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Unit V  Business Negotiations

Lesson Twenty-Two
Preliminary Talk

Mr. Zhang Da-wei, the general manager of Changsha Foreign Trade
Import & Export Company is holding a meeting to negotiate business with
Mr. Brown. Miss Huang Mei, as the secretary and interpreter of the com-
pany, is also at the meeting. They are talking about the foreign trade pol-
icy, the new practices in the foreign trade, the current investment envir-

onment in China and so on.

Situational Conversation

1. An Exchange of Amenities before Talks

B: Hello, Miss Huang. Will the negotiation start at nine o’clock?

H: Yes, Mr. Brown. Welcome to our corporation, Mr. Zhang is waiting
for you in the meeting room, on the second floor, the third room on
the night.

B: Thank you. Let’s go. (Going to the meeting room. )

Z: Good moming, Mr. Brown. It’s nice to see you again.

B: It’s nice to see you, too, Mr. Zhang. (They shake hands. )
1



: How do you feel our Export Commodities Fair, Mr. Brown?

: I feel that no doubt you’ve made great progress in your light industry
and you do business more actively and more flexibly.

: Yes. It is just in this way that we have achieved a total tumnover of 80
million U.S. dollars a year.

: I think you will make more profit if you have close co-operation with
us in the future.

: T hope so, too. All this is possible, of course, due to the correct pol-
icy of our government in opening our doors to the outside world, fa-
voring the expansion of foreign trade, introducing of advanced equip-

ments and foreign investment.
2. On China’s New Foreign Trade Policy

: Well, to come to the point® , how would you like to proceed with the
negotiations?

: This is for you to decide. I'm here at your disposal. You know, this
is my first time to visit China, so I'd like to know something about
your foreign trade policy. It is said that a new policy is being put into
practice® in your foreign trade. Is that true?

: Yes. Our foreign trade policy has always been based on equality and
mutual benefit® and exchange of needed goods” . We still insist on
this principle, but we have adopted much more flexible methods in
our dealings nowadays .

: Would you please give us a brief account about the new practices you
have adopted?

: We have mainly adopted some usual international practices, such as

2



payment by installments® , process with client’s materials® , compen-

sation trade, assembling trade, joint venture” and so on.

: That’s very nice. You have indeed adopted a more flexible policy in

your work than before. You have made some readjustment in your im-
port and export business, haven’t you?

One of the principles we are keeping to is that our imports must be
based on our ability to pay. That is, if we increase our imports, than

we must increase our exports first.

: By the way, we'd like to know some information about the current in-

vestment environment in your country, especially in Changsha?

: China is a vast country and a big market with a large population. The

city government of Changsha has issued a series of regulations and
adopted effective measures to favor foreign investors. We have set up
several economic development zones and warmly welcome foreign

friends to invent in Changsha.

3. Promoting Business in China

: The main purpose we corie here is to promote business and economy

and technological cooperation between U.S.A. and China. What
would you like to import, then?

: We’ll mainly introduce advanced technology, scientific management,

complete plant® and so on. Of course, that is in a planned and se-

lective way.

: I wonder whether you need a loan.

: We are rich in natural resources and labor and short of money. We

@

may take into consideration™ accepti emment-to-government or
y P govi gov
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non-government loans if the conditions permit. We also welcome you
to invest in our city.

: If you need, we’d like to supply you with a loan at the most favorable
rate, and we’d also like to invest in your city in my own good time® .
: I'm very glad to hear that.

: If you hope to introduce some advanced technology and complete pla-
nts, we'd like to offer you our help.

: Thank you. But we suggest that our payment should be made through
barter or by exporting textile, arts and crafts, farm and sideline prod-
ucts and so on.

: Yes, that’s all right. Zhang, you know, we are one of the largest im-
port & export companies in America, and do both import and export
business. We are very interested in your textiles, especially the Hu-
nan embroidery and cotton piece goods. If your conditions are favor-
able, we are going to place a large order.

: Your order is welcome. We’ll see what we can do.

: I have brought with me a series of catalogs for our latest models of the
textile machines. It is our hope that you could push the sales? of our
products .

: Mr. Brown, we shall, first of all, study your catalogs and get in
touch with our customers. If they are interested, we’ll arrange for fur-

ther discussions.
4. Hoping to Establish Long-Term Trade Relations

: Mr. Zhang, another purpose of my coming here is to inquire about
possibilities of establishing long-term trade relations with your compa-

4



ny.

: Your desire to establish long-term business relations with us coincides
with ours, but *-.

: Concerning our financial positi0n® , credit standing and trade reputa-
tion, you may refer to Los Angeles Brunch, the Bank of China, or to
our local chamber of commerce® .

: Thank you for your information. I think that establishing business re-
lations between us will be of benefit to both of us, and will bring
about closer ties between us.

: This is my first visit to your company. I'd appreciate your kind con-
sideration in the coming negotiations.

