
guage and culture.

In the Chinese region, no matter if Mainland China or
the special administration zone Hong Kong, a lot of suc-
cessful events are staged — from consumer fairs to highly
specialized trade fairs. The most successful have well-
known names, which have been established before the
economical opening of the People’s Republic; hosted by
experienced trade organizers at international trade loca-
tions they have gained the trust of exhibitors and visitors.
The regional satellites of these trade fairs in China profit
from the international reputation and attract companies
and attendees from all over the world — and smooth the
way for the future of the trade location China.

Contact in Switzerland for all events of Munich Trade
Fairs International in PR China:

INTERMESS DORGELOH AG, Zurich
Phone +41 (0) 43 244 89 10

Fax +41 (0) 43 244 89 19

E-mail: intermess@doergeloh.ch

For further news about Messe Muenchen visit:
http.://mmi.presseagentur.com

The trade fairs of Munich Trade Fairs
in China in 2003:

electronicChina, Shanghai, March 12—14, 2003
Auto Shanghai, April 21-27, 2003

Bakery China, Shanghai, May 1416, 2003
Luxury China, Shanghai, September 18-21, 2003
electronicAsia, Hong Kong, October 13—-16, 2003
B+D Shanghai, Shanghai, October 28-31, 2003
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MESSE MUNCHEN
INTERNATIONAL

///electronicChina 2003

International Trade Fair for Components, Assemblies, Electronics
Production and Photonic Technologies with PCIM China.

In conjunction with SEM ICON China
March 12-14, Shanghai (Pudong)

Hot phase of growth

It got off to a brilliant start and has outstanding prospects — in
2002 electronic China immediately established itself as the
most important platform for China's new electronics industry.
It is unigue because it gives visitors such a comprehensive
look at the industry's entire value-added chain, from electro-
nic components to production technology and services. And
market potential is growing: Southeast Asia is the leading
market for electronic components in 2002. All signs indicate
expansion in other segments, as well. Be a part of it!
electronicChina 2003 & SEMICON China — your gateway
to the largest growth market in the world

www.global-electronics.net

INTERMESS DORGELOH AG, CH-8001 Zirich, Phone ++41 (0) 43 244 89 10, intermess@doergeloh.ch

4 4 cHINA 4

*In China the dragon is a symbol of wealth, good luck and divine protection. It is considered friendly and wise.
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Interview with Swiss Business Hub China

Mpyr. Liithi: When did the Swiss Business Hub China
open and where is it located?

Mr. Liithi: The Swiss Business Hub China opened its
doors on March 18 of this year in Beijing in the presence
of Osec’s CEO, Mr. Balz Hosly. During a lunch with the
Swiss Chinese Chamber of Commerce he met with the
Swiss business community and outlined hereby his vi-
sion of Osec Business Network Switzerland and how the
Swiss Business Hubs fit into it. In the evening, Mr. Do-
minique Dreyer, Ambassador of Switzerland to the Peo-
ple’s Republic of China, hosted a buffet dinner, during
which the Beijing Hub was officially declared open.
Credit Suisse generously supported the opening festivi-
ties.

The Ambassador’s reception was attended by Swiss
and Chinese dignitaries especially from the business
community. Mr. Urs Buchmann, President of the Swiss-
Chinese Chamber of Commerce and Mr. Wan Jifei, Vice-
Chairman, China Council for the Promotion of Interna-
tional Trade, were present.

Mr. Hosly also attended the opening of the Swiss
Business Hub’s branch in Shanghai at the office of the
Swiss Consulate General. There again Mr. Hosly met
the local Swiss business community as he attended the
Annual general assembly meeting of the Shanghai
Chapter of the Swiss-Chinese Chamber of Commerce.
In addition to that, my deputy in Shanghai, Mrs. Freda
Wang with the great support of our Consul General, Mr.
Hans Jakob Roth, organised very interesting meetings,
with local decision-takers. We met Mr. Wu Chenglin,
Chairman of the local CCPIT and Mr. Tang Qingfu,
Deputy Director of the local MOFTEC, to name but a
few.

Howis the work between the Hub in Beijing and Shang-
hai and the Commercial section of the Embassy in
Beijing organised?

Mr. Liithi: In contrast to the pre-Hub period where the
work was clearly divided along the boarders of the con-
sular district, also geographically oriented, we now try to

—

employ and deploy the talents along the network-princi-
ple. Of course, we cannot completely ignore where an in-
dustry, a business is located or an activity takes place so
geography still is a remaining issue when organising the
tasks. Therefore the focus of our activities is centred on
Shanghai and Beijing, where Swiss businesses in China
are concentrated. This situation will not change in the
foreseeable future. We also try to achieve a distribution
of'the workload between Beijing and Shanghai. [ am very
impressed about how successful the Swiss Business Hub
China has become in the very short time since its open-
ing. The success we enjoy is great but confirms the fears.
I had from the beginning that the Swiss Business Hub
China would be somehow understaffed. The situation is
particularly difficult in Shanghai and the problem should
be ad-dressed soon.

The tasks between the commercial and economic sec-
tion of the Embassy and the Hub are divided in a very
pragmatic way. Limited resources call for such an ap-
proach. Whereas the economic section focuses on the
macro-economic and legal issues, promotes Switzerland
to potential investors, liases with the SCCC and is in
charge of the Sino Swiss Partnership Fund SSPF, the
Swiss Business Hub concentrates on the operational as-
pects of doing business in China. Being so close is an ad-
vantage as information is shared very openly and freely.
Instead of addressing individual people in the network,
it is always better to forward any requests generally to the
SBH, the Embassy or the Consulate General as such. We
can assure that any request will reach the competent per-
son without delays. Besides we have very close relations
with the Swiss Chinese Chamber of Commerce in Bei-
jing and Shanghai and support each other whenever suit-
able and practical.

What are the main goals and services of the Swiss Busi-
ness Hub China?

Mr. Liithi: The Swiss Business Hub China overall is de-
signed to offer specific services to small and medium-
sized enterprises from Switzerland and Liechtenstein in
order to strengthen and develop their business relations
with Chinese partners. The hub will thus help fostering
business relations between Swiss/Liechtenstein and
Chinese companies in the years to come. More specifi-
cally, the Swiss Business Hub China offers market and
product analysis, search of distributors, representatives
and import partners, individual consulting and coaching
of SMEs, reports on presentations and trade fairs in var-
ious Chinese cities, information about the Chinese mar-
kets via the central information-platform of Osec Busi-
ness Network Switzerland (see: www.osec.ch) as well as
information on the Swiss economy for Chinese compa-
nies and media. The new network philosophy and the
“one stop shop”-principle allow fast, intensive and high-
standing consulting services.

Basic information is free of charge, whereas for indi-
vidual consulting of companies some fees will be
charged.
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Can you tell us some examples on how the hub con-
cretely helps to foster these business relations?

Mr. Liithi: One share of our work is to maintain close
contacts to the Chinese professional and industry organ-
isations, such as CCPIT, China National Textile Industry
Council, China Machine Tool & Tool Builders’ Associa-
tion, or MOFTEC. Networking is not limited to the na-
tional level but includes provincial and municipality
level and interest groups too. Aiming to keep intensive
contact with the Chinese media is another priority of the
Swiss Business Hub China.

Together with Osec Business Network Switzerland
we organised a first Swiss participation at the Food and
Hotel China FHC from September 3 to 6 in Shanghai.
Although the first Swiss participation at this show was
still small, we are optimist to strengthen the interest in
Switzerland for future participation. Traditionally the
Swiss textile machine industry attended in a great num-
bers the bi-annual China International Textile Machine
Exhibition CITME. From October 15 to 19, more than
20 Swiss companies participated in the Swiss Pavilion
organised jointly by Swissmem, Osec Business Net-
work Switzerland and the Swiss Business Hub China.
At the same time representatives of the Swiss railway
industry participated at the ChinaRail 2002 in Shang-
hai. There, Swiss participation was managed by Swis-
srail and the Swiss Business Hub supported in organis-
ing the event.

Upcoming are the so-called company consulting days
organised for the third time this year by Osec Business
Network Switzerland. Mrs. Cong Ming, will represent
our Hub in Switzerland. It is an excellent opportunity for
Swiss businesses to discuss with experts from Osec and
the Hub individually the China market.

—6—

In 2003 Switzerland will participate in the China In-
ternational Machine Tool Show in Beijing (April),
Shanghaitex (June) and Food and Hotel China (Septem-
ber).

How do you see the opportunities to work together more
closely with the Swiss-Chinese Chamber of Commerce
in the near future?

Mr. Liithi: T believe the level of co-operation we have
achieved already is good, even very good with both
SCCC branches in China but also with the SCCC in
Switzerland. How we can even improve our co-operation
more will be subject to a joint analysis of our current ac-
tivities, tasks and services we are providing. Again, [ am
very pragmatic and in favour of pulling together our
scarce resources for the benefit of the whole Swiss busi-
ness community. That means we have to see how we can
concentrate on what organisation can do better than the
other. In any case it must be the aim to avoid double track
and unnecessary waste of resources.

The Swiss Business Hub China is very well positioned
to cover specific and individual information needs on the
Swiss and Chinese business environment, for example
custom tariffs, rules and regulations, tracing and check-
ing suppliers, manufacturers, trade shows etc.

The strength of the Chamber is in public relations and
lobbying both in China and Switzerland. The function of
keeping the Swiss business community together in China
and at home is very important.

Interview with Mr. Erwin Liithi,
Head of the Swiss Business Hub China
(Erwin.Luethi@bei.rep.admin.ch)

Mittelstand stdrker fordern

Gesprdch mit dem Botschafter der VR China in der Bun-
desrepublik Deutschland, Ma Canrong, aus Anlass des
diesjihrigen 30-Jahr-Jubildums der Aufnahme diploma-
tischer Beziehungen zwischen der Bundesrepublik
Deutschland und der VR China.

