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Seeking Business Opportunity ---o

| Brief Intfroduction

The purpose of seeking business opportunity is to set up business connections be-
tween two firms who have never dealt with each other before. In international trade, for
developing business, foreign merchants may approach each other through the following
channels;

(1) Web

(2) Banks

(3) Commercial Counselor's Office

(4) Chambers of Commerce

(5) Trade Directory

(6) Advertisements

(7) Attendance at trade fairs and exhibitions held at home and abroad

(8) Mutual visits by trade delegations and group, etc.

Having obtained some general information, the two parties should investigate all
possible information of their prospective partners, especially financial position and busi-
ness integrity, which may be carried out before the material consultation by face-to-face
talks, written communication, consulting the third party, such as banks, old custom-
ers, chambers of commerce, inquiry agencies, etc. As usual practice, the first transac-
tion dealers, especially importers, would be required to provide their own banks or

trading partners with credit reference.

MEFHREER, LR ERMBETHHLFRR, BLFFHMEROERM. &
YT A5 X RAT, XN HETEE. —BELT . ELME BT . HESRL A
. AHEH. 5. BRNNRE LSS MERE, THEI T ER, BN THRSFER.
ZERAMEFHEFSER LM REHATLERERLFHIT. ABWTFREEHE
T B EBEI R B, A BRSHAT BRI -G48, HE D07 | 5 16 3078 LUBUR T /%
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® Specimen Letters

(D

Dear Sirs,

From the advertisement in your web site, we have learned that you are a major sup-
plier of tablecloths. Specialized in the import and distribution of various tablecloths, we
would like to establish trade relations with you.

We wish to inform you that we have been doing business in this particular line for over
20 years and have wide connections with buyers of tablecloths throughout our country. It
will be grateful if you forward us your latest catalogue along with specifications and details
of your trade terms.

Awaiting your early reply.

Yours faithfully,

BVEE-F
MRIEEEY & AR AR 2 AR R A 0 E R R, AT T E &R = A K3 O sy
W R BERTELAS KA.
HMNEEX -7 20 RF, SEHNSHEP AT ZHEKA. MFEREH NS
B BB E SR S 5 2R R AN IR
Wi .
#

2

Dear Sirs,

We owe your name and address to our partner Champion Tannery Co. , Ltd. who in-
formed us that you are in need of Chinese leather gloves, and we take this opportunity to
approach you for entering into business relations with you.

As a joint venture, we have been manufacturing and exporting genuine leather gloves
since 1987. Our products are very well accepted by many customers with their good quali-
ty and fine workmanship.

In order to help you understand our products better, we have sent you under separate
cover several copies of illustrated catalogues and some leather swatches.

Should any of the styles be of interest to you, please let us know. We shall be glad to
« 2 .



Unit 1 Seeking Business Opportunity .

work with you.

If you have your own design, please send the sampie or sketch, we'd like to develop
counter-sample as soon as possible.

We are looking forward to your early reply.

Yours faithfully,

R E

A REREARAREMRATEWE P HAEFHEFERERUAIE Bl
BREB VSRS B KR

TERERAL  FRATA 1987 S RAF B AR RTFE, BRI 0 ERE B,
BIHE TR Z VP 5 7 B

O 5 LG 7= 5 B AR B TR ™5 .

A RBGEBER, HES BRI R TR & BREK.

WA B R FR AR B RO & RPRIT R

W

#EE

# Dialogues

Situation One

Miss Julie has learnt Evergreen Arts and Crafts Corporation from Internet. Now

she is making a telephone call to get further information.

H . Hello. Evergreen Arts and Crafts Corporation. What can I do for you?

] . Hello. This is Julie. May I speak to Mr. Huang?

H . Yes, please speaking.

J . We have learnt you are one of the leading exporters of arts and crafts from Inter-
net. The demand in our country for arts and crafts is increasing. So We'd like to
establish business relations with you.

H . I'm glad to hear that. We are experienced in this line and have many varieties which

are widely sold in big stores in China and chain stores in other countries.

ot

. Would you fax me your latest catalogue and pricelist?

H . Of course. We can also send you some samples which are popular items this year.

et

. Sounds attractive. If both the prices and quality of your products are all right, we

shall make regular purchase from you.



BRRSBREB

: We are confident that our products can compete favourably with similar products on
the world market.

