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Questions and Possible Answers 153 5%

1. What can | do for you?
We are a big supplier for the
Northeast
thinking that we'll have some

market here. I'm

business opportunities.

about our product? Do you
have any thing you are
particularly interested in?
Actually 1 have little informa-
tion about your product. I will
really appreciate it if you can
send me your catalogues and
brochures.
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3. Would you teli me whom |

should contact then?

Yes. Yonghe Trading Company
represents us in your regions.
You may contact Mr. Zhang Yi-
hui, the Sales Manager.

. May | have your mailing
address so that | can mail

@ BEREFREISHEK
2

@ Tk, KT HARHE

ARILEG K, 17T A B A

LR 22K FE LA

BA&,

@ BE 0 15 1Y il th ih ot 45 iR
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them to you? @ Tk, WM, ekt
Yes. Thank you. The address ~  ......

Conversation Tools £iZ TR
r>_Establishing business re\ations & 7 5K

«#1 got your name and address from the Commercial Counselor’s Of-
fice of the Chinese Embassy here.
BABEIHTERREHSF AL R T RN L0
3k,

W] learned that you are the leading exporter of Chinese arts and crafts.
AN ARTRILRGRE O,

@We are a big supplier for Northeast market here.
AMAXEARAEFTHHRBEE,

W1 have little information about your product.
B RN kiR S,

«We’'re interested in Chinese arts and crafts.
AT F R T L SR,

wWAre they available for export for the time being?
R AR T T a?
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@ You're recommended to us by a reliable friend.
AV — 12T 1E M8 R Fe K S A B KA,

W These products are of great interest to us.

F A R E B

@I can send you a price list and a brochure of this series for your ref-
erence. T IAFLE—H B AP H T4, AELFE,

WMay I have your address so that I can send you our export list?
et G e s bt & AR F LR ok Ben

= \eVs do busness\ i/ E1THEEE!

W) We specialize in audio-visual products,and we express our desire to
trade with you in this line.

BMENEFRT AR, R RF FREXFHG LS,

W@ The purpose of my coming here is to discuss the possibility of im-
porting into the United States a number of your products.
BAFRAEHRMB KO LB o 08 k&> Ry THM,

PdI'd like to negotiate with you about the leather-crafts.
ABPERNAELFEN ST DG EF,

@ We always adhere to the principle of equality and mutual benefit.
EM—QEMNFFEF G R,

W I’'m sure our business dealings will develop quickly and productive-
ly, ATUARZEMZEAGLE £ A 2R BFRE T H AL,
WWe can produce goods modeled after the fashions of different mar-
kets. Of course,we can produce shoes modeled after your samples.
EMNEBEFRF G RAFTRAMNERR G ER, K, ZMET

AR FHRHEE S F &,

4> Sample Conversations &£ i%

Dialogue 1

Carter . Hello,Mr. Li?

Li Ming:Yes,who's that?

Carter : This is John Carter calling from Toys International Company

Limited. We met at the Guangzhou Trade Fair.
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Li Ming . Oh. How have you been,Mr. Carter?

Carter.I'm fine, thank you. I'm calling to say we have interest in
your product “Mini-Mons” . Are they available for export for
the time being?

Li Ming:Oh,I'm sorry. You can’t directly buy Mini-Mons from us.
We're represented for this series in the North America
market.

Carter ;| see. Would you tell me whom | should contact then?

Li Ming: Yes. Yonghe Trading Company represents us in your re-
gion. You may contact Mr. Zhang Yihui,the Sales Manag-
er.

Carter:May | have their address and phone number?

Li Ming: The address is 1259 8th Street, Manhattan, New York. The
phone number is (212)666-0554.

Carter: Thank you very much,Mr. Li.

Li Ming: You're welcome. If you have any other questions, please
let me know. And | hope we can trade directly in other se-
ries in the future.

Carter: | hope so,too. It's really nice to talk to you. Goodbye.

Li Ming: Goodbye.
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Dialogue 2

Black : Hello,Mr. Liu. | came here today to inquire about the possi-

bility of establishing trade relations with your company.

Liu; Hello,Mr. Black. Welcome to our company.

Black: We'd like to order some Chinese-made carpets, tapestries,

blankets and so on,if your terms are favourable.

Liu: We’ll see what we can do. Please follow me to our showroom
first. This is a pure wool carpet and that one is of artificial
wool, both made in our company. We use two ways in wea-
ving our carpets. One is machine-woven, the other is hand-
woven. With different materials and ways of manufacture, the
prices are quite different. One feature of the wool carpet is that
it is plain and tasteful in colour. The design is classic and ele-
gant. Look! This is the well-known “ Beijing Style Carpet”. Its
pattern is very popular. The style is unique and antique, and the
material is soft and springy. So it has been called the orthodox
Chinese carpet pattern by some foreign experts.

Black : Would you please show me some more tapestries?

Liu: All right. We produce various kinds of tapestries, such as pure
wool and velvet. We can offer you rich patterns, namely land-
scapes, flowers and plants, birds and animals and so on. Look
at this picture of the Great Wall. It is really magnificent. And
the design of a magpie on a plum tree branch stands for luck
and happiness. All these are fine pieces of art.
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Black:! have seen the exhibits and studied your catalogue. | think
some of the items will find a ready market in Canada, espe-
cially the pure wool carpets and velvet tapestries.
R L, EHF! ARRAFAFARZBRG S HMNALT
RS YR A

X:WERLLE, GHF! RBERRNAE,
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Culture Background z{t &2

Usually , inquire is an action undertaken by buyers to get the
products” information before purchasing. It is not only one of most
direct ways fo acquire product details, but also a starting point of
the fonnal contacts between buyers and sellers. When making an
lnqulry besides the prices of goods, buyers may ask for more in-
formation, such as the specification, packing, delivery date and
other forms. In an inquiry, buyers should clearly express what kind
of information is needed and under what conditions the deal can
be made,and it should be brief, specific, courteous and reasona-
ble. In return, the answers to inquiries should be pfomp' definite
and helpful. Each inquiry is a sales opportunity, an opportuhﬂy to
foster a potential long-term relationship.

> B BREXSAEXBE, N B RBIERTFBST.
EANBRE RN ZNRERNGR 2 —, R TTWSER Bt
BYEER. WRHY, FREMINBIN, TR DO LR, ik, #
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Lively Words #i&i7]i&

inquiry[ in'kwaiori | # # , i #t
company( 'kampani] A7 ;4 0k
cash{ kef] # 4

quality[ 'kwoliti] i &
hand-made F T &, F T #|#
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L 71 58 8
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sample( 'sa:mpl ] ## &
catalogue( 'keetala:g] E F; # &
Sl

design| di'zain] % it

size[ saiz] R ;KA /N
standard( 'stendad | 474
bid[bid] # ;% #
quotation[ kwau'teifon | # #
to make an inquiry 4 #
inquirer{ in'kwaira] # #& A
inspect[ in'spekt ] # % ; 1 &
obtain a sample #¥ # # &
showroom /& 7= j]

Questions and Possible Answers 15 5] 15 &

1. We are thinking of placing
an order. Were you able to
quote dall the items we
need?

No,not all of them.

2. What's the unit price for it”
Our offer is $30 per set. And
the price of five days later may
change.

3. Would you give me an in-
dication of price~
Here are our CIF price lists. All
the prices in the lists are subject

@ RIMNEEERITH, ReE
BRMNAEENAEER
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