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Unit One

Establishing Business Relations

& Background

Establishing business relations is the first step In a transaction in interational trade. No transactions
can be conducted untll contacts have been made between two or more companies. To establish
business relations with prospective dealers is one of the witally important measures both for a newly
established firm and an old one that wishes to enlarge s business scope and tumnover. Merchants
abroad may be approached through some of the following channels:

— com munication in writing;

— attendance at the export com modites fairs;

— contact at exhibitions held at home and abroad;

— mutual visits by trade delegations and groups;

— calling on customers;

— overseas Investigations.

Establishing business relations is realized mostly in wrting and verbally. In order to come t an
agreement duning a business com munication, severalterms are talked over, such as the description
of the goods, ther qualty, quantity, packing, price, shipment, insurance, payment, Inspection,
claims, disputes and arbitration.



. Terminologies and Practical Expressions

China National Machinery Import and Export Corporation
China National Cereals, Oils and Foodstuffs I mport and Export Corporation

China National Arts and Crafts Im port and Export Corporation

China Export Com modities Fair
financial position

credit standing

trade reputation

equality and mutual benefit
counterfeit

. showy goods

. inferior goods

. low quality goods

. unfinished products
. Imitation

. low-priced goods
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16. genuine article

17. fwrst-class quality

18. superior quality

19. top grade

20. high-tech products

21. durable consumer goods
22. excellent quality

23. rehiable quality

24. modern and elegant in fashion
25. wide vaneties

26. complete in specifications
27. rehable reputation

28. sophisticated technology
29. skillful manufacture

30. attractive and durable

=1

s Sample Dialogs

=%

Dialog
( Atthe Exhibiion Hall in the China Export Com modiies Far)

Liu: Good morning, anything particular you are interested in this ime ? We have wide
varieties for you to choose from. They are of the best quality and excellently tailored
too. These are the latest styles from our joint venture manufacturing company.

Miller- Well, I m interested in ready- made suits.

Liu: Good. You ve come to the nght booth. W e specialize In producing suis.

Miller: Well, is there any superionty of your products ?

Liu: Here is a sample for you to look at. You will see they are modern and elegant in

fashion, nght? What s more, they wear longer than others. You may find this
m aterial will retain s luster without beco ming shiny.
Miller: Why?



Liu:

Miller:
Liu:
Miller :
Liu:

Miller:
Liu:

Miller:
Liu:

One reason is that the yarn s carefully selected for quality. The luster is laboriously
and yet delicately woven into the fabnc.

Oh, I see. Will you please show me some products of different colors ?

Certainly. Five colors are available here.

How about the sizes ?
We can offer every size rom* S” to“ XXL”. Please take a close look at the catalog

and pnce hst.
Well, s very impressive. Butl m afraid the prce is much higher than others.
But ours are good in matenal and superb in workmanship. You can t buy suis of

similar quality at such pnce anywhere else.
May I take the sample fabric with me ?I d ke to discuss with my assistant.

Yes, please. We are sure that you ll ind very good prospects in our products.

] Vocabulary

vanety
tallored

n. ’ ’
a.

joint venture

ready-made a. ,

specialize . ,
superionty n. ,

luster
yam

n.

n. ;

laborious a. ( ) ,

catalog
superb

n.
a. )

work manship n. ,

prospect n. ,

N otes

1. wide vanieties ,

W e are increasing the varniety of exports.

2. excellently tallored
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sophisticated technology
skillful m anufacture

3. joint venture

foreign-funded enterprise

cooperative enterprise

wholly foreign-owned funded enterprise
state-operated enterprise

4. ready-made suit

5. specialize in

W e specialize in medicine and healkh products, and we express our desire to trade with
you in this line.

Mr. Wang has been specializing in product design.

to trade in
to be in the hine of

6. Is there any supenonty of your products ?
?
superionity n.
superior a.

O ur products are superior in quality to any other brand available on the m arket.

The quality s supenor, yetthe price i very reasonable.

