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Many exporters felt that Hong
Kong was unwise not to have devalu-
ed its currency to maintain par with
the US dollar. Some exporters have
asked why the Chamber had not
advocated this policy to Government.
?ﬁ pointed out that they stood to
stikae a loss on current deals; that
they would now find it increasingly
difficult to get new business, par-
ticularly in view of the fact that Tai-
wan and Korea had devalued; and
finally that such business that they
could get would now become less
profitable.

The Chamber is, of course, as
keen as any to assist in promoting
sales of our exports in the USA. How-
ever, as the article on pages 24 and 34
of this issue points out, the Chamber
represents a wide cross-section of
Hong Kong industry, and before de-
ciding to support those who favoured
devaluation, we felt it necessary to
analyse: the situation a little more
fully, in order that the Chamber’s
General ‘Committee could look at all
tha, facts, should it wish to make any
{®lesentation to Government.

Our analysis was surprisingly
similar to that given in the Legisla-
tive Council by the Financial Secre-
tary, Mr. Philip Haddon-Cave.
Although the two had been carried
out quite independently, and Govern-
ment had in no way made known its
thinking to the Chamber.

We did differ from Government in
some of our detailed figure work,
since presumably Government went
into the question in greater detail

than the Chamber, but the broad
outline of our thinking was exactly
similar. As a member of the Cham-
ber Secretariat jocularly remarked,
‘We could have written the Financial
Secretary’s speech if we’d been asked
to do so!

By now, the points made by Mr.
Haddon-Cave are widely known, and
there is no point in piling up detail.
The crux of the matter as seen by
the Chamber, and the reply we were
forced to give to exporters who raised
the matter, was that devaluation
would have given us no extra
advantage in the USA, but would
merely have confirmed our existing
position. At the same time, the price
we would have had to pay for main-
taining the status quo, would have
been an increase in our imports bill
from more than 50 per cent of our
suppliers, including our food suppliers.
Additionally, we would also have lost
a sales advantage in some other mar-
kets. Although Hong Kong depends
on the USA heavily, this would have
been a very, very expensive price to
pay. v

It is important to realise that Hong
Kong could not have come out of the
general re-alignment of currencies
completely unscathed — something
had got to give.

Finally, it may not be inappropriate
to repeat the warning the Chamber
has frequently given in the past —
whenever possible exporters should
protect themselves from currency
fluctuations by writing an appropriate
clause into their contracts.



In Hong Kong, 7 out of every 10 readers of English-language morning
newspapers read the South China Morning Post. And 50% of those who
read the Hongkong Standard, also read the Post. The Morning Post has

the highest readership, the lowest duplication and the lowest cost per
thousand. .. every advertising dollar goes twice as far.

South China Morning Post

If you want to reach the most, put it in the Post.

The year the roof fell in

The year of the Boar started
quietly enough. True, there were
ominous noises in the background.
Hong Kong knew that the move to-
wards protectionism symbolised by
the ill-fated Mills Bill was still very

W alive. Early in the year dock-
stavies  occurred. The USA was
stir-arguably in the throes of a reces-
sion. And Britain was pre-occupied
in negotiations with the EEC.

Party Starts to Swing

Hong Kong trade went well
enough during the first half of 1971.
At the mid-year, the Bulletin noted
‘We are still doing well by the
standards of most economies. And
we are still in absolute terms doing
better than we were at this time last
year. But can we keep it up?

And then in the second half of the
year, the party really started to swing.
On Awgust '15th, President Nixon
announced the suspension of the con-
vertibility of the US dollar into
gold. There followed a wave of cur-
Pﬁ market uncertainty, character-
i v floating rates, during which it
oecame obvious that a devaluation of
the dollar accompanied by a revalua-
tion of the yen was well nigh un-
avoidable. To complicate the picture,
Mr. Nixon slapped ‘his 10 per cent
surcharge on imports into the USA.

In the Autumn it became virtually
certain that Britain would enter the
EEC at the beginning of 1973. At
about the same time, China was ad-
mitted to the United Nations. This
was a political move with no imme-
diate repercussions for Hong Kong,

but it did raise the question of how
Hong Kong would fare should China
decide to increase its volume of trade
with the West.

Hong Kong was still trying to come
to terms with the US import surcharge,
when DC&I representatives were
summoned to Washington to negoti-
ate a ‘voluntary’ restriction on textile
imports. During previous months,
thes President’s special representa-
tive, Mr. D. Kennedy, had shuttled in
and out of Hong Kong and other Far
Eastern countries, as though he were
trying to set up some new world
record for ground covered. His
objective was to persuade Asian
countries to restrict textile exports.
In responsel to this, Hong Konig
offered a voluntary scheme. But it
was obvious that this did not satisfy
either the White Housel or the US
textile industry.

Rash of Protectionism

It was equally obvious that the
scheme eventually accepted by our
negotiators was ‘bad news for Hong

Kong, although details were not
released immediately. There then
came further protectionist moves

from Denmark, which emulated the
USA by bringing in a ten per cent
import surcharge; from Canada,
which attempted to restrict the im-
port of Hong Kong shirts; and from
South Affrica, which implemented
drastic cuts on imlport licences.
‘Admittedly, the Canadian move
was soon mitigated somewhat, and
there were a few items of good news.
Britain and Sweden (followed the
EEC by regarding Hong Kong as a
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beneficiary under the Generalised
Preference scheme, and Japan said
she would do likewise. It was
known that our exports to Britain, our
second largest market, as well as our
re-exports as a whole, were going

®5; while the strength of the Hong

Y109 dollar, exposed to the free
mirket forces of a ‘float’, was ample
evidence that the world as a whole

had confidence in Hong Kong.

Excitement for All

These shreds of optimism were
dashed, however, when Britain an-
nounced that the tariff barrier on
cotton textiles planned for 1972 was
to be supplemented by continuation
of the quota system.

The year finally drew to a hectic
close with news of increases in
freight rates, yet another dock strike
looming in the USA, and of course
the dramatic re-alignment of currency
parities and the revaluation of the
Hong Kong dollar.

By ‘and large, it was a year with
enough event and excitement to
o-isfy the tastes of most people.

AWhat is there to show on the
balance sheet at the end of it all?
At the moment, the books for 1971
are not finally closed, but provisional
fisures are wavailable ffor the first
eleven months of this year, which is
sufficient to give a reasonable indica-
tion of how we stand.

Despite the drama, 1971 can go
down as another good year for the
Colony. It was not as spectacular
as some, but, as has been constantly
pointed out, a continually soaring
rate! of growth upon an ever widening

base is well-nigh an impossibility.
That growth has continued unabated
for over a decade is an achievement
which the majority of nations must
envy. Ewen the crisis years of 1965
and ’67 did not see an appreciable
fall-off in our achievements.

Durinlg the eleven months to
November, our direct exports had
increased by over 11 per cent and
our re-exports by 21 per cent. We
had sold more in the way of total
exports during the first eleven months
of 1971 than in the whole of 1970.

Imlports were of ‘course also up, by
16.3 per cent on the previous year.
The size of our export income is the
basic barometer _of our success in
garning a living. Our imports bill,
however, is a barometer of two
different things. Firstly, the majority
of our imports, even having taken
into account the food bill, are either
goods for re-exports or are materials,
parts, equipment and machinery for
trade and industry. Therefore we
can expect any rise in our export
earnings to be accompanied by a rise
in imports. Secondly and perhaps
more important, the cost*of imiports
is 'a rough index of our standard of
living.

