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内容概要

“新世界商务英语系列教材”是对外经济贸易大学出版社联合对外经济贸易大学、东北财经大学、上
海财经大学、上海对外贸易学院、天津对外经济贸易职业学院、山东外贸职业学院、安徽国际商务职
业学院、安徽商贸职业技术学院、大连职业技术学院和广东科学技术职业学院等院校推出的一套面向
不同层次的、涵盖不同模块的商务英语系列立体化教材。
     本套教材编写始终贯彻商务英语教学的基本思路：将英语听说读写译技能与商务知识有机融合，使
学生在提高英语语言技能的同时了解有关商务知识，造就学生“两条腿走路”的本领，培养以商务知
识为底蕴、语言技能为依托的新时代复合型、实用型人才。
     本书为该系列之《外贸英语函电》的辅导用书。
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章节摘录

　　Paying for goods supplied in domestic trade is a fairly simple matter because paymentcan be made either in
advance or within a reasonable short period after delivery. But thisproblem is much more complicated in foreign
trade. Must the seller wait perhaps severalmonths for his money or shall the buyer pay several months in advance
before seeing hisgoods？
 Clearly, the seller runs certain risks of non-payment if he surrenders goods beforepayment has been made. As it is
not always possible for the seller personally to collectpayment before delivery, the appointment of agents for this
purpose in the importerscountries becomes necessary. This function is usually entrusted to the bank, who has
branchesor correspondent banks in most towns or cities overseas.　　The most generally used method of
payment in the financing of international trade is theletter of credit （abbreviated to L/C ）, which is a reliable and
safe method of payment,facilitating trade with unknown buyers and giving protection to both sellers and buyers.
Theprocess of issuing a letter of credit starts with the buyer. He instructs his bank to issue an L/Cin favor of the
seller for the amount of purchase. The buyers bank （ the opening bank） sendsto its correspondent bank in the
sellers county the L/C, giving instructions about the amountof the credit, the beneficiary, the currency, the
documents required and other specialinstructions. The correspondent bank advises the seller of the receipt of the
credit. Sometimesa seller requires a confirmed L/C. In this case, the correspondent bank usually adds
itsconfLrmation, and advises the seller of the same; the seller will then dispatch the goodsaccordingly.　　⋯⋯
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