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ESTABLISHING BUSINESS RELATIONS

R
AL 3

The Commercial Counsellor’s Office
Export Commodities Fair

The Chambers of Commerce
Exhibition

Catalogue

Sample

Sample Cutting

Sample Book

Brochure, Pamphlet

Quotation

Business Relations, Trade Relations
Business Lines, Business Scope, Business Activities
State-operated/owned Corporation
Private-operated/owned Enterprise
Price List, Quotation Sheet

Export List

Equality and Mutual Benefit
Financial Standing, Financial Status
Exporter

Importer

Imports

Exports

Exposition

Commodities, Articles
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=. 515 & 4% (Writing Skills)

(1) FERREMEFHWN,
(2) BRNEA,
(3) BERFERARIFBAEREL,

2. % A 4 A (Sentence Patterns)

QB 1 BRI, A LA
iéii ...... ?jz»ﬂ‘ ] T ﬁ ?U ......

(1) We leam your company from the Intemet that you are one of the leading manufacturers in this
line.

ATAM L THRBIFA A RX— TR E B —,

(2) We owe your name and address to The Journal of Commerce .

AT (L AR 1550572 R H 4& FR AL

(3) Having had/obtained the name and address of your company from ABC Trading Company, we

know that you deal in textiles,

B ABC HBAFINE, RIVEHRA AL MBI, FRBIRH B ELHLS

A2 5EEN: BUIVEER

(1) We are writing you and hope to enter into business relations with you.
EINEFEHETFEEINF LR,

(2) We are writing you and willing to open up business relations with you.
RITEESHRER, UHSRATEIIE LR,

(3) We would like to take this opportunity to establish business relations with you.
EIVBERH 2 SRARRLINFRE,

A3 BRNE (AFLELRE)

(1) We are an importer/exporter handling toys for many years. Our products have enjoyed a high
reputation in the world for their good quality and reasonable price.

HAFENGRE ORI OWEASE, RITOP=GRELT . MEEE, R E
BHBREFE,

(2) We are writing to introduce ourselves as large dealers in foodstuffs with good connections in
the country.

ks, RAFHERAZHR, EEMRE AN,

(3) We take this opportunity to introduce ourselves as exporters dealing exclusively in garments.

TR AR, RAF RGBSR O,
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B4 ERFEAXHEH

(1) Please send us your catalogues and quotations.
HWHRBITFRA B S H RN B8,

(2) We shall appreciate your catalogues and quotations.
INBEFF VR AR & B R4 B B 21408

(3) We'll be pleased to have your catalogues and quotations.
AT AR B SR BIRER A AR R B RAM E R,

@@, # & (Reading)

Passage 1

International Trade

International trade is the trade which crosses national frontiers. It is not strictly trade between na-
tions, but between households and firms resident in different countries.

There is one very important difference between domestic and foreign trade. The buying and selling
of a commedity in intemational trade gives rise to two transactions, not one. A UK firm buying a ma-
chine from Germany must convert Pounds into Marks and then exchange the Marks for the machine. It
is essential to keep this fact in mind because all the statistics relating to international trade will be
recorded in the currency of the home country. For example, the value of the UK’s exports and imports
are given in Pounds Sterling, but these are simply the pound values of the foreign currency which has
been eamed and spent by UK residents.

Trade between nations has led to a great extension of the principle of specialization. The fact that
human beings have different abilities, aptitudes, interests and personalities helps to explain why so
much labor is specialized; people tend to do those jobs for which they are best suited. Similarly, the
fact that economic resources are distributed unevenly throughout the world helps to explain why coun-
tries tend to specialize. Differences between countries in climatic conditions, in the nature of mineral
deposits and in the ratios of labor to land are obvious reasons why some countries are more suited to
some economic activities than others. International trade gives countries the opportunities to specialize
in the things they do best.

