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Unit 1 Posting Products and
Finding Customers

wrrvesEbssatenanarane
T

After studying this unit, you are to;

® Be acquainted with several major accesses to global customers.

® Be skillful in writing appropriate letters to seek business relationship on the internet.

® Be well-prepared for the sustainable business relationship.

® Be familiar with the words and expressions useful in search for customers or business part-

nerships.

Section | Task Details

Suppose it’s your first month to work for a foreign trading company. Now your boss asks you to

try all possible ways to find new customers.

Section Il Trading Instructions

Instruction A How to Find Customers in Global trading

Lead in: Work in pairs and discuss the following questions.
1. How many ways are available for us to find new customers in the global trading market?

2. Is letter writing essential and cructal in conducting global trading? Why or why not?

Finding customers in global trading is not as difficult as some might think. Actually,the hard
part is qualifying trade leads and creating sustainable business partnerships. Read on to learn how
to find quality export trade leads for your products.

Take advantage of B2B Platforms. Business-to-Business ( B2B)

Gateways enable information exchange across trading partners and

provide businesses an e-commerce platform for integrating with key
suppliers and customers quickly and easily. According to 52b2b. cn
research ,the top 10 B2B platforms ranked by brand influence in Q2
2013 were; Alibaba B2B, HC, Global Sources,DHgate , Focus Tech-
nology (Made in China) ,315. com,Shengyibaoku , Shanghai steel U-
nion ( My steel net), the global market, b2b. ¢n and IBI. Data

showed that Alibaba B2B brand influence in Q2 was still the strongest. Many companies in China
have already been the paid members of Alibaba. Be a member of a B2B platform and you can have
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access to amounts of global customers.

Attend trade shows for your industry in China and overseas. Focus on trade shows in countries
where you want to develop your business. Large trade shows attract international participation, so
you will find yourself making contacts from all over the world in one place.

Contact Embassies of China located in countries where you want to find trade leads. Request a
list of companies that might be a good fit for your products from the Commercial Officer. This is
usually made available at no cost. Some Embassy Commercial Sections also create and sell in-depth
industry analysis and manufacturing reports that may be helpful. Some of these reports are available
online for free.

Qualify trade leads by evaluating their professionalism which can be predictive of the business rela-
tionship , their ability to prepay their first order,the size of their company and length of time in business.

Prepare for your export customers by selecting a freight forwarder and determining a pricing,
credit and legal strategy regarding distribution of your products. You will lose business if potential
customers have to wait too long to get pricing and to get set up as customers in your system.

Promptly follow up with any potential export customers. Have a communication plan in place
and translated marketing materials ready for trade leads.

Try your best to find the clients,then you will be successful.

New Words and Expressions

qualify [ 'kwolifar ] v. BB, [HIRIGHHE
sustainable [ sa'stemabl ] adj. ] FFEERY

request [ rr'kwest ] v. (ERBAHLSH) BRIFAE
in-depth [mn'depd ] adj. £HHEAK

professionalism [ pro'fefenlizom | n. Bk 7K

Phrases and Expressions

trade leads ARG R
integrate with e, B8
brand influence f R 0 77

Q2 (Quarter 2)
paid members
Embassies of China
at no cost
Commercial Officer
be predictive of
freight forwarder

translated marketing materials

BEE
e R, A
CHE PN
AH—53 Bt

RF %R

i, B
e

B EATR

Extensive Knowledge

1.B2B: B2B 2HFR&H—fiER, 23 Business-to-Business (U4 E , B “Rik
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Stpdk”, SER “SEEFES”, BS54z bEa RN HET &, RS
RASERAH, fitn, EREEE (china. alibaba. com) , £3&4> AT LA il B L 2
ATV IE M F RIS (B2B), tHRMHMAMMRER, SWAER /BN MHFTELL
MAE SR RE. 756, ENEH Made in China, 3FBERBEIR ( Global Sources) . 3ABKTi
™ (the global market) . £ 7® (b2b.cn) . FRAJHELM (My steel net) . ZFER (hc360.
com) . FUEM (DHgate) ., A% (shengyibaoku.com) %5,

2.52b2b. cn: Bp “3R%F B2B”, T “B2BAMMLEEHEINFE”, LU “WEE" BUE,
“GEEPEE” NZEH B2B Tk AL FETTER . MSERIm A BRR “2B B, BARRSBCA ‘P
= B2B ks —HZFH" .

Instruction B Increase Your Search Engine Visibility

Lead in: Work in pairs and discuss the following questions.

1. Suppose you are a paid member of Alibaba B2B platform. Do you know how to make your

products visible to customers on the internet?
2. Do you know how to attract the customers to place orders with you after they have seen your

products on the internet?

