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Unit 1
mi

Establishing Business Relations

The development and expansion of a business depends on
customers. Needless to say, no customer, no business. The establishment
of business relations is the fundamental step in foreign trade and in
international exchange because transaction can only be made after the
business connections have been set up.

To seek prospective clients and establish business relations is one of
the most important measures for a newly established firm or an old one
that wishes to expand its market and enlarge its business scope and
turnover. Usually a firm may approach its new business counterparts
abroad or obtain necessary information through the following
channels:

1. Attendance at all kinds of commodities fairs;

2. Chambers of Commerce in foreign countries, commercial counselor’s

offices or other commercial institutions at home and abroad;

3. Recommendations from business connections;

4. Mutual visits by trade groups and delegations;

5. Trade directories.

6. Banks;

7. Business Houses of the same trade;

8. Internet;

9. Advertisements in newspapers and magazines.

(http://wlkc.gdqy.edu.cn/jpkc/portal/blob?key=1431426)
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Situational Dialogues

Dialogue 1

Dali Wang, marketing manager of XYZ Cultural Product Company,
is taking a business trip in the United States. Having visited a museum

exhibition, he finds a museum store and comes in.

Shop assistant:
Wang:
Shop assistant:
Wang:

Shop assistant:
Wang:
Shop assistant:
Wang:

Shop assistant;
Wang:

Shop assistant:
Wang:

Shop assistant:

Wang:

Dialogue 2

May I help you?

Thank you. I just want to take a look.

Good. Let me know if there’s anything I can do for you.
Er... (Pointing at the top shelf before him.) Can | take a
closer look at that horse?

Sure. Wait a minute. I need a ladder to get it.

Thank you. Be careful!

Here you are. This is marvelous, isn’t it?

Definitely! This is really amazing. It’s made of clay,
right?

Yes.

Ahm... Can talk with you for a while?

Sure.

I’ m Dali Wang from China. I’m a trade representative
of XYZ Cultural Products Co.. Here’s my business card.
My company is actually specializing in cultural products
just for the museum store.

Great! But maybe I should introduce you to Dowsy.
She’s in charge of the store.

Thank you so much.

A few minutes later.

Shop assistant:

Dowsy, this is Dali Wang from China. He may have a
talk with you.
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Dowsy:

Dowsy:

Wang:

Dowsy:

Wang:

Dowsy:

Dowsy:

Wang:

Nice to meet you. What can I do for you?

Nice to meet you too. This is a very nice store. I've just
found several articles made in China.

Yes. They are gorgeous.

Our company in China specializes in the design and
production of versatile products for museum stores. Our
products are very popular in European countries because
they are good in quality and reasonable in price. We
handle duplicates of cultural relics, gift books, jigsaw,
mugs, coasters, all kinds of products related to certain
exhibitions. We’ve recently signed a big order with
British Museum since there will be an exhibition held
there in two years.

Wonderful! May I have your latest catalogue or...?

Yes. I'm bringing several copies here. You can get more
information from our website.

(Turning the pages.) Marvelous! Clay figures of warriors
and horses. They are exquisite. Are they from the world
famous museum of Terra Cotta Warriors and Horses?

(A bit exciting.) Absolutely right! My company is based
in Xi’an, the very place where the museum of Terra
Cotta Warriors and Horses is located. The city records
the great changes of the Chinese nation just like a living
history book. It is one of the birthplaces of the ancient
civilization in the Yellow River Basin area of the country.
So far, Xi’an enjoys equal fame with Athens, Cairo, and
Rome as one of the four major ancient civilization
capitals,

Great! Great!

The rich cultural sources provide the artists there with
unique food for creation. We’ve got a ready market in
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Dowsy:

Dowsy:

Wang;:

Dowsy:
Wang:

Dowsy:

Dowsy:
Wang:
Dawsy:

European countries, but the US is a completely new
market to us. So I come here and want to see if we can
find certain opportunities.

