SOk E BN EREBH

S|EEsh

BUSINESSMEN TALKing abour BUSINESS
IS RS




SRk EHIBIMHINEREERE

=] AR 04
= & 28R
(&1T4%)

Businessmen Talking about Business

k£ o F
e thBhEIF

SR EPE PP




(R)FEF 1825
EH#RE4%H (CIP) %18

X T2 5% 1 = Businessmen Talking about Business/ 5k 7K %
IR .—2 R (BITAE)—IL 5 XS5 R 5 K% H R4,
2002

ISBN 7-81078-149-9

1.%- T.%- 1.5 -MEEYBHH-E.W
IV.H319.4.F
P E MR A E 51 CIP 7 (2002) 5 020472 &

© 2002 F IPHPZFHEHKFHR LT
MERE BEISR

EHZEH
(BiT4)
M4 E RS KEHE®

R EFARA 125 EBH5:100029
R4k : http: //www. aibep. com

EW KEERRTERR BEREXRRTHRET
FA.850x 1168 1/32 12.875 Efizk 334 TF
2002 4 5 AdLFEE 2 IR 2002 % 5 A8 1 KETRI

ISBN 7-81078-149-9/H+028
EN #0001 — 5000 EHr:20.00 7T



RS NEFRRAEHBH(EF
EkEYR(LEIFES)ARE L REXK
M XA TR SAFH L REH
., AXRHFEHHF, RELEBAE £
HIBMA&BF 19 XKXAG 4 E5E,
BURATAFRES T X P BT XA
ENBTRNAEEAGRT He92%, X
2 FRAVARE I 22 F A 6) IR = Ao 2
TEAR 63 2 & — /569 F AR K,
ABE2E ROSEFTLFFENFH LK
& K F GG IR AT LA

ABEBHXOREEFZ(ERH 2T K)
XAY, FERXREKGRBLF I, R %
KR EK L FFein, A kK E 492
P2 F LA KW 2R 5+ R4 MR AL
R BT,




Fr

RALBERICFTMIEFHHREE
TRER, RAFERIEXFO+RE RET
FEHRFEL, F P, L AR, A
KEZH T — X — P34 E & 445t
BREEALT, WITHEFG(BFELRE),
(7 =A) (BB L) (AT %5)
AR TG K it 69 % H A B EH
RGP HCREE R, IWABH A
ARFRART Hb&hd kbl s x4
WG, Ak A L3l T RF R A, 5 X
TR RGBT, RSk o
PE# 49 #A5 b FK-FA2 5] T ARABEG4E R

KB SLARA WTO & 7, @ s & b vl fi 12
FTHE £ 5 698 Fo 3R, KATVE B R bz




AREXEHGER SRS WTO AR, I8
KFitaeg AR, BRMRENET 4
BrXFHERILeEERSACH LS
fa g ERF, IWRKBHARES TKE
AERARGAREE, TREELE, T
TAL % Z ik, dy B 5K R b Ao 4 2 M AR AR 1R,
FIMAF L, RAFEZRFEIFIIEHK
AP R, ARBINET S LR EEE

R KRR,
wlEt



onf

[

X 21 WARiR, HEHEF LEAFEMHARTEE
KL FXEZNAA M AT EERHA 5 EBHXH
FATAHERER-REME, XBFLZHALNLTRFKEXE
AMAE KEBEARASH RETHELEAE  XEEH
HEAH . RE IBM £H BEEANNTEEA EESREH
RHEFRAE ALK SH FFEERFET NEX
JE77 IR A B VK F I BHP E R FFRA R A F  EEER
R 355 B D F) S A 0 A5 BT R KGR AT RE
RERREAF REETFELEHRRRSLER . FH
DDB RN M) Eit  EEAMEAAMEF A S LER R

o

X2l Bk, NABEEER . BEKRIIMGIITRE
BB ol 55 BT R ) — SR SR U, SR 3 At 11175 90 s Th i 2
A L8 BEIR— MR AT ZIE, Wk IE-— R & 2 HiE AT
HARRCALT R ERITRE Lk, X8 A LMERRRED
M2 EERAEIRVLEE, X B AT17E 5 55 16 3h o ST Bt o o g — g
MRS T —REEMBGER L. I8 RIETTREX K A1H
Fria%.

