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International length ciﬁ?rettes

should taste as good as they look.

We believe longer
cigarettes should be distinguished for their
taste, as well as their appearance.

So State Express of L.ondon proudly
introduce 555 International.

The new International length
cigarette with the emphasis on
fine Virginia flavour every

Only after we'd
satisfied your taste, did
we wrap 1t up with
style —a style distinctly
matched to your own.

555 International
gives you taste with distinction

@ British-American Tobacco Co.,( HK) Ltd.
At Importers of the finest cigarettes from the U.K.and the US.A.



THINKING OF

YOUR STAFF? .

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

GUARDIAN ASSURANCE (O., LIMITED,

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

You get a great deal from Guardian

Selling to thg Arabs

HEN oil prices were doubled

and quadrupled in the period
late 1973 to late 1974, fears were
expressed throughout the developed
g1d of an impending ‘petro-dollar
C..oi8’, resulting from the inability of
the commercial banking system to
cope with the sudden influx of Arab
oil monecy. In the event, however,
such fears appear to have been exag-
gerated.

But if there was a silver lining in that
particular cloud, it was the belief that
the dramatic shift of wealth from the
oil-consuming industrialised world to
the oil-producing countries would be
followed by a correspondingly drama-
tic growth in the latter’s imports.
Such an increase, it was hoped,
would go at least some way (though
not in anyone’s expectations the whole
way) towards off-setting the rocketing
cost of fuel imports and restoring the
lop-sided balance of payments of the
industrialised countries.

Hong Kong naturally shared in

se hopes. In common with most
developed countries we are in the pre-
carious position of having to import all
our oil, most of it from the Middle
East. We too suddenly saw our im-
port bill swollen by the rising cost of
oil. ~ And at the same time our
exports to leading markets were
beginning to decline. Hong Kong ex-
porters and manufacturers had no
choice but to step up their sales efforts
in the few markets that remained
strong—and these were largely in the
oil-rich countries of the Middle East.
As part of the Middle East sales cam-

paign, the Trade Development Council
organised three business groups to the
Middle East in the space of three
months, and many more businessmen
went on their own to try their luck at
getting orders. Not surprisingly, re-
ports were soon coming in of a
Middle East ‘flooded’ with imports
and ‘over-run’ by trade missions and
visiting businessmen from all over the
world, many of them from our re-
gional competitors—Taiwan, South
Korea, Singapore, etc.

However, those who were looking
for a really dramatic improvement in
our exports to the Arab countries—as
great, shall we say, as the increase in
oil prices—will go far be disappointed.
In the first four months of this year
the value of Hong Kong’s exports to
the Middle East increased by 23 per
cent over the same period last year,
from HK$203 million to $250 million.
In volume terms the increase in the
first half of this year was probably in
the region of 13 per cent, as is sug-
gested by the increase in the number
of Certificates of Origin for shipments
to Arab countries procgssed by the
Chamber’s Certification Department.

Considering the 14 per cent overall
drop in the value of our world ex-
ports during the same January-April
period, these figures are most wel-
come. But it would be very difficult
to say that the increase in exports
to the Middle East balances our
recession-hit sales to leading markets
in the US and the EEC. That might
be said of West Germany, which
during the same January to April

5



The Bank of Canton, Limited.

Head Office:
6 Des Voeux Road Central, Hong Kong.

With branches in Singapore, Malaysia,
Thailand, Macau and Hong Kong.

Subsidiaries:
Canbank Finance Ltd.
Bank of Canton (Nominees) Ltd.

Affiliate:
Hong Kong & Shanghai Insurance Co., Ltd.

S Affiliated with SECURITY PACIFIC NATIONAL BANK
Head Office:
Los Angeles, with branches and
representative offices around the world.

=

period increased its purchases of
Hong Kong goods by $175m, or 25
per cent. It might even be said of
Nigeria (also an oil-exporting coun-

), which boosted its imports of HK

“wmanufactures by a phenomenal 186

per cent and is now HK’s 11th largest
export market. But at $250m. our
exports to the Middle East still only
account for four per cent of total
exports. To put things further into
perspective, the drop in exports to the
US alone in the first four months of
the year amounted to more than
$560 million.

Of course, traditionally the Middle
Eust has never been a market of great
importance to Hong Kong, although
sales have been growing at a steady
rate in recent years. In 1973 the
Middlc East took 2.5 per cent of our
total exports. By way of comparison,
in the same year Singapore alone
accounted for 2.7 per cent and
Canada for 2.6 per cent.

