Chapter

Agency

I n international trade, big manufacturers oftea establish branch offices to
promote and sell their products. Branches car operate if the law of the
country permits it and the volume of business is sufficient to keep a full-time
working staff busy most of the day. As branches require a substantial capital
expenditure, they lie beyond the means ¢f the majority of traders.

Thus, the agency system has been adepted to handle a great volume of
import-export trade. It mainly refers to & marketing method of selling goods
or products such as life and healtir imnsurance, by which an agent represents the
principal (supplier/manufacturerj ia transactions with other parties.

A company can obtain inf.:ssnction about agents through the internet, from
a Consulate, a Chamber of Caownrnerce, or from various Trade Associations or
banks. Nowadays, they advertise directly in Trade Journals or on the Internet.
In selecting and appointing an agent, one should take full account of he follo-
wing;

B The potential of the market which is to be exploited.

B Theagent’sability to market the supplier’s products and the particular
advantages the former can offer.

B The agent’s familiarity with the conditions of the local market, his/her
reputation in commercial circles, his/her valuable connections etc.

B Theagent’s premises and mainly the display facilities offered by his/her
showrooms.

All agents work for their principal, usually pay all expenses of administe-
ring their agencies, and receive payment (commission) for their services. They
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can be selling (or commercial or mercantile) agents —who, under sole or exclusive
rights, operate on a contractual basis and sell a specified line of merchandise, or
the manufacturer’s entire output— and buying agents —who, under the instruc-
tions of a buyer, purchase goods at competitive prices, negotiate the shipping
and insurance rates, and secure the best possible deal for the byuer.

Most letters/emails of the Agency Business refer to: a) finding an agent,
b) offering an agency, c) asking for an agency, d) accepting or refusing an offer,
¢) submitting a report of an agency.

A letter or email seeking a prospective agent should be polite, detailed and
to the point. It should explain who you are, where you are based, what you
manufacture and what type of agent you are interested in working with.

Once you have received the information you want and have decided on the
persons you want to appoint, you write to them directly explaining how you
obtained their contanct details and offering your agency. It is important to give
details about the type of agency you can offer, e.g. sole agency, the area within
which the prospective agent can operate, the commission and financial support
for advertising s/he is likely to receive, delivery «ime and method of payment.
You can also include contractual information, specifying length of the agree-
ment, settling of disputes etc., though a draft conir2ccis mostly sent after the two
parties have agreed on the establishment orik:e agency.

When submitting an application for an agency, you should include infor-
mation about your own business, abeiti i manufacturer and his/her products
and possibly the terms on which ycu normally operate with other principles.
Emphasis should be given on vour know-how and expertise, your business
ability and status in commercic: civ.les. The manufacturer/exporter has to be
convinced that you trade in a g2~ wth market, where the new products can sell
well and yield return.

Some routine letters/emails covering the Agency Business are provided in
this chapter.
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Manufacturer’s Request for an Agent
(Addressed to Chamber of Commerce)

Date

Name/Title
Business/Organisation
Address

City

Post Code

Country

Dear sir/madam

We are one of the leading manufacturing companies in the field of processing Greek olive
oil, olives and cheese. Our company is also well-known for its dry figs, peaches and tomato
paste.

We operate in Greece and Cyprus and we are thinking of promoting the export of our
products in the German market. We are looking  an established import company spe-
cialised in the supply of food products in Gerr.anj.

We should be grateful if you could send us a list of possible agents. We look forward to
hearing from you at your earliest convenicnce.

Yours faithfully

1.  Who is writing the letter to whom? For what reason?
2. What is the manufacturer specializing in?

3. What is s/he looking for?
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Manufacturer Offers Merchandise on Consignment

. Untitled - Message (HTML)

Message

. [ To,.. ] [
=1 [ Cc. ] |

sujec: | Request for Agent on Consignment
atacned: | catalogue pdf, price list

Dear sir/madam

| »

We are a large Italian manufacturing company specializing in sanitary ware and tiles.
Our products are known for their modern design, top quality and durability.

We already export in the Arabian Gulf, but we would like to expand in Eastern Europe,
where we know there is a growth market for the prometion of our products.

