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Unit 1

Purchase and Payment

‘Unit Goals

< What You Should Learn to Do
1.

Talking about online credit card and pay-

ment terms

2. Showing interests in products

w

NE g

Discussing about the effective time of an of-
fer

Talking about products and prices
Accepting or delaying an offer

Writing letters of credit

Describing events

Sample 1

< What You Should Know About

1.

Online credit cards are not completely
reliable in some way

. How to take advantage of the Internet in

business




Sample 2

1 Read aloud the following dialogues based on the above samples. You could practice role-play with your

partner, using your own personal information.

Deatogue 1
Mr. Scott:  We are interested in importing your color TV sets.
Mr. Lee:  Excellent. We have top quality TV sets in stock and we will give you

an extremely competitive quotation. BN
Mr. Scott:  Thanks a lot. But you understand that prompt delivery is essential. LE, HE
Mr. Lee:  Yes. I agree with you. We will make every effort to fulfill your requirements. #
Mr. Scott:  And another thing. We expect to place regular orders for fairly large EZaa|
numbers, if the quality is satisfactory. In this case, could you allow us a
special discount in price? ¥
Mr. Lee:  We sure will. But in view of the keen bl

demand, you have to send us your order
not later than the end of this month.
Mr. Scott: I will send an initial order for 1 000 sets
as soon as I return home.
Mr. Lee:  Thanks, Mr. Scott. | hope this deal will
lead to mutual benefit. HEF T




Diatogue 2

Mr. Chen:

Mr. Cooper:

Mr. Chen:
Mr. Cooper:

Mr. Chen:

Mr. Cooper:

Mr. Chen:
Mr. Cooper:

Mr. Chen:

Mr. Cooper:

1y A:

Purchase and Payment

Our representative in New York faxed that you showed an interest
in some of our products. Now, we’d like to know if you have any
specific requirement in mind.

Yes. we have. I’ve brought with me a list of products we’d like to
import for the second half of this year. Here’s a copy of it.

Well, Mr. Cooper, most of the items listed are available this year.

[ hope so, too. Now, I'd like to have some of your sales literature
and a price list for all of your export articles.

Here are our catalogue and price list. The catalogue lists all the
commodities we export, and the price list gives prices for all our
export articles.

Thank you, Mr. Chen. And what are

your normal export terms?

We normally export CFR.

All right. When can we meet again

for more specific discussion, Mr.

Chen?

What about tomorrow morning at

nine? I'll come over to your hotel.

OK, I'li be expecting you then.

That will be USD$10.10 per dozen FOB Shanghai.

B: How long will this offer be kept open?

A:  We give you 48 hours.

That means the offer will remain open until 10:00 a.m., June 5, Beijing time.
Exactly.

Ask about the effective time of an offer.

Could you tell me about the delivery of our order of sports jackets?

Good, and what about the sports shoes?

A
B: Yes. They will certainly be ready in March.
A
B
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Here is a group of short dialogues. Follow the examples to fulfill the tasks accordingly.

They may be ready in March, too. But we’re not certain. We’ll be able to give you a definite

answer next week.

A: OK. Then, how about the swimming suits?

You can get them next month.

Talk about delivery time.



3) A

B:

e

t
\\\\ b

Y Fask:

Could you tell me your regular practice on mode of payment?

We generally request payment to be made by irrevocable letter of credit payable against
shipping documents.

1 wonder if you accept D/P, which is also common in international trade?

As a rule we don’t accept D/P payment terms.

Talk about payment terms.

You should bear all the costs of transportation of the goods,
shouldn’t you?

Yes, we bear all the charges up to the time the goods are on the
hooks.

What do you mean by all the charges?

They are customs duties, as well as any service charges on
exporting goods.

Talk about the costs of transportation.

3 Here is the Data Bank. Practice the patterns and expressions for purchase and payment.

Data Bank

r
1.

[

I’m interested in your personal computers.

BRI A B,

. Can you show us your catalog?

ROIBE—-TRNAA R E D7

. We have decided to place an order with you.

HNEZREBRAITH,

We are pleased to accept your order.
HINRS R RINNIT 5,
This is our latest catalog.
XEBNEFNE LB Fo
What are your terms of payment?

RIS R R A7

. Do you quote FOB or CIF?

RINABMEBENELEEMN?

. We usually quote on a CIF basis.

BATBEIRBZE M

. Can you quote in HK dollars?

TR BT LA ST IRAN 1S 7




10. What is the deadline for submitting the quotation?

RXBM BN R HREHAHR?

