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- I am ov.7’an Sobin here in New York wlth Murray Berger of SEabrook
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.‘was told.we devised Hlmself
.He'did he was the advertlslng agency for those ada and they were:

probably the first rikke ads, the first . ads that got people wonderlng.
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Sprlng Mllls became %f one of the largest cotton text11e mllls
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Are you viewed as the current expert’
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comes up rezarding trade with China, I am consulted.
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-In the spring‘of 1972 and I remember how 11pressed I wasl of the fact.
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it is 1mportant.
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I know it does., What got you there the first time, do you remember.
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Well I started gettiné 1nterested in Chlna actually 4 to S yearsiﬁ
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OH yes, I had started, no not fam11y, I had started a. business in,

1956 where by taklng the remnants of a company that had gone 1nto
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Is tbat partly because they know anyth1ng about your business
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But you care just as much I bet you even though
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'.We are a d1v1sxonof Spr1ng Mills. Gettlng to ehlna, about 1968 69
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I ~guess what . is 1t, 900 m11110n today.

Wbo*knows.; Something }ike that.
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with China something would have to happen, you just can't ignorefBOQ_“
million people, so I got involved with the Canadian govenrment."By:-;
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involved I mean asked them what they were doing for their businesses -
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on how to deal with China and I studied tke 1nformat10n. -
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Even as an Amerlcan.“'You had no business-in .Canada.. -~ : - - 5
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That's what I asked.

_ And I found out that there was‘a'way'that &ou Had.td write to the: - : o S
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[5 we did, we: started correspondlng Iets saywin Cglnese
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OH shls was very early.f
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were not admitting Amer icans to Chlna but I felt the t1me would come_?

i .y - » d
. . - - ’ , T

vhen tﬂere would be an open door for Both'the Chihese‘Co@ing here aﬁd;ffg{
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-we'going there and I;said consider me and know aBout.my‘company now

and tHen every s‘x months I updated the letter and kept them aware of

my pro ress and tHen on Apr11 1st, and tkat's Aprll Foold Day, 1snt' it,
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. ijo ; }.cv! ina"‘

B, e s : Berger -9-

I'm sure it was a Monday an¢ I got a cable and it s:id, you, your ':‘;
honoreble self, is invited to the. Canton Faif; Now I thought for :JL
certain that this Was a prac 1cal Joke because a lot of my friends
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jcame.a reel'cable. Thatfs a betten,way to tell the story.
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v .,-.‘
-~ "\ '1)

= St

Ch1na was on your paesport.

v131t tte Peoplets Republlc of Chxna.' Yesg; y':: : f} o o

And I Had .to get the shoes and I was‘fortunate; T met a' gentlemen who
had been doing business in Hong Kong representing the Macy Company and :
he was kind envugh, he was the vice presidemt of, Macy's to give me’
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How many tlmes to Pek1ng7 S P Y P

'and-&ou kndw'that Peking Eaken.
‘You cant just run in and out,
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can't think of it right off but I ahould because he'llﬁ shoot me.
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Anyway,yyou've been there 8 times now. A R L S
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done business at every one of them. :

No.

And

the Canton Falr is a11 about.. They want to sell to you, don't they.y:f
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And you must be an 1mportn¢ buyer, ‘what other klnds of products io
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Stop at rhbb1t for Just a moment. I really was unaware - of tke fact
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Well, we never ate rebbit in this country unt11 I went to”China and

to AT i e g - A

. et o . : o
PIEPARN e . AR

a’so throuvhtout the- m&% midwest aud the southeast, southwest, you Have

the consumer bﬁying rabbit..

And is it called rabbit;' : % f~ e ..}

Yes

In a can or what

No, its fowzen, in the f.,ozen form, its all eviserated the same as .- -

po&ltry is evisertated and very high quality,-I must state tﬁat."i;i_{ ot -
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1 say in general, i_cdlesify‘their ﬁredﬁp%s'of:being"-
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Do they Have a’ good qualit7 tobacco’ o
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Well c1garette tobacco..
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Th1s is dlfferent.
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I bought the c1gar tobacco
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great, the duty is too great;
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Right, I see.

Ch, Ceylon is an area. .
Turkey?

b believe Turkey, the Phillipines, far it
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knd do they sell exclu51ve1y to you.,;

'Wexhave. he've tried to discuss the matter.

Not as yet. .
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“to represent them and “they did flnd the quality of tke tobacco very
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No, in compariscn. to lcbster and when you fxgure what skills it

Gdud_promotion._ Murray, »He Chinese method of freez1ng the shrlmp,,,-

‘..a!._' 5 : 5
is that relevant’ Do they know real ly’what they're d01ng.

l‘ - . - » X » —.

.Yes.; They have - the modern technology.qf o Ln L e R e :f“f

X

D1d they Have 1t w\en you first got there’ Or d1d you Help them

We helped them develop their methods of freezlng.

- - TS . ¥ e S % g - TR By
\-., g.m .-.‘ 3K V.

ve. could to help them_ln gradlng skrlmp and proce581ng shrimp.f.

ard. so forth and gﬁlded them to the rlght wav.

- 4 P A
et *-\-‘a- ) J-.c -

Jullan, we went even furtHer. We would send them ;i.nformatign_'-'frum1,c

- oy

e

to have them on par wlth any other country in the world that 9§%?’§\§

'-_~ o

ao the Unlted States. . " i
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.And‘they'appreciate.tkis don't they? A Fr e

e (&

I'm sure they appreciate thls. Thweir appreciation to me_is-tket~

- o . ~ ;
. . o ol -t i 4. ]
s . o W o

o'
4, -,‘ Q,.
J ?‘

they followed instructlons or suvgestions and they are,d01ng 2 fine-

N . . A‘ % ,,._ 2 - '{ . sl A7 ¥
quanltles or the véiume tha«-you ere con31stently tkatl“
i : SEI L Tl 2 A s o AT SR :
‘dose it with'.;;f=f L o A '~l"u-' P i LR g e
NG, 2 thlnk we Have been probably the only company that regu‘arly )
‘nxmports. ;gf_ s - ¥ a i T
ﬁ;t- SR T TRRE e iy
Do you buy between Falrs toc? ) . =%
Yes; and- tkat we do via tke telex and 1t 1sn't tLO difflculf:j is ]1' "
x." .".:‘"A. ~- »'A‘-v
have <

)
g by et WSS

4.-! .

