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SIS

A :Which items are you interested in?

B:We're interested in item No. 8. It's attractive and eye-pleasing. How about the
supply position?

A ; Generally speaking,we can supply from stock.

B:Here's our inquiry list. Please quote us your lowest price,CIF San Francisco.

A l'll look into your requirements first and let you know our formal offer tomorrow.
You'll surely find our price very favorable.

B:1 hope so. By the way, can you give me the time of delivery?

A:Yes. Do you have specific requirements for the delivery time?

B:l need a shipment in June. | hope you can send the goods on time.

A :We can ensure that.

B:OK. And for the payment terms,what do you usually require?

A :We usuadlly require an irevocable letter of credit at sight.

B:! see.

IR

A:So you've seen our catalogue and samples.

B:Yeah. The sample is nice,but is your catalogue the latest?

A:Yes. What is it in particular you're interested in?

B:I'm inferested in your kitchenware. At the Fair | saw your exhibits, and last night |
studied your catalogue. Some of your products are unique in design. They might

find a ready market in my country.
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A .So you're placing an order with us now?

B Exactly. Here’s a list of my requirements. You would do me a favour by giving me
your lowest quotation, CIF Vancouver, yes? .

A Of course I'd give you our lowest quotation. But I'm ofraid you have to tell me

how large your order is going to be. Our offer depends largely on your quantity,

you know.
B: Il do that.

(L EBEH .

- # 5 R
[inquiry for Si!kg

A:Good morning,my name is Lin Qing.

B:I'm John Smith. I'm glad to have the
pleasure of meeting you here.

A:I'm glad to meet you too. Now what
can | do for you?

B:I'm thinking about buying some fancy
silks.

A:May | have your specific inquiry? If
you make an inquiry, we can offer
you firmly.

B:I'm planning to place an order for 500
yards to start with. And please make
your quotations on CIF basis.

‘A;OK,we'II have them ready this affer-
noon.

B:Would you accept orders according to
our designs and patterns?

A.Yes,if the order is sizable.

B:That's good. And | suppose your silks
wear sunlight.

A Definitely so. They wash well too.
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B:May | have a catalogue covering your
silkks? | would like to go into it just to
get some idea of your silks.

A:Here you are.

B.Thank you. I'll ring you up for another
talk.

A.Please call again any time you like.
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Here Is the List of My Requirements]

. Now, here is a list of my require-
ments. If the quality of your goods
exported is as good as that of the
samples and the prices are reasona-
ble, we expect to place regular or-
ders for fairly large numbers.

B.Thanks for your inquiry. | can assure
you of our best quality and lowest
prices. Here is our latest quotation
sheet.

. If your price is right, we would be pre-
pared to place a large order.

:Good. You will find that our prices are
most competitive.

:I'll study it later. By the way, Mr. Lin,
how long does it usually take you to
make delivery?

. As a rule, we deliver all our orders
within three months after receipt of
the covering lefters of credit. It takes
longer, of course for special orders,
but in no case would it take longer
than six months.
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A.OK. One more question if you don‘t
mind.

B :Never. Please go aghead.

A All your prices are on CIF basis. We'd
rather have you quote us FOB prices.

B:That can easily be done.

Showing the Sample

A : Our Tokyo customers want to buy Chi-
nese tea. I'm thinking of placing an
order with you.

B:Which do you prefer, black tea or jas-
mine teq?

A:! like both. Could you show me some
samples?

B:Of course, here you are. These are
Black Tea from Qimen, Oolong Tea
from Guangdong and Fujian and
Longjing Tea from Xihu. The new
products are Roled Strips and Curls
Black Tea, Crushed Black Tea and so
on. They are the best sellers in many
countries.

A:Oh, such a variety. They are excel-
lent both in color and flavor. No
wonder our people like Chinese tea
better than any other kind. Could you
give me some idea of the prices?

B:Here is our price list. All the prices on
the list are subject to our final confir-
mation. You can see the prices are
reascnable.
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A.lI'd like you to quote me CIF Tokyo.

B:Right. Could you tell us the quantity
you require so that we can work out
the offer?

A:Yes, | want 500 kgs of Black Tea from
Qimen, 200 kgs of Jasmine Tea from
Hangzhou and 100 kgs of Crushed
Black Tea, first grade.

A.Good. We'll make the offer tomorrow
afternoon. Is that all right?

B:.Yes, see you tomorrow afternoon.

A3 &3 CF REM o
B:ifwy, W TEFRIRURN, TH
ERERFTHFHARE?

A: T B, #E 500 F AR 14,200
ML, 100 TRaBE, E—R

o
AW, AR T Fm GRE, TUS?

B:sF e, HX T # 1L

m[ﬁmiﬂlﬁﬁiﬁ]ﬂ

Inquiry for Precise Machine Taols]

A. We are interested in some precise
machine tools. We have some in-
quires on hand.

B.That's fine. We can supply all kinds of
precise machine tools. Our products
are much admired in the world mar-
ket and enjoy wide acceptance in
modern industry.

A.Can | have a look at your catalogue
and the corresponding technical da-
ta?

B.Why, of course. Here are some that
will show you our latest develop-
ments. You may select whichever you
need.

Al think our users have the impression
that your prices are always much too
high, compared with those of other
suppliers.
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B.Excuse me. If's true that our products
do cost slightly more than the other
makers,but it's only due to our tech-
nological superiority.

A:Your products may have certain ad-
vantages, but your prices are too
stiff.

B:If you give us your inquiry,| shall go
very carefully into the price and try my
best to put you on the best of terms.

