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What Is Exporting?

Mark the following box before each statement with “T” for true or “F” for false.

Tapescript

Though it may sound surprising, there is no country in the world that can produce all the
things it needs. In order to engage in effective production and reproduction, raw materials
equipment and technology that are not available domestically must be imported from
abroad.

However, unless a country exports, it will not have the foreign exchange to import the things
it badly needs. Therefore, all countries in the world are intensifying their exporting activities in
order to capture a large share of the competitive world market.

What is exporting, anyway? Exporting is a process of earning foreign exchange by selling
products or services in foreign markets. In order to fulfil this, an exporter must behave like any
other seller who is marketing his products or services in his own country or abroad.

The exporter must provide the right product in the right place, at the right time and the right
price, and he must make sure that he gets paid for the product.

The basic principles are the same for doing business at home or abroad. But it is generally
more complicated and difficult to sell overseas due to different geographical conditions. The
distance and risks involved are much greater. Besides, there are also language and cultural
barriers. In order to overcome these difficulties, the exporter should learn a whole set of special
procedures and practices. For example, he must know how to quote an export price for his
product, which will not only take into account the ordinary costs but also the additional costs for
export. He should know how to get the terms of delivery right. The terms of delivery will define
the costs and responsibilities of the two contracting parties. He must make sure that he will get
paid for his products by the correct terms of payment. Sometimes the failure of this will not only



wipe out the profit but also bring him heavy financial losses.

® Keys
1F 2T 3T 4T 5T 6 F

The Importance of Export Trade

Make the right choice according to the information you hear.

Tapescript

The key to developing foreign trade of a country is the expansion of its exports. Without
export, there can be no guarantee of fulfilling its import plan. Therefore, export trade is
virtually the foundation of a country’s foreign trade. Only by exporting a part of its industrial
and agricultural products can a country obtain adequate foreign exchange to purchase the raw
materials, advanced technology and equipment. Export, as an aspect in a country’s foreign trade,
is most important. A country exports to get the necessary foreign currency to pay for things it
needs but can not supply itself, or can not supply adequately.

The main source of China's foreign exchange income comes from export trade, which
accounts for about 80% of her total foreign exchange income, while tourism, overseas Chinese
remittance, shipping, insurance and other nontrade income account for 20%. In order to absorb
more foreign funds, China must continuously increase her exports.

Exporting a part of the industrial products to foreign countries means that a country’s products
enter into competition with foreign products in the international market. Competition can
prompt the enterprises to improve the quality and increase the variety of their products,
and therefore bring about the technical transformation. On the whole, it promotes
industrial production. Exporting a part of agricultural products can increase the farmers’
income and promote the development of agriculture economy. More export paves the
way for more import, and by developing foreign trade, a country can develop its national
economy.

® Keys
1C 2B 3A 4C 5 C



Fill in the blanks according to the information you hear.

Tapescript

Everybody knows the importance of market research. Market research is useful both for
newly established trading companies to open business relations with overseas customers, and for
established exporters who have regular customers to expand their business. Now the point is how
to do export market research.

First of all, the exporter should use trade statistics published by most countries to narrow
down the scope of his research. Important information sources include: the national trade
statistics which indicates the number of wholesalers, retailers and other kinds of marketing
intermediaries, trade journals and directories and international organizations such as
International Chamber of Commerce, and China Council for the Promotion of International
Trade.

After carefully considering the above information sources, the exporter will find out what
countries are now importing his products and from what sources. He can judge the amount of
business and the rate of growth or decline. Then he may choose a number of target markets
being worth further study.

Secondly, the exporter must bear in mind the cultural and social backgrounds of his
target market, such as the language, religion, etc. Since all these elements influence people’s
consumption pattern, a deep understanding of them will help the exporter to predict the changes
and follow the new market trend.

Thirdly, the exporter must know the relevant government policies: What kinds of products
are limited or restricted in import activities? Are they restricted because of shortage of foreign
currency, tendency to protect national industries or sanitation demand? What kind of goods does



the government levy high tax against!?

Fourthly, geography may influence profoundly the distribution of goods and the development
of sales channels in a country. Temperature, altitude and humidity may affect the proper
functioning of some equipment. Products which function well in temperate zones do not always
perform well in tropical areas. With regards to products like timber, food and paper, the amount
of water absorption in transit can be very influential.