The earliest trade between countries occurred when they were able to supply one another with
goods which they were unable to produce for themselves. International trade would not have reached its
present volume if trade between countries had been limited in this way. Countries nowadays import
many things which they could produce themselves, in the same way that individuals purchase many
things they could make for themselves. Division of labor and specialization, followed by exchange, re-
sults in a greater output of everything, and the same applies to international trade also. The principle
underlying international trade is that a country should specialize in the production of those things for
which it has the greatest advantage over others. The result of such specialization will be a larger total
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world output of these things than if every country tries to be as nearly self-sufficient as possible. The
theory of international trade is, therefore, based on the Principle of Comparative Cost. In the same way
that division of labor and specialization within a country make necessary a greater amount of distribu-
tion, so greater division of labor in the intemational field necessitates an expansion of international
trade. Nevertheless, in spite of the advantages accruing to international specialization as shown by the
theory of intemational trade, and in spite of the great efforts made by GATT to reduce tariffs and other
hindrances to intemational trade, restrictions on international trade are still widespread. However, a
number of attempts have been made to develop wider regional areas of free trade, such as the European

Common Market, and the European Free Trade Area.
Passage 2

Story of Ericsson
o=
ERICSSON 2

The first Swedish manufacturing company to focus on electrical equipment—Oller & Co. served
as a training ground of skillful telecommunications specialists, several of whom left the company a few
years to start up their own workshops. The most successful of them was Lars Magnus Ericsson, who
joined the company as a student in 1867.

After successfully leamning the craft of instrument maker, he left Oller & Co. in 1872 to embark
on studies abroad on a travel scholarship he obtained through the recommendation of company founder
Henric Oller. Ericsson spent a few years working at Siemens & Halske in Germany, returning to Oller
& Co. in 1875. That year, the company was at its peak, with 58 employees, 36 operative machines
and production amounting to nearly SEK 100,000. Lars Magnus Ericsson declined an offer of the posi-
tion of operations manager for the company and resigned from Oller in 1876 to form his own company,
L. M.Ericsson & Co. .

From the opening of his repair shop for telegraph equipment in 1876, Lars Magnus Ericsson envi-
sioned the great potential of phones, and also saw the need of improving the technical quality. In
1883, Cedergren and Ericsson established a new, independent Swedish telephone company, Stock-
holms Allmanna Telefronaktiebolag ( SAT). The goal of the company was “telephone lines to every
home and every tenant in every apartment building” .

Ericsson contributed to making Stockholm the world’s most telephone dense city by the late
1800s. Ever since, it has been Ericsson’s firm conviction that communication is a basic human need.
Ericsson is the only company in the world offering systems for all major mobile communication stan-
dards, actively promoting standardization and open systems. The world’s 10 largest mobile operators are

among their customers and some 40% of all mobile calls are made through their system.
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% . % d (Exercises)

I . Translate the following terms :
A. From English to Chinese :
1. The Chambers of Commerce
2. Sample Cutting

3. Price List

4. Trade Relations

5. Export Commodities Fair

6. Brochure

7. Equality and Mutual Benefits
8. Importer

9. Trade Relations

10. Exports

B. From Chinese to English :
. BE SR

i H %

i

i3/

NN ESEE /A

kS TEH

. W55 R0

L HOER

. FEOF R

10. &Y

—

N =Ne RN B = Y T~ UV R S ]

Il . Choose the correct answer from Column B to well explain the meaning of the phrases in
Column A :

A B
. be in the market for sth CEAFEARE
. KREMZES

. approach sb for sth

. under separate cover

1
2
3
4. look forward to
5
6
7

. lie within the scope of

. important business

olmmiolo e >
%
=

ShKkF—8

. be interested in
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Al
i 8. inform sb of sth H. B HG KR
9. be suppliable at present I. % &
10. upon receipt of J. B
11. various kinds of K. 5 HB
12. be in line with the market L. A4
13. in the hope of M. Xifeeeeee TR
14. establish business relations N. Apeeeees CE YN 3
15. state-operated corporation 0. BRIt

. Choose the best answer :

