0] [ AR ARBRATRIH 25 R

Modern Business English Correspondence

"o S LGRS 45 i1 v
W 57

® SHEN
® [URIME
® fEAHF
® Bt

AR

YZL10890117

N

Yl AR 7L %% t Rt

Hire HARBIN INSTITUTE OF TECHNOLOGY PRESS




PN i PR A R B SO 5

Modern Business English Correspondence

£ . 'g)i s-\‘:%ﬁgz#ﬁ“ <

T & BR B
HEH BB NEE £ 8]

I

Wi %802 %K% st



mEET

FEM ETENAERRR LFPEFEUF BENBERRMITEITE, UERMSIREEFTHR
ik, BEQERSIEERNBAEER IRMETS, YRR 5 [R5 85 24 LU E R T
HER, BHEEEEA S XHERE T AR RATHRE; ¥REERS EBARXEURBNEEFEH

RABgELRE.
&4 BEERFFMIRILE AR T S Rk 5 887, W EREFNEERR R TR KPR ARA

Fo

BB R4 B (CIP) %%

TR 55 2B B/ IR, XA 4. —HA RIS AR
T kR ,2011.2
ISBN 978 —7 — 5603 —3051 —8

.0 0.O%K--OX- I .OFFKE(FESE
V. DH315 ey s :

oh S B 518 CIP BB HF (2010) 85 134627 -

Bk

KigmiE ROk M

RERE BEE

HERIT TR

PRRERIT R/RELRE R

I MARETERXEENES10S B 150006
0451 — 86414749

http : //hitpress. hit. edu. cn

IRALARAL R ERRI

787mmx960mm 1/16 EN3K 12.5 =% 272 FF¢
2011 42 ASE 1 AR 2011 42 A% 1 (REDRI
ISBN 978 -7 —5603 —3051 -8

24.80 Jo

M FHI 3 o
Sdn N P ZJE om

(hnE EpE R B R R WA B i , RAL A K )



F

£

Bl EE

=

n

(R A RIA P B AL RIEME ) i B s

BIA ZEE

EEX BHER KRER
(BRKESHSF)
TREK TKHE ERE
NEd KEg XeEH
KK HBER R
O ESH BE
oL E &

ROk

EHE™
PUBT RS
RN
x4

X+ZE
PUEEE S
R4
3 R



£2

A R T3k K 5 B RAE R R 60 B A A ARAL B R AR #A” Bp AT HE R T ]
Ao

FAEINEMEBREE AT FRAASFHNEL, ZEAH, AEHH, K
AFAE, TARR, THERENRF, RFRETHRFEXFFFLEEI MABL
R FTHFERABAFGEATE K,

BRAIAMRROAFTZFBFABSARAES L AR FEZRSFF—
HRAE,BARIBAF LRI BEAARE EH IEARBITOGHFEA
BAF, BARAMERARAAMFHERGERREATRFELEAEFARSR
L, ABHRHOATHER . ORLEFOSAXTRLHEDES;QILENER XA
RO EBREAEFLES;QLERFHAXERAHFRAER;@F F ot
Bk B R R BT HAY . Bt EABARBKERRAZ AR BEANA E B LFK
FHDFRABRGZFESERF OAL A AR AL T35 P35 BK,

BEAERARAMERARAGEMNEERZNSEREEBHOANRR
FHA R LM 4T B ARG R, B B k3], B RRA
BA—ENERREXEZEERAENZRGRINEM, AFRERA DA R
FARBRTOFRHIFHFEHTE,

R Tk K5 AAE R “ B A B AA BE AR AR A, A AR B R
TAARHBEETHR AL TRAERRF RREFARLERETEH AL AR
BAENTAL " A REBERLALEEFRTRFAIREGEA T RESE AR L
HEREEZNEL, ELEABAMRXERBRARABRELEN LR L H¥F 2L
TIEI s EARARERGER FERELT,

AREFNEMREEAFEL EKFAARG -, B 2REREH

| o ofe



B, B AR  ERBEEAFLERERA, ANEEE
LBANER HHA L AR, FELAET EARFmE PPT $444K
R, R RHEM B HIFAFER

“ R R AR B A LR A W Gk sk R, R B AT E” B2t LA
B ERARALHER, RIBEHMTHE G ERDBRAFRREM ERG—FA
BEX, EEARCMALFRFATOR—MHEAFAELG I, ARABA
I3 RARAE T BB T VB E MR,