In the Red

Following [from this latter point,
our adverse balance of trade appears
to have increased quite sharply during
1971. Figures to October show that we
were in the red by $2,489.55 million.
The year end adverse balance in 1970
was only $2,368 million. Figures for
the remaining months of this year will
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obviously extend this gap.

Put another way, during January-
October, 1970, our total exports were
equivalent to 88 per cent of our
imports. During the same period of
1971, total exports were equivalent
to only 85 per cent of imports.

The Bulletin remarkeld at the half
year that in contrast to recent years,
during which our balance of trade
had been decreasing, there appeared
to have been a swing round in the
trend of the trade deficit. This trend
has become more marked during the
second part of 1971.

Growing Gap

One reason for this growing gap
could be an increase in our standard
of living. Perhaps we are spending
more of what we earn on imported
goods for ourselves? This after all
is the ultimate object of trade.

The import pattern for 1971 shows
fairly hefty increases in most fiood-
stuffs, especially fresh meat; in
clothing; in transport equipment
(which would include motor cars);
and in petrol. The biggest jump of
gll comes in imported beverages,
which have increased by well over
fifty per wcent, while tobacco also
shows a large rise. It would, how-
ever, be misleading to assume that
the growing gap can be explained
entirely by the fact that we arel better
fed and dressed, tand are driving our
brandy and cigars home in the boot
of a new car, since some of the in-
creases are also attributable to price
rises.

While it is right and proper that we

should be able to treat ourselves to
more and better goods out of our ex-
port earnings, the widening trade
gap is something to be watched, since
we: cannot expect invisible eannings
from tourism, banking, insurange,
shipping and so forth to make go{\
deficit that continues to grow {+ -
definitely. 'This way lies the payment
problems encountered by the USA,
Britain and other of the developed
countries.

Not all import growth can be attri-
buted to high-living. Large increase
also occurred in manufactured goods
for industry and in precious stones. In
fact, the only category of imports to
have shown little growth is chemicals,
including plastic raw 'materials. Ts
therel something happening in the
plastic industry? And if so, what?
Exports of toys, the stand-by of
plastics-products manufacturers are
up by 20 per cent — a fact that is
hardly reflected by the four per cent
increasel in the plastics materials im-
ports bill.

Wigs Sales Down

The pattern of exports shows that . :

once again most of Hong Kong’s
leading products did well in most of
our major markets. Thus clothing
exports to the USA increased by
roughly a third, while radios and toys
twere also up by some 25 per cent.

The product that has had @ rough
time is wigs. Sales overall are down
by well-over one third on the 1970
totals. In Western Germany alone,
which wuntil last year was a major
and rapidly growing market for
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wigs, sales have decreased to less than
half the 1970 total. 1In the UK they
have fallen by two-thirds. While
these figures are depressing enough,
the real crunch came in thel USA,
hich last year took owver half of
él”?}n-g Kong’s total production of wigs.
- %ec sales dropped by over 40 per
cent. In other words something like
one quarter of our entire wig market
vanished solely due to the drop off in
sales to the USA.
Lessons to learn

Thel lessons of this are two-fold.
Firstly, it provides i vivid example of
the dangers of over reliance on one
large market. Secondly, it highlights
the risks inherent in manufacturing
fashion products.

Some marketing experts would

maintain that virtually all our products
are fashion products, and it must be
recognised that a lanrge part of Hong
Kong’s success has come from
flexibility in following fashion trends.
Hong Kong made a Kkilling from
wigs, and many manufacturers
showed foresight and flexibility by
q&jn‘ping on the bandwaggon at the
right time. This is the style of entre-
preneurship by which Hong Kong
must live. [t is, however, a style that
needs tampering by more sober
managerial skills, so that one can
forecast when thei time is right to jump
off the bandwaggon. This is perhaps
a side of the Hong Kong businsssman
that is not yet sufficiently well
developed.

There are other products that did
not do so well last year, but wigs is
very much an unusual example. In

view of this, is it right to believe that
more serious difficulties are facing us
in 1972?

Part of our 1971 success can be
attributed to special circumstances.
This applies particularly in the case
of the USA.

Trade performancel in the States for
the first part of 1971 was seriously
distorted by the effects of three poten-
tial strikes, the threat of legislative
curbs on imports, and finally the
prospect of exchange-rate changes.
Faced with these threats, American
importers {rantically stepped up their
buying early in the year so that they
would not be caught short later. So
for example, during the Spring
quarter alone, the US imported 36
per cent more textiles than it did in
the comparable period of 1970. This
implies that 1972 will be the year of
reckoning when the ffull repercussions
of  President Nixon’s economic
moves become apparent in the US,
and in consequence, the world.

Singawan, Taipore

While on the subject of ‘special
circumstances’ it is perhaps worth
considering the position Of the three
countries most often named as our
competitors — Taiwan, South Korea
and Singapore. ‘Competitors they
undoubtedly are, but — and this is
the. important point — they are not
only comipetitors.

In its edition for last August the
Bulletin carried out a detailed analysis
of our trade with these: countries. Here
it will suffice to recap on some of the
salient points. For instance, Taiwan

Con’t p.29
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Who are our Members?

The Chamber broke all records when its membership expanded to 2,000

during the latter half of 1971.

This in turn has prompted the Chamber to carry out a survey in order
to examine the structure of membership, and to compare it with other leading
associations in Hong Kong. By so doing we would be able to assess how
far the Chamber can claim to represent a true cross-section of HK i‘n‘:duﬂ_

and commerce.

In order to take a closer look at
the distribution of the manufacturing
companies included, the Membership
Department undertook a comparative
analysis towards the end of last year.

The Chamber’s membership among
manufacturers totals 606. Among
these are companies representative of
all of Hong Kong’s leading industries,
such as garments (151 members),
wigs (34 members), toys (23 mem-
bers) and plastic products (38 mem-
bers). Other manufacturers range
from representatives of the printing
industry to chemicals.

Of the 606 manufacturers who are
members of the Chamber, it was
found that 347 are members of the
Chamber only, 213 are members of
the FHKI, 157 are members of the
CMA and a further 108 companies
are members of all three.

Not much overlap

For comparison the survey also
looked more closely at the member-
ship of the Federation of Hong Kong
Industries and the Ohinese Manu-
facturers’ Association, two of Hong
Kong’s leading organisations.

We compared the number of Cham-
ber members in a particular industry
— eg. footwear — with the number
of members belonging to the FHKI
and the CMA.

For instance, in the tfoot'w'earr.',_'-
dustry it was found that 16 com-
panies were members of the Chamber.
Nine of these were members of the
Chamber only. Six were members of
the FHKI. Four companies were
members of the COMA and three of
these companies were members of the
FHKI and the CMA as well as the
Chamber.

In the field of electrical and light-
ing equipment, it was found that 29
companies were members of the
Chamber. Nine were members of
only the Chamber. Twelve were
members of the FHKI. Eighteen
were members of the CMA and ten
companies belonged to all three or-
ganisations.

Constant Changes

In HK’s major industry, textiles,(;
companies were members of the
Chamber. Of these, five were mem-
bers of the Chamber exclusively and
28 were members of the FHKI. Ning
belonged to the CMA, while eight
companies belonged to the three or-
ganisations.

