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Introduction

arm-up Questions

~ 7

In what ways can we get new customers?
How do you introduce yourself to your customers?

What information should be included when you introduce your products?

Situational Dialogues

_-

Dialogue 1
Self-introduction and introduction to the company

A:
B: Hi, I am Chris from YongFeng Chemicals. Here is my card. Nice to meet you.

A:

B: OK. I am in charge of marketing in Asia-Pacific area for over three years. I’'m prepared to

>

>

Hello.

Nice to meet you, too. This is my card. May | know your position in YongFeng?

provide you best product and service.

: Thanks a lot. | am very interested in your products now. Hopefully we could get good
cooperation in the near future.

. Exactly. Thank you very much.

: Could you briefly introduce your company?

. Sure, YongFeng started in 1999. We are one of the leading manufacturers of pigment
carbon black in China with a very good reputation in both domestic and overseas markets.

: How about the organizational structure of your company?

: We have 9 departments for three main obligations, which are marketing, function,
production, with over 100 employees.

: Wow, you’ve grown up quickly. Then, what’s your vision?

: We are dedicated to being a well-known company with professional management,
well-done team work, safe production to fit ISO9001: 2000, UKAS etc. qualification and
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A:

certification.
Great!

Dialogue 2
Introduction to the products

A: May I know some conceptions about your products?

B: Our products cover a wide range including high, medium and low level grades that can
meet different demands of different customers.

A: How about your sales condition?

B: Our products have been well exported to over 50 countries in the world and gradually
earned the market share with very good balance of cost and quality (cost performance).

A: Have your products been sold to our country already?

B: Surely yes. We have full experience in how to meet the demands of end users from your
area, for we started promotion there as early as three years ago.
Or: Not yet. Our products enjoy good sales in the area around your country and have
received excellent feedback. But we’re still searching for suitable partners in your market.

Dialogue 3

Introduction to present customers

A: Hi, Chris, how is business recently?

B: Quite good, Dave. Then, you?

A: Everything goes better than | hope. Chris, I’ve a good friend willing to find qualified
carbon black in China. Could you please do me a favor to introduce your products to him?

B: Sure, it is my pleasure.

A: Great. This is Mike Dawson, purchasing manager of D&S Ink Company in the U.S. They
previously took resource from LG .

B: Hello, nice to meet you, Mr. Dawson. I’m Chris Zhou from YongFeng Chemicals.

C: Nice to meet you, Mr. Zhou. Mike is OK for me and may I call you Chris?

B: That’s good.

C: I've heard a lot about you from Dave. And 1’d like to know more about your products.

A: It’s true. YongFeng provides excellent products and service, thus we’ve cooperated very
well for more than two years.

B: Thanks Dave. It’s our responsibility and it’s really a good chance to introduce YongFeng to
a new partner.

C: Shall we have a seat for a discussion about further cooperation?

B: OK, please.
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Notes

. YongFeng Chemicals: 5 4#:4k T 51T/~ (YongFeng Chemicals Co., Ltd.) [¥fj#K
- server: JIR%5#, Mg

. manufacturer: HlI&ER, | R

. pigment carbon black: 425K (T4 CERHIL =05

. 1SO: [HErbruE414: (International Standardization Organization)

. UKAS: JE[EAIFZ 714 (United Kingdom Accreditation Service)

. conception: My, H

. application: Fi&, M

. previously: PAFT, ZGHi

10. responsibility: 4T, HRTT

© 00 N O Ol & W DN -

Useful Expressions

1. Here is my card. X &34 .
This is my card. XK .
Here is my business card. iX+&3& 17454 Ao
2. 1 am in charge of marketing. & 71574 .
| am responsible for marketing. &1 5 44 .
| am in charge of the International Marketing Department. /& [H pr itz £5 .
3. Could you briefly introduce your company? i faj # A 44— R R 1K) 23 w5 41 2
Could you make a brief introduction to your company? i i Bt /45— N ARG 2 w3 2
Briefly introduce your company, please. i St /44— FRIA A .
4. with a very good reputation 5 5 R 4 1 7 2%
well-known 754 K471
famous %A
5. for three main obligations & +H =k 3= 57
for three main responsibilities  JE1T = K 2N 57
to complete three main obligations  5¢ % — K EE I 77
6. be dedicatedto  MZFT-, FH T
workat MFHT, BT
devote oneselfto £ T, #RG T
commit oneselfto  M\=ZHT-, FH T
7. Our products cover a wide range. &A1 iy .
We provide a wide range of products. FA 1524t (177 S F .
We produce a wide range of products. A 14:77 177 Shva )
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14.
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The range of our products is wide. FAT = L .

