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Unitl Price

4
i Sentence Patterns %
S AR an s e e

1. The international trade is done on the basis of a couple of con-
tracts, among which the sales contract plays an important role in
a deal by clearly stating the absolutely necessary trade terms as
price, quantity, quality, packing payment, delivery, insurance
and claim.
bR 5 K T4 T, Heh 5 A TR0 58 5 1) i 2 5 i AR
RHEBR AR B i A0 L 5 H LR
B EE IS

2. A price strategy is the process of evaluating and setting the
price of a product, taking into account such factors as cost,
competition and other elements of the marketing factors. .
YR R 5 A | 3 4 S B A DR 3R X 7 i A T PEA A
EY '

3. The most widely used strategy for pricing products involves di-

_viding the product by price range, that is, by whether the price
should be high, low, or medium. ’
B PR i 58 0 A 7 AR 43, B4 A e i
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4. A high price can be used when the product is unique or new or
has a high-quality image, a high price usually leads to high profit
"margins, but it can also limit the market and may draw competi-
tion while in turn, usually serve to bring the price down.
7 AR GBRE U BT, PR R R, 8 R AL R
A EAN SN SRE T S0T K, B S, K kaEm
AL R K,

5. For exporters, low pricing is usually a short-term strategy, the
best way to get in and out of a market quickly, though low
prices work for the long term at home, basic and cheap products
do not have much appeal when they are exports.

Sty 1 RSR U, AR LR S0 e , R a5 1
F2, B U AR A SRS A [ P PTOR A S0 e, (ELAE g R i A%
R ARA RG] S,

6. Rarely can exporters price their products exactly the same in do-
mestic and foreign markets, nor would they want to do so.
A RAE ™ b E i, AR A0 T HAR A A 2 E N AT 1 i
HE R — DA o

7. We know your firm, through your advertising in an Enbliéh News-
paper “China Daily”, is leading exporters of textiles, if your
price is acceptable without sacrificing the~quality, we can close
a deal.

TATEAPEH W ETRAIRA NG M ERE D

O3 E] IR al i B B3RO HLAN A% T LS 52, AT AT LA AR

8. We have studied your offer carefully and consulted our home of-
. 2 .
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11.

12.

13,

fice and find your price is 5 percent higher than those offered by
other suppliers. _

RAVFABESE T ARMTBIRAN HICIHR T B, AR #as b 3L
SRR 5% o

.Chinese textiles enjoy popularity in Japan and European coun-

tries for their superior quality and competitive price, would you
please tell us the quantity you wish to order to enable us to
make an offer? '

Hh ] G T DR AR A R R R A H A RO 32 B354, AR
RS IR RARNTIT BT B , 05 AT A e 4

.As a large trading company, we have well-established distri-
bution channels, enabling us to place a substantial order,
would you please first give us an indication of price.

YER—F KB 5 A 6], AT T 58 F M5 8RR, FrLAR]
PAREITHR, ARAT7T LAGS AR /R A g 2

For the purpose of establishing business relations with you, we
may grant you a special discount of 1%, this is the best we
can do for you.

AT SRR, BATT U BEZL T 1% KEFRST.

The price we offer compare favorably with quotations you can
get elsewhere.

FI7 it EEBGEAZ BN o

| am afraid | can’t agree with you here. | must point out that
your price is higher than the quotations we have received from
other sources. .
ROVTEBEZARNIH MRS o DA ) - 5 HABESE A SR A
FE, RAT T s e — 4
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14.

15.

16.

17.

18.

19.

20.

There is acute competition on the world market and we need to
do some sales promotion for this new type.

ZRFIER G5 A, BOTTENF SRR

We are ready to give you a 2 percent discount for orders ex-
ceeding 10 000 bottles, that will make our products more com-
petitive.

HETH 5 10 000 i, AT4rdn 2%, RETT SR EAR TS
Ho

Why don’t we meet half way to bridge the gap on a fifty-fifty
basis?

ATV AL, e ik —¥ , I LE,

You must take the quality into consideration, our products are
of superior quality to those from other countries.

PRIZE FEFRATTHY R , 5 A B 5 P 1) 286 7™ it AH EE AT 1) 7
din o B B — '

If your order is large enough, we’ |l be ready to reduce our
price by 2 percent.
WERAR TR, BATE 4 T 2% M L

If you think our price is unsatisfactory, | have no other alterna-
tive, but to give up this deal.

BERARAS T 7 B M s A0 3, B e £ 1, XA B gk R
BT T o

We can not come to terms at the price you quoted, it leaves us
little margins to cover the advertising and promotion.

AT BB FERI RIS, fUBRS E Ffe 88 2 1, A 18AH
DY



% Professional Terms w%

1. prevailing price JATHT

2.on the high side MR E

3.on the low side H#HA& IR

4. lower compared with the prices on the international market

5 PR AT M A EL AR

5. lower compared with the prices of the same kind of product

5 [RI2E 7™ i AH EE A A AR

6. large percentage of commission HLBIAR & I 4

7. meeting each other half way MU EMELLA

8. market share i3

9. price difference between markets T 3 [8] ) H 4% 25 57

10. export price  H EO4t

11. making a purchase decision 4 H} 3K 2 E

12. export pricing policy i I #r BUR

13. upper price limit /= FRAT |

14. a key element of marketing mix . B4 A K CHER

15. foreign exchange fluctuation #MIC % 3

16. cost and margins A< FlF|E

17. parallel traders and international customers %% [Fl4 TFIEI PR P

18. market objectives i3 H#¥x

19. winning an important order {5 H E ]

20. competence to deliver A HTHE S

21.maximum price

22.minimum price H{EHT

23. calculating costs A
.5 .



