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Making Contract

1.1 Warming-up

In international business, the acceptance of an offer or order usually results in a
contract. It is important and necessary to sign a written contract, which stipulates
the rights and responsibilities of the two parties involved. A contract is a formal legal
document binding upon both parties after being signed, and both parties must abide
by the contract and keep good faith. In general, a contract should explicitly include
the following terms of price, quantity, payment, commission, validity of agreement,

arbitration and so on.

1. Shall we sign the contract tomorrow?
BATHA RS [F4FIG 7
2. Is there anything that needs amending?

wHH AT E BTG
3. Do you agree with these terms?
TSR] X e R R 7
4. Do you have any comment to make on this clause?
XX REH 2B
5. Would you like to have one more look at the modified contract?
BREHE-BEBITENER?
6. Has the attorney read the contract yet?
RInEEER T E?
7. When will the contract be ready?
ik
8. When does the contract expire and is it possible to renew it?
AR EIH? RATRETLLE?

9. We haven’t reached a basic agreement on the problems that still need to be worked out.
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10.

11.

12.

13.

14.

15.

16.

17.

18.

19.

20.

21.

Hfi1df — R IEHFH— S U,

I think we’d better have another check in order to avoid arguing over some minor

problems in the days to come.

HANRIF BRI E R, G HBE—LBEY F=Ea4,

Your company enjoys high prestige as we know, and that’s why we prefer to
cooperate with you.

RAFR—HEERY, XURRIBESHIESENREEA.

Here are two originals of the contract.

XEEFRMEIER,

We have written the contract both in Chinese and English.

A& FA R RRA

As long as we keep to the principle of equality and mutual benefit, trade between our
two parties is sure to develop further.

RERNFARFEFFEFEEL, B5HEE—ESit—BHk,

We have prepared a rough draft of the contract.

BRAERT &R,

Since we both want to sign a contract, we have to make some concessions to do it.
AN HEEZEE SR, By oAt —ik £,

Our current contract is about to expire, and we’ll need to discuss a new one.
RIMAAHERNESER T, FEFRR—HEM,

We can repeat the contract on the same terms.

AT LR AR R FEIT MR,

The contract comes into effect today, we can’t go back on our word now.

FRIE TS HER, RITAERET .

Once the contract is approved by the Chinese government, it is legally binding upon
both parties.

& Fl—2F EBFHEE, ST HRE TERAR N,

We have to hold you to the contract.

BRI RNBARERGEIT A RPE,
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22.

23.

24.

25.

26.

27.

28.

29.

30.

A.
B:

We always carry out the terms of our contract to the letter and stand by what we say.
HIT—HEER, FEH.

We’ll revise the contract this evening, and have it ready to be signed tomorrow
morning at ten. How’s that?
SBRENBER—T AR, HEHXEL 10 §&%, Eakk?

Any deviation from the contract will be unfavourable.
IR A R EERERFIM,

You have no grounds for backing out of the contract.

FMNBHE ELEHEBEFEH.

In case one party fails to carry out the contract, the other party is entitled to cancel the
contract,

WR—FAPITER, B—HERBEZEER.

Are you worrying about the non-execution of the contract and non-payment on our
part?

HHBHOLBRI AT SRR EEA K

You cannot cancel the contract without first securing our agreement.
WRBEEHRMEBRIFR, KEREBRNEER.

This contract will come into force as soon as it is signed by two parties.

B R —Z& X % E B A

Once a contract is made, it must be strictly implemented.

B Rl— B B R A AT o
1.2 Situational Dialogues

Dialogue A
Good moming, Mr. Brown. I made a very close study of the draft contract last night.
Any questions?

(FPR) WA PP




LIRS LLEEY

: Yes. There are a few points which I'd like to bring up. Firstly, I think we should add

a sentence here like this; If one side fails to observe the contract, the other side is
entitled to cancel it, and the loss for this reason should be charged by the side breaking

the contract.

: That’s OK. I think all the terms should meet with unanimous agreement. Do you have

any other comment?

