SRS LR //'/

N

#hE%E KR BEX/EHR

h

(o)\ AEE T KFHMAE

DALIAN UNIVERSITY OF TECHNOLOGY PRESS




i kBEH HKEX
BlE&R xN#Ex B4
£ LEX SAE HEF
A % FHEk RAX
gk f A

IS LS R S



© HB%E, REHBFEX 2004

EHEMSE (CIP) KT

HREEBERWE 7 RIBHE, RIEE, BEXEHR . —K&E . KEBTK
2= HRRAL, 2004. 9

HEEREER WA EH

ISBN 7-5611-2684-0

L 4b I O Q% OB M. IR —HE—HE¥
B—#4# V. H31

[ iR A B 454 CIP BB 5 (2004) 55 088125 5

R TR AL AR

Hnk . KEMBAKE ARBART:116024
B 15:0411-84708842 {5 H :0411-84701466 R :0411-84707961
E-mail: dutp@ dutp. cn  URL: http: //www. dutp. cn

REBTERRMARARGE  KEBITREHRERTT

PEER:185mm x230mm  EfFK:12  F¥.245 FF
N 1~5 000 it
204 E9 AE 1R 2004 £ 9 A% 1 WENRY

RERE .- # B - 4 EiE
HE®RIT K *

EHr:16.00 3T



B A BER A HET, ATERKFEFRFibe E LARMER
HEE BAAREEAR  AABAL, H01EETF 1997 F A ERRF
AUELRBTRART D A58, 2> AWAHM, F(ART H £5).
(AT SRR EAXEHR) (BFRT HLE) AR (RETTLR), 2idx
5 BHEFER, BRNHBEINGARUR LT X HFRRGE LR, Z
45| AT S B RRARF R 8 AR F A6 — BT, TR F AL
FREHEE, RMUEREF G, LARNL2HF, IKARETHATHT
TREGEAR HAFARSALEZA I AN S LR, LERR S TRES
FERT I FRABLIATHEFRS  ANTBRBERFLFHE —
Htefa X 2T, R TIAR%, THEHFE KGR, AR LML L
HIF, BAAMELETERIEIRTLIFRLHHGLLERENBET 55w
AR #EM, p(RiERReRF)AFTHEHF). UrHLRARAEELIE)
B RFEIELED,

AEFNHEMOBFERAANETL . BTH, RAERRNEE, LHARBHEA
Mo R BBARFEHEIANR AL ZHEBR AHLSEZ . ELXE,
KERFLAH GBRAE AT, FELTRINL, FERARS, 7ER
ERE T EPEFRE,

ARFNEMTHAIZTERFLE RESTLFE BAKTFEAALSR
BXZF OAXFEERAEAS LAEMKXALAFiEY,

& F
FRESNRIEFBIIEFB
2004. 8



Lesson 3 Inquiry FHIFR covereerernrr et teesssciaaines 11

Lesson 4 Offer FREF ~-ovvverorerrreermenmiiiiiianieeas Ceeresnerinersisenans cerrane ceeene 17
Lesson 5 On Price #T 4§ -+ B S P SN Cereseecestieticitentiiinttiinsees cesaes cerareeans <23
Lesson 6 Order T oreeeerreroenerneentiniiiiiiiiio, ceseees cessrssrassanes veassene oreseees 27
Lesson 7 Discount FrF «oeeverereernramioamiiiini.. Ceeeteearececereisiiaeaes R verreane Cersieeaed 32
Lesson 8 Terms of Payment ATERTFT TR, cevverremmnrmnn e 38
Lesson 9 Time of Shipment %iz—_;ﬂtj'"ﬁ] ..................................................................... 43
Lesson 10 Packing @‘% ...................................................................................... 48
Lesson 11 Insurance {%pﬁ .................................................................................... 54
Lesson 12 Commodity Inspections 'ﬁ[ﬁ,ﬁ% ............................................................ 66
Lesson 13 Signing the Contract g_:g[ﬁj .................................................................. 73
Lesson 14 Execution of the Contract JHAT AR} --oovevreerrmreremmsmmenniiiiiciiininnneen, 78
Lesson 15 Complaints jﬁgg ................................................................................. 83
Lesson 16 Claims ?ﬂ% ....................................................................................... 87
Lesson 17 Settlement fRILZY LY ooccereerrentimiiiiiiiiii it c ettt ee e aaees 94
Lesson 18 Arbitration fif «----cevererrrermiricnonniiiinin. L P 101
Lesson 19 Agency Lo P P P P P O 108
Lesson 20 Commission flJZ ++ervrerrsrerrermrittiiiitiit et erenen e s 116
Lesson 21 Quota T TR R Rt 122
Lesson 22 Import License [ JFHJIE -+-c-eeereeeeermemmmemmiiimeiii e, 128