CC: Herr Botschafter, wenn Sie auf die vergangenen
30 Jahre zuriickblicken: Was zeichnet die Wirtschafis-
beziehungen gwischen Deutschland und China beson-
ders aus?

Ma Canrong: In den vergangenen 30 Jahren hat sich eine
Entwicklung vom Kleinen zum Groflen vollzogen. Das
wird besonders bei den wirtschaftlichen Beziehungen
deutlich. So ist das Handelsvolumen nach unseren Stati-
stiken seit Aufnahme diplomatischer Beziehungen um
das 90fache auf 23,5 Milliarden US-Dollar gestiegen.
Damit ist Deutschland unser wichtigster Handelspartner
in Europa.

Das Besondere ist aber, dass sich die Kooperation
heute nicht mehr nur auf den Handel beschrénkt: Sie ist
umfassend und reicht von der finanziellen Zusammen-
arbeit bis zur Kooperation im Umweltschutz und in der
Hightechproduktion. Das gemeinsame Hochtechnolo-
gie-Forum im vergangenen Jahr in Peking hat dabei eine
neue Etappe eingeleitet.

Auch bei Direktinvestitionen in China ist Deutschland
heute fithrend in Europa. Zwar liegt es dem Volumen
nach noch hinter Grof3britannien auf Rang zwei, doch ist
das Tempo des Zuwachses inzwischen deutlich hoher als
bei den britischen Direktinvestitionen.

Ein Beispiel fiir das Besondere der Beziehungen ist
auch die erst kiirzlich getroffene Tourismusverein-
barung, die erste mit einem Land der Europiischen
Union. Waren Sie bisher nur gewohnt, viele Japaner,
Koreaner oder Taiwaner in deutschen Stddten anzutref-
fen, werden es jetzt auch mehr chinesische Touristen
sein.

—
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Ma Canrong, Botschafter der Volksrepublik China in der Bundesrepublik Deutschland und Mitglied des Re-

daktionsbeirates von ChinaContact, im Gesprdch mit Chefredakteur Peter Tichauer.

CC: Jubilien sind auch Anlass, in die Zukunft zu
schauen: Wo sehen Sie neue Moglichkeiten fiir die In-
tensivierung der Zusammenarbeit?

Ma Canrong: Deutschland ist ein hoch entwickeltes In-
dustrieland, China das weltweit grofite Entwicklungs-
land. Fiir den gewaltigen wirtschaftlichen Aufbau brau-
chen wir Kapital, Technologie, Erfahrungen. China ist
ein grofer Markt mit gut ausgebildeten Menschen und
reich an Rohstoffen. Das ist eine gute Grundlage fiir den
Ausbau der Kooperation, von der nicht nur China profi-
tieren wird.

Neue Perspektiven der Zusammenarbeit sehe ich ge-
rade in den Bereichen, die fiir uns in den kommenden
Jahren Prioritdt haben, wie die Entwicklung und Pro-
duktion von Hightecherzeugnissen, die im internationa-
len Wettbewerb bestehen konnen, oder Umweltschutz
und Abfallwirtschaft. Und ich denke, dass beide Lander
noch mehr tun konnen, um dem Mittelstand den Weg
nach China zu 6ffnen. Denn auch bei uns gewinnen
kleine und mittlere Unternehmen zunehmend an Bedeu-
tung fiir die Volkswirtschaft. SchlieBlich bietet das West-
china-Programm neue Moglichkeiten flir die Zusam-
menarbeit.

CC: Die Bedingungen fiir Investitionen im Westen
Chinas sind jedoch noch sehr schwierig.

Ma Canrong: Das stimmt. Die Voraussetzungen dafiir
miissen wir schaffen. Aber im Westen gibt es sehr reiche
Ressourcen, die Arbeitskréfte sind billiger als im Osten.
Das sind Besonderheiten, die langfristig genutzt werden
miissen. Wenn Unternehmen im Westen Chinas einen
Partner finden und ein perspektivreiches Projekt haben,
lohnt es sich, dort zu investieren.

—

CC: Wie haben sich nach dem Beitritt Chinas zur WTO
die Bedingungen fiir die Kooperation gedindert?

Ma Canrong: Der Markt wird liberaler. Davon profitie-
ren die Unternehmen. Gleichzeitig sehen sich nicht nur
deutsche Firmen einem schirfer werdenden Wettbewerb
in China gegeniiber. Darauf miissen sie Antworten fin-
den.

CC: Wir werden in Zukunft sicherlich auch mehr In-
vestoren aus China in Deutschland sehen.

Ma Canrong: Ja. Aber noch ist das Volumen chinesischer
Investitionen im Ausland gering: Es sind insgesamt nur
6.200 Engagements in 160 Landern. In Deutschland ha-
ben seit 1980 300 Unternehmen Niederlassungen ge-
griindet.

CC:Vorwelchen Problemen stehen chinesische Firmen
hier vor allem?

Ma Canrong: Sie miissen sich genauso wie deutsche Un-
ternehmen in China mit den hiesigen Bedingungen und
dem kulturellen Umfeld vertraut machen. Das Steuer-
recht ist sehr kompliziert, es gibt Schwierigkeiten mit
den technischen Normen. Vor allem aber dauert die Vi-
saerteilung zu lange und es ist nicht einfach, eine Ar-
beitserlaubnis in Deutschland zu erhalten. Ich hoffe, dass
unsere Regierungen hier gemeinsam Ldsungen finden
konnen — im Interesse von Unternehmen wie Haier oder
Changhong, die durchaus ein Potenzial fiir mehr Enga-
gement in Deutschland haben.

Das Gesprdch fiihrte Peter Tichauer
Chefredakteur Wirtschafismagazin ChinaContact




01-48 Umbr 302

19.12.2002 13:16 Uhr Seite 29

—6—

Herausgegeben von F.A.Z.-Institut, ChinaContact, manager
magazin und Rodl & Partner. 3., aktualisierte und ergdnzte
Auflage, Oktober 2002. Ein Sammelordner mit 6 Einzel-
bénden, insges. 360 Seiten, DIN A4, CHF 177,00.

Rechtzeitige Absendung an OWC-Verlag, Regenskamp 18, 48157 Miinster, genligt.

Hiermit bestelle ich:

Exemplar/e Sammelordner

Wirtschaftshandbuch China a CHF 177,00
Folgende Einzelbande zu je CHF 45,00

[0 Band1 0 Band2
Band 4 0 Bands

[OBand 3
[OBand 6

O
[J CD-ROM Standortfiihrer China a CHF 144,00
O

Paketangebot Wirtschaftshandbuch China

+ CD-ROM Standortfiihrer China a CHF 291,00

10% Rabatt.

Name Vorname

Firma Abteilung

StraRe

PLZ Ort

Eine robuste Binnenkonjunktur, zusatzliche Impulse durch
den WTO-Beitritt: Mit dem Wirtschaftshandbuch China
erhalten Sie ausfiihrliche Informationen zum Markteintritt
und zur Geschaftstatigkeit in einer der groBten Wachstums-
regionen der Welt.

Aus dem Inhalt:

HW Band1: Politik, Wirtschaft, Infrastruktur

B Band2: Standortfihrer

B Band3s: Markteinstieg durch Handel, Vertrieb
und Investitionen

B Bandg4: Arbeitsrecht, Personal, gewerblicher
Rechtsschutz, Immobilien

B Bands: Steuerrecht, Rechnungswesen, Finanzierung

B Band6: Forderung fiir deutsche Unternehmen

Paketangebot: Beziehen Sie das , Wirtschaftshandbuch
China“ und die CD-ROM ,,Standortfiihrer China 2002“,
herausgegeben von ChinaContact, zum giinstigen Paketpreis

Y

von CHF 291,00 (gegeniiber CHF 320,00 A '
£ ey

im Einzelverkauf)! Die CD-ROM enthalt

einen Vergleich der einzelnen ] .5_.- ; '
Wirtschaftszonen. Datenaufbau: . *
Kontaktanschriften, Produktionsvolumina, i - Lol

Produktionsschwerpunkte, geographische Lage,
Infrastruktur, auslandische Investoren.

Widerrufsrecht: Die Bestellung kann innerhalb von zwei Wochen ab Erhalt der Ware ohne Begriindung in Textform oder durch Riicksendung der Ware widerrufen werden.

[0 Bitte senden Sie mir kostenlos und unverbindlich Infos zu
lhren China- und Asienpublikationen.

Widerrufsrecht: Die Bestellung kann innerhalb von zwei
Wochen ab Erhalt der Ware ohne Begriindung in Textform
oder durch Riicksendung der Ware widerrufen werden.
Rechtzeitige Absendung an OWC-Verlag, Regenskamp 18,
48157 Miinster, geniigt.

Datum 2. Unterschrift

Bestellungen bitte schriftlich an:
OWC-Verlag fiir AuBenwirtschaft GmbH
Regenskamp 18, 48157 Miinster

Tel. (02 51) 26 18 24, Fax: (02 51) 26 13 73
E-Mail: abo@owc.de, Internet: www.owc.de

Rodl & Partner

CHiNA CONTACT

manager

EAZ-INSTITUT

|
|
|
|
|
|
|
|
|
| Die Preise verstehen sich fiir Mitglieder der Kammer abziiglich
|
|
|
|
|
|
|
|
|

1. Unterschrift




01-48 Umbr 302 19.12.2002

NEWS FROM MEMBERS

BULLETIN 3/02 SWISS-CHINESE CHAMBER OF COMMERCE

W
[e=)

13:16 Uhr Seite 30

—6—

Ringier — Our World is Information

Ringier AG: Who We Are

Ringier AG has developed from a small local printing
shop to Switzerland’s largest international media con-
cern. We are independent, of liberal orientation, multi-
lingual and multicultural and present in all media fields.
Ringier has supplied the Swiss nation with information
and entertainment for 170 years, and is still doing so to-
day with the country’s largest daily, a successful business
newspaper and a colorful range of other high-circulation
newspapers and magazines in the German, French and
Italian language areas. And we participate in the media
landscape of the future with television programs and a
number of Internet platforms.

