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will at t ract at least 200,000 Chinese touri s t s
by 2010 and 500,000 by 2020, according to
Sir Michael Lickiss, ch a i rman of the Bri t i s h
To u rist Au t h o ri t y.

Diversified destinations

“Southeast Asia is the most popular
d e s t i n at i o n ,” said Li Weimin, Pre s s
M a n ager with Shanghai’s Spri n g
I n t e rn ational Travel Age n cy. “A majority of
our customers choose to go there.” Li at t ri b-
uted the boom of Southeast Asian routes to
p rox i m i t y, re l at ive ly low cost, balmy coastal
we ather and, in many cases, the ava i l ab i l i t y
of Chinese language services. “These ro u t e s
a re re a l ly hot, and it seems no matter how
m a ny airline seats we book, we can sell
them to that number of touri s t s ,” said Li. 

A c c o rding to a survey released at the
I n t e rn ational Fo rum on Chinese Outbound
To u rism hosted by the Beijing To u ri s m
A d m i n i s t ration in November 2006, most
Chinese outbound tourists travel within
close proximity of China. The survey said
t h at Asian countries and regions account fo r
90.4 percent of Chinese outbound trave l e rs ’
d e s t i n ations. Eight of the top 10 outbound
d e s t i n ations of Chinese tourists are in Asia.

But other continents are starting to cat ch
up. 

“ Th e re are more and more high-income
c u s t o m e rs who have been to the Asian des-
t i n ations and are willing to see diffe re n t
p l a c e s ,” said Sun Changwei, Genera l
M a n ager of the Outbound Dep a rtment of
China Youth Travel Service (CYTS). “Th e
number of visitors to ri ch countries such as
B ritain and Au s t ralia is on the ri s e, and I
think there is still big potential.” 

He added that tours to new destinat i o n s
c o n t ri buted signifi c a n t ly to the 20-30 per-
cent ye a rly growth in CYTS’s outbound

t ravel business. 
H oweve r, some travel pro fessionals say

t h ey are seeing evidence that the n o u ve a u
ri ch e spending image of Chinese tourists is
gra d u a l ly ch a n gi n g. “Th e re are an incre a s-
ing number of customers who don’t like
t o u rs with heavy itinera ries, and more and
m o re are favo ring the ones that give them
m o re free time to see and taste wh e re they
a re,” said Liu of the Beijing CITIC Trave l .

S h a n g h a i ’s Spring Intern ational is
among the travel agencies adjusting their
i t i n e ra ries to ch a n ging tastes. It re c e n t ly
p romoted a 10-day tour to France and Italy
in contrast to the traditional Euro p e a n
routes, wh i ch may cover seven or eight
c o u n t ries in a week. 

“An increasing number of outbound
t rave l e rs don’t want to travel for trave l ’s
s a ke — t h ey want more leisure and fun,” said
Li of the Spring Intern ational. “The ‘n o u -
veau ri ch e’ style of travel with heavy sch e d-
ules and ex t ravagant shopping will be out-
d ated some day.”

On a spending spree

Coupled with the zeal to go ab road is
the zeal to buy ab ro a d. Early in 2005,
Chinese tourists spent the most in the wo rl d
when traveling ab ro a d. According to Global
R e f u n d, an intern ational tax-refund serv i c e,
Chinese outbound trave l e rs spent $987 on
ave rage, and the monthly shopping ex p e n-
d i t u re could total $235 million. 

The consumption cap ability of Chinese
t rave l e rs has large ly been improve d. “Te n
ye a rs ago when we traveled to Euro p e, we
d a red not buy too many things and spend too
mu ch because we felt the prices we re too high
for us,” Ren told Beijing Rev i ew. “But now
we feel it’s OK, for ex a m p l e, to take a taxi
wh i ch costs some 10 euro s .” 

“ We discove red that many of our cus-
t o m e rs, after paying for the tour pack age
t h at accounts for 30-50 percent of their bu d-
gets, would spend most of the rest of their
m o n ey on shopping, wh i ch is quite diffe re n t
f rom We s t e rn tourist habits of spending on
a c c o m m o d ations and serv i c e s ,” said Sun. 

Travel pro fessionals say there are many
reasons for the Chinese outbound touri s t
shopping spre e. “If you look at some ord i-
n a ry products in a fo reign shop, you will
p ro b ably find a ‘Made in China’ tag,” said
Liu Ya n g, an outbound tour manager with
the Beijing CITIC Travel Co. Ltd. “Th e re
a re not many things wo rth buying ex c ept fo r
those top luxury bra n d s .” 

“ To most Chinese, the chance to trave l
ab road is ra re, so when they get there, they
want to buy something as a memento or
something they can show off to their fa m i-
lies and fri e n d s ,” said Song Rui, a
re s e a rcher on tourism with the Chinese
A c a d e my of Social Sciences. “Th e re are
business trave l e rs who have their accommo-
d ations paid by others, wh i ch gives them a
b i gger bu d get to buy things, and there are
t o u rists who have to select things for their
f riends at home.” 

More luxury trips

With improved consumption cap ab i l i t y,
Chinese tourists are not sat i s fied with con-
ventional travel and are searching for new
styles of trave l i n g. 

R ovos Rail, a luxury train trip operat o r
in South Africa, started market deve l o p-
ment in China in the second half of 2005,
aiming at the high-end and tailored touri s m
m a rket. Up to now, more than 40 Chinese
t o u rists have traveled via Rovos trains, said
Jin Xiaoxu, China rep re s e n t at ive of Rovo s
Rail. He said the pack age trips, often 10
d ays long, cost 70,000 yuan per person on
ave rage, with the ch e apest costing ab o u t
45,000 yuan. Many of the customers are
f rom high-income families in deve l o p e d
costal areas such as Jiangsu and
G u a n g d o n g, traveling for fa m i ly gat h e ri n g s
or for such events as honeymoons. 

As opposed to its customers from other
c o u n t ries who are older, most of Rovo s ’
Chinese customers are in their 40s. In Jin’s
opinion, this is because in China the accu-
mu l ation of wealth has been rapid and the
d evelopment of the luxury travel market is
ab n o rmal. 

“ We have no specific target of growth in
China, but we do believe the Chinese mar-
ket will expand ve ry rap i d ly,” Jin told
Beijing Rev i ew. He hopes that customers
t h at have enjoyed Rovos trips can be its best
p ro m o t e rs. In his view, the Chinese marke t
is wo rt hy of observation and further input.

“ I t ’s still a sowing season for us, not a
h a rvest one,” Jin concl u d e d. ■

GRAND TOUR: Chinese tourists begin to enjoy luxury trips, and more than 40 Chinese
have traveled with Rovos. Here the luxury Rovos train crosses the Zambezi River near
Victoria Falls in Zimbabwe
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By TAN WEI

Fund manage rs control millions in
c apital and call the shots in the
s t o ck market. Th ey can make a fo r-
tune from a single judgment. Th e
d ebut of fund management opera-

tions in China came in March 1998 wh e n
the China Securities Reg u l at o ry
Commission (CSRC) ap p roved two
closed-end funds: Kaiyuan and Jintai.
Since then, the Chinese fund manage m e n t

business has gone through eight ye a rs of
twists and turns and has become more
p ro s p e rous than anyone could have pre-
dicted at the start. 

B a cked by the bu oyant stock marke t ,
fund management companies have
become hot commodities. More and more
i nve s t o rs believe investing in a fund to be
the most important aspect of their we a l t h
m a n agement. 

By the end of the fi rst quarter this ye a r,
318 diffe rent kinds of funds we re ava i l abl e

on China’s mainland, managing a total of
822.5 billion yuan, according to the centra l
b a n k ’s fi rst quarter monetary policy rep o rt .
The rep o rt also stated that in that peri o d,
aggregate wealth ge n e rated from the 822.5
billion yuan amounted to 1.1216 tri l l i o n
yuan. 

H oweve r, faced with a bullish marke t
t h at is continuing to break re c o rd highs,
m a ny fund manage rs cannot feel at ease.
While such a massive amount of capital is
p o u ring in, there are also huge risks of sud-
den pullouts. Many retail inve s t o rs not
familiar with financial market rules could
m a ke the market fi ck l e. 

The fund rush

A branch of the Industrial and
C o m m e rcial Bank of China (ICBC) on
G u l o u waidajie Street in Beijing opens at 9
a.m eve ry d ay. By 10:30 a.m. on May 13,
the number of accounts waiting to be ser-
viced had re a ched 276. Most we re there to
buy or redeem funds. Only a few needed
other serv i c e s .

“I bought a fund from CITIC Securi t i e s
at the end of 2005,” said Beijing re s i d e n t
Wang Qiming. “When the yield per share
came out in Ja nu a ry this ye a r, I found that I

Bitter Sweetness
For Fund Managers 
An influx of small investors eager to 
earn money puts heavy pressure on fund
m a n a g e r s

TO MAKE A FORTUNE: A fund manager with the Guangdong Development Fund introduces a new investment vehicle to potential bu ye rs
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earned 300,000 yuan, which was an
i n c rease of 80 perc e n t .” Wang later went to
ICBC, a distri butor for many fund compa-
nies, to see wh i ch fund was wo rth inve s t i n g
i n .

Success stories like Wang Qiming’s
h ave at t racted a wave of new inve s t o rs to
fund management companies. Standing in
line at banks to buy funds has become a
favo rite pastime. The most fre q u e n t ly aske d
question on many people’s lips is “have yo u
bought any funds?”

Sensing this fund mania, the CSRC has
issued reg u l ations that new funds must reg-
ister the amount of the transaction in ord e r
to tra ck ab n o rmal transactions. 