LCSSOH 23 Commpensat:ion Trade *I\%‘ﬁg ............................................................ 135

Lesson 24 Joint Venture & BEARMl -+ sseeeeesseeessuerneniiiinie ittt ettt aia e 144
Lesson 25 Barter Trade Fy BTG ovvrrerrrrrmreremniiiiiiii e tsens e saaeaans 152
Lesson 26 Consignment Sale = s 159
" Lesson 27 Calling for a Bid 2 Y 164
Lesson 28 Registration Of Trade Marks BIARIEME <-eevvveeerremnrirmnniiiiinniiiiiiiinnnnnnn, 170
Lesson 29 In the Restaurant ZRJEFIEE --cvccvverereermmttininrnininciiin e cieaens 178
Lesson 30 Airport Departure HLIGIEST «++ereereererreereermnimsimninsinninisteisiesesessessenseses 183



_ Lesson

Meeting at the Airport
#= 1l

(Introduction,

When meeting foreign businesspeople at the airport, you’d better take the following
factors into consideration.

a. Business attire It is usually advisable to wear a business suit because clothing can
often tell you more about a person or situation than does direct verbal communica-
tion. It can also help you present yourself in the most favorable light.

b. Greetings Greeting is accompanied by an introduction and a warm handshake is
customary. In business circles, business cards are generally expected but not always a
necessity. Academic and professional titles are sometimes used in business circles,
and you should be careful to note it whenever this is the case.

c. Conversation You may take the lead to talk with the foreign businesspeople. Inquiries
about the journey, weather and rest will be safe topics, but avoid initiating some
personal conversations.

¢Dialogue A,

(Lin Fang, the office director of the Dalian Foreign Trade Company goes to the airport to
meet Mr. Brown from America. )

Lin: Excuse me, are you Mr. Brown from America?
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Smith:

Lin:
Smith:
Lin:
Smith:

Lin:
Smith:
Lin:
Brown
Lin:

Brown:

Lin:

Brown:

Lin:

Brown:

Lin:

Brown:

Lin:

No,!’m afraid you’ve made a mistake. My name is Smith and I’m from
America. | have just got off the plane.

I’m sorry. | have got the wrong person.

It doesn’t matter.

Can you point out Mr. John Brown to me? He has just arrived from Texas.

I think | can. See that tall man over there. He is Mr. John Brown from Texas.
He and | came by the same airplane.

Thank you. Coodbye.

Bye.

Excuse me, you must be Mr. Brown from America.
Yes, I’'m John Brown from America.

How do you do, Mr. Brown? I’ m Lin Fang, the office director of the Dalian
Foreign Trade Company.

How do you do, Miss Lin?

You are welcome to Dalian, Mr. Brown.

Thank you, Miss Lin. | have been looking forward to this trip. It was very good
of you to invite me.

It’ s a pleasure for us to meet a friend who has done such good work in pro-
moting our mutual trade.

It’s very nice of you to say so, but nothing can really be done without our close
cooperation.

