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Part I. Information Matching (10%)
Match the terms to the definitions given below.
Acceptance
Irrevocable letter of credit
Confirmed L/C
Revocable letter of credit
Sight draft
Commercial bill of exchange
Shipping agent
Time draft
Governmental guarantee
Drawee
1. 1is a letter of credit that cannot be canceled or changed with the
consent of all parties involved.
2. 1s a commercial bill of exchange calling for payment to be made

at some time after delivery.

3. isaperson or party who is to receive a draft.

4. 1is a letter of credit that can be changed by any of the parties
involved.

5. 1is a commercial bill of exchange that requires payment to be

made as soon as it is presented to the party obligated to pay.
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6. is aletter of credit to which a bank in the exporter” s country adds
its guarantee of payment.

7. 1s an instrument of payment in international business that
instructs the importer to forward payment to the exporter.

8. i1s an agreement of the government to be responsible for the

fulfillment of someone else’s promise.

9. 1s a ship owner’s representative whose job is to find the ships to
carry.
10. 1s a statement made by other conduct of the offerees indicating

unconditional consent to an offer.

Part II. True-false Items (10%)

Put T for true or F for false in the brackets at the end of each
statements.

( ) 1. If the Issuing Bank appoints the Bank of China as its Advising
Bank of L/C, then the Issuing Bank may ask the Bank of Asia to advise
amendments to the L/C.

( ) 2. According to UCP600, if documents are in correspondence with
L/C’s stipulations, discrepancies between the documents themselves are
allowed.

( ) 3. A Certificate of Origin can be used only to prove the time when

the export commodities were produced.
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( ) 4. When dealing in international trade (exporting and importing),
a businessman has to face a variety of conditions which differ from those
to which he has grown accustomed in the domestic trade.

( ) 5. Price terms are mainly applied to determining the prices of
commodities in international trade.

( ) 6. If you have signed a contract with a Japanese buyer on the basis
of FOBST, you must be responsible for stowing and trimming the goods at
your own expense.

( ) 7. When there are optional ports in the contract, the goods may be
unloaded at any one of the ports at the shipping company’s disposal.

( ) 8. B/L is a transport contract in which the shipping company
promises to transport the goods received to the destination.

( ) 9. Under FOB, the seller must give the buyer prompt shipping
advice as the goods are shipped on board the vessel.

( ) 10. On CIP terms, the seller must pay the freight rate and
insurance premium as well as bear all the risks until the goods have arrived

at the destination.

Part I11. Multiple Choice (10%)

Choose the best answer (only one) to complete the following
statements.

1. Before shipment, the buyers generally send their __ to the sellers,
informing them of the packing and marking, mode of transportation, etc.

A. shipping documents
% 11 T % 26 |



B. shipping requirements

C. shipping advice

D. shipping marks

2. International trade pricing method which is often used in our country
s

A. pending price

B. provisional price

C. price set after

D. a fixed price

3. The international chamber of commerce, in order to adapt to the new
development of international trade, has set two new terms in Incoterms
2010, including _ .

A. FOB&CIP

B. CFR&DAT

C. DAP&DAT

D. CIF&DDP

4. The total cost of a goods for export is RMB 55,000, foreign exchange
net income after export is $10,000, if the Bank of China’s foreign
exchange rate is $100 against 650 yuan, the export profit and loss rate
s

A. 18.2% B. 33.7% C. 45.9% D. 36.7%

5. In general case, CIF shall take more __ into consideration than the

FOB price.

A. foreign freight, domestic expenses
% 12 W % 26 W



B. abroad freight, insurance premium

C. abroad costs, domestic expenses

D. abroad insurance premium and net profit

6. We are very anxious to know when you can definitely shipment.

A. affect B. effect C. carry D. load

7. We regret to say that your priceisnot __ the current world market.
A. on a level with

B. at a level with

C. in a level with

D. in level with

8. The goods are urgently needed, we __ hope you will deliver them
immediately.

A. in the case

B. therefore

C.so

D. in level with

9._  any change in the date of delivery, please let us know in advance.
A. There should be

B. Should there be

C. There would be

D. Would there be

10. If direct steamer is not available for the transportation,

A. the goods will not be shipped

B. partial shipment should be allowed
% 13 1 % 26 W



C. the goods have to be separated

D. the goods have to be transshipped

Part IV. Multiple Choice (10%)

Choose one or more than one suitable answers to complete the
following statements.

