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Unit 1 Meeting a Trade Delegation

Unit 1
Meeting a Trade Delegation

FONTEFEHRN A

iPart [ £ Listen and Talk

FAHANA AN

Listen to the sample dialogues and read them aloud.

Dialogue 1, At the Airport

Mr. John Smith, Vice President of Pacific Trading Co. Ltd, and his marketing
manager , Mr. David Brown, arrive at the Capital International Airport. Wang Ning,
the manager of Beijing Light Industrial Products Import & Ezxport Corporation , and

his Interpreter, Li Mei, are now at the airport to meet the foreign guests.

Li: Excuse me, but aren’t you Mr. John Smith and §

Mr. David Brown from Canada? .

Smith: Yes, I am John Smith of Pacific Trading Compa-
ny, and this is David Brown.

Li: We have been expecting you. I’m Li Mei, an in-
terpreter of Beijing Light Industrial Products Im-
port & Export Corporation. May I introduce our
manager who has come to meet you?

Smith; Yes, please.

Li. Mr. Smith, Mr. Brown, this is Mr. Wang Ning. Mr. Wang, this is Mr. Smith,
and this is Mr. Brown.

(They shake hands, and there are general chorus of ‘How do you do’s.)

Wang: Welcome to China. Glad to meet you.

Smith: 1’m pleased to meet you too. It’s very kind of you to come and meet us.

1
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Wang: My pleasure. We are very happy about your coming. How was your flight?

Smith: Very nice. The weather was fine throughout the flight.

Wang: I’m glad to hear that. I hope you’ll have a pleasant stay here.

Smith; Thank you. I’m sure we’ll enjoy it.

Wang. How long do you intend to stay?

Smith; About two weeks. A

Wang: Good. We’ll have enough time for business talks. 'And in the interval, We’ll ar-
range some sight seeing for you.

Smith: It’s very kind of you.

Li: Your luggage is all here, isn’t it?

Brown: Yes, it is.

Li: We have already booked rooms for you. Shall we go to the hotel now?

Brown:Oh, yes. Thank you. Is the hotel very far from here?

Wang. About half an hour’s drive. You must be quite tired and have a jet lag after the
journey. I’m sure you will find the hotel service satisfactory. If there’s anything

special you want, you may always tell the interpreter there.

Dialogue 2 At the Hotel

Miss Li and the Canadians arrive at the hotel.

Li. Here we are. We’ll have to check in first,
This way, please.
(At the reception)

Receptionist: Good morning. What can 1 do for you?

Li;: Good morning. I’m Li Mei from Beijing
Light Industrial Products Import & Ex-

port Corporation, I’ve reserved two single

rooms for our guests.

Receptionist: (To the Canadians) Welcome to our hotel. Do you have any preference for

the room?
Smith. A quiet room for me, please,
Brown: I’d like to have a room with a good view of the city.
Receptionist: Just a moment, please. Let me check... Yes, You’ll have 1506, which is

very quiet, and 1509, which faces Chang An Street, Beijing’s longest thor-
oughfare.

Smith, Brown:Thank you. That will be fine.

Receptionist: You are welcome. May I look at your passport for a moment?

Smith, Brown:Certainly... Here you are.

2 M




Receptionist: Thank you. Would you please fill in this form?

Li:

( The Canadians have finished the registration)

I’ll get a porter for you. (Toa porter) Excuse me, would you please send
their luggage to the fifteenth floor? Thank you. (To the Canadians) Let’s
take the lift over there.

Listen to the following dialogues and try to fill in the blanks.

Office.
Smith .
Officer:
Smith:
Officer:

Smith .
Officer.
Smith .
Officer:
Smith .
Officer:

Smith;
Officer:
Smith :

Brown:

Li:
Brown:
Li.
Brown:
Li:

Brown:

Dialogue 1, At the Customs

May 1 see your , please?
Yes, here you are.
Is all your luggage here?
Yes, and
Your briefcase is from examination. Will you please open this suit-
case?
Certainly.
Have you anything té ?
Oh, 1 have only
What’s in this carton?
Cigarettes.
We allow each passenger ... cigarettes. We’ll let in the restricted amount
and pass the rest against payment of duty. Now you can close your
sultcase.
Is that all?
Yes, pass on, please. . Goodbye!
Thank you. Goodbye!
Dialogue 2 o On the Way to the Hotel
How far away are we from the downtown? '
About 40 kilometers, or 24 miles.
not very far. , isn’t it?
Yes, if
Is our hotel downtown? S
Yes. We’ ve for you at Sheraton hotel, one of the best hotels in
town, I hope you will enjoy your stay here.
Thank you, I’m sure we’ll enjoy it.




Li. Is this the first time that you come to China?
Brown: Yes.

Li: In that case, we shall try to make your trip as pleasant as possible, so that you

will

1. Imagine you meet an American businessman at the airport. Greet the guest and introduce
yourself, then take the guest to his hotel. The following are some useful patterns and ex-
pressions,

;but aren’t you Mr. Mike Green from the ABC Trading Company?

Excuse me,-EI suppose you are Mr. John Anderson from Canada.

EAllow me to:i I S R ST

an interpreter from China National:

:Permit me to: : . . :
; 1 ) Chemical Import & Export Corporation.
‘May 1 iintroduce myself. I’m Li Hong,: : ) :
: : i a secretary from Hebei Arts & Crafts!

iLeet me : éI t & E C
: : :Ilmpor ort Company. :
17d like to_ | LRI TR PERY: ]

this is Mr. liu, sales manager of Xinhua Trading Company.

