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In export and import business, we are doing business in '
international market and dealing with foreign clients. It is quite '

complicated and most changeful so business preparation is quite

important and necessary.

following things before trade: 1) investigating foreign market;

2) getting familiar with the available suppliers for our goods;

3) choosing clients and establishing business relations.

As an importer, the preparation includes two aspects:

1) investigation: checking the market price, supply,

clients; 2) establishing business relations.

international business.
Task 1.

research; Task 3:

formalities for business; Task 2:
Task 4.

tasks:

finding a client;

practice the above five skills,

The first task — formalities for business — is designed to !

After

help you have a general idea of international trade.

reading this part, you will know the whole process of trade.

Task 1: Formalities for Business (X% 5 i 2)

As a beginner in international trade, the most important |
thing you want to know is what you should do in export and '

import business, though it is not so easy for you to read it now !

because you need a lot of basic knowledge first. However,

after grasping all the basic knowledge, your patience might dry !
up. Thus in order to cater for your great curiosity, in this first

task section, we will give you a general idea of the export and |

import procedure.

understand  something completely for you

knowledge. After finishing the rest four projects, you will

understand this part completely when you read it once more.

So don’t worry about it.

You'll finish the preparation in five
market

establishing W

 checking credit; B¥{E A

business relations; Task 5: checking credit of client. After you !

¢ @ : ¢ i e 4 ini -
finish these tasks, there will be “compound training” for you to compound training: 48

il

That is to say sometimes you cannot

lack basic

385 W 4 £ BEAUEE
BFE R %, 3k H
B L ST A 45 %
R Mo E A,

As an exporter, we must make sure we've already done the client: 26

| business preparation: 2&
B

investigate: JEHf
available supplier: ¥ 4
CWTR

and : J
i business relations: V. 4%

|

In this project, you are required to get well prepared for

formalities for business:

procedure: i
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1. International Trade Flow Chart (AFZ § A2 H)

l Market Research Fﬁfhiﬁﬁ?l

| Finda Client 4% 1" ]

Establish Business Relations

%Xk A

| Enquiry i)t ]

I Check the Credit %15 1H4 I

| Offer % £t |

| Negotiation £ |

I Counter-offer i £t l

| Contract ZiT &[4 |

| Acceptance $%% I

r Execution of Contract & [&] & 17

| Examination and Amendment of L/C {5 HilF

Invoice Elk %

w
Packing List %gﬁz

Certificate of Inspection
PR IES

| Preparation of Goods & ¢

lI]spection Application #j#4

r Booking Spaces iT# I

l Cover Insurance $%{# Insurance Policy {# & T
Preparation
for Payment

[ Customs Formalities 3 J 2

Bill of Lading & #.

Felllement of Disputes fi ik 4+ v I

I Shipment %%
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The above is a flow chart for general international

business.

Then we will briefly explain each item in it and you are

only required to have a general idea of international trade :

procedure.

2. General Procedure (—#%%42)

(1) Market research (Ti3%E#}). Market research means
that traders will collect the information about clients. Most of
the time they will ask the following questions: What are our
existing clients? What are our potential clients? What kind of
goods or services do our clients need? Why do they buy? And
so on. International market research usually includes two

parts: investigation of international market and of overseas

clients.

(2) Finding a client (53 % F'). After market research,

the exporter or importer will determine whether the market is

' target market: EHERT
 target client; HFFES
establish business relations with them. Generally we can find

 medin, B4k
institution; Ik

satisfactory. If it is, then it will be classified as target market.
So we should find the potential client or target client here and

the target client through media like newspaper, magazine;

through recommendations from friends and institutions;
through the Internet, etc.
(3) Establishing business relations (#3755 & &).

When we find our target client, we can try to establish business
relations with them. Generally we will establish business
relations with the target client through two ways: First, we
can send our representative to their country and talk with
them; Second, we can write to them. With the development of
telecommunication, most traders prefer writing to their clients

rather than visiting them, for the former way is cheaper but :

still effective. So we are focusing on it in this book.

(4) Checking the credit (J{Fi#). It is difficult to get
information about the credit and economic status of our client a

long distance away. However, you’'ll have to take the risk of

being cheated if you do not know your client enough.

' flow chart; WAL

existing client: A% /2
potential client: #FEZ



So after setting up business relations with our clients, we
should check the following things about them: capital,

reputation, variety of goods, number of personnel, record of

business and so on.

(5) Negotiation (B ).
relations, the exporter and importer will send inquiry and
offer. Usually the importer will inquire the price and write the

inquiry letter and the exporter will offer the price that is called

into four stages: inquiry, offer, counter-offer, and acceptance, . counter-offer, ¥k

among which “offer” and “acceptance” are the most important.
After acceptance, importer and exporter can sign a contract.

(6) Signing a contract (%17 & [A]).

agreement, All the former letters are evidence of the contract.

Generally the contract takes two forms in our country: !

sales contract and sales confirmation. The contract contains all :

sales contract: #4854 R

the terms and conditions the traders have reached in negotiation

stage such as name of commodities, specifications, price, !

A

quantity, quality, packing etc.