1. Under the indirect pricing method, the amount of foreign currency
decreases, indicating

A. the local currency will remain unchanged

B. the local currency will depreciate

C. the foreign exchange rate will rise

D. local currency exchange rate rises

2. Which of the following indicators can reflect the direction of
international trade geography

A. proportion of a country’s exports in the world’s total exports

B. proportion of a country’s imports in the world’s total imports

C. the manufactured goods exports accounted for the proportion of world
exports

D. countries imports of manufactured goods accounted for the proportion
of total imports of the world

3. Based on a deal on CFR terms, the total cost of the export factors
includes

A. purchase cost

B. domestic expenses
% 14 W 3% 26 W



C. export tax

D. import tax

4. If a deal 1s done with CIFC 3% terms, export exchange net income
should deduct the price of .
A. purchase cost

B. freight

C. insurance premium

D. commission

5. Parties of collection include

A. the principal

B. the entrust bank

C. the collecting bank

D. the payer

Part V. Reading (30%)

Task A

Directions: Read the form about the facilities available at HKTDC
Hong Kong Watch & Clock Fair 2015 and their prices, and then

answer the questions. (10%)

HKTDC Hong Kong Watch & Clock Fair Services
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HKTDC Hong Kong Watch & Clock| "2

Fair 2015 Exhibition Services Departmant
; o |Hong Kong Trade Development Council
FORM 5 SBHREHEEMBEEE 2015 |uan 13, Expo Gadoria, HKCEC,
8-12/9/2015 1 Expo Drive, Wanchal, Hong Kang
Deadline AV, Plant & Communications Facilities |Afn : Ms. Jessica Fong
(Mot Applicable for Ernail : hhwol es@hkide org
28 Jul 2015 Custom-built participation Exhibitors) [Fas : (852) 3521-0450
Description of Faciiities Link Rate | Total Amour
Mo 5 AYS HIRE
[HHS column tor Hong Kong axhibilon cnly, LSS column for ol oversess exhivion ';Hl-cn L.lﬁbj Oty | TS
Audio Visual Facilites
i# |ALOOZE [Thermal Fax Maching (with 1 roll fax paper) S 12
{Fax Transmission iLine and Powser Supply Excluded)
28 |AU0OS™ 327 LCOD / Plasma (Power Supply Exchsded) 22('01 m]
3@ |ALDDE" (427 LCD / Plasma |Power Supply Excluded)
48 | ALoos” DVD Playar (Power Supply Excluded)
&2 |PLOOTA |Pofted Plant-Chrysalidocanpus (approx TmH) 1 23
T# |PLOOIB |Potted Plant-Schefflera (Gold Capella) (approx. 1mH) 'F?'l:i|
[ 'E"-LI‘.I!I'IE Poited Plant-Bosion Foemn (appror 0. 3mH) !T’ﬂi
g8 |PLOOTD Potted Plant-Cod i Trew or Calathea (mpprosx 0, 3mi) i'h}l
108 | PLOO2 Frash Flower Arangemant (approx 0 3mH) 39.'!1 4
118 |CECO0M+ | Telophons Line with Handset lor Local Calls {ron-Direct Lina) 1020 138
(M charge of HEDG00 per sed for lost andior damaged of islephons sel)
128 |CECD02+ | Telaphone Line with Hardast ior Local & 1DD Cails 1280 1687

Ll chages ol HE S0 per sei for losd andior damaged of islephons 288
(HMD2%00 deposit payables o “HKCEC™ and mall 1o Finanos Dept, 1 Expo

L] el Dhrboi, Warmehal _I'I e
[CECHOF  |Fax Tranemission Lina far Local Faz Cinly (non-Dimct Lina) 1020| 138

e _______i_ HBackst & Fax MmEhd\.ﬂlﬂ} i EEERE

148 | CECB04+" |Fax Transmission Line for Local & 150 Fax 1250 167

(Powid Sockel & Fax Madhing Exchuded) HED2500 deposll payabls o
Hm:.n:: e sl s Finsncs Dapt, 1 Ewp Debvs, Wanchai, HIK)

15% (CECO0R." |20 Broadband Line)iPower Supply Excluded)( (wsh aocess |0 jimon-fixed.] 3708 454
IPlimmmmmumEE'mmummﬂ. 1

Drrives, Wanchal, HK)
hnnﬂhmwgh'e the location plan of the addilional communications facilllies above. Any change in the
location on-alie would req an gn-site relocation charge 50% of the rental rate.

20% surcharge for late order recalved after 28 Jul 2015
0% surcharge for late order received after 25 Aug 2015

+*fPlanse rend the Conditions of Order chearly befoene you sign this Form

| Authorization from Exhibitor
|Company Name: _ Booth No.:

| Tal: Fax: Email: Date:
| Contact Person: Posithon: Signature:

[Payment Method [Please see condition 6. No separate involcs will be issusd)

|
L] By Cheque (Payable to Hong Kong Trade Developmeant Couwncil)

[ Chagque No_: Amount : HKD / USD Dats :
|

| ] By Credit Card (Hong Kong Dollar only) VISA MASTER CARD
| Mameof Card Holder: _ CardNo:
Expiry Date:_ - Amuunt HKD _ Signature: _

1. How many days did this fair last?

A. 3. B. 5. C. 8. D. 12.

2. What was the unit rate (5 days hire) for 32" LCD/plasma (power supply
excluded) in HKD?

A. 950. B. 5,000. C. 600. D. 2,200.
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3. What was the unit rate (5 days hire) for fresh flower arrangement
(approx. 0.3mH) in USD?
A. 47. B. 170. C. 350. D. 23.