We would like to know if we could send you a repieszniative selection of our ceramic
tiles on consignment. We are offering a 10% ccrzisission on gross profits, plus adverti-
sing support in the form of leaflets. You wiii be rully reimbursed for the items that
remain usold and returned in resaleable conaitic.

We are enclosing our catalogue and price list for your inspection, but you can also visit
our websiteat[....... ].

Could you please forward this eini2+f (0 any business in your country that may be
interested in marketing our progucts?

Yours faithfully

Who is writing the email to whom? For what reason?
Does the manufacturer offer an exclusive agency?
Where does the company export at present?

What commission will the prospective agent earn?

A S

Find the words in the above email that mean the following:

a. Getbigger:.......... b. Refund:..........
c. Earnings not taking costs into account: ..........

d. Foracommission:..........
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Manufacturer’s Offer of an Agency

@ s Untitled - Message (HTML)

Message

Spelling

. [ T0:re J [
= e |

suwjet | Offer of an Agency
attached: | catalogue pdf, price list

Dear Mr Stewart -

We are interested in supplying our food products in Germany. Mr Cohler of the Ger-
man Chamber of Commerce in Berlin, recommended you highly as a successful business
person who might be interested in acting as our agent in your area.

You will see from our catalogue and price scale that wwe ¢an offer a variety of standard
good quality products at extremely competitive pricec Gur clients trust us because of our
experience, our skilled staff and our effort to offes ihe best possible service at all times.

Generally, we deal on a consignment basis orfering an 8% commission on net prices,
plus a lump sum of €10,000 to cover part 7 the cost of an advertising campaign.
Customers will settle with you directly and you are expected to remit us quarterly
deducting your commission. Initially. we cannot offer a sole agency, as our aim is to
extend our business and get into the (Geriinan market.

If these conditions are acceptabic arid you feel that you can develop our trade, please
contactusat|[....... ]- We can send you a draft contract for your inspection.

If you have any further questions, do not hesitate to contact us.

Yours sincerely
Nick Georgiou

Who is writing the email to whom? For what reason?
Who recommended the agency to Mr Georgiou?

Are they offering the prospective agent any additional help?

Lol ol A A .

Find the words in the above email that mean the following:
a. Moneypaidonce:.......... b. Payanaccount:..........
c. Transfer:.......... d. Feer..........
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Negative Reply to a Manufacturer’s Offer of an Agency

. [ 1o.. | [N. Georgiou
d T |

|
|
subject: | Agency Offer Rejection |

Dear Mr Georgiou

Thank you for your email of 9 November offering us the agency for your products in
Berlin.

We regret to say that it is only as exclusive agents that we would accept your offer. Local
conditions make any other system almost unworkauvle. The volume of business would
not be sufficient enough to justify more than one agent and competition among various
agents would merely divert business from one o snother without increasing the total
amounts.

We trust that you will seriously examirc our suggestion and the advantages likely to
result from it.

Sincerely

1.  Who is writing the email to whom? For what reason?

2. Why do the agents operate only on exclusive rights?

3. Find the words in the above email that mean the following:
a. Change direction: ..........

b. Impractical:..........
c. Amount:..........
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Positive Reply to a Manufacturer’s Offer of an Agency

[ To.. ] | N. Georgiou |

=1 Cee ] | |

subject | Accepting Offer of Agency |

Dear Mr Georgiou

Thank you for your email of 9 November in which you offered me the agency of your
food products in Berlin.

I believe that I can handle an agency of the type you describe and though sales may be
low for the first few months, the final result will justify the establishment of the agency.

However, before I take this matter further, I would like vou to clarify the following:
B Areyouwilling to give me an eighteen- -nonth contract to allow me sufficient time
to familiarise local buyers with you' proeducts?
B How long would it take to deliver «.,racrs? Since I deal in food products, I would
not like to hold a large stock.

I am looking forward to hearing 162 you the soonest possible.

Yours sincerely

1.  Who is writing the email to whom? For what reason?
2. What are the terms the prospective agent suggests?
3. Find the words in the above email that mean the following:

a. Trade:..........
b. Inventory:..........
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Letter Offering Terms of Agency

Date

Name/Title
Business/Organisation
Address

City

Post Code

Country

Thank you for your email of 10 December. As you requested, we enclose a draft contract
for the agency agreement.

