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Jusiness Relations
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1. Professional magazines, advertisements and exhibitions(F /. Z¢ & . & FEW) ;

. Business friends and old customers(F§ 5 &K 80 % ) ;
Market research (7 & HF) ; f
Banks(4217) ;

Chambers of Commerce in foreign countries(#h [ R <) ;

Chinese Commercial Counselor’s Office in foreign countries( 1 [ 3 4M 5 % S 80 4b) 5
Trade Directory(%{ 515 5) ; ‘

The Internet (K¢ ).
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SHERRRD
Section Il

Dialogue 1

A: Excuse me, are you Mr. Gray from New York?

Yes. You are ...? [

>

I’'m Liu Yang from Sunshine Import and Export Company.

How do you do, Mr. Liu? Thanks a lot for meeting me here.

You're welcome. It’s my pleasure to meet you.

: Do you know where the baggage claim area is? I have three pieces of baggage there.

>Uﬂ?w

: Oh, it’s over there. Please follow me this way. Let’s go and pick up your baggage.

: OK. With your help, I feel more relaxed.

>

: How was your flight?

I enjoyed it very much. Good food and good service.

g

Is this your first visit to Shanghai?
Yes.

.

We are glad you came to visit us in person.

Thank you again for meeting my plane.

It is the least we can do, since you have traveled so far to see us.

It can always make negotiations easier if we talk to each other face to face.

:>w3>cu>w

I think so, too. Well, here’s the baggage claim area. Please show them the baggage

claim tag.

A: Welcome to our company, Mr. Gray.
B: Nice to meet you at your office, Ms. Jiang. We've heard you're one of the leading
import and export companies in Shanghai.

A; Yes. We are importing and exporting a wide range of goods and have been in this line

for more than 20 years. Our main products are garments. In recent years, demands
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both from home and abroad are getting much higher.

B: You're right. People in my country love silk clothes more and more, especially those made
in China. I hope this time I may place a large order for Chinese traditional silk clothes.

A: 1 think you’'ve come to a right company. Our silk clothes enjoy a high reputation in
the European market. They also sell very well in the U.S.A. We offer many
different colors and styles, good quality and reasonable prices.

B: Can you show me a pamphlet about your company and your latest silk clothes? I want
to know more about your company and your products.

A: Here you are. And we can also show you some samples. Let’s go to the sample room.
This way, please.

B: Well, I think I'm very interested in your products, especially Article No.216, and No.358.

A: I’'m so glad you are satisfied with our products. Let’s come back to my office and have

a negotiation on more details.

Dialogue 3
A: Mr. Gray, I came to New York with another purpose. That is to seek possibilities of

establishing long-term trade relations with your company.

%

: Your desire coincides with ours, but ...

A: I'm afraid you are worried about our financial position, credit standing and trade
reputation. To be sure of that, you may refer to Bank of China, New York Branch,
or to our local chamber of commerce.

B: Thank you for your information. I think that establishing long-term business relations

between us will be of benefit to both of us, and will bring about closer ties between us.

A: It is my first visit to your company. I'd appreciate your kind consideration in future negotiations.

B: We are very happy to be of some help. I can assure you of our good cooperation.

A: You can always expect fair deals with us.

B: One of our principles is to see to it that contracts are honored and commercial
integrity maintained.

A: If your prices are reasonable, I'll give you a special inquiry.

B: Then, we’ll try to make an offer as soon as possible, I hope a lot of business will be

put through between us.
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Section Il

1. Words and Expressions
1) the baggage claim area {7224 B4t
2) the baggage claim tag f72%fi§
3) pamphlet /MFF
4) establish long-term trade relations with ... - LKA S KR
5) financial position, credit standing and trade reputation W% {R 8¢ .15 F s 2%
6) scope & E L
7). make a deal with i35 5
8) refer to sb. for sth. [ AFTIF (#if)) K&
9) specialize in H[JNFH; L&
10) contact Seeoor BEER , oo BEfl BE R, K R

2. Typical Sentences

1) It can always make negotiations easier if we talk to each other face to face. [fj%f i i35 4% 4
AEIE SR R L,

2) We've heard you’re one of the leading import and export companies in Shanghai. {107

CRAFAREWEBEREROATZ |

3) We've heard you’re in the market for Electric Appliances. {107 BLAR 114 2% Wy 3L Ha, 28 7= &

4) From China Council for the Promotion of International Trade we’ve known you’re one of
the leading importers of chemicals. {7 [ [H b5 7 542 % 012 T2 MR T 5
WEEHOBZ—.