11. We’ll ship the goods as soon as we receive your L/C.
AU ENE AIEE =B 3E,

12. May I have some samples?

o] DU L5057

LlstenMore byourself

Ty

In this section you will hear two dialogues and one passage. A quick glance at the word list be-
low will help you to understand better what you are going to hear.

1 Listen to Dialogue 1 carefully and find the English equivalents for the Chinese expressions below.

D Rk 5 2) RHZE
3) SNCHEER 4) HiY




5) ERHEE 6) BIFiL®

2 Listen to Dialogue 1 again and select the best answer to complete each of the following statements.

1) In this dialogue, Mr. Jones and Mr. Chen are talking about

a. the terms of payment b. the world market c. the letter of credit
2) Mr. Chen wants to accept only.

a. D/P b. L/C c. D/A
3) Mr. Chen can’t accept D/P, at least for

a. the time being b. half a year ¢. several years
4) Mr. Jones thinks that payment by L/C means for him.

a. more profit b. speedy turnover c. additional cost
5) Mr. Jones wants to order tons of goods.

a. 500 b. 1500 c. 2500

3 Listen to Dialogue 2 carefully and judge whether the following statements are true (T) or false (F).

1) The two speakers are discussing the quality of the camping goods.
2) The buyer is interested in two items of the camping goods.
3) The price offered for tents is $56 each.

# 4) The price offered for stoves is $20.50.

~ 5) They agree that both the prices are CIF
6) The buyer wants to order 1 000 stoves and 500 tents.
7) The seller requests his customer to establish a letter of credit.

4 Listen to Dialogue 2 again and fill in the missing information.

5 Listen to the following passage carefully and fill in the blanks with the words you hear.



UNIT 1 Purchase and Payment

method allows you to try the program for a period of time before you buy
it. Since you've tried the shareware program, you know whether it will meet
your 2) before you pay for it.

If you like a shareware program, you can pay for it at fhe end of a trial
period (typically 3) days) by sending the author the money he
or she asks for the program. This is usually referred to as "registering” the
shareware.

You pay for any program, because it is the honest thing to do. Shareware '
is commercial software, fully protected by copyright laws. Like other

business 4) _, shareware authors expect to earn money for
making their programs available. Paying for and registering a program also
enable you to get 5) _ from the author.

Besides the use of the program, you receive the same things when
you pay for other software: support by telephone, fax, or through online
services such as America Online and Microsoft Network. Many authors
also send printed materials, and may offer free upgrades. Every shareware
program is 6) , , So the version you purchase comes with
different materials.

If you don't like a shareware program, you simply stop 7)
it, and remove it from your system. Since you have had the opportfunity to

8) the program first before paying for it, you lose only the
9) amount of money you spent to download the program. The

beauty of shareware is that you can actually 10) . a program'’s
features before paying for it. -

6 Listen to the passage again and answer the following questions briefly.
1) What is shareware?
2) What can you do with shareware before you pay for a product?
3) What is the term used to refer to paying money for the program after the trial period?
4) Why must we pay for a program after the trial period?
5) What should I do if I don’t like the program?
6) What is the cost for trial use?



Read More by Yourself

My Shopping Experiences

After my recent experiences with NEXT, | thought I'd better share
them and so have written this opinion about them.

The story initially began when | went shopping with my wife to
NEXT in Milion Keynes. | was shopping for new suits for work and man-
aged to find 3 that | really liked. The one thing with me is that I'm a short
man and it can be hard at times to find my size and fair enough, the
Miiton Keynes branch didn't have my size. So, after a consultation with
the sales assistant, | eventually signed up for the NEXT Directory Cata-
logue — as the suits were in there and | could order my size direct.

When the Catalogue first arrived, | was surprised at how much nice
stuff was in there — menswear, shoes, accessories, home furnishings
etc. | was beginning to get a little worried that my wife would see it all
and go mad with the credit card!

Anyway, back to the story. | placed the order for my 3 suits in the
correct size, and the lady on the other end of the phone could not have
been any more polite and friendly. | thought at this stage that | was on to
something good. She told me that my sizes were readily available, and
that they would be delivered within 7 days. This is where the problems
begin ...

After 14 days and still no suits, | decided to contact NEXT to find out
what had happened. They informed me that as a new customer, | had a
credit limit of £250, and as my order totalled £450, they were unable to
dispatch it. | couldn’t have too many qualms
about that, but | couldn’t see why they
couldn’t have contacted me sooner or told
me when | placed the initial order. Anyway,
to get round this probiem, the lady from cus-
tomer services recommended | pay by credit
card, which | did, so that the order could be
dispatched. Again, | was told that the suits «
would arrive within 7 days.
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