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Situational Negotiation Practices
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v¢ Good morning, Sir, welcome to our stand.

¥¢ Good morning ,Madam, welcome to our booth. Please come in and take a look.
v May I help you? Any item interests you?

¥¢r Welcome, Sir. What can [ do for you?

(D) RHER . REEZR

¢ Here is our latest catalogue.

¥ This is our brochure.

vr Please have a look at our new pamphlet.

v¢May I have your business card?

¥r Here is my card, my name is Grace Li, please call me Grace.

¥¢Sorry, I’ve run out of cards.
(Z) B RRAR" @
¢ Could you tell me a little about your background?

¢ Let me give you this information to look over.

¢ These documents will give some idea of our background.
(M) ZFJRBHBH

¥ This is our price list, but it’s only for reference.
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v Our price is FOB Ningbo USD 3. 58per pec.
v We'll give you special discount if the quantity is more than 5 000 pcs.

() REHR, ARERBRBEHTRA

vrMay I have the sample?

¥¢ Do you supply samples for free?

¥¢The buyer has to pay for both the sample and the postage as it’s a high value
product.

v¢The sample is free but the buyer has to pay for the postage as the sample is
cheap but very heavy.

¥r Both the sample and the postage are free.

¥t The buyer needs to pay the sample charge and postage in advance, but the
charges will be refunded after the formal order is confirmed.

A) AL SR

¥¢1 really hope we can do business with you, Mr. Wilson.
v We'd like to work with you in the future.

¥¢I am looking forward to doing business with you.

EAN

R — THARF A 52 A Mary 53 CH] W M e 2 1122 7] (RIN) 9 Ms. Alison
Lister & YL, BT 201 55 AT R TR iR

Mary : Good afternoon, Madam, welcome to our booth. Please come in and take a

look. We are launching many new items this season. 'm Mary, here is my
business card. May I have yours?

Lister: Here is mine, I'm from RJN Company in Australia. It's very interesting. I'm
looking for Men’s T-shirts.

Mary ; Lister, welcome! we have many options here. This is our catalogue and you
may also take a look at the samples here.

Lister:I find style No. 231 very interesting. Can you give me an introduction?

Mary ;: You've got really good taste. This style is very popular in America now. We
sell about 100 000 pcs per month for this style. We can supply many colors,
such as red, green, yellow and blue and so on.

Lister ; How about the price?

Mary ; Our price is very competitive. Here is our quotation, please take a look.
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Lister :If we need special colour, can you produce it?

Mary : No problem, but the minimum order quantity (MOQ) is 5 000 pecs, or you
have to pay extra cost 0.50 USD per pc.

Lister; May I have the sample?

Mary: Yes, but please pay the sample charge as the cost is very high.

Lister;: How much is the sample charge?

Mary : Please add 20% to the unit price because we have to pay the tax for the sam-
ple.

Lister; OK. Here is the sample charge. Can you send the sample to my hotel?

Mary : No problem, please tell us your hotel’s name and room number.

Lister: Hilton Hotel. Room number is 1223.

Mary : We’ll send the sample to your hotel this afternoon, and hope to do business
with you soon.

Lister: We'll confirm our order upon sample approval.

Mary : Thank you for your visit and glad meeting you. Have a good stay!

HF] T KRR AL, W R . RINTXFAREBH M. &
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FEH : IR BL 0], 3 AN E & 5 S

ZEHTRE A /R 1223 Bl .

AT AT F A 3k 2, A AR BEFIR B 1E

2R R B S R AT S BRARN BT 3,

FOA] R A6 R B . PSS K R
R THARE A SN A Mary 762012 B4 ERl T 2% 5 Mr. Wilson, JF 44
PR AR o

Mary : Hello, Mr. Wilson! Nice to meet you again! Please come in and have a cup

of tea.

Mr. Wilson: Hi, Mary, long time no see. You look as charming as usual.

Mary ; Thank you so much. How is your family?

Mr. Wilson : They are doing very well.

Mary : How long are you going to stay in Ningbo this time?

Mr. Wilson : About 5 days, then I'll fly to New York.

Mary : What are you interested in this time? We had a very good cooperation last
time, and we have many new articles this time. Would you like to take a
look ?

Mr. Wilson: Yes, it was really nice to do business with you guys. Actually, I'm

looking for some car pumps.

Mary : You've come to the right place. Please take a look.

Mr. Wilson: Great! I'm interested in 81Z9160, 8179260. Please quote the best

price for me.

Mary ; OK. Our best price for style 8129160 is FOB Ningbo USD 9. 80per pc, and
8179260 is USD 10. 80per pc.

Mr. Wilson : I see. Could you send two pes to my office this week?

Mary ;I am afraid not, as this one is the hand tool. The new die is being made and
the new sample might be ready in ten days. Once it is ready, I will send two
pes to your office.

Mr. Wilson : OK, I am looking forward to the new samples.

