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With all the changes sweeping Europe, you
might not have picked up on this one.

Over the last 17 years, UPS has built the

most comprehensive delivery network in Europe.

Other companies depend on outsiders to

cross the Atlantic, or get through customs, or even,

in some cases, make the actual deliveries. Only

UPS controls everything door-to-door, pickup
to delivery; to more addresses in Europe.
Sowhy hand your shipments over to someone
who’s going to hand them over to someone else?
Especially when one delivery com- =
pany’s big enough to take them all the way:

®

The package delivery company more companies count on.

© 1993 United Parcel Service of America, Inc. © 1992 Rand McNally. R.L. 92-5-164.
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Letter From the Editor

Welcome to our annual travel issue.

EUROPE is pleased to present an exclusive article on the “Pit-
falls of Provence” by best-selling author Peter Mayle. Mayle, au-
thor of A Year in Provence and Toujours Provence, also spoke with
EUROPE about his new book due to be published in the United
Kingdom in June; life in the south of France; travel ideas in Europe
and the United States and whether or not his life is as good as it
seems.

If you are planning to visit Europe this summer the
popular place for young Americans is Prague. The capi-
tal of the Czech Republic has become a magnet for
Americans and Europeans alike.

And if Europe is too far away for you, we look at Eu-
rope in the Caribbean. Many Caribbean islands have
French, British, or Dutch influence. From Antigua to
Barbados to Saba, EUROPE presents a tour of the
Caribbean.

If you have all the time and money in the world then
sit back and read about traveling first class and beyond.
From the Concorde to the QE2 to luxurious barge trips
in France to stately hotels to the Orient Express a first
class adventure can be yours...for a price.

Also, each of our Capitals writers presents his or her favorite
vacation spot throughout the European Community.

Our Member Country Report profiles Portugal. In addition to
looking at the current economic situation in Portugal, EUROPE
profiles Portuguese-American relations. We also explain the his-
tory and making of port wine.

With this issue, EUROPE begins our Point/Counterpoint series
on key topics facing the United States and the European Commu-
nity today with an in-depth look at the aircraft subsidies contro-
versy. Paul Turk, a writer on aerospace matters, defines the de-
bate and looks at the subsidies question.

Alan Boyd, the Vice-Chairman of Airbus North America, ex-
plains how Airbus was established, walkaway leases, launch aids,
American suppliers, and a host of other questions in a EUROPE
interview.

Lawrence Clarkson, Vice-President of Boeing for Planning and
International Development, spoke to EUROPE at Boeing’s head-
quarters in Seattle about the state of the airplane manufacturing
business today; possible new joint ventures with European part-
ners to build a super airplane; and some Boeing complaints about
what they perceive as government assistance to Airbus.

Next month EUROPE looks at the economic problems facing
Europe and the United States as the world prepares for the annual
economic summit in July. We also profile Belgium and the 1993
European Cultural Capital, Antwerp.
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A COMMON ELECTORAL
SYSTEN?

ohn Major’s government
was put on the spot by a

vote in the March plenary i

session of the European

: Parliament in Strasbourg.
i It was asked, in effect,

i whether the UK will continue
i to defy the provision of the

i Treaty of Rome specifying

i that a uniform electoral proce-

i dure should be used in all 12
i member states to elect the

i European Parliament. The

i next such election is sched-

i uled for June 1994.

It is the European Parlia-

i ment itself, which under Arti-
i cle 138 of the Treaty, has the
i task of defining the uniform

i system, but its proposal has
then to be approved unani-

¢ mously by the European

i Community’s Council of Min-
i isters. The Parliament duly

i put forth a plan before the

i last Euro-election in 1989.
The proposal included a sys-
i tem of proportional represen-
i tation (PR), which would

i have meant some modifica-
tion of the existing arrange-

i ments in most member

i states, but it would have re-

i quired a fundamental change
i in the British system. Acting
i under orders from Margaret
i Thatcher, the then British

i Foreign Secretary, Sir Geof-

i frey Howe, filibustered the

i proposal in the Council of

i Ministers until it was too late
i to reach a decision.
Consequently, 11 member
i states used different methods
i of proportional representa-

i tion, while the UK continued
i to apply its first-past-the-post

4 EUROPE

system. The predictable con-
sequence was that neither the
Liberal Democrats nor the
Green Party (which polled an
astonishing 15 percent of the

British votes in 1989) won any

seats at all.

Both the Parliament and
the other national govern-
ments in the EC reluctantly
concluded that Thatcher’s op-
position to PR was so visceral
that there was no prospect of
reaching an agreement so
long as she remained in
power. Her removal from of-
fice in 1991 and her replace-
ment by the apparently more
open-minded John Major en-
couraged them to believe

the future.

This time round, the Par-
liament, on the proposal of
Belgian Liberal Karel de
Gucht, has opted for an ex-
tremely flexible scheme
under which member states
may apply any system they
choose provided it is propor-
tional. They may also make
special arrangements to take
account of ethnic or regional
features, such as the repre-
sentation of Northern Ireland,
Scotland, and Wales.

The de Gucht proposal
would even permit member

tem gradually, and during the
debate a number of amend-
ments were adopted to make
the procedure more palatable
to the British. In particular, it

if it chose, keep the first-past-
the-post system in single-
member constituencies,
which amounts to two-thirds
of its seats. Overall propor-
tionality would then be ob-

i tained by topping up under-

i represented parties from the

i remaining one-third of the

i seats which would be filled on
i the basis of the total number

of votes cast. The de Gucht
report was finally adopted by

i the hefty margin of 207 votes
i to 79, though ominously the

i minority was mostly made up
i of British MEPs.

It is, in any event, not open

i to Major to sit tight and make
¢ no changes in the UK’s elec-
toral arrangements for next

i year. The Edinburgh summit
i last December decided that

i the European Parliament
should increase from 518 to

i 567 members, which would
they might have better luck in
i from 81 to 87.

raise British representation

The UK Parliament will

i have to decide what to do

i about these extra seats. If

i they are just tacked on to the
i existing system, it will be nec-
i essary to embark on a com-

i plex process of redrawing the
i boundaries of all the other 81
i constituencies. One possible
i compromise would be to at-

i tribute the six seats nation-

i ally on a proportional basis to
i remedy, at least in part, the

i distortions inevitable under

i the first-past-the-post system.
¢ Yet it looks as though the
states to phase in the new sys-
i ment is set to block such a

i compromise on the grounds
i that it would represent the

i thin end of the wedge and

i that it would then be more
was agreed that the UK could,
i for PR in British national
i elections.

