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John:

Vivian: Good morning, John. How about your

market survey?

Yesterday | collected andé analyzed the

market survey

HiHBE

manufacturer
[ imenju'fektfora(r) |
oA ﬁ ! ]
state-owned
enterprise

BEHeW

product information
sheet ?
AR

finsh [frmaf]
H s

product performance

e

John:

information of similar commodities at China
World Center. | think | have got first-hand
materials.

Vivian: That's good news. Tell in details.

There are about three big manufacturers
at home. Besides us, one is in Heilongjiang
Province. Another one is in Zhejiang
Province. They are both state-owned
enterprises. Howewer, they all haven’t
explored international market.

Vivian It means that we are the first enterprise

John:

Vivian

2 & —EZ 1R RYEE

to have international market. How about
their commodities ?

These are their product information
sheets and some finishes. Their
product performance and quality hawe
been up to international standards. But their
product design cannot reach our level.
Additionally, they haven’t got any professional
technique development since 1990s.

:It seems that we do have more advantages

than other competitors.
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1. RABIXAE G
Study on Similar Products p

.

Vivian: Good morning, John. How about your
market survey?

John: Yesterday | collected and analyzed the
information of similar commodities at China
World Center. | think | have got first-hand
materials.

Vivian:That’'s good news. Tell in details.

John:There are about three big manufacturers
at home. Besides us, one is in Heilongjiang
Province. Another one is in Zhejiang
Province. They are both state-owned
enterprises. Howewer, they all hawen’t
explored international market.

yivian:lt means that we are the first enterprise
to hawe intemational market. How about
their commodities ?

John: These are their product information
sheets and some finishes. Their
product performance and quality hawe
been up to intemational standards. But their
product design cannot reach our lewel.
Additionally, they haven’t got any professional
technique development since 1990s.

Vivian:it seems that we do have more advantages
than other competitors.
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a batch of
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2.

John:

Research on Customers’ Need

HASFPER

| have got the news that the negotiation
team of American Oil Company will come
to China next month.

Sheryl: That's true. It is known that they are

John.

looking for a long-term product supplier
in China. This time firstly they will visit
seweral other Chinese petrol-chemical
equipment factories. Then they will come
to our company for negotiation.

Are there any research on their actual
needs?

Vivian: First of all, they intend to purchase a

batch of equipment from our company
with different specifications, which are
worth RMB30 million. Then they want to
set up a branch office in Beijing.

John: This trading wlume is extraordinarily large.

We should pay more attention. F we win
this negotiation, it would be a bigger step
for us to dewelop intemational trade.

Sheryl: What's more, with this order, our sales

volume of this quarter will be accomplished
ahead of time.
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3. GBIt E

Analysis of Product Advantages .

John: After the detailed market suney, we have
found that our products have got more
advantages to gain the big order back.

Sheryl. Of course. Compared with those

products, the product design has
outweighed theirs so far. Our products
are all designed by latest technology
with rational construction and various

product design
P agit styles, and they are all finely processed.
outweigh [ jaut'wer |

\ Vivian:In terms of product quality, they are all
vt frﬁjj

stable and reliable. Before finished, every
product must be checked by automatic
guality checkout systems. In addition, we
have organized a professional technique
rafional [ 'raefanol ] development team since last September.
adj. SEBHY Our product performance and quality are
both improved a lot. So to speak, our
products are all A-1 quality.

latest technology
BHLZ

finely[ 'farnli ]

adv. A, 57 '
Sheryl: Furthermore, the use of new technology

checkout [ 'tfekaut ] makes our product cost lower than similar
n. M products. As much as | know, our selling
price is 2% lower than the market price.
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