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PRACTICAL BUSINESS ENGLISH TALKING

外 企 人 员 实 用 商 务 英 语 会 话 
PRICE AND PAYMENT
1. Dialogues:

(After receiving the offer from a European trade company, Mr. Linger is talking about the prices with Mr. Robot, a representative from this company.)

L:  To tell the truth, we are greatly surprised at the quotations you offer us. We had expected much lower prices than that.
R:  Yes, our prices this year are higher than of last year, but they are still lower than what you can find elsewhere.
L:  I’m afraid I can’t agree with you there. I can show you some other quotations which are more competitive than yours.

R:  When you compare the prices, you must take everything into consideration. I can guarantee our products and services are with the best quality among your suppliers. 
L:  I believe what you said is true. But still I don’t think we can succeed in talking our customers into such high prices.
R:  You know what? If I were you, I won’t worry about that. I can assure you the prices we offer are most favorable. I don’t think you’ll have any major difficulties to push the sales. 
L:  But the market prices are changing everyday. How can I be sure that the market won’t fall before the goods arrive at our port?
R:  No, I don’t see you could, and no one could either. It’s up to your decision. 
L:  If you can promise to deliver our goods before July of 2007, I will be able to make a decision. It is not likely that the market is going down until then.
R:  Well, delivery in August is the best we can do for you. The demand for our products has kept rising recently. If you had made your inquiry today, we wouldn’t even have the possibility to make such a promise.
L:  Ok, how long can you hold your offer?

R:  Only for three days as usual. So I hope you’ll make a prompt decision.

(Having settled the prices for the transaction, Mr. Frazer is talking with Mr. Li from a Chinese corporation about the terms of payment.)
F:  We’ve talked over the prices. Although I believe they are among the higher as compared with those of rival goods, the quality of your products, I suppose, will probably make up for it. Now let’s come up with the terms of payment.
L:  Ok. As usual, our terms of payment are by confirmed, irrevocable L/C at sight against presentation of shipping documents.
F:  But other suppliers can give us more favorable terms. You see, the world market has been rather dull presently. Besides, our exchange quota is really limited. So we’d like to use D/A as our payment in this transaction.
L:  I’m afraid we can’t accept D/A. As you know, the devaluation of US dollar and its consequent repercussions on some major currencies have given rise to great uncertainties in the international monetary market. Therefore we cannot afford the price of risk, and must handle our business on L/C basis, at least for the time being.
F:  Payment by L/C involves additional costs for us. It leaves us no margin of profits.

L:  Mr. Frazer, you know quite well that Chinese goods enjoy excellent reputation in world market. Moreover, there is at present a vogue for Chinese goods. The article you are interested in this deal is greatly in demand, and it sells especially well. The quick turnover will, of course, not only offset your L/C expenses, but also gives you a satisfactory profit.
F:  As far as I know, your company sometimes grants clients such terms as D/A or D/P, right?
L:  Yes, but only occasionally under very special circumstances.
F:  Ours is not a normal case, is it? It is not worth adopting terms like L/C for an order as small as ours. The limited profit, if any, is even not enough to balance the additional costs. 
L:  Well, in order to finalize our deal, we agree with D/P at sight. That is the best we can do for you.
F:  Still it is not good enough. Since I am a mid person, and I need some time to find a reliable client after I receive your bill. It would be much helpful if a D/P after sight can be accepted, even 60 days will do.
L:  I am sorry no further concessions can be made. It is just to facilitate your doing business that we make an exception of D/P at sight. You can’t be placed elsewhere, can you?
F:  Well, it seems I have no other choices. Let’s put it into our contract and work it out together.
L:  Mr. Frazer, I should mention here that we accept such terms only once for your convenience. When the goods are shipped, we’ll issue a sight draft against you, which will be sent together with the shipping documents through our remitting bank to the collecting bank at your end. It is understood that you are to honor it upon presentation.
F:  You may rest assured that this documentary draft will be duly honored on presentation. We have done business with some of your sister corporations on collection basis, and they can prove to you our credit.
L:  We trust you and hope you’ll live up to your credit.
F:  Surely we will. Well, as the selling season is approaching, we appreciate if you can make a prompt shipment.
L:  We will be happy to try our best!
2. New Words and Phrases:
representative [           ] 代表
corporation [            ] 集团公司
elsewhere [             ] 其他各处
to succeed [            ] 成功进行
to assure [           ] 确保
talk … into …劝（某人）。。。做（某事）。。。
favorable [           ] 优惠的
decision [       ] 决定
It’s up to your decision 那由你决定
possibility [           ] 可能性
prompt [           ] 立即，即刻的
promise [            ] 承诺
exchange quota [          ] 交换配额
terms of payment 付款方式，条件
rival [        ] 对手的
major currencies 主要货币
transaction [           ] 交易
devaluation [             ] 贬值
consequent [             ] 后果的
repercussion [            ] 影响，后果
uncertainties [          ] 不确定性
monetary [           ] 金融的，钱币的