UK’s Conservative govern-

difficult to resist the demand

In fact, the strongest argu-
ment against PR for elections

i to the House of Commons—
i which does not apply so far as

Euro-elections are con-

cerned—is that the largest
i party needs to have an en-
hanced majority in the House
i of Commons if it is to provide
a stable government. No gov-
i ernment, however, is formed

on the basis of Euro-election
results, and the consequent
disproportion distorts the

whole balance of representa-
i tion in the Parliament. Last
i time it was not even the

British Conservatives who

benefited: the opposition

Labor Party won 58 percent of

the Euro-seats on the basis of
i 40 percent of the votes, which

is one reason why the Social-
ist group is easily the largest

! in the European Parliament.

John Major’s government,

already beset by a host of dif-
i ficulties in securing the ratifi-
i cation of the Maastricht

i Treaty in the face of fierce re-

sistance by a cohort of its own

MPs, could in the end decide
i to leave the issue to a free

i vote of the House of Com-

i mons. That is the course

i which the Labor government

of James Callaghan took back
in 1979 before the first Euro-
elections.

On that occasion, PR was

i turned down by a count of 311
votes to 224. This time the

¢ vote could be much closer,
given the considerable move-
i ment of opinion toward PR

i within the Labor Party and

i the government’s very small

overall majority. It is not in-

conceivable that the House of

Commons will vote to accept

the de Gucht proposals
i though the odds seem against
Pt

—Dick Leonard
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Qcerosrace

n 1992, Europe and the US agreed that, in the fu-
ture, direct subsidies can be no more than 33
percent of development costs and that indirect
subsidies can be no more than three percent of
industry sales or four percent of a given organi-
zation’s sales.

The negotiations were much like a consent
decree in the US courts. The parties do not
admit they committed any of the acts in question
and promise never to do them again. No one is
particularly happy with the agreement, but in the

spirit of negotiation, each side gave a bit to reach an agree-
ment on an issue that had become an embarrassment to both
of them.

After broaching the sub-
sidies issue in appearances
in California and at the Boe-
ing plant in Seattle recently,
the Clinton administration
has backpedaled a bit, say-
ing it supports the agree-
ment with the EC and that it
wants it enforced rather than
abrogated, a position more
like what most of the com-
panies involved would like to
see. However, US Trade
Representative Mickey Kan-
tor has been pushing GATT
negotiators for an agree-
ment to cut the 33 percent di-
rect development subsidy
now permitted.

Fundamentally, until
now, the issues have been
that:

e Germany, France,
and the UK have provided
estimated direct subsidies
of $13 to S14 billion to Air-
bus Industrie over the past 20 years to establish it and to help
it compete in the commercial airliner business;

¢ Those nations intend to continue some form of subsidy
(or not to insist on prompt repayment of loans and grants) as
a matter of general industrial and social policy;

e The US has subsidized its aerospace industry through
defense contracts and the work of the National Aeronautics
and Space Administration in amounts estimated at $18 billion
to $22 billion over the past 15 years; and

e The US is expected to increase its activity in aerody-
namics and other areas of research for civil aviation by $550
million over the next four years.

Each side complains it has been put at a competitive dis-
advantage by the practices of the other. The US complains
that subsidies to Airbus have enabled the European aircraft
consortium to offer airplanes at artificially low prices and to
provide below-market financial incentives to purchasers. Eu-
rope counters that NASA and defense department research
and development provides another form of subsidy; and that

ing industry. BY

6 EUROPE

The Subsid
QUESTIO

Despite all the political rhetoric of the
past several years, the issue of who
subsidizes whom and for how much
has become moot for the airliner-build-

as there is no equivalent European agency, the presence of
NASA is a particular advantage to the United States.

The debate has been particularly sticky for many of the
companies involved, because there are no single-nation prod-
ucts in the airliner business. As the distinguished Interavia
editor Pierre Condom put it recently, “Today, no one com-
mercial aircraft, even counting small commuters, is built by
one company alone, or in one country only. The alliances (of
manufacturers) bring together private and state-owned com-
panies, US and foreign firms. It’s that delicate network of
vital relations which is at stake.”

For example, American engines are used everywhere, in-
cluding by Airbus and by companies building airliners in the
former Soviet Union among other places. Also, US airframe
companies buy sub-
assemblies and equip-
ment from foreign suppli-
ers and are dependent on
overseas sales to keep
production lines hum-
ming. There are various
estimates, but Interavia
once estimated that about
30 percent of the dollar
value of each Airbus was
composed of US compo-
nents and parts and that a
similar percent of the con-
tent of each Boeing 767
was from foreign sources.

What triggered the
intense debate that led
to the GATT-based
agreement in 1992 was
Airbus’ success in pene-
trating the major US
markets after years of
being relegated to doing
business with finan-
cially-troubled carriers.

Airbus entered the jet airliner business almost two
decades later than Boeing and McDonnell Douglas. At first,
its only product was the twin-engine A300 widebody, and US
airlines (except Eastern and later, Continental) ignored it.
The line was expanded gradually, and by the late 1980s, Air-
bus began to make marked inroads in the American market,
formerly the preserve of Douglas, Boeing, and Lockheed.

Airbus scored with the lease of 25 A300-600R long-range
widebody twins, followed by substantial sales of the A320 to
Northwest and United, and the A310 to Delta. Its earlier cus-
tomers tended to be financially-troubled carriers attracted by
favorable terms and relatively more inexpensive airplanes as
a result of the subsidy. As a consequence, Airbus has had at
least three opportunities to sell the same set of A320s. The
planes were sold first to now-defunct Pan American, later to
now-defunct Braniff II, and finally to America West—which is
operating in bankruptcy protection.

The issue cuts two ways. Airbus fumed for years that it
had been unable to crack Europe’s most powerful airline,

PAUL A. TURK



British Airways. BA has long been (and remains) a solid Boe-
ing customer. The only Airbuses it operates are a few A320s
that came as part of a merger with British Caledonian.
Lufthansa and Iberia have bought extensively from Boeing
and McDonnell Douglas; and Air France is a major operator
of the Boeing 747, 767, and 737, although it is changing grad-
ually to an Airbus fleet. Iberia and Lufthansa have become
Airbus customers, as well.

Each side calculates the other side’s subsidies to its own
advantage. The US says the $13 to $14 billion in Airbus subsi-
dies should be valued at about $26 billion, or what the cost
would have been had the consortium’s companies borrowed
on the open market rather than from the government.

In a study for the European Commission prepared in 1991
by the Washington law firm of Arnold & Porter, the value of
NASA and defense department subsidies was put at $41.8 bil-
lion in current dollars, rather than the $18 to $22 billion in
then-year dollars. PR

Some analysts believe Airbus profit mar- =
gins from operations are about half of
Boeing’s but that it has been competi-
tive because the subsidies have 4 ®
made Airbus development costs /2
disappear from the books. In-
deed, Airbus now says it is mak-
ing an operating profit, and
Managing Director Jean Pier-
son says the consortium is re-
paying its past subsidies and §
not taking subsidies on devel-
opment of the A321 and A319 \. {
versions of the basic A320, ¥ \\
which received $1.7 billion in \
low-interest loans from Airbus
member countries during its devel-
opment.

