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B—ik #ril) Inquiry

— XIi& Dialogue

37! AR 8] 10 A 1 8B & LB ) A (5 R4 B R) L F)
Koy r &5, i #H L T -4 . FHAGHmL Yok, M A
Rk & B AW g L AT 69 % du.

On October 1, your advertisements in Business Week and Wall
Street Journal show a new line of lap top computers which bear
some unique, new designs and is guaranteed to be the best prod-
uct on the market now.

R0y, X R KAV 8] 5 F KRBT RETRK,

Yes, these (products) are the results of our company’s many
years of research and development.

ABC e E kA, HARMNAS R EB R KXY B ARG 4
o8], B AT 13 A AR AT

ABC Company has written and recommended you to us as the
largest computer hardware manufacturer in America, and they
tell us you enjoy an excellent international (domestic and over-
seas) reputation.

Wit N G EF, RNCEA_TFHRENL T,
Thanks for ABC Company’s recommendation. We’ ve been deal-
ing with ABC Company for the past 20 years.

RS A EZA T B X 5F —4 &N, KM FH—HIF
R Hna,
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%

7K B

7K ¥

K ¥

Does your company have catalogues? Please send us a copy. We
are First International Trading Company.

IFEy, RANNE A F e B X1 W,

Fine, we have a detailed catalogue and a booklet of illustrations.
WA R & L4 il ide — 0 F 4 KA, AR AN
A& Fo 0 R 69 K &

Please send us a sample of your product as advertised in today’s
(paper), quoting your lowest prices and the most favorable pur-
chase terms.

BAORABEF —HRHGBD X, LHRALHELGE R fii
W, B, RRLIAMF LAY — S RH £ EDGHED, KA
ol S F AW, A FE R 12X

I'll send you the latest copy of the catalogue containing pictures
and descriptions of all products for your inspection today. Howev-
er, by the way I must make it clear that we must ask you to pay
in advance on the sample order. We cannot give it to you free.
LA AN G T RGHF LA T NR T, RN ET
G 7 |

In the past, the samples sent to us by other companies are cheap-
er than market price. Is yours also cheaper?

FAVA L ARAVIT A 5 I de,

We will give you sample discount. |

¥, et R £ B XF K, F 4B K Lied — A& kad 44
ERLR) -

Fine, please send us the sample invoice and the catalogue. In ad-
dition, please clearly mark the price of each model of the comput-
ers in your catalogue.

WS, A F LGN R AR F @I ABEE T,

Don’t worry, the price of every product is clearly listed in the
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catalogue.

do R A5 A1, KAV H K MATH,

If the prices you quote are satisfactory to us, we would like to or-
der in large quantities.

KAVKRIE K PTG EG F P

We welcome customers with large quantity orders.

e EEER, ARA N T

Do you offer discounts to general computer retailers?

4o R R K AITH WA X 5, KT Rir I de,

If you order in large quantities and pay cash, we’ll give you a dis-
count.

W RAREXY, IR Z 07

What is the discount rate in the event we pay cash?

FATR 5 RAE B T 52+ 5 83 do.

We can give you 15% discount at most.

R fe A 54T — B L7

Can you offer more discount?

T,

No, I don’t think so.

do R AAVER W KARNEG F oo, BEATITHR?

[f we decide to purchase your products, how shall we issue the
order list?

WwRATARKMNK Y, #IH LKL, EX @0, K125 Lk
Bro

If you are interested in doing business with us, please send us a
list of merchandise which you wish to purchase. We’ll send you

an estimated price list right away.
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— PBIE4>) Practice Writing Letters

W B1{E Letters Asking for Information
ZH—  Sample 1
A
WRF A8 T 1998 F 10 A 1 B A (¥ 5 B F)) f= (4 R 45 8 4R)
J &R S B R AR AHE — 0, il
B
X %!
F—ERT HratoRer kY
1998 10 A 5 B

October 5, 1998

123 Main St.

City, State 98000

To whom it may concern,

Please send me a copy of your latest catalogue of new products and
the brochure as advertised in Business Week and Wall Street Journal on
October 1, 1998. Thank you.

