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Thenew IBM 82
single clement typewriter.
Some of its best ideas
came from secretaries.

Next to the engineers who design it, the people who know
a typewriter best are the secretaries who use it.
To beginwith, the new IBM 82 single element typewriter
uses our unique interchangeable typing element.
I't has several new features, the most
important is a “Dual Pitch’' capability which
' enables you to switch from typing 10 char-
acters per inch for legibility to typing
statistics, reports at 12 characters per
inch to save space. It also has a new half
backspace and a new express backspece.

' EEEEEE The unique cartridge ribbon system is spe-
, Y cially designed for the new IBM T-I11 —

. Please mark whichever is P % g .

applicable and mail to Office e a breakthrough in ribbon development.
. Products Division, IBM Hong Kong. ik b
. New Henry House, 1st Floor, B A
. Tel: H-246141-8 ™
= [ Please send me a catalogue =
. [J Please send me a representative u
= NameRr et err el . Title .. .oouuin :

Company ........ S
[ | |
. Address ..i.eeiiii come i .

'WORLD TRADE CORPORATION

[ I R Tel.. - A New Henry House, 1st Floor,
---.--...-.---- - Hong Kong. Tel: H-246141-8



HINKING OF
YOUR STAFF?

For all forms of Retirement
Benefits and Group Life
Assurance Schemes
consult:

-

GUARDIAN ASSURANCE CO., LIMITED,

2nd Floor, Union House, P.0. Box 94,
Hong Kong. Telephone: H-233061.

You get a great deal from Guardian

Growth and Gamblers

CCORDING to the prophets of doom, 1972 would be the year when
Hong Kong ran out of steam. Admittedly none of the prophets forecast

outright disaster.

Their usual prognosis was one of ‘cautious optimism’.

In the event the ‘cautious optimism’ of the forecasters seems to have been

justified.

Domestic exports for the six

¢ nths to the half year increased by

armost ten per cent over the
equivalent half year in 1971. Ad-
mittedly this was less than the half
yearly growth rate obtained in any
of the last five years — in absolute
terms as well as in percentages — but
it is still positive growth.

As always, it is difficult to assess
how far growth was achieved as a
result of increases in volume of
exports or how far it was achieved
through higher prices charged to
customers. And it is even more
difficult to assess how far price in-
creases are attributable to increased
export of higher quality products,
rather than to inflationary pressures.

Growth in re-exports was well
sustained at almost 15 per cent, but
re-exports are of considerably less

~onomic significance, and are equal
. value to about only one-quarter of
total domestic exports. Nonetheless,
their contribution to the value of our
trade is not to be dismissed. Indeed,
in some markets, notably Japan and
other Far Eastern countries, they are
in absolute terms more valuable than
exports of domestically manufactured
goods.

If there are grounds for pessimism,

they must arise from the virtually
stagnant level of the value of im-

ports. Although imports did increase
— by a slight 2.4 per cent — a
large part of this increase can
probably be attributed to inflation
and it therefore seems fair to assume
that the volume of imports increased
hardly at all.

The imports figure is in many ways
a more significant index that the ex-
ports figure. To generalise rather
boldly, the exports figure tells us
what we have achieved, while the
imports figure points to what might
be coming in the immediate future.

Import figures provide a guide to
likely developments in three areas.
Firstly, imports of raw materials and
industrial parts etc. give some
measure of the strength of manu-
facturers forward-order books. Thus
any fall off in the level of materiais
ordering suggests that exports may
not be expected to grow spectacularly
in the near future. .

Secondly, the equipment category
of imports provides a rough guide to
capital investment — and thus ex-
pansion — both by manufacturers,
and by the operators of public
utilities, etc.

Thirdly, the level of imports is a
guide to our standard of living. Since
local producers, either in industry or
agriculture, cannot meet the needs of
the local market, growth in categories
of consumer items imported will
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roughly chart any rise in standards of
living, allowing once again for the
distortions caused by inflationary
pressures.

The pattern of import increases
and decreases suggests that the Houng
g4ang citizen is continuing to improve
. . way of life, but that manu-
facturers’ order books may not be as
full as in certain periods in the past.
For instance, the two largest per-
centage increases were in imports of
food and clothing, both of which are
largely for local consumption. Signi-
ficant decreases on the other hand
could be seen in some materials
for the textiles industry.

The picture is however far from
clear since there were also decreasecs
in imports of certain types of con-
sumer durable products and increases
in imports of some types of industrial
machinery.