All our four print centres in Switzerland stand for the
same understanding for communication and customer
needs: Ringier Print Zofingen, the largest print centre in
Switzerland, produces magazines, catalogues and other
communication media. Ringier Print Adligenswil pro-
duces over 50 newspaper titles. Druckerei Winterthur of-
fers complete solutions in conception, design and distri-
bution. And Ziircher Druck + Verlag specialises in the
production of hig-quality printed matter.

Following the example of the great Swiss pioneers, we
have added to Ringier’s strength extensive international
activities by printing and publishing newspapers and
magazines in Asia as well as in Central and Eastern Eu-
rope, where we are publishing more than 30 magazines
and newspapers.

Ringier is present at the “Metalworking " trade fair in Shanghai. The wall behind shows the title page of “International

Metalworking News for China”.

—

Today we are number one or number two in the media
markets of Czech Republic, Slovakia, Romania and
Hungary, where we sell about 1.2 million daily newspa-
pers altogether. Ringier Print has come a long way from
the days of print production to general contractors for
communication in print, using the latest pre-print, print-
ing, post-print or distribution technologies. Our profes-
sionalism has earned the trust and confidence of many
blue-chip customers here and abroad. Our cooperate ob-
jectives: We want to strengthen our leadership position
in Switzerland and continue to expand abroad, particu-
larly in Central and Eastern Europe and Asia Pacific.

Ringier sees itself as both producer and publisher of
content: a content provider. The aim being to offer en-
tertaining information and informative entertainment of
a professional quality to everyone. Networked, multime-
dia and multicultural. Our top priority is always to sat-
isfy the needs of our customers in the best manner pos-
sible, while simultaneously serving our free society and
defending democracy.

Ringier in Asia: China — Hong Kong — Vietnam

Ringier Trade Publishing Ltd. is the Hong Kong-based
subsidiary of Ringier AG. In 1989, Ringier AG estab-
lished a joint venture printing plant in Hong Kong with
the Times Publishing Group of Singapore. In the fol-
lowing year, Ringier Pacific was established to launch
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the Chinese CASH weekly newspaper in Shenzhen. In
1997, Ringier became a majority shareholder in Asia
Inflight Ltd., publisher of the 235,000 monthly circu-
lation CAAC Inflight magazine. In cooperation with
the Ministry of Foreign Trade & Economic Coopera-
tion (MOFTEC), Ringier also publishes the 30,000
monthly circulation English-language magazine China
International Business, city guides in Shanghai and
Beijing as well as a series of books for tourists in Chi-
nese.

Ringier Trade Publishing Ltd. currently publishes
twelve specialized industry magazines for China, in sim-
plified Chinese, reaching over 150,000 buyers across six
major industries — food & beverage, footwear, metal-
working, packaging, plastics and coating — supported by
a trilingual China sourcing site, www.industrysourc-
ing.com. Our objective is to provide industry leaders
across China with global technology transfer, with solu-
tions and applications for improving efficiency, produc-
tivity and profitability in all these rapidly growing in-
dustries.

In the Hong Kong print centre Ringier Print (HK) Ltd.
approximately 50 newspapers and magazines — includ-
ing the Asian editions of Newsweek and The Economist
— are produced using rotary offset printing.

In Vietnam, Ringier launched an adaptation of CASH
together with a Vietnamese business partner in 1993. A
fashion magazine followed a year later, which was fol-
lowed by the Vietnam Economic Times, an English-lan-
guage monthly magazine.

Ringier AG, Communications
info@ringier.ch
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Industry magazines in China

— China Industrial Reporter

— International Metalworking News for China

— International Mold & Die Making News for China

— International Packaging News for China

— International Package Printing & Converting News
for China

— International Food Processing & Packaging News
for China

— International Food & Beverage Ingredients News
for China

— International Plastics News for China

— Coatings and Ink China

— International Footwear News

Key facts

— Ringier is a family owned company, established in
1831, now managed in the fifth generation by
Michael Ringier (53)

— Sector of activity: Publishing (print media, elec-
tronic media) and printing

— Number of employees: 6100

— Annual turnover: CHF 1063 million / EURO 728
million (2001)

Links

— www.ringierpacific.com/english/about_us.htm
— www.industrysourcing.com/e-index.htm
— www.ringier.ch

77 N
/ | : | I H
N i
A ’//’

SWISS ORGANISATION FOR
FACILITATING INVESTMENTS

Need assistance?

® Negotiation assistance?

at htep://www.sofi.ch.

Are you thinking of investing in China?

® Market entry strategy? Market research?
® Partner search and selection? Site selection?

® Project feasibility? Business plan?

@ Financial engineering and search of funds?

® Advice on availability of Swiss Government funds?

Call our experienced China Team (our team includes Chinese-speaking consultants) in Zurich
at +41-1-249 28 88 for an initial advice with no obligation. Consult our website

—
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Geissel der Manager:

Laut neuesten Untersuchungen (zitiert von der Res-
sourcing-Akademie in Basel) fiihlen sich nur gerade 20%
aller Manager im Berufs- und Privatleben gliicklich. Den
anderen 80%, also einer tiberwidiltigenden Mehrheit, ma-
chen Stress am Arbeitsplatz, Rezession, Informations-
tiberflutung und unmotivierte Mitarbeiter derart zu
schaffen, dass sie zunehmend ein Gefiihl von Ohnmacht,
Leere und Erschopfung tiberkommt. Anderseits ist be-
kannt, dass die Chinesen seit alters her in ihrer Medizin
Verfahren zur Revitalisierung von Korper und Geist ken-
nen. Wir haben daher das CHINAMED Zentrum Ziirich
gebeten, iiber das Burnout-Syndrom aus der Sicht der
Traditionellen Chinesischen Medizin zu schreiben.

Von Prof. Qi Xiaohua, CHINAMED Zentrum Ziirich
Ubersetzung: Frau Huang-Oberholzer

Das Burnout-Syndrom ist ein hdufiges Krankheitsbild in
der heutigen Gesellschaft. Das Syndrom manifestiert
sich hauptsichlich durch folgende Symptome: Miidig-
keit, Erschopfungszustand, Antriebslosigkeit, Konzen-
trationsstorungen, vermindertes Reaktionsvermdgen,
Leistungsabnahme, psychische Verstimmung sowie
Depression. Im Lauf der Krankheit kénnen sogar St6-
rungen des Nervensystems sowie Herzkreislauferkran-
kungen auftreten, wie z.B. Schlafstérungen, Kopf-
schmerzen, Herzklopfen und hoher Blutdruck, was die
Gesundheit immens beeintrachtigt.

Im Westen herrscht die Meinung vor, dass diese Be-
schwerden auf folgende Faktoren zuriickzufiihren seien:
zu viel Hektik und Stress am Arbeitsplatz, lange Ar-
beitszeit, Leistungsdruck infolge grosser Konkurrenz,
lang andauernde psychische Anspannung, Schlafmangel
und Bewegungsarmut.

Aus der Sicht der Traditionellen Chinesischen Medi-
zin (TCM) macht man fiir dieses Syndrom die
Schwichung der Lebensenergie Qi verantwortlich.
Ubermissige Anstrengungen schwichen das Qi und er-
schopfen dessen Reserven. Grosse Sorgen, Angste bela-
sten die Milz, psychische Anspannungen schaden dem
Herz. Schwere geistige Arbeit und libermdssige psychi-
sche Belastungen beeintrachtigen daher Milz- und Ma-
genfunktionen. Da das Herz die Instanz fiir das Blut ist,
und die Milz den Ursprung der Lebensenergie Qi und des
Blutes darstellt, rufen folglich die erwahnten Belastun-
gen Qi- und Blutmangel hervor, was den Korper in ei-
nen Zustand der «Untererndhrung» bringt. Erschop-
fungszustinde, Energie- und Antriebslosigkeit treten
auf. Halten solche psychische Anspannungen und Bela-
stungen tiber lingere Zeit an, kdnnen sie allméhlich Qi-
Blockaden im Lebermeridian verursachen, was weitere
psychische Verstimmungen und Depressionen ausldsen
kann. Das blockierte Qi kann unter Umsténden inneres
Feuer entfachen, das seinerseits Unruhe hervorruft und
die Reizbarkeit steigert. Im schlimmeren Fall fiithrt dies
sogar zu hohem Blutdruck.

Der menschliche Korper ist ein ganzheitlicher Orga-
nismus, in dem sich Organe und Gewebe gegenseitig be-
einflussen. Qi- und Blutmangel fithren dazu, dass das
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das Burnout-Syndrom

Herz ungeniigend durch das Blut erndhrt wird. Als Folge
treten Herzklopfen und Schlafstorungen auf. Wenn das
Gehirn mit zuwenig Qi und Blut versorgt wird, treten
Kopfschmerzen, Schwindel und Konzentrationsstorun-
gen auf. Ausserdem vermindert sich bei geschwéchter
Konstitution die korpereigene Abwehrkraft gegen
Schadstoffe aus der Umwelt. Bei Wetterwechsel etwa
oder sich ungiinstig auswirkender Umgebung wird der
geschwichte Korper anfillig flir viele Erkrankungen,
wie z. B. Erkiltungen, Husten, Allergien und Kopfweh.
Ohne rechtzeitige therapeutische Massnahmen kdnnen
sich die krankheitsverursachenden Faktoren weiter ent-
zu  Yang-Schwiche,
wihrend Blutmangel Yin-Schwiche verursachen kann.
Und der Gesundheitszustand verschlechtert sich zuse-

wickeln. Qi-Schwiche fiihrt

hends.

