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PRACTICAL COMMERCIAL
CONVERSATION

Inquiring One’s Way

Hollo, old chap, where
‘are you off to ?

Nowhere in particular;
I'm just out for a stroll.

Do you live near here ?

Yes, just close by; why
don’t you come and see
me?  You can come along
with me now, if you’ve
nothmg specxal on.

Sorry, I'm on my way
to Sinza Terrace on busi-
_ness I suppose you could-
n’t direct me the quickest
Way 1o get there ?

Turn to. the right at the
Cross street then down the
~second street on the left,
and it will take you right
into sza Terrace.

Thank you very much.
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2 PRACTICAL COMMERCIAL CONVERSATION

Don’t mentionit. Don’t
forget to look me up, when-
ever you are at leisure.

I will, with the greatest
pleasure. Good-by.

Excuse me, please.
Could you tell me where is
Mr. Jones’s house ?

I don’t recollect ever
having heard of the name.
Don’t you know the num-
ber of the house?

1 wasg directed to No. 15
or 16. I’'ve been to both
houses, but there is nobody
of that name living there.

You’d better inquire at
the rice-dealer’s, next door
‘but one, or at the hair-
dresser's at the corner;
probably they can tell you.

Thank you.

Say, will you kindly tell
me if Mr. Jones lives in
this neighborhood ?

Yes, sir, he lives at No.
1, next street to the right.
Mr, live

Does Jones

here?
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INQUIRING ONE’S WAYX

No, he moved only a
few days ago to No. 24 on
the other side of the street.

Is Mr. Jones in ?

No, sir, he went out
about a quarter of an hour
ago. Who are you, sir ?

I am Mr. Smith, Will

he be back soon ?

I dow’t think he’ll be
back before dark.
~ What is the most likely
time to find him at home?

He is always at home
before ten o’clock in the
morning, and after six in
the evening.

Will you give him this

card, please, and tell him
T will call to-morrow morn-
ing about nine 7

Yes, certainly. Youecan
BHE BRI EG—&
BEZ A

see him earlier than that,
if you like. He is a very
early riser

That would suit me
better. Could I see him as
early as eight o’clock ?
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4 PRACTICAL COMMERCIAL UONVERSATION

Oh, yes, I should think
50,

Well, tell your master
that I called, and that I
will come again to-morrow
morning, |
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Visiting (1)
Mr. Lee, allow me to
introduce to you Mr. Lung;
I don’t think you gentle-
men have met before.

I am pleased to meet

you, Mr. Lung.

The pleasure is mutual.
~ Pray be seated, gentle-
men, and make yourselves
at home.

Do you live in Shang-
hai, Mr. Lung?

No, I’ve been living in
Peking these past six
months.

What can 1 offer you

gentlemen to drink? Do
yout like a cup of tea?
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VISITING 5

I’d prefer a cup of tea,
if it’s no trouble.

No trouble, I usually
take tea about this time of
the afternoon.

Well, Lee, how goes the
world with you, of late?

Thanks, as usual. My
wife. has gone up to
Kuling, for the week-end:
so I’m all alone.

A bachelor, once again?

Yes; but it’s a bit lonely
in the house without the
wife and children.

Have the children gone
with their mother?

Well, Amy and Robbie
have; Nellie is staying
with her grandmother for
a week; and T packed
Harry off to school in
Hongkong last month; he
was only running wild at
liome.

Well, we must be going
.now‘;‘?{fﬁds ‘we have to do
some shopping on our way.
Good-by, Mr. Lee.

Good-by, gentlemen.
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6 PRACTICAL COMMERCIAL CONVERSATION

Visiting (2)

Good morning, What a
splendid day, isn’t it?

Yes, glorious it is.

Don’t let me disturb
you, if you’re busy.

Not at all. Just one
minute, while I finish this
letter.  You’'ll find the
morning’s paper on that
table; and some books in
that bookcase.

Thanks, I'll find some-
thing to amuse myself till

you're disengaged.

Well, what news to-day? |

Nothing particular. I've
dropped in to see how vou
are getting along. |

Tllahks ; and how about
yourself?

I’'ve been a bit out of
sorts last week.

Haveyou,really? What's

the matter?

 Oh, »110thi11g’ serious;
just run down a bit, the
doctor says, through over-
work.
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VISITING

Yes, work tells on one

this hot weather, doesn’t
it?

You look fit enough.

The hot weather seems to
ggree ‘with you.

I'm "rjlusﬁ back from a
spell at the seagide,

Ah! that accounts for

It has done you good,

ewdently :

1 feel much beneﬁted

\\’ell I’m afraid I must

be going now. ‘When can
T expeet you to Iook us up‘?_ |
It seems ages since you last

gave us a call

‘Why, I was at your place
JllSt ‘before the vacation :
I've only ‘been back a few
days , and haven’t really
had time to call on any-
one.

Well, what about taking
dinner ~ with us  next
Wednesday‘?

Thanks, I’m disengaged

on that evening.
Well, good-by.
Good-by.

-3

AR BRAEILRAM
FREBURBKRRE.

BBLREZR F B
RS, M BHEERE &

ZHAMEIEL B

3

g, R 0 R BR UL R
T 2 . 3
RTH& EWK R
. O ERASEK

X EBRIE %A E
BB TR
KB —RBRBEIR, B
B % 28 o, 8 R
& %

HHK, & ZJ:K? ﬁ f’?«{

ﬁﬂ#ﬁ%k&.

B R TR AR
7% &5 A 28 4 .

% B
Ha.



8 PRACTICAL COMMERCIAL CONVERSATION

Visiting (3)

Mr. Kuo, this is Mn.
Lu, Mr. Lu, Mr. Kvuo.

- Very pleased to meet you,
Mr. Kuo; your name geems
quite familiar, though this
is, 1 believe, the first time
we’ve met.

‘The pleasure is mutual,
I’ve heard quite a lot about
you from our friend here,
and have often wished to
have the pleasure of making
your acquaintance,

Do you know Mr. Chang
Yu-sing, Mr. Kuo?

Yes, we are on good
terms.

Old Chang bhas gone
home.

Is that so?

Yes, he’s taking the

daughter home to be mar-
ried, I hear.

Really?  That’s the first
time I've heard of it.
Whe’s the lucky man?
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VISITING 9

A captain in the navy,
I understand. She made
his  acquaintance - here,
while the ship was in port.
A case of love at first
sight, I believe.

Not a very long engage-
ment!

Not according to our
old-fashioned ideas; but
‘the young people don’t go
in for long engagements
nowadays.

Money doesn’t always
make a happy match.
Does it?

I think it all depends on
the young couple them-
selves. Where there’s true
love money makes very
little difference.

Visiting (4)

Good morning, I'm Mr.
Andrew,

Good morning, Mr. An-
drew; my name is Burton.
What can I do for you,
Mr. Andrew?
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10

I’ve this letter of in-
troduction from vur mutual
friend, Mr. Crane.

Oh, yes; Mr. Crane is
‘quite an old friend of
mine, How did you leave
him?
~ Quite well. And he

agsked me to convey his
kind Wlshes to you.

Thank you, by the way,
are you related to Mr.
Andrew of Strong & Co.?

No, I am not related to
him; but I think I know
him. I suppose the simi-
larity of the names struck
you.

I understand from Mr.
Crane’s letter that you
come here to open & branch
store.

Yes,

that’s why 1

begged him to ask you to

give me some advice.
Well, I think there is a

good field here: everything

points to this port becom-
ing an important center in
the near future.
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VISITING 11

So we have been told. ®Z I &

Where are you staying? 3 B & ] K.

At the Astor House. AR

I shall be too pleased to JLEFRABE K, &8 A
give whatever information R EE

you like to get..

Very much obliged to
hear that. I must be going
now. -

Why in such a hurry‘?

N
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I have an engagement 7&‘ MaER
at three, and it is now half 8 = 4] 4 %.
past three, -

Well, when can I see B FERE, 3% B AR
you again? RRERTF

A day or two.
All right. Good-by.
Good-by.

oo |
Il
Hm
miﬁ

e T

From Shanghai to Soo- g L i 3 B
chow by Train E}HZ%E
(e) To and at the () £ W5 & 76 3 35
Station Z 8% §%
Excuse me, please, but 4 mpgr o @ F &
could you kindly tell pfwr kg 1r.
me where’s the milway
station?




12

Sorry, I don’t know it
myself. I am a stranger
here. There’s a police-
man. Perhaps, he may be
able te tell you.
have

~ Very sorry to

bothered you.
No, it’s a pleasure.

Can you direct me to the

- railway station?

~ Yes, go straight on until
you reach ' that corner.
Then turn to the right,
and you will see a fine
tall building. That’s the
railway station,

Thank you very much.

Don’t mention it.

Hollo! Chang, you are
here!

r vt .

Yes, good morning,

what a glorious day!

Yes, just an ideal day
for a Sunday. Where are
you going?

I am going to Soochow.

Really? That’s fine; I
shall not be lonely.
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BUYING A TICKET

What time will the train
leave?

Seven-thirty.

So there is still a little
time. Excuse me for just
one minute; I want to
get some small change.

Certainly; I wait for you
here.

(b) Buying a Ticket
I think it’s about fime
to get our tickets.
I think so too; there’s
little time left.
Shall I get yours also?
No, thanks, I have mine
already.
Soochow, second class re-
turn, please. How much?
Thréé fifty.
Here you are.
Here's the ticket.
Cbang,v let’s go into the
platform now.
No hurry, the {rain
won’t move until seven-
thirty.

13
K B R B Ry X AT

L=+ 4

Bk H R M PEFZ
BB R— A,
3= PR 5 A B

B % &£ i & A

Z) FE¥ 2B
JEBE IR 2
I dn 2, B R
B4 5 4
ERBARRLE.
9 2, W B R B W R

O = &k E i E,
8 # F

=7 H A

8% 15 Bt 1.
3 7E Bt

WA RERE T
A=

Y PN
BB 4, 2% R B 4.



14

It’s always wise to take
a safe course.

Well, then, let’s go in.

You see, we are just in
time.

‘You are right this time.

Let’s jump in here; all
cars seem to be full,

(¢) In the Train

Porter, are these seats
engaged? |

No, sir, you are at lib-
erty to take them.

Let’s sit here together,
Chang.

By the way, I think 1

“know that chap sitting

next to the old lady there.

Let me see if it’s so.
Pardon me. Sir, is not

your name Kang?

~ Yes, why?
My name

~is  Chen,

formerly of the Kiangsu

Bank.

PRACTICAL COMMERCIAL CONVERSATION

ﬁ%’"ﬁ’%ﬁl BEeE2Zi

BEmE EFEHARN

w .-

#® 5.
KRXRBRAR B E

AR K % E BB

w8 E A

(R 22 KR 2 BEE
e EuEMAAN
?xs.

E‘iﬁ BARER &L i
GNEEEE SRR
EEBEFBZNT
EREREERAHR
25 BE

% & E mk B B
5%t P

R, ¥ B

ERERE R OEL OB
R



ABQUT TO LEAVE THE TRAIN

Ah, yes, Mr. Chen; I
had quite forgotten your
face. How are you getting
on?

Nothing to complain, so

far. I bave lately started
business on my own
aécount.

Is that so? I am glad
to hear it.

How are you getting
along?

We are having a de-
pressed market.

It’s too bad. I hope it
will clear up soon.

We hope so, too. What
lines are you dealing in?

General imports.

(d) About to Leave
the Train

- See, the engine is work-
ing at full speed.

