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Module 1 International Trade

Unit 1
nquiry, Offer and Counter-offer '

HESIRN Teaching Objectives

FHILEFEILFEZB AWM BNHXARE, EEXTHR, K. CS/NVOFERDRE,
RS ERERVGHETT. FBAA=ZAW: Wik, WHSAORLR. Wk 54 LR
. M. RENTERAR, iEIIXXEREH T TRORE, XESHHEEREERNTRES
ARG REBRTOL, SRR DR EERTIXE, M THRNMRRR, URRREH
FHRE. WARAAPIRXE: F—RICSOHE, BRRILZEEITHIBRRERL, I T—F0E
TTFER; BoRERAMRE, REENTRARANEERE. BUBUTR LXMW, ™
HREEEREREEGTHEREH . SERFEIRERGES, BE M SRREDBLRT .. X—
WA= AFOE. BEORAREOE, DEREZRSIR. BIEUTENFOFRSBA%
ARTRER, B—ERFHEESIBENF, SR ERRRE DERERINGHYHRMZE
.

BUEAAMRN, Ralies QoWIHMaT 0%, REBMEFREEHTRESRHED
B, FA1LSRE, RTA0.5 MR, MRS DRNFHHTHBHES . BUTETUL
RSN F T EE AT RBE, HEEERTSS,

PEOMNIUNN Teaching Points for Reference

BT ARBRSCA B IR MEIE AR, REUA CHEMERASZENS 5B, 24
FEAT ARG, DAERMIBEIAESA, TREFEHOXHINE, ibERA—A#T/ 5
>, BHENS—10505, ZE#—MaA#TER, X BFERARRIMELFEY . '

SER/R:

© 1. At the Guangzhou Trade Fair, Hemy jbﬂés“« a Spanish. buy‘ér;":is"'ih&uiﬁn"gff&ﬁdw rice:
ccver sand., . . ' - ;

2. Anold customer of Samsung MP3 player who askcd for the quotatxons a fcw days ago} is here to 3
get ths offer.

3. Mr. Hughes is shocked to ﬁnd the pnce has gone up sharply He is bargammg with the suppher
Mr. Green. : -



EESIEN Library Work

WA 3t Background Information

o REAIBIE “HFHEIE"  within a reasonable time
REARON “GEAE" REAZK, FENROSER—BOAT R, T, A
PRI T SRR RIS, ERRR MBI RN AERE . Al P
Baty, HATMEMBRH L, TIAGLSNMERT LA, A NSRS
—i, RRAXOTHA TR EL Rearly reply, as soon as possible ¥ AAHMA—TIRAESN,
R NBIF A BB RIRIE

o HHEREMEPHEESX  indirect approach
FEPEEAENRMELFENE, ETRAREREIT. ERPREANEREE®T,
s N B PR AL, HHARBER, HEMRE. RAEEFEREHEES N
BAF NS, ALBRFERRN, AR THFER. MROREZETR (direct approach) , EAT

EEERRBHMEN.

il k. Definition

o REBAIMN SES withdrawal and revocation of an offer
BB R BN ER SR FERAE AT I AT, BEEEER GEMERNCLAE

AR EZ R,
s BERXEE proforma invoice

ERXEEE-MBFNBERR, FAATRITR™RNES, SSER0RY . B&. 8%
FHE. EERERS TERZAWAETY, REREFSFZHBFEHDFTIEZH, FARE

AMER, MEREBERIBMRSE.

il 4 Vocabulary Development

alteration 2%, BEh

Art. Nofs).: article number(s) 5

atyour convenience ZEHRATEHIAR

at your earliest convenience FRXE

be highly favored 325ER

be well recelved ¥kl

be widely/universally acknowledged % EiRA&IA
booklet F#ft

brochure /NBF

call off. BUH

cardboard box ¥ELER

close adeal (withsb.) ( 5EA ) AHZH

(N FTIEARE . conclude/close business;

conclude/close a transaction; close a bargain)

come to/arrive at/make an agreement & AL HRY

concession it

effective HHH

enjoy great popularity/high reputation S B3

explre #1F, FHATH

face-to-face talk i

finallze #8---BEE TR

fluctuation ¥xh, A

foodstuffs import and export cotporation 8§
HOoaAs

get sth. under way - FFI&#4T

gointo |RK, FR



Indefinite FCPREARY

insist on 1R4F

ft occurs to sb. that... {FR A8
it is known to all... A&BFEH--
lapse (#XF), f£88) &1k, &%
leaflet JETURAH, FH
literature {3 BRI

make delivery 31

market research THiZiEZE
meanto do $TH

might as well i

need..badly 2%---

operative B

pamphlet /J\ilF

particulars 4Ry, #1E

prevailing ¥RE), BfTH

quote 3&flr, FHt

[~ (sb.) for some goods B ~ (sb.} a price for some

goods XEFMBZHIRMN

~ on pound sterling basis B ~ in pound sterling
RGN

reach an al-time high X Z|BESLFE

regarding &F ’