I believe you’ve come to the right place. The US has
thousands of small and big museums. People here love
museums. We have art museums, history museums, car
museums, train museums and space museums. Many are
famous. Millions of people from around the world visit
them each year. Museum stores have become part of the
museums. They make difficult and distant sense and
stuff simple and close.

That’s right. I’ve just had a tour in your store. It’s very
nice, owning many exquisite pieces there.

Yes. I'm quite sure of it. But my store is not big, a
medium-size one, though we’re in the largest city in this
state. There are many museum stores in the US like us.
The Metropolitan Museum of Art has larger stores.

I’ve heard this world famous museum but not visited it
yet since this is my first trip to the US. I’ll go there soon,
I believe.

It’s really worth seeing.

Dowsy, can I possibly meet you again? For I've brought
some small sample products from China, and I'd like to
show you.

Yes, my pleasure. Let me see, er... Can we meet this
Tuesday, the day after tomorrow?

Sure. What time will you be available?

How about Tuesday afternoon, two o’clock here?

No problem. I’ll meet you then.

Oh, may I keep the catalogue so that I can study your
products?
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Wang: Absolutely!
Dialogue 3
Two days later.

Wang: Hi, Dowsy! It’s so nice to see you again.

Dowsy: Me, too.

Wang: Here are some samples we made.

Dowsy: Book marks, coasters, books... Are these silk scarves and...

Wang: Scarves and pillow cases.

Dowsy: Wonderful. We’ve never tried the stuff here.

Wang: These are part of the samples we tailored for an Italian museum
store. The designs and patterns were borrowed from the arts of
the Tang Dynasty. That was over one-thousand years ago.
Since there was an art exhibition of Tang Dynasty held in
Florence, all the products accompanying the exhibition had
centered on the theme of that one.

Dowsy: I see. Do you possibly bring any porcelain stuff presented in
your catalogue? I am very impressed by the horses and the lady
figures.

Wang: Not now. You know those pieces are easily broken. But we can
ship some if more people are interested in them.

Dowsy: Good! I like the horses and I know people here must like them
too. Yes. Here they are. These two particularly! And can you
introduce the lady figures a little bit? They look chubby. I
enjoy the color very much.

Wang: Certainly! You really have a good taste for them. The lady

figure is part of Tri-colour Tang Pottery products. The figurines
of exquisite workmanship include handsome horses, life-like
camels, lively singers and dancers, the imposing heavenly king
with a phoenix on his crown, court jesters, grooms and animals
used as funeral objects. Golden camels bearing silks and local
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Dowsy:

Dowsy:

Wang:

Dowsy:

Dowsy:

Wang:

Dowsy:

Wang:

Dowsy:

specialties were recent reproductions between China and Western
countries during the Tang Dynasty. Among the articles the
biggest stands 160 mm. The tri-colour Tang pottery, continuously
improved through the centuries, has now been developed even
further and its varieties have reached several hundred. The once
tri-colour glaze has grown to include yellow, purple, black and
blue while the artistic quality has also been raised.

Great! I like the original tri-colour glaze figurines, yet I’ve not
seen the other coloured ones. They are simple but beautiful.
You mentioned camels. ..

Yes. Here it is. On this page. Compared with the other ones, it
is lager in size.

Really. It’s good. All your captioned products indicate the sizes
of the figures. The camel looks splendid! And the lady figures!
They are indeed. In Tang Dynasty, plump and chubby women
were considered as beauties. This is why the figurines look in
that way.

Interesting. I like it. We have many beauties in the country.
They must love these adorable figurines.

I agree. Haaa..

I’d like to order several pieces if your price is reasonable. Do
you have offers for all articles listed here?

Oh, really! You are so kind. You really encourage me to
develop the market here further. This is the price list, but it
serves as a guideline only.

We may arrange another time to talk about the details.
Excellent.

We’re not a big store and may not place a big order. But you
can try the Denver and New York trade shows. They are the
largest two shows related to MSA, Museum Store Association.
Most of the museum stores would attend the shows. I’ll go to
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the New York one in January. The Denver one is held in June.
We actually purchase our new products from these shows.
They happen to be held in every half year. I’'m sure you can
meet many store owners and clients there. I mean buyers and
suppliers are both present there.

