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I. From self-selected book:	
I have chosen to read “How to win friends and influence people,” by Dale Carnegie. I found a lot of his excerpts very interesting as well as important when trying to develop relationships with any one person. In one passage Carnegie says, “99/100 people don’t criticize themselves for anything, no matter how wrong it may be.” He also says that, “criticism is what causes a person to be defensive and makes them strive to justify themselves,” criticism is dangerous and only hurts the other person’s pride. This is good concept to consider, because unless it is constructive criticism, which is used to help improve the person’s ability and help them discover their true potentiality, there is no use for any other criticism. 
	Carnegie mentions that the big secret of dealing with people is to “make the other person want to do something” rather than forcing it upon them. Ordering someone to do something against his or her own will, only causes the other party to harbor resentment. If they understand that it is to their own benefit that they listen, you may receive a better reaction. This strategy can be implemented if I were ever in a position where I have an employee who has undermined my instructions; I would be able to effectively approach them with a solution that will enlighten the both of us. Another principal I obtained from the book is that when trying to establish a relationship, a friend isn’t one to sell themselves to others. Making the other party interested in you won’t work if the other person is more focused on him or herself. According to Carnegie, “Making friends is about putting yourself out to do things for other people” and become genuinely interested in that person. This is a useful tactic for anyone who has ever fallen victim to this form of behavior. I hope to use this approach to break the awkward barrier between two parties and build some trusts between us. 
	Another good strategy that Carnegie addresses is “to be a good listener. Encourage others to talk about themselves.” By talking to the customer and finding a solution to their problem, it helps the customer feel at ease that their opinions matter when all their demands are met. This is the sort of reaction I would like to bring for my future clients, I want to be able to exert enough credibility to have the customer want to return for my services. When a person listens to another and acts upon their interests, it makes the person seem agreeable and can potentially warm them up for a bigger deal. 
	Lastly, “How to avoid an enemy is not to try and prove them wrong.” Carnegie mentions that challenging a person’s thought will only make them feel inferior and “arouse them to battle.” The best solution is “if you are going to prove anything, don’t let anyone know it.” In this case, you can save them face and show respect towards their opinion by never addressing their mistake. This might come in handy if there is ever a discrepancy at work; I think that if the problem doesn’t involve damaging the company, then it should be settled in that exact manner. Both parties can instead consider cooperation, there is no point being stubborn because no one would win. It is much wiser to “make suggestions and let the other person think out the conclusion.” Because no one person likes to be sold into something, they want to feel like they made the prime decision under their own accord. This may come into good use when dealing with a stubborn partner or a difficult customer. 
II. Description of your job:
Upon arrival to the firm, I was introduced to my “team” that consisted of five males and one female worker. These six individuals make up the Purchasing Department of Jianlibao FTB. And now including me the new intern, that makes seven. My manager, Mr. Hon is in control of the scheduling, production process, and payroll. Next is Mr. Zhang, he is in charge of packaging and looking for raw materials. Then follows Jim who is in charge of purchasing spare parts. Mrs. Yan is in charge of collecting old material, distribution, and production. And lastly are Mr. Qian and Mr. Lu who are in charge of Declaration in China. 
	As the new intern, my assignments started off simple. I was able to engage in interviews. Being present at weekly meeting was not a necessity but I was welcomed to them. We started off with a preliminary interview that grew to weekly interviews with the manager. There were seven steps to be completed and every week we went through one, and grew from it. The first step was the International business process. For my first assignment, Mr. Hon had me explain the dynamics of the international business to him after completion of my chart. Afterwards he would critique my work to see if it was weak, satisfactory, and or acceptable and provide me feedback. If it were weak, he would have me redo the project and resubmit it to him for further discussion. I found this project quite challenging because my Chinese despite having four years of college Chinese, I felt it was not strong enough. I had learned to not be afraid to ask questions when I was uncertain to what was happening, from then on. 