Yes, you can see whata

terrible lot of coal dust
comes in.
Where are you going?
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16

I am going to Tientsin.

| Thén, you’vll “have to
change car at Nanking,

I suppose so. We shall
have to cross the river in
a ferry early to-morrow
morning and take the ex-
press at Pukow.

It's very inconvenient.

But we can’t help it.

Are you going up to
Tientsin very often?

No, only occasionally.
We have a branch up
there. |

How's business up there
lately?

It seems to be looking
up.

Bless me, it's already
Soochow now and I have
to get out.

Don’t rush, wait until
the train stops,

Good-by. See you later
in Shanghai.

Good-by..
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AT A HOTEL 17

At a Hotel

Good afternoon. Can
you let me have a room for
a few days? I want a
nice, guiet room.

‘We can let you have a
nice, quiet. room on the
fifth floor, if you don’t
mind its being so high
up.

The floor is of no speeial
importance, provided the
room is what I want in
other respects.

You might come up and
have a look at if.

Yes, I'll just see what

it is like.

This is the room, you

see, it commandsa splendid
view of the neighborhood,
from the window.

" Oh, yes, it is first-rate;

and 1
especially.

like the view

1 think this
will ‘do quite well. What
would you charge me,
including board, of course?
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18

I would charge you only
six dollars per day:
thirty dollars per week.

Well,
here for about half a

month: so 1I'd better take

it by the week. o
- Very good, have you
your luggage with you?

Yes, it is in the ricksha
“at the door; you might
get your porter to fetch it
up, please.

Certainly,
you?

‘A small trunk, a leather
porimanteau, a bamboo
bag, a roll of wraps, an
umbreila, altogether five
pleces.
~ Shall 1 pay the ricksha
for you? | |

Yes, you might, please:
I don’t happen to have
‘any small change with me
just now.

Your things are all in
your room,
‘mind letting me have your
address, please?

what have

I expect to stay

would you

PRACTICAL COMMERCIAL CONVERSATION
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AT A HOTEL

Oh, yes, here is my
card.

Thanks. Now, if you

are in want of anything,

just ring for the boys}
they will see that you're

comfortable
qu

I expecL you're pretty

tired. Wouldn’t you like
to Vtake, a bath?

Yes, rather; and while
I'm having it," you mlght
get ‘the food ready, I'm
awfully hungry

Yes, 8ir, the weather
has been 80 bad lately,

hat T’m afraid we shall

not be able to do as well
for you in the way of food
tc-day as we would like.
Oh, don’t trouble. Any-
thmg you haxe on hand
will do. T'm as hungry
as ‘a  wolf; and feel as
if I could pohsh oﬂ a
whole sheep smgle-handed

But you might show. me

the way to the bath first.
This way, sir.
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20

Supper is ready, sir.

That’s fine. Now, bring
me some water,

What kind do you
orefer?

Just filtered waler.

All right.

You can clear the table
now, and bring me some
strong tea.

Yes, sir.

This is right. I like a
cood cup of tea after a
meal or a long journey; it
is so refreshing.

Yes, sir;
travelers like a cup of
tea.

This is a capital tea; is it
Japanese?

No, sir, it is Chinese, -

this season’s growth.
‘Have you any black ink

about the place? You need

not trouble about pens or
paper, as I have my own
with me,

Oh, yes, sir; I'll fetch
some at once.

I find most

PRACTICAL COMMERCIAL CONVERSATION

e BEDHEMR

2 RSB E T UK
-0

BEMBEZ X

W IR W2 kW OH.
7w 4.
WBEWH R EZ
e e 2 BB
3 3 3.

%

oy, ok A4 BB B
% 2K,



HEARING A BAND 21

You might post these
leiters for me, at the same

time,
~ Yes, I will.
T shall have to be up the

first thing to-morrow morn-

ing; g0 I'll go to bed at
once, if you’ll get my bed
ready.

Your bed is ready. If
you want anything during

going to the Town Hall to
hear the Manila Con-
stabulary Band?

Yes are you going there
too? " |

Yes, I saw from the

China Press that the band
would play this afternoon,
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Let’s go by tram: time’s

almost up.
Here’s one coming.
‘Step into the first class:
it’g only a cent difference.
Here is Chekiang Road:
let’s step out and walk
“down there,

All right,

What a large number
of men and women are
going to the same place!

Yes, it’s really a rare
opportunity to hear such a
famous band. |

Do you go to the Town
Hall very often?

No, not very often.

Here is the Town Hall,
 Let’s be silent: the band
is going to strike up.

Very fine music.

Yes, the Filipinos are
fine bandsmen, second only
to the Germaus.

Is 1t 80?7 That’s why
the Municipal Band is
composed of Filipinog with
a (rerman conductor,
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ABOUT THE HIPPODROME CIRCUS 23

The music has come to
an end.
- We had better get out
by the rear door: it’s not
so crowded. ‘
- Well, which way do you
go?

Tam going home.

I have to go the other

way. I want to see a
friend . in the western
district.

~ Bee you again.

~ Bee you again.
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About the Hippodrome
Circus

Say, the circus will be
thrown open to-night at

the New World,

No, no, it was already

thrown open last night.
How do you know?

1 was there with Mr.
Sung,
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24 PRACTICAL COMMERCIAL CONVERSATION

Is that so? How did
you find it?

It gave a very fine show.
There were eighteen items
in the program.
~ Was there any act of
particular interest?

Well, the performances
by the horses were very
clever.

Who's the trainer?

Signor Mariani, an Ital-
ian, who seemed to have
had great experience in
that line of business.

Well, tell me some of
his work. "

He set a mare and her
colt to perform what is
called *“ Dignity and Im-
pudence.”’* Both answered
his commands very intel.
ligently.

WS, B 3t B fu .

+ .

HRNRBZHE

i LEFRH A S
5.

Pz A S
BEAMABXZER
&, 0 80 M FE %,
RN YR

ME dn 2, 55 U R B &
&

B —d4t K K — A
By, AT BB X AEF R



AT A HAIR-DRESSING SALOON 25

How about the side
show?

It's quite good. There

were ‘several musical and -

comic entues, the clown 18
particularly fine,

I understand they have
taken in the two well-
known trick cyclists Henry
and May.

Yes, they performed

some very daring feats last

_night
~Ab, it’s worth seeing.
Indeed, it is. Make up
yot_xf"_mind,, to go there
to-night.
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At a Hair-Dressing
Saloon

Good morning, I want a.

shave. Please be quick.
Very well, sir. Please
sit down
Oh, your razor drags'
Is it so? Very sorry.
' strop it.
Just a litile powder, no
wash, please.
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26 PRACTICAL COMMERCIAL CONVERSATION

1 Wént'my hair cut.

Take a seat, please.
What style do you want?
~ Quite short at the back,
but not too short in
front.

Will you kindly look in
the glass and see if it’s cut
to your liking?

- That seems all right.

Do you want electric

massage?

" No, thanks.

Come over to have a

wash, please.
You might give my hair

a thorough brushing. My

head i g full of scurf.

"To be sure. How do
you hke your hair parted?

Down the middle.
Now, it’s ready.
How much?

Forty cents.

Here it is.

Thank you; gooa-vy.
Good-by,
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AT A PHOTO 8TUDIO (1)

At a Photo Studio (1)

, 'I_.Should'like to see some
of your photo pictures.

They are all in this.

album; -

Can you supply me with
a few of these now?

Not now, there has been
quite a run for them, and
all stocks are exhausted.

How long will it take to
execute an order?

It takes at least four
days.

As long as that? Can’t
you finish it earlier?

1.am afraid we have to
dlsappomt you.

Well, then, let it alone.
I want you to develop
some negatives for me.

Yes, what do you want
to print them on, P. O, P.
or bromlde?

Bromlde 1 should like
you: to 866 1f it’s necessary
to retouch some of the
nega.tlves.
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You need not bother:
that will be attended to as
a matter of course.

At a Photo Studio (2)
I want to have my photo
takan.
All right, what size?
One carte-de-visite bust

and one six-inch cabinet
full size.

Come to
please.

the studio,

T want the cabinet one
in Chinese costume.

Take your choice: I'll

show you several costumes

to select from.
This one will do.

How do you like the
background?

It looks all right, but
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AT A PHOTO STUDIO (2)

~ Now, take your sitting.
A little more to the left:
that’s just it. Now, fix
your eyes on this point:
and just a little bit of
smile. Now ready. All
right, thank you.

“Don’t you think it
necessary to take another
exposure?

T don’t think it's neces-
sary. Now, sit for the
carte-de-visite, please. |

I like full face better
than profile.

As you like, Now, just
bend your head a little,
and fix ;your eyes on this
point. Now, quite still.
All right, thank you.

When do you expect to
let me have the proofs?

About ten dhysf from
tO—d‘&}"f

Such a long time?

You see, the weather has
been go-bad lately.
~ Very well, I’ll come in
for proofs  next week.
Good-by.

Good-by.
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At a Bookseller’s o 2 Bk EE
(a) Purchasing School

ke (P BB
Please give me a priced FH#E — A =2 &
catalogue, will you? H T P.
Here’s the latest one. T B ZHH b
I can’t make headortail H R & B 2 K&
of this catalogue. %-
© Well then, may you tell % 4n 2, B F BF 3 %
me what you want? y >3 L P B s A
1 want to get some scliool BRHEREIBEEH
books for my boy. = ma kP # .

‘Will you please come in &% 8 48 3k I W .
here? |

Give me an up-to-date BRARRE B 2%
dictionary, will you?  # .

Here’s our Modern Die- St 28 H B & 8, % 1%
tionary. Price, fivedollars. F JT.

Haven’t you got Web- HRMEET A FMEE
ster’s’ Unabridged - Dic- # 5 IR,
tionary?

None in stock now, but R IEFF K b M 2,18
we shall have some more # — & P, & % % B
in about a week. Z

It’s too late to beof any B W¢ K&, E A~ B A
use to me. Get me a £, 25 08 ﬁﬁ 5& o
copy of Business Training 2 — Jif.

then,



AT A BOOKSELLER’S

All right. Here’s a copy,
price two twenty-five.

Look! it’s soiled.

Sorry, this is the last
copy.

In that case you'll have
to take something off.

- Ten per cent off, will
that do?
All right, I'll take it.

(b) 'Purchasing' Novels,
ete.

Please show ‘me some
latest novels.

Come round this corner
and you’ll have a large

assortment to se]ect from.
Some of the books are

1ather out. of date

Vot a bit, sir, they are
-all up-to-da.te ones,
old ones are in the godown.

Can you let me have a
few: coples on approval‘?

Yes, with pleasure.

The
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I want to get a few books
suitable for Christmas pres-
ents.

There are a large number
of editions de luxe in this
show case.

‘What’s
price?

From five dollars up.

- Oh, what a terrible price
you are asking.

the average

No, no, you see, they are

of morocceo-binding.
Well, I can’t afford to
buy at such prices. Will
you please wrap those
books up for me?
but

Certainly; would

you like us to send them

round to you?

It’s not necessary, but
please pack them ‘up
~ neatly. o

How much do I owe you
altogether?

Seven fifty.

Here’s a ten-dollar note.

Thank you, here’s your
balance. |
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AT A BOOKBINDER’S 3

At a Bookbinder’s

Good morning, I want
you to bind a number of
books for me.

Yes, always very pleased
to serve you. How do you
want them bound?

This dictionary in full
moroceo.

Very well, and this
Handbook of DBusiness
Training?

I would prefer a stiff
cloth binding. Please show
me some patterns.

Here’s a big variety -in
various designs, color as
well as quality.

This appears to be just
about’ the thing that I
want,

And thé‘reza‘t‘?

