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Unit1 Establishment of Business Relations

BPRARE

“Leaming Objective

& TRV SRR L FIRE;
& FXWFAEE P HITHMAVIRIEE.

@ Keynotes

Just as a factory requires a complete set of machinery to proceed with production,

so does a foreign-trade firm need extensive business connections to maintain or expand
its business activities. Therefore, the establishment of business relations is one of the
important undertakings in the field of foreign trade.

If a new firm wishes to open up a market to sell something to firms in foreign

countries, the person in charge must first of all find out whom he is going to deal with.
Usually, such information is obtainable through the following channels:

)
@
€)
@)
&)
(©6)
™

Advertisements

Banks

Business Houses of the same trade

Chambers of Commerce in foreign countries

Chinese Commercial Counselor’s Office in foreign countries
Internet

Trade Directory
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Business Profile

R B 5 R W MERR I (K 5 53 BEAT B8 R, TG 2 BB B S

BILEAEF KRR, —BET T ES:

W) BRNMA. BLEFAESIHBROSLSL T B 5T HT LS F(Trade
Directories). TS % (Advertisement). B&WHIRMARBTLEHS
R (Public Commerce Information Service), bl HERERENER, BEN
HELKER.

(2) FESMRATBanks) M AN OB . —REOBITSEERERIRKR
ARARRMER, BRIEEHR BMIIGRAT. HEik, SRS ORER
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@) HRASIMIRG RENURRKGH SN AXE. WRE K H (LS (China
Council for the Promotion of International Trade). ¥§4hRi<:(Overseas Chamber
of Commerce)%, #WA[IpEEMAHKHLE .

4) FREESMELE Y % 4b(The Economic and Commercial Counselor’s Office of the
Embassy of PRC)sR 5 3 44§18 (Foreign Embassy in China) /A& 1ExT £ . 2,
BEAMErEXT A E B S EEE. sARREEN T .

(6) BEZIMEAIMER £ (Trade Fair). X5 SBT XK. XATER U SRR
BPAEHELD, BRRIEE.

(6) FFE M SMI L AL #2 T (Consultancy) S HE . BN AMEE T £ 5 G W
AFAERBIRDNBES, WIS RERTEELZAEE W, S
SRMENNESMHRBBUNES, HRNNEEP, —BSRRET.

(7 FAERMNER. ERAENTANEEGRS BTN EFETE A S
NEAANERRENATHNEE, ABReEHEEOR/SRIRGEH
i, . A%, XREERNTEMNENEE, RTELNEH, &
HEPHEKNERAEAHE. ERTNLNBETFREERSEMEDEWN
(www.alibaba.com) . ¥ R 3 & ¥ (www.globalsource.com) . = E 4} & K
(www.Export China.com). # O R EBEM, ELi. PRAb AN [F) AL R 3 17 5
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S-ituational Dialogue

(0 Dialogue 1 First Call to Company ExEIEHKER

(New Century Company is an Import and Export Company dealing with auto
accessories business line in China. Patrick Blake comes from Sandra Import and
Export Company in America. Jack Chen, Manager of Sales Department in New
Century Company receives one of his clients’ calls from Patrick .)

Miss King: Good Morning, New Century Company. Can I help you?

Mr. Mr.Blake: Good morning. Could I speak to Jack Chen?

Miss King: May I ask who is calling?

Mr. Mr.Blake: It’s Patrick from American Sandra Import and Export Company. I wrote
an email to him yesterday and made an appointment with him to call him today.

Miss King: One moment please. I'll put you through.

Mr. Blake: Hello? Is that Mr. Chen? )

Mr. Chen: Yes, this is Mr. Chen . You can call me Jack.

Mr. Blake: Yes, Jack. This is Patrick. I have just got your company’s information from
the Made-in-China Website, and read about your company product. We are
interested in your articles. Would you please send some sample to me? I want to
know more about your products.

Mr. Blake: That’s great.

Mr. Chen: No problem. So, please send me your address and telephone number in
e-mail.

Mr. Blake: Yes, I will send you right away.

Mr. Chen: Bye-bye.

Mr. Blake: Bye.

_.Q Dialogue 2 Asking for Information if]iE{52

(Andy Sullivan also works in Sandra Import and Export Company. She has got some
information from Patrick and calls Jack to get detailed information.)
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Miss King: Good Afternoon. Can I help you?

Ms Sullivan: Good Afternoon. May I speak to Jack in Sales Department, please?

Miss King: Please hold on. I’ m sorry, the line is busy. Could you hold on?