1. We are a state-operated corporation _____ both the import and export of Textiles.
A. handling B. trading
C. dealing D. making
2. Your woolen goods are ____interest to us.
A. in B. of
C.at D. for
3. We have pleasure in enclosing the samples ____ for in your letter dated December 11.
A. asking B. asked
C. ask D. asks
4. please find a copy of our latest catalogue for your reference.
A. Enclose B. Enclosing
C. Enclosed D. Exclude
5. Our products are of better quality than ____ from other countries.
A. this B. that
C. those D. it
6. We owe your name and address _ the Commercial Counsellor’s Office of the American
Embassy in Beijing.
A to B. from
C. with D. by
7. We are very pleased business relations with your firm.
A. to enter B. to enter into
C. entering into D. entering
8. We shall appreciate _____ if you can give us an early reply.
A this B. that
C. it D./
9. Your letter _ June 2 has been duly received by us.
A in B. at

C. from D. of
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10. We look forward to ______ your favorable reply.
A. receive B. receiving
C. received D. receives
11. Wewill ___ you as soon as the crop comes to the market.
A. contact with B. contact
C. get in touch D. get contact
12. We deal in decorative fabrics __ different varieties.
A. on B. of
C. in D. for
13. We shall do everything possible to assist you in _____ a mutually beneficial trade.
A. developing B. o develop
C. develop D. development
14. The design of the goods is very nice but the color does not _____ to us.
A. attract B. appeal
C. appreciate D. suit
15. Your firm has been referred to us by the ABC Co. of Canada, ______ we have done busi-
ness for many years.
A. which B. with that
C. whom D. with whom
16. I'm sure the quality of our new product will ______ you in every respect.
A. satisfy B. satisfactory
C. satisfied D. satisfaction
17. Should your products prove __in quality and reasonable in price, I trust substantial or-
der will follow.
A. satisfy B. satisfactory
C. satisfied D. satisfaction
18. The goods you offered are _ line with the business scope of our clients.
A. out of B. without
C. outside D. not
19. Tt will be _____ if you can give us your favorable reply.
A. appreciate B. appreciating
C. appreciated D. appreciate it
20. We shall _____ if you will quote us the best price.
A . appreciate B. appreciating
C. appreciated D. appreciate it

V. Identify the error in each sentence :

1. We look forward to receive your favorable reply at an early date.
A B D
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. We would appreciate it whether you could give us your best guotation.
B C D

A

. Some copies of our latest catalogues are being airmailed to you on a separate cover.
C D

A B

. Enclose please find a catalogue which may be of some help to you in selecting items.

A B C

. We will send you a full range of samples upon receive of your reply.
c D

A B

. We informed that you are in the market for Men’s Shirts.

A B C D

. Should your price and the quality are satisfactory, we trust important business can be closed.
A

B C D

. Should the products be of interesting to you, please let us know without any delay.

A B C D

. We approach you of the delivery of the goods.

A B C D

10. We are writing you at the hope of entering into business relations with you.
A B

C D

V.. Fill in the blanks with the suitable prepositions :
1. We leamn from your letter of May 12 that you are the market for Chinese Black Tea.
2. They have been the wool trade for quite a number of years.

w

tions.

[« NNV T N

receipt of your detailed requirements, we shall be glad to give you our latest quota-

Should your price be line, we trust large business can be concluded.

. If the price is reasonable, we will place large orders you.
. We look forward receiving your favorable reply.
7.

Having obtained your name and address the newspaper, we are writing you in the hope

of establishing business relations with you.

you.

8. We take this opportunity to approach you the establishment of the trade relations with
9. We can meet your requirement Walnutmeat .
10. We are sending you our latest catalogues separate cover.

VI. Translate the following sentences into English :

1.
2. RIMABHLBAKRLAAE BWERRLIE,

3. MRIFANBRT ML, HSRIBER,
4. FATHAER SR BR3Pk B i 5 %
5. FATA B L1851 520 Bl B0 & R Rl

RAFIGERTREH 204,
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V. Fill in the blanks with a suitable word or phrase :

Dear Sirs,
We (1) from the Internet that you are a large buyer of table-cloths. As this article (2) within

the scope of our business activities, we _(3) this opportunity to express our wish to _(4) business
relations with you.