. earn the market share  3k15 15 35 %

gain/obtain/grab the market share k45 17343 %
win the share of the market 345 43 43

. Surely yes. 244k

Sure./Of course./Certainly./Absolutely. 45X,

. We started promotion work there as early as three years ago.

R AR BAT TR B L4 14 AR

We started to promote our products there three years ago.

PAT=AE R TEARAE IS HLHE T FRAT TR ™ i o

We began to expand our market to your country as early as three years ago.

PATHAE A A RA T T S A 2 1 5118

How is business recently? /T3¢ &t faf 2

What about your recent business? 3T A & ] 2

How’s business been recently? 5 A & G ff 2

Could you please do me a favor to introduce your products to him?

R — AN, AR ™ i A g A 2

Would you please introduce your products to him? i&5EARAT 7 5 A 23 45 b e e 2

He wants to know details about your products. flAEUEAR T fif— FARATTH = gl o
They previously took resource from LG. flflILARTI 62955k H LG A A .

Previously they bought products from LG. A JEATT A LG 25 & e 327

They used to buy products from LG. flAITLAHT A LG 28 &) 32 7% b

I’ve heard a great deal of you from Dave. F& M 38T BT 2] T VF 245 SARMTIIHE D o
I’ve known much about you from Dave. M EERIPHE T #2715 2 & ARG B
Dave has told me a lot about you. K% 1F T BB 2 X TR F1 .

Speaking Practice

sk 1: Interpretation

. Welcome to our booth. Here’s my business card.

. May I know what products you are interested in?

. I’'m from a company with professional management.

. We’re still searching for suitable customers in your market.
. It’s really a good chance to introduce you to a new partner.
- FRIE [ B A 45 0 47 DT i R DX b 55 5%

AR EHEE WA A R

- FRATTAE Al A2 R 7 S 1Y ) SR O TR A 2250

- BEEAFAMIL RIS A B R R R 2RSS



Ve, 6 | BFEEDE

10. FABRE D BH RS d /T, iS5

Task 2: Role-play

A is a businessman from Changxing International Trading Co., Ltd., a company which
deals in toy exports. He is now in China Import and Export Fair. B is a buyer from the United
States. He is now coming to A’s exhibition counter. A introduces himself and his products to B
with an intention of establishing business relations with B.

Task 3: Free Talk
1. How does a businessman get familiar with the products to be exported?
2. What good qualifications should a businessman have?

Task 4: Reading and Speaking

Trade in the 21st Century

In the 21st century, the exchange of goods is greater than ever before in the history of the
world. Every country has foreign trade. Certain countries, such as the United States, have
many resources and, therefore, are able to produce most but not all of what they need. Others,
such as Japan, have to depend on imports for their daily needs.

About 150 million persons are employed today in foreign and domestic commerce. This is
about 10% of the world labor force. Trade is very important today. World exports in the 1990°s
exceeded $1 trillion. Among this, almost 2/3 are made by 10 leading industrialized countries.
They have large industries and produce such as steel, chemicals, petroleum or machinery.

The principal commodities now traded in the world are of several types. Wheat, fruit and
vegetables, rubber, meat, cotton and wool are among the major agricultural products. Some
11% of all exports are the products of agriculture. Coal, crude petroleum and petroleum
products are the major fuel exports. Trade in manufactured goods is made up of many
thousands of items. The largest in value are machinery, iron and steel, mill products, cotton
fabrics and motor vehicles.

The exports by nations in Asia, Africa and Latin America are largely food, raw materials
and fuels. Many of them depend almost completely on one or two export products to earn
foreign money. If the world buys less of that product or if the price for that product falls, then
the country has to cut its imports, unless aid or investment is provided by another country.
These countries import mostly manufactured goods from Europe, North America and Japan.

Questions:
1. Can you list four great powers of natural resources? What are they?
2. How many persons are now involved in foreign and domestic commerce?
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3. What types of commodities now traded in the world are mentioned?
4. What are the main exports in nations in Asia, Africa, and Latin America?
5. In what ways is international trade important?

Tips
Departments in a Company

Head Office &3 Branch Office 42-3)
General Manager’s Office %23 7~~%  Human Resources Department A 7 /R
Personnel Department A %3 Administration Department  £7E 3
Secretary Office #t$# % Import Department i &
Export Department i & 3 Production Department 2 /=3
Purchase Department K #)31 Logistic Department 4% 73
Advertising Department = 4-<f Public Relations Department 23k X & 3¢
Planning Department 4> %] 2 Sales Promotion Department  $Z4¥ 2

General Accounting Department W %2t General Affairs Department & -3¢
International Sales Department FR44 & 21
Research and Development Department (R&D) A4 2



