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Foreign Travel

-

. ) ’M!V‘ i !
Dialogue iy |zt ot P

"Ashok Patel, a junior ex@we in a Bombay office, is Talke-
ing to his manager, Mr. Pednekar; I
Mr, Pednekar: If only the monsgﬁdr/xhvjc(;uld break! Turn the
fan up, would you, Ashok? I'm certainly
looking forward to our new air-conditioned_[;’{o{l
office! Still, you're getting out of it for three-
months—— you'll probably have snow in
London. From what I remember, anything

can happen in an English summer. Are you

all packed and ready to go tomorrow?

Ashok ) Yes, I'm booked on the Air-India morning
flight. /ﬂn ;12

Mr, Pednekar: Now, shall we just summariZe what I'd like
you to do in Europe? ’]943-
Ashoky Yes, but first, Mr, Pednekar, I’'d like to know
if I've got our relationship with Hersham
Metal and Produce straight. They’re an *associ--
ated firm, aren’t they? ‘%’D?;m

Mr. Pednekar: Well, we used to be one of their ®subsidiaries,.



but now they only have a thirty per cent
, shareholding, so we’re an associate. But

Frevy ver

we still give each other é_‘Ipreferenual payment
er mste&é’ f *letter

terms—*telegraphic tran
of credit.

‘Ashok: So if we're in the same family of companies
they'll be perfectly open with me about their
business?

Mr. Pednekar: Up to a point,! yes. But don’t forget that we
want to develop direct contacts with Conti-
nental buyers for ourselves

Take? ve'getablc oils. As you know, we
ship castor and linseed and Woil
to Hersham Metal as *principals in Eﬁe
U.K., but they also place *indents on us
for their Continental buyers, on a *commission
basis. It’s time we shipped to some of those
buyefs direct! So U’d like you to find out who
they ;.re, and meet them, if you have the
opportunity.

wshok: You also want me to look into some of the
*shotrt weightuand quality claims we’ve had on
our oil and sheepskin leather shipments, don’t
you?

Mr. Pednekar: Yes. 1 want you to see for yourself how
our *consignments are *cleared in London,

and whether their sampling and testing me-

1 yp to a point: not completely

2 take (something): think of (something) as an example
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Mr. Pednekar:

‘Ashiok

Mr. Pednekar:

i

ivory, or whatever. And you can also size -
'\N”l\@um the *competition-find out the prices quoted

)-thods are the same as ours.
“1n general, I waft you to see the other end
of the business, and make as many new
contacts as you can. It’s always easier to do
business with someone you know.
I see.
Then there’s the import side; essential oils,
for instance. We’re getting most of our
supplies from Grasse in France, but on your
way back I hope you’ll be able to see some
Swiss suppliers and find out whether they can
offer better prices and terms in any particular
line.
I hope my *foreign exchange allowance will
cover it, and how about the Furnishing Trade
Exhibition at Munich? Do you want me to
concentrate on selling *cottage industry goods
there?
I'm not sure whether it’ll be Munich. There
" are trade exhibitionis going on all over Europe
at this time of year. Hsrsham Metal will
tell you which one is most suitable. And
you probably won't actually sell much. What

you’ve got to do is make contacts with buyers

N and find out just what it is they want-Kash-

-

'\~\\\t -

mir wool or Bepares brass or sandalwood or

3 size up: e timate, judge %"%
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by other Indian firms who are displaving
simi]ar goods.
A shok 4 Onc thing worries m Mr. Pednekor. Shall
I be able to get \\fe\éeta}h% 1];»\3 over there?
Mr. Pednekar: .Oh yes-though not as spicy as ours! Per-
}‘\\\sonally I gave up being a vegetarian when I

-

Vo studied in the U.K. When i o as
W Now I couldn’ do without
meat!

Reading and Tomprehension

Each country has to import the articles and commeodities
it does not itself produce, and it has to earn foreign exchange to
‘pay for them. It does this by exporting its own manufactured
‘articles and surplus *raw materials. Thus the import and export
‘trades are two sides of the same coin, and both can have bene-
ficial effects on the home market. Imports create competition
for home-produced goods; exporting gives a manulacturer a
larger market for his products, so helping to reduce the *unit
.cost. In each case the effect is toc keep prices in the home
market down.

But there may be factors that compcl governments to place
restrlcno s og foreign trade. Imports may be controlled or
sub‘;;:gcttgd o a *customs duty to protect a home industry, or
because the available foreign exchange has to be channelled into

4+ When in Rome, do as the Romans do proverb: Ycu must behave ia the

ssame way as the people in whose coumﬁ] you are

—_ 4 —



buying meore essential goods. And exports, too, may be restrict-
ed, io conserve a particular raw material required by a
developing home industry.

These factors mean that importing and exporting are subject
to a lot of formalities, such as *customs entry and *exchange
control approval, from which the home retail and wholesale
trades are free. They also mean that foreign trade involves
specialized knowledge, and highly-trained personnel, A
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EXERCISE 1

Notice this structure from the conversation':

I'd like you to find out who they are.
This is a polite way of saying: Find out who they are.
Change the following sentences to this polite form, using
the prompts. Begin with I'd like to and change the pronoun

accordingly.

1. Book me a ticket. you
2. Give us preferential payment terms. they
3. Develop direct contacts. he
4. Ship to these lmyers direct., we
5. Find out who he is. ‘ she
6..See how the consignments are cleared. you
7. Meet our Swiss suppliers. he
8. Go to the trade fair, she
EXERCISE 2

Notice this structure from the conversation:
Find out whether they can offer better prices.
Use this structure to respond to the following questions?
Example: Can they offer better prices?
Response: Find out whether they can offer better prices.
. Can they offer better prices?
. Will my foreign exchange allowance be sufficient?
. Are we competitive?

B W N =

. Shall I be able to get vegetarian food?



-

5. Are the Swiss suppliers reliable?
6. Did we ship castor or linseed?
7. Did they have a thirty per cent sharesholding?

8. Do they still give us preferential payment terms?

EXERCISE 3

Notice this structure from the conversation:
It’s time we shipped to those buyers direct.
Use this structure to make complete sentences from the

following prompts:

. you leave/for the airport

they develop/direct contacts

I appoint/an agent

we get/supplies from Switzerland

. you meet/them

. the British become/our trading partners

. our consignments are sampled/in London

2 3 O b W N

. we do business with people we know

EXERCISE 4: COMPREHENSION QUESTIONS

1. How does a country earn foreign exchange?

2. Name one reason why imports may be controlled.

3. How does importing have a beneficial effect on the home
market?

4. How is the unit cost of a product reduced by exporting?

5. Why may exports be restricted?



6. Is the home retail trade subject to exchange control regu-
lations?

7. Name one type of preferential payment terms quoted to a .
favoured customer.

8. What sort of product comes from Grasse in France?

EXERCISE 5

Complete the following sentences, using the appropriate words.
from the list below:

hope happen whether forward

open contacts indents direct

1. They’ll be perfectly— —  with me about their business
2. They also placée——————_On us.

3. Anything can————_in an English summer.

4. I'm looking_—_ . __to our new air-conditioned office.

5. I __my foreign exchange allowance will cover it

6. I'm not sure it’"ll be Munich.

7. We ought to ship to the buyers

-
2

8. I want you to make as many as you cam.

— 10 -=
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