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Words & Expressions

inquiry 84t

otation 3RYTE

for 3R, K&, ®E
unter-offer 8%

face-to-face talk T

CIF (Cost, Insurance and Freight)
MA. REIES, BF
e “BlEM”

FOB (Free on Board) 3517
ML, BERE "B
B

CFR (Cost and Freight) ARASHA
=%

erms of payment AR

time of shipment 3EizH]

L/C (etter of credit) {&EBE

packing method AT

o o BARE

iferor RN

feree BRA

selling offer RFTIRE

buying offer XFHIRA

firm offer B{offer with engage-
ment SC#&%

non-firm offer 2% offer without
engagement BB

wording $EEE

binding HHARNE

subject o Bl AHRL, B
babi:3

Text 1 Inquiry, Offer and Counter-offer

Inquiry plays a very important role both in import and export. An inquiry is a request for
information. It is usually the importers that make inquiries. They invite a quotation or an of-
fer for the goods they want or just ask for some general information about those goods.

There are quite a few ways to make an inquiry, both orally, such as, by telephone or
through face-to-face talk, and in written form, such as letter, telegram or fax.

If it is the first time for the two sides, the importer should inquire of the exporter about
the name and price of the commodity, quality, specification, quantity, terms of price (CIF,
FOB, CFR, etc.), terms of payment (L/C), terms of shipment, packing method, discount and
so on. Besides, the importer can also ask for some catalogues, price lists, pro forma invoices or
samples. On the other hand, if they have already established trade relations they maydoitina
simpler way.

Inquiry must be brief, specific and to the point, and the answers to it must be quick,
modest and helpful. Although inquiry has no legal effect on the two sides, it is often the be-
ginning of trade.

When an exporter receives an inquiry from overseas for the goods that he is in a posi-
tion to supply, it is proper for him to send an immediate reply to the inquirer providing the
requested information. As inquiries often concern the prices of goods, most replies contain a
quotation or offer.

Offer is a most important step in negotiating an export transaction. It is a proposal of
terms and conditions presented in a potential contract by one party, called the offeror, to an-
other party, called the offeree. The offer made by the seller is customarily called “selling of-
fer”, while the offer made by the buyer is commonly called “buying offer”.

There are two kinds of offers. One is firm offer or offer with engagement. A satisfactory
firm offer should be clear, complete and final in its wording. It should include the name of
the goods, time of shipment and delivery, discounts and terms of payment. A firm offer most-
ly provides a period of validity. It remains valid until the validity ends. The acceptance made
by the offeree before validity expires is effective legally.

Another kind is non-firm offer or offer without engagement which is unclear, incom-
plete and with reservations. If the exporter wants to establish business relations with a new
customer or explore a potential market, he may send a non-firm offer. Unlike a firm offer, it
is not binding on the offeror. Such expressions as “reference price”, “subject to our final con-
firmation” and “subject to goods being unsold” are often used.

A counter-offer, in fact, is a rejection of the offer. If a buyer doesn’t agree with any or
some of the transaction terms of a quotation or a firm offer, he makes a counter-offer. In a
counter-offer, a new price as well as other new terms is suggested. Hence, it is a new offer
and, at the same time, the original offer lapses. No matter how slight the alterations might be
the original offeror now becomes the offeree and he has the right of acceptance and refusal.
So, he may make another counter-offer of his own. This process can go on for many rounds
till business is finalized.

Comprehension Questions:
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| Practice

Passage 1

Listen to the passage and fill in the blanks according to what you have heard.

Service Sector Mood Hit by Credit Crunch

Confidence among European service sector com-
panies has (1) this year as concerns grow
that tighter credit conditions will hit (2) ;
according to a pan-European survey.

In contrast, the outlook for service sector compa-
nies in the large (3) economies of Brazil,
Russia, India and China (Bric) remained strong.

Much of the difference between advanced Euro-
pean economies and the Brics countries is linked to
(4 , according to NTC Economics, which
produced the business outlook survey for KPMG.

Just under 40 per cent of all EU non-financial
service companies said the cost of credit had risen
since last summer, while just 6 per cent reported it had
fallen. (5) companies were hit hardest,
with 54 per cent reporting an increase in the cost of
(6) over the period.

In the Brics countries, a majority of companies said
the (7)

they concurred that the cost had risen. Since the econo-

of credit had increased, although

mies of Brazil and Russia are heavily dependent on
increasingly expensive (8) , such as sugar

and oil, this rise in (9) availability is not

In the twice-yearly survey, European companies
across the service sector showed confidence at its low-
est level since the survey began in 2006, with the largest

falls coming in (10) and (11) ;

and financial services sectors.

The drop in confidence was particularly marked
in Spain and Ireland, both of which enjoyed large in-
creases in service sector activity on the back of boom-
ing (12) and buoyant (13)
markets, which have been hit hard by the credit
(14)

dence falling away.

. The UK and France also saw confi-

Germany and Italy were more (15)
with German companies in particular (16)
greater optimism than last October.

Although European companies that are confident
about (17)
(18)

output, profits, employment and
outnumber those who think condi-
tions will (19) , the (20) in
each area have dropped sharply.

