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UNIT 1 Establishing Business Relations
BIRZKFR

1. Model Dialogues 2 $3% #& 3 i%

Dialogue 1: First Visit

Mr. Hamilton is visiting a Chinese company to collect informations of its products.
Mr. Yang and Mr. Cheng meet him...

Yang: Welcome to China, Mr. Hamilton. How is the trip?

Hamilton: Good. It's a great pleasure to see you again, Mr. Yang.

Yang: Me too. Mr. Hamilton, may I introduce Mr. Cheng, our sales manager
responsible for international trade?

Hamilton: Nice to meet you, Mr. Cheng?

Cheng: Welcome to our company, Mr. Hamilton.

Yang: Sit down, please.

Hamilton: Thank you.

Yang: Our sales representative in London told us that you are interested in some of
our products displayed at the International Exhibition there in September. Now,
may we have a further discussion on your specific requirement?

Hamilton: Sure. Here's a list of your products we'd like to place an order and import
for the coming year. You may see the quantity for each item.

Yang: Well, Mr. Hamilton, all of the items listed here are available. I’d better let Mr.
Cheng to discuss with you in detail the sales terms and conditions. I hope we
can come to an agreement and sign the contract very soon in order to enable a
timely delivery.

Hamilton: I am glad to hear that. Now, Mr. Cheng, I'd like to have some of your
sales literature and a price list for all of your export articles.

Cheng: No problem. Here are our catalogue and price list. The catalogue covers all
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the commodities we export, and you may find indicative prices for all our
export articles on the price list.

Hamilton: Thank you, Mr. Cheng. What are your normal export terms?

Cheng: Normally CFR. Or we can export on clients’ requirement.

Hamilton: What commission do you usually pay for your exports? As you know, we
import on commission basis.

Cheng: That can be discussed.

Hamilton: All right. Then can we go on a more specific discussion right now, Mr.
Cheng?

Cheng: Great!
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D wHiE, BkA, RIT—BCRAA At ohA?

B —BORAIE RO O BE AT LR S Bk O

D PROEHAT B DME? EWMEHTTRE, A1 05 &R ZHEBUE S .
B XATLAR .

D Akhy, FESEAE, WATRAERT LAITHE R R A0S 2

B KEFT .

Dialogue 2: First Meeting

Jim is standing at one stall in an internatinal fair. The stall displays pure wool
carpets which interests Jim...

Salesman: What can I do for you, sir?

Jim: I notice that your design is very special.

Salesman: They are antique and elegant with some popular elements, right? That is
the typical traditional Chinese pattern. Besides, when you feel them, you will
find the material is soft and smooth. They have a ready market in America and
Australia. Would you like to have a look at our product list?

Jim: Sure. So, you specialize in producing pure wool carpets.

Salesman: Yes. We enjoy a high reputation in this field. If you have made deals with
our Chinese peers, you must know the brand of San Quan which is famous for
the top quality.

Jim: Yes, I have heard about it. May I have your quotations?

Salesman: Here is it. You will see FOB prices here. But we also can offer CIF prices
if you want. Those prices need our final confirmation.

Jim: And what are the terms of payment?

Saleman: In general practice, we prefer irrevocable letter of credit.

Jim: Thanks a lot. May we arrange a time for a further discussion?

Saleman: Certainly. Here is my name card.
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I1. Key Sentences 3.0 & 4]

i §

® The depressed market leads to the stagnation of trade.

% % RBHA SIS,
® International trade in general is improving.
B e B B 1 DL IE R AP 4%
®  Trade in wool has gone up 5%.
FEHSLATESZA.
® The abundant resources and stable policy promise foreigners the
advantages they invest here.

FE IR RN E MBS B IR A T A FIRIE .
AAENR:

® We are well-known in trade circles.

BATGEHGRBELE.
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®  Our company mainly trades in arts and crafts.
BNARTEKBEFILEM.

