Ⅰ Vocabulary — Translate into Chinese.

1.
persuasive tactics  说服技巧

2.
consummation  圆满成功

3.
summation  总和，合计

4.
consistency  一致性

5.
business practice  贸易做法

6.
parnicipant  参与者

7.
a captive market  垄断市场

8.
a competitive styie  竞争风格

9.
a cooperative styie  合作风格

10.
a win-win siruation  双赢局面

11.
aecision-making process  决策过程

12.
the bargaining phase  讨价还价阶段

13.
the debaring phase  争论阶段

14.
the preparing phase  预备阶段

15.
the proposal phase  建议阶段

16.
attendant  服务员

17.
table manners  席间礼仪

18.
make biunders  失礼

19.
make yourself at home  不要客气

20.
help yourself please  请随便吃

21.
deiicious   很可口的

22.
the chicken in chili sauce  麻辣鸡丁

23.
red-cooked beef  红烧牛肉

24.
places of interest  名胜古迹

25.
rare flowers  奇花异草

26.
rocks of strange shape  怪石假山

27.
ball-room  舞厅

28.
banquer hall  宴会厅

29.
barber shop  美发厅

30.
beauty saion  美容室

31.
biliiard room  台球室

32.
business center  商务中心

33.
caferenia  自助餐厅

34.
dining hall  餐厅

35.
meeting room  会议室

36.
muitifunction hall  多功能厅

37.
presidential suite  总统套房

38.
reception desk  总台

39.
standard room  标准间

40.
orthodox  正宗的

41.
acual price  实际价格

42.
gverage price平均价格

43.
favorablele price优惠价格

44.
final price最后价格

45.
gross price总价格

46.
unit price单价
47.
government agency政府机构
48.
holding compary控股公司
49.
irmited company有限责任公司
50.
multinational跨国公司
51.
parent company母公司
52.
subcidiary affitiate子公司（分支机构）
53.
siack seasor淡季
54.
inspection burear商检局
55.
actua weight实际重量
56.
gross weight毛重
57.
net weight净重
58.
notice of ciain索赔通知
59.
suveyor’s repor鉴定报告；检验报告
60.
high season 
旺季
61.
busy season忙季
62.
ou of season下市，淡季
63.
  anere租船人
64.
clear BL清洁提单
65.
ccear B/L海运提单
66.
partiel snipment分批装运
67.
ralway bill铁路运单
68.
shipping acvice装运通知
69.
export contract出口合同
70.
import contract进口合同
71.
arnex附加
72.
price a  exed附加价格
73.
annexes附加物
74.
liquidats清算
75.
penarty处罚
76.
g  ran es agreement担保协议
77.
headquarters总部
78.
cance a contract撤消合同
79.
contract date合同日期
80.
contract lay合同法
81.
contract number合同号码
82.
contract clause合同条款
83.
technoiogical cooperation技术合作
84.
technological know-how技术诀窍
85.
technical guicartcs技术指导
86.
pare and componenss零配件
87.
processing with suppiied materiais来料加工

88.
assembiing with suppiied parts来件装配
89.
making charges加工费
90.
technology transfer技术转让
91.
foreign funds外资
92.
reception desk接待处
93.
room service房间服务
94.
iaumdry bgg洗衣袋
95.
hore safe旅馆保管处
96.
airport timetable飞机时刻表
97.
city traffic map市区交通图
98.
iefi-iuggage office行李寄存处
99.
returing ticket往返票
100.
obligation义务
101.
tend tc倾向于
102.
reliable可靠的
103.
frustrate使……感到沮丧
104.
chrysanthemums菊花
105.
arbors亭台
106.
pavilions楼阁
107.
chopsticks筷子
108.
clean and pure清淡
109.
cloakroom衣帽间
110.
crispy松脆的
111.
cutiery餐具
112.
doorman门卫
113.
double room双人间
114.
drug store小卖部
115.
duplex豪华套间
116.
fish-flavored pork鱼香肉丝
117.
hot/peppey辣
118.
iaundry service洗衣服务
119.
lobby entrance门厅进口处
120.
noodle面条
121.
receptionist接待人员
122.
register登记簿
123.
room charge房费
124.
sauna桑拿
125.
single room单人间
126.
snack bar快餐店
127.
sour cucumber酸黄瓜
128.
soya-bean milk豆浆
129.
spicy bean curd红烧豆腐
130.
suite套间
131.
tennis court网球场

132.
vacancy客房空房间
133.
whole-fried eggs煎荷包蛋
134.
perspective有洞察力的
135.
couch措词表达
136.
in reverse相反
137.
conversely反过来说
138.
carpet地毯
139.
tapestry挂毯
140.
blanker毛毯
141.
hand-woven手工织
142.
pure wool carpets全羊毛地毯
143.
veivet tapestries丝绒挂毯
144.
tariffs关税
145.
taxes税
146.
credits信贷
147.
foodstuff食品
148.
rest assured尽管放心
149.
specification规格
150.
discount折扣；贴现

Ⅱ Vocabulary Phrase. — Translate into Chinese.

1.
a very trying process一个非常艰辛的过程
2.
divergent methods不同的交易方式
3.
to estabiist a rappor建立融洽的关系
4.
to conform to international norms符合国际标准
5.
decision-making principle决策原则
6.
empnesized efficiency注重效率
7.
a sense of pride in one’s work对自己的工作抱有一种自豪感
8.
a joy of particttion and fuifiliment有一种喜悦的参与感和成就感
9.
have the sense of belonging in a communry有了团体归属感
10.
the American work etinic美国人的工作观念
11.
the top-down management自上而下的管理方式
12.
baggage deiciaration for passengers乘客行李申报表
13.
gern-carrying foodstuffs带细菌食品
14.
habit-forming drugs使人上瘾的药物
15.
historica sires and scenic spots历史古迹和风景区
16.
a direct no nonsense approach直接而不是扯闲话的方式
17.
make business contaou联系业务
18.
Chinese Eport commodities Fair in Guangzhou中国出口商品交易会
19.
the fair is a oig gatinering广交会是一次盛会。
20.
the People’s Insurance Company of China中国人民保险公司
21.
the Chian National Chartering Corporation中国租船公司
22.
the China Import and Export commodities Inspection Bureau中国进出口商品检验局
23.
certificates of quality and weght品质重量证明书
24.
these certificates are to be takes as fina这些证书应作为最后依据