What is more heartening is that the
overall balance of trade, which is
more important than adjustments in
individual imports over a short period,
shows no signs of getting out of hand.

r adverse trade gap at mid-1972
was some 30 per cent lower than at
the equivalent stage of 1971. We
have apparently avoided the tempta-
tion to let imports soar at a time
when export growth was slowing
down.

Details of the export figures show
that Hong Kong’s performance has

i

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. held up well. Only three major
markets — Japan, Singapore and
South Africa — recorded an actual

South China Morning Post

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

decline.

The decline in South Africa was
to be expected, and arises because of
the present reluctance of that country
to accept imports.

In Japan the decrease has largely
arisen because of declining sales of
toys, plastic flowers, wigs and
clothing. Although Japanese industry
has recently had something of a
shake-up, because of the toughening
attitude of the USA to imports, the
Japanese economy has not yet run
into any really serious difficulties.
The obvious explanation therefore is
that our sales in these categories have
suffered because of the effects of com-
petition. The products showing a fall-
off are, significantly, those that some
of our nearby competitors also
manufacture. This, together with the
advantage given to South Korea and
Taiwan by the  discriminatory
Japanese  Generalised  Preference
Scheme, which came into force on
April 1, 1972, would go some way
towards explaining the trend.

Singapore waking up

What has happened in Singapore is
less obvious, since there has been a
general fall-off in all categories
exported. But once again, it seems
likely that competition has been en-
croaching on our markets, and part
of the competition is of course
Singapore’s own domestic industry,
which, as it becomes increasingly
productive and efficient, must be ex-
pected to supply a larger sector of
demand in its home market.

Brighter news is that sales in the
majority of our big markets increased
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at a rate that varied from the satis-
factory to the amazing. The USA
took five per cent more of Hong Kong

goods, despite the restrictions on
textiles. The trading pattern was
mixed, however, with sales of

garments, the main money spinner,
- Hwing a slight decrease, and several
other product groups doing likewise.
Much of the impetus for the overall
increase came from textile products
other than garments, and from elec-
trical products.

The UK — perhaps as an Indian
summer before the winter of the
Common Market — continued to
grow at a pleasing 11 per cent rate,
while West Germany maintained its
seemingly insatiable demand for HK
products. Here, the growth rate was
45 per cent over 1971. ‘Canada also
took off into the stratosphere with a
growth rate of 28 per cent.

The only product that showed a
serious decline overall was wigs, but
this by now is hardly news. Other
major product groups — clothing,
electrical goods, toys, textiles etc. -—
all showed an overall increase of

:ater or lesser proportions. Elec-
trical products in particular was the
star performer with a growth rate of
25 per cent.

Stock market

The event of 1972 which was how-
ever to confound the prophets of
doom, and which shows that Hong
Kong’s days as a boom town are far
from over, does not appear in the
trade figures. It is the growth of the
stock exchanges.

F §

Sydney-Daily 10:30 p.m.
twice on Sundays

Melbourne-Manday,
Wednesday, Sunday 10:30 p.m.
Brisbane~Friday 10:30 p.m.

Port Moresby —Wednesday 10:15 p.m.
Sunday 11:00 p.m.

More flights to more destinations down under than
any other airline, all with convenient arrival times.
And you fly non-stop to Sydney every Tuesday,
Wednesday, Thursday and Saturday.

All the way you'll enjoy superb Qantas service.
The kind we've developed through more than
50 years of flying.

See your travel agent or Qantas.

OANTAOS

Australia’s round-the-world airline

General Sales Agents:
JARDINES AIRWAYS DEPARTMENT

In association with Air New Zealand & B.O.AC,

The situation was put in
perspective by a set of figures pro-
duced by brokers W. I. Carr and
Sons. The table traced the growth
of stock market turnover during the
past eighteen years, and compared
this with the growth of bank deposits.

The level of stock market turnover
for the first five months of 1972
overtook the level of bank deposits
for the first time in the period
covered and, presumably, for the first
time in history. ‘According to W. I.
Carr, market turnover for the period
January to May was HK$22,073
million, against bank deposits of
HK$21,363 million. This represents
a growth rate over the previous year
of 250 per cent, which makes some
of the trade percentages quoted look
puny. The increase in bank deposits
was a modest 14 per cent.

One interesting point to emerge
from the analysis is the significance
of the year 1968. This seems to
have been the turning point in Hong
Kong’s post-war history. In this year,
bank deposits, which had grown at a
pretty steady rate for the, past ten or
so years, passed the HK$10,000
million mark for the first time. Like-
wise stock market turnover in this
year jumped from HKS$305 million
to HK$943 milion. Considered in
percentages, this was a bigger jump
than in any year prior to 1972.

