‘Billletin T

A Hong Kong General Chamber
of Commarce magazineg

CHAFRNAN
Paul Cheng

VICE CHAIRMEMN
William Fung
Robert Savage

MRECTOR
lan Christie, C8e, MC

EDITORIAL BOARD
Dr. ¥.S. Cheung
lan Perkin
Dr. W.K. Chan
Sidney Fung
Graham Jenkins
Alice Yao

ADVERTISING
Simon C.K. Wong
IN-GROUP PUBLICATIONS LTD
Tel; BBT 1830
Fax: BOE D645
T Chanbd i Apcldaal, Ary Sibearlinama] of §
Pl Fuahusn e el P{'E e iy Dy
BhoohEernent By IFa Lhafter
PRODUCED BY
Printline Ltd
Linit A, 18/F Harvard House,
105-111 Thomson Road
Wanchai, Hong Kong
Tal B38 7282, Fax B38 7262

PRINTED IN HONG KONG
PUBLISHED BY
The Hong Kong General
Chamber of Commerce

22/F Uniwad Cenira,
95 Queensway, Hong Kong

Tl 524 G224
= el F |
BN M A
TH A
BUEAS
AWML+ A
MR- N
MAAY ST
W Mmae

IN-GROUP PUBLICATIONS
LTD

AL - BT 1830

[ B0 0645

W IR E A HUER - (R R
EREEBTICELER TS

M1E . Prnthine Lid

R

l{rl'E E':ilﬁ'

il ':FH-I’JHL s LERS | et |

A% . 529 979

© The Hong Kong General Chamber |

of Cammarce

The HKGCC study mission thal
COVER STORY wenl lo Pearl River Della towns
in January were impressed with the “Man in the White Shirt at
Zhuhai.” He is the Mayor Liang Guang-da, who the study mission
thought has produced the best infrastructure for new industrial

investors from Hong Kong. 8
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CATCHING THE ASIAN WAVE

Corporations heed
global call

Hong Kong companies capitalise on regional expertise

t a time when an increasing
A number of corporations in Ameri-

ca, Australia and Europe have be-
gun to wake up to the profit potential
which China and other rapidly develop-
ing Asian markets represent, Hong Kong-
based companies with hands-on Asia ex-
perience are finding themselves well
placed to sell their PRC/regional expertise
to uninitiated newcomers.

One Hong Kong company which has
recently benefited from its PRC knowl-
edge is, American-owned marketing and
trading company, International Techno
Marketing Ltd (ITM). ITM has recently
completed a contract to manage the com-
plete set-up of an Australian corporation
- specialising in the sale and lease of re-
conditioned and used earth moving
equipment (Emeco Pty Ltd), into the PRC
and has signed a further '‘Distribution
Agreement’ with the Australians to market
their equipment in China and other coun-
tries in the region.

Commenting on the ever growing
number of foreign companies which are
breaking into the PRC, ITM
Chairman/CEQ, Mr John | Craciun says,
“Emeco, and companies like them, have
good reason to look to China and other
Asian countries for growth. In common
with numerous industries in developed
countries, the Australian construction
and mining industry is mature but with
proper insight and planning, expansion
into China offers excellent opportunities
to boost sales.”

Using Emeco as an example of the
guiding role which Hong Kong compa-
nies can play, Craciun explained, "Com-
panies like ITM, which have been operat-
ing via Hong Kong into China for ten
years-plus, offer incoming companies the
benefit of knowledge and expertise which
has been garnered from our own years of
investment. This is what enables us to
save our clients valuable time and money
in set-up and what then puts them in a
position to gain a quicker return on in-
vestments which they make."

As an example says Craciun, "With
one of our most recent clients, we had the
official government documents in place
for their company’s Beijing office registra-
tion two and a half months before we had
even completed the signing of our own

contract of representation. And in this
case, not only was the client saved a sub-
stantial amount of executive time but we
also saved them a good deal of money as
it is not uncommon to have to pay a small
fortune to get even basic business proce-
dures completed in China.”

But for Craciun such things are all par
for the course. “As China specialists, it's
our job to ensure we cut through the red
tape for our clients. The only draw back
to efficiency,” he says, “is that people of-
ten just don't appreciate the time it takes
to build relationships and knowledge.”

He adds, “Executives with little or no
overseas experience are often under the
impression that everything should operate
in the same way it does ‘back home' and
s0 when you achieve something effective-
ly on their behalf they can think that it

came too easy. At such times the attitude
can be one of ‘we could do the job just as
well ourselves.” They don’t realise that
even large multinationals have found
themselves floundering in China.

But then with the current rate of
overseas interest and investment in
China and other emerging Asian na-
tions, there is little chance of a short-
age of customers for Hong Kong com-
panies like ITM.

At last count the figure for aggregate
LS investment in the PRC alone stood
at US$469 million, Sino-Australian joint
ventures in the PRC came in at around
the one hundred mark, and (perhaps
an equally valuable indicator) the avail-
ability of air line tickets on all major car-
riers moving in and out of China was
almost nil. u
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