SEFAENPREIE
=15 15 %m

- l’mctl(,al

Spoken

Iinglish
' Series




FHIERERN

5 DB 20V A

4 HRBY KL

R RS B 2 A 7



MABTIR RE 24 ZXFE T #
*HEIR QK KM% _
BBARD £ * £ 24 % B

I A5 8 RN )
(pakaELn
KT mm l;mmg»' Phsic ok
R A 24 900/
- (BN - 3000325~
SEFEENRE
SO ) BB
787%1092 JFA1/32 EP3K 10. 375 FH 258 FF
1996 4E 1 BB LIE 1996 4F 1 A LKER
ER3K . 1~ 10000 #}

ISBN 7 - 5433 - 0815 - 0
Z-150  E#r:11.00 T




NERE

AH 34 20 BT, YT H IR E R R IEE
BB HRAIA S EE I ARSI ER. NTETE
¥ I HFEECRME WA, BRI NS R THIR L R &
GOIMETIERXHERS, EREMBEHIMTE, A5
BAENRLEFFHEASEE HRESEO PERHOLS
1 EE S O AT RIS AT R EERTS,

ABEARB RS RUSHESFE, MB LU FHER K
fr EREFIRES,



CONTENTS

Unit 1 Establishing Trade Relation

Unit 2 Marketing «r=+e-rerererermrmsemser s e s tas e st e e
- 24

Unit 3 Inquiries teeees At st ain it arnssassaveasesnarean

Unit 4 Offer cooeeevessereetorsomsmmameareaeeamirtereoer o eeeias it

Unit 5 Placing an Order

Unlt6 Packing ee s e s avedat hme ndsein o ete e nas ave cho v oa st NN Nee s eas b ane
Unit 7 Quality o -ereerrsrsmesms o ss cos stn et et e e
- 79
- 89 .

Unit 8 On Price
Unit 9  On Terms of Payment (1)

Ul’lit 10 Oﬂ Terms Of Payment (2) et canarearecenane sts st sannee ner connon
Unit 11 Shipment (1) T T R T

Unit 12 Shlpment ) -

Unit 14

Unit 16 Concluding a Cont
Unit 17 Claim (1) -+

- Unit 18 Claim (2)..
- 203
- 214

Unit 19  Arbitration
Unit 20 Compensation Trade
Chinese Translation of the Texts

and the Practice Dialogues

Appendix R T R R RGERELE TR
Appendix AR R R L L L R P PR R R RS RTRTTREE
Appendix 3 es tee sme e tseent sesasaate s ettt e aseebsare araNIsars a0 v re nas snanas

Appendix 4 R R L R A R R 319

b e 137 75 l:::f:::::::::::::::

12

34

S50

69

100
113
124
136
147
160
168
170
192

304
312
315



Unit 1

Establishing Trade Relation

RIBR

Al s BR, o] DGR S R B AR, W DA B
B, TRERAHEIEX MBFEE.
534

The following conversation is between Mr Gatty, an im-
porter from Britain, and Mr Dong, a director of Liming Food-

stuffs factory. Mr Gatty is visiting the sample room of the com-

pany and Mr Dong is accompanying with him.

Mr Dong: Herc is our sample room.

Mr Gatty; You certainly have got‘ a large collection of sample
foodstuffs here.

Mr Dong: Yes. We are e);porting a wide range of foodstuffs to
many countries. And the demand is getting greater
and greater. v

Mr Gatty: So it is. Though we haven’ t done business with
you, as you know, your exports of foodstuffs to our
country have considerably increased during the last
few years. It appears that Chinese foodstuffs are

very attractive.



Mr Dong:

Mr Gatty:

Mr Dong:
Mr Gatty:
; “country. Will you show mé some samples?
Mr Dong:

Mr Gatty:

Mr Dong:

Mr Gatty:

You said it. The quality of ours is as good as that of
many other suppliers, while our prices are not high
as theirs. By the way, which items are you interest-
edin? 77 e

Canned goods are of special interest to me, particu-
larly the canned fruit and meat. As your ‘Canned
fruit is among ‘the most popular ones in our market,
I’m going to place an order in a day or ‘two.

Good. How about our canned meat?

I think it will also find a good market in 6L1r

Yes. This way, please. ‘Our canned eat is ‘i_n vari-
ous weights. The largest one Weighs three and a half
pounds riét, the smallest seven ounces net. '
The small sizes are more saleable in our market than
the large ones. I’ ve brought with me a sample of
canned meat, which is only six ounces. The smallest
size of yours is even bigger than that of mine. I
wonder if your canned meat tastes better.

