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Business Inguiries

(D

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

B: It’s a great pleasure to meet you in person, Mr. Clive. | believe you have seen our exhibits
in the show room. What is it in particular you’re interested in?

A: I’'minterested in your steel hardware assortment. I’ve seen the exhibits and studied your
catalogues. | think some of the set items will find a ready market in Canada. Here’s a list
of requirements. I’d like to have your lowest quotations, CIF Vancouver.

B: Thank you for your inquiry. Would you tell us what quantity you require so we can work out
the offers?

A: I’ll do that. Meanwhile, could you give me an indication of the price?

B: Here are our FOB prices. Our minimum order quantity is 2 000 sets. All the prices in the
lists are subject to our final confirmation.

A: What about the commission? From European suppliers | usually get a 5 to 10 percent
commission for my imports. It’s the general practice.

B: Asarule, we do notallow such a big percentage of commission. Butif the order is asizable
one, we’ll consider it.

A:You see, | do business on a commission basis. A commission on your prices would make
it easier for me to promote sales. Even 5 or 3 percent would help.

B: We’ll discuss this when you place your order with us.



4 & —— JAREME (FLHK)
2

A:When can | have your firm CIF price, that is, the final and firm offer, Mr. Zhang?

B: We’ll have them worked out by this evening and let you have them tomorrow morning.
Would you be free to come round then?

A: Good. I’ll be here tomorrow morning at 10. How is that?

B: Perfectly. Our offers remain open for 3 days.

A:ldon’t need that long to make up my mind. If your prices are favorable and if | can get the
commission | want, | will place the order right away. _

B: I’m sure you’ll find our price most favorable. Elsewhere prices for steel hardware have
gone up tremendously in recent years. Our price hasn’t changed much.

A: I’m glad to hear that.

B: It’s our pleasure. Is there anything else | can do for you, Mr. Clive?

A: ’'m buying for chain department stores in Canada. They are interested in Chinese woolen
carpets. I’d like to make an inquiry. Could you introduce me to the person in charge of this
line?

B: Certainly. Have you visited www.alibaba.com first? There are dozens of suppliers of
carpets and rugs.

A:You see, that’s the problem. I’ve visited it and | am really confused. Could you introduce
me areliable one so that | can go and visit the physical places where carpets are made.

B:Yes. Then I’ll make an appointment for you with Mr. Li of the Xinjiang Yilong Carpet
Company. | know they supply wonderful woolen carpets with silk blended at wholesale
factory prices.

A: Thank you very much.

3)

A: | understand that you’re interested in our machine tools, Mr. James.

B: Yes, we’re thinking of placing an order. We’d like to know what you can offer in this line
as well as your sales terms, such as mode of payment, delivery, discount, etc.

A: As you know, we supply machine tools of all types and sizes. We have years of experience
in the manufacture of machine tools.

B: We’ve read about thisin your sales literature on the website. Could you give us some ideas
about your prices?
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A: Our prices compare favorably with those offered by other manufacturers either in Europe
or anywhere else. Here are our latest price sheets. You’ll see that our prices are most
attractive.

B: Do you take special orders? That is, do you make machines according to specifications?

A: We do. As a matter of fact, we design machine tools for special purposes.

B: How long does it usually take you to make delivery?

A: As arule, we deliver all our orders within 3 months after receipt of the covering letters of
credit. Ittakes longer, of course, for special orders. Butin no case would it take longer than
6 months.

B: Good. Another thing, all your prices are calculated on a CIF basis. We’d rather have you
quote us FOB prices. '

A: That can be done easily.

particular a FrEm, BEm
steel hardware assortment n. RN LEH GBS
catalog(ue) n B3
requirement n. @K

inquiry n. W

offer v. & n. My
indication of price NI IR

subject to aa. fg-%&4F
discount n. 30
commission n &
manufacture n. (K&) #ili&
sales literature e
favorably ad. HFH
competitive a \BREFNN
specifications n.

receipt n. W&

covering nA\xR

covering L/C XAz AE
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compare
elsewhere
chain department store
to be interested in sth.
It will find a ready market in Canada.
subject to our final confirmation
place an order
offer in this line
our prices compare favorably with...
...made according to specifications
sales conditions
machine tools of all types and sizes
price sheets
make delivery
as arule
3 months after receipt of the covering letters of credit
All your prices are caculated on a CIF basis.
CIF Vancouver
FOB prices
firm offer
Our offers remain open for 3 days.
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We are interested in developing business relations between us.
We are interested in making you an offer on our handmade carpets, which are well

received on the overseas market.
2. subjectto  Lle---h¥E, HH

Our offer is subject to your reply reaching us before next Thursday.
Subject to our final confirmation, we are sending you our offer as follows.

3. place an order ] #%

We wish to place an order with your corporation for 10 000 bicycles.
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4. compare favorably with ~ H---+--fit#%k, 57
Our conditions of sales compare favorably with those offered by other manufacturers.
If you compare our quotations with theirs, you’ll see how favorable ours are.
5. make delivery A%
We should like to know how soon you can make delivery of the goods.
Since these goods are urgently needed, we have to speed up delivery.
6.as arule WH
As arule, our prices are given on a CIF basis.
As arule, all the price changes must be approved by the sales manager.
7. after receipt of =~ Yt Fl]++++++ ZJG
We have worked out our offer for this commodity after receipt of your enquiry.
8. We’d rather...than... &A1&+ AN e eee
We’d rather fill our needs elsewhere than keep our enquiry open indefinitely.
We’d rather have your CIF prices than FOB prices.
9. work out Hif, W
We have worked out a schedule for our discussions. Please have a look.
We’ll work out our CIF quotation no later than tomorrow afternoon.
10. Our offers remain open for 3 days. i = KA.
Our offer is good for a week.
This offer is firm for 5 days.
This offer is valid for 3 days.