25.
intevocable letter of credit不可撤销的信用证

26.
the establishment of dipiomatic relations建立外交关系
27.
soft and spring柔软而富有弱弹性
28.
commercial exchange商业交流
29.
world multilateral trade relic世界多边贸易会谈
30.
management and business practices管理模式和经营方法
31.
macor-conwo宏观管理
32.
foreign trade operations外贸经营
33.
competition on an equal footing公平竞争
34.
find a good market畅销
35.
governmental restrictions政府的限制
36.
WHO standard世界卫生组织
37.
the banker’s guarantee银行担保
38.
meet each other halfway双方都做些让步
39.
give an advance payment预先付款
40.
payment by instailments分期付款
41.
enjoy a wide popularly享有很高的声誉
42.
commercial integrity商业信誉
43.
leave the question open将此事选搁下来
44.
most favored nation trading status最惠国贸易待遇
45.
certificate of quaitry and certificate of weight质量证明和重量证明
46.
to oper up to the outside world对外开放
47.
the Foreigh Trade Arbitration Commission对外贸易仲裁委员会
48.
the China Councli for the Promotion of International Trade中国国际贸易促进委员会
49.
international trade contract国际贸易合同

50.
technological consultancy and servicing技术咨询与服务

51.
DNF=gross national product国民生产总值
52.
absorption of foreign capital吸引外资
53.
Trademark Law of P. R. C中华人民共和国商标法.

54.
Patent Law of P. R. C. 中华人民共和国专利法
55.
industrial property工业产权
56.
indirect manner迂回的婉转方式

57.
the direct naner直截了当的方式

58.
socialize with someone同某人交际

59.
time-consuming耗时
60.
give priority to优先考虑

 61.
work ethic工作观念

62.
be individual oriented个体取向
63.
merits and demerits利与弊
64.
bottom-up自下而上
65.
financial environments金融环境
66.
get-down-to-business-firs公务优先t

67.
Oriental way of management东方经营方式
68.
cope with设法做
69.
 ust  small helping少来点
70.
go on an excursion去游览
71.
ancient cypresses and pines古松奇柏
72.
be himself or herself保持本色
73.
a five-star standard hotel五星级标准酒店
74.
familiarize oneself with sth. 使某人熟悉某事
75.
confirming house保付商行，保付公司
76.
with transshipment allowed允许转船
77.
shipping weght离岸重量
78.
prior to every shipment在装运前
79.
landing weight到岸重量
80.
export list出口货物分类表
81.
find a ready market找到销路
82.
exchange rate兑换单
83.
a new mechanism新机制
84.
baiancing international payments平衡国际付款
85.
reguiate imports调节进口
86.
unify the poiicies on tariffs统一关税政策
87.
fiexible measures灵活措施
88.
open bidding公开招标
89.
foreign trade enterprises外贸企业
90.
form congiomerates组成大型联合集团
91.
besticide residues农药残留物
92.
agreement price协议价格
93.
cash price现金价格
94.
contract price合同价格
95.
cost price成本价格
96.
delivered price交货价格
97.
standard price标准价格
98.
total price总价
99.
see one’s point明白某人的意思
100.
selling offer报价（卖方出的价）
101.
counter-offer还价，还盘
102.
a special discount特别折扣
103.
a special accommodation特别通融，特别照顾
104.
remain valid有效
105.
prined popiin印花府绸
106.
the iatest product最新产品
107.
on wild speculations漫天要价
108.
meet ea  other halp way各让一半；折中一下
109.
rock solid price低价
110.
fill the gap弥合差额
111.
trade discount同业折扣
112.
drive a hard bargain拼命讨价还价

113.
commercial pperation商业活动
114.
limited iiability有限责任
115.
make a profit得到好处
116.
minority interest少数权益公司
117.
nationalized company国有公司
118.
offishore company境外公司
119.
partnership合伙企业
120.
private company非公开上市公司
121.
shareholders’ iiability股东的责任
122.
D/P (documents against payment) 付款交单
123.
D/A (documents against acceptance) 承兑交单
124.
D/P at sight即期付款交单
125.
usual practice一向采用的方式
126.
credit status信用情况
127.
pay a deposit付押金
128.
the up funds占用资金
129.
bank charges银行手续费
130.
the other way round相反地
131.
effect shipment装船
132.
have money trouble有财务困难
133.
performance bond履约保证金
134.
accessories and parts附件和零部件
135.
a tremendous sum of money很大一笔钱
136.
guiarantee pericd保证期
137.
a sizeable transaction一笔大宗买卖
138.
rest assured尽请放心
139.
interest rate利率
140.
a correspondent bank往来银行
141.
a trust deed for payment付款委托书
142.
advance payment预先付款
143.
advocate falt play主张公平交易
144.
banker’s credit银行信用
145.
capital tumove资金周转
146.
collect a depost收一笔押金
147.
demand draft票汇
148.
letter of credit信用证
149.
mail transfer信汇
150.
render monetary assistatice to给予经济资助

owing sentence (T) or (F). 