({UFR% 77 5EFwith regard 10, in regard 10)

sales representative §4&R &

sales volume $#58&

start the ball rolling . FF#&5ESh ( BT3B &R
%)

there is a high demand for/a great need for...
~HREWK

there Is no point in doing... &8 HEEHL.--

turn down 34 '

under separate cover BREF L

validity B8

withdraw 8§84

written form BEER

Text 1 Comprehensive Questions
|

1. 'What are inquiry, offer and counter-offer?

An inquiry is a request for information. It is usually the importers that make inquiries. They invite a
quotation or an offer for the goods they want or just ask for some general information about those goods.
An offer is a proposal of terms and conditions presented in a potential contract by one party, called the
offeror, to another party, called the offerece. A counter-offer, in fact, is a rejection of the offer. If a buyer
doesn’t agree with any or some of the transaction terms of a quotation or a firm offer, he makes a counter-
offer.

2. What is generally included in an inquiry?

In an inquiry, the importer invites a quotation or an offer for the goods he wants or just asks for
some general information about those goods. If it is the first time for the two sides, the importer should
inquire the exporter about the name and price of the commodity, quality, specification, quantity, terms of
price (CIF, FOB, CFR, etc.), terms of payment (L/C), terms of shipment, packing method, discount and
so on. Besides those, the importer can also ask for catalogues, price lists, pro forma invoices or samples.

3. Whatare the two kinds of offers? What is the difference between them? .
One kind of offer is called firm offer or offer with engagement. A satisfactory firm offer should be
clear, complete and final in its wording. A firm offer mostly provides a period of validity. It remains valid
until the validity ends. The acceptance made by the offeree before validity expires is effective legally. An-
other kind is non-firm offer or offer without engagement which is unclear, incomplete and with reserva-

o
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@
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-
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tions. Unlike a firm offer, it is not binding on the offeror. Such expressions as “reference price”, “subject
to our final confirmation” and “subject to goods being vinsold” are often used.



4. Why do buyers make counter-offers?
If a buyer doesn’t agree with any or some of the transaction terms of a quotation or a firm offer, he

makes a counter-offer.

Text 2 i3 2 ¢ ’

1. Incotermsfy k247 ZHAMILKEM?

Incoterms 52 5 BN E T 5 PRERFEHANASRERE—EEBAOEGRAN, Di#aRE
EARFREENEROARENE, RESERYEE LR XMAREE, BiREST1936FHRA
BT —ERERBAENERMN, 4 Mincoterms 1936, LI X T19534E, 19674E . 19765, 1980
£ 19904F | 2000845 TANFEFMEAT, DAGE X Bl I R X4 5 Bl B 31 5 SE BRI R R

2. Incotermsifizi YL B MR ? .
IncotermsiEMNEE R THEARSEANBFI XS ECERY $E BN B, &
B “KEN" BY, WEBRKE) ZHRAEXNFDT,

3. fEf# AIncotermskt il ¥ A7 FEM R RAR7
%FIncotermsBH BT IEBERIIRF. —TRANTEE I\ HIncotermsi i T & FA R
HESHR, B TRAMNARERBUNERE T YFATESEUSEHESRPHRAERIE,

4. A 2EX IncotermsiH T EWRBIT? B RESE, BAELES Fncotermsit i T EA4?

#E&E I TIncotermsf F B R R AEILE N SR LR, AT fFlncotermsE R FLYRIE,
HERMZER —HEEN . £ TFincoterms REHMEITT, FFLL, AFRN4EH EEAHE SR PIT Alnco-
termstif, EREHFRIFTS | IncotermsifiA R REEN ., AMIRESLZMX—8, YHHFHEERE
AR5 | S RAT R R, XA gEET RS,

jtening Practice

(3) emerging ~ (13) property
(4) credit conditions o , {14) squeeze
(5) Spanish - (15) resilient
‘ . ’ - (16) registering
(17) revenue -
(18) capital spending
~ (19) deteriorate - 7
(20) positive balances

T 2F 3T 4F 5T 6T 71T 8T



Tapescripts
Passage 1

Service Sector Mood Hit by Credit Crunch

Confidence among European service sector companies has tumbled this year as concerns grow that tighter
credit conditions will hit corporate profits, according to a pan-European survey.