While the fund market may be fl o u ri s h-
i n g, banks are seeing less and less dep o s i t s .
The Pe o p l e ’s Bank of China rep o rted that
household deposits in Ap ril decre a s e d
s h a rp ly by 167.4 billion yuan, compare d
with an increase of 60.6 billion yuan at the
same time last ye a r. Meanwh i l e, household
loans went up 123.6 billion yuan in Ap ril, a
ye a r- o n - year increase of 63 billion yuan,
a c c o rding to the bank. 

“ The deposits at many of our bra n ch e s
h ave been shrinking by millions of yuan,
and we have felt the pre s s u re of the dep o s i t
s h ri n k age,” said Wei Yi, an employee with
A gri c u l t u ral Bank of China. “Howeve r,
people are putting more money into funds.”

Under pressure 

“ The bullish market last year has gre at-
ly spurred the fund investment rush, bri n g-
ing in huge income for fund operat o rs ,” said
Wang Changjiang, a headhunter with
Beijing To p j o b way. He said that the salary
of a prominent fund manager is now
i n c reasing 50-200 percent compared with
p revious ye a rs .

“Income is pro p o rtional with pre s s u re,”
said Wang Jian, a 40-ye a r-old fund manag-
er with China Asset Management Co. Ltd.
“ The ave rage age of Chinese fund man-
age rs is about 35, and I am alre a dy an elder
c i t i zen in this fi e l d. For a fund manage r, the
b i ggest strength is actual fund operat i n g
ex p e ri e n c e. The longer the ex p e rience is,
the better solution he will be able to come
up with.”

From the pers p e c t ive of Li Xuli, a 30-
ye a r-old fund manager with Huayin Fund
M a n agement, the ove rall quality of a fund
m a n ager is the key, including re s e a rch ab i l-
i t y, critical point of view and intern at i o n a l
v i s i o n .

“Research is the basis,” said Li.
“ I nvestment is all about re s e a rch .” He said
t h at actual fund management ex p e rience is
not that important, but a fund manage r
should know the intricacies of ch a n ge s
within the macroeconomic and industri a l
s t ru c t u re.

I nve s t o rs all buy funds in the hope of
e a rning money from them. Wh at ever it is,
bear market or bull market, the ultimat e
goal for a fund manager is to re a ch the ideal
p ro fi t ability of inve s t o rs. 

“I even dream of the K curve at
nights,” Li said. Li noted that almost all
investors judge company performances
before they buy a fund. “When people are
buying stocks, they don’t care which
stock market they are into. Essentially, a
good company will perform well any-
where. For instance, if Microsoft were
listed in the New York stock exchange, it
would be as successful as it is in the
NASDAQ.”

Wang Jian said that the high yields of
funds last year have spurred the interest of
m a ny retail inve s t o rs who believe they will
m a ke a fo rt u n e. “If they think the stock
m a rket is about to re s t ru c t u re, the fi rs t
thought of these inve s t o rs could be to
redeem their funds,” said Wa n g. “Ap a rt
f rom these speculat o rs, many senior citi-
zens are known to spend all their life sav-
ings on funds with the mistaken belief that
a fund is a kind of deposit with high inter-
est re t u rns. 

“ These people lack the ability to re s i s t
risks—the only thing they want is to ge t
m o re money. Since the current social secu-
rity system is not perfect, the huge influx of
this kind of money will pro b ably have neg-
at ive affects on the stock market and social
s t ab i l i t y.”

The Harvest Strat egic Growth Fund once
had 50 billion yuan in assets under manage-
ment, but its holdings we re reduced to 30 bil-
lion yuan due to a sell-of by fund holders dis-
content with low re t u rns. The port folio va l u e
of the fund was only 1.11 yuan in early Ap ri l ,
far behind that of other funds. 

The company is optimistic about the
f u n d ’s future, but inve s t o rs are n ’t bu y i n g
into such optimism. Many of them have
redeemed their funds, saying they bought
H a rvest Strat egic Growth because of the
outstanding perfo rmance of another Harve s t
fa m i ly fund, Harvest Growth. “Since the
n ew fund didn’t meet our ex p e c t ations, we
l e f t ,” an investor said. 

“ The issuance of new funds prov i d e s
m o re capital and also breeds lots of poten-
tial speculat o rs ,” Li said, “Although many
companies are ove rva l u e d, some fund man-
age rs will still buy their stocks, because they
a re afraid of leaving behind a booming peri-
od of that stock .”

Li said investors are very shortsight-
ed. They keep a close eye on the yield
rating and they will pullout if a fund has
not performed well and don’t care about
the long-term development trend of the
fund. Yet Li’s concern cannot change the
fund buyers’ decision. ■
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By GAO YULEI

The past two ye a rs have been a go l d-
en time for Web 2.0 concept com-
panies. Of all the ve n t u re cap i t a l
i nvested in China last ye a r — t o t a l-
ing $1.64 billion—about $100 mil-

lion poured in electronic maga z i n e s ,
a c c o rding to Yu Gan, CEO of Xplus, the
fi rst e-magazine website in China.

A c e r, Lenovo Investment and China
M e rchants Group collective ly invested $4.5
million in Xplus; IDG invested about $20
million in POCO, one of the largest e-mag-
azine ve n d o rs in China; and Carlyle inve s t-
ed $10 million in ZCOM, the largest e-mag-
azine operating plat fo rm in China.

An e-magazine can surv ive with just
50,000 re a d e rs, said Li Xiguang, pro fe s s o r
of the School of Jo u rnalism and
C o m mu n i c ation at Tsinghua Unive rs i t y.
“ Without the difficulties of securing publ i-
c ation license nu m b e rs and free fro m
expenses for pap e r, printing and distri bu-
tion, e-magazines usually operate at a ve ry
l ow cost,” explained Li. “This is undoubted-
ly the main reason for the sudden, ex p l o s ive
growth of e-magazines in China.” 

Pa rt ly due to this low thre s h o l d, Chinese
n e t i zens can curre n t ly choose from a pool of
m o re than 200 e-magazine web s i t e s .
H oweve r, the Internet is an industry wh e re
w i n n e rs are glori fied and losers ignore d —
n o b o dy re m e m b e rs the pioneer e-maga-
zines at their embryonic stage during the
fi rst Internet peak in 2000.

A c c o rding to a recent study by
A n a lysys Intern ational, an Intern e t - b a s e d
business info rm ation service prov i d e r, there
a re bu bbles in the current e-magazine mar-
ket in China. Many operat o rs falsify their
reve nu e, re a d e rship and publ i c ation vo l u m e
to at t ract adve rt i s e rs and inve s t o rs .
A c c o rding to Analysys Intern ational, the e-
m agazine industry in China is ex p e ri e n c i n g
its peak of irrational ex p e c t ations, and
adjustment and integration are just aro u n d
the corn e r.

At the China Internet Confe re n c e

2006, Li Ya n h o n g, CEO of Chinese search
e n gine Baidu, wa rn e d, “The biggest ch a l-
l e n ge with Web 2.0 is the lack of a bu s i n e s s
m o d e l .”

TOM Online CEO Wang Leilei wa s
even bl u n t e r. “Is there a Web 2.0 web s i t e
with ve n t u re capital saying for sure it will
exceed any of the curre n t ly U. S. - l i s t e d
China concept stocks in reve nue in two to
t h ree ye a rs?” Wang said. “None.
Th e re fo re, there must be bu bbles in this
i n d u s t ry.”

H ow to identify a pro fi t ability model
t h at will get high re c ognition from cus-
t o m e rs while boosting the company ’s deve l-
opment? How to surv ive in an industry
wh e re content is king? How to provide bet-
ter services and win more loyal re a d e rs to
the e-magazines? These are bu rning issues
for e-magazine web s i t e s .

Finding successful models
Xplus CEO Yu had an exciting Spri n g

Fe s t ival last ye a r. Just prior to the holiday,
Xplus beat the Founder Group and signed
an electronic new s p aper agreement with the
Liaoning New s p aper Group. Th ree new s p a-
p e rs of the Liaoning New s p aper Gro u p ,
Liaoning Daily, Liaoning Morning Po s t a n d
Peninsular Morning Po s t, started offe ri n g
e l e c t ronic ve rsions of their new s p ap e rs on
the Xplus online plat fo rm to re a d e rs free of
ch a rge, adopting the single-cl i ck conve rs i o n
s o f t wa re provided by Xplus. This was a
n ew attempt for Xplus.   

“ We do electronic ve rsions for maga-
zines for free at a cost of ap p rox i m at e ly
6,000-8,000 yuan per maga z i n e,” said
Xplus General Manager Xia Hong. “Th at
means we need at least 200,000 yuan per
month for a total of 300 magazines now on
our plat fo rm .” The high cost, together with
an adve rtising model that failed to be re c og-
n i zed as a successful one, have become
o b s t a cles to the company ’s pro fi t ab i l i t y. 

“ Ve n t u re capitalists want us to become
p ro fi t able in a short time and we have to
ch a n ge the business model,” said Yu ,
explaining the reason for putting e-new s p a-
p e rs on Xplus.

“ To launch the e-new s p aper bu s i n e s s
we acquired Shanghai Sunbird IT Co. Ltd. ,
because they had the tech n o l ogy we use
t o d ay,” said Yu. The ze ro - t h reshold solution
o ffe red by Xplus to printed new s p ap e rs
i n cludes “single-cl i ck publishing” softwa re
called NPMAKER. The softwa re seamless-
ly connects the new s p aper digi t a l i z at i o n
p rocess with the ori ginal new s p aper type-
setting process. This unifies all data fo rm at s
and allows sharing in diffe rent dep a rt m e n t s
of the new s p ap e r, preventing from the ove r-
l apping of wo rk .

