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

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

Yes, I believe you have also made the right contact , because 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 is our latest catalog , price list and specifica-
tions . 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 steel compares favorably
with German products in both quality and price.

We’ll transmit the material and information to the prospective 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 specifications or for

special purposes .
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possibility HE : | n. al e ()
We should like to discuss the possibility of expanding trade with you.
&KFREGRF T KT H e TR AT I
Now let’s see the possibility of our further cooperation.
i NARATATRE—F o4,
I am here to discuss the possibility of exporting a number of our products
to your country.

AERXAATHRATE S o RMAE) X L= Hey TN
promote IR \ },, v. BAL R

We shall adequately advertise and promote the sale of your products

throughout the agreed territory.

HA B AP BOL R AR Rt T RGBS & A Ao AT 4K
o

They undertook to promote exchanges and trade.

RATE ERZ AT B .

We'll send our salesmen around to promote the sale of your goods.

FATL R A R BB RAREARAN 8 o

choose HEA[Y

I think you have chosen the right market at the right time.
BAAERE-ANESHHBAFTESH T,

I wonder why you choose our company.

&AL sl R A A& B BRG],

When we have to choose between quality and price, price usually comes

off second-best.

FMERERORZAERER, ZERBENE.

development [ it n Ak KR
Here are some that will show you our latest development. You may select

which ever you need.

o 2 A R AR AL LA AT TRBRE R 5o
[» 004
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I'am very interested in the new developments of your company.

AT ] B 6 KRR I H Bt

The main topic on today’s agenda is the development of a U. S. sales
strategy for the new EBP.

SREZNBMRA XA EBP £ £ B 6945 £k,

YT E] G-
¥ development assistance / 7% iZBh
¥¢ development capital / FF%& & A&
¥ development certificate / JF & 4 a7 iF
¥¢ development corporation / FF % /A 3
¥ development credit / FF &5
¥¢ development expense / KB (T 4k ) R
Y development fund / £ R&E 4
¥¢ development operation / F &2 &
¥ development partner / FF & {k £
¥ development plan / & @i+, F£it+%)
¥c development project / £ EBI B, F 4T H
¥ development resources / ¥4 & &

branch n. 5330 543 3% [ Z %) branches
Do you have any branch offices in other parts of England?
ARANAE 3 B 04 H b R A% A 3% 592 8] R.?
We have many branches all over the Europe.
HEAMEAKRMEAER S ],

We’ll be willing to have you as our agent until we have our own branch

in your city.

8] B AR R IR 28] Z AT, ik &) MR A 8] MR

IR -
¥¢ close a branch / %49 &8
¥ establish a branch / %37 4328
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open a branch / FFig 4> &B

set up a branch / €324 &8

a large branch / K85 X A4

a local branch / &4 #1449

a main branch / &4 X444

an overseas branch / J84hNr A4S
a small branch / /NI ZHL4E

a branch network / 4> 2 #1489/ £&

a branch office / /A8 ( 4 /&)

w
w
W
W
1A
w
w
w
w

contact

n BER SRR Bk v KRR

We have established contact with them.

Mo uNELTREA,

I have no contact with them.

BAAAVEH — EILK R o

I exposed my general view at Mr. Li, who was in constant contact.

AZFEORARFKANFLEARRN ETRA L,

opportunity BB sltjuzniti] . HL&, BEHL
After you study them, would I have an opportunity to meet you and dis-

cuss various possibilities in the U. S. market?

AT RERZE, RMNET AL LEFHRE BHEANXE T H 6
T RE M7

We want to take this opportunity to recommend you Shanghai Carpet.

FATEERAE G TN N BEAE LML,

We would be interested in exploring with you whether such a business of-
fer has a good opportunity.

Rk SR TR T — ARG L, BAARE A AR S R4
a4
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catalog olog] n. HF(H) v. ¥ HAHR [ 5% catalogs
This order is the first from the new catalog.
RETRAMARGE—A,
These names are to be listed in the catalog.
X FHABFINEB F,
Please note on your order or inquiry the article for which you want factory

catalog.
Je B LB R, FAITHERS DL LIEW,

S IRl G-

¥ an exhibition catalogue / B B &
an illustrated catalogue / & & B 3
a mail order catalogue / B B &
mail catalogue / B2 B F
produce catalogue / #{EB *
send out a catalogue / Jk% B &

o %o %

specification BEE LRI n. YRR URA s KUAR , AURR , A s B
Specifications will be shown in the technical data.