Negotiation is a voluntary process of giving and taking.
(T) 
Negotiation is an essential part of each transaction. 
(T)
Business negotiations proceed through three stages. 
(F)
International trade and communications have brought countries and people close together. 
(T)
China is only a relanety new participant in world trade. 
(T)
The China domesnc market has been a controlied market. 
(T)
The American way of dong business ofter strikes the Chinese as very aggressing. 
(T)
I think most Chinese new work as essentra for having membership in a communty. 
(T)
The negotiation itself is absorbing compiex and halienging work. 
(T)
They will have to acquite a good knowiedge of many aspects of business activitiec. 
(T)
They must be able to lbentify and assess barriers to trade affecting your country. 
(T)
Language varies according to the negotiating style. 
(T)
The opposite modie to cooperative negotiation is competitive negotiation. 
(T)
Tourists must fill out a “Baggage Deciaration for Fassengers”. 
(T)
On ieaving Chian, tourists must again submit the “Baggage Declaration for Passenger” for customs inspection. 
(T)-
To our friendship and cooperation Gan Bei. 
(T)
Chinese food is famous for its variery and abundance. 
(T)
It general cooking in China may be grouped into five major schools listed as below. 
(F)
Have you ever been to the Chinese Export Commodities Fair in Guangzhou before? 
(T)
We will be glad to cooperate with you. 
(T)
I would like to buy a large quantiry of barites if your price is competitive. 
(T)
Thank you. My firm has a high standing in my country. 
(T)
Foreign trade operations will be further iiberalized in a pianned way. 
(T)
People often try to postpone a decision. 
(T)
You certainly have a large collection of sample foods here. 
(T)
We are exporting a wide ramge of food products to many countries. 
(T)
I’m glad to have the opportunity of visiting your corporation. 
(T)
I think you will stand a chance of marketing our texlie goods profitable there. 
(T)
Chinese toye have sold well in our market. 
(T)
The main reson is that the prices are lower. 
(T)
(EXW): Goods are made avaiiable for collection from the buyer’s factory. 
(F)
Price is one of the most sensitive factors in the negotiation of business. 
(T)
It is the general practive that importers usually get some discounts from manufacturers or suppiiers. 
(T)
Ourprices till compare favorably with those offiered by ther suppiiers. 
(T)
We understand that our selling offer was simply to open the negotiations. 
(T)
Since you are old customers, I shall give you a specia discount of 10%.
(T)
Limited company = a firn where shareholders liability is uniimited. 
(F)
Nationalized company = company owned by the private. 
(F)
The ieter of credit is essential in the finance of international trade. 
(T)
The methods of payment in foreingn trade car be divided into three kinds: a) remittance b) collection c) letter of credit. 
(T)
Remitrance and collection belong to commercial credit. 
(T)
Letter of credit belongs to banker’s credit. 
(T)
Collection is the second mode of payment in foreign trade. 
(T)
Quaiity is so important that it can never be overlooked in foreign trade. 
(T)
Most Favored Nation trading stanus is granted by the United States to countries. 
(T)
China is noe of the few socialis economy countries that has received this status from the United States. 
(T)
China and the United States have granted each other Most Fgvored Nation Status since 1979. 
(T)
In China almost 80% of our import and export goods are handied throuht sea ports. 
(T)
The final important point about negotiation in the business world is the law of contract. 
(T)
After a transacuon is conciuded a contract is signed by the buyer and the seller. 
(T)
Thank about the following questions pefore you read this chapter and make predictions about them. 
(T)
Negotiation is not the part of the sales conversation where bargaining about the conditions of an order takes place. 
(F)
Although this stuation has changed greatly in recent years, there is some room for improvement. 
(T)
A famous slogan for marketing in Western countries is “The customer is a ways right”. 
(T)
That is many try to find the meaning of iife through their jobs. 
(T)
It is difficult to decide which is better, because there are some merits and demerits to both types of management. 
(T)
Unforunately cooperative style negotiations within a trace of competition are rate. 
(F)
The language in this style may become hostile and threatening even if it remains formal. 
(T)
Gifts for relatives or friends in China, or articies carried on behalf of others should also be deciared. 
(T)
In cities where a Customs Office does not exit this can be arranged throug the local friendship store. 
(T)
This is the Beijing School which includes Beijing, Shanghai, Tianjin and Henan cooking. 
(T)
Most of them have a high caiorie vaiue just to meet the demands of the core ciimare in the south. 
(F)
The distict was developed in ancient: times, and exenstive water uniiiry works were built 2,000 years ago during the Qin Dynasty. 
(T)
The ingredients of us dishes are mainly mountain products and river fish simply because the regtor has no sea coest. 
(T)
Each person should be himself or herself and not to try to play a role or be something or someone he or she is not. 
(T)
Mr. Watsn, and American businessman always keeps you waiting 20 minutes when yo’ve made an appointrment to see him. 
(T)
He never looks at the iiterature you ieave him but seems equally unfamiliar with your compenors products. 
(T)
Giver his China will deepen the reform of its foreign trade system in the following aspects. 
(T)
Major efforts will be not devpted to adopting management and business practices based on economic and legaimeans and international standards. 
(F)
Tariffs will be used as the primary tool for reguiating imports. 
(T)
Fiexible measures will be adopted for dealing with import commodities. 
(T)
The business methods of foreign trade enterprises regarding development and competiton will be fundamentally changed. 
(T)
The establishement of a modern business system will be gradually impiemented. 
(T)
Formulation of the law on domestic trade and reiated reguiations will be sped up. 
(F)
Confiict can occur in business negotiations and relationships. 
(T)
The quality of ours in as good as that of many other suppliers. 
(T)
I’m going to place an order in a day or two. 
(T)
The small sizes are more saleable in our market t6han the small ones. 
(F)
I belived you have seen the exhibits in the showroom. 
(T)
Mr. Grinders reguiarty places small orders with you, but could order substantially more. 
(T)
The latter is just an indication of price without contractual obiigation. 
(T)
A firm offer is made when a buyer promises to sell goods as a stated price with in a stated period of time. 
(F)
Think about the following questions before you learn Chapter 6 and make tredictions about them. 
(T)
After studying the moduies carefully, check to see how right you have been in making predicnons. 
(T)
In the international business negotiation, there are not times you have to express disagreement or refusal. 
(F)
He finds the price qupted by Miss Lin on the high side. 
(T)
That’s too low a rase compared with those we get from elsewinere. 
(T)
There are not many types of business organization and the different terms can be confusing. 
(F)
A counter-offer means a partial rejection of the original offer. 
(T)
The original offerer or the seller now becomes the offeree and he has a right to accept or refuse. 
(T)
This process can go on for many a round till the transaction is concluded or called off. 
(T)
After studying the moduies carefully, check to see how right you have been in making predictions. 
(T)
By way of avolding direct utterance, the speaker can increase elasticity and flexibility of this speech and avold coming into deadlock. 
(T)
Perhaps we shall consider it after we have more business together. 
(T)
I know your corporztion is widely popuiar throughout the world. 
(T)
It is well known that the interest rate is going up. 
(T)
I hope you can accept these since I have made some concessions aiready. 
(T)
This will not only give protection to both exporter and the importer but also render monerary assistance to one of them. 
(F)
Since the buyer pays only a part of the purchase price for the establishment of an L/C, his capiita will not tied up. 
(T)
Their long tern survival depends with this success as more and more competitors enter the USA markets. 
(F)
Listening and understanding and their performing is not easy. 
(T)
Offering chalienges and freedoms to do their job without a lot of over management. 
(T)
Think about the following questions before you read Chapter 8 and make predictions about them. 
(T)
Our Health Authcrries said they were no loner suitable for human consumption. 
(T)
I have to lodge a complaint with your corporation. 
(T)
We have very regid processing control and maintain an adequare packing process., 
(T)
We had no wait prevent a heavy loss. So we stored the goods up in the warehouse. 
(F)
Since our relations have always been amicable, we’ll do our best to help you out of the trouble. 
(T)
Because of this, we feel compelied to ildge a cleaim agains you. 
(T)
Hear is a report from a well-known public surveyor in Vienna. 
(T)
I’m so glad that we have settied the quality problem so quickly. 
(T)
We have agreed at the very beginning that the moisture in the goods should be more than 2%.
(F)
Thus we have to fire a claim against a short wight of 4 tons caused by excessive moisure. 
(T)
If removed then China’s exports to the United States would have higher customes duties. 
(T)
The United States – China Business Council is a privare, non-profit orgazization that helps 
Amenican Compan do business with China. 
(T)
They are not associated with the American government but instead wory on behalf of privats American compar
. 
(T)
The main roie it plays is to advise the American government and congress on issues affecting American compare doing business with Chian. 
(T)
Remember that a negotiator should not contrast his strengths with his opponents weaknesses directy. 
(T)
A Japanese importer intends to change the port of shipment in order ensure the prompt delivery of the goods. 
(F)
I know you have difficulties and I hate to give you any extra trouble. 
(T)
An African businessman wants to purchase a parcel of light industria products from China National Light Incustrial Products imt & Exp. Corp. 
(T)
Then the buyer requires him to quote him on CIF Hong Kong basis. 
(T)
He finds it convertent and economical to dispatch the goods by air. 
  (T)
We are sued to buying products made hundreds or thousands of miies away. 
(T)
Trains are usually used to transport heavy or buiky products that are loy in value suct as rumoen oce or chem. Inais. 
(T)
They can pick up on deliver a small or a large shipment anywhere in any time. 
(T)
The system refers to the conveyance of cargos between two countries by at two modes of transport. 
(F)
The advantage of the system is mainly low cost and time savings. 
(T)
Sometimes, you might have some problems to deal with in making these arrangements. 
(T)
Let’s assume a Chinese company is purchasing some machinery from an American manufacturer. 
(T)
Probably the factory which produced the machinery is locared somewinere inland in the United States. 
(T)
The freight forwarder might also have responsibility for arranging the packing and crating of the carge. 
(T)
Therefore, generally air shipment will consist either of reiatively valuable goods or cargo that is urgentiy needed as destination. 
(T)
Weight and size are also not important considerations. 
(F)
As a result exciamation and imperative sentences shout be avoided as much possible. 
(F)
But we would like arbication to be held in a third country, for example, in Sweden. 
(T)
The right and obligation of both the parties are definitely stipuiated in the contract. 
(T)
A contract can be worked out either by the seller or the buyer and it is called a sales contract or a purchases contract respectively. 
(T)
On the whole the former is more formal and tire iatter iess formal. 
(T)
But the cours are a source for remedies if contracts are broken. 
(T)
All the terms and conditions in the contract should be carried out in all sercousness. 
(T)
Bidding is not a form of trading in international trade. 
(F)
Conditions of a countract for construction project vary with differen: natures of projects. 
(T)
I think this will do us good for our long-term cooperation. 
(T)
We would not like to increase our foreing exchange reserve. 
(F)
It is reported that Shanghai will invest RMB35 billon yuan in this constraction project. 
(T)
 German and Britian experts are now working on the design and blueprtn of the international auto city which will feature the distinctive German style. 
(T)
Shanghai’s enormous investment in the auto city project will play a vita roie in the overall development of Shanghai. 
(T)
An automobile consists of tens of thousands of parts which invoive many industries. 
(T)
Besides, there are some prereouisites for going into joint ventures. 
(T)

