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UNIT ONE ESTABLISHING BUSINESS RELATIONS
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TALKING POINTS

OExportem 5 -
1. Welcome and Selfnmmducnon 0
2 Company Introduction .

3. Product Introduction

% Importers ;

1. Self-introduction

2. Purpose of Coming

3. Company Introduction

CONVERSATIONS

[RREE] JAEETANTTELFARTLN L 0B %,
KR B BN GOGO 5 5 /A %] # Linger 4 4 X K 2| %A 7 B BRI R

REH2.

Sample 1

A: Excuse me, I saw your Toy Cars over there. They really look attractive.
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Sample2 | [%XEE] " AARHZAAEZELEAMBRAT &, Andy

You said it. Welcome to our company! Here’s my name card.

: Thank you. Here is my card. I'm Linger from GOGO Trading Company. We import toys.

Please have a look at our samples.
Good. Do you have a catalogue that tells me something about your company and pro-

ducts?

es. Here you are.

: Thanks. I would like to go into it just to get some ideas of your products. I will call for

another talk with you.

: Please call any time you like.

White Z 528 — LA, %A 7 o A & REX&,
HAFEIFRREFZ WML,

>

: How do you do! My name is White. I'm from Finland.
: How do you do! Mr White, I'm Zhang, pleased to meet you. Take a seat, please.
: Thank you. Here is my name card, the purpose of my visiting your firm is to see the pos-

sibilities of doing business with you.

: I'm glad to hear that. Well, from your name card, I can see your line of business is

Leather Goods.

: Yes, we have great interest in some of your items.
: Good. We've been working for Leather Goods for more than 10 years, and have wide bus-

iness relations with many wholesalers and agents in the world. Every year we export a

large quantity of our products to Europe.

: Really? We are new in the line of Leather Products, but we intend to place large orders

with the suppliers.

: That’s good. Our Leather Bags are popular in the European market.
: Oh! I feel Article No. 123 is good. It looks to be in fashion style. This kind of design

seems quite new in the market.

: Yes, I think so.
: May I see your samples? You know, quality is the most important of all.

: Of course. Here are our samples.
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A: Good. Thank you very much.
Sample 3 [#BEE] % & Miracle /A 7 # Wk 4 5 John Smith i % % A
FRBEHUFPEZEITRRE S, XRME K KIHXH
2, XS NETHZARAANGRBEERRNE, HHE
AN R B B A S
A: Good moming. I'm John Smith from Miracle Trading Company. Here is my business
card.
B: Good moming, Mr Smith. Welcome to Canton Fair. My name is Lee, I'm a businessman
of Guangzhou East Trading Company. Nice to meet you here!
A: Nice to meet you too, Ms Lee. This is my first visit to the Fair. Everything is new to me.
B: The Fair is a big gathering. Thousands of businessmen from all over the world are here to
trade with China.
A: Ms Lee, how long have you been in the textiles business?
 B: 10 years. We handle various kinds of textiles, for example, Men’s and Ladies’ Wear and
Children’s Garments. May I know what items you are interested in at the moment?
A: T'm quite interested in Men’s Shirts. What about the quality of your Men’s Shirts?
B: Our Men’s Shirts are of good quality.
A: What about the designs and colors of your products?
B: We have standard designs and colors, and we can also produce according to the
customers’ requirements. ‘
A: Good! What about the prices?
B: Well, the prices are very reasonable, I can assure you no other similar products are as
competitive as ours. '
A: Then what about the sales position?
B: Our products sell well at home and abroad. We export a large quantity to the European
and American markets.
A: I'm glad to hear that, Ms Lee. Can you show me your catalogues?
B: Oh, here are some of our catalogues and brochures, you may have a look first.
A: Thanks a lot. Bye.
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NEW WORDS & EXPRESSIONS

attractive [ o'treektiv] adj. AR5 8

company [ 'kampani] n. NG|
name card Zh
sample [ 'sa:mp(2)1] n. A
catalogue [ 'katolog] n. s ER
purpose [ 'pa:pas] n. H#
possibility [ posi‘biliti] n. BN 33
leather goods KE
business relations N2 ST
wholesaler [ 'houlgeilo(r) ] n. HERT
agent [ 'eidzont] n. R