The varying natures of the types of
industry from which our members are
represented show that the Chamber
can truly claim to represent the entire
spectrum of HK’s trading and manu-
facturing companies.
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Pick of the Press

Reprinted from the Wall Street Journal

‘Made in Peking’ label

Silks, furs and costume jewelry
from the People’s Republic of China
already have reached the United
States and will go on sale in stores
across the country in about a month.

They provide the first important
{‘bgible evidence of the slowly spin-
" “g revival in Sino-American con-
sumer-goods trade since President
Nixon lifted a 22-year-old embargo
on this trade last April.

Prestige Labels
These goods will bear prestige

Seventh Avenue labels — which
won’t always tell the origin of the
goods — and will retail at about

US$75 for a dress and as much as
US$424 for a jade bracelet.

Samples of these goods and of
other goods that are on order indicate
that the 'Chinese intend to compete
in quality as much as in price with
goods already on the American
market.

Jack Perry, a British trade broker
who says he has visited China almost
c aually since 1953, says he booked
several million dollars worth’ of or-
ders during a week’s stay in New
York early in October. His samples
ranged from sporting goods, such as
tennis shoes and Ping-Pong balls, to
woollen rugs in oriental designs that
will retail for thousands of dollars
each.

Mr. Perry shows a line of porcelain
dinner-ware that would retail at
variety-store price levels, but that ap-
pear to be of better-than-variety-store.
quality. ‘Anyone who says there’s

enters US shops

anything inferior about these goods
doesn’t know what he’s talking
about,” Mr. Perry says.

Some epicure shops probably will
stock canned lichi fruit and other
delicacies this winter, while fine-arts
stores begin to acquire curios. Hard-
ware stores may be next. The
Chinese already have invaded Oriental
bazaars with pliers, screwdrivers,
drills and other home tools that
eventually may attract the budget-
minded American handyman.

But no one really knows. Official-
ly, the Chinese maintain they won’t
trade with the US until the two
countries resolve key diplomatic is-
sues, especially the status of Taiwan.
So far, although a lot of American
businessmen have talked about trade
with China, thel ones who have con-
cluded deals have done so without
publicity and almost on a chance
basis.

A Matter of Chance

One day this summer, for example,
Martin Cole, an American trader,
was on one of his frequent trips to
Hong Kong and called”a friend, a
fellow fabric buyer, to see if they
could meet for dinner.

‘Sorry, I can’t, replied the friend,
or words to that effect, ‘because my
cousin from Peking is in town. He’s
a textile export representative for the
Chinese government, and he’s here
showing samples of silk. You don’t
know anybody who wants to buy
some, do you?’

Mr. Cole knew someone. His
brother, Alexander Cole, had just
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opened a Seventh Avenue dress manu-
facturing firm, Casi Designs Ltd. So
Martin Cole rushed to his friend’s
office, shook hands with the cousin
from Peking, quickly examined the
silk and called his brother.

Overnight — according to Alexan-
der Cole — Martin Cole and the
Peking representative sealed a deal
for 75,000 to 100,000 yards of piece
goods at a price the Coles won’t
disclose. The friend in Hong Kong
acted as middle man for form’s sake,
Alexander Cole says, because the
cousin from Peking said he couldn’t
sell directly to an American.

Alexander Cole says his factory in
Hong Kong now is sewing the ma-
terial into dresses that will appear
by mid-winter in stores around the
country, to retail for US$55 to
US$80. The styles are basically
Western, but many dresses show
Chinese touches in the buttons, col-
lars or ornaments.

Hiding the Red

Mr. Cole’s customers may never
learn they are wearing silk from Red
Chinese looms, however, because he is
afraid of antagonizing anti-Com-
munist customers.

Malcolm Starr, a dress designer
whose office is 12 floors above Mr.
Cole’s at the same Seventh Avenue
address, has another reason for not
advertising the Chinese origin of this
new silk. Mr. Starr’s union wants
him to make all his dnesses in the
United States, and Mr. Starr finds it
cheaper to make some of the Chinese

silk dresses at a factory in Hong
Kong.

Mr. Starr acknowledges he ob-
tained 50,000 to 60,000 yards of
silk — all he could find, he says —
through a trader who says he bought
the silk for Mr. Starr from a HE ¥
Kong firm that bought it fronf
Chinese government outlet in Hong
Kong. But he says that these trades
occurred in quick succession and that
the Chinese Government outlet pro-
bably knew the silk was destined for
America.

Chinese Influence

Mr. Starr plans to retail his dresses
for $75 each this winter, about the
same price he charges for dresses
made of silk from Thailand.

Mr. Starr also has imported some
Chinese-made jewelry. He shows
some intricately carved pieces that
will retail for hundreds of dollars,
although he says some small pins will
cost as little as $10.

Bill Blass, the American designer,
started working in Chinese-made ma-
terials when he acquired sd W

Chinese silk from a firm in Italy at .

about $8.50 a yard — slightly more
than the price of other silk. He says
he plans to use the material in some
suits that will go on sale at Saks
Fifth Avenue in December. The
price: $615 a suit. Other designers
have introduced a strong ‘Chinese in-
fluence to their collections this year,
but they are using material from
elsewhere.

Several Seventh Avenue fur traders
report that Chinese pelts, long banned
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from the US, have begun to trickle
in since Mr. Nixon legalized them.
Only one of these traders says he is
dealing directly with the Chinese
rather than through a middleman in
Europe or Japan.

¢ Importers face the major task of

{Fxinding American consumers about

Jértain goods that come almost ex-
clusively from China and that simply
disappeared from US stores 20 years
ago. Some express unreserved optim-
ism that they can do this.

For example, Eleanor McMillen,
executive director of the Fashion
Group, a trade organization, waxes
enthusiastic about the return of pon-
gee, a special variety of Chinese silk
uat both Mr. Starr and Mr. Cole
say they have. ‘It was very popular
in the ’30s and ’40s, but in the ’50s
we couldn’t get pongee, and we had
to stop using it.

Caution Wise

Eugene Dreisin, a fur trader, re-
mains more guarded. ‘The trade
simply forgot the various items that

ed to be imported and traded’ he
.ys. ‘We will have to reintroduce
them to the trade and get consumer
acceptance. That will take some
time. But China trade used to be
important, and we hope it will be
again.’

Many experienced trade hands
think caution is the wisest course.
One trade consultant, Benjamin
Weiner of Stamford, Conn., says the
Chinese ‘don’t think much of US
businessmen’ rtight now, because of
the businessmen’s ‘immature response

to Nixon’s policy change. They
flooded the Chinese with requests
even though most of them don’t have
specific, realistic proposals.’

Scores, possibly hundreds, of US
businessmen applied for admission to
the Canton trade fair that began
Oct. 15. Mr. Starr, for example,
applied because he thinks he could
save 20 cents a yard on silk if he
could buy direct.

Over Publicized

The Chinese embassy in Ottawa
acknowledges that it received some
applications and forwarded them to
Peking, but it says Peking didn’t res-
pond to any of them. The fair ap-
parently opened without any Ameri-
can businessmen there.

So far, publicity about China
trade deals hasn’t coincided with im-
portant activity. For example, the
first shipment of Chinese pig bristles,
formerly a common material in US
paint brushes, received considerable
press coverage. But when these
little piggies went to market, their
importers learned that  synthetic
bristles had stolen the byush business
over the past 20 years because they
handle today’s coatings better than
pig bristles do.