“ This is ve ry significant to the imple-
m e n t ation of our parallel strat egies in
developing e-newspapers and e-maga-
z i n e s ,” said Yu .

With the launch of e-new s p ap e rs, a new
business model was born. From the fo u rt h
q u a rter of 2006 to the Spring Fe s t ival of 2007
( Feb ru a ry 18), Xplus had signed agre e m e n t s
with 15 new s p aper groups across the country.

H oweve r, just as Xplus discove red a
wo rk able business model, Founder Gro u p ,
the long-standing e-new s p aper leader, shot
b a ck. “Fo u n d e r ’s solution used to be pri c e d
at 500,000-600,000 yuan when ours wa s
a round 100,000 yuan,” said Yu. “Ve ry
q u i ck ly, Founder dropped its price to
300,000 yuan, and we began to provide our
s o f t wa re for fre e.” Reluctantly, Xplus ab a n-
doned its softwa re sales. 

“ The positioning of Xplus is cl e a r,” Xia
s a i d. “We are a publishing plat fo rm and not
a softwa re ve n d o r, so we never feel pity fo r
the loss of this part of our pro fit margi n .” 

Profit Prospects
For E-Magazines
Electronic magazines are looking for a
successful profitability model

RUDDERLESS: Will e-magazines, 
or the digital presentation of traditional
printed content online, ever discover a
successful business model?
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Trying and trying again 
B e t ween March and June 2006, 23 peri-

odicals, including M ovie Wo rl d, N ew
Finance and Economics, Global Pe o p l e,
C iv i l i z at i o n and D i gital Business Ti m e s,
joined ZCOM. In the second half of 2006,
ZCOM secured the electronic publ i s h i n g
rights of many leading publ i c ations in the IT,
fashion and travel sectors. On Ju ly 7, domes-
tic ve t e ran IT media Computer Wo rl d j o i n e d
ZCOM. Th ree electronic maga z i n e s —
Fa s h i o n, B e a u t y and D e c o—of the Ray - l i
G roup signed up on August 7. Au t h o ri t at ive
t ravel magazine Chinese Nat i o n a l
G e ograp hy joined on September 1. 

ZCOM soon
found that incre a s e s
in content do not
mean increases in
i n c o m e.

ZCOM President
Huang Mingming
once stated that
a dve rtising was the
most stable pro f-
itability model
for e-maga-
zines. Despite
his wo rds, his
a dv e rt i s i n g
model was not
acceptable to
most adve rt i s i n g
agencies. 

“ The number of
e - m agazine re a d e rs is
not small, but stability is
not there because the re a d-
e rs are mostly young people,”
commented a leading adve rt i s i n g
agent. “We don’t have faith in this model
since it is not easy to identify and cultivat e
s t able consumer gro u p s .” 

“ To d ay, vulgar and disoriented con-
tent is used even on large e-magazines to
at t ract subscri b e rs ,” Pro fessor Li Xiguang
s a i d. “How mu ch commercial value will
these subscri b e rs bring? Click rates do
not equal reading rates—most of the time
the subscriber only reads two pages of the
d ownloaded magazine and abandons the
re s t .

“A high reading rate does not equal to
gre at impact either,” Li add e d. “How mu ch
i n fluence will vulgar content have on re a d-
e rs with true consumption potential?” 

N eve rtheless, thanks to the Web 2.0
f re n z y, ZCOM wa l ked away with the title
“ E n t e rp rise with the Most Inve s t m e n t
Value” in the 2006 Zero 2 I P O - C h i n a
Ve n t u re 50. “The e-magazine business can
settle into a pro fi t able model and grow
h e a l t h i ly given sufficient funding and ex t e n-
s ive user support ,” said Huang.

To d ay, ZCOM’s ch a l l e n ge is not to

spend money on frantic expansion, but to
gain the re c ognition of the audience and
a dve rtising age n c i e s .

Tightening market focus 

Beijing-based Gogosun, with an initial
i nvestment from Sun Media Investment, is a
re c e n t ly developed altern at ive e-maga z i n e
o p e ration company.   

G ogosun has been focusing on the
e n t e rp rise market since inception. Its bu s i-
ness model is ve ry simple: Using mu l t i -
media digital tech n o l ogies, Gogosun cre-
ates pre s e n t ations based on publ i c i t y
m at e ri a l s — s u ch as product info rm at i o n

and the bra n d
i m age — p rov i d e d
by the enterp ri s e. 

The tra n s a c t i o n
is completed wh e n

t h ey deliver their mu l t i -
media product. “We

d o n ’t care if the
e n t e rp rise puts it
on their web s i t e
for others to
d ownload or
bu rns it onto a
CD or DV D
for their cus-
t o m e rs ,” said
G ogosun CEO
Cheng Hong.

“ This is their
business. Gogo s u n

n ever part i c i p ates in
the marketing activ i-

ties of its cl i e n t s .” 
G ogosun targets enter-

p rises in sectors that re q u i re mu l-
timedia pre s e n t ation, for ex a m p l e, in the
a u t o m o b i l e, real estat e, consumer electro n-
ics, furn i t u re and tourism. By nat u re, wh at
G ogosun does is not mu ch diffe rent fro m
e - m agazine production, but Cheng wo u l d
rather position his company as a serv i c e
p rovider of multimedia digital pre s e n t at i o n
t e ch n o l ogies. This kind of bu s i n e s s - t o -
business (B2B) company is cert a i n ly dif-
fe rent from the look-alike e-maga z i n e
business that has yet to find a pro fi t ab i l i t y
model.   

“ The pro blem with Gogosun is wh e t h e r
this kind of business has a sustainabl e
p o t e n t i a l ,” said a ve n t u re capitalist after
i nve s t i gating the Gogosun model. “How
big can this grow?” Faced with competition
f rom other sectors, the development cours e
for Gogosun—with its limited number of
potential enterp rise customers—is not an
easy one. Neve rtheless, for e-maga z i n e
p rov i d e rs without a successful pro fi t ab i l i t y
model, the enterp rise market is cert a i n ly a
p o s s i b i l i t y. ■

(Xinhua Fi n a n c e )

Chinese E-magazine
Market Revenue, 2006

54.0 %
Production/

Technical Service
Income

38.1 %
Advertising Income

7.9 %
Circulation 

Income
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Central Bank Resolute

The Pe o p l e ’s Bank of China, the
c e n t ral bank, is ve ry determ i n e d. 

On May 18, the central bank
announced a pack age of policies,
d e m o n s t rating its strength and desire to
cool down ex c e s s ive enthusiasm for the

s t o ck marke t .
It again re s t ricted banks’ lending

ability by raising the re s e rve re q u i re-
ment ratio to 11.5 percent—the fi f t h
raise so far this ye a r — a l t ogether fre e z-
ing 800 billion yuan in liquidity.  

It also raised the bench m a rk one-

year interest rate by 0.27 percent to
2.79 percent. One noticeable occur-
rence is that the one-year lending inter-
est rate is only up 0.18 percent. 

The asymmetry of deposit and lend-
ing interest rate hikes shows that the
c e n t ral bank actually encourages con-
s u m p t i o n - d riven loans and wo n ’t be too
h a rd on consumers. At the same time,
raising the re s e rve re q u i rement demon-
s t rates the bank’s determ i n ation to tri m
ex c e s s ive investment. 

Tao Dong, chief economist with
C redit Suisse Fi rst Boston, said this
round of interest rate hikes would not
be effe c t ive enough, and China is still
in a period of negat ive interest rates. He
said the raise wo u l d n ’t damage the
banks’ pro fi t ab i l i t y, as the interest rat e
for current accounts, wh i ch accounts
for 46 percent of all deposits, re m a i n e d
u n ch e cke d. 

The pri m a ry goal of the fi rst two
policies can be seen as an effo rt to
tame the white-hot stock marke t .
H oweve r, like the last few effo rts by
the central bank, this round did little to
cool the market in the fo l l owing day s .
The bench m a rk Shanghai Composite
I n d ex soared 3.56 percent to 4173
points on May 23 compared to wh at it
was on the day the policies we re
a n n o u n c e d. 

C o n f ronted with the incre a s i n g
awa reness of the stock market by ord i-
n a ry citizens these measures are help-
less. The last three times interest rat e s
we re ra i s e d, stocks boomed instead of
bu s t e d. 

In another move, the central bank
a l l owed the yuan ex ch a n ge rate to fl o at
at a wider ra n ge—plus or minus 0.5
p e rcent each day — f rom its prev i o u s
ra n ge of 0.3 percent. This move is
b e l i eved to be cat e ring to U. S. cri t i c s
who allege that the U. S. trade defi c i t
with China is due to an underva l u e d
Chinese curre n cy. Meanwh i l e, the
s t rat egic economic dialogue betwe e n
China and the United States held in
Washington may have contri buted to
this round of policy ch a n ges. 

