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| his position at the banquet next to him directly on his right, thereby indicating that he was the most
| important guest.”
| After nearly two hours, Gan started to describe how Helang wanted to multiply its investment in
research and development in Dalian with the long-term goal of growing to be one of the top 20 companies
|, in the world. Gan estimated Helang would need in excess of $17 million to support this initiative over the
| next three years and said he would like to see Chun in charge of their loan management and communi-
| cations with Helang, the government, and officials. Chun heard Gan clearly emphasize the possibility of
an excellent outcome for him and for China Sunwah Bank if the large loan eventuated. Just prior to their
final farewells, Gan then took Chun aside to quietly express his thanks and to say that he had heard that
| China Sunwah Bank had recently advertised for new employees; Gan described how his son and one of
| his son’s best friends were looking for such positions following the completion of their university studies.
| If Chun could secure these two positions, Gan hinted, then he would like Chun to manage the loan from
China Sunwah Bank for the research and development centre he aimed to develop.
| Driving back to his office Chun reflected that Gan’s son must get a position regardless of whether he
| had high marks or had completed the right undergraduate degree. Gan was an important contact and
| Helang was an important China Sunwah Bank customer, SO satisfying this request was crucial. Chun
| knew if Gan’s son’s university marks were high then this would be a justification to ensure he gained a
position. Conversely if his marks were below the standard required for the position, Chun knew he would
have a difficult time explaining to the China Sunwah Bank executives why he had selected Gan's son,
| however, if the situation was complicated by the low marks, Chun was confident he could still justify
| Gan's son’s positions to the directors of China Sunwah Bank’s central office.
~Yet Chun was somewhat perplexed by Gan’s request, as the guanxi culture in China did not approve
;"' of two requests being made at one time. Making a request for one favour (finding a position for Gan's
| (" son) was acceptable, but requesting two favours (a position for Gan's son’s friend as well) was usually
| W, 1\ regarded as arrogant and excessive. Still, Chun wanted the $17 million loan to Helang to be realized and
| \thought that he may have to recommend his son’s friend to a different bank through another friend, col-
eague, or classmate Who owed Chun a favour.
| __Such requests had been fairly constant for Chun and Li since the China Sunwah Bank advertisement
| ,~had appeared. Chun had received a telephone call from a former university classmate, Shi Winnee, who
| / was also working in Dalian. Shi telephoned and asked Chun if they could meet to have dinner since they
‘ had not seen each other for quite a while. After the introductory exchange of gifts and niceties at the
[ dinner, they reminisced about their university days. Shi then mentioned to Chun that her daughter had
| just graduated from Dalian University with a major in finance and had sent in her application for one of
| \ the positions at China Sunwah Bank. She asked Chun what chance her daughter had of being considered
‘ \ for such a position. Chun gave his standard reply, outlining the duties and conditions of the positions and
| >\ saidthat he would try his best to include her daughter in the new employee intake. However, during their
parting handshake, Shi handed Chun a “hong bao”® (red envelope) of considerable weight as a gift toward
| \ paying for Chun’s son’s school education. Chun was embarrassed and passionately refused, but after a gen-
| | tle struggle, Shi insisted. Chun was thankful but also anxious since he knew that government officials may
| | misinterpret this gesture as they were focusing on eradicating the practice of managers receiving gifts for
| |I favours. He quickly placed the envelope out of sight and made a note to look for Shi’s daughter’s name in
| the remaining 48 candidates. He would not open the envelope and thought it best to keep it in a safe place
|_ \_at home untouched until all the appointments had been completed, just in case he needed to give it back.
| Chun had also received a call from another classmate and fellow banker, Qin Yong, from the Yunnan
| Rural Bank. Qin had helped Chun find a place for his cousin’s daughter in the Kunming branch of his
bank, as well as his close friend’s son in the Dali branch a year earlier. Qin was calling to keep in touch,
‘ to discuss the recent bank policy developments by the central government and also to see if Chun could
| repay one of his earlier favours and find Qin’s nephew a position at China Sunwah Bank. Their relation-
| ship was solid but Chun and Qin both felt that they wanted to consolidate their guanxi so they could rely
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