However, the signs are that this

il change. It has been estimated
that the OPEC countries will increase
their share of total world trade to
about 10 per cent by the end of this
decade. The question is, should HK
be aiming to send 10 per cent—or
cven cight or ninc per cent—of its
exports to the OPEC countries (most
of which are of course Arab
countries) by 1980? Assuming a
conservative annual growth rate of 10
per cent in our overall exports be-
tween now and 1980, HK would have
to increase its exports to the Middle
East by about 33 per cent a year for

the ncxt five years in order to achieve
this aim.

In theory such an increase might
be possible. But in the short-term
we should make a sober assessment of
the problems involved in developing
trade with the Arab world.

As a recent Arab visitor to Hong
Kong put it:  “You should not expect
too much from the Arab countries.
They are like the man who suddenly
gets rich.  You cannot expect him to
change his whole way of living over-
night.’

The visitor, Mr. Samir Fares, is
Vice President of the Beirut-based
advertising and market research or-
ganisation, Intermarkets S. A. L., and
knows the region well. He is
confident that the long-term potential
of the Middle East for Hong Kong
exporters is very considerable, pro-
vided we get off to a good start and
adopt the right approach.

Diverse

Firstly, as Mr. Fares points out, the
Middle East covers a vast geographi-
cal area. Within the 20 Arab nations
there exist great diversities of
politics, culture, climate and economic
development. True, the Arab nations
are tied together by a common cause
and the Islam rcligion (with the cx-
ception of Lebanon which is mainly a
Christian country) and the Arab oil-
producing countries share membership
of OPEC. But the fact remains that
it would be very short-sighted to think
of the Arab world as a monolithic
block.

Despite the great wealth of the oil
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producers the region as a whole
remains very much under-developed,
with little industry and enormous

problems More-

with all the wealth and will in the
world it still requires time, knowledge,
manpower and careful planning to
move rapidly from the feudal to the
medern world.  And it should be re-
membered too that many of the Arab
countries are not oil-producers and
remain poor. Large segments of the
population in the region continue to
lead a desert, nomadic existence.

Politically, Arab governments range
over almost the entire spectrum, from
conservative, anti-socialist monarchy
to Marxist. Import policy also varies
widely from one country to the next.
Some, like Bahrain or the United Arab
Emirates, have a free import policy.
Others, like Iraq or Syria, regulate

norts. As a generalisation though,
uie region is less restrictive than most
import-wise.

The retail and distribution network
also varies. The traditional bazaar
and souk are still common-place
throughout the Middle East. But
they are steadily being replaced by
modern supermarkets and department
stores in some of the larger cities.

Clearly the problems to be over-
come on the Arab road to develop-
ment are many and daunting. But a
look at the list of projects planned or
underway, particularly in the oil-

producing countries, shows that these
problems are being faced and tackled
in a resolute manner. The list also
provides a clear indication of where
the greatest potential for the exporter
lies. In Saudi Arabia alone, for
example, major projects ‘in the pipe-
line’, so to speak, include: a fertiliser
factory (estimated cost US$100m);
eight to ten gas liquefaction plants; a
huge steel factory (US$500m); a
petrochemical complex—including a
refinery, a methane factory and an
cthylene factory (total cost around
US$3,000m); a new airport in Jeddah
and the extension of Riyadh airport;
two satellite telecommunications sta-
tions; desalination plants; silos; flour
mills; 10,000 kms of roads in the next
five years; a cement factory; and a
Mercedes car factory. The list is
almost as long for some of the other
Arab oil-producing countries.  Even
non-oil producers like Egypt and the
Lebanon are spending heavily on
development (some of it financed by
generous  loans from the oil-
producers).

Little scope -

These projects clearly offer little
scope or comfort to the Hong Kong
exporter, at least in the short term.
The lucrative contracts are going to
European, American and Sovict com-
panies. Some are joint ventures. It
is the European countries which so
far have reaped the greatest benefits
from the Arab spending spree of the
last year. Last year West Germany
more than doubled its exports to the
Arab countries, from DM3,600m in
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1973 to DM7,300m in 1974, and
French exports to the region increased
by 77 per cent last year, from 6,400m
francs to 11,400m francs.

When oil prices were raised the
European countries were quick to see
the opportunities for developing their
exports to the Arab world. West
Germany, for example, last year set up
full-scale  commercial  delegations
staffed by about 20 officials in several
Arab countries. Europe enjoys the
advantage of fairly close proximity to
the Middle East with easier com-
munications and lower freight charges.
Traditionally it has been the re-
gion’s main supplier. Hong Kong, on
the other hand, loses out by being far
away (HK exporters have complained
that the freight charges on shipments
to the Middle East are sometimes
almost equal to the value of the goods
being shipped) and not well known or
understood in the Middle East.
Understandably, Arab buyers have
t-aded to look westwards’ rather than

stwards.