The yuan’s daily permitted tra d i n g
ra n ge had remained at 0.3 percent fo r
t wo ye a rs. To avoid drastic curre n cy
ap p re c i ation and potential fi n a n c i a l
risks, it is a must that the central bank
t a ke moderate steps to revalue the
yuan. Drawing from the lessons learn e d
f rom the Asian financial crisis in 1997,

TO THE POINT: The substantial rise in foreign direct
investment (FDI)—10 percent—and fixed assets invest-
ment—25 percent—was the last straw that prompted
the Chinese Government to take action by instituting a
package of policies aimed at taming the overheating
economy and excessive liquidity. The Chinese central
bank raised lending and deposit interest rates for the
second time this year, and the reserve requirement
ratio was raised for the fifth time this year. They also
allowed the daily yuan exchange rate to float within 0.5
percent from the previous mark of 0.3 percent. Such a
monetary policy package is unprecedented and demon-
strates the central bank’s determination to let air out
of the hot markets. In April, foreign trade rebounded
and the trade surplus hit $16.68 billion, $10 billion
more than what it was in March. However, as a
research report revealed, some of the trade surplus
was actually driven by fake trade, through which
international speculative money flowed to the Chinese
mainland. The rising trade surplus contributed to
increasing foreign exchange (forex) reserves. The
Chinese Government has decided to invest $3 billion of
its forex reserves into U.S. private equity firm
Blackstone Group LP, demonstrating that the country is
finding alternatives for its mounting forex reserves
instead of just buying U.S. treasury bonds. The second
round of the China-U.S. strategic economic dialogue has
achieved positive results. In the financial sector, China
agreed to increase the quota QFIIs can invest in the
Chinese capital market from $10 billion to $30 billion. 

By LIU YUNYUN
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an emerging economy should not heed-
l e s s ly open its financial market fully
b e fo re it is re a dy to absorb the risks. 

A ny h ow, loosening on the yuan is
an important step fo r wa rd and lays a
solid fo u n d ation for the curre n cy ’s full
c o nve rt i b i l i t y. 

Blackstone’s Lucky Draw

B l a ckstone Group LP doesn’t have
mu ch to wo rry about for its June initial
p u blic offe ring (IPO), because China
will invest $3 billion in this altern at ive
i nvestment company. 

B l a ckstone ori gi n a l ly planned to
raise $4 billion in its IPO. Add i n g
C h i n a ’s $3 billion, Blackstone enlarge d
its IPO scale to $7 billion. China has
agreed to hold Blackstone shares for at
least four ye a rs without voting ri g h t s .

A huge trade surplus and the
i n c reasing FDI pushed China’s fo rex
re s e rves to a wo rld leading $1.2 tri l l i o n
by the end of March. Th at money is
m o s t ly invested in U. S. tre a s u ry bonds,
less ri s ky but with low yield. In ord e r
to find better ways to invest this money,
the Chinese Gove rnment has decided to
fo rm a state fo rex re s e rve inve s t m e n t
c o m p a ny, wh i ch is due to be estab-
lished at the end of this ye a r. 

Lou Jiwei, head of the re s e rve
i nvestment company wo rking gro u p ,
s a i d, “We are ve ry pleased to be able to
m a ke the fo rex re s e rve inve s t m e n t
c o m p a ny ’s ve ry fi rst investment in such
a we l l - respected fi rm as Black s t o n e.” 

The gove rn m e n t ’s part i c i p ation will
also boost Black s t o n e ’s perfo rmance in
the Chinese market, wh e re it is compet-
ing hard with rival Carlyle Group. In
Ja nu a ry, Blackstone hired Antony
Leung Kamch u n g, fo rmer Fi n a n c i a l
S e c re t a ry of the Hong Kong Special
A d m i n i s t rat ive Region, to operate its
business on the Chinese mainland, as
well as in Hong Kong and Ta i wan. Th e
re m a rk able political back ground of
Leung gives the company an edge in
doing business throughout China. 

Foreign Trade Rebound 

After the drastic ex p o rt drop in
M a rch of around $83.4 billion, China’s
ex p o rts rebounded in Ap ril to $97.4
billion. The trade surplus jumped to
$16.88 billion in Ap ril from a measly
$6.87 billion in March. 

Ju d ging by fi rs t - q u a rter fi g u res, the
EU maintained its position as China’s

leading trade part n e r. Bilat e ral tra d e
re l ations with the EU are grow i n g
s t ro n ge r, with the total trade vo l u m e
re a ching $103.6 billion, up 29.5 per-
cent from a year earl i e r. The United
S t ates and Japan fo l l owed in second
and third, increasing less than 20 per-
cent. The ASEAN was fo u rth on the
list. 

The re s e a rch institute under the
Chinese Ministry of Commerce pub-
lished a rep o rt on May 18, pre d i c t i n g
t h at total imports and ex p o rts this ye a r
would exceed $2.1 trillion, up 20 per-
cent compared with 2006. Experts fe a r
the rebounding surplus will ge n e rat e
another wave of trade friction with
major trading countries. 

But “fa ke trade” or pro blems with
fa l s e, misleading, or doctored fi n a n c i a l
i n fo rm ation released by ex p o rt e rs ,
could be the real culprit. A rep o rt by
the Academy of Macro e c o n o m i c
R e s e a rch under the Nat i o n a l
D evelopment and Refo rm Commission
said that fa ke trade has jacked up the
t rade vo l u m e, thus assisting a large
i n flux of speculat ive capital. The rep o rt
said that under current conditions,
while the yuan is not fully conve rt i bl e,
i n t e rn ational hot
m o n ey has tended
to slip in thro u g h
fa ke trade and fa ke
FDI, making a fo r-
tune in the booming
s t o ck and pro p e rt y
m a rke t s .

The Stat e
A d m i n i s t ration of
Fo reign Exch a n ge
announced in early
Ap ril that it has
l a u n ched stri c t e r
ch e cks on fo rex
i n fl ow in 10 coastal
cities. The wat ch-
d og is determ i n e d
to cra ck down on
u n d e rground illega l
“banks” wh i ch are
s u p p o rted by specu-
l at ive money. 

FDI & FAI
Increase Steadily

S t atistics fro m
the Ministry of
C o m m e rce show
t h at paid-in FDI

i n c reased by 10.17 percent in the fi rs t
four months to $20.36 billion.
H oweve r, the number of new ly estab-
lished fo re i g n - i nvested enterp ri s e s
d ropped 2.29 percent to 12,349.

From Ja nu a ry to Ap ril, urban fi xe d
assets investment (FAI) surged to
2.2594 trillion yuan, up 25.5 perc e n t
f rom a year earlier peri o d. 

S t atistics from the National Bure a u
of Statistics (NBS) show that inve s t-
ment growth in iron and steel, powe r
and ra i lway construction has slowe d
d own signifi c a n t ly. The rapid FA I
growth was mainly driven by agri c u l-
t u re, real estate and coal industries. 

I nvestment in real estate was as hot
as eve r. It jumped 27.4 percent from a
year earlier to 526.5 billion yuan in the
fi rst four months of this ye a r, defying
the gove rn m e n t ’s measures to cool it
d own. 

The NBS added amid re c o rd inve s t-
ment by real estate deve l o p e rs, domes-
tic bank loans rose by 26.8 percent ye a r
on ye a r, while fo reign investment in the
p ro p e rty market also soared 91.7 per-
c e n t . ■



AIRLINE INFORMATION

Asiana Airlines
Establishment of a partner-

ship between Asiana Airlines
and Kempinski Hotels in
China

Added benefits to loyal
customers of both companies

Asiana Airlines, represented
by Kim Hyoung Gyun, President
of the firm’s regional headquar-
ters in China and Kempinski
Hotels, represented by René
Schmitt, Senior Vice President

for China, held a signing ceremony at the Kempinski Hotel
Beijing Lufthansa Center to begin collaboration in China.
Effective May 1, 2007, Asiana Airlines passengers who stay at
one of the eight participating Kempinski Hotels in China will be
able to earn 500 miles per stay.

Cooperation between the two companies, both with a repu-
tation of offering attentive, high quality service, is expected to
create synergies that will result in greater customer satisfaction
and improved profitability. Asiana Airlines, which has been
actively promoting its mileage program in recent years due to
customers’ growing interest and participation in mileage pro-
grams, has been building customer loyalty by offering greater
opportunities for members to accumulate miles. Similarly,
Kempinski Hotels is hoping to tap into the lucrative Korea-
China business travel market by participating in Asiana’s
mileage program.

Asiana Airlines has been the market leader in air travel
between Korea and China since beginning service to China. It
began flying to China in 1994, and currently operates 161
flights weekly on 26 routes to 20 cities throughout the country,
servicing 1.95 million passengers per year. The Airline has 20
offices in China and its coverage extends from China’s major
cities to mid-sized and small cities throughout the country.

Finnair golden shopping on long haul flights
Finnair’s tax-free advance sales will gradually be extended

to cover all intercontinental scheduled flights, excluding return
flights from Shanghai to Helsinki. 

Tax-free products can be ordered for all Finnair outbound
and inbound flights, excluding the Shanghai return leg, at the
latest five days before the departure of the flight in question.
An order can be made on the Internet at the address
www.finnairshop.com or using an order form in a brochure that
can be found in seat pockets on board aircraft. 

The form is completed on the flight and the products are
delivered on the return flight directly to the passenger’s seat.
Products are packed in a sealed plastic bag that can be taken
onto a connecting flight departing from an EU country.
Restrictions on liquids carried in hand baggage are in force in
an increasing number of countries outside the EU, for example
on flights departing from India, Japan, Hong Kong and the
United States.

The range of products that can be purchased in advance
includes gift items, jewellery, alcohol, cosmetics, sweets and
toys. In mid-May the product range will expand significantly,
when fine Finnish design and additional world-class brands are
included.

A tax-free advance order can be now made for all long-haul
flights departing from Helsinki as well as for return flights from
Delhi, Guangzhou, Nagoya, New York, Osaka, Beijing and
Tokyo.