®  Our foreign trade is continuously expanding.
BAHIXE 0 5 AR R

®  We set great store by the trade relationship with the third world countries.
BAT I EUFES - HAERMHAS XK.

®  For the past ten years, we have done a lot of trade with your company.
£ ES, BRIMNMEREHTT XBHAS .

®  The arrangement will contribute to cement our pleasant relationship.
IR AR THERINBEFHXER.

®  There has been a slowdown in the electronic products trade with you.
BANFOATH 8 Fr= G R 5 O L.

® We have made a very good start in our business with South Korea.

BOTMBEEN S EH T RFHFH.
®  We mainly trade with European firms.
BINEBNMEKMBEITHITHES .
®  Our trade is conducted on the basis of equality.
RITRAEFEH R LHATHS
WABEXR:

®  Shall we sign a triangle trade agreement among the three of us?
BAT=FHE T - = AR ST Y?

® Compensation trade is, in fact, a kind of loan.
A2 H B LB bR — R E S,

® Can we do a barter trade? We'll give you paper in exchange for your
timber.
IETIRENREM B WA 5V ? RIVEFHKSIRIIH]AM

® Ifyou're interested in leasing trade, please let us know.
MRGMIAERERAES, EEFRA

®  We wonder whether you are interested in counter trade.

BAIANFE AT T HHEAE B 5 R R
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Do you agree to do processing trade with us?

HOTEE SBRAVEITRE I TH S5 ?

KRR

Because of the rapid development of our business in Asia, we are
thinking to open more branchs.

B FRNEE MV FHRERE, IOEEZEBAREZNS X
BLH

If you are interested in dealing with us, please inform us of your
requirements as well as your banker's name and address.

MR BRLERAF ™G, S MR ER R ERBIT R ALK
ik,

It will be advantageous to both sides if we can establish our business
relationship on the basis of mutual benefit.

IRBAVE R B EATIS R, X BRATIU #R RN,
Our company is thinking to expand the business relationship with China.
HAF By K PREAFAS KR,

Our purpose is to explore the possibilities of expanding trade with you.
BATH H BRI~ T RBH S AT Rt

We believe that the long-term cooperation with China will be promising.
BIHEEPEKHSENTRRIEHEA.

We want to develop a direct contact with European buyers.
BAVHFIKH KRR L E R T EERNBER.

We are willing to open an account with you.
BINHREREFNBLK P ERLER,

We have been working on expanding our scope of cooperation with you.
BN-EFHRET KERATANESETRHE.

We look forward to reactivating our business relationship.

BAT BRATHNF X REFEREK.

Since your firm specializes in mechanical and electrical equipements, we
are willing to establish business relationship with you.
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MR AFAETIZEN B, BIEESHARAETIVE KR,
®  That should be a chance to renew our friendly relationship.
W AT UMK E BT F X RHIHLE.
®  We'll try our best to widen our business relationship with you.
HATR S 3 KRR 5 < &
® We're writing you to establish business relationship with you.
BATHHERA T 5B RIWEXER.
®  We've often expressed our interest in investing in China.
BAT BT BB RIRENE,

® Would you please introduce us to some reliable exporters of Chinese

handicrafts?

W BRATHEN B RMPEF T EHHO/N, Tug?
I11. Frequently Used Words and Phrases ¥ F i@ RISE &

a heavy investment [781# %

a long-term investment K #A#t %

a profitable investment 5 T 8 i1 #2 %
a safe and sure investment EL&TRFAHE
assembling trade ¥¥| 3R H 5

barter trade 5} 5 % 5

be of the latest style &7 b

bilateral trade XX % 5

blouse L 4t#

business association &BER, it
business connection Mk % Bt &

business cooperation % & 1E

business house H1T: A%

business scope/frame £ i1 [
buy-back [H]I4H 5

catalogue H %

Chamber of Commerce #<




ELLiTE

close relationship FE X F
collectively-owned enterprise £ {& 4l
compensation trade *MZH 5

