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1. Requesting the Sellers to Make Counter-Samples According to
the Supplied Samples

ERETHRFHESENFEH
June 22,1978

Gentlemen

As President of B. Altman & Co., I would like to request per-
mission for a ready-to-wear' buying group from B. Altman & Co. to
make a buying trip in China in January, 1979. The purpose of the
trip would be to develop knitted garments? for men and women and
to permit our buyers to explore3 woven garments and accessories4 for
men, women and children.

In order to prepare for this trip, we have asked our agents,
Lubman and Company, to bring you samples and specifications in
July to enable you to prepare counter-samples’ as soon as possible.
After your factories have prepared the counter-samples and returned
them to us, our specialists will have time to make any needed adjust-
ments with the expectation® that our group will be able to place or-
ders in January.

We would like to propose the following:
Time of Buying Trip: Arrive Beijing January 4, 1979 via Tokyo
Depart Shanghai January 12 via
Guangzhou to Hong Kong
Branch Offices to be visited : Beijing and Shanghai
Members of B. Altman & Co.Buying Group:
Mr. Lewis Kaufman Vice President and General
Merchandise Manager —
Women’s fashions and
accessories, men’ s and
: children’s clothing’
Mrs. Anita Gallo Rothstein Vice President and Director
of Fashion Merchandising,



Total Store®

Mr. Christopher Bent Merchandise Manager —
Misses sportswear

Mrs. Marguerite Lavery Beatty Buyer of Ladies sweaters

Mrs. Judith Lubman Lubman and Company

As | believe you know, B. Altman & Co. is one of New
York’s oldest department stores; established in 1865, the main store
today occupies the whole block® between Fifth and Madison
Avenues, 34th and 35th streets, and maintains five branch stores in
the greater Metropolitan'" area.

B. Altman & Co. is well known in the industry for sending
large numbers of our own buyers to countries all over the world;and
in 1977, 70 buyers were sent to work with our agents in 26 coun-
tries. Imported merchandise represents an important percentage of
our total sales—higher than most American department stores. B.
Altman & Co.is by tradition familiar with Chinese merchandise and
until the late 1930’ s we maintained a buying office in Shanghai.

B. Altman & Co. is also well known for reliability in main-
taining regular stock'' of high quality merchandise; while we meet
the needs of changing fashions, we also retain'? continuity of stan-
dard merchandise and are, therefore, unlike some department stores
which are under more pressure to change with every season. We feel
this emphasis on continuity in our store’s policy should enable us to
become reliable customers [or several Chinese Corporations.

In 1973 Mr. Ferris Megarity, Director of Import Merchandis-
ing, visited Guangzhou and in 1976 and 1977, Mr. Noel Flagg, Buyer
of import and domestic Antique rugs and broadloom floor
coverings, ¥ made buying trips to Guangzhou and he expects to re-
turn in September, 1978 to purchase additional carpets. In the fall,
1977, Mr. John Burke, Chairman of the Board, along with our Fash-
ion Director for home [urnishings' and our Merchandise Manager
for linens and soft goods attended the Guangzhou Fair. We hope that
by allowing our ready-to-wear group to make a buying trip in 1979,
we will be able to develop and continue a strong business relation-
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ship for the future.

We feel the time is most propitious’> for B. Altman & Co. to
begin purchasing knitted garments from your corporation. We will
look forward to receiving the counter-samples to enable our group to
prepare for our proposed buying trip.

Because Mr. Kau{man, leader of the group, travels a great
deal'® of his time, it is necessary for him to plan now for January. It
is for this reason that I hope you will reply as soon as possible.

Sincerely,

Notes to the text

1. ready-to-wear (clothes) MM (KIR) WEEEEARH, 5 ready-
made [ X,
made to order & N E M

2. knitted garments P EHAR%E:

3. explore v. HE, 5%
We shall explore the source of supply from Canada.
The sellers are anxious to explore the tea market with a view to expanding
export.
During negotiation, the Japanese delegates try to explore the possibility of
entering into a long-term agreement.
They are exploring ways and means of solving the problem.

4. woven garments and accessories HHRREMH B TR (W FE . HF.
TR B H A 4 )

5. counter-samples 3% 77 ¥ B K4 R A B R LB A9 SR, RIS 104
I your counter-samples are satisfactory to our customer, we’ ll place substan-
tial orders with you.
Please note that your counter-samples must be exactly the same as our sam-
ples.
We have forwarded you by separate airmail counter-samples of Children’s
Hats.