Right. I’m sure we’ll do even better in the future. Hope you had a good trip.
I had a very pleasant flight.

I” m very glad to hear that. The waiting room is over there. Let’ s take a short
rest there. Then we are going through the formalities.
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(Dialogue B,

(Mr. Wang from China Import and Export Corporation goes to the airport to meet Mr.
White from the U.S.. Mr. White is coming for a business contact. )

Wang:
White:
Wang:
White:

Wang:
White:
Wang:
White:
Wang:
White:
Wang:
White:
Wang:
White:

Excuse me, are you Mr. White from the United States?

Yes. So you are. ..

I’m Wang Lin from China Import and Export Corporation. This is my card.
How do you do, Mr. Wang? My card for you. Thanks for your coming to meet
me here.

My pleasure. Welcome to China. How’s your flight?

Just pleasant. Nice weather and excellent service.

Good. Our car is waiting over there.

Then, let’s go.

Is this your first visit to China?

Yes, | hope it won’t be my last.

Direct contacts are good for both sides.

You’re quite right. And that’s why 1I’m here.

I hope you will have pleasant stay here.

Thanks. 1I'm sure I will.
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__ New Words & Expressi

e mistake

n. 18

* get off TEHLCKE KE)
* point out 4

o Texas BIEREH M (XEM L)
e airplane n. &

e director n. E£F

» look forward to 7i9°:}

« pleasure n. B, MR

e invite v. #iF

e promote v. &% ,188

e mutual adj. HARRY, BILEY
* cooperation n. &1

* future n. X3k

* go through HE(F5)

o formality n. F4

e import n & v. #0O

e export n & v. o

e contact n & v. R, E¥x
« flight n. i

o direct adj. EEH
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Dialogue C

Fill in the blanks in the dialogue using the words given below:

manager, airport, opportunity, trip, flight,
Excuse, promote, introduce, enjoy, meet

A: 1 me, you must be Mr. West from the United States.

B: That’s right. I’'m johnny West. You are. .. ?

A: I’ m Xia Ning, from China New Times Corporation. Our 2 Mr. Ma has asked
metocometo 3  you.

B: How do you do, Miss Xia? Thanks for coming tothe 4 to meet me.

: How doyoudo? May | 5 you to Mrs. Huang, the director of our office? She has

made a special 6  to come and meet you.

How do you do, Mrs. Huang? Nice to see you.

: Nice to see you, too. How isyour 7 2

>

It’s pleasant. Thank you.
: I’'m glad to hear that. Hope you’ll 8  your stay here.
: It’s a pleasure to have an __ 9 to come to Shanghai.

NN ®O®

: We hope your visit will __ 10 our mutual understanding and reinforce our business

relations.

1. Excuse 2. manager 3. meet 4. airport 5. introduce
6. trip 7. flight 8. enjoy 9. opportunity  10. promote




The First Meeting
FE-REW

Introduction-
k_-—_/

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 im-
portant undertakings in the field of foreign trade. In the first meeting, the following as-
pects should be considered:

a. presenting oneself in terms of one’s job;

b. finding points of common interest so that the conversation can run smoothly;
c. introducing the company or the business;

d. showing interests in buying or selling a certain product.

To firms engaged in foreign trade, business connections are valuable. Therefore,
traders must not only do everything possible to consolidate their established relations with
firms having previous business but also develop and revitalize their trade by searching for
new connections from time to time.

pitlague 4

Li: Good morning, Mr. Black.
Black:  Good morning. I'm glad to meet you.
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Li:
Black:

Li:
Black:
Li:
Black:
Li:
Black:
Li:

Black:
Li:
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Dialogue B,

So am I! Well, 1 think you know our corporation. This is my card.

Oh, yes. 1’ve known the name long before, but I have never had the pleasure
of doing any business with you. And this is my card.

But from now on | hope you will. Our cgrporation is a big business in pro-
ducing electrical appliances, and we hope to have joint venture with your
company.