: Secondly, about the terms of payment. Your draft contract says that payment is to be

made by D/P. This is not our practice. We prefer to have the payment made by L/C.

: OK, we agree to pay by L/C. When I get back, Il open an L/C for the whole

quantity as soon as possible.

: The stipulations in the relevant credit should strictly confirm to the terms stated in the

contract in order to avoid subsequent amendment. We must have your L/C at least

one month before the time of shipment.

: Anything else you want to bring up for discussion?

: No, nothing more. The contract contains basically all we have agreed upon during our

negotiations. Please have the contract amended. And we are to sign it tomorrow
morning. Now, I’'m glad that our negotiation has come to a successful conclusion. I

hope this will lead to further business between us.

: We hope so, too.
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Notes

1. draft contract &RE]E %

If one side fails to observe the contract, the other side is entitled to cancel it.

WR—FT AT AR, A—ITMAERLEIEEF,

. The loss for this reason should be charged by the side breaking the contract.

EH LT R B SR A A iy BB 24 D 7

I think all the terms should meet with unanimous agreement.

NN — ) SRR D AR XU — BRI & o

. Your draft contract says that payment is to be made by D/P. This is not our practice.

We prefer to have the payment made by L/C.

PRATH & R T RAE M FOT N BEZ R, XARBATNEG, RITAFERER
EAYEK,

The stipulations in the relevant credit should strictly confirm to the terms stated in the
contract in order to avoid subsequent amendment.

ARG AE ERME LA S G AR L, XA TREBEHRELE.

(L1 Dialogue B

> > W

: Our current contract is about to expire, and we’ll need to discuss a new one.

We can repeat the contract on the same terms.

: ’'m afraid we ought to clear up problems arising from the old contract.
: OK. Anything you want to bring up for discussion?

: Yes, one thing I would like to point out: timely delivery. You know our customers

are in urgent need of the goods. If you fail to deliver the goods at the time stipulated
in the contract, they may turn elsewhere for substitution. If so, we just can’t stand

the loss.

: We are terribly sorry for the delay in delivery last time. That is our fault.

. Since we are long-term partners and the delay last time didn’t cause enormous losses,

\

5 B

]

=

(RD¥)




CRUW ) BN P B

)

we didn’t ask you to bear all the costs. So we think the new contract adds that the
supplier will be charged a penalty if there is a delay in delivery. You know once a
contract is made, it must be strictly implemented, and any deviation from the contract

will be unfavourable.

: Are you worrying about the non-execution of the contract? You know we always

carry out the terms of our contract to the letter and stand by what we say. You
may rest assured that the shipment will be duly delivered. We’ll revise the contract

this evening, and have it ready to be signed tomorrow morning at ten. How’s
that?

: OK. We'll sign two originals, each in the Chinese and English language. Both are

equally effective. Your company enjoys good prestige as we know, and that’s why

we prefer to cooperate with you.

: As long as we keep to the principle of equality and mutual benefit, trade between our

two parties is sure to develop further.

@ Notes

1.
2

IS

expire  (3CfF, PMNEE) B

We ought to clear up problems arising from the old contract.

HAIRL R E R — T &4 [ B ARG [

be in urgent need of &AF

stipulate F[5E

substitution fU#E

The supplier will be charged a penalty if there is a delay in delivery.
FHRE T RRER, BRALLTIE,

L/C {EHIE £#~ Letter of Credit
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1.3 Reading Materials

A contract is an agreement which sets forth binding obligations of the relevant
parties. It is enforceable by law, and any party that fails to fulfill his contractual
obligations may be sued and forced to make compensation, though most contracts do not

give rise to disputes.

The contract is based on agreement, which is the result of business negotiations.
There are two types of business negotiations; oral and written. The former refers to direct
discussions conducted at trade fairs or by sending trade groups abroad or by inviting
foreign customers. Business discussions through international trunk calls are also included
in this category.

Written negotiations often begin with enquiries made by the buyers to get information
about the goods to be ordered such as quantity, specifications, prices, time of shipment

and other terms. An enquiry is made without engagement on the part of the enquirer. In

(FPR) A MEBRE
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