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Chapter One Practice of Foreign Trade

Terms and conditions stipulated in contracts or sales confirmation are
the results of protracted negotiations. The interest of the parties
concerned depends on the smooth performance of contracts. There-

fore, it seems necessary to have an overall understanding of these
conditions. In this chapter, the concepts will be stated respectively
and prominance will be given to their position in the practice of for-

Business starts with an offer with terms and conditions put forward
on which basis it is hoped that transaction will be concluded.

In response to an offer, there are three possibilities:

It may be accepted if all the terms and conditions can be accepted;
If some of the terms and conditions can be accepted, but some can-

# £ 2 L

not, an counter offer will be made; . .
The counter offer is regarded as a new offer in which revised terms
and conditions are put forward.
An offer will be rejected provided it cannot accepted as a whole, that
is, some main terms cannot be accepted and no leeway is left.
Counter offer would be continued up to coming to an agreement. Be-
tween offer and acceptance is a process of negotiation. It may be a
protracted and hard one. The content of negotiation may' scatter in
the letters, cables, telexes and faxes exchanged between the seller
and buyer or other parties related to the business involving the terms
such as quality, ‘quantity, price, shipment , insurance and payment.
- 1 S,



The first problem we are now talking about is quality.

Quality is something that really matters. It is of the most importance
of all the terms stipulated in the contract.

Some commodities prevail over the others for their superior inherent
essence, they are considered the physical, mechanical or biological
properties. Scme get a upper hand for their attractive outward look
such as novel style, appearance, design and lustre which appeal to
the customers.

There are different ways to suggest quality of the commodities. They
can be classified as follows:

1. Sales by Sample

Commodities are to be made in the light of the sample provided and
the goods delivered must comply with the sample in quality, other-
wise it may be regarded as breach of the contract.

There are some points which should be noted in case of sales by sam-
ple.

1) Sample for reference cannot be considered as the basis on which
transaction is hoped to be concluded. It is adopted just for the pur-
pose of promotion of the sales of the commaodities.

2) Duplicated sample is to be kept for verifying with the goods or-
dered. It is helpful to the smooth fulfillment of the contract, when
disputes arise. Duplicated sample can be used as light of the settle-
ment of claims.

3) Terms such as quality being about equal to the sample is consid-
ered advisable to be added to the contract.

2. Sales by Grade

Another way of expression of quality is sales by grade.

According to grade commodities can be divided into a,b,c,d,or 1,
2,3,4.

3. Sales by Standard

As far as standard is concerned there are standards issued by our

__.2._..



country.

4. Sales by Brand or Trade Mark

Some commodities enjoy high reputation in competition and well re-

ceived both at home and abroad for their superior quality. Their

brands gradually stand for their quality. In this connection, sales by

brands become terms of quality.

The samples sent cannot be acknowledged if it is found that there is

difficulty in meeting requirements of workmanship or special pro-

cessing . In order to avoid possible disputes, it seems to be advisable to

prepare a counter sample for acknowledgement by the buyer. Once

acknowledged the terms of “as per buyer’s sample” are turned to be

“as per seller’s sample”.

One thing should be pointed out is that as only convertable currency

can be taken as foreign exchange, brands used for suggestion of qual-

ity must be famous brands.

The famous brand commodities we are familiar with are those such

as Double Coin, Double Happiness, Panda, Great Wall, Philips,

Toshiba and so on.

Some commodities are well known for their origin where material of

better quality can be obtained. For example, stone produced in Qing-

tian county is famous for its fine and smooth stone material.

The origins making their commodities known to all usually have a

long history of production, traditional workmanship, special process-

ing, natural condition other places don’t possess or cannot achieve.

Here are some examples for specialty goods, famous for their origins.

They are Longjiang agate, Lintong pomegranate, Miyun date, West

Lake water shield, Anhui inkstick and Qingdao beer.

Some commodities are famous alongside with something which is

connected with them, for example, Longjing tea made with Longjing

spring water would make it more perfect.

It can be said that each shinning more brilliantly in the other’s com-
J— 3 —



pany.
5. Sales By Specification or Description.

Some commodities are complex in structure and its quality cannot be
expressed in one or two words. More details such as content, fine-
ness, strength, size, weight,color, lustre,disqualified rate and other
instruction will be required.

Now taking medicine as an instant, specification may be 10mg,
25mg, actions and indications, anti-cancer, used for the treatment of
cancer, appearance maybe red sugar-coated tablets with white core,
mode of packing maybe 10 tablets per blister, 3 blisters per pack,
storage maybe stored in cool and dry place, away from direct sun-
light, validity maybe 2 years. Sometimes description with diagram
seems to be necessary. Usually under sales by description, statement
or pamphlet of instruction would be attached to the commodities.

