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UNIT ONE
INQUIRY

TEXT: |
Sinder Company of Egypt intends to import some

tea from China, so Mr Mohammed is sent to pay a

special visit to Beijing, and to make an inquiry of the

- China National Native Produce and Animal by-

Products Import and Export Corporation. Mr Moham-

med enquires of Manager Zhao about the varieties,

quality and price of tea, and so on and so forth.

Mr Mohammed: How are you, Mr Zhao? Have you
been very busy lately?

Mr Zhao: Very well, thank you. Mr Mohammed,wel-
come back to China again. I’ve been very busy for
the last few days, and am awfully sorry for not
being able to meet you at the airport, as I had to
attend a meeting yesterday. Sit down please. What
about something to drink?

Mr Mohammed: Thanks. Tea would be fine.

Mr Zhao: Black Tea or Jasmine Tea? Which do you
prefer?

Mr Mohammed: Of course, Black Tea.



Mr Zhao: Mr Mohammed, the reason why you come is
to place another order for tea, isn’t it?

Mr Mohammed: Yes. I want to purchase some more tea
from your company during my visit.

Mr Zhao: Fine. How did our tea sell last year in your
market?

Mr Mohammed: Both Black Tea of Qimen origin and
Oolong Tea of Guangdong origin are salable in our
market. But Longjing Tea of Xihu origin couldn/t
find a market, so we won’t be reordering Longjing
Tea this time.

Mr Zhao: Well, new varieties of tea have been added
recently, such as Rolled Strips and Curls black tea,
Crushed black tea and so on and so forth. They are
all the best selling lines in many countries. Would
you like to order some of them? Here are the
samples. You may have a look first.

Mr Mohammed: Thank you for your recommendation. I
got the impression from the samples that Oolong
Tea of Fujian origin is also very nice .I'd like to
make a trial sale of Oolong Tea of Fujian origin.

Mr Zhao: Then, how many kinds of tea all together do
you want to purchase? Could you please put it more
concretely? |

Mr Mohammed: OK. I want to order 2,000 kgs of Black
Tea of Qimen origin, 4,000 kgs of Rolled Strips and



Curls Black Tea, 1,200 kgs of Jasmine Tea of
Hangzhou origin, first grade, and furthermore, 200
kgs of Oolong Tea of Fujian origin, just for trial
sale. :

Mr Zhao: Thank you very much. Both quantity and-
varieties are very clear.

Mr Mohammed: Can you make an offer, C and F
Alexandria, at your earliest convenience?

Mr Zhao: We can, but do you have any specific requir-
ments for the delivery time?

Mr Mohammed: Well, we need shipment in September
or October.

Mr Zhao: Good. We'’ll let you have the official ofier
next Tuesday at the latest.

Mr Mohammed: Fine, I’ll be waiting for your offer.

Mr Zhao: Surely, see you next Tuesday.

Answer the questions to the text :

. What is Mr Mohammed’s business in Beijing?

. What are the varieties he intends to buy?

. When does Mr Mohammed expect the delivery?
. What are the main contents of an inquiry?
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WORDS AND EXPRESSIONS

. inquiry n.

. corporation n.

. enquire about vt.
. variety .

. enquire of sb. vt.
. quality n.

. and so on and so forth
. Black Tea n.

. Jasmine Tea n.

. place order

. purchase vt.

. Oolong Tea n.

. origin n.

. salable a.

. find a market
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Rolled Strips and Gurls black tea

Crushed black tea n.

selling line n.
samples n.
recommendation n.

trial sale (test sale, test
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22,
23.
24,

25,

26,
21,
28,

market)

concretely  ad. TR
furthermore  ad. BE, A
make an offer o

C and F Alexandria(Cost and Freight)
BAMESER, WhlK

B E Ak
delivery  n. Y
shipment  n. Iz
official offer  n. ERIRM

SPECIAL TERMS AND IDIOMATIC PHRASES

to make an inquiry @ R

a. An inquiry is often made by the buyers. It is the
initial stage of a business.

b. Being interested in Chinese Green Tea, Mr Smith,
a representative of an American company flys to
Beijing to make an inquiry for the tea.

inquire into (about) something  XHEFE WD HLT

W (& BD
He has been inquiring into the quality of this goods
for some time.
inquiry sheet  fffTH



4.

I.

Have you received our inquiry sheet? It would be
appreciated if you could make an offer within

this week.

salable goods 58 BT
popular goods e
popular A B
the best seller ML
the best selling line TR

Long jing Tea is the best selling line in many
countries and regions today.

EXERCISES

Fill in the blanks with the appropiate words given
below: play, give, make, thank, effect, ask, inquire

1.

While  an inquiry, you ought to into
quality, quantity and packing, etc..
You are kindly to make an offer against our

inquiry of yesterday as soon as possible, on the
basis of C & F New York.

Do you have any idea when the shipment can be
)

you for your inquiry of September 15th
about our machines.

2. Inquiry an important role both in import and



export business.

6. Since the specifications are complicated, will you
please  me a written inquiry?

II. Translate the following sentences into English:

L —Rok, MR B L h & 1, EIRA B ErBR,

2. TS, BATERSMET FA S, #k
BAVE LY,

3. BESRRNTC UL T RRHr 8, SIE R,

4, WEXR, RETAXROISA 50 T4, it T 5%
B BRI

5. AT XEANIBY HBEFE T8 4, B 53K B 22 "] M A1

1 7 i,
6. HAMEXURIIAI = MEEST T4, 1HRETE AR AR
{ﬂ(}

I, Complete the following passage with appropriate
words given below:
sellers, buyers, W‘ritten, make, ways, between, sim-
pler,in

INQUIRY

Inquiry is usually made by the It indicates their
intention to buy goods, inquires of the  if they can
supply, and asks them to _ an offer.

There are different  to make an inquiry, both
orally and in ___ form. If it is the first dealing ___ the

7



two sides, it’s necessary for the buyers to inquire for the

quantity, variety, delivery time etc. detail. On the
other hand, if they have established relations, they may
do it in a way.

- V. Fill in the blanks with appropriate prepositions:
‘Yes’ or'no’ with Arabs
When you do business  Arabs, you must pay
attention __ their way _ expressing their ideas.
Instance, when an Arab says'yes’, he may mean ‘maybe’.
When he says ‘maybe’ he probably means 1o’ You will

seldom get a direct ‘no’  an Arab, because it is
considered to be impolite. Also, he does not want to
close his options. Instead ___ 'no’, he will say ‘inshallah’
which means, ‘if God is willing’.  the other hand,‘ves’

does not necessarily mean ‘ves’. A smile and slow nod
might seem  an agreement, but  fact, your host
is being polite. An Arab considers it impolite to disagree
‘with’ a guest.



UNIT TWO
OFFER

TEXT:

Owen’s Company of America wants to import some
arts and crafts from China. Mr Owen was sent to
Beijing to have a business talk a few days ago. Mr
Wang from the China National Arts and Crafts Import
and Export Corporation makes an offer to him.

Mr Wang: How do you do, Mr Owen? Sit down please.

Mr Owen: How do you do, Mr W ang? I'm very proud
that your Premier received us vesterday.

Mr Wang: Our government sets great store by the
development of trade between our two countries.

Mr Owen: Mr Wang, have you received our inquiry

. sheet?

Mr Wang: Yes, I got it last week. I meant to send you
the offer by telex. Now that you are here, we can
have a face-to-face talk.

Mr Owen: Good.

Mr Wang: You are in need of embroidered tablecloth,
pottery and porcelain, straw hats, straw mats and
slippers, is that correct?