Bei der Bekdmpfung des Burnout-Syndroms ist es aus
der Sicht der TCM grundlegend, dass Arbeit und Erho-
lung aufeinander folgen miissen. Zusétzlich bietet die
chinesische Medizin eine ganze Palette von Therapien,
wie z.B. Krauter, Akupunktur, Ohrakupunktur, Ernéh-
rungs- und Bewegungstherapien. Das Grundrezept
heisst in der Regel: Mangelerscheinungen zu beheben
und das positive Qi zu unterstiitzen. Entsprechend dem
Krankheitsbild werden verschiedene Kriuter eingesetzt
und einflussreiche Akupunkturpunkte benutzt, um die
organischen Funktionen im menschlichen Korper zu re-
gulieren. Damit kann der Ausgleich zwischen Yin und
Yang wieder hergestellt und das Qi sowie das Blut wie-

der normalisiert werden.

Ein Beispiel

Klaus C., 40-jdhrig, litt seit einem halben Jahr unter En-
ergielosigkeit und Kopfschmerzen. Als Wirtschaftsfiihrer
und Chef eines Unternehmens war er seit geraumer Zeit
beruflich sehr beschiftigt und geistig angespannt. Sowohl
psychisch als auch physisch fiihlte sich der Mann immer
mehr erschopft. Zudem traten Begleiterscheinungen auf
wie Schwindel, Vergesslichkeit, Traume, Midigkeit trotz

geniigendem Schlaf sowie verminderter Appetit.

Der Zungenbefund des Patienten: blass und ein wenig

belegt.
Der Pulsbefund: schwach.

Die Diagnose: geistige Uberbelastung und iibermissige
Strapazen schwichten Herz und Milz, was zu Qi- und

Blutmangel fiihrte.

Die Therapie: eine kombinierte Behandlung mit Hilfe

von Heilkrdutern und Akupunktur.

Eingesetzte Heilkrduter: Gui Pi Tang, Man Jin Zi und

Chrysanthemen.

Behandelte Akupunkturpunkte: Bai Hui, Yin Tang, An

Mian, Shen Men, Zu San Li und San Yin Jiao.
Dem Patienten wurde ausserdem Ruhe verordnet.

(Fortsetzung ndchste Seite)

—

NEWS FROM MEMBERS

BULLETIN 3/02 SWISS-CHINESE CHAMBER OF COMMERCE

w
w



01-48 Umbr 302 19.12.2002

NEWS FROM MEMBERS

13:16 Uhr Seite 34

Nach der ersten Woche liessen die Kopfschmerzen nach,
und die nichtlichen Trdume nahmen ab. Eine weitere
Woche verging und der Mann fiihlte sich energetisch ge-
starkt, und auch die Miidigkeit war zuriickgegangen.
Anstatt Akupunktur wurde zu diesem Zeitpunkt Ohr-
akupunktur angewandt, wobei Herz-, Milz-, Shen Men,
Pi Zhi Xia sowie Leberpunkte behandelt wurden.
Ausserdem wurde dem Patienten «Hirngymnastik«
empfohlen.

Nach einem Monat hat sich der psychische Zustand
des Patienten erheblich verbessert, und jegliche Be-
schwerden gingen zuriick. Zwei Monate spéter ging es
dem Mann sowohl psychisch als auch physisch sehr gut;
er sah gesund aus und hat sich auskuriert.

Von Prof. Qi Xiaohua, CHINAMED Zentrum Ziirich
Ubersetzung: Frau Huang-Oberholzer

Medizinisches Behandlungsteam
im CHINAMED Zentrum in Bern.

Weitere Informationen und Anmeldung:

— CHINAMED Zentrum Ziirich,
Hoschgasse 50/52, Tel. 01-3869898

— CHINAMED Zentrum Basel,
Aeschenvorstadt 57 B, Tel. 061-2058999

— CHINAMED Zentrum Bern,
Riedweg 3, Tel. 031-3099598

— CHINAMED Zentrum St. Gallen,
Rorschacherstr. 186, Tel. 071-2460023

— CHINAMED Zentrum Baden,
Badstr. 34, Tel. 056-2104051

— CHINAMED Zentrum Luzern,
St.-Anna-Strasse 32, Tel. 041-2083888

— CHINAMED Zentrum Olten,

BULLETIN 3/02 SWISS-CHINESE CHAMBER OF COMMERCE
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Insight China 2002

The First Shot of a Growing
Competence

By Franc Kaiser and Philipp von Biiren, Project Man-
agers Insight China 2002

Catapulting the University of Applied Sciences (UAS)
Solothurn Northwestern Switzerland into the probably
most complex and competitive area, China — this is the
result of the pilot seminar “Insight China 2002”. Dur-
ing one month, professors and students used the chance
of gaining an insight into the current business, social,
and cultural situations of the P R. China. The seminar
involved various multinational companies, SME's, and
officials from Lanzhou, Gansu province, to provide a dif-
ferentiated understanding of the Chinese culture and
people. Inspired by the big success, Insight China 2003
and further China-related efforts are on their way.

What if Corporate Switzerland lost its competitive edge?
This unpleasant question is one basic idea, which drives
the current China-related efforts of the University of Ap-
plied Sciences Solothurn Northwestern Switzerland
(UAS Solothurn Nordwestschweiz). The university’s
process of ongoing internationalization and interdisci-
plinary approaches led to the ambitious pilot project “In-
sight China” (as announced in the SCCC Bulletin No. 4,
2001).

Breaking new grounds with an interdisciplinary
seminar

The UAS Solothurn Nordwestschweiz in Olten who has
been building up contacts with China since 1995, started
its China-experience for the first time this May 2002.
The ambitious project included 4 professors and 19 stu-
dents from three disciplines (Business Administration,
Engineering, and Social Work), measuring the current
pulse of China for around three weeks. With great as-
sistance and sponsorship of the Gebert Riif Foundation
(Basel), and the Forderverein Fachhochschule Nord-
westschweiz (Olten), the project managers, under the
supervision of Prof. Dr. Mike Domenghino, were able
to combine visionary ideas with concrete and careful or-
ganization.

After an intensive 4 -day preparatory seminar in Olten,
the “Insight China” passengers visited companies, insti-
tutions, and cultural sights in Beijing, Lanzhou (Gansu
province), Suzhou and Shanghai. The packed program
comprised an integrative, interdisciplinary learning ex-
perience. This experience was highly valuable, since they
had access to top management and governmental repre-
sentative of both European and Chinese companies and
institutions. The UAS Solothurn Nordwestschweiz likes
to express its deep appreciation and gratefulness to all
companies and officials who contributed to the success
of the seminar.
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The outcome: 5 research reports, deep impres-
sions, and unforgettable relationships

The seminar participants took a close look at five hot top-
ics in China. The interdisciplinary idea of the seminar
created teams mixed by students from all three disci-
plines, with the objective of gaining first-hand informa-
tion about the following complex issues:

— What Western managers can learn from the Chinese
system of “Guanxi”;

— How Chinese and foreign invested companies struc-
ture their supply chains;

— To what extend Gansu province could be an entry gate
to China for Swiss companies;

— If Chinese State-owned enterprises can be potential
clients for Western consulting companies; and

— In which dimension the Chinese industries experience
a “leap-frogging” through M-business.

The results of the studies are summarized in five busi-
ness reports, which can be downloaded for free from the
link http://www.hsw.fhso.ch/im.

Definitely a great and unforgettable experience, the
warm-hearted courtesy of the people in Lanzhou topped
all expectations and conquered the souls of all seminar
participants. The open conversation between the repre-
sentatives from Lanzhou and the Swiss delegation set a
milestone of intercultural understanding for both parties.

Steps ahead on the intercultural and interdiscipli-
nary map

The UAS Solothurn Nordwestschweiz will state definitely
a massive element of the University of Applied Sciences
Northwestern Switzerland structure as Prof. Dr. Peter Ab-
planalp, Director of the UAS Solothurn Nordwestschweiz,
is convinced of the raising importance of China for Swit-
zerland in terms of business relationships, and social and
cultural understanding.To underline its innovative and in-
ternational mindscape, UAS Solothurn Nordwestschweiz
has started to build up a Chinese Competence Center.

Upcoming China-related activities of the UAS
Solothurn Nordwestschweiz

The master plan of the UAS Solothurn Nordwestschweiz
includes a huge variety of activities.

In order to tackle further complex issues, research pro-
jects in several disciplines (together with Chinese part-
ners and KTI) will be launched, scrutinizing for exam-
ple Mergers and Acquisition in China. For this ambitious
project, the UAS Solothurn Nordwestschweiz sent Franc
Kaiser as a scientific assistant to Shanghai in order to
conduct the research about M&A onsite. The study shall
find out more about the feasibility of direct acquisitions
of Chinese companies for Swiss companies.

—
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In April 2003, the second “Insight China” seminar will
follow the path of its predecessor and claim new ground
in expertise and experience.

The UAS Solothurn Nordwestschweiz will continue to
hold the already successful training program together
with Chinese officials, university representatives and
managers, which started in 1998. Next June, the fifth
training program will again take place in Olten.

Furthermore, the UAS Solothurn Nordwestschweiz is
welcoming Chinese professors for lecturing during their
sabbaticals in Switzerland and to establish a platform for
Swiss companies and interest groups, it will hold special
conferences about China.

For the first time, the UAS Solothurn Nordwest-
schweiz will also create the opportunity for Chinese stu-
dents from Gansu province to study in Olten. At the same
time, on an exchange basis, Swiss students will have
access to the universities in Lanzhou. And finally, train-
ing seminars for Swiss companies about doing business
in China are planned to take place in Olten. Interested
companies are welcomed to place their needs at the con-
tact listed below.

Preparing for a presentation at the Beijing Economic-Technological Development Area (BDA).

The UAS Solothurn Nordwestschweiz understands the
importance of China and is inspired by unconventional,
innovative approaches. Therefore, it is about to put itself
on the map of Swiss-China relationships, and is looking
forward for synergies with members from the Swiss and
Chinese state, companies, and other interest groups.