The sole agency will be for the area of Milan, where you can only distribute our perfumes
and toiletries and no other product manufactured by us.

As a sole agent you are offered an initial one-year co::iract, which is subject to renewal by
mutual agreement. As this can be considered a trial pericd, you are only required to hold a
representative selection of samples.

The agency will be on a 10% commission. 3% extra commission will be paid if you exceed
sales of €100,000 a year.

Your accounts will be paid by 60 days viii of exchange.

All goods will be sent FOB and all orders will be executed within 3-5 weeks, subject, of
course, to availablility of stock. All mizducts should be packed in strong wooden cases and
no responsibility for any damage wiil 5e borne by us, once the goods leave our warehouse.

You are not allowed to pledge or mortgage our goods to anyone, at anytime, for any
reason whatsoever.

Disputes, if any, will be settled with reference to EU law.
You are at liberty to terminate the agency provided you give us 60 days notice in writing.

If you find the above terms and conditions acceptable please return to us two copies of the
agreement duly signed and stamped.

Yours faithfully

1.

2.

Who is writing the letter to whom? For what reason?

What is a draft contract?
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3. Find the words in the above letter that mean the following:
a. An agreement that allows you to borrow money from a bank by offering sth of value:

..........

b. Resolve, reach an agreement: .......... C.
d. Rightly:.......... e.

Bb—t'_‘ Bap_h
Q
@)
]
<
(@]
-

........... k.

We are a large retail chain with 20 s:ies outlets in mainland Greece. We deal in all types
of canned food (fruit, vegetablez. seifizod, milk powders etc.) and frozen products.

As there is an icreasing demand for these products in our sales area, we are looking for
an established Spanish company that is willing to offer us their exclusive agency. We
already have the sole agency of a major Cypriot manufacturer.

Having very big experience and strong contacts with many merchants in Greece, we

believe we can offer you first-class representation.

Please send us samples of your products with current prices based on CIF, Greece
delivery, with payment by L/C at sight or 90 days from the date of B/L.

Awaiting your answer to this enquiry, we remain.”

Yours faithfully

4|

*

we remain: a very formal expression, very rarely used
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1.  Who is writing the email to whom? For what reason?

2. What are the strong points that may convince the exporter to offer the agency?
3.  What terms of agency does the importer suggest?

4. Is this email formally written?

5. Explain what the phrase at sight mean.

6.  What do the following abbreviations stand for?
a. L/Ci.......... b. CIF........... c. B/L:..........

Patras Cotton is a leading import-export company trading bed linen, cushion covers
and table clothes.

Your name was given to us by Diana Hellas Ltd who told us that you are interested in
appointing an agent to represent you in Greece.

Due to our long experience we enjoy having good connections with the majority of
cotton traders who are the main buyers of our products.

We are presently supplying quality bed-furnishing products to 40 distributors and retail
chains in Greece and the Balkans, and we feel that expanding our product line to include
curtains, ... will provide a wider variety of textile to our existing customers and attract new
prospects. e

(to be continued in the next page)
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( continued from the previous page)

We can operate as exlusive distributors, or del credere agents on an 18% commission,
with an additional 2% when our annual turnover is in excess of €200,000.

All publicity material shall be supplied to us at your cost.

We would expect delivery FOB within 4-6 weeks of receipt of order. Any loss occurring
at any stage until receipt will be borne by you.

If our terms and conditions are of interest to you, we would be pleased to take on an
initial one-year contract to represent you.

4

1.  'Who is writing the email to whom? For what reason?

2. What do we mean by publicity material?

3. Find the words in the above email that mean ta¢ {oilowing:
a. Designate:..........

b. Amount of money taken by a business in a particular period: ..........
c. The appointee who receives higher commission and guarantees customers’
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Negative Reply to a Request for an Agency

Thank you for your email of 12 November and the confidence you place in our pro-
ducts.

While we would agree that there is a growing demanc for our goods, we are unable to
offer you an exclusive agency as this would restrict vur sales and damage competition.
Our aim is to develop our business and extend our ciicie of customers.

We mainly rely on buying agents who purciiase our goods on 5% commission on
invoice values and obtain competitive rates in {reight and insurance.