cooperative enterprise & E{ Ik
cooperative relationship &EX &

counter purchase H W 5

counter trade Xf#H 5): WMZH 5

credit standing {5 ALY

currency, Chinese currency, British currency Ht, FEKH, HEKH
deal X%, &F, &, - TIE
direct investment H R %

enter into business relations B3 % KR
enterprise {5

exclusively foreign-owned enterprise 1 i i B 4 \ll
financial position #4451

foreign trade personnel 4% T1E#
foreign trade X4 H 5

garment fR¥E

import and export corporation 33k H 1124 7]
individually owned enterprise  MA& Sk
international trade EHBrH 5

investment environment £t %¥ ¥ 15
investment intent  $ ¥ & )

investment partner X ¥k #E

investment #t ¥t

investor % &

invisible trade THEH 5

joint venture enterprise &%\

leasing trade FEH 5

multilateral trade AW 5

on the basis of equality and mutual benefit 752 H F {24 L
overseas trade 4% 5

pamphlet /pT
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processing trade REINLH 5

representative f{&

silk 244

specialize in H&

specific inquiry B A&#HH

state-operated EHE 1

state-owned enterprise [EH

technological cooperation HiARA 1k

foreign trade department X 4h % 51

scope of cooperation & fE7E

to cement business relationship JLE MK FE

to conclude a business transaction EHRH G5

to continue business relationship 2k 4NV %R R
todealin 2%, WER

to do business in a moderate way fAERREE

to do business in a sincere way MAERH B

to enlarge (widen) business relationship # KILZ R R
to establish arrangement  1& F¥ HHYX

to establish (enter into, set up)business relationship EI W EK R
to improve business relationship ZEFN.E& KR

to interrupt business relationship ¥k & X &

to make a deal H—%EX5H

to present business relationship fR¥EFIF R R

to promote business relationship (R 4F X R

to reach an agreement XA THIX

to restore (resume) business relationship KE W FKHK
to speed up business relationship PRIV % KR KK E
to trade with Fll+---- 1T H 5

trade agreement H Z il

trade association HFH &

trade balance % 5V

trade by commodities ] A/ 5
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trade circles % 5 5

trade cooperation W5 &1k

trade fair WG RHS

trade prospects/outlook % 5 A &=

trade reputation ¥ 5 &

trade show ¥ 5B 'R

trade terms/clause % 5 %& 3K
tradesman/trade peoples B A, THRH
trading center 54

trading department/mechanics ¥ S AL #
trading firmhouse | 51T, M4T
trading market ¥ 5%

trading partnership £2E &4k A
triangle trade W5

visible trade HEH 5

IV. Exercises
i. Role Play

Work with your partner. You are meeting a prospective buyer from Australia
who are looking for the certain products that you can produce. They are comparing
similar products in China market. Try to give them a comprehensive introduction of
your company.

2. Translations

() AT LT RRAT], B ERAFABRE>HER—6.

Q) WRAENFEESHXRINOEL, RINBHRRETFEL.

(3) BRI ATHBGR T XU B, hARIE S,

4) HMNBERRBEGRGTHER, FHFEIHESERNFAREE
WX B S

(5) fEF BRI, XFRFE, REERSZ N2
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3. Finish Dialogue

A: Hello Jeffery.

B: Hello Jim. (D (IR AEBR. ) How is the business?

A: Oh, as usual. And you?

B: Not bad. Jeffery, May I introduce my new colleague—Jack Edison.
(2) ___ (thNIBRA, MRTERMAFTRIESHAENSE . ) Jack, this is Jim
White.

C: Hello, Mr. White.

A: Call me Jim, please. I am still too young to be Mr. White.

C: OK, Jim. Call me Jack, please. 3) (REARIRZ BB A5
)

B: (4) (A BRI X A5 W) He is one of our best
customers.

C: You bet I’ll do all my best.

A: I’'m sure you will, Jack.

B: How about lunch? May we go to lunch together, Jim?

A:Sure.  (5) __  (REFEHBARIIKK, BRINVLECHKE. )Itis on

me.




