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Background Briefing

In the business world there is a saying, “no customer, no
business”. International business begins with the establishment of
business relations which is the most important step to conclude a
business with a new customer abroad, and also the fundamental step
to open up a new overseas market. To establish business relations, a
firm must, first of all, find out whom is going to deal with.

Customers may be approached through some of the following

channels: communication in writing, attendance at the export
commodities fairs, contact at exhibitions held at home and abroad, mutual visits by
trade delegations, introduction from friends or other business connections and groups
calling on customers overseas.

The China Import and Export Fair (the Canton Fair) is a trade fair held in
spring and autumn each year since the spring of 1957 in Canton. Among China’s
largest trade fairs, it has the largest assortment of products, the largest

attendance, and the largest number of business deals made at the fair.

g Situational Conversation

Susan Wang, the sales manager of the company meet Fred Johnson at the fair. They
hope to improve their business with orders from the fair.
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In the Exhibition Hall at the Canton Fair

Susan:

Fred:

Susan:

Fred:

Susan:

Fred:

Susan:
Fred:

Susan ;

Fred:

Susan:

Fred:

Susan;:

Good morning, sir. This is Sunshine Import & Export Co. , Ltd. I'm
Susan. Can I help you?

Nice to meet you, Susan. I'm Fred. This is my business card.

Nice to meet you too, Fred. Here is my name card. May I ask what
line of business you are in?

I’'m in kitchenware.

I see. We are a manufacturer of kitchenware. We've got several
years’ experience and professional knowledge in the export of
kitchenware and have established trade relations with many
countries like European countries, the United States, South
Korea, Singapore and Japan. Here is our product information
sheet. On display are some of the samples. Wish you have
interests.

Thank you. Can you tell me more about your main product —
“EDGE” stainless steel cutlery sets? I haven’t had time to study the
brochure in detail.

This is the specification of our “EDGE” stainless steel cutlery sets.
Nice to know you, Susan. Surely we are looking for suppliers of the
stainless steel cutlery sets recently.

Great. We can surely meet your demand. We are one of the leading
exporters of stainless steel cutlery sets in China.

We are one of the most powerful wholesalers of stainless steel
cutlery sets in USA. We wish to establish business relations with
your company in the future.

The same idea. We can assure you that the product we supply is
superb quality, and the price is most favorable. The sufficient
supplies and on-time delivery are also guaranteed.

Wonderful! We should negotiate more details further. I will visit
your company ASAP.

Contact me at any time. We will arrange for your coming.
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Fred: Thank you. Keep in touch. Goodbye.
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i{{& Additional Dialogues

Dialogue One Receiving a new customer at the Canton Fair

A: Hello, Are you interested in chemicals?
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B:

A:

Yes. I've been in this business for more than 10 years. This is my name
card.

Glad to meet you, Mr. Smith. This is mine. Here are our catalogue and
price list. The catalogue lists all the commodities we export, and the
price list gives indicative prices for all our export articles. And would
you like to see a video about our manufacturing plant?

I'm glad to.

. I appreciate your interest. After seeing our video, we’ll arrange for

further discussion.
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Dialogue Two Visiting an old customer at the Canton Fair

A
B:
A

>

Hello, Mr. Green, how are you?

Fine, thank you, and you?

Very well, thank you. It’s nice to meet you here. How was your trip to
New York?

: Wonderful! A very pleasant journey indeed. Thank you.
: How are you getting along with your business?

: Not bad. The market is not very brisk lately, but the selling season is

advancing near.

: 1 hope we can do more business together. Though we are satisfied with

our past trade record, there are still possibilities for more business.
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Dialogue Three Meeting a new customer at the Canton Fair

A

A

B:
A

Excuse me for interrupting you, sir. This is Susan from Sunshine Import
and Export Co., Ltd. How do I address you?

It’s nice to meet you, Susan. I'm Gary.

: I'm very pleased to meet you, Gary. We got your name and address

online. We noted your company is the leading importer of stainless steel

cutlery sets in Turkey. We want to establish business relations with you.

: We are one of the largest import and export companies in Turkey. We

are in the market for “EDGE” stainless steel cutlery sets.

This is our catalogue and price list. The quality of ours is as good as that
of many other suppliers, while our prices are not as high as theirs.