A Paramus, N.J., rug merchant
named Einstein Moomjy cleverly
advertised 27 Chinese-made rugs he
imported, illustrating the ad with a
map of the route from Peking to
Paramus. But Mr. Moomjy had
bought the rugs in England from a
merchant who acquired them well

con’t, p.34
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Briefing

News from the Chamber...

and the rest of the world

[J The Chamber has implemented
a number of changes of title among
its senior executives in order to give
a more accurate description of the
responsibilities of those concerned.
As a result, the senior full-time
executive J.B. Kite, will in future be
known as the Director, rather than
as Secretary, R.T. Griffiths will take
over the Secretaryship of the Cham-
ber and will be secretary to the
General Committee and the Council.
W.S. Chan remains responsible for
Membership liaison and will be
Assistant  Secretary—Membership.
Other senior staff will now use the
titte Manager, rather than Assistant
Secretary. Those affected are S.L.
Chung, who will now be known as
Manager International Trade Depart-
ment; A.C.C. Stewart, Manager
Certification Department; and Harry
Garlick, Manager Public Relations.
Both C.S.K. Tsang and F.M.
Castro, who also previously used the
title Assistant Secretary, become
Assistant  Managers  International
Trade Department, while W.KF.
Wang becomes Assistant Manager
Certification Department.
These changes do not imply any
change of responsibilities or status.

[] As the Chamber stated in a cir-
cular to members when taking orders
for the 1971 Christmas Cards, an
artist’s fee would be paid to Patricia
Stewart, the talented 16 year old
artist who produced the painting used
to illustrate the card. On Decem-

ber 15th, 1971, Patricia was
presented with a cheque for $1,600
by Mr. N.A. Rigg, Chairman of the
Chamber’s Public Relations Com-
mittee. The cheque was later
donated by Patricia to the Cog-
munity Chest. i)

[0 Members are reminded that the
Chamber is planning a Business
Travel Group to Australia and New
Zealand in May. The timing for this
group will coincide with the 4th
Conference of the Confederation of
Asian Chambers of Commerce and
Industry which will be held in Perth
from May 8—11th. In conjunction
with this conference, the First Inter-
national Trade Fair will also be held
in Perth from May 8—12th.

Members who are interested in this
travel group should contact Philip
Choy, Tel. 245075, International
Trade  Department for  further
information.

O The Chamber’s Public Relam
Department has produced an audit-
visual presentation making use of
colour slides synchronised with
commentary and music. Entitled
‘Take One Barren Rock’, the pre-
sentation will be shown primarily to
overseas visitors to the Chamber.
The show gives the overseas visitor
a general introduction to Hong Kong
and traces the growth of the Colony
from the time when it was little more
than a barren rock to the teeming
metropolis it is today. It shows
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‘Hong Kong’s industrial and com-
mercial progress, as well as the great
strides made in housing and educa-
tion, and the general rise in the
standard of living in the Colony.
“ther attractions of Hong Kong,
Tlf':h as its excellent recreation,
*Lpping, dining and entertainment
facilities are also included.

Naturally the role of the Chamber
in serving over two thousand of
Hong Kong’s oldest and most pro-
minent member companies is high-
lighted.

The presentation, a 22 minute
production, took over six months of
hectic activity to produce, and in-
volved the combined efforts of well-
known  professional  photographer
Benno Gross, the musical talents of
Alex Serra and his modern jazz
group, the recording expertise of
Johnny Herbert, of Radio Hong
Kong, the art direction and co-
ordination of Cathay Advertising
Ltd., and last but certainly not least,
("r . overall direction and supervision
UL the Public Relations Department.

(0 Among the topics discussed at
the last Council and General Com-
mittee Meeting on December 13th
were industrial training, pollution
and public transport.

Mr. R. Burrell, the Chamber’s re-
presentative on the Industrial Train-
ing Advisory Committee noted that
of the five technical schools recom-
mended, only the Morrison Hill was
operating, with two more schools

scheduled for completion in 1975
and 1976.  After discussing the
matter, the Chamber has decided to
write Government urging that the
four remaining technical schools and
the Polytechnic should be established
as soon as possible.

On the matter of pollution,
Government has now appointed a
Land and Water Advisory Com-
mittee under the Chairmanship of
Mr. H.M.G. Forsgate, a member of
the Chamber’s Council.

Concerning public transport, the
Council agreed that multi-storey car
parks should be provided outside the
centre of town, and commuters
should be encouraged to use public
transportation from these car parks
to the centre. The Chamber’s Home
Affairs Committee was also definitely
in favour of the establishment of a
mass transit system, with access to
and between industrial areas being

given top priority.

(0 Hong Kong University will be
holding its annual Careers Week
from March 9th to 15tH this year.
As in previous years, prospective
employers who are interested in
recruiting University graduates in
1972 will have an opportunity of
conductng preliminary interviews at
the University during this week.
Members who wish to take advantage
of this recruitment programme
should contact the Appointments
Service of Hong Kong University for
further information, tel. 468161 ext.
220 or 450.
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HE at the Chamber

HE The Governor, Sir Murray MaclLehose, visited the
Chamber during the afternoon of Monday, January 3rd.
After discussing the role of the Chamber with the Chairman,
the Director and the Secretary, he made a tour of depart-
ments. He is seen here with (A) Allan Stewart, Manager.
Certification Department (B) S. L. Chung, Manager, Inter-
national Trade Department (C) W. S. Chan, assistant
secretary-membership (D) Harry Garlick. Public Relations
Manager (E) Veronica Loo. in charge of the statistics section

and (F) Dennis Yeung. in charge of the trade enquiries

section.
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could be trade or diplomatic(8) 1. member of a local Chinese associa-
. address for the night(3) 2 to’l:gna,nfsea?il::sy(flozr) overseas toilers
. ;21 d l:ll:ll()ln;?ant:l(g) Hawaiians(4)...... ’ or expectant mothers? (initials)(3)
. A iy . 3. from trade promotions orb you shall
- 2;?; t;&mg'égc tg‘gl:ﬂ‘:‘g,(gf;';gs Canada prosper- motto for the man?(5)
I. most declined of English verbs(2) 4. crooked seat gets filled up(4)
5. basic term for one down(5) 5. the dairy farmer(4)
5. fairy girl(3) 6. sometimes turns the beach into big
. seldom heard by Casanova(2) wave bay(5-4)
9. pronoun in semi-trance(2) 7. is he the ‘tai’ or the ‘koo’?(5)
0. adverb on location(2) 8. instant festival(5-2-4)
1 fS t‘down. accordi‘;lg to tf.hose fwho’ve 11. found at 25 across(3) {

lenu:;o;luezés(?o_s;rscnp EONROLgEsome 13. nut case on the crest of a wave?(5)
5. the mountain that started to boom 17. i;‘g:;(s)m“ gives rise to mixed

and then collapsed(3) . . i1
6. condition of a jockey—or successful 22. act of the sﬂent:l, if not necessarily

punter—at Happy Valley(2) the strong man(4)
8. gubernatorial nether garments?(9) 23. see 21 across(6)
1. a severe case of the wind(4) 24. good dancer?(4)
3. the lady’s not worth much in India 27. joint for hippies(3)

nowadays(4) 29. in that association you’ll find widely
. hopeful ogu.es.sf.imate for schedule travelled men(4)

purpo.ses. (initials)(3) 30. perhaps one who looks down from
35. sometlmgs red(4) his exclusive Peak residence?(4)
6. sounds like 11 down() 32. gas around — all fall down(3)
37. a gun for free traders? (initials)(4)

Many — but not all — of the clues

refer to a

local place,

personality etc.
likely to be known to Chamber members.
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Briefi NQ - continued

[] During December, the Interna-
tional Trade Department arranged a
total of 29 business contacts for
members and issued or endorsed 60
letters of introduction for those
travelling abroad. The Department
(((@o received processed and passed
{ P to members a total of 1184 trade
alquiries. As of December 31st, 921
members have joined the various
Area Sections.