Sincerely,
Zhang Ming
Manager, Import Division

First International Trading Company

HH " Sample 2
ER N -G E-L P

NEF N2 FRAUG G —BHELETHUEITA FHeIm# 8B
X, 03B R f309,

T RBEARAF XY EFRES RN EE FRrLEREE
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EORIIN 3 % 3k,
Bp 457
X &!
F—EBIRH HArd#oaeE KY
1998 % 10 A S H

October 5, 1998
Sales Manager
First Computer Inc.

123 Main Street
City, State 98000
Dear Sir,
I would like to have some information about your lap top computers.
Please send us the latest copy of the catalogue containing pictures
and descriptions of all your products. Please have your sales representa-
tive contact us if you think any of your products will suit our purpose.
Sincerely,
Zhang Ming
Manager, Import Division

First International Trading Company

A=  Sample 3
%”%ﬂﬁfﬁﬂﬁgii:

EMNAGARTITHFT A RAERBFGIAHNVBEXRSETZNGF
RA B, -

M L —KELITTHE k¥, 5E T8 4 %6 501 &
—+4.502 Rl ea 4 Fe 503 B S+ E AN B R, HFIEMH L mdy E
5 9

BT Eafdiih, RN eHF Ll KSITHGHA, X2
X EITH ™ B E AT, TG R FeD? KN AEALE A+
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KB, FLZRBRXEITHI NG F 50,
NIE S 4

X ik !
»— BT HAstodeE KW
1998 % 10 H 5 H

October 5, 1998
First Computer Inc.

123 Main Street
City, State 98000
Dear Sir,

We are interested in purchasing a number of the lap top computers
shown in the September catalogue page 15 you sent us recently.

Enclosed is a list of merchandise that we wish to purchase. We
would like to have an estimate from your company. Please give us a com-
plete description with your price quotes on 20 units of Model 501, 40
units of Model 502 and 60 units of Model 503.

In addition to the price estimates, we also would like to know large-
volume prices. Do you offer discounts on large-volume and cash orders?
We have 12 stores in America and may wish to order in large-volume.
Sincerely yours,

Zhang Ming
Manager, Import Division

First International Trading Company

= BROEES]
Sentence Patterns and Substitution Drill

. AR XA BN H LRTE A D,

(P EE/ M A/ AR RFTAGKH)
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2. AREKMSEFRARTF R AR,
(25 ST iy iR )
(54 /%3]/TH/FRF&)
3. AR 8] & HE i o ) 5] 57
(IR 8] & - )
(R nE/EmEXT] /S HEEH/REMITAE)
4. B FhRLAB—RF X,
(oo —RF XK)
(BAR RS/ REPEE/ AR AFSHRYG/ R EREE)
5. KA KRB XAl HH—RMFL4ET, ik,
(- FHBART, EHEEY)
(/R B/ .4/ & F /4T F M)
6. KAV H b T35 L d) L4F L4E H

(BEHZ/BE HE/E AL/ EHR.TH)
T AT EHERNTURELE XD,

( ...... B‘S’H’]’fﬁ,u ...... 5‘&%)

(X% A/ FRM.EHK/FX . XE)
8. fE T REA AT — B LIF Ja?

(G —WmE/ e —NER/ B ERE/E— IR/ ST EL )
9. KREMFRAGR /& FRF,
(Fff 5 000 B e AR o)
(BRI B/ AL GHF R R/ I W= B/ FRHER.F)