So far HK’s export drive in the
Middle East has been focussed prin-
cipally on the countries which offer
the strongest immediate potential and
which have in past years been our
leading markets in the area—the
United Arab Emirates (principally
Dubai and Abu Dhabi), Kuwait,
Saudi Arabia, and Bahrain.

With the exception of Saudi Arabia,
these are small, oil-rich territories
with populations of less than one
million. But their average per-capita
incomes are among the highest in the

world and they offer the additional
advantages of being free ports and
centres for the entrepot trade with
other Middle Eastern countries. Ex-
ports to these countries have shown
strong growth in recent months. Sales
to the United Arab Emirates were up
by 52 per cent in the first four months
of this year, those to Kuwait in-
creased by 28 per cent in the same
period, and sales to Saudi Arabia
were up by 56 per cent. These coun-
tries have been buying large quantities
of consumer goods—clothing, transis-
tor radios, TV sets, watches, electric
fans, torches, imitation jewellery and
travel goods (though not, take note,
very many textile goods).

Hong Kong products are selling well
in these places. But should we not
also be building up our sales in the
more populous, but poorer Arab coun-
tries, such as Egypt, Sudan, Morocco
and Algeria?

The Chamber’s Chairman, Mr.
Peter Foxon, recently returned from a
short visit to Cairo. He reported an
earnest desire on the part of the
Egyptian Government for an open-
door policy and an eagerness to deal
with the West. Although the im-
mediate potential of the country
might not be over-exciting, Mr. Foxon
believes that any time spent building
up relationships now will certainly not
be wasted in the long run. We
should try in particular to earn their
trust, as well as a reputation for re-
liability. ‘Personal relationships are
very important to the Arab business-
man’, says Mr. Foxon.
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Our scientific planning and mechanised instellation, aug-
mented by advanced production techniques and modern
management methods, make us the most up-to-date and
efficient factory of its kind. With these facilities plus our
continuous creative efforts, latest technical advancements,
modern industrial designs and vigilant value analysis, we
can supply flashlights of better quality, better design, better
price and can offer you better service. For resale or end
use, the best choice will always be

FLasHLicHTs By SONCA

The World's Largest Flashlight Manufacturer

SONCA INDUSTRIES LTD.
P.O. Box 5974, Kowloon, Hong Kong. Cable: SONCALTD

Our Chairman reported a keen
interest in Hong Kong and our growth
as a manufacturing centre over the
past 25 years. ‘In fact Hong Kong is
lnoked on as something of a model of
. ree trade industrial centre and we
were told that Egypt would like to
model their planned free trade manu-
facturing area on the Suez Canal on
HK or Singapore lines. They wanted
to find out all about our rules and re-
gulations, but I told them “It is more
a case of our lack of rules and re-
gulations.”

Opportunities

The planned duty free manufactur-
ing zones offer opportunities for the
HK industrialist to set up factories,
not so much in textiles—for Egypt
already has a large domestic textile
industry—but in other areas, such as
electronics, plastics, household goods,
and so on. Egypt is also very in-
terested in exporting to Hong Kong,
in particular cotton and fruit, for

mple oranges. Although Egypt
last year bought only HK$1.9 million
worth of goods from Hong Kong, the
outward-looking policy of its govern-
ment, coupled with the fact that it has
the largest population of any Middle
Eastern country—more than 37
million—suggests that the future
potential for Hong Kong is by no
means small. The re-opening of the
Suez Canal should also facilitate trade
between HK and Egypt.

This view is shared by the Chair-
man of the Chamber’s Arab Area
Committee, Mr. S. H. Sung. He says,

‘The important thing is to beat our
competitors. We should not ignore a
market just because there is little
business at the moment. Now, when
there are few countries sending trade
missions to the North African Arab
countries, is the ideal time to make
our move.’

Hong Kong’s business groups to the
Middle East have, apart from at-
tracting several million dollars of
business, created considerable interest
in Hong Kong. The initial results of
our export drive in the region are not
spectacular, but neither are they at all
disappointing. It is necessary now to
follow up these groups in order to
fight competition and strengthen our
existing foothold in countries like
Saudi Arabia, Kuwait and the United
Arab Emirates. At the same time
Hong Kong still has a good oppor-
tunity to build up links in the other
Arab countries.