A IJBEEE AE EKE, AT/ NN EERE, Al




AREELEE, FHARNERZFRRANLREF, A
ANBRFERRMBITN A EE, ARERAFEENHEHRE
HTEERASHNEE., WITXE H3H AR, TR rE
AFREFRHANHIE, XX TIGHRINGH N, ERITEN
SARERG LA L HIEEHRTREED, WRAFLH,
AT RETFARZGEKFHFEEE T XERE, BRZE
HIE R EIRICR, SER . FIHRIt.—RB¥E—HOE
W RE RIS ELSGT, BES G I RE I 2 AE X EE
FREIAILA G SRS BRE . FIMEEE, 8%
WHSEEL. RBERIEE, RBSTFFRN%E,
EFHRELES, LT VR LE B NHF B
HAOBAFAMARGHFATIEFEEFESERAALNLER Y
AHRRBELBZ R HFRFBHFREHTFRARUEERAE
P BB AR A 8 PSR A B E R T (ERR R R) Y
R, o G AL B R T 3L 9 L AL SR I B e o o 4k
AHRBAFBH TR T KBO T/ FRAREHE
AR EENE BN RERE T ERWER, EH—H &
R BRI B, A8 R A R MiEE LEH.

KUk EE



Unit
Unit

Unit
Unit
Unit
Unit
Unit

Unit
Unit
Unit
Unit
Unit

Unit
Unit

N OO O oW

8
9
10
11
12

13
14

Contents

BP - an International Oil Company
The Growth and Management of
an International Company
Purchasing Minerals from China --+-ceoreeeereeee
Business Partnership «w«essseeees s sersmieeeanan
GE and Its Operations in China =:eeeeeeeereereses
Ready for the Future?
The Similarities and Dissimilarities between
Our Two Cultures and Their Effect on
Business
IBM and Its Basic Beliefs
Marubeni - as a Value - Creating Company *****
The Impbrtance of Telecommunications **-**
Chemistry in Everyday Life «rroeveeeeeeeneeee
Issues Confronting Chinese Companies in
International Trade - Views of
an International Businessman
Lawyers in International Business +«+«=r«-----
A Banker’s View of International

Trade Finance

- (1)

- (17)

(34)
(54)
(74)

- (90)

e (109)
e (131)

(147)
(165)
(188)




Unit
Unit
Unit
Unit
Unit
Unit
Unit

15
16
17
18
19
20
21

International Transportation

Marine Insurance

International Arbitration

Advertising

British Airways in China <= esereeeeeesmemeenne
Approaches to Business Negotiations in China -+
The US - China Commercial Relations -+




Unit 1

BP - an International Oil Company

Bingzi:

Outlaw:
Bingzi:

Interview with Mr. Brian Qutlaw of BP

Hello, everyone. Welcome to the first pro-
gramme in a new series called “Businessmen
Talking about Business”. In the series I will be
talking to a number of English speaking busi-
nessmen and women who have business interests
in China. After each talk I will review the lan-
guage that they used. In that way, I hope that
you will learn more about the English language
and, at the same time, something of interest
about our friends who are doing business with
China.
My first guest is Mr. Brian Qutlaw, the general
manager and chief representative of the British
Petroleum Company, BP, in China. Hello and
welcome to the programme.
Hello, it’s a pleasure to be here.
Firstly, let me tell the listeners why I asked BP
to be my first guest. I wanted to talk to a British
company first as English is their native lan-
guage. I know that BP is Britain’s biggest com-
pany and the third largest oil company in the
1
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Outlaw :

Bingzi:

Qutlaw:

world. Apart from exploring for and producing
oil and gas, the company refines and markets
petroleum products around the world. It is also a
very large chemicals company and a major sup-
plier of animal feeds and animal breeding stock.
BP has been in China for some time, and so I
thought that they would be a good company to
talk to.

Mr. Qutlaw, can I ask you first about your
name, which is very unusual. I’m sure you’re
not an outlaw, someone who is outside the law,
a criminal. Where did the name come from?
The simple answer is from my father, but how
my family got the name, I really don’t know. I
believe that many years ago the name used to be

”

spelt with a final “e”, but this seems to have
been lost somewhere around 400 years ago. It’s
a very uncommon name - and I have to be careful
that I am an outlaw in name and not in nature.
The advantage of the name, though, is that peo-
ple remember it easily.

Oh, yes indeed. How long have you been in
China?

I’ve been here for just over two years, long
enough to appreciate how little I know about the

country.