1. Fill in the blanks with appropriate words and expressions:

1) Would you tell us the quantity you want we may the offer?
2) Please make your quotations a CIF basis.

3) | want to some substantial business you this time.

4) | usually get a 5% commission my suppliers my imports.
5) We are thinking placing an order your firm.

6) May | know what particular items you are interested ?
7) All the prices the list are subject our final confirmation.
8) We shall, of course, arrange shipment of the goods receiptofyourl/C.
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9) One of our clients is interested your products and wishes to have your
quotations them.
10) We have received an inquiry one of our clients your “Giant” Brand
bicycles and are likely to place a large order you if the price is

2. Compose a dialogue on the following situation:

Mr. Zhang of the Beijing Textile Corp. talks with Mr. Abdula from Africa. Mr. Abdula
enquires for our Printed Cotton Piece Goods. He is not satisfied with our designs and asks
us to produce patterns similar to those provided by him. We agree to make him an offer
provided he increases the quantity for each design to 10 000 yards.

3. Translate the following dialogue into English:

e WG ?

BT, A ASHG?

5, AR T SR HRA . RAEART P (endusen EAEEF .
MRBEEW . ORI BRI LR i H RAI S E?

TAVENURBER . FRARRIT F P 3 BoATT— L™ i S R

A EH RV I — LA RIAUR . WS AR T P R BRATTBT AR, BATEA DRI
PRATRARAE, BATESZ R M RGN LRI IT H

T BB A ] AT B W ?

W EUA oA FRAE G e 2 = A AR AEAT B . A BRIT SRS B I () e — 4%, (BRI A
SR H .

B: HFAE, FRAVRATMI R H ARG BATI AT R BRI /7 o R, BRE T —
A RS DG PREAN REZE — TR AT FR?

MERTTLLo XA 2 FRATAI PR R AR B R T4 L, R H L. X
— AT IR L R AEE B . BT I SRR TRITHIIN G T 46 2L
PRITHIG S FOBIREFHEAT, W RARMIS NG 07

TR R AT ARR o

TRATT AR A4 R A8 L2 M 19 81 5% T, AR E] 10% K940 .

BN 4k 75 3T T B EEBOR K, -5 7T A% 1

TRLF, B FAT YR E VT I 2 > HUPR AR e 7 ey B

- IR RAT 1Bl 2

TR,

P gt R S

>
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On Price

(M

A: I’ve come about your offer for bristles.

B: We have the offer ready for you. Let me see... Here it is. 100 cartons of Chongging
Unboiled Bristle Brush Sets, at... pounds sterling per set, CIF European Main Ports, for
shipment in June, 2011. The offer is valid for three days.

A:Why, your price has soared! It’s almost 25% higher than lastyear’s. It would be impossible
for us to push any sales at such a price.

B: I’'m a little surprised to hear you say that. You know very well that market for bristles has
gone up a great deal in recent months. The price we offer compares favorably with the
quotations you can get elsewhere.

A: ’m afraid | can’t agree with you there. | must point out that your price is higher than some
of the quotations we have received from other sources.

B: But you must take the quality into consideration. Everyone in the trade knows that China’s
bristles are of superior quality to those from other countries.

A: 1 agree that yours are of better quality. But there’s competition from synthetic products,
too. You can’t ignore that prices for synthetic bristles haven’t changed much over the
years.

B:There’s practically no substitute for natural pig bristles for certain uses. That’s why
demand for natural bristles keeps rising in spite of cheaper synthetic ones. To be frank
with you, if it were not for the long-standing relationship between us, we would hardly be
willing to make you a firm offer at this price.

A: Well, we’ll have a lot of difficulties in persuading our clients to buy at this price. But I’llhave
to try, | suppose.
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Detailed Product Description of Unboiled Bristle Brush Sets
Bristle Brush: Process is carried out according to unboiled bristle norms.
Type: Bristle brush Source: Pig
Color: variety of colors as required by the buyer
Length: 44/51/57/64/70/76/83/89/95/102/108/114mm and up to 152mm
HS Code: 0502101000 Standard: GB 8214—87
Ingredients: 90% tops Certification: ISO 9000
Place of Origin: Chongging, People’s Republic of China
Features: natural thick fibers, rich oiliness contained, strong and elastic, bright color and
luster
Packaging Detail: 25 sets per carton. Each bristle brush set is beautifully wrapped by
colorfully lined plastic boxes.
Delivery Detail: 30 days after down payment

)

A: | believe you’ve studied our proposal for fertilizers.

B: Yes, Mr. Baker. And we’re very much interested.

A: It’s almost twenty years since we first supplied you with our products in 1990s. To our
regret, for one reason or another, business between us has failed to develop. | hope we
can work out a deal this time.

B: As we have already said, we do business on the basis of equality, mutual benefit and
exchange of needed goods. If we stick to these principles, I’m sure we can arrive at
something mutually beneficial.

A: May we hear your comments on our products?

B: We find the quality of your samples well up to the standard and suitable for our
requirements. On the other hand, we have received offers for higher quality products. So
business depends very much on your prices.

A: Taking everything into consideration, you’ll find that our prices compare favorably with the
quotations you can get elsewhere.

B: I’'m not so sure of that. Before coming to the discussion of prices, may | point out that we
would like to have you quote us on an FOB basis?

A: Why, | don’t quite understand. For bulk goods such as chemical fertilizers, it’s the sellers
who arrange the shipping space. It’s more convenient for us, as well as for you.