FTEIS  News in Brief

SETREVL B R E OB R XTE
—1998 F &K B ML & &~ & 6 B ok,

1998 F, XEA LM AR EIE ¥k, KEHEE 2010 o8
HTRREOERKP K, 25506654044, th LEBE 12.2%,
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ARit Tl EREo 650 LEAGTMBAF, B, e oo b
AESR o L HekE LA 5 36.2%, (L EFRS 3.740E 458,
s FHFPEE - KEBoFHaoki, e Foddl o i RLE Tk
2 (1998 e ot 2 638.7 2 £4). AEFao ko Hoidd
Eo b EFR B o H 593.9 2 EA, b EEEK 12.9%, Hiuw &
e T 89.3%, EMEFHE IR EEH 93.9%; 8 s EAE
BEBRIGE D 1032E4, (b EFR MK 14.3%; FXaho
15912 £ 4, tb LEBHTK 54.4%; — M A Hd ko
137.1% 12 £ 4, tb LF R R ) 18%, & 2B & &k o é)
20.6%, AL L, ik Foeatek Mk o 133.9/2 £ 4, e EF
Bliasgk 26.1%; L o 19.5£A, (b LHEBIMEK 21.1%;
MibEMb o 17032 £ 4, W EHFRMIEK 24.3%; Mo
14.812£4, (b LB BRK 19.6%; M2 3192 £ 4, e b
FREIMIEK 1.4%, 1998 FARE M T ook 2 8] 215 NE KK,
AP hoAgid 1| £ F 494, b LFEm T A, X ool
MEME T 2 e 97%, T3 5 AIALKRBIRIFRA, BALL
P, 2 2492 2 £ 4, (b L FR M TR 2.5%, SfARTLL
e T2 4012124, (L EERMIREK 16.9%, 38K & B,
BERE R ARTARPICE FM SN 252 E T &
O EENEFREFGELKME T ERYGTH, BN, LEL T
M, ode, MR R B O EHAR, BB KA ERKEATT 5,
DELEMANIERRELER, hodbLbiE NN REFEES T
¥, W 13F %K, KEM L F o 5338k 32.7%, 12 1998 3%
K2 BARARE, RMYEM oo TRIHNAEE, FIK
BRMAH19NGH 5, I, A oo bl x XSG HNAE. T
BE7rab5ENmatk, TARKEE, TEANABEFLR TS R

RAK A A R IR 7 Bl o T 394 BIREALF 5 @ g 9,
w B(EHIFH &5 Y1999 £ F 9 H#i
¥ . HEAY¥ HBREZ
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A 4A4i5] New Words

chéaxin

Shangye Zhdukan prop.n.
Hua’ &rjié Ribdo

kandéng

guanggao
ylpi

doté
Xinying
xiuzhénxing
diéinn&o
bdozhéng
muqicin
yanjiokaifa

turjian
yingjian

xinyu

mld

beéiydu
shudmingshi
yangpin
jicigé

youhui
goumai
tiGojian

chéshdu

.

prop.n.

.

make inquiries (about); ask

Business Week

Wall Street Journal

advertise; publish in a newspaper or mag-
azine

advertisement

a batch of (things); a group (of people);
a large quantity or number

unique; distinctive

new and original

portable style; lap top style

computer, it is also called H,Fit##l
guarantee; assure; ensure

at present; at the moment

research and develop; research and devel-
opment; sometimes it is used in its abbre-
viated form #f % (R & D)

recommend

computer hardware; it is also referred to
as 4k in Taiwan and Hongkong
reputation; credit

catalogue

have; be equipped with

a booklet of directions; manual

sample (product); specimen

price, same as {fI €%

preferential; favorable; incentives

buy; purchase

condition; term; factor; articles or clauses

etc. In an agreement

enclosed please find... ( to check the
goods delivered and take it over)



26.
27.

28.
29.

33.
34.
35.
36.
37.
38.
39.

40.
41.
42.
43.

44.
45.
46.
47 .
48.
49.

50.
51.
52.

10 Lesson One

Pt
e Bt
o pe
i

. B
31.

32.

AR
B

5
9
FER
BR&RX5
2
i B
WERE

ol
PLH
JE %
X K

RE
EREL
Bk
B

L E
PLEE R

YA
o
M

fudai
shoufei
zengsong
shijid

yangpinzhékou
fopido
zhuming

liezai

kéhd
lingshoushang
Xidnjinjidoyi
dinghuddan
gingdan
jinggizhé

jingzht
jididn
xingshi
duicé

JTnguan
JTINrONgwai|ji
shitou

yuqt
bizhdng
jidianiei

jingzéngzdng’ &
shiijd
lingbdjidn

nfph

n./v./ph.

conj .
ph .
n.
v./n.

n.

ph .

ph .

n.

by the way; append to; add; attach
collect fees; charge

give as a gift; donate

market price; the current price(of a com-
modity)

sample discount

invoice; bill; receipt

give clear indication of; give sources (of
quotations, etc.); explain clearly in writ-
ing

list under

customer; client

retailer

cash transaction

order list

detailed list; detailed account

(a conventional phrase referring to the let-
ter-writer placed at the beginning of the
letter) (we) respectfully inform ( you)
that. . .