If this type of agency suits you, do nct hesitace to contact us so that we can send you a
draft agreement.

1.  Who is writing the email to whom? For what reason?
2. Why does the exporter deny the offer of the agency?
3.  How does s/he usually trade?

4. Explain what a buying agent is.

5. Explain what a selling agent is.
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Positive Reply to a Request for an Agency

‘*\Egga - Untiled - Message (HTMU - = x

. [ To,.. ] [
=1 [ Cc. ] |

subject: |
atacned: | draft agreement

o

o

o

=
| »

We are interested in the offer you made in your email of 10 November to represent us as
our exclusive distributors.

As you have a well-established network in your area, you are expected to buy a large
stock of our products and retail them at market prices. 'No other products that compete
with ours should be made available by you.

You are entitled to a 25% trade discount off net piices and a further 6% quantity
discount for sales above €150,000.

We can provide you with leaflets and sampl: catalogues, but we are also planning an
extensive advertising campaign in the form ot exhibitions in all capital cities in the
Mediterranean.

You can trust us for on-time delivery, previded no unforeseen circumstances arise, such
as port strikes.

You will find attached a draft or cur agreement for your inspectiotn.

We look forward to hearing from you as soon as possible.

1.  Who is writing the email to whom? For what reason?
2. Specify the terms of agency.

3. Find the words in the above email that mean the following:
a. Amount taken off the usual selling price of goods when they are sold by a
manufacturer or wholesaler to a retailer: ..........

b. Volume discount:.......... c. Deserving special treatment: ..........
d. Unpredicted:.......... e. Refusaltowork:..........
f.  Scrutiny, careful examination: ..........
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Agent’s Report

@ Untitled - Message (HTML)

Message

— 1 G |
=3 [Cce- J [ Sales of designer clothes
subject | Account sales
aached: | Sales Figures

Attached in a Microsoft Excel file are last year’s sales figures.

As you will notice, there is a slump in sales in the last quarter of the year, which is
mainly the consequence of the growing competition for products from Asia, all of
which are considerably cheaper than yours, and the high quality of your products
which is reflected on their prices.

Most of our regular customers have the highest opinion of your products, but your
prices are rising beyond their means. The stanc~ic of life in this country and the exc-
hange fluctuations make our problem particular'y difficult.

We would, therefore, suggest a re-examinatioi of your price policy, which we believe
would make your products more competitive and increase the volume of business in the
future.

We look forward to hearing your coiitments.

Who is writing the email to whom? For what reason?
Comment on the tone of the above email.

How does the agent express his/her dissatisfaction?

Ll A

Find the words in the above email that mean the following:

a. 'ExOeon moinceov:..........

b. Amount of sales of sth within a particular time frame: ..........

c. The price of a country’s money in relation to another country’s money: ..........

d. Variation, shift; change: .......... e. Income; financial resources: ..........

f.  Mirror, throw back: .......... g.  Plummet, downturn: ..........

h. A statement showing the net result of a purchase made by one person on another’s
account with commission and all other charges included: ..........
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Agent’s Complaint of Slow Delivery

==k it - Message T

Message

> [ |

We are in receipt of your letter of 7 April and the B/L enclosed with respect to your
consignment of IBM personal computers.

Your delay in delivering this special line of goods led to a sudden decline of their sales,
but we must say that we cannot accept any responsibilicy for that.

Although it was clearly stated in our letter of 1 Feoruary that these goods were to be
delivered in Piraeus on 21 February, we discovered that th:ey were delivered to our depot
in Patras 2 weeks later.

On placing our order it was clearly stated that vie wanted an urgent treatment of this
order and we had reckoned on getting th= goods within 3 weeks. The 5 weeks that
passed before the goods arrived let cur competitors in and we lost a good chance of
getting high prices.

Therefore, we must insist on more vai27ul execution of our orders if you wish to retain a
hold of this market.

1. Who is writing the email to whom? For what reason?
2.  What is attached to this email?
3.  What is the tone of the email? How does the agent express his/her complaint?

4. Find the words in the above email that mean the following:
a. Batch of goods delivered to someone; consignment: ..........
b. A place for the storage of large quantities of goods: ..........
c. Hold on to; keep possession of: ..........
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Useful Sentences

B Our aim is to identify a good performing company which will have sole
distribution rights for the whole of Italy and will establish a highly profita-
ble market.