'ﬁ“hhat Ckineee eorﬁoraflon? g
foThlgilé ;he Foodoeuffs Corporatlon.‘; . _Lié
.Iofs calleﬁ wQ;1;¥éh‘:” Ve i .iii
i: On, you meen'tge‘;Hole. 'lé:i = (j c;
Jational Cereal end 0ils’ ad Foods-uffJ Corpor-floo, I'v~ forgotten f_f
:the exact echniea‘ terms, I think its jJust Laiied eee;ei.;oo§o;15, ‘;;i
Yes, Interamtional cereax and olle *mpoet and.export eo;po;;;;on; ‘%
STrange they use-the name export, I mean corporatlon,:i;;}: }t ’-. i

- Well, that's very interesfing;'

A
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Chinese ;Hai tHeICHinese character ‘that translates into the word -

5o

'corporglionﬁhas a meaning not-only of commerce_bnt Has}also.a: o

. é v

- . -
BT . T
Y

meanlng of taklng on soc1a1 responslblllty and tHe name corporation ' 'fg

1 r} i
=" ‘..‘; '«

'54 y St = e PSRl
language 1n Ck1na even in places wkere we all don't v131t and so - P
. 4% t ,5‘,-' ; o % x s
fortH and all tkls was. 1nterm1noled and 1nexp11cted1y 1nterwoven e
in some Way and“corporatlon comes out of this- web in some way or
snotker. You really must explore that ‘;;if}.A ; hfafie ; 2
e & '— ., £ L-hi;‘ i : 4 Lt -3 _.,'~'~ ,.“' :

Ve have: to. Tkat's qulte 1nterest1ng because I wondered kow W1th e stlend

two dlfferent 1dealog1es t*é} we are s1m1llar in that our corporatlon T

_means growtk Fere anq_corporation there also is.' ; g :
S ] . e K S ko P i N P
|.'- s N .‘.- ” - oo STURE i s b 4 z

'Meaning 1ts very special to tkem but also 1t would Have tke same k1nd s

2 .+
R . -_, I, e

ko :"*"“:-;

itkese problems we Haar about w1th FDA and so forth

: XNig = oy e,
R E .a‘ui‘. Vi St i ?S-b“-'
specific problem which you may Have had but 1n general

- \

- Yes, no question that's the reason you Have to 1nsure your product:w el

against fqod-rejectioh;:'ﬁtti' - ." »:-;:fﬂ‘l"le ;:_-:z:_-'~i, %
. ; = . i ..' 'y PRER T y ‘ ) A :‘ PR, . /. ‘...' 5 5 :«\ ;:‘J:
Were you able to insure at the very beginning? E R e SN L
Yes’ ‘. : & - . " “ 4’7 A g -: .‘ ? : P ‘ »"_‘. e -4 Y ‘ 2 l.';\‘_ .'.;.
Before you had really wad any experience with them? - i f l :
Right at the.beginning because the Chinese had been shipping shrimp: ;f
to EFurope for many years and to Canada and witw great experience A
And tkerefore 1néurance companles already knew 5 % -3 , s

$ .5~ =

Lhoyds of London knew yery;nlnch about_them.l Tkey Had Very ‘léttle tvcn o C

- . .
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problem regarding their quality..” And therefore. we wereiable fof'

L & * > . ¥ (T o= -

.-_‘

and th1s resulted inV;eJ
e e R

o v . i, 2 z -

ectlon. :

'-,.lhi .

.-Dld the food and drdg:ever len1ent because 1t ias»tke beglnning of,;

'No.. ‘And we don't expect leniency from tHem.
- ods ~g’ -

5 i e,

“'. -.‘.\ N 1

(u ,C- et

all tbe deallngs wlth all natlons.ﬁ ;f‘g produet?isx

3 3 TR FORE o  BRTRE
If there ia a. health Hazard it is.not passed.j.

SRl 4

>y =,
business,

v . N o - Vs
p e, N ST y e e

hthe FDA.. In my bu31ness, the chemicd

o ;
L "'; t: iz T ;
you have t%at 1ts in tHe 1nterest of the Amerlcnn pub11c t%at it 18 'q",
- - v 7 s e ol '_" T g
w1tkout d15cr1m1nat10n and they treat averybody the same and its for — ?3
- > : ‘--‘:t . - : T

my~hea1th purpose.and ynuSS'and Amerieans and so forth.. In any ca €
; Ay |-
there's been a lot of talk about the problem of 1mport1ng §oodstuf_fb"_f
‘botﬁvfrom a 1abeling‘standpoiet aed from a how ;ou freeze'gﬁings,Q#};}_l f
- . a2 2 ity oy 2 W
exaﬁple.doés the‘FDA'yangto knoe Howlite frozeq.j-; . S
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No, they're not concérned with the method. They are only concerned

HE

with ‘the reéult and it Has to meet oﬁr'standards.whick TENEN Ahar G iar

e e % ”

1t ‘has to be low in bacter1a, 1t %as to be handled correctly so

.,‘ '
- e, ,-- - - . .
- - o .\ - ’ A

=3 £ 5
that there are no impu i i 8, there can be no de

o 5 =, ’.vﬁhf g . ;’ by

And traﬁsp&rted correctly.”,; ‘(ﬂ £l

:

_Tﬁey tfans éhip it fooi :
Well in most cases today, agaln thls is .one. of the dlsadvantages A

of not hav1ng dlrect relations with China and that 13 that certaln

.‘

of tke shlpments Have to- be trans shlpped v1a sHong Knong.. 3 g
L T SR AR s
We 've learned : TR gt SRR R - el N S .

Ekéuse me, for just éorrecting sométhing;;rl think;tﬁat_you mean in

the absence of normallzatlon.

s a3

'«' - 1

'_ygrmalization npt diieét“'

b efefythlng we can to cooperate wlth the Chlnese‘to get 1t Here in-

e
iz

:-—- * . A ayEL o 1 “:”. S Y TR .
_A-l‘cohdition.. _5;; T A; SO R PN L e &gg ey
: = o ¥ "‘.. -x - Y

Couldibvu reject 1t there %* Are you part of CfF or CNF’

No, we. buy our products now 2 ways. CVF T%e Unlted States, and also :}};

. ¢5”--

1f CIF Wongkong because we now are se111ng ou‘product throughout~actually

Europe. e ‘:,' e ¥ ' 5 Tﬂ'
0%, some of it you don't take to the United States. ¥ Lt
Thats right. We sell it to Europe or we'll sell it to other pa}ts- et i;
of Asia. . B . - o j.y :hf” R

~If'you say you sell it to Europe will the Chiﬁesefship direclty Fblf f.g;g

3 . R S
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fNo, pot_t

gt

haven't declded yet where

A W T A
Tﬁat's exactly what,it 1s. Ve don't, we don't know what areas w111 :

: brlng tke-best pr1ce or~where tke best market 1s of thls partlcular :

/.sithation.‘f-f_f-v“’ iy $hg et ._.“g;,”,c'.:d T :

R i3 -1 p
- - - i P Gk =

ey, Lt ia” s S s AR T T~ =it

Is t“ls somethlng you buy forward’- How many months &ii* advance do

o
o d A
B Rl . s
olf A R g-,, ~. - o 2 % 5
you buy’.-= e : Ak n e R
W g o "y iy & DTN -
VARG ST U e i < = S
A -‘ 3 & v - .~ *
= :l\ ,;.‘_.'_ > "“5_ ‘ &

Wi It's a great crap game.

