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Establishing Business
Relations

—~ Learning Goals

After learning this unit, you will be able to

1. know how to obtain the information about the merchants in foreign countries;
2. introduce main products briefly;

3. express the desire of establishing business relations;

4. how to give standing reference;

5. master the basic expressions of establishing business relations.
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Part 1 Lead-in

How to gain information of other companies

In international trade, no transaction can be concluded until business relations have been
established. All the business companies have to establish extensive business relations if they want
to start or expand their business.

Generally, before two companies from different countries get in touch with each other, a
“middleman” is needed to provide the necessary information and help the two parties. Those
who act as middlemen can be as follows: banks, chamber of commerce, commercial counselor’s
office, advertisements, trade directory, communication in the fair, Internet, recommendation by
others and mutual visit by trade delegations.

Ql;tlrl I Warm-up Activities

n. Look at the following pictures and discuss the questions with
your partner.

(1) Why do we establish business relations with other companies?

(2 ) What shall we take into consideration when we decide to establish business relations
with other companies?

(3 ) Where can we get the information of the company and with whom we want to
establish business relations?

(4) Do you think trade fair is a good way to establish business relations? Why?

(5) How do we find out the business integrity of the companies and with whom we want

to establish business relations?

Al -
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%. Work in pairs and complete the table by translating the English
and Chinese equivalents of the words or expressions given.

Typical Vocabulary of Establishing Business Relations

latest catalogue %5 S %

financial standing (GRS

line RAETE

specialize in HL R KR
main products -5 R A A

ﬁ. Learn and try to use the following useful expressions or key sentences.

(1) We learnt your name and address from...

(2) Your company has been recommended to us by...

(3) We now avail ourselves of this opportunity to approach you with a view to
establishing business relations with you.

(4) We are willing to enter into business relations with you.

(5) Our mutual understanding and cooperation will certainly result in important business.

(6) Specializing in the export of..., we express our desire to trade with you in this line.

(7) Our lines are mainly...

(8) As to our financial standing, we refer you to...

(9 ) Establishing business relations between us will be to our mutual benefit.

(10 ) Our products are excellent in quality and low in price.

Ql:ggl Il Model Dialogues

Dialogue 1

Background

Shanghai Oriental Trading Co., Ltd. specializes in carpet exporting. Alice Smith is from
France. She found the samples of Shanghai Oriental Trading Co., Ltd. very attractive. And now
she is in the office with Jack Chou, sales manager of Shanghai Oriental Trading Co., Ltd.

e, Task Description

Jack Chou, sales manager of Shanghai Oriental Trading Co., Ltd. is talking with Alice Smith, a

manager from Dreamland Company. They want to enter into business relations with each other:

s 6
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Establishing business relations

Who: A(Alice Smith), B (Jack Chou)

Where: at the sales manager’s office

When: in the afternoon

What: introducing products and establishing business relations

A:
B:

B:
A:
B:

Good afternoon. I'm Alice Smith from the Dreamland Company. This is my business card.
Nice to meet you, Miss Smith. I am Jack Chou, sales manager of Shanghai Oriental Trading
Co., Ltd.

: Nice to meet you, Mr. Chou. We are one of the leading carpet importers in France. I was very

impressed by your products displayed at the Canton Fair. And we now avail ourselves of this

opportunity to visit you with a view to establishing business relations with you.

: Thanks. The samples displayed in the fair are just part of our products. We are exporting a

wide range of carpets to many countries. We have been in business since 1950 and enjoy a

good reputation in the world market.

: Yes, Chinese carpets are attractive indeed in world market. They are classic and elegant.

: This is our catalogue, and this one is our latest sample. It was a great success in the last

exhibition in Guangzhou.

: It’s soft and springy, and the style is unique. I'm sure it would be in fashion in the coming

sales peak.

: We are willing to enter into business relations with you on the basis of equal, mutual benefit. I

hope this will be a good start for a long and profitable business relationship.

: I am confident that your products will find a ready market in France. May I take back your

catalogues and one pricelist with me?
Sure. Here you are.
I will give you the reply as soon as possible.

We are looking forward to that.

vJ Words & Expressions

1. sales peak HEEE
2. springy a. AR
3. find a ready market (=) A
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1. We now avail ourselves of this opportunity to...
A EE AL

2. It was a great success in the last exhibition in Guangzhou.
RAEH M ETE b — R AR E 2, KRG T B,

3. I'm sure it would be in fashion in the coming sales peak.
FAAFHERERR, X0 EE SRR 2

4. ...on the basis of equal, mutual benefit

FEF-25 1A 9 A

Dialogue 2

' Background

John Green from Stone Co., Ltd. is interested in the silk garment. He wants to establish long
term relations with Sunrise Import and Export Company. Allen Su, the sales representative of

Sunrise Company is meeting him, introducing the products.

af\ Task Description
o Jp v

Allen Su, the sales representative of Sunrise Company is meeting John Green from Stone

Co., Ltd. They express their desire to enter into business relations with each other:

Entering into business relations

Who: A (John Green), B (Allen Su)

Where: at the office

When: in the morning

What: introducing financial standing and establishing business relations

A: Good morning. I am John Green from Stone Co., Ltd. We’ve obtained your name and address
from the Commercial Counselor’s Office of the Chinese Embassy in Australia. This is my
card.

B: Nice to meet you, Mr. Green. I am Allen Su, the sales representative of Sunrise Import and
Export Company.

A: Nice to meet you too, Mr. Su. This is the first time I have been in China. I have to say that I've
been much impressed by the rapid development of economy in China.