210y 0C LOC ELVOL VO EVTOTIOOVIE U0, ATOTEAEGIOTIKT] ETULPELN ) OTOLOL
Oa Exel ATOKAELGTIKA OTKAIMUATO S1VOUTG (TOV TPOTOVIMV LOG) OE OAT
Vv ItaAto kot Oo eykab1dpvoet pia Told TPoGod0POPa. Byopd.

B We are thoroughly impressed by your cost-efficient and modern operation
and particularly with the procedures you have implemented to monitor
quality control. We believe that we are able to offer you first class repre-
sentation.

'Exovpe eVILTOGLOGTEL OO TOV OLKOVOULKG OTOS0TIKO KOl GLYYPOVO
TPOTO AELTOLPYLOG TNG EMLYEIPNONG OAG KOt 1d101TeEPQ Ue T1¢ pebodouvg
TOL EYETE EQAPUOGEL Y10 VO, TO.PAKOALOVOEL ¢ TOV EAeYy 0 motoTNTag. ITt-
GTEVOVE OTL LTOPOVE VO, GG TPOGPEPGLLE LPLGT UVTITPOCOTEVCT].

B We must evaluate the location of your busiiess and find out if transporta-
tion by ground or air methods and war~i:ouse space are available.
Oa TPETEL VO, EKTIUNOCOVUE TNV TORTUECLO TNG EMLYELPTONG GUC Kl VL
eCakpPocovpe €V LTAPYEL OV TOTNTO UETAPOPUS LIE EMLYELN T) EVAEPLOL
LEG T, KO Y OPOC OTOONKELTT (.

B Weappreciate the confideree you show in us by offering us the sole agency
for your products.
Extipape TNV gUmTIGTOOLV] TOL WOG OELYVETE TPOGPEPOVTAS LOC TNV
ATOKAELGTIKT] OVTITPOCOTELD TV TPOIOVIOV GG,

B Please provide us with information concerning your price scale, your terms
and any information on duties and taxes.
[Topakalodpe TANPOPOPEICTE HOG CYETIKA HE TNV KAILOKO TOV TIULOV
G0.G, TOVG OPOVE OUC, TOVG OUGLOVE KUl TOVS POPOLG.

B Before the contract is drawn for signature, we would like to forward it to
our solicitor to review the main points of the agreement.

[Tpv suvta&ovpe To GLUPOLOLO Y10 LTOY POET], Oa OEAULE VO TO GTEILOLE
GTO O1IKNYOPO HOC Y10 VO ETAVEEETAGEL TOLC KVPLOVG OPOVE TN CLHP®-
viog.
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We are accordingly in a position to negotiate the marketing of our labora-
tory instruments, if your prices are competitive and your terms adequate.

Kota ovvenela elpaote o 0E6M va S10mpaylaTELTOVUE TNV EUTOPLA £P-
YOUOTNPLOKOV OPYAVAOV, EQV Ol TILEG OOG ELVOL OVTAYOVIGTIKEG KA1 01 0pOL
G0G IKOVOTOLNTIKOL.

Unfortunately, due to circumstances beyond our control, we have increa-
sed our prices by 12%. However, because you have been a loyal customer
we can offer you a reasonable allowance for expenses.

AvGTUYOG, E£ULTLOG KOTAGTUCE®MY TEPU ATTO TOV EAEYYO LG, AVENGUUE TIC
TIHEG pag Kata 12%. Q6T1000, €TELON TAVTO NCUGTAV TIGTOG TEAGTNG LLOGC
LTOPOVE VO OOC TPOGPEPOLUE (L0 AOYIKT) €T OpNyNon Yia ta £E0da
oG,

If you wish to retain a hold of our market you must pay for extensive
advertising in newspapers and magazines.

Edav emiBopeite va KpoTNGETE TNV 0YOPQ 10S. TPETEL VO TANPOCETE Y1
EKTETOUEVT OLOQNULOT OE EPNUEPLOES KOt &, X 001K .

We do not receive any financial support o advertising and our commission
is not sufficient enough to cover the costs ourselves.

