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Programme 1

Concluding a Contract

ZiT & E

P rogramme Content

In this programme, you will:

® read about a passage on concluding a contract;

e read about a passage on signing a contract is not the end;
® [earn the common expressions on business contracts;

® learn the contents and categories of business contracts.
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P ,rogramme Objective

%ﬁ@@w’& g

: Aﬁ;rstndyingzthls programme, you should be able to:

Thie éamuunncate w1th fore:gn busmess partners on the matbers of contracts.

Part One Before You Read

O Challenge Yourself

Can you tell us the Chinese meaning of the following words immediately?
1) sign 2) complex 3) contract 4) trap 5) contain
6) confront 7) guarantee 8) agreement 9) fundamental 10) specification

O Short Survey

Have you got some idea of the following terms before reading the passage?
1) contract 2) agreement 3) provision 4) negotiation 5) transaction

,», M Part Two As You Read

S

Passage 1: Concluding a Contract ZiT &

A contract is a legally binding, written agreement signed by two or more parties, which
spells out their obligations to each other. Whether it is formal and official looking or
handwritten on a plaint sheet of paper, once it is in force
it generally cannot be changed or broken unless both
parties agree. Therefore, before you sign a contract, be
sure you really need, want and can afford the product or
service for which you are signing. Be sure you
understand every word it contains. If you do not, get a

lawyer to explain it to you.
Regardless of what the contract is for, follow these rules:
* Make sure you get a copy.
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* Deal with only reputable individuals or companies. If you have any doubts, do not sign.
* Find out if there are any provisions for canceling the contract, and what the provisions

* Be sure you understand exactly what the seller is to do for you, if anything, in terms of
guaranteeing the product or service. The term “guaranteed” when used alone, means little or
nothing. Be sure the terms and conditions are spelled out clearly.

* Be sure that all promises made by the seller are
written into the contract in addition to all the terms and
conditions of the sales. These should include the price,
type and model number of every item, the quality and
condition of the materials to be used, service
obligations and the time of delivery or completion, if
applicable.

* Be sure that all goods, services, or obligations, which you do not want to sign for, are
stricken from all copies of the contract and initialed by both parties.

* Be sure all blank spaces are filled in.

* Be prepared to live up to all provisions in the contract, regardless of what the
salesperson says.

Never let yourself be pressured into signing. Take your time. Above all, make sure to deal
only with reputable businesses. If you have not already done so, be sure to check with the
Better Business Bureau for a reliability report.

I. Words & Expressions

1. contract n. &fFl, Y v Z&FE, T LRY; W48, 46/
conclude a contract 251] ' [F] sign a contract 1] & [A]

2. binding n (P B ad. ¥ GEN) BEBLARNK
binding on / upon sb. X 5 AFERLHR T

3. agreement n. PpiE: WX 7Ki:; &%) work out an agreement 1A% Y
a gentleman’s agreement # f-hiE; fitHhiE

4. spellout PFEHXK, HREH, HH

5. obligation n X%, HR7i, TifE obligate v. (F&ikft. PhlEiE ) il sE K
5% obligatory adj. (GGEHRN. VEEREIE) LR, &G

6. handwritten adj. FEN

7. plaint n &EVF, VR HIAR, JFEy

8. afford v b (GEEHK) ALWHKE. KR, H5%E GH% S can. could. be able to
EHD

9. contain v. 7, &F container n A, F; HEM,
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10. regardless of A%, ANEl without regard to AHELE, AWl asregards KT
11. haveregardto JBij., #[EF| take regard of &, Juil X
pay regard to HREF], JIi AL
12. make sure fRUE, 54; B, FEZE besure HE, WiE: HifE
13. reputable adj. FEEU K], FLEK repute n £ FHE; £F
14. provision n.  GERFELPMUA)D) &K, HE
15. cancel v. HUH, % cancel acontract HUH&IE, R

16. in terms of AR#E, %M H----- AR (GEEE): me---- ME, Moo i
17. guarantee v. $H{R, fRIE n {R1EH  guaranteed adj. HIRUER, A AHRK
18. in addition to [+« ZA (G&)  inaddition UAb, Nz

