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Module 1

Agency

o

- Learning Objectives

1. To understand the idioms correctly according to the contexts;
2. To acquire the listening skills of catching the key words and the specific details;
3. To learn the knowledge and the negotiation skills about agency;

4. To grasp the useful words and expressions related to the topic.

trter g

A
@ Sentence Structures: Understanding Idioms

Directions: You’ll hear ten short conversations between two speakers. At the end of each
conversation, you’ll hear a question about what has been said. Listen carefully and
decide which of the four choices is the best answer to the question you’ve heard.
1.

A) He speaks too fast.

B) He never comes to the point.

C) He always says what he wants to say.

D) He can hardly express himself clearly.

A) He wants the woman not to worry.

B) He’ll take the guests home in a minute.

C) He needs time to relax before the guests arrive.

D) He thinks it’s easy to clean the house after the guests are gone.

A) He suggests that they meet on Mother’s Day.
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B) He suggests that they see each other next Monday.
C) He suggests that he meets the woman’s mother next week.
D) He suggests that the woman meets his mother next Monday.

A) He has some problems with his job.
B) He’s not satisfied with his new job.
C) He’s not familiar with the work yet.
D) He doesn’t have time to learn to do his job well.

A) He’ll try to find it.

B) He’ll get another one.

C) He’ll become very angry.
D) He’ll lend the man a disc.

A) He feels sorry for those students.

B) He thinks the punishment is too severe.

C) He thinks it’s right to punish those students.

D) He thinks those students should be expelled from college.

A) They shouldn’t do it now.

B) They should definitely do it.

C) They should have done it earlier.

D) They should try every means to do it.

A) He doesn’t like salad.

B) He will do anything to help.

C) He prefers to do another dish.

D) He doesn’t want to do anything for the party.

A) She failed the exam.

B) She has already taken the exam.
C) She managed to pass the exam.
D) She did very well on the exam.

10.

A) Play bridge.

B) Go across the bridge.

C) Make up her physics exam.
D) Wait and see what happens.
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é; Task 1

Vocabulary Bank

1 turnover
2 commission

3 overhead

['tainovva(r)]
[ka'mifn]
[.ouva'hed]

=

=
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Module 1
Agency

gL, ’RAXE
1042
Z2ETE, LEmnk

Directions: Listen to the dialogue and decide whether the following five sentences are

True (T) or False (F).

A~ S AN~ A~

g? Task 2

Vocabulary Bank

—

embroidered
elegant
elaborate
distributor
standing
extensive
complicate

appeal to

O 00 N O W A W

sole agent

o

exclusive agent

—
P

spare no effort

[1m'broidad]
['eligont]
[1'leebarert]
[dr'stribjata(r)]
['steendm]
[1k'stensiv]

['komplikert]

) 1. Mrs. Wang’s company has been established for 10 years.

adj.
adj.
adj.

adj.

) 2. Mrs. Wang’s company is looking for a Sales Agent in Europe.

) 3. Mr. Johnson’s company is very confident to become a Sales Agent.

) 4. According to Mr. Johnson, the yearly turnover will be reconfirmed in three months.
) 5. Mr. Johnson expects to be paid by L/C.
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Directions: Listen to the dialogue and fill in the following ten blanks with the missing

words. Write no more than four words in each blank.

(J-Mrs. Jones, L-Mr. Li)

J: Mr. Li, I'm here to tell you that the last delivery of your embroidered silk blouses is very
much to the taste of our market. The excellent quality and the style

appeal to our clients very much. We are sure there will be a bigger market for your
products in our country.

L: We are very glad to hear that, Mrs. Jones.

J: Well, Mr. Li, as you can see, our firm is among the leading firms of of

many years’ standing in this trade. We have an extensive sales organization and a
of the British market. Your products would sell very well here. We’re

prepared to do more business with you.
L: We’re really pleased to know that you find our products satisfactory and that you think
there is room for in Britain. We really appreciate your efforts in

pushing the sales of our blouses.
J: That’s to our mutual benefit. And we are also interested in for you. As

you know, selling products to different importers tends to complicate the business. We are
experienced in the business of silk and enjoy business relationship with all the

in this line. We have a mind to expand the business, and if we are

appointed as your , we can assure you we’ll to

push the sales of your products. What’s your view on these proposals? Are you interested?