Suppose you are a paid member of Alibaba B2B platform. You must get some help from the

following instructions.

: | Features | New Products

¥'s Products >> Baby & Children's Apparel - . Update me on new products
10,934 "Baby & Children's Apparel” resuits from 400 G Verified Supplie

Supplier List (400) Product Gallery (10934) |

O Children's Swimwear

Children’s Swimwear with Solid Color, Frills
on Skirt with Dot Print, Print at CF

MOQ: 1000 Piece

View more: Children's swimwear

There are hundreds of things you can do at your web site to increase your search engine visi-
bility ,and if you’re in a competitive market you’ll need to do a whole lot more than three of them.
Your established competitors have hired search engine experts to get their sites to rank higher than
yours and new competitors are coming on board all of the time,looking to displace you from the
first page of results. However,sometimes it helps to start with the basics. If you haven’t done these
three things listed below ,now’s the time to improve your visibility and rank at Google, Yahoo and
the rest of the search engines.

Improve Your Title Tags. Titles are the words that appear in the title bar of your browser win-

dow,not on the Web page itself. These titles are probably the most important variable when it
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comes to ranking well.

Here are some tips for improving your title tags:

Use words that your prospects will use at the search engines. They’re more likely to search on
what they need,e. g. “green building supplies” or “Cleveland cosmetic surgeon” than the name of
your company. Use unique titles on each page. Don’t forget that each page on your site is an oppor-
tunity to be found by the search engines,so create unique,descriptive titles for each page.

Front load your title with your best keyword phrases. Search engines tend to give more weight
to the first few words in a title,so “Skiing with Children: A Practical Guide” will probably do bet-
ter than “A Practical Guide to Skiing with Children. ”

Make it easy for search engines to crawl your site. Search engines send “spiders” to grab the
content from your site,also known as crawling. If a spider has trouble navigating to some or all of
your site, those pages won’t appear at the search engines.

Get more incoming links. Since search engines see quality incoming links as “votes of confi-
dence” , it’s important to cultivate those links. Although there are many ways to get incoming
links , here are three proven methods:

Get listed in established directories. Although you may blanche at paying for a listing, it’s of-
ten the paid directories that carry the most weight at the search engines. If a $299 per year listing
at Yahoo brings in $1,000 extra in business, that’s a good return on investment.

Market your articles. By using an article distribution service like iSnare or The Phantom Writers ,
you can reach a wider audience and create dozens if not hundreds of links back to your web site from
other Web sites that carry your article.

Create link-worthy content. No one’s going to link to your online brochure. Create quality content
that is of interest to your prospects and customers. Since people are often more likely to link to a blog
over a web site,consider posting your content to your blog and use your blog to lead people to your web
site for conversion. In Conclusion if any of these tips were news to you,make the appropriate changes
and watch your rankings improve. If these aren’t enough to give you a satisfactory bump at the search

engines,it may be time to bring in a professional.

New Words and Expressions

visibility [ vizo'bilotr ] n. Al WP, AT OLEE

displace [ dis'plers ] v. B

variable [ 'vearrobl | n. AR, AIARRER

prospect [ 'prospekt ] n. (EFP) FERME; EACEAE ARV
BT _E R s

navigate [ 'nvigert | v. S

Phrases and Expressions

the first page of results HMREREAHE—TT
title tag PRREAREE
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title bar PR

browser window R 3

front load...with... gﬁ ...... E‘fj‘ﬁ ...... ; 7 RRRE GINGTE: 3 ot
have trouble in doing sth. TEMR 3 B B RR 5T ki BH A

Extensive Knowledge

MSN . {#%KH) MSN, 2R Microsoft Service Network , J&—Fh [ Fril A Bl (S04, &
HRBO S5 G R B S RAR T B, 54 FIRIEA Skype, ICQ (I seek you), HEFZE (yahoo
messenger) , MSN 721t A R LM P8 .

Section Il Sample Letters

A. Contacting Importers Who Demand for Specific Products

Dear Lady/Sir,

We have obtained your name and address from Global Sources and we get to know that you
are in the market for leather bags as described in the photos attached. And we’re writing because
our products are really meet that interest of yours.

We are a leading manufacturer specialized in making all kinds of leather bags. With time-
less designs that combine inherent functionality with classic beauty , our craftsmen create leather
goods that will last a lifetime. To ensure the longevity and highest quality of each item,we inti-
mately oversee each step of the process.

For more details about our company ,please visit our website: X X X X X X X X X X X X.

For any question, please. feel free to let us know. Our contact ways are as below :

X X X X X Leather Co.,Ltd.

Tel

Fax .

E-mail ;

MSN .

