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Unit One

<€ Unit One §>
Establishing Foreign Trade Relations

Useful Sentences

How to Know the Possible Partner

1. We owe your name and address to...

2.1’ ve got(learned/known/obtained ) your name and address from...

3. By( Through ) the courtesy of Mr. Smith( so-and-so company) ,we come
to know ( we are given to understand ) the name and address of your
firm.

4. Your firm has been introduced ( recommended/passed on)to us by...

5. Your company’ s name and address have been given to us by...

6. On the recommendation of...,we have learned with pleasure the name

of your firm.

Express the Desire to Establish Trade Relations
1. My visit to your company is to inquire about possibilities of establishing

business relations with you.
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2. The purpose of my visiting your firm is to inquire about possibilities of
establishing business relations with you.

3.1’ ve come to give you an idea of what business I want to take up with
you.

4. We’ re willing to enter into business relations with you.

5. Our mutual understanding and cooperation will certainly result in busi-
ness.

6. We now avail ourselves of this opportunity to visit you with a view to
building up trade relations with your firm.

7. As this item falls within the scope of our business activities ( range of
our trade) , we shall be pleased to enter into business relations with
you.

8. We’ re given to understand that you’ re potential ( prospective ) buyer of
Chinese... ( commodity ) which comes into the frame of our business
activities.

9. We’ re desirous of building up direct business relations with you.

10. We contact( approach) you today in the hope of establishing relations
with you and expect to enlarge our business scope by our joint
efforts.

11. Specializing in the export of Chinese...(commodity) ,we express our
desire to trade with you in this line.

12. We are interested in the possibility of establishing trade relations with
you.

13. Being closely connected with reliable wholesalers here, we shall be

able to do considerable import business with you.
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Ask for the Business Line

1

. From your business card, I can see your line of business is... ( com-

modity).

. Our line of business mainly covers arts & crafts.

3. Our company specializes in import of textiles.

. We’ ve been in business since 2000 and we also have wide experience

in all the lines we handle.

. In order to acquaint you with the business we handle ,we take pleasure

in giving you our latest catalogue for your further study( close exam).

. We’ ve been informed that you deal only exclusively in light industrial

products.

. Please let us have all the necessary information about your products for

export.

. Your exhibits have left a deep impression on me. Could you please

give me your catalogue?

Show the Standing of a Company

1.

As to our financial status and reputation, we refer you to the Bank of

London.

. For information concerning our standing ( credit standing/financial

standing/ corporation image ) , please refer to our bank, the Bank of
China, Shanghai Branch. They’ 1l provide you information about our

business and finances.

. It is our practice to ask all new customers for references and we shall

be glad if you will kindly submit these.
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Expect a Reply

1.
2.

O 00 N N W\ b~ W

It will be greatly appreciated if you will give us your cooperation.
I hope this will be a good start for a long and profitable business rela-

tion.

. I hope this will lead profitable business to both of our companies.

. We look forward to meeting you again.

. If you find business possible, please inform us the soonest possible.
. We await your early reply.

. We’ re looking forward to your favorable and prompt reply.

. I hope you’ll give us an early reply.

. Your immediate reply will be highly appreciated.

10. Please give us your reply as soon as possible.
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Sample Dialogues

Conversation A

1.

Dialogue

Brown : How do you do? My name is Henry Brown. I’ m from Anderson

Trading Company. I’ ve obtained your name and address from
the Commercial Counselor’ s Office of the Chinese Embassy in

Singapore.

Xu: How do you do, Mr. Brown? I’ m Xu Hao, Export Manager of

Beili Daily Chemicals Factory. Please have a seat.



Brown:

Xll:

Brown:

Xll:

Brown:

Xll:

Brown:

XU:

Brown:

Unit One

Thank you. Well, let me come to the point. I’ ve been told that
yours is one of the leading factories of daily chemicals here, so
we’ d like to build up business relations with you.

I’ m glad to hear that. How long has your company been in this
line?

We’ ve been trading in daily chemicals for almost twenty years.
We are well connected with all the major dealers in our cosmet-
ics market. As we have confidence in your products’ quality , we
feel sure we can sell large quantities of Chinese goods if we
could have a competitive price.

Thank you. But I’ m very sorry that the exhibition hall is closed
today ; otherwise you can have a close look at our samples.

It doesn’ t matter much. May I take the catalogue, pattern books
and prospectuses for further study?

Of course. How many copies do you want?

Four will be enough. I also want to send some back. I hope this
is a good beginning. I’ 1l give you the reply as soon as possible.
I’ m looking forward to it. Goodbye.

Bye.

2. Discussion and Practice

(1)How does Mr. Brown get the information of Xu’s company?

(2) What line have Brown’s company been in for almost twenty years?

(3)What’ s Brown’ s purpose of approaching Xu?

(4)Act

out the conversation with your partner and note down the useful

expressions in it.
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Conversation B

1. Dialogue

A:

B:
A

Good morning. I’ m from Iran. I was very much impressed by your
household electric appliances displayed at the Chinese Economic &

Trade Exhibition held in Kuwait last September.

:I’ m glad that you’ re interested in our products.

:So 1 approach you today in the hope of establishing mutually benefi-

cial trade relations.