4. Which of the following was NOT included in communications facilities

provided?
A. Telephone line. B. Laptop computer.
C. Fax transmission line. D. 2M broadband line.

5. Which of the following was NOT a payment method applicable?

A. Cheque. B. Visa. C. UnionPay. D. Mastercard.

Task B

Directions: Read the following passage on the importance of
evaluating customers before making product presentations first, and
then make judgments on the following statements. Write T for true
and F for false in the brackets. (10%)

Find out What the Customer Needs Before Presenting the Product

We all know the expression “You only get one chance to make a first
impression”. It holds true when it comes to presenting your product to
your customer. For starters, the last thing you want to do when a customer
walks into your office is to present the first product that pops into your
head.

Before you present a product to your customer, you must first find out

exactly what your customer wants and needs.
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The first thing you do 1s to introduce yourself to your customer. Offer
him a seat and make him feel as comfortable as possible. Get to know your
customer, talk about non-business subjects. This will take some of the
pressure off both of you and make it easier to talk to each other. Once you
believe that you and your customer both feel comfortable with each other,
begin to evaluate your customer’s needs.

Start by asking questions to find out his reasons for coming to see you.
Find out what products he currently has and uses and how much he pays
for them. Find out all you can about the company he obtained his products
from, and what he thought of the customer service of the company.

It 1s important to know these things for comparison.

Once you have evaluated your customer, have had a pretty good idea
of what his needs are and have got ready to present the products you have,
you can be sure that your products satisfy his needs.

But before making your presentation, be sure that you are prepared.
Have all the materials you need to make your presentation a solid one at
your fingertips. Such materials would include brochures and literature
which you not only give to your customer, but also go over with your
customer. Unfold the brochure in front of him as you discuss the product.
Literature will be a good resource for reference in case you are hit with a
question you can’t answer.

The point that I am trying to make is: Present to your customer a

product you believe they will need. Your presentation should be based on
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the information that you have gathered from your customer during your
session.

You could be the greatest presenter of products in the world, but if
you are presenting products that customers don’t need, you’ll never sell a
thing, so be sure to evaluate your customers before you start presenting
your products.
( ) 1. As a salesperson, when a customer walks into your office, you
may immediately present the product you are proud of.
( ) 2. There’s no need to first introduce yourself to your customer

before presenting your products.

( ) 3. As a salesperson, you shall never talk about non-business
subjects.
( ) 4. A successful salesperson evaluates his customers because he

enjoys doing so.

( ) 5. The greatest presenter of products in the world can sell
whatever products he presents to his customers without first figuring out
what they need.

Task C

Directions: Choose the best answer from A, B, C and D to fill in the
blanks in the following passage. (10%)

The value of the planner’s responsibility cannot be _ 1 . Richard P.
(“Rick”) Werth, CPP, former president of Event & Meeting Security
Systems, uses a worksheet to _ 2 the importance of providing 3

insurance and security from the outset. All too often, these basic risk
% 19 T & 26 |



management components are overlooked, added as an 4 or __ 5
too expensive to include in the event __ 6 . Showing the “bottom line”
of what is at risk helps put the situation in __7  for senior managers
who base decisions on quantifiable input. In addition to the actual cost of
an event’s _ 8  components, the value of all the “human capital” must
be considered. What would it cost the company or organization to locate,
recruit, and train employees to __ 9 those lost in a disaster? How much
business might be lost if the skill and experience of upper management
attendees had to be replaced suddenly? When presented in this quantitative
framework, the costs and benefits of adding the necessary funds to provide
adequate risk management are obvious. Whether special insurance,
security, _ 10  both, the incremental cost usually comes out to no more
than 1 or 2 percent of the overall budget — well worth the proactive
investment.

1. A. understated B. understood C. underestimated D. undergone

2. A. explain B. demonstrate C. argue D. support
3. A. adequate B. enough C. complete D. supplementary
4. A. afterthought B. afterclap C. aftereffect D. aftermath
5. A. accused B. charged C. blamed D. deemed
6. A. expense B. cost C. input D. budget
7. A. point B. perspective C. highlight D. place
8. A. logistic B. logic C. logo D. log
9. A. substitute B. refurnish ~ C. replenish D. replace
10. A. and B. or C. hence D. in
%20 W &£ 26 W



Part VI. Documentation (15%)

Directions: Fill in the contract form in English with the particulars
given in the following letters or telexes.