The year 1968 was also a take-off
year for trade. Total trade — both
imports and exports — had of course

been increasing throughout the
‘sixties; but 1968 was the first year
9



we'll still be around when
they've grown up, Jardine
Insurance has been in the
business a long time, so we

A few dollars invested in your
children now, gives them every
chance in the future. Life
assurance guarantees them a

cash payment, for expenses like know the answers on assurance.
education or travel, Qur name
guarantees something else:

invest In e
a little childs play,—

Give a little thought to your
growing investment.
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in which the boom that characterised
the end of the decade was truly
underway. Total trade in that year
jumped by almost 20 per cent, and
by a further 22 per cent in 1969.

Each growth recorded is of course
an increase on an ever-widening base,

that overall trade almost doubled
between 1967 and 1972. Put another
way, total trade for the half year to
June 1972 is more or less equal to
that for the whole year of 1967.

What is truly shaking is the
realisation that stock market turnover
in Hong Kong, on the basis of the
figures quoted, is in excess of the
figure for total trade. The com-
parative figures are, once again,
HK$22,073 million for the stock
exchanges, and HK$19,115 million
for trade. And even this is distorted,
since the turnover figures cover only
five months whereas the trading
figures cover six months.

Are we witnessing a basic change
in the nature of our economy? Are
we perhaps entering a new phase in
which Hong Kong is changing from
being a manufacturing and trading

atre and is becoming a financial
centre?

On the basis of the evidence shown
here, the answer must be ‘no’. First,
to state what is obvious, the stock
market figure is for turnover, and the
funds actually invested in Hong Kong
quoted securities at any given moment
must therefore be less than the
volume of turnover.

It is in fact difficult to decide just
what stock market turnover actually
measures, - apart from giving some

indication of the activity on the stock
exchanges, and expenditure of energy
is not of itself any guarantee of real
wealth.

The trade figures on the other hand
record once-for-all transactions —
when a shipment is paid for, real
goods change hands in a meaningful
sense. One must of course add the
rider that the total trade figure does
include some degree of duplication,
since the largest single category of
imports is raw materials for industry,
a large part of which will ultimately
end up as exports.

Nonetheless, the market turnover
ffigure cannot be dismissed as
meaningless. In addition to what may
be regarded as speculative -capital,
a considerable proportion of the figure
quoted must represent solid invest-
ment in Hong Kong companies.
There have of course been several
major issues on the stock exchanges
in recent months and it is encouraging
to know that companies can raise
substantial sums from the local ex-
changes — particularly, in view of the
fact that the abolition of the Overseas
Sterling Area has restricted Hong
Kong’s access to London, the one
major capital market normally
available.

What sort of investment?

It would be interesting to know to
what extent the market turnover
figure can be broken down into (a)
speculative capital from overseas
invested in Hong Kong companies in
the hope of making a quick Kkilling,
or because conditions are not right

11



in other markets (b) local “gambling
money” and (c) genuine investment
in Hong Kong industry, made with a
view to securing income or of pro-
tecting the real value of capital funds.
As far as category (c) is concerned,
it would again be of interest to know
how much of this type of capital has
been raised from local sources and
how much has come from overseas.

At the moment, it is rather the
vogue to criticise local stock
exchanges. Since the flowering of the
more recently established exchanges
in 1971, Hong Kong etiquette has
suggested that a bemused silence is the
only correct re-action to the growth of
stock market dealings. The surge of
new issues over the last few months’
combined with the unrealistic level of
some share prices, has now persuaded
a few of our business leaders that the
time has come when the market trend
must be put in perspective.

Banker’s bombshell

Michael Sandberg’s ‘lap-sap’ speech,
as it will surely be known to history,
was the most trenchant of these com-
ments, not only for the good sense it
contained, but also because it was
given by a man of responsibility, em-
ployed by what many regard as the
Colony’s premier financial institution.

Whatever the rights or wrongs of
Mr. Sandberg’s comments, The
Bulletin’s concern is not with the
doubts he expressed concerning the
integrity of brokers, ‘get-rich-quick’
new issues, the need for better self-
discipline on the exchanges, or the
innocence of financial journalists.

These problems can be sorted out in
time, given good will, common sense
and a grasp of reality.

