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policies and those universally-accepted rules and practices. In presenting an idea,
especially in case of a dispute, one should bear in mind the national interests and
proceed with good reasons and proper restraint. Care should be particularly taken to
avoid ambiguity or misunderstanding. Otherwise, it will give rise to further correspondence,
and thus wasting instead of saving time.

Generally speaking, the functions of a business letter may be said to be:

1) To ask for or to convey information;

2) To deal with matters concerning negotiation of business;

3) To confirm cables, telexes, telephones or face-to-face talks, especially important
ones.

There is also an essential incidental purpose—that of building goodwill by creating
in the mind of the reader an impression of the writer’s organization as one that is efficient,
reliable and anxious to be of service.

Unlike a personal letter, a business letter should be business-like, for it plays a very
important role in atransaction. Besides, itis written in order to achieve a definite purpose
and often gives rise to the legal obligations of the writer.

When drafting such a letter, the writer should take the correct attitude towards the
reader. That is to say, he should be courteous, honest, tactful and genuinely interested
in promoting a mutually beneficial business arrangement, taking into account the
reader’s requirements, level of understanding, and probable reaction to the information.

I1. The Principles of Business Letter-Writing

There are several basic principles of good business letters, which are commonly
called “the seven C’s”, i.e. 1) Correctness 2) Consideration; 3) Courtesy; 4) Clarity;
5) Conciseness; 6) Concreteness; 7) Completeness.

1. Correctness 1E i

A business letter should contain accurate information and the writer should follow
accepted standards of grammar, spelling, punctuation and sentence construction, for
the letter concerns greatly the rights, obligations and interests of both the buyer and the
seller: moreover, it is the basis of all commercial documents (such as the contract, the
letter of credit, etc.).

The term correctness, as applied to business communication, means the writer
should:
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& address.)

Occasionally, for special purposes (for sales letters, circulars or some other
purposes) the following impersonal salutations might be used:

Dear Customer:

Dear Friend:

Dear Audio/Video User/Enthusiast:

To Whom It/This May Concern: (often in a letter of recommendation)

Ladies and Gentlemen:

Dear Garment Department/Corporation: (modern and fashionable address to

replace the old usage “Dear Sirs”)

(5) The Body (The Message) 15 f1IE X

As it contains the actual message of the letter, the body is the most important part
of the business letter. It begins a double space below the salutation or, if the letter has
a subject line, a double space below it. Paragraphs are ordinarily single spaced with
double spacing between paragraphs.

The letter should be carefully planned and paragraphed. The first paragraph usually
refers to previous correspondence; the paragraphs that follow will contain further details
of the subject and the closing paragraph is a statement of your intentions, hopes or
expectations concerning the next step.

Before you begin to write, you must first consider the following two points;

a) What is your aim in writing this letter?

b) What is the best way to go about it?

Since the main purpose of the letter is to convey a message, the letter should be
written in a language that is easily understood. The following serves as reminders:

a) Write simply, clearly, courteously, grammatically and to the point;

b) Paragraph correctly, confining each paragraph to one topic;

c¢) Use a short opening and a short closing whenever possible;

d) Avoid stereotyped phrases and business jargon.

Margins Hia% A

Margins contribute substantially to the visual impression a letter makes upon its
reader. Margins should create the effect of a well-framed picture. Thus, there should be
margins of at least one inch on both sides of the paper, at the top, and at the bottom. If
your letter is very short, you should make your margins larger.
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your firm. The majority of business emails have an informal tone.

“Dear Sirs” or “Gentlemen” are often used to salute a company. The former is the
British way while the latter is the American way. “Dear Sir” is used to salute a head of an
organization.

In semi-formal letters, “Dear Mr. X X is used to address a man and “Dear Madam”
or “Madam” is used to address a woman.

If you are writing to a person whom you are not familiar with, use his or her full name.
e.g. “Dianna, ” “Ellen Wang,”

When the message is addressed to several people, “Hello allffolks™ or “Greetings”
or “Hi” or “Hello” is common. “Hi/Hello/ (+)first name™ is a typical way of email greetings
used in America.

Greetings in Japan and China tend to be more formal and traditional.

Body

The language used for e-mail is less formal, more to the point and more speech-like.

The writing principles for the body are conciseness, clearness and keeping to the
point.

The matters to be noted are just the same as what are talked about in business
letter-writing.

Most email messages are less than three paragraphs in length and fit into the first
screen. If the message is too large, it would be better to write a short covering letter and
have the details in an attachment.