The service will be extended to return flights from Bangkok
and Hong Kong on May
17. An advance order will
also be possible on the
Mumbai route that opens
on June 26. In Europe,
advance orders can be
made for return flights
from Zürich. A corre-
sponding service has
already been available on
leisure flights for many
years.

United Airlines 
Hong Kong-Los Angeles passenger and cargo service

begins October 2007
United Airlines, the world’s

largest transpacific passenger car-
rier, announced that it will
increase the number of flights it
operates from Hong Kong with the
launch of a new daily passenger
and cargo flight between Hong
Kong and Los Angeles. The new

service will commence on October 29, 2007.
“The Hong Kong-Los Angeles route expands United’s breadth

of service for Asia, and there will be three nonstop direct flights
flying from Hong Kong to the United States eve ry day. The new
route provides United customers in south China with a second
g a t eway to Califo rnia, and also provides them with conve n i e n c e

in traveling to Ho Chi Minh City, Vietnam,” said Mark Schwa b,
Vice President Pa c i f i c, United Airl i n e s. “The Hong Ko n g - L o s
Angeles service also creates significant new reve nue opport u n i-
ties for the airl i n e.”

“Los Angeles is a popular destination among business and
leisure travelers from Hong Kong and south China, and I am
glad that United is able to begin this new service in response
to their needs,” said Sidney Kwok, General Manager of United
China. “We recognize that the majority of our south Chinese
passengers wish to travel nonstop across the Pacific and I
believe this daily service to our Los Angeles hub will help
achieve this goal.”

United’s Los Angeles hub offers 243 daily domestic flights
on United, Ted (United’s low-fare service) and United Express
to many popular U.S. cities including New York, Las Vegas,
Seattle and Boston in addition to international destinations in
Canada, Mexico, Central and South America.

Qatar Airways
Carrier’s Privilege Club wins unprecedented number of

accolades at 19th annual Freddie Award
Airline presented with Stateside honors weeks ahead of

U.S.A. launch
As Qatar Airways prepares for its historic launch of sched-

uled flights to the United States this summer, the airline’s
Privilege Club frequent flyer program has been honored by
scooping an unprecedented eight accolades at the annual
Freddie Awards in America.

More than 450,000 frequent flyers cast their votes in numer-
ous categories covering the airline, hotel and car rental indus-
try. Named after the late airline industry veteran Sir Freddie

Laker, who pioneered
low-cost travel across
the Atlantic, the
awards represent
excellence in fre-
quent travel pro-
grams.

Qatar Airways’ honors included the highlight of the evening,
being voted for having the Loyalty Program of the Year in the
Europe, Middle East and Africa region. The awards were held
at the Crystal Gateway Marriott in Arlington, Virginia, with more
than 300 guests present, including travel industry personnel
and frequent flyers.
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HOTEL INFORMATION

Loong Palace Hotel & Resort
Choue Chung Won (center), Pre s i d e n t

of the Wo rld Ta e k wondo Fe d e ration, and
Cui Dalin (right), Deputy Director of
G e n e ral Administration of Sport of China,
a re welcomed by Peter D. Gibb o n s ,
M a n aging Director of Loong Palace Hotel
& Resort on May 14 during the 2007
Ta e k wondo Wo rld To u rnament held in
B e i j i n g. Over 150 intern ational judges and
gove rn o rs stayed at the hotel. 

Holiday Inn Downtown
On May 12, Holiday Inn Dow n t ow n

took part in a sports event named “One
D ream, One Team” held by
InterContinental Hotels Group in Beijing
to welcome the 2008 Olympics and
i n c rease the employees’ cohesion. Th e

hotel team pulled together and got the sec-
ond group score, with the lead of Genera l
M a n ager Henry Chan (center). Th ey
s h owed motivation to “aim higher and
wo rk better toge t h e r,” in the spirit of
InterContinental Hotel Group, toge t h e r
with other cluster hotels.

The Radisson SAS Hotel Beijing
The Radisson SAS Hotel Beijing

re c e n t ly welcomed we l l - k n own Danish
Band Dodo and the Dodos. As a favo ri t e
‘home away from home” for Scandinav i a n
v i s i t o rs during their stay in Beijing, the
Radisson SAS Hotel has also been play i n g
an active role in promoting Scandinav i a n
c u l t u ral and art activities.  

P i c t u red are the hotel’s ge n e ral manag-
er Mac Karlsson (center) and the band
m e m b e rs. 

“Earth Guest Day” Tree Planting
Action

Ap ril 22 was Earth Day, and Accor
e m p l oyees across all its businesses, bra n d s
and divisions took adva n t age of the we e k
leading up to the event to showcase their
commitment to the principles of sustain-
able development. The culmination of
campaigns pursued by employees thro u g h-
out the ye a r, the day—called Earth Guest

d ay at Accor—highlighted the Earth Guest
p rogram introduced by the group in 2006
to fe d e rate its social and env i ro n m e n t a l
responsibility initiat ive s .

All of the five Accor hotels in Beijing,
N ovotel Xinqiao Beijing, Novotel Pe a c e
B e i j i n g, Sofitel Wanda Beijing, Gra n d
M e rc u re Xidan Beijing and Novo t e l
Beijing West took part in tree planting in
Ya n q i n g. All together 100 employees fro m
the five hotels planted 350 trees. 

Radisson Plaza Xing Guo Hotel
Shanghai

Chen Genrong (right), Genera l
M a n ager of Radisson Plaza Xing Guo
Hotel Shanghai, wa rm ly greeted Ms. Dora
B a koyiannis, the Fo reign Affa i rs Minister
of Gre e c e, at Villa 8 Confe rence Center
upon her arrival at the hotel.
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Minzu Hotel
We have launched the latest issue of our hotel journal Th e

L a n d s c ape of Business. The management of our hotel has
t a ken the initiat ive to redesign the entire magazine to div i d e
the dire c t o ry into four themes under each season. More ove r, a
n ew column “Green Minzu” has been introduced to publ i c i ze
Minzu Hotel’s effo rts to cre ate an env i ro n m e n t - f ri e n d ly hotel.
The updated ve rsion also introduces a new section carry i n g
discussion on hot issues and another section for interv i ew s
with Minzu Hotel’s VIP guests. Since Minzu Hotel is a part-
n e rship hotel for the 2008 Beijing Olympics, The Landscap e
of Business c o n t i nues to carry the hotel’s wa rm-up for the
grand sports eve n t .

The Landscape of Business is still targeted at being the
b ri d ge of commu n i c ation between hotel and guests.

For more info rm ation, please call 86-10-66014466 or e-
mail us at s a l e @ m i n z u h o t e l . c n. Our website is w w w. m i n z u h o-
t e l . c n.
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By ZAN JIFANG

Th e re was a time when trying to fi n d
a good red wine in China was a dif-
ficult affa i r. But as with all the rap i d
ch a n ges in this advancing country,
t h at is no longer the case. The nec-

tar of the gods is today an integral part of
C h i n a ’s tre n dy social wo rl d. In lounge s ,
n i g h t clubs, discotheques, upscale re s t a u-
rants and official banquets, corks are pop-
ping and glasses are being filled with
C ab e rnet sauvignon. Fa s h i o n able yo u t h ,
n o u veau ri ch e and even one time skep t i c a l
folks who clung to their old drinking hab i t s
of hard liquor and rice wine, are now sip-
ping reds either as a symbol of status and
good taste or for health reasons. 

In vino veritas

Despite rice wine being the most popu-
lar alcoholic drink for Chinese thro u g h o u t
h i s t o ry, its red grape cousin is mu s cling in to
s t a ke a claim on the palates of deep - p o cke t-
ed locals.

“It is ve ry popular in business circles to
s e rve vintage Fre n ch wine as a prelude to
n ego t i at i o n s ,” said Liu Xin, who wo rks in a
financial company in Beijing.

And there is no short age of ads espous-
ing the virtues of wine. Zhou Ning, a mar-
keting manager of a real estate company in
B e i j i n g, said there are often billboard ads of
a couple enjoying wine, or an elega n t
woman holding a glass of wine on the sides
of We s t e rn-style ap a rtment bu i l d i n g s .
A dding wine into house ads is intended to
tell potential homeow n e rs that people wh o
l ive in the ap a rtment community are cul-
t u re d, upper class, he said.

In many circumstances, price itself has
n ow become part of the glamor of wine.
Most wine consumers in Beijing are bra n d
conscious, and drinking wine is a way they
can show off their new ly found wealth. Fo r
this yo u n ger crow d, it’s all about the mood
and at m o s p h e re that surrounds the red liq-
uid that W. C. Fields once called “bottled
p o e t ry.” According to Alex Remy, Manage r
of the Beijing office of Sopexa, an associa-
tion aimed at promoting Fre n ch food and

agri c u l t u ral products, many people in China
buy wine to show their status. It makes wine
c o n s u m e rs feel important and those wh o
re c e ive wine as a gift feel re s p e c t e d, he said.  

The number of Chinese middle class is
grow i n g. Although it is hard to get an accu-
rate nu m b e r, ex p e rts estimate that the mid-
dle class nu m b e rs at least 100 million in
China and is rap i d ly ri s i n g, according to an
a rt i cle on 21foodcn.com, a pro fe s s i o n a l
food website and the largest online fo o d
m a rket in China. The enlargement of the
city bourgeoisie has stimu l ated sales of lux-
u ry goods in China, including wine. 

Don St. Pierre, Sr., President of ASC
Fine Wines, the largest wine import and sale
c o m p a ny in China, said the growing wine
consumption is part of a tre n dy luxury go o d s
phenomenon. “The wine trend started in the
n ew ly emerged middle class but it will gra d-
u a l ly affect the upper class, ” he add e d.

