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PNRAPGERE . S E TR RN TR AL R BT 4 i —
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WHETE EHR, RUEEMREN (CRALXKE). (A
FXHHEIE) ., (LRSI AKFE SRR, (LR AIERBE N
WRPTY . CERAXRHEE 00 a), (ZAAK, X8, SR, ik
HEEDEHE) FRVIGHEHE, X-ENSFE. LHER
M DEHH

2% L. THM, EAs B ¥ AE (Daily Expressions), &
BHPE  (Receiving Foreign Guests) . 2% R % (Living Services) .
#HZZTESY (Social Activities) PUNHIT, THHr 8 HERH (Busi-
ness Negotiations) . 1 i W Yt ( Sightseeing) BI N .70, £ BAIH
gt 3t 36 . BT HERE TSN 1-5AEEAE
EEBERSEN, HRANFTTH 31 WA RTVER 15, ket
EEFICRAENIIFGAE, APEMKREST. 22ES. St
ARAFRIEE, HE L WHEE, SREBIHTEARST
AkZRHETE, FRZE, NEZBRERSELRHEHERY
JGiFE, MEATE, HERE, BIMAEE—R, HI—WTE
MAEEESE, HBE/IEES ERERHAREY, fiEE—ER
A, i, HEEEE, HESIC, BtEd,

Hh FIRBE RS (Situational Conversation) . H 3k il 4k
(Oral Drills), 4 17 51i71& (New Words & Expressions). ¥ %
(Notes to the Conversation & Oral Drills). ¥R %3 (Translation to
the Conversation) F1 0 kJIIZRZE R (Keys to the Oral Drills) &8
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Unit V  Business Negotiations

Lesson Twenty-Two
Preliminary Talk

Mr. Zhang Da-wei, the general manager of Changsha Foreign Trade
Import & Export Company is holding a meeting to negotiate business with
Mr. Brown. Miss Huang Mei, as the secretary and interpreter of the com-
pany, is also at the meeting. They are talking about the foreign trade pol-
icy, the new practices in the foreign trade, the current investment envir-

onment in China and so on.

Situational Conversation

1. An Exchange of Amenities before Talks

B: Hello, Miss Huang. Will the negotiation start at nine o’clock?

H: Yes, Mr. Brown. Welcome to our corporation, Mr. Zhang is waiting
for you in the meeting room, on the second floor, the third room on
the right.

B: Thank you. Let’s go. (Going to the meeting room. )

Z: Good moming, Mr. Brown. It’s nice to see you again.

B: It’s nice to see you, too, Mr. Zhang. (They shake hands. )
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: How do you feel our Export Commodities Fair, Mr. Brown?

: I feel that no doubt you’ve made great progress in your light industry

and you do business more actively and more flexibly.

: Yes. It is just in this way that we have achieved a total turnover of 80
million U.S. dollars a year.

: I think you will make more profit if you have close co-operation with
us in the future.

: I bope so, too. All this is possible, of course, due to the correct pol-

icy of our government in opening our doors to the outside world, fa-

voring the expansion of foreign trade, introducing of advanced equip-

ments and foreign investment .
2. On China’s New Foreign Trade Policy

: Well, to come to the poim(D » how would you like to proceed with the
negotiations?

: This is for you to decide. I'm here at your disposal. You know, this
is my first time to visit China, so I'd like to know something about
your foreign trade policy. It is said that a new policy is being put into
practice® in your foreign trade. Is that true?

¢ Yes. Qur foreign trade policy has always been based on equality and
mutual benefit® and exchange of needed goods® . We still insist on
this principle, but we have adopted much more flexible methods in
our dealings nowadays.

: Would you please give us a brief account about the new practices you
have adopted?

: We have mainly adopted some usual international practices, such as
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payment by installments® , process with client’s materials® , compen-
sation trade, assembling trade, joint venture” and so on.

: That’s very nice. You have indeed adopted a more flexible policy in
your work than before. You have made some readjustment in your im-
port and export business, haven’t you?