Complimentary Close

The majority of business emails have an informal tone. The expressions below are
often used:

Best regards.

All the best.

Thank you for your help.

Thank you, BBFN. (Bye bye for now.)

Signature

A signature block should contain all the information a recipientmight require inorder
for him to respond to an email.

It should begin with the Sender’s Name, Job Title, and Business Organization. A
Physical Location, Phone Numbers, Email Address, and Web-site should follow.
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HESERBIFIE A, DUEIHEE B TR, S m A .

template n. R

tool bar n. TR

blind carbon copy (BCC) n. #:#bi%

tothe point: expressedin a simple, clear way without any extra information or feelings
., EE

e.g. The letter was short and to the point. X3z I E .

keep to the point Y1/, #4EE/

Signature Files 4244

ELFPT R BFFRBMAR, FJUERELATNEACHBETER, BELR,
W LTI M, ATUEL R ME R ERI B 2R . X R B BR AR
WHAECRWHMMEAZ A, BEMER, XAMEEETEBNFIEA, BEH
AL FEB B A 522 AEL.

TGRSR EE, NSFH B TR E RGN &R XTI,
& BTN HARAKESESL, URPZMEREBRBHTRFAFELH
B, ETNTHTEREN. BHTEANFETEMRE, A5R, FHiL, X
THWHEANFEELANGS, TESZFN THHENRANEITHH®A.

equivalent n. ##%4Y), &, XMNE (BE)

e.g. This is a Chinese equivalent of/for that word. iX 2 5 FAMAMH E R A .

. abbreviate vi 458%

e.g. 1) “Monday” is abbreviated to “Mon”. “Monday” 485 & “Mon.”,

2) “YL” is abbreviated from “your letter”. “YL”J&“your letter” %85 .
abbreviate i1 418 /32 abbreviation.
e.g. What’s the abbreviation offfor “confirmation™? “confirmation” 148 5 244 ?
reference point n. &% 55, #EHl&A

Part Five: Exercises )

L. Answer the following questions:

1. What is the fax?

2. What contents can be transmitted by fax?

3. How is the fax charged?

4. Faxis superior to other communicating means such as the letter, the telegram, the telex,
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i Machines, and has referred us to your bank for detailed information about its credit
tanding, business capacity and character. We shall be very grateful if you will give
., us your frank opinion on these points regarding the company.

Any information you may give us will be treated strictly in confidence.

Yours faithfully,

Questions:
1. Which company is the writer inquiring about?
2. Why does the writer make his status enquiry?

1 XE-HABORBELRRTHRGAERS, ERERITRUGELAFNEGH
M. BiTHERDR, FEMEOBFNREN—KEEAT (TheMarylandinc.) E3)
RETHOCHRGFTEUA—EBT, FESEAEERMMITEAZARANESRK
B XFBIERER, FEBEALERSAER, REZAFNREIEHANLEHRM
hak .

BE, BRFTRIINERE IS XAMERRFHRERELER. XK, 7
FFETUEREEZRGE, SIERZATNRGEEHAMALE. 3F, AAMIHE
[4R1T. Aes B UERBEENMSE LR,
MNRITRFESRBNEE—RERANTEN. EETARLEERNEANHIRIE AR
ZE, BistkaaiImiT. Bk, §ANERERTATHELS, REEIM
B & RBAT.

BHfSR AR ERMN. HEXATAEINEN. X aFERES KSR EK
B ARIEATEM.

BIEAEGHBANEIEERER. BE. FEFERD.

2. Confidential HL#

EHIEREE LS L EAFA “Confidential (HL#)” & “Private & Confidential (HL#
HER)” MFERH. XEFHEESERFH L.
confidential a. FUE K], HFHH
e.g. a confidential secretary HLEM
confidential files HIERE
confidential information/documents L% &/ 34
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To give you a general idea of our products, we enclose a brochure and a pricelist
“sshowing various products being handled by this corporation with detailed
i specifications and means of packing. Quotations and samples will be sent upon
¢ receipt of your specific enquiry.

As for our credit standing, we are permitted to refer you to following bank: The Bank
+ of China, Sichuan Branch, 35 Section Two, Renmenzhong Road, Chengdu, China.

We look forward to your early reply with much interest.

% Yours faithfully,

Questions:

1. Who may write the letter, the buyer or the seller?

2. How does the writer arrange his ideas when writing the letter? Is this letter written
according to what you are told about as to the way of writing such a letter?

