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Unit 1

Establishing Business Relations
' (BIUB/HXR)

Part I Dialogues and Conversations
(A)
Meeting a Visitor

(At the airport)

A: Excuse me, but are you Mr. David from Western Electronics?’ .



............................ >

B: Yes, [ am. :

A: How do you do?” I'm from the National Fixtures. * My name is Dennis. I am here
to meet you today. *

B: How do you do? Glad to meet you.

A : How was your ﬂight‘,?5 Was it comfortable?

B: Not really, I'm afraid. We were delaved taking off, and we encountered a lot of
bad weather. '

A: That’s bad to hear. Then you must feel tired now.

B: I got some sleep on the plane, but 'm feeling a little jet lag.

A: We have made a hotel reservation for you. % I think it’s best for us to go to your
hotel first so that you can have a rest.

B: Thank you for your (_:onsideration.

A: My car is outside.

B: Terific.

( On the way to the hotel)

A: Its a Litfle cold today, isn't it? |

B: It sure is. ! How is your business going on recently?

A: A little slow, I'm afraid. But we expect things to pick up soon. 2

B: That sounds encouraging.

A: Is it the first time for you to be here?

B: No, I came here two years ago. It seems that the city has changed a lot in these
two years.

A: Yes, it has been under great change in the past two years. How long will you be
here?

B: My schedule is rather tight, and I have to leave for Tokyo on Tuesday. "

A: We'll have to hurry, in that case.

P>+ Notes:

1. YRR, HR¥k AT HE FARM David 554157 Western Electronics ; FAEBHL T2 F]
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3. Bk HEFREERLF,

4



e S R S R o

10.

12.

13.°

14.
15.

B:

SRBEES, meet: M

WRABHIPENLE 27

RITERERT ,iHB T EENSIR. take off: (KHL) #K; encounter: BF], ¥
MABRE—ERTIE? must; FREN . EE.—E
RECHEET —2)U, REREBHERERIE, jet lag: KITH 22N, B 28
BRI NEHETEN, _
RUEBRNTBOFRIEZEN, XBHFTKER—TF, so that: METF; have a rest; KB

. BIHR,

BRI HBERRRA 455, pick up: 175 KE
XEETHEA R EBIP AR K, It seems that ... ; )P, 7R
BRI R ZHRR R, B RUTEER T, leave for: SHERTHE, R E
AR BIE , RAVBIUR (BFE]) o in that case: TSR RIFHEMGTE

(B)

Entering into Business Relations’

Good morning. My name is John Brown. I'm from Britain. Here is my card.

: Thank you. I'm pleased to meet you, Mr. Brown. My name is Zhang Lin, the

representative of the Textiles Import and Export Corporation.

: Pleased to meet you too, Ms. Zhang. I travel a lot every year on business, but

this is my first visit to your country. I must say [ have been much impressed by
your friendly people. ’

Thank you for your saying so. Have you seen the exhibition halls? On display are
most of our products, such as silks, woolen knitwear, cotton piece goods and

4
garments.

: Oh, yes. I had a look yesterday. I found some of the exhibits fine in quality and

beautiful in design. The exhibition has successfully displayed to me what your
corporation handles. > I've gone over the catalogue and the pamphlets enclosed in your

last letter. ® I have got some idea of your exports. I'm interested in your silk blouses.

: Our silks are known for their good quality. They are one of our traditional

exports. Silk blouses are brightly colored and beautifully designed. They’ve met

with great favor overseas and- are always in great demand. ’

: Some of them seem to be of the latest style. * Now I've a feeling that we can do a

5



B:

A:

: Your desire coincides with ours. '

lot of trade in this line. > We wish to establish relations with you.
0

: Concerning our financial position, credit standing and trade reputation, you may

refer to our bank, or to our local chamber of commerce or inquiry agencies. !

: Thank you for your information. As you know, our corporation is a state-operated

one. We always trade with foreign countries on the basis of equality and mutual

benefit. * Establishing business relations between us will be to our mutual

benefit. I have no doubt that it will bring about closer ties between us.

: That sounds interesting. I'll send a telex home. As soon as I receive a definite

answer, I'll give you a specific inquiry. *
We'll then make an offer as soon as possible. * I hope a lot of business will be put
through between us. '

So do I.

P »: Notes:
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B:

(C)

Business Meeting

I have come to discuss with you the possibility of importing into the United States
a number of your products. '

Ms Anderson, we very much appreciate your interest in our company. >

We had an opportunity last evening to review your well illustrated catalogues and
we are primarily interested in your Grand Bank wine, your chocolates, canned
fruit, and poultry.

Most of our products are very well known all over China. You have chosen some
of our most successful commodities. >

Do you presently export any of the products that I have mentioned?

Many of our products are manufactured especially to serve our export markets. '

Our Grand Bank wine is one of qur best known products.

Can you give us an idea of your present export volume?”

Yes, we currently export some 500,000 bottles of wine a year, mostly to Europe
and to some Asian countries. * Our pouliry is also very well known.

What about your fruits? Do you export all the products illustrated in your
catalogue?

Our fruits are exported to Hong Kong area, Singapore, Malaysia, and a number
of other countries.

What about your chocolates?

So far we have not developed a large export market for our chocolates. We
primarily serve the domestic market. Perhaps you would like to discuss each of
the commodities in turn. ®

Yes, that would be our preferred course.’® I would like to take some notes while
we are discussing the various products.

As I mentioned, we are perhaps best-known for our Grand Bank wine. It is made
by our wholly-owned subsidiary, the Huaxia Grand Bank Wine Company
Limited. '° This company also packages and ships the wine to our export markets.
Do you sell both red and white wine? '

Yes, we do.



A

B:

= >

= > W »

g

B:
A:

: Let us assume that we were to make a first purchase of 1,500 cases. '

We enjoyed some of your Grand Bank wine at dinner last evening. Are your wines
all corked?"
Yes. Perhaps I should also explain that our bottles, cork stoppers, and caps are

all imported. 2

: Would it be possible to pay a visit to the wine company and take a look at its wine

making methods?"

: We would be more than pleased to show you this facility, Ms Anderson. I am sure

that you will be impressed by its efficiency.

: Now I'd like to have an idea of your pricing structure for your Grand Bank wine.

: The export price is of course very much dependent on the quantity purchased by

15
our customers,

: I understand.
: The basic export price of our white wine is US$4 per bottle, $48 per case:

6

: For an order of that magnitude. we would be prepared to negotiate a price

somewhat below $4 per bottle.

: Perhaps we could discuss the subject further after we have had a chance to view

your wine making facilities.
Yes, of course. We are looking forward to showing you our facilities.

And we are looking forward to some samples.
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(D)
The Welcome Dinner

>

: Mr. David, nice to meet you again.

B: Nice to meet you, too.

>

. T was so busy yesterday that I was not able to go to meet you at the airport. ' I feel
S0 SOITY.

B: It doesn’t matter.

>

. Please allow me to introduce Mr. Li, our manager, and Miss Liu, our deputy
manager to you. 2

C&D: How do you do?

: How do you do? Nice to meet you.

: Have you ever tried any Chinese dishes?’

. Yes, I like Chinese food very much.

I'm glad to hear that. I hope the dishes will be to your liking. *

. Thank you for holding such a colorful Chinese cooking dinner. 5

: I’s my pleasure. Please have a seat here. ¢

: Thanks.

. Please make yourself at home and have some Beijing roast duck while it’s not

QO » %P E>E

getting cold.’

=

. Thank you. It’s really delicious! It appeals to one’s sense of sight, taste, and
smell. *

D. If it is to your liking, please have some more.



