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LESSON ONE
Business Inquiries
CONVERSATIONS

1

I'm glad to have the opportunity of visiting your cor-
poration. I hope to conclude some substantial business
with you.

It’s a great pleasure to meet you, Mr Clive. I believe
you have seen our exhibits in the show room. May I
know what particular items you’re interested in?

I'm interested in your hardware. I've seen the exhibits
and studied your catalogues. I think some of the items
will find a ready market in Canada. Here is a list of
my requirements, for which I’d like to have your lowest
quotations, C.I.LF. Vancouver.

Thank you for your inquiry. Would you tell us the quan-
tity you require so that we can work out the offers?

T'll do that. Meanwhile, could you give me an indica-
tion of price?

Here are our F.O.B. price lists. All the prices in the
lists are subject to our confirmation.

What about the commission? From European suppliers
I usually get a 3 to 5 percent commission for my imports.
It’s the general practice.




As a rule we do not allow any commission. But if the
order is a sizable one, we'll consider it. -

You see, I do business on a commission basis. A com-
mission on your prices would make it easier for me to
promote sales. Even 2 or 3 percent would help.

We’ll discuss this when you place your order with us.

)

When can 1 have your firm C.LF. prices, that is, the final
and firm offer, Mr Zhang?

We'll have them worked out by this evening and let you
have them tomorrow morning. Would you be free to
come round then?

Good. Tl be here tomorrow morning at 10, Will
that suit you?

Perfectly. Our offers remain open for 3 days.

I don’t need that long to make up my mind. If your
prices are favourable and if I can get the commission
I want, I can place the order right away.

I'm sure you’ll find our price most favourable. Else-
where prices for hardware have gome up tremendously
in recent years. Our prices haven’t changed much.
I’'m glad to hear that. As I've just said, I hope to con-
clude some substantial business with you.

We shall be very pleased. Is there anything else I can
do for you, Mr Clive?

I'm buying for chain department stores in Canada.

o




They are also interested in Chinese carpets. I'd like to
make an inquiry. Could you introduce me to the per-
son in charge of this line?

Certainly. I'll make an appointment for you with Mr
Li of the China National Native Produce and Animal
By-products Import and Export Corporation.

Thank you very much.

3)

I understand that you're interested in our machine tools,
Mr Li.

Yes, we're thinking of placing an order. We’d like to
know what you can offer in this line as well as your sales
terms, such as mode of payment, delivery, discount, etc.
As you know, we supply machine tools of all types and
sizes. We have years of experience in the manufacture
of machines tools.

We’ve read about this in your sales literature. Could
you give us some idea about your prices?

Our prices compare favourably with those offered by
other manufacturers either in Europe or anywhere else.
Here are our latest price sheets. You'll see that our
prices are most attractive.

Do you take special orders? That is, do you make ma-
chines according to specifications ?

We do. As a matter of fact, we design machine tools
for special purposes.




B: How long does it usually take you to make delivéry?

A: As a rule, we deliver all our orders within 3 months after
receipt of the covering letters of credit. Xt takes longer,
of course, for special orders. But in no case would it
take longer than 6 months.

B: Good. Another thing, all your prices are on a C.LF.
basis. We’d rather have you quote us F.O.B. prices.

A: That can easily be done.

WORDS & EXPRESSIONS

conclude v, 3, #H5%
substantial a. BEKH, LM
Clive % '
particular a. KER, RE&N
hardware n. NAE
catalog(ue) n. B®

requirement n. FR

inquiry n. Hyr

offer v & n. B

indication of price it

subject to  adyv. e RBT
discount n. #rin

commission n. e
manufacture n. (R2) 8%
sales literature HERHS
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favo(u)rably adv. R -

competitive a. g div]
specifications n. 52k 4
receipt ‘n. W E
covering a. Hxr
covering L/C HXRERIE
compare v. thig
elsewhere adv. ER AR

chain department store EYEIE

to be interested in sth. R N, HETF

It will find a ready market in Canada. B(ER) BEm
ERBH,

subject to our confirmation LR HIA R o

do business on commission basis €T 38

place an order R

offer in this line  #F3X—J57h B4R {it

our prices compare favourably with - H#rigHL-- -+ g

... made according to specifications EH(BETFERE

sales conditions 5%

machine tools of all types and sizes HEFERMR~THTE
B

price sheets Miks

make delivéry |
deliver the goods, make shipment

asarule —RRPHR, BHE

3 months after receipt of the covering letters of credit 7rig
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BEXERIERZENAN

All your prices are on C.LLF. basis. RAEFRENBSRES
B

C.LF. Vancouver  BEEIEH

F.O.B. prices BENM

firm offer L

Our offers are good for 3 days. BRO=ZKER.