I have no definite idea.
But what can you recom-
mend?

Well, what do you think
of quarter-binding with
gilt edges?
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That’s not a bad idea.
Still, I prefer sheep leather.

What about edges?

I want them simply
marbled.

Would you like your
name gilted at the back?
- Oh, yes, be sure about
that. How soon can you
let me have them all back?

Not earlier than to-mon-
row week, .

Very well, that will do,
provided I can rely on
your punctuality.
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At a Stationer’s
Good morning. Can 1
be of use to you?
You might show me
some fine note papers with
envelopes to match.

Here they are in various

sizes,

How much is this?

One dollar fifty per
box.
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AT A STATIONER’S 35

Put me down for one
box and show me some
good fountain pens.

- Here's a large assort-
ment,

I Want one that will not
leak and writes smoothly.

This one is fitted with a
self;ﬁllf_ing‘ device and a
ball-point nib.

‘Still, I have very little -

falth in fountain pens.
They ‘all leak and dirty
fingers.

If you ftry this one,
you’ll see the vast improve-
ments made toward that
end.

You ‘people all know
how to puff your oWl
goods.

Not at all, I’ll make a
demonstration and you
will see the differences.

This one seems all right.
But how much is it?

Seventeen dollars.

What, seventeen dollars?
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Oh, no, I beg your
pardon. I mean seven-
fifty.

That’s more like it. But
I think you can very well

dispense with that odd fifty

cents.

Sorry, we can’t accede

to your demand: we make
no money on these pens.
- Very well, I don’t press
the point. You are a
smart salesman, indeed, if
nothing else.

Anything else?

I want to get a few hibs.

What kind of nibs do
you want?

I want some nibs that
will help me in case the
fountain
failure.

“Will you please look
through this
and see if you can find any
to suit you?

Get me a dozen Waver-
ley. | |

pen proves a

show cage
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AT A STATIONER’S 37

We sell them in boxes
of two dozen only.

Get me a box then.

May I show you some
pocket notebooks that have
just arrived?

I am sick of them really,
but you might show me a
few.

- Here are some that go
down with the public very
well.

“They are very nice,

indeed, but they do not

suit my purpose. I want
one with a calendar. -

This one perhaps may
meet your requirements.

But I am afraid it won’t
last Iong

No, you see it is made of
real leather. Tt
any of the'cheaper kinds.

Very well. Il take
this. Now, what pencils
have you? '

Soft or hard?

I s_hould like soft ones.
Will these do you?

~It’1l outlast
A
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They are too hard.
Perhaps you’'ll find these
a8 soft as you require.

1l take a

Exactly so.
dozen. Are they very
dear?

By no means, the price
is only seventy-five cents a
dozen.

If you’ll pack all these
up and send them round
to No. 10 Woochang Road
any time not later than 7
o’clock this evening, with
a bill, you’ll have your
money. '

All right. You'll get
them by that time.

Good morning.

- Good morning.
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With a Printer

Have you sent for the
printer? He is waiting to
see you.

Tell him to come in.

Good morning.
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WITH A PRINTER

Good morning. Are you
from the Commercial Press?

Yes, sir; how can I

serve you?

Well, we want to
get 2,000 invoice forms
printed.

Do you want them to be
exactly the same as the
specimen?

Yes, except ‘these few
headlines that I -should
like to be heavier.

Very well; we’ll run off
a proof and send it round

to ydu*"by to-morrow after-

noon.

That's good. We want
you to print us 5, 000letter-
heads at the same time.

~Same as the last order?

~ Yes, but

stronger paper.
Will this do?
I think it will do nicely.

on much
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We'll send the proof of
the invoice form to-morrow
afternoon.

‘Don’t forget that; our
present supply is running
short.

At a New Store (1)

Good morning, so I see
you've -opened up a fancy
goods store here. How’s
business looking?

Nothing *to complain of,

thanks. Of course, we're
new to the neighborhood
yet. Boy, get a chair for
Mr. Chang.
- Don’t trouble, thanks.
I’d just as soon stand.

‘Well, as the chair’s
here now, you might as
well sit down.

Thanks. When did you
open up here?

Just one month to-mor-
TOW.
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AT A NEW STORE (1)

So long as that? Don’t
you find your place a bit
out of the way?

I’'m afraid it is rather;
kb’ut that couldn’t be helped.
I fhunt"ed high and low for
‘a better site. But business
sites are not to be picked
up for the asking just now,
hereabouts,

- I must congratulate you
on your lighting installa-
tion.

Yes, 1t cost me no end of

worry to get it exactly as I
wanted- it.

You've got quite an
effective shopsign, I notice.

Yes, we’ve followed as
closély as possible the best
lines in that respect.

You seem to be doing
fairly well here.

As well as can be
expected - for newcomers

breaking fresh grounds.

e — &
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I think you find it pretty

hard to make both ends

meet here, with the rents
so high, and business
competition so keen.

Of course the rents here-
abouts make a big hole in
the year’s profits; but
fortunately I am in a
position to sell as cheaply
as my rivals here, and I
handle certain exclusive
lines which they haven’t
access to.

Then you ought to be

able to show me some
novelties not to be picked
up elsewhere in town.

I think if you look
through these you’ll find
quite a big range of really,

exclugive lines, all just in

by the last boat.

I’'m  sorry. These are
all very attractive, certainly,
but not exactly what I

wanted. Have you any-

thing else to show me?
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AT A NEW STORE (2) 43

Well, to tell the truth,
these are only the advance
guard, so to speak. I’m
expecting a fresh lot in by
the next boat, and if you
care to look in then, I
think I ought to be able
to suit you.

Right you are: I'll be
round again some time
next week.

At a New Store (2)

I’ve come to have a look
at your fresh goods; I saw
your advertisement in to-
day’s paper.

I’m very glad to see you,
madam: what can I do for
you?

I would like to sce some
nice shawls. I want some-
thing in the newest pat-
terns and shades.

Certainly, madam, we

can show you a grand line
of fringed silk shawls, all
the latest out. If you'll
kindly come this way,
please.
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There is nothing here
that suits me exactly. You
might show me what else
you have.

Well, how do you like
this one? It’s reversible,

- Ab, yes; that’s the very
thing I want. And I want
another for my daughter,
if you have one in a lighter
shade.

Yes, madam, how would
this color do?

Yes, that’s exactly what
I want.

- 'We received a fresh stock
of ladies’ superior umbrel-
las  yesterday, madam.
Might you be wanting
anything in that line?

Well, not particularly,
just now, thanks; but if
they’re really good and
pretty cheap, I don’t mind
looking at them.

I think you’ll find them
as good as any in town, at
the price, madam.
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AT A NEW STORE (2)

Yes, not half bad. I

have never seen one like
this before. How about
the price?

I am asking fifteen
dollars fifty for that one,
‘madam; but as you’re
buying so many things
to-day, I'll take off the odd
fifty cents.

Kven then I think it's
pretiy dear.

Well, if it was of Japsé
“nese make, 1 could let you
have it very cheap. Itisof
‘the Z-Very“best French make,.

Can’t you let me have
this for less?

I really can’t, madam.

Well, I am not in any

Sp'ecial " heed” of one just

now; g0 if you cannot take
Iess, T 11 “wait till some
other day
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At a Fancy Goods
Store (1)

Please show me some
really good blankets.

Heavy or light ones?

I want heavy ones of
camel wool.

Come this way, please.

What do you think of
this pair?

It’s rather coarse.

No, sir, it’s the finest
you can find in town.

Don’t you have better

ones?

We have other qualities,
but prices are almost the
same.

How much is this pair?

| Twehtv-ﬁve dollars.

| \Vh‘ltl Twenty-five dol-
lars?

~ Yes, you see it’s very
fine stuff, and the size is
very large too, 108 by
80.
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AT A FANCY GOODS STORE (1)

I can’t afford to pay
such a price. Perhaps, at
:t:Wenty, I may take it.

~ Well, suppose we split
the difference and make it
twenty-two fifty ?

- But does it wash well?

You bet Witney’s is
the best on the market
for that.

~Fit me a pair of shoes,
W111 you?

Yes, sure, what color?

~ Tan willow.

Style‘?

English, but broad front
and not too heavy. |
1 think this pair will fit
you. |
The style is all right,
but the size, I am afraid,
is ‘a little bit too small.
Yes, you see! It’s too
small

Try this pair, will you?

It fits me nicely. How
much?

‘We make a sacrifice at
eight dollars.
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Have all packed into a
parcel, please.

Yes, sure. Don’t you
want anything more? We
have just received a ship-
ment of winter shirts.

No, nothing else, thank
you.

‘Shall we send the parcel
to you?

Yes, please. What’s the
total amount?

Thirty fifty.

Here it is.

Thank you. Good-by.

Good-by.

At a Fancy Goods
Store (2)

Anything you want, sir?

Yes, I am looking for a
good straw hat.

We have a good line in
the latest style. Here they
are.

May I try this on?

Certainly, here’s a glass.

Oh! it’s too large.
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AT A FANCY GOODS STORE (2)

What's your size?

I don’t quite remember.
Oh! yes, six seven-eighth.

This one will fit you.

Yes, that seems just
about right. What’s the
price?

Three seventy-five.

Can’t you make it less?

Bvut,k you see, this is a
very good one.

But then the season is
nearly over.

Well, we cut ten per
cent off. 'Will that satisfy
you?

All right; I'll take it.

Anythmg ﬁ@re‘?

Yes, :Shoyw, me some. wool
sweater, will you?

We have a splendid line
over the other side,

What do- you want for
this one?

Ten fifty.
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That seems to be absurd
for a sweater like that.

- Yes, here’s - large
assortment, both in tins
and in bottles,

~Are these Australian
stuft?

No, they are from

America, but you'll find
them just as good.

PRACTICAL COMMERCIAL CONVERSATION

A4

We have cheaper ones. W & 7 B2 I %

Oh! I won’t bother BEAKAEHERE
about it. Good-by. .

Good-by. e
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At a Grocery Store MEEDbPZ®E

Good mormng, can you BR 2RO
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might let me have a ¥ —jyr. |
dozen.

Tins or bottles? e 3% SF W HE 3 SR

How are you selling
them in bottles?
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AT A GROCERY STORE

Three dollars for the

large and two for the

small.

Very Wéll, let me have
the large bottles.

Anything more? We
have some nice butter and
cheese just unpacked.
Would you like to taste
them?

They are just the things
that I want.

This is Siberian butter
at eighty cents per pound
pat, and that American
cheese at forty-five cents
per pound.

Splendid things, they
are! You might put me

up two pounds each.

Can I show you some-

thmg else?

I ‘want some really good
sweets that you can recom-
mend.

Wé have good variety
just nnpacked. Here they
are!
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They appear to have
been somewhat damaged.

No, sir, we always make
it a point to put up only
sound goods.

Well then, I'll take your
word. Please let me have
one pound.

Anything more?

What tin goods have
you?
- We keep all the leading
brands.
- Show me some American
stufl, please,

- Here’s big line for you
to select.

How do prices run?

From fifty cents up.

I'll take these two.

All right.

Send them to my house,
No. 8 Wayside Terrace.
~Shall we Sen‘d ~ them
round at once?

I wish you would.
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AT A PORCELAIN STORE 5

At a Porcelain Store |

Won’t you step inside
and have a look round?

Haven’t you got any
blue and white vases?

Yes, we have the finest
collection in town. Please
step in this way.

What are you asking for
this? _

Six dollars for the pair.

Can’t you break it?

Well, as a rule,
don’t; but as a special
favor in your case we’ll
do so.