It is doubtful how far, as yet, the
super-profits from oil have managed
to filter down to the average Arab
consumer. When they do, though,
we can expect a greatly intensified
demand for just the sort of con-
sumer goods HK manufactures. The
Bulletin has commented before on the
desirability of diversification. The
trends of the past year have served to
emphasise the dangers of depending
too heavily on a small number of
markets in FEurope and North
America. If we can achieve that 10
per cent target mentioned earlier by
1980 then we will have reason to be
pleased.
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Picture Briefing

Vi

A. The General Committee and China Area
Committee hosted a luncheon on June 3 for
officials of the Chinese General Chamber of
Commerce, the Hsin Hua News Agency, the
China Rgsources Company, the Bank of
China, the China Merchants Steam Naviga-
tion Company and the China Travel Service.
Seen here toasting the continued cooperation
between these organisations and the Cham-
ber are (from left) the Hon. T. K. Ann, OBE
Mr. Tong Ping Tat, the Chairman, Mr.
Peter Foxon, Mr. Tan Kan, Sir Douglas
Clague, CBE, MC and Mr. Chang Chi.

B. The Chairman took the salute at a Police
Passing-out parade on July 12 at the Police
Training School in Aberdeen. In his
speech, the Chairman spoke of the Cham-
ber’s association with the Force through
the Good Citizen Awards and the
Special Relief Fund.

C. A luncheon hosted by the Chairman was
arranged on June 17 in the Hong Kong
Club for the President and Secretary General
of the Riyadh Chamber of Commerce,
Messrs. Saleh Humeidan (2nd from left)
and Saleh Toaimi (3rd from left) and Mr.
Abdalla A. Bamogaddam (right) Managing
Director of Al-Eqtessad Est-Riyadh.

D. The East Europe Area Committee held a
meeting with Mr. Peter Horvath (5th from
left) and Mr. Zoltan Szelenyi (6th from
left), representatives of the Hungarian
Foreign Trade Bank Ltd. on June 18.

E. Mr. M. Kikuchi, Director of JETRO in
Hong Kong described consumer habits
in Japan to members at a luncheon on
June 27.

F. A staff dinner in honour of Mr. J. B. Kite,
retiring Director of the Chamber, and Mrs.
Kite, was held at the Metropole Restaurant
on June 27. Here Mr. Kite is seen being
presented with a scroll by Mr. Kwong Ming.

G. The Hon. James Wu Man-Hon, OBE, JP,
is the subject of this month’s Pen Profile
(see page 17).
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Pen Profile

The Hon. James Wu Man-hon

HE Hon. James Wu Man-hon,
OBE, JP needs little introduction
to the community. He is a well-

known figure in business circles and

his public service activities. He

~was recently elected to the Chamber’s

General Committee and Council.
James Wu is managing director of
the China Cold Storage and Engineer-
ing Company Ltd. which manufactures
air-conditioners and appliances, and of
its - wholly owned subsidiaries, the
Hopewell Company Limited (real
estate) and Weatherite Fashions
Limited (garments). He is also
deputy chairman of Hopewell Hold-
ings Ltd. and Central Enterprises Ltd.

Born in Hong Kong in 1920, James
Wu became involved in the family
business while still at school, assisting
his father in a business which they
sold out in 1967. Mr. Wu himself
had by the early 1950’s taken an
interest in engineering and manufac-
turing. It is easy to see why.

He studied mechanical engineering
«t Hong Kong University and the
National Sun Yat Sen University,
graduating with a degree in Engineer-
ing. This period was followed by
World War II and James Wu spent
the war years serving the Allied cause
in highway transport work in China.
He returned to Hong Kong to
establish himself as a pioneer in the
field of air-conditioning and refrigera-
tion manufacture in this part of the
world and the trade mark ‘Weatherite’
is today a household word.

Through experience and long tech-
nical association with Westinghouse as

a manufacturing licencee, James Wu
acquired and developed considerable
expertise in mechanical, product and
production engineering. He still takes
a personal interest in the design and
development of new appliances in the
business he founded in 1952. In
1957 he was elected a Member of the
American Society of Heating, Re-
frigerating and  Air-conditioning
Engineers.

His own interests in so many areas
of Hong Kong’s commerce and in-
dustry, together with his dedication to
improving the lot of his community,
makes him conscious and concerned
for the Hong Kong of tomorrow.
This personal involvement in his
community was recognised when
James Wu was nominated to the
Legislative Council in 1972.

He says, ‘It’s been a very satisfying
job to be able to contribute in a small
way to the development of a com-
munity of which I am very much a
part and from my experience I can
see that there is a great deal which
Unofficial members of Legco can do
to influence the Govermfiment of Hong
Kong. In fact much more than I
initially visualised. It must be re-
membered that we have a special kind
of democracy here in that Legislative
Councillors do not represent sectional
interests. Indeed, they are to contri-
bute in an individual and independent
way on public issues with their back-
ground knowledge of any special field.’

