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( & Background .{

Establishing business relations is the first step in a transaction in international trade. No
transactions can be conducted until contacts have been made between two or more companies.
To establish business relations with prospective dealers is one of the vitally important measures
both for a newly established firm and for an old one that wishes to enlarge its business scope
and turnover. Merchants abroad may be approached through some of the following channels:

— communication in writing;

— attendance at the export commodities fairs;

— contact at exhibitions held at home and abroad;
— mutual visits by trade delegations and groups;
— calling on customers;

— overseas investigations.

Establishing business relations is realized mostly in writing and verbally. In order to come
to an agreement during a business communication, several terms are talked over, such as the
description of the goods, their quality, quantity, packing, price, shipment, insurance, payment,
inspection, claims, disputes and arbitration.
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f% Terminologies and Practical Expressions]

China National Machinery Import and Export Corporation wEF# L O 7

. China National Cereals, Oils and Foodstuffs Import and Export Corporation

H EDRhE Y 2 E]

China National Arts and Crafts import and Export Corporation
HETLEMS#ELOAH

China Export Commodities Fair HEY OBSLSH S
financial position W BUIREL

credit standing 15 FI {7

trade reputation 5%

equality and mutual benefit &7 F|

counterfeit § %

showy goods  #hWRARTH FI 7

inferior goods 45 1%

low quality goods X%

unfinished product (g5

imitation {54 &

low-priced goods  BE# 5%

genuine article FH1%

first-class quality k% &R

superior quality {5 &5

top grade LZ14%
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20. high-tech product =&ML =i

21. durable consumer goods fit 4 %% &
22. excellent quality [fHFEICE

23. reliable quality JFit n]

24. modern and elegant in fashion FAFHT KT
25. wide varieties fiFhE L

26. complete in specifications #5554
27. reliable reputation {Z%n]%E

28. sophisticated technology T ZKR
29. skillful manufacture HI/EXGTS

30. attractive and durable & i

Sample Dialogs 'l

Dialog |
(At the Exhibition Hall in the China Export Commodities Fair)

Liu; Good morning, anything particular you are interested in this time? We have wide
varieties for you to choose from. They are of the best quality and excellently tailored
too. These are the latest styles from our joint venture manufacturing company.

Miller. Well, I'm interested in ready-made suits.

Liu; Good. You've come to the right booth. We specialize
in producing suits.

Miller; Well, is there any superiority of your products?

Liu; Here is a sample for you to look at. You will see they
are modern and elegant in fashion, right? What's
more, they wear longer than others. You may find this
material will retain its luster without becoming shiny.

Miller; Why?

Liu: One reason is that the yarn is carefully selected for
quality. The luster is laboriously and yet delicately
woven into the fabric.

Miller. Oh, | see. Will you please show me some products of different colors?




4 !ﬁ CEEY LN

Liu. Certainly. Five colors are available here.
Miller: How about the sizes?
Liu:  We can offer every size from “S” to “XXL”. Please take a close look at the
catalog and price list.
Miller: Well, it's very impressive. But I'm afraid the price is much higher than others.
Liu: But ours are good in material and superb in workmanship. You can’t buy suits
of similar quality at such price anywhere else.
Miller. May | take the sample fabric with me? I'd like to discuss with my assistant.
Liu: Yes, please. We are sure that you'll find very good prospects in our products.

Vocabulary

variety
 tailored

joint venture
ready-made

1. wide varieties &F&FE, MFEZ

We are increasing the variety of exports.

RATEER N O ERFHE,



Unit 1 Establishing Business Relations é 5

. excellently tailored i Ti& KB &

MHERREAR
sophisticated technology TZ¥E
skillful manufacture #HI/EXETS

. joint venture &E Ak

HXRIRIEE

foreign-funded enterprise  #FBE i\l

cooperative enterprise  &1E{ L

wholly foreign-owned/funded enterprise 4§ H %F 4k
state-operated enterprise [EA& 1k

ready-made suit g5 PO %

. specialize in 1, €&

We specialize in medicine and health products, and we express our desire to trade
with you in this line.  RATEBEEAFES, BESHTFRX TS

Mr. Wang has been specializing in product design.

ERE—ENFEHBT,

xR “BE WITAEH:

to trade in

to be in the line of

Is there any superiority of your products?

HAE = RAE A ARE?

superiority n.  {L@E, (£H

superior a. LR, EFEK

Our products are superior in quality to any other brand available on the market.
KA F7EF R L i L AESK B i HoAb R B B 4T

The quality is superior, yet the price is very reasonable.

R bR, HigaE,

. retain its luster without becoming shiny {REEEMARR

The luster is laboriously and yet delicately woven into the fabric.

AR MEHE, HEREE LSO RHFERT .

. superb in workmanship T -5
10.

We are sure that you’ll find very good prospects in our products.

RIBE AN ZRARITO RAE REFHHERTR
AR AR, EAEAUTRETX:

I'm sure our business dealings will develop quickly and productively.
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Let’s hope the business works out well.

A AR B A B RE I RIFA

Dialog |l

(At the office of a Chinese company)

Li: | understand this is your first visit to our corporation.

Anderson: Yes, and also my first visit to China. 1've always wanted to see with my own eyes
China’s achievements and now |I've been more than rewarded.

Li: Thank you. | hope you've had a pleasant trip.

Anderson: Yes, | did. Now, let’s get to the point. | have come to discuss with you the

possibility of importing into Australia a number of your products.
Li: We very much appreciate your interest in our company.

Anderson; We had an opportunity yesterday to review your well-illustrated catalog and we
are primarily interested in your leather-crafts.

Li: Most of our products are very well-known all over China, and many of them
are manufactured especially to serve our export markets.

Anderson: So I've learned. We are distributors with business branches in most major
cities in Australia. Now, we’d like to introduce Chinese-made leather-crafts, if
your price is competitive and sales conditions are favorable

Li;. We’'ll see what we can do. We are quite g
confident about our products because of the
excellent quality and the wide selection.

~ Considering the quality of our products, you
will find that the price is quite reasonable.
Let's go over the illustrative catalog again.

Anderson: |I’'m particularly interested in this pattern. It is
much to the taste of our market. What are the
specifications?

Li: Totally, four, in different levels of quality. If | may refer you to page three,
you'll find all the specifications there.

Anderson: Well, perhaps we could discuss the subject further after | have had a chance
to view the leather-crafts workshop.

Li: Yes, that can be arranged. I'll let you know the time schedule later.
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Anderson: Thank you. I'll be looking forward to that.

Ny
Vocabulary

primarily Cad RN o, AL

leather-craft . peas

\idistribumriif' n - ae Eﬁiﬁﬂi%ﬁmﬁﬁ)\(ﬁ%ﬁ&ﬁ)
branch n XN, HadE -
competitive a G ’

ise&ection ‘ n ke Y

illustrative a R, ﬁﬁi‘&&g

particularly a TEARAREE E, R

specification

TER, UM B

f"\ Notes

1. I've always wanted to see with my own eyes China’s achievements and now I've been
more than rewarded. & —HEEREE FEHIIBSH R, BAERTZSMELUET
2. Let’s get to the point.
ERATH AR,
3. we are primarily interested in your leather-crafts.
AT EBEXHURAT I B B B HR
4. Most of our products are very well-known all over China, and many of them are
manufactured especially to serve our export markets.
‘AT AZE P ENLERRE, FE-nE 1 HEEI S,
serve our export markets 41E¥SNTT
5. ... if your price is competitive and sales conditions are favorable.
------ MERNIMERA TS, BHEERAIE.
6. wide selection [LFhEZL
el FiAA . wide varieties



