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LESSON 1
INQUIRY
i3l fir

(1)General Discussion

Myr. Wang, President of China Products Corporation , and
his sales manager, Mr. Chen, are having a general discussion
with a Canadian importer, Mr. Cooper, on the sale of Chinese

products to Canada .

Wang: Welcome to China, Mr. Cooper.

Cooper: It’s indeed a great pleasure to see you again, Mr. Wang.

Wang: Mr. Cooper, this is Mr.Chen, our sales manager.

Cooper: How do you do, Mr. Chen?

Chen: Welcome to this Corporation, Mr. Cooper.

Wang: Won't you sit down, please?

Cooper: Thank you.

Wang: Our representative in Vancouver reported that you showed
an interest in some of our products on display at the Octo-
ber Exhibition there. Now, we’d like to know if you have
any specific requirement in mind.

Cooper: Yes, we have. ['ve brought with me a list of the quantity
of your products we’d like to import for the second half of
this year. Here's a copy of it.

(Handing Wang a list. )
Wang: Good. (Glancing over the list with Mr. Chen. )



Cooper:

Chen:

Well, Mr. Cooper, most of the items listed are available
this year. Our Mr. Chen here will discuss with you in de-
tail the sales terms and conditions. I hope we can come to
an agreement and sign the specific contracts soon to enable
timely delivery.

I hope so,t00. Now, I’d like some of your sales literature
and the price list for all of your export articles.

Here are our catalogue and price list. The catalogue lists all
the commodities we export, and the price list gives indica-
tive prices for all our export articles.

Thank you, Mr. Chen. What are your normal export
terms?

We normally export CFR.

: What commission do you usually pay for your exports? As

you know, we import on commission basis.
That can be discussed.

+ All right. When can we meet again for more specific dis-

cussions, Mr. Chen?
What about tomorrow morning at nine? I'll come over to

your hotel.

: I'll be expecting you, then.

(2)Sales Promotion

Mr. Wu, representing a Spanish firm , is talking to Mr. Li
of Metals and Minerals Corporation , trying to promote the sale o f.
steel products.

Wu:

Li:

My firm has sent me here to inquire about the possibility
of promoting our steel exports to China.

I think you have chosen the right market at the right time,
Mr. Wu. With the fast development of different branches



Li:

Wu:

Li:

of our economy, a large number of high-rises are being
built in different cities. Vast quantities of steel products
are needed.

I'm glad to hear that. So, you mean I have chosen the
right market and at the right time?

Yes, I believe you have also made the right contact, be-
cause we are one of the largest steel importers in China.
That’s why you were recommended to us at the Exhibition. I'll
make full use of this opportunity to sell our steels here.

I'll be pleased to help.

Thanks very much. Here are our latest catalogue, price list
and specifications. I'll leave them with you for distribution
to prospective buyers.

I'll do so. We'll also study the material carefully, for your
steel is new to this market. We used to import from Japan
and Germany.
Here's some more material. You'll see our steels compare
favourably with German products in both quality and
price.
We'll transmit the material and information to the prospec-
tive buyers in this country and let you know as soon as
there are specific inquiries.

Thank you.

Do you also sell alloy steel?

No, we don't. But we also sell steel according to specifica-
tions or for special purposes.

(Looking at the price list) Do you usually sell CIF? We'd
rather you quote FOB. Our own fleet will do the trans-
port.



Wu: That can be considered.

Li: By the way, we have an inquiry for steel tubes.

Wu: Steel tubes are no longer available for the year. But, if an
order is placed in advance, the tubes can be delivered in the
first quarter of next year.

Li: I'see. I'll pass this information on to the users and let you
know the results.

Wu: Thank you, Mr. Li.

Words & Expressions
inquiry n. ¥#4; M58 Right now, supply exceeds demand

They sent us several inquiries for

chinaware last year.

LZEUPMBITL GBS R,
W ; 4
Mr Brown inquired for 500 tons of

inquire v.r., v.i.

Peanuts last month.
£~ A 7 B 5 3 500 migE A £
#® A,
He inquired about the possibility of
importing directly from China.
30 o) A o B e O A AT BE A
They promised to inquire into the
case.
A1 L X AT 2 38
They inquired after your health this
morning.
B X LT MR PR B KT 5,
sales manager #EZW
supply n. fthy {4t
4

in the market.
BRI HEtd Fk,
We will receive new supplies of nuts
in a week.
BN— AN B R g,
The article is in short supply now.
P E AT SRS,

supply w. ¢.
We will supply you with the new
crop.
HAOMEARIE R,

(R) e H(BiR)
%

BE%

A HH 5 Bk g

R ER

The machine requires maintenance.

