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Part I. Self-selected Book Discussion. 


The book I chose for my reading is Sun Tzu for Success: How to Use the Art of War to Master Challenges and Accomplish the Important Goals in Your Life. The book is written by Gerald Michaelson with Steven Michaelson and published by Adams Media, an F+W Publications Company in Massachusetts in 2003. 


Sun Tzu was an ancient Chinese philosopher and his theories are about warfare. He wrote a book in Chinese and later was translated to English, “The Art of War”. In this book, he advised strategies to emperors and generals in how to win the wars. Gerald Michaelson and Steven Michaelson expand Sun Tzu’s ancient ideas of warfare to personal development and success in their book. 


The first part of the book has a complete translation of “The Art of War”. The second part of the book relates Sun Tzu’s strategies in personal growth and career success which I found it really useful in my field of work. Americans are individualists; however, I did my internship in a Chinese company which emphasizes teamwork. The section where the book talks about “Build a Personal Network” and “Organize a Team” really helped me to get along with my coworkers in a short time and build up my network. 


Networking is an asset. One of my former classmates work for Three a Stainless Steel Products Grouping Co., LTD and that is how I got my internship opportunity. As the book describes, “The foundation of your personal growth is the size and strength of your network. Chances are you probably do not have a very big or strong network unless you actively manage it.” (94) “Active” is the key word. I followed the book’s advice: set contact goals.  I solidified my contact by using the phone and the internet to get more information about my internship position. I went to the company’s office as soon as I arrived in the city of Guangdong. By going around and familiarizing myself with the work environment and my coworkers, I felt more confident to work in this group. 


Teamwork is a really important concept in Asian culture, which is demonstrated in Sun Tzu’s theories. Also, as the book states, “We cannot achieve the level of success as individuals that we can as members of a team. We cannot compete as individuals against others who are functioning as a team.”(117) However, it is never easy to work in a team that which each team member has many differences in background, education, and culture. I had a hard time in the beginning to blend in with the team. Later, I realized that, just as the book said, a successful team must have a common goal and have trust in each other. A successful team would not be defeated in the battle. Working in a team is actually different from doing a group project at school. There are more benefits and aspects that have to be considered when working in a company atmosphere. This book helped me to better understand teamwork and leadership. 

Part II. Description of My Job. 


The company I interned is located in Guangdong, China. Three a Stainless Steel Products Grouping Co., LTD  is a company which manufactures stainless steel products and has been engaging in design, development and the marketing of stainless steel cookware. With its medium-high class product, the company exports its products to Europe, America, Canada, South America as well as South Asia. My internship position is sales assistant. Katrina Guan is my manager and her title is sales executive. My job includes answering telephone calls, returning emails, placing orders, keeping track of orders and receiving feedback from customers. At the beginning, it was an easy job. Later, I realized that I was wrong. 


Three a Stainless Steel Products Grouping Co., LTD offers a wide range of product lines.  Because one of my jobs was to place customer orders, I had to become familiar with these products in a short amount of time. I spent the first three days in the factory to look at different products, as well as, in the office and memorize product descriptions. Katrina helped me a lot by encouraging me in my work and answering my questions. My other coworkers were also friendly and helpful. 


After having basic knowledge about the products, I started answering calls and replying emails regarding customers’ questions or orders. Because the company has business contacts around the world, I was busy from morning to afternoon. This was a really challenging position because customers were from different countries and they had different mannerisms. I also had to learn the art of how to deal with them. Moreover, I had to speak different languages when it was necessary. English is mainly the language I use when I deal with customers, however, when I get a customer who comes from Spain or South America, I tried to use Spanish to communicate with them. At the same time, when I place customer orders, I have to make sure I fully understand what the customer wants. One little mistake can bring the company a big loss, not only in contract, but as well as the risk of losing customers. 


The fun part was bargain pricing. This was not part of my task, however, I learned a lot from Katrina when I saw how she handled the customers and how to stay tight in negotiations. At the same time, I have a better understanding about the cultures and characteristics of customers who come from different countries. Korean customers are always hard to handle when it comes to pricing. They always try to get as much profit margin as they can in the deals, and European customers are always easy on the pricing, they do not bargain as much. American customers are always looking for discounts. This internship experience has truly taught me a lot about business in the real world. 

Part III. Application of Major Classes. 


 The business class that helped me the most was Marketing 370. After all, a sales assistant is a marketing position. All the basic concepts I learned in Marketing 370 can be applied to my daily tasks. Out of the four P’s of marketing, product, promotion, place and price, my position dealt more with product and price. 