Put it aside and show
me some five-color plates
for wall decoration.

Here are a few of them,

Thls one is mnot bad.
How much do you charge?

Flve dollars

o1 What a stiff price!

No, it’s really a bargain.
This is an art plate.

I know, that’s all bluff,
Every tradesman talks the
same thing.

we
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It’s not the case with us.

You’ll notice the difference

if you compare it with an
ordinary plate.

~It’s a good one, I aamit.
But I don’t see how it can
fetch more than three
dollars.

We have sold quite a lot
at a much higher price.
You can rest assured that
with us you’ll receive fair
treatment.

Well, then, I'll add one
more dollar. If you won’t
sell it, I can’t help it.
It’s a case of take it or
leave it.

You are a pretty keen
hand at bargaining.

Please say yes or no.

Really we are losing
money. But, anyhow, we’ll
let you have it at four
dollars simply to retain
your custom.

By the way, have you
any Chinese tea bowls?
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AT A PORCELAIN BTORE

What about these?

Yes, something of the
sort, but much finer.

Sorry this is the only
kind we have in stock at
present.

‘Show me some tea sets,
then.

We have some nice ones
consisting of six cups and
saucers in a tray.

- I don’t need so many
cups and saucers. Can’t
you break the set?

It’s quite impossible to
do it. But, we have some

loose ones just as good.

Are they of the same
design?

Yes, only they are of
lighter coloring.

That doesn’t matter.

‘Here they are.

Oh, I see, they are all
right. What about price?

One dollar per set of two
with saucers to match.

Please put me down for
two sets and pack them
up. |
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Is there nothing else I
can show you?

PRACTICAL COMMERCIAL CONVERSATION

EHEBY TR
% K.

No, thanks. Here’s your 4 5, % B, ¥y 18 1f Bt
money. Please see 1f its BN 3B B R
in order.
It’s all right, thanks. e, Mo, oW
- Good-by.
Good-by. HE
Y O S ——
At a Watchmaker’s o G JE b xRk
~Hollo, Veekee, you must ma R g, MO B oA
bemakingyourfortunefast, {E K > B EZ B S
judging by the way youare X #J 2 3 3
extending ‘your premises.
- Thanks to the kind MESE R K Z
patronage of your good self 3¢ B, %t i W A 1, #
and your friends, wehave ErZ4: S Z B H
done unexpectedly well in By B %.
spite of the market. |
 Glad to hear that, and = H S B > W HE B %
wish you all success. H i E.
 Thank you, sir. What @ # %4 ERE R
can I do for you? 8 R
I want youtorepairmy A B EHEE &
watch. |
What’s wrong with it?
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AT A WATCHMAKER’S

I think it needs to be
‘oiled; it has been keeping
good time until a few days
ago.

Let me have a look at it.

This is it.

I can’t tell exactly now
what’s wrong with it.

Well, then, I leave it
with you for a few days.
You might give it a
thorough overhaul.

Certainly, sir.

I want to get a good
‘timepiece for my boy. It
must be  able to stand
rough wear. |

What do you prefer,
wrist or pockets? |

I think a pocket one will
do better for a boy.

Hunter or open face?

Open face and keyless,

What do you think of
this one? It's really a
boy’s wateh . . . what
we call Ingersoll.

Ah, yes, that's a good
watch. How mueh is it?
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58 PRACTICAL COMMERCIAL CONVERSATION

Five dollars only, with MAEXH WE X2
an unconditional guarantee = 4 2 & &
for two years.

But they are sold at BErEE E JF 7
home for five shillings. Tk o H.

Well, this is a silver one M, B S SR ﬁ X %
costing seven shillings 4 5% 8 +.
six,

Oh, yes, yes, but give M B E. BRE—H
me a nickel one, B K. /

Here you are, three GER=Z=THAM
dollars fifty.

Do  you guoarantee to FH @lﬁ% wn = G 2 Z
put it to rights for two R ERA R AL ET.
years without any charge?

Sure, we’ll give you a VR BB RSB
warranty for that. Ve

Now, here’s three-fifty. Z=EXNhAER

Thank you. oA,

e el - D A A
With a Shoemaker WHF S

Good morning. Have REZ BEARK 2
you any ready-made boots ¥t Ll & E B &.
to fit me?

Well, sir; what is your A, % &, K A FE WM.

gize?



WITH A SHOEMAKER

Well, really, that’s more

than I can tell you. But
you can see from the ones
1 have on.

You might sit down,
please, and let me have a
look. |

~What kind of boots do
you prefer, elastic sides,
lace or button?

Anything will do, so
long as it i3 a good fit.
You might show me some
of each.

Here is a nice pair of
box calf balmorals, Very
stylish, and I think, just
about your size.

Oh! They don’t fit me
at all.

Try this pair, then.

They are too lar'ge.

Well, are you in a hurry
for them?

Not in

‘ any
hurry; why?

urgent
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Because, if not, I would
rather advise you to let us
make a pair for you. In
goods made to order the fit
is always better.

Yes, I suppose you are
right. You might measure
me for a pair, then.

Very well, sir; are you

troubled with corns?
No.

Have you any special

- wishes as to how the boots
are to be made?

Yes; I want lace Ox-
fords, .With. round toes;
and, above all, don’t make
them too tight.

And do you prefer them

heavy or light?

Medium, please. When
can you have them
finished?

It will be some time next
week, as we have a large
number of orders just
now.
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WITH A SHOEMAKER

1 would be glad, if you
could finish them earlier.

Veryf,well, we'll try to
push them through before
next Wednesday.

~What are you going to
charge me?

Eight fifty.

That’s more than I've
bé_en paying; but if they
are . good, I shall not
grumble at a few cents
niore or less.

You’ll find no reason for

complaint, sir, if you deal
with us.

By the way, do you
undertake mending?

Yes, sir, for our own

customers.

That's capital. I have
gome boots that want
re-soling.

Shall I send round for
them, sir?
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- Never mind; I will let
your man have them when
he brings the new ones.
You might let him also
bring round a couple tins
of boot polish and a bottle
of brown boot cream at the
same time,

Certainly, where shall
I send them?

To this address, please,
and let him have a set of
brushes too, as my present
ones are about worn out.

Very well, sir; I'll send
them altogether in one lot,
along with the boots.

PRACTICAL COMMERCIAL CONVERSATION

 —— e —a darre 2

With a Tailor

- Good morning, sir. Do
you want me?

Yes, you are just in
time; I am on the point of
going out.
measure
suit.

What kind of suit?

I want you to
me for a new
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WITH A TAILOR

TLounge suit.

Very well. I have some
very good stuff just in for
the season.

~Jet me look through
your patterns first.

I have a preity good
mnge of choice here.
What can I show you
first?

I want to see some of the
‘serges.

What about this piece?
It’s very stylish.

I am afraid it’s too thin
for spring wear.

Well, then, what do you
think of this one? It's
much thicker.

I don't think it will
stand any rough wear.
I'll guarantee it.
if it does not turn out
satisfactory, you can have

your money back.

Oh, that’s only trade
talk. Let me see some of
your tweeds.

And
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Here’s the pattern book,
The clippings are Scotch
tweeds that are so popular
here lately.

Yes, that’s the thing
which I have been thinking
about.

If you would let me
adviseyou, I would strongly

recommend this one. It's
thick and soft. |

Let me feel it. Ah, it
seems all right.

I have just had only a
few lengths from London,
where it’s all the rage
NOW.

What about price?

Thirty dollars, sir.

Very well, T'll take this
one, Now, you might
measure me for the suit.
~ What style do you prefer,
English or American?

- What do you recom-
mend?

 Well, everybody has his
own taste. But the Ameri-

can is  much
now.

preferred
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WITH A TAILOR

If it’s in fashion, I'll
have it made in that style.

Sure, it is. Are you
ready for the measure?
~ Yes, I want the coat a
little bit loose.

Do you like the trousers
high in the waist?

Moderately, please.

A_nd the legs tight, loose
at the bottom? |

Yes, please; but see that
they will hang well.

And the cuffs plain or
buttoned?

I should like them
buttoned, |

That’s all, sir; thank
you.

By the way, I want only
two buttons,.

Yes, that will do.

When can you let me
try on the suit?

Let me see;
Thursday next.

Be stire to brmg it round

I think

on that day: I must have

it ready for me before
Sunday next.
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66 PRACTICAL COMMERCIAL CONVERSATION

I’ll bring it round to
your house by 8 o’clock
sharp Thursday morning,
for certain.

Well, don’t forget. Good
day.

Good day, sir.

EVXREMER L
AREZZERN L.

R BN BE
kA

Good morning, sir. I

have brought the suit here
for you to try it.

Ah! that’s very good, I
was just getting anxious
~about it. I am glad you
have kept your word this
time.

- We started working on
it soon after your order
was given.

‘Well, let me see how it
fits.

Please look in the glass
while you try it on.

The ~armholes  appear
rather too tight.

By no means, they just
fit you.
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WITH A TAILOR

I think it’s a bit too
long at the sides. Do you
think so?

Yes, very little. It can
be easily remedied.

And the sleeves much
too long.

But I think you want it

a little bit longer in the
spring.
~ Yes, but not too long.

I so, I’ll cut down, say,
half an inch.

Then, you see, the cuffs
are too tight.

Il release them a bit.

The front appears all
right, but the back puckers.

Yes, some slight altera-
tions are needed.

Now, let me try the
trousers on. |

Here they are.

It's too tight below; I
can’t walk with ease,

Let me see. -Oh, you
haven’t puiled it up
enough. |
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68  PRACTICAL COMMERCIAL CONVERSATION

Still, it’s a bit too tight
between the thighs.

But for all that, the
trousers fit you quite well.

Now, make sure that
you send the suit round
not later than Saturday
morning sharp.

You can have my best
assurances for that.

Good-by.

BEE R R R
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Good morning, sir.
Here's your suit. Would
you like to try it on?

Yes, sure.

It looks all right, except
in one respect. |

What is it?

It wrinkles between the
shoulders.

Let me see. Yes, only
very little.

I can’t wait, I want it
aliost right now.
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AT A FURNITURE MAKER’S 69

you have made a mistake.

Well, if so, you justput PEEm 2, B 4 H 7
it on to-day, and send it F¥ 5 L E ¥ — 6 E
back for alteration on @t 7 . |
Monday. |

All right; I will do HiFEmnLE >
that.

How do you find the BB AR E #F 4.
stuff? -

It appears all right, but EaeEEERE.
the price is stiff.

That’'s what we ‘mean B EE& i — &
when we say quality versus g% — 4 15 4.
money.

At a Furniture Maker’s %35 % R Jk b 2> 3k 2%

What would you charge 45 ZFA K A, # i
for a suite of bedroom %515 #&
furniture?

It depends on what kind HEWRFRE T E
of stuff you want. Prices Z & ¥ 40 {7 Wi &; 1 #%
run from seventy-five to H-ELTHILE=ZH 5.
three hundred dollars.

I want one in teak, con- EE—FIL+ A4
sisting of eighteen pieces. T DA H K

That must be a very big BB —ERBR K ZHR
suite. 1 am very afraid R;ER R TH B
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Why, yes, I have made
a mistake. I mean a bed-
room and a dining-room
~ suite.

Here are some of the
most popular designs to
select from. What style
do you prefer? |

I prefer American to
German style,

“Well, both seem not bad,
but the American style is
much heavier. Prices are
the same, hundred twenty-
five for the bedroom suite
and eighty-five for the
dining-room.

How soon can you finish
the job?

I should think about
three weeks from to-day.