X BB T BRI,

We have fulfilled all that is required

fax wv.z., n.

representative n.
exhibition »n.
specific  adj .

require v.t.



come to an agreement

contract .

by the contract.
RIMEER2EARERBNT
X%
requirement n.
We'll fulfil the requirements of the
contract to the letter.
BRIV RILERBIT AR
#n
Food tmports are decreasing now.
|RA#HOEERD,
nE
What quantity can you supply?
REEGLR &7
Only a small quantity is available.
Hegfta v i,
Large quantities of foodgrain have
arrived.
KBRRBR T,
available adj. W HEH

terms and conditions &4

import v.t.,n.

quantity n.

agreement n. B2;HHY
agree v.i., v.t. RE
I agree.
REE,

Finally, we agreed on the contract
terms.

Bl BATRE FAHRPGERT il
We agree that the price is workable.
HNEEX T ERETITH,

literature .
price list
catalogue = catalog .
indicative adj.

export v.i.,n.
exporter n.

firm last year.
EEBMABRLAFNST T -G
Al

contract (ARVAEAE
We contracted with them for 100

v. 1.

tons of nuts.

BAIFMBATEIT T 100 0 R {8
&H,
timely adj. RESHERTE

X
Delivery is to be made in June.
6 AMRH.

We have 1o postpone the delivery to

delivery n.

next month.

BN RERBTA,

Who will take delivery of the goods

at destination?

HHEE R RE?

g

gk

CIRRER S

BEMY
o

;]

B R Y
GG

We entered into a contract with the |

" sales n.

CFR= cost and freight JASHIEZ 344
FER; M
fim n. 2F;HES

firm adj. BEZEH

a firm offer L#

promote it

HE HEW

high-rise HEBR

commission 7.

v.t.



RO 24 B AR
CIF= cost, insurance and freight

F, R s B4
FOB=free on board #f 3245 #t; B

AR

B 4%
fleet n. #N
transport n. =¥y
consider wv.r. X8
by the way H#p------
tube n. HF
steel tubes EF
odder v.t. iTH

We are ready to order more this

year.
BISERZHMITHE,
order n. JTf%

We placed an order with that firm
for garments last month.

BRI ERMBIALFITHT —iit
i8-8

advance wv.i., v.f., n. AT ;
()

in advance &R

passon sth. to. sb. BEYHr®

HEA

Useful Sentences

contact w.r. BEER
contact n.
to get in contact with sb. A AR R
recommend v.t. HF
opportunity n. #l&
latest adj. BREHY; BT
specifications n. (& )H#%
distribution #. 4448248
prospective adj. WM HF @
i
favourable adj. HH A EEH
favourably adv.
quality n.
transmit wv.:. ¥
adloy n. &%
alloy steel &4
according to... fitH
purpose n. HAY
quotation n. M E,; FH
We are sending you a quotation for
40 tons of steels.
& | 40 WESBHR M 8 — iy
quote . ¢.
The price we quoted is firm for 24
hours only.
w4

1. We are potential buyers (

chemicals.

experienced importers) of fine



There is a high demand for cotton textiles in our market.

May I have a copy of your catalogue?

. The purpose of my present visit is to explore the possibility of

developing bilateral trade.

. I wonder if your firm supply toys (What do you specialize

in?) (What are the main items you deal in?)

. I think your brocades and silks are beautiful. I'm sure there

will be a market for them in my country.

. We are interested in contacting prominent manufacturers in

-

your country with a view to choosing production lines suitable
for our market.
We generally order only after having seen samples; please

send us a few samples of your products.

. If you can supply the goods as required, please make us a firm

offer and quote your lowest prices.

. Please take into consideration when quoting a price that we

may place regular orders for large quantities.

10. We suggest that you calculate your prices FOB and make cer-

tain your prices are the lowest possible.

ExiaM
1.

Here's a copy of our latest catalogue asked for in your fax of
yesterday.

- The type you require is out of stock now. And, the manufac-

turers are heavily booked up for months to come.

. We will keep in mind your requirement for these items and

will contact you once they are available.

. In view of the heavy demand for this item, we advise you to

place an order at once.

. We will certainly revert to this matter as soon as the new crop

7