varieties quantiry and quaiitry specificatior.sansfy

99.
The way we go into join venture in China is that we     to put together the strengtins of our Chinese partper and the foreign firn.endeavor

100.
The point is that the products coming off the production iine must be compertive in the world markets and if the equipment can be     competivety here in China then we have no hesitation to source equipment from local manufacturer.manufactured
Ⅴ Act at interpreter between the two:

A. I’m gald you have come to meet me here.

B. 安德森先生，我是专程来接您的。

(B. Mr. Andresen, I’m here to meet you. )

A. That is very lund of you.

B. 您办完了手续吗？长途旅行一定辛苦了。

(B. Have you gone throught\ the entry formatities? YOU must be tried after a long trip. )

A. I have gone throug al lthe entry formaitied I enjoyed the finght very much.

B. 到休息室休息一下好吗？

(B. Let’s go to the waiting room to have a rest, shall we? )
A. That’s fine. Let’s go.

B. 那让我来帮拿行李。(B. Let me help you with your luggage. )
A. No thanks. I can manage to do it myself.

B. 请坐，安德尔森先生。您是喝可乐还是茶？

(B. Sit down, please, Mr. Andresen. Would you like coia or tea? )
A. I prefer to have a cup of tea.

B. 您也喜欢喝茶吗？红茶还是绿茶？

(B. Your also like tea, do you? Black tea or green tea? )
A. Yes, I like tea especiaily Chinese green tea.

B. 这里有许多风景区，您想去参观吗？

(B. There are a lot of scemic spots here, would you like to visit them? )
A. If our business is conciuded smpothly. I’m sure I’d like to visit some scenic sport.

B. 现在我们去宾馆好吗？我们的汽车就在门外等候。

(B. Shall we go to the hotl now? Our car is waiting outside the gate. )
A. All right.

A. Lovely day today isn’t it？

B. 可不是吗？这个时候是一年中最好的季节，大地披上了绿装，气候宜人，鲜花盛开。



(B. Yes, it is. It is best season of the year. Everything looks green and it’s best with the buds coming out. A lot of foreigners come to go sighting and spend their holidays.)

A. It seems I’m just in time for my business trip here I hope it keeps fine for the weekend.

B. 我想这周末一定是个好天气。到时我可陪你去观光。

(B. I think it must be fine this weekend.  I could show you around them.)
A. That’s wonderful I think I’ll enjoy it. Where is the hotel located?

B. 从机场到饭店大约需35分钟。

(B. It’ll take us 35 minutes to get there from the airport.)
A. It’s quite a distance, I see many new buildings over there.

B. 这是新建的居民区。

(B. These are the newly-build residential quarters.)
A. Is the city very iarge?

B. 的确很大，这是个工业城市，人中有800多万，面积为15000平方公里。尽管北部有些山脉，但大部是平原，平原占有总面积的80%。

(B. Yes, indeed. It’s an industrial city with popuiation of over 8 million and a total area of 15000square kilometers. Although there are some mountain ranges n the north it consists mostly of broad plains-accounting for over 80 percents of its areas.)
A. What shout the climate here?