Oh, that’s too long. 1
must have it before Christ-
mas at the latest.

Impossible, it ean’t be
done. Our hands are full
and then we have to season
the wood.
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AT A FURNITURE MAKER’S 71

Then, what is the quick-
est time you can finish the
job?

It's no use to make
promises that can’t be
kept. |
-1 want
polished.

Certainly. By the way,
it’s our rule to charge an
advance on the first order.

How much do you ex-
pect?

them well-

Any amount will do.
It’s purely a matter of
form.

Well, here are ten dol-
lars. Please give me a
receipt.

Surely, what else can I
do for you?

Nothing more. Good

morning.
Good morning.
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Have you finished my
suites?
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Sorry, sir; we have had
our hands so full this week
that we really couldn’t get
your job through.

I suppose I gave you to
‘understand distinctly that
I need them badly.

Can’t you wait for two
more days?

" But could you deliver
them by that time?
- Certainly, yes.

I hope you will not dis-
appoint me any more.
Good-by.

Good-by.

WH, B4 A b,
W A EHEZZN®
W T, KM%

ERzHSE T M
BT aEHE

EXREHR_-_KT

R BRI AT
HR.
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Good morning, how
about the suites?

They are ready for deliv-
ery. Would you like to
have a look at them?

Where are they?

‘They are I)lng on that

gide,

Are these tuo suites
mine?
" Yes, how do vou find

them?
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AT A FURNITURE DXALER’S 73

'They seem to have
turned out satisfactorily.

We are pleased to hear
that.

I expect to be able to
put quite a lot of work in
your hands during the
next few months.

UEHE.

oty 3 SN0 e e e

At a Furniture Dealer’s

- I want a complete lot of
furniture for my new
house.

I suppose you want
something choice?

Well, yes, I want it
elegant and substantial;
but not too expensive.

If you will kindly step
this way, I'll take you
through our showrooms.
How do you like this
drawing-room suite?

Is it strong?

Both strong and elegant.

How many pieces in the
suite?

KBIED 2B

B2 2] i . 9 #
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A gettee, two armchairs,
two round chairs, and two
small easy chairs, all up-
holstered in tapestry.

You might remove the
covers, please d hke to
examine the seats.

Everything is quite new.
Here is a round table that
would go well with the
suite.

Yes; this is about what
I want; but what do you
ask for the lot, as it stands?

We’ll discuss prices aft-

erwards. Here is a nice

carved chiffonier, just the -

thingforthelady’s boudoir.
It’s a fine piece of work.
Let me have a look at
the inside, please.
The finish is superb,
both inside and outside.
Yes; it’s not half bad.

But before I decide, T'd |

like to see what you have
on hand in the way of
dining-room and bedroom
suites; and we can decide
on the whole lot together,
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AT A FURNITURE DEALER’S 75

Well, here is a splendid
oak dining-room suite,
with a large extension-
table, six well-made chairs,
a carved sideboard, and a
‘dining wagon. The table
has four extra leaves, and
so-can be let out or taken
in at pleasure.

I am afraid it is too large
for my purpose.

Here is a smaller one,
of about the same sort.

Oh, that will do splen-
didly: by the way, where
are your bedroom suites?

Oh, I have a fine range
of those upstairs.

Well, we’ll run up and
nave a look at them.

Here is a nice bedroom
suite, congisting of a double
wardrobe with mirrors, a

marble top washstand, a

towel horse, and a bedside
table. How will these do
you?

It's not at all what I
want,
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Then what about those
in the corner over there?
They are much better
finished.

Yes, these seem more
like it. Now, let us dis-
cuss prices.

Are you going to take
the chiffonier?

No; we can leave that
over for another time.

Well, as you are taking
so much stuft at once, I
will let you have every-
thing at bed-rock prices;
say $75 for the dining-
room suite; $60 for the
drawing-room suite, and
$125 for the bedroom
suite; that is $260 for the
lot.

Does it come to so much
as that? You ought really
to be able to knock some-
thing off, for cash down.

I couldn’t really, I've
quoted you the very lowest
figures I could possibly let
them go for.
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AT AN EMBROIDERY SHOP 7

Of course I expect the ZEZRE P E
prices to include delivery 45 3 1% 7 ¥ & 5 &

at my residence.

To be sure. B #k.

Ah! I forget my library. B ESEZER R
What have youinthe way B A FH Z B EBH
of furniture for a study? {of & 2% H.

I have several really fine MEBEAEE mEZH
suites on hand; but I'd B8 A F HE 1
sooner see the room first, FF 2 {7 &, ¢ B & #
it would help me the better .
to gauge just what is
wanted. . ,

Very well; you’ll find H 4, BB KB HKE
me at home all day to- W, BV B MR B

morrow ; but don’t forget to & A ¥ i= B ¥ 2K.
bring some catalogues to
my house with you.

I’ll bear it in mind. E R Ul o Y A
(rood-by.

Good-by. il
——;—-»W«———
‘At an Embroidery Shop  j& & JX b > 3% 3%
What do you think of HAz HENE 2

having a look round at an ¥, & UL & u 4.
embroidery shop in town?
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Yes, that's a good idea.
Perhaps we might be able
to get something for our
people at home.

Do you know where these
shops are?

Better get the hotel peo-

ple to direct us to the right
one.
Well, -
right away out for shop-
ping.
What’s that coolie doing?
'He's perhaps taking a
short cut.’

Say, I want you to show
me something that is really
exquisite.

- What do you think of
that scroll over there?

0 it’s
handmade?

To be sure, we never had
anything machine-made in
China.

lovely. Is it

What does the picture

represent?

we Dbetter start
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AT AN EMBROIDERY SHOP

It represents a scene
in the mid-autumn night
when the moon is at its
brightest.

Have you similar scrolls
of a smaller size?

We have smaller sizes,
but not of the same picture.

Show me some, please.

Will you come in here

and have a look alound‘?;

Ah, you hung all your
serolls up here for i m<=pec-
tion. I can see better now.

~ Well, that’s the best way

of ‘giving our clients a
vood view of all the new
work just in,

Oh, I see, these are all
the new works. What a
fine collection!

John, you see the dragon
on that piece?

Yes, it's an exquisite
piece for a cushion cover.
But that center-table piece
is also not bad.

You mean the piece with

two birds on?
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No, no, just right to the

large piece with a little
Pekingese dog on.

Ah, yes; that’s a very
good one.

Which takes your fancy,

sir?

How much is that one
‘with a dragon on?

Only ten dollars.

Do you think that rea-
sonable, Cook?

It’s not unreasonable,
considering the quality.
But still, you can bring him
down a little bit.

Well, man, we offer you
eight dollars.

It’s too little. We make
very little on these small
things.

Mind you, we are not at

‘all strangers here. You
people bargain all the

time.

Say, nine dollars.
Would you take it at that?

No, I have offered too
much already.
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AT AN UMBRELLA STORE 81

All right, we let you
have it at eight dollars.
Anything more?

Not to-day. Here’s your

money.

Wi FEABU AL

2, B MY

THAEZERERER.

e PO O e

At én Umbrella Store

~ Good afternoon, sir.
Walk in, please.

You might show me
what you have in the way
of silk umbrellas.

Certainly, sir, we can
show you a splendid as-
sortment, all new goods.

I want something spe-
cial; something out of the
ordinary.

How does this suit you?

Haven’t you anything
larger?. | |

Oh, yes, here is one that

might suit you.

Yes, that’s just what I
want; but what about the
price?

Ten dollars.

H b 2 Bk ES
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What! ten dollars?
much as that?

Yes, this is one of our
exclusive lines.
~Can’t youshade the price
a bit?

No, I'm not charging
you anything out of the
way. It is made of the
very best stuﬁ’ and fitted
with strong, light ribs, and
an unusually artistic han-
dle. I have any number
of cheap lmes, from three
dollars up; but you will
find them no good in the
long run.

Oh, that may be right
enough; but still I think
you can come down a
bit; what do you say to
eight doliars?

Oh, no, that’s taking the
bread out of my mouth.

Well, suppose I offer you
eight fifty?

Very sorry, I can’t think
of it. o

Well, I think I have to
pay you that much.

So
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AT A JEWELER’S (I) 83

If you will kindly leave

% 5 05 W 8% 4

your address, I’ll send the H H¥# BR X E AL
umbrella round for you.
Don’t trouble, thanks, 94 H B B .
-

At a Jeweler’s (1)

I am thinking of buymg
some jewelry; do you know
of any place?

Oh, yes; there is one
quite near here.
- If you could give me
the address, I would be so
much obliged.
“Here’s one of their busi-
ness cards.

Oh, I know that place

quite well by name.

1 understand that they
are doing a - pretty good
business.

Do you think there is
M, FEH % Bz B R

no danger of my being
taken in over quality or
price?
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I don’t think so; I have
dealt with them since they

were first established; and

they have always given me
satisfaction.

I suppose you would not

mind my mentioning your

name to them.

 Certainly not; they wiil
be glad to find themselves
remembered by an old cus-
tomer.

It’s very kind of you.
Well, I think I'll just run
across there, and see if

‘there are any bargains to

be picked up.

'Good morning, I just

step in to see if you have

anything to suit me, as
Mrs. Brown spokeso highly
of you,

Oh! Mrs. Brown is one

of our oldest customers.

It was kind of her to re-

member us. Well, now,
what can I do for you,
madam?
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AT A JEWELER’S ()

Have you any really nice
rings? Some that you can
honestly recommend?

Certainly, madam, here
are some in heavy eighteen

carat gold, and of exquisite
workmanship.
-~ Let me try thison. Ohb,

I’m sorry it’s rather too
large for me. You might
see if you have some
slightly smaller, of a simi-
lar design.

What about this? It is
nicely * set up, and the
diamond is of particularly
fine water. |

Oh! yes; and I suppose
the price is as nice as the
ring?

No, I would let it go at
a sacrifice. | T

This fits me ‘well; but
somehow I like the first
one better. Can’t you
make it a bit smaller for
me?

Yes, I can.

Well, then, what would
be your lowest price for it?

5,k 2.
{6 4 1.
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The lowest I can go will
be thirty-five dollars.

Can you get my initials
engraved on it?

Oh! yes, I’ll put one of
our best bands on the job,
and will make no charge
for the work.

Well, I'll take this.
What are your mltlals?
My initials are B. H.
Very well.

I want a gold chain.
Mine is growing old-

fashioned. What Cvgbuld_
you allow me for it, in

exchange for an up-to-date

one?

Will you let me weigh

it? |
Here it is.

1 would allow you $40
on this. Hereis asplendid
chain of exquisite work-
manship.

Yes, it is quite lovely;

I suppose you "1l guarantee
the gold?

mwﬁ
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AT A JEWELER’S (1)

Certainly.

Do you make all these
things yourself?
- They are all made in
our own premises,

Well, I've a mind to
take that chain; only I am
afraid you’ll be asking

more for it than I can

afford.

What do you say to
sixty-five dollars? 1It’s the
lowest 1 can let it go for.

Oh, that’s a long way
beyond me.
come down to fifty-five?

I’ll knock off ‘the five
dollars,

Can’t you

and make it a
round sixty.

All right, then; I'll take
it at that.

Well, I must congratu-
late you on getting a real

What else can 1
d'o_’for' you?

barga,m,
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Not to-day, thanks.
You might pack these all
neatly for me, and if you
let me have the bill now,
1 will pay you cash down.

Thanks; here’s the bill;
and here’s the packet.

1 think there’s a mistake
in the bill.

Let me see. Ohl! yes,
we have overcharged you
fifty eents, we aré sorry
for this oversight.