(1) Incoming letter

Vancouver, July 25, 2009

LI DU TEXTILE IMP&EXP CORP.

Beijing, China

Re: COTTON BATH TOWELS

Dear Sirs,

A customer of our firm, who is one of the biggest importers in Canada, is
in the market for the subject commodity. We would therefore ask you to

make us an offer as soon as possible.

When offering, please quote your lowest prices on the basis of CFR
Vancouver including our commission of 3% with indication of colors,
assortments, method of packing and any additional information you
consider necessary. We shall appreciate it if you will arrange for shipment

to be made as early as possible by direct steamer for Vancouver.

We are looking forward to receiving your offer.

Yours faithfully,
VANCOUVER TRADING CO., LTD.

# 21 M £ 20 W



(2) Outgoing Letter

Beijing, August 2, 2009

VANCOUVER TRADING CO., LTD.

Vancouver, Canada

Dear Sirs,

Thank you for your letter of July 25 inquiring for COTTON BATH
TOWELS.

We are glad to send you under separate cover our quotation sheet No.
AC-8115 for your reference. Sample cuttings of each design have been
dispatched today by air parcel. We expect our quotation will reach you in
due time and assure you of our best and prompt attention to your

requirements at any time.

Your early reply will be highly appreciated.

Yours faithfully,
LI DU TEXTILE IMP&EXP CORP.

(3) Incoming Telex

RE: COTTON BATH TOWELS

TKS FR UR LTR AUG 2 AS WELL AS SMPL CUTTINGS OF THE
SUBJECT GDS. ON EXAMG UR SMPLS, OUR CSTMRS HV FND
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INTRST IN ART NO. G3030 N WISH TO PLACE TL ORDER FR 1000
DZ IN WHILE N YELLOW COLOR EQUALLY ASSORTED FR
SHIPMT OCT/NOV. AS USUAL, OUR SIGHT IRRE-LC WL B OPND
IN UR FAVOR 30 DAYS BFR SHPMT TIME.

RGDS

(4) Outgoing Letter

VANCOUVER TRADING CO., LTD.

Vancouver, Canada

Dear Sirs,

Thank you for your order of August 10 for 1000 dozens COTTON BATH
TOWELS.

We are now making you the following offer, subject to your confirmation
reaching us not later than August 20, 1000 dozens of Art. G3030 COTTON
BATH TOWELS

(details as per your telex of August October).

Please note that, there i1s no direct steamer available for Vancouver in
October; we find it only possible to ship the goods with transshipment at
Hong Kong. The goods are to be packed in cartons each containing 5/10

dozen at Buyers’ option.

We look forward to your early acceptance.
% 23 W 26 W



Yours faithfully,

LI DU TEXTILE IMP&EXP CORP.

(5) Incoming Telex

TK U FR UR LTR AUG 11 OFR 1000 DZ COTTON BATH TOWELS
ACEPTED. V

R NOW ARRANGING WITH OUR BK FR RELEVANT LC. AS TO
PACKG, V

PREFER CTNS CONTAINING 5 DZ. PLS SEND CONTRACT ASAP.

SALES CONTRACT

Contract No. 09- 110

Sellers:

Buyers:

This Sales Contract is made by and between the Sellers and the Buyers
whereby the Sellers agree to sell and the Buyers agree to buy the under
mentioned goods according to the terms and conditions stipulated below:
Commodity:

Specification:

Quantity:

Unit price:
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Total Value:
Packing:

Shipping Mark:
Insurance:

Port of shipment:
Port of Destination:
Time of Shipment:
Terms of Payment:

Done and signed in Beijing on this 20th day of August 2009.

Part VII. Writing (15%)
Directions: Write a reply to the following counter offer.
F&A
Telephone Supplies Co., Ltd.
128 Taiyoun Road, Kuala Lumpur, Malaysia
Tel: 0060 3 25678821 Fax: 00603 25679900 e-mail: fcy@fatele.com

March 20, 2015

Shanghai Jinyuan Import & Export Co., Ltd.
224 East Jinling Road

Shanghai, China

Dear Mr. Zhao,
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Thank you for your letter dated March 10, 2015 and attached quotation of

your telephone.

After careful examining and comparison with other brands of similar
products, such as CLEAR, SNOIRE, and YOSHOYA, we found that that
your price is higher than the average in the market. In order to allow us a
better competing position, we shall be grateful if you could reduce your

price by 5%.

We are looking forward to hearing from you soon.
Yours sincerely,

F&A Telephone Supplies Co., Ltd.

Fung Cho Yuet
RARYE LR KK BTG £ K, MBFLIESL,
K

(1) FxF 71784313 10000 £ T, T4 TRE 2%9097HK %,
(2) 3%ARNS BEIHE S, b BETUIAT, BRFREHHG R
R A8, b M AR TR AL B % A AT R,
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