


B RRBXASE

PRACTICAL DIALOGUE
FOR TRADE ENGLISH

TS IE N B R

L PSR



EHEREE (CIP)HUiE

R BT BE I I 2210/ B S P 4
—db 5 [E A 1R RRAL, 2002
ISBN 7 - 80164 - 263 - 5

oo AL - M. XM 5 - il - 1A
IV.H319.9

of [ AR A P 4508 CIP K0 #% 7 (2002) 58 052738 5

=2

o [ £ P AR A A2 1 1
Hak et AR ZET (5 K S8 B
HE4R: 100011 Hi5:(010)84271850

http : //www . sinopec-press. com
F-mail : press @ sinopec . com. ¢n
¥ 88 B PEIE AT HER PO HERR
o A6 4 2 7k AL AR A Ay
BRI S RATE H

850 x 1168 & %K 32 /& 10.125 Higk 286 T HI 1—5000
20024 8 B4 1 AR 20024 8 ST 5% ( Mok
SEHT:15.00 U0



# H

o &

ik
%O
S
£ e

T4

A ¢ HIEH
WO#E B
A AR



Al =
Introduction

FPEKREFK2 2FR, 2075 FWERIE T IRALS
ME,ALHZ2001 12 A1l BFPEEXANT WTO X
RERE XEFEEXMEFT T EART R, LS RAIER
FEGERK,KINEBE T XA(HRTAIERASLIE),

BB LT, NF2h R B 658 @ Ho Ll &
K HEPRXFFT WIO FoBRR T — LB A HIR, KO AP
BHERZE, AP ETERBEOQORFIBEHED, BH331EL
F-#4p RERMPEHRSROGOY, FRAMTRETIRSHF
FOEZBRAESD , M A RAERBILIRIE RN o R P H3B —k2S
REBAKIE,

APBLEFHFCCORITTIRERSGI , HI2HFEB N
w , AARIRT R ABMIE,

AP ABIFIR, TIRER, TS BURAKER
AEFNEARULSHEF XRPERERRF—REHEEZRAR
BERE NERH—ERIFEHEH,



Unit 1

Unit 2
Unit 3
Unit 4
Unit §
Unit 6
Unit 7
Unit 8
Unit 9
Unit 10
Unit 11
Unit 12
Unit 13
Unit 14
Unit 15
Unit 16
Unit 17
Unit 18
Unit 19

EF
MR

&

¥E

¥E

¥&

¥E

¥E

3F

¥E

L3

¥E

¥E

IF

¥E

¥E

Establishing Business Relations

Eﬁﬁ%*% .......................................... (] )

i Inquiry i@ & ....................................... (12)

Offer jﬁ ﬁ .......................................... (25)
Counter — Offer ﬁi ﬁ .............................. (35)
On Price m\ *g ....................................... (49)
Commission & Discount {BEHIFI0 -----ovvvvo (63)

Pay"ment Terms {Uﬂ%ﬁ: ........................... (75)
Payment by Instalments HRIFR --oooeemeeeeenn o1
Opening an L/C ﬂﬂ%ﬁaﬂ ..................... (107)
Shipment BE JT e, (121)

Pa(’king @ % ....................................... (136)
Insurance % ﬂﬁ .................................... (153)

; Claim i P e ( 172)
Agency ﬁ BB - ( 188)
Contract & (=] R TR PP PP PR PP PR REPRPPPEPP (203)
Joint Venture eﬁgﬁé ........................... (221 )
Tender FBIGHR -+cvvereeerrmrermrenmmeneeien e, (237)
Money L.g ﬁ ....................................... ( 252)

Innovation of Financial Market
ERUTTAROIET - vveeoveemerrmeeiemeeieeeanaeens (270)
Keys ................................................... ( 290)

@ﬂﬁ%ﬂ%%ﬁﬁgﬁﬁg ................................. (306)



Toiohsnng Business Re\aions

Unit 1

Establishing Business Relations # z ¢ % £ %

HMERARH#HEORSRERSZEIBRH#ITHIS 8. B
It BINSHNRERSZ XA, E5— TRENNATER+2
B2, A5 THEFLBE—ERXSZNHE, HRNERNT
BAINATRATRBENBEHNT XL ES M T RREIATIU
RARFIFEEN "6, X2+ VER.

