[image: image1.wmf]

Kortrijk, the 4th of November 2007,





Dear Sir,

I sincerely apologise for what was published in one of the professional magazines in an abbreviated and therefore only partly reported way. The problem is that this report was not submitted to my control before publication and that it was shortened in such a way that the real meaning of the ideas sometimes got lost. 

The article was based on a panel discussion that took place under what in Europe is called by many “The great scare”, which stands for a kind of anxiety living among European bus builders for the introduction of Chinese buses on their traditional markets. You certainly are aware of the existence of this scare. 

You can find the real words that were said during this seminar and their true spirit if you look on the website www.busworld.tv, after “Click here to watch the Busworld reports”, under “Busworld News” at “Round Table (The Chinese)”. There you will find the real (and undeniable) meaning of what was said and ought have been published. 

To further avoid any misunderstanding, I give hereby the full type-out of the real words that were pronounced : 

The Chinese design line of buses

The Chinese bus builders have the fullest confidence in the quality of their products. They consider copying the line of Western vehicles as one of their biggest challenges to demonstrate their workmanship. 

They are keen to consistently excel and outperform themselves which in part is their mentality. As you all can see, just like the Japanese, the Indians and the Turkish, they do not follow the American nor any other kind of design but the European one. It is almost as if you are not any good, until you are being copied on the Chinese market. 

After sales 

They have all set themselves the goal of making overtures to the European market at some point in the future, but they are also aware that they will not be able to do so until they have put into place the necessary after-sales service. 

They had a few orders from Nigeria, but quite a few vehicles since had to be left by the roadside because there is no after-sales service in place. In a practical sense in Nigeria this means one has to dismantle vehicles in order to patch up others. Although the Chinese latest products are better value than the second-hand European buses and coaches that are available, they do not have the necessary after-sales. I still hear one of the Chinese sales managers say : “Our problem is that the after sales comes before the sales”. Everything is said with that. That is their problem. So you should not be afraid of them here, I believe, but you should be afraid of them on the exotic markets, think about Africa., where their new vehicle is cheaper than our second,  and third of fourth hand bus. I repeat, they are still nowhere near as reliable as say a fifth of sixth-hand European bus due to the absence of after-sales. But beware of the moment the after-sales is put into place ! 

India and China

India and China are two entirely different markets. Just like in Europe, America or other parts of the world, in China there is no such thing as loyalty, there are just win-win-situations. As long as you have a win-win-situation you can collaborate magnificently with the Chinese. Of course, there is the famous copyright which was, until the moment the country entered into the World Trade Organisation, everywhere interpreted as “the right to copy”. But now China is a full member of the W.T.O. and things are evolving unbelievably fast in a sense of reliability and trustworthyness. I can only emphasize I have the best of experiences with all the  Chinese businessmen I worked with. And I consider most of them as trustable friends. 

Now that you know the full story, I hope you will not take offense about what was so wrongly published. In fact these words are almost the same I pronounced in March 2007 in the seminar held in Shanghai on the occasion of the latest Busworld Asia. And all those precent did agree with my words. 

The full text as typed out above, can be freely published in any newspaper or magazine, certainly also in Chinese ones. 

You know me since several years and you know also my devotion to the Chinese business world. I hope this good relation will continue. 

I am preparing an extensive paper about my experiences in China. This paper will be made public during the next Busworld Asia in Shanghai and  I hope we will be able to discuss this matter together during this Busworld.  

Sincerely yours, 

Luc Glorieux,

General manager. 
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