:Well , it is also our foreign trade policy to trade with foreign countries

on the basis of equality and mutual benefit.

:That’ s good! Perhaps it is a good start. OK,let me just return to the

subject. We’ d like to introduce your Great Wall brand gentle breeze
electric fan into our market because it has good quality and function

with beautiful color and design.

:That’ s just what we’ ve longed for. We are keen to expand our over-

seas trade and it happens that we have no business contacts in Iran. I

really hope we can become good partners in the near future.

:Me too.

: Here are the catalogue and some pictures of our products: including

the latest model.

:Thank you very much. You’ re very considerate. I’ m sure 1”11 call

you for another meeting.
Your favorable and prompt reply will-be highly appreciated. See you!

See you!

2. Discussion and Practice

(1) What was A much impressed at the Chinese Economic & Trade
_ 6 e
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Exhibition held in Kuwait last September?
(2) What does A intend to do and why?
(3) Act out the conversation with your partner and note down the useful

expressions in it.

Words and Expressions

We owe your name and address to... 7RG+ RMTBH A FIRZ
FRAIHAE

KRR EITELEA -
Through the courtesy of...,we learn your name and address.
We are indebted to...for your name and address.

We learn your name and address from...

on the recommendation of... :: REEREE ot
learn with pleasure k&
inquire about ) [a]
take up business with oo BAEE
enter into/establish/build up business relations with...
e LA R
avail oneself of FIH
with a view to doing sth. R e NS yoR=R:0)
fall within the scope of our business activities
BTFRINNEELE
KRB ITIERA

be within(lie within, come under) the scope of our trade activities

(our business sphere)
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potential adj.

reputation n.

in the hope of ( in hopes of )doing sth.

joint efforts

specialize in

frame n.

be desirous of doing sth.
business card

line n.

acquaint sb. with(of ,that) ...
the latest catalogue

light industrial product
exclusively adv.

leave a deep impression on sb.
refer to sb. for sth.
credit standing

financial standing
finances n.

corporation image

the soonest possible
favorable reply
prospective adj.
consolidate vt.
advertisement n.
complicated adj.
misunderstanding n.

confusion n.
P 8 S
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convince vt.
approach v.
wholesaler n.
exhibit n.

reference n.

appreciate vt.

submit vt.

profitable adj.
competitive adj.
prospectus n.

Iran

Kuwait

function n.

partner n.

to conclude a transaction
No customer,no business.
regular customer
Chamber of Commerce
home and abroad
Commercial Counselor’ s Office
attention to details

get rid of

in case of

have a seat

come to the point

cosmetics market
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to have belief in Rifeeeeee HFEO
exhibition hall YT
pattern book FEAR
household electric appliance X2y
foreign trade policy AR B

in the base of (equal and mutual benefit)Ll (-5 H.F|) Ay FEAt
return to the subject & HIEE
electric fan FH fad

be keen to do sth. EHET--
expand the overseas trade YRS 5
It happens that... Bl g -eeeee
business contact k55 BR &

in the near future FEARA BIH K

Additional Words & Expressions

trade agreement 5

business association/business connection V55 BK &R , 3

close relationship FHYIR KR

closer ties HEYIRRER

to continue business relationship sl %R R

to present business relationship PRER 5K R

to improve business relationship B SRR

to promote business relationship fEdhl &Kk &R

to speed up business relationship SRk 55 K R R R

to enlarge/widen business relationship PN e



to restore/resume business relationship
to interrupt business relationship

to cement business relationship

trade prospects/ outlook

trade cooperation

technological cooperation

business cooperation

cooperative relationship

the scope of cooperation

trade fair

trade show

WML 55 K F
ThlTIE 55K &R
DL Y 55 % %
B 5 Hil
R &1k
BAREHE
w551
FEXAR
EEVEHE
RO =
R

to establish arrangement/to reach an agreement

trade terms/clauses

trade balance

to work with

business activities

business house

trading department/mechanics
trade association

the foreign trade department

82y 71N
R 5 %K
5 Vi
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C.C.P.I.T. (China Council for the Promotion of International Trade)

trading partnership

foreign trade personnel

trading center

trading market

XtoR S AR
o bR 3 5 e it
ZBEAKA

SMRITAEH
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Ry

= f —



Hr o S SR LR HR

Part Three //4

Exercises

| . Sentence Interpretation

1. 7RSS H R A AR, RV B A B A2 AR At

2. |HERITAAN TR, BHRAFARRENITAE EEHORH
2

3. RATARLEH#E LS KA 20 B4, ELEEHAT ZHLSF

4. FHACHE B IR B4 ERE B AT xR ERER BT E
HITE R A BT

5. RAFRIBAFEEAMER E5IMEELLF KR

6. BATHEXFMEAANL S KR AAFSEILER.

7. H R EEEEFHAR S S LRENGBARLNR,
HABEBESHIELAG KR

8. RATWAETE EEW X AW, E KA R,

9. IEH T HER R EE , AT A IR

10. XTI HIWH 551800, 75 10 R MERTTE I

Il . Complete the Following Dialogue

Zhou
(THF REFRBEE WAHBELHEHEAR, XERNA
Fo)

Black: Thank you. Nice to meet you,Mr. Zhou. I’ m Andy Black.

Zhou .




