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UNIT ONE
“stablishing Trade Relations

Correspondence
1) ,
Oriental Horizons Inc.
48 E. Main Street
Ramsey, NJ 07446
U.S.A.

April 25, 1989
Ningbo Textiles United
Import & Export Corp.
207 Kaiming St.
Ningbo, ZHejiang
P. R. China

Dear Sirs:

You were recommended to our company by the Bank of
China, New York Branch which told us that you export
Chinese textiles and cotton piece goods. :

Our company imports general merchandise. We have been
in business since 1935 and have wide experience in all the lines

we handle.

Our bankers are Chase Manhattan Bank and the
Hongkong & Shanghai Banking Corporation of Hongkong.

« 1 .



They can provide you information about our business and fi-
nances.

»
R I TR T T R

Please inform us of your trade terms and forward sainples
and. product brochures. We hope that this letter will lead to
profitable business to boih our companies.

<

Yours faithfully,

G.P.Johnson (signed)
Manager

@ o
Cominowalt Ltd.
1095, Avenue of Hersham
Wdlbndge—on—Thames '
Surrey, UK

Oct. 20th, 1989
Chipa National Light Industrial Products
Import & Export Corp. L
Zhejiang Branch
223 Tiyuchuang Rd.
Hangzhowu, Zhcjiang
P. R. China

Dear Sirs:

Your company s name has been gwen us by the Chamber of
Commerce of London.

-2-



We wish to L - quality tea and coffee cups and sancers of dif-
ferent shapes. fully decorated with flowers or other designs.

If you can supply this type of merchandise, kindly airmail us «
sample cup. Also, please enclose your price kst and all suitable
illustrations. ’

"~ We await your early reply.
Yours truly,

John Stewart
General Manager

JS/ MS

&)
March 12, 1989
International Trading Co. Ltd.
34 Acadia Bay
Winnepeg, Manitoba R3T 3HC
Canada

Dear Gentlemen:

We learned from the Commercial Counsellor of our Embassy
in Dttawa thai you deal in table—cloths. '

We sell Chinese table—cloths. They are of good quality and
have fine workmanship. Chinese table—cloths are very popular

. 3 .



in Europe. We are sure that -they will also do-well in your coun-
try. : ' - ‘ S T P

We'are sending you urider separate cover by aitmail a copy of
the latest ‘catalog. Please let us know which items interest you
we will send you quotes and samples.

We hope to hear from you soon. L Srnan
Faithfully yours,

Zhou Yan—ming v s
Manager T T
China National Textiles Import & Export Corp.,

Zhejiang Branch

Notes

1. establishing trade relations BirH 8RR

In international trade, the irhporter is usually i
one country and the exporter in another. They are se‘pé:
rated sometimes by thousands of miles. There are sever-
al channels through which they can get to know each
other. _ '

1) Banks are always ready to supply the names and
addresses of exborters in their respective cities: e

2) In almost every town or cify of the western coun-



S N L]

tsies, there is a chamber of commerce (F £). A chamber
of commerce is an organization of businessman. One of
its tasks is to get business information and to find new
business opportunities for its members.

3) Necessary information can be abtainet trom the
Commercial Counsellor’s office( @ FEAL).

4) Another way to get the information you want is
through ads (J*"4) in the newspapers and magazines.

5) You may introduce vourself or be introduced by

your friends.

.Inc. incorporated [35. MR AR ]
. the Bank of China, New York Branch [T ¢14] 24>

7

. cotton piece goods FAAT

piece goods VUL AiPC

. general merchandise “#¢5t”. HANEE “Z%" M4y, ik

R ACE A PIRnA Y. 0805 )k 4 it (4
JRh, VUMD R B A 3 .
merchandise (EF)F . /WY

. line one’s trade or occupation, or the things he deals in.

e.g.

What’s his line?

We have concluded a considerable business with Orien-
tal Horizons Inc. in this line of business.

. Chase Manhattan Bank K8 " W8 1507 T-1799

g, 4TS 4T (Manhattan Bank), J5 5 B[R
Y



KRB TR EIPC R 1T (Chase National Bank) & H. 2
- RBA. BERE4AHMNRLHTEE 220 K015, £ 100
CEAMRREREK R 200 EXIT, ARERALRS P
PRE=6L, DR BRARITZ .
8. the Hongkong & Shanghai Banking Corporation "+
FABTEERE. REAG. EEBRSRBEN
o MR HREELRNRTEMEE, 18
R E NN R TR ARG
ReEFOBERST. FRGTHEFELCFERITA K
P, BEGE -ENRSHTERER.
9. finances  the money resourges, income, etc. of 2 com-
pany Btk RIGL RIROME. T W, (¥ HES0)
10. trade terms W 5 &%, RHE(FEHER), FE@QHNM
#% 75 & (mode of payment).- %:i& H # (date of ship-
ment)%. .
11. forward vt. to send; dispatch; transmit
12. samplets)” #dh. ok
a sample room HEfa Al - ,
sample—card (ﬁﬁ%ﬂﬁ) #-m"f‘
13. brochure / "broufjua / /MltF
14. Yours faithfully %ﬁln(Comphmentary Close) g o
HEE M HEERIE. 8, FES,
Yours faithfully,
Faithfully yours,
. Yours truly,
- Very truly yours,



AT E AL
Y ours sincerely,
Sincerely yours,

15. UK (U.K.} United Kingdom

16. kindly please

17.JS/ MS identification initials Zvifa)kfﬂﬂ-? ﬁfh%
—AEh, ATETER, #MLELENHREAR
1% RME - FRHTEEFD Fﬁfrﬂ‘)ﬁ;ﬂ —f
W HiE A

JS:MS IS/ MS JS:ms

18. We are sending you under separate cover by airmail a
copy of the latest catalog. ¥ 5 BHiH 3 B %7 H F—
under separate cover BEt, FHlB

19. quotes quotations. quotes FLEROIIEH -

Dialogues
(1) Where shall we start?
(Ms. Zhou Ling—long isshowiﬁg Mr
Iohnson round the showroom.)
Zhou: Would you like to have a look at our showroom,

Mr. Johnson?
Johnson: 1’d love to.



Zhou:
Johnson:
Zhou:
Johnson:
Zhou:

Johnsen:

Zhou:
Johnson:

Zhou:
Johnson:

Zhow:
Johnson:

Zhou:
Johnson:
Zhou:
Johnson:

This way, please.

Thank you. (Entering the room.) How beautiful!
Where shall we start? .

It would take hours if I really:look at everything.
You may be interested in only some of:the items.
Let’s look at those.

Good idea! 1 can just have a glance at the rest.
By the way,"Mr. Johnson, how long have you been
in this business?

I’ve been in textiles for more than 20 years, but the
company has been in business since 1935.

No wonder you're so experienced.

Textile business has become more difficult since the
competition grew.

That's true.

Do you have a catalog or something that tells me
about your company?

Yes. I'll get you some later.

Thanks. When can we work out a deal?

Would tcmorrow be convenient?

" Yes, that'll be fine.

(2) Direct contact is good for both sides.

(Zhang Ling is sent by Zhejiang

Import & Export Compény to mreet