	My second step was the contract management, where I was given samples of their past contracts from clients. I was explained the conditions of the contracts and the process of forming the final draft. Mr. Hon also explained that all contracts submitted must be approved through him first. I wasn’t asked to develop my own contract but was instead asked to overlook the terms of agreement from the two different forms of contract to see whether there were any discrepancies. The conditions varied for both distributors. Since Jianlibao is an international company, they conduct business between USA, Australia, Japan, Korea, India, South Africa, UK, and Germany. The two documents presented were from Korea and USA. 
	The third step is payment assortment. Mr. Hon explained that the four most used form of payments consisted of Letter of credit, Telegraph Transit, Documents against payment, and Documents against Acceptance. In the company line of work because they are an Aluminum can distributor, they mainly receive or issue payment of Letter of credit. The Fourth step is the letter of credit in depth. Step three and four go hand in hand. Knowing how the process started and completed, whom I am suppose to notify, and what happens if there is a default. These rules and regulations are very important to know. The fifth step is international shipment and insure. This step I found quite difficult. It was a very complex process and I was only able to pick up the jist of it. The shipment process is a three party job between the shipper, consignee, and freight forwarder. The consignee must complete the insurance process before the freight forwarder can begin shipment. The shipment is then completed when the consignee has signed the Bill of Lading. I was then asked to develop another chart that drafted each part of the process. It seemed time consuming and yet enriching at the same time.
The sixth step is the international business documents. That’s step 1 through 5 combined together as a whole to create the required documents at the very end to be sent to the importer for approval. When all customs are cleared, the importer will then sign the Bill of Lading and send it back to the exporter. I was asked to review what I had learned during the past several weeks and reiterate the whole process of my understanding before we could prepare for the next and final step. The final step is the Declaration of China, where China’s government manages all arrivals and departures from the custom territory of mainland China. They must follow all FTA negotiation, implementation of rules of origin, and follow all measures formulated in accordance with the customs law of the People’s Republic of China. My final project was to outline the custom clearance procedure and present my final draft. After my presentation my manager discussed with me about any improvements made in my work. After completing all seven steps and every tasks assigned to me, I then underwent the evaluation process.  
	If I found that if wanted to learn more, I was able to ask more questions and or inquire about other fields. The company branched off to a finance, marketing, and metal print and can-manufacturing department. I was able to explore around the finance department and meet Mr. Lee the accountant and asked him questions about what his job entails. On the top floor was the marketing department where the lead translators were. Whom were more than happy to explain to me the marketing and translating procedures. As for the Metal and printing and can-manufacturing department, I instead was able to go on a tour around the factory. And every so often I was able to observe the daily Ali stock reports and read about the conditions that effect the rise or fall of the Ali stock prices. 
III. Application of your major in International Business: 
	Three courses that were extremely helpful were Business Chinese, Marketing 376, and IB498. With Business Chinese, I had to learn the lingo fast. I would not have survived any conversation if I had not brought my book with me. The course had covered a lot of material that I felt was conducive to how every company in China conducts business. From planning contracts, interviews, dinners, and establishing a form of payment. It all helped my understanding and was able to build my language comprehension in the end. 
Marketing 376 managed to broaden my perspective of China, and not view it as a third world country, but a developing megatrend. I started looking up to China as being a big player in the business sector. I couldn’t imagine just by reading plain texts how much of an advantage China could be until stepping foot here. I only knew of China, I didn’t exactly know China for what it was. The true value of this country could not be understood so easily. Marketing 376 helped enable my mind to expand; the class helped me prepare for the un-expectable. Think outside the box, stop thinking like an American, and think global. And that is what I did. 
And lastly my International Business 498 class was able to help me become accustom to china’s protocols. What to expect when conducting business, what to do and what not to do, what is considered offensive, how to sever ties from companies, and how to keep clients. I feel a lot of times the way China has conducted business have been influenced by the west. Where it can be very swift at times, and yet other times when needed are dragged longer for provision purposes. When I first started, I was invited to a dinner, which I learned is expected by the Manager. And later it is expected of me to return the favor before I leave.  
