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o Essential Objectives for this lecture fiviff 5 >) Bilfi

1. Familiarize yourself with the general procedures for a typical export transaction;
2. Describe the four basic payment methods in international trade;

3. Obtain a general understanding of the essential payment bills in international trade.

e Reader’s Guidelines BJit15RE

Acquaintance with the general procedures in an international transaction, import or export ,
is @ must for successful international business. This lecture, as an introductory lesson , focuses on
three essential aspects concerning international business operations: general procedures for export
and import , modes and bills in international payment. All information offered here, first-hand
and practical , is designed to guide practical operations in such deals. For further details, readers

may read extensively apart from this lecture.

* Tips for Business Communication j&§ 7541l

Before starting practical communication with your overseas clients, it’s absolutely necessary
to arm yourself with the essential information in international trade.

The first and most commonly concerned issue here is the procedures for export which consti-
tutes the bulk of our business activities.

The second issue is the procedures for import, which is also quite common in our deals.

The third is the essential payment terms and bills that will guarantee our final benefits.

Other aspects for international trade are also important and deserve due attention. But the
Sfour issues addressed below are somewhat vital to our successful communication , without which
you may be working like a tiny boat drifting in the Pacific without a GPS.

As always, further reading is not only strongly recommended but also requested.



Lecture I General Procedures in International Business
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1.1 General Procedures for Export HIOMI Bz E

Before proceeding on to the practical business communication in international trade, let’s

start from the export procedures which is more closely related to our export transactions.

Market Information Advising/Negotiating Bank @ Opening Bank
AL . SR T/ T ) FFEFT
) 1
(M @) 19 (6)
Government A (3)(20)
T 9 I t
BRI ] L EXPORTER . ‘mp_(_)rf
) 22 O
TIST T
! (15 Insurance Co.
(18)
Manufacturer \
- Forwarder
€I Customs Broker (17a) Customs (17b) s oy =
L > . > B
AT IS S
(1) *
(120)} |
CIQ . Certificate of Origin Forwarder
it - I MU N

Fig. 1 -1 Diagrammed Procedures for a Typical Export Transaction
1. Market Information tHifiEZ

As we may be more often engaged in export business, we would begin with the general
procedures for export. In an export business, the central party is the exporter and almost every-
thing concentrates in him. The first step is to get sufficient market information concerning the
product that the exporter intends to handle, ranging from market demand, geographical distri-
bution, technical requirements or other special preferences, to the availability of such products
together with the quality and price information, etc. It’s no exaggeration to say that sufficient
market information is half success in business. But this step is not always necessary when we
are or think we are well informed already.

THRERTTHEMG T, AR ELXEABREG I/, T2, RAAHE
HETHF FRABHEDRAGRELANE, RTRTHER, R THESFAT, Rt E
AT B B T AL RBE LR A B E AR R, E DRI FE Y
FEEFMANONE, RZ, ootk , M BERRIE, ERELETHELRRES, BF
A XS R AR, & T EAP A0 FRA), IR 2 B MM E R LA RIFHTE
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2. inquiry to the manufacturer [6 TJ” BV #r

On the basis of the market information, the exporter should consider the market require-
ments and decide where to get the supply of the products (or even decide what kind of goods to
handle, as in some special cases). Therefore the exporter shall contact the competent manufac-
turer at his end, obtaining quotation from them. Such quotation will cover prices as well as the
actual specifications, delivery period and even payment terms. ‘

— B THRTTHER AETEHMFI A, BTARRKRKRERE L, »RAXL L
AFRFEH HIK kL, L2 BTG HAHR , FREERE BT HAEH
HLORIE S 6 5 ls &, $ k0, b RRER 5 E,
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BBt 3R e 6 IR i, AR i AR Z AR R B RRE AR EAY, BAH 4
HEMRE, ZHRX T AH 22 EFR, o FF R—R R, HMLAT w18%, 7
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3. quotation to the importer [a3# O &R #

Then we will offer our information of the products to our prospective clients, especially the
quality and technical specialties and the competitive prices.

Gt o B (EF)RMA I F AT E LG FH A2 F X, ABEHRS 5,
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