Wang: Thank you so much for the important information. I’m
considering attending it too.
Dialogue 4

Dali has decided to attend the New York International Gift Fair. He
calls Tradeshow Organizer Affiliation (TOA) to book a booth.

Wang:

TSOA:

TSOA:

Wang:

TSOA:

Hello. This is Dali Wang. I'd like to book a booth for the
coming fair. Could you help me with it?

Hey, Dali. I’'m very sorry. All the booths for the coming fair
have been booked out. Maybe this is your first time to contact
us, but I have to tell you the truth. The booths for the fair are
rather hot and you have to book it one year ahead to get
guaranteed.

Oh, Well. I’'m sorry to hear that. But is there any chance that I
can still get a booth? Would it be possible that some exhibitors
might want to cancel their booth?

You are a smarty guy, Dali. Yes, the annual cancelation rate for
the booth is around 1 percent. It means there’re always some
30 ouf of our 3000 booths available, cancelled by the
exhibitors for all kinds of reasons. Do you want me to put you
into the waiting list? There are already 42 people in our
waiting list, trying their luck.

Please do put me in the waiting list. I’ll take the chances and
try my luck.

Okay, dear. But can you please tell me some more information
so that the computer can remember you?
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Wang: Sure. My name is Dali Wang. I'm with the XYZ Cultural
Products Co. in China. Our product line is mainly museum
quality reproductions of Chinese Antiques. My cell phone is
052 3678542.

TSOA: Thank you very much, Dali. You will be contacted once you
can have the chance to come in.

Wang: Thank you for your help. I’'m looking forward to your
favorable news.

Dialogue 5

In January, Dali arrived in New York. He got here to attend the
New York International Gift Fair. He comes to a booth and talks with the

owner of it.

Owner: Hello. May I help you?

Wang: Yeah. I’ve found the product of your company is quite similar
to some of our product line.

Owner: Oh, really? What do you do?

Wang: Our company deals in museum quality reproductions of
Chinese Antiques. Here’s my business card.

Owner: Well, you’re from China. My name is Abudabi from Syria and
here is my card. Where is your booth?

Wang: We are not lucky enough to get a booth for this fair. We
actually didn’t have an immediate contact with the organizer of
the Fair. But I still want to attend this show to get a general
idea of it.

Owner: I see. This is a quite popular show and the situation has always
been like this. You have to book it one year ahead to get a
booth. This is my Sth year to attend it.

Wang: Oh. Here’re some brochures for what we are doing. And
there’re a few samples of our products.

Owner: Wow! These do look nice and pretty. You know, like your
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country, my country is also very famous for its long history
and civilization. Most of our products are imitations of those
famous people in our country’s history. Look at these figurines!
They are made out of a special clay in southern China. My
company offers the design and draft. A factory in Dong Guan
manufactures them for us.

Great! But who are your major buyers?

Museumn stores all over America. We have been doing this
business for five years and luckily enough, we do have some
pretty good orders in this show and the Denver show.

Do you think some of our products might be sellable in this
show if we can get a booth next year?

Why not? More and more Americans are getting more
interested in Chinese culture. And we do have pretty many
good museums with a lot of Chinese artifacts. I think it is
worth trying. You can find your niche market!

Thank you very much. Mr. Abudabi.

You’re welcome. We’ve known each other. We may have the
chance to do business together.

Yes. Good luck!

Words and Expressions

catalogue n. H3¥ chamber of commerce Bj<
turnover n. ‘EMNVHH, BEH commodities fair B HAHL
Chambers of Commerce B4

trade directory H ik H%, THRITAZR

Business House of the same trade B1T, B 5

commercial counselor’s office 4254

channel n. IEiE, B# clayn. 8t

versatile a. % Fi& M duplicate n. B #I&H

cultural relics 3CAL8 = jigsaw n. HFEILE