: One of the principles we are keeping to is that our imports must be
based on our ability to pay. That is, if we increase our imports, than
we must increase our exports first.

: By the way, we’d like to know some information about the current in-
vestment environment in your country, especially in Changsha?

: China is a vast country and a big market with a large population. The
city government of Changsha has issued a series of regulations and
adopted effective measures to favor foreign investors. We have set up
several economic development zones and warmly welcome foreign

friends to invent in Changsha.
3. Promoting Business in China

: The main purpose we corie here is to promote business and economy
and technological cooperation between U.S.A. and China. What
would you like to import, then?

: We'll mainly introduce advanced technology, scientific management,
complete plant® and so on. Of course, that is in a planned and se-
lective way.

: I wonder whether you need a loan.

: We are rich in natural resources and labor and short of money. We

may take into consideration® accepting government-to-government or
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" non-government loans if the conditions permit. We also welcome you
to invest in our city.

: If you need, we’d like to supply you with a loan at the most favorable
rate, and we’d also like to invest in your city in my own good time® .

: I'm very glad to hear that.

: If you hope to introduce some advanced technology and complete pla-
nts, we’d like to offer you our help.

: Thank you. But we suggest that our payment should be made through
barter or by exporting textile, arts and crafts, farm and sideline prod-
ucts and so on.

: Yes, that’s all right. Zhang, you know, we are one of the largest im-
port & export companies in America, and do both import and export
business. We are very interested in your textiles, especially the Hu-
nan embroidery and cotton piece goods. If your conditions are favor-
able, we are going to place a large order.

: Your order is welcome. We'll see what we can do.

: I have brought with me a series of catalogs for our latest models of the
textile machines. It is our hope that you could push the sales® of our
products.

: Mr. Brown, we shall, first of all, study your catalogs and get in
touch with our customers. If they are interested, we’ll arrange for fur-

ther discussions.
4. Hoping to Establish Long-Term Trade Relations

: Mr. Zhang, another purpose of my coming here is to inquire about
possibilities of establishing long-term trade relations with your compa-
4
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. Your desire to establish long-term business relations with us coincides
with ours, but -**.

: Concemning our financial positionCID , credit standing and trade reputa-
tion, you may refer to Los Angeles Brunch, the Bank of China, or to
our local chamber of commerce® .

: Thank you for your information. [ think that establishing business re-
lations between us will be of benefit to both of us, and will bring
about closer ties between us.

: This is my first visit to your company. I'd appreciate your kind con-
sideration in the coming negotiations.

: We are very happy to be of help. I can assure you of our close coop-
eration.

: One can always expect a fair deal when trading with China. Everyone
speaks highly of your commercial integrity® .

: One of our principles is to see to it that® contracts are honoured and
commercial integrity maintained.

: If your prices are reasonable, I'll give you a special inquiry.

: Then, we’ll try to make an offer as soon as possible. I hope a lot of
business will be put through between us.

Oral Drills

. Comprehension Questions on Situational Conversation:

1. When and where will the business negotiation begin?

. How did Mr. Brown feel the Export Commodities Fair held by Chang-
5




sha Foreign Trade Import & Export Company?

3. What does the phrase in this way mean in the first paragraph?

S

1.

Why has Changsha Foreign Trade Import & Export Company achieved
a total turnover of 80 million U.S. dollars a year?

What does Mr. Brown want to know at first meeting?

What principle has China’s foreign trade policy always been based on?
What new practices has China adopted?

What adjustment has China made in its imports & exports business?

. What’s the main purpose of Mr. Brown’s coming to China?
. Why does China need loans?

. How does Mr. Zhang want to pay the foreign loan?

. What would the Chinese like mainly to introduce?

. What is Mr. Brown interested in?

. What’s Mr. Brown’s another purpose of his coming to China?

. Complete the Following Dialogues:

A: Good moming. My name is John Smith. I’'m from America. Here

is my business card.