HOF] 0, BURHBSEAE | IREDSFRR BN SR ISR IRIE .

BRI  AREF BB AR . RE— R

T . RFAER LG

JBRIR 3 AR ST o

] X WAL T WA

BURH KM S KEAER , Z Ml KAAT .
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A4 8129160 MHrAR IR T I B i ¢ 844 9. 80 35T,8129260 I #5 5°
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(M) BEA XA, VRERA SE .

2. (i FRIRE AR, AR b, AU O (CKIHE S FEEEN X TAL)
L HARRE A . — B, RO 148 AR R X T

3.EFEREAR N (BLIFERMAAN T, R =TI, REMFF.

4. BFRFEERE, AEA T,

(Z)XZH®ER

2R RZEFELT A AdbRE AR ESA RRGE A RS AR AR,
NE R RIS SRS AR SR L Rk 2 F R hESE

AMeREBCHA B AN, EREZMNANE F, BINA KB FALIH
8o SMREANLERNBES T B S R, S S22 4t . #2284 R i, 1R B i
B AL, GE N T, A5 RE RE AR R AN 44 R IE XX O, R4 R B R
REIEXTE XS 7, Fr X 7 BB . T3 2 X, B R 24 i — 75 “ Thank
you” Y “Nice to meet you” LAZR LR . AEMABEIEFPIEIE L e,

EZMANZ R, VY RIE VAR, WSO . BT IR, sl A
AFWAT L) ERAFAMRMMER ., HI4RFE,EFEMMANL R, e
Fib At NG ” BRI R T L, X EHRAF AR . AL RIRIT
A2 R BRAKEE LA YA TS A O FEMM 08z, mak 7
AREE, M H B A EARIIAKEE

B b N84 R, — e BN E i — 75 “ Thanks” | R f5 E/AE 4040 LA E#
Bsf ], A LR — . A EE, B E AT LU S A R, XX R
NP —Fhbr Ik . QRN , 87T LLUL" Sorry, T am not sure how to
call your name, could you pronounce it for me?” &t A& K )& , ML 2P B A i
WA B & B2 e .

EFZEZ] VRN A VE ES i ARIE F:— R EHRIES B
X TREEXNEEYPAEX T E T RFAENS ., A LARIZE# M Jp ik : “This is
my name card. May I have yours?”

—AEBL T, X R G A, A E LS, i S AR R X T SR AR R
HEME, XMEETURABEG — A, iEX B AKEFo AT LLYE: “Sorry, 1
forgot to bring the cards with me. " 5{# “Sorry, I run out of my cards. ”

(M) i FEHHE

PSR FE ALY RE NRE LA BRI E, — B TR el 50
et AR SR EFE R, B AL EELERMGMERE ST, LH0E 0
“TPO JEJU ™ : “T” F7x B 8] (time ), “P” KR # 51 (place), “0” KRR &
(occasion) , ‘EHIFEA TR, RERBH ANREFBGE ST, BB E |
S GE R ESZRAFIE -2
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EARETE R AR, A REEHR , K T A BB BUAR A, BEBR B E BB T AR T 2Z | A
REFERE

B ARG, BWEER FHFEGE, TLAETER, 79500358 LR SF
JJEI B LA RIK RIE A 6 55 AR BT 32 B S R 3, 7E T A M [X o ]
RAB®E K6, FEITERTERT, B aRNERT, E8aT, S RAaNR
R EE, YRR, VO AOMl O RIAREE R 2 RINTE S k  ARAR LR REFL IR AR 7 , 45
FEEE Y WM OB 1 X,

NLF RS

(—) a8

3L 77 (the buyer) : RJN Company in Australia , J8 /| W AR2E 3 024 &) .

3275 (the seller) : Ningbo Fuchun Trading Company , T &% % 52 Hl .

(Z)A®

Ms. Alison Lister ; W AR 3 1128 @) (3L F

Mary Zhang : KIS0 , T B ARG A 5 A AL 5.

(Z)EBERHAH

TEBEERA S A FSOLT 1997 48, B— RGN OS5 AR, EEY

L% H ARG e LTRSS, P m H A BAH] I LA K R 36U 46 B &K
Fisb X Ao A RN S =L % RIS T 2010 FKR &, B EAT
it o WRORH I iR e 11 23 ] Ms. Alison Lister B RS IR 2, X4 2 B4R, W7
AT TR

(M) EEER

1. Exchange cards.

2. Define the customers’ interests.

3. Discuss detailed information about the shirts such as style number, material,
specification, colour, size, packing and monthly output. The seller should
emphasize the advantage of your products, the differences from the competitors’
products.

4. Then the buyer asks the price, and he wants a sample and they discuss about the

sample charge.
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v¢ Good morning! May I speak to Mr. Miller, please?

¥cIs that Mr. Miller speaking?

¢ This is Grace from Fuchun Company.