FEARINEMEEALIR P BELHE EEFEEZHERAT S, BR
HAR R R AT Emda M KM, R F R A RE A, ) F R
H B R AP e

mEIEBET

Zmﬂﬁ

2010 3T A FRARIRE



FEEHBIEARG T ZHARARERERN R R, EREFERNRR TRt RET
b, S EH AR BRR BT B SRR FIRAETBR. JE RSN 5%l 55 & B AL hR
RHER, A BREAREE T HFEHXAREFEEFE RN LELH, FERRE R KL
b E I T MM EF A S S ERE SRR ST AR AR,

ABALAAE LR, ERNM AT CUAERARBRESE S+ 5B HET LS5 %958
B RE BRI R AR R i 585, U R— L ERH & EH AR KERRRSETHR
Bl, %50 8 &, ARRBERE ST (R 5ITHR KK IERR RS MR A
H.AFRSH. SBKEERFIRELLHRER R T BRES SRS T,
ATETREHFMAE, BHFEIEEFH TR EENEZH, SRR ERNE S8t
AT RENL AR ERG T E S MY, B ENBELBNEINE—ETR,E
RE2ZLIZA

APEGRENARFNERERHS ERNS BRE% . ERSRm. BRaHt . i
BN A EHE AT MERR ATEE SREE BN SRS IGE
FRTH, BN ARAR R E T SEREIME Y F H OB . T AEXI RS
XSG TAREL 5 A B TESMEA TR R SME Pl TR EIAR Rl 5 AR 343
AR THEARSHERELANSE S,

AN B B T, R X% EFHER EH, 2 P BRER. LAs
BALTR:52. BHBRAEAS, 1.3 EhABRE, 54 THLENETRE, 5568
BEHXEERE,

B FREKFMERER, B EnR, S iEE R FHIE,

m &
2010 ££ 10 A



+Chapter 1 Offer and Counter-offer «+«+-+cesscscecscsecscreecssssacs D 1
1.1 Introduction **s+sssseeccccccccssscccscccccens 9900000000 00000000000000c0c00cesctcssscsascnssesnnannes 1
1.1.1 Offer ccccecerccccccccccccesccnsccccsccncsons seeesceesssestttttttcactnnscncnsanes ceeseveccencnas 1
1.1.2 Counter — offer ++essvseesessscesceccens teeesestetcetttttcectnacnccnssnnnne eseessentcenctonns 2
1.2 Writing Guide *esssveeecssscccccccccecsansscccssaas eesececssectsccsscessscnsnasnne seesecsstcssnes veee 3
1.2.1 Writing Tips of an Offer ++++++eecteesetacctrusserurrecsiaseernnsenssessassnssnsessnnsnnes 3
1.2.2 Writing Tips of a Counter — offer  ++++++esesescssesss versene Svesessetsettatencntcensentanes 3
1.2.3  Sample Letters  +++eceeescrencstnuctennstnncirnuiirncesncansesssscsnesennesnnnssnnnsnnnnnn. 3
Chapter 2 Sales Promotion and Orderlng ...................................................... 22
2.1 INtroduCtion se+s+esscstesssstannittmiuiiiiieniertinienertetetenneeannnsersnnsssnnncesnsnnssnnnnn.. 22
2.1.1 Sales Promotion  ++esssssesesssereccstrancerrnnieereeserrnnnsernnncesnnnssnnnnsnnnnnmmnnn. 22
2.1.2 Ordering ++ssesssceesssscenitumuuiiiiiitmnnneenerresseicesnnnneeceesssnsnsesrannnssennnnnns. 23
2.2 Writing Guide *++++e+sesessesereserrerttemmmmnnnenionesisierasannansscessonsesnnnnnnnnnnnsnnnnne. 23
2.2.1 Writing Tips of Sales Promotion  +++++ssesssess Sesenasainevineee R inineoesainidiesstseine 23
2.2.2 Writing Tips of Ordering ++eseeessceceeneeanns Taeativiidhe dusn R esdebis o dTon vl oo vvasanlizs 2%
2.2.3 Sample Letters «+ctesceceeesctttnnniientiiimnniniermiremncernnserenesssnnncssnsnsssnnnnnn 24
Chapter 3 Terms of Payment «ccceccccctteittiiiiiiiiiiiiiitietiiiiietentenceiennsnssnsnnnsnsannn 39
3.1 Introduction <+sssseessssetrenseniiiitiiiitiiintieiittesesneeeeaneesesesesesnnnessnnnnnnnnn. 39
3.2 Writing Guide <+s+eessssterseneernnniiiiiiuinnnnunientiiesenniinennneessnsseessanesessnnnnan 39
3.2.1 Writing Tips of Payment Terms *+eceeseseeresecrececearrerereconsnneonesnsnssnsnsennnsnnns 39
3.2.2 Writing Tips of Urging Establishment of L/C  cecceseececcetcesercesenccessncancessnnans 39
3.2.3 Writing Tips of Amendent of L/C ++eeeeeerrececcerereucecrracecenreceoraconnnnnssssnnnns 40
3.2.4 Writing Tips of Extension of L/C «++ssssssssseeeeessecrsrrnnnareecessesssssssnnnnsmmmenn.. 40
3_2.5 Sample Letters .............................................................................. 40
Chapter 4 Shipment ................................................................................. 57
4.1 Introduction I L S S 57
4.2 Wntmg Guide esesseserrreettttt e e e e e e 57
4.2.1 Wntmg Tlps ................................................................................ 57