Words
1. trade terms and conditions X5 &
2. transaction 5
3. offer &
4. counter offer H &
5. revise 230
6. reject Eick: L)
7. leeway b
8. negotiation B
9. protracted 9" H A
10. scatter oo & S
11. shipment ¥iz
12. insurance R
13. payment XAt
14. stipulate e
15. prevail over i |
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16.
17.
18.
19.
20.
21.
22.
23.
24.
25.
26.
27.
28.
29.
30.
. duplicated sample
32.
33.
34.
35.
36.
37.
38.
39.
40.
41.
42.
43,
44.
45.
46.

3

inherent

essence

property

get a upper hand
outward lock

style

appearance

appeal to

sales by sample

in the light of
deliver

breach of contract
sample for reference
adopt

promotion of the sales

verify

smooth fulfilment
settlement of a claim
sales by grade

sales by standard
sales by brand trademark
reputation
convertable currency
foreign exchange
famous brand

origin

Qingtian stone
workmanship
Longjiang agate
Lintong pomegranate
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47
48
49
30
51
52
53
54
55
56

. Miyun date

. West Lake water shield
. Anhui inkstick
.Qingdao beer

. Longjing tea

. Longjing Spring Water
. disqualified rate

. action

. get a upper hand for
.verify. . . with. . .

Notes

1.

4.
5.

prevail over the others for their superior

inherent essence

. their brands gradually stand for their quality
. each shining more brilliantly in the

other’s company

PABCAL B P 7E i R
o B4 L i PR
ARz RERE
i EEE T2

each shining brilliantly in the other’ s company i 18 5 &

sales by specification or description

Exercises 1

Put the following into English

—

2.
3.

o

Feft 2 & RAT
o R SR e
RITREA AR

CRATA Rt F R P LT BERALE.

(IS SN 3

Answer the following

1. What’s the first step of doing business?
2. Under what circumstances is a counter-offer made?

_6_.
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3. What are the main terms and conditions stipulated in the contract?
4. Please say something about quality.

Key to transtation

1.0n what terms and conditions is the transaction concluded?

2. A counter-offer is made in response to an offer.

3. Your offer cannot be accepted.

4, We can have a comprehension of the process of negotiation from the telexes and
faxes exchanged between the two parties.

5. What terms cannot be accepted?

Exercises 2

Put the following into English

AT REF Rt A
BB
HPEHRAERITHEFHLE,
URMIBE B/ RAEK.
CERSHERAARR?

X RYBARERGITERED

[« RV T U SR 6 I

Answer the following

1. What’s the function of the sample for reference?
2. What should be noted if a transaction is concluded on the basis of sales by sam-

ple?
Key to translation

1. What should be done for promotion of the sales of our new products?

2. The appearance is novel.

3. The novelty of appearance will appeal to the clients at our end.

4.Let’s review the terms and conditions stipulated in the contract.

5. What do you mean by sales by sample?

6. The goods delivered must comply with the goods ordered in all respects.
J— 7 p—



Exercises 3

Put the following into English

- AOFBAT A FR B AR R TR
X RERARR,

- R BN,

- X E G T LR,
- BRI RGN

C XREHEA AR

(=2 N B N PO RN S R

Answer the following

1. What instructions are required for description of a commodity?

2. How to suggest quality if commodities are complex in structure?

3. Why is it said that some commodities are famous in connection with their ori-
gins?

4. What are the factors which make the commodities well-known?

Key to translation

1.1t is advisable to reserve a duplicated sample for the smooth fulfilment of the
contract.

2. This brand is new to me.

3.1 want to buy some Hangzhou specialities.

4. The traditional workmanship of the commodity is known to all.

5.How to store the medicine?

6. This Qingtian stone has fine and smooth stone material.

1. Quantity in Contract

Quantity is one of the main clauses stipulated in a contract. Quantity
delivered must be in accordance with the quantity ordered. More or
less than the quantity ordered is considered breach of the contract.
One thing which should be noted is how to control the quantity for
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export:
1) Overall arrangement should be made, that is, to plan as a whole
the quantity for export.
2) Taking into consideration the intake capacity and demand of the
market, that is , when the quantity supplied go beyond that re-
quired, the price will fall.
3)Regular supply for demand season must be guaranteed to make the
clients accustomed to our products.
4)Paying ability of foreign exchange must be taken into account.
5)Adjustment of demand of the market both at home and abroad.
6)Regulating the quantity according to the development of the mar-
ket.
2. Units of Measurement
1)weight( ton, long ton,short ton, pound,ounce ect)
2)number(piece, set, dozen, ram)
3)length(meter, foot)
4)area(square meter)
5)volume(cubic meter)
6) capacity( kilowatt , carat)
3. Quantitative Approach
1)gross weight
2)net weight
3)tare
Tare can be devided into:
(Dactual tare or real tare
(Daverage tare
@customary tare
@computed tare
Average tare is calculated on the basis of the real tare of part of the
goods. Customary tare is calculated on the basis of standardization of
packing. Computed tare is the tare agreed.
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