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Chapter 1 seeking forpotential clientsUnit i first business contact Section i lead-in Section ii businessscenes Part 1
first contact Part 2 discussing in detail Part 3 potential client analysis Unit 2 b2 bcommunication Section i lead-in
Section ii businessscenes Part 1 making a business call Part 2 company visit Part 3 making a business appointment
Unit 3 productpresentation Section i lead-in Section ii businessscenes Part 1 atafair Part 2 in theshowroom Part 3
theproduct launch Section iv leisure time Chapter 2 business consultationUnit 4 enquiries and replies Section i
lead-in Section ii businessscenes Part 1 in theshowroom Part 2 over thephone Part 3 on the factory tour Section iv
leisure timeUnit 5 offers and counter-offers Section i lead-in Section ii businessscenes Part 1 lowering theprices Part
2 offering discounts Part 3 increasing agency commissions Chapter 3 business negotiationUnit 6 terms of
commodity Section i lead-in Section ii businessscenes Part 1 quality control Part 2 packing negotiation Part 3
quantity negotiation Unit 7 transportation and insurance Section i lead-in Section ii businessscenes Part 1
transportation Part 2 delivery Part 3 insurance Section iv leisure time Unit 8 pricing andpayment Section i lead-in
Section ii businessscenes Part 1 initial haggling Part 2 negotiating in detail Part 3 terms ofpayment Chapter 4
conclusion of the contractUnit 9 placing an order Section i lead-in Section ii businessscenes Part 1 trial order Part 2
repeat order Part 3 telephone order Section iv leisure time Unit 10 signing the contract Section i lead-in Section i
businessscenes Part 1 drawingup a draft contract Part 2 alternating the contract Part 3 signing the contract Section
Iv leisure time Unit 11 quiz Unit 12 declaring at customs Section i lead-in Section ii businessscenes Part 1 customs
formalities Part 2 hscode Part 3 declaration documents Chapter 5 post contract actionsUnit 13 after-salesservice
Section i lead-in Section ii businessscenes Part 1 introduction toservice Part 2 customerservice Part 3 customer
feedback Section iv leisure time Unit 14 complaints and claims Section i lead-in Section ii businessscenes Part 1
making complaints Part 2 rejecting claims Part 3 accepting claims Chapter 6 other trade formsUnit 15 agency.
Section i lead-in Section ii businessscenes Part 1 negotiation onsole agent agreement Part 2 requirements ofsole
agency Part 3 signing thesole agent agreement Unit 16 bids and tenders Section i lead-in Section ii businessscenes
Part 1 calling for a bid Part 2 submitting a bid Part 3 concluding a tender Chapter 7 businessskills in international
tradeUnit 17 business etiquette Section i lead-in Section ii businessscenes Part 1 personal etiquette Part 2 business
etiquette Part 3 cross-cultural communication Unit 18presentationskills Section i lead-in Section ii businessscenes
Part 1 making astart Part 2 key factors of asuccessfulpresentation Part 3 finishing off Unit 19 skills forsuccessful
negotiation Section i lead-in Section ii businessscenes Part 1 different negotiatingstyles of different cultures Part 2
proper behaviors in negotiation Part 3 negotiationstrategies Unit 20 finaltest
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00 O Inacontractl] many issues may concern only one of the parties to a salestransaction] but a number of key
issues must be taken into account by both parties.At first glanced the key issues may seem relevant to one party or
the other only.However[] the success of the entire transaction[] as well as the profit for both parties] tends to
hinge on these key issues.[] [ When engaging in international businessC] you must consider the businesspractices
and legal requirements of both the buyer's and the seller's country. Yonmust at least become aware of export and
import requirementsC] internationalpayment methods[] foreign exchange rules] intellectual property rightsC]
and choiceof governing law and jurisdiction. Parties to a commercial transaction generallyhave the freedom to
agree to any contract terms that they desire] but the lawsof your country or the foreign country may require a
written contract. In sometransactions] the laws may even specify all or some of the contract terms.[] [0 Whether a
contract is valid in a particular country is mainly of concern if youhave to seek enforcement. Otherwise[J you have
fairly broad flexibility in negotiatingcontract provisions. However[d you should always be certain to come to a
definiteunderstanding with the other party on four basic issuestJ the goods [J quantity[] type[] and quality[] [J
the time of deliveryd the price and the time and means of payment.[J 00 O [
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