19. applicable adj. Ai&E, &Y apply v NH, Ef; &H, &&; #HiF, kK

20. stricken adj. &5%; #ITHM, ZTHE; BRM

21. initial v. AR EFREL adj. BYIM; TFHER: BTFRHN o H9E

22. live up to J85F, £F&  fail to live up to his principles %45 % 5F H C Y 5 U
fail to live up to his reputation AFFAN A 75 2F

23. pressure v. JEANHE /1, JBfE (= pressurize 3RfF FAMEH) » ELH, JE, ME
pressure-cooker n. [k fJ48% pressure group M BidbiEsh A

24. Better Business Bureau (3) fL&E 5

25. reliability ». A[%E, W[{5F reliable adj. WI5EMI; A[{E8I; EHLWfEH n A5
A

Il. Notes

1. Regardless of what the contract is for, follow these rules.

ANEERIBARRM A, — e ZEELL T EN,

Hrp, $iE regardless of IR B E “A%, AW”, FHERAE. RiFE. LiAkEiE
;HE MNA), A)H 5] F what the contract is for 1 regardless of [ %15, #ltn, 4%iiE
regardless of the consequences [ & B & “ AWl J5 K ”, Ji1& regardless of the danger 7
B “ABfER”, %1% regardless of the expense &R “AWALH”. X, He
continued speaking, regardless of my feelings on the matter. (ftti A Bl &z 3 76 1t 35 | () Jkds
BEEE T U.)

2. Deal with only reputable individuals or companies. If you have any doubts, do not
sign.

HAEEFRNARARITRIE. WREENERENH T, TRAELEE.

Hr, B4 reputable ffIRCEZ“ B L1, HAEM”, i, 5iE a highly reputable
firm FEEE “HLMAF”, 5iE ahighly reputable shop & ER “H LWL,
¥91% a highly reputable accountant )& B “HL ML

3. Be sure that all goods, services, or obligations, which you do not want to sign for, are
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stricken from all copies of the contract and initialed by both parties.

TR ARBEZN A Y. RS UKL X FHEBANSMEF S, M HES BRI
BF.

Hrp, JE%5A stricken (R EZ “&527, #iltn, %1% stricken with cancer ¥ /8 & “ &
JEAE”, HiiE stricken by poverty R B “TAHM ALK . #E4A)F...which you do not want
to sign for..."H, which 5|2 #)ZAEMRE M EEMN ), BRI K547 goods, services, or
obligations. .4}, 7£5)F Be sure that all goods, services, or obligations...are stricken from all
copies of the contract... ", that all goods, services, or obligations. ..are stricken from all copies
of the contract J&Hi that 5|F )2 ZiEMA), 1 be sure 515 .

4. Never let yourself be pressured into signing. Take your time.

RIEAE R B BT 1818k

Hrh, pressure /&30, A4 T pressurize, [ #AC pressure/pressurize sb. into sth.
/doing sth. [FJ & B A2 “5R{E A", #iln, She was pressured into agreeing to a merger.
(b #E R ROK A Al & 3F. )X, He felt that he was being pressured to resign. (ft /& 2|4 &
B EFER . )EAh, %35 take one’s time IR BE “EHZ /O EIFHHZ L, AFR,
Je& T v] LABE R 4y, HAKRTE L take one’s time over sth. / to do sth. /doing sth., %11, Take
your time—there’s no rush. (/R ZKEEEAT, AHER)

lll. Business Link: Categories of International Business Contracts [E

CESEEEES

In international trade, international business contracts are usually divided into the
followings:

1. Sales Confirmation (%5 % #f§ 1A §5) /Sales Contract (£ % & [F]) and Purchase
Confirmation (JBEHHIA45) / Contract for Purchase (JATE & [F) —Epr i ¥ KL 4 [F

2. Sole Agency Agreement (JiZFEACEEHHY). Sole Distributorship Agreement (JiZFK %
B30 Exclusive Sales Agreement (f18411%) and Forwarding Agency Agreement ( #¢iz
REEFD—REEF