A: OK, I'll come back to discuss it in
some details after our users have
studied your catalogues and price
list.

B:Yes,surely. We hope to do some sub-
stantial business with you.
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Asking for the Firm Orders

A :We are thinking of placing an order.
Were you able to quote all the items
we need?

B.No, not all of them.

A.Oh? Why not?

B:We regret that the tape-recorders you
inquire about are not available for the
time being. We can only offer other
items from stock. If there is such a
possibility in future, we will offer you
the price of tape-recorder.

A Please quote the price including insur-
ance and freight to our port.

B:Our offer is RMB 1,500 per set of TV
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set and RMB 1,200 per set of camera. B, &2EAa1200 juAE%.ﬂi

A Are the prices your firm offers? A X BN RRIIHSE&D?

B:Yes. We're willing to make you a firm | B: B th, BINIEEU RN B HHEIIRE
offer at these prices. We believe the | # ., AT AN X BNEEAREH =

prices are highly competitive. % h,
A.1ll consult our corp. and inform you | A: R ¥ 5 BN AT HE— T, HARE
the result as soon as possible. HEANTE R,

B:We look forward to your initial order | B £ 17 # R ek B AT 8 ¥ KT,
very soon.

C%oo %HEI& L X
Asking for the Rates

An old gentleman went to a dude ranch and asked for the rates. “ Well, ” began the
ranch director. “for people your age who can’t handle horses very well ,we have to charge
an extra 50 dollars a day. ”

“50 dollars a day!”yelped the old-timer. “ You must be putting me on!”

“No,” explained the director. “That would be an additional 20 dollars. ”
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A ;Could you make offers for the items listed in your catalogue?

B:Yes. Here’s the price list. But the prices are subject to our final confirmation.

A :ltem No. 3898 seems to be the thing | want to have a try.

B:What's the quantity you're likely to take?

A ;200 tons for a stant.

B:How soon do you want the goods to be delivered?

A :Early October.

B:And the pot of destination?

A :New York.

B:Just a minute. Now we offer you firmily for 100 tons of Item No. 3898 at 180 US
dollars per metric fon CIF New York,to be delivered in early October.

A ;How long will you leave your offer open?

B.If's valid for two days.

e

A :Would you give me an offer for tem No. 887

B.Here it is. But the price is subject to your confirmation before Friday.
A :May | have your offer of Model 2X3037

B:Here you are. But the offer is subject to immediate acceptance.
A :How long will you keep your offer valid?

B:lt's good for twenty-four hours only.

A ; Does the price include any commission for us?

B: It includes a commission of five percent for you.

A :Will you quote us the price CIF three percent Marseilles?
B:Here it is. 'm sure you'll find our price worth accepting.

A All your quotations CIF?




B:Yes. But we can make them FOB if you like.
A Could you provide some samples free of charge?
B:'m sorry we can’t. But we can make a discount on the samples.

CX 1730
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Offer to the Wools

A:l've come about your wools. Accord-
ing to our market survey, wools are
likely to find a ready market in our
country.

B: Wonderful! We can meet your re-
quirements and the offer is ready for
you. Here it is, the unit price is USD
20 per kilogram.

A.Do you quote CIF or FOB?

B:It's FOB Shanghai.

A: Could you quote us the price CIF
Hamburg?

B: Certainly. That's easy. We'll work out
our CIF offer this evening. Could you
come again fomorrow, say, at 1000
am?

A.OK,see you tomorrow.
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Offer to the Cookers

A: Suppose we get down to business
now.

B:Yes, that will be fine. I've come o-
bout your offer for Triangle Double
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Bottomed Pressure Cookers.

A:We have the offer ready for you. It's
something like that: 1,000 Triangle
Double Bottomed Pressure Cookers,
at 20 pounds Sterling per cooker, CIF
European main ports, for shipment in
June, 2007. Since the market is ad-
vancing today, the price we offer you
is the best, | believe.

B:But, 1,000 is not enough, I'm afraid.
Last year | ordered 1,000, but the
whole thing was rapidly sold out in
less than three months. As I'm sure
we can do better this year, | hope
you can offer me at least 3,000 cook-
ers.

A:As the cookers are in great demand
both at home and abroad, 1,000 is
the most | can offer at present.

B:If you can’t supply my need to the
full, our customers will turn to other
suppliers for their requirements. Can
you supply me another 1,000 cook-
ers?

A:Well, we'll try our best to satisfy your
demand for the additional 1,000
cookers.

B All right, Il take 2,000 cookers this
time. But | hope you could supply the
other 1, 000 when the next supply
comes in.

A:We'll get in touch with you when our

supply position improves.
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An Indication of the Price

A:Would you please tell us the quantity
you inquire so as fo enable us to
work out the offer?

B .Can you give us an indication of your
price?

A: The price for this commodity is US

$400 per piece.

B:Is this your CIF quotation?

A.This is our FOB quotation sheet.

B :Are the prices on the list firm offers?

A All the quotations on the list are sub-
ject to our final confirmation.

B:1 wonder whether there are any chan-
ges in your price?

A: The price for this commodity has
changed somewhat compared with
that of last year.

B.When can | have your CIF firm offer?

A:We can work out this evening and
give it o you tomorrow morning.

B: How long does your offer remdin
valid?

A . Our offer remains open for 3 days.

B If your price is favorable, we can book
an order right away.

A.We may consider our price if your or-
der is big enough. All these articles
are our best selling lines. These pat-
terns are relatively popular in the in-
ternational market.
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