In contrast, the outlook for service sector companies in the large emerging economies of Brazil, Russia,
India and China (Bric) remained strong.

Much of the difference between advanced European economies and the Brics countries is linked to
credit conditions, according to NTC Economics, which produced the business outlook survey for KPMG.

Just under 40 per cent of all EU non-financial service companies said the cost of credit had risen since
last summer, while just 6 per cent reported it had fallen. Spanish companies were hit hardest, with 54 per cent
reporting an increase in the cost of credit over the period.

In the Brics countries, a majority of companies said the availability of credit had increased, although they
concurred that the cost had risen. Since the economies of Brazil and Russia are heavily dependent on increas-
ingly expensive commodities, such as sugar and oil, this rise in finance availability is not surprising.

In the twice-yearly survey, European companies across the service sector showed confidence at its lowest
level since the survey began in 2006, with the largest falls coming in post and telecommunications, and finan-
cial services sectors.

The drop in confidence was particularly marked in Spain and Ireland, both of which enjoyed large in-
creases in service sector activity on the back of booming residential construction and buoyant property mar-
kets, which have been hit hard by the credit squeeze. The UK and France also saw confidence falling away.

Germany and Italy were more resilient, with German companies in particular registering greater opti-
mism than last October.

Although European companies that are confident about revenue, output, profits, employment and capi-
tal spending outnumber those who think conditions will deteriorate, the positive balances in each area have
dropped sharply.

Most companies complained their costs were rising; nearly twice as many expected to raise rather than
lower their prices.

Passage 2

Technical Regulations and Standards

Technical regulations and standards are important, but they vary from country to country. If the stan-
dards are set arbitrarily, they could be used as an excuse for protectionism. The Technical Barriers to Trade
Agreement (TBT) tries to ensure that regulations, standards, testing and certification procedures do not create
unnecessary obstacles.

However, the agreement also recognizes countries’ rights to adopt the standards they consider appropri-
ate — for example, for human, animal or plant life or health, for the protection of the environment or to meet
other consumer interests. Moreover, members are not prevented from taking measures necessary to ensure
their standards are met. But, in any case, whatever regulations they use should not discriminate.

The agreement also sets out a code of good practice for both governments and non-governmental or
industry bodies to prepare, adopt and apply voluntary standards. Over 200 standards-setting bodies apply the
code.



The agreement says the procedures used to decide whether a product conforms with relevant standards

have to be fair and equitable. It discourages any methods that would give domestically produced goods an

unfair advantage. The agreement also encourages countries to recognize each other’s procedures for assessing

whether a product conforms.

Manufacturers and exporters need to know what the latest standards are in their prospective markets. To

help ensure that this information is made available conveniently, all WTO member governments are required
to establish national enquiry points and to keep each other informed through the WTO — around 900 new or
changed regulations are notified each year. The Technical Barriers to Trade Committee is the major clearing

house for members to share the information and the major forum to discuss concerns about the regulations and

their implementation.

nterpretation Practice

Section 1 Sentence Interpretation

Yo Nk BN
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English-Chinese Interpretation

BATAAIRIT I S s ANEX B 2R, RERRIEIRIIEES.
ROTARRABIIHRIEREITRE MAARSE, RIPEERHITH,

WEERB M . Prinkl AR B IEAREL, HARRE

& BRi B 377 B84 dh B SR R CIFAL 23R 82

XKFRIFOA298/AMNE, RITRWT =R, URITBEHINHE,

HASKAAERSE, mEMEL.

R, ROTOMBEIRINERZBREERR, FURMERIT AR R &,
ERARMRALRG AR R BLEG1E, BTERFITAEEZORN . R BERIE,
T YRR FE R S — Bt (B] P 4k ek T BK

BABERIEIE BT TR LR S BT K

Chinese-English Interpretation

. We are thinking of placing an order for your Flying Pigeon Brand bicycles. We would be very grateful if

you could make us an offer for 200 ones with details.

The above inquiry was forwarded to you on Oct. 10, but we haven’t received your reply yet. Your early
offer will be highly appreciated.

Our frozen foods have been shipped to many countries where they are received favorably. It would be to
your advantage to try out a shipment.

We are sorry to say that the goods required by you are out of stock for the time being. Therefore we are
unable to make you an offer at present.

