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inquire

inquiry

inquirer

to inquire about

to make an inquiry
inquiry sheet
quotations sheet
specific inquiry
sales conditions
to make delivery
to make prompt delivery
brochure
catalogue

illustrated catalogue
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payment terms

special orders

favorable

price list

to find a regular market
sales literature

firm offer

non-firm offer

offer without engagement
offer sheet

the preference of one’s offer
extend an offer

make a deal

to decline an offer

Your inquiry is too vague to enable us to reply.
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ISR AER  BANLEHIHES.

Heavy inquiries witness the quality of our products.
AEBEIEAR ™ RREIE,

Here is the price list together with a booklet illustrating our products.
XEF—51 B BN BRI =RV

Inquiries for carpets are getting more numerous.

XHEBEAGIAIAR B RRIE AN,

Inquiries are so large that we can only allot you 200 cases.
BRI %Z |, FIREEDLEIR] 200 FEE.

Please let us know your lowest possible prices for the relevant goods.
BERR G X RSN,

If your prices are favorable, I can place the order right away.
NERAFMBNBIER | FATTLAD EIT 8.

Would you accept delivery spread over a period of time?

R RBEZ O ?

Could you tell me which kind of paymenf terms you’ll choose?

BER SRS RAMIMIRS ?

Will you please tell us the earliest possible date you can make shipment?
RER SR RAMHAG ?

m A S B D P P P P PP PP P PP v
We have the offer ready for you.
BNERMRNESFIRET .

Our offer was reasonable instead of wild speculations.
HARINEE , MAREXREMN.
After a comparison, you’ll see that our offer is more favorable than the quotations

you can get elsewhere.

HRZRIRRI , BlIRRN B EER.

This offer is competitive.
HRRRERSE.

This offer is subject to your reply reaching us before June 30th.
XGRS NEISTE 6 B 30 HRIREARS k.

All prices in the price lists are subject to our confirmation.



REREEZREBEAA IAAR 72

RINEBPRTEMBLAF S FIA .

We want to make you a firm offer at this price.

HABRLALN S HIRIREAR.

We have extended the offer as per your request.

BAE BRI ERIGIR T,

This offer is subject to your reply reaching here before the end of this week.

ZRBLMRG EEREREATIM B,

Would you like to renew your offer on the same terms and conditions?
EEIREFRIIREIRE ?

We are sure no other buyers have bid higher than this price.
BB 3INZENHNE TN,

Would you like to make a counter-offer?

BREEMN ?

Your counter-offer is relatively modest.
{RINAGE AR RIRECRAR T

Your offer is unacceptable unless the price is reduced by 5%.
BRAFIROTRAN 5% , BT EEZIRE.

Your counter-offer is too low and groundless.

FIERXET  MEZEFLRE.

Since your counter-offer is unacceptable, we are sorry to return your order.

BTHRIERRIPELUER | RIERAEERIEITE,

I’m sorry the gap between your counter-offer and our price is too wide.
RISRIRAOEEFIRAAURN ZBRIEEAKT .
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A:Hi, John. Can you tell me the price of these goods? [ : 447 . 4% . BB EMENIE,
B:Hi, Li. This is our latest price list. I'd like to know . prez , z6c | XERNBHNIE

the quantity you require. ‘ we, peEsD ?
A:I think it depends greatly on your price. What’s your A BARKEERIIG NS, BENE |
lowest price? 27



B:The price of this commodity is USD200 per piece. | B : XFESSHRIE 200 £,
A:Is this your CIF quotation? A: 2 CIF#ig?
B:No. FOB. B: AR, FOBf.
A:Are they firm offers? A RREG?
B:Non-firm. They are subject to our final confirmation. | 5. B, MRS BATIANE,
Al \.zvonder whether there are any changes in your A REAEGFRONEEREE ‘

prices. .
B:Compared with that of last year, our price has

changed somewhat. Now it is highly competitive. | BN, DSOS &
A:When can I have your CIF firm offer? REMRAHANE I, 7
B:Mm, I can give it to you tomorrow. | A AR i ’i;
A:How long does your offer remain valid? (B, MRELHIR.
B:It remains open for 5 days. A HRMR S KATE)? |
A:OK, I’ll phone you the day after tomorrow. See you | B:5%.

then. AR, REXRGIRITRIE. B,
B:See you. B: AR

] {5 R

"B BES T WE—FEED &27uﬁ5—ﬁ3€ﬁ3
DHRSSH REBARRERIRM. FBHIT | RINERBSHEXTS SR  BNIEREN SR
, FHEIEREXAEE | ERI75S3BIIRER | LAXEIRE TRXSHER.

' “Please go on”
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A:Thank you for your prompt offer. But after our

investigation and comparison, it seems that your
price is about 7 percent higher than those offered
by your peers.

B:You’d better take quality into consideration. Our
products are made of pure wool.