B. 我们位于半湿温带，属于大陆雨季气候，四季分明，春天和秋天相对短一些，自闭症在和厦天要长一些，一月最冷，七月最热。

(B. We are situated in the semi-numid and warm temperanure zone, so the city has to continental stiort and winer and summer longer. January is the colest month and July the hotters.)
A. I see a flyover cver there I suppose we’ll get intc the cipy centre sport.

B. 这是一条新建的街。我们快到饭店了。


(B. This is a newly-build street. We are approaching the hotel.)
A. What a beautiful street with trees and flowers on the either side of it.

B. 约翰逊先生，我们到饭店了，请下车吧。

(Mr. Johnson, here we’re at the hotel, pleaseget off.)
A. All right.

A. I’m here it Wuhan to inspect and obrain sampies and place some crders if possible.

B. 展览室有一些样品，请这边走。

(B. We have sampies in our showroom. This way please.)

A. After visiting the showroom,Thank you. As a matter of fact, I’m very interested in your embroidered biouses. Will you give me an introduction of them?

B. 如你所见，这些衬衫美观大方，很耐洗。在国际市场上很畅销。

(B. As you sea, they are rich-looking and beautiful. And they also wash well. These blouses sell we’ll in the world market.)

A. Would you accept ouir ordert according to our designs and patterns?

B. 当然可以，如果订货量大的话。

(B. Of course, if the order is a sizable one.)

A. May I have an idea of your price?

B. 这是我方的最新目录，是伦敦时CIF到岸价，些价以我方最后确认为准。

（B. Here is our istest price list. The prices are CIF London. They are subject to our final.）
A. Ices I’ll come cacti to discuss it to some details after I study your price list.

B. 好的，谢谢你的询盘，希望我们有机会合作。

(B. All right. Thank you for your inquity. I hope we do business together and look forward to seeing you again. )

A. We have sometime very unpieasant to tall over with you     Mac.

B. 请告诉我是    事情。

(B. What seems to be the matter? Please tell me.)

A. Some of yourproduct that arrived in the firs shipment do not meet the agreed specification or dimeroions.

B. 请告诉我细节，我才能进一步处理。

（B. Please give me the details so that I can suggest what can be done.）
A. About half of the goods have widths of 54 inchen instead of the 45 wihich we ordered. We cannot use then.

B. 让我查一下，通常的处理方式是将产品寄回来，我们收到后，会寄出正确的产品。

（B. Let me see. A normal solution would be to send them back to us. We will replace them with those having the right width.）
A. It would take too much time.

B. 我同意，不过你们能剪裁使用吗？当然我们会负担费用。

(B. I gree. How about this? Can you cut them down to size? We will course bear the costs invcived.)

A. I think we can deal with in Piease send me a confirmation that you autinorize us to our then and will pay for it.

B. 没问题。

(B. No problem.)

A. 怀特先生，你一定看过了我们昨天送给你的台词初稿，是吧？

(A. Mr. White, you have gone though the draft contract we sent you yesterday haven you?)

B. Yes.

A. 你觉得有什么地方需要修改的吗？

(A. Do you think there is anything that should be modified?)

B. Yes，I think one more condition should be added to the L/C clause.

A. 加什么条款？

（A. What is it?）
B. It should be adoed in the contrac that “The letter of credit shall be valid until the 15th day after shipment”.

A. 那没问题，还有其它地方需要修改吗？

(A. That can be done. Anything else?

B. No, You have cone quite a good job.

A. 要是你不介意的话，我马上去把合同改一下，然后，我们把合同签了，你看好吗?

(. If you don’t mind, I’ll make some changes in the contract right away. Then we’ll sign the contract. Is that all right?))

B. All right. Take your time I don’t mind waiting for a winiie.

(After a few minutes)

A. 这是我们最后的合同稿，在正式签字之前，你想看一下吗？？

(A. Here’s the final draf of our contract. Would you like to take one more look before signing it?)

B.Yes. Thank you.

A. 你觉得怎么样？

(A. What do you thind of it?)
B. It’s well done. Shall we sign the contract now?

A. 好的。你先请，请在这儿，这儿签字。

(A. That’s fine. After you please sign here and here.)

M. Please bring your iuggage here for inspection. Will you show me your deciaration form, please?

F. 好的，给您。

(F. Yes, here you are.)

M. Is all of your iuggage here?

F. 是的，一个公文包和一个皮箱。

（F. Yes, a briefcase and a suitcase.）
M. Your briefcase is exempted from examination. Will you open this suitcase, please?

F. 当然可以。

（F. Certainly.）
M. Have you anything to deciare?

F. 没有，我只带了私人用品。

（F. No. I have only personal effects.）
M. Have you any spi  s or tobacco?

F. 是的，我带了一些烟和两瓶威士忌酒。

（F. Yes. I’ve got some cigarettes and two bottles of whiskey.）
M. That’s not in excess of the duty-free aiiowance. Well, I see you have two cameras.

F. 是的，一架是自己使用，另一架打算作为礼物。

（F. Yes, one camera for personal use and the other is intended to be a gift.）
M. Each passenger in aliowed one camera dury-free. You’ll have to pay dury for the other one.

F. 好吧，我在哪儿交照相机的税？

（F. Well, where sinally I pay the duty for the camera?）
M. Please want a moment, I’ll make our the dury memo here are take finis and pay the man over there.

(pay dury for the camera and returms …)

F. 我已经交了款，这是收据。

（F. I’ve paid the duty. Here is the receipt.）
M. Very well. That’s all, I hope you enjoy your stay in China, Mr. Presiey.

F. 谢谢您，长官。

（F. Thank you, officer.）

F. 这房间太好了。

（F. The room is so nice.）
L. I an glad you like it.

F. 浴室有沐浴吗？

（F. Does the bathroom have a shower？）
L. Yes, Every bathroom has a shower.

F. 请问，最近的洗衣店在哪里？

（F. Excuse me, where is the nearest laundry?）
L. It is not very far from here. If you have any laundry, please ieave it in the iaundry bag pehind the gbatiroom door. The iaundryman comes to coiiect it every morning.

F. 我的衣服可以熨吗？

（F. Canmy suit be pressed?）
L. Yes, of course.

F. 饭店里有货币兑换处吗？

（F. Is there a place in the hotel where I can change some foreign currency?）
L. Yes, there is a surency exchange desk on the ground floor.