Grasp of reality

This latter factor — the ‘grasp of
reality’ — does concern us. What is
disturbing is the belief that seems tg
have gained some credence that Hogz
Kong can sustain itself economically
as one vast stock exchange without a
substantial real economy to underwrite
the existence of a stock exchange.
Rumours reach the Chamber — as
yet they are little more than rumours,
but even so are a bit too frequent for
comfort — of businessmen who are
either liquidating, or else neglecting
other activities, in order to concentrate
on the market.

Again, a substantial influx of over-
seas funds may be of short term
benefit to Hong Kong. But an
equally sudden flow of money out
of Hong Kong could do more than
undo these benefits, and give rise to
a real economic setback.

Many observers who have ex-
perienced past booms in markets
elsewhere in the world find it hard
to resist the conclusion that there {
something a trifle unhealthy about
Hong Kong’s boom.

We are concerned over the role in-
vestment should play in Hong Kong
and the repercussions that it has on
our overall economy. For the time
being, we believe that Hong Kong
must remain a manufacturing and
trading economy, and that a stock ex-
change, while useful and indeed
necessary, is very much of secondly
economic importance.

N
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Product Liability Insurance

THE D.C. & I. has informed the
Chamber that an increasing num-
ber of buyers, notably those from the
United States, are insisting on the
insertion of clauses in contracts,

requiring manufacturers to indemnify

+hem against any claims for damages

aich might result from the use of
their products.
This trend stems from the fact that
in law a manufacturer is liable (to
his customers and the general public)
to provide merchandise that is sound
in construction and free from risk in
the hands of the eventual consumer.
Implementation of these provisions is
fast becoming an established feature
of business in the US and in a num-
ber of other countries.

Product liability insurance

The Chamber’s International Trade
Committee has consulted Mr. N. A.
Rigg of Union Insurance Society of
Canton Ltd. on the matter and has
been advised that Product Liability
Insurance is available in Hong Kong
and is sometimes granted as an exten-
<ion of a Public Liability Tnsurance
Jlicy issued to manufacturers.
Usually, however, it is arranged as a
separate policy.
The Insurance Company will be
subject to indemnify the TInsured
against — All sums which the insured
is legally liable to pay as compensa-
tion, claimants costs and expenses in
respect of bodily injury to or illness
of any person — loss of or damage
to property as a result of a defect
or the harmful nature of the goods
insured.

Written consent

The policy will also cover all costs
and expenses of litigation incurred
with the written consent of the Com-
pany in respect of a claim against
the insured to which the indemnity
expressed in the policy applies.
There are a number of ‘exception
clauses’ and Members should seek
advice from their own insurance
companies.

Limits of liability are negotiated
between the Insured and the Insurer
and are usually expressed as a sum
payable in respect of any one acci-
dent and a higher sum payable in
any one period of insurance.

A Products Liability policy indemni-
fies the manufacturer against any
claim which might arise through their
product being accidentally altered
during manufacture leading to
damage, death or injury. The normal
policy does not insure against the

same product being incorrectly
formulated in the first place.
Cost

The cost of this type of.insurance is
expensive. This is even more rele-
vant when the manufacturer is at the
end of the chain — for example, a
‘products’ claim can go from con-
sumer to retailer to wholesaler to
exporter to manufacturer.

ends
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Picture Briefing

!

Mr. John Barrow, Counsellor for Hong Kong
Commercial Affairs in Washington D.C., was the
guest speaker at a luncheon held by members of
the North America Area Section. Seen with Mr.
Barrow are (from left) Mr. W. Dorward, D.C. &
I., Colonel I. G. Daniel (Chairman of the North
America Area Committee) and Mr. H. P. Foxon,
Acting Chairman.

The President of the Pacific Basin Economic
Council, Mr. K. H. J. Clarke (left) visited the
Chamber on August 10 and had discussions with
the Acting Chairman, Mr. N. A. Rigg, Mr. K. A.
Miller and the Director on the possibility of Hong
Kong becoming more closely involved in PBEC
affairs.

Organised by the Chamber and Sun Hing Ship-
ping Co. Ltd., in conjunction with the Wanchai
City District Office, a group of students were
given a tour of the container liner, the Zim New
York, when it arrived in the Colony on August
30. Here a ship’s officer explains the use of the
radar equipment.

Hong Kong has again participated in the ‘Partners
for Progress’ Fair which was held in Berlin from
August 24 to August 29. Clement Tsang, who
acted as coordinator for the Hong Kong group,
was on hand to greet Dr. Ditlej-Carsten
Rohwedder, the Federal Republic’s Secretary of
Finance when he visited the Colony’s display
stand on the opening day of the Fair.