China National Native Produce and Animal By-Products
Import & Export Corporation ~ HE+EF=#HOA S

1. to be interested in. . . Fefeeeees B2

We are interested in developing business relations be-
tween us.

We are interested in making you an offer on our hand-
made carpets, which are well received on the over-
seas market.

2. subjectto Pl Hf, B

Our offer is subcject to your reply reaching us before next
Thursday.

Subject to our final confirmation, we are sending you
our offer as follows,

3. place an order TR

We wish to place an order with your corporation for

10,000 bicycles.




10.

. compare favourably with - - L8R, HH

. make delivery TR

Our conditions of sales compare favourably with those
offered by other manufacturers.

If you compare our quotations with theirs, you'll see
how favourable ours are.

We should like to know how soon you can make delivery
of the goods.

Since these goods are urgently needed, we have to speed
up delivery.

as a rule BE

As a rule, our prices are given on a C.LF. basis.

. after receipt of W F-+-- ) =

We have worked out our offer for this commodity after
receipt of your enquiry.
We acknowledge receipt of your letter of May 30, 1977.

. We'd rather... than. .. BT e i

We’d rather fill our needs elsewhere than keep our en-
quiry open indefinitely.

We'd rather have your C.LF. prices than F.Q.B.
prices.

. work out Sk

We have worked out a schedule for our discussions.
Please have a look.

Our offer is good for 3 days. BRBRMA=KEX.

Our offer remains good for a week.

This offer is firm for 5 days.




EXERCISES

Fill in the blanks with appropriate words and expres-

sions:

1. Would you tell us the quantity you want
we may the offer?

2. Please make your quotations a C.IF.
basis.

3. I want to some substantial business

you this time.

4. 1 usually get a 5% commission my sup-
liers my imports.

5. We are thinking placing an order
your firm.

6. May I know what particular items you are interes-
ted ?

7. Al the prices the list are subject
our confirmation.

8. We shall, of course, arrange shipment of
the goods receipt your L/C,

9. One of our clients is interested your pro-
ducts and wishes to have your quotations
them.

10. We have received an inquiry one of our

clients your ‘“Forever” Brand bicycles and




are likely to place a large order _____you if the
price is .

II. Compose a dialogue on the following situation: Com-
rade Zhang of Textile Corp. talks with Mr Abdula from
Africa. Abdula enquires for our Printed Cotton Piece
Goods. He is not satisfied with our designs and asks
us to produce patterns similar to those provided by him.
We agree to make him an offer provided he increases
the quantity for each design to 10,000 yards.

III. Translate the following into English:

A, REERZEG?

B: Biat A%, REHLEE?

A: ARE, BERT —BYEBRE. FREGFREA
(enduser) EXEEFF,

B: SAREEW. fRIREFEXUBAHERALTLR
W 7

A, RMEVKREHE. REETHANRI—®REFH =
T REN

B, BMEFRITH—BEMYUE. MBHRIZRER
PTRIKR, RIIRAENEBH,

A, RMABAE, RINBEIESERRNENENE
B,

B: ERELZKHNEEZRE?

A, REFRERIERRLEZNMAREELR, BHhEes
R EsBR—%, BELOMALSBININA,
B, W, REMIHHESBER AR ARN B MBI

Fo [MB, KETHR-THHEHAEELG? SRk

9




A,

B,

A,
B,

A,
B,

A,
B.

S—RMMmE?

HRTL, BRRMNGBKER, ROHHHEDIE LR
ERFMER, RHoREN, X—ARNIART#R
MEEREED,. TENBYURERRITHING B
B

BRI/ ERE FOB BEEMKE, ERERMNBLEH
e

BEIRRRIRIIBEE,
BEONMBRH It H R RSB B KT, ARS
H10% widrdn,

BUIRH TR BB KEE, RATURR,
EF, BIRMBET ME D YUE NN ZE— 2R
ey

H AR BRI F?

TERAE,
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LESSON TWO
On Price
CONVERSATIONS -

1)

I've come to hear about your offer for bristles.

We have the offer ready for you. Let mesee... Here
it is. 100 cases Tsingtao Bristles, 57 mm, at ...
pounds sterling per kilogram, CIF European Main Ports,
for shipment in June, 1980. The offer is valid for three
days.

Why, your price has soared. It’s almost 25% higher
than last year’s. It would be impossible for us to push
any sales at such a price.

I'm a little surprised to hear you say that. You know
very well that markets for bristles have gone up a great
deal in recent months. The price we offer compares
favourably with quotations you can get elsewhere.

I'm afraid I can’t agree with you there. I must point
out that your price is higher than some of the quotations
we've received from other sources.

But you must take the quality into consideration. Every-
one in the trade knows that China’s bristles are of su-
perior quality to those from other countries.

1 agrec that yours are of better quality. But there’s

11