. We sent you our Quotation No.44 two months ago, but we haven’t received any news from you. It

would be advisable if you could make an early decision on this matter.



6. All quotations, except firm offers, are subject to our final confirmation. Unless otherwise stated or

| agreed upon, all prices are without any discount.

7. Many foreign telecommunications companies wish to come into the Chinese market such as AT&T, etc.
The competition is very keen. I understand some companies are lowering their prices and offering tech-

nical assistance and after-sale services.
8. I'm glad that we've settled the price.
! 9. The best we can do will be a reduction of another 30 pounds. That'll be definitely rock-bottom.

10. We’re now studying your offer carefully, so we hope that you can keep it open till the end of this month.

Section 2 Paragraph Interpretation

Chinese-tnglish Interpretation (1)

‘ We have just updated our prices. But of course I don’t mean our offer is final. As usual, we’d like to
quote the most reasonable price to start our business relationship for the future, even at the cost of a substan-
tial loss on our part. I hope we can do business together, and I also hope our products will be favored by the
’ CONSUIMETS in your country.

tation (2)

Z) Chinese-English Interpre

Lately we expanded our scope of business to better serve our Far East Asian customers, Chinese custom-
| ersin particular. China is such an enormous market that nobody can afford to neglect. My company is willing
to establish business relations with all interested Chinese parties. We guarantee the quality of our supplies.

\ And we have free samples for your inspection. As for the discount, we can reduce the listed prices by 5%.

23 nolish-Chinese Interpretation (1)

RV AERT HHMREERN . IMREEZE, RITERRE P REITITE, MR
TRREREEL Y, FiHSRBEHARY . BITRIRRFEANLS . MER—7, ERDHRHN,
| RS IBEN.

RITGRAEUSBAEIRE, RRBXEN . ARELERRAE. Rk ABDN=ER
R ER. WRRREAR, RIVRAAGELEREGHHEAREEE,

|
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Section 3 Passage Interpretation

2] [ nolish-Chinese Interpretation

L5F e HLINER REAR & HEL

BT EHFRBRINE, XEANERIREE T RESE: HEANEINNE—FEBHE,
EAR, TrnEER SN K THIL6%, M REEHERFRAER TR, MEFNEHEd
FETRISEFIFHR

BOHEREEREEXNEFTRKNE LR, AdiX—K, HAHABREARIF, HEANR
i E Al fER E MRS RBMAR FBURE) M. HIEERERANRTSRALMEFRFNR
H, FhEET. BRRIUERURGEREBORSE, REARHRIRZE TER; MHERERXE
ZFFRAERNERITEE

HIAT AR KR TRSAT RN REARNZEN, BAFERSEBARIEIRE BRI
JETE; R AT AR SR BB A M, METHEE A RNEA

HARSEAHRENEIN —BAARRERER, FHEEERR, R T ZHREEFHBY
hBE, HRERGESMIRUEPERACHY ., EhETOMYIRE,

B, HBREMMEIGHEIRTLRERBBITR., RESFOREH/BERRAFHRE
ROAE, F=0Z-MREAT BRNEFRIEREEE. ELTANRED, BREROHEK
B2520074F1 A By IEE T K T38%; ASTRIIZIIE RSN REE, F1946FTFHRAE L
K BAETHE DL

XEBILFEMRABRBESERY IR, REABRFRERF. HREESHRA “—HWX" W
Y, BREBEREA, WYREREIEE-RIAREAWK, UEHHRMH. BIWRREE, ¢
Eigia TRBERYARET, ERSERRNES.

IRINFE B, REABABEEKAET, MRAELMAERAE; WLELHRAR, MARE—
DiRkZs R AR —RENTRAK, TARBA—F,

ZY Chincse-tnglish Interpretation
Chinese Trade Surplus Shrinks

China’s trade surplus fell by 20 per cent in June over the same month last year in a sign that the weaker
global economy is having a serious impact on the country’s export sector.

The new trade figures, which show export growth slowing sharply, could strengthen the hand of offi-
cials in China who are arguing for a slowdown in the rate of appreciation of the Chinese currency to protect
exporters.

The deputy head of the Communist Party’s policy research office, Zheng Xinli, was quoted in state

i~ media yesterday calling for slower RMB rises. “We need time to upgrade the structure and to handle the pres-

sure.”

Government officials maintain they are still committed to a tight monetary policy. The currency has
appreciated by more than 6 per cent against the US dollar so far this year, helping to ease some of the interna-
tional pressure over China’s foreign exchange policy.