Finally, the exporter must take into account the political risk (whether there are military
clashes), distribution systems (whether seaports, railroads and roads are available). Moreover,
the exporter must know the local legal system since there is no single, uniform international

commercial law governing exporting transactions.

® Keys

To do market research, the exporter should:

a. use established statistics such as important information sources including: the number

of wholesalers, retailers and other kinds of marketing intermediaries, trade journals and

directories and international organizations to narrow down the scope of the research and

find out what countries are now importing his type of products and from what sources.

b. bear in mind the cultural and social background of his target market, such as the languages,

religion, etc.
c. know the relevant government policies: What products are limited or restricted in import

activities? What goods are levied high tax against?
d. bear in mind the influence of geography on the distribution of goods and the development

of sales channels in a country. Temperature, altitude and humidity may affect functioning of

some equipment.

e. take into account the political risk, distribution systems and local legal system.

Variables in Marketing

Fill in the blanks according to the information you hear.

Tapescript

Marketing is the process of providing the right product in the right place, at the right time
and the right price. Essentially, marketing embraces virtually all the business activities required



to get the product from the factory to the end-user. There are many variables in marketing. They

can be altered in order to achieve the best marketing.

The following are some of the variables in the marketing:

1. Product What product will be made for export? What are the designs and functions?

Having decided what to produce, the producer still has many basic product characteristics best
meet the requirements of the market. This includes the quality for the product, the materials
from which it is made and how well it works, etc. Therefore product is the first variable.

2. Presentation In a marketing sense, the presentation of the product is closely related to
the product itself. It is what the product will look like, or to be more exact, it is part of the
product in the eyes of the buyer. The styling details of a product, such as the colour, the
shape, or the size, all have a great influence on the success or failure of the product in the
market place. Packaging is another important aspect of product presentation. Packaging
means even more for goods. Good packaging will not only make the product more attractive
and attract more buyers, but also make it convenient to use. Good packaging is a free
advertisement for your product when consumers buy the product.

3. Pricing Deciding what price to charge is no easy matter even if the producer has an
excellent product that is nicely wrapped up. The price of the product depends on the costs,
where and to whom the product is sold and also the competitor’s price. The cost includes not
only the cost of raw materials but also the cost of production like the factory overheads, wages,
distribution cost, etc. Overpricing, like underpricing, in the face of intense competition will bring
down the total profit and even result in heavy financial losses for the exporter.

4. Marketing Channels It is very rare that an exporter can sell his product directly to the user
that is sometimes half way around the globe. The goods must be sold to middlemen such as
importers, distributors, wholesalers, and retailers, who ultimately sell them to consumers. These
are the intermediaries through which the end-users are reached. Each trade in each country
may have its own pattern of sales channels. Those in China are definitely different from those in
America. The exporter should select the most appropriate ones for his products.

® Keys
Some of the Variables in Export Marketing
1. Product
What product will be made for export?

What are the designs and functions?

2. Presentation
It is closely related to the product itself.
It is what the product will look like.




The styling details of a product, such as colour, shape or size have great influence on the
success or failure of it.

Packing is another important aspect of product presentation.
3. Pricing

The price of the product depends on costs, where and to whom the product is sold and the

competitor’s prices. The cost includes not only the cost of raw materials but also the cost of

production.
4. Marketing Channels

The export goods have to be sold to intermediaries through which the end-users are reached.

Exporting Procedures (1)

Fill in the following table according to the information you hear.
Tapescript

Exporting practice is a very complex and important course. The main exporting procedures
are sampling, quoting a price, confirming a sale, preparing goods for shipment, transportation
and insurance.

1. Sampling In most cases, business starts with sampling. Seeing is believing. In order to
make the customers know what he intends to sell, an exporter often sends the samples while
writing to his customers to present the advantages of the item in question. See to it that the
sample you are sending is no better than the product you will deliver.

2. Quoting a Price When an exporter receives an inquiry for his product, he quotes the
customer a certain price. When quoting, he must take into account the costs of packing,
transport, insurance, credit, agent’s commission and so on. Sometimes the customer may ask
an exporter to quote in the form of proforma invoice. In this case, the importer may ask to

quote in the form of proforma invoice in triplicate stating the name of goods, quantity, unit



price, amount, terms of payment, time of shipment, etc. Given at the bottom of the invoice
are such remarks as “Subject to our final confirmation”. These remarks imply that the offer
is not a firm one. Quoting in the form of proforma invoice is generally required by customers
in countries where application for an import license needs to be supported by the proforma
invoice.

