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Es'tablishing Business Relations

Lead-in

Establishing business relations is the first step in a transaction in international trade. To
establish business relations is actually to confirm the trade partner. Whether the partners are
suitably chosen or not decides the success of trade. Generally speaking, both sides, through their
own introductions or the third party’s, will find out important conditions such as the other side’s
fund credit, management ability and business scope, etc., before they discuss business substantively.
Only by understanding and trusting each other will both sides be able to cooperate actively and
carry out trade activities smoothly.

Section One Intensive Listening

Task 1 Listening Focus

Listen carefully and then fill in the corvesponding blanks according to the five short sentences
you’ll hear. Each sentence will be read twice.

1. Mr. Liis _

2. The visit will the development of their relationship.

3. The time Mr. Brown will arrive at the airportis ___

4. Your address and phone number were found from

5. can be sent to you for your reference.

Task 2 Listening Practice
A, Mini-dialogues

Listen to the following five mini-dialogues and then choose the best answer to each of the
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questions you'll hear. Each dialogue and question will be read twice.

L . ~Words and Expressrons L
- [impa] L lﬁlﬂ A
~[lmpo t] . H

gament. < ' [gament] @ 4 ( ﬁ:mﬂﬁ
Dialogue 1 _
a. To establish business relations. b. To buy something,
¢. To see the general manager. d. To go travelling.
Dialogue 2
a. In the Personnel Department, b. In the Human Resources Department.
¢. In the Marketing Department. d. In the Advertising Department.
Dialogue 3
a. An hour. b. One and a half hours.
¢. Half an hour. d. Two hours.
Dialogue 4
a. Silk. b. Woolen knitwear,
¢. Cotton piece goods. d. Nylon.
Dialogue 5
a. The chairman. ~ b. The general manager.
¢. The department manager. d. The public relations manager.

B. Conversations

Listen to the following conversations twice and then Jor each question below, choose the best
answer from the four choices given.
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W
Question 1 and 2 are based on Conversation 1.
Conversation [
u Words and Expressions e
Mini-Mons RN , SR

1. Why does John Carter telephone Li Ming?
a. Because they met at Guangzhou Trade Fair.
b. Because he thinks the preducts “Mini-Mons™ are very interesting.
c. Because he wants to buy the products “Mini-Mons”.
d. Because he wants 1o have a chat with Li Ming,
2. Which of the following statements about Yonghe Trading Company is NOT true?
a. It is in North America market. .
b. Mr. Wang Yahui is its Sales Manager-
¢. Its address is 1259 8™ Street, Manhattan, New York.
d. It belongs to Toys International Company Limited.

Questions 3 to 5 are based on Conversation 2.
Conversation 2

A Words and Expressnons
‘chamber [tfeimbs] L e

~ commerce  [kome:s] n. #k, Eﬁ!&
carpet s Tl n, W
durabilty  [djuereilit] noBAWE
oAl Aol n. £, ELAEN
pamphlet ['peemflit] n. AT

3. What does Liang Dong do?
a. He is a secretary. b. He is a Sales Manager.
¢. He is an Export Manager. d. He is a General Manager.
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4. Which of the following statements ahout their carpets is true?
a. They are woolen.
b. They can last long,
c. They have different kinds of designs.
d. All of the above.
5, What will be sent to David Miller?
a. The samples.
b. The catalogues and price lists.
¢. The catalogues and pamphlets.
d. A price list. '

C. Passage
Listen to the following passage three times and then complete it by filling in the missing words.

Words and Expressions

counterpart ['kauntapa:t] n. Sxtr o ARSI (ERYD
counselor [kaunssla] n. WimE; %

circular - ['se:kjule] n. W4, @

In the business world there is a saying “no 1 , no business”. A firm needs extensive

business connections to maintain and expand business activities. This is especially true of an
international business firm. Iniemnational business begins with the establishment of business
relations, which is the most important step to conclude a deal with a new connection abroad and
also the fundamental step toward opening up a new overseas 2

To establish business relations, a firm must, first of all, find out whom it’s going to deal with.
Detailed information of its counterparts abroad must be obtained. Generally, such information can
be obtained through the following channels: banks, chambers of commerce in foreign countries,
3 . Commercial Counselor’s Office in foreign countries, business houses of the same
trade, trade 4 , trade shows, or even old customers,

Having obtained such information as the desired names and addresses of the customers from
any of the above sources, the firm may start sending letters or circulars telling him how his name is
known, the wish to establish business relations, lines of business and the firm’s 5
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Task 3 Listen & Discuss

Listen to the conversation three times and try ro answer the following questions after

discussing with your partuer.