A LR FTH

What are the specifications of the product?

X Fb 7 o AR A AR LS R

I think it would be better to print the simple specification regarding func-

tion and usage on the package.

RAARFLOE LB RS AEEMELHEHHA,

VIR
¥ alter the specification / & X# &
¥¢ check the specification / & ZE &
¥ follow the specification / E/ERAL
¥ meet the specification / F& &
v stick to the specification / Z4& 18 <P A&

007 4



"
T I
GEE3tedn ‘M‘

SEAEBERK T

# work to the specification / 3% 815 83 TE
¥ write the specification / E I &

¥ design specifications / &1+ 4&

¥ safety specifications / Z&#E

¥ technical specifications / ARG

distribution (on ]! n. 4y, SEC; A, A

[ B 4% ) distributive 2-Be&9 , 7T 4~ BL#Y

distributor %

They can’t find certain distribution channels.

AR B 54K R

It is not surprising that they have a highly efficient distribution network.
WA T B AT 3 R B 5 A 2

One or two suggestions that came in from the distribution might
interest you.

TR A wt — 2 25 4 4 U A

Y I5R] G
# distribution effect / 4> ECRUN
+ distribution expense / 5% % B
% limited distribution / % FRAY%> 58
% wide distribution / "= H94 8
4 distribution account / 43l
% distribution basis / 4B &4,
+ distribution by sector / &B[ 4 EC
+ distribution capacity / £BL8E )
¥ distribution chain / 8& %%
+ distribution channel / $§&&RIE
4 distribution column / $§& &4
+ distribution company / $HE&E/A )
s distribution cost / Z 4RI, MK, HE# A

I» 008
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prospective | adj. T ; KR ; AT RERY
Your company has kindly been introduced to us by Mr. Brown, as pro-
spective buyers of Chinese Cotton Piece Goods.
RERAREETANEA T EARFGHENEZABLEAN,
China is a big prospective market, and you are one of the leather import-
ers here.

FEA-ANREFAGKTZ, NI XREEHRTHXP,

material BRSS!

[ ]"H&u‘]]matenahsm B £ LBt £ 3L

materialist 4 £ X &

materialistic B4 £ L #)

materiality % b ; & 20 5 M

materialize & % ¥F 5% ; LKL

They’re made of a variety of materials such as clothe, velvet, linen,
flannel, etc.

CAVHRA T R E 6 4L, do B A | R AG LR kAT Fo 5 5 AR

All materials used are non-toxic.

Bt A 84 JRAH AR R R A4

We should prepare for the propaganda materials.

BN iZEE—TF 444

SR
s auxiliary materials / % Bha4 %l
¥¢ building materials / Z5R 44}
¥¢ deliver materials / ZEiz44%)
¥ direct materials / = E = H4R BEEME
vr fire-proof materials / Bj :k44#L
Y indirect materials / % BhA1#}
¥ insulating materials / 48 %44 %l
¥ list of materials / #¥l B &

009 4
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material consumption / A1 RIFE B
material cost / Al

material cost account / ##} B A Mk~
material cost analysis / #1 B A5 4T
material cost budget / # ¥ ATNE
material cost pricing / ¥ A E M %
material cost variance / Al piAZEF
material handling / #1%} &8

material handling department / 41} B2 B[
material handling expenses / #1 %} &2 %
material in storage / EF#E

material specification / #1 ¥} B 4l 3%
material supplies / ##HMtR

operational materials / Eiz#t#}
qualitative materials / £ B4 %}

ship materials / Z£iz 44 #l

¥ source materials / RiaH R}

% o% % % % % % % % X% % % % % X% %

% i
I'll transmit it by special messenger.
RIFRFAFT RIER

We'll transmit the material and information to the prospective buyers in

transmit B

this country.
Mo X EFHFELBLAARLETRERGEF
Our fax cannot transmit to your fax machine.

FA ke AR B AR 69 45 AL,

It’s made of aircraft alloy and light as a feather.
R A A E S, BN ERER,
I think the steel alloy is the most suitable.

FIAA XA SEMAREEN,
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