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1. ¥R
FIRST MEETING

MREE, BARRFTHS, FRERHESUSE, BH
ot ARR, RiFfkefa 28k, LRf—ftend
MR E, INRELABRAT .

1. My name’s Simon. I've an appointment with Mr. Han.
RMBFRAR, RABEERAR.

2. Mr. Han’s on the phone. Could you wait for a moment?
WA EERE, K% -TY?

3. Thank you.
WHEHR.

4. Mr. Simon is here.

BHEEERT



BUBBRATE

5. Yes?
B,
6. If you just come with me, Mr. Han will see you now.
WREE, HaEDd FEELRK,
7. Thank you very much.
FEH BRI,
8. T’ve heard quite a lot about your company.
AMBAE KRS,
9. Likewise.
B, Bt
10. Here are samples of some of our new products.
REA-BRNF= MRS,
11. Very appealing.
BE5I Ao
12. I have another appointment now.
RAEHHAS,

13. Give me a call tomorrow.

WX ERIT T RIFLR

2. HELERTIR
SECOND MEETING

1. Good to see you again.

e WEMRE R,
2. Me too.
2



BWEHRATRE

B,
. Well, you'll be pleased to hear that your products interest us.

Prgpe;zts for sales seem to be quite good in the US.
P R XA R T3 TR 5 AR AR, 7 3% S
EREREHEIR,

. Wonderful.

FRT o
. The main problem is the price. The market here is highly com-

petitive, so we must be careful.

EERENE T T, FAEXENTHRSFBREE, AU
RIIAFBAAKH
. T agree. Look, it’s lunch time. Let’s continue our discussion over

lunch.

RARE. B, FEHEDT, RIO—EHARBAERTG?

. Yes. That’d be fine.

¥F,

3, IWHitEY
DISCUSSING A CONTRACT
. Let’s discuss an agreement.

BRATRITE A L0 I BR
. Fine. What have you in mind?

5, HRIEE B R,
. The item is too short for us to make a profit. We suggest a three
3



RASBAIRE

2

AT

3.

4.

5.

year contract.

WMRESAHPBRKE, BRMNBEEFTH., RIABNE 1T
=ERNEY, 7
W - 145

Yes, I see. What sort of <.1ission do you have in mind?
W, XTHEMRE, KEFLAER?
Ten percent.

B2t

Well, ten percent seems reasonable.

BaZtafess,

4, EERY
SINGING A CONTRACT

Well, we’ve gone over the contract.

RIEZBLEAT,

We expect you to do your _gnmto achieve the highest market

. /i

penetpgtno_ f})r our products.

,Pent treifan
HEBRIR TS, BRIOEERS.

Of course. 1 think that covers everything. Will you join me in a
toast to the success of our agreement?

Ju R 3 4>

HR, REERZTH, BERTRE—FRRMIFLRI.
With pleasure.

TR T

Well, here’s to our success.

VEATRI .
4



BUEFSHHATE

6. To our success

RBATE BRI TH,
Dialogue 1

A: By the way, what about commission?
BER—T, KMNITRESZVHE?

B: Generally, we don’t allow any commission. Considering this is a
new product, we’ll allow you a bit as an exception.
—RORG, RIOAZAMAE, FRIAXEF ™K, RITHEH
PSR — R

A: How much will you offer?
2 2

B: We'll give you a2% commission.
RINSGHE 2%,

A; 2% is really todlittle.
2%HRKRDT,

B; What’s your idea then?
IRTHTHEZ DT

A: You see, it will cost us a lot to push the sale of your product. I
think if you could grant us 5% commission on the selling price,

e A
we would be most satisfied.

WRAE, I THREEMNGT R, RONEZEE/RKERE, RE,
IMRFRNTRG RNHENMH 5%, TWAKEF T,



RWAEBIARE

B: This’s impossible. Let’s end our bargain at the rate of 3% . What
would you think? Ej {ﬁ
XRAT R, WLRMED 3%, KRITEWM?

A: Well, if you insist.
MBARAIERE, RRF0lT,

B: You may/(ifdgfzt);%ur&?% commission from the L/C to be open%.
PRATT AT A7E BRRE 7 i B9 15 AR TR H0BR 3% &

A. OK, we will.
¥, RI1&8.

Dialogue 2

A: We’ll increase our turn over if you appoint us as your sole agent.

We expect a 10% commission, of course.

REFRTHRERT AHEMNOMEAE, RATTUMEME LS,
4%, RIOIWAHEH/D 10%KHE.

