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Unit 1

Establishing Trade Relation
#or %8 &

EXETRRER

BUEFBRR, TLUESFRERR, TN EEEm, THREROFHE JEX,

MIBEER

B RE

The following conversation is between Mr Gatty,an importer from Britain,and Mr

Dong ,a director of Liming Foodstuffs factory. Mr Gatty is visiting the sample room of the

company and Mr Dong is accompanying with him.

Mr Dong: Here is our sample room.

Mr Gatty: You certainly have got a large
collection of sample foodstuffs
here.

Mr Dong: Yes. We are exporting a wide

range of foodstuffs to many cou-

ntries. And the demand is get-
ting greater and greater.

Mr Gatty: So it is. Though we haven’t
done business with you ,as you
know, your exports of foodstuffs
to our country have considerably
increased during the last few
years. It appears that Chinese
foodstuffs are very attractive.

Mr Dong: You said it. The quality of ours

is as good as that of many other

suppliers, while our prices are

not high as theirs. By the way,
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which items are you interested
in?

Mr Gatty: Canned goods are of special in-
terest to me, particularly the
canned fruit and meat. As your
canned fruit is among the most
popular ones in our market, I’m
going to place an order in a day
or two.

Mr Dong: Good. How about our canned
meat?

Mr Gatty: I think it will also find a good
market in our country. Will you
show me some samples?

Mr Dong: Yes. This way, please. Qur

| canned meat is in various
weights. The largest one weighs
three and a half pounds net, the
smallest seven ounces net.

Mr Gatty: The small sizes are more saleable
in our market than the large
ones. I've brought with me a
sample of canned meat, which is
only six ounces. The smallest
size of yours is even bigger than
that of mine. I wonder if your
canned meat tastes better.

Mr Dong: You are welcome to have a try.
Here it is. Ours is of prime qali-
ty.

Mr Gatty: Oh, it’s delicious. Mm. .. 'm
not sure about the pesticide res-

idues in your foodstuffs,

i A :

L

L &

ok

B

kA

k-

Foxd ol 3k & A, U R K R 6k
P 3R BOE . B AR
MARBLERETH LERES
#H,RE-BRZARTITH,

S AR A RSk IR Y

REEMNEREHBULSBAIHE
Mo REELLRE—THRY?

AR, XL, RITMAMLE

BT EM, BORKEE 35 8,
BU/MRBRE 7 &7,

HE/MOELLERKKRELE
T EEFHE. RESHFR—
TREEKEER, RE 6 RFEE,
HEIB/NE = SR B LR K,
AR T AR AT 86 8 K B A 7

KB HEEBE—T. &, RIMNH

PR RRBFN.

R EFIZRT . B RAKH
BANEAPARARENE
HAEARRMERIT—EXRD



Mr Dong:

Mr Gatty:

Mr Dong:

Mr Gatty:

Mr Dong:

Mr Gatty:

Mr Dong:
Mr Gatty:

Mr Dong:

though. I’'m sure, you must
have given much thought to the
matter. But you know,our gov-
ernmental  restrictions have
been getting more and more
tight, so we are not allowed to
import any polluted goods.

You can rest assured. Qur food-
stuffs are guaranteed to conform
to the WHO standards.

Good. I'd like to order meat of
this kind in seven ounce tins if
the price is competitive.

What about other canned goods,
such as cannd mushrooms and
vegetables?

They are not as saleable as
canned fruit, I suppose.

Mm, no, I really don’t think
that is so. They are also among
our major exports and have
found a favourable reception in
many other countries.

Then, may [ have a look at the
samples first?

Certainly. Here you are.

Ah, very nice indeed. But [ am
not sure whether they are to the
taste of our peoplé. What would
you say to my taking some sam-
ples home before I make a deci-
sion?