For further information please contact:
Prof. Dr. Mike Domenghino,
e-mail: mike.domenghino@fhso.ch

Franc Kaiser, e-mail: franc.kaiser@donald.net
Philipp von Biiren,

e-mail: phvonbueren@swissonline.ch

Project managers of Insight China and graduate
students of International Management

University of Applied Sciences

Solothurn Northwestern Switzerland

“Insight China”,

Riggenbachstrasse 16, 4601 Olten, Switzerland
Homepage: www.fhso.ch

Marketing Across Cultures

Consumer Behaviour and Communication in Shanghai

If you are preparing to enter the Chinese market, then the
comprehensive study by the Shanghai Group — a group
of Business Administration students at the PHW (Private
Hochschule Wirtschaft) in Zurich — can be of interest to
your company. The topic of their research project “Mar-
keting Across Cultures” is suggestive of the challenges
and opportunities you might face. The study develops
some of the issues raised in the quest for successful mar-

—

keting in foreign cultures from various angles. But the
project is more than just a study. It is also a text book of-
fering first-hand advice and background information
about daily business in Shanghai.

The Shanghai Group offers answers to questions such as:
— What are the stumbling blocks faced by European
managers in contact with Chinese consumers?
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— How can “western” marketing and communication
strategies be adapted to Asian conditions?

— How do Chinese consumers gather information about
products and services?

— What media should be used to communicate with the
Chinese consumer? What Chinese cultural aspects
should not be ignored, even in the "westernised" city
of Shanghai?

— How strong are western influences on the Chinese
market?

— Is market entry in Shanghai an automatically guaran-
teed success?

— Where are the dangers and how can these be min-
imised?

To establish business relations in China is a great chal-
lenge. Chinese culture may seem foreign to most of us,
but a sound knowledge of the background is necessary,
as culture and business cannot be separated. In the in-
troduction you will find general economic data con-
cerning China and Shanghai. Consumer behaviour and
marketing communication in Shanghai are explained, us-
ing the consumer goods and financial services sectors as
examples. The Group has also prepared a list of sugges-
tions for the market entry process and the most impor-
tant key success factors for you as an European entre-
preneur interested in the Shanghai region.

Key Information

In the area of consumer goods and financial services,
Shanghai must be seen as one of several independent
markets in China. It is one of the three most economi-
cally important cities in China. Owing to historical cir-
cumstances, Shanghai has developed more rapidly in
comparison with other cities. Despite apparent proxim-
ity to western culture, an adaptation in all facets of busi-
ness is of the greatest importance. European companies
are offered a very attractive market in this economic cen-
tre, with a great backlog in the sectors as investigated by
the Shanghai Group. The atmosphere of optimism is
comparable with Hong Kong 15 years ago. The common
features of the Chinese way of life should be taken into
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account in every business decision. These features are
treated in detail in the study.

Key Findings at a Glance

Chinese consumers demonstrate an enormous backlog
demand for consumer goods. This is especially true with
regard to luxury products from the west, which represent
a certain status. The demand for quality is also high.
Colours, numbers, images and forms always have a sym-
bolic meaning for Chinese people, and therefore must be
chosen very carefully. The use of western humour should
be avoided in particular. The use of Chinese plays an ever
increasing role. Few consumers (in comparison with Eu-
rope) speak English, and therefore advertisements must
be in their mother tongue.

Essentially, the classic communication process used for
consumer goods in Europe also applies in China. The con-
sumer happily engages in personalised conversation with
a representative to gather product information. Other
main forms of communicating with the consumer involve
television, radio, advertising placards, newspapers and
magazines. Testimonials, or well-know personalities in
advertisements, are hardly used or not used at all, because
of fears that these celebrities could later draw negative
publicity, thereby damaging the company by association.

The financial services sector makes less use of direct
advertising and relies far more on cultural and sports
sponsoring as well as seminars with specialists to reach
the consumer. This places the company image and pro-
duct knowledge in the spotlight. Financial transactions
are a delicate matter and the Chinese (like the Swiss) ap-
preciate discretion.

Bill Gates has said that China (and by implication
Shanghai) is one of the most interesting and important
markets of the future. Companies expanding into Asia can-
not avoid Shanghai. It is to be expected that decisions re-
garding this key market will have great consequences, also
outside Asia. Future prospects all point to the conclusion
that Shanghai will adapt more and more to Europe and
America. Nevertheless, the challenge presented by the lo-
cal culture remains important today and in the future.

Shanghai Group

The full report in PDF (on CD-Rom) or on
paper is available at reasonable cost.

Itis also possible to meet the group to give
a short presentation and additional infor-
mation.

Antoinette WALTHER
Honggerstrasse 88, 8037 Ziirich
Email: a.walther@ivillage.com

Patricia GUBLER
Bédumlistrasse 5, 8404 Winterthur
Email: pgubler@gmx.net

(f'Lt.r. back) Raheem Sheikh, Pedro Marcos, Beat Siiess (front),
Antoinette Walther, Patricia Gubler, Wenzel Sistek, Dino Ebneter;

Ancilla Schmidhauser
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Dear Members, dear Readers

Take a few minutes and try to remember the year 2002 —
the Year of the Horse —, which indeed has taken the speed
of a racing stallion.

China’s dynamic development forces the rest of the
world to look closer and to forget about times, when it
was just interesting to watch this country or to select it
maybe as a good place to invest sometime in the future.

As an example: China is on pace to replace the United
States this year as the largest exporter of goods to Japan.
With shipments from China surging in November and
December, Chinese imports are set to surpass US im-
ports in value for the first time since the Ministry of
Finance began compiling statistics. One year ago, on De-
cember 11th 2001, China entered the World Trade Orga-
nization. Along with this anniversary, the surge from
China also comes at a time when Japanese firms are rush-
ing to source material from the country or shifting pro-
duction bases there. China has become the engine of
growth and its economic and political balance is essen-
tial in pulling its neighbouring countries forward as it is
becoming a hub for Asian economies.

Despite the challenges foreign investors encounter
when doing business with or in China, it does not alter
the fact that China is acquiring a dominant position in al-
most all fields in industrial production and hence, will
most likely become the world’s main production center
in the years to come.

Looking back to the highlights of the Chamber during
2002, T would like to thank all those who have given us
great support in organizing the memorable Swiss Inno-
vation Week, who have contributed as excellent speakers
to the many events and those who last but not least, are
continuously supporting the Chamber and its activities —
our members and our people - up front and in the back.

mww/ﬁ

Susan Horvath
Managing Director, Member of the Executive Board

—
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Zurich Legal Chapter
Meetings in 2003

Wednesday, 5 February
Wednesday, 7 May
Wednesday, 20 August
Wednesday, 19 November

Time: 10:30h till 13:00h (sandwich lunch)
Venues and topics to be announced later.

Advertising Rates 2003

To reach your customers,
your Chinese potential partners,
or give your company more profile.

The very reasonable advertising rates 2003 are out know.
Please contact the Chamber for the overview and order-
form.

Phone: 01-421 38 88

E-mail: info@sccc.ch

Website: www.scce.ch

Members of the Chamber can publish articles about their
company for free. Look for deadlines on page 1 in each
issue.

The Bulletin is also available in China and on the Cham-
ber’s website: www.sccc.ch

Chinese Holidays in 2003

February 1 Lunar New Year’s Day

February 2nd, 3rd 2nd and 3rd Day of Lunars New
Year

May Ist International Labour Day

May 2nd, 3rd 2nd and 3rd Day of Labour Day

October 1st
October 2nd, 3rd

National Day
2nd and 3rd Day of National Day

Season’s Holidays

During the holidays the Chamber’s office in
Zurich remains closed from December 23rd 2002
until January 3rd 2003.




01-48 Umbr 302

19.12.2002 13:16 Uhr Seite 39

New Members

since September 2002:

Zurich

Grueber-Wang, Wei Zurich
Bratschi Emch & Partner Bern
Dr. Jiirg Gerster & Partner AG Zurich
Medela AG Baar
Dr. Wyder, Renato Naters
Comaudio AG Schaan
Gallery JJ Zug
topwork ag Zurich
Schweiz Tourismus Zurich
Geneva:

Le VERT Sarl Geneva
Pesa SA, Port-Franc de

Lausanne-Chavornay Chavornay
Leman Capital Sarl Geneva
Beijing Degaohua Science & Technology

& Culture Exchange Center, Branch of
Association Amiti¢ Euro-Chinoise Geneva
La Générale du Froid SA Geneva
Internegoce Sarl Geneva
Lugano:

Hageva SA Grancia

China in Your Hand

a new book by Rainer Thomm

From the mental image of the Blue Ants of the 1950s, the
Tricky Chinese of the 1960s — remember those Fu
Manchu movies? — the view of Chinese cadres as com-
rades in arms against a hostile Soviet Union of the 1970s
to the realisation ‘Gee whiz, they’re just like us!” of the
1980s and beyond, the Western view of China has often
been a single-frame caricature of reality.

At a time, when, in the words of EU Trade Commis-
sioner Pascal Lamy, among others, the Chinese economy
has reached a stage where Western businesses have to run
faster and faster just to stand still, such a one-dimen-
sional perspective that does little more than capture slices
of life in China, is counter-productive.

—6—

Year of the Goat

1931 * 1943 * 1955 * 1967 * 1979 * 1991 * 2003

The good-natured, tender-hearted Goat (or sheep or ram)
is full of creativity and intelligence. This person has a
peaceful character and hates danger and insecurity. Goats
are dreamy and impractical and need to have a secure,
cosy existence with someone to depend on. Goat people
are compassionate, understanding of others’ faults, and
quick to forgive. They will not tolerate too much disci-
pline and are also very offended if they are criticized.
Good fortune smiles upon the sheep. Even in the rough-
est of times, the Goat always acquires the basic needs and
gets its own way without force or violence. They have
that passive endurance that drives you mad.

The Goat woman dislikes hardship. She is not a self-
starter, nor adept at finishing things, but is full of apolo-
gies over her faults. This is an easier sign for women than
for men, for the delicacy of nature that is part of the Goat
is construed as effeminacy in men. Male Goats make
much better lovers than husbands, since practicality is
not their strong point.