5) We are glad to enter into business relations with you. {110 & B 5T T4 L&,

6) Your desire to establish business relations with us coincides with ours. S NESE BN s
KANERSRMWHEY S .

7) That is to seek possibilities of establishiﬁg long-term trade relations with your company.
B F A B A F LK RS kR AT R,

8) I've decided to come here in person to explore the possibility of establishing business
relations with you. IR E & B 25X Bk, LR XUy #7545 % R T etk .

9) I think that establishing long-term business relations between us will be of benefit to both of
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,.

us, and will bring about closer ties between us. AR Z B E L KM FEF LR BHFH T
BATIOT . R M RATZ B KR E R ED .

10) One of our principles is to see to it that contracts are honored and commercial integrity
maintained. AT —FKFN 5 LEES R SFEH.

11) As you know, -we’ve been doing business on the basis of equality and mutual benefit. FaIR
I RGE I, FATT— BAE V55 BRI A Sl E TR 5 KRR

12) We hope to have a business talk with you. AT HEESRANTHATIL 55K .

13) Your letter expressing the hope of entering into business connections with us has been
received with many thanks. 530 Al @ 5WATE N F R RZWERBMCLUE], ERHE.

14) In order to increase our export business to your country, we hope to establish direct business
relations with your corporation. 2 7 34 IR ATx 5 E A H 0k 55, B 145 B 0 5t 7 g i
HERRH KR,

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

services. Mg B SWATE RS, BRI —E RN R RMAHEHOMRS .

Complete the Following Sentences Orally.
1) We’d like to introduce ourselves one of the leading exporters of a wide range of
electronic products.
2) Specializing in the export of Japanese kitchen gadgets, we have a strong desire to trade
you in this line.
3) As the item falls within the scope of our business activities, we shall be pleased to enter
direct business relations with you.
4). Your Chamber of Commerce recommended you as a possible agent our products in
your country.
5) We are willing to establish business relations with you - the basis of equal, mutual

benefit and exchanging what one has for what one needs.

6) We are convinced that joint efforts, more business between us will be developed.
7) You can choose three different types and you can select any one of four different
sizes.
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8) We now avail ourselves this opportunity to communicate with you and see if we

can set up business relations by a start of some practical transactions.

9) If you can assure us of workable prices, excellent quality and prompt delivery, we shall be
able to deal these goods on a substantial scale.

10) We work for leather products only for two years, but we are in a position to place large

orders competitive suppliers.

2. Interpret the Following Sentences.
D mpy BERSR . RITBEERERERTELLF XA,
) NPHBTAAGTERE, RARASEHENHL WS BRAFABESRAFE T FEXK.
D RAFRPELHA[EH NN ELE, MiE=HER TR LS EE.
O EF-BHFABOF RIMCLEREET 20 B4ET .,
5 BAME F=HSFERITHWER, AMFEH(SRARARESRITNASXR.
6) RITERBMMEN T EERETREOULSFHAFANBHADNMARNED.
D BMNAFASHIMERNTZRFHARSER . FERNAFAXN FRIDESE, E-RHEF .
8) WA R BERMNTHA RGN OB, KA XTEHA &FEE 7
9 RATFEBELILFRE S RHRNZEHEEETF KRS HAHE.
10) AT REMY  HFERNZMRBBRFEER,

3. Act out the Short Dialogues by Interpreting the Chinese Sentences.
1) A: Good afternoon. I'm John Gray from New York. Here’s my business card.
B: 43 « ME LA AMKRE, WERR .
2) A: What’s your main product, Mr. Jiang?
B: RITEETEME.
DA BEH#—FTHRRARFA?
B: I’'m very glad to be of any help. We export chemical fertilizer.
4) A.: I was referred to you by Johnson & Brothers, your old customer. They speak highly of
your commercial integrity.
B: . RIOSEREREHIBAESE . SFHEH.
5 A: RITREFRRNZ B K SEXRIATREN:,
B: That’s exactly what we are thinking about.
6) A: Would you introduce your company briefly, please?