L: To tell you the truth, we're . But we’ve not yet made any decision

about it. Frankly speaking, you’re not the only one who applies for an agent for us in your
country. Perhaps you would like to give us some idea of the terms on which you would be
willing to operate as our agent.

J: No problem. We can send you the details tomorrow.

L: Very well then. We’ll make our decision and let you know it as soon as possible. Thank
you for your appreciation of our products.

N
¢ Task3
Vocabulary Bank
1 commence [ka'mens] V. FiRk
2 authorize ['2:0araiz] V. AR, Fe, A
3 transmit [traens'mit] V. thit | tHik
4 principal ['prinsap(a)l] n. FHA
5 territory ['teratri] n. A, JEH
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Agency
6 reserve [r1'z3:v] V. %8
7 terminate ['ts3iminert] V. ok, &b
8 be engaged in s, B A P
9 be entitled to AR

Directions: Listen to the dialogue and answer the following five questions.
1. How long will the agency be?

2. When will the agency start?

3. How much commission will be paid to Mr. Smith?

4. What’s the minimum turnover required by Mrs. Wu?

5. What if the minimum turnover is not reached at the end of the year?

A
¢ Task4
Vocabulary Bank
1 leaflet ['li:flat] n. e A
2 devote to Jgeeees A Feeeees

Directions: Listen to the dialogue and decide whether the following five sentences are
True (T) or False (F).

) 1. Mr. Andrew has no idea about how much they will spend on advertising.

) 2. Mr. Andrew promises that the annual turnover will be $2,000 for the first year.

) 3. Mr. Andrew is very confident in increasing the turnover in the future.

) 4. If Mr. Andrew charges a 15% commission, Ms. Wang will have to increase the price.

) 5. Ms. Wang hasn’t decided whether to appoint Mr. Andrew’s company as their agent.

& Task5

Vocabulary Bank

1 guaranteed ['gaeran'ti:d] adj. HRIERg, J2i%ah

2 resistance [r1'zistons] n. AR, IAE, BT
3 exception [1k'sep/n] 1)

4 quota ['kwauta] n. BLER, 8, FRE
5 catalogue ['kaetalng] 1 B X

6 promotional [pra'maufanl] adj. 4l

7 in excess of # it



6 ShBEFEEYT ) 1

Directions: Listen to the dialogue and complete the following six sentences with the
missing words. Write no more than four words in each blank.

I,

2
B,
4

6
N

¢ Task6
Vocabulary Bank
1 justify ['dzastifai] v FER eeeeee JEAff, Ffeeese
2 entrust [mn'trast] v 1EH1, 1346, Xit
3 sales volume HEE
4 be confined to FRAEIE, BFRT
5 call it a deal —ZAHE

for your efforts.

. The advertising expenses will be shared between the two parties

The guaranteed annual amount will be for a start.
. The agent will get for a trial period of one year.
The territory to be covered is
. For sold in excess of the quota, we will get 2% more in commission

. The exporter will send the agent their catalogues and other promotional materials

Directions: Listen to the dialogue and complete the following form with no more than
five words for each blank.

N W B W

Agency Agreement
. Annual sales volume: an of $100,000, starting from
first year
. Commission:
. Duration:
. Territory: the only

. Exporter: not allowed to supply their products to

. Agent: not allowed to offered by other suppliers.