a large quantity of KEM
place large orders REITH
supplier [ so'plaia(r) ] n. B R
article no. =2
fashion style KAFH
design [ di'zain] n. @it
quality [ 'kwoliti] n. mE
business card ZR
businessman [ 'biznismen ] n. V&2l
gathering [ 'gedorig ] n. BE
handle [ theend(0)1] ». ZE
various kinds of BREHK
textile [ 'tekstail | 7. _ 2R
garment [ 'ga:mant] n. JilF&:
customer [ 'kastoma(r) ] n. R
requirement [ ri'kwaiomont ] n. =K
reasonable [ 'ri:zonob(9)1] adj. AHE
competitive [ ko'petitiv] adj. BEREFIN
sales position HERKA
brochure [ brou'fa(r) ] n. HAE/NI

SUPPLEMENTARY WORDS & EXPRESSIONS

1. Corporation . /NG|
2. Trading Company |5 F)
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Holding Company
Multinationals
International Group
Trust Company
Establishment
Enterprise

Incorporation

. Firm
. Head Office

Branch Office

. Subsidiary

. Stand, Booth
. Personnel Department
. Sales Department
. Product Development Department
. Finance Department
. Accounting Department

. Marketing Department

. Purchasing Department

. Production Department

. After-sales Service Department

. Import and Export Commodities Fair
. Exposition
. Exhibition
. Exporter
. Importer

. Salesman

Sales Representative

. Supervisor

. Sales Manager

. Department Manager
. General Manager

. President, Chairman of the Board
. Chief Executive Officer (CEO)

. Ilustrated Catalogues
. Pamphlet

. Sample Book

. Sample Cutting
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USEFUL SENTENCES

* BRI
1. I'm a businessman from ABC Trading Company. This is my card.

HE ABC HEAFHINE R, XRRNZH .

2. I'm a sales manager of ABC Trading Company. Here is my business card.

RIE ABC R AFNHELE, XERMNEH .

3. Hello, my name is Lee, I'm a trade representative of ABC Trading Company.

W4, ®EZE, & ABC HEAFTMSMRE,
4. My name is Lee, from ABC Trading Company.

R, B ABCHEAFAM,

* P B/

1. The purpose of my coming here is to talk business in leather bags.

KA KB B R SRITEATR AT THIEH.
2. T'm here today to have a business talk with you.
- RARKX R GHRATHAT IS8R
3. We are desirous of entering into business relations with you.
REESHRITEE S X R,

4. My coming here today is to make business contact with you.

RAXBNH) B MR SRITEAT L 5895

5. T'm here today to see if there is any possibility of doing business with you.

RARRXILK B WRE S SRS

* A T4
1. We are one of the leading exporters of sports wear in China.

RINEBPEESRENFEHORZ—,

2. We deal in computers and have been in this line for 10 years.

RITELERRL S8, FXITH 04T,

3. Our company was founded in 1990 and is one of the major food manufacturers here.

RIMAFBILT 1990 4, BAMFIERGEFTHZ—,
4. We employ 1, 000 employees and have 35 retail outlets all over the country.

RAVA 1000 BRT, HELSEA 35 MBEH,

5. Our company is based in Guangzhou and our trade volume was USD500, 000 last year.

BRNAFRLEMN, RIOIEZENRSBR 50 FET.

* FERITER

1. Our products are very popular in Canada because they are good in quality and reasonable
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in price.

BB BN EREF. rREHE, FEMERRZRLE,

2. Our products sell well in the Asian market since they are fresh in design and fine in work-

manship.

BATE™ G H BB HE . FIHEE, M HRZRE,

3. Our products are of superior quality and favorable prices. This is the best seller of this

year.

A= TR, MR, XRSERGHEN .

4. We are supplying a full range of cotton goods to various countries, and garments are our

best sellers.