4.2.9 Sample Letters  secccccccccsccscccccccccccscccscccccccscscccsccosscsccscsccccssaccssccccses 58

Chapter 5 INSUFANCE  «eeeereeeessssnnaressisiattsssnnstssssssisusstiosiistesttessssnnntsesesns 66
5.1 INtrOQUCHON sseesesseccsesssnssrsrassensassesasasssssssrssssssssssssssasssessasssessessassassonssas 66
5.2  Writing Guide +e-seeeeeeesssssnrrressssntenennsntteiissinteeissonnsessssessatssssssisssanteees 67
5.2.1 Writing Tips eeececeeesssneesessssuneeeessstnetienniittteeeniinntaeessessnsasesssssssnnnes 67
5.2.2 Writing Letters ceccccccccccscccsccsccscsccasccscccsscssscessccsssessscssscosecscosscaccons 69
Chapter 6 Claim and Arbitration «ccccccoreeesereesiimiieniniiiiiiiiiiisiiaiiniiiaenieeianeenne 83
6.1 IntroducCtion seseessecscccsccsscessccscscesccecscscsssccscsssscscscssscsascccscossssssassccascascsss 83
6.2 Writing Guide »+++sesevevesssesmmmnnrunmmnmmnmmnmnmiuiieiiiiitieiiiiiitiiiatanaaas 85
6.2.1 Writing Tips  «+eesessesssrnnreeeeessssssssunnnniesesssssisssuunnsseessessessssssnssesanns 85
6.2.2 Samuple LR, . . suisssss ssrsennessns v sassnsasans ssasmgasssss paes sAsssAeARRE Y sratvaaess 87
6.2.3 Claims and Arbitration Clause «cecesececssssscssssssrosecesaresesesosasesesssssasansess 91
6.2.4 Typical Examples of Claim and Arbitration Clauses in Contract «ceececesececceces 95
ChApLer 7 AGEINICY «+eeseessasesssssosasesnssasassosassssassssassossasssssssasassorssssasssysassnss 111
T TIErOAUICTIOI, | 5055505055, 05508 8 80508 53655648 65008 S S R SO0 S P SN S G800 £ s i S B 5 08 B 111
7.2 Writing Guide «eeseceeeeeerermuniiiiiniitiitiiiiiitiiiiiiietiitiiitiiiesiittatiiiisiee 111
7.2.1 Wrting Tips seeeeeesseecceceessunssssossssstetttessmnmmsssssssseteerssssessssseesnsnsnes 111
7.2.2  Sample Letters «sceeeesececcssssessssssssscrstssssssnassssssssannesssssesssssssssssassnses 112
7.2.3 Exclusive Agency Agreement Sample «cccceeeessensesinisiniiiiniiisiitiiieiniie 116
7.2.4 Sales Agency Agreement Sample «eeeeceeeerrerniiiiiiiiiiiiiiiiiiiiiitnia. 118
Chapter 8 Contracts and AGIeemMEnts «--++++sssseessesseeesssasesssssesasssssssesssssssssnns 126
8.1 IntroducCtion cececsesccccccecsccaccseccccscacncccsscaccsassscassessasssssssssssssscssssssssscsscs 126
8.2 Writing Guide «cceeseseesceruniientiiiiiiiitiieuiiiiiitiiiiiitnttesststonssstsnnessstennaes 127
8.2.1 Writing Tips «esesesssessssesrsesstssstiniuesstssstesiuensiesninessntssnsnsnessunssssasns 127
8.2.2 Writing Style and SLUCLUIE ceececcesscccccccscecssacscscccsscscccscscssnsscssssessanses 129
8.2.3 Samples Jetters cccccccccccccccscccecsccccccaccsacsssescassscasessssessecsscscsscsssssascns 131
Ky t0 EXCFCIS08. sscssanansasnessinsnansssssassonep Sopspspammamil st ripiob St oaTIv sgaprsafpos g 169
BIBHOBEAPHY  wossmansnssnorssnnanenvansanes cassasnnnssnsa IR AE S FRiRELER S FP M REA»s 5058 186