And as the taste for wine grows, people

in Beijing are beginning to learn how to
s avor that taste. “I used to like dri n k i n g
wines with a pure, pleasing taste,” said Liu,
the company wo rker who is also an av i d
wine dri n ke r. “But now, I begin to favo r
those wines with a lasting aftertaste and va r-
ious taste laye rs and I know now that wine
is part of We s t e rn food and drink culture.” 

In 2002, when Zhao Fan, a wine judge,
held a private wine ap p re c i ation part y, only
s even people at t e n d e d. Now, he has to limit
the number of people who want to at t e n d.
“But not all people coming to my part i e s
k n ow mu ch about wine,” he said. “Some
people do not even know how to hold a
wine glass corre c t ly, but they are cl e a rly
e ager to learn about wine culture.” 

Zhao is teaching a course at the China
A gri c u l t u ral Unive rsity on wine ap p re c i a-
tion, wh i ch is ve ry popular among students. 

In an interesting spin-off, even the ri s e
in automobile sales has impacted the wine
i n d u s t ry. As more and more Chinese can
a ffo rd a private car and go on we e kend out-
ings, wine is now the main drink for picnic
p a rties. Miss Wu, an office wo rker in
Beijing who pre fe rs wines with a fre s h
f ruity fl avo r, re c e n t ly spent over $2,000 fo r
a dozen bottles of Bordeaux wine, wh i ch
she hopes to enjoy with her friend on her
n ext country outing. 

Some Chinese are also installing wine
ra cks in their living rooms to display their
collections. Senior manage rs of big compa-
nies in Beijing are even taking the plunge
and building private wine cellars to store
their liquid assets. 

And in a bid to make it as convenient as
p o s s i ble to get wine to consumers, Changy u
Wine Company, China’s largest winemake r,
n ow offe rs a bu y - a n d - d eposit serv i c e. Clients
can order a certain barrel of Changyu Castel
w i n e, wh i ch will be stored by the company
and then bottled on demand. 

In elegant and upscale re s t a u rants in
B e i j i n g, like Tian Di Yi Jia outside the
famous Palace Museum, va rious fine wines
s t o red in oaken casks are ava i l able for diners .
R o b e rt Cho, owner of Tian Di Yi Jia, will
also recommend to his clients wh at kind of
wine will compliment the dishes on offe r.  

“Half of my clients don’t know mu ch
about wine,” Cho said. “Th ey know Fre n ch
wines like Chateau Lafite and Chat e a u
M a rgaux, but know almost nothing ab o u t
wine from Califo rnia or Au s t ralia. Others
who have studied ab road have a better
u n d e rstanding of the role wines play in
We s t e rn food culture.” 

H oweve r, as many imported goods to
China, a degree of Chinese ch a ra c t e ri s t i c s
i n ev i t ably cre eps into the process. By mix-
ing red wine with Sprite and ice, Beijinge rs
h ave come up with their own tre n dy way of
customizing their after wo rk drink.  

Red Wine Over China
The color red dominates Chinese life 
and now growing interest in red wine
maintains that trend and ushers in a new
fashionable addition to local culture

NOT JUST A DRINK: A wine judge
teaches the Chinese audience how
to appreciate French wine at a fashion
show held in southwest China’s
Chongqing City
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Gallery Information
798 Photo Gallery

E x h i b i t i o n : “Chinese Interi o r ” — Th e
P h o t ograp hy of Robert van der Hilst
A dd : Dashanzi Art District, 2
Jiuxianqiaolu, Chaoyang District, Beijing
Opening Cere m o ny : 3:00 p.m. June 2 
D at e : June 2-June 22 
Te l : 86-10-64381784/64375284 
E - m a i l : 7 9 8 @ 7 9 8 p h o t oga l l e ry. c n
Web s i t e : w w w. 7 9 8 p h o t oga l l e ry. c n

Bitang Gallery

E x h i b i t i o n : “ The Th i n ker”— Solo
Exhibition of Wang Qingsong
A dd : No.7 Building, Ego Space
C o m mu n i t y, 16A Baiziwanlu, Chaoya n g
D i s t rict, Beijing
Opening Cere m o ny : 4 p.m. Ap ril 27
D at e : Ap ril 27-June 6
Te l : 8 6 - 1 0 - 8 7 7 4 6 3 3 2
Fa x : 8 6 - 1 0 - 8 7 7 4 6 3 3 9
Web s i t e : w w w. ch i n abl u ega l l e ry. c o m
E - m a i l : i n fo @ ch i n abl u ega l l e ry. c o m

Pata Gallery Beijing

E x h i b i t i o n : “ N ew Space”—Li Xiaojing’s
Solo Exhibition
D at e : M ay 12-June 1
Opening Reception: 3 p.m.-6 p.m. May 12
A dd : No.5 of 3818 Wa re h o u s e, 2
Jiuxianqiaolu, Chaoyang District, Beijing
Opening Hours : 12:00-18:30 (ex c ep t
M o n d ay )

Linda Art Museum

“Reminiscing at Jianglou”—An Exhibition
of 12 Chinese Contempora ry Art i s t s
O p e n i n g : 3 p.m. Ap ril 28
D at e : Ap ril 28-May 30
A dd : No.35-37 Guanyintang Art Ave nu e, 2
Wa n g s i y i n g, Chaoyang District, Beijing
Opening Hours : 1 0 : 0 0 - 1 8 : 0 0
Te l : 8 6 - 1 0 - 8 7 3 9 0 8 8 9

Red Gate Gallery

“ B i rd ’s Nest Pro j e c t ” — P h o t ograp hy
Exhibition of Zhou Ju n
P rev i ew Dat e : 3-5 p.m. May 19 

Exhibition Dat e s : M ay 19-June 17
Opening Hours : 10 a.m.-5 p.m. 
( eve ry d ay )
A dd : Dongbianmen wat ch t owe r,
C h o n g wenmen District, Beijing
Te l : 86-10-65251005  
Fa x : 86-10- 64322624
E - m a i l : re d gat ega l l e ry @ a e r. n e t . c n
Web s i t e : w w w. re d gat ega l l e ry. c o m

Chinese Contemporary Beijing

E x h i b i t i o n : “ Texts are the Lega cy of Gre at
Thought”—Huang Rui’s Pro j e c t
O p e n i n g : 11 a.m.-6 p.m.
M ay 19
A dd : 4 Jiuxianqiaolu,
C h a oyang District, Beijing
Te l : 8 6 - 1 0 - 8 4 5 6 2 4 2 1
M o b i l e : 1 3 5 2 1 4 9 2 1 0 1
E - m a i l : b e i j i n g @ ch i n e s e c-
o n t e m p o ra ry.com 

Soka Art Center

E x h i b i t i o n : “ We av i n g ” — Tu Hongtao’s
Painting Exhibition
D at e : June 2—Ju ly 1
Opening Recep t i o n : 4 p.m. June 2
A dd : Room 101-103, Tianhai Building,
Tower B, Dongsi Beidajie, Dongch e n g
D i s t rict, Beijing
Te l : 86-10-84012377   86-10-84015810   
Fa x : 86-10-84015813    
Web s i t e : w w w. s o k a - a rt . c o m

Book Information
China Lofts brings together houses from within culture - ri ch
China and exe m p l i fies the wo n d e r f u l ly practical conve rsion of
c u rrent uses as well as the immense cre at ivity that emerge s
f rom these confines. 
If you want to get more info rm ation about contempora ry
Chinese publ i c ations, please visit our website: 
w w w. o ri e n t a l b o o k s . i n fo.

And as the 2008 Olympic Games draw s
n e a r, and more luxury hotels grace the
Beijing sky l i n e, there is no doubt sales of
wine will fl ow in ever increasing amounts,
in wh at ever way its drunk. 

Foreign winemakers scramble

As wine is incre a s i n g ly popular in cities
l i ke Beijing (population 15 million) and
Shanghai (population 18 million), it is not
s u rp rising that ove rseas winemake rs are
a n t i c i p ating strong reve nue growth from the
m a rket in China. 

A c c o rding to the Canadian Embassy in
China, Beijing and Shanghai have the
l a rgest markets for We s t e rn food while their
major hotels and re s t a u rants pro m i n e n t ly
fe at u re wine.

Wine sales (grape and non-grape) in
China jumped 42 percent between 2001 and
2006, from 1.5 billion liters to 2.18 billion
l i t e rs. And per- c apita consumption of wine in
China saw an increase of 55 percent fro m
2000 to 2006, according to the U. S.
D ep a rtment of Agri c u l t u re Trade Offi c e,
Shanghai, making China one of the six bigge s t
wine-consuming countries in the wo rl d. 

In Asia, China’s wine consumption vo l-
ume has now shot to fi rst place, higher than
t h at of Japan. But China’s wine market still
has vast potential for growth. The ave rage
a n nual wine consumption per capita in
China is curre n t ly 1.5 kilolitres, while in
France it is around 55 kilolitre s .

Since joining the Wo rld Tra d e
O rga n i z ation in December 2001, China has
l owe red tari ffs on wine imports from 64
p e rcent to 14 percent. Statistics show that
wine imports to Beijing in 2006 incre a s e d
50 percent compared with the previous ye a r.
The ex p o rts of wine from France to China
re a ched some 5.3 million kiloliters in 2006,
an increase of 30,000 kiloliters year on ye a r.

To d ay, most Chinese still believe that
Fre n ch wine is the best. According to
A l ex a n d re Remy, the ex p o rt volume of
Fre n ch wine to China almost doubled in
2005 and 2006. But France still lags behind
Au s t ralia, wh i ch is the biggest wine
ex p o rter to China.