Ms Sullivan: Ok. I will hold on.

(A few minutes later)

Miss King: The number is ringing for you now.

Ms Sullivan: Thank you for your help.

Mr. Chen: Sales Department. Jack is speaking. What can I do for you?

Ms Sullivan: This is Andy Sullivan from Sandra Import and Export Company. I’ ve got
your phone number from my colleague Patrick. I’'m very interested in your seat
cushion. I am now in China. Do you have branch offices in Hangzhou?

Mr. Chen: We don’t have a branch office in Hangzhou, but I can ask our sales
representatives in Shanghai to visit you.

Ms Sullivan: That sounds great. By the way, Could you send me your prices for Series

at h-o-t-m-a-i-l dot c-o-m.

Mr. Chen: Right. I'll send it to you immediately. By the way, please give me your
address and phone number in Hangzhou

Ms Sullivan: Ok. I will write them in my email to ygu. Good-bye.

Mr. Chen: Good bye. -

(Q Dialogue 3 A Visitto Client ZF#Fih

(The Sales Representative Steve Wang is asked by Jack to pay a visit to Ms. Sullivan.)

Mr. Wang: Excuse me, are you Ms Sullivan from Sandra Company?

Ms Sullivan: Yes.

Mr. Wang: I’'m Steve Wang from New Century Company.

Ms Sullivan: Glad to see you. Thanks a lot for meeting me here.

Mr. Wang: You are welcome. It’s my pleasure to meet you.

Ms Sullivan: Is this your first visit to Hangzhou?

Mr. Wang: Yes.

Ms Sullivan: I am glad you’ve come to visit us.

~ Mr. Wang: It can always make negotiation easier if we talk to each other face to face.
Ms Sullivan: You can say that again.
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Mr. Wang: Now let me briefly introduce our company. Our company has a history for
over 17 years.

Ms Sullivan: 17 years? That’s good.

Mr. Wang: Yes, and it has been considered as one of the leading company in Zhejiang,
Our main products are car cushions, car wheel cover etc. In recent years,
demands both from home and abroad are getting much higher and higher.

Ms Sullivan: Absolutely right. People in my country like Chinese made products. Car
Cushions are in great demand in the US market. High qualified products seem to

sell well especially in winter.

Mr. Wang: Yes. I can assure you of our quality. It seems that you come Jjust at the right
time. Canton Fair will be held soon. If possible, I’d like you to visit our booth
there. I'd really appreciate that. Hope that we can establish business relations
withyou.

Ms Sullivan: I hope too.

Data Bank

Useful Expression

(1) We learn from your letter of April that you are interested in establishing business
relations with us for the purchase of our tools.

(2) We have got your name and address from the Commercial Counselor’s Office of
our Embassy in the UK.

(3) The City Bank has informed us that you are one of the leading importers of a wide
range of digital video.

(4) We know that you are the leading exporter of coal and you can provide the
quantity we need. ' .

(5) Your Chamber of Commerce recommended you as a possible agent for our
products in your country.

(6) We mainly specialize in the export of foodstuffs, and wish to trade with you in
this line.

(7) We are willing to enter into business relations with your firm on the basis of our
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mutual benefits.

(8) We are willing to establish trade relations with your company.

(9) You are warmly welcomed to discuss business with us. We will surely offer you
satisfactory services.

(10) We’d like to take this opportunity to see if we can establish business relations
with you.

Drill Practice: 3|4

AW RN REIERRILZ, ERENRER A MR, AR ZI%#8
X, ARECE-FY, RETEX—FY, RAHLRYE, Mg, 8
BATFFHI W

1. — ¥R

AJ8: E i +call (3 name) + K iE+ KB LB

VERH: “RRUE-oeee REeeneee”s FHBRKIBNIE, EF regardGAR). treat(F ).
consider(I\ )+ look on(E1E&). honor(3 %), respect(®H). serve(FHfE).
Example:
—This is our Manager. We call him Mr. Wu.

XERNMWEE. RIKMRE.
——Wal-Mart is named after its founder, Sam Walton.

FKRE UM AR « RREHE.
—We look on our job as an honor.

BAILLB T TR,
—This room serves as the copy room.

XA ERE=E.
2. BBRYIHA

AR EiE+seem FREH A +RE
B B BB IAF “look”. “seem”. “feel”. “appear”. “sound”. “tastes”
%.
Example:
—That seems quite soon considering the nature of the product and shipping time.
ZRBE R R E, BERERIRT .