B: What'’s the total annual turnover you could fulfill?
HITBRE B EHR RS ST

A: 2,000,000 pieces every year.
2,000,000 4,

B: Commission is usually given as a percentage of the total value of a
transaction. QOur agents in other areas usually get a 4 ~5% com-

mission on the total of business.
6



RUABHATE

AERIMEFEZBRZLBNE IR, RO EHBEOR
BEEE RANGERZEPED 4% ~5% 2,

: As you know, we do business on 2 commission basis, we need a
lot of money to advertise your products. It’s so costly. A 10%

commission won't leave us much.

WMERFTR, BINMZREI/IAMERMERN ., RIOVKRAMNIB

TR EREFER, IRMREN. 10% KW HLEXTRA]

AAEEH

: Our price is worked out according to the costings. A 10% com-

missioon means an increase in our price. Since we have made con-

cession in price, We'll give you a 3% commission. This is the

best we can do.

RN B RILEA AR . S 10%HHLREREERR

freg, ERRNEMH/ECIETS, FURRBS 3%HHL,

AEHET .

: The commision you give is too little.

S E: oL o N

: Let’s put it in this way. [ suggest that we should sign a sole a-

gency agreement on this item for a uration, f two years. The
/c J uo re é

tr: 5 itlon is 1,000,000 US dollars in the flrst y 1,500,000

US dollars in the second year. The area is in California of¥ the U-

nited States. Commission is 5% . Is that right?

BHEDFAE, REUARMNE—DTETHIFH-RHOBERD

WY, WEFILE, RABE—4EN1,000,000 £7, BN
7



BWABHARE

1,500,000 £7t, HEHMXEEXENMABEE, H4& 5%,
IAET?
A: You are sure hard on me. Well, I'll accept that.

WREEZ, F8, XD



BIAHEYAIE

—. R#E (agency)

RE, BIREDL, EHF ZERALHBRR BT F 0

A, RBEAFTSRAMF=LR4, BELE, ZT4RK
NEEXZHHEREE, SFERFEERRELE, MEEE
X%,

1.

We hope to handle as an agent the goods you are rting now,
because we have been commanding an extensive d&tic market
in this line. } f A R
ENAFEREGAFAELOME R, BIRMNEEZRXLE
BT KRET 5,

I'm here today to apply for sole agency of your product in our

market. -

HRERK, REBBRIRAAFDERENG EHRRAH,

. Having obtained a repufableposition and thorough knowledge of
I3

i A ) )
trade, we Gre sure that any consijgmment éﬁ{rusted to us will be

. A
e zu;ed to your full satisfactfég'.\ Kiw :
NHfE, EMZREERNIPERORYBEUTHLS KT T
SWE, BAIRMNAAREYBENAR MR,

. If you are not get represented here in Tokyo, we should be inter-

ested in acting as your sole agent.

BUMRAFAERRERERE, RINABHBRLTHHEKR
B,



BRSBTS

5. Having a wide and varied experience in the trade, we are con-
vinced that we are in a position to take good care of your import
business as a buying agent in the most effective manner.
RIORA EMERHNALLR, HERBERERARE, B
893 0 b 5 8T

6. I'm well acquainted with local conditions and have excellent busi-
ness connections.

RIEBWBRLYMBEL, ARFHLFXE.

7. We're offering a general agency for our EEX—ELGS in America.
RAFER-MNAEREH SR % B,

8. We're looking for a young man who can starts selling for us im-
mediately.

RARE—NBIAAIRNTFRHBEEINERA,

9. After paying due consideration to your proposals and investingat-
ing your business standing, we have decided to appoint you as
our agent in the district you are defined, subject to the following
terms and conditions. 4 :
EXRTRUATXYEBNEETHRVORELGFEHE, R
MREZER T IR EBEMREAN, B—SBHBUT
A Ko

10. In connection with the question of sole agency, we should like

to know your plan for promoting the sales of our products.
E(TFTHERERE, RBTHE - TFTHRIAEHRZ KT

®o
10
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11.

12.

13.

14.

15.

16.

If you will continue your efforts in pushing the sale of our prod-
ucts, we shall be glad to discuss the matter of sole agency with

you.

WRF T BERES NEHRT R, RIOBEESHKRIT
W FEARE N % =,

We’re happy to appoint you as our representative and look for-
ward to ly beneficial association.

RATR IR A R 24 70 89 M 5L 1 15 BB 93
BXF.

As our sole agency, you are not expected to sell any other com-
petitive line of goods in this market.

ERABRFTURRE, FEAREXITTHHEEMSRIE
RN,

I thank you for your confidence. I am ready to accept your rep-
resentation in New York.

REWBHENEE, BRESEZERAFAEAA/LFAR
Fo

We very much appreciate the efforts you have made to build up a
market for our products and will continue to support you in your

sales activities.

ST HRIFRFET G OE S, ROENBEH, ¥}
BRI EIE A T,
As regards the question of agency, in our opinion, we both had

better leave it in obeyance pending the development of business.

4Ty 11



