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Unit 1 Establishing Business
Relations

B—Brx BURBRBXRKR

w RBERL  Qeudig Bigith Musully

2. We are interested in the possibility of establishing sup-
ply sources of crude oil from your country.

N ERQREIRRBHRIFIROT LM

2. Being dosely connected with reliable wholesalers here,
we would be able to do considerable import business
with you.
HAYSUNIRHURBEBIER, ESSH
ATARIMENR WSS,

3. We will be pleased if you could respond to our re-
quest at your earliest convenience.
DREDERFQR, BRI TR

4.1t is a pleasure to introduce ourselves to you with a
view to building up business relations with your firm.
RNEEEE, . LESRATRIWB KRR

$.In order o give you some idea of various handker-
chiefs we carry, we will forward you by air one cata-
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logue and a few sample books for your perusal.
NERATIWRNFFEENSHF T2 BHES
TR MBS EER—, REAKBiRSE,

&. We have heard from the China Coundl for the Pro-
motion of International Trade that you are in the mar-
ket for electriceal appliances.
MNPEERRZRHZERSRT, MIEEBX
EBEEAR.

2. Your name and address was given to us by Smith &
Co. in New York, who informed us that you are one
of the leading importers of light industrial products in
your country.

BRNLBHAINE, BNRA I,

ARAOMIZERER U BNEBHOSS

8. We understand that you are potential buyers of Chi-
nese commodities, one of our business activities.
B ® RUELPEBAR, MXERRIN
WHLEHE.
v BB iy Quaresiius Mdbiy
Dialogue 1
A:Hello! Welcome to the Guangzhou Fair.
! AR R4,
B:Thank you. I’ m from America. Here is my business
card.
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A:Glad to meet you, Mr. Smith. My name is Wang
and here is my name card. I'll be giad to do what I
can for you.

Fo PEHALE. KL XREOEF. HE
ES::

B: Great! This is my first visit to the fair. Everything is new
to me. Would you please give me some information?
KFT . REKSM Za, DB, FE
PREEERH A 41— 2L L

A:Glad to. The fair is a big gathering that takes place

twice a year. Thousands of businessmen from more
than a hundred and fifty countries and regions are
here to trade with China.
HH. ITXERESERENESR . AXE 15051
HRMBX R T LT 6 A = B R E i
EE.

B: What about your company?

PRATVAS BB L] 2

A:Our company specializes in exporting leather prod-
ucts. And what about yours?
BUAFARFERMSRE 8. KITAa1%?

B:Our is an old firm with a good reputation in the import
business. Qur bank is the City Bank, New York. You
may refer to it for our financial status. Ms. Wang, do you
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offer FOB or CIF?
HATA R ORISR, RAE AL LT
WAT, ORAT LU AT TR AT BL. F%4E, %
IBMRATTHR B R R B 42

A:Both. You may choose.
AT ARAT LAk #E,

B: Do you sell shipping weight or landing weight?
IR B ERE IR R ER

A:Shipping weight. Prior to every shipment the cargo
is inspected and weighed by the China Import and
Export Commodities Inspection Bureau. which will
issue certificates of quality and weight. The certifi-
cates are to be taken as final.
WEEER. PE S O R Y E AT
e Mt %,y BR B A0S BLER 4, X BeiE
R BA BB

B:1 see. What are your terms of payment?
KU T AT R KR A2

A: Payment is to be made by irrevocable letter of
credit, payable against sight draft accompanied by a
full set of shipping documents .
FER07 2R A ] M0 1 5 R, (SR 2 B4
LR RS A

B: Can you keep your offer fim for ten days?
PRATTET AR SUH 10 KA G2
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A:That’ s pretty long. We usually offer three or four
days. Anyway, for the good beginning of our cooper-
ation, we’ll try our best to meet your requirements.
Here are some price lists for you.

AR T KATHEE R 3 K4 KR, R
WA TERNEENRY HAR, KNSR EHE R
BIESR. XEAH M H K

B:Thank vou verv much. 1’ d like to have a talk in more
detail, say, tomorrow morning. Will that be suitable?
FEHBGE . KA TEAIR R R RR

A: Certainly. See you tomorrow momming.

FE IR K b

B:See you tomorrow moming.
BRI

Dialogue 2

A:Glad to see you. I’ ve heard a lot about this compa-
ny.

R WA RN TITE4H LBRAAME
B:Thank vou. What can we do for you?
LN I K e

A:We are in the market for machines. What can you
offer in this line"
FATRWE LH UM 520 &) 53X 5 i B 42 ks
ft4?

B: What types do you have in mind exactly?
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I TH B KA LR
A; Well, mainly lathes. We are also interested in sha-
pers, grinders and milling machines.
M, PRI R B AL 3K A Sk ) PR B B DK A 4
B:Let me show you some illustrations of the machines we
make. Here’s our latest catalogue.
iEE A A2y B BT A S LIRS B 5 X R
(E-E-1{:0AE =38
A: Ah, these are the machines we’ re interested in. May
we have a look at them?
Wl X g6 F R AT B HLES . RER BT
B: Certainly, but they are in the showroom.
R A ENERITE,
A:Is it far from here?
JEIT B L e
B:Not very far. Tt"s only half an hour’s car ride. Are you
free now?
ARG AN R R A e ) ARG
A:1 will be free tornorrow afternoon. Suppose we make
it, say, three o’ clock tomorrow afternoon. Could
you manage that?
RAXT AT, BUBHXTF 3 8% L
g9

B:Yes. I'll pick you up at vour hotel.
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1.try one’s best: R & , AR K% 7.

2. would like to. . .« H--eeer

3.in the market for sth. ; ¥ & X 4,
4.pick sb. up: A HIEEA
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Follow Me ¢ 4t
— B TH $FF G IEFHIIE
1. chamber of commerce
2. on the basis of equality and mutual benefit
3. be well-received
4. credit standing
5. financial position
6. corporate image
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7 . financial circles
8. board of directors
9. general meeting of shareholders
10. end-user
Z BT FEMRE
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2HEM N B/OEILEF T B AR T E X
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Hr kg o A R
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g
8. ﬁaﬂ]xftﬂm]ﬁﬁﬁti—‘fé
9. FEEE 170 A@?ﬂi@&@ﬁ?ﬂ%%g,%
] 80 MR EIT T BUN R 5 hE il E B .
10. ERFE RGN RRITM— Bk,
GnBEBR ML, FATTHR MmO,
Key 8¢
- LHE 6. ARIESR
LEVENEAMEME 7. 2BF
3R 8. MHEL



TR,

2 FHTRUASEE 3
4. FEFRI 9. BAKE
5.% 4 0. fiF

“Z.1. Our company specalizes in the export of textiles and is
willing to enter into business relations with your firm.

2. China has been exporting silks for several hundred years,
and Chinese silks can compete with products from any
other country.

3. We look forward to meeting your representative in Beijing
again.

4.1f you are able to do business, please inform us as soon
as you can. T

5.The quality of oyr produets,issuperighdo that of other
suppliers. Our prices are lower thah {heg®y

6. Reliability is our strong point,

7. Do you think oiir hikes,willshave a &hance in your mar-
ket?

8. We give priority to éxp@ oiders. .

9.China has established trad& Felations with 170 countries
and regions of the world and signed government trade
agreements or protocols with 80 countries.

10. It is our practice to ask all new customers for references

and we shall be glad if you will kindly submit these.



