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ENGLISH DIALOGUES FOR FOREIGN
ECONOMIC RELATIONS AND TRADE

Tang Derong, Chen Zhongpei & Fan Songhe

Lesson Three
(A) Export Financing

I thought you might give me some advice on how to finance exports.
Well, I may be able to help a little. We have correspondent banks
in most other countries. :
That/s what T thought. Now, the first thing is. my custpmer wantS
to deposit the full payment for the goods in his bank.Will that work
out all right?

Oh, yes. Your customer’s bank will forward a letter of credit to us.
That means 111 be paid when I/ve fulfilled the terms of the sales
contract and the letter of credit. 3 e
Yes. You’ll present to this bank a commercial invoice, an insurance
certificate, and a set of on-board bills of lading or air waybills.
This would show that I’ve despatched the goods, and’>my customer
may—upon presentation of the relative documents—take delivery of
the goods upon arrival.

Yese However, sometimes an inspection report or certificate of quality
from an inspecting firm is also required.

My customer has agreed to give me an irrevocable letter of credit.
Good. That’s the next best thing to cash in advance.

I sell to my domestic customers on open account. Would that work
with my foreign customers?

Yes. That’s often done if the customer’s credit is gc\od.jand if his
country’s banking system is highly solvent. This is a proBlem today
with many countries.

What about a sight drafte ) .
This is a popular method of payment. It means that you can collect
for the shipment as soon as you send it. ’

A time draft is différent, T believe.

Yes. With a -time drafot, your customer may put off paymeat for 30,
60, 90, or 120 days as agreed beforehand, but he
relative shipping documents until the draft is

cannot get the
vetired on or before

e 35—
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its maturity. However, if the customer’s standing is sound and has
good relations with his banker,he may take possession of the shipping
documents against a Trust Receipt.

Oh, I see. Now, another matter. Can your bank give me a loan or
credit to cover the cost of the goods exported?

Yes
What type of loss does that protect you against?

, we can do that. We may get export credit insurance as well.
Loss due to war, revolution,civil insurrection,expropriation,currency
inconvertibility, and cancellation of import licence.

(B) Packing and shipping
I wonder if I could get some help in booking freight space.
Certainly. And if you wish, I can take care of some of your other
problems, such as packing and marking of containers, marine insu-
rance, and warehousing.
Yes. That would be fine. I’m especially concerned about the danger
of damage to goods while they’re being transported. My product is
particularly subject to breakage and heat damage. :
You’re right, packing is very important. All kinds of things can
cause damage to shipments—atmospheric moisture, bilge', cargo
shifting, corrosion, droppage, evaporation, pilferage, chemical re—
action. But we can arrange for safe packing. |
Good. Can I get lower transportation charges through slow or irre-
gular transit timee? .
Yes, but you must measure that saving against the advantages of
getting the goods to the user more quickly,

That’s true. I guess another advantage would be reduced s.torage and

‘rehandling expense.

You can reduce handling time by using piggyback.

Yes, I know about that. You can reduce packaging expense that way,
and you get faster loading and unloading. It also does away with
split deliveries and presorting according to destination and transfer
points. 7

That’s right. You also have fewer problems with tracing shipments.
You don’t have so many losses and damage claims to file, and you
have fewer multiple freight bills,

How are your fees estimated—on a per shipment basis?

Yes, and on the value of a shipment and the services performed.
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