24.
25.
26.
27.
28.
29.
30.
31.
32.
33.
34.
35.
36.
37.
38.
39.
40.
41.
42.
43.
44.
45.
46.
47.

determining a competitive price il & = F 4t
meeting the order SEITH

overhead cost Bl A4S

receiving payment Yz

high borrowing &1t

interest rate  FIZ

bottom limit to your quotation H{KIRH
one-off deals —IKHA S5

affecting competitiveness 2035+ 7]
losing tenders 2K 23K H

setting price EM

achieving a level of market share K45 %

market-share-product T 3 8™ &
high-price .policy YL BUR
high-quality product =5

adequate service 5 iR 55

loyalty of your customers JEil % £ i
uniform price FH—U &

meeting demand 1% JE 753K

forecasting unit cost  FI B A
targeted market share level ¥R %135
lower level of penetration KM HE &
earning profit H A -
making a little concession 'flﬁﬂﬂ:}/’:



Relevant Knowledge

In international trade, terms and conditions of quality, quanti-
ty, packing, price, delivery, insurance, terms of payment, inspec-
tion, claim and arbitratien should be clearly and reasonably stated in
the contract so as to clarify the duties and obligations of the Seller
and the Buyer.- These are the basic terms and conditions of the con-
tract, among which the price term is the most important one.

How to fix the price terms of a contract? ]

The price term of a sales contract involves unit price and total
price. Unit price includes the measuring unit, price, money of ac-
count and trade terms. For instance, a price term can be worded like
this: “USDI1 500 per metric ton CIF London including 3% commis-
sion. ”Total price is the total amount of a deal.

Trade terms: trade terms (also referred to as price terms) are
the short terms or abbreviations used to explain the price composi-
tion and the rights and obligations of the parties concerned. Up to
now, international customary practices concerning trade terms are:
{Warsaw-Oxford Rules 1932), {Revised American Foreign Trade
Definition 1941), and {International Rules for the Interpretation of
Trade Terms) (Incoterms 2000). In order to avoid discrepancies
érising from the different interpretation of trade terms by different
customary practices, the parties concerned should specify the appli-
cable customary practice in the contract. Among the above three in-
ternational éustomary practices, {Incoterms 2000) is one with the
largest content, widest range of application and biggest impact. Ac-
cording to the {Incoterms 2000), trade terms are grouped in four

¢ 7



different categories: starting with the only term whereby the seller
makes the goods available to the buyer at the seller’s own premises
(the < E >—term EX WORKS); followed by the second group
whereby the seller is called upon to deliver the goods to a carrier
appointed by the buyer(the< F>—terms FCA, FAS, and FOB) ;
continuing with the <C>—terms where the seller has to contract
for carriage, but without assuming the risk of loss of or damage to
the goods or additional costs due to events occurring after shipment
and dispatch(CFR, CIF,CPT and CIP) ; and finally, the<D>—
terms whereby the seller has to bear all costs and risks needed to
bring the goods to the country of destination( DAF, DES, DEQ,
DDU and DDP) . A chart setting out this new classification is given

hereafter: . -
Group E Departure EXW EX Works
FCA Free Carrier
Group F(Main carriage|
FAS Free alongside Ship,
unpaid)
FOB Free on Board
CFR Cost and Freight
Group C(Main carriage CIF Cost, Insurance and Freight
paid) : CPT Carriage Paid to
7 CIP Carriage and insurance Paid to
DAF Delivered at Frontier
N DES Delivered Ex Ship
Group D(Arrival) DEQ Delivered Ex Quay
DDU Delivered Duty Unpaid
DDP Delivered Duty Paid

Among the above trade terms, FOB, CFR and CIF are the
most often used terms in international trade:
FOB means that the Seller clear the goods for export and fulfils
-8



his obligation to deliver when the goods have passed over the ship’s
rail at the named port of shipment, the Buyer has to bear all costs
and risks of loss of or damage to the goods from time when the goods
have passed over the ship’s rail. FOB term can only be used for sea
or inland waterway transport. The following are important issues to
be considered when using FOB terms: 1) FOB is followed by ‘port
of shipment’ instead of- ‘port of destination’ . For instance, A trad-
ing company in Shanghai exports its goods to London with the FOB
term, then -the trade term should be ‘FOB Shanghai’ instead of
‘FOB London’ ; 2) The Buyer should send the ship just in time.
The Buyer shall be held responsible for all the losses arising from the
late or early dispatch of the ship; 3) In order to avoid discrepancies
concerning loading expenses, the following form of FOB can be
used:

*FOB Liner Terms. The Seller is not responsible for the load-
ing expenses.

-FOB Under Tackle. The Seller is responsible for delivering
the goods under the tackle of the Buyer’s named ship, and shall not
bear the expenses for loading the goods into the ship’s hold and oth-
er expenses.

*FOB Stowed (also referred to as FOBS). The Seller is respon-
sible for the loading and stowing expenses.

*FOB Trimmed (also called FOBT). The loading and trimming
charges shall be borne by the Seller.

*FOB Stowed and Trimmed (abbreviated as FOBST). Load-
ing, stowing and trimming charges is to be borne by the Seller.

CFR(...named port of destination) means that the Seller must
clear the goods for export and pay the costs and freight necessary to
bring the goods to the named port of destination but the risk of loss

. 9 .