,_k' ! : LAKY o ,"PA

_' T -'-,;, ‘, Sy o Jaaieeh

Thats very

. ik = PR \. B A
: a‘ N . - o J
. i o e Ry =
ol e N ,ﬂu Viaa 1-;, gk

'you 1 would be terrzfied of

' . =

e ,.. e i A
-3 .-.n—-.»i‘.ﬁ.c,“ At t S e g g K e F - ,....:‘__:2

‘”?’Unlted States i+ comes in. forelgn flag vessels_or,American flag

o :'— e .tp:’?&.

iy vessels from Hong Kong.h’

- l’.--‘ "r’:

That is rig‘vt. 'Mai'n'iy.

:.-J, .

e wseeatd el 5 e ‘v‘ IS T
Japanese vessels from CHina but very few, very 1nfrequent.
- v : 3 LRl U 5 7 _.. + i - -

s, S ", .- - ~ L =

_But then "the - goods are refrlgerated as 1t would be for sklpment to~~‘:

- e -
< - s = = LR I S

anywhere wﬁere in the world from wherever. And then t% goods get

. o ’ .
Here and if t%ere is golng to be rejectlon it always takes plaoe_on
arrival at the dock - ¢ ] ,"- il e

Not at the dock. It goes into 5 régrigersted warekouse.:

L L . > s .s '
St » L
ne el GRS
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OH yes, you can ship it direct to a customer but the customer must: <. o

‘y "P\ Eahs
AR v,
.

Hold it in h1s warekouse unt11 Food and Drug clnars the shipment.,wiéﬂﬂ*

i

Soait could even be 1n1and i,--‘;Q}_ ,};";7w " :~_ ES R o
0 yes it could be sﬁippedanywhere'in the United States but it

And what happens 1f there is’ regectlon.- iy

If ther is reﬁeefion you Have choice:i Yod have one choice which is -

i - o ; e ’ . T T e
2 ) % Y oa . =R T

drastic, destroyktke merchandise. Secondachoicé,.sbip the merchandise'-j

it

. : 2 e it i . ! r .

. s e 2 o g St i )
back to the orlglnal shlpper._ Tklrd c301ce, sell the merckanslse out-
31de the Un1ted Sfates.,..:~ ; :f.;""“;?;5 2 D

e SNk . g . & 5 P ie o " .~‘r' 7

.And whose choices ane'these; The 1nsurance companles? _Aj.'“.f

That can be the 1nsurarce company or the owner of the goods or the i

: shlppeé.; It can be.hls choice too.‘

gpu_“. .

g

the 1nsurance umpany‘xet.us say to whom you've subregated nwnersk1p'

o it e ;A

. -‘... . N ny ce '..-" \Vr
I 4 . 3 b

of Help to not only the 1nsurance company but also to the shipper, to~-

.“ '-:.. .:..\ a, i i OWD (\ i

LS

see that they rece1ve tke most valus for the procht E %
=4 -. 'Q
nght. That the loss is mitigated in so far as possible,. i

r

And keeping it to a minimum,

Right. It's clear. _So-give us an example if_yeu don't;ﬁind, ﬁﬁrfy;_f‘;ﬁ

about what hapeens in the case of rejection of Chinese goods. - That 2o
. AR 5 . : Rty L

must be a complicated situation,

¥ 3 R . e ‘.':‘_'._ { A
Well, ‘we've Had product reJected.“ Itfs been re‘nspected..;i; e
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Rexnspected by..- '_ = A G e T G IR 1
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By our 1nsnectors and found that tkere was a definxte reason for

'.*.-..- = "'_,"f.
=S ‘,n. 3

the rejection.”

Lﬂh?ﬁ_ :
it g
4&-’---

We conflrm t%at theaproduct was ‘at: that polnt decomposed

sa o "-t

- < 2 ", i .\."f".'.',-,;_s S e I _~' ¢ :'.i - \“ ¥ i ..'. R STy
"ave you ever argued w1ththe FDA~ “tgﬁfk e e 1 L N
No, because we kave found them to be correct.

Always. . ;_‘_' L

That is rlght

That is r1ght~

q-.-:\,

‘u’\..

v

- GEEL

see that.
You 3ou1d'see wet watEr marks on the cases, the cases would be dented

as

because it is corrugated and crushed 80 our next step was to brlng
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- in this particular case, the corporatzon that wad in Peking made

the ;kipment. Aniwe lodged a clalm. _ e . .f.ic' e
You lodged a clalm.,'i’Q AT 'i R a
‘- . el R ' ' v ST T 3 \;W';‘.- 5 :' : -4-' :
st o . RO : Sl '1 ‘. P e Y : ' : .-'5",-:
Now Seabrook lodged thg‘clalm. - e R ‘_}*
e Vi e . PSRRI £ e igt s e

”the 1nsurance company, that's rlght

laodged the cla1m f or

v, = << il :J _»._ W = . = o e kel
e T

bu31ness wlt%the 1nsurancc companyh;§7¢

- ¥ = P
:" "

HQTHat is-rightg andﬁ they diﬂnft.. They:did btsinéss~with us.’
Their point-is/tkey did busineés'with:Seabnnbk;

o - . i 5 e s -

'And also it become s, fifst;of all, our next respbnsibility was to

__f * ‘ “ = " E "\

‘,‘keep the cla1m\to a minimum so after 1nspect1ng the product we found

o) % . 3 s - - o
Ju-’x LT ~ TR -g‘ ,{ ‘~<_’ =

-' . 4 W .("'G

to have the re3ect1on 8o we tﬁen found a customer outélde the

'?ﬂ ; ; e
A were placed on the market., ,
uhxch you would not be perm1ttdd to do here.‘,’

- -

" to send it‘outiidé the country;bhbre tke,labor;is.cH§3per orjloyeg

orice labor. Tt gets too expensive here to do it. Soihere’wetgépg
the loss to a minimum, R T X

~loss by finding somebody outside the United States.

i
. T
o -

. And we kept the loss to a minimum . SR e

Fer ithe Chinese » _ ) .
For the insurance company and for all parties concerned.