é;;gg Wode) Dialogue 1

: Hello, Mr Gao.I come here today to inquire about the possibili-
ty of establishing trade relations with your company.
A EH SRRBIFAAF KR EERBASHRINELRAS X
FHATREME .
: Hello, Mr White. Welcome to our company .
WRRSCA R R AR AT 0]
: We’ d like to order some Chinese-made carpets, tapestries,
blankets and so on, if your terms are favourable.
WRRNT SRR BT, RATIEE R E TP B &R
BEMEHEEH M.
-1 —



Fractical Dislogue for Trade English

B: We’ll see what we can do. Please follow me to our showroom

first. This is a pure wool carpet and that one is of artificial
wool, both made in our company. We use two ways in weaving
our carpets. One is machine-woven, the other is hand-woven.
With different materials and ways of manufacture, the prices
are quite different. One feature of the wool carpet is plain and
tasteful in colour. The design is classic and elegant.Look! This
is the well-known “Beijing Style Carpet”. Its pattern is very
popular. The style is unique and antique, and the material is
soft and springy. So it has been called the orthodox Chinese
carpet pattem by some foreign experts.
RIOVSRAFHICH, HEAIERKIESR, X -KFELFEE
W, I — R AGEHE BREKRA A A H, AR H
RNFH, MRS, 5 —HEFTYH, A FTREHAMEHRLIFAR
B, st AR KHR, SF¥EMBEN - MFARAHER, BX
R E, B! XHMRELAN ERME”, AR+ RHiT.
RAgH B a6, RA A, s, B FEH, MR, HmgE
Ah— B EE & ZAR N IE R B,

A: Would you please show me some more tapestries?
RESHSREREHER?

B: All right. We produce various kinds of tapestries, such as pure

wool and velvet. We can offer you rich patterns, namely land-
scape, flowers and plants, birds and animals and so on.Look at
this picture of the Great Wall. It is really magnificent. And that
designs of a magpie on a plum tree branch stands for luck and
happiness. All these are fine pieces of art.
FTW, RITAFRMEE 2B LANES, BERITE
BEER, ARE,EF, SE% BEXE KW, L 4fHE R B
BB REECSWER. JUEBRBAEZRE KT
J— 2 —_—



Trrpisging Business Reatons

Zhine

: Oh,I have seen the exhibits and studied your catalogue. I think
some of the items will find a ready market in Canada, especial-
lv pure wool carpets and velvet tapestries. Here is a list of my
requirements.

BT RSAURATN = G HoRG, T 2 7= ah 70 & RAR A &
B AR RE R FEMBE Mg AR, XERMITH,

@lf Medel Dialogue 2
i

: Hello! Welcome to Guangzhou Fair.

REFD IR 32 .

: Thank you.I’m from America.Here is my business card.

. REXEAN XERNY .

: Glad to meet you, Mr. Smith. My family name is Wang and here
is my name card.

FE, L, BEE , XRENZ .

: Great! This is my first visit to the Fair. Everything is new to
me. Would you please give me some information?

KUF T, REKBM L4, VIR B &, A B R A 4 —
LeE L

: Glad to.The Fair is a big gathering taking place twice a year.
Thousands of businessmen from more than a hundred and fifty
countries and regions are here to trade with China.

FH. RS RBEMENES KA 150 210 ERE M XH
BT BT RO 2 SR e [ o A =

: What about your company?



Practical Dialogue for Trade English

PRATTZA w] B A& B an e 2

A: Ours is a company special in exporting leather products. And
what about yours?

RNAEREEXF=HE OM, AT AR?

: My firm has a high standing in my country. My bank is the City
Bank, New York. You may refer to it for my status. Now I’ d
like to know whether you offer FOB or CIF?
KOAGRZERAGEERS, RO PRI ZEAATRAT, IR LL
WIZT THREMERENL, RETH - THRINTEEENERT
R4r?

A: Both. You may choose.

AT AR LABE R .

: Do vou sell shipping weight or landing weight?
TR BREELRITBIRER?