Words and Expressions

negotiation [ni gaufi'eifen] n. WA,
showroom [ Jeorum] n. (7 SRR SREYDD HRal=
cooperation [kau opa'reifsn] n. &8 WME

coincide [ kauin'said] v T, A

1. Where does Mr. Zhang hear much about Mr. Margie’s company?
2. What does Mr, Margie want to have a closer look at?

3. What does Mr, Margie think of the showroom?

4. How are some of the textiles?

5. Do you think they can establish business relations? Why?

Section Two Viewing

Task 4 Watch & Think

Watch a movie clip from Kong Fu Panda rwice and try fo decide whether each of the

following statemenis is true (T} or false (F).

1. Po was eager to see the Furious Five.

2. Po was the only candidate for the dragon warrior.

3. Shifu thought that Po was the legendary dragon warrior.

4, Po’s dad hoped that Po could make noodles like him.

5. Wugui had known who would be the dragon warrior before the tournament.

Task 5 Watch & Discuss

Watch again and try to answer the following questions after discussing with your pariner.
1. What does Po’s father want him to be when he grows up?
2. What do you think of Po?

, Words and Expressions
souvenir ['su:venis] L n.£0 & i
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tournament [tusnemant] n. H3E, BAIE, PARTRHLIE
viper ['vaips] e BB i ‘
crane fkreinl - e
mantis : ['maentiS] nﬂ!ﬁﬂ!EK . i
warrior ['woria] 0 R = :
fuious  [fueries]  adj. JEEM, BEH, EAH

Kong Fu Panda
Po: Almost there! What? No, no, no...
Shifu: Sorry, Po, we’ll bring you back souvenir.

Po:  No, I'll bring me back souvenir.

Shifu: It is a historic day, isn’t it, Master Wugui?

Wugui: Yes, and I even felt I will not live to see...Are your students ready?

Shifu: Yes, Master Wugui. .

Wugui: You know this, old friend; whoever I choose will not only bring peace to the valley,
but also to you.

Host: Let’s our tournament begins,

Po:  No, no, no. Wait... come... Hey, open the door. Let me in!

Shifu: Citizens of the valley, please. It is my quite honor to present you tigress, viper, crane,
monkey, mantis—the Furious Five!

Po:  The Furious Five?

Shifu; Warriors, prepare...

Po:  No, no, peek in a hole. The thousands tons of fire! Wow, look at there. Hey, get away.

Shifu: And finally! Master tigress, believe me, citizens, you've not seen anything yet.

Po:  1know!

Shifu: Master tigress plays iron arms and the plates of death.

Wugui: I sense the dragon warrior is among us.




Unit 1 Establishing Business Relations ’@*»

y?

Shifu: Citizens of the valley of the peace. Master Wugui will choose the dragon Warrior,

Po: Oh... no, no, no, wait.

Dad: - Po, what are you doing?

Po: What's it like we are doing? Stop, stop, [ will go to see the dragon warrior.

Dad:  Po, don’t you understand? You finally had a noodle dream.

Po: I lied, I don’t dream about noodles, dad, T love kung fu!!!

Dad:  Oh, come on, son; let’s get back to work.

Po: Ok.

Po: Oh, what’s going on, where are? What are you pointing? Oh, ok, sorry. I just want to
see who the dragon warrior was.

Wugui: How interesting it is!

Tigress: Master, are you pointing at me?

Po: Who?

Wuogui: You.

Po: Me?

Wugui: The universe has brought us the dragon warrior!

Po: What?

The Furious Five: What?

Shigu: What?

Dad:  What?