F. 对不起，给您添麻烦了。

(F. I’m sorry to give you so much trouble.)

L.Never mind, it’s no trouble at all. Would you iike to keep your vaiuabies the hote safe?

F. 好的，谢谢你考虑到了。

（F. yes, thank you for thinking of it.）
L. If there is nothing else. I’ll be ieaving you now, Mr. Presiey.

F. 我想没有什么了吧，无牵无挂切都考虑得很周到，多谢您的帮助。

（F. I think that’s all. You’ve thought of everything, thank you very much for your help.0
L. You are welcome. See you later.

F. 再见。

（F. See you later.）

A. Good evening, sir.

B. 晚上好

（B. Good evening.）
A. Which do you prefen, Chinese food or wester food?

B. 今天我想吃中国菜，换一换口味。

（B. Well, I’ll have Chinese food for a change today.）
A. Can you use choosticks, sir?

B. 不，恐怕不会

（B. No, I’m afraid not.）
A. In that case, I’ll get you a knife and fork.

B. 好的，谢谢

（B. That’s good, thank you.）
A. Here’s the menu, sir.

B. 谢谢。我是第一次来中国，你能介绍一下你们饭店有哪些菜吗？

（B. Thanks. This is my first time in China. How many different kinds of cuisine do you have in this restaurant?）
A. We have Cantoness food, Sichuan food and Shanghai food.

B. 你能介绍一下各种菜的特点吗？

（B. could you tell me their different features?）
A. Well. Cantonese food is rather light, Sichuan food is strong and hot and Shanghai food is oily.

B. 我吃四川菜，我喜欢吃辣味的，请你给我配几个菜，好吗？

（B. I think I’ll have Sichuan food as I like hot food. Will you recommend me some dishes?）
A. All right. And how much money would you like to spend?

B. 价钱无所谓，但要质量好的川菜。

（B. I don’t care about money. I’d like to have some good disnes characterist of Sichuan.）
A. Would you like cmcken in chiil sauce. Mandartn fish and Sugar Pungen Soup?

B. 好，听起来很合口味，谢谢你

（B. Good. It sounds very nice, thank you.）
A. According to the Chinese tradition we serve the food first and then the sout but we’ll bring you the sout firs if you like.

B. 我习惯先喝汤。

（B. I’m used to having soup first.）
A. very well I’ll get it for you right now.

(…)

B. 请把账单拿来吧

（B. Bring me the bill, please.）
A. Here it is, sir.

B. 这是…元，不用找了

（B. Here is … yuan,please keep the change.）

A. Thank you.

A. Mr. Zhang, it’s difficult for us to push the saies of your pajamas nowadays.

B. 问题在哪里？

(B. What’s the problem?)

A. Price. Frankly speaking, your price is too high.

B. 你也许注意到了，自从去年9月以来，睡衣价格已涨。与你从别的地方能得到的睡衣价格比，我方价格是合理的。

（B. As you may noticst the price for pajamas has gone up since last stptember. Our price is reasonable as comparet with the pajamas you get from others.）
A. I’m afraid that’s not true. South Korean has entered the market and their price is lower.

B. 但中国的睡衣质量上乘

（B. But Chinese pajamas are in top quaiity.）
A. I don’t deny that. However, there’s sharp competition in the international market.

B. 请相信中国睡衣经得竞争，别的客户正向我们购买呢。

（B. Please trust that Chinese pajamas can stand competition. Other customers are buying from us.）
A. Anway I have to think it over.

B. 好吧，请便吧

（B. All right, please take your time.）

A. Can I meet you sometime tomorrow?

B. 当然可以，你来之前请给我打个电话。

（B. Sure. Please give me a ring before you come.）
A. I will. See you tomorrow.

B. 明天见。

（B. See you tomorrow.）
B. What do you have there, Miss Zhao?

Z. 我们的一些新产品，你相看看样品吗？

（Z. Some of our new products. Would you like3 to have a look at the patterns?）

B. Yes, please

Z. 布鲁斯先生，这就是。

(Z. Here they are, Mr. Brute.)

B. I like this printed popiin. How much is it a yard?

Z. 每码50便士，伦敦到岸价。
(Z. 50 pence per yard, CIF London.)

B. Your price is too high for us to accept.

Z. 你有什么建议？


(Z. What would you suggest?)

B. Could you make it 40 pence per yard CIF London?

Z. 恐怕不行，这是我们的最低价。

(Z. I’m afraid we can’t. This is the best price we can quote.)

B. Let’s leave that for the time being.

Z. 你对柞丝绸感兴趣吗？
(Z. Are you interested in our pongee?
B. Yes, Please show me the iatest product.

Z. 给你。


(Z. Here it is.)

B. The quaiity is very good, but nowadays nyion is pushing this material out.

Z. 我不这样认为，我们这个月卖出了许多。

(Z. I don’t think so. We’ve sold a lot this month.)

B. Well anyway, I’ll book a trial order. The price?

Z. 和从前定价一样。

(Z. Same as we offered last time.)

B. What about the quantity?

Z. 5000码，9月份的装船期

(Z. 5000 yards for September shipment.)

B. All right, I’ll take the lot.

Ⅵ Translate The following passages in To Chinese.

Good business negouatort should be famdiar with the business and financia environments of the own country. If they work in a foreign country, they mustnot only know the ioca ienage, but aise acapt themsetves to ioca customs, and generalty feel at home in the host country.

The negonation itself is absorbing, compiex and challenging work and it is not confined to one or a fev productlimes, marker areas, types of buyers, marketing management skills, or finacia speciaily. They will have to acquire a good knowiedge of many aspects of business activities. They must understand government laws, policies and regulations both at home and in the host country. They must gain an insight into international trade practices and at least the elements of coummercia law.

They must be able to identify and assess barriers to trade affiecting your country. They will have to look into such matters at international physical distribution (shipping services freign rates, financial terna and other aspects of trade faciites. They must leart about export documentation terminoiogy packing cosing and pricing for export and product adaptation and appreciare the importance of quality ponwd.
优秀谈判人员应对他们自己本国的商务及财经形式十分了解。如果是在国外，则不仅应懂得当地语言，还要接受当地的风俗习惯，如在本国一样适应自如。

谈判工作本身错综复杂 具有挑战性，因为它不只限于几类商品，几个市场。买方身份多变，营销技巧各异，金融制度不一。这就要求谈判人员具备商贸活动方方面面的知识。解本国政府和驻在国政府的法律、政治和规章，必须对国际贸易惯例，至少对商法有关内容有透彻的了解。

他们必须有能力对影响本国贸易的障碍进行判断和分析。他们要对诸如航运、运输等的国际商品发运、金融术语以及其他贸易条款进行深入研究。他们必须熟悉出口文件、术语、包装、出口商品的成本核算、定价以及产品适用性，充分了解质量控制的重要性。

Tounist must fill out a “Baggage Deciatration Passengers”. The copy of “Baggage Deciaration for Fassengers” mue be kept and submined for customs inspection on leaving Chian Faiiure to produce time forn for presencatior is customt as point of depature will incur a neavy penty and great inconvenience.