¥ Your name is Mary, number is 0086-574-67812222 | is that right?
¥rSo, you'd like Mr. Lister to call you back at 0086-574-67812222, is that all?
(Z)EFTRIEM R/

¥¢'m calling to check your flight number.

¥¢ The reason I'm calling is your L/C for order No. 123 is late already.
¥ I'd like to confirm your requirements on the packing.

(Z) BEERMILTEES

Y¢May I leave a message?

¥¢ Would you like to leave a message?

¥¢ Do you like me to take a message?

vr Thanks for your calling. Have a nice day.

AN 2

[ 5 —: Mary 50y Ms. Lister, {H Xy AEA 7]
Secretary : Good morning, RJN Company, how can I help you?

Mary : Good morning, may I speak to Ms. Lister?

Secretary ; May I know who's calling?

Mary : This is Mary from Fuchun Company.

Secretary ; Hold on please, I'll get you transferred. . . I'm sorry, Lister is not in for

the moment. Would you like to leave a message?

Mary : Could you please tell Ms. Lister to call me back at 0086-0574-678122227 It
is about the sample issue for shirts.

Secretary : Sure. Mary from Fuchun Company. What’s your number again?

Mary :0086-0574-67812222. Please tell her it is urgent.

Secretary ; OK! T'll ask her to call you back when she is back.

Mary ; Thanks a lot!
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Secretary: You are welcome. Have a nice day!
WA B L4, X RIN 28], B4R R 17
BT ARGF  H R L L.
BAS - T ) R WAL 7
HhFT  BARARH L Al IDH] o
A RS, R AR EARE, AREEFTY?
FO 7 it (7] FE, HL 35S B 0086 -0574 -67812222 , AR BR it iRk 4ef 42 F i 1)
fi) A
B 4P B RRE A AR . AT S
F 4 :0086-0574-67812222 , iE4riFithiX HRES .
B AP Mt— DR R
FOG - J7 4318t
A AES HI,
I‘%ﬁ::Mr. Lister [a]Hg, Maryol
Mary : Fuchun Company, may I help you?

Lister: Yes please, I'd like to speak to Mary.

Mary : This is her. Who is that speaking? 11

Lister: Hi Mary, this is Lister from RJN Company, my secretary told me you
called .

Mary:Hi Ms. Lister. It was really nice talking with you at the Canton Fair. I'm
calling to confirm which sample you need and how many you need.

Lister; Well, let me see. We do find your style No. 231,456, 736, 432 very
interesting, so could you send to us?

Mary ; Style No. 231,456,736 ,432 for blouses, is that right?

Lister; Yes, exactly! Could you please make it two pieces for each item?

Mary : OK, two for each. Ms. Lister, I have to point out that as we discussed at the
fair, those samples will be charged.

Lister: Of course, I understand! I will T/T the money as soon as possible. Please
give me your account by fax.

Mary ; You are really nice. I will arrange the sample once the I got your payment. By
the way, what size do you need? Will L be OK?

Lister: L. would be fine. Thanks a lot.

HF ARF A A AR RS B

2T AR LA

HR LR, 7
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ZEWTRE ARG AT, B2 RIN 24 8] 2R304 , R AORR 1 EARAT G #RIE R

R ARG, R L o 7R RS EREIARRIT.O . RITHIEER G E
— TR ERLERE & SR R

TR RIEAFIRAT 231,456 432 SEAHE, BB X Le kR M BE B F A TR

fring?

] 579,231 456 432 5, Xng?

R RN o AR AT P A T AR 7

LR P, B . (HRIESR T fER S Ealidad T, B A R 2R
0

ZHRE R EA T . RER/PHETIITE 280, EEHKS,

HOF] - 47, PR X TR A R A o U — T, R B ART? LSH
pAng 2

ZETRE L AT LA R IR,

153 = : Mary By Lister , i AXS 7 Xt B i (99 R L, (L T A B , B 31 8 L |
Hello, Ms. Lister. This is Mary from Ningbo Fuchun Company. We met each other at

Canton Fair. We would like to discuss shirts’ samples that you were interested in the
fair. Samples were sent to you three days ago and I think you might have received it. Now
we are waiting for your approval opinions as the delivery date is approaching. Please call
me back today as I am in office all day long. Tomorrow I will have a business trip and it
will take about 7 days. Thanks a lot.

VREF, 2k L, B THRE A FAHEA . RINEE X L. )
e b AR ERATH T MRS ER . 3 KHTFATC 227 HAH SRR ity , BRAEAR L IZ UK
BT, RERMNEFEFRNEZIL, BAZEPRE T . EWESKER, R—EH
FEAE. RIKRBELET , BERMT KA FFRE

A A D
leave a message 4 &5 charge Wi %
urgent X 2 ) extension number 4345
transfer §543% hold on F§4¢
confirm HfiA , #iE take a message 77 i
sample £ f business trip 2