A:l appreciate your quality. But 7 percent is
unacceptable to us anyway. We can’t sacrifice
too much for the high quality under the intense
competition of the world market.

| BIRRERMNE ™ 2RE,

BRURAMENE R, BR2T
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TR R 7%, |
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BREEREBRAA ALARE ZF

B:In that case, if you adjust your quantity to
6,000, we’ll consider allowing you a 1.5 percent
discount.

A:1.5 percent won’t help. We believe 5 percent will
do.

B:I’'m sorry we can’t give you 5 percent discount by
all means. Considering you are a new customer,
we’ll exceptionally allow you a 2 percent cut
which is the best we can do.

A:Well...does this price include seaworthy packing?

B:It is a general practice that outer packing is made
for container transportation.

A:How long will this offer be available?

B:One week.

A:I’1l contact our manager to see whether a 2
percent discount will do and give you the reply as
soon as possible.
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RER  #OBEESE

MARREAFFEE , SLhr LR R I FAIET.

B 6,000 £, RITTIULHRN
1.5% B947#0,

:1.5% BTN AT, ANIAA 5%

BTN A 170

DRI, TWfERITBTREAIR

1115% B9#r . ZERERIHAMN
MER, BRATEBILIR 2% B9340,
XERMNEARET .
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RARAILUER  ARRESIR.

“Can’t you do better than that?” Xfitb&(a) , BAIFRELL
¥, MRRE : “What is meant by better?” & “Better than what?” XLLEIRRAIEEH O
AR EEPL S EABE. Hla0 , #HOBSW : “Your competitor is offering better
terms.” XBY , I ELRR , BRI TRESWFNORE. AE  BITLAEXGHRBER

i S

&7 T e

A:I’'m glad to have the opportunity of visiting your
company. I hope we can do business together.

B:t’s a great pleasure to meet you. I believe you have
seen our exhibition in the showroom. What is it in
particular you are interested in?

A:I’'m interested in the cotton piece goods, such as T-shirts.

B:You’ll not have any difficulty in the sales of these
items, I’m sure.

A:No. There’s a tendency in North America that more and
more people like to buy cotton piece goods instead of

fRIRERE.

 RENENLEMRINAR, &

EEN2E(F.

: REXIER, RIBERELER

TFEIRNNERT. AR

BGRAYRANS ?

: xR mAEREECE , b T
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synthetic fabrics.
B:You are quite right.

A BE9. TEIEE , BITEHSRESH
AERIBHRAAR S RTHE.
B : BRSCHRATR,
to be of good quality and the prices are reasonable, we | .
A XBRBAINER., WRNERME
| BARSEARTE.
B : BSHRAHIAE. BARIESK

A:Here is a list of my requirements. If the goods appear

expect to place regular orders for fairly large numbers.
B:Thanks for your inquiry. I can assure you of the best

quality and lowest prices. Have a look at our latest

catalogue. . RE. RENG. EEF TN
AIf the price is right, we would be prepared to placea = HRHER.
large order. A MRS RADEEARITIS,

B:Please rest assured that our prices are the most | . s spiayniem mams 4

competitive.

HOBNAFRZNER (AESERR "' & "FR" MeissMBEaae ) X7 %
HOBRTER , BEiXEERa] LA O E R sikiil®R, 0 : "Can you tell me
more about your company?” ( &BELLERBE TREQT—TME? ) "What do you think
of our proposal?” ( XFEAIMBNEREEARE? )

=N
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&7 stzmmaa
A:The Hair Air Conditioners are the best selling ‘ A ERSEERINGSRE  BE |
lines. They are easy to handle and work with little i EESE. BEEASA

noise.

B:I’m thinking about placing an order. I hope you SRS ATR It MR
could offer us your favorable terms. BATE,

A:I’'m sure you’ll find our prices most competitive. A : BRERERSHIMEREBRSN,
There is our offer sheet. All the prices on the list XERRNE. BF RS

are without engagement. If your order is a sizable HMEERETY, SNSRI BT RO

one, we could reconsider our prices. F . BRSSO
[=] iy
B:Good. We plan to order thousands of them. Is it | : i
B RYF. BIMTEITW/LTFE. WA

possible to deliver them in April?

\
A:I'm afraid we can’t. Our factories are heavily | {3HERES?
backed up. It is very difficult for them to get the | A : BEFR(T. B BRSEENT
goods ready in April. & ARENEGEEES.

9RO N0 R
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B:But we are in urgent need of the products,
otherwise we’ll miss the selling season. Can you
get around the manufacturers for an early delivery?

A:All right. We’ll get in touch with them to see
what they can do for you and let you know
tomorrow.

B:Thank you.

S mowm

A:Jenny, is it your first visit to the Fair?

B:No. It’s the third time.

A:Is there anything you find changed here?

B:Yes, a great deal. The business scope has been
broadened, and there are more businessmen than
ever before.

A:Really indeed. Did you find anything interesting?

B:Oh, yes, especially your products.

A:I’m glad to hear that. What items are you
particularly interested in?