B: RMNFELERT I &HEONES  E4EH 30 BET,
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7) A: Have you got any change of your products?
B: AT —EHAERBRA™ 5B KF, LA R T HKER.
8) A: TR X T MY 3 W AL FAT Z 18 B9 32 5 EGIA .
B: It’s my pleasure to make such an arrangement.
9) A: Would you please give us a brief account of the practices you have adopted?
B: MARATLL, AT E R AR FR 15 0%
10) A: Could you give me an introduction to your products?
B: #F#. N T ibARATX FBLAE AT 4kt 11 7= S A KB T RAB SR AITTIL6 S it B %
BAMARE.

4. Create a Dialogue According to the Following Situation.
1) Your main product: garments;
2) Your customer: a businessperson from Africa;
3) The purpose of the customer’s arrival at your office: to seek possibilities of establishing

trade relations with you.

Section V

What a Big Deal!

A young businessman had just started his business and rented a beautiful office. Sitting
there, he saw a man come into the outer office. Wishing to appear busy, the businessman
picked up the phone and pretended that he had a big deal working. He threw huge figures

around and made giant commitments.

Finally, he hung up and asked the visitor, “Can I help you?” The man said, “Sure. I've

come to install the phone.”




Section i

ERBFTH SR AL KR AR BRI Z 5 2 7 B EREA X %A A —)
TR (R B AR IR A R M R0 ME R R SRS E R, A EEEYSSEF
Ao P REREEN.

Z Al AT LA ARAT R AR AR HOOLR | 550 K B IR R 4 5 AR T A SR

MBRATE R SR S — MR R T . (ERARAT— B & BB 0 B AR A A Bk 2
AR BE R SRR WOk B ABATA R AT, B, A B AT A TS B L AGE T E B
RHESRARAT , T ELZE X B4 L i 155 B4R % . '

R IR B YRR B U R R R 1) 7 4R A AT R AT R 55 1k
NG EINS% .

Dialogue 1

A: Good morning, John Smith. Nice to meet you again.

B: Good morning, Mr. Lee. Me too.

A: Well, we have the intention of entering into business relations with you in the line of

the chemical products.
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vs)

vs]

: Really pleased to hear that.

: However, for safety’s sake, we would like to know the financial and credit standing
: I see. Well, you can consult our regular bank for your reference, the Commercial
: Quite good, as our usual bank is the branch of the bank, so it is very convenient to

: Couldn’t be better. What else can I do for you?

: No more. Thank you very much for your cooperation. Wish a bright future for our

: My pleasure. Do hope so.

: .Pleased to meet you.
: Nice to see you, Mr. Anderson.

: Really glad that we have established mutually beneficial business relations with each

: It is great and we wish to cooperate with you as soon as possible.

: But we just know little about your company. Would you mind telling us your regular
: No problem. Our regular bank is Bank of America. You won’t meet any difficulty in
: Really glad to hear that, and that will expedite our future trade.

: Er, can you furnish us with your reference bank?

: OK, our reference bank is Bank of China, Shanghai Branch, which, we feel sure,

z

: Thanks. Hope everything goes well as our expectations.

: It will be. Let’s cheer up for our prosperous future.

of your company, for you have been introduced to us by the Commercial Counselor’s

Office of the Chinese Embassy in your country.

Bank of Canada, which has recorded any information concerning our standing.

obtain the information.

business.

other since last week.

bank in order that we could get acquainted with your company?

obtaining the information you inquire for.

will supply you with any information.
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Dialogue 3
A.

o]

s3]

o]

Hello, this is Mr. White from Bank of Asia, Singapore Branch. Is that Mr. Johnson

speaking?

. Hello, here it is.

: I am pleased to inform you of a piece of good news. The company you have asked us is

a joint venture in China, and has enjoyed good reputation in the business circle all

over the world for nearly five decades.

: Are you sure for the information?

: Absolutely. Even they never have any bad record in the bank for their credit. They

always pay the value of the goods in time. Please rest assured to deal with them.

: OK. Anyway, how about the scale of the company?