The Pakistani Cotton Sales Delegation, headed by
Mr. S. Abdur Rahman (centre) discussed points
of mutual interest with the South-East Asia Area
Committee when they visited the Chamber on
September 1.

Thirty executive recruits, newly joining Jardine,
Matheson & Co. Ltd., were shown the Chamber
slide presentation ‘Take One Barren Rock’ as part
of their familiarisation training.




Don't look round now, but | think that's

Taiwan

A study of the US import market
carried out recently by the TDC
does not make cheering reading for
Hong Kong businessmen. Although
the TDC does not labour the fact, it
nonetheless appears obvious that we
have not been doing as well as we
might have done — restrictions not-
withstanding.

The competitive position of imports
from Hong Kong has in the course
of the last few years deteriorated,
and in 1971 only a five per cent
increase over 1970 was registered.
This undoubtedly is to the benefit of
the Colony’s Asian competitors, all
of which have been in recent years
able to sustain significant growth
rates — higher than the overall
growth rate and higher than Hong
Kong’s individual growth rate.

While imports into the US still
constitute a small share of the US
domestic market (less than four per
cent, according to one source), the
rate of growth has gone up for every
country with a stake in the market.

TImports from developed countries
increased at a more rapid rate than
developing countries. In the period
January to December 1971, imports
from developed countries increased
by 15.5 per cent. These countries
together account for nearly three-
quarters of total US imports, which
in 1971 had increased by 14.6 per
cent to US$45.6 billion.

Countries showing a marked in-
crease include Hong Kong’s two
strongest Asian competitors — Tai-
wan, which registered a 48.8 per cent
growth over 1970, and South Korea

which registered a figure of 24.9 per
cent. Despite the high growth rate
of both these countries, Hong Kong
is still ahead in actual volume of
imports. The absolute figures are:
Hong Kong — US$991 million,
Taiwan — US$817 million and Koreg .
— US$462 million. Other countri&;f‘
showing a rapid rate of growth in-
clude Japan (23.6 per cent),
Belgium/Luxembourg  (21.4  per
cent) and Singapore (67 per cent but
still very low in actual volume).

By volume, in 1971 Hong Kong was
ranked as the tenth largest supplier.
Six of the other nine larger suppliers
were developed countries, whose im-
ports to the US consist largely of high
cost capital gods which are in no way
competitive with Hong Kong’s relative-
ly low cost consumer goods.

More fun and games

Venezuela and Mexico were the
other two countries ahead of Hong
Kong in the list of suppliers. Only
Mezxico poses any kind of competition
to the Colony — especially in toys,
but Hong Kong now holds the lead-
ing position in this category, follow
by Japan.

Hong Kong’s actual import per-
formance in the US was worth
US$991 million for 1971, accounting
for 2.2 per cent of total imports —
not much when compared to Canada
and Japan who together hold 44 per
cent of the total. West Germany
was third with eight per cent of the
total.

Hong Kong-produced goods doing
well in the US include toys, clothing,
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radios, electronic components and
parts for computers, textile yarn,
fabrics and made-ups.

It is also interesting to note that
the majority of the United States’
trading partners have reduced the
value of their imports from the US

the 12 months ended April 1972,
while buying more from other
nations.

Declines

According to a report from the US
Department of Commeree, declines of
nine per cent or more in imports
from the US were registered by
Japan, Australia and six West Euro-
pean nations (calculated in their
respective national currencies).

Japan bought 11 per cent less US
goods and Australia 12 per cent less.
The other trading partners who take
up large slices of US imports, and
who showed a reduction in imports
of US goods, were Italy (nine per
cent), the United Kingdom (five per
cent), West Germany (three per
cent) and Belgium/Luxembourg (17
per cent). Canada was the only

rge developed country that had
increased its imports of US goods
significantly, by 19 per cent.

On the other hand, Hong Kong
was among the developing nations
which had bought more from the
United States — two per cent in
excess of purchases in the corres-
ponding period the year before.

In conclusion, Hong Kong’s trade
prospects in the US are still extreme-
ly promising. Undaunted by the
restrictions imposed last year, the US

has continued to be Hong Kong’s
largest market and there is still room
for growth. Hong Kong ¢an diver-
sify. If it fails to make headway
with one commodity, it can do the
job with others. Despite restrictions,
Hong Kong’s textiles and garments
are doing well. Likewise, toys and
radios. Artificial flowers, scientific
and controlling instruments (which
include cameras and watches), sport-
ing goods — these are all making a
bid for higher sales in the US market.