The Goat should choose a calm, affectionate Rabbit,
or a financially successful Pig who will keep him/her in
comfort, but he/she must beware of a Dog or an Ox for
they will despise the Goat’s impractical nature.

“China in Your Hand” is a timely quantum leap away
from the outdated images of the past. In asking the right
questions, author Rainer Thomm points out to business
people, government officials and academics alike how to
find their feet in their China missions.

Rather than repeating the same old mantras, such as the
one on the value of guanxi (as if the value of interpersonal
skills an relationships were something that is unique to
China), Thomm looks at the facts confronting the busi-
ness-person who ventures into China. Two conclusions
stand out: 1. Linear logic does not apply in China. 2. You
will do well to leave your linear sense of time at home.

The book comes with a course on Business Chinese (1
book plus 4 audio CDs). The course will enable you to
converse at a basic level within three months. As a bonus

—
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an introduction to writing Chinese is included in each of
the 12 modules.

Recent research has proved that it is language that de-
termines the way people think, not the other way round.
With this in mind, every hour that you spend on coming
to grips with the Chinese language will be an hour well
spent in getting to a closer understanding of your Chi-
nese business partners.

“China in Your Hand” is a unique resource for anyone
serious about wishing to be successful in China. Don’t
just read it: work with it. The sooner you start, the more
money you will get to keep.

—6—

Special offer to SCCC Members:

On release in January 2003, “China in Your Hand” will
be available to SCCC members for an investment of only
US$ 118 (Regular Retail Price US$ 158).

To order:

Copies may be ordered through Open Mind Publishing,
Private Bag 31914, Wellington, New Zealand. Fax.: +64
4 560 5658 Email: openmindorders@openpolytech-
nic.ac.nz

This is no empty promise. If you are not totally satisfied,
you may return China in Your Hand within six weeks of
purchase for a full refund. No questions asked.

China Market Open to Swiss SMEs too

A conference on the topic of “Swiss International Ori-
ented SMEs: How to Crack the Chinese Market”, organ-
ised by the “Swiss-Chinese Chamber of Commerce for
French Speaking Switzerland” in cooperation with the
“Chambre Vaudoise du Commerce et de I’Industrie” and
sponsored by “Banque cantonale vaudoise” on 1st Octo-
ber 2002, in Lausanne, attracted more than 80 partici-
pants from French Speaking Switzerland to listen to a to-
tal of five highly competent speakers.

Dr. Yafei Zhang, Member of the Board of “Swiss-Chi-
nese Chamber of Commerce for French Speaking
Switzerland”, opened the conference by underlining dif-
ferences between the two countries and reminding par-
ticipants that they must be taken into consideration for
any Swiss SME before starting their operation in China.

The main speaker was Mr. Dominique Lauener, Co-
CEO of Lauener & Cie., a family-owned Swiss SME
from Boudry, Canton of Neuchatel. Lauener & Cie. is ac-
tive in the area of high quality, high precision turned parts
produced in accordance with customer requirements and
is located in the heart of a region internationally
renowned for precision micro technologies. Lauener &
Cie. has diversified from manufacturing parts for me-
chanical and electronic watches to producing extremely
high precision components for today’s high-tech indus-
tries and set-up a manufacturing facility in Shanghai. Mr.
Lauener concentrated on the motivation of his enterprise
to choose China as investment host country. According
to him, as a sub-supplier he had to decide to either fol-
low his main client’s needs to China, or to loose his main
client entirely. This was the basic reason to implement
operations in the world’s most populated country.

Mr. Nicolas Musy, Director of Lauener + Cie SA
(China) and Project Manager of Swiss Center Shang-
hai, then gave a panoramic view about how to handle
China from setting-up shop to daily running of equity
investment projects in Shanghai and the Yangtze Delta
area.

Mr. Pierre-Alain Avoyer, Director for Far-East Asia of
SOFI, in his briefing then has draw attention of Swiss
SME to the fact SOFTI is always at their disposal to pro-
vide advice as well as financial support regarding their
project in China. SOFI had granted a loan to Lauener +
Cie SA (China) to help the latter’s preparation of start-
ing-up in Shanghai.

—

Dr. Jean-Daniel Clavel, himself a Member of the
“Swiss-Chinese Chamber of Commerce for French
Speaking Switzerland” and expert on Asia and Latin
America, then followed suit with an analysis on the Chi-
nese market from theoretical and practical point-of-view
by drawing a check list of strategic and operational prob-
lems to be faced by any Swiss SME while China is in a
transition period.

Mr. Christian Minacci, responsible of Osec Swiss
Business Network in French Speaking Switzerland, re-
minded all Swiss SMEs from this region that Osec’s
worldwide network, including notably the newly opened
“Swiss Business Hub” in Beijing, is operative and one of
the facilities for Swiss SME for their first contact with
Chinese local partners.

The participants showed a very keen interest in the pre-
sentations made by all conference speakers and a num-
ber of questions was raised in the ensuing open discus-
sion. The seminar concluded that China is so much
different from Switzerland. China is likely becoming one
of the world economic powers in the future. Business op-
portunities surely exist either for pioneers or for late-
comers. China is open to any foreign enterprise, includ-
ing SME and not only to multinationals. However, to
develop the Chinese market, one should be aware that
SME:s face the same problems as do large multination-
als, but that relative to the size of an SME such problems
are large and therefore trickier to be dealt with. There-
fore a strict prudence in the investment decision making
process is a must for any Swiss SME contemplating such
investment. Before embarking on your project in China,
an auto-judgement is indispensable to evaluate if you are
qualified for any such “adventure”. More precisely, try
China ONLY if you are in possession of three key fac-
tors:

1) good product or service
2) high and well protected technology
3) enough time and sufficient financing.
In case you can not (yet) command such success factors
in your favour, China is not a country where your dream
is likely to become reality.
Dr. Yafei ZHANG
Member of the Board
Swiss-Chinese Chamber of Commerce
for French Speaking Switzerland

-
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China’s Banking Authorities

There has been much confusion about the China’s legal
framework in finance and banking. Foreign investors
with operations in China will most often come across the
following two organizations:

People’s Bank of China (PBOC)

The People’s Bank of China, established in 1948, was
then in charge of note issuance and credit allocation. It
performed the function of being the government’s cashier
as well as the largest domestic bank. In 1983, PBOC was
reorganized into the central bank and gradually moved
away for commercial activities. Much of its present day
authority derives from the 1995 Central Bank Law. Its
functions now are to formulate and implement monetary
policies, issue and administer the circulation of the cur-
rency — RMB, issue licenses and supervise financial in-
stitutions, regulate financial markets and manage the for-
eign exchange and gold reserves, acting as fiscal agent.

PBOC’s head office is in Beijing, divided into 13 ad-
ministrative departments. Supervision of commercial
banks is mainly the responsibility of the Bank Manage-
ment Department, which overseas the domestic banks,
the foreign banks and the non-bank financial institutions.
Other departments, which are increasingly playing an
important role in the supervisory activities, include the
Internal auditing, IT, Education and Training. PBOC car-
ries out its day-to-day supervision of China’s financial
system through 9 regional branches, 326 sub-branches
and 1,827 county-level sub-branches. It also has offices
in London and Hong Kong mainly for managing China’s
foreign exchange reserves. The current Head of PBOC
is Governor Dai Xianglong.

Being a ministerial organization under the direct con-
trol of the State Council, PBOC normally does not deal
with foreign investors or individuals. However, there is a
specialized department called the State Administration
of Foreign Exchange (SAFE) which is in contact with all
foreign enterprises.

State Administration of Foreign Exchange (SAFE)

This government body deals with foreign exchange ac-

tivities to:

— manage and monitor all payments and exchange of
RMB under the capital and settlement accounts;

— reconcile all inward and outward trade and non-trade
payments;

— formulate procedures to monitor the operation of for-
eign exchange markets;

— direct international payment and collect statistics;

— manage the foreign exchange reserves of the country
on behalf of PBOC.

Since 1996, China has introduced the system of ‘current
account convertibility” for RMB which means that pay-
ments of trade, fees and after-tax profit no longer require
approval from SAFE if the foreign exchange purchaser
has met all conditions for the transaction. SAFE still re-
tains control over any non-current account items, which

—

require conversion, such as capital repatriation and loan
payments.

For this reason, advances from head offices in cash or
kind which need to be repaid at some point in the future
will have to be registered with SAFE, otherwise repay-
ment may not be permitted.

Other important issues to recognize in dealing with
SAFE include the time limit for drawing down a forex
loan. SAFE has the right to cancel the registration cer-
tificate if the borrower fails to execute draw down by cer-
tain dates.

There are also administrative measures since 1998 for
SAFE to withhold approval for early redemption of for-
eign currency loans from RMB income.

It is therefore recommended that foreign investors ar-
ranging loans from overseas banks or domestic banks
should consult their advisers to avoid some of the pitfalls
and controls from SAFE.

Financial Issves for
Businesses in China

1. Capital Conversion

A North American client has decided to terminate their
joint venture and sell their portion of the shares to the
Chinese partner. The partner advised that they could only
pay in RMB as it is difficult for them to obtain conver-
sion approval from the authorities.

Problem Analysed

The Chinese partner was right in saying there are re-
strictions as China does not allow automatic conversion
of RMB funds into foreign exchange for capital pur-
poses.

Suggestion to Foreign Partner

Assuming that MOFTEC has recognized the share trans-

fer agreement between both parties, approval from SAFE

can be obtained within 24 hours for the conversion of

capital and remittance if the following conditions have

been satisfied:

— Agreement between both shares holders for the trans-
fer for shares and MOFTEC approval.

— Joint venture’s authorization to deal in foreign ex-
change.

— Proof of the registered capital being contributed and
audited.

— Proof of profit tax and other capital-gain tax payment.

— Other supplementary documents on the current posi-
tion of both partners.