We are quite interested in it. Would you tell me some more details, please?
Sure. We’re thinking of joint venture with you in selling our products.

What are your terms and conditions on joint participation?

Please have a look at the detailed terms.

All right. We basically agree to the joint participation with you. But about the
details we may have a further discussion.

Then, we’re going to sign the contract next week and | hope some day we can
sign a long —term agreement.

I hope so, too. It’s nice to have met you.

Me, too. ‘
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Chen:
Smith:
Chen:
Smith:
Chen:
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Chen:

Smith:
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~ New Words & E ‘

Glad to meet you, Miss Chen.

Welcome to our company.

Thank you for your invitation.

We’ ve been doing good business with each other. | hope our cooperation will
be further promoted by your visit.

I do hope so. Your development of toy products has been remarkable. And I’d
like to order some of the newly designed products from your company this time.
Our company is a big business in toy products. You may choose whatever you
like best. :

Would you tell me some more details?

With pleasure. Why not go to the showroom? I’ll show you around. We have
all kinds of products displayed there.

Good idea! Let’s go!

REVFIREN, LEMEE. REKT, AAMELHE,
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e corporation n. 24H]

» electrical appliance A%

e joint venture %

* detail n. 4%

e term n. &

* participation n. A ,&m



Lesson 2 the First Meeting

e basically adv. 7
o discussion n. Wig

e sign v. &iT

e long —term adj. KK
e agreement n. Bl

e invitation n. #BiE

e cooperation n. &1

o development n Fx

e toy n. IR

e remarkable adj. R AM
e design v. &n. &it
» showroom n BEWE

e show around HEANEERF, HRASR
o display v. BR

Dialogue C.;

Fill in the blanks in the dialogue using the words given below:

n>»® >0 >

Welcome, comments, initial, assure, rest, come,
consideration, stay, arrangements, chance

: Good morning, Mr. Brown. | guess you’ve had a good __1

: Thank you.

: Mr. Brown, Mr. Jones, our manager has __2  to see you.

: Oh, very good.

: Mr. Jones, this is Mr. Brown. Mr. Brown, this is Mr. Jones.

: How do you do, Mr. Brown? __3 to Dalian. | hope you’ll have a pleasant __4

here.

: Thank you, Mr. jones. I’m very happy to have this __5__to visit your company. it

was very kind of you to invite me.

: Not at all. It’s my pleasure. And by the way, Mr. Brown, 1’d like to have your

6 onthe 7 arrangements we’ve made for your stay in China if you don’t
mind.

: 1’d like to know them first.
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C: Mr. Brown, | have written down the __8 . Please take a look at them.

B: Great. Thank you. This is my first visit to your company. I’d appreciate your kind
9 __in the coming negotiations.

C: We are very happy to be of help. | can __10__ you of our close cooperation.

1. rest 2. come 3. Welcome 4. stay 5. chance

6. comments 7. initial 8. arrangements 9. consideration  10. assure




Inquiry
H B

(Introduction>

In foreign trade, inquiries are usually made by the buyers without engagement to get

information about the goods to be ordered, such as price, catalogues, delivery date and
other terms. It is essential in making inquiries to consider carefully to which regions the
inquiries are to be sent and how many suppliers are to be approached in one and the
same region. Failure to take into consideration the relevant situation would lead to an
adverse effect on future transactions.

A “first inquiry”, that is, an inquiry to a supplier whom you have not previously
dealt with, should begin by telling him how you obtained his name. Some details of your
own business, such as the kind of goods handled, quantities needed, usual terms of
trade and any information likely to enable the supplier to decide what he can do for you,
will also help.

Dialogue A,

Smith: 1’m glad to have the opportunity of visiting your company. | hope we can do
business together.

Ding:  It’s a great pleasure to meet you, Mr. Smith. | believe you have seen our ex-
hibition in the showroom. What is it in particular you are interested in?