I Chapter 1  Offer and Counter-offer

Offer and Counter-offer

1.1 Introduction

1.1.1 Offer

1. Offer

Making an offer is a most important step in business negotiation.

Offer is a promise to supply goods on the stated terms and conditions. In an offer the seller not only
quotes the prices of the goods he wants to sell but also indicates all necessary terms of transaction.

In a business transaction offer can be divided into firm offer and non-firm offer.

2.Firm offer

Firm offer means an offer with sanction, that is the seller has the intention to make a contract. If the
firm offer is accepted effectively by the others that is the offerer. The offerer will not be withdrawn,
revoked, or amended during the validity. Otherwise the offerer must endure the liability for the breach of
faith. The terms stated in the firm offer must be definite, specific and without any reservation.

A fimm offer will include the followings:

(1) Accurate name of the commodity

(2)Specific quality specification

(3)Clear packing conditions

(4) Concrete quantity

(5) Accurate shipping times and shipping ports

(6) Comprehensive payment terms ‘

Besides the above-mentioned terms, as a fim offer it must has an expiry date. The date is
enforceable that the offerer in order that the offeree can research the possibility of transaction by it.

namm
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During the expiry date, the offerer is obligated to confirm the transaction. But if it exceed the date since
the offeree accept the offer, it can be refused by the offerer. When we state the expiry date, we should
consider the goods, different markets, different geographical locations and feast day.

The expressions of a firm offer:

(1)Subject to your reply reaching us by (before). . .

(2)Subject to your reply(acceptance)here within. . .days.

(3)This offer is firn (open, valid, good) for. . .days.

3.Non-firm offer

It is also named offer without. That is the offer can be expressed with some reservation. In a non-
firm offer the terms and conditions can be changed or amended. For this reason, We can use the phrases
such as reference prices, the quantity according to our supply, subject to our final confirmation. We
offer. . . subject to market fluctuation and so on.

In regular business, the quotation, price list and invoice by mail are general noted only for
reference, subject to our final confirmation, which exclude the condition that if the buyer accepts it will
be made a contract. An non-firm offer allows sellers to have more time and flexibility in choosing business
opportunities and making decisions on prices so that they are more favorable to them in a changeable
market. However, a non-firm offer will be considered as a general business contact by the offeree, so it
will not helpful to make a deal.

The expressions of a non-firm offer:

(1) Are without engagement (obligation)

(2)Subject to prior sale

(3)Subject to our final confirmation

1.1.2 Counter-offer

A counter-offer is made when the prospective buyers find any terms or conditions in the offer
unacceptable, they>will put forward their terms for the sellers to consider.

Counter-offers may be made more than once before a transaction is concluded. If no compromise can
be reached, the negotiation is dropped when one of the parties gives it up. If it is amended again,
another counter-offer is made until an acceptable one is worked out. This final and accepted offer is firm
and legally binding to both parties. It is common for a business negotiation to go through several rounds of
offer and counter-offer before an agreement is reached.