Confirming a Sale As soon as an offer is accepted by the customer, the exporter sends
him a contract to confirm the sale. In confirming a sale, some of Chinese import and
export corporations use a sales contract and some use a sales confirmation. Both are
documents in the nature of a contract. Usually, a sales contract or sales confirmation
contains some general terms and conditions as well as the specific terms which vary
with the commodity. But such details as the names of seller and buyer, descriptions of
goods, quantity, unit price, total amount, terms of delivery, terms of payment, ports of
shipment and destination and so on are indispensable. Signing a sales contract or a sales
confirmation means conclusion of business in writing form.

Preparing Goods for Shipment After a contract is made, the exporter prepares the goods
for shipment. He makes arrangements with the factories for production of goods according

to contracts.

(to be continued)

® Keys

Main Exporting Procedures (1)

. See to it that the sample you're sending is no better than the product you will
L. Sampling deliver. ’

Take into account the cost of packing, transportation, insurance, credit,
agent’s commission and so on when quoting.

2. Quoting a Price

Some customers may ask the exporters to quote in the form of proforma
invoice.

Use a sales contract or sales confirmation to confirm a sale.

3. Confirming a Sale | Such details as seller and buyer, description of goods, quantity, unit price,
total amount, terms of delivery, terms of payment, ports of shipment and
destination and so on are indispensable.

4, Preparing Goods | Make arrangements with the factories for production of goods and then arrange
for Shipment shipment.




Exporting Procedures (2)

Fill in the following table according to the information you hear.

Tapescript

5 Commodity Inspection As a rule, there is an inspection in a business contract. The
exporter is under obligation to carry out inspection of the export goods as required.

Careful proper inspection is indispensable to ensure the quality of the goods. It is an
accepted practice of the exporter to have the goods inspected before shipment.

6. Transportation There are several ways of transportation in international trade such as sea

freight, railway, airfreight, long-distance road haulage and TAT (train-air-truck).
Choosing the right mode of transport is very important for an exporter. He may well try and
find the cheapest method of getting his goods to the export market. But the cost of transport
is not the only factor that must be taken into account. If he is selling fashionable dresses, the
cheapest mode of transport is a ship that takes three or four months to complete its voyage.
But he may decide to pay more for quick delivery of his goods. He understands that fashion
does not wait for him.

7. Insurance Goods should be well-packed and clearly marked so that they are not easily

crushed or lost in transit. But even when such simple precautions are taken, accidents can
happen. And apart from the risk of fire or leakage, there is always the threat of pilferage or
theft.
The vessel may sink. It may be badly damaged so that some goods have to be thrown
overboard. Your goods may be among them. Therefore, it is vital for an exporter to
understand and use insurance so that these risks may be minimized and that he can recoup
at least some of his losses from the insurance company.

8. Getting Payment Basically, there are six methods of obtaining payment for export
shipments:

a. cash payment — either on confirmation of order or when the goods are ready for

shipment;
b. open account — payment after goods have been delivered;
c. shipment on consignment — payment after goods have been sold;
d. documentary credit — using letter of credit;
e. documentary collection — using paid bill of exchange or sight draft;
f. documentary collection — using accepted bill of exchange or time draft.



® Keys

Main Exporting Procedures (2)

It is an accepted practice of the exporter to have the goods inspected
before shipment.

Ways of transportation in international trade are sea freight, railway,
airfreight, long-distance road haulage and TAT.

5. Commodity Inspection

6. Transportation

Use insurance to minimize the risks and recoup some of the losses from

7. Insurance .
the insurance company.

The six methods of obtaining payment are cash payment, open
8. Getting Payment account, shipment on consignment, documentary credit, and two types
of documentary collection.

— Part 1V

The World of Humor

Answer the question according to what you hear.

Tapescript

A traveling salesman sent in his card by the office-boy to the manager of a large company.
The manager’s office was separated from the waiting-room by a glass partition. When the boy
handed his card to the manager, the salesman saw him impatiently tear it in half and throw it
in the waste-basket. The boy came out and told the caller that he could not see the boss. The
salesman told the boy to go back and get him his card. The boy brought out five cents, with the
message that his card was torn up. Then the salesman took out another card and sent the boy
back, saying:“Tell your boss I sell two cards for five cents.”

He got his interview.
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