According to Pierson, Airbus repaid
$700 million in loans in 1992 and is paying
royalties to its member governments in propor-
tion to units sold. In all, he said, $3.5 billion has been repaid,;
a further $900 million will be repaid annually through 1996;
and $600 million will be paid each year from 1997 onward.

US companies are required to repay the government when
they adapt technologies developed by NASA or in military pro-
grams, but the repayment amounts are small. Arnold & Porter
put the figure at $170 million industry-wide in its report to the
European Community.

Both sides, for political and commercial reasons, hope the
debate is about over. They believe that they can live with the
present arrangement and get on with pursuing overseas mar-
kets on what the US government calls a “level playing field.”
If market shares stay substantially the same and if the vari-
ous manufacturers feel competition is relatively fair, the
issue should remain moot—at least until one or the other
feels wronged, in which case the subject of subsidies and
competitiveness probably will be broached anew.

k %
i) &f

Paul A. Turk is a freelance journalist who covers the aviation
industry from Washington, DC.

Caught in the Middle

he debate over direct or indirect subsidies to European and US air-

liner manufacturers has become quieter outside the political arena

of late because a settlement, grudgingly agreeable to the industry,

has been reached. It has quieted, however, more because many
companies on both sides of the Atlantic depend on access to all mar-
kets for their business.

Flight International, a leading trade journal in the field, said it very
well in a March editorial:

“The aircraft industry is, with rare exceptions, no longer one in which
a particular product can be ascribed wholly to a particular country or re-
gion. What is the sense in arguing that an Airbus, which uses American
engines and systems developed originally with US government funding,
benefits from unfair European state subsidies but that a Boeing 767,
using a tail section made by a state-owned, loss-making European man-
ufacturer sustained by government funding, does not? The truth is that
virtually all aerospace products embody technology which has

been developed directly or indirectly with government
S money.”
Beyond the airframe companies themselves,
5 the engine builders want the issue to go away.
b\ Airbus uses US engines (from Pratt & Whit-
“\ ney and General Electric) on all its large,
twin-engine aircraft and engines from
multinational consortia of engine builders
on others. Airbus also buys avionics
(electronic and navigation equipment),
# wheels, brakes, auxiliary power units,
and other equipment from US suppliers,
and subassemblies from Canada.
4 On its own, Rolls-Royce of the UK pro-
vides a substantial number of engines to
Boeing, and the International Aero Engines
B consortium, which Rolls shares with Pratt &
Whitney and Motoren and Turbinben Union of Ger-
; many, supplies engines for McDonnel Douglas’ new

MD-90. In fact, Rolls-Royce engines are not even offered
on Airbus products despite the UK's participation in the Airbus
consortium. The International Aero Engines product is offered on the
A320 and A321.

In most cases the customer (the airline or leasing company involved)
specifies the engines, auxiliary power unit, avionics, and even the
wheels, brakes, and cabin furnishings to be used when an airliner is
built. The suppliers of these products, including large concerns like
Rockwell Collins and Allied-Signal Aerospace are caught in the same
predicament.

Even the airframe companies are uncomfortable with the continuing
debate. Boeing has been wooing offshore suppliers to be risk-sharing
partners in the current B-777 project, and the company is making com-
mon cause with each of the Airbus partners in the study of the 650-pas-
senger superjumbo, where there might be room in the market for only
one aircraft. The airframe and engine companies are doing joint studies
of a next-generation, supersonic civil transport, as well, and for the
same reasons.

Not only are the industry's companies generally uncomfortable with
the debate, especially since the 1992 accord, they wish it would go
away. It's bad for business.

—Paul A. Turk

May 1993 7



QoI NT/COUNTERPOINT

Aircraft Builders of the Future:

AN INTERVIEW WITH BOEING VICE-PRESIDENT LAWRENCE CLARKSON

Lawrence Clarkson, Corporate Vice President
for Planning and International Development
for the Boeing Company, spoke with EUROPE
Editor-in-Chief Robert ]. Guttman in Boeing’s
headquarters in Seattle, Washington. Mr.
Clarkson speaks out on the subsidy question,
the EC-US aerospace agreement, and Boeing’s
Sfuture partnerships in larger aircrafl.

President Clinton’s comments at Boeing sev-
eral months ago were: “A lot of these layoffs
would not have been announced had it not
been for the $26 billion that the US sat by
and let Europe pile into Airbus over the last
several years. So we’re going to try to change
the rules of the game.” Would you like to
comment on President Clinton’s speech?

In fact, he’s modified them somewhat in
subsequent conversations. Fundamentally
what he’s saying is that he expects his ad-
ministration to work much more closely
with industry as a whole, and perhaps aerospace in particular,
compared to past administrations. They talk a lot today in
Washington about partnerships between government and in-
dustry. I have to say at this point, we don’t know exactly what
they mean yet, but we’re optimistic.

Are you satisfied with the way the EC-US agreement was ham-
mered out last year, or would you like to see something else
worked out?

8 EUROPE

What we've said about that is that it was a
good step in the right direction, but we'd
eventually like to see all direct subsidies
eliminated. That agreement calls for it to be
multilateralized. Right now, it’s just an agree-
ment between the EC and the United States.
In fact, it really only binds the four countries
involved in Airbus Industrie. We hope that in
the process of multilateralization that it’s
tightened up a little bit more.

In testimony before Congress, you said, ““Air-
bus is not a normal company. lts finances are
like those of a black program.” What does
that mean?

It's a unique French structure that does
not publish financial results. You cannot see
what it’s doing financially. For example, one
of the issues is walkaway leases. If they're
not on the airline’s balance sheet, they must
be on the manufacturer’s balance sheet. But
how do we know, because Airbus doesn’t print a balance
sheet. But their credit rating is still AA or better even though
they don’t publish a balance sheet, but they get this good
credit rating because they are looked at as a sovereign risk,
because Aerospatiale is 38 percent owner of Airbus and it’s
set up by the French government. And under this arrange-
ment, the partners are jointly and severally liable, so that
means in essence the French government stands behind all
of the debts and the commitments of Airbus.
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AN INTERVIEW WITH AIRBUS N.A. VICE-CHAIRMAN ALAN BOYD

Alan Boyd, who was appointed the first US
Secretary of Transportation by President
Johnson, is currently serving as Vice Chair-
man of Airbus North America. Mr. Boyd
spoke with EUROPE Editor-in-Chief Robert J.
Guttman in Washington about how Airbus is
organized, launch aids, and the EC-US
aerospace agreement.

Could you give an overview of Airbus, how it
started, why it started, its legal standing
today?