Trade Manager:

Skype :

Website ;

Best Regards,
X X X X X
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B. Contacting Importers Whose Demand is Roughly Described

Dear Lady/Sir,

Your name and address are kindly introduced to us by ABC company and we are desirous
to meet your market demand , hoping to establish business relationship with you.

We are the manufacturer specialized in making all kinds of leather handbags. Please let us
know if you need our latest catalogue with all details. For more information about our products or
quotation , please. contact us and any enquiry is welcome at any time.

Our contact ways are as below;

AAA Leather Co.,Ltd.

Tel .

Fax .

E-mail ;

MSN :

Trade Manager :

Skype :

Best Regards,
X X X X X

C. Invitation to Trade Fairs

Dear Sir/Madam ,
We are glad to invite you to visit our booth No. HN10000 for 2nd Guangdong fair from June
12 to June 16,2013. Your attending will be very appreciated and we’re looking forward to meet-
ing you in the fair.
Our company is a leading manufacturer of LED related products such as desk lamps, ceil-
ing fixtures and street lights. We have dedicated 20 years to technological innovations in R&D
projects developing full line high-efficient RoHS,CE and FCC certified LEDs.
Any question, please feel free to let me know.
Our contact ways are as below:
ZKY LED Co.,Ltd.
Tel .
Fax.
E-mail .
MSN .
Trade Manager:
Skype :
Website :
Best Regards,
Sophie
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Notes
1. obtain [ob'temn ] v. 3k1%; 185
2. specialized [ 'spefolarzd ] adj. 118
3. longevity [ lon'dzevatr ] n. K#F; Fi
4. oversee [ auva'si: | v, WiB; WE; B
5. desirous [ d1'zaroras | adj. VR ; HEH
6. catalogue [ 'keetolog ] n. H¥; BH; R3
7. enquiry [ in'kwarori ] n. i8]
8. booth [ bu:d] n. /NE]; e IS
9. appreciate [ o'pri:fiert ] ot. [
10. manufacturer [ menju'fektfora(r) ] n. HlER
11. dedicate [ 'dedikert | vt BT BRi; PREREE
12. certify [ 'sartrfar | ot. JERA ; ARIE; UE3E; MAIER
13. be in the market for 3]
14. high-efficient adj. FALH)
15. full line 7 b A

Extensive Knowledge

1. RoHS ; [ EY) EFR T84 (Restriction of Hazardous Substances) 2 Hy K88 37 125 il sE 1
— TR GlARvE, B  FRE R AR R e AR T

2. CE Bk 4i— (Conformite Europeenne) , FLENGA CE #5a # 7= i 5 AT 78 B B8 45 1
FENHE.

3.FCC:EEBH@EEZERZL (Federal Communications Commission) , FCC ) TR AR
MARBERSHEARZR, WEZREBNHET M. BEFARAIEF=nEHFALZET S,
#PESR FCC BN,

Section IV Exercises

1. Translate the following expressions.
(1) fair booth:

(2) business range:

(3) mutual benefit:

(4) latest catalogue:

(5) leading manufacturer;

(6) FCC certified LEDs ;

(7) specific enquiry :

(8) trade leads:

(9) best selling lines:
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(10) commercial integrity :

2. Choose the best answer.

(1) Information shows that you are the market leather bags.
A. at,of B. in, for C. at, for D. on,of
(2) We would very much if you inform me of your requirements in detail.

A. appreciated  B. appreciate it  C. appreciate you D. appreciate

(3) The photos cover the main items available at present.

A. attaching B. attach C. attached D. are attached

(4) We would like to receive your inquiries our hardware.

A. about B. to C. for D. into

(5) We wish to establish direct business relations you.

A. with B. for C. from D. to

(6) We are a manufacturer making all kinds of leather handbags.

A. specialized  B. specialized in C. specializes in  D. special in

(7) is our strong point.
A. Relying B. Reliance C. Reliability D. Reliant
(8) Our products are now in great demand and we have hand many enquiries from

other countries.

A. at B. on C.in D. of

(9) Is there anything you’d like to know?

A. in detail B. on particular  C. in particular  D. on detail

(10) The product gives you an edge your competitors.

A. at B. on C. over D. for

(11) In order to acquaint you with our business lines,we enclose a copy of our ex-
port list.

A. of B. with C. over D. for

3. Translate the following sentences.

(1) &> AR EMFTAR R, XHEREE. (I'm really positive that...)
(2) 20 4RI LB T0 & et HI4F & BT A9 LED 7= o (dedicate, longevity)
(3) HRITKRSIES, HITEARERES . (appreciate)

(4) FifElF, MK, AB TN ER. (push the sales)

(5) #ABIT ORI IEAT R, FF KR, (in the market for)

(6) FRATH = b o i 5 10 22 HA AL 7 3 9 7™ S B —AE, TR IRATH A8 B AR AT A9 R
2. (as good as)
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(7) BAVEHASEERVRTT ARSI H S KR (avail oneself of ...)