Perhaps, as suggested by the
August newsletter of the American
Chamber of Commerce in Hong
Kong, we need a new dynamic
product to play the expansionary role
fulfilled by electronics in the late
1960’s and wigs in 19707

It is anyone’s guess as to what
this ‘dynamic’ product could be, but
the market is there — that is for
sure. If we do not meet with oppo-
sition from US domestic industry,
then the other obstacles would be
our own failure to meet the
standards, quality and price required
for a product to sell in the States.

Marketing mix -
There is one other factor needed
for success — salesmanship. Too

often the Hong Kong producer pre-
fers to wait for orders to come to
him. He is not always prepared to
get up, go out and sell. But if we
are to hold our own against our
competitors, selling must be part of
the ‘marketing mix,” along with
quality, price and delivery. This is
a theme which The Bulletin hopes to
develop in a future article.
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alot about connections. ¢

Patrick Is a family man. Spends a lot of his spare time working round

the house. Fixing connections. Patrick also makes a lot of good connections
for many of Hong Kong's exporters. Patrick is one of our experts on
international trade. You'll find the most modern banking facilities at all
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experience. You'll also find people like Patrick.
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your money safe.

When you visit us, look for our Customer Services
9\/ Guide in the orange uniform. She will show
'“j’::.‘ o you where to get the service you need.
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Pick of The Press

Reprinted from the Financial Times, London
Putting a Price on Talent

HE rapid turnover of qualified staff all the way down the line to skilled
office workers and trained technicians posses a big problem for employers

in Hong Kong, who are understandably unwilling to invest large sums in
training if they are likely to lose newly qualified employees to other
companies. Since there is an almost insatiable market for trained workers
of all levels, it is no wonder that people can afford to pick and choose their
~hs. The solution suggested in this article by E. G. Wood, the Director
the Sheffield Centre for Innovation and Productivity, Sheffield Polytechnic

in the UK, may be a bit out of the ordinary, but it does provide a sensible

way of tackling this difficult problem:—

Why not introduce a transfer fee
system for top executives? Yes, just
like the one they have for footballers.

The value of good managers in
industry, commerce and other fields is
virtually unrecognised.

A company that develops its
managers cannot benefit if they move
on to another firm. It may have
poured thousands of pounds into
training its men, but the return is
limited to their contribution while
they are on the payroll.

The competitor who entices the
good managers into his fold picks
them up for an old song. For the
cost of an advertisement and a few
hundred pounds on staff selection,

acquires an asset that can trans-
form profitability of the company.

If a transfer fee system were intro-
duced, employers would have a strong
incentive to develop their good
managers, knowing that they could
recoup their investment and could
convert the asset to cash for further
development of the business. Mana-
gers would know that their real worth
was fully recognised and they them-
selves could benefit from self
development.

Shareholders could see a new entry
on the balance sheet representing a
far more wuseful form of -capital
reserve than the inflationary increase
in the value of land and buildings.

Of course there are some hidden
forms of transfer fees. Ailing giants
disburse vast sums in reverse take-
overs to acquire good management.
But these are the exceptions. The
vast majority or organisations gain no
recompense for the loss of a good
manager whereas a soccer club can
benefit substantially in hard cash
when a top player moves on.

Football finance

A soccer club recruits promising
young players, then pours money into
training them. The purpose is not
only to win matches and thereby in-
crease gate receipts but also to
recoup the investment when the
envious eyes of other clubs are on the
look out for talented players.

The transfer fee system may have
its shortcomings but it certainly de-
fines the market worth of the most
important assets of the club.

Unlike a manufacturing firm, a

cont’d on Page 26
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A wealth of Rubbish

PEOPLE in Hong Kong are proud of the fact that Hong Kong is a
prosperous manufacturing and trading centre — and stands 18th among

the largest exporters in the world.

In fact, probably the first thing that

hits the new arrival in Hong Kong is just how business-oriented Hong Kong
is. The next thing that hits them is how dirty Hong Kong is. Tourists rave
about how clean Singapore is, and how clean Japanese cities are — and

_complain about Hong Kong’s filth.

The human animal is very
adaptable. If it lives in squalor long
enough, it begins to accept it as the
norm. This has slowly been allowed
to happen to Hong Kong. The Clean
Hong Kong Campaign is Hong Kong's
big push not only to bring to the
attention of the population just how
dirty the Colony is, but to get every-
one to pitch in to clean it up.