That’s all right.
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Mr Gatty: Well, I have an appointment at | %#&: W, RE4.30BF5-1M4=. R
4:00. Shall we talk the details IR L7 HEHiR, 477

over tomorrow morning?
Mr Dong: OK. See you tomorrow. EAL M. BRI,
Mr Gatty : Goodbye. HE:. HBR,

.samplel 'sampl]  HE &
.sample room ¥ i [E]
.a large collection —K#t, F¥E(WEY)
. foodstuff[ 'fudstaf] &S
.attractive[ o'treektiv] BB S
. You said it.
i SURED I
.item[ 'aitom] &
8.aday or two —MX
The goods is going to be dispatched in a day or two.
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9.find a good market %84
Chinese silk piece goods have found a good market abroad.
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10.net[net] #HE
11. saleable[ 'seilobl] #5459
12.1 wonder if... HAERIE,Tm—F5EN % So
I wonder if we can pay the goods by D/P or D/A instead of L/C.
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13. Prime quality & &9
14. pesticide residue RZ R
15. to give much thought to  Xf----- LTHEIER
Our government has given much thought to the exportation.
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18. conform to &
We are always improving our design and patterns to conform to the world market.
RN —EEEERINIZSOEIAT, UHEHATHHER,

19. WHO standard ittt T4 40 40 (875 ) (0 4R o

20.to the taste of sb. EEFAONK, W HEHEH,
This new product is to the taste of European market.
X Fh B 7= i 22 BK B 32K

21. What would you say to doing sth.  #RIA g S04 o 8 ¥ FH SR AER X 5 B, #lan .
What would you say to talking about the payment terms after we finish the talk of
price?
TSRS , BT S AT &4, 4R IA R a2

22.We are exporting a wide range of foodstuffs to many countries.
BiNmFrEZEZXEOEMER.

23. The quality of ours is as good as that of many other suppliers, while our prices are not
so high as theirs.
BAT = 5 B B (R B A B O B A — B AT, T A H AR Il T G

24.Canned goods are of special interest to me.
AT e Sk & BAEH BN .

25.1 think it will also find a good market in our country.
RIAAERERETH LHH.

26. 1 wonder if your canned meat tastes better.
REAERNHAE LT ERARELT,

27. Our governmental restrictions have been getting more and more tight.

| REBH LR |

28. Our foodstuffs are guaranteed to conform to the WHQ standards.
RN HRIEFSH R DA ARBA KIRE,

29. What would you say to my taking some sample home before I make a decision?
TETRAE B LAHT , TR — S0k 5h B &, R A R a0 7

30. Shall we talk the details over tomorrow?

RITAREH AT 17157
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—The demand is getting more and more.



TR Bk BT
—You said it.
R X
—Yes, I quite agree with you.
REAZHRHERL.
—1 think so.
RELX A8,
—That’s just what I was going to say.
ARERBEHY
—You’re quite right.
PRI X o
FEFR R X XI5 A A B L B
~—They are not as salealbe as canned fruit, I suppose.
RIAREMNAIAKRRELTH,
—Oh, no, I don’t think so.
A, BEBAXAHE.
—No, I don’t agree with you. -
RARABEHFRHER,
—Oh, no, that’s where we differ.
RERRNADE M,
—I can’t say I agree with you.
RABURRFEE.
—1I don’t think you are right there.
RIAAER— KRR X
. What about our canned meat?
St B AT 9 1 WS B R 7
What about. . . B] AR RAMERN H &I, BEIKWESR :
What about the price?
XA B LT
What do you think of the payment terms?
X AT kAR BT
How do you feel like the quality of our products?
WREBRA > MR RS AR
What about. . . B[ FiIRRFB TR, HHE—THRITIEHKTEE.
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What about having a look at sample first?

RB—BRMW?

‘What about having a try?

Al AR —1?

What about placing a trial order?

ARSI ?

KPR SBWATELESE .

Shall we go to the sample room?

iERfIEALE, FWG7?

What do you say to going on our talks tomorrow?

RATTA KGR, RN AN g2
.You said it. B —EFRE. TARZRARFANANERL, ¥ LRMBARBER
ERFL . BCRLFAE.

—Fine quality as well as low price will help push the sales of your products.

—You said it.

— R REEAEEA MR AR TH™ 5,

— R EIE .

—Lack of commercial integrity often leads to ruin of business.
—You said it.

— R HLEREEFBEERY.

—IRiEAEXT .
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Dialogue 1

Zhang: Would you like to have a look at
our showroom, Mr Oliver?

Oliver: 1'd love to.

Zhang: This way,please.

Oliver: Thank you. How beautiful!

Zhang: Where shall we start?

Oliver: It would take hours if I really
look at everything.

Zhang: You may be interested in only
some of the items. Let’s look at |.
those.

Oliver: Good idea! I can just have a
glance at the rest.

Zhang: By the way, Mr Oliver, how Jong
have you been in this business?