: We are very happy to be of help. I can assure you of our close coop-
eration.

: One can always expect a fair deal when trading with China. Everyone
speaks highly of your commercial inlegrity® .

: One of our principles is to see to it that® contracts are honoured and
commercial integrity maintained.

: If your prices are reasonable, I'll give you a special inquiry.

Z: Then, we'll try to make an offer as soon as possible. I hope a lot of

business will be put through between us.

Oral Drills

. Comprehension Questions on Situational Conversation:

. When and where will the business negotiation begin?
. How did Mr. Brown feel the Export Commodities Fair held by Chang-

5



sha Foreign Trade Import & Export Company?

3. What does the phrase in this way mean in the first paragraph?

SN

1.

Why has Changsha Foreign Trade Import & Export Company achieved
a total turnover of 80 million U.S. dollars a year?

What does Mr. Brown want to know at first meeting?

What principle has China’s foreign trade policy always been based on?
What new practices has China adopted?

What adjustment has China made in its imports & exports business?

. What’s the main purpose of Mr. Brown’s coming to China?
. Why does China need loans?

. How does Mr. Zhang want to pay the foreign loan?

. What would the Chinese like mainly to introduce?

. What is Mr. Brown interested in?

. What’s Mr. Brown’s another purpose of his coming to China?

. Complete the Following Dialogues:

A: Good morning. My name is John Smith. I'm from America. Here
is my business card.

B: (EHHRAE, AWM
K%, REURBRRR )

A: What'’s your line of Business, Mr. Green?

B: (REEHERMI
HIRAEARHT o)

. A: I'm a foreign trade worker of our company. I have been assigned

to negotiate business with you.

B: (REMKVi%, &




AR HRA P FR LI )

: How would you like to proceed with the negotiations?

: (RATE L — P RHA
MWEABITY? REFWTRENTELE?)

: We'd like to discuss the possibility of establishing a long-term

agreement between our two corporations.

: (R TRELE
W, REXMWAL, iERITRRX AR, )

: Would you please give us a brief account® about the new practic-

es you have adopted?

: (BRATHER T AL
FREMEE, HERATEXNERAS B, Sl

SR, RRIT. ARMIEE.)

: Would it be possible for me to have closer look at your samples?

(BAARTTLAWE? AR

XYM S FHRBIAE & E] £ 1)
: It is said that you have produced a few models of new products.
Could I go over your latest catalogues?

(B1R, REZD

#7)
: If you needed, we’d like to supply you with a loan at the most fa-
vorable rate?
: (WT R X 4 0 AR =
Y, WRFAMARF, BRATA LIS BHEZBUN RN K5

o)

10. A: We'd like to set up a joint venture with you.



B: (PEEAERLE
MRERMAORZHAT S, EREFE, FTHEE,
mERMNKBREE, FREREE. RITKEHTH K
RERERRES RN G DAL, HEXRBE-TE
It BRIE )

[l . Make Sentences with the Given Phrases:

0 N N B W N -

. due to

come to the point

be based on ‘-

give sb. an account® .
be short of ---

assure sb. of sth.
speak highly of -

see to it that ***

IV. Translate the Expressions in the Brackets into English, Then Use

Them to Replace the Italicized Parts in the Sentences:

. It is just in this way that we have achieved a total turnover of 80

million U .S . dollars a year . (ORAIEHRATH 5 E ST
REIBEET ; ORMW=ART BETHNGHKE; OR
AR L 40 ZMEZREL T FRER; ORITWE T
B ; @FANMTMBEL 0 R 5 BAKE M)

How would you like to proceed with the negotiations? (D4 E
BEIABRR TS5 ; QREEMR BN BRI ERRT S ;
QLHERNMF IS HBR; QEHH—FLR)
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. It is said that a new policy is being into practice . (DRI 1T E S
R | HEEHBEARFRERF; OFRMNBERTEMESEM
RET; ORAMNFABREBLERTT; ORARAXTE
BEBT Z1+2Z247T; ORAFABRRIELLFXR)

. I wonder whether you need a loan. (D /AR RE LM DX
fiXsE; ORAFEEREINEHELE; ORRAREEL
AR RBH AT ; OREREAIUE—THRIRENREMEF
B OREBAREREIHRE ML)

. We suggest that our payment should be made through barter or by
exporting textiles, arts and crafis, farm and sideline products,
and so on. (DIRFIIMEITET R — L4 8 5; OKRTE
AT B AR LR i s ORRSMIRM%AT;
@TMZIT— TR ORIBRBEXEEL)

. Read and Translate the Following Mini Dialogues:

1. Self-introduction

: Good moming. My name is A. I'm from Canada. Here is my busi-
ness card.

: Glad to meet you, Mr. A. This is your first visit to our corporation,
isn’t it?

: Yes, and also my first visit to China. The purpose of my coming here
is to inquire about possibilities of establishing trade relations with
your corporation.

: Let me assure you of our best attention, Mr. A.