 Through this internship, I realize that product development should really meet customer’s needs. By understanding the customer’s needs, the company can better cater to them, which in turn will increase sales. For example, in the cookware industry, stainless steel handles are more elegant and high class than bakelite ones.  The disadvantage of having a stainless steel handle is that they can heat up easily.  Whereas, bakelite handles do not heat up and are cheap to manufacture. In order to cater to the high end market, the company developed a rubber handle, which is high class and not easily heated. Although it is expensive, sales went quite well this year. Therefore, the product is the core to gain competitiveness in the market. 


Pricing is another issue, although as I mentioned earlier, it was not part of my performing tasks, however, different standard for pricing is also important in gaining contracts. In one word, all the basic concepts I learned in Marketing 370 helped me to understand the company strategies. 


Spanish classes were also very useful because I was the only one in the company who can actually speak Spanish with customers. All the Spanish classes I took, as well as, all the Spanish business classes I took in Spain trained me to be able to communicate with customers in a professional way. In addition, speaking Spanish to my customers made them feel more comfortable and much easier to approach. It helps the company to get better feedback from the customers. I think multi-lingual skills have become a valuable asset in the business world.


Another business class I felt was useful was IDS 302, Introduction to Operations Management. The reason is because when I had to visit the manufacturing factory to learn about the products; I saw how the company forecasted the production units, capacity planning and quality control. When I took orders for the customers, I had to keep in mind the capacity of he factory, how many they can produce, and is it possible that the order will be finished before the deadline. This is a key issue in my job. Once I was not sure, I had to let my supervisor know and let her think about whether we can take the orders or not. I realized that somehow taking an order is not a simple task. There are so many aspects to take into consideration. Fortunately, the IDS 302 class prepared me with the basic ideas of operations management to understand some of the operations of the company. 

Part IV. The student Intern’s Role. 


Being a Sales Assistant in this company is not an easy job. The position is paid by work performance and the skill of selling products. The starting salary for this position is about 2000 RMB to 2500 RMB per month which is considered low. However, working in this position can certainly teach a person about how a business operates, and is a really good opportunity to build your network. 


The position requires basic computer skills, internet knowledge, communication skills such as listening, asking questions, getting feedback and techniques in business negotiation. The important skills and personality characteristics I think are important for this position are:

1. Being multi-lingual. English is a must in this position, and since the company has business relationships with other wholesalers and importers in other countries, another foreign language is strongly recommended. Moreover, speaking in a customers’ native language might be helpful in making contracts. 

2. Being detail oriented and highly organized are important. Since this job calls for processing orders, whoever are in this position needs to be able to organize all the data and make sure there are no mistakes. When communicating with the customers, I have to listen to the clients and be aware of their requests and make sure to let my supervisor know the special requests. In addition, I have to make sure I place the correct order process it in time. Otherwise, it will bring loss for the company. Therefore, carefulness and high organization skills are a must for this position.

3. Being professional in a work team environment. This job requires teamwork because I cannot make the ordering decision by myself. I have to keep in mind the capacity of the company. When it comes to big orders, I have to inform both my supervisor and the supervisor of the factory. At the same time, I need to give out the information to my other coworkers, so they can start their tasks, like bookkeeping, or calling suppliers. Teamwork is really important in this kind of work environment. A perfect person for this position should understand the meaning of teamwork and be motivated to work on a common goal with his teammates. In a working environment, nothing is really personal; we have to learn to be professional all the time.

4. Having good communication skills and enjoy talking to clients. It is a sales position; therefore, it requires lots of conversations with clients and also a basic knowledge about different cultures to understand clients’ behaviors. A perfect person for this job needs to be a talker, and love talking. In short, you have to love what you do. 

V. Career Potential in this Field. 


Since China joined the WTO, more and more companies have a need for English speaking people to perform tasks when it involves international business. Therefore, there is a high demand for English speakers in the Chinese market. Whoever can speak both English and Chinese is outstanding and more competitive in job-hunting in China. However, because the Chinese currency is tied with the dollar there is a reduction in salary.  This means that when converted from Chinese currency to American dollars, the salary in China is comparatively low. It is easy to find jobs, but it is not easy to find a good paying job. This is the reality of China. 


The Three a Stainless Steel Products Grouping Co., LTD usually hires Chinese people who graduate with an English degree because it is hard for them to afford a native English speaker.  At the same time, there are few native English speakers that are fluent in Chinese.  However, no matter in which country, sales people is always needed. To be a successful international sales person, knowing more than one language is important and a valuable asset, as well as, being knowledgeable of other cultures. International business trains people to think of issues from different angles, therefore, classes in the international business field is a must because Americans are centralized-minded and companies need people who have an international mentality. To be better prepared for this kind of job, basic knowledge of exportation and importation is important as well. Besides these, the characteristics I discussed in part IV are needed.


In conclusion, this internship experience is amazing. I have learned so much which I would not get from the books. After all, in business world, we need to be practical and build up our networking, especially when we do business in China. Relationship is the key word to success. Through this internship, I’m much more confident in my future career.  