= et
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What happened to the'final decomposed stuff that obody took?
T#af was dﬁmped.' ST e :

kith the perm1331on of tkeCh1nese7 )gf:,}fn 0

s i .vhﬁiiqiii : _3‘ eESEL ~;“

s
: A
-
o

~t‘s

SRl SO 2
the Chlnese.'ﬂ,ﬂ'f

Thnn what happened’*'l

“y o~ Hs
Lk ot e

Then,I get.involved;and~made a trip to China and discussed the matter

b

and we ¥#M¥* -amicably settled.our problems. ErUNe R e Fie
In a way”to dlscuss some compromlse of ‘the’ problem w1th the Ck1nese-.
- ’_-.,”,..&' -_,:s. ~_~‘ '." - 3 ¥ S g' », 3 .’;‘"__: _4_1"-' L B

.Well, 3 went more than Just on behalf of the 1nsurance company.

.. y
o !f‘ﬁ : .
.You d1d this wlth the Canton Falr?

‘I ) A, _:q,-_ i .

- ooy R
'-a“t’.i. 2 27

J'-—. : %fm’; SO G e
But not to Peking. 'ﬁ}J ot
ot to Peklng._ Thls was. to Canton where I spent 10 days between

- ¥ :L ;'..:_.,\; v

andlI spehp iO days ‘of stralght negoglatlng and dlscu351ng. :
They eame%from Peking B o, Q ,.w: = '122; A
And met you in Canton Vs A : ;i ~1'.i

They met me ‘in Canton., They were kind €nough to do it beEeuse'tHere

service to - el B S : E
tO Pe"\-ing : o ._ ’ ¥ . . E --'.‘ 5T ‘_ . (". = # = 2 s A '. i* i”
= g AT o S £ T e
o s g o MR bt ¥ PR = A
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I've got to tell you a qu1ck story if I can. =
.g.r,-t\ *qi .“-- .-"_1;- - - o ’:. N -?" = = : R
t?lease do. T iy e e R 5

- . ~25- Berger &

’

And I you asked tH:question did th1s on the behalf of 1nsurance

company. Well, yes, I did 1t on their behalf I d1d it on. our‘

: o
A e " s st 3 £ X G Y
ﬁ . - V

=8

',/.-

behalf because we had put so much time and effort into developlngl

v AERED b en sl g

That's rlght"“‘:h"
- “,,1'.‘..1 P 5 &

So all parties

A CRUITE S PR A A e R S
All parties were concerned = wj;v.ﬁ R s 3

i b}

Sure they were in the matter. And by the way thls is a good method

of tradzng with an understanding of the other fellow's problems and

he of o*%* youra..?" SR e R

Lt R = Vi s STt -_,' Lo e Ty
o e ’ v ; 3 R
i % b el p' ol &

hke are back 2 We settled our problem and -to- everybody's satlsfactlon 33;

-t .
oV . i B A SR 2 . B
; ? e - . - :

'and'ﬁe areféontinuing to trade;' We didn't mlss a Falr. o . "?f-s

khere did you negogiate between Falrs;"In the Hotel e g _.Zfbé £
X S . P "\__ i i Z', ~F ~’:"_.- i i }- : E e ,' S ik ' Teyr ‘
In the Tung Fang.:-Yes, and by the vay itls much nicer between Fiars. ’
, e ‘ - SIS
We ba& a great t1me. ol ‘i} 3 ;

$ :’,..#'b“-ﬂ‘_.' " .. . & "
I've never,been to tbe Tung Fa1r between fairs.“ I've been to Peklng

! a!‘\' 42 : 3 L3

]

asd& . Vi

I like to smoke - c1gars.-'Especiallyfwhen'I.an negogiatiné:end.tbéyf'

are pac1f1ers and on. thls trip I bnnugkt a box of c1gars and by tﬁe

third day, I'm out'of cigarsr' Well_I kad smoked gome in Hong,xong

2N

: N o s et
and this was pretty tough 2 R , 47 e B g RN e
‘ : g

Pretty tough. Yea, I bet. : '_ : o i~ ‘ \%b e
g o \

Well, it was fun but it was a long day:' This wann't 11ke therFalr

day. We start at 9 in the morning and would finisb up'at;?, 8 o/clock

b . RS . = e o e g g
at night, 2 S gl X RO i - :
G ey : AN e :
: A Ty LA e : Qiag s o
i oh < »> -
> tse o gl N e e il sl i e i




'; of cigar;f

_-"_-.,1. .

go kome. Now ve. weeefhlso wltk anotker Chlnese friend of - mlne from-.'ﬁ

the tled day.-vThis'was Y Y Wong was with us and they're trying to..

placate me and sald well we are g01ng to get you c1garé.

= * .- - ag . s . -
~ . . =

Just negogiaying this one matter. ”vs“ e L5 T e P T

i e - . .
$~_ 'a. v ‘- i 1 e RhE

Twats! rlgkt and. at the end of the 3rd day I was with my associate S
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7 AR -,

v S Yy = s, .'. ‘J S

’( e - £ * 5K roat el

who is Hannot Hoose, I thlnk yu know Harnot ad not finer companion

?%:m—golng home. 2 _"

,.-\_. =

o
¥ .‘. Sett - AT a.; - 2 g * ! = - ity
A ?-7 s \7 . < a - 13 L -r / 7 _-:» . B &
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Hong Kong who got very concerned tkat I was, 1eav1ng at: the end of

.

- = - - - -

<. e T B & - "
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iii looked anound and they could only find the small c1garette type ':i'

%
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It sure is.
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chlldren buylng some candy and : don't know wkat made.mc stob and look
- # ."}1 ‘-. o

1nto tHe cablnet and there I saw the- most beautlful Cuban cigars 1n':

-~

tubes, silver cubes.
Amazing;'
I couldn't believe it.

A candy store, a candy shop if you like with an open front

-~ -

In .Canton, Chlna and I said to Rarnet . do you speak Ch1nese,\now f1nd

¥ e
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And yet - I'm.st111 a b1t uptight and they think I‘m serious'about leaving

Fogm o Sane
St el

A et e 1.8
“4' Tooage
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vt if that is really true or is thae strlctly, maybe it is for

show, So He spoke CHinese and asked the questlon and they were"_

i . e Pl T N
2 \9.’- ".. =, . X ‘u - . -,~": .'n.' L
2SS S

60¢ Amerlcan, I guesa RNB's that would be equ111zant to $1 .20

and ; took one to start'because I was st111 susp1c1ous that these
- i 'x At iy X ,.,j}.«'r;"‘" : ,. et ‘-< o _,’, _"‘"ffb .g

2 4’,".'- e

.could have been there for years. I couldn't hﬂieve wﬁo would,be

; b _- Lo Lk ‘ ';‘ _‘.;,.
finest CigérS- L. rushed back v e -
. e 5 SR S ot
Fresh, too0. . '.° .* . :