3. Contract for Assembling CRFZ3EEC 4 [7]) and Agreement on Compensation Trade (b
A S EFD

4. Finance Lease Agreement (f#% #5584 [F]). Contract of Operating Lease (Z7EFi1
4[d) and Contract for International Leasing Affairs ([EBrF 55 &[F])

5. A Joint Venture Contract (& %4 E A F), A Cooperative Joint Venture Contract
(BELEBEARWVEFD

6. Labor Service Contract (55454 [A])

7. International Technical Consultancy Service Contract ([HFrHiAREHIRS &R
Contract for Technology Transfer and Importation of Equipment and Materials (7 AR¥ikR1¥
#HMELEN AR and Technology Transfer and Technical Assistance Agreement (A% ik

5
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AR BP0
8. International Loan Agreement ( [E fxf& 554 [A])
9. Contract for Works of Civil Engineering Construction ([ pr +AREH TFHEACLEF)
10. Outsourcing Agreement (#MI A [A])
11. Service Agreement (%454 [A])
12. Venture Capital Management Agreement (XU F&HE %8 & ER P30
13. Share Transfer Agreement (fBUEE L0

(" part Three After You Read

© Read and Think

Task 1: After the passage, you will find 5 questions. For each question there are 4 choices
marked A, B, C and D. You should make the correct choice.

1. A contract is a legally binding, signed by two or more parties, which spells out
their obligations to each other.
A. oral agreement B. written agreement
C. not mentioned D. oral and written agreements

2. Regardless of what the contract is for, follow the rule of
A. Make sure you get a copy.
B. Deal with only reputable individuals or companies. If you have any doubts, do not sign.
C. Find out if there are any provisions for canceling the contract, and what the provisions are.
D. All the above.

3. Choose the synonym of the word “guarantee” of “Be sure you understand exactly what
the seller is to do for you, if anything, in terms of guaranteeing the product or

service.”?
A. ensure B. undertake
C. vouch D. warrant

4. Be sure that all promises made by the seller are written into the contract in addition to all the
terms and conditions of the sales, except
A. the price, type and model number of every item
B. the quality and condition of the materials to be used
C. the product or service for which you are signing
D. service obligations and the time of delivery or completion
5. Never let yourself be pressured into signing. What does the word “pressure” mean in the
sentence?
A. force B. make C. let D. have
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Task 2: Fill in the blanks with the words and expressions given in the box. Change the
form if necessary.

live up to applicable guarantee initial {os yityt s;pellout
pressurize provision stricken regardlessof  reputable

1. My instructions seem simple enough—do I have to them again?

2. Sales have not expectations this year.

3. Rescue teams raced to the ship.

4, here, please.

5. She was into agreeing to a merger.

6. We to deliver within a week.

7. how often I correct him, he always makes the same mistake.

8. This part of the form is not to foreign students.

9. You are well advised to buy your car through a dealer.

10. The bill’s for the sale and purchase of land faces stiff opposition from conservatives.

© Read and Translate

Task 1: Translate the following phrases into English.

L BReeeeeeZ 4 GO 2. ¥, /A

3. ARAMATH 4. WHEAHE

5. YHER, AR 6. BT &

7. BHRE 8. A& R

9. BFAE 10. &AWSF B SR

Task 2: Translate the following sentences into Chinese.

1. I shall go regardless of the weather.

2. Her statement contained several inaccuracies.

3. It was still under guarantee.

4. The present law makes no provision for this.

5. In addition to the names on the list, there are six other applicants.

O Read and Speak

Task 1: Discuss the following questions with your partner after reading the passage.
1. Explain what is a contract in your own words.
2. Which rules should be followed when signing a contract?
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Task 2: Recite the following paragraph.

A contract is a legally binding, written agreement signed by two or more parties, which
spells out their obligations to each other. Whether it is formal and official looking or
handwritten on a plaint sheet of paper, once it is in force it generally cannot be changed or
broken unless both parties agree. Therefore, before you sign a contract, be sure you really need,

want and can afford the product or service for which you are signing.