to give rise to 增加
for the time being 在目前

to involve [          ] 涉及
at sight 即时，即期
reputation [        ] 信誉
will do 行得通，可行
for your convenience [             ] 为你方便
vogue [         ] 流行
turnover [            ] 销售额
article [          ] 物品，货品
It is not worth 那不值得 。。。
to offset [          ] 补偿，抵消
occasionally [            ] 偶尔
circumstances [            ] 情况
to adopt [        ] 采纳 
D/A：Documents against Acknowledgement承兑交单
D/P：Documents against Payment付款交单
to grant [       ] 给予
reliable [        ] 可靠的
to finalize [         ] 完成
to make an exception 给予例外
concessions [             ] 退让
to facilitate [         ] 加速，方便
remitting [         ] bank 汇款行
collecting [         ] bank 收款行
you are to honor it 你方须信守承诺
upon presentation 见单
you may rest assured 你尽可放心
duly 正当的
to prove to you 向你证明
to live up to 信守
be approaching 来临
we appreciate if you can…如能 。。。我们将不尽感激
4. Text Translation in Chinese

价 格 与 支 付

第一部分

（在收到一家欧洲贸易公司的报价以后，林格先生与这家公司的代表罗伯特先生交谈。）
L:  实话跟你说吧，我们对于你们的报价深感诧异。我们原来期待的价格要比这低得多。
R:  是的，我们今年的价格比去年的要高，但是他们仍然要低于你们在其他任何地方能找到的价格。

L:  我恐怕不能赞同你的观点。我可以给你看一些其他的报价，它们比你们的更有竞争力。

R:  当你们比较价格的时候，你们必须把所有因素都考虑在内。我能保证我们的产品和服务在你们的供应商中具有最好的质量。

L:  我相信你所说的是事实。但是我还是不认为我们能成功地劝说我们的客户接受这样高的价格。

R:  你知道吗？如果我是你，我不会为此担心。我可以向你保证我们的价格是最优惠的。我不认为你们会有任何困难去推销。

L:  但是市场价格是每天在变化的。我怎么能够确定在货品抵达我们的口岸之前市场不会变糟呢？
R:  不，我不认为你能够，其他人也不能。这只能由你们自己来决断。

L:  如果你们能承诺在2007年7月以前发运发运我们的货品，我就能做出决断。市场不大可能在那以前变糟。
R:  好吧，在8月份以前出运是我们能为你们做的最好的了。对我们产品的需求近期持续升高。如果你们的询价是在今天做的，我们甚至连这样一个承诺也无法做出。
L:  好的，你们的报价可以保留多久？

R:  同往常一样只有三天。所以我希望你立马做出决定。
第二部分

（在解决了交易的价格问题以后，弗雷泽先生与中方公司的李先生商谈付款问题。）
F:  我们已经就价格问题进行了谈判。虽然我相信这些价格与其他竞争对手的相比比较高，但你们产品的质量，我认为，将使价格得到补偿。现在，让我们来谈谈支付条款的问题。

L:  好的。同以往一样，我们的支付条款是：经过确认的、不可撤销的见单交付即期信用证。

F:  但其他的供货商能给我们更优惠的支付条件。你看，现时国际市场比较低迷。此外，我们的外汇额度确实比较有限。所以我们想在此次交易中以D/A方式支付。
L:  我恐怕我们不能接收D/A付款。如你所知，美元贬值及其对其他主要货币的影响已经导致了国际货币市场极大的不稳定。为此我们不能承担风险的代价，必须以L/C付款作为商业活动的基础，至少在目前是这样。
F:  L/C付款对于我们包含了附加的成本。那使我们没有利润空间。

L:  弗雷泽先生，你完全了解中国货在国际市场享有很好的信誉。况且，最近中国货也很热门。在这次交易中你们感兴趣的品种在极大需求之中，其销售状况极佳。资金快速周转，当然地，不仅偿付你们L/C费用，也能给你们带来满意的利润。
F:  据我所知，你们公司有时是给予客户诸如D/A或D/P这样的条款的，是吗？

L:  是的，但非常少有且是在非常特殊的情况下。

F:  我们这可不是一般的交易，是吗？对于一个像我们这样小的订单采用L/C付款不值得。其有限的利润，如果有的话，甚至不够平衡附加的成本。

L:  好的，为了完成我们的交易，我们同意采用即期D/P付款。这是我们为你们所能做最好的了。
F:  还是不够好。由于我是一个中间商，在收到账单以后我需要时间去找可靠的客户。如果你们能接受D/P非即期付款将对我们有很大帮助，即使60天也可以。
L:  我很抱歉无法再做进一步退让了。我们例外接受D/P即期只是为了便于你们经营业务。在其他地方你们得不到这样待遇的，是吗？

F:  好吧，好像我也没有其他选择了。让我们将这放入合同并一块儿将其完成吧。

L:  弗雷泽先生，这里我需要提醒一下，我们接受这样的条款只是为了你们的方便。在货品出运时，我们将给你们发出即期汇票，与船运单据一起通过我们的汇款行寄到你方的兑款行。我们相信你们在收到单据后将会信守承诺。
F:  你们完全可以确信汇票收到后将会立即兑现。我们与某些你们的姐妹公司以到货付款方式成交，他们可以向你们证明我们的信用。
L:  我们相信你们并希望你们以信用为本。

F:  当然我们会的。好吧，由于销售季节已经临近，如果你们能立即出运我们将十分感谢。

L:  我们会很高兴地尽力而为的。
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