Fresh as'can be.}fI'rnaﬁed'back bought the whole box.

b

-How do you account for tha . St i¢ _5.f- A SN TR
= -l'*-"'-“j‘ iy . _ g < S 3 M R ’
I got .. feellng they: dldn't want ne to go home. . __;

_«'v”,- =

This really may, tkey're co*ny enoug% and wlld wesu. and ploneer

i ’-.. r... O > - o bl iy 2 __'-’\_ = 3
'enough tc Have Just planted them there, wko knows’ Tkey've gone -
’~ 2 ’vq ,u‘! '. 5 u g ; ¢ = -;‘ ' i g :
to the alrport and collected people at the piiﬁ%%*tﬁﬁ polnt 1n the 5
% : .- :15. e : v
tiie -,g..ﬁ, - - - . ..‘_.,‘,- it ," ,,,‘ - ’.:__.\ e 2y
i negovlat'on vhat was falllng 1t the moment they were settlng foot S
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Sobin: I am Julian Sobin sitting in New York with Bob Boulogne of
J. C. Penney, one of the largest retailer organizations in
the country, if not the world. Bob, what is your title in
J. C. Penney?

Boulogne: I am Director of International Buying, which encompasses all
the buying across the world which we do on a direct basis.

Sobin: How mﬁch international buying does the company do that you
are responsible for?

Boulogne: Well, cur sales in imported merchandise are about 10% and we
do 7 1/2 billion dollars worth of sales so we're talking about
big figures. '

Sobin: That's a company by itself, a big, big company.

Boulogne: Yes, it is, Itﬁis handled through a corporation subsidiary of
which T am Fxecutive Vice President.

Sobin: I see, T see. FTut vou are the Chief Operating COfficer, really,

I

of that business I judge.

Beulogne: That's right.
Sobhin: Do you have a lot of people buying who work for you?
Boulogne: Actually we run a subsidiary that is more a service type or-

ganization because we really rely on our domestic buvers to
buy catepories of merchandise which is the only viable way:
you cannot have a different team buving imported-merchandise;
it has to mesh in.

Sobin: dow do vou rank as a retail orpanization in the country?
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We are the second largest.
Who is the largest?
éears does about 11 1/2 billion dollars and we are second with
7 1/2.
How many stores do you have?
We have about 1600 stores plus a very large catalogue operation,
plus a large chain of drug stores and a smaller treasury div-
ision which is sort of a discount., The drugstore chain is
called Thrift Drug.
Has this been your career, J. C. Penney?
Pretty much, T will be finishing my 24th year soon,
Bob, how did you pet involved in the China business?
Well, we, of course, ﬁnd been listening and reading about some
of the Americans that were going in after the first Nixon visit
and it was obvious from my point of view and eventually our
company's point of view that market had to be a fascinating
one with immense potential and we started pursuing various
ways and I tal ked to a few people; I went‘to some seminars,
some sponsored by, I think, mangzement.
AMA?
AMA, 1 tried to contact the Canadian embassy, yocu know, did
the whole bit,
That we all went through,
And really the break-through came when the US China Coﬁncil
was formulated and we receiveéd an invitation to participate

and I recommended to the company, it join the Council.
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That was the spring of '73.
That was the spring of '73, Then, furthermore, the Council,
vhén they arranged that first group tour that was sponsored
by the CCPIT realized after they formulated their list that
there were no importers in the group and. . .
No consumer merchandisers?
No consumer mer;handise importers and they went through the
list of people who had already joined and they saw the J, C.
Penney name and decided that reaily they should do something
about it. They éppointed our chairman as director of the
Council and, of course, after that we received an invitation
right away.
That was yvour launch pad. So when did you first go to China?
In the autumn or so of '73?
Tht was in the fall of '73,.
And you have been there what, five or six times? if
Five times now, I missed one Fair. i
And you are likely to go to each Fair and bring somebody?
Well, I'm going to try to phase out personally because T
cannot spend that much time but I am trying to phase out
and try to pget our Far East Regional Manager in Hong Kong
to take most of the brunt of it.
In a routine way but will you always have somebody from here
sort of overseeing it ‘and seeing its potentijal,
I think I will try to go there at least once a year. I think

the personal relationship is very important with the Chinese
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and we've already hed that and we want to continue it.
Have you ever bheen to Peking?
Yes, oh, ves.
You have.
Twice.
For business reasons?
Yes.
Has thaé been of more benefit to you than just going to the
Fair?
Ch, absolutely. Ve really didn't get to “now the Chinese until
ve went to Peking.
What's getting te know them do for you?
Well, I think it gives us more of an awareﬁess of the tremendous
problems that we are faced with in conducting business. The
Fair is more superficial for the avarage fair goer and at
first there is a rreat déal of euphoria about going to the
Fair and you think there are a lot of things that can be done
but I think when you visit Peking and spend time, which you just
never have at the Fair, and you can meet with them without
the pressures of the Fair, ‘
Withoug the competition of a lot of other buvers.
And the buyers crowding you out, you begin to understand how
different their wavs of doning business are and really it is a
very tough market and a very difficult enterprise,

Is it fair to say that in Peking you get a private neggt%atipns?
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Yes, you have their full attention and they have yours.

And the attention that you get is from, I take it, from

fhe Light Industrial Corporations.

No, no actually, Ve really lwe decide? of our own, that we

would specialize in the textile field in Rhe Chinese market

because we jubt are unable to cover the entire field of products

from China.By concentrating on textiles we can do a better

Job.

Se you are excluding yourselves from éther products, or what?

We are not excluding ourselves but we have made no major effort

to get them to “now us in that area.

Isn't that interesting., It's a very logical step for us, First

o}véli we are the largest retailers of apparel in probably

the war1d, certainly in the United States., Penney's has been

nown for their textiles selling apparel while Sears, you _

know, is more in the hard line area. ;E'd i,
[ <

Right, \s

Now, of course, they are trying to get intc apparel inna‘

big way and we are trying to get into hard lines but really

that is our home,

Do you think that's a major thrust of export potential from

China te the United States in the apparel field?

In consumer pgoods I don't think there is any question in my

mind, that's where it is,

Rather than Light Industrial products.

Light Industrial, there are some exciting spots but thereérs
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much more development that has to be done in the Light In-
dustrial areas. They just don't have the sophistication

in designing and finishing of metals, and in the sovrhigti-
cation of packaging anything that has to 4o with elactrical
machinery or appliances. They have too much catch un to do

at this point.

Do you have a serious import duty problem on the apparel

and textile vroducts you buy from China?

Yes, it's a very serious stép to overcome.

How do you overcome it?