6. expectation n. T, HHE
The counter-samples do not come up to their expectations.
These goods fell short of any expectations.
The quality of the goods does not come up to our expectations
With the expectation that = in the expectation that
He practised the art with the expectation that he might win the first prize.
The American company contacted China Travelling Service, Hongkong with
the expectation that they could visit Guangzhou Fair.



7.

1.

12.

clothing n. K#H ML LU P8, KIRM PR, 5 H £ 50 EWR, BAR
2, 5 cdothes [

We are well provided with clothing.

They were all in their summer clothing.

clothes n. KAk Bhin 4 B B 18 KRI85, i ER VT E%,

All the clothes in the house were of her making.

My clothes are made to order. -+ %E

RE
garment n. Rk 3 A B E RO H, BRI, HE RS
clothes 7] ¥ .
a garment for males H Ak
a garment lined with fur f &% BF B2 KK
This shop deals in women’s garments.
There are no such garments available for export.
%gess n. AN WGHEE LR, (BRI R BB AR R IR O S T o 5 1 Ah
Women usually pay more attention to dress than men do.
He doesn’t care much about his dress.
She is a buyer of knitted and woven dresses.

. Vice President and Director of Fashion Merchandiising, Total Store & & 4

3 S0 T e R A O A AR

total store = main store

. block n. # K, W EH - FERY
. metropolitan adj. KEHTH, BEHN

metropolis n. K #HF AT

reliability in maintaining regular stock ¥R #0 A\ JE

reliability ]S4

We do not question the reliability of this information.

We will accept 60 days D/P if you guarantee the reliability of the buyers
concerned.

regular 2% 11, M

If you can assure regular supplies, we will place substantial orders with you.
Please send us market reporis at regular intervals.

stock JETE, 17 5%

We have a few hundred tons in stock.

At the moment, we have only a limited stock in linen goods.

There is no more stock on hand.

Local stocks are almost exhausted.

There are no stocks available at present.

retain v. {#1%, 1% &

We have sold most of the goods, retaining a small portion for old customers.
We regret we can not grant your request for retaining goods pending the
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issuance of licence. - 90 & ¥ 7] iE
13. Antique rugs and broadloom floor coverings &7 BE A1 5% i #h €5
14. home furnishings % "} B i%
15. propitious adj. {ri&RY, TR
The situation is propitious for your enterprise.
This is propiticus weather for growing cotton.
16. a great deal= a good deal 1R &, H 24 KH)
The cost of production has risen a great deal in recent years.
He has to spend a great deal of money on advertisement.
I have hand a great deal of trouble over the work.
It exceeded my estimate by a great deal.

2. Letter about Compensation Trade

HMEEHE

January 22,1979
Ministry of Foreign Trade
Dong Chang An Street
Beijing, China
People’s Republic of China
Dear Sirs,

Re: Compensation Trade' of Window Glass

This letter is in regard to the window glass business’ between
our firm and the China National Light Industrial Products Import
& Export Corporation, Dairen Branch and the Dairen Window Glass
Factory.

Our two sides sincerely worked in the past and the window
glass business has already been done successfully. However, the
quantity of products doesn’t meet our requirements. > This company
wants to develop the trade and business further in this line. We now
expect to begin working with all the other branches and window
glass factories on the same basis, i.e. compensation trade.

For the U.S. A. market, we require very large quantities of
small cut sizes. Therefore, we are asking your prompt assistance to
help us out in expanding glass-cutting business. We would highly
appreciate it if you take this matter into consideration. We are
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certain that, with your prompt cooperation, our purchases' of Chi-
nese window glass for sale in the U.S. A. market will very quickly
increase to a large and substantial volume. With the establishment of
diplomatic relations between our two countries, the time is now right
for a very quick and large increase in trade between us.

For your information, we are doing everything possible to coop-
erate in achieving our mutual goal of making vhe window glass busi-
niess a very large one. We have offered to purchase various equipment
for your Dairen factory which will increase its products, improve
quality and raise its efficiency.® We have offered to accept payment
for this machinery in the form of buy-back of glass.® We have also
cooperated with the factory in making suggestions for better effe-
cient packing and containerization.” The factory has been very coop-
erative and receptive8 to our ideas. As we want to begin our business
with the other branches too, we plan to offer the same suggestions
and proposals to purchase machinery for them.

From this letter, you can see that we are very sincere in our
desire for a long-term relationship between our two countries and
our firm and the various branches of the China National Light In-
dustrial Products Import & Export Corporation, Window Glass De-
partments.