: That's fine. Well, I'll read your catalogue and pricelist first and then decide what i-
tems 'l be interested in. After that, we can have further discussion.

: Tharll be great. Good-bye,

: Good-bye,

Situation Two

Mr. Johnson from Norway is interested in leather gloves, he is now in China.

Now he is on the way to the hotel with Miss Qin.

J . Beautiful city! Where shall I be staying?
Q : Holiday Hotel, where I’ve reserved a room for you.
] : Isit far from here?
Q : Not quite a long way. It’s in the center of the city.
] : I've heard that is actually a new hotel, isn't it?
Q : Right. By the way, is this your first visit to Yantai?
J . Oh, no. 1 did business with your sister corporations in Yantai five years ago. To
my surprise, your city has changed so much.
Q : I hope through your personal contact, a good relationship between us will be estab-
lished and large business concluded to our mutual benefits.
J ;I quite agree with you. Miss Qin, I value the friendly relations and hope my busi-
ness discussions with your corporation will be fruitful.
Q : "m very glad to hear you say so.
] : Holiday Hotel ahead, Miss Qin?
Q : Yes, here we are. Let’s get off the car.
# Notes
1. Internet, ecommerce
o BRI LA X MA@ B EEMZ 5 G BT 5L =t
FEIERELNTFES. MERHEBERRES BT HERTHNERERREZ
2. learn . %K, BH
learn sth. from sb. (or: some place) M\ A/FEABMEE
learn from sb. (or; some place) that... X A/FALE%0--
3. supplier n. fHE5TET. HERIH

Supplier and purchaser are the two counterparts in a transaction.
o 4 .



Unit 1 Seeking Business Opportunity

BT AL T R— B H P TAF B HE A

supply e, A7, {45

supply sb. with sth. B{ supply sth. to sb.

We are pleased to inform you that we can supply you with all the goods listed in your
letter of March 26,

RT3 A 26 BRI T gEhT .

If you can supply the goods to us within one month, please advise as soon as possi-
ble.

WMRETE— A AR IH R RE AL

supply n. CBOHEN , #E4 ; CROMRYY, B4 Y

be in short (scare, free, sufficient) supply ftn7sg ik (G5, BIF, TE)

be out of supply Hi4H

. import » (BP0, (BEDHOWR

Their imports are both diversified and substantial.

MATEG I O R SRR, R .

We are interested in the import of Chinese glassware.

FRATTF 3k 1 o ] A B B R L RO

import vz, i1

They import raw materials and export finished products.

b T3E 1 Ok} 0 A AR

importer n. FHIOF

The above is net price, not including commission. We do not give commission to the
importers in general.

PR RSN AEERE. RIOT—BAAHE.

. establish w. 3L

establish (step into, enter into ) business relations with sb. 55 A (FHFEH L%
xR

well-established adj. ZATAR], BiESMIER Y

. inform v, WA EH,WE

inform sb. of sth.

Please inform us of the shipping mark so as to enable us to order cartons.
EEEESL LAME LTI 4058 .

inform sb, that/what/which

We write this letter to inform you that the goods under invoice No. 07YT003 have
been shipped on board S. S. “YinHua” on Mar. 26,2007,

ZAEH RS 07YT003 TR Z W E T 2007 4E 3 A 26 HE“EE"H.

You are requested to inform us which one of the three samples is available for prompt

050
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shipment,
SRS R ] B3R E T .
Please be informed that. . .
Pleased be informed that we have sent the corrected samples.
BBEMR T ERESE TR,
keep sb, informed of / that. ..
It will be grateful if you keep us informed of the production.
7. line n. Tk, (—2O5Y
We have been in this line for many years. B{128&X—1THET.
This is a good line of hardware. X4 /&8 H P H—H#LIF12,
\8. wide connections with [ 2K AR
be well connected with §SEAXRBIF, 5EAFBIELE
9. grateful adj. JEEHH, REHY
We should be grateful if you could send us the pricelist of your latest products.
WNZEAT e — LL B H ™ B H R A B
10. latest
latest & late BTERE R , KA “RIEH) , BRIATHT , BRAFTH”
the latest catalogue B ¥ H 5
the latest pricelist & @ HFE
11. specification n. HLFS
We are sorry about our delay in sending you the revised specifications.
BB EEBUS R HEK.
The enclosed pamphlet will give you details of specifications and technical data.
- A PR M 8 /MR SR AR A AR PR O TS .
12. trade terms 325 &, A G ARIE
term of price, price term MHEARIE, AEARIE
terms and conditions 5k
We hereby confirm having sold to you the goods on terms and conditions as specified
below;
2N LA T 4R B /R 07 T i «
trade n. ®5 .35 4Tk
It’s difficult to obtain good prices if there are too many competitors in the same
trade,
WRFE—AT A TSR TR E AR BT .
trade vi. (5.5
trade with sb. 53 AL S
We trade with all customers on the basis of equality and mutual benefit,

060



13.