Originally in the late sixties the British
and the French agreed to get together to
form a consortium. They decided to create a
form of consortium that I can best describe
as a legal entity under the French law called
a GIE. There are thousands of these by the
way, contrary to the views of some people
here that this structure was set up for Air-
bus—it was not. The simplest way I can de-
scribe it which may be oversimplifying it is that it is a partner-
ship that operates in the form of a corporation.

Airbus Industrie is owned by four companies: Aero-
spatiale of France holds 37.9 percent, Deutsch Aerospace
37.9 percent, BAE (British Aerospace Engineering) owns 20
percent, and CASA of Spain owns 4.2 percent.

Airbus Industrie was established with the purpose of pro-
viding a design capability, marketing, sales, and product
support.

The aircraft are actually manufactured by
the various members of the consortium who
do some of the manufacturing and who buy
components. While there is no effort being
made to suggest that Airbus equipment is in
a US airplane, the fact is the Airbus equip-
ment, depending on which model one is dis-
cussing, has between 20 to 40 percent US
components. All of the wide bodied Airbus
equipment flying today are powered either
by General Electric or Pratt & Whitney
engines.

A recent article in The Wall Street Journal
says, “Airbus is a marketing organization. It
sells the planes and hands the money over to
the partners.” Do you agree with that?

Yes. That’s correct. Airbus effectively
buys the components from the consor-
tium—from the owners—with some excep-
tions. Airbus contracts directly for the en-
gines for example. And when it sells the airplanes it pays the
owners. This includes a factor for repayment of the loans
from the governments to the consortium members. There’s
no government money that goes to Airbus Industrie. There
have been government loans, except for the 321, that have
been made for R&D purposes to the owners of Airbus Indus-
trie, i.e. Aerospatiale, BAE, so forth. And those are repaid on
a royalty basis.

Airbus provides each partner with a proportionate amount
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So you’re saying it’s not a level playing
field, basically.

An Interview

That’s right. But one of the things
that the agreement last summer calls for is for Airbus fi-
nances to be made available to US government officials so
that they can verify that both the agreement of last summer
is being complied with as well as other terms of the GATT
agreement are being honored.

If you can briefly summarize, what are the competitive advan-
tages that Airbus enjoys. What are your specific complaints
against Airbus?

What they have enjoyed is that they’'ve been able to de-
velop a full family of commercial aircraft without regard to
the overall economics of it all. They’ve been able to launch
these airplanes independent of whether or not they were
going to get their money back and make a profit. That’s his-
tory. But they now have a full product line, from the A320
through the 333-40, that was developed with this kind of gov-
ernment support. They can’t do that in the future as long as
that agreement we talked about last summer is in effect.
[The agreement] says that the most they get is 33 percent of
the development cost and they have to pay that back on es-
sentially commercial terms, or very close to commercial
terms, somewhat dependent on how many they sell. So it’s
not the same risk that a company like Boeing has, which has
to put its money up or borrow the money and has to pay it
back regardless of whether we sell airplanes. They got some
[subsidization]—that’s where the playing field is not totally
level by that agreement, but it's a major step forward.
There've also been some other things where governments
become involved in the financing, and that’s all been essen-
tially stopped by that agreement. The other thing that we've
been of course vocal about is the walkaway leases, because
we have to have a healthy balance sheet to stay in this busi-
ness and they essentially don’t. And we’re hoping that in the
current talks that there may be a possibility of an agreement
between the US and the EC to amend the agreement or to
end the multilateralization of the agreement to outlaw walk-
away leases.

Is the largest issue now walkaway leases, or are there some
other outstanding issues?

The other issue that Alan Boyd always brings up, and Eu-
ropeans bring up is the indirect support that US companies
get. And they say that their direct subsidies are just offset-
ting our indirect subsidies. But my response to that is simple,
which is that Airbus, itself, does not have any government
contracts. But the four partner companies, where all of the
technology and all of the work is done, British Aerospace,
Aerospatiale, CASA of Spain, and Deutsche Aerospace, all
have major government contracts. If you take them together,
they have much more in the way of government contracts an-
nually—and I'm talking NASA, DOD [Department of De-
fense], and so on—than Boeing does. The agreement of last
summer requires that this whole indirect support issue be
aired and that the governments exchange information on
that, and we welcome that, because we think we’ll come out
fine.
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Mr. Boyd talks about how Airbus
doesn’t get subsidies, they get “launch
aids.” Can you tell me the difference be-
tween a launch aid and a subsidy?

with Boeing

That’s semantics. But again, part of the problem is we
don’t know exactly. They pretty much acknowledge that
they've gotten $13 billion, and they say they’re paying it
back, but we don’t know how fast they’re paying it back. We
don’t know what the requirements of the payback are. We
don’t know when they price an airplane whether they are in-
cluding a reasonable amount of recovery of that or not. When
Boeing prices a 747, we add into that price the cost of making
that particular airplane as well as a portion of the cost of de-
veloping the airplane, which is not an insignificant figure. So
that’s just one of the issues that we hope will get clarified. I
happen to know Alan Boyd. I've known him for a long time.
He’s an honorable man, and when he says that [Airbus is re-
covering a reasonable portion of its development costs], I
tend to believe him. But I'm saying from the Boeing stand-
point it’s important for all of that to be understood, that in fact
they are paying it back on a reasonable basis, that they are
pricing to cover their full costs, including a reasonable
amount of their development costs.

And there are fundamental differences in accounting sys-
tems between here and Europe, and in the different coun-
tries in Europe. The accounting system in the UK is much
closer to what we’re used to here; it’s a little less so in Ger-
many; and France is much different. Even once these num-
bers are revealed, there are going to be a lot of questions,
and it’s not going to be an overnight “Eureka! We’re here!”
But it’s a step in the right direction. My personal view is that
I hope that this big political discussion of this issue is behind
us and that we can work—we with USTR and Airbus with
their EC representatives—to get this whole thing on the
straight and narrow and out of the press.

What's the answer to restore the health of the aerospace and
airline industry?

The bottom line is all of our customers are sick, but we
expect they will all recover, not necessarily all at once, but
this economy appears to be recovering here in the United
States. Hopefully, our airlines will recover. There are some
signs that Europe is recovering. And Japan has just an-
nounced this huge stimulus package, and the way they con-
trol their economy, that will probably work. So we’ll see
some recovery there; how fast it happens I don’t know.

We still have a backlog of around $8 billion in the commer-
cial side. We really haven’t had very many cancellations. In all
but a very, very few cases what we have had is delivery slides,
airplanes that were to be delivered in '93 or 94 have been
moved to '95 and beyond. So right now, if things go sort of
baseline, we would expect a significant recovery in '95, but it
remains to be seen. Because we are very much dependent on
the commercial airline market.

Do you only build planes when you have a customer?
Yes. We don’t build spec planes.

So that’s a little bit different from what you think Airbus does?



of money for royalty repayments to
their respective governments.

Why does Airbus not issue an annual re-
port or a profit and loss statement?