I can see it was a slip of
the pen.

At a Jeweler’s (2)

Good morning, you seem
to be doing a good busi-
ness. | |

Good morning. Thank
you for the kind remarks.
Did you find your last
purchases satisfactory?

‘Perfeétly, ‘thanks.

Well,r what can T do for
you?
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AT A JEWELER’S (2)

I look in now to ask you
if you can make me a cuff
link to match this.

Just let me have a look
at it a moment, please.
Oh, yes, this was made in
France', evidently; and is
a marvelous bit of work,

Do you think you can
copy it exactly?

Sure, but it will take
some little time.
~ That doesn’t matter, so
long as you get it done
exactly the same.

1 suppose you can leave
this with us for a pattern ?

Certa,inljr, of course. By
the way, what is the price
of that silver flower vase?

That is not for sale: it
is a bespoken order.

Well, no matter: what
is the meaning of that
figure over there? |
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That’s a crane; an em-
blem of longevity. I ecan

HEREH RS 2 #
ECRUR ﬁﬂﬁ‘!"é,?ﬁﬁ&ﬁ

make a duplicate for you, & ¥ — .
if it takes your fancy.
Not for the present, any- 3 A BE ZH, 33 6.
way, thanks.
et i e GOt e e

At a Curio Shop

Good morning. What
have you on hand in the
way of curios?

Well, we Lave a pretty
wide range. Please come
in and see if anything
takes your fancy.

Is this blue and white
vase a genuine one?

Yes, it’s a rare one too.

What’s the age?

It’s Kang Hisi.

What! is that Kang
Hsi? Don’t bluff me.

We never take advantage
of the ignorance of any
of cur customers.
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AT A CURIO SHOP 91

Whether it’s a genuine
one or not, it doesn’t con-
“eern me. I won't bother
any more. But please show
“me some old coins.

~All right, we have a

large collection, including
some very quaint old ones.

Can you guarantee their
‘genuineness?

No, not coins.

How do prices run?

This one of the Han
dynasty is two dollars:
that of the Yuan only
seventy-ﬁve cents.

Well, I’11 take one each.
Now, if ‘you have any real-
ly A 1 screens, I should
like to have a look at
them,

‘We have only one pair
“on hand of a very big size.
It's- Kzen Lung five-color.
There it is.

Ah; -t_ha_t. lookslike some-
thing quite out of the ordi-
nary run.
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It's a gem, in fact. We
got it from a high official
of the late Manchu court.

Is that so? What do
you ask for the pair?

Two thousand dollars.

Oh, my! What a ter-
rible price;
you half as much.

Yes, it seems to be high
at first sight; but if you
examine it closely, you’ll
find it worth the money.

- Well then, leave it alone.

I'll look for some other
things.

Have you any famous
old pictures?

We have a few mostly
of the Sung dynasty. They
are all hung up here,

That one with an eagle
on a perch appears to be
something quite quaint,

It’'s supposed to be from

the pen of the Emperor

Sung Siang. “But to tell
the truth we can’t vouch
for its genuineness.

I can’t offer
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AT A CURIO SHOP

Well, well, you are pretty
candid in some ways.

We can’t stake our repu-
tation.

At how much would you
be prepared to part with
it?

Not less than ten dollars:

the others are much
higher.

8o, I suppose I must
take it at your price.
Have you any bronze
incense burners?

Here’s a grand collec-
tion from the Han to the
Ming.

What do you say to that
piece?

Not half bad, if
take my word.

you

It’s queer-looking, but I
am afraid it’s not genuine.

O yes, it is; it’s a rare
one t0o. B

How much would you
ask for it?
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94 PRACTICAL COMMERCIAL CONVERSATION

Forty-five dollars. Ii’s
a sacrifice.

I'll give you forty dol-
lars. If you agree, please
pack them all up for me.

All right, we'll let you
have it at that.

How much is it alto-
gether?

Dollars fifty-twoseventy-

- five.

~ Let me have a pen and
I'll make out a check

Here’s a pen. |
~ Now, please see if it’s all
" right.

Quite right, sir, thank
you.

Good-by.

Good-by.
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At a Pharmacy

Yes, sir, what can I do
for you?

I want a bottle of Sana-
togen.
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- AT A PHARMACY

Let me see if we have
any still in stock, the war
has cut short our ship-
ments.

Is that so?

Oh, yes, there are very
few steamers on regular
running now.

Too bad, indeed, I wish
the war could be stopped
at once.

Every one so desires.
Ah, you are lucky enough.
Here’s the last bottle.

How much?

Three dollars.

- What? As high as that?
I remember I paid only
two fifty for my last bottle.

Yes, that’s before the
war. Everythmg has now
advanced twenty per cent.

What a terrible effect
the war has on our daily
living! I suppose I must
pay three dollars for that
bottle.

Very hard on the house-
holders, indeed.
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Well, put it aside and
show me some scent—some-
thing for the handker-
chief.

Yes, sir, you'll find a
large selection in this
case—all the usual lines.

What can you recom
mend for a lady?

That depends very much
on individual taste. Violet
is very popular now.

What ‘about cashmere
bouquet?

It’s not bad.

And these
extracts?

‘They are not good as
presents for a lady.

- Put me down for that
box of violet.. What toilet
soaps have you?

What do you prefer,
scented or unscented?

Really I don’t mind
which, so long as it’s
good.

- Here’s the well-known
Pears’ brand —it’s a capital
soap for the skin.

miniature

PRACTICAL COMMERCIAL CONVERSATION

3 % %, R U
F K0 B F b A A

o

B B w3y
R E P o md
N@EBRF AP
X b
& H .

¥ 4T R W F& K du .

BRRE.
e 5 B S H 0

< WA H B LT

mMAREE K &G R
MAK HAMMER
¥E e .
AEMMEAFEF
I F & P
CRL R R



AT A PHARMACYX

Haven’t you anything
better?

Well, we have a wide
selection. But really we
can’t recommend & better
soap than Pears’.

I have been using Pears’
for a good many years and
1 want a change.

What do you think of
this—the Dog brand?

It smells too strong.

And this Colgate brand?

Yes, it’s better.

It’s a superfine soap, and
the price is also very rea-
sonable, only seventy-five
cents a box.

'l try a Dbox.
are those boxes? ‘

They are trial boxes for
free distribution. We’ll
let you have a box.

Thank you. What’s that
bottle with a blue ribbon?

It’s shampoo mixture—
our latest specialty, a
luxury for cleansing your
hair and scalp.

What
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98 PRACTICAL COMMERCIAL CONVERSATION

How are you selling it?

Only a dollir a bottle—
a splendid value for the
price.

You know how to puff
your goods all right. Any-
way put me down for one
bottle.

Anything more?

No, thanks. How much
does the bill come to?

In round figures, five
dollars.

Here’s your momney.
You might send the packet
to my house, No. 10 Woo-
chang Road.

To be sure,

Good-by.

Good-by.
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At a Department Store

(a) In the Fancy Goods
Department
Good morning, madam;
what can I do for you?
You might show me
what you have in silk
gloves.
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AT A DEPARTMENT STORE

Yes, madam;
dark?

Dark, please.

How does this suit you?

light or

It’s a lovely color; but |

rather too dark.

Perhaps this is more to
your taste,

That seems more like it;
but this pair seems a bit
too tight.” I suppose I may
try them on?

Cértainly, madam; let
me stretch them a bit.

Oh, yes; they seem a
perfect fit. How much?

Three dollars a pair.

I'll take this pair. Can
you show me anything new
‘in the way of gentlemen’s
ties?

We have quite a large
~assortment of the latest
fashion. Is there any-
thing among these that
would suit you?

These seem rather dead;
I want something in a
brighter color, and of a
more striking pattern.
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Here’s a large range in
spots, stripes, and fancy
patterns, to suit the most
fastidious taste.

Yes, that seems about

what I want. What are
you asking for this?

The  prices are marked
in plain figures on the
tags. |

Ah,soIsee! Well, give
me a couple of these.

Thank you; what next?

I think this is all, to-
day, thanks. But I shall
be looking round again
shortly.

I hope so. We like to
see customers call a second
time.

(b) In the Hat Depart-
ment

What is this year’s style

for soft felt hats?

This style is all the rage
just now; try it on.

Where’s your glass?
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AT A DEPARTMENT STORE

Here it is.

It fits me well; how
much?

Seven fifty.

That’s a bit stiff.

By‘r»lo means. Thisone

is cheaper—it costs about
half of the other, and it is
in this season’s latest style.

That’s not at all what 1
want. The crown’s too
low, and the brim’s foo
narrow,

How do you like this,
then?

That’s
much?

Tour fifty.

You can pack this up
for me.

better; how

Thank you, what next,
'please? We have some
nice black hats just in.
Or would you like to have
a look at our fancy caps?

Not to-day, thank you.

The parcel is ready for
you now.
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Here’s the money.
Thank you; good-by.
Good-by.

(¢) In the Remnants
Department
I notice you are advertis-
ing some bargains in rem-
nants, May I have a look
at them?

‘Certainly, madam. The

remnants bargains are over

yonder.  If you will kind-
ly step this way, please.

This lot is quite lovely!
How much is it?

The price is marked on
each lot.

Oh, yes; two fifty.

That's a bargain, isn’t
it?

I don’t know.
it is so. |

Is there nothing else I
can do for you to-day?

Not to-day, thank you.
I think I have done pretty
well for one day’s shop-
ping. You might make
out my bill, please.

Perhaps
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AT THE POST OFFICE 105

Just eight dollars. L A

You might send the GO oM e e Sk
pareel to this address. % 2.

Here's the receipted bill. W $E e B

Thank you. .

At the Post Office B H b Bk

Have you any poste res- BRAR W S%H K
tante from London, for B B I Z 17 8 F
James Kinnard?

I beg your pardon, sir; 4 FEBERMEB A
what is your name? y RO |

Here is my card. B AR TR

I think not, but I'll see, EHE M2, RE E R
it youwll kindly wait a Hjf& %0 R, & W — &.
moment. |

You won’t be long, g N, E 3k
please, as I'm rather in 4 & M A
a hurry this morning.

Yes, here are five letters; B B AGE T
but there are two of them Hv 4 = &, & 41 4% # 4
you have to pay four cents & ¥ 7.
each. |

That means eight cents 3t B A 4, #& &

altogether, doesn’t it?
Yes, 2.
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‘Here’s a ten-cent piece.
Please let me have the
balance in stamps,

What is the postage on
this letter, please?

Three cents.

Would you kindly see if
‘this letter is over weight?

- Let me weigh it. Yes,
it wants another three-cent
stamp.

Am I in time for the
Siberian mail?
-1 am sorry;
just missed it.
have a chance of catching
it if you send your letter
to Nanking by train.

What are the size limits
for foreign parcels?

They vary_ according to
the country. Where do
you want to send yours?

To Germany

Sixty centimeters every
way. The maximum
weight is five kilo.

You might cash this
money order for me, please.

you have

But you
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AT THE POST OFFICE

The next window to the
right is for money orders.

Please sign your name
on the back of the order.

I want a money order
for five pounds for London,
What would that be in
dollars?

Dollars sixty. Here is
an application form.
Please fill in the blanks.

Would you kindly tell
me how long it takes a
letter to go to America
from here?

Usually nineteen days;
but if there is anything of
value in the letter you had
better 1eg18ter it.

What is the extra charge
for registration?

Tive cents.

Could you kindly trace
a missing letter for me?

What’s the matter‘?