If your conditions are favorable, we’ll arrange for further discussion.
That’ll be fine.
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New Words & Phrases

conclude [kon'kluid | v. %k ;344

fundamental [ [fande'mentol | adj. & A&,/ A8

approach [o'provt[] n. 4L ;% k; %4 vt. Bif; £F 42
channel ['tfeenal] vt. 31§, MR FE  n. sk ; 5l ;88
commodity [ ke'moditt] n. B A ;B &, ¥4

fair [fea] adj. N8

exhibition [ eksi'bifon] n. &% ;&R %4

mutual [ 'mjuitfoal, -tjuol| adj. #BE 64 ; 2 F &

delegation [ deli'getfon] n. K& H ;%4

. investigation [investi'geifon] n. A& ;AEHFE

© 00 N O O &~ W N -

[UT O Y
= O

. manufacturer [ imeenju'feektfora | n. 4|48 ; 7 A

. kitchenware [kitfimwes| n. B & F £

. stainless [ stemlis | adj. R4t , 4404 69

. steel [stil] n. 4M,4R4k

. cutlery [katlort] n. 77 B, 77

. professional [ prov'fefonal] adj. BRIk &4 ; % L #y

. specification [ spesifi'keifon] n. #A% ;3 ; 5L90 B
. supplier [so'plao] n. #t 5 )" &, 4% 5 B

. wholesaler [ 'havlisello| n. #4 7

. superb [sju'paib ] adj. BAFes; ey

. favorable [ 'tervorabl] adj. # #)65; B IF64

. guarantee [igeeron'tis] n. fRiEH ;324F MRIEA vi. 4RIE; 4R
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= O W 00 NN O O W N

[\]
\G]



Chapter 1 Establishing Business Relations

23.
24.
25.
26.
27.
28.
29.
30.
31.
32.
33.
34.
35.
36.

negotiate [ni'govfiert] v. #¥], BiX; 44k
ASAP abbr. % (As Soon As Possible)
European adj. B &9 ; BRM A G

Korea n. #H;#18f

Singapore n. # A

professional knowledge + ik 4mi%
establish trade relations with sb. 5XAZIH H X %
product information sheet = S#{80 #

in detail # 48 3

meet one’s demand # 2 X Ae9E K

meet one’s needs # 2 £ A EK
leading exporters & o #

assure sb. of sth. B EAFIELF

assure sb. that ... & X AARIE------

Useful Phrases and Sentences

1.

© 00 N O O & W N

10,
11.
12.

Let me introduce you to Mr. Li, general manager of our company.
BN BRI, EREMNGEEE, F 4k,
It’s an honor to meet you. &% ¥ikiR4k,
Nice to meet you. I’ve heard a lot about you. & & 5ARMR, AWK % .
How do I pronounce your name? k&% 5 & 4 i&?
How do I address you? 4o/ #x=f 47
It’s going to be the pride of our company. X2 AN 5 8% %,
What line of business are you in? R AR —477?
Keep in touch. &K 4,
Thank you for coming. ##tls .,
Don’t mention it. % &4,
Excuse me for interrupting you. #/&3FITHAR.
I’'m sorry to disturb you. 3t R&,IT#HiE—TF.
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13.
14.
15.
16.

17.
18.

19.

20.

21.

22.

23.

Excuse me a moment. % AR#&,%k[E—T, -

Excuse me. I'll be right back. 3 fR#&, &L L=k,

How do you like the quality of our products?

R EANE R R B E LT

How about having a look at the sample first? & —& #sa"e?

What about placing a trial order? 47 7 203X 3T % 7

The quality of ours is as good as that of many other suppliers, while our
prices are not as high as theirs. By the way, which items are you
interested in?

BAVE F R TS R4 B — AT, T RA 8PP RARARA 89 AR
W, AR 5 AR

You can rest assured. T ARG,

We are always improving our design and patterns to conform to the
world market.

EM—AERZEANF Rt K, ABRERTHHER,

This new product is to the taste of European market.

X APHT T S B R R,

I think it will also find a good market in your country.
HRIAACETEA TS LL2WH.

Fine quality as well as low price will help push the sales of your

products. £ R 8 i E Fe Ak MR 3E4HE

. We regret that the goods you inquire about are not available.

PRI AR BT 38 3 4 B AT RAT

Basic Business Knowledge

How to Cultivate Business Relations

There are many things you can do to cultivate good business relationships.

Building trust

Building trust means that you are willing and prepared to risk being

completely open and honest with your clients and customers who will then be

70