for the
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é‘ Task 7

Vocabulary Bank

1 fulfill [fol'fil] v BAT, BT
2 distributorship [dist'ribjustafip] n. AR A

3 conservative [kon's3ivotiv] adj. 1R 84

4 strive [strarv] V. 55

5 clause [klo:z] n. £

Directions: Listen to the dialogue and choose the best answer to each of the following
three questions.
1. Why does Mrs. King come to meet Mr. Ben?
A) Because it has been two years since they last saw each other.
B) Because she wants to apply for a sole distributorship in Canada.
C) Because she wants to renew their sole agency agreement.
D) Because she wants to get more commission from Mr. Ben.
2. What’s the new annual turnover?
A) 300 pieces.
B) 400 pieces.
C) 450 pieces.
D) 500 pieces.
3. Which of the following statements is NOT true?
A) Mr. Ben thinks Mrs. King’s company can sell more than they sold.
B) All the terms in the new sole agency agreement remain unchanged.
C) Mr. Ben is very grateful for Mrs. King’s efforts in pushing the sales of their pianos.
D) For every additional 50 pianos sold, Mrs. King’s company will get 1% higher commission.

¢ Task 8

Vocabulary Bank

1 dealer ['dizla(r)] n. Z45 7

2 former ['forma(r)] n. A, AR
3 specify ['spesifai] v Hasti, Wik
4 length [len6] n. KA

5 termination [t3:mi'nerfn] n. gk 4

6 renewal [r'njuzal] n. 4 3y
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flexible ['fleksabl] adj. R &0
obligation [oblr'gerfn] n. L%, WiE
principal ['prmsap(a)l] n. FrAN

10 be obliged to Y& S

Directions: Listen to the dialogue and complete the following passage by filling in each
blank with three or four words that best fit the context.

Exclusive sales arrangements are basically the same the world around: the exporter
authorizes the importer to be of the former’s products. If the exporter has

several product lines, he can specify which product lines he wants included in the
arrangement. Based on his judgment of importer’s of distribution, the

exporter can also specify the area in which the importer can sell . It can be

one city, several provinces or the whole country. The length of an arrangement in China is
usually one year, but in the United States, they do not specify the length. Instead, they have a
clause of of the arrangement in the related agreement. The volume of the

business is also specified in the arrangement, expressed in . Once agreed

upon, the exporter is obliged to sell the specified products during the specified period to
. The importer is also obliged to buy from the exporter only during the

specified period, if his country’s law permits. If the importer does not , he

has nobody but himself to blame. This is because in an exclusive sales arrangement, the
relationship between the exporter and the importer is ”, which means each

party is responsible for his own profits or losses.

N
¢ Task9
Vocabulary Bank
1 exploit [1k'sploit] V. &, FFie
2 facilities  [fa'silitiz] n. &, &&, T (facility 9 EHHX )
3 feasible ['fi:zabl] adj. TTATH), THERY
4 solicit [so'lisit] V. BEK, ER
5 execution  [.eksr'kjuifn] n. PAT, £
6 proceeds  ['prousidz] n. BN, dE, ##

Directions: Listen to the passage and answer the following five questions.

1. What is a better way for medium-sized and small companies to exploit overseas markets?
2. What are agents employed to do?

3. What are the two kinds of agents mentioned in the passage?



Module 1
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4. What does the percentage of commission depend on?
5. When is the commission usually paid?
N
& Task 10
Vocabulary Bank
1 submit [sab'mit] V. R, HR
2 for one’s own account - ki 42

Directions: Listen to the passage and fill in the blanks with the missing words. Write one
word in each blank.
Negotiation Skills
In international trade, the most usual form of agency is that the seller (the principal)
some foreign companies (agents) to sell certain goods to the customers in a
particular area during a particular period of time. The agent is obliged to market the goods
and for doing this, he may receive a percentage of the price of the goods—a

commission. This is normally much cheaper for a firm than a number of its own
staff to a foreign country, and a of any country will always know the market
better than a will.

In negotiation of agency, the prospect agent should describe the source of

information through which he got to know that they want an agent and state his past
of being any kind of agent and introduce himself or his company as well as the
plan. And he should also show his interest in acting as an agent and provide

some companies for them to refer to. Besides, some general terms should be
listed as follows:

e the nature and of the agency agreement;

e the to be covered;

the duties of agent and ;

the method of buying and selling-whether the agent is to buy for his own account or on

the percentage of the agent shall take;

the market report the agent to the principal; and
other terms and conditions.