A: Shipping weight. Prior to every shipment the cargo is inspected

and weighed by the China Import and Export Commodities In-

spection Bureau, which will issue certificates of quality and
weight . The certificates are to be taken as final.

HEREEERE, FEIL OERRERYEMEHET RN,

HEREMERIEHSE, XIEFESBBHRKE,

B: I see. And what are your terms of payment?

KA T, RITAR MR 47

A: Payment is to be made by irrevocable letter of credit payable a-

gainst sight draft accompanied by a full set of shipping docu-

ments.

ﬁ%ﬁiﬁ%l«lzﬁﬂﬁ’fﬁ 15 FBE , S5 B B 42 2 3 A B 4 19 B

LR, '

B: Can you offer firm for ten days?

PRATTAT LASR A 09 10 R 941157

— 4 —



Traohisiing Business Relatons

: That’ s pretty long. We usually offer three or four days. Any-
way, for the good beginning of our cooperation, we’ Il try our
best to meet your requirements. Here are some price lists for
you.

ABRAC T8 FRAIEH ) 3 Kkl 4 KM H . Aok, T
TrPER R &P TR, FRAT &S B R IR0y 25K . XA — 24t H
: Thank you very much. I’ d like to have a talk in more detail,
say , tomorrow moming,will that be suitable?

BRI TP AR R, QT KGR Jy {2

: Certainly. See you tomorrow moming.

T8 AR IR EARIE

: See you tomorrow morning.

R

i ‘é Medel Oialogue 3

A

~J
&=

: Glad to see you in your company.

R 2AE S w] LB

: So am I.

AR 7 2%

. We are in the market for machines. What can you offer in this
line?

FRAVAE M S T ELBLA, B2 Al A5 s il RESR At s A 47

. What types do you have on mind exactly?

PRAT B S SR R pLA 7

. Well, mainly lathe. We are also interested in shapers, grinders,
and milling machines.



Practical Dislogue for Trade English

W, FEREIR, RATB AL LK BRI

B: Let me show you some illustrations of the machines we make.

Here’s our latest catalogue.

BB BEAREFRHENVBEHE S, X BERMNEFHNE

Ko

A: Ah, these are the machines we’ re interested in. May we have a

look at them?

W, X 86 I R HATRNNEB P . GERE B HKNG?

B: Certainly. But they are in the showroom.

L, A, ENMERTE,

A: Is it far from here?

T B ax JLiEng?

B: Not very far.It’ s only half an hour’ s car ride. Are you free

now?

AKX, AN/ R . RIAEAR B ] 5 i 2

A: I will be free tomorrow afternoon. Suppose we make it, say,
three o’ clock tomorrow aftemoon. Could you manage that?
RUXTFES, BUNBHXTY 3 AL, REELHG?

: Yes.I’ll pick you up at your hotel.
1, RSB E REAR

Meodel Dialogue 4

A: Hello,Mr.Ij.
A IR
: Hello, Mr. Smith, glad to see you again.

_6_.



TrRoisghing Business Relatons

PRbf, R e . IR @SR LB .

: [’ m very interested in your products, and would like to talk

something about that.

FEAHR AT Y 7= S HEELER 1, MURIRIR — 1R

: ['m glad to hear that. My firm bas wide business relations with

many corporations in your country. Every year,we export a lot

of our products to European countries, but yours seems quite

new to us.

. REIADSHENBERNIT2E P AR SR, B4R

fi 1 S g O 4% B b 1R AN A . NS RN A AL R IR AT R

L RES.

. Well, we work for leather products only for two years, but we

are in a position to place large orders with competitive suppli-

ers. This time, we are desirous to see the possibilities of switch-

ing our purchase to you.

B, AT A B e R K, IR, (Hg, X TA %

TR R RITHIT R BRI AWM. X— K, KITMEE

EREA RN 5RAAMITI,

: That’s fine. Our leather bags have enjoved a high reputation in

the European market. Have you got anything in mind you’ re

interested in?

BEF. AN B ELERKM T b ARG D88, R BB XTI

RS A e

. Well, I find article No.338 rather attractive.

KRGS 338 4.

. It’ s our newly designed one. Compared with the old ones, it is

much better in style. Reports from different markets show that

this model is the choice of discriminating buyers.