: The company is a medium joint venture with annual import and export volumes of

USD 30,000,000 and it has preserved large reserves in the bank.

: Any more information about the cooperation?

: If your order exceeds USD 1,000,000, the company will allow you 5% discount on the

imported goods.

: Indeed nice of you to bring us the news. Thank you very much, Mr. White.

: It is my pleasure.

Section i

7. Words and Expressions
1) enter into business relations LT H X HR
2) in the line of WMWF ;2%
3) for safety’s sake HTHLHEL
4) financial and credit standing % {Z #ifi;
5) get acquainted with B&; T/
6) furnish us with your reference bank [q & F it S E4H T
7) joint venture FE A

8) enjoy good reputation EH R IiFA %
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9) rest assured B
10) annual import and export volumes 4F 3 H 7 &

2. Typical Sentences

1) The firm, which we intend to trade with, has referred us for their business standing and
credit. ATTH 5 2 #4755 15 3K B9 BT AT B R 7 181 BUAT 1A% b AT 77 ol ot A7 45 55

2) As far as we know, their financial standing is sound. #% 3 {7Hr A, 0160 0 B4R 5 B &7,

3) Any information you may furnish us with will be treated as strictly confidential.
YR I7 B B 42 A3t i 42 fo 155 0K 48 R 4R 55

4) As there was some trouble for the company’s credit in the past, we advise you to proceed
with every possible caution in dealing with it. [Hi% 2\ 8 ARG % (5 5 B ad ()R, 3 @R
S0 AT R S ST |

5) The firm you inquired for enjoys high reputation and has large financial reserves. K% i f
RAIFERY HEMEHER.,

6) They are enjoying good reputation in the business circle as they have never failed to meet
their account in time. HABATARHE R 53K MAIER A FAH RIFIEE.

7) Bank of China at your end will provide you with any information concerning our credit
standing and manners of doing business. V:ﬂﬁﬁh EBITH AR TR LR HEEMEE
e RS 77 T B BT

8) We shall appreciate it very much if you will furnish us with your opinion on the financial
status and reliabilities of the company. INEEXTZ AR AU SR F o] MR BB R FH
R

9) Please note that the information is supplied without any responsibility on our part and should be
held in strictest confidence. ¥ & , 377 %t $& {it 9 4E ] 15 B A FUL T ST AR

10) We regret very much being unable to offer you any information regarding the company. 8

HRA BB R T7 RAK T H A R HEMEER

1. Complete the Following Sentences Orally.

D stated in the previous letter, they are one of the competitive exporters of

11
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groundnuts and their reference bank is the Industrial and Commercial Bank of China.

2) We would like to know whether the company’s financial and credit status is sound so that we

can trade them.
3) We shall be grateful if you can supply us any information regarding their
reputation.

4) The company you are about to establish business relations with has enjoyed good reputation
in business circles nearly a decade.

5) Please see to it that any information available our reference bank should be held
strictly confidential.

6) We regret to inform you that the company has the difficulty meeting their account
owing to bad management and overtrading.

7) The company has named your bank a reference for our credit investigation and
your full cooperation in this respect will be highly appreciated.

8) We shall be pleased know whether they have the reputation of paying punctually
and their financial standing is considered sound.

9) We should draw your attention to the fact that the information is given in confidence and
without any responsibility our part.

10) It will be appreciated if you can obtain the credit status of the firm, which has been

introduced to us by Chamber of Commerce of China your end.

2. Interpret the Following Sentences.
D BARERTAAEAREESHY FHEEHEN.
2 HTREAE FITEANXRELRAFEERT.
3) WMRBRIRTT G BT ROTH R PR T T8,
4) RFRITWEFEHAL R H T SHRITWBIT — P ERIT LEST.
5) BI7RIE , X R BT & S AT fT A4S BoRe a0 AR % .
6) Wy HIMARE M IR TR ZH AR REHN.
D RBEITARMBEARBGER S BT RAERTEGHNE T RERTFZAAWEE T,
8) HEEM B I RULA X FRA MR, By LA
D ATELER, BRI LAEMBERAFA MK EMHAEN.
100 B FARBFTAKRE DA R, RAMBO SRz HITHALSER.