Agv TO1PVOLUE KOULO OIKOVOIR N Punfeta Yo SLo@NUIGT KOl 1) TPOUN-
Be1a pog dev e1val APKETO ENUQK NS Y10 VO KOADWOLLE Ta ££000, LOVOL LLOG.
We have instructed our renr<sentative to arrange displays in the cities he is
going to visit and anncniice them in the local newspapers.

AOGApE 00NYIEC GTOV AVIITPOCMNO UG VO KAVOVIGEL EKBEGELS GTIG TTO-
AELG TOL TPOKELTAL VO EMIOKEPTEL KU1 VO TIC OVAYYELAEL GTIG TOTIKEC

EQMUEPLOES.

The Import License concerning the items detailed in your invoice has now
been obtained.

'Eyovpe 10M LaPet tnv Ade10 160.yMYNG Y10 TA E1OT) TOL AVAPEPETE AETTO-
LEPMS GTO TILOAOYLO GUC.

In placing orders, kindly do so through our representative.

Ot TopayyeMeg TPETEL VA YIVOVTOL HECH TOL AVTLTPOCMTOV AG.

Will our disputes be settled at a court of law or with arbitration?

O1 dropopeg pog Bo AdvovTol dikaoTikme 1 pe dtattnolo?
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Exercises

A. There are anumber of mistakes in each sentence of the following letter. Read it
carefully and then underline and correct them.

Dear Mr Peterson

We regret to bring to your notice that despite our repetitive sugge-
stions and requests, you have not been able to improve the sail of our
product in your terrain.

Ironically, the sales have been invaluably declining for the last quar-
ter.

We are, therefore, left with no other selection but to delete your
agency and this may be treated as 120 days notice as per semester 15
of our agency agreement. You are please< to clear all eloquent ac-
counts at you earliest convenience to enabic us to refute your safety
deposit.

Yours faithfully

B. Explain the meaning of the {ollc iving nouns and use them to complete senten-

ces 1-8.

a. seller b. vendor

c. trafficker d. marketeer

e. sail f. sale

g. sell h. shell

1. Onlythe....... of the warehouse was left after the fire.

2. The....... of the house signed up a contract with the purchaser.

3. Therewasn’ta....... at sight.

4. His last science fiction book isa poor........

5. Itsareal....... . We thought the dinner was inexpensive, but we had
to pay extra for salad and drinks.

6. Heturnedouttobea....... of alcohol and tobacco.

7. The....... of tobacco and alcohol is subject to certain restrictions.

8. Free....... are opposed to the new safety regulations.
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C. Complete the following terms and match them with their definition.

a. 1 __o_t d__i_s

b. r_q_i1_i_e f__

c. o__n i1_d__t

d c_o__d 1_d__t

e. a_b_tr_t__n

f. b_y g___s on c__s_g _m_ _t
g d__ c__d_r_ a_e_t

h. in__m_i_y

—

s_c__i1_y d_p__i_

r.s_ 1l p__c_ m__nt__a__e

—.

1. A sum of money left with a supplier to cover any trading losses incur-
red.

2. When an agent does not own the goods, but is appointed to resell them
for a commission.

3. The fixing by manufacturers of mimujp prices at which their pro-
ducts may be resold by distributors.

4. The settling of a dispute not by a coiirt of law, but by a person (third
party) chosen and agreed by both sides in the dispute.

5. Money (insurance) provides by an exporter as guarantee on the goods
a distributor sells.

6. A tax or tariff on goods :roni abroad used to protect domestic produc-
tion against foreign coinp=dtion. They have been an important source
of government reverniie sspecially in developing countries.

7. The official order for goods made by a buying agent who can choose
his/her supplier.

8. The agent who receives a higher commission and guarantees the
customer’s debts.

9. An amount of money a supplier can charge his agent/distributor to
cover the expenses the former incurred in order to officially claim his/
her outstanding invoices from the latter’s accounting department.

10. The official order for goods from another country made by a buying
agent whose principal names the supplier (also called specific).

D. Complete the following sentences with the terms provided.

a. confirming house b. factor
c. licensing d. recourse factoring
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a

. distributor f. non-recourse factoring
commodity brokers

aa

Ao i1s a business person with an established network, who
purchases a manufacturer’s goods and sells them to customers for a
profit.