‘It may be said that it is a govern-
ment of consensus rather than by
opposition that characterises the Hong
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Kong system of democracy, in that a
great deal of consultation still goes on
between Legislative Councillors and
Government outside of Council Cham-
bers and the more than 100 advisory
committees and boards set up by
Government to involve the community
in decision-making.’

James Wu himself sits on a number
of these boards and committees and
is presently on the Public Works Sub-
Committee and Finance Committee
of Legco, the Trade and Industry
Advisory Board and the Fish Market-
ing Advisory Board. Previous in-
volvement include the Urban Council,
the Housing Authority, the Advisory
Committee on Air Pollution, the
Statistics Advisory Committee and the
Industrial Training Advisory Com-
mittee.

Education

James Wu also concerns himself
with education in Hong Kong, par-
ticularly technical education. He is
deputy chairman of the Polytechnic
Board of Governors and of the Hong
Kong Training Council. He is also
on the Council of the Chinese Univer-
sity and on the Court of Hong Kong
University. His feelings about the
education of Hong Kong’s young and
the industrial future of the Colony go
hand in hand.

He explains, ‘We have so many
young people who aspire to have
higher standards of living and more
satisfying jobs. With the increasing
competition from the lower wage
countries, I believe that there is little

choice but for us to go into more
sophisticated and technologically ad-
vanced industries in order that there

be opportunities for the very large

number of graduates coming out fr
our institutions of higher learning ant
technical studies.’

‘The Polytechnic for instance has
been developing at a rate of increase
of 1,000 students a year. When it
took over from the Hong Kong
Technical College, it had a student
body of 1,750. By 1978-79 it will
have about 8,000 full-time and 20,000
part-time students. The two universi-
ties will have about 6,500 students.’

Mr. Wu went on to say that he
thought there were still opportunities
in the established industries such as
textiles, electronics, toys, etc. but the
development of light engineering and
metal industries would provide addi-
tional opportunities.  ‘There is of
course the need for more educated
and trained people in our service in-
dustries for which Hong Kong hag
earned a reputation and which givdf’
us a competitive edge over our low-
wage neighbours.’

He continued, ‘It is essential that
there is close cooperation between
the academics and the business com-
munity so that the institutions of
education here can produce em-
ployable graduates who have a clearer
conception of the business and
occupational environment before they
actually leave school and begin look-
ing for work.’

James Wu has also, despite his

cont’d Pg. 26
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Pick of the Press

Reprinted from The Financial Times, London
Teaching People to Think Creatively’

S innovation a gift possessed exclusively by those at top managerial level?
Or is it a process which, like any other, can be learned and developed?
An organisation can benefit enormously if everyone involved is encouraged

to give expression to new ideas.

The following article by Art Garcia, reports

the ‘thinking-workshops’ held by the Stanford Research Institute.

A fashionable way to come up with
new ideas in the 1950s was to gather
the best and brightest from among
management  ranks for  extem-
poraneous  brainstorming  sessions.
This free-flow form of community
creativity was thought to provide the
proper forum and mood for generating
new ideas, one on top of the other, as
the improvised innovations were
either expanded upon or eliminated.
Organisations, to be sure, still are
constantly on the lookout for signifi-
cant new ideas, but they needn’t rely
only on such stream-of-consciousness
thinking or highly structured motiva-
tional laboratories.

Instead, suggests Stanford Research
Institute, creativity can be learned.
Through modern problem-solving and
idea-generating techniques people can

“astonishingly ~ productive” in
sparking ideas if they are properly
stimulated, says Dr. Joseph
McPherson, a senior behavior scientist
at SRI, a private, non-profit think
tank in Menlo Park, California. Dr.
McPherson and his colleagues have
pioneered the creativity workshop
they call “Innovation Research”
which, unlike the brainstorming affairs
of the 1950s, require weeks, even
months, of intensive preliminary pre-
paration by those participating.

Instead of focusing solely on the
stimulation of ideas, SRI’s modern

approach calls for channelling crea-
tivity toward the solution of a well-
defined problem or set of problems,
usually determined by two or more
company representatives with the
assistance of the SRI team.

The SRI creativity workshops run
from three to five days, normally for
the longer period. “But when you
think of the total package, it really
lasts about five months,” explains
Nick Guidici, an operations analyst at
SRI and third member of the innova-
tion search team.