14.

15.

16.

17.

18.

18.

Unit 1 Seeking Business Opportunity

HNEFEERAEM ES5AEE N BEE.

owe out. N HIF, BREE - E (3 to) , M- AT

We owe your name and address to our partner Champion Tannery Co. , Ltd.
ARFEERERRA SR ML bt .

As the said company owes suppliers a large sum, we regret that we must advise you
to proceed with every possible caution in your dealing with them.
ERABRBERNT—KERK, B2 H4E M7 AESBITRLSERPEEE /D
Lo

be in need of FE,ZKW

We’ ve learnt from United Trading Corp. that you are in need of Chinese acrylic
blanket.

MG R B AR R T EME D EFL L.

take the opportunity F|FI#l <&

We avail ourselves of this opportunity to thank you for your effort in promoting our
goods.

B X F 5 T EEHEH AT ™ S B P BT E R 8 R kit

approach wt. [a]---3E¥4, [F]---BREK

we shall approach you with the matter of inspection.

BT RE R FESRTHKE.

joint venture &%)

be popular with sb. for sth. g T+ 45 A ¥kl

Our goods are very popular with customers of many countries for their fine quality
and reasonable price,

EN-= R ERE LR MBEREMEZFLZERNE K.

export n (BOHO,(E)H MO

What are the chief exports of your company?

FAE EEW O 4757

export v, HIO

We’ve been exporting varieties of leather goods for more than 20 years.

AT OB ER A 20 RET .

exporter n. HOR

They are experienced exporters of electric goods.

R ERERBE T M O,



Y./

*; Bl EAB

i amount of export i 14 export volume O & E
g export entry i H3K export control i H 4 il g
g export dumping  H FI{Bi4 export restitution 4} &M 8
: export drawback i B export license H HiFAIHE :
Z export document  H [ #L4E export quota H I Fil % :

20. good quality and fine workmanship F& FERHAMTHER
21. under separate cover: by separate mail, be sent separately 5 Hf, 5 3F
We are sending you catalogue under separate cover. HR¥ S RFE.
NFE~“BtieR” , 5] F§ Enclosed please,
22. leather swatches FH &+
23. counter-sample JTZEHEE,
The buyer’s sample is transferred to seller’s sample by counter-sample.
ST PURURE Y TR ok L s It 2 o Py ’
24. look forward to sth. / doing sth, B} (to FS-i7)
We are looking forward to your early reply. B3 BEH{E.
We are looking forward to hearing from you soon. B}#E .
I look forward to working with you. FEARB S5 &H—E T1E.
We’ re so much looking forward to seeing you again. By KA.
25. reply n. BE,.HAE
Your prompt reply will be appreciated.
PUEJFEOES-RETN 3%
veply o, & vi. BE,BE
We will reply to your letter once we have decided.

B Exercises

I . Translate the following phrases:
H§
fe 8/l
B HEHE
HE
WEHEHE
Bl F KR
S H A
HH
« ] ®

N



Unit 1 Seeking Business Opportunity

9. H&
0. &
I[. Choose the best answer:
1. We are sending you the samples __ requested.
a. be b. are c. as d. for
2. The brochure covers _ wide range of products we deal in.
a. the _ b. a c. of d. about
3. If any of the items is __ to you, please let us know.
a. interest b. interesting c. interested d. interests
4. Weare _ a copy of our catalog for your reference.
a. send b. covering c. closed d. enclosing
5. We are sure that both of our companies will __ from the joint venture.
a. make benefit b. benefit c. be benefited  d. advantage
6. We have been specializing _ this line for many years,
a. in b. on c. at d. with
7. We owe your name and address  Ttalian Commercial Bank who has informed us
that you are in the market _ tablecloths.
a. from/for b. to/with c. from/with d. to/for
8. Astheitem _the scope of our business activities, we shall be pleased to estab-
lish direct trade relations with you.
a. lies within b. fall within c. come under d. be within
9. Your letter of May 9th addressed to our Nanjing Branch Office has _ to us for
attention and reply.
a. been passed on b. passed c. passed on d. been past through
10. We take the liberty of writing to you __ a view to establishing business relations
with you,
a. in b. with ¢ to d. for

. Translate the following into English:
1. BAWMEEEE, R RHRE.

