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PR JECT ONE
Establishment of Business Relations

—————————————————— Background Knowledge - - --

In business world, to establish business relations with prospective
dealers is the first step and preparation for business negotiation. If a
foreign-trade firm needs extensive business connections to maintain or
expand its business activities in foreign countries, the persons in charge
must first of all find out whom they are going to deal with. Some information
about the potential buyers or sellers can be found through such channels as
the internet, trade fairs, banks, advertisements, Chinese commercial
counselor’ s offices in foreign countries, etc.

And then try to do everything possible to seek new customers to enlarge
their business scope and turnover. So the skills of greeting and introducing
a company or products seems to be very important in the initial contact, and
some good manners and culture factors in communication should be also
considered during the period of establishing business relations with them.
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o Training Objectives

1. Be able to know how to greet with customers.

2. Be able to master the essential negotiation strategies on the establishment
of business relations.

3. Be able to know how to describe the company to customers

4. Be able to know how to introduce the products to customers

~ Lead-in Program & Tasks

Hunan Men’s Shirts Import and Export Corporation wants to enlarge the
business activities with oversea potential companies named American CD
Company. Now Hunan Men’ s Shirts Import and Export Corporation is
preparing for establishing business relations with them.

Please complete the following tasks according to the above situation:

1. Making an initial contact;

2. Introducing companies and products;

3. Establishing business relations successfully.

Section One Case Study

Directions: Read the following case and analyze the problem with at least
100 words.

Case: The sales manager of American CD Company in China wanted to
negotiate with marketing manager of Hunan Men’ s Shirts Import and Export
Corporation in the hope of establishing business relationship with each
other. This was the first face-to-face meeting between two parties. The talk
began with the usual “How do you like China” questions. After about five
minutes of this chatting, the sales manager of HMSIE Corp. was patiently
introducing his company’ s products to them. But the American looked quite
simply at his watch, showing he was absent minded and paid no attention to
the products,'and they spent very little time on talking details on products
and company. As a result, the final came to an unsatisfactory result.
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Your analysis should be written according to the following clues:

1.
2.
3.

Case analysis
Solution

Suggestion or Summary

Section Two Model Dialogues

Dialogue 1 Meeting and Receiving

Xiao Liang is the marketing manager of Hunan Men’ s Shirts Import and

Export Corporation, and Mr. Smith is marketing manager of the American CD

Company. They meet for the first time.X: How do you do!

S: How do you do!

X: What can I do for you?

S: Oh, yes. I’ m Smith from American CD Company.

X: Nice to meet you, Mr. Smith. My name is Xiao Liang. Here’s my card.
Take a seat, please.

S: Thank you.

X: Would you like to tell me what you are interested in?

S: Well, we’ ve learned that you specialize in the export of men’s shirts.
We are thinking of importing some Chinese silk shirts.

X: This is just our line. We are one of the leading exporters of silk shirts
in China. And our company has various kinds of silk shirts available
for export.

S: That’ s fine. Could I have a look at your catalogues?

X: Of course. These are our latest samples.

S: Ok, thank you. I would like to make a close study of your products. I
think we’1l see again very soon. Bye.

X: Bye.

» Notes:
1. export vt.& vi. T n. 5 8
2. import vt. #E11; HE 15 3 TR 5

n.
3. specialize in 7 | M35

7

EI
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Our company specializes in the export of shoes. 4[] 75 v 2 8L =i 11

Many students specialize in engineering. Il = /[ LI | fi°F
4. line n./ =) w7

We have been in this line for many years. (| |57 7ix — {7 Z4F |
5. various a. 5 A& FE

variety n. (i f1: Z4F ; fji

6. available a. {72 . vl 1569 ; 0T F Y s 25 I/ A%

\]

. catalogue »
8. make a close study |0/},
I will make a close study of the catalogue. ¢ % {2077~ F it~ 5k

» Task
Complete the sentences with the words and phrases in Dialogue 1.

catalogue line leading variety exhibits

1. We are one of the exporters of silk shirts in China.
2. May I have your ?

3. We’ ve been in this of business for nearly fifty years.
4. Our company has a of the models.

5. Could I have a copy of your ?

Dialogue 2 Making a Further Discussion

After Xiao Liang has made the initial contact with Mr. Smith, he invites
Mr. Smith to visit his company and make a further discussion before
negotiation.

X: Mr. Smith, Nice to see you again.
: Nice to see you again.
: Let me show you around our company.
: That’s fine. I want to know all the styles of your silk shirts first.
: Ok, have you seen the display of our products in the exhibition hall?
: Yes. I had a look just now. I found some of the exhibits to be fine in

quality and beautiful in design.

0w X n X W

o

: You know, we’ ve been in this line for more than thirty years. It is one
of the leading import and export companies in our country; there are
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more than 300 types of shirts in the company, and all our products are
of the latest style, high quality and low price.

S: The qualities of your products have really impressed me most.

X: All our products are export-oriented. Up to now, we have cooperated
with more than twenty countries all over the world.

S: We are interested in your silk shirts, and we’ d be pleased to enter
into business relationships with your firm.

X: That’ s great. We can hold more talks later on to discuss the details.

S: Sure.
> Notes:
1. exhibition n. JiE'
exhibit n. FEWA ;R vt B R

Art Exhibit £ KB, 2K E toy exhibit brlLE b,
exhibit poster Ji£ 17/}
2. of the latest style 7. UiE
latest & late AR &, 7R TRy , LK)
the latest catalogue /i /I | ¢ .the latest price list /7 /)
3. quality n. Jii i
. cooperate vi. 51, Bl Pr)
5. be interested in... (- J A0
I’ m interested in the quality of your products.
FETAAATT 7™ et ) J A [ %
6. enter into business relationships with... 'j---- @l 55 K FR

N

We will enter into business relatlonshlps vsnth the sﬂk company.
TS -;;.1.:] f"?TfJ'EE V5 A
7. hold talks SR, M IE U
They were scheduled to hold talks with him Wednesday.
i T T B8 = A2 T 22iR.
8. detail n. ifif; 254l 15

> Task

Complete the following dialogue, using the words, phrases and sentence
structure mentioned in the Dialogue 2.

Suppose you are Mr. Zhang, a salesman from Hunan Silk Import and
Export Corporation. You are talking with Mr.Alex, a businessman from Great

5