Passage 2: Signing a Contract Is Not the End ZiT S RIH AR HERFE—%
Questions: Discuss the following questions before the passage.

1. Have you ever signed any contract? If you have, what contract was it?

2. What to be paid attention to when we are going to conclude a business contract?

The final important point about negotiation in the business world is the law of contract. It
is generally enforceable in the courts. The position is more complicated in international
business negotiation because of differences in laws and
assumed liabilities. But, the courts are a source for
remedies if contracts are broken. Suing defaulting
contractors is quite common. A sound knowledge of
contract law is therefore essential for negotiations drawing
up an agreement at the end of a deal.

After a transaction is concluded, a contract is signed

by the buyer and the seller. The contract should be
specified the name of commodity, specifications, quantity, unit price, total value, port of
loading and destination, time of delivery, payment terms and sometimes other general
conditions of sales. All the terms and conditions in the contract should be carried out in all
seriousness. Non-performance of contract may rise to disputes and claims. Therefore, it is very
important that we should have the contract made out clearly and correctly, and more important,
we should abide by it and keep good faith.

However, signing a contract is not the end of a round of, or many-a-round, negotiation but
a step in negotiation. A sophisticated negotiator can often take chance to get more. A negotiator
should be aware of the following traps set by the counterpart.

Chipping away

Some people will seek a constant stream of small concessions on a wide range of issues,
continuing in parallel with the main negotiation on more substantive issues, so they will keep
the negotiations open for as long as possible by means of delaying final signature and possibly
even continuing thereafter. This can be extremely irritating. They never quite push you too far
in one go.

Use threats or an ultimatum to cut the chipping-away if you are in a position of strength.
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No matter in what position, confront the other side
despite the risk of negotiations breaking down.
Dragging into a very complex deal
As the more complex a deal is, the harder to deal
with, some people may like to drag the deal into a
complex one and this is an easy job. The complex deals
make the other side feel hard to follow and trying to

trace interconnections of the various issues is certainly to
become a nightmare.

The old KISS adage (Keep It Simple, Stupid) is useful for all of us. Be sure that you know
where your point is, then stand fast there and don’t obscure the fact of a fundamental

difference.

|l. Words & Expressions

1. enforceable adj. FISRIEMN); RISLHEMT; R]5&GITATH
enforce n. SRIBARRM GEEBE); LHE: $#4T: BFERE
. complicated adj. GHIEI:MN], M THEME complicate v HREI{L
3. assumed adj. REEH); BER; AN assume v 7&HH, H{F; ik, BE

4. liability n. HFIESK XS liability for military service ARSI X 5%
liabilities (pl.) 5145 liable adj. TAVEHTI4E liable for sth. X+ FIEA FTAE

5. sue v. ¥ PREVFA  suesb. for sth. [K]-wee-- =LA

6. remedy n. ¥RI7 (3K); RRITIEL, RREBH

7. default v AT, KZfF fault n G5, BFE, B

8. contractor n. ZFE; JLIRBRTER) AKEA, AEHE

a building contractor K& R a firm of defense contractors % ‘K K07
9. conclude v AR (WMYEE), 44s (5K4); 4R (JHE)
conclude a transaction iA/%%%; conclude agreements with j+---+- & BN
conclude a deal i& MY
10. specification n. #A%, FAEUEHA; iR specify v #8E; Wik
the technical specifications of a new car FVA 4 HIH AR
11. destination n. H#JHbL arrive at / reach one’s destination ZI|iX H [¥)h
12. non-performance n. ANEAT, AMEAN performance n AT: BAT: LE; lifT; FKiH
perform v. f; $AT; JBAT; FiE performer n TiH, HHH
13. abide by #5¥, [T abide by an agreement J&4T piX
14. round n. (AR, HEFEEHD —8, —/, —3%, —[AlH many-a-round adj. LN
15. trap n. PGP, 113K fall into a trap YEAPGRE, EABE
lay a trap for Jjee-e-+ W FFaBF (B%E) setatrap for Jy------ W RERE (B



