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Unit One Establish Business
Relations

?35 I . Learning objects

To understand the means of

establishing business rela-

tions

To master useful expressions

on establishing business rela-

tions

To learn how to make conversations in establishing business rela-

tions

/}?5 II. Background information

No customer,no business. It is very important for a company wishing to
enlarge its business to establish business relations with more companies. A
company can learn of other ones dealing with similar businesses through
many channels such as Internet, periodicals, newspapers, trade directory,
banks ,business connections, Chamber of Commerce , Commercial Counselor’ s
Office, etc. Then companies may communicate with each other by mutual

visit, contact at various exhibitions or through correspondence in order to es-



tablish business relations. Usually a company invites its customers to visit the

products or the company itself in order to attract potential customers, which is

an effective way to help establish business relations.

,}@ [I. Sample dialogues

* e .))4

Dialogue 1

Introduce a company by inviting the customers to visit it.

A :Good morning, Mr. Wang. I am Johnson, sales manager. Would you
like to look around our company first?

B:Yes,I would. Your company is so large,and where shall we start?

A :We have three areas: office block, production area and delivery area.

B :This part must be the office block,1 think.

A:Yes,we have departments of Sales, Accounting, Personnel, Research
and Development , etc. here.

B :May I look at your production factory?

A : Yes,this way please. This is the production line we introduced lately. It
guarantees the good quality of our products and the production speed.

B:What’ s that building opposite us?

A :That’ s the warehouse which is used to store the goods. We keep a
stock of the best-sellers in order to meet the urgent need.

B:Oh,I see. And what’ s that square next to the warehouse?

A :That is the delivery bay. Let me show you. In the bay the yarn and
dyestuff come in, as you see,in various colors and sizes and they are
discharged here.

B:I see,it’ s for unloading raw materials. But, what are they? So many
cases.

A :They are finished goods, printed cotton pieces and table- cloth. They



are packed here and then delivered to the loading port.

B:Oh, it impressed me deeply. Now I am confident we can cooperate
well in the future.

A :Then,let’ s go to the meeting room for details.
Dialogue 2

Introduce products by inviting customers to visit the showroom.

A :Here’ s our showroom.

B:You’ ve got a wide range of sample foodstuffs here.

A:Yes,we are exporting a variety of foodstuffs to many countries. And they
enjoy excellent reputation. By the way ,what items are you interested in?

B:I’ m interested in biscuits. Could you show me some samples?

A :Yes. This way, please. Our biscuits have various tastes such as milk
biscuits, honey biscuits, soda biscuits, cream biscuits, etc. There are
altogether 15 tastes.

B;Can I have a try?

A : Of course. We have small packages of 50 grams for each taste. You
can even take them one for each to taste slowly.

B :Thank you for your consideration. Besides,do you have any catalogue
or price list for me to make a careful study?

A: Here you are. I’ m sure you will like our biscuits after you taste
them. Many customers speak highly of their tastes and qualities and

they are sold well at home or abroad.

=

:Really? T also heard of your biscuits from one of my connections.

A :The biscuits have been sold in your country for 2 years. They are
popular. If you want to import from us,I’ 1l allow you a large discount
in order to encourage business.

B :Thank you. I’ I contact you for details as soon as possible.

5((. . o
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A :You are welcome. I hope to cooperate with you in the future.

Dialogue 3

Introduce the achievements made by the company.

A :Good afternoon. I’ m Peter Miller,import manager.

B :Nice to meet you, Mr. Miller. My name is Li Fan. Here’ s my card.

A :Nice to meet you too,Ms. Li. We’ ve learned you’ re a state-operated
corporation, handling the export of machinery.

B:Yes,please take a seat. Mr. Miller,we are one of the leading export-
ers of machinery in our country. If you don’ t mind, would you please
let us know how you got our name?

A:We have leamed your name on the recommendation of Blue Sky
Company.

B : This company is one of our largest customers and we have good busi-
ness relations for many years.

A : What kinds of machinery do you manufacture?

B: We manufacture many kinds of machinery such as building ma-
chines , food- processing machines, textile- producing machines, etc.
A:That’ s it. I’ m looking for building machines. Can you let me look at

your catalogue about building machines?

B : Here you are. There is a detailed introduction to all our types of building
machines in it.

A :Thank you very much. How about the quality of your machines?

B Because of the skillful manufacture and sophisticated techniques, our
machines are dependable in performance and durable in use. They
are well-known for fine qualities worldwide.