(8) FRATABEAL 5 BRI B P 5 S AL IR A 51 5 Kesphik . (owe...to...) (Commer-

cial Counselor)

(9) TEEANEBRY, A= REEEd KK E ., (go through)

(10) ESAIE, WAAIRS EZBNE P REFAIIFS . (well-received)

4. Write a letter according to the information given below.

Suppose you are the Geniuer International Software Corporation in line of software export.
You're required to seek business relations with potential customers through E-mails. Write a friend-
ly letter, stating :

(1) Your business range.

(2) The intension to establish partnership.

(3) The chance of mutual benefit.

Section V  Extensive Materials: global B2B platforms

1. Liquidity Services (#t & BAMBRIAZTFA)
1842 : www. liquidation. com

X MR R ES B2B M, XERAKNTERTEE, AT AKX
EXK, mafiERE. BF. HEIL. LS,

2.MFG (EARHAZFRFEFMMIES)

1,4 : www. mfgquote. com

BFEMEEL S RIMT., &, #%E. 98RF—ol™maERER, H-nd
BaFEVMmTER, $#E/R. LML, 44, TR, KA, %&. RW, &H&.
T, A, JFRFE, SEHES.

3. Kellysearch (Z[E Kellysearch. com——gF| B {Z 8T &)

184 : www. kellysearch. com

XRBRER KM B2B F&, WR2K200 BARARELEM1 000 ZH™=MER, £
LERRMWF BT RAORBWTAEMY, =aRFEFEEASHET. Wz, &t BF. 6
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B, AWMESXRAR. &K, am5EE. L&, RE. FESHE. KE, HldE. B#HS
ROLARS . ®2h . BsHr™=. R, €2, KESRE. B . RFESTIL. 2REKARH
W RYEATE], @F%HER 500 MRK S, BES2 NARMTIL, BFESRER 20 X, XK
FEMNBRSHET | HEEE, AT ISR,

4. ThomasNet (FESHXETIRAENHFES)

1§44 . www. thomasnet. com

HAEHEBEMLT, £FnE. #h5 . SEEMEM TR MRS, BERAXTI
7 i AR 55 G0 By AE b S B 2 TN 915 B IR M .

5. Trade Kdy

18,4 . www. tradekey. com

TradeKey J2& @R B F1SE M LU B3R 19 B2B [ ufi, 7E2BK3E 4 B2B h A 5HTF,
BT R B 32 A AT T A AF 52 B2B W3, TradeKey — H B ) T4 BRIE B 1R 4
oA, HBkiE £ 90 ) iR B 5 LA 45 BB LAY TradeKey M5 %12 /il i %2,
DL O2hRem, 242 EK B2B Rl Y 953 38 R iR 32 A8 B Ak X 1 40 B2 B2B i 22—
LR — AL R 2% R 5 IR 5 A &, & RFQ, P/I, P/O, L/C %5 B3I X4 # J7
X, b ATELREL M ERIT . Bkl &, EShBEMERE LR .. KL EL M
M ERFIARERI LS T H,

6. GlobalSpec

4% . www. globalspec. com

GlobalSpec B— ER5|%, HTHE. T MEARFANEFEERIE, 7TH B RE
R T T, HAEFARS . GlobalSpec FELUZSSIELHL. BEHL. A, FIEEAH
AHEMTE ™A E, REAF/ETEREER. TIIHN ., HERs . EEEER

7. EUROPAGES

384 . www. europages. com

ERAEHFEMNE (2EMSkx k&), — P RBEMEZ, BRMET, Tk
PR A, UL ST BRI Ak B R E IR R B RS E

8. KOMPASS ( FRIHRRT 1 e X3 1k [ it F & )

384 . www. kompass. com

R R 2 RGUEH EFRR S &, 7T LARER XM R BE BIFHRAZ P A F
IR AL, FRIAHT ik 42 SRR 35 23K 60 2 E K e X, # 57 000 4= i ik 55
SAIH 270 TR A, I 100 TTARidR, 500 TSR A%, #4 2 500 75 /9 E bR
FHEEHP, HPERAERRE, LR 270 TREREBEXREL. 70 BF2AE M
60 4R 55 it Jit

9. EC Plaza

4% . www. ecplaza. net
R RMEEZ RS2, B2B iR EREFBARER., #FO/. HOR. &l
ER . BEART . SRR ER. EXMRBEETFE, ERPTEER. 2XERXEER