respecfully wishing ( you)

mechanical and electrical

situation; circumstances

the way to deal with a situation; counter-
measure

in spite of ; despite

financial crises

tendency; the look of things

anticipate; anticipation

proportion

mechanical, electrical and instrumental

type
total amount of net increase

data
part (of a machine); spare parts
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Latin America, short for $iL ] &M

53. hr3€ LG M&i prop . n.
54. Ztik dudyuanhud n. diversify; make varied
55. KR R& zhanlieé n. strategy
56. A4 quoyduqlyé ph. state enterprise
57. AhEE wadishang 7. foreign businessman; foreign merchant,
short for #MERF A
58. BE weénding v./adj. stabilize; steady
59. L& huild n. exchange rate
60. W E cdizhéng n. (public) finance; financial administration
61. 3 |Gdong v. bring along; promote; give an impetus to
62. hE ndizhi cony . and even (classical Chinese expression)
63. B3 houjinr n. reserve strength; stamina
64. B iz Xidoyi n. beneficial result; benefit
65. 55H jiegou n. structure; composition; construction
66. H¥ tiGozhéng v. adjust; regulate; revise
67. ¥ lid n. degree of force; strength
68. I HE guangdu n. scope; range
69. B IR 1K dangcipidndi ph. grade is lower (lit. the grade is leaning
toward low)
70. AR shangqgingbdling  ph market conditions are not well-informed
71. [RHAHE fowib{zhdu ph. services are not attentive and satisfactory
72. TiHBF shich&ngzhix ph market order
75 453  Exercises
(—) [[]&8

. PEINLEF R o8 T EHNEBAENNEH DT
2. PEIHOME—AXH R R4 A7

3. PRI AL — L1 45 HA?

4. AT RE R B BT % A0 RS K e 1K 4 19

5. WA REARAIPRSETHE 5 &7

(Z) &R
1. #1i4 2.

Wy
uk

3. L& 4. W
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5. %1% 6. Mt 7. 4 8. £
9. K 10. £ 11. &% 12. &£
13. Z¥riidp 14. HE2X5H 15. *IXF & 16. XAl 7 K

(=) BlE4-
%5 E—HAEXEWERNMEHEE, KY 100~150 F L2 E,
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B0 W

Negotiation Over Price

—  XJi& Dialogue

K EZMBEABEFLSMRMNAGGE F HFoih B M3
MLEKE T, Ll eI G 62K

You probably have received the catalogue, the sample and price
list we sent you via Federal Express last week. We are wondering
whether it meets your standard.

AR E] T, RATVEAF AR 8] 49 F o5 A B 69 ) &) Aatk, A6 A L
AT —.2IL,

Yes, we have. Comparing with products from other companies,
we feel your price is a little too high.

AU A KRR FT— 8L, 2R S LA 69 H+F, f KA
ce @R LW, o ) 6915 A MRAT, it £ T+ F AR A Bt )RR,
Even though our price is a little bit high, our products are superi-
or to other companies’. Besides, the exterior design of our prod-
uct is attractive, and our company enjoys an excellent reputation.
We never had any problems in the past twenty years.

B RRANRA L SRS 3T, 12 2 7 &, 4R B AT 494
& RANVRARE AT

We would like to place an order with you; however, much to our

regret, we cannot accept (your products) at the current price.

Bl AZ R oodg £ R A& AUAK, EALEBRS B E,
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In view of the high production cost and small profit margin, we
regret we are not able to reduce the price.
WwRTAESBRNEE, RN R L EGHE R

If you are not willing to reduce the price, would you otfer other
incentives”’

A— K IR

What kind of incentives?

Pl @ RTINS RIBZ R HEFFF,

Such as paying for shipping costs, advertisement expenses, etc.
KBNS B FL,ER—ABXFT AN, X7 ERKT THUHE
RE R,

It is our company’s policy that the buyer is responsible for shipping
costs. We are willing to consider the advertisement expenses.

RN R B EEAFSAA GG 7 & P REHI LT 6> 08, JiF
KNBEITH,

If you are willing to pay for the advertisement expenses for six
months to promote your cﬂmpany' S producls, perhaps we 4dre
willing to place an order.

