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Questions for Thinking

Q1: What’s your understanding of establishing business relationship?
Q2: What is the process of establishing business relationship for both buyers and sellers?®
Q3: What do you think are the most important elements for successful relationship with customers?@

_—

" Discussion

o

Directions: Please discuss about the above questions in your group, and sum up your discussion
results in the following table.

@ Business Tip: Communicating in writing, attending the export commodities fairs, holding exhibitions both at home and
abroad, mutual calling and visiting, etc. Do you agree?

@ Business Tip: Reasonable price, excellent after-service, good reputation of the company, best quality of product, etc. Can
you tell why?
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Background Information

Establishing business relationship is the very initial but rather crucial step in foreign trade. It
often takes place between two parties not knowing each other at all or not very well; therefore
both parties will be very polite and courteous to each other. To facilitate your qualification for the
task in oral English, you need to know and understand some related background information as
follows:
1. Channels for setting up business relationship
There are several prerequisites that exporters have to satisfy before they actually sell
commodities abroad, among which the establishment of business relations with potential customers
deserves special attention. Generally, exporters can obtain information about prospective customers
overseas through the following channels
1) Banks in the buyer’s country
K7 ERKHRAT

2) Chambers of commerce in foreign countries
RS

3) Consulates stationed abroad
CANESN SR A0

4) Chinese Commercial Counselor’s Office in foreign countries
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o [ 3E [ S 55 S AL
5) Various trade associations
ARENL A2
6) Trade directory
A5 % 5%

7) Newspaper and advertisement
RAF) &

8) Attendance at all kinds of commodities fairs home and abroad

SINE NS FRG ihE 2

9) Mutual visits by trade groups and delegations

5 5 AR 5 5 AR Z [ i) L

10) Business houses of the same trade
&)k AT

Having obtained the name and address of the prospective customers, the exporter may set out

to send letters, circulars, catalogues, and price lists to the parties concerned. Such letters should
tell the reader how his name is obtained and give him some details about the exporter’s business,
for example, the range of the goods handled and in what quantities.

Very often, it is the importer who initiates such an inquiry letter to the exporter to seek for
information about the products he is interested in. In such a case, the letter should be answered
promptly and explicitly to create goodwill and leave a good impression on the reader. If the
inquiry is from a regular customer, a direct and polite reply, with an expression of thanks, is all
that is necessary. But if you reply to an inquiry from a new source, you will naturally approach it
more carefully. For example, you may add a favorable comment on the goods inquired about and
draw attention to other products likely to be of interest.

2. Skills in credit inquiry

What is credit inquiry? In international business, credit inquiry is made by traders
investigating into the financial position, credit, reputation, and business modes of other firms.
Before a firm starts business with a new customer or company, it is the usual practice to make
credit inquiry so as to obtain all the information possible about the firm one is going to enter into
business relations with, to well protect oneself in case any disputes should arise, and to safeguard
the interests of both parties involved. So credit inquiry is of utmost importance. It is vital to the
future cooperation of the traders.

There are various ways of obtaining credit information, for instance, from banks, chambers
of commerce, inquiry agencies, or business connections. The information obtained from a bank or
a chamber of commerce is generally reliable and sometimes free of charge. However, a bank will
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not give information directly to an unknown inquirer unless the inquiry comes from one of its

fellow banks. Therefore, when taking up a bank reference, the trader had better apply to his own

bank for credit inquiry. From inquiry agency, the inquirer can also get the needed information but

of course he has to pay for it. Besides, the inquirer can also refer to other sources such as business

partners who are likely to provide the information concerned.

m Sample Conversations

Jj( 1. Credit inquiry

Mr. Li:

Mr. White ;

Mr. Li;

Mr. White .

Mr. Li:

Mr. White .

Mr. Li:

Mr. White .

. Hello, this is Mr. White from Bank of Asia, Singapore Branch. Is that Mr. Li

speaking?
Hello, here it is.

: I am calling to inform you of the company you inquired us several days ago. The

company you have asked us is a joint venture registered in Singapore, and has
enjoyed a good reputation in the business circle all over the world for nearly five
decades.

Are you sure for the information? _

Absolutely. Even they never have had any bad record in the bank for their credit.
They always pay the value of the goods in time. Please rest assured to deal with
them.

Thanks. Could you also inform me of the scale of the company?

The company is a medium joint venture with annual import and export volumes of
USD 30 000 000 and it has preserved large reserves in the bank.

Would you mind telling me more information about the cooperation?

If your order exceeds USD 1 000 000, the company will allow you 5% discount on
the imported goods.

Indeed nice of you to bring us the news. Thank you very much, Mr. White.

It is my pleasure.

. J_i/ 2. Initial talk on the phone

Marie: Hello, this is International Corporation. Marie is speaking. May I help you?
Frank.: Hello, this is Frank speaking. I am the manager of the Import Department of United
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Computer Co. Ltd. Please connect me with the Export Manager, Mr. Johnson.

: I'm sorry. Mr. Johnson is not in right now. What can I do for you?
. Can you introduce some of your soft-wares for me? I get to know that your computer

specialized in this line for more than ten years.
Sure, it’s my pleasure. There are many latest soft-wares of our computer on the show now
and we also have printed catalogue and price lists. Do you need them?

: Sounds great. I'll appreciate it if you can mail me a catalogue and the price list.
: OK, no problem.
. If the price is reasonable and competitive, I believe our cooperation will certainly result in

important business.

. I’'m so glad that your desire meets with ours.

J&/ 3. Step-in talk at the company

David .

Lily:

David .