1. specialize v.
1) to study or work in one narrow part of a general field £ TAHE (FAT4)
e.g. He specializes in agriculture.
In the university you can specialize in the humanities or the natural sciences.
HEREFR, URATLEBAERI M g ARBE.
2) to (make sb.) trade in one particular type of product or service; to (make
sb.) deal exclusively in #1&E; ffi-----L[&E
A S BIBECAE: specialize in; be specialized in
e.g. We are pleased to inform you that we specialize in Chinaware. Al 1% 12 ERI%ES .
Being specialized in the export of Chinese Art and Craft goods, we express our
desire to trade with you in this line.
#MENHOPETER, BSRAFRXITHANLS.
2. to open an account with sb.: to enter into business relations with sb.

Hee B EKRR GREFEER: SEARESERKR)
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Sample Letter Five: Reply to the above Letter
s , ™

New Words & Expressions

heavy demand X% &
quality n. kind, sort #&#F, F£
irrevocable L/C: an L/C that cannot be withdrawn or cancelled once issued
T #4449 1% FE
confirmedL/C: anL/Cconfirmed by athird bank which gives its own guarantee that
the seller’s draft will be honoured if the issuing bank fails to do so % 3%.1Z A&
\_toopenan L/C:FF (=) 12 M3E  £pegKik: to establish an L/C )

& Dear Sirs,

. Re: Canned Mushroom

" Thank you very much for your enquiry of July 16 about the sub;ect canned food We
are glad to know that there are heavy dernands for our products in your place Inthe

followmg please find our prices for the three qualmes of canned mushroom m Wthh
. you are snterested '

Quantity | Uthrice

Ttem , (Case) (CIF net New York per case in U S. Dollar)
6 x 68 oz. Stem & Piece 21500 1 - dag '
Ax160z ButonSlice | 1000 | 135
24‘x,8 0z ,Buﬁon ' | OOO; e o 12!9 .

For your lnformatlon we have stooks on hand of the ﬁrst two quannes that can be
sh;pped by the first available vesse! samng to New York direct about one week after
a receipt of your urrevocable and confirmed letter of credlt As for the dehvery of the
@“ last quahty we can Shtp :t about one ‘month’ aftef recexpt of your L/C .

"z You are requested to open the L/C «mmedlateiy should the pnces quoted above be
acoeptabte to you. ,

Yours faothfully,

i il R i
T S ’m%%%?v:fgﬂﬂ e
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how many suppliers are to be approached in one and the same region?

3. What are the types of enquiry?

4. Should enguiries be addressed to an individual? Why not?

5. What is a “First Enquiry”? What should be normally included in it?

6. What should the answers to enquiries be?

7. What should enquiries be?

I1. Choose the best answer:

1. We acknowledge thanks the receipt of your enquiry of 11th May, 2008.

A. with B. by C.in D.to

2. Aswe are in the market for auto parts, we should if you would send us your best
quotations.
A. pleasure B. please C. be pleased D. pleasing

3. We put forward for your consideration an offer for our new products, and hope you
will this opportunity.

A. make good B. take advantage of

C. take care of D. look for
4, We look forward to your orders soon.

A. get B. have C. receiving D. taking
5. You may that we will ship your order without delay.

A. ensure B. assurance C. assured D. rest assured
6. Please be informed that the quotation change without previous notice.

A. subjects to B. subject to C.is subject to D. is subjected to

7. We intend to furnish you with our substitute, which is of good quality and will be offered
at a more price.

A. good B. better C. cheaper D. favorable
8. We are sending you by post the samples for the new season.

A. another B. other C. separate D. extra
9. The supply is inadequate to the demand.

A. meet B. have C. surpass D. catch

10. We shall be pleased to forward samples and catalogues as well as detailed
information upon of your reply.
A. receive B. receiving C. receipt D. received
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Counteroffers, counter-suggestions or counter-bids may be made more than once
before a transaction is concluded.

A counteroffer should include the following:

1) Thank the seller for his offer (or samples, if any);

2) Express regret at inability to accept and give the reason why you cannot accept;
3) Make a counteroffer if, in the circumstances, it is appropriate;

4) Suggest other opportunities to do business together.

— e e e

I11. Quotation

A quotation is not an offer in the legal sense, which is merely a notice of the price
of the goods being sold. Unlike an offer, a quotation is usually not legally binding upon
the seller, neither has it a fixed time of validity. However, at times, a quotation is made
together with all the necessary terms and conditions of sales. In this case, it amounts to
an offer.