It’s like a partnership. Everything flows through to the
partners—the owners.

So if you wanted to find out what Airbus was doing, you check
with the individual company, to check a profit or loss?

They don’t have quite the same accounting practices in
Europe as we do, i.e. breakdown of segments in business the
way the SEC requires here. But there is greater segmenta-
tion in their accounts nowadays.

Does the German company, the French company, the British
company, also make planes on their own?

Yes. But they do not make aircraft which are competi-
tive with the Airbus aircraft. They make smaller planes.
The aircraft area of operation up to now has been 150 to
350 passengers.

President Clinton has said that, “A lot of these layoffs at Boe-
ing would not have been announced had it not been for the
$26 billion that the US sat by and let Europe plow into Airbus
over the last several years. So we're going to change the rules
of the game.” What is your response?

You need to take the response that the President made at
a later press conference in which he said, “I think to some ex-
tent my remark—relative to the Airbus thing—has been mis-
understood and that may be my fault. I support last year’s
agreement. The point I was trying to make is this: The US
had a big lead in civilian aircraft. Arguably it was contributed
to by the massive investment we made in defense and the
spinoff benefits. That was always the European argument for
their own direct subsidies in the airline program that we had
indirectly done the same through defense.

It cost a great deal of money to develop aircraft, to break
into new markets, and to go forward. The argument I was try-
ing to make to the Boeing workers last week is, and I will re-
state it here, is that the adversity that they have suffered in
the past is through no fault of their own. That is they have
not failed by being unproductive, lazy, or asking too much.
But Europe was able to penetrate this market because of the
Airbus policy. And the blame I placed was on our govern-
ment for not responding, not Europe’s for trying to get in.
That was their right. It was legal under international law, and
they did it.”

I take that to be a 180 degree turn. And I think that quote
of the President answers your question.

Twenty-six billion dollars is the number that people say that
EC governments have given to Airbus over the year. What is
your comment on that?

It’s a calculated figure, and I can only refer you to that fa-
mous mathematician and economist, Mark Twain, who you
may recall once wrote, “They’re lies, damn lies, and statis-

An Interview with Airbus N‘.A.

Vice-Chairman

tics.” The point I'm making is these fig-
ures are not jigged figures. They were
arrived at legitimately, but you know
your conclusion when you make an
analysis really depends on what factors you put in. And that
is up to the analyst. There have been nowhere near 26 billion
dollars provided for the Airbus programs.

‘What the analysis did was to suggest that on these loans,
and they were loans not grants, of somewhere around 8 bil-
lion dollars, the analysis said; all right, this money came from
the governments, and to the government the cost of money
is cheaper than the commercial cost of money, so therefore
the difference in interest rates or cost of money represents a
subsidy.

The money is being paid back on a royalty basis, i.e. with
the sale of each aircraft. Whereas in a pure commercial oper-
ation the banker would say; look I want you to start repay-
ments in 12 months, or 18 months, or two years, and then
over some stated period, regular period, after that.

So because they are not repaying that money on that sort of
a fixed term, therefore that is a subsidy. Furthermore, it is my
judgment, the analysis judgment that Airbus is not going to
make a profit and therefore is not going to pay this money
back. Therefore, I add that on. And I project that forward to,
I've forgotten when, the year 2000 something, and it’s 26 billion
dollars.

You know, they could have come up with 40 billion, they
could have come up with 10 billion. By the same token, there
was a study done for the European Commission about the
amount of support the US government has provided the US
aerospace manufacturers for the past 15 years that can be di-
rectly traced to benefiting commercial aircraft manufacture.
And that figure is a range of between about 22 billion and 40-
some billion. And the best judgment that the analysis there
made was probably about 33 billion.

Nobody can support either of those figures. I mean, you
can’t say—we can prove, I shouldn’t say they can’t be sup-
ported—both can be supported because of their methodol-
ogy. Neither can be proved as the accurate figure.

And the only point that I think is relevant is that clearly
governments on both sides of the Atlantic provided signifi-
cant support to their commercial aircraft manufacturers. I
would go further and say that this clearly strikes me as being
in the public interest on both sides of the Atlantic. When you
look at what we are talking about here, a global market,
where we are making global airplanes in the sense that we
are buying components from all over the world and Boeing
and McDonnell-Douglas are doing exactly the same thing as
Airbus in that sense. Boeing gets a lot of its components
from Japan, and they get parts from Austria, Australia, In-
donesia, Italy, Spain, Northern Ireland, Holland, you name it.
And we are all buying from various of these component man-
ufacturers and we're selling all over the world and we're pro-
viding, the manufacturer of these aircraft is providing high-
wage jobs, an industry with very high technology, which of
course has some spinoffs that go into other fields.

One would say it only makes sense to provide support for
this kind of an operation. And that is what both the US and
Europeans are doing.

Alan Boyd

Why do you think this has become a key controversial trade
issue?
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Well, Airbus has not convinced me Xk
that this time they are not building spec
airplanes. In their last downturn, they
admit they built lots of spec airplanes.

What is a “white tail”’?

A white tail is an airplane that doesn’t have an airline logo
painted on it. Because it doesn’t have a customer, you don’t
know what logo to paint on it. We really gave the name to Air-
bus because they paint all their planes [white]. In that time
period they didn’t have a method of matching their alu-
minum—they couldn’t have a metal airplane—so they painted
them white. And they were parked all over Europe. So that’s
where the name came from. But after my testimony where I
talked about “white tails,” I had a long conversation with Alan
Boyd and he convinced me that they’re not building them.

I've heard figures between $33 and $46 billion that you’ve
received from government contracts, NASA, and the Defense
Department. What do you say to that?

I could give you those same kinds of figures for them.
You go add up the Defense Department of the governments
of the UK, France, Germany, Spain, look at their defense
contracts.

What is your market share?

We have about a 60 percent market share. And Airbus
has come from sort of nowhere to somewhere in the twen-
ties, not really at Boeing’s expense up until now, but really at
McDonnell Douglas’ expense. But I'm willing to compete.
Airbus is a good company. They make good airplanes. But
I'd like to make sure that the playing field is relatively fair
and even.

Are you America’s largest exporter?

Yes.
What percentage of your sales go to Europe?

Right now, between 65 and 70 percent of our sales are
going overseas.

We are selling more airplanes in Europe than Airbus is
selling in the United States.
You have announced that you want to sign an agreement with
European aerospace companies to study the feasibility of a
larger plane?

Yes.
So you’ll actually be working with the Airbus partners.

Yes, we are.

That sounds kind of strange?

Well, yes and no. It's strange for Boeing in the sense that
we haven't done it before. It hasn’t been done before commer-
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cially, but we came to the conclusion, as
did our European friends, that there is a
market for a 600-passenger airplane, or
600 to 800 passengers, but it’s a very
small market. And there would not be room for two airplanes.
And it’s such a big investment that the only practical way to
bring our customers an airplane that they think they want
would be by teaming. So what we're doing now is trying to
see if we can in fact try to find a way to work together.