(7) Execution of contract (& [R]JE17). After signing the
[l 4k

. . specification: $LHE
According to U. N. CONVENTION OF CONTRACTS FOR :

THE INTERNATIONAL SALE OF GOODS (B4 EE 5 | (a M i i
Y5 A R /A2)), the buyer and seller have the following

contract, the buyer and seller will perform the contract.

obligations:

Chapter II: Obligations of the Seller. Article 30: The

seller must deliver the goods,

relating to them and transfer the property in the goods, as

required by the contract and this Convention.

A R = RBUE . AR RA R A L AR ELE , AR
Y1, B Y 5 RYA KB B RY AL

Chapter III; Obligations of the Buyer. Article 53: The

buyer must pay the price for the goods and take delivery of

hand over any documents !

WiH— RZ5#EE 005

| capital: ¥F4
reputation; {2
personnel: & T

record of business: 72 5
After establishing business iR
 inquiry: #IE
. offer: &%
inquire: #a]

offer letter. Generally the negotiation procedure can be divided

| acceptance: 3%
© contract: &F
After offer and

acceptance, the importer and exporter can write a contract

sales confirmation: &4

terms and conditions: &

4 [ 2 4) (United
Nations Convention on
Contracts of International
Sales of Goods) 2 Hi B
AEERRASEERR
2 & R il € 19, 1980
AEAE HE DN AT I Ab
R ERGE .
AYT 198841 H 1
HIERA%. 1986 4
128 11 B, REXF
B, |E 2010 4
8 A EHER B I LA
AdtA 76 MEZK.
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them as required by the contract and this Convention.

RAB=FEI A ZRAE . L BT R A R AA LS A BE S A%
Yt AR ) . '

@ About L/C (£ F{EHiE). The full name of L/C is

“letter of credit”. It is a written commitment to pay, by a

L/C guarantees payment of a specified sum of money to seller if guaraﬁtee: R
conditions and terms: &K

Usually at the beginning of contract fulfillment, L/C is :

he meets precisely the conditions and terms in the L/C.

the first step if the contract is under L/C payment. It is
preferred by both parties, especially the seller. If the seller
finishes all the things, the bank must pay. So in international
trade, the exporter will require to get an L/C before making
the goods ready because if the seller prepares the goods first, it

will be a big risk for the seller if the buyer goes back on his

words.

@ Preparation of goods (£5%%). After getting the correct
L/C, the exporter should make the goods ready. In this stage,

the exporter must supervise the production process to

guarantee that the quality, performance, packing, and !

specifications etc. comply with the contract.

@ Inspection application (B i B K ). According to

relative laws and regulations, the goods should be inspected.

Generally the popular reasons for goods to be inspected are:
The exported goods are listed in the Legal Inspectioni
Catalogue®; The L/C or contract regulates that the goods

should be inspected; In order to avoid future disputes, the

exporter and importer will make the goods inspected.

@ Booking spaces (#l fff iT #8). In international
transportation, the relative parties are: carrier, shipping agent

and owner of the goods. There are varieties of ways to deliver : shipping agent: {8

@ Some law or regulation stipulates that the goods must be inspected
before being exported.

written commitment; 43

- RE

buyer’s or importer’s bank to seller’s or exporter’s bank. An

supervise: i

relative laws: K&
HARMRCREAR
SeAnE R A
1) (P N RIEM
35 5 A A
B (R ARIEE
TR TR RER ) (R
AN R SER E o T
ERYE,

carrier; 7Kz A\



the goods: by ocean, by rail, by road, by air, etc. In order to '

deliver the goods cheaply and effectively, the buyer and

seller should design a proper transport clause, choose an

of transport.

® Covering insurance (#1%). Due to the long distance
between export and import countries, the goods may experience
more risks in transit. In order to safeguard the benefits of
traders, the exporter or importer should cover insurance for

their goods. Usually the exporter and importer should follow

the steps listed here:

Set insurance clause (3737 4RS 520
U
Determine insurer (#f5E &% A)
4
Cover insurance ()
¢
Insurance claims (ffF&RE)

® Export customs formalities (i [T£%). The goods will
be supervised when you declare to the customs. Clearance is supervise: W
. declare; B4

@ Shipment (%%£iz). With release stamp from customs, release stamp: KIZFE

compulsory in international trade.

the goods can be loaded to the conveyance. According to
different trade terms, the seller is required to load the goods in

different places. You will be quite acquainted with this after |

you learn these terms in the following sectors.