Because the problem to be con-
sidered should be well defined, par-
ticipants are given the opportunity to
brief themselves ahead of time. SRI
has come up with a number of
techniques at the sessions to help
channel creativity towards solving the
problem, but more important than
techniques, Dr. McPherson em-
phasises, is the calibre of the
participants. Attitudes, willingness to
experiment, educational and work
backgrounds—even willingness to play
potentially  productive games—arc
more relevant to success than are
techniques, he says.

The creativity workshops should
include persons from all levels of
management, from several different
departments and with broad back-
grounds in more than one area, rather
than just specialists. The question
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frequently arises from technically
oriented participants regarding the
presence of those with non-technical
backgrounds, says Mr. Guidici, “but
“’s been discovered in the workshops
.nat not all good ideas come only
from technical specialists.” “The so-
called “soft science” arecas of finance
and marketing, for example, also con-
tribute to company profits and can
produce innovative ideas.

The theme of the SRI meeting is
that one significant discovery or in-
vention can change the direction of a
division, subsidiary or an entire cor-
poration. To help organisations in
uncovering these kinds of ideas, the
innovation searches are held not only
to find new products or services but
new uses or modifications for existing
ones, as well as outlets for patents
and technological processes that aren’t
being utilised and outlets for special
capabilities the company may have.
Low-key role

The role of workshop leaders is

layed down as much as techniques.

“We feel those who conduct the
sessions should assume a catalytic or
‘low-key’ role,” says Dr. McPherson,
“because they can inhibit a group by
acting as lecturers, judges or even
session leaders.”

To prevent the more verbally arti-
culate participants from dominating
the session, the workshop provides a
number of ways for members to ex-
press themselves. The meeting rooms
normally contain blackboards, flip
charts, plenty of sketch paper on the
walls and personal notebooks. Idea-

generating sessions alternate between
large and small groups and time is
set aside for participants to think and
work alone. As an idea pops up, a
member of the SRI team logs it on
large flip charts called “group
memory” and which don’t include the
name of the person who thought it up
so other members won’t be dis-
couraged from making additions. All
ideas belong to the group as a whole,
making them easier to implement
because the “personality” is removed.

How many ideas can come out of
a creativity workshop? Several
hundred reportedly were generated
from a project held in Germany
earlier this year for SKF, the Swedish
ball-bearing concern. An intensive
search for a worldwide sporting goods
manufacturer led to more than 500
ideas for its technical products
division, with the company indicating
it will follow up on about 100 of them.

SRI has conducted its innovative
search workshops for about 10 clients
around the world in the two years
since the programme began. The
fees range between U8$40,000 and
US$50,000 and the week-long sessions
can be held either at the client’s loca-
tion or at SRI, although it prefers to
host the session because of the
availability of nearly 2,000 SRI
specialists in more than 100 dis-
ciplines. Participants are encouraged
to express ideas in their own language
“to get the idea out,” says Mr.
Guidici. “We’ll have it translated.
The main thing is not to inhibit the
flow of ideas.”
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ICC Congress in Madrid
Talks About Market Economy

T‘HE 25th Congress of the International Chamber of Commerce (ICC) was

held in Madrid from June 15-22.

The Chamber was represented at the

Congress by the Secretary, R. T. Griffiths, while Mr. K. Sital represented thc

Indian Chamber of Commerce in Hong Kong.

The theme of the Congress—

¢#™e of vital importance—was ‘Market Economy—more than competition and

profit’.

After H. M. Prince Juan Carlos
had declared the Congress open, 1,3 00
delegates from 60 countries, together
with representatives of international
organisations and of Chambers of
Commerce in socialist countries, began
a week of study and discussion led by
panels of distinguished experts in their
fields. The venue was the Palacio
Nacional de Congresos y Exposiciones
—the Congress and Exhibition Hall—
a modern and functional building in
the Spanish capital.

Congress is the forum where the
main objectives of ICC policy are
defined but its main purpose is to
stimulate an exchange of views be-
tween businessmen from all over the
world—not primarily with the aim of
~rriving at a consensus.  Since the

:me of this Congress, ‘Market
Economy—more than competition and
profit’, was so wide, it was broken
down into four sub-themes: global
resources in an inter-dependent world;
growing  social responsibilities  of
business; responsibility for informing
the public; and consequences of state
interference in the function of market-
oriented economies. Each of these
sub-themes was considered by separate
committees, sometimes meeting con-
currently, so that one had to choose
which sub-theme meeting to follow.
Because of the topicality and im-

In the following article Mr. Griffiths reports on the Congress.

portance of the subject I elected to
follow the proceedings of the com-
mittee tackling the subject of global
resources and, probably for the same
reason, so did many other delegates.