The trade surplus for June of $21.35 billion, against $26.9 billion in the same month last year, was well
below forecasts, while the rate of growth in exports fell from 28.1 per cent in May to 17.6 per cent last month.
Ken Peng, economist at Citigroup in Shanghai, said the trade figures were a sign that “external demand weak-
ness was becoming more widespread™.

Although the Chinese economy continues to show robust growth, policymakers in China face the same



delicate balancing act as counterparts in US and Europe, trying to control a surge in inflation without causing
too much damage to economic activity.

In a sign of growing official concern about the impact of higher costs on companies in the export sector,
Premier Wen Jiabao and Li Kegiang, a vice-premier, have both made publicised visits over the last week to ex-
port centres.

State media reported this week that the government was likely to increase tax rebates for certain export
industries such as textiles, only a few months after the rebates were cut. Over the last two months, the off-
shore forward market for the Chinese currency has shown a much slower rate of appreciation.

According to figures leaked to Reuters, consumer price inflation continued to slow last month, fall-
ing from 7.7 per cent in May to 7.1 per cent, which could provide further encouragement to relax tightening
measures. Moreover, sales and production figures to be released next week are also expected to show some
slowdown in growth.

L BRHBEARAWMAFFMAFRRET H2006F LIRME ERBIRY, BT LISHZIITTHRE—F g

KRBT

2. X—HEFHER TIEHMAR A B KNERE., EXARENERBERAT SRS AT
BB

3. BRI EEZMUR TR AEE R EHA DG . SFRNRLES ., DEAGRNERAAD
EREHK,

4. FEFABABITERZHBAREEEL LFT15%, FEREMNKBOBRAAE] LT HHHR
Fto

5. —REBMREE/RKABRAL B O RRA T35 WT Rl oA 2345 F o M AL B, TR 08 7 0
HO

6. LGB AKEE, RURBLE—-EZBRAE A LRI, MIIASXTA RS M %
SE X M o

7. AMEZERRBERTIRFRINNTS .

8. FEEMILT LB KR AMBEMUTRNKT, IRV HESTEBBRBLE,

9. AEERKKNTRCERD -ERE, SFCERTERENNEMTIERTEXES,

10. JnRA WIS R AR E SR MBOARRE %, BARGEANRLSERERN, —MUEN
B R

Chinese-tnglish Interpretation

1. Wal-Mart cut inventories and renewed its founders’ focus on reducing prices, just as the economy swooned.

2. An advertising slowdown has already been predicted for 2009, which lacks this year’s boost to budgets
from the Olympics, Euro 2008 football and the US presidential elections.

3. Marketing budgets over the next 18 months are facing their sharpest falls since the terrorist attacks of
| September 11, 2001.
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4. The Federal Reserve chairman Ben Bernanke told Congress that strains in financial markets, declining
house prices, a weaker labor market and higher oil prices were all putting pressure on the outlook.

5. The inflation risk had intensified lately with continued increases in oil and other commodity prices that
would push overall inflation higher in the short term.

6. Australia’s booming economy and surging currency are the primary drivers of the parking costs.

7. The price of natural gas in continental Europe is to double in the space of a year as a result of the rise in
oil prices, according to a leading consultancy.

8. The data suggested manufacturing companies in the main continental European economies, especially
Germany, have been hit badly by the effects of soaring oil prices on global economic prospects.

9. Although, April had seen a 1 per cent rise in euro-zone industrial production, the underlying trend in
the data has been flat or declining since the start of this year.

10. The warning by the experts came as oil prices hit a fresh record high above $122 a barrel, boosted by
supply disruptions in Nigeria and lower output in Russia.

N
-~

Paragraph Interpretation

1 Zz) tnolish-Chinese Interpretation

 ERBEFRA S BENRRSEHRLELFEN, ENLERLE SRS, W
| SRR, BRI AR B R

 ERZUEERR, FRCABYWERR, TEMR. G, SN REESR TR XEAH
| FEMARREGMAAREEIE L, MR L E AN REERANERZ —,

Chinese-English Interpretation

While companies are having a tough time making money in the US and western Europe, doing business
in emerging markets has been getting easier. Whereas inflation is rising faster than wages in western markets,
| in emerging markets it’s the other way around. In most emerging markets consumers are seeing increases in
their real purchasing power, despite higher rates of inflation.

: P&G, like other multinational western consumer goods companies, has been able over the past year to
use strong demand in emerging markets to offset slowing sales in the US and Europe. In 2007, P&G’s emerg-
ing market sales were some $8 billion annually. Today, they are $25 billion, and are the fastest-growing part of
the company’s business.