Lily :

David ;

David :

Lily:

Good morning. My name is David Copper. I'm from Australia. Here is my card.

Thank you. I'm pleased to meet you, Mr. Copper. My name is Lily. I am the
representative of Liwen Trading Co. Ltd.

Pleased to meet you too, Lily. I travel a lot every year on business, but this is my first
visit to your country. I must say I have been much impressed by your friendly people.
Thank you for saying that. Have you seen the exhibition halls? On display are most of our
products, such as silk, woolen knitwear, cotton piece goods, and garments.

Oh, yes. I had a look yesterday. The exhibition has successfully displayed to me what
your corporation handles. I found some of the exhibits are fine in quality and beautiful in
design, especially the silk.

Our silk is known for its good quality. It is one of our traditional exports. Silk blouses are
brightly-colored and beautifully designed.

I believe they will meet with great favor overseas and be in great demand. I hope we can
have a good cooperation in the near future if your prices are reasonable.

Thank you for saying so and we’ll try to make an offer as soon as possible. We’re looking
forward to setting up long-term and mutually beneficial business relationship between us.

mi/ 4. Visiting the factory

Wang ;

Peter:

Welcome to our factory, Mr. Smith.
Thank you. I've been looking forward to visiting your factory.
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Wang: Maybe we could start with the Designing Department, and then we could look at the
production line. Would you please put on these work clothes and caps?

Peter; OK, thank you.

Wang: Please follow me this way.

Peter: How do you ensure quality control, Mr. Wang?

Wang: We believe that the quality is the soul of an enterprise. Therefore, we always put quality
into the first consideration. All products have to pass strict inspection before they’re put on
the market.

Peter: Well, that’s great.

Wang: What’s your general impression of your factory, may I ask?

Peter: Yes, I’ve been very impressed by what I’ve seen. I hope my visit does not cause you too
much trouble.

Wang: My pleasure, and it’s great honor for us to establish business relationship with your
company.

Peter: The honor will be mine. Shall we meet another time in the near future for further

negotiation?
Wang: I think so.

ional Patterns and Expressions

1) When expressing channels of establishing business relationship, one may use such
expressions as:

(1) We’ve come to know your name and address from the Commercial Counselor’s Office of
the Chinese Embassy in London.

(2) By the courtesy of Mr. Black, we are given to understand the name and address of your
firm.

(3) Your firm has been introduced ( recommended/passed on) to us by Maple Company.

(4) Concerning our financial position, credit standing and trade reputation, you may refer to
Bank of Hong Kong, or to our local Chamber of Commerce or inquiry agencies.

2) When expressing business lines, one may use such expressions as;

(1) Our lines are mainly arts and crafts.

(2) We have been in this line of business for more than twenty years.

(3) We specialize in the export of Japanese light industrial products and would like to trade
with you in this line.
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3) When seeking common points, one may use such expressions as:

(1) Your desire coincides with ours.

(2) This is our common desire.

(3) Your desire to establish business relations coincides with ours.

(4) I'd appreciate your kind consideration in the coming negotiation.

(5) I can assure you of our close cooperation.

4) When expressing a sincere hope, one may use such expressions as:

(1) We look forward to setting up entering into our business relationship.

(2) We shall welcome a chance to renew our friendly relationship.

(3) We’ll try our best to widen/expand our business relationship with you.

(4) The arrangement will contribute to cement our pleasant relationship.

(5) We’re willing to restore our business relationship.

(6) It will be advantageous if steps are taken to resume our business relationship on the basis
of mutual benefit.

Part IV
ok .
S Guided sentences

1) We’ve heard you’re one of

(bR EEHBOARZ—).
2) From China Council for the promotion of International Trade we’ve known you’re
(AT Mmm EEHOFZ—).

3) That’s to seek possibilities of (MBA R KHH
S RFEMITHENE) .

4) Your desire to establish business relationship with us
(5EMNBYE).

5) As you know, (RAT—HAEFEFEA KRR FFF
Bl FRER).

6) In order to increase our export business to your country, we hope

(FBRARRIEEENEFKR).

7) As far as we know, (A AT TR A 55 R0 B AF) .

8) The firm you inquired for enjoys (FHRF, B
R ) .
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MBI - -~~~ ~ <~~~ =~~~ % oo ooooosoooooooooe
9) ' (& ¥ A k&) if you will furnish us you’re
your opinion on the financial status and reliabilities of the company.
10) We regret very much being unable to (AR T IR
KFZARIUERFER) .

% Guided conversations

Directions; Complete the following guided conversations orally.

Conversation 1

A:
B:

A:

A:

Welcome to our company, Mr. Stewart. Please be seated.
Nice to meet you at your office, Ms. Jiang. We’ve heard you’re (1)

Yes. We are importing and exporting a wide rang of goods and have been in this line for more
than 20 years.
(2) ?

. We mainly specialize in garments, particularly in silk products. In recent years, demands both

from home and abroad are getting much higher.

: You’re right. People in my country love silk clothes more and more, especially those made in

China. Are they equally popular in other external markets?

: Exactly. Our silk clothes (3) in the European market,

and also (4) in the U. S. A.

: Very impressive. Could you show me a pamphlet about your company and latest silk clothes?

I want to know more about that.
Certainly. Here you are.

Conversation 2

A:
B:

. I see. Well, you can consult (2) or

As you can see from the pamphlet, our products are available in different colors and styles.
Well, I think I’m very interested in your products, especially article No. 216 and No. 358. We
desire to establish long term trade relationship with you.

. It’s nice to hear you say that. Your desire coincides with ours. However, for safety’s sake,

we would like to know (1)

which has recorded any information concerning our credit standing.