(] Hong Kong trade statistics for
the period of January — November
1971 analysed from the published
figures of the Census and Statistics
Department are now available to
members. These cover Hong Kong
overall trade with the Colony’s 51
principal trading partners and in-
clude UK, USA. Canada, West
Germany, Japan and Australia.

Also available to members now
are quarterly statistics covering Hong-
Kong’s trade with a further 140
secondary trading partners for the
period from January to September,

.&g? 1.

(] During December the Public Re-
lations Department was deluged by
requests from the various news media
to explain and comment on the new
re-alignment of currencies.

Public Relations Manager, Harry
Garlick was also the guest on
TVB’s ‘Meet the Press’ programme
on January 6th, when he fielded
questions put forth by a panel of
well-known local journalists on such

topics as the economic progress of the
Colony in 1971, the prospects for
1972, and the role of the financial
journalist.

[] Forty firms became members of
the Chamber in December bringing
the total number of members at the
end of 1971 to 2,062 as compared
with 1803 at the end of 1970.

On December 29th, 1971 another
familiarisation visit for new members
was held at the Chamber with over
40 members attending.

[(J Members are reminded that the
Chamber’s Special Relief Fund,
which assists members of the forces
of law and order injured in the 1967
disturbances and members of the
public service who have been in-
jured while carrying out their duty—
as well as the dependents of any of
these who have been wunfortunate
enough to be killed in such cir-
cumstances, is one of the Charitable
trusts which is tax exempt under
the Inland Revenue Ordipance. A
full dist of tax exempt charitable
institutions and trusts was published
in the Government Gazette of May
14, 1971. A supplementary list of
those recognised since the last list
came out was published in the Sup-

plement to the Gazette dated Decem-

ber 17, 1971.

(0 A new set of Management Films
made by Peter Drucker, regarded by
many as the world’s leading expert
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| management subjects, ‘The
fective Executive’ is now available
. loan or for purchase from the
ong Kong Management Association.
r further information, contact Mr.

lbert Yo, of the HKMA, Tel
14141.

] The Government Information
srvices  has recently produced a

ries of information sheets covering
rious aspects of Hong Kong such

history, government, press and
oadcasting, industrial employment,
lucation, social welfare, housing,
. Copies of these fact sheets may

obtained from the Government
formation  Services publications
fice in Beaconsfield House.

| The Hong Kong Management
ssociation will be conducting the
llowing courses in the coming
onths:—

Acceptance Sampling Technique—
five-session decture and discussion
mrse given in Chinese beginning
sbruary 22nd. Applications are
1e by February 14th,

Objectives, Policies and Strategies
Business Organizations—a four-
ssion case studies course given in
nglish beginning March 23rd. Ap-
ications are due by March 16th.

For further information, please con-
ct the Hong Kong Management
ssociation, United Chinese Bank
uilding, 12 floor, 31-37 Des Voeux
oad, Central, Tel. 234141.

(0 The Hong Kong Productivity
Centre library has recently acquired
a number of new books and pam-
phlets covering a wide range of
topics including economics, labour,
law, commerce, agriculture, manage-
ment, business, etc. A list of th
new acquisitions are available %"
members’ perusal at the Chambci,
or members may contact the Pro-
ductivity Centre directly for a list.
[0 Members will have received a
circular dated January 6th asking
for their co-operation in assisting the
Hong Kong Tourist Association in
compiling an up-to-date list of all
known future conventions, con-
ferences, etc. which will be held in
Hong Kong. As such a list will be
very useful for all those who may be
interested in attending selected func-
tions, members are urged to give any
information they have to the Tourist
Association.

(J. The UK Area Committee is con-
sidering the idea of organising a
Business Travel Group for Area
Members to the United Kingdom, g
circulars with attached reply fo&
have already been sent out to all
members. The three-week trip will
probably be scheduled between mid-
June and early July, and arrange-
ments may be made for a stopover in
Europe. Members who are interested
in joining this group, should return
the reply forms as soon as possible, or
contact Mr. S. L. Chung, Manager
of the International Trade Depart-
ment, tel. 245075, for further in-
formation.
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O In 1971 the Local Employment
Service of the Labour Department
helped to place 3,179 people, re-
gistered 16,420 job seekers, and re-
ceived 7,055 ordered vacancies.
These figures show an increase of 26
'('Q' cent over the number registered,
“_,;J 49 per cent over the number of
order vacancies in 1970. The sizable
increase is attributed to the fact that
more employers are now aware of the
work of the Local Employment
Service, which provides free facilities
to assist employers and job-seekers
alike.

[J Two new technical institutes, one
to be built at Kwai Chung in Tsuen
Wan and another to be built in
Kwun Tong are scheduled for com-
pletion in 1975 and 1976 respectively.
The new institutes will provide about
the same number of places as the
existing Morrison Hill Institute —
about 13,000. Their aims will also
be along the same lines—to provide
theoretical and basic practical courses
“ prospective lower level technicians
aild craftsmen in industry.

(0 The Chinese version of the first
section of the Labour Department’s
career guide has been published.

This group consists of 15 pamphlets
giving information about architects,
electronic data processing, interior
design, science graduates in com-
merce and industry, lawyers in private
practice, accountants, photography,
sound and television broadcasting,
journalism, merchant marine officers,

plastics manufacturing industry, textile
industry, electronics industry, machine
shops and metal works and teaching.

The information includes details of
qualifications, salaries and prospects
in 'particular professions and occupa-
tions.

The pamphlets are free of charge
and have been distributed to the
Hong Kong Association of Careers
Masters, to libraries and to people
concerned with careers advisory work.

(] A Simple Guide to Crown Land
Transactions, issued by the Director
of Lands and Survey, which outlines
the general principles followed by the
Crown Lands and Survey Office and
the New Territories Administration is
now available.

It is intended as a guide to the
procedure to be followed in making
application to Government concern-
ing land, and refers to land on Hong
Kong and Ap Lei Chau Islands, in
Kowloon and New Kowloon, and in
the New Territories.

The pamphlet contains intreductions
to the various methods of application
for Crown land, methods of disposal
of Crown land, payment of purchase
price, conditions of sales and grants,
modifications of lease terms, resump-
tion of leased land, temporary occupa-
tion of Crown land and buildings,
private land transactions and the main
ordinances affecting land.

The pamphlet is obtainable free
at all Public Enquiry Centres and
City District Offices.
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Picking-up packaging prizes

You can’t tell a book by its cover nor can you tell the quality of a
product by its packaging. However, today, when there are so many com-
petitive. brands of one kind of product on the market, the consumer is liable
to get very confused and frustrated unless he has his own criteria for preferring

brand X to brand Y.

In consumer-conscious America, where market research techniques ha
been developed as a science, many studles have been done on just this questqi
—Why X and not Y? One answer which is constantly given is simply that!

‘caught my eye’ or ‘it looked more interesting’ than Y. ...

packaging made the difference.