FSAA G ERRTI, AT & HAEFR A Bk 5 2R
Advertisement expenses for six months is a considerable figure.
Who will be responsible for production cost?

I R RA1A 8] 7 9,

Of course it is your responsibility.

RAZHFT, FEHEFRRAXNE 8 Al—F, RRNLHET
B =8 L&, IR E A7

[ think it is better this way: each of us will share half of the pro-

duction cost, and you will place an order for more than two hun-
dred units. What do you think?
o RAT K GG MR EK —NHA, o R AR5 X, K125
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T VA4 % iX A 69 &

We can accept such conditions if you can extend the time limit for
payment to one month instead of C.0O.D. (Cash on Delivery)
Foe! @R ARATN S LM A—NA ITH, ALK, R4
TR — A e b k? RN m ko7 aREAR
%24 49 T FE Y

Fine, only if you place an order within one month. (The order
will be) invalid after the specified period. What model of comput-
er do you plan to order? As far as quality and price of our prod-
ucts are concerned, they are absolutely competitive.

¥, ~F A, KA ARBITHHRNAGFLBEXZSFFETE
FRYULWRA®R,

That’ s settled then (reaching a binding agreement verbally) .
Our company is interested in your lap top notebook computer on
page 15 of your company’s catalogue.
X—RRAGERRANDEARGHG R, EPBHF AR,
This model of computer is our company’ s best seller, it sells
worldwide.

A % Bl W69 & B S AT, IR AT — R 4o il R R 4 e,

[ presume that you are well-acquainted with the current domestic
prices on the market.

AT B AU, RITA 8 b FRAR, ® AT ARG
R, RATEIRF 2

We are not only well acquainted with the current domestic prices,
we are also well-acquainted with the overseas prices.

AAF, BATHRITH =G 2+ 6, B R A AL LR EN B PR 045,
That’ s great. We are planning to purchase 250 computers.

Please fax us the retail price and wholesale price.
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= BEE> Practice Writing Letters

WAMr+1{F Letters Concerning Price Negotiation

EH—  Sample 1
FREE:

B EZHMERGE FANE LAKD T, LEHESETIEX T
1 2], 7 4 Al

KNG G EBBRET . SRS, W AE HEE, MERBFIHE
AR BB SARANALS, BMREAFTI XS, B, A8
AT, RITERET, TR LRBITEH I T de, VIER
T 3HEWH RS, T ARY . BERAWMT, 5T 8 R, + 3t

3 A
X F!
#pofsreg Ky
1998 % 10 A 11 H

Oct. 11, 1998
Dear Mr. Li,

We have received the catalogue and price list you sent to us last
week. We also have received the computer sample you airmailed to us
yesterday. Thank you.

The performance of your company’s product is good, and the quali-
ty is high. It is also very easy to operate. We are sure customers will like
it. The only flaw is that the price is set too high. I am afraid that it is
not competitive in the market place. Thus, much to our regret, we can-
not accept your products at the current price. We wonder if you can give
us a 20% discount in order to accommodate our marketing strategy’ We

will then make every effort to promote (your products). What do you
think?
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We look forward to your early reply.
Sincerely,
Zhang Ming

Manager, Import Division

A~  Sample 2
k&,
1011 BXHER AT Sirr—F, K8 BHR%E
N FTERBALETRAKS . ALEK, EAEALEHNNEE, RiHEM,
ZFFLHN, RNAS] RER AT A G 8 & it X, IA+—
FEy S EHERR, AMAANAG T ERA, UFRE.
bk § L EES, FHR
X %!
ko dgE F3
1998 & 10 A 20 H

Oct. 20, 1998
Dear Mr. Zhang,

Your kind letter of October 11 has been received. Regarding the dis-
count of our computer products, due to high production cost and low
profit margin, (I am afraid) that our company will not be able to follow your
suggestion to reduce the price. We earnestly request your forgiveness.

As decided during our Board of Directors’ meeting, however, the
company is willing to share half of the advertising production costs in or-
der to accommodate your promotion plan. In addition, the company i1s
willing to share the advertising expenses for six months in order to show
our sincerity. Specially as replied as above.

We look forward to hearing good news from you.

Sincerely,
L1 Liang
Manager, Export Division



