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Partnering with the west

Dat uk M chael Yeoh

OVER THE past few nonths, Europe has renewed interest in Asia. The

Mal aysi an- Ger man Busi ness Forumhel d i n Hannover in March was wel | -
attended by German busi nessmen i nterested i n | earni ng nore about
opportunities in Asia. The Asi a-Europe Business Forumheld in early April
in London al so attracted interest in Asia. Also well received was the
conference "Building a New Asi a- Europe Partnership', held in London in
conjunction with the Asia-Europe summt (ASEM2) at which Prine M nister
Dat uk Seri Dr Mahat hir Mohamad gave the keynote address.

Eur opean conpani es have cone to see Asi a as an opportunity agai n. They
are beginning to see value, if not real bargains in Asia, with stock-

mar ket s and currenci es havi ng dropped consi derabl y. European fund nanagers
have, in fact, coined a new phrase, “bottomfishing' in Asia which is

| ooki ng out for cheap sal es.

Whi | st many do not want to see our “crown jewels' sold off to the West,
it is also pertinent to recogni se the need for new capital. Many financi al
institutions and corporations need new capital. Europe could be the
source, albeit not the sol e source, for such needed capital. Banks need to
be recapitalised. Aninjection of foreign capital is needed to get the
regi on out of its quagmre. W need, therefore, to face energi ng corporate
realities: unless we are able to recapitalise and bring in newcapital,
many corporations will face liquidity problens.

As capital is scarce and has other attractive destinations besides our
regi on in general and our country in particular, we nmust be able to cone
up with attractive packages to attract foreign investnents. A push for
greater liberalisation and deregulationis inevitable. More and not | ess
transparency i s needed. Corporate governance needs to be enhanced.

At this critical juncture or crossroads, we cannot afford to be
nationalistic but be realistic.

Forei gn i nvest ments shoul d be courted and wel coned. In this regard, the
recent establishnment of the Malaysian-British Business Council (MBBC)

whi ch was | aunched by the prine mnister on April 21 is indeed apt and
timely as the council would pronote nore British investnents in Ml aysia
as wel |l as hel p Mal aysi an conpani es export to Britain and Europe.

The aimof the MBBCis to enhance bilateral trade rel ations between

Mal aysi a and Britain through the pronotional of nutual ly beneficial

busi ness and i nvest nent opportunities. The MBBC bri ngs t oget her promni nent
British and Mal aysi an busi nessmen. Specifically it will encourage two-way
trade and i nvest nent by recogni sing that Mal aysia and Britain represent
attractive gateways to their respective regi ons, encouragi ng cooperation
bet ween British and Mal aysi an conpanies in third countries and the
formati on of nore joint ventures. The MBBCw Il not only cater to | arge
corporations but also to small- and nedi umsized enterprises (SMES). It
will get British SVEs to invest in Ml aysia and hel p Mal aysian SME's to
export to Britain.

Doi ng business with the West is a necessity for success with the

gl obal i sati on of busi ness and nmarkets. Doi ng gl obal busi ness requires
cross-cul tural understanding and the ability to communi cate effectively.
Learni ng how West erners do business is a useful starting point for

Mal aysi an SMEs t hat want to partner with Wstern SMEs.

Successful joint ventures or strategic alliances will require the

fol | ow ng:



* Clear objectives of the joint-venture and cl ear expectations of each
party in the joint-venture;

* Advance agreenment on how the joint-venture or alliance will be run;

* Careful thinking about who will manage the joint-venture or alliance

* Cl ear understandi ng of who brings what to the table and the benefits
that will accrue to each party;

* Prior agreement on howto nediate or resolve conflicts and

di sagreenents; and

* Acceptance by both sides as to howlong the joint-venture or alliance
shoul d | ast.

In partnering with the West, Asi an nmanagers and busi nessnen have to be
nore articul ate and assertive. W cannot take things for granted,

otherw se differences could emerge | ater. W need to have a cl ear plan and
cl ear objectives of what we want and expect fromour Western partner.

I n forgi ng successful partnerships with conpani es fromthe Wst, issues

of technol ogy transfer and hunman resour ce devel opnent shoul d al so be deal t
with. The joint-venture should result in tangible benefits to both
parties, which include the Asian partner acquiring newtechnol ogi es and
new skills. The current econonic probl em provides abundant opportunities
for European companies to invest in Asia.

It is, infact, reassuring that Europe wants to stay engaged i n Asi a as
reflected in the statenents nade at ASEM2. A recent survey carried out by
the I nternational Chanber of Commerce reveal ed that a majority of

mul tinational conpani es expect toincrease or maintaintheir i nvestnents
in Asia despite the present crisis. Active business and econom ¢
cooperation between Asia and Europe that will result inlasting
partnership for the 21st Century i s needed.

For Asiato recover faster fromits present econonic quagmre, it needs

a resunption of foreign direct investnents and strong export growth.
Europe has a crucial role to play in opening up its markets and in

provi di ng conti nued i nvestnent flows. O course, Europe needs to be
assured of Asia's ability to turnaround and to adopt refornms to nake its
econom es nore open and its practises nore transparent. Reforns are

pai nful but will restore dynami smto the econony. Strong political will is
needed t o endure pai nful reforns and structural adjustnents that wll
enbrace markets and i nternational partnerships.

It isinteresting therefore to note that at the ASEM2 sumit, the

| eaders fromAsia and Europe in their joint statenent stated their concern
about the need to pronote financial and economic stability as well as
their support for the policy reforns bei ng adopted. The | eaders al so not ed
t hat strong econom c fundanental s woul d enabl e Asia's i npressive growh
performance to continue over the nmediumterm

According to the ASEM2 sumit statenent, "the | eaders al so di scussed

ways i n which the international nonetary and financi al systemcoul d be

ref orned and strengt hened, focusing on crisis prevention and reducing the
vul nerabi lity of domestic financial systens to potential shocks, including
specul ation-induced instability'.

The ASEM 2 statenent went on to say that "all ASEMpartners recogni sed
the need to take appropriate neasures to strengthen consunmer and busi ness
confidence in order to overcone the crisis'. The | eaders al so acknow edged
the vital contribution of econom c reformprogrames, includingreformin
the financial sector in Asia, and gl obal efforts to resist protectionism
stinul ate i nvestnent and strengthen the international trading system Wth
a neeting of m nds between the | eaders of Asia and Europe and conti nued
strong European interest in Asia, the scope for cl oser business
cooperation and nore joint-ventures between Asia and Europe woul d hel p
facilitate faster econom c recovery in the region.



Dr Mahat hir's concludi ng remarks at the Asi a- Europe Conference were apt

when he said, “In the partnership between Europe and Asia, |et us not be
fanatical about the nmeans to the extent that we forget the ends. Let us be
pragmati c.

"Today t he peopl es of Asia have | ost their nmeans of sustenance because
governnment s of Europe have deci ded to abdicate their role in favour of the
free market. Can t here be partnership between Europe and Asi a wi t hout
governnent s? Can markets provide the partners and a partnership that goes
beyond nerely t he maxi m si ng of profits? Shoul d partnershi ps be between
equal s with fair shares or shoul d partnershi ps be between clients and
patrons? These are the questions which we nmust answer, and answer them
with all sincerity if we want to devel op a new partnershi p between Eur ope
and Asi a.
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