2. Pre-payment

China practices current account convertibility. This
means that any companies operating in China, whether
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foreign or Chinese enterprises, are able to purchase
foreign exchange to make payments abroad for trade
settlement, commissions, fees, royalties and dividends
without the need for State Administration for Foreign
Exchange (SAFE)’s approval.

For companies selling to China that would like to
receive advance payment as part of the deal, this is
possible as long as they are able to satisfy the remit-
tance bank that the importer has the license to im-
port and is not on the black list for contravening gov-
ernment rules, the proper documents to authenticate
the import transaction, whether the importer is act-
ing as an agent, etc. Local banking regulations also
may require different procedures for the size of the
prepayment amount, performance guarantees and
other related documents for port of entry and nature
of goods.

Fiducia is able to assist in procuring the requisite
documentation.

3. Trust Loan

Many foreign investors with multiple investments in
China have been experiencing difficulties handling
their overall cash position. Under PRC banking regu-
lations, foreign companies are not financial institu-
tions, and they are therefore not allowed to lend to
group subsidiaries. Frequently, multinationals with
several investments in China would like to minimize
their borrowings by moving cash between different
subsidiaries. This can take place under a ‘trust loan’
scheme, which has become popular in China.

The group subsidiary with excess cash can engage
a friendly bank (either domestic or foreign) to place a
deposit and the funds would be made available to an-
other group subsidiary anywhere in China ( subject to
the bank’s operating license). This is an inexpensive
way of financing since the trust bank does not take risk
on the borrower, i. e., the deposit would be returned
only if the borrower repays, a small one-off fee is
charged for providing the service.

—6—

Profit Repatriation

Foreign companies, considering investments in China
have always been concerned about profit repatriation.
The decision makers back home probably are under the
impression that RMB is not convertible and there would
be restrictions on taking profit out of China. What is
more, where would one find a bank willing to accept the
RMB once it is remitted back to the home country?

Since 1996, China has introduced a system of ‘current
account convertibility’, which has worked so well that
the swap centres for foreign exchange were closed down
in 1998 for lack of business. Today any foreign investor
can go to a bank to arrange remittance of funds in a for-
eign currency of their choice even if there is insufficient
foreign currency in their accounts. No government ap-
proval is required if the remittance is classified as a ‘cur-
rent account’ item under China’s regulations After-tax
profit is one of them. All an investor would have to do is
to provide sufficient evidence to the remittance bank that
his company has made an after-tax profit and its regis-
tered capital has been fully paid up. Simple, isn’t it? In
fact, we are aware of a foreign bank in China, which is
able to ensure same day remittance if all evidence is pro-
vided before 10 a. m. in the morning.

A co-operative bank is important, but an investor needs
to know the procedures for arranging profit repatriation.
Fiducia is able to assist you in submitting the proper doc-
umentation to the remittance bank.

Account Management

Unlike most other countries, accounts in China are not
classified according to current account, savings or de-
posit accounts. This is because since 1996, the govern-
ment authorities need to separate accounts according to
the nature of the transaction, whether it is classified as a
current account or capital account item.

In general, there are 6 types of accounts with different
modus operandi: As one can see, the list below illustrates
the complexity of account management in China. In-
vestors should discuss with their financial advisers to
ensure that their receipts and payments are handled effi-
ciently and securely.

Account Convertibility
Capital account: for foreign capital contribution and only one would be approved. No
Settlement account: | for foreign currency non-capital inward remittances, more than one Yes

would be allowed although approval procedures vary from place to

place. There is a upper ceiling for the amount retained
Loan account: for temporary deposit of forex bank borrowing and receipt of No

borrowings from abroad

Loan and Interest

Repayment account | is subject to negotiation

for temporary deposit of funds before repayment, Amount of which No

Basic Account

for RMB only, cash withdrawal allowed, only one will be approved No

General Account

This newsletter was written by Victor Sun who has more
than 20 years of experience in financing and banking
services in China.

For further information please contact Victor Sun at:
Fiducia Management Consultants
e-mail: contact@fiducia-china.com

for RMB only, multiple accounts possible, but only for Remittances | No

Main office in Hong Kong:

22/F Fortis Bank Tower

77 Gloucester Road, Hong Kong

Tel: (+852) 2523 2171, Fax: (+852) 2810 4494

Fiducia has also Rep. Offices in Beijing, Shanghai and
Shenzhen.

—
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Expatriate or Local Manager?

How to Make the Right Staffing Decision for China

The entrepreneurial success of a firm decisively depends
on the choice of the right management personnel. Espe-
cially in a country like the Peoples Republic of China.
The definition of the correct candidate profile or the
evaluation of a market oriented salary package are
strategically very important decisions that need optimal
evaluation and experience.

At the last Chamber event held in Zurich on Novem-
ber 28th, Swiss-ASIA Human Resources Ltd. provided
their experience together with two of their China based
Swiss clients to the highly interested audience and of-
fered business oriented evaluation criteria’s to enable
companies how to make the right staffing decision.

According to Swiss-ASIA Human Resources Ltd., the
search strategy for a company should not only focus on the
profile of the manager abroad. Since intercontinental and
intercultural know-how transfer, communication and mar-
ket knowledge are fundamental for successful global man-
agement, the analysis in terms of the head office’s inter-
cultural management ability and professionalism has to be
critically evaluated too before restricting the recruitment
process to only one side. Otherwise, the recruitment might
result in a way that the new manager fits more to the head
offices management system instead of the local market.
Most of the Joint Ventures or investments in China fail be-
cause of unqualified managers who are not able to see
trends and the business in their local market objectively
and early enough, but await decisions from the head office
and follow orders instead of providing their own new in-
sightful analysis. They provide feedback to the head office
who creates the impression that the branch abroad is “in
control” and the know-how transfer is guaranteed and
works well. But important market indicators are missing.

But of course, there is also the situation where the com-
munication between the head office and the local man-
ager doesn’t work smoothly and differences and or argu-
ments permanently arise. The local branch therefore isn’t
able to produce or sell tailor-made to the local market
need since there is no constructive dialog between the
parties. The reporting often results in only fact oriented
communication made by the head office where tasks are
given and local concerns are often ignored. Also here,
important market indicators are missing.

How then to combine both elements, the suitability
with the head offices management team as well as the
profound local market knowledge at once? See therefore
a list of the most important skills to ensure a professional
and therefore successful recruitment / employment, ad-
ditionally to your own company’s experiences:

Today’ the human resources market especially in China
provides enough excellent managers of all nationalities
with various profound industry and intercultural experi-
ences (foreigners/Chinese) which allows a company to
be very demanding when searching for the best candi-

—

date. Taking all these facts in consideration, the question
“Expatriate or Local” is not relevant anymore. Espe-
cially, since it is not easy to categorize the Singapore-,
Taiwan- or Hong Kong-Chinese as expatriate or local.
China experienced companies know very well that
“abroad Chinese” are not necessarily suitable for the
mainland China market. The same is true for Chinese
people coming back from abroad. On the other hand
Western manager with fluent mandarin skills who live
and work in China for more than 15 years are not auto-
matically expatriates. But because of money reason,
everybody likes to be categorized as an expatriate.

The Money Issue

Selecting the right individual automatically leads to the
question how to determine the right compensation pack-
age. This is based on the following criteria’s:

Main Criteria’s when Evaluating a Salary
Package:

— Similarity of responsibilities and experiences
from past employments.

— Experience in particular industry and country.

— Responsibilities (team leading, P/L, overall
management (turn-around, etc.), sales/market-
ing, specific targets to fulfill (ISO), etc.).

— Length and type of employment
(permanent or ad interim).

— Additional bonus payment. Social welfare
program.

— Other benefits (housing, company car, annual
flights home, holidays, relocation expenses,
stock options, etc.).

— Age.

— Market orientation in general comparing to
conditions at home or local (living standard,
etc.).

— Language skills.

— Educational background.

Swiss-ASIA Ltd. provides interested companies
an online salary evaluation tool on:

wWww.swiss-asia.com/salary index.htm
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Summary

When recruiting new management or key-staff in gen-
eral, don’t focus on employing an “expatriate or a local
manager”. Not for the money issue and not for the ex-
pected work progress. The practical experience from a
client and managerial viewpoint shared by Hans Ruedi
Schiirch and Heinz Hochstrasser also confirmed these
points. Both stressed the importance of the following
success factors in the Chinese market.

These are in case of a Western Expatriate: social com-
petence, willingness to combine the best of both worlds,
awareness to be a guest and willing to adapt to the Chi-
nese culture. Learning the local language is not a must.
However, it helps a lot within social contacts to know
some words.

In case of a local Chinese manager it is essential to take
in consideration the culture of “keeping up the face”.
Chinese people are very polite and expect this from for-
eigners too. Special attention has to be given when hir-
ing a Singapore or Hong Kong Chinese. In addition, get-
ting work permit and solving tax issues for “foreigners”
could be quite difficult and result in an expensive em-
ployment issue.

Another specific issue is the so called “guangxi”
network. Chinese employees are loyal to their manager
and not to the company. If a manager quits the job or
has to be fired, the majority of his/her people will fol-
low them to the new employer who is often the market
competitor. Therefore, it is recommended to have a
second line in place. To keep good managers on board,
it could be helpful to take care for their family by
providing i.e. housing, health insurance, support for
school fees, MBA's, etc. Such items will mostly prevent
an unforced loss because of the tight family bonds in
Asia.

However, the salary level for an excellent local man-
ager today is not anymore far from ours. China is chang-
ing very rapidly and competition is growing. It means,
within a few years from now, there will be nearly no dif-
ference to the Western world regarding knowledge, busi-
ness behavior and labor market in general.

Note:

Swiss-Asia Human Resources Ltd. is a Swiss-based In-
ternational Human Resources Consulting Company with
strong presence in Asia (Shanghai, Tokyo, Singapore and
Seoul). The following services are offered: Executive
search, Selection and Development Assessment, Inter-
cultural Assessment, Strategic Human Resources Man-
agement Consultancy, Outplacement, Salary Evaluation
and Compensation Structuring.