You are welcome to have a try. Here'it is. Ours is of
prime gality. '

Oh, it’s delicious. Mm--* 1" m not sure about the
pesticide residues in your foodstuffs, though.

sure, you must have given much thought to the

 matter. But you know, our governmental restric-

tions have been getting more and tore tight, so we



Mr Dong:
Mr Gatty:
Mr Dong:
Mr Gatty:

Mr Dong:

Mr Gatty:
Mr Dong:
Mr Gatty:

Mr Dong:
Mr Gatty:

Mr Dong:
Mr Gatty:

* i

1. sample

are not allowed to import any polluted goods.

You can rest assured. Our foodstuffs are guaranteed
to conform to the WHQ) standards.

Good. 1'd like to order meat of this kind in seven-
ounce tins if the price is competitive.

What about other canned goods, such as canned
mushrooms and vegetables?

They are not as saleable as canned fruit, I suppose.
Mm, no, I really don’t think that is so. They are
also among our major exports and have found a
favourable reception in many other countries.

Then, may I have a look at the samples first?
Certainly. Here you are.

Ah, very nice indeed. But'1 am not sure whether
they are to the taste of our people. What would you
say to my taking some samples home before I make a
decision?

That’s all right.

Well, I have an appointment at 4:00. Shall we talk
the details over tomorrow morning?

OK. See you tomorrow.

Goadbye.

['saompl] # 5
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. sample room ¥ Fh1E

a large collection ——K#f, ¥ 2 (KED)

. foodstuff [ fudstaf] B
. attractive | o'trektiv] BHIIHE

You said it. KRBT,
item [‘aitem] & &b ;
a day or two —PFK
The goods is going to be dispatehed in a day or two.

RN, RO EEET .

. find a good market ¥4

Chinese silk piece goods have found a good market abroad.

o [H 2 75 E SMB % 8

net {net] @Eﬁ

.saleable ['seilobl] #5841

I wonder if-  EHE, Fn—FEERBIES

I wonder if we can pay the goods by D/P or D/ A instead of
L/C.

B, RIR B HEAA SRS R TR 2R
R A |

prime quality 1 H

pesticide residue R 257

to give much thought to X« STRIEN

Our government has given much thought to the

exportation.
KEBUN X & OIEREH,
.tight ['tait] Y
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21.

23.

24.

25.

You can rest assured. {RF[HTL> .
conform to & ’ ‘
We are always improving our design and patterns to con-
form to the world market.
RO--BERSRN ™SR, A E R RN
R,

..O standard 15} TAAB R ) BIRAE

.to the taste of sb. BmE&FA DB, HIEFME 5 Eir,

This new product is to the taste of European market.

X PR R LB 2 909

What would you say to doing sth. #RiA N & {i], i # Al %
R X & Wo

What would you say to talking about the payment terms af-

ter we finish the talk of price?

et SRS, TR HE S R, Rk S for?

22.We are exporting a wide range of foodstuffs to many coun-

tries.

HMNMFZEZHEOERER

The quality of ours is as good as that of many other suppli-
ers, while our prices are not so high as theirs.

R AT S R R AR B —REEF, T O R EOR T 4
Rl:SE=

Canned goods are of special interest to me.

BATT L R AW BR

I think it will also find a good market in our country.

HANEZERETH LGH.



26.1 wonder il your canned meat tastes better.
FRAEEE ORAOT 0 1A 3k ) ORI RN R A
27.0ur governmental restrictions have been getting more and
more tight.
TR AT #9306 R 45
28.Our foodstuffs are guaranteed to conform to the WHO stan-
dards. . '
AT & R ARIUERF & R DA HRW AR
29. What would you say to my taking some sample home before
I make a decision?
FERAE 58 DART, Fo — B0 I 25, SRIA D o) ?
30.Shall we talk the details over tomorrow?

HATHKETHRAT, 5F157?

HEHE
1. Soit is. BTIMM, TEX XM FHE L RRIATE, £H
THRE: '
—The demand is getting more and more.
TR BOR BRI,
—You said it. RUEAFAT .
—Yes, 1 quite agree with you.
RIEERGEIL,
—1 think so. X4,

—That’s just what I was going to say.