I mailed a letter to
Pekmg on the 14th, and
up to the 25th it had not
reached its destination,
How do you account for it?
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Are you sure the letter
was posted on the 14th?

It was, as far as I know.

My servant told me he had
distinctly recollected post-
ing it on the evening of
‘that day.

Well, how did you learn
of its non-arrival? B

By a letter just to hand.

May I look at that en-
velope, please?

Certainly; here it is.

This letter is posted at
Peking on the morning of
the 18th.
might have left here on the
mo’rnfihg of the 15th, so it
might not reach your cor-
respondent there till after
his letter was written.

Your letter

Ah, yes, your explana-
tion is probably correct.
I sunply supposed that
mme had left here on the
14th_ Excuse me for hav-
ing troubled you. o

EEE ¥
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AT THE TELEGRAPH OFFICE

At the Telegraph Office
Is there any telegram

for me?
‘What is

please?

your name,

My name is John Geld-
art.
~ Let me see. Oh, yes,
there is one from Kiu-
kiang.

Is this the one?

Yes. Please sign this
receipt.

I can’t understand the
message at all.

How is that?

I think there must be
either some omission or
wrong spelling.

Probably the original
message had some words
illegibly written.

Then, what can I do?

You can have your mes-
sage repeated.

Am I to pay for the
repetition?
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Yes, one quarter of the
whole amount.

Please have it repeated.

Now, this is the repeated
message.

Oh! I see.
mistake.

The charge is dollazs
two—one quarter of the
amount eight.

Here you are.

Thanks,

By the way, sometimes
I find some words muti-
lated in a message. Do
you charge something for
repetition?

- If the mutilation is done

by the censor, as in the
case of war, no repetition
can be made.

Is that so?

I want to send a mes-
sage. Let me have a
printed form, please.

There ’s the

Yes, here if is.
How much will that
message cost?

Six dollars.
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AT THE TELEGRAPH OFFICE

How did you count the
number of words?

The address is counted
as two words.

Oh, I see.

1f T send a cablegram to
New York now, how soon
can 1 have an answer?

Well, if the addressee
replies promptly, you will
probably get your answer
by to-morrow afternoon at
the latest.

How much a word would

3Lcablegram' to New York
cost?

Two dollars forty.

Suppose 1 send a wire,
with ““reply waited for at
the office,”” how shall 1
indicate it?

If you will kindly write
“R. W.” before the ad-
dress, that will be all
right.

Then please send this
message for me.
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I am sorry it cannot be
transmitted for a while,
as cOmmunica,tion with
America has been inter-
rupted since yesterday.

Then 1 suppose the only
thing to do is to leave it
with you. Please try to
get it through as soon as
the line is working again.

If you are in a great
burry, it would be better
for .y.'ou;rto,: add the word
“‘urgent’’ after the address.

Do you make & charge
for that word?

Yes, it is the usual rule.

So_'I ‘have to pay two
forty more. Here’s the
méney.

Thanks.
receipt.

This is the
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AT A MONEY EXCHANGER’S

At a Money Exchanger’s

Change this note, please.
What kind of change do
you want?

Five dollars paper, three

silver,and two small money.

Here they are. DPlease
count them.

Are they all good?

You Lad better examine
them yourself.

This one doesn’t look
proper. Will you change
it? |

It looks nothing wrong.
Anyhow, here’s another.

What's the dcllar rate
to-day?

Seventy-three.

How much is five taels
worth?

Six eighty-five.

Do you buy gold sover-
eigns?

Yes, to-day’s rate is ten
-nmety-ﬁve

How did you arrive at
that figure?
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Sterling exchange is two
six to the tael and dollar
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With a Customs Officer

o Gentlemen, all your lug-
gage must be taken to the

Customs House before it

can be removed.

 Where does - the ex-

amination take place?

At the Customs jetty.

Are you the .éxamixiing
officer, please? |

Yes, what is it?

Would you be so good
as to examine my luggage
now?

Where are you from?

From the China.

What are these?

My own wearing apparel, |

nothing more.
Nothing to declare?
Not that I know of.
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WITH A CUSTOMS OFFICER

What is there in that
leather bag?

Oh, only a few little
presents for my friends.
You can open it and see.

All right, you can take
your luggage away.

You should have your
luggage examined here.

Why? these are only
personal effects.

That may be so, but it
is the rule to examine
everything landed from a
ship

"Here are the keys.
Pledse be caleful in search-
ing, There are some
fragile things in it.

What is that in the other
corner?

Only a few things for
my own use.

‘What are the contents of
this trunk?

Only clothes and articles
of wearing apparel.

What is in that box?
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A few books and prints.
You will have to pay
duty on these.
"Why? they are simply
samples.

I am sorry; you have
more than the regulation

allowance of samples

Tell me, then, how

much I must pay.

You must make out an
application, go round to
the General Office and pay
the duty there.
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At the Customhouse W Bk ik
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Is it Shanghai cotton?
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Well, you have to make

out an export application
and attach it with the
shipping order.
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AT THE CUSTOMHOUSE

Is the cargo required to
be examined?

Yes; it is a malter of
course.

When will
amined?

it be ex-

When you send in the
application, we will mark
on it the place where it
will be examined.

Is that so? Here is the
application.

Now, take the cargo
together with this applica-
tion- to the wharf where
the steamer is lying. You
ask the Customs examiner
there to hold the examina~
tion.

Thank you. But what
ghall T do when the ex-
amination is over?

Come right back to the
waiting room, where you
will get a Duty Memo call-
ing on you to pay the
duty. |

Where shall 1 pay the
duty?
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At the Bank of China,
right behind this office.

How shall 1 get the
stamped shipping order?

“When you have paid the
duty, the Bank will give
you a receipt. Present the
receipt at the Duty Memo
"Desk. The application
will be passed on to the
Export Desk to be stamped
together with the shipping
order.

Thank you for all these
directions,
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I want to enter the
steamer China in advance.

‘Have you brought with
you the telegram announc-
ing her departure from the
last port of call?

I have; here it is.

I’'ll give you a number
in order to enable your
shippers to send in applica-
tions,
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AT THE CUSTOM HOUSE

Thank you very much

When will the steamer
be expected?

Day after tfo-morrow;
she will leave on the same
day.
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Good morning, the
steamer China has just
arrived. This cover con-

taing the Consular Memo
and her Tonnage Dues
Certiificate.

When will she clear?

This afternoon.

But don’t forget to send
in her Outward Manifests
before 2 r.M.

All right.

B4z, OB i AL B &
Y. ERMEHEEM
m RN A 82 R IR
I MY A R BE O U2
4 K F 4

T 4w EeE U ow AR
NS WL LN I o T
3.

8 1.

I want to clear the
steamer China.

Where are her papers?

Hore they are.

Please come back at
4 o’clock to check the
Cargo Certificates.
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Have you got the papers
ready for the steamer
China?

Yes, will you stay ana
check the Cargo Certificates
with me?

Yes, I am ready.

Cancel all : those ‘not

appearing on the Cargo
Certificates.
Yesq, I will,

PRACTICAL COMMERCIAL CONVERSATION
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Now, this is the Clear- B R E W B
ance Memo.
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At a Steamship |
Company’s Office (1)

“When will your next
steamer leave for America?

The China will sail from

Woosung ,on Saturday at
5r.M.

What is the fare first
class to New York?

By 2 b 2 B
(—)
BRTREEZM

EmMBEARN E A
44 B BB 5 E A

BB E S MR
# F.



AT £ STEAMSHIP COMPANY’S OFFICE (1)

Single, five hundred fifty
dollars gold; return, avail-
able for four months, eight
hundred dollars gold, and
for one year, nire hundred
dollars gold.

What reduction do you
make for a family party,
say of four persons? |

Ten per cent off; for six
persons and over, fifteen
per cent off.

I want one single and
three return tickets.

How long do you want
the return ones good for?

Well, let me see. Give

me one available for four 3
months and two for one
year.
" The total is three
thousand one hundred
dollars, and less 10 per
cent is two thousand seven
hundred ninety dollars.

What is the amount in
Mexican?
“Six thousand
hundred seventy-five

nine
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I want a room on the

deck.

1 give you room No. 14,
which will give you a good
view of the sea at all times.

That’s good. Here’s the
c¢heck for six thousand

nine hundred seventy-five
dollars.

Here are your tickets.

At a Steamship
Company’s Office (2)

Is there any steamer
going to Marseilles to-
morrow?

The St. Paul ought to
leave here for Marseilles,
London, and Antwerp to-
morrow noon; but owing
to unavoidable circum-
stances, her departure has
been postponed till the day
after to-morrow.

Then at what time is she
going?

At noon, as usunal.
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AT A STEAMSHIP COMPANY'S OFFICE (2)

I want to ship about five
tons of cargo for Singapore.
What is the rate per ton?

What sort of cargo is it?

Silk piece goods. |

Well, the rate is twenty
dollars per ton, and it must
be received on board before
9 A.M. to-morrow.

You might oblige me
with a shipping order,
please, |

Here it is. |

Will you please sign this
set of bills of lading?

Have you got the mate S
recelpts‘? |

Yes, here they are.

Where will you pay the
freight?

Please make it pftya,ble
at destmatxon

A1l right:
shipper’s copy.

here’s the
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Applying for a Situation
€9)

Good morning, sir. I
see by this morning’s
papers that you are in
‘want of a clerk.

- But you are very young.
Have you ever been in any
employment before?

Although I am young,
I have gained a good deal
of business experience.

Have you brought any
papers with you?

Yes, sir: here are all my
school certificates and ref-
erences from my former
employers.

So I see you have studied
English at the Y. M. C. A.
Commereial School. \
 Yes, sir: I was educated
in that school; and won
several prizes. Ionly left
the school three years ago.

- Let me see... what is
your name?

Chang Fu-ling.
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APPLYING FOR A SITUATION (1)

What is your age?
Twenty next June, sir.

And you think you can
manage office work?

I think so, sir; I have
“been a general office assist-
ant for three years. I am
pretty quick at figures and
a fair typist.
| What firms did you work
with?

First with Carlowitz and

afterwards with Arnhold,
~ Karberg.

Why did you
them?

I left the first firm for
betterment and the latter
on account of my father’s
death.

| '\Vell, who is responsible
for you?

leave

My uncle, sir,
go surety for me. He is,
I beheve, well known to
your comprador.

What salary do you ex-
pect?

Hewould
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I would be willing to
accept a low salary for a
commencement, provided
of course it will be enough
for my living, and there
will be prospects of future
promotion.

All right: T will let you
know definitely to-morrow.

Many thanks, sir. I am
afraid I have taken up a
lot of your valuable time.

Not at all.

Good day, sir, and thank
you.

Applying for a Situation
(2)

Good morning, sir; could
you spare a few minutes?

Sit down, please. Well,
now, what can I do for
you?

I have been given to
understand that you are on
the lookout for a com-
prador. Might I ask if
the post is still vacant?
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APPLYING FOR A SITUATION (2)

Well . . . yes, we do
want a reliable comprador.
Have you ever done any-
thing in that line before?

I have served with the
American Trading Co. for
the past three years. Be-
fore that I acted as assist-
ant comprador to Connell
Bros.

- When did you leave the
American Trading Co. and
for what reason?

I am still with them;
but I am anxious to better
myself. Of course, I would
like you fo regard this as
confidential.

What references can yon
furnish?

I have with me a testi-
monial from Connell Bros. ;
and a letter of recom-
mendation from Mr. Jacob,
a friend of yours. Would
you care to look through
them? |

Well . .. yes, T like to
have a look at them.
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We require very sub-
stantial guarantee,

What is the amount?