2. Rawmaterial such as coffee, grain, cocoa, cotton, rubber etc. is usually
tradedby....... who buy and sell in bulk on behalf of their clients.

3. AL is an individual or firm that can buy and sell goods (usually
fruit and vegetables). Unlike some other forms of agent, they take
possession of goods and sell them in their name.

4, In....... ,if the manufacturer’s customer goes bankrupt, the person
who has bought his outstanding invoices, cannot claim his money from
the manufacturer; whereas in ....... , the individual or firm would
claim money from the manufacturer if the debtor is unable to pay.

5. An overseas buyer can place ordersviaa....... , which can expedite
them and make all packing, shipping and insurance arrangements.

6. A number of manufacturing comparics expand their business by
....... , 1.e. an agreement by which the¢y permit a foreign company
to use their manufacturing processes. patents, trademarks etc. in a
foreign country in exchange for a ie< or royalty.

E. Complete the following sentences with an appropriate phrasal verb.

1. Ibelieve that hiring an ¢snort inanagerto....... ....... a plan for
the promotion of our :2w iine of products, will boost sales tremen-
dously. (develop)

2. RPM....... ...-..resale price maintenance. (represent; it is an
abbreviation)

3. Inview of the fact that an advertising campaign means a considerable
capital outlay we feel sure youcan....... us....... by bearing part
of the cost. (support)

4, Ouragencyonly....... ....... hardware. (trade)

5. Aslongas you agree with our terms and conditions, our legal depart-
mentcan....... ....... a draft contract. (write, prepare)

6. Wewould liketo....... ....... a two-year contract in order to
establish ourselves in international markets. (undertake, enter)

7. Ifearwehaveto....... ....... the £10,000 security deposit, as they
declared bankruptcy. (recognize that sth is a loss; cancel).

8. Before we sign up the contract, we would liketo....... ....... the

main terms of the agreement. (revise)
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Your firm wishes to appoint a sole agent in Italy for the sale of its well-known
wines. Write a letter to an importer to offer the agency.

Write a letter to an exporter offering to act as an agent for his/her dairy
products. Try to include every point likely to induce him/her to give you the
agency.

Submit a report dealing with the work of your agency during the past month
and make suggestions for the development of your trade.

Write a letter to your foreign supplier complaining that the prices are too high
for the market and competition very strong.

Write a letter to your foreign supplier asking for increased commission or a
substantial advertising allowance.

Write a negative reply to a manufacturer’s of7cr of an agency. Give reasons
and make alternative suggestions.

Translate the following sentences into F'iclisa

1. Mnopodue va 6o¢ Tpoundeboivps pe TNV TAN PN CELPA TOV 01K0JO0-
HIKOV TPoIOVIOV pag, To ¢iitiu elpaote PEPator ot ypryopa Oa
VTEPKEPAOOLY GE TOANCEIC CAN TO AVIOYM®VIGTIKG TPOIOVTO TOL
drotifevtal otV EAA VKR ayopd.

2. To mpoiov pag elval AmOTEAEGLO TOAVETOVE EPELVAS KO OVOTTLENC
KO Ol TIHEG LLOC TOAD AVTAYOVIGTIKES V1o TNV Tot0TtNn T tov. H €pevva
pogc £0eie 0Tt vapyel avEnuevn {Ntnomn YU avtod 6T L OPU COG KU
ELLOOTE GLYOVPOL OTL LOALS TO OVOUO TOL TPOTOVTOC/PLPLO. LOG KO-
Biepmbet, Oo yivel nyETNE TS Ayopac.

3. H moAttikn tng Ta1pelog pog 0gV ENLTPENEL VUL EUTOPEVOUACTE PACEL
npounbetog enl TOV TOANGE®V, aAL0 Vo {NTAUE ATO TOVS UVTLTPO-
COTOLE UG VO, yopalovy To TPoiovVTa yia AOYoplacod tovg. 'Oyt
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LLOVO ATOJEIKVVETUL ETLKEPOEGTEPO Y10 TOVG 1OLOVLE, ALL TOVG TTOPE-
YEL LEYOALTEPN EAELOEPLA GTOV KOOOPIGHO TOV TIUMV.