Jell, we've overcome it simply because of the somewhat really
unfair scheduling of the duty rates that have been promulgated
over the years by our customs and treasury.

No, I meant overcoming it from the standpoint of the Chinese
respond to that problem and therefore give 'you prices so that
you can compete.

Yes, but I was trying to point out something else for reasons
that are probably todmy not logical; there are differences

in the cotton duties vs. synthetic duties and in the synthetic
duties, for example, the Chinese are penalized very, very
heavily and in the cotton area whaere the duties are much lower
the. . .

The problem is not as serious?

The problem is not as serious.

You mean if the base is lower?

So we are skirting that problem somewhat by concentrating on
the cotton field. .

Cotton is rationed in Chiana, isn't it?
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Yes, it is. 1In fact we have been told that. . .

Cotton goods. i

That they are realiy trying to save their cotton goods for
exports and trying to infiltrate the apparel, their own
apparel industry with some synthetic yarns.

Do you buy cotton gray goods too or only finished?\ N\
Yes, we have been buying cotton gray goods also.

And you are having them finished here then?

Yes. -

Are they a major suvmplier vet of cotton gray goo¥ls?

Yes, I think on certain constructions today they are a very

major factor and of course you have been hearing the clamor

of all the mills people who are the ones that are doing the

importing and that amuses me somewhat.

d#hat you're suggesting is that some of those very people and
mills are themselves large buyers of cotton goods from China
and élsewhere.

Not only large, but they are the largest bhuyers and they are
the ones that really have created the problem and to my know-
ledoge the reason the goods are heing purchased and being so
successful in this country is because there is a shortage of
this type of éonstruction and our own mills could not produce
the kind of gquantities that are being bought.

30 what are they unhappy about?

Nell, I think they are anticipating what i3 going to happen
and possibly on the next go around. |

Especially if we grant MFN.

If we grant them that and if. . .

Will that make a lot of difference?

Oh, yes, it would make a big difference. ©Oh, absolutely. But
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. then if we grant them that I think the quotas will come hand

and hand.

Voluntary quotas.

Voluntary qguotas. And I think there are probably some justified
reasons for the apparel industry and our textile mills to hHe
vary concernéd about what could happen if China made a concen-
trated effort to come into this market, but to this point it's
still a very small amount; it's insignificant.

Do you really think that granting Most Favored Nation treatment
would really increas imports so dramatically?

It would not increase them dramatically in the very near future.
No, it would not because China is sufferina from shortages of
yarns and fibers,‘production, and it is not nossible for them to
overcome these overnight so I don't see that as an immediate
problem but it certainly could be in five, six, eight years.
Haven't you ever had the experience I've had in my business
where ihe kind of currency is devalued overseas and the supplier
raised the prices to reflect the difference because the halance
is maintained usually and the Chinese ére probably shipping as
much as they can do right now, do you think that's so?

I think that's a very fair assumption and certainly they are
subsidizing to some extent the prices that they are quoting

to the United States. 'fe have an organization which belongs

to Penneys that i3 located in Belgium, were the second largest
retailers in BSelgium, and I have gone into the Pair with our
Belgium buyers and we, side-by~-side, have been buying the sanme
article ani been gquoted different prices so we know this to

ha a fact.

Do you think if you quoted different prices side~by-side with
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an American competitor?

Boulogne: I think that probably could happen., It hasn't happened to me,

Sobin; I used to think that the Chinese quoted the same price to all,
at least to people of the same country but I’'ve already dis-
covered that they dont't necessarily quote the same prices in
the same country. From the standpoint of fairness the Chinese
often told me and sort of hammered into me the fact that they
would always construct prices on goods that I buy so that s
competitor in another country wouldn't be able to afford the
ocean freight and the import duty if he brought it to his
country and tried to ship here to compete with me, That's
long gone.

Boulogne: Long gone,

Sobin: Well, the year before last I discovered I could buy goods the
Chinese were still shipping to me on long contracts. I could
buy from Japan, for example, and from counfries in Europe at
lower prices than my own contract even after they took the goods
&40 their country now to reship them all over ag#in, warehouses
and so on,

Boulogne: : Another area which I think is one that perhaps indicates that
they are businessmen first and you know, theoreticians later,
but they are giving exclusives to several buyers and it gets

'very confusing because the exclusives sometimes are very hard
to define and I just found out that several other people are

buying flannel shirts which we are suppésed to have an exclusive
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along with some other person but a third buyer is now buying

them and what they do is change the construction slightly by. . .
Sobin: Do you have it in writing, Bob?
Boulogne: Oh, no. I wﬁuld never ask for it in writing anyways.
Sobin: I discovered that whatever is not in the contract is a waste
of time anyway and that doesn't mean that the Chinese don't
mean it, but I've even bought something from the Chinese
according to the specifications, the specification was not the
entire specification and signed a contract then two days later
said to the Chinese, what about this content and they have
told me by word of mouth, I said wili you put it in the
contract, No, you signed tl contract two days ago; it's too
late. But he said it to mé, o.k. and I counted on it, A
month later I gave a sample to my customers, prospective
customer, and he tested it and said it wasn't right, T sent a
cable to China and I got a cable saying a different specification,
I then went back te them and said none of these things agree and
they said the oﬁly thing that counts is the contract. f mean
whatever we tell you later, we tell you to the best of our
ability, but nothing counts but what is in the contract so I
assert, that if you keep buying something and buy enough of
it, they probably won't sell to your competitors to too
grossely effect your business but if . . .
Boulogne: I think that's what it is all about,

Sobin: That's what I think they mean by exclusivity by and large.
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Well, we're not that concerned with that anyways. We're not
trying to keep people out particularly,
Have you done a lot of business with China?
No, not really. For thé market and for the stage of the market
development; it's substantial but certainly in view of all the
purchasing we do around the world, it's very minute, We still
have some question marks. We think we will resolve several
areas which will eventually be of some benefit to us but
actually up to now we've lost money on Chinese goods.
You're not alone,
Really, in most other markets we just probably at this point
would decide to get out,
But you don't dare, out of this market.
Well, we don't dare, Yes, because we know it's got to develop;
it's got to be important. In other markets we would say, well,
we'll come back when it is ready. With this market, there's no
other market like it: it's too big, We cannot take that chance.
We think relationship because of the leit?cal aspect, is very
important and for that reason we are hanging on and.we are
learning and we have developed a couple of programs that are
getting to be quite sound and which we can use and which are
building our relationship and where I think we have finally
found the way to make some money.
Has any big company pulled out that you can think of?
I don't know of ény.