7. retain s luster without becoming shiny

8. The luster is labonously and yet delicately woven into the fabnc.

9. superb in workmanship

10. We are sure that you ll find very good prospects in our products.



I m sure our business dealings will develop quickly and productively.

Let s hope the business works out well.

Dialog

( Atthe office of a Chinese company)

Li:

Anderson:

Li:

Anderson:

Li:

Anderson:

Li:

Anderson:

Li:

Anderson:

Li:

Anderson:

Li:

I understand this is your frst visit to our corporation.

Yes, and also my first visitto China. I' ve always wanted to see with my own eyes
Chind s achievements and now I've been more than rewarded.

Thank you. I hope you ve had a pleasant tnp.

Yes, I did. Now, lets get to the point. 1 have come to discuss with you the
possibility of importing into Australia a number of your products.

We very much appreciate your interest in our company.

We had an opportunity yesterday to review your well-llustrated catalog and we are
prim arily interested in your leather-crafts.

Most of our products are very wellkknow all over China, and many of them are
manufactured especially to serve our export markets.

So I've learned. We are distributors with business branches in most major cities
in Austrahla.
price is com petitive and sales conditions are favorable.

Now, we€ d lke to introduce Chinese-made leather-crafts, if your
We il see what we can do. We are quite confident about our products because of
the excellent quality and the wide selection. Considenng the quality of our
products, you will find that the prnice Is quite reasonable. Let s go over the
illustrative catalog again.

I m particularly interested In this pattern. ktis much t the taste of our market.
What are the specifications ?

Totally, four, in different levels of qualty. IF1 may refer you to page three, you
find all the specifications there.

Well, perhaps we could discuss the subject further after I have had a chance to
view the leather-crafts workshop.

Yes, thatcan be arranged. Il let you know the time schedule later.
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Anderson: Thank you. Il be looking forward to that.

] Vocabulary

pnmanly ad. , ; )

leather-craft

distmbutor n. ; ( )
competitive a.

favorable a. ,

selecion n. ,

lustrative a. ,

particularly ad. ;

specification n. , ;

N otes

1. [T ve always wanted to see with my own eyes Chind s achievements and now I ve been
more than rewarded.

2. Lets getto the point.

3. we are pnimanly interested in your leather-crafts.

4. Most of our products are very welkknown all over China, and many of them are
manufactured especially to serve our export markets.

serve our export markets

5. ... 1Fyour price is competitive and sales condmions are favorable.

6. wide selection

wide vanieties

7. Considenng the quality of our products, ...

considenng



Considenng the stormy day, we decide to cancelthe meeting.

Considenng the sizable purchase, we suggest paymentby I/ C.

8. illustrative catalog

9. Itis much o the taste of our market.

10. What are the specifications ?
?

com plete In specificaions

[[d Useful Sentences

Welcome to the exhibraon !
I

1. Id hke to direct you to see our showroom. Please look at our display products.

2. This catalog shows most of our products.

3. Do you have any printed matenal on this product ?
2
4. I m sorry we cantgive this as a sample but we'll make a sample discount of twenty
percent.
) , 8
5. Anything particular you are interested in ?
?

6. Would you like to hear my presentation and let me show you how it works now ?
?

7. What are the specifications of the product?
?
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8.

10.

Do you have a prototype of your new product ?
2

Our products are of good quality !
!

Cashmere coats always sell well.

Digital ca meras are enjoying fast sales these days.

Our toys are well received In the European market.

Our garments have been well established In the market.

Our ceramics are superior in quality to any other brand available on the market.

These suits are of the best quality and excellently tailored too.

These electrical appliances are gaining popularty because of ther fine quality, competitive
prices, and our honest dealings.

W e can offer you this in three different levels of quality.
3
This style 5 much to the taste of our market.

I can assure you thatit stands compettion well.

Let s do business !
!

We spedalize in audio-visual products, and we express our desie to trade with you in this line.

We very much appreciate your interest in our company.

The purpose of my coming here is to discuss the possibility of importing into the United



