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Chapter One
International Trade

EFfr % 5

I. Concept of International Trade EFR 5 5 {9 HEE:

International trade, also known as world trade, foreign trade or overseas trade, is
the fair and deliberate exchange of goods and services across national boundaries.
It concerns trade operations of both import and export and includes the purchase
and sale of both visible and invisible goods.

HER A%, XFF RS M AHREBIH S, B—FHFEN. AR,
B R A MRS AT N, EW RO LEME S, BEEEE
s T SRR 3 5 o

The fundamental characteristic that makes international trade different from do-
mestic trade is that international trade involves activities that take place across na-
tional borders. Special problems may arise in international trade that are not nor-
mally experienced when trading at home. In particular:
RS SEARGBERANEHNETERAGHZSEHBRT E R,
HrRZP N EI5RMEEEA A S T EYEA SN, FEF.
*  Deals might have to be transacted in foreign languages and under foreign
laws, customs and regulations.
B bR 7 5 ] RE 6 701 L AR AT, HATREZE M ER I BRAMEN Y
o
» Information on foreign countries needed by a particular firm may be difficult

to obtain.

A AR ENAXESE S A RERR,

Foreign currency transactions will be necessary. Exchange rate variations

can be very wide and create many problems for international trade.

VM AINCHEFTZE 5o LR ATRE 2 IR KPS, N4 H bR R 54
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II.

e R A0

Numerous cultural differences may have to be taken into account when trad-
ing with other nations. .

S5HEH#THA BN TRRTFEZRIFELMER.

Control and communication systems are normally more complex for foreign
than for domestic operations.

EREMGERXRAS A E, BRASHRE-REENRFETR.
Risk levels might be higher in foreign markets. The risks include political
risks (of the imposition of restrictions on imports, etc.); commercial risks
(market failure, products not appealing to foreign customers, etc.); finan-
cial risks (of adverse movements in exchange rates, high rates of inflation
reducing the real value of a company’s working capital, and so on); and
transportation risks.

[ Al 4 XUBS: FTRE LB . 0 KL B L B IR (2 T PR %) Ll
JRUBS: (77 3% 338 B 7= RS A2 8k 01 B & Pk 4 ) | 4 i XU (TE 38 A
B ELE Rk SR A R EE RS EFEMEN R, %), LLERER
R i
International managers need a broader range of management skills than do
managers who are only concerned with domestic problems.

MR EENFEYSEARML, NFEFEFNSEARRESE
SE A EEEE.

Large amount of important work might have to be left to intermediaries,
consultants and advisers.

R HE B A AT RE S 18 R 32 e o 1A 2 i 1L R ] 3 {8

It is more difficult to observe and monitor trends and activities (including

competitor's activities) in foreign countries.

] B/ 45 ol 20 00 38 3 (436 3 5 X6t 0 0 3 ) S fE LA O 00 452

Reasons for International Trade B R S8 5

There are several reasons why nations trade with one another;

Ex
4

Z [ AT 58 5 9 R A AR LA



Resource reasons (FE#FJFH )
In the complex economic world, no country can be completely self-suffi-
cient. Some countries are abundant in certain resources, while other nations
may be lack of them. For example, Colombia and Brazil have the ideal cli-
mate for growing coffee beans but other countries don’t. This has made
them big coffee exporters. The Middle East has rich oil reserves and there-
fore is the main source of oil supply to the world. The developed countries
are full of skilled labor and capital, while developing countries which are lack
of skilled workers and capital need to import technology-intensive products
from these countries. In short, the uneven distribution of resources around
the world is one of the most basic reasons why nations trade with each oth-
er.
EERNZFHAT, BRE—TEHRESTLERER, AUERER
ERRAHENERE, MA—REFXHNRGEZ, G0 FREEMEE
FUA A A T A SR, TR R R A . XX P
AEF A WS O CE, PRMKE S AW, B TR LR
AL . KA ERWAE KRGS hFYEA, Mk Z 8% T A
MRANEARPERHTENXEEREORREEY ™ H, 82, HF
WA A R E R R S REANIREZ .
Economic reasons(Z2 5T i )
With the development of manufacturing and technology, there arose another
incentive for nations to trade, i.e. economic benefits. In addition to getting
the products they need, countries also wish to gain economically by trading
with each other. According to the theory of Comparative Advantage devel-
oped by David Ricardo (1772-1823), it was economically advantageous for a
nation to specialize in certain activities, produce those goods for which it had
comparative advantages and to exchange those goods for the products of oth-
er nations which had advantages in different fields.
Wl ol P B AR R, A T A — A48 [ R () B 5 DA, B
WHiE. &TERETEREMITFEO>HZH0, EFENE S+
KELFME. REXD-ZREN MR L, —TEREE]
MHEETE S, 7= R X RS = & D O E R A R H b
5
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* . Other reasons(H fih 5 & )
Some countries may not be able to produce sufficient of a particular product
and have to import some to meet their needs. Even though a country can
produce enough of an item at reasonable costs to its own demand, it may still
import some from other countries for innovation or variety of style. Some-
times, trade may be based on different consumption preferences rather than
on differences in the production capabilities of the two countries. Still, in
some cases, political objectives can outweigh economic considerations be-
tween countries. One country might trade with another to support the lat-
ter’ s government which upholds the same political doctrine.
B E ] e R A R R WAL A 0 — R B TR R .
B — A~ E R BEHE LA & T A% A 4 = 8 B SR P, X E 5 AT RE A
HtE RO —ELOREF MK ZRAL, A, AGRETHER
FEH R Rz b, MARETRIFEGE>EAZ L. 55 F
HERXRZEABGEENETFLRTENEER, —HAgS S LR
B 6 B F AT R 5 LAE S IS E R BT .

III. Invisible Trade T & 5

In addition to visible trade that involves the import and export of goods, we must
not forget the important role played these days by invisible trade. Invisible trade
involves the exchange of services between countries. It consists of such items as
transportation and insurance services that we provide for foreigners or that they
provide for us; tourist expenditures abroad; remittances that immigrants send
back home; government expenditures abroad; net dividend and interest earnings
from investments abroad, and so on. On reflection, one sees that an invisible
item such as Chinese tourists’ expenditures for wines in Paris has the same effect
‘on the final balance of payments as do our imports of French wine to be drunk
here at home. And when we provide shipping insurance service for foreigners,
that acts like an export.

BT W R G 08B RS0, RIOTFEEIE Y SR L 7 5 A5
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