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CHAPTER FIFTEEN
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Section |
Establishing relationship

Specimen letters

151)
On recommendation of foreign commercial
counsellor

Dear Sirs,

Your Commercial Counsellor’s office here has advised us
that you are one of the firms of good standing and reliability in
and are particularly interested in the export of. to
this market.

By this letter, we are approaching you with a view to enter-
ing into business refations with your company and hope to re-
ceive soon your catalogues and other printed matters for refer-
ence.

Of recent years, we have done much business with the far-
gest and most prominent houses in your district. As is well
known to you, the possibilities of importing the foregoing pro-
duct are very great here, especially as we are now carrying out
the economic programs for our ‘‘Four Modernizations™.

We are confident that we shall be able to give you big orders if
you would fully cooperate with us on delivery, price, and quality.

We lock forward to establishing a friendly relationship
with you shortly.

-—8,__.