BERRATH R ST — AR, 5 R IAR R 7 R
— 7 —



Practical Dialogue for Trade English

FAUBRE~T#EHEL . NTHRBIRENLRE, R ERE
LR E L,

A: You know, Mr. Li, quality is as much important as the price.
A R, R SRR, REMM A RREED,
B: Yes.This style is an improvement upon the old styles in many
respects. We pay much attention to not only its quality but also
its cost. After studying our samples and price list,]’m sure you
will be satisfied.

EH. XRKEIBHZG, VL aaE AL, ®AOT4E
B Y B, AN E R PR R S A R AR T BB T R A
A, EESRNOBESRIMBRG, REGER -EaHE
o

A: That’s good.

BEF

More Rnowledge

. And that designs of a magpie on a plum tree branch stands for luck and
happiness .
MG E BB RIEEER A F R
stand for 4L
The design of pigeon stands for peace.
A THBEERERT.
. T think some of the items will find a ready market in Canda.
BEAEEDEMERSRAHS-
find a ready market % 2|44 3%
I believe this artificial wool carpet may find a ready market in your area.
[P— 8 —_



Y-_s\a‘u\\s\\\\\q, Vusiness Relatons

EABE AR ELEMRNAILE R
3. My firm has a high standing in my counury.
A8 A E RIEARE
standing 12 2, & #
She is a woman of some standing in the community .
o JE AR BEAR P BRA oAt
4. 'l pick vou up at vour hotel.
KRB 5 F 4R
pick sb.up A
"1l pick you up at vour home if vou are free.
o RARA & W6 | R F AR TR
5. I'm very interested in vour products.
A ATARAT GG = S bt AR
be interested in -+ AL AR

1 am very interested in what vou want to buy.

AT EFH R BHIERLEY.

More Words and Expressions

BRI )18, AKX Section Manager | SNEEBAR executive

IAEER Finance Department | A% 3 Public Relations Department

F WS8R Purchasing Deportment i Z1TE Accounting Depariment

R A B Product Development i AJIZATEE Human Resource
Department . Department

FEEEK Chairman of the Board . AZBE[ Personnel Department

EH< President (AME.) " 47 Producation Department

FEBEBIL Vice-President 280 Marketing Depariment
BIREIE Deputy Manager T ETIRB I After-sale Service

_9_



FPractical Diglogue for Trade English

Department | BAER derk
HELE Sdes Manager } F{F Manager
tHEEA R Sales Representative | BFEEIE Assistant Monager
{TIEB Administration Department | S Supenisor
{7IES Managing Director | 2P Executive Manager, General
B8 Soles Depariment ' Manager
PR Quality Control Department | 52531 General Affairs Department

Following Exercises

1. BT aOFBEREL:
(DA & EESNF S T 5% 2E 0F 8o
QERFWNEMNEZTHRE P HNE X,
BB A BAERE HHHEREABERNHHF R
(DFMNBZET—AE B S L7 HEH, XD EERTN,
(S)BANHH 5 B £ B RRHERN Y
(O)EETEHERNM LA, X TRHE, FERAEND?

2. RIBNBEETHIE:
A:John,hello, (1)  (REXFHAXLE )
B: Hello, Peter. How’ s business?
A:Oh,can’t complain.
B: And the family?
A:Fine, thanks.

B: Good. Peter, I’ d like to introduce a colleague—Tony Richardson.

(2) (FRRMME AU B KMNXE, ARERK
HER A, ts B E RT3 ) Tony—Peter Davis.



ToEnisning Business Rbong

C:Hello,Mr. Davis.

A Peter, please . Mr. Davis makes me sound ancient.

C:Fine,Peter. And I'm Tony.  (3) (KB EEHIRHKE,
#%)

o (4) (B AEZ R KB, R ) Peter is one of
our best customers.

:1’1l do my best.

:I’m sure you will, Tony.

=]

: How about lunch? [ think we might go to Cymon’s, Peter.

= P

:You know all my favourite restaurants, John.

: And so does Tony. I’ ve given him a list!

:Good man.Right,let’s go.  (5)  (HRIEA LG EREN
W, KAz ,)

- W