In some cases, telephones or telexes or faxes instead of letters are exchanged to save time.
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1.2 Writing Guide

1.2.1 Writing Tips of an Offer

In response to an enquiry, an offer may be sent, in which the following are usually covered:
(1) An expression of thanks for the enquiry

(2) Details of the goods, prices,discount, delivery, and terms of payment

(3)The time period in which the offer is valid

(4) The advantage of the offer by the way

1.2.2 Writing Tips of a Counter-offer

When writing a counter-offer we should write as followings:
(1)The point of view by the buyers

* Express thanks for the offer

* Point out the prices or other terms are not good

* List the reasons for inability to accept the offer

*Set up for your request

*Urge the others to consider your request

(2)The point of view by the sellers:

* Insist in your points

*State the counter-offer

* Emphasize the rationality of your counter-offer

* Insist in your points

*Urge the others to accept your offer

(3)The point of view by the sellers: agree with concession
* State the counter-offer

* Emphasize the rationality of your counter-offer

* Change the tone, then make a concession

*Urge the others to accept your offer

1.2.3 Sample Letters

1.A firm offer made in reply to a general inquiry
[A letter for Example 1 - 1]
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Dear Mr. White,
We are pleased to learn from with inquiry of May 13 that you like our range of silk shirts.
We are in a position to supply you with our wide selection of shirts and blouses which we make for
all age groups. We can offer you the quantity discount of 2.5% you asked for orders over US $ 30,000.
We usually accept confirmed and irrevocable L/C payable by draft at sight.
Enclosed you will find our fall catalogue and price list quoting prices FOB C2.5% Shanghai. We are
sure you will find a ready sale for our products in the USA as have sold well throughout Asia and Europe.
Any orders you may place with us will have our prompt attention.
Yours faithfully,
X X X
2.Sending a non-firm offer to a potential customer
[ A letter for Example 1 -2}
Gold King Candle Co. Ltd
11th Floor, Futai Plaza
100 Hong Kong Road
Qingdao, China
November 10, 20. ..
Worldwide Trading Pty. Lid
Level 25,367 Collins Street
Sydney, Australia
Dear Sirs,
Thank you for your enquiry of December 5 for Christmas candles.
As requested, we are offering Article No.202 candles you require at USD 340 per case CIFC2%
Sydney subject to our final confirmation.
It is known that our products are superior in quality and moderate in price, and are very popular in
the international market. We hope you will agree to our quotation.
As Christmas is approaching, please send us your orders without any delay.
Your prompt reply will be highly appreciated.
Yours faithfully,
Golden King Candle Co. Ltd
Gaolin
Export Manager
3. A counter-offer from an importer
[ A letter for Example 1 - 3]
“ 4
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Dear Sirs,

We are in receipt of both your offer and the samples of blouses of June 3, and thank you for all
these.

While appreciating the good quality of your blouses, we find your price too high for our market.

Also we have to point out that blouses are available in our market from Korean and Japanese
manufacturers. Their prices are 10% to 15% lower than yours. In this case, we hope you can consider
a reduction in your price, say 10% . As our order will be worth about RMB ¥ 200,000, you may think
it worthwhile to make a concession.

We await your early reply.

Yours faithfully,
X X X
4. Seller rejects the counter-offer
[A letter for Example 1 - 4]
Dear Sirs,

We learn from your letter of 9th April that our price for iron wire is found to be on the high side.
Much as we would like to cooperate with you in expanding sales, we regret that we cannot entertain your
counter-offer, since the price of raw materials has advanced 5% and our quality is superior to any other
similar products.

In addition, for minimum quantity of one ton, which is the size of your order, we usually do not
grant any discount.

For your information, our products are enjoying fast sales both at home and abroad, so the stocks are
getting low. On account of a limited supply available at present, we suggest you accept our offer without
delay.

If you have any further enquiries please contact us, and we assure you that you will receive our
prompt attention.

Yours faithfully,
X X X
5. Supply the offer of substitute
[ A letter for Example 1 - 5]
Dear Mr. Green,

Thank you for your telex enquiry of 23 September conceming cotton print 634.

We appreciate your efforts in marketing our products and consequently we regret very much that we
are unable to supply the desired goods due to excessive demand. We would, however, like to take this
opportunity to offer, without engagement, the following material as close substitute.
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* 500 pieces cotton print 428 at US $ 1.5 per metre CIF New York, including your commission of

2% .
A sample is enclosed for your reference. If you find the sample acceptable, please telex us as soon

as possible.
Your sincerely,
Jack
Sales Manager
6.A counter-offer from an importer
[ A letter for Example 1 - 6)
Dear Sirs,
. Apples
We thank you for your letter of August 27 offering us 200 tons of the subject goods at US $ 125 per
ton CIF Shanghai.