Most companies complained their costs were ris-
ing; nearly twice as many expected to raise rather than

lower their prices.

surprising.
Passage 2
Listen to the passage and decide “T(true) or “F(false) for each statement according to what you have heard.
) 1. The Technical Barriers to Trade Agreement (TBT) is formulated to ensure that regulations, stan-
dards, testing and certification procedures won’t create obstacles for business.
) 2. TBT agreement rules out the possibility for countries to adopt standards which they consider as
appropriate.
) 3. Member countries are entitled to take measures necessary to ensure their standards are met.
) 4 TBT agreement sets out a code of good practice for governments only.
) 5 Over 200 standards-setting bodies apply the code of the agreement.
6. TBT agreement encourages countries to recognize each other’s procedures for assessment while
J disapproving any inclination to give domestic produced goods an unfair advantage.
) 7- Manufacturers and exporters need to know what the latest standards are in their prospective
markets.
) 8 Al WTO member governments are required to establish national enquiry points and to keep

each other informed of the latest standards through the WTO.
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English-Chinese Interpretation

. We think your Gree Brand air conditioners will be selling well at this end and we are looking forward to

receiving your samples soon.

Provided you can offer favorable quotations and guarantee delivery within four weeks from receipt of or-
der, we will place regular orders with you.

We would appreciate your sending detailed information on CIF prices, discounts, and delivery time, etc.
Please find enclosed our current catalogue and price-list quoting CIF New York.

Referring to your inquiry letter dated 29" September, we are offering you the following subject to our final
confirmation.

This offer must be withdrawn if not accepted within five days.

I'm sorry the difference between our price and your counter-offer is too wide, so it’s impossible for us to
entertain your counter-bid.

In view of our long business relations and amicable cooperation, we suggest that you accept confirmed, ir-
revocable letter of credit at sight.



9. The price of oil will continue its downward tendency in the near future.

10. We would like to point out that we mainly settle our accounts on a documents-against-acceptance basis.

[ZB Chinese-English Interpretation _
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Section Paragraph Interpretation

1 ZB Chinese-English Interpretation (1)
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ZB English-Chinese Interpretation (1)

Our counter-offer is in line with the price in the international market. If you accept it, we’ll persuade our
customers to place an order with you. If you can’t make any further concessions, there is no point in further

discussion. We might as well cancel the whole deal. By the way, when considering your new offer, please take
our commission into account.
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lZHN English-Chinese Interpretation (2)

Our offer is based on reasonable profit, not on wild speculations. You must take the quality into consider-

ation. Everyone in this trade knows Samsung is of superior quality. If we were not friends, we would hardly be
willing to make you a firm offer at this price.

Section @) Passage Interpretation
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BZ8 English-Chinese Interpretation

U.S. Consumers Trade Down as Economic Angst Grows
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| Spurred by economic worries, American shoppers have quickly decided that cheaper is better. Discount
stores overall saw sales jump nearly 6% last month, while those of full-price department stores declined. Con-
sumers’ use of discount coupons is starting to rebound after a 15-year slide.



|

Trading down is a common consumer reaction to economic ills. But this time around, the change has
come unusually fast and may be touching on the broadest array of goods since the recession of the early
1980s. The combination of historically high fuel prices and soaring food costs, combined with falling
housing and stock values and tightening credit, are severely damping the spending habits on which the U.S.
economy has long thrived.

The about-face in consumer behavior could bring striking changes to the marketplace, as retailers
revamp everything from the size of their stores to the way they stock their shelves, and may force manu-
facturers to trim niche products in favor of more reliably selling basics.

The ability to capture trade-down shoppers will be crucial for some companies. New, cheaper favorites
among brands or stores can be formed after as little as three or four favorable experiences, retail experts say.

Now, consumers are pessimistic that their ability to spend will improve any time soon. Two-thirds of
Americans expect the current slump to last for several years, according to the latest Reuters/University of
Michigan survey of consumer expectations. Consumer confidence has dropped 38% in the monthly index
since its January 2007 peak, and last month 57% of those surveyed reported their financial situation had wors-
ened, the highest figure since the survey began in 1946.

At almost every income bracket, Americans are changing buying habits and deciding they can live without
old favorites. Consumers do more one-stop shopping, buying groceries only once a week or twice a month to
save on gas and by buying in bulk. When they do, they are more apt to stick to a grocery list — and bring cou-
pons.

Americans also are avoiding casual restaurants and eating more at home, buying multi-purpose medica-
tions rather than separate medicines, and choosing a single brand of shampoo brands instead of buying one for
each member of the family, IRI studies show.

~ Words & Expressions Prevlew e
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My visit to China comes on an important anniversary, as the Vice President mentioned. Thirty years
ago this week, an American President arrived in China on a trip designed to end decades of estrangement
and centuries of suspicion. President Richard Nixon showed the world that two vastly different governments
could meet on the grounds of common interests, in the spirit of mutual respect. As they left the airport that
day, Premier Zhou Enlai said this to President Nixon: “Your handshake came over the vastest ocean in the
world — 25 years of no communication.” During the 30 years since, America and China have exchanged many
handshakes of friendship and commerce.
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The high-tech revolution has inspired a seemingly endless stream of new and exciting electronic
products that we just can’t live without.
JFIESA: We should owe the seemingly indispensable variety of electronic products to the high-tech revolution.
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