A :What about the sales of your machines?

B:In fact, we have offices and representatives in all major cities and
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towns in Asia, America and Europe. We win the title “the King of
Sales” for five years.

A :Yes,I feel we might cooperate on the basis of mutual benefit. So let’ s
contact later and talk about the details.

B : Sure.

Dialogue 4

Establishing business relations by visiting trade fairs.

A : Good afternoon, sir. Welcome to look at electrical appliances of Haier.

B :So many kinds of appliances.

A:Yes. We have appliances used in kitchen such as refrigerators, gas
stoves ,range hood , disinfection cabinet,and so on.

B :Do you have any appliances in toilet?

A; Washing machines, water closets, washbasins, shower sets, water
heaters, and so on.

B:Very good. I’ m especially dealing in the water heaters.

A :Really?

B:Yes,we are handling various brands of water heaters made in many
countries. I am told Chinese ones are excellent in quality and price,
s0 I come here to have a look.

A : Chinese appliances are worth seeing. As you know, electrical appli-
ances made in China are the most favorable in the price, since we
have the cheapest materials and labor costs.

B: What about your techniques? We handle the wash heaters mainly
made in Japan,the U. S. and Germany. They are of the finest quality by
adopting the best techniques.

A :If you try our wash heaters, you will find our brand is second to none

in its quality and techniques.

7L - -
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:Is your Haier brand the best one in China?

: There are many famous brands of electrical appliances in China. We

should say,Haier is one of them.

:Can you introduce it more?

: This is a brochure about Haier,and you can read it first. Then you

can be sure you need it really.

:Can [ contact you directly if I am interested in your wash heaters?

: Of course. This is my business card. You can contact us at the phone

or e-mail address on it.

B :Thank you. See you next time.

A:

I expect you, too.

Words and expressions

e
I e
1

s
&
ek

trade directory/Chamber of Commerce/Commercial Counselor’ s

Office S 5) £ 5%/ T2/ W 5% B AL

correspondence such as letter, telex, telegram , fax, email , etc. E{F

Bl et ik SEH B T ERASE

.+ office block/production area/delivery bay Jp/y X/ H: 7= X/ i Hi [X

. department of sales( production/personnel/accounting/research and

development ) 8585 8 (A2 7778/ N/ 23R/ BT L ER)
catalogue/price list/discount/brochure/leaflet/pamphlet/booklet

B Mo BP0/ P/ 15 5 M/ E A

state-owned enterprise/private-owned enterprise/joint venture en-
terprise/foreign-invested enterprise/individual proprietorship/lead-
ing exporter [E4G {l/ FA 1 lk/ G B Al S BE Aol BF A
M/ 4k F G e o 49 ( EZH)/ KR AR
yarn/dyestuff/biscuit/building machine/food-processing machine/
textile-producing machine Zb2%/ e R/ /R B/ B ST
PLBB 25 2R b A2 7= B



21 skillful manufacture/sophisticated technique/dependable perform-
ance/durable in use/equality and mutual benefit H/EXGTS/ T2
B/ PERERT S/ 2 AT /55 EH A

£} handle(deal in) the import and export of something/be second to
none/contact somebody ( connect with somebody ) 228 X1 1 1!
N/ ANg T ASHY) 5EABRER

i1 electrical appliance/refrigerator/gas stove/range hood/disinfection

cabinet/washing machine/water closet/washbasin/shower set/water
heater HLg%/ vKFE/ BE AL/ T MBI/ VE B AE/ B A AL/ fil 7k DA/
VeI AL/ Wi a8/ Pk a8

Useful patterns

(1) We have your name and address from advertisement/ Commercial Coun-
selor’s office/Chamber of Commerce/through the introduction of our
business connections.

(2) We are a state-operated corporation , handling the export of textiles.
(3) We are one of the largest food trading companies in Japan ,and have
offices or representatives in all major cities and towns in Japan.
(4)We are a big exporter of fresh water pearls, having years of experi-

ences in this particular line.

(5) We are one of the leading importers of ceramic products in America.
We’ d like to establish business rélationshjp with your corporation.
(6)Since we specialize in the export of Chinese food products ,we wish

to express our desire to trade with you in this line.

(7) We are willing to/ready to/glad to/desirous to enter into/set up/es-
tablish business relation with your firm.

(8) We hope to do business with you on the basis of equality and mutu-
al benefit.

(9)1 hope my visit will be the beginning of a long and friendly relation
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