L RAFEZHMR A TGO EREH#OFZ— RIMEEINSSRITEE  HEELH

3. RREHAFTAMEEESFSHANE, BRRL FAF Mt

RAFEBVME RN O FEEE, RINPTREATERZFTEE.

5. HXRRAWEEREL - ERT LT Eim.
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: BRR B RB

IV. Write a letter to a foreign company for establishing business relations with the
following hints;

the source of information
intention
self-introduction (experience, business scope, demand)

the reference as to your firm’s financial standing

Gro W=

expectation

& Skill Training

Background

Willington & Sons, 17 Mayfield Road, Copenhagen, Denmark, an importer of
foodstuffs, got the name and address from the advertisement that Huaxing Foodstuffs
Import & Export Corp. can supply Bitter Apricot Kernels for cakes and candies. He
plans to establish business relations with Huaxing Foodstuffs Import & Export Corp.

Requirements

1. In what sources can a company know the names and addresses of other firms con-
cerned?
2. How does the Willington & Sons write a letter to express his desire to establish busi-

ness relations with Huaxing Foodstuffs Import & Export Corp?

i Useful Expressions

1. We’ve learnt from your website that you are a major supplier of automobile parts in
Shanghai.
AT A B BT EFr i) & PR AR Bl X F R AR ETIHEN
2. We are willing to enter into business relations with your firm.
RIMEESRARABELLFLE,
3. We are now writing to you for the purpose of establishing business relations with you.
RINEHBEREE SR BV F KR,
4. Your desire to establish business relations coincides with ours.
o EE R T E L F X RANBR SR T E—HH.
5. We specialize in the export of Japanese Light Industrial Products and would like to
trade with you in this line,
ETHEALERAAR TR IS RTBERAEXTEITRRAS .
.10 -
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11.

12.

13.

14,

15.

Unit 1 Seeking Business Opporunity

Our lines are mainly arts and crafts.
RIMNEEVEMEERTZ .
We have been in this line for more than twenty years.
RIN2EXLHREF _TEENHET.
Our tablecloths are reasonable in price, good in quality, and fine in workmanship.
RARZEBHEHYERNTR, TR,
The workmanship of our products appeals very much to foreign customers,
RGP LZRZENSEHER.
Chinese tea enjoys general/wide popularity in France.
PERMEEETZRE.
Your letter expressing the hope of establishing business connections with us has met
with approval.
KRR, BHRTEBSRIELLSRE . RITRRFAR.
In order to acquaint you with the textiles we handle, we take pleasure in sending you
by air our latest catalogue for your perusal.
R THEBHRRITEENGRRANT @ AN FRIT B B %, 4400,
We would like to ask you to kindly send us the related information.
TAIA BAROTEER AR TR F A RAT.
We have the pleasure of introducing ourselves to you with the hope that we may
have an opportunity of working with you to expand our business.
RINEZAH - FEAINSERITEE. T RILF.
The above information is given only for your reference and without any responsibili-

ty on our part.

BB S, R HA AT

B Related Terminology

S0 90O IO OO0 O O 5O I -9 I - IO .5 95599990

P
2 catalogue H# pamphlet /T i
2 associate S1kA business concern 1T,k ;
g trade journal fTikZeE prospectus  UiBAH, it §
8 chamber of commerce R4 reference W{SIEEA A 3
; subsidiary company F/>H] parent company BE/A ] z
2 financial position W 4-{R 1%L business status IR 1L 4
g credit standing 1 FIR 1L trade reputation 525 % 4
3 on display EBH x
Z equality and mutual benefit %55 7| Z
§ import and export corporation #H 1/ F] 4
GGG OCRCTICICTTRCTTICTTICTTRCTTICTTICTTRETTRCTOCTTOCTTOCTTOCTTRGTTICTT G TTRCTTOCTTOGTTCTTIGTTOCTTOCTTICTTICTOGTTIGT '.)(f’b(:
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