Although we are in urgent need of such pmduct,' we find your price is too high and out of line with
the prevailing market level. Your quoted price will deprive us of any profit. To tell you the truth, we
have received quotations 11% lower than yours. Should you be prepared to reduce your price by, say
10% ,we might come to terms.

Considering our long business relations, we make you such a counter offer. As you know, this
year’s apple harvest was good and the market is declining, though there is a heavy demand for apples.
We hope you will consider our counter offer most favorably and let us know your acceptance at your early
convenience.

Hope to hear from you soon.

Yours faithfully,
X X X
7. Decline the counter-offer
[A letter for Example 1 - 7]
Dear Sirs,
Apples

Upon receipt of your counter-offer of Sept.6, we have made a very careful study.

As our two companies have done business with each other for so many years, we should like to grant
your request to lower the price by 10% . However, such practice will mean nil profit to us. Our apples are
of higher quality and thus of higher cost than that of others. It is impossible for us to reduce the price by
10% without lowering the grade of apples.

Considering our long standing mutual relationship, let’s meet half way. We suggest a reduction of

c 6 -
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5% on orders of 300 tons. Only on orders of this size can we manage to make the reduction without
lowering the grade of apples.
We hope our counter suggestion will be acceptable to you and look forward to your orders.
Sincerely Yours,

X X X
8. The best favorate price offer
[A letter for Example 1 - 8]
Gentlemen:

We are pleased to offer your firm, subject to your reply reaching here by June 20 as follows:

Article: Shoes

Quality: ABC Brand No.5

Quantity: 100 pairs

Price: US $ 30 A pair FOB Keelung

Shipment: July ~ August

Terms: Draft at 60 d/s under Irrevocable Letter of Credit

We are sure that this is the best offer we can make and that no other firms can offer you better terms
than these. At present we are receiving a lot of orders from all over the world and there is a possibility of
our running out of stock one of these days. Therefore we think it will be to your interest to place an order
at once.

Your early order is looked forward to.

Yours Sincerely,
Liu Xiangdong
Manager of Department of Aquatic Products
9.Reply to maintain the present price
[ A letter for Example 1 - 9]
Dear Mr. Green,

It was a pleasure to receive your inquiry of March 16, concerning the supply of our best electric
fans.. We are enclosing our price list and a copy of our catalogue, in which you will find full details of our
normal trade conditions.

We note that you have requested an additional discount of 3% and would point out that our prices
have already been cut to an absolute minimum. These prices can not be offered by our competitors.

We therefore regret that we are unable to allow you any discount in this instance. You can,
however, be sure that any advantage we receive in the way of manufacturing costs is always passed on to
you in the form of lower prices.
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In spite of the increased cost of raw materials, we anticipate being able to maintain present prices.

We look forward to hearing from you.

Yours Sincerely,
Jack
10.Give a preferential price to the VIP

[A letter for Example 1 - 10]

Dear Sirs,

Due to the rise in the world price of paper, from 1 January of next year, prices for our products are
due to increase by 10% across the board.

Since you are a valued customer of long standing, we wish to give you the opportunity to beat the
price increases by ordering now at the current prices. In addition, we are willing to give you a discount of
5% on all orders of more than GB £ 20,000.

We are aware that you do not have sufficient warehousing for large quantities of reserve stock. In the
circumstances, we would be prepared to hold paper for you to be delivered at your convenience. There
will be no charge for warehousing at this end.

We believe that you will see the advantages of this arrangement, which will save you at least 15%
on paper purchases in the coming year.

We look forward to your early reply.

Yours faithfully,
Tony Smith
Chief Seller

Words and Phrases

1. as requested MRIFER

" As requested, we have immediately instructed our bankers to open the relative L/C. H33EE R , 3%
B BN R RATARATIF L5 PRI

* We regret we can not bring down the prices as requested. 7R & 7R BB B AR TEI R 3R ,

“WRIEIFANZR”EAT LA at one’s request.

* At your request, we are going to modify the color of the sample. HRIEMRTER BRI E ol
BB,

* At your request, we have examined the sample of the food, but found everything was in order.
BUMIER, RINELRE T RAORES B8A LRI EE,

as + B KSHAR— MEFRIIIBEE W o as requested BB RILE as is requested, as 7E X
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