Bingzi:

Outlaw:

Bingzi:

Outlaw:

Bingzi:

Before you arrived here for the first time, I am
sure that you had some ideas about what it would
be like to work here. Were those ideas proved
right?
Some of them were, but I also had a lot of mis-
conceptions. [ read several books about how
‘different’ China is from the west. Some of
these books gave the impression that the Chinese
are very cunning and play lots of tricks in negoti-
ation. One even listed a hundred or so tactics
that you use in meetings. For example, it sug-
gested that the important decision maker would
often keep very quiet in the background - I haven’t
found that to be the case at all.
I think some of us may have similar misconcep-
tions about foreigners too, due to lack of direct
contact.
I'm sure that’s right, and I think that the truth
of the matter is that people seldom play tricks
when negotiating serious contracts. It’s essential
that both sides feel that they have done well in a
negotiation. The concept of mutual benefit is
very important. If one wins a contract through
trickery, the chances of getting a second or third
contract are much reduced.
That’s certainly true. What about the people,
3




Qutlaw:

Bingzi:
Outlaw ;

Bingzi:

Outlaw:

Bingzi:

do you find us Chinese very different from the
English?

Clearly there are differences in culture, but there
are many similarities, too. I think that the Chi-
nese and the English consider themselves to some
extent reserved. Neither of us likes to show too
much emotion in public, and we are both rather
formal.

But we are not formal all the time!

Of course not - and neither are we, but I think
that we are both more formal than some other
people at similar occasions. However, we do like
to let our hair down under the right circum-
stances, don’t we? To answer your question,
though, I think that there are many similarities,
as well as differences between us, and it’s the
similarities that I think are important.

We obviously agree about many things. Tell me,
Mr. Outlaw, what is BP doing in China?

We are doing quite a lot. We are exploring for
oil and gas, trading chemicals and licensing
chemicals technology and we are also involved in
a number of nutrition projects.

Could we talk a little about the exploration activ-
ities? How long have you been exploring in

China?




Qutlaw:

Bingzi:

Outlaw:

Bingzi:

Outlaw:;

Bingzi:

We have been exploring offshore China in coop-
eration with the China National Offshore Qil
Corporation {CNOQC) for about 10 years. We
signed the first contracts awarded in the first
round of offshore bidding in 1983, and have had
a variety of exploration contracts ever since. Up
until now we have drilled more than 20 wells in
China and that has meant that we have spent a
lot of money.

Have you made any discoveries in China?

Not yet, exploration is a high risk activity and so
far in China our efforts have not been successful,
but we continue to learn more and more about
the geology and we hope we will get some suc-
cess in the near future.

I don’t know much about how foreign coopera-
tion works in the oil business in China. Could
you explain it for me?

It’s very similar to the situation in many other
countries. The government invites international
oil companies to bid for areas to explore. The
companies carry out an agreed work programme
and they pay all the costs. In the event of a dis-
covery CNOOC may participate in the develop-
ment of the field and pays its own costs for that.
Excuse me for butting in, but I’m not sure that

5




Outlaw:

Bingzi:

CQutlaw:

Bingzi:

Qutlaw:

Bingzi:

Qutlaw:

I understand exactly what you mean by develop-
ment?

I mean the design and building of the production
platform and pipelines and the drilling of the
wells to produce the oil from the field. Once un-
der production the revenues from the field are
used to recover the development and exploration
costs and then the remaining oil is split between
CNOOC and the foreign companies in an agreed
way. We then pay tax on the profits that we
have made from the venture. That’s an oversim-
plification, but it’s along those lines.

So the Chinese get some of the production?
Certainly, then we make our big discovery in
China, it will be good for both of us.

I hope you are successful soon.

So do I.

I’ d like to hear more about BP later, but first,
there is another question that 1’d like to explore
with you. Over the past few years I understand
that the oil price has moved from high to low and
recent events have caused it to increase again.
What do you think will happen to the oil price
over the next few years?

The oil price is set by the price that the market

will pay. Over the last ten years or so the world



Bingzi:

Outlaw;

Bingzi:

Outlaw;

oil market has become extremely sophisticated
and very sensitive to changes in supply and de-
mand throughout the world. If the supply de-
creases, prices will go up, but then the market
will tend to cut back on the use of petroleum
products and, at higher prices, alternative fuels
etc. become economically attractive.

But do you think that the price will go up or
down?

To answer that I would need a very good crystal
ball, and if I had such a thing I could become a
very rich man. I think that, given the likely
growth in demand, the oil price will tend to in-
crease from the levels at the start of the 1990’s.
With that, and the need for continued invest-
ment, a price of around $25 per barrel seems
about right. However, there will always be some
price fluctuations, especially at times like now
when there is political uncertainty in the world.
Thank you, I think that we have covered enough
ground today and I suggest that we close on that
point. In our next talk I would like to find out
more about how an international organization
works. In the meantime, thank you.

Thank you, I look forward to our next talk.