4. Tag TPOCPEPOLIE TNV UTOKAEIGTIKT UVIITPOCMORELD HaG Y10, Vo, e&a-
AELYOLLLE TOV AVTAYOVIGUO GTNV TEPLOYT GUC KAl VO, oG yyunHovue
Lo oNUavTikn arodoon. Guotka avtod TPOoUTOOETEL AMOTELEGUAUTIKT
npombnon kat toinocelc. IIiotmon dev entTpEneTal Y OPIC TN CLYKA-
t00eon pag. Elpacte mpoeTollacueEvVol va g YopnyoOvUE VO
ONUAVTIKO TOGO Y10 SLOPTNULGT).

5. Oo 0Elope o1 TEAATES HOG VO LOG TANpoOvVoLY angvbeiag yio kabe
TOANGT HEC® GUVOALUYUATIKNG TPETEl ¢ Kat epelc Ba epPacovpe
TV tpounBeld cag pe TNV LTOBCRN THS UNVINLG KATOGTAGTC.

1

6. Mropovpue va docovps 10% mpounbdeia ent Tov Kabopov TIHOV Kot
$10.000 etnoimg yie: Siivgnuion. Avto propet va avabewpnbet peta
A0 EVO ETOC EAV Ot 1L NOELS VAL TOGO GTIOVTIKEG MGTE VO O1KOLO-
LOYOUV LTIV TNV aUinoN.

7. Zopeovovpe va katafarliovpe to 1oso tov €20.000 og eyydnomn yio
TO Y PEN TOV TEAUTOV HOC EPOGOV KOl £06€1C dwoete 5% emimAeov
npounfeia yi” avto to okono. Entong Ba mepipévape va Adafoope
OLOPNULOTIKT LTOGTNPLEN LTTO TN HOPPT EVIUEPOTIKOV QLUALUIIOV
KOt OOPEAV OELYUATMV.
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8.

10.

Ene1dn unopovpie vo S1ovEHOLE Ta EUTOPELUATO PETAED 4-6 £Bdopa-
dV amo T AMyn ¢ Tapayyeilag 6o ococ cupfovAiedape va d1aTn-
PELTE EMAPKEC 0mODEUa OL®V TOV TPOTOVTOV poc. Ta eAATTOUATIKA
TPOLOVTA UTOPOvV va avTiKadioTavTal kKot ta Koptotpa Oa kotafai-
AOVTOL OO EROC. L& OAOVG HOG TOLG TEAUTEC YOPNYELTUL TPLETNG
eyyiNo™M Kol APTLO PETA-AYOPUCTIKT EELTNPETNON.

To x06t0¢ G0¢ B dtopopomolelTal ovaAOYO HE TN GELPO KAl TNV
TOLOTNTO TV TPOTOVI®MV Tov 0o emAEEeTe, 0ALO £ cLUTEPIAAPEL
EVOLV TILOKOTAAOYO Y10 VO GTOKTNOETE HL0 10£0 YUP® OO TO AOYO
KOGTOG/TOANGN. ZUVNO®OE 01 UTOKAELGTIKOL SLOVOUELS OGS TPOTTAT -
POVOLV TO VADAO TOV 0010 TPOGHETOLY GTO TILOAOYLO TOVL TEANTN
pall pe Toug SaoUoVS ELGAYMYMY. AQOT c5ETAGETE TNV TILOAOYNON
nag, 0a Oelape va culntoete poll rac soug 0pOLE TOL GLPOANLOD
KOl Vo TpoTeELveTe 6€ motov Oa avatedst i dtuitnota.

O1 emyelpnuotikol wi; staipot ot Feppovia pog evnuepooay (gi-
Tav) OTL 1 €TALPELT 5eg (NTO EVOV eloay®YEN (OVTITPOC®OTO) Tov Oa
TPOPOSOTNGEL TNV EAANVIKT] OYOPQ HE TO AVIOYMOVIOTIKA GE TUUES
yoloktokoutka tpoiovto oac. [apakaiobue 6Tellte pHog NAEKTPO-
VIKG TN AMoTa pe Ti¢ TIpeS e€aymyng kabmg Kot toug 0povg eEaymymy.
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