Boeing

So are we having a new era of cooperation between every-
body? Is that what’s happening?

It could.

With the cost of airplanes—and it’s staggering—are we
reaching a point where individual companies aren’t going to
be able to handle the cost, and there are going to have to be
more consortiums?

Well, I think particularly the big ones. You know, you're
talking about this VLCT, which is what we agreed to call it,
“Very Large Commercial Transport,” or a new supersonic
transport, that the size of the market and the size of the in-
vestment, the size of the market risk and the technical risk
are going to drive us to cooperative programs. On the other
hand, I'm not prepared to say that that’s what’s going to hap-
pen in the other parts of the market. If we do a derivative of
the 737 or a new airplane to replace the 737, we may have
some international collaborators in that program, but my
guess is that they won't be there because of risk, but it'll be
maybe market access or other issues that will drive that.

Does a successful GATT agreement help you?

Yes. We're very strongly in favor of that, because Boeing
is basically a US-based company with a majority of its cus-
tomers offshore, and we need free trade. If that were to fail,
we would have to probably basically change our method of
doing business in order to maintain our market.

So what’s the final solution to the so-called Airbus-Boeing
controversy?

The best chance of getting some of those things worked
out is to remove it from the political realm and let USTR
and their counterparts work out some of these issues that
you talk about. The agreement last year was a big step
forward.

Are we closer to a level playing field?

Yes, we're closer. The other thing is that Airbus is being
managed today more like a private company than it was in
the past. And Aerospatiale is still government-owned.
They're even talking about the possibility of that being priva-
tized. Over the last two and a half, three years, the German
part of Airbus has become privatized. The British part, for
the past five or six years, has been privatized. So as the own-
ers have to operate as a private company, maybe you’ll see a
change in the philosophy of management of Airbus, [which
will] make it more businesslike.@



First of all, there has been an ele- |
ment of hypocrisy in the United States.
There has been an unwillingness to ac-
knowledge the benefits that the govern-
ment has provided to US commercial manufacture because it
was indirect in part.

Second, has been an attitude which says; here we have a
European competitor that makes good airplanes and how do
we keep them out of the North American market. Well, the
word subsidy is a pejorative term. It is used in a pejorative
fashion. Therefore, there is something wrong with those peo-
ple to begin with. And second, it has served the purpose of
both Boeing and McDonnell-Douglas to say to the US air-
lines, “Hey look, the US government may be filing an action,
a trade action, against Airbus. If you order an airplane from
them you may not get delivery. They may be barred.”

So its been a good competitive ploy and I don’t say that
with a real sense of criticism. If the shoe were on the other
foot I would do the same thing.

What’s the percentage of Airbus airplanes sold to US airlines?

Percentage sold to US airlines? That’s another figure you
can play with. You can talk about how many sales this year,
how many sales last year, but essentially Airbus has sold
about 28 percent in the last five years to US airlines. About 28
percent of the orders of US airlines in the past five years have
been Airbus.

When you were talking about the percentage of components
you mentioned Pratt & Whitney and GE, but aren’t there also
smaller US companies involved?

Oh yes. Sunstrand, Allied Signal, Sperry, and we've got
500 suppliers in 37 states. Some of them are quite small, a lot
of them don’t have any idea they are producing anything for
Airbus. It is a very substantial contribution from US firms.

There has been talk of Boeing going into partnership with
some of the partners of Airbus. Do you see that happening in
the future in order to build larger airplanes?

That could happen either with the very large airplanes or
with the next supersonic transport. I don’t expect to see that
being built by a single company.

Whether or not the very large airplane turns out to be a
single shot operation, i.e. a total joint venture, or whether
there will be two models, I don’t know.

I think that is going to depend a great deal on the evolu-
tion of the market.

You said that the new plane that just came out, the A321,
was made without any government funds?

That was made without any government support. That
cost, the R&D cost for the A321 was about 500 million dol-
lars, I figure we used 481—about 500 million.

All of that funding was raised through commercial mar-
kets or internally generated funds of the partners.

So you go into the marketplace like any other company?

Interview with Airbus
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Yes. Airbus has the same credit rat-
ing as Boeing.

One of the things that has caused
me a little heartburn is that the criti-
cism of Boeing to the effect that Airbus is able to get—to do
better financing for the airlines because its cost of money is
cheaper, it isn't, its the same. We go into commercial mar-
kets and we have the same AA credit rating that Boeing has.

N.A.

Alan Bojyd

Do you have any comments on walkaway leases?

Yes. I've got a fairly extended comment.

Let’s go back to something fairly basic. First of all, today
the airlines are not in the position to buy and pay for
airplanes.

Number two, Boeing, Douglas, and Airbus have produc-
tion lines running, up and running. Even though all of us
have cut back none of us can afford to close a production
line. We all know that this is a cyclical business and we are at
a down cycle at the moment.

We've got these planes coming off the ends of the produc-
tion line. At the moment, fortunately, Airbus is producing air-
planes for which we have firm orders. But bear in mind that
we just had a situation, several months ago with Northwest
Airlines, six planes on the production line for 1993 delivery
and the orders were canceled. So we got those airplanes, we
had to do something with them, we can'’t afford to have them
sitting on the ramp. They were not built on speculation. The
were built for a named customer. And I am confident that our
two competitors have the identical situation.

So what do you do? You go to the airlines regardless of
circumstances and regardless of the overcapacity we have in
the market today. All need some new capacity. They need it
for environmental reasons, for maintenance costs, and so
forth, as well as operating costs.

The airlines say, we really need these airplanes but we
can’t afford to pay for them and we cannot afford to screw up
our credit ratings. So you are left with how you structure
something that serves everyone’s purpose here.

The walkaway lease, so called, is one that permits over a
period of time—and the walkaway provision is always elimi-
nated by the agreement after a certain period of time—the
airline to acquire the equipment and not put any obligation
on its balance sheet because under the accounting structure
and the way the credit rating systems look at the balance
sheets if the obligation is for less than a year then it doesn’t
show up and therefore it does not impact the credit rating so
that the airline continues to go into the market for other
funds it needs for operating or other purposes.

Walkaway leases are not something I think will become
embedded in the financing of the industry.

But at the present time you think they are worthwhile?

Yes.
Do you think it’s mainly the recession [that has caused the
Boeing-Airbus controversy]? If things were going well, we

wouldn’t have this controversy?

Yes. @
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B Y P E T E R M A Y L E

one of us these days can escape those small, brightly-colored, and infinitely allur-
ing scraps of propaganda that our more fortunate friends send us when they're
on vacation and we're not. Nothing provokes envy and Monday-morning gloom
faster than a postcard. And when that postcard is from Provence, slightly wine-
stained, redolent with heat and sunlight and tranquility, it is enough to make you
kick the cat as you leave for the office.

