ENGLISH DIALLOGUES FOR FOREIGN
ECONOMIC RELATIONS AND TRADE

Tang Derong,Fan Songhe & Chen Zhongpei

Lesson Four

(1) Advertising

Account

Executive: I think you’ll find that advertising and promotion are importani parts
of export marketing.,

President: I know. That’s why I want to hecome familiar with the media in the
couniry in which I plan to sell.

Account

Executive: Yes. You should. Well, you probably know that trade papers and
directories are useful in making your product known. Radio and tele-
vision are important media. And cinema advertising is popular in some
countries. We call these the mass media.

President: How about outdoor advertising, such as billboards and posterse

Account

Executive: Yes, they’re in common tse also.

President: I suppose booklets, leaflets, letters, and catalogues are used for direc
mail advertising.

Account

Executive: Right. You must build up a mailing list of possible customers for direct
mail advertising.

President: I’m planning to. What can you tell me about the methods you’ll useq
What about showing the customers what the product looks likes

Account '

Executive: That’s a good idea. The methods we’ll use to display the product
will depend both on what the product is and how much you want to
spend on advertising.

President: What should be the size of my advertising budget?

A ccount

Executive- That depends on how much your compectitors spend, on the market
potential, as well as on the media you plan to use.

President: Well, could you suggest a percentage?
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Not very easily.An advertising budget may vary from 5 percent to 25
or 30 percent of total sales.

I see. Well, I have to give that some thought.

(2) Arbitration

Settlement of disagreements through arbitration is that the relevant
parties who have a dispute are to meet together and settle it amicably
without litigation, This saves hoth time and money.

I’m sure it does.And it must also create good will.

Yes, that’s true. The idea is that a disagreement about a business
contract should be turned over to a commercial arbitration tribunal.

Do businessmen of all countries agree to this practice?

Most countries provide for the use of an international commercial arbi-
tration tribunal, through a reciprocal arrangement.

I suppose there are always some sellers and buyers who attempt to
avoid their obligations.

Yes, unfortunately. That’s why every trade agreement, sales contract,
agency agreement, order form, or distribution arrangement should have
an arbitration clause.

And are all parties to a contract with such a clause permitted to go ty

these tribunalse

Yes. But then they have to accept whatever award is made.
Can the courts force an award to be made?
Yes. But courts usyally limit their reviews to the carrying out of

certain statutory requirements. These include notifying the persons involyeq
of the award and calling attention to the time limits for making the
award.

I’d think trade discipline would cause most people to avoid disputes.
Certainly. But we still get quite a few cases involving merchandise
which does not meet specifications.

And I suppose there are some misunderstandings over terminology.

Yes, occasionally. And there might be disputes on misrepresentation
and market prices. Right now we’re handling a claim for late shipment

and inferior quality of the goods supplied.
(Mt %#30)
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