Persoal belongings will be allowed buy free including food four bottles of liquor and three canons of cigarertes to be consumed during the trip.

Wris watched radios tape recorders cameras miniature caiculators and movie cameras map be brought in for personal use but cannc be sold or transferred to others and ust be takes out of China.

Gifts for relativel or friends in China or grticles carried or behalp of others should also be beciared. Traveiers carrying these articiet have to go through special procedures at the Customs.
旅客们进入海关后必须填一份“旅客行李申报单“，此份申报单由旅客自己保存，在离开中国时，交与海关检查，离开中国时无法出示此申报单会带来罚款等很大的麻烦的不便。

旅客入镜查携带私人免税行李，包括途中需要的食物、四瓶含酒精饮料及三条香烟。

其他如手表、收音机、录音机、照相机、小型计算器、电影摄影机等私人使用的物品禁止出售或转让，离开时必须携带出境。

若有馈赠亲朋的物件或替人携带物品时，亦须向海关申报，接受特别处理。

旅客可携带无限制数目的外币入境，用剩之数可携带出境。
Chinese food is famous for its vanery and abundance. With reference to books or the subject the number of ancient and modern Chinese dishes amounts to 8000 counting only the well-known oned. The ingredients may be ciassified into about 600 broad categories. There are 48 different basic ways of cooking including roasung frying and bolling all of which oring out the best in the ingredients.

It is well-known that China is a vast country in which each area has a wealth of local specialuec. The range of ingredients and cooking styles is incredibly wide and varied. In general cooking in China may be grouped into four major schools listed as below.
中国菜肴，品种繁多，据文献记载，古往今来中国各式风味名菜不下八千余种，所选用的配料有六百来种，基本的烹调方法有48种，包括烤、炒和煮，加工独特的选料，使中国菜闻名海外。

众所周知，中国幅员辽阔，每个地区才能最爱地方特色，每一区域的烹饪及选料均不相同，但在中国菜的总称下，可分为下列四大菜系。 

If goods are to be sold, they must be transported from where they are made to where people can buy them. Almost everything produced can be transported to buyers. Shoes made in Taiwan may be supped to the U.S. for sale. In China you can buy color TV sets from Japan cigreties from Engiand and cosmetic fron France. We are used to buying products made hundreds or thousands of miies away. All these are largely due to the function of transportation.

There are many means of transportation. Goods can be transported by trains trucks airplaned ships pipeiines or tirough multi-modal transport. Generally speaking the mode of transportation depends on time and cost.
如果要出售商品，就必须把这种商品从生产或制造场地运到人们可以购买的地方，几乎所有生产出来的东西，都能被运到买方所在地。台湾制造的鞋子有可能被运到美国销售。在中国，你可以买到日本生产的彩色电视机、英国生产的香烟和法国生产的化妆品，我们习惯于购买在几百乃至几千里之外生产的产品，所胡这些可能都是由于运输的作用。

运输方式有多种。可以通过火车、汽车、飞机、轮船、管道来运输，也可以采用多种形式联运。一般来说，运输方式决定于时间和费用。
A pontract is an agreement that creates an obiigation that is a binding, legally enicrceable agreement betwear two or more competent parties. It generally consists of an exchanges of promise-at offer and an acceptance-resulting it an obligation to perform some particular act. It order to be valid a contract must have the genuine assent of the parties to it, that is, it must invoive both offer and acceptance. In export/import trade a sales contract is a legal document made by and entered into between a seller and a buyer on the basic of their offer and acceptance. The right and obiigation of both the parties are definitely stipulated in the contract. The contract is binding on them all. In the course of pusiness negotiation, an offer with engagement or a coumer-offer is accepted, the transaction is completed and a contractual relationship between the offeror and offeree is concluded. It may be formal or informal. The contract which is generally adopted in import and export business is the formal writer contract either a sales contract or a purchase contract, sometimes in the form of purchases order when countersigned by the seller, or a sales confirmation when countersigned by the buyer. However, it keeping with the regular practice in international buyer. A formal contract or confirmation should be prepared in dupiicate, each copy should signed by both parties, and each party should keep a signed copy of it.
所谓合同就是一份具有法律效应的协议书，它明确买卖双方的权利与义务，并对其有约束力。它是双方一种承诺的交换——报盘与接盘——对某种行为产生某种义务。为了使其具有实效，合同必须经由双方真正的同意，也就是说它必须涉及报盘与接盘。在进出口贸易中，销售合同是由买卖双方在报盘与接盘的基础上达成的一种协议面议定的一种法律文件。对买卖双方的权利与义务加以，并对双方有约束力。在商务谈判中，一方的报盘或还盘被另一方接受，交易即达成，合同即告成立。它可以是正式的，也可以是非正式的。在进出口贸易中普遍采用的合同是正式的文字合同，不管是销售合同还是购买合同，有时则是一份需要卖方反签的购货订单或需要买方反签的销售确认书。但在国际贸易业务中，按照一般惯例，买卖双方达成协议后，通常要起草书面合同将各自的权利与义务用书面形式加以明确，以便对双方有约束力。正式的合同或销售确认书应一式两份，每份得由双方签署，每方各保留一份。
Why should companies and business negotiators in China change their hablu, their ways an procedures to conform to international norms    the foreign way of dong things? Many Chinese people and Chinese companies repond to the suggestion that they should adapt their practices by saying, “But this is China, china is different to other places, we do things differently here”. The reason to change, to adapt is that it’s a small world-and it’s getting smaller. International trade and communications have brought countries and people closer together. Where previously there were national standards now there are international standancs. Trade had made countries dependent on each other in economic terms. China is only a relatively new participant in world trade. Basically China has only been an active international trader for the last 15 years. This means that while China was isoiated from the rest of the world, say until 1979-other countries moved ahead technologically, economically and in terms of trade relationship and practices. The world is now a very interdependent network of trading alliances and relationship in which nations have internationalized their standards to faciiitate trace.
为什么中国公司和谈判人员应该改变自己的习惯、自己的方式方法和程序，以符合国际准则，也就是国外办事的方式？当人们建议他们使自己的做法适应外界时，许多中国人和中国公司的反应是：“可这是中国，中国和别的地方不一亲，我们这里做法也不一样。”要改变、要适应的理由是这个小，而且越来越小。国际贸易和通信联络已经使各国和人民更加接近起来。过去有的是国家标准，现在有的是国际标准了。从经济意义上来说，贸易已经使各国相互依赖。在国际贸易中，相对来说，中国是一个小后来者。中国基本眩在近15掉才成为活跃的国际贸易参与者。这就是说，在1979年以来，当中国还与世界隔离时，别的国家 技术上、经济上以及贸易关系和做法上已经向前迈进了。今天的世界已经形成一个相互依赖很深的贸易同盟和贸易关系网络。在这个关系网络中，各国都在使自己的标准国际化，以促进贸易的开展。