B: Yes, China has made great progress during the past decades. Our foreign trade has also been
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continuously expanding.

: Being one of the leading importers of textiles in Australia, we have excellent connections in

the trade and are fully experienced with the import business for this type of product. We are
now interested in your silk garments.

: Our silks are famous for their good quality. They are one of our traditional exports. Silk

garments are brightly colored and beautifully designed. They’ve met with great favor at home

and abroad. All these articles are our best selling lines.

: Yes, I have seen your samples on your website. Some of them seem to be of the latest style. I

can foresee a bright prospect for your products in our market.

: We appreciate your desire to establish business relations with us. As to our financial standing

and business integrity, you may refer to the Bank of China, Shanghai Branch. They will

provide you with the information.

: Thank you very much. I’m sure this will lead to long term business between our companies.

: We are looking forward to your favorable reply.

1, Words & Expressions

1. Commercial Counselor’s Office R52%

2. best selling lines W 7
3. financial standing ot g5k
4. business integrity [ERAE

1.

We’ve obtained your name and address from the Commercial Counselor’s Office of Embassy

in Australia.
FATTANBE B A (4 [ A 7 45 SRR A R R 1S B
FKEA

We’ve come to know your name and address from...
We owe your name and address from...

. They’ve met with great favor at home and abroad.

They are very popular in both domestic and overseas markets.

AT IHE FE N AR iT 5 L AR R 206

As to our financial standing and business integrity, you may refer to Bank of China, Shanghai
Branch.

ESVESYY

For information concerning our standing, you may refer to...

Our bankers are. ..., and they can provide you with the information about our business and finances.
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q{:; Background

Hipo Handbag Company is a Chinese company manufacturing and exporting handbags.
It has been in business for many years. Lexi Company in London wants to trade with suppliers
of handbags directly. And now Lisa Wang, sales representative of Hipo Handbang Company, is

meeting Selina Brown.

=
&% Task Description

Lisa Wang, sales representative of Hipo Handbag Company, is introducing her company to
Selina Brown, director of Lexi Company. Both of them want to establish business relations with

each other.

Establishment of trade relations

Who: A (Lisa Wang), B (Selina Brown)
Where: at the manager’s office

When: in the afternoon

What: establishing business relations

A: Good afternoon. I am Lisa Wang, sales representative of Hipo Handbag Company.

B: Nice to meet you, Ms Wang. | am Selina Brown, director of Lexi Company.

A: Nice to meet you too, Ms Brown. ( NI ESERF KRR R 552
BEALE I 525 Al AY{5 B . ) We notice that you are interested in establishing business relations
with suppliers of handbags.

B: Yes, as one of the largest importers of handbags in England, (Al
MF XTI E L #E it 20 45 7. ) With the demand getting greater and greater, we want to
establish business relations with Chinese suppliers directly.

A: As one of the leading manufacturers of handbags in China, (TR

HMEERXKIL SR A KR, FEEELRH KR, )
B: That would be great. Would you please tell me more about your company?
A: Sure. (FRAFMALT 1990 4F, LTINFEFRAFFHE.) We

have a staff of 1 000. We can design handbags ourselves because we have a department with

100 designers. Besides that, we are also able to accept orders against customer’s samples and
can produce handbags with customer’s own trademarks.
B: Sounds interesting. Do you have any catalogue or brochure with you?

>

: Certainly. Here’s our brochure.
B: Is this your new product?

-
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A: (R, XRENBBHFT 5. )
B: It looks gorgeous! I'm sure it will be a fashion in the peak season.
Gz iy Em? )

A: According to our schedule, it will be released next month.

B: I can foresee a promising market for your products. It will sell like hot cakes.

A: Good to hear that. (XTI AR SR, EFTLLIEHF
ER1T T 517 ) They will provide the information you need.

B: Thank you for your information. I really appreciate it. Establishing business relations will be

to our mutual benefit and I hope this will be the start of our long-term business relations.

A: Thanks for your time. If you have anything particularly interested in, please let us know.

(AmERER HRIERMEE. )

L

L;,’I;J Words & Expressions

1. supplier n. HER T

2. trademark n. (L7

3. release . B, b
4. foresee V. LI

5. look forward to e, WifE

1. as one of the largest importers of handbags in England
Ve E R FRE O Z—
ERIRKIBALIE -

As one of the leading importers...

Being one of the leading importes...
2. It will sell like hot cakes.
X i E 2R .
“Sell like hot cakes’ means “sell well”.

Part IV _Role-play Activities

Pair work. Make a conversation for about 3 minutes with your partner according to the given

information.

A s
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Tips for you (A):
Situation: You are visiting a company in Ningbo. You saw a display of their products at
the Canton Fair. You are interested in their electric appliances and are willing to enter into

business relations with them.
You are
Josh from ABC Company in Canada;
salesperson of ABC Company.
You
tell the partner how you obtained the information of their company;
express the desire to establish business relations;
list the products that you are interested in;
show the standing of your company;

expect an early reply.

Tips for you (B):
Situation: A buyer from Canada shows interest in your products. He is now visiting your

company and you want to establish long term business relations with him.
You are

Jane Chou;

manager of Marketing Department;

from a leading trading company in Ningbo.

You
appreciate the partner’s attempt;
emphasize the same desire to establish business relations;
show the reasons why your products are competitive;
provide catalogue and pricelist for reference;

look forward to good cooperation.

Y] Notes for Preparation:

> J6