Professor Hendrik S. Houthakker,
Professor of Economics at Harvard
University, was the rapporteur and he
submitted a report dealing in primary
products in general: petroleum—the
main energy source; foodstuffs; and
industrial raw” materials. He ex-
pressed the concern felt by business
leaders all over the world now faced
with uncertainties of a kind rarely
encountered in the past and the fact
that developments in the economic
sphere, having become intertwined
with political factors, had made the
future even more cloudy. Neverthe-
less, his thesis was that in free market
conditions the laws of supply and
demand could hardly be eliminated.
However, it had to be recognised—
and this was borne out by several
speakers—that completely free mar-
kets were rarely found in reality and
the degree of freedom varied as be-
tween products or groups of products.

He distinguished between three
basic types of market organisation—
‘open’, ‘closed’ and ‘mixed’. Agricul-
tural products fell into the ‘open’
market category in which production
and utilisation were in different hands
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so that central trading facilities such
as commodity exchanges, for example
The Chicago Board of Trade, were
needed to establish prices. Industrial
y materials, on the other hand—
bauxite for example — tended to fall
into the ‘closed’ market category in
which the primary producers were also
users or processors, so that there was
little need for elaborate trading
facilities, prices being calculated mostly
for fiscal and accounting purposes.
Where they did not fall into the
‘closed’ category, primary products
such as petroleum and copper were in
the ‘mixed’ market category in which
there was substantial but not com-
plete participation by users or proces-
sors. Central trading facilities might
or might not exist but where they did
(as in copper) they covered only part
of the market.

Open markets

Professor Houthakker pointed out
that ‘closed’ markets appeared to be
I+ g ground and that there was a
teadency towards greater open-ness.
The price mechanism was, therefore,
becoming more important in produc-
tion and distribution. In contra-
distinction, this development had not
become more acceptable politically; on
the contrary the price mechanism had
come under increasing attack in those
open and mixed markets where its
operation was relatively unrestricted.

How to reconcile these apparently
conflicting tendencies was the topic of
much of the ensuing discussion and
debate and there tended to emerge a
polarisation of views as between the

so-called ‘developed’ and ‘developing’
countries, which in general correspond
to the primary product consuming and
producing countries respectively. The
tendency towards cartelisation of
production was likely to grow and, in
the short run, prove successful in
shifting the distribution of income in
favour of cartel members.

The cartel idea had political appeal,
especially at this time when raw
material prices were weakening under
the influence of a worldwide recession.
A cartel meant the exercise of market
power which, concretely meant that a
group of producers curtailed its output
below the level that would prevail in
the absence of jeint action, and thus
raised the price. But since wide-
spread curtailment of output would
lead to a fall in consumption and in-
vestment, in an inter-dependent world
both consumers and producers werc
likely to suffer.

Oil producers, for instance, would
pay more for the raw materials they
imported, including raw materials
embodied in industrial products.
Because some kind of officjal backing
was generally needed to make a cartel
effective, a choice had to be made as
to whether a change in distribution of
income was to be the main objective,
or whether efforts should be directed
more at increasing aggregate income
to the benefit of both producer and
consumer countries.

The different points of view express-
ed during the discussion clearly hinged
on differences in short run objectives.
In a masterly summing up, Professor
Houthakker felt optimistic that these
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ICC CONGRESS—cont’d.
could and would be reconciled. The
immediate relevance of the discussion
for Hong Kong is, I think, to be found
in Professor Houthakker’s view that
markets are becoming more open so
that instead of the management deci-
sion of integrated firms, supply and
demand would be increasingly deter-
mined by prices. This perhaps is of
relevance to the current debate in
Hong Kong on whether a central
trading facility in the form of a com-
modities exchange is desirable here.

During the week there were
specialist discussion groups on arbitra-
tion, East-West trade, trade facilita-
tion and transport. There was also a
special meeting of the International
Bureau of Chambers of Commerce to
enable officials of Chambers to ex-
change views on topics of interest to
all Chambers irrespective of legal
status, and particularly to enable the
IBCC to fulfil its role as the body
ensuring liaison between all Chambers
at the world level.

I had been asked to speak on the
‘Role and activities of Chambers of
Commerce and Industry vis-a-vis
governments as spokesman for busi-
ness’ and attempted to describe how
the Hong Kong General Chamber of
Commerce functioned in this respect.

It was a well-organised and success-
ful Congress on which the Spanish
National Committee and the Interna-
tional Chamber of Commerce Secre-
tariat are to be congratulated.