B: (REHEE, AW
K&, RAMRBRIRES.)

. A: What’s your line of Business, Mr. Green?

B: (REEFEREMHEN
FEEARRH o)

. A: I'm a foreign trade worker of our company. I have been assigned

to negotiate business with you.

B: (REMKVi%,




REMRA T ERE K R,)

: How would you like to proceed with the negotiations?

: (RN —RA
R B BT ? REAFREHELE?)

: We'd like to discuss the possibility of establishing a long-term

agreement between our two corporations.

: (Rt TRECE
W, REXMNAAR, ERITRRXARBE, )

: Would you please give us a brief account® about the new practic-

es you have adopted?

: (RATHBR T ARLEd
FRAEMEE:, FERATEYNERRBRE, Hl
AR, RENL. AR FEE.)

: Would it be possible for me to have closer look at your samples?
(CBEARTLAR? 7R

ALX/NE S SR BIRE FhR £ o)
: It is said that you have produced a few models of new products.
Could I go over your latest catalogues?

(B, KREEL

#17)
: If you needed, we’d like to supply you with a loan at the most fa-
vorable rate?

: (T HRX2RBRIBR
¥, MREMSHF, RIS EBEZ BT RSN K5
o)

10. A: We’'d like to set up a joint venture with you.




B: (PERTERILRA
MARMADKSHATS, EREFE, FHHREK.
TERMNGBBRE, FRBOKEBE. RIKAHTAN
IR RERFESRNE R, HEXRBE—TE
I SEEA BRI RTE o )

[l . Make Sentences with the Given Phrases:

0 N N W bW N -

due to *-*
come to the point
be based on -*-

give sb. an account® .

be short of --*

assure sb. of sth.

speak highly of -

see to it that «-*

IV. Translate the Expressions in the Brackets into English, Then Use

Them to Replace the Italicized Parts in the Sentences:

. Tt is just in this way that we have achieved a total turnover of 80

million U .S . dollars a year. (DRIIEHBRAIM L FTESIDY
BAKEET; ORMNMWZHBTEHETHHGHKE; OR
AR E 40 ZAERBYLTIUF LR ; ORITHETRMK
ML ; ORMNMPEL O R BAKEM)

. How would you like fo proceed with the negotiations? (DM E &

BEA RS S08E; ORBUE IR IE B FR I BT 55
QELMHRATFEISNHBOR; ORHH B IR,)

8




. Tt is said that a new policy is being into practice . (DFRIITER
ZoRB I EHBARTRERE; OHRMBESEMESNE M
RET; ORAMNBIRCERERGTT; ORAARTE
BEMT 4T ORAFBRRFBILLSKER)

. 1 wonder whether you need a loan. (DR /AR REBEEH O X
it ORAFRIBBERRINEAKLE; ORAAREEL
Rl RO AH; QREFAUE—THRIMNBEARME R
B, ORRBEAERBHRE L)

. We suggest that our payment should be made through barter or by
exporting textiles, arts and crafts, farm and sideline products,
and so on. (DRAIMBTERTETRER— L4 8 &; OKE
BT H AR LR RS QRSN EMATT;
@BMNEIT— MBI ORMNBEBEXEEE)

. Read and Translate the Following Mini Dialogues:

1. Self-introduction

: Good moming. My name is A. I'm from Canada. Here is my busi-
ness card.

: Glad to meet you, Mr. A. This is your first visit to our corporation,
isn’t it?

: Yes, and also my first visit to China. The purpose of my coming here
is to inquire about possibilities of establishing trade relations with
your corporation.

: Let me assure you of our best attention, Mr. A.
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2. To Know the Customer

: May I ask what line you are in?

I mainly deal in Chinese cereals, oils and foodstuffs.

: You can talk the business over with Mr. C who is in charge of this

line.

: We’d appreciate your kind consideration in the coming negotiation,

Mr. C.

: Let’s hope for good cooperation.