Mr. Johnson, I’d like you to meet Mr, Zhang, manager of Pacific Steel.

Please allow me to introduce my colleagues. This is Michael Johnson, my marketing
manager. This is Charles Black, my ‘production manager. And this is Cindy Bell, my sec-
retary.

Now, I'd like to introduce my people to you. This is Liu Ping, our vice president.

This is Zhang Wei, our sales manager. And this is Xiao Lili, the head of my office.

2. Suppose you are accompanying your guests to the hotel. | = = e
Make a short dialogue including the following points.
(1) About the weather for this time of the year in
your city.
(2) The distance between the airport and the hotel.

(3) About your city’s development, such as indus-

try, economy, foreign trade and scenic places.
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Effective Strategies for International Negotiators ( [ )

by Gary P. Ferraro

A common definition of the act of negotiating is that two or more parties, who have
both common and conflicting interests, interact with one another for the purpose of reac-
hing a mutually beneficial agreement.

The successful negotiator must choose the appropriate strategy, protect the correct
personal and organizational images, do the right type of homework, ask the most relevant
questions, and offer and request the appropriate types of concession at the right time. Be-
ing a skilled negotiater in any context entails being an intelligent, well-prepared, creative,
flexible, and patient problem solver.

It should be apparent that success in negotiating international business contracts re-
quires a deep understanding of the culture of those on the other side of the table. Here we
will draw upon some of the most positive experiences of successful intercultural negotia-
tor. '

Concentrate on Long-term Relationships, Not Shert-term Contracts

There exists considerable variation throughout the world in
terms of why people enter into business negotiation in the first &\
place. In some societies, such as U. S. , business people may enter -
into negotiation for the sake of obtaining the signed contract; other
societies, however, view the regulations as primarily aimed at cre-
ating a long-standing relationship and only secondarily for the pur-
pose of signing a short-term contract. For many Americans, a
signed contract represents closing a deal, whereas to a Japanese,

signing a contract is seen as opening a relationship. With those

cultures that tend to emphasize the relationship over the contract,
it is likely that there will be no contract unless a relationship of trust and mutual respect
has been established.

Building relationships requires that negotiators take the time to get to know one an-
other. Frequently this involves activities of eating, drinking, visiting national monu-
ments, playing golf—that strike the typical North American as being outside the realm of
business and consequently a waste of time. But this type of ritual socializing is vital be-
cause it represents an honest effort to understand, as fully as possible, the needs, goals,
values, interests, and opinions of the negotiators on the other side. It is not necessary for
the two sides to have similar needs, goals, and values in order to have a good relationships

for it is possible to disagree in a number of areas and shall have a good working relation-
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ship. However, both parties need to be willing to identify their shared interests while at
the same time work at a reconciling their conflicting interests in a spirit of cooperation and
mutual respect.

Focus on the Interests behind the Positions

After the parties in a negotiation have developed a relationship, the discussion of posi-
tions can begin. This stage of negotiating involves both sides setting forth what they want
to achieve from the negotiations. From a seller’s perspective, it may involve selling a cer-
tain number of digital cameras at X dollars per set. From the perspective of the purchaser,
it may involve receiving a certain number of digital cameras within 3-month’s time at X
minus $ 50 per set. Once the positions have been clearly stated, the effective international
negotiator will then look behind those positions for the underlying needs of the other par-
ty. But often the position of one side is in direct opposition to the position of the other
side. If the negotiators focus just on the positions, it is unlikely that they will resolve or
reconcile their differences. But by looking beyond the position to the basic needs that gave
rise to those positions in the first place, it is likely that creative solutions can be found that
will satisfy both parties,

In the following example, a win-win solution was possible because the negotiators
were able to concentrate on the needs behind the positions rather than on the positions
themselves. The representative of a U. S. telecommunications firm had been negotiating
with the communications representative from the Chinese government. After months of re-
lationship building and discussing terms, the finalization of the agreement appeared to be
in sight. But at the eleventh hour the Chinese representative raised an additional condition
that took the American by surpriée. The Chinese representative argued that since they
were about to embark on a long term business relationship between friends, the U. S, firm
should give its Chinese friends a special reduced price that it would not give to other cus-
tomers. The problem with this request was that the U. S. firm had a strict policy of uni-
form pricing for all countries with which it did business.

If we look at this situation solely in terms of the positions of the two parties, it would
appear to be an impasse, Let us consider the needs behind the positions. The Chinese posi-
tion was based on two essential needs: to get a lower price, thus saving money, and to re-
ceive a special favor as a sign of the American’s friendship and commitment to the relation-
ship. The position of the U. S. firm was based on its need to adhere to the principle of uni-
form pricing. In fact, the U.S. negotiator offered another proposal: to sell the Chinese
some new additional equipment at a very favorable price in exchange for sticking with the
original pricing agreement. Such an agreement met all of the needs of both parties. The
Chinese were saving money on the new equipment and they were receiving a special favor
of friendship from the U.S. firm. At the same time, the U. S. company did not have to
violate its own policy of uniform pricing. Once the negotiators were willing to look beyend

a prepackaged, non-negotiable, unilateral position for having their own needs met, they
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