All, however, is not what it seems. Be-
neath that implausibly blue sky, never
even hinted at in the photograph of the pic-
turesque village or the genial lavender-cut-
ter, a number of surprises lie in wait for the
innocent visitor. Having lived here now for
six years or so, I think we've experienced
most of those surprises, and these words
of caution are the result of personal and oc-

casionally painful research. Be prepared.

You will encounter some, if not all, of the

following local specialties.



“Provence is rich in hills—seemingly.
more steep upward hills than
downward slopes. This is a pecullailty y
that leaves you with legs ofjelly and
lungs which cry out fora f're e
extinguisher.” Mt I

=
&
J—l.

Undisciplined Weather. Provence
has been accurately described as a cold
country with more than its fair share of
sunshine, and anyone looking for gen-
tle temperatures and balmy breezes
should stay down on the coast. Where
we live, further inland, the climate can’t
seem to make up its mind whether to
imitate Alaska or the Sahara. Winter
temperatures often drop to well below
zero (our current record is 15 below).
In summer, it can be in the high
nineties for week after rainless week.
The local balmy breeze is the mistral,
which has been known to blow at 180
kilometers an hour, taking hats, specta-
cles, roof tiles, open car doors, old
ladies, and small unsecured animals
with it. And there are storms of quite
spectacular violence. (In fact, we have
just survived one. It blew up the fax ma-
chine and carved ten-inch deep ruts in
our long-suffering drive.)

But, freezing or scorching, the air
glitters, the sky usually is that implausi-
ble blue, and the sunsets at any time of
year can make even the most blasé trav-

eler stop and look and consider taking
up painting. Anyway, who likes hum-
drum weather?

Kamikaze Drivers. Your first few
hours on the roads of France will not be
dull. The French motorist, brimming
with élan, impatience, and sometimes,
it must be said, with half a liter of good
red wine, regards driving in much the
same way that a matador looks on his
contests with the bull. In both cases,
the object is to come as close to catas-
trophe as possible without incurring
physical damage or ripped trousers.
And so you will find, to your alarm, that
cars appear to be glued to your exhaust
pipe until a sufficiently dangerous mo-
ment presents itself to overtake. This
will be achieved, with inches to spare,
on a blind bend, while the driver con-
ducts a spirited conversation with his
passenger that requires taking at least
one hand off the wheel. (Conversations
in Provence, as we shall see later, can-
not take place while both hands are oc-
cupied.) The mistake made by most be-

ginners is to give in to the natural im-
pulse and close the eyes as certain dis-
aster looms. If you can resist that, you'll
be fine.

Bumps in the Earth’s Crust. There
are good reasons, quite apart from the
basic instinct for self-preservation, to
keep away from the main roads, aban-
don the car, and take to the hills on
foot. Walking in Provence, becoming
part of the scenery instead of looking at
it, is a delight. It must be one of the
most aromatic countrysides on earth—
wild honeysuckle in the spring, thyme
and lavender in the summer, burning
vine-clippings in the fall, woodsmoke
from farm chimneys in the winter. In
the Luberon mountains, you can walk
for hours without seeing another
human being, and if you should strug-
gle up one of the old mule tracks to the
top, you will experience something that
has become almost extinct in the mod-
ern world: silence.

But there is a price to pay. It seems
illogical and curious, but I'm convinced
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that there are
more steep up-
téb ward hills than
Phoad ownward
slopes—a pecu-
liarity that leaves you with
legs of jelly and lungs which
cry out for a fire extinguisher.
With a cunning born of desper-
ation, you take to the bicycle,
hoping for mechanical assistance.
It's worse. Provence is rich in hills,
and they all go up.

Elastic Clocks. The Proven-
cal attitude toward time is that
there is plenty of it. If by chance
you should run out of it today,
there will always be more to-
morrow. Or the day after. Or
next week.

This admirably relaxed state
of mind is, of course, at odds
with a strange habit that many

The Provencal attitude
toward time is that

there is plenty of it.

ploratory surgery. Apart
from the obligatory man-
gling handshake—or,
with the opposite sex,
the double or triple
kiss—there is the
vigorous kneading
of the shoulder,
the tapping of the
breastbone by a
determined index
finger, the friend-
ly clap in the kid-
neys, the odd
glancing blow
from the knuck-
les of a gesticu-
lating hand, and
the tweak admin-
istered to the
cheek by way of

a fond farewell.
In other
words, conversa-

visitors bring with them from tion is more than
Paris or London or New York— If by chance you an exchange of
the exotic concept of punctual- words: It is a
ity. It’s not that this is ignored,; . highly physical
indeed, the important matter of ShOllld run OUt Of It ritual, punctu-
the next rendezvous is often ated by pokes
discussed seriously and at great . and squeezes,
length over two or three drinks. tOday, there will always rather like talk-
But somehow the arrangement ing to an un-
is never quite as precise as you b e more tomorrow predictable wind-

might expect. A day—let’s say
Tuesday—will be agreed with
much emphatic nodding. This
encourages you to suggest that
a time on Tuesday should be
fixed, and here you begin to
sense a certain amiable but firm
disinclination to pin down the
rendezvous to anything more
exact than a tentative commitment to
either the morning or the afternoon. As
it turns out, even this is optimistic,
since nobody comes until Friday. Ex-
cuses are performed by the shoulders.
A smile and a shrug are all you're likely
to get.

You can try, as we used to try, to
overcome this horror of the date and
the clock with threats, promises, or
bribes, but they don’t work. Elsewhere
in the world, patience is a virtue. In
Provence, it’s a necessity.

Bodily Assaults (external). There
have been many times when a five-
minute chat with one of my neighbors
has left me feeling as though I've un-
dergone a short course of brisk ex-
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Or the day after.

Or next week.

mill.

Bodily Assaults
(internal). You
will be invited
and expected to
drink. Provence
is awash with lo-
cally produced
wine, from the ordinaire sold by the
liter in the village cave to the grand and
heady vintages of Chateauneuf-du-
Pape, and it would be impolite and un-
adventurous not to try as many of them
as you can. There are, however, one or
two alcoholic booby-traps that you
should be aware of before deciding
whether to avoid them or to plunge in
and take the consequences.

The first is vin rosé, which can vary
from a pale, smoky pink to a deeper tint
not unlike the blush of a grogblossom
nose. The wine looks light, frivolous,
and harmless. It tastes delicious, crisp,
and chilled, the perfect drink for a
blinding hot day. You reach for another
glass (or another bottle, as the first one
slipped down so pleasantly), and con-

gratulate yourself on staying well away
from anything too heavy. A mistake.
There are many rosés that contain as
much as 13 degrees of alcohol, which
combined with an hour or two in the
after-lunch sun can give you a truly
memorable hangover.