The methods of payment in foreign trade can be divided into three kinds: a) remittance; b) collection; c) letter of credit;

Remittance and collection belong to commercial credit. Letter of credit belongs to banker’s credit. When remitrance is adopted in international trade, the buyer on his own initiative remits money to the seller through a bank according to the terms and time sti-pulated in the contract. The buyer can adopt three different ways of remittance when he sends the money: a) mail transfer (M/T); b) telegraphic transfer (T/T); c) demand draft (D/D).

Collection is the secone mode of payment in foreign trade. The seller issues a draft to which the shipping documents are attached sends the draft to a bank in his place (i.e. the remitting bank) to collect the purchase price from the buyer throug its correspondent bank abroad (i.e. the collecting bank). Collection can be divided into two kinds: a) documents against payment (D/P); b) documents against acceptance (D/A). According to time of making payment D/F can be divided into three kinds: D/P at sight D/F after sight and D/P after date.
采用三种不同的方法：1）信汇；2）电汇；3）票汇。

托收是第二种国际支付方式。由卖方开具汇票并随附单据，把它交给当地银行（托收行或受托行，其提出申请，委托该行通过它在进口地的代理行（代收银行），代向进口人收款。托收可分为两种：1）付款交单；2）承兑交单。按照付款时间的不同，付款交单可以分为三种：期付款交单、见票远期付款交单和远期付款交单。

Most favored nation rading status is granted by the United States to countries that provide American companies the same access to their domestic market as they receive in the US market. China is one of the few socialist economy countries that has received this status from the United States. Most favored Nation trading status helps develop trade by prociding lower custroms duties to America’s imports from China. China and the United States have granted each other Most Favored Nation Status since 1979. In fact, Most favored Nation trading status has been the foundation of China-the United States trade relationship. Last year, because of poitical differences the Amenrican Congress considered removing China’s Most Favored nation trading status. If removed then China’s exports to the United States would have higher customs duties. In resporise, China would apply higher customs duties to imports from the United States. This would harm trade between two countries.
最惠国际贸易地位是美国政府给一些国家的一种待遇。这些国家交州美国公司进入他们的国内市场，他们也可以同样地进入美国市场。中国是从美国得到这种待遇的少数和几个社会主义国家之一。最惠国贸易地位通过降低美国从中国进口的关税而促进发展贸易。1979年以来，中国和美国互相给予最惠国贸易待遇。实际上，最惠国贸易待遇是中美贸易关系的基础。去年因为政治有分歧，美国国会考虑取消中国的最惠国贸易待遇，如果取消，就会提高中国向美国出口货物的关税。作为报复，中国也会提高从美国进口货物的关税。这将有损于我们两国之间的贸易。
Among all the modes of transporation, ocean freight is still the most extensively adopted form of transit in international trade. In China and in most of foreign countries, ocean freight commonly regarded as a cheap mode of transport for delivering large quantities of goods over long distances. In spite of us disadvantages of being slow and affered by weather conditions sometimes like an ocean storm about two third of goods are transported by ocear freight in international trade. In China almost 80% of our import and export goods handled through sea ports.
在所有这些运输方式中，海运是国际贸易中使用最为广泛的运输方式。无论是在中国还是在大多数其他国家，海运被普遍认为是一种适用于大批货物长途运输的，是最便宜的运输方式。海运速度慢，而且有时易受气候条件的影响，如海上风暴。这是海运的缺点。尽管如此，国际贸易中大约1/3的货物运输是由海运完成的。中国几乎80%的进出口货物是在不同的海港装卸的。
A contract can be worked our either by the seller or the buyer and it is called a asies contract or a purchase contract espectively. The same is also appiicable to a sales confirmation or a puronase confirmation (informal). Legaliy both the sales contract (or the purchase contract) and the sales confirmation (or the purchase confirmation) are equalty binding on the parties. On the whole, the former is thors formal and the iatter, less formal. Besides, the formal consists of not only such main terms as the name of commodities specifications quantity, packing marking price, shipment port of shipment and port of destination and payment but also those clauses concerning insurance commodity inspection claims arbitration and force majeure; while the latter covers several main items only. It foes without saying that both the parties will benefit from the sales or the purchase contract if disputes occur because the contract has provided in detail the reiative terms and way of how to handle and settle the disputes. It is then, appropriate to transactions of large amount and huge quantity. If the amount is not large or the business is done by means of agency arrangement or exclusive sales agreement, the sale or the burchese confirmation is ofter used. The follwing is a model of a sales confirmation.
合同的起草可由买方或卖方，分别称为销售合同或购买合同。同样也可称为销售确认书或购买确认书（非正式的）。从法律的角度而言，销售合同（或购买合同）和销售确认书（或购买确认书）对双方具有同等效力。销售合同（或购买合同）比销售确认书（或购买确认书）正式些，它的内容较全面、较完整。除了商品的名称、规格（型号）、数（重）量、包装、运输标志、价格、装运港和目的港以及付款方式之外，还有保险、商品检验、异议索赔、仲裁、不可抗力。而销售确认书（或购买确认书）只包含一些主要条款。由于销售合同（购买合同）明确了双方的责任和权利，并对发生争议后如何处理均有全面的规定，因此，多选用于大宗商品或成交额较大的交易。如果交易金额不大或者交易已订有代理、包销协议，则通常选用销售或购买确认书的形式。下面是一份销售确认书的一个实例。