BATE M T F 2 B 2R KRGS, HhlRRRFHN,

5. Our products are made in a wide range of styles and colors.

BNV KA E R EHE

* R RHEH

1. May I have your latest catalogues?

BT LARARA TR I i B R ?
2. Would you please leave me your catalogues?

REEIEARNTH R i B R HARG?
3. May I keep the catalogues so that I can study your products?

HEEEEX L™ M AR, EFR— TR MG

4. May I take back catalogues and price lists with me? T'll go into them and would like to

have another talk with you.

AT AR & B RO R E 2 AR — TR ARITEET— KR,

EXERCISES

1. Translate the following sentences into Chinese orally.

(1) We have handled Men’s Shirts for many years.

(2) Our Children’s Toys are of geod quality and various patterns.
(3) We are interested in Chinese Table-Cloth.

(4) Here are some of our catalogues and brochures.

(5) We believe that the quality is the soul of an enterprise.

2. Translate the following sentences into English orally.

(1) RIARASENFEGRGHHA, RITW™ HEESITHRZRI,
(2) RINEFHHEFRE, FIHR

(3) XREANTMFERE, HSW!

(4) BOVARBAETM, F 500 £5 T,
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(5) ZEFE BRI, B HOBREEKH,

3. Put the following dialogues into English.

(1)

(2)

(3)

A:
: FEM. AT LR A7

: WEREBIAHHRAF K KEVIN BRIGHT, XREHZ H -

: WREF,

: W, BRBRAFNENRETH - TRITESETA T HHEER,

: RIIAFFENFRFERKH O, RIIK™DAERMMZRE, XRERA

B

= > = >

> W o> W

o o> W o

>W>>w>

W W e W e w

WX (SMART) ZLRAFE?

MR HR, REEEY?

: Wl . WATAEEEHR—TH?

¢ HRATLL

: WAZFE STONE R ANFIMLE R, XERMAZ

: . REERAAE?

: RNARARRENTIEEA#OFZ —, LBZR=HAZENHE, BR

B, RMEMEREH DR, FFURXERRREE -FRINEEH THEM
5o

 KHRBIRANTRN S, BRITAFRMEARZCEAE 1045T, RITW™ 5

FTHREF. X%, KBHOKMWAXERNS,

: REF. ATLUE—THROITNFERG?

: MR XRBITH—LBRLE, MESFERRTHIN.

: MNP RAE, REEXFHBTTSR RS ERATHT o

: REBITF R — N af, BENERREESERLENGN, ERH

P A AR X 8 B AR AT

: ARTE R A% anfer?

: AT ARIEH S E,

: BRI 4

: REF, ESALAE!

: RSB, SRIARRBIBATAF,

: W M C/Y ARARBAERMNEERRCHESERTE, FUXYORET #

— TR DR AR, FERIT—H.

: XRBRAWAES BR, HEFE TR, AIRBWREFT-TRITMEES N,
 RT , AL BRBBRLSW—TRAEL

: 18.’.&4‘]’ :}zj‘ﬂ% ......

XA AAARY, MEERTINT SRS HEN.

: XRBATRB &, RN ERZRE,
 WRIRNTR AL ATE, AT —HE.

: BRI A Sz, BITHMHE—mHBREHE,

: BAT ARG B R/ M [ R B R 7
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B: LMWL, XRBMEFAESEF,
A: BHEH BRATFRAER!

4. Compose conversations for each of the following situations in pairs.
(1) You attend Canton Fair on behalf of your company. At the Fair, you meet an English
businessman, Mr Burns. He is very interested in the Children’s Bicycles you handled. Both of you

want to have a talk on the purpose of entering into trade relations with each other.

(2) Suppose you are the sales manager from Guangdong Layon Company Limited. And Jack-
son Brown, a businessman from America, is interested in your Children’s Caps and Hats. He

would like to get some information about your company and your products. Please make a business
talk with your new customer.

(3) Jerry White, an Australian businessman, specializes in the import of various kinds of
Stuffed Toys. Wang Ling, a businesswoman of Guangdong YaYa Toys Company Limited, makes a
direct contact with the Australian importer at her office.
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PRACTICE
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