The second booby-trap is just as
tempting. Driving through thousands
of acres of vineyards, you will notice
signs which become more and more at-
tractive as the car begins to feel like an
overheated sardine can. The signs offer
dégustations—the chance to sample a
winemaker’s noble work in the dim,
cool privacy of his own cave. In
Gigondas, Vacqueyras, and Visan, in
Chateauneuf, and Beaumes-de-Venise,
in Cairanne and Rognes, everyone, it
seems, is anxious for you to stop and
sip. And why not? Take aspirin for the
head and a chauffeur for the car, and by
tomorrow you’ll be almost as good as
new.

And then there is pastis, an elixir
made from aniseed, licorice, sugar, and
alcohol. Every bar in every village will
have several different brands, and it is
far and away the most popular aperitif
in Provence. One glass will tell you
why. The taste of pastis (as long as you
like aniseed) is clean and sharp and re-
freshing, exactly what you need to set-
tle the dust and stimulate the palate
after a blistering morning in the mar-
ket. There is no immediate jolt, as the
alcohol is masked by the other ingredi-
ents, and it is insidiously easy to drink.
Only later, as you totter off to lunch, do
you feel the effects of this lethal
Provencal invention. Pastis is stronger
than either whisky or brandy.

But, armed with a robust constitu-
tion and a refusal to accept a miserable
ham sandwich, you gather your
strength to go five rounds with the
nearest chef.

Experience leads me to believe that
he will win. It’s true there are refined
and multi-starred restaurants in
Provence, where the food is light and
the portions are manageable. These are
for prudent appetites. My choice, when
the juices are flowing and there are no
pressing engagements to interfere with
the afternoon, is to go to one of those
marvelous institutions called a Ferme
Auberge, a farm which offers meals.

Even now, months after my last de-
feat, I can remember the menu that was
my undoing. We had tapenade, the
shining black paste made from crushed



olives and anchovies, baby gherkins,
three different kinds of country
sausage with pale farm butter, and a
modest slab of home-made pizza. Then
they served lunch: soupe au pistou,
thick with farm vegetables and garlic
croutons, a rough paté with black pep-
percorn buckshot, a monumental free-
range duck, an anthology of local
cheeses, a bulging cherry tart, and a
trio of sorbets. I believe that a number
of bottles of wine came and went, and I
managed to force down a glass of marc
with coffee.

That is how I think of Provencal
food, and if you value your waistline,
you would be better off taking your va-
cation in a less demanding spot.

The Lingering Guest. A house in
Provence, whether you own it or rent it,
is a magnet. No sooner are you in-
stalled, in what you thought was going
to be blissful seclusion, than the phone
calls begin. They are from friends, or
sometimes friends of friends, who are
concerned that you might be lonely or
bored. By chance, they are free to come
down, cheer you up, and entertain you.

This sacrifice must be rewarded.
After all, they have made the journey
from some distant rain-sodden par-
adise in the north just to be with you,
to share the discomforts of your bu-
colic existence—the heat, the pool, the
endless racket of corks coming out of
bottles—and so you do your best to
make their stay as painless as possible.

Their stamina, we have found, is as-
tonishing. Despite wasp stings, third-
degree sunburn, gastric disorders (al-
ways blamed on the water; never on
the wine), mercilessly long meals, lack
of television, and all the other short-
comings of the simple life, they
bravely soldier on. And on. And on. A
weekend visit stretches to a week, and
then 10 days. One hero arrived in Oc-
tober and was still with us on New
Year’s Eve, only leaving when the
builders came to knock down the bed-
room wall.

And still they come, from Easter
until Christmas, willing to endure
everything that man and nature can
throw at them in Provence. I've often
wondered about it. I suppose that, like
us, they’re gluttons for punishment. @

Peter Mayle is the author of two best-sell-
ing books, A Year in Provence, and Tou-
jours Provence.
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One can find all the latest European
fashions in the many French boutiques
in St. Barts’ port town, Gustavia.




Iravel to Furope.
in the Caribbean

BY JANET BENNET

ou don’t have to go to Europe this spring or summer to get a glimpse of

18th century Dutch architecture, sample the pleasures of the French

Riviera, or take part in traditional British customs. In fact, you can do all

the above while escaping to the brilliant blue skies of the Caribbean

islands. Here you can enjoy European ambience coupled with the warm-

weather delights of swimming, sailing, snorkeling, and scuba diving.

As a result of the Age of Exploration, many of the islands in the chain that

stretches between the tip of Florida and the coast of Venezuela once belonged to

France, the UK, the Netherlands, or Spain. Some are still possessions or protec-

torates; some are independent. In any case, a good number retain their European

heritage. Here’s a sampling of where you can find Europe in the Caribbean.

Antigua (pronounced an-tee-ga), a former British colony, is still very British.
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Don’t be surprised if you
see a few endless cricket
games in progress as you
tour the island. The focal
sightseeing point is Nel-
son’s Dockyard at English Harbor,
which was Captain Horatio Nelson’s
headquarters in the Caribbean from
1784 to 1787. From a beautiful spot
high above the harbor, you'll see where
English ships hid from the French.
This restored 18th century naval yard is
also the place to come in the late after-
noon to take in the music of a steel
band, eat barbecue, and drink lethal
rum punches while watching a glorious
sunset. The grande dame of hotels on
the island is the luxurious Curtain Bluff
in St. Johns, the island’s capital. The re-
sort offers a full complement of tennis,
water sports, and excellent food. And, if
you're in the mood, croquet. (Address:
Box 288, St. Johns, 809-462-8400)
Though hardly British, the fabulous
food at Chez Pascal (809-462-3232) will
transport you to gastronomic delights.
A young French couple recently
opened this restaurant where seafood
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is featured and each dish includes a sig-
nature item from the distinctive cuisine
of Lyons.

Bonaire, together with Curacgao, St.
Maarten, Saba, and St. Eustatius, make
up the island group known as the
Netherlands Antilles. The capital of
Bonaire is Kralendijk (the name means
coral reef), a picturesque town with toy-
like, brightly painted buildings that are
excellent examples of Dutch colonial
architecture. Bonaire’s big draw is
snorkeling and diving. The island is ba-
sically an underwater mountain, and
fantastic underwater forests lay virtu-
ally off the beach of your hotel. Accom-
modations run the gamut from guest
houses to condominiums to full-scale
resorts. The newest (and most elegant)
hotel on the island is The Point at
Bonaire (800-PBONAIR), which offers
lighted tennis courts, a dive shop, sail-
ing, a swimming pool, and more. Cap-
tain Don’s Habitat (800-327-6709),
which boasts one of the island’s best
dive shops, has spruced up its act with
deluxe oceanfront rooms and villas.

The Sand Dollar Beach Club (800-345-
0805) gives scuba instruction in four
languages. For a real Dutch menu fea-
tu