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( Chapter One )

Introduction

(8 #®)

In English-speaking countries, all business correspondence for both domestic and foreign trades are
done in English. English is also necessary in non-English speaking countries for correspondence in
international trade, because English is widely used in this field as it is in the fields of politics, economy
cultural exchanges, etc. , especially after the Second World War. Today, not only does a non-English
speaking importer or exporter use English to communicate with his English-speaking counterparts’but,
English is even universally used between non-English speaking parties.

Since the implementation of the policy of reform and opening to the outside world, a great
number of coastal cities in our country have become more and more industrialized and
commercialized, where foreign trade has been rapidly developed. China’s entry to the WTQO has
added much greater impetus to this tendency. China’s import and export volume for 1978, the
year before the commencement of the reform & opening policy and that of 2003 are 40 bn USD vs
851. 2 bn USD. The latter is 21. 3 times larger than the former. At the same time, the keen
competition in the international market keeps on reminding us the importance of the English
language in the economic development of our country. Business English correspondence,
including letters, cables, telexes, E-mails and faxes, is regarded as an indispensable weapon,
with which we hope to win greater success, earn more profit in the struggle of international
trading competition on a global scale. Virtually, business English correspondence is a firm’s
silent salesman, a messenger of goodwill, representing its close interest in the outside
world. That’s why in people’s eyes, business English has dollar and cent value. Never should we
forget that keeping a harmonious contact with a client is to keep a good piece of property.

The pressing situation in international trade calls for a very urgent need of more and more
professionally competent personnel in this field who have a good command of business English.

What is business English, then? Business English, a branch of English for Specific
Purposes (ESP), is not another kind of English, but standard English to be used in
international business activities, as it is also used in the fields of science and technology,
agriculture, medicine and so on.

As a kind of E. S P., on the one hand, business English has its dominant features. For example,