The first stage of the campaign,
airing Hong Kong’s litter problems
for all to see, has now been in full
swing for almost a month. In that
time, the campaign has been given
wide coverage by television, radio,
and the press. And the people of
Hong Kong are responding — except
for one very obvious group — the
business community, that sector of
the community which in fact benefits

-or should the term be ‘profits’?—
most from Hong Kong.

The silent majority

At least, that is the view of Mr.
H. M. G. Forsgate, the Vice-Chair-
man of the Urban Council’s Environ-
mental Hygiene Select Committee, and
a member of the Chamber’s Counci!.

In a speech to the Rotary Club of
Kowloon at the end of August, the
business community came under fire
for their apathy to the campaign. It

was pointed out by Mr. Forsgate that,
although some 5,500 letters were sent
out to individual companies asking
for specific support for the campaign,
only one per cent responded.

The companies who did respond
can be divided roughly into three
major groups—those who are willing
to go all out for the campaign, not
only in terms of dollars and cents,
but also in terms of personal initia-
tive; secondly, those who are willing
to help the campaign by donating
money to sponsor competitions or
publicising campaign stickers on their
products, letterheads and so forth;
and thirdly, those who appear to be
motivated purely by materialism.
Their attitude is *‘What’s in it for me?’
—and if the campaign organisers can-
not suggest an approach which the
company feels will be =of sufficient
benefit to them or their product, they
are likely to decide that the campaign
does not warrant their support. This
means that less than one per cent of
the commercial community presently
appears to be doing something for
the campaign.

It is also interesting to note that
subsidiaries of international companies
form a large part of the first group.
This is a rather sad comment on the
local companies. Why should inter-
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national companies which do not,
after all, have a relatively large per-
centage of their assets invested in
Hong Kong, be willing to carry the
banner, when the local companies
who operate exclusively from Hong
Kong, and for whom the Colony is
- me, show so little interest and civic
prde?  These companies have grown
prosperous partly because Hong Kong
is administered so as to encourage the
growth of businesses, yet when the
crunch comes, they do not in turn
seem to care enough about their en-
vironment to do something about it—
except perhaps to complain about
how dirty some places in the Colony
are, and to suggest that Government
should do more to clean up Hong
Kong.

Be seen and heard

It has been argued by industrialists
that the number of replies to the
letters sent out by the campaign
committee is no indication of the
degree of involvement of the business
community. Some manufacturers
point out that they are keeping their

n premises clean, and after all,
tnat is more important than offering
to put up ‘Clean Hong Kong’ stickers
and posters.

The main object of the campaign
is, of course, to get Hong Kong clean,
and publicity with no action will
achieve nothing. But as Mr. Fors-
gate noted, if companies are doing
something to keep their own premises
clean, they should make a point of
publicly announcing their support for
the campaign — not only for the

publicity that this may generate for
their own company, but to encourage
others to do likewise. Clearly, if the
campaign is to be a success, every
member of the community must be
involved in it. Psychologically, it
makes a good impression on the local
population to see that successful busi-
nessmen, who are community leaders
in many ways, are also solidly behind
the campaign.

Leadership from the top

According to Mr. Ted Thomas,
who is heading the Publicity drive for
the campaign, the most effective way
for a company to become involved
in the campaign,is for the top man
in the firm to give his personal stamp
of approval to the campaign. If he
then designates an executive on his
staff to be in charge of the company’s
efforts on behalf of the campaign,
positive action is likely to result.

The Governor, for example, made
it clear that he personally wishes
every Government Department head
to give full support and aid to the
campaign. If commercial managing
directors would follow theGovernor’s
lead, Hong Kong could once again
be a pleasant place in which to live,
work, play, and visit.

The campaign has been underway
for some time now, although the
USD’s major effort does not start
officially until November. But in
October, the Community Involvement
Scheme is to begin, and the commer-
cial sector must be willing to take an
active part, if the community as a
whole is to become fully involved in
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a common goal.

It is time for business leaders to
let their consciences be their guides.
There are always excuses which can
be made — ‘We are only a small
company’, ‘We don’t have time’, ‘We
don’t know what we can do to help’

d so forth.

No excuses, please

Sponsorship does not necessarily
require company expenditure, Mr.
Thomas points out. A company can
help by simply putting up a few pos-
ters or stickers, a matter taking a
few minutes, and costing nothing,
since the posters are supplied by the
campaign committee. As for time,
that is the oldest excuse in the book.
If you want to do anything badly
enough, you will always make time
for it, and if busy executives can at-
tend cocktail parties, surely they can
find an hour or so to think about
supporting the campaign. And ideas?
The campaign office has some of the
most creative thinkers in Hong Kong
on its staff. They are willing and
eager to send an advisor over to dis-

ss what a particular company can
wo to help the campaign — taking
into account the size of the establish-
ment, the products they produce, the
budget allocated, and so forth.