Shifu:  Stop, wait, who called you to... Master Wugui, wait, that clumsy panda cannot
possibly be the answer to our problem. You are about to point out tigress. That thing
threw in front of her. That was just an accident.

Wugui: There are no accidents,

~ Tigress: Forgive us, master. We have failed you.

Shifu:

Notes:

No, if the panda has not quit by moming, then I will fail you,

BIET /v SRR EESE NP EAMTE, R A EM R, . 8. %, R
B CHEEREAT REALASUE, thRREBBERATIRET . AR EEER
HLF, MEERE, WHE - REEHASHAMS, RTHIIREEREA 0%,
REBFEAIHEERRET. A8, NERIANR, APRASRINHEE -5, TURS
L#E S BHaail, RESFTENRS RS, Sl — ks F R sl
ShEL. “TIRITHE” MRAAFEREARRATCALIBEEA. BREWENEXAOERE
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Section Three Speaking

Task 6 Listen & Aci:

The following conversation is about how to establish business relations. Listen to it twice and
try to act it ouf with your partner.

Li Ming: Good morning. This is Li Ming’s office. Can I help you?

David Miller: Good morning. Could I speak to the Export Manager, please?

Li Ming: Speaking. Who's calling, please?

David Miller: This is David Miller from Walters Trading Company, calling from New York. 1
got your phone number from the Commercial Counselor’s Office of the
Chinese Embassy here. | learn that you are the leading exporter of Chinese arts
and crafis.

Li Ming: That’s right. What can I do for you?

David Miller: We are interested in stuffed animals made in China. These toys are sold very
well here. We are a big supplier for the Northeast market here. I'm thinking that
we’ll have some business opportunities.

Li Ming: Yeah, I'm sure. How much do you know about your toys? Do you have
anything you are particularly interested in?

David Miller: Oh, actually I have little information about your toys. I will really appreciate it
if you can send me your catalogues and brochures.

Li Ming: Sure. We even have illustrated brochures.

David Miller: That’s even better.

Li Ming: May I have your E-mail address so that [ can mail them to you?

David Miller: Yes. Thank you. The address is ...

Task 7 Short Talk

Try to give a short talk on the topic of the introduction of a company according to the
information given in the cue card.



Unit 1 Establishing Business Relations

How can you introduce your company?
® its name;
® its location;
e its products and quality;
® its reputation;
..,

Task 8 Situational Dialogue

Try to make up a dialogue with your partner according to the information given in the cue

card.
Cue Card A
Situatiom: Mr. Wilson, from Walters Trading Company, is going to establish business
relations with China National Arts and Crafts Import and Expott Corporation,
The Export Manager Mr. Li comes to the hotel to pick him up at 8:30 in the
morning. Now they are talking about the arrangements.
¢ You are:
Mr, Wilson
¢ For the arrangements:
Ask: Ifhe is going to visit the company;
If he is going to visit a factory;
If he can visit a warehouse...
Cue Card B

Situation: Mr, Wilson, from Walters Trading Company, is going to establish business
relations with China National Arts and Crafts Import and Export Corperation.
The Export Manager Mr. Li comes to the hotel to pick him up at 8:30 in the
morning. Now they are talking about the arrangements.
¢ You are:
Mr. Li
¢ For the arrangements:
Answer: Today’s plan -— firstly, go to the company and meet colleagues;
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secondly, have a meeting;

finally, visit the factory in the suburbs of Beijing.
Tomorrow’s plan — firstly, go to Tianjin to visit another factory;

secondly, visit a warchouse. '

Section Four Time for Fun

Task 9 Listen & Relax

Listen to the English song Say You Say Me by Jollowing the lyvics below, and then sing it
along.

Say You Say Me

Say you, say me
Say it for always
That’s the way it should be
Say you, say me
Say it together, naturally
I had a dream, T had an awesome dream
People in the park
Playing game in the dark
And what they played
Was a masquerade
But from behind the walls of doubt
A voice was crying out
Say you, say me
- Say it for always
That s the way it should be
Say you, say me
Say it together, naturally
As we go down life's lonesome highway
Seems the hardest thing to do
Is to find a friend or two
That helping hand
Someone who understands




