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O O Ininternational trade, when disputes arise between exporter and importer, it can be settled through friendly
consultation, litigation or arbitration. Friendly negoti ation or mediation is the best method of all and beneficial to
both parties. The majority of the disputes are settled by this way and friendly business relations are thus maintained
between exporters and importers. If the disputes cannot be settied through amicable negotiation or mediation,
arbitration will be the next best alternative, as litigation is usually costly and time-consuming.0 O O OO0 0 O O
000000000000, 0000000000000 00D0DOO000O
000000000000 bOOoOoooooo

000000000000 O000DO000000DbOO00bOO0OoDoDbOOo0oDoOon
000000000000 00D0DbO00bO0o00oDbOO0o0oOo0ooDOOo0ooDoOoDbOOoOooDoOooDo
O

0 O 1. Cash In Advance O OO OO O O O Cash in advance means that the exporter is paid either when the importer
placest] [J his order or when the goods are ready for shipment. Cash with order or cash pay-[] [1 ment before
shipment is the exporter s dream, but it rarely occurs, although in0J O certain circumstances it is wise and even
customary to ask for it. This state of affairs may be only likely in a seller s market as it is naturally very unpopular in
theeyesofimporters. 1 0 0D 000000000 OOODODOOOOOOOOOODOOOOO
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[0 O Nevertheless, it may be essential to ask for at least part of the purchase price with the order or before shipment
in cases where orders are from politically unstablecountries or financially unstable customers, or where goods are
specifically custommade for a new customer who has no long-term "good faith” relationship with you, or where the
exporter may be locking up considerable capital in the preparation of the goods. In practice, compromises are
often sought. For example, the exporter might arrange to receive one-third of the purchase price with the order
when the contract is signed, one-third when the consignment is ready for shipment and the balance when the
goodshavearrived 0 0 00000000000 DOODOOOODOOODOOOODOOODODOOOOO
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[0 OO When cash in advance is used, the importer usually remits the payment to the exporter. Remittance means the
transfer of money through banks from one party tol] [1 another. Of course, remittance is not confined to cash in
advance. It also appliest] O to "open account”, "installment", and "deposit payment" etc. There are three[] [] ways
of remitting the money: mail transfer (M/T), telegraphic transfer (T/T),00 O and demand draft (D/D).00 0 O O O
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O O M/T refers to the transfer made between banks by mail, with the advantage ofl] [J low charges. T/T means the
transfer made by telecommunication system such as[] [J telex or telegraph. It is faster than M/T, but more
expensive. Under D/D, thed O importer buys a check from a bank in the importing country, called a banker s

[0 demand draft, and sends it to the exporter (the payee) so that the exporter canl] [1 get money by presenting the
demand draft to a bank (drawee) in the exporting] O country. D/D is transferable, which is different from M/T
and T/T.00000D000D000D0DOO00OO0O0ODO0DOO0OOO0O0O0
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00 O 10 Targetd Countryl] O O O O O EvaluationO of the country of a potential partner is the first step in
implementing profitable import Or export plansd Factors related tO the country[] its economic and natural
resourcest] infrastructureld climate and geography generally affect the cost and specific contractual terms

O Information concerning the following subjects may be valuable for deciding the target countryd [0 00 0O 0O 0 O
O0000000Db000ooOooboooooobooooao
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O00ooooodoooooooboooooooooonoOgd- Cultural background and economic
situations0 0D 00O OO0O0OOOO0O- Political climate ofthecountryD O OO0 00O OOOO -

[J Current import and export statisticsT] 0 0 0 0000000 OO O - O Government policy on
internationaltrade0 D 0 00O OO0 OOOOOO - Information on trade barriers and restrictions(] [J [
00000000000 OO This information can be obtained generally from some organizations in our
countryd [J (such as MOFTEC and its provincial committees, foreign trade corporations,[] [1 banks, and
newspaper/journal articles) or from some organizations overseas (suchJ [J as Chinese Embassy, local banks, the
agent, local newspaper/journal articlesetc. )0 O D 0 0 00O 00000000 @IOOODODOOOOOO
O0o00oOoo0oDbOOoobOoooo)y hoooo@oooobooooooobooooooooa
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(0 O 200 Business Partner] [ [0 O 00 O It is vital to learn as much as possible about potential partners or clients
before doing business with them. Information of the following kinds is usually pertinent for this purpose:(J [0 [ [
000000000 boobooobDbooboooobOooooo
000000000000 000D0O00oOog- O Creditreference0 0000000 O
Background informationC) 0 0O O O O 0O O - O Businessranged O O OO OO O - O Annual sales volume
OO00O0O0O000- OMajorcustomerst] 00 O0OOOO- Businesscultureld OO0 O 0OOOOThe
relevant information may be obtained by writing cO the references providedd [ by the counterpart or by
employingO a consulting firm. Creditability study of the[1 [ counterpart may enable the negotiators to have an
overall pictureof theopponent D 0 O O 0D 00D O0O0OOOOOOOOOOOOOOOOOOOOOON
O
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