Some of the different kinds of
sponsorships a company can offer
include contests of every sort and
variety, donating Clean Hong Kong
T-shirts and arm bands to campaign
volunteers, sponsoring clean-up ses-
sions by supplying lunch boxes, re-
freshments, and transportation for

volunteers — the list of possibilities
is endless, and the campaign commit-
tee is ready to tailor-make suggestions
for any individual company.

As the Chamber pointed out in its
articles on pollution in past issues of
The Bulletin, Hong Kong is not an
environmental write-off. .. .yet. With
the proper attitude and cooperation
from those who have the money, the
power, and the labour force behind
them, Hong Kong can be just as clean
as Singapore.

The students are ready and eager
to take part in the Clean Hong Kong
Campaign — and some have already
been doing so. The religious groups,
the Kaifongs, civil servants, enter-
tainers, press, radio and television
people are all working hard for the
campaign.

But the business community has
proved to be the major group which
seems to be lagging behind — while
it should be the leader in this all
important campaign.

Certainly the Peak is not a litter
‘black spot’, neither are the Mid-
Levels, Repulse Bay, Kowloon Tong,
Yau Yat Chuen, and Kotloon Peak.
No Lap Sap Chung would dare set
foot in those areas, but what about
the other areas of Hong Kong, where
the great majority of the population
live? Are our businessmen who can
afford luxuries so one-track-minded
and so tunnel-visioned that they can-
not see or do not care what is hap-
pening outside their commercial to-
wers? The Chamber does not think
so. We’ve always taken pride in the
fact that our Members include the
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Rubbish—cont’d.
majority of the most respected com-
panies in Hong Kong — companics

that take pride in Hong Kong—both
present and future.

Needless-to-say, a number of our
Member Companies are doing their
share for the Clean-up Campaign.
One big hong is planning to donate
a beach cleaning machine to Govern-
ment, a plastics company is making
litter bags and car litter bags for the
campaign, a photographic company
has printed messages on all their film
packages telling the user to throw the
empty boxes in litter baskets, a news-
paper is sponsoring an essay com-
petition, a hotel is donating litter bins
and T-shirts, and numerous other
companies, large and small, are spon-
soring contests or displaying Clean
Hong Kong posters.

So we are now appealing to our
Members who haven’t yet signed on
to help the Campaign. Businessmen
are natural participators, not specta-
tors, so how about coming out and
getting truly involved in the Clean
Hong Kong Campaign? A prosper-
ous Hong Kong won’t mean very
much if you have to live in a garbage
heap.

Don’t let your community down—
don’t let yourself down. A phone
call costs nothing. Call the Clean
Hong Kong Campaign office at
5-95524, and see what you can put
back into Hong Kong.

ends

Pick of the Press—cont'd.

football club has few fixed assets and
no stocks and debtors. The directors
realise only too forcibly that the real
assets are the employers, particularly
the star players.

The club manager devotes consid
able resources to developing {i<
talents of his men both as individuals
and as a team. They in turn know
that not only will they be paid by
results but they will benefit from the
enhancement of their value in the
form of transfer fees.

In companies, the idea could be
extended down the line to cover all
employees from skilled craftsmen to
floor sweepers, from sales managers
to office girls. Then the levy-grant
system of the Industrial Training
Boards would be unnecessary, be-
cause firms would have a vested
interest in training their staff. And
the luddite elements who cannot now
see that they are in the wrong
occupation would soon realise which
jobs offer the best opportunities.

The major clubs in professional
football have not been slow to leg-
some lessons about modern managc-
ment and to apply some of the best
ideas for the benefit of their clubs, the
players and the spectators. But the
traffic has been mainly one way. Few
managers have troubled to study the
world of soccer to see whether they
could learn something to their
advantage.

What price tag would you place
on your team?

ends
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a market as different as
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Hong Kong is a place ot contrasts, none more apparent than that between (radmonal Junk :nd modern cargo ship.

ﬂ]at,s dlmﬂltWe re different because we are the only

international bank with headquarters in
Hong Kong. We've been here for dver a
hundred years and today play an important
part in the development and trade of the
region. Our wide financial experience
enables us to help you in many ways.
Simply write or call if you need any
information. Although we're based in the

Far East you'll find we have an office or,
THE HONGKONG BANK GROUP a representative near you.
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