Oliver: I've been in textiles for more
than 20 years, but the company
has been in business since 1935.

Zhang: No wonder you're so experi-
enced.

Oliver: Textile business has become more
difficult since the competition
grew.

Zhang: That’s true.

Oliver: Do you have a catalogue or some-
thing that tells me about your
company?

Zhang: Yes.I'll get you some later.
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Oliver: Thanks. When can we work out a

 deal?

Zhang: Would tomorrow be convenient?

Oliver: Yes,that’ll be fine.

Dialogue 2

Adison: Excuse me, could you tell me
where I can order electrical appli-
ances?

Xu: This line. We'll be glad to take
your order. Here’s my card.

Adison: Thanks. Here’s my card. I'm Ad-
ison form ABC Trading Co. Ltd.
We import electronics and tran-
sistors.

Xu: Please have a look at our sam-
ples.

Adison: Your development of electronic
products has been remarkable.

Xu: Yes, our research has had good
results.

Adison: Do you produce video tape
recorders?

Xu: Yes.

Adison: What’s that? Is it a television
set?

Xu: No. That’s television phbne. It's
still experimental.

Adison: What’s the problem?

Xu: We have to solve the problem of
using ultrahigh frequency waves
at around one thousand hertz.

Adison: I see.
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Xu:

Adison:

10

I've forgotten to ask you what
products you're interested in.

I think I've already seen some
items we'd like to order although
I'd still like to study them a bit
further.

OK, go ahead.

I’ll probably “be able to let you
know tomorrow.

I’ll be expecting you tomorrow

morning,say,at nine.

: Tomorrow at nine, perfect.
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Unit 2

Marketing
o

EXRTRERE
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Multiple Speed Racing Bicycles are a
new product. China National Light Indus-
trial Products Import & Export Corpora-
tion wants to open up a new market abroad
for them. Here,Mr Ma of the Export Dep-
artment is trying to push the sale with Mr
Brown, a representative from an American
firm. 7
Mr Brown: Mr Ma,I saw your racing bicy-

cles over there. They really
look smart.
Mr Ma: You said it. They are the new
models of our name brand
“Phoenix” racing bicycles, a lot
lighter than the othér ones. A
great favourite with the young
people abroad.
Mr Brown: How much do they weigh?
Mr Ma:  Those made from all steel have
a net weight of aroun 17.5 ki-
los, and those of light alumini-

um alloy about 16 kilos only.
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Mr Brown:

Mr Ma:

Mr Brown:

Mr Ma:

Mr Brown:

Mr Ma:

12

That's impressive. What’s your
model range?

In general, we have bikes for
gents and ladies size 197,217,
237,25” and 27”. The colors
very, depending on the buyer’s
requirement. Do you think they
have a chance on your market?
Mmm. .. they could de mar-
ketable in our area, but our
buyers are rather discriminat-
ing. What they appreciate most
is a reliable machine.

Sure, no one would buy a bike
that falls to pieces quickly. Re-
liability is our strong point.
Our bikes have been exported
to many countries. Users
abroad are satisfied with-the
delivery.

Such racing bicycles are new to
our consumers. They must be
handled very carefully right
from the beginning. It’s. no
easy thing to open up a new
market.

There will naturally be prob-
lems in the sales work, we un-
derstand, at the initial stage,
but we can safely say that good
quality and a reascnable price
will make our bikes very com-

petitive.
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Mr Brown:

Mr Ma:

Mr Brown:

Mr Ma:

Mr Brown:

Mr Ma:

Do you think you would be
able to compete with experi-
enced exporters from developed
countries? For instance, take
the Japanese. Their bikes are
well-established with the buy-
ing public.

Well, that depends on our mu-
tual efforts. We can offer excel-
lent terms, Mr Brown, if you
have a specific order on hand.
Look,Mr Ma,I'd be willing to
give your racing bicycles a try,
but you have to guarantee con-
tinuous production, and ade-
quate supply of spare parts.
Furthermore, delivery dates
must be kept.

Oh, yes, of course. We give pri-
ority to export orders. You
need not worry.

Before I make a decision, I
must have some more informa-
tion. Do you have a booklet or
something that will tell me
about the factory’s organization
and production? What’s their
capacity? I mean how many
bikes could they supply?

We cater to a very large foreign
market. Here are some publici-
ty brochures, which will show

you the latest innovations in
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