1. offern. & v. AL, R (AIEHREL. FK. BE. 8. BHHEEEEHRE) % make

an offer, send an offer, give an offer J& il & #/id for B¢ on.

e.g. Please offer the following goods: H#R 4t LA T 14
We offer firm for our 500 pieces of raincoats. &I 1ERIREHr 500 AR LH .
We shall be very much appreciative/obliged/thankful if you will give us your most
competitive offer. BiE R AR T MK BH FFERIE
We are pleased to offer you our 50 M/T White Crystal Sugar at US$1 500 per M/T
FOB Qingdao.
PR TR IR T 50 A IRbRE, SAM 1500%5G, HHFEEEM LR T.
LA Al B Ak
We take pleasure in making you our offer for 50 M/T White Crystal Sugar at
US$1 500 per M/T on FOB Qingdao terms/basis.
This offer is subject to our (final) confirmation. A3R& LAY (BJG) BFANHE.
Our offer is/remains good/open/firm/valid/effective until/till the end of thismonth.
RITRBERWEES AR,

R, ERSEET, B —MA quote (Bhid, H4iAN quotation) FiR “IR”
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This offer is subject to goods being unsold.
Since the market is advancing, you will surely find our price competitive and we
are looking forward to your immediate acceptance.
Yours truly,

Question:
s this letter a firm offer or a non-firm offer? Why?

Notes

1. We offer 500 metric tons of polished long grainrice, 2010 crop, 20% broken, at USD230
per metric ton FOB Huangpu, for shipment during October/November 2010.
LR IR AT 500 ATK SRR Ak, 201047, 20% B, HAm 230% 7T, &
EREHEAL BAT A, 20104F 10 A /a1 AkiE.

2. Payment is to be effected by irrevocable sight L/C.

DAZR a4 B B0 H 15 RESZ A .
Payment 1% FIZ EEAE A effect, 1T/l make, #7Rx “3F” “fFaKk” & “FHHEL
'H‘ 7
e.g. Please make payment for your order by the end of May.
#HT 5 AR AR AR 7 1T BB 3K
3. This offer is subject to goods being unsold.
AR SRR B A
4. the market is advancing: Ti#r_ ik market ZEdkAb R “Hith, 1THE” Z&K.
e.g. Our quality is far beyond comparison. Besides, the market is advancing. Our
goods can always find a good sale.
B FEREE S K. T ETH Bk, ROMKWHE—ERLT.
market B EJ{E “FGK: HiBEk” #R
e.g. There is a good market for motorcars now. AR ERS LT .
There’s no market for these goods. IX S4B Y8 AR -
market BB S N “Tilp: RERH; WE”
e.g. They put a new product on the market. Aif11 735 #E tH —FHHT 7k -
market vt 1) g L, WS LS, LT, HE
The firm markets many types of goods. XK A FAETH LHBESFE M.
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Sample Letter Four

New Words & Expressions

sample n. one of a number of things, or part of a whole, that can be looked at to see
what the rest is like; specimen # &, ¢4, =K

garment n. article of clothing (—#) RI&

medium &. in the middle between amounts, extremes, etc; average FIal#, $%
89, Fi8y

handle v. deal with, manage or control (people, a situation, a machine, etc.)s 4+,
FHEIEH (A FAIMEF)

. decline v. say no to sth.; refuse (sth. offered) 4848 (&2 X4 ) BT (i)

",

3 Thank you for yuur fax of August 18

he samﬁté&@fﬁoﬁan fauhtisrv‘#éar %ybu

We appreczate the good quahty of these garmems but uniartunately“yaur prices
rtobe on the hxgh side. eveﬂ for garmems of th«s quauty T@ accept the pnces

i m our markét for artlctes is in tha medtum pnce range
We like the quahty of your goods and atso the way in whrch yeu have handied
ur enquzry and wouid welcome the oppcrtumty to do busmess wnth you May |

ye)umfferasﬁ stands.

_ﬂourssmcereiy, G
(SJgnature) S
: Carrie ‘
~ Purchasing Manager

it
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11. I’m afraid | don’t find your price competitive at all.
BREFMNBRT B MRS

12. If this order is satisfactorily executed, we shall be only too glad/pleased to place
further orders with you.
WHYIT RAPIT AR, BIOVEIEFRERER BT TR,

13. We can always count on them: they’ll never fail us.
BATREAREMRT], ANASSTITRE,

14. Silence or inactivity during the validity of the offer amounts to a declining.
£ R B A RFRBR S ATE %R T

15. Thank you for your trouble in this matter. HF G575 )7, ERBHE.

Part Five: Exercises |

Exercises in Class:

1. Answer the following questions:

1. What is an offer? In what way is an offer usually made?

2. What’s the difference between an offer and a quotation?

. What’s the difference between a firm offer and a non-firm offer?
. What’s the meaning of “validity of an offer?