M o re than 100 va rieties of Fre n ch
local table wine we re shown at the Eighth
China Intern ational Food and Beve rage
Exhibition held in Beijing on May 10-12,
i n d i c ating Fre n ch winemake rs’ ambitions
to take a bigger share in the Chinese marke t .
Th ey not only hope to seize the top gra d e
wine market in China, but also want to enter
the low-end wine market here. 

It is said that wine makes daily liv i n g
e a s i e r, less hurri e d, with fewer tensions and
m o re tolera n c e. If that is the case, in China’s
quest for a harmonious society, wine could
h ave a big role to play. ■
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M
ost people would agre e
t h at police are re s p o n s i-
ble for ensuring that ro b-
b e rs and other cri m i n a l s
a re kept off the stre e t s

and ap p rehended when they cross the line.
But wh at happens when theft cases incre a s e
to such an extent that police cannot cope
with? Enter community policing, fo c u s i n g
their effo rts on anti-theft initiat ives that have
a ch i eved cre d i ble results across China.
H oweve r, due to the re l ated social pro bl e m s
stemming from this fo rm of crime fi g h t i n g,
in some parts of the country this practice has
been banned. The pro blems va ry from com-
munity orga n i z ation members abu s i n g
caught ro bb e rs to cases of vigilantes and
their families being injured when corn e ri n g
d a n ge rous ro bb e rs. 

In Haikou, the capital city of south
C h i n a ’s Hainan Prov i n c e, howeve r, the
local police openly re c ruited civilian anti-
c rime vo l u n t e e rs in Ap ril. To d ay, these vo l-
u n t e e rs have become members of the anti-
theft volunteer team administered by the
c i t y ’s tra ffic and pat rol police.

A c c o rding to a survey on China’s
sina.com web s i t e, 88.62 percent of re s p o n-
dents support wh at the Haikou police have
done and believe that to offi c i a l ly re c og n i ze
c ivilian anti-theft vo l u n t e e rs will help to
m o re effi c i e n t ly reduce ro bb e ries. Only
9.46 percent believe that cat ching ro bb e rs is
s o l e ly the police’s business and that it’s dan-
ge rous for civilian orga n i z ations to carry out
this wo rk. 

Despite the high support rat e, there are
still those who believe that it’s improper to
s t a n d a rd i ze these civilian orga n i z ations by
i n c o rp o rating them into the police fo rc e.
Th ey are calling for anti-crime commu n i t y
volunteer orga n i z ations to have their ow n
l egal status and exist as an independent enti-
t y, not subject to the police. 

Let civilians get involved

Jun Qiu (www. g x n ew s . c o m . c n ) :
Th e re is a big demand for an effe c t ive anti-
theft fo rc e, but from wh i ch ever pers p e c t ive
one looks at it, to cat ch ro bb e rs is the
p o l i c e ’s business. Thus, no matter how
m a ny people support the Haikou police’s
action to incorp o rate the civilian anti-theft

volunteer orga n i z ations, it is suspected that
the police are deliberat e ly shirking their
responsibilities. After all, the police are the
d e s i g n ated guardians of our security and the
o nus of preventing crime should not be
placed on civilians. In order to better pro t e c t
the publ i c ’s pro p e rt y, wh at is more effe c-
t ive? Is it better to strengthen the police
fo rce or to re c ruit more vo l u n t e e rs? 

I t ’s true that civilian orga n i z ations can
help to cat ch ro bb e rs too, but isn’t it better
for the police to act more effe c t ive ly than to
re c ruit anti-theft vo l u n t e e rs? If the police
a re permitted to tra n s fer the right of law
e n fo rcement to vo l u n t e e rs, then such gov-
e rnment dep a rtments as industrial and com-
m e rcial bu reaus and taxation bu reaus can all
do the same. Under these
c i rcumstances, why do we
then need to ke ep these
i n s t i t u t i o n s ?

Shu Shengxiang
(Dahe Daily): China has
an unders t a ffed police
fo rc e, and vo l u n t e e rs
p rove to be an unlimited
human re s o u rce bank.
I n d e e d, by incorp o rat i n g
vo l u n t e e rs, the police can
l ega l i ze civilian orga n i z a-
tions, wh i ch will assist the
wo rk of both parties. 

M a ny people there fo re
applauded the initiat ive.
H oweve r, I think they are
over optimistic. As we all
k n ow, to cat ch ro bb e rs is
the responsibility of the
police and it is because
people want a safe liv i n g
e nv i ronment that they
d epend on the police to do
this wo rk. Th e re is a pre-
re q u i s i t e, howeve r. Th e
right to enfo rce the law is
not to be abu s e d. If they
o ffi c i a l ly incorp o rate anti-
theft vo l u n t e e rs, the police
a re acting without a lega l
basis. Since ex c e s s ive
a u t h o rity will lead to
p ower abu s e, it’s dange r-
ous to grant law enfo rc e-

ment rights to a group of civ i l i a n s .
In essence, civilian anti-theft orga n i z a-

tions are trying to strengthen social justice,
but after being incorp o rated into the police,
t h ey will become a tool to help police
reduce the costs of law enfo rc e m e n t .
G ra d u a l ly the police may become re l u c t a n t
to carry out their duties, and instead wo u l d
t ra n s fer the bu rden to the vo l u n t e e rs .
E ve n t u a l ly these vo l u n t e e rs will be the
major fo rce against ro bb e rs, while the
police will sit idly by. If this happens, it will
b ring social justice into disrep u t e.

If civilians are incorp o rated into the
p o l i c e, their initial desire of being a vo l u n-
teer is replaced by the semi-pro fe s s i o n a l
p ractice of operating within a police system.
The question must then be asked: Will they
c o n t i nue to fight for justice in the same way
after incorp o ration? 

Gao Yo n g feng (Youth Daily): The sig-
n i ficance of civilian anti-theft orga n i z at i o n s
lies in its nongove rnmental nat u re, wh i ch is
d i ffe rent from the gove rn m e n t ’s wo rk style
and re flects the Chinese people’s ri s i n g
sense of citizenship. It is a nat u ral desire of
c i t i zens’ will to safeg u a rd social justice.

By incorp o rating civilian orga n i z at i o n s
into the police fo rc e, the gove rnment is actu-

Does the Long Arm
Of the Law Need the
Community’s Hand?
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a l ly re claiming the right of civilians to fi g h t
c ri m e. In daily life many people do not have
the courage to confront ro bb e rs and may
choose to be indiffe rent and flee the scene. 

A gainst this back gro u n d, it’s unwise to
announce that the fight against cri m i n a l s
“has nothing to do” with the publ i c, when in
fact we should do more to encourage eve ry-
b o dy to protect social justice.

C ivilian anti-theft orga n i z ations are
based on citizens’ sense of justice. Its being
i n c o rp o rated into the police fo rce reve a l s
the lack of a tolerant env i ronment for the
existence of nongove rnmental orga n i z a-
tions in China. The Haikou police’s pra c t i c e
is only one of the ways to standard i ze this
type of civilian group, and it’s not right to
impose such a fate on all such groups. In
o rder to encourage more people to maintain
social ord e r, it’s necessary to find better
ways to help them to act more effe c t ive ly
while remaining citizens gro u p s .

Need to work with police

Ma Bi (Changjiang Ti m e s) : C iv i l i a n
anti-theft orga n i z ations act on moral disci-
plines. Having deterred thieves, they are
also a useful supplement to the unders t a ffe d
police fo rc e. This is a re flection of the ord i-

n a ry people’s will to safeg u a rd social jus-
t i c e. More import a n t ly, it shows that people
a re more active ly engaged in social gove r-
nance and take a hand in running their ow n
s o c i e t y.

H oweve r, as community orga n i z at i o n s
a re set up on the basis of
social mora l i t y, their
code of conduct is
m o ral standards and not
l aws. Besides, due to
the lack of legal pro t e c-
tion, vo l u n t e e rs and
their families are often
t h re atened and at t a cke d
by criminals. On the
other hand, there is no
l a ck of cases that show
the vo l u n t e e rs violat e
l aws when going ab o u t
their business. Th u s ,
these groups are slip-
ping into an embarra s s-
ing situation. Wh i l e
t h ey are trying to pro-
tect and promote social
m o ral standards, there
a re no explicit laws to
va l i d ate their actions.

By incorp o rat-
ing civilian anti-
theft orga n i z ations, while providing the
groups with legal and technical aid, the
police are now trying to have vo l u n t e e rs
i n s u re d, wh i ch will protect them in the
case of injury or loss. 

It is a fact that there is a lack of
police in China and thieves are ra m p a n t
in certain areas, so it’s an urgent task to
s t a n d a rd i ze and make use of civ i l i a n
o rga n i z ations to cope with these cri m i-
nals. Civilian anti-theft orga n i z at i o n s
a re necessary, but in order for this sys-
tem to progress, they have to act in
a c c o rdance with the law and this
re q u i res the state to wo rk out more
explicit and practical laws and reg u l a-
tions to help them. 

Sun Ruizhuo (ch i n a c o u rt . o rg ) :
I t ’s true that Chinese laws encourage
c i t i zens to fight against criminals and,
ap a rt from judicial and law enfo rc e m e n t
d ep a rtments, ord i n a ry citizens are also
entitled to act against cri m i n a l s .
C u rre n t ly, China’s limited police fo rc e
is incap able of coping with the level of
ro bb e ries and this means anti-theft
o rga n i z ations will be a huge help in pro-
tecting people’s pro p e rt y.