ABIERT B



—You're quite right. #fREX .
 ERAR A AEE R,
—They are not as salealbe as canned fruit, " suppose.
FINHENA K Rk T4
—Oh, no, I don’t think so.
R EBRX L4,
—No, I don’t agree with you.:
BAR BRI ER,
—Oh, no, that’s where we differ.

MIERENTE B HHT

<1 ¢an’ t say T agree with you,

RARBHRF .
—1 don’t think you are right theré: .
BN — EIRART,
. What about our canned meat?
MG NELHIEE?
What about--- 8] Fl R F R R M T B R, BUUMES :
What about the.price?
X H TR R?
What do you think of the payment terms? - -
ARG REEEE? :
How do you feel like the quality of our products?
RERBA= MRS AR
What about-- ¥ H] I R # ik H C 0B, 51— #RiT
W ERE

What about having a look at sample first?



Hf - FHEME?
What about having a try?
AR 1R ?
What about placing a trial order?
FIR R IRIT 857
BRI RV TR
Shall we go to the sample room?
RN AL E, g2
What do you say to going on our tatks tomorrow?
AT RBEEIR, (RN for 2
4. You said it. ¥R\ —H A4, THRERBHIANE
R, &L RMAGETHEES L b A ER2HE,
—Fine quality as well as low price will help push the sales of
your products.
—You said it.
— O K 5T B AL AR O R o B T HE 7 o
— iR EIER.
—Lack of commercial integrity often leads to ruin of busi-
ness.
—You said it.
— B Z EAE RN S BE R R
— R,

MR
FEE BRGS0, #0055 S AR E R AN &, T
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Dialogue 1

Zhang: Would you like to have a look at our showroom, Mr O-
liver?

Oliver: 1'd love to.

Zhang: This way, please.



Oliver:. Thank you. How beautiful!

Zhang: Where shall we start?

Oliver: It would take hours if I really lobk at everything.

Zhang: You may be interested in only some of ‘the items.
Let’s look at those.

Oliver: Good idea! 1 can just have a glance-at the rest.

Zhang: By the way, Mr Oliver, how long have you been in

: :this business? ‘ ' -

Oliver: I’ ve been in textiles for more than 20 years, .but the
company has been in business since 1935.

Zhang: No wonder you’re so experienced.

Ohver: Textile business has become more difficult  since the

" competition grew.

Zhang: That’s true.

Oliver; Do you have ‘a catalogue or something that ‘tells me
about your ¢company? ' L

Zhang: Yes. I'll get you some later:

Oliver: Thanks. When can we work out a deal?

Zhang: Would tomorrow be convenient?

Oliver: Yes, that’ll be fine. S

-

Dialogue 2

Adison: Excuse me, could you tell me where I can order elec-
trical appliances?
Xu: This line. We’ll be glad to take your order. Here’s

my card.



Adison: Thanks. Here’ s my card. I’ m Adison form ABC
Trading Co. Ltd. We import electronics and transis-
tors.

Xu: Please have a look at our samples.

Adison: Your development of electronic products has been re-
markable.

Xu: Yes, our research has had good results.

Adison: Do you produce video tape recorders?

Xu: Yes. .

Adison: What’s that? [s it a television set?

Xu: No. That’s a television phone. It’s still experimental.

Adison: What’s the problem?

Xu:  We have to solve the problem of using ultrahigh fre-
quency waves at around one thousand hertz.

Adison: I see.

Xu: I’ ve forgotten to ask you what products you’ re inter-
ested in.

Adison: I think I’ ve already seen some items we’ d like to order
although I'd still like to study them a bit further.

Xu: OK, go ahead.

Adison: I’ll probably be able to let you know tomorrow.

Xu: I’1l be expecting you tomorrow morning, say, at nine.

Adison: Tomorrow 'at nine, perfect. o ‘



Unit 2

Marketing

BXIEE
COFEFdE R, AT AR R A B L
Reim i B A M R R
Muliiple Speed Racing Bicycles are a new product. China
National Light Industrial Producis Import & Export Corpora-
tiont wants to open up a new market abroad for them. Here,

Mr Ma of the Export Department is trying to push the sale

with Mr Brown, a representative from an American firm.

Mr Brown: Mr Ma, 1 saw your racing bicycles over there.
They really look smart.

MrMa:  You said it. They are the new models of our name
brand “Phoenix” racing bicycles, a lot lighter than
the other ones. A great favourite with the young
people abroad.

Mr Brown: How much do they weigh?

Mr Ma:  Those made from all steel have a net weight of
around 17.5 kilos, and those of light aluminium al-

loy about 16 kilos only.