Hong Kong is finally becoming
aware of the importance of packaging
thanks to the work of the Hong Kong
Packaging Council. On December
17th, 1971, prizes for the second
‘Packstar’ Award Competition spon-
sored by the Council and the Chinese
Manufacturers’ Association were pre-
sented, and once again the Chamber,
together with other local associations,
participated by awarding a prize for
the best packaging made of paper.

The winner of the Chamber’s
award, Supermade Graphics and
Photography, produced an outstand-
ing package for a new product which
will soon be introduced on the
market—the Paos Auto Eraser made
by the ‘Cosmos Development Co., a
Chamber member (which coincidently
recently won the CMA’s best new
product award competition). The
Paos Auto Eraser is a small battery
operated eraser for students, writers
or professional draftsmen. It was
designed by the Manager and owner
of the company, Mr. Cohen Pao.

What made Supermade’s entry a
winner? The most obvious answer
is the fact that it is attractive, but of
course being aesthetically pleasing is

that is to say, the

only part of the story. The actual
packaging comes in two subtle, but
eye-catching colours — grey and
brown. There is a clear graphic re-
presentation of the eraser on the pack-
age so that the consumer can see what
it looks at a glance, without having
to go through the trouble of opening
up the package.

Good from all Angles

Twelve of these packages fit into a
well-constructed corrugate box which
is not only convenient for transporting
and storing, but which, following the
basic grey and brown design of the
inner packages, can be made into a
most striking display stand box wk
will stand out on any sales counter.
The display box has a number of
drawings along its sides showing how
the eraser can be used, so that the
consumer can get an immediate idea
of when and in what ways the eraser
can be used. Thus the packaging it-
self, besides being attractive, is also a
source of information. All this means
that the packaging has clear advant-
ages from both the retailer’s and con-
sumer’s points of view.

It is next to impossible to do justice
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to the packaging without actually
seeing it.  Suffice it to say, Supermade
has done an excellent job.

Talking with Mr. David Lam, the
man behind Supermade, it becomes
?Qar that packaging is a very com-

.ated business. Mr. Lam explained
l'“i many steps are involved from
the time that the client approaches
them to the final finished package.
Firstly, Supermade looks into the very
important question of who the con-
sumers are meant to be. Are they
housewives, students, businessmen or
what? Each group is different in
their tastes and preferences. WNext,
the question is what market is t
product trying to attract — is it
local market or an overseas
Supermade then finds out what
outstanding features of the
are, and how the product
with competitiver brands, and ap-
proximately how much the client
afford to spend on packaging

Getting Down to
(f Dnce

the basic groundwork
been established, Supermade can
down to the business of actual
and production. Several outer
designs are drawn up and

to the client who picks the best
After this, the right material
processes to be used are chosen.
dummy of the package is then
to the factory producing the

to see whether it works — that is
say, whether the product fits pro
whether the packaging is
durable, etc. When this stage

been passed, the details are worked
out and it goes into production.
Supermade liaises with the various
organizations involved in the produc-
tion and sees the packaging through
to the actual delivery.

Home Grown Product
Supermade Graphics and Photo-
graphy was started four years ago.
What makes them rather unique in
this field is that theirs is a real home-
grown success story. All the de-
signers at Supermade were trainned
locally — with the exception of Mr.

Lam’s brother who studied both
packaging and product design in
Taiwan.

David Lam himself was trained in
graphic design at the Hong Kong
Technical College. He then took
packaging courses given by the
Packaging Council and made several
trips to Japan to meet people in the
packaging business and to exchange
practical information and ideas with
them. Now he travels a great deal
to keep up with what is going on in
the packaging world overseas.

‘Many of our designers are trained
here in our studio, and some, at the
Technical College.

‘I think designers who feel that they
must go abroad to get proper training
are overlooking some very good
courses right here in Hong Kong.
There are increasingly good courses
here, but it’s up to the individual to
want to take the time to get as much
as possible out of them.’

David Lam & Supermade certainly
have.
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The good Business Lunch

In its never-ending desire to serve
[embers, the Chamber plunges into
e culinary world with this issue,
¢ the hopes of helping to solve the
-owing dilemma in Hong Kong of
here to go for lunch. 1In this series,
e will be searching for new or at
:ast not so familiar establishments
‘here Members can enjoy a good
1siness lunch in pleasant surroundings.

\ Specific Guide

The key words are business lunches.
‘his includes working lunches with
usiness colleagues and associates,
nd also lunches of a more social
ature, when you may want simply
> say ‘thank you’ to a customer, or
ntertain an overseas Vvisitor.
Naturally, a place where you
1ight enjoy a good business lunch
1ay not be the best place to take
our wife or a date for dinner.
“herefore, it should be kept in mind
hat we are not attempting a general
uide to restaurants in Hong Kong.
This will be a very specific guide — a
uide for businessmen looking for
.0od places to go for lunch during
he working week. Furthermore, we
hall try to indicate whether the res-
aurant is more suited to a ‘working
unch’ or a more purely social lunch.

What we' will be looking for then,
s a place where the food is good
‘but not necessarily of gourmet stan-
lard), where the location is con-
renient for those who work in Central
ind Tsimshatsui, where the service is
srompt and pleasant, where you won’t
1ave to fight the crowds to get a

table, and of course, where the prices
are reasonable in relation to the
standard of the food served.

Perhaps one more point should be
made before we launch into our first
restaurant, and that is that Membi‘fs
can be assured that all our visits &
made completely anonymously.
far as the management is concerned
we are simply guests enjoying lunch
— just as you will be.

In celebration of the new year, we
lead off with a brand new restaurant,
the Pavilion in the new Lee Gardens
Hotel.

The restaurant is waell-situated in
Causeway Bay mid-way between the
growing North Point-Quarry Bay
area, and Central, and is near the
entrance to the cross harbour tunnel,
now under construction. It is easily
accessible by public transportation,
being along the main route for the
many trams, buses and minis which
go between North Point and Central.
Relaxing & Pleasant

On first impression, the Pavilion is
very much what you would expec{#f
a restaurant in a high-class hotel.
The decor is Japanese-modern, but
tastefully done. The dominant colour
is a relaxing light beige which gives
the good-sized dining room a pleasant
feeling of space. There is also a
small alcove set in a corner with
four tables, for those who may want
a more intimate atmosphere. All
the tables have fresh flowers, which
add a nice warm touch to the overall
setting.

The restaurant was about half full
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when we were there. Needless to
say, this was a refreshing change
from the wusual lunchtime crowds.
But undoubtedly this will change
rapidly when the restaurant becomes
bp_.ter known.

'e were a bit disappointed to learn
l"“‘ the Pavilion only serves a buffet
at Tunch, with no a la carte selections
avallable At a glance the buffet
looked like the standard Hong Kong
big hotel buffet that we are all
familiar with. Attractively laid out,
it offered the usual variety of cold
and thot dishes and desserts.

Buffet with a Difference

Once we began conscientiously
working our way through the dif-
ferent dishes, however, we were plea-
santly surprised. The food is good.
Much, much better than the usually
indifferent steam-table quality food
served at some buffets.

The hot roast beef was juicy and
done just right, medium rare in the
center and crisp on the outside; the

'ds were light and extremely
Pesh, coming with five different dress-
ings, all carefully prepared (when
was the last time you had real
mayonaise?); thel smoked salmon was
undoubtedly the best we have ever
had at any buffet, and the pickled
herring was equally good; thel macroni
and cheese, so often almost inedible,
was light — which is no easy feat;
and the spicy chicken curry was
clearly prepared by a chef who
doesn’t believe in catering to the
bland taste of the masses. The pas-

tries were deliciously rich — although
there are better cheesecakes around.