More information can be seen or downloaded (Power-
point presentations) from the Swiss-ASIAS homepage
while visiting: www.swiss-asia.com
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Self and Market Analysis:

— Analyse intercultural competence and global man-
agement experience / understanding of the head-
quarters management team or key-person.

— Evaluate the local markets (products, environment)
needs carefully to be able to define a tailor-made
and therefore market oriented candidates profile.
Avoid bringing personal preferences. Be objective
and pragmatic while defining the profile.

— Define key requirements (skills, interculturalabil-
ity, characteristics / personality, etc.) and define cri-
teria’s to avoid. If existing, involve the responsible
Head Asia or Director Asia (who lives abroad) in the
recruitment process. Or make sure, that the key-per-
son from the management team the new local man-
ager has to report to is also involved in the recruit-
ing process.

Key Requirements:

— Ability to bring in Western as well as local Asian
business understanding and practices. Experience
in developing business and maintaining it through
both cultures.

— Easy to establish sense of authority. Displaying
leadership qualities.

— Good understanding of company’s global business
philosophy and mentality.

— Positive impact on the image as an international
company to facilitate local market acceptance.

— Smooth communication with the HQ.

— Effective communication with local staff.

— Indepth knowledge of the local market, including
future risks and opportunities.

— Strong in establishing local business network.

— Good for government relationship building and
public image in the local market.

Criteria’s to Avoid:

— Limited flexibility when restructuring the own once
defined work-flow process after a while to adjust on
the new market environment.

— Risk of false delegation (intercultural based).
Known difficulties to delegate in general.

— Lack of systematic additional training in interna-
tional /intercultural management.

— Known lack of smooth communication with the
headquarter.

— Known cultural based conflicts between the head-
quarter, peers and subordinates.

— Not familiar enough with the local market (clients,
suppliers, government network, etc.).

— To high costs (salary package doesn’t fit to corpo-
rate structure).

Swiss-ASIA Ltd. can provide interested companies an

interview questionnaire or an online selection tool on:
WWWw.swiss-asia.com/selection.htm

—
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Far Eastern Suppliers
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How to Tackle the Swiss Market

How Swiss companies go about to locate Far Eastern
suppliers and how Chinese Exporters can find and ap-
proach SME buyers in the small but highly industrialized
Swiss Market?

While some of the remarks in this article will seem ob-
vious to the experienced Swiss importers and Chinese ex-
porters, it always amazed the author and his Far East-
ern business associates what kind of misunderstandings
can happen during the first contacts. It has been proven
again and again that good preparation is vital in locat-
ing the right Far Eastern partner and vice-versa the right
Swiss or European buyer.

Switzerland, Attractive for Overseas Suppliers?

In the many years of assisting mostly Swiss companies
to find suitable Far Eastern products the writer has found
a certain pattern of procedures helpful which may be
also of assistance to Far Eastern companies in their ex-
port efforts to Europe. When mentioning Swiss compa-
nies one should indicate some basic information on
Switzerland located in Central Europe and surrounded
by Germany, France, Italy and Liechtenstein. It has a to-
tal surface area of 41,284 km? with a population of some
7 Million people. Less than a number of the large cities
in China.

While Switzerland is a small market in comparison
with the major European markets, it has besides the
USA and Japan, one of the highest gross domestic prod-
uct per inhabitant in US$, namely 33,464 (in 2000) in
the world market. It is therefore considered an attractive
export market for overseas suppliers, especially from the
USA and Far Eastern countries. At the same time the
high quality standards and requirements make it an ex-
cellent test market. If the overseas suppliers succeed to
sell their products in Switzerland, there is a good chance
that they can also successfully enter other European
markets.

Criterias for Far Eastern Imports

In order to arrive at a management decision to import Far
Eastern products as part of global sourcing, it is impor-
tant to define a number of criteria involved in the pro-
duct choice. Products and/or product groups should be
evaluated in terms of:

— possible cost advantages;

— improving sales in the home and export markets;

— considering the introduction of novelties and new
products that will enhance the current range;

— definition of volume that justifies direct imports from
the Far East, hence comparing Far Eastern product
costs versus European products currently sold.

—

Chinese export management considerations before con-
tacting Swiss buyers and/or answers to inquiries could
be:

— Remembering the small size of the Swiss market.

— Accepting reasonable quantities depending on the
product involved.

— The high quality standards even on “non-problematic”
products that normally allow for “easy servicing” are
of great importance.

— Finding out if the potential Swiss customer is a known
and important wholesaler, importer and/or retailer in a
given product field. Therefore the legitimate question
is, what kind of distribution net and set-up is involved?

— Thinking in terms of a long range cooperation with a
suitable Swiss Importer.

— Remembering that the pricing whether on a FOB
China Port, CIF Europe Port or CIF Basel (Swiss/Ger-
man border town) basis should be around 25-30% less
than the same products purchased in Europe.

Products Svitable to Import from the Far East

The so called “non-problematic” products such as DI'Y-
items, hand tools, garden and automotive accessories, all
kinds of household- and sporting goods that normally al-
low for “easy servicing” can be imported from mainland
China at favourable costs versus equal types of European
products. While most of these products can also be ob-
tained e.g. in Taiwan and Japan, the costs are similar to
European products and therefore, the purchasing prior-
ity is then given products right here in the home market
or surrounding countries such as Germany, France and
Italy.

When it comes e.g. to precision tools, electronic pro-
ducts or medical equipment, experience shows that pric-
ing is not the main factor and therefore the Far Eastern
supply markets of Korea, Taiwan and Japan offer suitable
products.

Another reason to chose products from mainland
China is often to establish a so called second line to
compete on the market place against lower priced prod-
ucts offered by other sales channels such as chain
stores and DIY markets. It is important to note that the
quality of such second lines must be acceptable
whether sold by the professional markets or the DIY
Trade.

Once documentation and pricing appear in order, pro-
duction samples must be submitted (e.g. charging only
the Postage). If approved, the ordered and shipped goods
must really be of the same appearance and quality. If the
product purchased will sell well, further orders will fol-
low and possibly other products can be introduced as well
(Cross-Selling).
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Requirements for Purchasing Department

In preparation of the contacts with Far Eastern and/or
mainland China suppliers, one has to be sure to have a
person or purchasing department structure fulfilling the
following qualifications:

— English language capability both verbally and in writ-
ing.

— Sufficient technical and legal know-how to deal with
quality product requirements and purchasing contract
arrangements in a professional manner.

— Social competence and international contact capabili-
ties to communicate easily with Far Eastern people are
of considerable importance.

Locating Suitable Supply and Business Partners
in China

Having prepared the basis as indicated above, one can
now start to look for potential suppliers. First contact can
be made at:

— International trade fairs at home and abroad such as
the International Hardware Show in Cologne, Ger-
many which covers a whole range of hand and machine
tools, DIY products and producers of hardware and
many related products. These trade fairs usually have
a large attendance of Far Eastern countries such as PR.
China, Taiwan, Japan and others.

— Official trade offices in the major cities all over Eu-
rope offer a wealth of information on the products of
interest and potential suppliers.

— Trade publications and websites on Internet also offer
the required addresses of Far Eastern suppliers.

— For example, locating suitable Swiss buyers through
the Embassy of Switzerland in Beijing, the Consulate
General of Switzerland in Shanghai or the osec Swiss
business hubs located at the same premise, could be a
good start to find out about specific importers of the
type of products to be exported to Switzerland.

— International forwarders and Swiss banks with offices
e.g. in Beijing, Shanghai, Guangzhou and other Chi-
nese industrial regions can also be of assistance.

Requesting Product Information and First Offers

Having decided on the products of interest, one can now
forward first inquiries in English to several suppliers ask-
ing initially for their complete documentation.

Besides asking for specific quotations, it is important
to indicate the required delivery terms such as FOB
China Port (FOB = free on board) or CIF European Port
or in the case of Switzerland e.g. CIF Basel (CIF= Cost,
insurance and freight).

One should also mention the required quantities re-
membering that direct imports from the Far East should
involve a minimum order value of around US$
7,000-10,000 to justify the freight cost and custom
clearance expenses involved. Sample charges and de-
livery time are also important points to be included in
the offer.

—
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Once the addresses of potential buyers in Switzerland
are known, the first contacts can be made by airmail to
start with, fax and email when the first answers are be-
ing received. Swiss Companies will be inclined to take
an offer more serious when there is a referral remark
made such as when visiting the Swiss Embassy in Bei-
jing, we noted your name and address as a wholesaler
for “Material Handlings Equipment” etc. It is certainly
appropriate in a first contact letter to send some docu-
mentation and introduce the products to the prospective
buyer inviting a specific inquiry and request for offer
etc.

Replies: for Business or the Waste Basket?

With the first reply one can already recognize from the
quotations what kind of suppliers one is dealing with.
One should particularly note the required minimum
quantities which many times apply to markets like the
USA or the larger European countries like Germany,
France, UK and Italy. The quantities are then most likely
too large for a small market like Switzerland. In addi-
tion, one has to keep an eye on sample costs which are
sometimes excessive. If there is a serious interest in a
business cooperation, then these costs will be reason-
able.

As soon as one has more contacts in writing and
knows the suppliers from personal visits at trade fairs
for example, one will get a better feeling if one is deal-
ing with the right kind of Far Eastern partner in the light
of a long-term relationship. If a dynamic and positive
approach as well as fast and clear replies on the various
points mentioned above can be recognized, one can be
sure of being on the right track for a good business re-
lationship.

The Swiss importer is carefully analysing the kind of
replies he receives from Chinese and overseas exporters
in general (to read between the lines if there is a dynamic
and straight forward approach in the first communica-
tion etc.). In the same manner and even more so he will
look at a first unsolicited letter with product information
and then decide very quickly whether to drop the letter
and information in the waste basket or deciding to ask
for more information.

For further information please contact:
1. Gewelbe, CH-4020 Basel
Switzerland

Email: igew@bluewin.ch