3. Asking the New Policy in Foreign Trade (1)

: It is said that a new policy is being put into practice in your foreign

trade. Is that true?

: Yes. We have adopted a flexible policy in our foreign trade work.
: Would you give us a brief account about the new practices you have

adopted?

: We have mainly adopted some usual intemational practices.

4. Asking the New Policy in Foreign Trade  (2)

: Can you tell us something about the new policy in your foreign trade?
: We have adopted, for example, payment by installments, process

with client’s matenals, joint venture and so on.

: That’s very nice. You have adopted a more flexible policy in your

work than before.

: We hope to develop the trade with all countries.

10
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5. Asking the New Policy in Foreign Trade (3)

. You have made some readjustment in your import and export busi-

ness, haven’t you?

. Yes. It mainly means importing some complete plants, advanced

technology and scientific management.

. 1 wonder whether you’ll go on importing some advanced technology

and complete plants?

: The policy to introduce advanced technology and complete plants will

remain unchanged. But the principle that we are insisting on is to
take into consideration our ability to pay when we import goods.

6. Friendly Attitude

. China wishes to trade with all countries on the basis of equality and

mutual benefit.

: You have adopted a more flexible policy in your work than before.
: It’ll benefit us both.
: We’re very glad that you have such a friendly attitude.

7. Introduction of Products

: Could you give me an introduction of products?

Certainly. In order to give you a general idea of the various kinds of
our products now available for export, I'd like to give you our latest
catalogues and price lists.

: It’s very good. Thank you. (Reading the catalogues and price li-

sts.)

11
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Have you gone over these catalogues and price lists?

yes. I have gone over. I found that your prices are quite high.

: But our products are very good in quality. Taking the quality of the
products into consideration, you will feel that our prices are reason-
able. Now, let me take you down to the sample-room to have a close
look at our samples.

: That’s very kind of you. I’m sure I'll find what we are interested. But
I’m afraid that would take lots of your time.

: Never mind. If only I could be of any help to you, I'll be very glad.

8. Wishing to Meet Each Other’s Needs

: You have won great successes on textile industry, I hear. Being in
the line of textiles and textile machinery, we pay close attention to
your textile products, especially your cotton piece goods.

: Glad to hear that. I'd like to take this opportunity to introduce our

selves to you. Our company is a stated-operated company dealing in

Chinese cotton piece goods. We hope that you could push the sales of

our products. Meanwhile we wish to have some idea about your textile

machinery. If your technology and equipment are advanced and the
trade terms are favorable, maybe, we could consider importing some
from you.

That’s good. I hope we can strike a quick deal.

: I hope so, too. We believe this deal conforms to our mutual benefit
and to the principle of meeting each other’s needs.

9. Wishing to Establish Business Relations

: Have you seen the exhibition halls? On display are most of our prod-
12
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ucts, such as silk, woolen knitwear, cotton piece goods, garments

and so on.

: Yes. I had a look yesterday. 1 found some of the exhibits fine in

quality and beautiful in design. The exhibition has successfully intro-
duced to us what your company deals in. I feel that we can do a lot
business in textile line. We wish to establish business relations with

you.

: Your desire coincides with ours.

Conceming our financial position , credit standing and commercial
integrity, you may refer to B. O. C. New York branch, or to our
local chamber of commerce.

: Thank you for your information. As you know, we always trade with

foreign countries on the bases on equality and mutual benefit. Estab-
lishing business relations between us will benefit both of us. It will no
doubt bring about closer ties between us.

: Oh, that sounds interesting and inspiring. May the friendship be-

tween us last forever!
New Words & Expressions

preliminary [ pri'liminori] o . FU& M, ¥HH
amenity [o'mimiti] n. M, HEIXE
flexibly [ 'fleksobli] ad . Pl3h, RIE
tumover ['tom'ouve] n. B i, BAE
million [ 'milijon] num. B
proceed with i#47, EF
policy ['polisi] n. BUK, Fét
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