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Establishing trade relations

Q qulﬁ Situational Dialogue
J=John= f‘]iﬁ K Kane “a’JLu

I Because of the rapid development of our business in Asia, we
think it's necessary to open branches in China and other Asian
Countries.

K: We've often expressed our interest in investing in China. We have

been working on expanding our scope of cooperation with China.

Jik What do you think China's best investment value is?

K: Their abundant resources and stable policy provide foreigners
with the advantages to invest here. And we can't ignore China's
tremendous consumer market.

1B So, how do we contact with Chinese enterprises to establish trade

relations?

K: I think first of all we should attach great importance to the
difference between eastern and western cultures, otherwise our
cooperation will probably fail.

J 3 Cultural identity is certainly important.



K:

Of course. There is no doubt that the choice in cultural identity
leads to behavior conflicts and custom friction among different
ethnics.

We must make full preparations before we open a new market in
China.

You're right.
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E 78 Important Sentences
1 because of'... - =
2 It'snecessary to... oo REVE,

3 We've often expressed our interest in...

B1—BEXE - RESGR,
4 1 think the difference between...and...is...

HIASGeeeee 5o XBIR -
5 There is no doubt that,.. == =EXHO.
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trade [treld] n B5; X5 v X5
foreign trade #h%R; YIRS
international trade E[REE 5
trade in 3E32; HEMTEYD
trade something for something FAEEEY
trade off 108; &g, ZEMEH; TEKRU
trade for LL------815; BB
2E§ia
More and more private enterprises have registered for foreign trade
rights, which is a good sign for the province.
AR S W FAT AN IEM T IR EER, *HiEh kLA — A

international [into'nzfanol] adi ERFAY; tHHREY
international market EfxrHi%

international standard EfTnE
international cooperation EfR&1E

3



international society EfFit S

international conference EfFE1Y

international brand E[R5 5

2266

The two leaders expressed concern that high oil prices, international
trade imbalances and barriers to trade could harm economic growth.
FALAR FARAINE TS EmME. BET HAFHET
5B & TTHexT 273 K F KRR F =ik,

culture [kaltfo] n. 3046
traditional culture 4324

corporate culture {3 {k; AT
enterprise culture V374t

human culture A3, AZESZER
culture industry X7k, XTI

mass culture X34,
pop culture ;FATX; WA, REL
SE6i9

It is of vital importance that we respect diversity of civilizations and
culture difference.

KMEEXY SHBPINEFZEFTEEY,

(@ potential [po'tenfol] adj. FETERY
development potential @&, KEAIS
potential market B7EH1%
potential value JE7E{/ &
potential demand BEERZ
potential impact E7ES/
B2l
Instead of lobbying against mobile money, banks should see it as an
exciting chance to exploit telecoms firms' vast retail networks and

(4]



powerful brands to reach potential customers.
BATRRRBHI (KK) RARPRF, fEERADTTA
AA T CAE NS S ROFE R EAR KM SR8 RS
BEEPH—KEM,

prospect ['prospekt] ». HiS v iR, K
prospect for B)iF
market prospect Hi7E1S
bright prospect YBARIRIS; HFIEAYETIE
in prospect [R22; ERRE; BILAFRIE!
at the prospect of Hi{FE (185E)
in prospect of Hi#F; BFE; AJLAFTEE!
2E§i9
I would like to engage in the trade sector, but I do not know how the
domestic and international trade prospects?
FRNEFR HAiTdtak T4, EReEAERNARGR HTF
FofT?

[ commerce [koms:s] ». ik
industry and commerce T\

electronic commerce 875

collaborative commerce 1 ERES

commerce clause B BEE

2&6iq -

The European Chamber of Commerce has warned that such measures

may well lead to nothing but "shortages" and "hoarding".

BRiH B 2B AR AR 8 T 5 AR .
term [t3:m] ». HABR; &R

in terms BBifilth; EASHAMD

long term 1<Hf

5 |
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short term 5HH

in term of {&iE; 1%88; £ H@E

in the short term \iGERSEE; FHARAIRIA

in the long term M\ ISITRE

term of payment {5A5M4F; ARG, IFREAR

269

We are in the hope of establishing long-term business relations with
you and you may expect our supplemental big orders provided that
we are satisfied with the first one.

BT HBRE T I AT KPHLF KR, wRFE—RKITHE
AR REHE, T TEKEME R KB MITE,

L=li Ming=2%8  J=John=4J#

I think this is your first visit to our company.

KA A EE— R REMNNEFH .,

Yes, also my first visit to your country. I've been looking forward
to visiting China for a long time and now I'm lucky to have the
chance to do so. '

AW, LRAF-RERMEMBAER, RAAK, RARARTE
AA, DEBRFERTELA-ANE,

I'm glad to hear that.

WX 29, RAHIREX,

I think you must know something about our company. We've
been importing arts and crafts for many years. The purpose of my
coming here is to do business with you.
BAENEMAE)—RART R, BRI ELRTCH S
o BIX R B A AARMNFRLEEL.

I can assure you of our best intentions and closest cooperation.
We're always willing to develop trade with friends from all over

6
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A

the world.

HAE RN —E L BR LN EetEes, ZN—G R E it
F&EMAEFRT HAER.

That's great [ hope we can cooperate happily.

K37, A2RMESERE,

ELES RANER

AHRAB, BiXEMESE RGO L 2R, BKLENS
L ARERZETHOGSX, BENBELILEZ.
wESMRATNBEF .

W E A T HIRAMM I EZIF A B R R,
HRBIMEE R S AR A BN BEETR,

Wi A mERSREES, RHLEIT LR, XTEEHHR
SREFEPLAELE, BRANER) .

AMAB A ELEANNBEr., BRASKRAEKS S
LA BEEELRINBEP, N LEFELEZPH
HEAH—EWvh, S LZBPREAGEHEDGEF,
HRMNBEF, —BBRENT,
AALFHEFFBRREPZL,
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Offer and counter-offer

R s e S
J=John=#J# K=Kane=#l&

i Good morning, Kane. When can we work out a deal?

K: Good morning, John. Let's begin now in order to fix the price
down earlier.

J: OK. This time our company intends to purchase 100 tons of
coffee. Can you tell me the FOB price now?

K: Recently, coffee has a good market, and futures' prices are still
rising. I can give you the FOB London, 230 cents per pound just
received this morning,

33 Oh my God, why price has gone up so rapidly? If it goes on
continuously we will really close. The price is negotiable?

K: My friend, tomorrow you will find that today's prices are
not high. All right, you can choose Liverpool CIF, it will be
preferential.



S OK, thank you for your advice. When I go back, I'll give an
official offer so that we can sign the contract as soon as possible.

K: No problem. We are looking forward to your quotation, and we
will give you reply immediately.

SEFFEN
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r E 558 Important Sentences !

" 1be going to... BE-- !

2 Can you tell me what is now the...price?

(REESIRR - HOMIBIE? y

3 Thank you for your advice.  JEFRBHRAVEIN . !
4 make an offer to... L2 CRRER I