All in all, this is a buffet where
the food is to be taken seriously. And
for $18 per person you can certainly
eat a lot of good food. (The usual
10 per cent service charge is added,
and drinks run around $6 a piece)

The Pavilion has still one more
outstanding feature that it can be
really proud of — the high standard
and quality of its service. In Hong
Kong good waiters and captains are
truely rare, so we were amazed to
find alert, and attentive waiters at
the pavilion who were unobtrusive
and quick.

By way of illustration, we ordered
a special side order of cream cheese
to go with the smoked salmon, and
although it was obvious that the
waiter had no idea what cream cheese
was — as opposed to any other kind
of cheese — and probably thought
that the request was odd, he actually
went and found out what it was and
brought it to the table without so
much as a grumble, a shrwg or a
blank look.

So if a buffet lunch appeals to you,
we highly recommend the Pavilion,
and we sincerely hope that it keeps
up this high standard of food and
service.

The Pavilion,

Lee Gardens Hotel,

Hysan Avenue,

Causeway Bay,

Reservations: H-767211 ext 2354
Lunch hours: 12-3 p.m.
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You'll need more than
instinct as your guide
to Australia...

Miraculously, birds can cross vast oceans by instinct alone.
But, if you want to do business in Australia, leave instinct to
the birds; you will need the advice of experts. And that’s
where we comein. ..

The BANK OF NEW SOUTH WALES offers to oversea
companies and people a free information and introduction
service. Our nation-wide network of branches forms the
largest, longest-established free enterprise banking
complex in Australia. This means we really know the
country, its people, business and potential.

Let us help you to find your business bearings in Australia
and contact the right people, simply write to:

Edwin L. Carthew, Chief Manager, International Division,
Bank of New South Wales,

Box No.1, G.P.O. Sydney, Australia, 2001.

BANK OF NEW SOUTH WALES

The Bank that knows Australian business best.
Hong Kong Representative Office: Room 1147, Alexandra House, 5[17 Des Voeux Road.
Central, Hong Kong. Telephone HK 250195-6

INT/HK/B626B

()
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Year the roof fell in -

is our fifth largest source of imports
and ninth largest market for direct
exports. It is also our fifth largest
re-export market. South Korea is not
negligible as a supplier, and is also
our eleventh largest re-export market.
#.gapore is our second largest re-
pwnort market, our seventh largest
Egport market, and our ninth largest
supplier.

If one wishes to play games with
statistics, the total of our exports go-
ing to Taiwan and Singapore taken
together is worth about $450 million,
on the basis of 1971 figures. This
semi-mythical joint market (call it
Singawan, Taipore, or whatever you
wish) is larger than our markets in
Japan, Canada or Australia; is. larger
in fact than all our markets except
the USA, UK, or Western Germany.
While markets such tas Taiwan can
never replace the importance off the
USA or EEQC, it is worth remembering
that they play a significant role in our
trade, both as exporters and import-
ers, and are mot to be dismissed as
‘competitors’ only.

C angover from 1971

Is 1972 igoing to be the year of
reckoning? Many of the problems
that cropped up in 1971 did not
really hurt us. But we! are going into
1972 with a distinct hangover.

One side of the problems is high-
lighted in ‘a recent exercise carried out
by the Department of Census and
Statistics.

This sets out to determine how
much of Hong Kong’s growth in total
value of exports is due to price in-
creases and how much is due to

continued

changes in volume. The results of
the study, which covers the tyears
from 1968 to 1970, show that in
Hong Kong’s major exports, the trend
has been for a smaller rise in price
as opposed to a larger rise in the
volume sold.

The tables express increases by
means of a point system. (Clothing,
for example showed an increase of 26
points in the amount exported in the
three year iperiod, while the unit value
only went up 14 points. In textile
yarn and thread, there was a 49 points
increase in quantity accompanied by
only an eight points rise in value.
Radios were up 38 points in volume
with a 21 points rjse in cost, and elect-
ronic components recorded a pheno-
menal 208 points increase in volume
and a decrease of 12 jpoints in value.

The Ifact that Hong Kong manufac-
turers have been able to produce
more to meet growing market demands
is good news and suggests that pro-
ductivity is rising ahead of labour
costs. However, on the other hand,
this trend also means that if market
demand is restricted — as in the case
with the quota restrictions Imposed by
the US and the UK on textiles —
Hong Kong could be sorely hit, since,
it is argued, up to now export growth
has been largely contingent on the
ability to expand the volume of sales.

This analysis suggeists that Hong
Kong’s much discussed success in
‘trading-up’ is certainly less than
might ‘have, been: thought, and in
some cases is either negligible or
nejgative.

At the same time, it is difficult to
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HONGKONG INDUSTRIAL CO., LTD.

41 SMITHFIELD, KENNEDY TOWN

HONG KONG

TELEPHONE H-465111 CABLE ADDRESS “HKINDCOLTD” |

A
]

EXPERT MOULD AND DIE MANUFACTURER

ENGINEERING, DESIGN AND MANUFACTURING
OF PLASTIC INJECTION, BLOW AND
METAL DIE CASTING TOOLS

“,,
SPECIALISE IN MOULDS OF HIGHEST STANDARD L

PROMPT DELIVERY TO HONGKONG AND OVERSEAS CLIENTS

CALL OR WRITE TO MR. K. N. SUN,

OUR TOOLING MANAGER AT ABOVE ADDRESS
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draw definitive conclusions from
these figures. Firstly, they show that
a ffair degree of trading-up has taken
place. Exports overall, according to
the tables, increased in value by 15
points against an increase in quantity

i, 28 points. An increase of 15

(t;nlts in value is surely not insigni-
ficant?

Secondly, it is worth stressing that
these - values are measured in points
and not in percentages (as at least
one local journalist who should know
better seemed to assume when writing
an article commenting on the figures).
It is somewhat difficult for the non-
statistician to reconcile this points
system with the dollar value figures in
which exports are usually measured.
Furthermore, the charts give, of
course, no indication of the extra
profits earned Ifrom the respective
increases in price and volume.

Cargo Tons

Finally, it is interesting to compare
these figures with, those for cargo tons
loaded. Over the period covered by

analysis, cargo loaded through the
port showed an increase of slightly
less than 15 per cent. Export earn-
ings, measured in HK dollars, during
the same three year period went up
by over 40 per cent. Again, it is
risky to be dogmatic in drawing con-
clusions since we have no means of
knowing whether we are comparing
like with like, but it seems reasonable
to assume on the basis of cargo
figures that trading up has played a
rather larger part in our success than
the statisticians’ tables might suggest.

The large increase in the use of air
freight that occurred between 1968
and 69 might go part of the way to-
wards explaining the discrepancy, but
even so it is hard to reconcile this
with the overall picture, since even in
1970 air {reight accounted for only 20
per cent of exports, again according
to Census and Statistics Figures. One
is left, therefore, with the problem of
how the extra volume has leflt the
Colony. Perhaps the Kowloon-
Canton railway can throw some
light on the tproblem?

Period of Adjustment

No matter how successful — or
otherwise — we have been in trading
up, it is clear that a period of adjust-
ment faces Hong Kong during the
early months of 1972. Firstly, we
must get used to dealing in new cur-
rency values, with of course the im-
plication that trading will be more
difficult in some markets, notably the
USA, and should 'be easier in other
markets, notably Japan and the EEC.
This may call for some fundamental
changes in our selling efforts.