We're all afraid to pull out anyway.
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I guess we are, We're cowards.
¥ell, it isn't that. We all know what a giant market place
it is as a resource and as a market for things we want to
sell and all of us just keep going back,
Progress is being made; I think we have to keep coming back to
that. Progress has been made. There are things that they are
deing for us today that they were not considering two years ago.
It's very slow progress‘but it is progress nevertheless..
Like what?
Well, the things that have been talked about by so many people:
the labeling, the styling, the packaging, the assortments. I
mean they are trying. They really are trying to give in to
some of our demands and they are a little more flexible and
they are making it a little bit easier., 1It's still a long ways
from what we can do in other markets but as long as there is
progress, I think it's worth the effort.
What are they failing te do still?
Well, it's not so much the little tﬁings. It's the big things.
It's the oniy market that T know of where we really canmot do
any planning. We can not cut out a section of the market and‘
say well, this this market is going to do this much for us
and the next year we will increase it by this much and we are
jﬁst operating in togal darkness and that's the biggest
problem,

It's uncertain,
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The uncertainty of the market is just, well you go to the
Fair, you don't know what the price will be because you
really don't know the economic conditions,.
You don't even know what's available at the Fair,
You don't even know if it's available. You don't know if you
are too early or too late or you go before the Fair and they're
waiting for the Fair to set the prices. You go after the Fair and
maybe it's too late, everything is sold out.
Sold out, right.
And if you ask what the problems are or how you can improve
the situation you get blanks; you just don't get any good
answers;
Do you notify them before you go to the Fair? Do you tell
them what you are interested in buying?
No, we haven't done that, That's a good point, I think perhaps.
We do. That may be helpful to you., A month before a Fair we
are sending them cables alreasy. Fach of the corporations that

we do business with and we are saying we would like to come and

. discuss the folloﬁing quantities with you and so forth and then

we send somebody even a few days before the opening éf the Fair
to make sufe we're there at the opening even a person not exactly
involved in the business per say, who goes around the cor-
poration and says look the buyer from such parts of our company
will be here.

The guy with the pehcil is coming over,
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Sobin: That's right, Well, this is what we really seriously want to
buy at this Fair and we hope &ou'll reserve the quantities
for discussion.

Boulogne: I think that's a little easier for you because you're chusing
on certain commodities and for us, you know, fashions change,
styles change, Really till you get there, it's not as easy
to plan, bpf I think it's a good point; I think we should do
that and I think we would if we were in a more advanced stapge.
We can do it in maybe one or two commodities now,.

Sobin: I can only think that it's to your credit that you have
identified an area of opportunity to concentrate in,

Boulogne: We have done that really because of the Fair and the structure
of their marketing, it is very difficult for a large depart-
ment gstore organization like us to cover the Fair adequa;ely and
we, as you know, we can only get three invitations. There are
no theee people in our company who could assume to buy any of
those commodities for the whole company so I think it makes
sense. '

Sobin: Are you training people for buying, for Chinese buying in that
peculiar atmosphere?

Boulogne: I run sort of a very informal indoctrination. We go over some
of the things that they would be faced with and some of the
etiquefte and some of the things to say and not to say.

Sobin: Is this different than buying most anywhere else, Bob?

Boulogne: Not really.

4
Sobin: The negotiations? %,
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Boulogne: Well, yes, the negotiations are different. The principals
are the same but certainly we would want to indoctrinate any-
one in any new market so that part. of it is not different but
I do think the big difference is that there is a total different
political atmosphere. You have central planning and when you
have central planning you're dealing with a set of circumstances
that is really very different for most of our people. They are
used to a more capitalistic society and markets where they can
get a freer exchange of ideas, information, prices, I think
certainly doing business even in Rumania is a little easier.
I've nevef‘done business in Russia perhaps in Russia where you
have total central planning you run into some of the diffi-
culties of central planning.

Sobin: Diffgrent kinds of negotiations, a different spirit in the
negotiations.,

Boulogne: Yes, and the people that you talk to just don't have the same
control over their merchandise, their materials, their scheduling,
their timing, and then, of course, in China I am not ?ertain

today what the role is of the factory worker, the committee,

zf} ‘%g the revolutionary committee, and what point do they see the
\E? 434 order, or do they see the order at all., These are all such
T unknowns,
Sobin: Have you ever visited a factory making anything for you that you

knew was making something for you at that time?
Boulogne: No, we have not., Of course, we have visited factories and I

think we will be seeing a factory. 1In fact, right now, next
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week one of our buyers there now, and he is going to Shanghai
and he's asked to see his product being mad§ and I think they
will probably go along with that.
That's a big step forward, I think.
Yes, it is,
And I think it probably is motivating for the workere in the
factories to see the buyer, the end user of this side for their
purposes. Don't you think so?
Well, I would like to think so,
It may be interesting to‘you if you ever have a chance and I
don't know that this is stiil true but at one point I told the
Chinese I was very interested in paper technology and I had
heard that there w;s quite a big factory right in Kwanchou and
they took me as a private visitor one day, for the whole day,
to see the Kwangchou Paper Works. What was interesting to me
was talking about incentives, there was a shift of women in
that factory and they competed with a shift of men on the same
machines doing the same-exact work and they were very proud
to exceed the wutput of the men. And I witnessed the shift
changing and the enthusiasm,
That's fascinating. I must say that's the one area that con-
cerns me the most about the Chi;ese potential and that is the
incentive and what it transfers into productivity because
certainly right now some of the factories we've seen, the
productivity is just absolutely unbeliev;bly bad.

Don't you discover that the Chinese, for all of us who might
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thinking this is a tremendously motivated gung ho society
don't you witness five people for every job?

Boulogne: Well, you know, this again is part of the concern T have.
We feel that the system may net create the incentive and
therefore the productivity is affected. Certainly the flex-
ibility is affected vhere you have a factory of 4,000 people
producing 10,000 dozen shirts a month in a market such as
Japan or Korea, that same factory, the same number of workers
could produce perhaps 60,000 dozen and that's a tremendous
difference,. '

Sobin: 0f course.

Boulogne: Now whether it's the system, whether it's the newness of man-
ufacturing merchandise - that's hard to say at this point,

Sobin: And still we have to account for the fact that the Chinese
‘so proudly tell us all that they've never revalued or de-
valued their currency in 25 years but ours has - they respond
to the flucuations and the value of our currency and the value
of their currency is fully backed by their productivity and
the rest of the world‘seems to respect that., I am a product
of the same experience that you have had., I've been to petro-
chemical works that employ 10,000 people and from what I know
about the output of that plant, Qe could do the same thing with
700 people.in this country. Now that's a fantaséic difference.
There are 15 times as many people.