. What does a satisfactory offer generally inciude?

. What is a counteroffer?

. Please explain “Conditional Acceptance™.

. What should a counteroffer include?

0 N OO~ W

II. Choose the best answer:

1. The offer is valid three days.

A.in B. at C. for D.to
2. We look forward your reply.

A. to B. toward C. by D. for
3. Our offer is subject your acceptance promptly.

A at B.in C. for D.to
4. Our company is _____ the market for that type of product.

A. for B. at C.in D. to
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BAINZRIE X EWERRRR—T.
original sample J& £ duplicate sample Z sealed sample ##¥
counter sample X%Z#£ % reference sample Z%# i
5. order v./n. iTH: T8 KT
e.g. place an order with sb. [EIF AT H
accept/entertain an order from sb. 832/ ARFE AT K
decline one’s order B4817
fulfill one’s order IT HBATIT B /AT ;K X%
Thank you for your orders, but we are now notin a position to entertain any fresh
orders just because we have a large backlog.
BSHE IR, EHTFRAFPITRRELSMAEEZETHIITRE.
in (good) order = complete and perfect B L; SEEILIR
Even though your goods are found in order, we still insist on our right to re-inspect
them.
to one’s arder = to title sb. in a commercial document EA-+-+- Ak
You are requested to issue the invoice to our order. iE¥ R EMRB K.
We demand for a bill of exchange to order, without recourse.

RABRFAZAHH. BERNHER.
Sample Letter Two

s N

New Words & Expressions

conference desk n. &%
credenza n. ¥

executive chair n. XIEH; ZRHM
letter tray n. 15 4&

sandalwood n. #&K (&)

beige n/a k&, KEKE&

C.0.D =cash on delivery # 2] 4tk
net cost n. ##; HRA

| atarget completion date L& % T B ¥ Y.

e
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let me know immediately.
Yours sincerely,

Berenice Chamala
Supervisor, Clerical Services

L BKCiamm

Notes

1. ea. =each
2. C.0.D =cash on delivery 5 B{s}ik

e.g.

We can send it C. O. D. or you can pay by credit card.

BATATCLR “fR2T3K” By REF, R r] LA E R R,

We usually accept payment by L/C at sight draft or by T/T in advance, but never by
C. O. D. HHBA 2 RV HAE FIETRE AT . RATABR 5 B s 77 2

3. Discount n. ##; vi WEEL: FTHMBER S v T KGR TR

e.g.

4. due

e.g.

When quoting, please state terms of payment and discount you would allow on
purchase of quantities of not less than 500 dozen.

MO ET, TEBLRAT R SRR W LA DT 5004T MR FTS TR,

To our regret, we are unable to accept your order at the price requested, since
our profit margin does not allow us any concession by way of discount of prices.
R, BRI T E R EEZIT 8, EARTAECA BB #
FIAEATHT 40

The store discounted all computers for the sale. iZ/& B4 & 2 B A& R M.
Automakers discounted their overpriced cars.

EERE R TITmIpE ML s RRE,

a BIRr: BURE: AR NAR A NG MR

Please try your utmost to ship our goods by S.S. “Peace” which is due to arrive
at Hamburg on May 8 and confirm by return that goods will be ready in time.
HREM: “R¥” BRI Y, ZRTEHT 51 s Hikik &, HHRHR
HRFIA R O R %%
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Rejecting Ordered Price

Dear Sirs,

We refer to your Order No.345 and regret to say that we are not able to accept
syour bid price (Hi#}) for Frozen Rabbit Meat.

As you may be aware that the prices for foodstuffs have gone up sharply owing

to the rough weather, it is impossible to purchase supplies at economic prices.

" Moreover, we have improved our packing method, as you may have seen from our
samples, which cost us a lot.

The price, therefore, is 8% higher than your bid. For the market is firm with an
¢ upward tendency (LK%, we advise you to accept our price without delay.
& In view of (#F) our long business connection we will definitely keep supplies
. available for you if you amend the price in your order within 5 days.