H oweve r, how to standard i ze these
o rga n i z ations and how to protect their
rights poses a big pro blem. In
S eptember 2006, a thief unex p e c t e d ly
died after he was caught by vigilantes in
c e n t ral China’s Wuhan City, and as a
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result, vo l u n t e e rs invo l ved in operat i o n
we re taken into custody and may face cri m-
inal ch a rges. This case shows the impor-
tance of standardizing and guiding civ i l i a n
anti-theft orga n i z ations. 

H aving been incorp o rated into the
police fo rc e, now, vo l-
u n t e e rs in Haikou have
a legal identity, wh i ch
will help them to fa c e
up to criminals with
m o re confi d e n c e.
Making them more
awa re of legal know l-
e d ge also means they
can act lega l ly without
j e o p a rdizing others ’
l egi t i m ate rights. Th e
t rage dy in Wu h a n
should not be rep e at e d.
In addition, vo l u n t e e rs
also need to be taught
e ffe c t ive anti-cri m e
t e chniques, wh i ch will
also be of gre at help in
the carrying out of their
duties. 

Li Jian (D a z h o n g
D a i ly) : The publ i c
rega rds thieves as a

nu i s a n c e. Th i eves fre-
q u e n t ly move from place to place, so to
c at ch a thief is not an easy job for the police.
In this scenario, civilian anti-theft orga n i z a-
tions are helpful. Howeve r, not eve ry re a-
s o n able action confo rms to the law. 

L aw enfo rcement is a “priv i l ege” gra n t-
ed to law enfo rcement institutions and no
other orga n i z ations or individuals are
a l l owed to share this right. From the lega l
p e rs p e c t ive, anti-theft vo l u n t e e rs do not
h ave the law enfo rcement ri g h t .

To cat ch thieves is a kind of law
e n fo rcement activity and an obl i gat i o n
e n t rusted on the police by the law. It is also
a business that re q u i res a high degree of
t e chnical ex p e rt i s e. Without special tra i n-
i n g, vo l u n t e e rs tend to neglect import a n t
p ro c e d u res and evidence to prove thieve s
a re guilty. This may make it more diffi c u l t
for the police to deal with the conse-
quences. Besides, to cat ch thieves is a ri s ky
j o b. Policemen use we apons to pro t e c t
t h e m s e l ves against criminals, but in most
cases, vo l u n t e e rs do not have such
we apons and stand the risk of being
i n j u re d. 

Th e re fo re, it’s necessary to give guid-
ance to anti-theft orga n i z ations and bri n g
them under control. Either they should be
b a n n e d, or incorp o rated into the gove rn-
m e n t ’s fo rmal institutions, wh e re they can
re c e ive special training and also certain law
e n fo rcement rights. Haiko u ’s police are
t h e re fo re doing the right thing. ■

Dear Readers,
“Forum” is a column that

provides a space for varying
perspectives on contempo-
rary Chinese society. In each
issue, “Forum” will announce
the topic for an upcoming
issue. We invite you to submit
personal viewpoints (in either
English or Chinese).

Upcoming Topic: Are lux-
ury housing advertisements a
cause of social pains?

E-mail us at byao@cipg.
org.cn

Please provide your name,
telephone number, zip code
and address along with your
comments.

Editor: Yao Bin
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If yo u ’re an expat living in China and have a story or opinion about any aspect of life here, we are interested to
hear it. We pay for published stori e s. Submissions may be edited. E-mail us at contact@bjrev i ew. c o m . c n

EXPATS, WE NEED YOUR STORIES!

By VALERIE SARTOR

L ast month cabin feve r
ove r whelmed me. I des-
p e rat e ly needed a bre a k :
f rom my polite but wily

students, from my unsat i s fa c t o ry
yet demanding love r, and from my
ove rp o p u l ated and mu n d a n e
Chinese city. But going ab ro a d
took too mu ch time, money and
p l a n n i n g. Sudd e n ly, in a flash of
insight I recalled Kashi, the
Chinese Silk Road city 400 km
f rom the Afghan bord e r. “It’s a
fabulous fo rgotten wo rl d,” a ch u b-
by Italian photojournalist had
gushed to me over noodles.
“ Th ey ’re Muslims who irri gat e
their desert fields with the kare z ,
an ancient underground irri gat i o n
system. And the food: melons,
almonds, figs: yo u ’d think yo u
we re in Iran. The aroma of ro a s t
lamb and fl at bread wafts eve ry-
wh e re.” He kissed his fi n ge rs
ap p re c i at ive ly. “The Internet has
a rrived but the city still lives in a
B i blical era. Mosques call people
to praye r. Plus Kashi has the
l a rgest Sunday market in China.”

“Is it safe for a lone wo m a n
t raveler?” I queri e d.

“ S a fer than going to Rome,
my dear,” he rep l i e d, winking
l e ch e ro u s ly. 

No further persuasion was necessary.
I booked my flight. A few hours lat e r
s t rolling through the Kashi Airp o rt, a ve ry
f ri e n d ly and ve ry wiry Uygur man
grinned at me, exposing two fl a s hy go l d
teeth. “Bus to town?” he asked ch e e r f u l ly.
I nodd e d. 

He dropped me off at the Seman Hotel,
once the Russian consulat e. A pretty yo u n g
maid in national dress led me to my ro o m .
“ C h e ap but suitable for a concubine,” I
thought smu g ly, noting the orn ate plastere d
walls, soft bed and lace curtains. “No wo n-
der the Russians hated to leave this joint.”
And in fact, throughout history many
n ations, part i c u l a rly China, have fought fo r
c o n t rol of Kashi and its env i rons. Although
this remote city is closer to either Moscow
or New Delhi than to Beijing, its location is
s t rat egi c, for the city sits at the foot of the
e n o rmous Pamir Mountains. From Kashi

t ra d e rs and wa rri o rs once stagge red acro s s
them and then through the tre a ch e ro u s
Taklimakan Shamo Desert, fo l l owing the
Silk Road highway from China into Centra l
Asia, India and Pe rsia. 

This desert oasis town connected Rome
and China over 2,000 ye a rs ago. I, too,
made a desert crossing in a bus to Hotan, a
city famous for rugs and jade. But the eight-
hour journ ey dehy d rated and exhausted me.
“ H ow did they feel on camels and ponies?”
I gri m ly wo n d e re d. In their bazaar a gri z-
zled rug dealer stern ly adv i s e d, “Go back to
Kashi. We send our best stuff there.”
We a ri ly I boarded the musty old bus aga i n ,
my skin itching from searing heat and dry
a i r. 

For centuries the Chinese contro l l e d
Kashi. Then, between the 10th and 12th
c e n t u ries the Tu rks arrive d. Thus, Islam,
rather than Buddhism, became the domi-
nant re l i gion. These nomadic Tu rkish tri b e s
u n d e rstood the city’s strat egic location fo r

t ra d e. Although the Mongo l s
s a cked Kashi in the 1300s, Islam
and the Tu rkish people re m a i n e d. 

L at e r, in the 1800s this mesmer-
izing Muslim city became impor-
tant again. Russians,  Chinese and
the British stru ggled for control of
C e n t ral Asia and they all wa n t e d
Kashi. Again the Chinese won out,
a l l owing tourists like me to peace-
f u l ly sleep in defunct Russian con-
s u l at e s .

B a ck in the hotel, I met up with
a young bilingual Uygur guide
named Omar. Together we bike d
a round the city, ex p l o ring stre e t s
and alley ways. Kashi bustled in a
ve ry un-Chinese fashion. Dru m s
p o u n d e d, adve rtising shops.
Ve n d o rs haw ked bl o o d - red pome-
gra n ate juice and glistening melon
slices. Sultry women swayed by in
sequined dresses and colorful head-
s c a rves while large - eyed beard e d
men in pale caftans wat ched them
i n t e n t ly. Few spoke Chinese. Ove r
90 percent of the city’s 300,000 re s-
idents are Tu rk i c — U y g u rs, Ta j i k s
or Kazakhs. 

I marveled as Tu rkish art i s a n s
wo rked on the street making copper
pots, wooden spoons and steel
k n ives, but soon I tugged at Omar’s
ragged T- s h i rt, and confe s s e d,
“Rugs, I want to see real carp e t .”

Pat i e n t ly he led me to his friends’ shops.
Fi n a l ly the lege n d a ry Hotan carpets we re at
my fi n ge rtips, as well as kilims carried in
by dusty dark - eyed tra d e rs from Ira n ,
Afghanistan and Tu rkmenistan. We sat on
piles of precious carpet, haggling in slow
motion, like poker playe rs. Bargaining here
is not only accep t abl e, but ex p e c t e d.
Fi n a l ly, after hours nego t i ating and dri n k-
ing tea, I lugged out a beautiful camel’s hair
rug from Afghanistan.

“ You did well for a fo reign lady,” com-
mented Omar. “And you cert a i n ly do not
look your age.” He glanced at my swe at y
bosom. Pleased and somewh at fl at t e red by
his attention I wo n d e re d, “Is he seeking a
tip or a fl i n g ? ”

“ H a h ,” I smirked intern a l ly. “If he we re
10 ye a rs older he’d get both, for these
swa rt hy Uygur men are sex y, indeed.” 

But outwa rd ly I demu re ly rep l i e d,
“ C e rt a i n ly, a re t u rn trip is necessary to look
a round for more tre a s u res in your ex t ra o r-
d i n a ry city.” ■

M agi c
C a rpet Ride 

SHOPPERS DELIGHT: A child vendor in one of Kashi’s
eclectic markets, where anything goes

EXPAT’S EYE

The author is an American teaching in Inner
Mongolia




