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words & Expressions

K, K=

domestic  a. ZKES; EARY expand v

mutually ad. g beneficial a By, 8 8
merchandise n. &6, 5% invisible  a. EARNBY, TES
tourism n. WYEEBMY ; 555 insurance  n. 1067 ; 1R
negotiation n. A, A safeguard v YR R
currency  n. ;@A ma convertible a B8R
impose v {E#e; SRND enterprise  n =178 11
manufacture v &, 10T equipment n RE§,IREB, /M
bilateral a N8y transport v 153 358
imbalance n. R, REIE deficit  n.  TRE,REH
statistical a. ey mitEey transit n. & v. . 3E; 59, @I
surplus n. & a. RO, IREID vitality n B, %7
prospect  n RE AR, AR catalog n 8x; BxM
customs duties x5 by way of 28 ,/EN

make fresh headway EV/SHTiHRE be inclined to - -6y

that / it depends EERME

v/Part 1 Understanding of Trade

A Listen to the conversation and complete the following sentences.

One of the speakers is going to engage in

Trade within one’s own country is called

Our trade with other countries is called

Trade between countries or regions in the world is

g B W N =

Insurance service is a form of
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Listen to the passage and fill in the blanks with the words you

B hear.

Howdowe getthe 1 and 2 we want? Usually we 3  them. But

long ago, people had little or no money. They 4 meat, eggs, fruits,
vegetables, furs, tools, etc. for other goods which they could not obtain by their
own efforts, and they found the 5 satisfactory. Maybe that is the beginning of
trade activity.

Now spending money is a business 6 that is
familiar to all of us. Every time we buy something, we do
7 with the seller. So in simple terms, business is
trading. It is buyingand 8 , trading money for goods or

services or trading goods and services for 9 . You can

both 10 with your own people and with those from other

countries.

Listen to the tape and decide what forms of trade they may be by
C putting a tick.

Some Forms of Trade

Free Bilateral Transit Compensation Barter

F
orms Trade Trade Trade Trade Trade

Form 1

Form 2

Form 3

Form 4

Form 5
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v1 Part 2 Establishing Trade
Relations

Pushing Forward Eilateral Economic and
Dialogue 1 Trade Relations

Mr. John Turner (T), a high-level official of US Department of Commerce,

meets Miss Liao Yu (L), manager of Yufeng Foreign Trade Company. They are

now talking about the present Sino-US trade relationship .

L. Hello, Mr. Turner. What a happy surprise to meet you so soon!

T. Last time I promised to discuss trade relations with officials from China’s
Ministry of Commerce.

L: Yes, you said that. It’s very important to keep good China-US trade
relations.

T: That’s right.

L. I think the United States has got economic profits from the bilateral trade.

T: In fact, it’s mutually beneficial to strengthen US-China economic and trade
ties.

L. I agree. The bilateral trade has been developing rapidly these years.

T: Quite true! But Americans are worried about the trade imbalance between
the two countries.

L: In my opinion, the United States benefits from US-China trade more than
China.

T: D'm afraid I can’t agree with you.

L: Yousee, US exports to China have created nearly 400, 000 jobs for the
United States. Because US consumers can enjoy good and cheap Chinese
commodities, they have lowered living costs and improved the quality of

life.
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T. What do you say about the US trade deficit to China?

L. It was mainly caused by the decline of the competitiveness of American
products.

T: Can you give me more reasons?

L: Sure. Perhaps a key reason lies in the different statistical methods used by
the two countries.

T: Can you prove it?

L. Of course. The United States regards Chinese commodities transited to the
country through Hong Kong or another third party all as imports from
China, but it doesn’t count the US commodities transited to China by way
of Hong Kong.

T: Any more reasons?

L: Yes. While computing trade deficits with China, the US side only counts
commodity trade, but excludes service trade; and ...

T: Oh, that’s enough. I think there is indeed some trade surplus on the
Chinese side.

L: Even if that is the case, the problem should be resolved by seeking balance
in development.

T: I think so. The present US-China relationship is full of vitality.

L. Right. The two countries have recently made fresh headway in exchanges
and cooperation in all fields.

T: Therefore, we should continue to have constructive talks on shared
interests and . ..

L. And work more closely to push forward bilateral economic and trade

relations.

Dialogue 2 Trade Relations Promise Broad Prospects

Mr. Yang Qiang (Y) is Manager of International Department, Shanghai Trading
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Company. Ms. Janet Hopper (H) is Sales Manager of Global Business Company ,
London. Mr. Yang is talking over the phone with her, hoping to establish trade and

cooperative relations.

Y:
H:
Y:

2

SRS R

Good morning. Could I speak to Ms. Hopper?

This is Hopper speaking. Who’s calling, please?

Yang Qiang from Shanghai Trading Company. I got your phone number
from the Bank of China. London Branch.

Good morning, Mr. Yang. What can I do for you?

We learned that you import lots of Chinese products each year.

Yes?

Our company is a leading exporter of Chinese products. I hope we can
make deals with each other.

Great! China is a very large export market. Many of your products are
sold well in different parts of the world.

That’s right. Our company has been in business since 1956 and has much
experience in providing quality products for markets.

I’'m inclined to believe you, but I'd like to know more details about your
company.

That’s easy. You can get information about our business reputation and
finances from the Bank of China, Shanghai Branch.

Well, I'd love to offer you an opportunity to establish trade relations with
your company.

Oh. thank you very much, Ms. Hopper. Could you tell me what products
you're interested in?

Mm . ... that depends. Do you have a catalog or something that tells me
about your present business?

Yes. I'll send you a catalog and some samples as soon as possible.

OK. but don’t forget to send us the price list for our reference.

May I have your mailing address?
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Yes. Janet Hopper, Sales Department, Global Business Company, 28
Sunny Road, London.

Thank you. I'm certain that with our joint efforts business between us will

be developed to our mutual benefit.

I hope so. With our sincere cooperation, trade relations between us will

promise broad prospects!

Listen to Dialogue 1 without referring to your book. Practise it
with your partner and complete the following sentences in your

own words.

Keeping good China-US trade relations

It's to strengthen US-China economic and trade ties.

According to Miss Liao, benefits from US-China trade
than China.

Good and cheap Chinese commodities have not only

of American people but also improved

The trade problems should be properly resolved by

Listen to Dialogue 2 without referring to your book. Practise it
with your partner and give your answers to the following.

Yang got Hopper’s phone number from

Many Chinese products are sold well in

Hopper can get some information about Yang’s company from

Hopper is willing to establish

Sincere cooperation between the two sides might promise