IV. The Student Intern’s Role: 
	Assuming if there are any future interns that would like to explore this field of work. The ideal intern would, I insist have to be an International Business major with an emphasis of Chinese and Asian history. The company is an export import Aluminum can factory; I feel a lot of my international business classes pertained to this field. It is a requirement to know Chinese, mainly mandarin. Having computer skills is also very helpful in case you are assigned any charted work. Make sure the intern knows how to use the various Microsoft programs: excel, word, outlook, and power point. E-mails in the department are hardly sent, face-to-face contact is preferred instead by the company. Make sure to hone into any other assessable skills that the intern may feel is important that makes them an asset to the company. Such as, having the ability to translate English into Chinese. 
	When approaching this line of business, especially abroad. I believe it is very important to be very optimistic and positive. Being far away in a strange country is very hard. You have to be very strong and confident. Although being sheltered in America can be a form of weakness, you have to be brave and overcome all obstacles because it will be self-satisfying in the end. Asking questions is a must; don’t be obliged to ask for help, because it is expected from you.  Too much enthusiasm may seem awkward, because they take things very serious here. Being prompt is also expected, being late is frowned upon and workers are penalized 40 RMB per minute. And as for china’s condition, it may be very overwhelming at first, but also adaptable. As an intern, it is good to be tolerant and respectful of the culture. Lastly, patience is also a virtue; the Chinese do not like to be rushed in any type of situation. 
V. Career Potential in this Field:
	What I’ve learned so far about the long-term career possibilities is that, when hired the duration of the job can last from 3-5 years. Depending on the contract that you sign. Once the contract is over, you can sign another contract stating that you will work for another 3-5 years with the company or you can choose to decline their offer and work elsewhere. There are no short-term contracts available, ever since the new reform, all firms are now obligated to provide a long-term contract to every employee. Before the reform, they provided seasonal contracts for workers that would only come work during the busy season and or have workers sign a year-by-year contract. In China, there are not much internship capabilities. I think it’s more of a western influence. China does not have enough jobs to support their own people and would rather give a job to a native than have to hand it over to an American. But recently since there are a lot of foreign students that go abroad seeking a “learning experience” the Chinese consider this acceptable. They share their line of work in hopes that the American returns with good reviews for their company as well as for their country. 
	During training, before they are hired the company requires that the trainee work until he or she is comfortable enough to be able to work with little to no supervision. When the trainee has decided on a field, he or she is then assigned a guide whom they will shadow until they are comfortable with their duties. The training can go from a few months to a year. The requirements to be qualified to work for this company is no different than those in the U.S. depending on the type of industry that they want to apply for, i.e. to be a Marketing director or in order to work in the financial and or purchasing department they need to have obtained a undergraduate college degree. English is not a requirement in all fields, only if you want to apply to be a director, manager, secretary, technician, and or translator. Being an operator does not require a college diploma, but does require that they have completed high school. An exception may include a vocational school. Knowledge of both Mandarin and Cantonese is a must. It is very important to understand both because their connections lie within Canton and Shanghai. Cantonese and mandarin is often interchanged simultaneously; it would be good to pick up Cantonese, because it is the language mostly used here.
	Knowledge of business management and finance are equally important, if an employee desires a promotion to become a manager, translator, in human resource, or even a technician one day. Basic knowledge of office is required unless you apply to become a technician. Then the conditions change where they would have to prove their computer capabilities. There are tests given to the employee to see where they stand within the company and whether the position they applied for is in fact suitable for them. From what I have learned from my short stay here is that the more motivated a person is willing to push themselves and how much he or she shows enough credibility of being beneficial to the company, the more they will be considered a candidate for a job or a promotion. 
The company it seems is very observant and keeps very close attention to my behavior within my surroundings. I also noticed that they like to challenge my strengths and help me work on my weaknesses. The best advice I can give to a student looking to work in this particular field is that you need to have enough courage to try it out. Giving up is a sign of laziness and it might not reflect well with their mid-evaluation process. By actually sticking around shows them that you are committed and very serious about your position, it may even enable them to consider this as potential for future growth. 
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