Boulogne: Well, we don't know at this point if this is overemplqugnt.
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Of course, we don't, Employment is essential, we know that

and everybedy has to work. And the fact of the matter is that

whatever has to be done, gets done. Whatever the goals seem

to be laid before them they seem to meet them, don't they,
because that's a tremendous achievement in the country and
that's a great feeling of accomplishment in serving the

people.

And that's what we are concerned with - the end result - right?
What percent age of your time do you spend in China?

Oh, it's really not very much,

It}s still an auxiliary business at the moment that you keep
your eye on?

Yes, outside of some visits away from the Fair where we may

be going into Peking and Shanghai which always takes a minimum
of 10 aays, our average stay at the Fair is three days.

And you buy volume things?

And we buy volume things, selected areas in volume in large
quantitiéﬁ.

And the Chinese are now putting your label next to theirs or
something like that?

No, no, we've gone beyond that.

Only yours. But you are not in the fashion business, per se.
No, we're not,

Like BRill Blass's vistt there or something.

Well, the market does represent a paradox because in one hand,

- the beautiful meticulous handwork is conduc ive to high fashion,
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expensive items, silks, brocades, etc. But then, of course,
you have the long lead times, transportation problems, etc.
so that is very difficult to overcome. On the other hand,

if you want to go from mass, real mass volume priced mer-
chandise there again your work there, your workmanship and
the fabrics are so good that you really feel that should not
be directed there and of course prices don'f make it posaiblé
to.

Sobin: Is that right; I believe that.

Boulogne: And, of course, if you go in the mildle market, right in the
-heart of the market, you are competing directly with the
United States and our own market so it's a tough situation.

Sobin: You really have to discern the area of opportunity which gets
very narrow, does it?

Boulogne: At this moment it is quite narrow and of course we would like
to see a market that we could go into it more on our own
scheduling where we could drop in there more frequently in con-
text with our trips to the other markets around that part of the
world, where we could visit factories, making our gobds wvhere
we could inspect merchandise while it is being produced and
eliminate so many problems and where we could be partners with
them in producing merchandise and I think we have a long ways
to go.

Sobin: But they don't seem at all inclined to let you do that.

. Boulogne: They have not said ne but in their polite way they hqy%@ngf~

Q

said fés either.
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Sobin: WVhy do you think they don't let you do that when it seems
to you and me that it is so much in their interest to allow
you to do it?

Boulogne: Ch, T think it's logﬁstics to a certain extent, The number
of people that are available to talre you arcund.

Sobin Interpreters,

Boulogne: Hotels. The whole thing. I think it's very hard for them.
They have too many customers; their business is fragment ed.
They have hundreds of countries literally that they are dealing
with and it is very difficult,

Sobin: Have you expected things to be ongoing when you have had
business with them and developed over a period of a few Fairs,
yvyou did some business and théﬁ you came there next time and
they didn't have any goods for you.

Foulogne: No, they never cut us out totally. They didn't have as much
goods as we wanted to buy but T gess that's perhaps as we
referred to in our earlier conversation, we should have done
better planning also.

Sobin: I guess in terms of big American corporate management technology
this especially is needed because you do profit planning and
budgeting and forecasting, how can vou forecast this business?
But it gets lost in the shuffle, it's not really that,

Boulogne: That's right it does and we certainly don't count on it for
our own profits. at this point,.

Sobin: Do you think it's reasonable that anybody who does count on
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it for his livelihood ought to be very nervous.
Julian, T have talked to a lot of people who have said that
they were interested in going fnto China to trade and to set
up business and I've always discouraged everyone of them that
I could.
Me too; Bob,
Because unless you have the resources, and the‘money, and the
patience, and the time, it could be a disaster.
And you never know if it will pay off unless you just happen
to make a hit which is so unusual. VWhat do you see going
into after apparel, are you in the shoe business, for example?
Ch, we think footwear would probably be another area that would
be very important but footwear is a little more sophisticated
than apparel. When I say sophisticated, it's a little more

technical and ' they really would have to make some progress in

those areas before we would.

There are plenty of American shoe fellows over there by the way.

Oh, they are beginning to go in there, yes. Certainly foot-

wear should have great potential and it should be one of our next

areas of interest.

Do you normally buy, let's say, imported footwear, just to
take an example, from a wholesaler?

Ch, yes, from an importer,

Yes, bﬁ£ now going to China, the Chinese invite you.  ¥Qn

don't need that importer, do you?

No, we may net need an importér for a particular commodity

but wé still do a lot of business through importers,
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Are you likely still to buy some Chinese gdod; through
importers? |
Yes, we do in fact. An exawple is the straw shop which is
very successful in our store there is a man who T think vou
may know, Clipper Industries.
Ch, yes, ves.
They buy straw goeds from all parts of the world. Peoland,
Spain, China, the Phillipines bring it all into a common
warehouse, ship a selection te our store, We canncot compete
with that sort of thing as an importer who really is a
specialized person, He really has socmething to sell. WNow
someone like that we would do business with,
And it's Jjust more desirable te do business with him than try
to buy that stuff yourself,
Ch, absclutely., WYWe just don't hsve the facilities, he inspects.

Se there is a place for wholesalers, imperters, in scme of

a5 P
these tusinesses even with China. e T
f ~
F’ !
Ch, absolutely. . (i
That's very encouraging. . \\

It could be true in footwear; it could be true in apparel. Any
good importer whe carves his own little niche if he's an ex-
pert in his field:

Is it possible that there will hte such a rennaisance of
importers that you may find yourself not needing teo ro to the
Fair at all and you might buy everythine from importers?

No, we would never let that happen. We think it's too important
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for us to keep contact with the market to know what the price
structure is and if you get away from the ﬁarket and de it
through importers only you really don't know what the price of
the commodity is,
True, and you could be taken advantage of, can't you?
Absolutely.
Have you had any claims?
Yes, we have'had a claim,
Settled decently and fairly?
They were settled decently, somewhat, We compromised and mostly
on our side but we received damages against future shipments
and it was all done according to, . .‘
Do you want to let them insure? Who insures?
No, no, this was just quality problems.
No, I'm just curious teo “now,
Ch, we are self insured.
So you buy things CNF?
CNF.
As we all do. You haven't had any claims against Chinese
insurance have you?
No.
What about the political situation? Do you thipk that there
can be a big change? The Chinese are such expedient people
and all this investment you've made in time and effort and
so forth may be out the window or something or aome'rlQical

element takes over and . . .
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It could very well happen, I must say that this is the
part that I doﬁ't get as involved in as I should. I let
you be the expert on that one.
Ch, boy; I'm no expert; I'11l tell fou that. I sit and werry
about it just like you do. Well, this has been very, very
helpful and you are so knowledgeable in this area so thank
you very much for all the time you spent.

T enjoyed very much doing it. Thank you,