Mo pRERE N

se— MR B e SRRy

Tips for refusing an order
When refusing or declining an order from a customer, you should:
1) Express pleasure and thanks at receiving the order at first;
2) Confirm the way of packing, payment and shipment etc.
3) Regret to make a counter offer, or
4) Regret to send substitutes, or
5) Regret to decline the order.

1. refer ZER N XA S EHBRT .
e.g. ...has been referred to us for attention-+-+-- ) (EHEZXERARHHE.)

Your letter addressed to the Ministry of Foreign Economic Relations and Trade has
been referred to us for attention. (...has been passed on to us for attention.)
Your Commercial Counselor’s Office has referred us to you for establishing
business relations with your corporation. (IHFEASIREERE e--- )
Please refer to our bankers for our reference. (E{EEM) & MEBITHH
We wish to refer to the payment terms contained in your letter of Dec. 19. (%
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—ik) (BT
We have examined the documents referring to the first shipment under Contract
No. 4567. (HKXK)
2.regret v. feel sorry (for) J518; #ifs: vi B3G5, REWEK . B B8R

regret doing M GE M ER R, FHE: regret to do W EMME R M B IR

e.g. Weregrettoinformyouthat we donothave in stock the goods in the desired quality.
By BRHERN RS, TEMANYABTRERE.
As wages and prices of materials have risen considerably, we regret that we are
not in a position to book the order at the prices we quoted half a year ago.
B LB RUERME KB Lk, R TT R ERT MM 21T 8
Toourregret, we are unable to accept your order at the price requested, since
our profit margin does not allow us any concession by way of discount of prices.
BRI, BRI FFERMMIEEZITR, BARTRMEESAEFRT
BT A0,
As our factories are fully committed for the fourth quarter, we regret our
inability to entertain any fresh order.
TR L) BNURERMEITROH, RIONPOEEZFHHITEA.

4N, regretful S AER, RRBEBIBIR: regrettable SYEMH, RS AER.

e.g. As scientists, we feel greatly sorrowful and regretful and once again we intensively
feel heavy responsibility shouldered for disasters prevention and reduction.fE
ARFE TSR, BRATFBOEE, FUCRIHURS 2 JTERIB KK 1.
We feel it very regrettable that you find our price on the high side. X} TR A A
B mE, BEBAEE .

3. bid (price) v./n. a formal proposal to buy at a specified price; propose a payment

s B

e.g. One person close to the deal said the final deadline for offers had not passed, but
no bid was expected from Walmart.
BEIEEX AN — AN TRR, BRETEM B AT, ERHRARDA
KRB 5HHR.
Although your bid is below our level, we accept this order as an exception, with
a view to initiating business with you.
RAEGURT B TR KE, BXEBRMRGHRITLS, BIVHEFIERZIL—
TE,
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invite bid#8#x: make a bid$tkr; open bid Fix
win a bid #45; lose a bid & F45; withdraw a bid #i#x
4. go up sharply 2 & Lk
R E2RE LK, RUPREELSE:
The price of steel jumped sharply last year. 404 M SR LK.
Yet now, food prices have risen sharply. SR TITEEE, R E W% SR L8k
Discontent had been simmering since the beginning of the year, after a steep increase
in energy prices. \AEFF I, HEIRIME BB Lk /G, A HERRE.
In 1974, when OPEC first engineered a dramatic rise in the price of oil, there was a
sharply negative effect on the economic growth of most countries.
19744, MAmHHEAL (OPEC) F Uk T AMmMs &R Lk, XTXE
BERMSFHK=E T+ HREE .
5. at economic price & H %
6. firm with an upward tendency (TWi¥) B3, THEH.
7.in view of = in consideration of %&F; &%
e.g. In view of our long-standing relations, we decide to reduce the price.
5 TRAKBELS AR, RITRER.
In view of their size and their likely growth in the next few decades, finding a way
to bring China and India into a global carbon abatement system is crucial.
AT R A LA B R SRS TR B FE I KOR T, Wik Th BRI N A ERBRR AT D
REXREEMN. '
with a view to Bl B, HRT: HHE-Wels AT
e.g. As a matter of fact, most disputes can be seftled in a friendly way, with a view to
developing a long-term relationship.
B b, AERBKPEERNER, KSHHIER T LUB A g 77 Kok mEL
B
8. available a. able to be obtained or supplied F 8 2f]; FTHRHLHT
e.g. Good quallity jeans are only available on the black market in this city.
EXAHTY, EROSFEREERT EARKEL
We shall be very glad to receive your offer on those agricultural produces now
available for export. £ 85t B &7 A4t O R == R, 1+ mX.