Documentation (3¢ 8. It is a principle for the payment
to be exchanged with documents. It is impossible for the
payment to be exchanged with goods because there is long
distance between export country and import country. Thus in

international trade, we use documents. The documents documents: Hi4E

represent the goods.

mE— wsies 007

- transport clause: &

e

appropriate transport method and have the general knowledge

cover insurance; ${§

trade terms: % 5 R
A8, LR B OR R
(price tpmgs)_gEE&
6 [ bR A 5 LB
FEH Y, RSk R L3S
s B # N 38 B Rk
4, W 5 3K S T K
W, FEAE . 2 R4 4
g EII G

@© Checking the documents (% H.). Documents are 1
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very important to the importer., It is not only payment |
equivalents but also credentials to check whether the goods
are in accordance with the contract. So the importer and his
bank should check the documents offered by the seller as
carefully as possible.
@0 Payment (3% f}). If there are no mistakes in the
documents, then the payment will be effected. There are a lot
of ways in international trade to pay, for example, T/T
(telegraphic transfer HJ[.), D/P (documents against payment
fF#3EH#.) , L/C(letter of credit {FiE) and so on.
@ Collecting goods (#£%%). Getting the documents, the
importer can prepare to take the goods. Similarly, the importer
should also make the goods inspected and declared before
unloading. After import declaration, the buyer can take the
goods from the carrier.
(8) Settlement of disputes (f#H5+%i). A dispute arises
when one of the parties is unable to fulfill its responsibilities
according to the contract. '
After getting the goods, if the buyer finds some problems
in quality, quantity, packing or other aspects, he may lodge a
claim. lodge a claim. #H %k
Generally there are three popular ways in international
trade to settle the disputes: mediation by negotiation, lawsuit | mediation: BN
and arbitration. lawsuit: PF1A
arbitration: f##
Task 2: Market Research (TH37E#) :
With the knowledge of import and export formalities, now
we can learn each step of one international business. Generally
the first step for the importer and exporter is investigating the investigate: JE#
market.
As a trader we should be quite familiar with the target
market. At this step we usually will collect three kinds of
information: -information about the country or region;
information of market; information of clients. The following content: W&

table shows the contents of your investigation. © investigation: WHf



1. Contents of Market Research (A& A %)

In this category you should get the macro-factors of the

. country:
Information of i

country or
region

General situation: population, area, language, etc.
Politics: policies, trade relations with our country
Economy: abundant resources, GDP, employment
Foreign trade: trade volume, trade partners, etc.

You should know your product and market:
Salable product requirements: variety, specifications,
material, color, packing and brand

Information of | Market competition: main suppliers, main consumers,
market market volume

Marketing channel: wholesalers, retailers, agents
After-sales service: supply of spares, training,
protecting and maintaining

. Political attitude: political background, attitude
Information of

fioat Social class: position of the client in economy and
clien

politics

With the above information, we dare to trade with the

client. Then here comes the second question: How can we get '

the above information? So this is the skill we will learn in this

section.

Generally we should follow the following four steps:

o] [

Determine research Draw up research result iid
objectives =>| research project |=)| project |=) write report

(W5 VBt B 4r) CHIPT B RD (€ Ko (Ui 5
B+ s

BERE)

2. Investigation Procedure (8 & it 42)
(1) Determine research objectives (i & ¥ #f H #5).

Generally you will have some problems about the market. For
example: You are not familiar with the market; You don’t familiar; &

. salable: E®H

know whether your goods are salable in the market; Or you :

want to find out the reason why your goods are not salable in

ma— xses 009

category: #f4>
macro-factors: ZMHE
general situation: HE#

. trade relation: H5KF
abundant: F#

. trade volume: 5%

. trade partner; ${5{kf¥
variety: FfiZ
specification; FL#&

- supplier; Bt

. market volume: Tis%Ht
after-sales service: # J5
W%

- supply of spares; AL f4
e
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the market. These problems are your objectives to investigate

the market.

Finding problems is quite important in international trade.

Suppose you were an exporter of garments. Recently the

garment; fi2%E

sale of garments is decreasing. Now you should find out the |
problems or reasons.
— Is the packing proper?

— What about the advertisement?

i W§!’10uld’the “style of the garments be modified‘? etc.

So the above problems are your research objectives when

you do research of the market.

(2) Draw up a research project (il 317 JE#Fi1%I). With the
above problems, now you should work out a plan to settle
them. This plan is called research project. Generally a research
project includes two parts: What kind of information do you

need to settle the problem? How to get the information? Let us

continue with the above example.

As the exporter of garments, you want to find out what is

the main reason leading to the decrease in sales. Thus you

list the following information which will help you to
determine the root cause.
— Has the consumers’ demand of advertisement mode
changed?
— Has the culture or economy changed in the market?
— Is there any new standard about packing?

— Has the fashion or consumers’ taste changed?

— What about our competitors? etc.
R W w

i e

R i g ‘ i v a8

So you should list the above information you need. And it

is your research project.

(3) Carry out the research project (AT ¥ & it X).

Carrying out the research project means to collect, process and
analyze the data information. Generally we will entrust some

L B

“research corporations” to do it for it is comparatively effective :

i ‘objective: HER

. research objectives: VA

Hr

root cause; FRA A
mode: X

, standard; Rifi

research corporation:



and cheap,

Usually, to a trading company, carrying out a research project '

mE— xsws 011

includes three steps: select a reliable research company;

communicate with these companies; sign the contract of market :

research.

D Select a reliable research company (#5438 HITEBFA F)D.

More and more research companies have emerged in China with |

the increasing demand of market research. Then which research

company is suitable for you? You should weigh the price and service '

of market research. The following table? shows the popular

research companies in China for your reference.
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