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§1 Economicand §1 Z2FHiAEIE

Technical
Cooperation
Dialogues Pl 1
1.1 Extending Credit 1.1 &% &

W: Mr. Korobkin, have you con- F.B®H &k, kT
sidered our yvequest to grant  REMBEIKBEIMH
us credit for the comstruction R FRBHRKREFE,
of the hydroelectric station HHFBLZELEITE?
in our country?

K: Yes, Mr. Wang, we have. We K: BEff, Fiedk, &

know that you are implemen- fimE, REER
ting a wide program of na- THRERZFERE
tional development and we are R RI, Bril
ready to extend credit for the RAEBENBEX
construction of the project. — LR EK.
W: I’'m glad to hear that.And on T, X—EEAANEE,
what terms? 7 =R P T ST
K: The credit can be granted for K: fR#LIFHE R,
5 years at 9% psrannum. H£18 9%,

W. Th: interest rate scems to us F. BFHEkE, X
. 1 .



somewhat overastimated, Mr.
Korobkin. Could you reduce
it?

K: We can’t make you such a K:

believe that
the 9% interest rate is quite
reasonable.

concession. We

W: I see, Mr. Korobkin, we’ll have E,

to think over your ‘proposal.
Will you please consider the
possibility of our repaying
the credit by our traditional
export goods?

K: Yes, we shall. But we believe
it reasonable to provide for
the repayment of the credit
in hard currency as well, if
the traditional export goods
are not available.

W: No objection, Mr. Korobkin.

1.2 Tendeting

W: Mr. Korobkin, the Government
of our country has invited
tenders for the comstruction
of a refinery. Would you like
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to take part in the tendert,

: Yes, participation in tenders is
in our line of business, but
we would like to know what
we shall have to do if we
agree to send our bid?

: As it stands, in addition to

the bid you are to submitin-

formation on cost, construction
~ time and the volume of work
[s] concerning the projects
already constructed by vou.

K: We’ll try and do it without

delay, but we should like to
know the requirements of the
tender committee.

: Certainly, we shall get a com- FE,

plete set of tender documents
for you and you will be able
to study the requirements. The
expenses involved will be ch—
arged to your account,
though.

: Well, we don’t object. By the
way, must we guarantee in
any way our participation in
the tender?
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W: You will have to pay “earnest £
money” fo guarantee your
participation till the end of
the tender. ‘

K: That’s quite fair. What are K,
our chances [of success],
Mir. Waong?

W: We know that you have E,

grezt experience in this
field and thot you render
vtechnical assitance on fa-
ourable terms. I think you
may win the tender.

K: Let’s hope s0. And mean-
while we must consider your
offer once again and we .
shall give our reply in the
near future.

W: Pm sure it will be positive. E,

1.3 Commission 1.3 §

FRUE?
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K: We would like to discuss K. Rii8iHit—TFHEAEN

the amount of commission.

&

W: We suggest a commission F, RITB AN FEHE
rate of 39 of the total A 3%,

value of annual sales.
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K: I don’t thinkt that 3% will be
sufficient considering the
range of services we are of-

~ fering.

W: But we undertake to provide
all the publicity material and
the staff to run a showrcom.
We also undertake to pay for
-the showroom - operation ex—

© penses. )

K: Does that mean that all the
publicity expenses will be
covered by you?

W: About 70% of them. Publicity
materials will be presented in
English.

K: Good, then we can agree to the
3% commission in the first
year the agency is operating.

W: All right, when the first year
1s out we’ll return to the
matter.

K: And how will the commission
be paid?

W: Our usual practice is quarterly
payments against your invoi-
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Cces.

FA—K,
K: That suits us perfectly. Ko bt ®RAyd+4 5

&

1.4 Sales of Licences and 1.4 HibFoTiE g

Know-How

K: Mr. Wang, we can get down K: Fdea:, ERAIFF

to business now.

B,

W: Yes, certainly. We are interst- E, %y, RAIREH
ed in your offer for the seiling

of know-how on the manufac-
ture of converters-.-

K: I'm glad to hear that. And K:

what conclusion have . you
come to?

‘W: This type of cooperation suits
us perfectly but before we give
our final reply we’d like to
clear up some points:-

What is the dif ferencebetween
buying the right to use inven—
tions and the purchase of
know-how?

K: The thing s that at the prese-
nt time it’s not enough to buy
only the rightto manufacture,
while know-how licences go
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W:

to the licensee together with

the so called production secrets.
What exactly does this term E,

mean?

K: It means that the licensee is

provided with information
in terms of DPR*, drawings,
technological instructions. All

this vreveals the Supplier’s sec—

rets in this field.

: Thank you for the clarifica—

tion, Mr. Korobkin. And how
long will this agreement be
valide

K: We offer 3 years, the licensee

W:

having the right to prolong it
for another 3 years.

That suits us. Oh, yves, we ha-
ven’t yet discussed the Questi—-
on of commission.

K: The licence treaty rtrovides

[for] 5% allocations of the
sales cost during the firsttwo
years and 3% during the re-
maining years that the treaty
is in force. '

K:

E:

E:
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Exercises

&
&

Part 1 . (=)

1) I am here torepresent the busi- 1) BARFE KW Fs
ness circles of - ,

Argentina. Pl H ZE

Sweden. fi 3o '
Japan. B4
France. »H

2) We are interested in ... 2) BAIRE - - R,
foreign economic activity EHEGS 5}*%?;571;?;}1
of your country. |

- commercial operations of your AR RS
firm. ‘
machine-building. PLas gl
assistance in development of BHERTERY
the economy of developing ZHRER
countries.

3) We are willing to establish 3) RIIEZS5EHEHR
with your country..-economic Mo BF R R
relations.
mutually advantageous ERlg
long-term K HAH
stable R
trade AEW
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4) On what terms does---grant cre— 4) - fEf-4 &4

dits?
the State Bank

the exporter’s bank

the commercial bank
the Internitional Bank for
Economic Cooperation

the International Investment
Bank

5) We'd like to get a---credit.

6)

bank

state
long-term
commercial
short-term

5)

The credit shall be repaid &)

within 10 (15,20) years by--

~ annual installments.

D

semi-annual installments.

equzal installments.

Payment for the deliveries of 7)

“ejquipment shall be made from.-.

clearing accounts.

credit 2ccounts.
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8) Credit repayment shall be 8) WM AR
made--

in hard currency. BEE R
by deliveries of traditional BREGHBOR
export goods. o
9) «-will be used for the im- 9) TRHEHKH -
plementation of the project. e
External finacing : 5h%
Internal finacing Huke
Part 2 =
1) Have you prepared your bid? 1) B HCHESREET
) g
We are prepared.:- RATERLL, oo B
#.
an alternative bid. Fiklile:
a competitive bid. RN
the lowest teader. BN #

2) What dues shall we have to 2) RAIRATH4BL?
pay?

Registration dues. Bid B,

3) Youw’ve won the tender, 3) RACHKRT, 22
haven’t you?
Yes, we have offered fav- R, RINEZHE
ourable terms for the con— BIBRBHETEAEM
struction of a project. B %o

4) Does the time of the execu- 4) Byt TR BB #
* 10