Much has been said about the
effects of revaluation on dur competi-
tive position vis-a-vis Korea rand
Taiwan in the USA. Although it is
perhaps a case of looking for the
silver lining in a dark cloud, the tex-
tile quotas will ‘have the in-
advertent but wuseful function of
softening the effects of this competi-
tion in the clothing and textiles mar-
ket.

What is also encouraging is the odd
report received from the USA that
despite their devaluations, Korea and
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EXPORT CREDIT INSURANCE TAKES CARE OF THE PAYMENT RISK ONCE HE SELLS HIS 6008

Post To:

Hong Kong Export Credit
Insurance Corp. 23052310
International ~ Bldg. Des
Voeux Road Central, Hong
Kong. or Room 604, 673
Nathan Road, Kowloon.

I am interested in export
! credit insurance. Please send
risks you take when you export, but Hong’ me, without obligation,
more information on your
scheme.

about whether your new customer (or existing customcrs) W|II'
pay promptly, or pay at all. The Hong Kong Export Credut,
Insurance Corporation can insure you against loss of payments |
for exports. It makes good the payments you would otherwise |
have lost, due to customer insoilvency, default, customer’s !
Government blocking payment or cancelling import licences.

There are many
Kong Export Credit Insurance gives you much greater security |
in your export venture. It means your working capital won't |
‘get tied up in some far away country. And by taking care of '
many of the womes of credit management, the insurance gwes
you more time to concentrate on servicing the neecds of your,, Company
customers, I

. Address.....ccceeevuneeeiiieniiiinnnns
1f you would like to learn more of the advantages of an expom:

credit insurance policy, fill in the coupon and post it to us. This |
places you under no obligation.

HONG KONG EXPORT CREDIT INSURANGE CORPORATION

Protects Exporteirs Against Non-Payment of Foreign Accounts.
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Taiwan are already raising prices.
In time this may become more
widespread as the full effect of the
yen revaluation makes itself felt on
Korean and Taiwanese imports of
materials. In the long run, it is not
((.,pp'timis-tic to hope that the price
acrential between our products will
be much less than the margin sug-
gested by the immediate mathematics
of revaluation. It is also encourag-
ing to report that almost without
exception ‘economists agree that 1972
will be a better year for the USA.

All in all, however, we have got
to face the prospect of a reduction
in our rate of growth in the USA,
regardless of whether its cause is
monetary revaluation or textile
quotas. The big question is—can
we find other markets to replace the
USA?

Looking at other Markets

There is no point in pretending
that this will be easy, since the two
obvious possibilities, Germany and
Japan, both of which revalued by a

=siderable extent, face problems of
(,u-r own. Neither the Japanese nor
the German domestic markets seems
right for an overwhelming burst of
growth next year, and this will
probably be reflected in their volume
of imports. There should, however,
be scope for modest growth.

Britain at the moment is still doing
well and although a deterioration in
the British payments situation may
well set in during 1972, the situation
is sound enough to allow for an all-
time record in Hong Kong exports

to the UK as a bon-voyage gesture
to our one-time major market before
she sets off on her Common Market
adventure in 1973.

The extent to which we can use
the comparative advantages and dis-
advantages of new parities in order
to carry out market diversification is
limited. Selling depends on other
factors than price, and many of these
are not eentirely under our control.
But what is largely under our control
is thel degree to which we can benefit
from favourable exchange rates in
buying supplies. Whether we do
succeed here will depend largely on
the skill and assiduity of the
individual businessman.

The early months of the year, then,
may well see a period of re-adjust-
ment as businessmen take readings
on the new situation. By mid-year
we should be well adjusted to new
conditions, and there is a reasonable
chance that we shall not be doing
too badly.

During the initial months of thel
year the going could be particularly
tough for the smaller businesses.
The larger companies have the ability
to sit out a period of uncertainty
and to re-plan tactics. The smaller
businesses, on the other hand, are
those which will havel been hardest
hit by the devaluation of the US
dollar. They are those which will
find it difficult to get adequate quotas,
since under a quota system markets
tend to be carved up by the larger
firms. Furthermore, these arel most
likely the firms that have expanded
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yy stepping up volume rather than
yy  trading-up.  Restrictions will
nake it difficult for them to realise
heir productive potential, and at the
same time a squeeze will be felt on
nargins.

What can such a firm do in this
dosition? It should be doing the
very things that larger firm ought
Aso to be doing—namely to develop
the managerial virtues appropriate
‘0 a period of retrenchment or con-
solidation, as opposed to the
managerial virtues appropriate to a
period of expansion.

Managerial Virtues

What are these virtues? Generally,
they can be described as increased
cost consciousness leading to action
to make every cent invested in the
business bring in the greatest return.
This could include, for instance, im-
proving the general standard of
costing information in the company,
so that the data is therel on which
to take meaningful action; to watch
the movement of cash in and out of
thel business so that one is not caught
between transactions with an empty
till; to adopt a more disciplined ap-
proach to buying and stock control
and material management generally;
to get the greatest productivity out
of labour; to restrict investment in
non~productive overheads (that usual-
ly means staff!).

It is to be hoped that Hong
Kong businessmen have not become
too engrossed with the tactics of
expansion to have forgotten these
basic points. ends

Pick of the Press — con’t

before Mr. Nixon lifted thel trade ban.

Mr. Weiner, the trade consultant,
says that on a recent trip to Pakis-
tan where he is trying to line up go-
betweens to tide him over until he
can get a visa for himself, he!
across a magazine called ‘Far East
Trade and Development,” with 2,000
of its 8,000 subscriptions going in-
side China. He said he agreed to
work for the magazine in the US in
order to get his hands on that list of
subscribers who presumably play
some important role in deciding
Peking’s import-export policy.

A recent issue of the magazine
carried a full page advertisement for
Chinese door locks. The ad depicted
two lines of locks, ‘Horse Brand,
and ‘Diamond Brand’ The copy
said ‘Modern & various types, Excel-
lent quality, Safety & reliability.’

Mr. Weiner expects the Chinese to
send just such small items as door
locks into the American market,
along with toys and sewing machines.

USA—New Outlet L )

The Chinese bought US$140 mil-
lion of goods from Canada last year,
he notes, while Canada was buying
only US$20 million of goods from
China. ‘The Chinese are not about
to tolerate this great a deficit, Mr.
Weiner says. ‘They will be looking
for goods to start going the other
way. Canada can’t absorb that much.
A lot of it’s going to be sent down

here.’ ends
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33 people sworn to secrecy
who know more about business
than anyone else in the Far East.

These are the specialist business and banking
staff of the Trade and Credit Information
Department of The Hongkong and Shanghai
Banking Corporation.

Men and women who’s job it is to know more
about business than any other persons in
Asia. And because they work for a bank—
they’re sworn to secrecy.

The TCID is the bank’s business service arm.
It is a free service to all businessmen wishing

to trade in Hong Kong or internationally.
TCID operates openly to deal with any
legitimate business request. We can obtain
information on any business and we do it with
the consent of the firm under consideration.

Contact the TCID of The Hongkong and
Shanghai Banking Cerporation, Hong Kong.
Any of our 33 sworn specialists will make
doing business through us, positive. Or ask
your secretary to write for our comprehensive
free brochure.

The Hongkong and Shanghai Banking Corporation

P.O. Box 64 Hong Kong,

Branches, Agents and Correspondents throughout the world