B:Women’s Blouses. They are fashionable. If they
are of high quality and the prices are reasonable,
we’ll place a large order. Will you please quote us
a price?

A:Of course. Please rest assured of our quality.

B:Good. When can I have your catalogue?

A:Tomorrow morning, OK?

B:All right.

w

EERMNABXHE , FUHS

BEEHEED. (REMNE B/
B—TREXESG?

IR, RBER— T BB |

R4, BBRGIFES.

: 1598,

CBIR AR
R, XBEDR,
 ARERTUXEA AT ?

: BARK, SEOELUS AT |

—RRENBRAIG ?

SRARLEIEST.

: sEAt. BB RIEKEBNE

?

B0
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HEHENARAETNEERIES |, 11 "Do you want to see anything else?” ({8553

RIS ? ) IXEABNEE , EIRFRIHEENXE. EH—StARE , HERENEA
B , 20 “What about this one?” (X/NVERE ? ) UEHMEAEL,

S swxEn

A:I’m Brown from Sunrise Company. We met
each other at the fair one week ago.

B:Ah, Mr. Brown, nice to see you here. What can I
do for you?

A:I want to know whether we can place an order
recently and when the delivery can be arranged at
the earliest date.

B:It should be in August if your order is not
excessively large.

A:Is the offer you gave to me at the fair a firm one?

B:Our offer is valid for two weeks. If you can tell
us the exact quantity of the order, I will renew the
offer and allow you a reduction on price.

A:Thanks. I am preparing the order sheet. It will
be sent to you as soon as possible.

B:We are looking forward to it. Thanks for your

inquiry.

W R E & R

A:We’re in the market for printed cotton piece

goods. What can you offer?

B:We have pure silk fabrics, synthetic fabrics
and mixed fabrics. As you know, silks are one
of Chinese traditional exports. They are well
received and enjoy high reputation for their

superior quality and novel designs.
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REFSRIBEEA ]i\/l\,% T

A:Do you have any literature which I can take with
me?

B:Yes, here are some catalogues and brochures.

A:May I have a price list with specifications?

B:Sure, here it is.

A:Thank you.

B:What about the commission? From European
suppliers we usually get 5% commission for my
import.

A:As a rule, we do not allow any commission. But
if the order is large enough, we’ll consider giving
you 3% commission.

B:Good. Is your show room far from here? I
want to see the exhibits on my own. First hand
information is always more valuable than reading
pamphlets.

A:No, it’s only 15-minute ride. Let’s go.

A BREBLIREEEEEG?
LB, XERNN—LERNEE

CEF L, RNMRTEXRITG ? 38

|
BT

| BRI R ST BRI R

g ? ‘

B : HRAAILL , 4R,
|A ;e ‘
: BRABEIE ? A1 —ARBEMEUMEE

ERFERERSEI 5% S,

RS BN, BORRS

TTEK FITFILIEREIR3%
BRE. }
FIREERR. EEF—FHHET ;
thiE—&FENERS.

IR, R 15 SHNER , 181

#i8, |

’

ANERIIRI TS BN A7 S:44-3thieS2  RTLAAE “on the cond
540 : We accept your proposal, on the condition that you order 20,000 units. ( 25

276, BNSEZEHEN. ).
\

‘&Q,

$F mizxm

A:Please accept my apologies for our delay in

answering your inquiry.

B:That’s all right. Unforeseen circumstances do
occur, don’t they?

A:You see, when we received your inquiry, the
world market was suffefing from financial crisis,
which made it difficult for us to make a firm
offer. Now the storm is more or less over, at least
for the time being.

B:We understand your situation, but we’re glad

10
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A BESRSTERMNESEAE

RETRRE.

B:i&XR., MLHITHLTRE

Wi, 2B ?
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that you are better off now. I hope you would = (aesvsEzssTEEETE
reconsider your price and bring it into line with | 4 pacesrasmere ot
the world market price. (B SHEHEFNMEIE—5,

A B, BBALSTERRRLATIE) , B
head office. ‘

B:That’s fine. Pl let us know as soon as you | R eEA,
: . Please W
Y BB, WEIESIED LEMERT.
hear from them.

A:Well, give me time then. I’ll have to contact my

N =@
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ERFI |, WHEBROZER
. why negotiate : S¥IRE
. whom to negotiate with : SiEiH
. what to negotiate : HIRE
. where to negotiate : {¥¥IitheS
. when to negotiate : ##IRE
. how to negotiate : HFIFAZ

o U W N

REBFIZEENMT , BHEBEBLATHERA

1 . Negotiation is at the heart of every transaction.
RHARRZZRIPD.

2 . Negotiation can be a very trying process with confrontation and concession.
RAR— MBI IR BRI R,

3 . Both parties share open information.

WS BENAZENER.

4 . Both parties know that they have common and conflicting objectives.
W75 7 RO E BARER.
5 . Everything is negotiable.

HUSEIEERE AT LA EAY.
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