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Module 1 International Trade

LEARNING OBJECTIVES

1. ZROR. BRE. FROMBXAKE
2. FEXFRBMEMEBRHOFEADE
3. TRASRAERFERH#TOFIIGR




Read the following texts, understand the basic knowledge of inquiry, offer and
counter-offer as well as remember the words and expressions.

Inquiry, Offer and Counter-offer

Inquiry plays a very important role both in import and export. An inquiry is a
request for information. It is usually the importers that make inquiries. They invite a
quotation or an offer for the goods they want or just ask for some general information
about those goods.

There are quite a few ways to make an inquiry, both orally, such as, by telephone or
through face-to-face talk, and in written form, such as letter, telegram or fax.

If it is the first time for the two sides, the importer should inquire of the exporter
about the name and price of the commodity, quality, specification, quantity, terms
of price (CIF, FOB, CFR, etc.), terms of payment (L/C), terms of shipment, packing
method, discount and so on. Besides, the importer can also ask for some catalogues,
price lists, pro forma invoices or samples. On the other hand, if they have already
established trade relations they may do it in a simpler way.

Inquiry must be brief, specific and to the point, and the answers to it must be quick,
modest and helpful. Although inquiry has no legal effect on the two sides, it is often the
beginning of trade.

When an exporter receives an inquiry from overseas for the goods that he is in
a position to supply, it is proper for him to send an immediate reply to the inquirer
providing the requested information. As inquiries often concern the prices of goods,
most replies contain a quotation or offer.

Offer is a most important step in negotiating an export transaction. It is a proposal
of terms and conditions presented in a potential contract by one party, called the offeror,
to another party, called the offeree. The offer made by the seller is customarily called
“selling offer”, while the offer made by the buyer is commonly called “buying offer”.

There are two kinds of offers. One is firm offer or offer with engagement. A
satisfactory firm offer should be clear, complete and final in its wording. It should
include the name of the goods, time of shipment and delivery, discounts and terms of
payment. A firm offer mostly provides a period of validity. It remains valid until the
validity ends. The acceptance made by the offeree before validity expires is effective
legally.

The other kind is non-firm offer or offer without engagement which is unclear,
incomplete and with reservations. If the exporter wants to establish business relations
with a new customer or explore a potential market, he may send a non-firm offer. Unlike
a firm offer, it is not binding on the offeror. Such expressions as “reference price”, “subject
to our final confirmation” and “subject to goods being unsold” are often used.



A counter-offer, in fact, is a rejection of the offer. If a buyer doesn’t agree with any
or some of the transaction terms of a quotation or a firm offer, he makes a counter-
offer. In a counter-offer, a new price as well as other new terms is suggested. Hence, it
is a new offer and, at the same time, the original offer lapses. No matter how slight the
alterations might be, the original offeror now becomes the offeree and he has the right of
acceptance and refusal. So, he may make another counter-offer of his own. This process
can go on for many rounds till business is finalized.

omprehension Questions

1. What are inquiry, offer and counter-offer?

2. What is generally included in an inquiry?

3. What are the two kinds of offers? What is the difference between them?

4. Why do buyers make counter-offers?
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Listening Practice

Listen to the passage and fill in the blanks according to what you have heard.

US, Cuba Sign Deals on Flights and Factory

After restoring diplomatic relations, the United States and Cuba are building
stronger economic (1)

President Barack Obama and Cuban President Raul Castro restored diplomatic
ties between the two countries in late 2014. They reopened (2)
in Havana and Washington. Now the two countries are working to improve
©)

The U.S. still has a (4) , or embargo, against Cuba. But President
Obama has been making more and more (5) to the embargo.

This week, the U.S. and Cuba have made two important trade agreements.

The first agreement relates to commercial flights. Regular commercial flights

between the U.S. and Cuba ended 53 years ago. In recent years, (6)



have made it possible for a growing number of Americans to visit Cuba. But these flights are
expensive and (7) to book. Another option is for U.S. citizens to fly to Cuba through
other countries, like Mexico or Canada. Several U.S. airlines say they plan to add flights to Cuba.
Cuban airlines will still have to get their own (8) from U.S. authorities.