During our next visit to China, we will discuss the appointment
of our firm as the exclusive agent for Chinese Window Glass in the
U.S.A. market.’ Since we have discussed this question in the past,
we expect that the official appointment of our firm as the exclusive
agent will be made during our next trip.

Thank you for vour prompt attentiornn to the above. Best
regards.

Sincerely yours,
Norman Goldstein Associates, INC.
Notes to the text

1. compensation trade = compensation deal = compensation business ¥}z % %

ZIFTERE SUAERR by T (AR )58 L UL 38 & BRI 9Tl 55
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%, B Z B CHT B S IR R 8, R D E AT N

FW B & R EE

MERGRLFLIFGEZNEL, Bt P ey miE SR, &

JEX D ERE AN RICER R, F, W EERXLA, LH AR

BT E B S T A R E L

. This letter is in regard to the window glass business. 7 {5 & 3% “F & 3 3 0L

% o

in regard to, with regard to, in regard of 3&F

In regard to the balance, we will advise you the position in a few days.

This letter is in regard to requesting permission for a ready-to-wear buying

group from B. A. Altman & Co. to make a buying trip in China in January

1981.

. to meet one’s requirements 2 FE AR FR, i EERH BB,

We can meet your requirements for (of) walnutmeat.

We can meet your requirements for (of) 50 000 kilos groundnuts.

W F R AT A saisfy, supply, fill % 3

. purchase n.,v. WE(HEKEWHE)

Wi O PR A K R v 3,

Dealers are not ready to make large purchases.

Total purchases to date foot up to 350 metric tons.

We are agreeable to opening 1./C to cover our purchases.

We are purchasing these goods for the account o Messrs. . . .
We are interested in purchasing 200 metric tons Walnutmeat.
buy HIHE K BED R, el H H ¥ S B R,

I should like to say it is a good buy.

Our stocks have just been bought up by other firms.

She bought the dictionary for 5 dollars.

We bought them at one Pound sterling a piece.

. We have offered to purchase various equipment for your Dairen factory which
will increase its products, improve quality and raise its efficiency.

By LR HZ L) WEAFRE, EB e, Bk EMRE.,

. We have offered to accept payment for this machinery in the form of buy-back
of glass. 75 £ 42 Hi 45 52 0] W 5 88 1 A 45T X B AT 7 2 4 (3 A K
buy-back [ 1
M 2 R 5 BT 4 7 R B A R 1 B B
HWEER G B —FET XN EW (counter-purchase), 277 A& A ik
BB, T2 At P i B S AME .

. containerization n. H¥HIE &

. receptive adj. 5 THE-70, IEZHHRY

He is receptive of advice.

She has a receptive mind.

8



receptible BE1%Z Y
This is a receptible suggestion.
Please work out a proposal receptible to both Parties.

. We will discuss the appointment of our {irm as the exclusive agent for Chinese

Window Glass in the U.S. A. market. R FEE L EHIE SN HEEREE
EXRETHHMEAIE -F,

exclusive agent (sole agent) &K {LFE

M OARRENE P ZITIHN, BHRIZXEE -SRI EE S —E
WA, R AFA SRS ER, AT YEN . BRESH
B oEEZERABILREEE, FIEEEXAE, FRRARHUHK
BN, RO ERH K HERRENHE S, LIRS mERRE AEERE
HMESARNRNEXEA, FEE, IR, 2R A E G SRR 25K
BTHGERSRERMHMHRSAAUA R, i, ZFEBEREE—
FEETHIRN, HEE - ERBE G XE.

exclusive sales (sole distributorship)

B, AR ELE

p A B i 11 2 A R AN RS R BT TR, fE —ERT M E SN —E X
P, 3 —FRE LR A AL MR ER, SR UG BT
B . MERLIT XA OHBEEAR S, MUCEXMNEHER
LER, HHmiTE SH LR R ST, 68 N O i E
e B B 2 BRI TIES .

. Draft Agreement on Compensation Trade

HEHSHINBER

March 7,1979
Processing Cotton Lined Nylon Jackets
Pursuant to! our agreement of march 7, 1979, this letter will es-

tablish Colonial views® on some of the princigle issues discussed dur-
ing our meetings and will serve as a basis for future discussions on,

or

1)

before early October, 1979.
COLONIAL CORPORATION OF AMERICA ( hereafter
called Colonial) will enter into a compensation trade agree-
ment with the Shanghai Silk branch of CHINA NATIONAL
TEXTILES IMP. & EXP. CORP. (hereafter called Silk
branch) to provide the necessary machinery, technical exper-
tise and support services® for a factory to produce exclusively*
for Colonial cotton lined nylon jackets, or other products, at a

g