PEN PROFILE—cont'd.

other heavy commitments, managed to
take an active role in a number of
trade associations and lately this has
also included the Chamber. H
Chairman of the Federation of Hong
Kong Industries, Deputy Chairman of
the Productivity Council, a member of
the Trade Development Council and
Honorary President of the Chinese
Manufacturers Association. Up to
1973 he was also a Committee mem-
ber of the Hong Kong Tourist Asso-
ciation.

He says, ‘It is good to see the in-
creasing cooperation among the major
trade organisations. This is very
encouraging and can only work to the
benefit of the community in trade
promotion and in the strengthening of
our economy.’

On the personal side, James Wu is
the father of five daughters and two
sons, one of whom has made him
and his wife proud grandparer_
James Wu has an interest in phcic-
graphy, boating, swimming and
Chinese calligraphy.  The Iatter,
James Wu explains, has been an in-
terest for over 40 years. ‘Chinese
calligraphy helps concentration and
tempers one’s nature, so the scribes of
China believed. It certainly dis-
ciplines the mind. 1 find it helps me
to be more patient. When 1 need to
think things out, or just to relax, I
take out my brushes, ink and paper.
Unfortunately I find I have much less
time to write these days.’
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How your company can profit
from The Hongkong Bank Group’s
extensive knowledge of
international markets

Although The Hongkong Bank
Group originated in Asia, we have
always had a very international out-
look. Much of the financial support
for overseas investment and trade by
Asian companies doing business
outside Asia has come from us.
If your company is interested
in establishing or building up
its business anywhere throughout
the world, you should consider
using the accumulated knowledge,
understanding and resources of
The Hongkong Bank Group.

We am advise you ow all areay aof fimancial fmeectmen

Business partner for Asian com-
panies overseas.

Whether your company 1s exporting
manufactured goods or importing
primary products or machinery, we
can help you all along the line. In
addition to more than 200 branches
throughout Asia, The Hongkong
Bank Group has offices in many
other countries around the world.
Market information and statistics are
marshalled by our offices and then
cross-referenced for the use of our
clients. In this way, busincssmen can

mterpret facts and figurces into selling
and buying opportunitics abroad —
without having to lcave their home
base. This background information can
include such vital factors as the ins and
outs of trading overscas, taxes, laws,
quotas, duty regulations, trade fairs
and promotional possibilitics, Europcan
Common Market facts and so on.
All arcas where inside information
could give you a very competitive
cdge in very competitive markets

International financing organized.
As one of the world’s biggest banks
and with assets currently exceeding
USS$10,000 million, The Hongkong
Bank Group is well placed to arrange
the many diverse kinds of financial
help needed to do business overseas,
be it in.Europe, America or Australasia.

-
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We can help you with all kinds of momey matters
throughout the world.

International financing, forcign cx-
change  dealings, Eurodollars and
Eurobonds — thesc can all be handled
by us, through our nctwork of
branches throughout Asia and abroad.
We can play a valuable intermediary
role too, helping you avoid the delays

that often occur when you deal through
local or correspondent banks inf" -
trics outside Asia. And thesc are dciays
that can affect costs because of over-
night changes in the rate of exchange,

Valuable contacts arranged.

In cvery country abroad, The Hong-
kong Bank Group pcople are well-
known locally and can thercfore
introduce you right away to your
most influential contacts — oncs that
might otherwise take you years to
establish. They know the people
you should mect: agents, fellow
businessmen, supplicrs, Government
representatives and those in technology
and industry . . . all at the nght level

te ke = in the meet impasiant

cities af the world.

For further formation on how you
can profit from The Hongkong Bank
Group's knowledge, please contact
any of our offices throughout the world.
The Hongkong Bank Group in-
cludes The Hongkong and Shanghai
Banking Corporation; Mercantile
Bank Ltd ; The British Bank of the
Middle East; The Hongkong Bank of
California; Hongkong Finance Ltd ,
Australia; Wardley Ltd , Hong Kong;
Hang Seng Bank Ltd , Hong Kong
and Wardley Canada Ltd.

THE HONGKONG BANK GROUP

Serving Asia and the world.

HEAD OFFICE: 1 Queen’s Road Central, Hong Kong. Offices in Australia, British Solomon Islands, Brunei,
People’s Republic of China, India, Indonesia, Japan, Macau, Malaysia, New Hebrnides, Philippines, Singapore, South Korea,
Sni Lanka, Thailand. Also in Bahrain, Canada, Channel Islands, Djibouti, France, Germany, Jordan, Lebanon, Mauritius, Morocco, Oman,
Qatar, Saudi Arabia, Switzerland, Tunisia, United Arab Emirates, United Kingdom, United States and Yemen Arab Republic.