Under the airline agreement, U.S. visitors would still have to meet one of the 12 (9)
reasons to go to Cuba. For example, an American would have to travel for business, (10) ,
family or educational purposes. However, the difference between legal travel and illegal tourism is
not so clear these days.

Last year, about 160,000 Americans made the short trip to Cuba. The island nation is located
145 kilometers off the southeastern U.S. state of Florida. Florida is home to thousands of Cuban-
born (11) who left after Fidel Castro took control in 1959.

The agreement calls for 20 flights a day to the Cuban capital. That number is (12)
the current 10 to 15 charter flights that already connect the two countries. (13) flights
connecting the U.S. to nine other Cuban cities could start later this year.

Anthony Foxx is the U.S. Secretary of Transportation. “Today is a historic day in the relationship
between Cuba and the U.S. It represents a critically important (14) in the U.S. effort
to (15) with Cuba,” he said.

The airline deal comes a day after the U.S. approved the construction of an American factory on
the island. The factory will produce farm tractors.

The Cleber company plans to hire Cuban workers to (16) as many as 1,000 small
tractors a year. The tractors will be sold to private farmers in Cuba.

Cuban officials have agreed to the $5 million to $10 million project. It will be located in an
(17) near Havana.

It is the first major American business investment in the communist nation since 1959. In the
early 1960s, Cuba’s communist government took over U.S. (18) in Cuba. The owners
did not receive payment.

American business partners Horace Clemmons and Saul Berenthal own the Cleber company.
They plan to open the factory a year from now.

“Everybody wants to go to Cuba to sell something and that’s not what we’re trying to do,”
Clemmons said. “We’re looking at the problem and how do we help Cuba solve the problems that
they consider are the most important problems for them to solve. It’s our belief that in the long run
we both win if we do things that are (19) to both countries.”

In a (20) development, the White House announced yesterday that President
Obama will visit Cuba in March. He will be the first U.S. president to visit the island nation in

almost 90 years.



L Passage 2

Listen to the passage and decide “T” (true) or “F” (false) for each statement according to
what you have heard.

1. The Technical Barriers to Trade Agreement (TBT) is formulated to ensure that regulations,
standards, testing and certification procedures won’t create obstacles for business.

2. TBT agreement rules out the possibility for countries to adopt standards which they
consider as appropriate.

3. Member countries are entitled to take measures necessary to ensure their standards are
met.

4. TBT agreement sets out a code of good practice for governments only.

S. Over 200 standards-setting bodies apply the code of the agreement.

6. TBT agreement encourages countries to recognize each other’s procedures for
assessment while disapproving any inclination to give domestic produced goods an
unfair advantage.

7. Manufacturers and exporters need to know what the latest standards are in their
prospective markets.

8. All WTO member governments are required to establish national enquiry points and to
keep each other informed of the latest standards through the WTO.
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English-Chinese Interpretation

I

10.

We think your Gree Brand air conditioners will be selling well at this end and we are looking
forward to receiving your samples soon.

Provided you can offer favorable quotations and guarantee delivery within four weeks from
receipt of order, we will place regular orders with you.

We would appreciate your sending detailed information on CIF prices, discounts, and delivery
time, etc.

Please find enclosed our current catalogue and price-list quoting CIF New York.

Referring to your inquiry letter dated 29th September, we are offering you the following subject
to our final confirmation.

This offer must be withdrawn if not accepted within five days.

I’m sorry the difference between our price and your counter-offer is too wide, so it’s impossible
for us to entertain your counter-bid.

. In view of our long business relations and amicable cooperation, we suggest that you accept

confirmed, irrevocable letter of credit at sight.

The price of oil will continue its downward tendency in the near future.

We would like to point out that we mainly settle our accounts on a documents-against-acceptance
basis.



Chinese-English Interpretation
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