Chinese table-cloths are famous for their good (5) and fine workmanship. They have enjoyed
great (6) in the American market. We are sure that _(7) our joint efforts they will also meet with
a favorable reception in your country.

In order to give you a general idea of our various table-cloths, we are airmailing to you _(8) sep-
arate cover a copy of _(9) . We shall be glad to send you offers upon _(10)  of your specific en-
quiries.

We hope to hear from you soon.

Yours faithfully,

V. Translate the following letter into English :

HR#
MR LR B AR AR, I TREGRAASEEMEE D, S5%E 514,
HEESHRELIFXR,

HRERBHRARMA X R H RN B8, WRRRE,
AR O IR HA WY EZ, MERREKERS.
#E

IX. Write a reply according to the incoming e-mail :

To: yihua@2lcn.com

Date: October 3, 2003 10;15am

Subject: Hello

Dear Sirs,

Having obtained your name and address from the Intemet. We are writing you in the hope of en-

tering into trade relations with you.

We have been one of the leading importers of Children’s Wears in our country and enjoyed high
reputation in European markets. At present, we are interested in your products and will appreci-
ate it if you could send us your latest catalogues.

We are looking forward to your early reply.

Best regards,

Tom Brown

L
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. % B XL % (Keys to Exercises)

Translate the following terms :

. From English to Chinese :
RS 2. ByRE 3. frEA 4. AHRAR

CHOERXSE 6. BEE/MTT 7. FEEA 8. MW

. From Chinese to English :

. The Commercial Counsellor’s Office 2. Catalogue 3. Sample 4. Quotation
. State-operated Corporation 6. Business Lines 7. Financial Status 8. Export List

1.

A

1

5

9. HEHXFR 10. B
B

1

5

9

. Imports 10. Exhibition

Il . Choose the correct answer from Column B to well explain the meaning of the phrases in

Column A
1. D 2. N 3. K 4.1 5. F
6. B 7. M 8. A 9.0 10. C
11. E 12. G 13.) 14. H 15. L

. Choose the best answer :

1. A 2.B 3. B 4. C 5.C
6. A 7. B 8. C 9.D 10. B
11. B 12. B 13. A ' 14. B 15. D
16. A 17. B 18. A 19. C 20. D

IV, Identify the error in each sentence :
1.B 2.B 3.D 4. A 5.C
6. A 7. A 8. C 9. B 10. B

V. Fill in the blanks with the suitable prepositions :
1. in 2. in 3. Upon 4. in 5. with
6. to 7. from 8. for 9. for 10. under

V. Translate the following sentences into English :
1. We have been handling light industrial products for 20 years.

2. We have learnt from the Chamber of Commerce that you are in the market for a large quantity

of Black Tea.
3. If'you find our price reasonable, please contact us.

4. We shall be glad to receive your latest catalogue.
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5. We obtain your name and address from the Internet.

VI. Fill in the blanks with a suitable word or phrase :
(1) learnt (2) lies (3) take (4) establish (5) quality
(6) sales (7) through/by (8) under (9) catalogue (10) receipt

Vl. Translate the following letter into English :
Dear Sirs,
Having obtained your name and address from the Internet, we learn that you are handling the im-

port and Export of Toys. We are writing you in the hope of establishing business relations with

you.

It will be highly appreciated if you will send us your catalogues and quotations .
If prices are in line and time of shipment is acceptable, we trust important business will be

closed.

Yours truly,

IX. Write a reply according to the incoming e-mail :

Dear Mr. Brown,

We thank you for your e-mail of October 3 and shall be glad to establish business relations with

your company .

Complying with your request, we are sending you our latest catalogues covering our best sellers of

this year.
If you find any items are of interest to you, please let us know immediately .

Yours faithfully,