Forty thousand taels

hard cash.

WelI, it can be easily
done; but what are your
terms?

We are willing to give
you three hundred taels to
run the comprador’s office,
9% on imports and 1%
on exports.

And any interest on the
security?

Yes, 5%.

Am I to guarantee a
certain amount of business?

Not necessary, we have
qu1te a number of old
customers. Of course, we
expect you to bring in as
much as you can.

Will you let me have a
copy of the agreement to
take home for considering
the terms and conditions?

PRACTICAL COMMERCIAL CONVERSATION
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OFFICE CHIT CHAT

Oh yes, you may have
this copy. When can you
let me have your answer?

In about five days.

Please be confidential.

It’s & matter of course.
Good-by.

Good-by.
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Office Chit Chat

Is the American mail in?

Yes, sir, it arrived early
this morning.

Send a coolie to the
American Post Office to
get it.

I have the mail here.

Is this all?

Yes, this is all the coolie
has brought back.

Send this letter in a chit
hook to the Bank of China
and bring back an answer.

The coohe has come
back He said that the
manager was very busy,
but that he would telephone
you later.
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Show me to-day’s maiis
closing list.

This is the mail list, sir.

Take these letters to the
post office. Make haste
now, otherwise it will be
too late.

Yes, sir.

Take this telegram with
the pass book to the tele-
graph office.

Yes, sir.

- Tell Mr, Ching that I
want to see him,

Do you want me, sir?

Yes, take this money to
the Bank of Communica-
tions and put it in the
current account.

Where’s the pay-in book?

Here it is.

T want Mr. Chang.

He has not come yet.

Tell him I want to see
him as soon as he comes
in.

Did you want me, sir?

PRACTICAL COMMERCIAL CONVERSATION
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OFFICE CHIT CHAT

Yes, I wish you would
be a little more punctual
“in the morning. I noticed
‘this morning you were not
in until almost 10 o’clock.
I am sorry I came so
late this morning, but I
was unavoidably kept by
sonme private matters. I’ll
try to be more punctual in
- future.

Did you type off the
letter to the China Mer-
chants yesterday?

Yes, sir; I put it in this
basket before 1 left,

Oh, T see! It's here.
Now, this is the rough copy
of another letter; make
a fair copy of it at once, as

I want to catch the mail.

The letter is ready, sir.

Now, type this invoice.
When it is ready, give it
to Mr. Lu, and tell him to
make out a draft on Samuel
& Co. |

Yes, sir.

What is the next steamer
to Hongkong?
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I'll look up the papers
and let you know.

You had better telephone
to Buttertield & Swire and
inquire.

Yes, sir.

Hello! 1-4~-6-5, plcase

Line is busy.

Please connect as soon
as possible.

Butterfield & Swire.

This is the International
Export Co.  When will
your next boat leave for
| Honqkond‘?

The Szechwan will leave
Tuesday morning.

- If we send forty cases

this afternoon, will it be
in time?
Yes, we’ll book you for

the forly cases; please send

your man round to get the
shipping order,

Yes, we w111

Be sure to do that, as
the boat will clear at the
Customs on Monday.

g &
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OFFICE CHIT CHAT

All right.

Mr. Calder, pay this bill,
please.
" To which account shall
I charge it?
 To the general charges
account.

We have five hundred
pounds falling due day
after to-morrow.

1 know that: I have told

Mr. Morrison, the broker,
that we want to settle that
amount day after to-mor-
TOW.
We have still omne
thousand pounds from the
old contract.

Yes, I mean to settle
five hundred pounds from
that contract.

Oh, I see.

By the way, give me a
hundred dollars in cash,

We have only sixty on
hand. Shall I make out a
check for the rest?

No, don’t trouble. If
you give me the sixty, that
will do.
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132 PRACTICAL COMMERCIAL CONVERSATION

To what account shall T %A "E B A H B
post it, sir? bR WE?

Oh, thisis for my private ~ B R KA AN F 8. B
use. Let it stand over; I B 22 #; R U1 K 48
will give you a check to- — X EZRET.
INOITOW.

s L 2 R

At a Bank (1) 84T b Bk E (—)

I want {o remift one H"ME—T T E &
thousand dollars gold to 3 4] R 3
New York; what is to-day’s 1§ /5 BE&
rate for telegraphic trans-

fer?

Sixty-four and a half. 7+ M5t 4 ,'( TS
&N M ITE A%
R —H W)
Let me have an applica- iR ok R o— BR [E R
tion form, please? fy & B
Here it is. Please fill W BIE M, BN BE R
in the amount of the remit- B H, ¥ 8 A 89 ¥ 4 {£
tance, the name and ad- Hk, B R 69 & 4 4 dk 3R
dress of the payee and Lk Z.
those of yours.
Is that all? i e
Yes. W2 E BT
What’s the amount. A o g 2 % B



AT A BANK (9 133

Iet me see. It’s taels
one thousand five hundred
fifty and candareens thirty-
eight.

I want to pay in Mexican.

Oh, I see!
vate is seventy-four. The
amount is dollars two
thousand ninety-five and
cents eleven.

Mexican

I give you a check for
that amount,

Wait, you have to pay
for the telegram.

How much shall I add?

Three words at two-for ty
is seven-twenty.

What's the total?

~ Dollars two thousand one
hundred and two and cents
thirty-one.

Here’s the check.
Thank you.

At a Bank (2)

Is your manager in the
office?
Yes, he is in.
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Please tell him I want to
see him.

May T ask your name?
Give him this card.

Please come this way.

Good morning. Take a
seat. What can I do for
you?

I have to meet some
heavy payments to-day.
Can you accommodate me
with a loan for about
a month?

How much would you

need?

About five thouqan d
taels.

What securities will you -

give?

Fifty China Merchants
shares,

Well, I think we can
accommodate you; but we
have to charge interest at
ten per cent.

That’s a very hlgh rate
of interest.
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AT A BANK (3)

~ But money 18 scarce just
now. ,

Well, then, I must pay
this rate of interest.

I wish it to be under-
stood that in case you let
the loan overrun two
months, we shall have to
sell the securities.

' That’sa matter of course.

‘Here's a deed of transfer.
When you have signed
“that, we shall let you have
our receipt.

These are the shares,

Here are the receipt and
a cashier’s order for five
thousand taels.

Thank you, good-by.

Good-by.

At a Bank (3)

May I see yo?ur manager
now?

What name shall I say?

Fu Tai-sing.
Come in, please.
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136 PRACTICAL COMMERCIAL CONVERSATION

Good morning. H 4.

Good morning. Areyou B E KM EH A K
Mr. ¥Tu Tai-sing? What k2 B2 % W U 8

can I do for you? ik 1+ BE B s DR?
I wish to open an ac- B RER T H —
count with your bank. B .

How long have you fRIE3E B T & A?

established here?

I have established here TG R LR EY
only quite recently. Bd #3.

What lines are you deal- {{]: i B — A B
ing in? |

General imports and ex- HmYEEED EAEBEDO

ports. By 4 &,

Can you furnish us Wlth = B L #& /AT BE
any reference? | & pE?

I have with me a letter T — H A+ B & B
of introduction from Ching P 98 1% 3 A £ & 5‘5 Q:"
Tai, one of your agents,  B9.

That’s quite satisfactory. . 7 & 8 ¥ & . 53 x
‘Well, here’s the signature 7% HABMTHMRE
book; will you please sign %4 f£ L ¥
your name here?

In full? WA AN A R

Your wusual signature, EHGREHNE S
just as you intend signing RHKBZEEXE E — &
checks. T YT,

- Shall I write myaddress? 3% 2 & % 9 4 4 BE?



AT A BANK ()

Yes, if you please. Do
you want a tael or a dollar
account?

1 want a tael one.

If you go to the cashier
now, he will hand you a
check book, a pay-in book,
and a pass book. ‘

Thank you very much,
Don’t meption it.

At a Bank (4)

I want to see your man-
ager. .

Come in this way, please.

Good morning.

Good morning,
Chang, how are you?

I am all right, thanks,
I want you to open a credit
for me in Peking, as I
shall be going there at the
end of this week.

About how much will
you need?

Well, T hardly thmk
over five hundred dollars.

Mr.
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Very well; -1 will make
out a letter of credit on our

Peking branch.

- Thank you very much.

Are you going there on
vacation?
~ No, we have lately con-
eluded a big deal there
which requires my presence
for a few weeks.

Oh, is that s0? We have
heard that business is quite

brisk there lately.

It may be so. Be sure
to send me the letter of
credit not later than to-
morrow.

- You needn’t bother about
that. We’ll send it to you
this afternoon.

Thanks.
At a Bank (5)

Good morning. I un-

derstand you are the cor-

respondent to the London
and County Bank, are you
not?

Yes, we are.
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AT A BANK (5)

I have just arrived here
from London with a letter
of credit from the people
there on you.

- Let me have a look of
the document, please.
-~ Here it is.

Do you want to draw
any money?

Yes, I want to draw fifty
~pounds; will you put that
through for me?
~ The most convenient way
would be for me to make
~out a draft for you on the
London and County Bank
and for you to sign it.

Thanks; I leave that to
you.

Well, the draft is ready.
Please sign here.

- How much shall I get in
Chinese currency®

To‘-day’s rate is two six
to the tael. Fifty pounds
is four hundred taels.

Wlll you give me all in
notes?

‘Mexican or tael?
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Mexican, please.

Here you are, five hun-
dred and forty.

Thank you.

At a Bank (6)

I want a draft on San
Franeisco.

Here’s an application
blank.

Is that all you require?

But do you want it made
payable to order or bearer?

I like it to be made to
order.

Will you come back in
the afternoon? It takes a
little time to prepare a
draft.

All right. Good-by.
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Well, is the draft ready?

Yes, it is.

How much shall I pay?

Ten dollars gold at sixty-
five is taels fifteen and
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AT A BANK (7)

At a Bank (7)

Will you cash this draft,
please?

“Let me see if we have

received advice from our
New York office.

Most likely you have, as
this' draft arrived quite a
week ago.

I am sorry the advice
has not yet been received.
You had better come back
a week later.

But the American mail
will be in to-morrow.

Perhaps the advice will
come by that mail. Please
look in  to- ~MOITOW, then.

All right,; I will,

At a Bank (8)

Will  you
check, please?

cash this

Ledger clerk, please post
this check to your. book.

There is not enough
fund in the account.
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I am sorry we can’t cash

this check; please refer it
to the drawer. |

What's wrong with it?
Is it postdated?
- The drawer will tell you
about it. |
- Hollo!' Mr. Jones, the
bank people asked me to
refer the check back to
you.

Is that so? Please wait
a few minutes; I will tele-
phone to the bfmk about it.

Thank you very much.
 Hollo, is that the Shang-
hai Commercial and
Savings Bank?

Yes; who are you?

We are Tuck Chong &
Co.; I want to speak to
your manager.

Wait a moment, please.

‘Hollo, are you there?

Yes, we are Tuck Chong
& Co.

five hundred taels, and
it was dishonored. How
is that?

This mornmg we
drew a check on you for
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AT A BANK (8)

Well, my cashier told
me that your available
fund cannot meet the
amount.

Is that so? I am sorry
we didn’t know anything
about it. But can’t you
allow us to overdraw just
this time?

Youshould haveobtained
our permission beforehand.

We didn’t know that we
haven’t got enough funds
to our credit. |

And then, as a matter of
business, we generally re-
quire securities to be placed
with us.

If you cash the check
to-day, we shall at least be
able to balance it to-
MOITow.

We'll grant you the over-
draft for orne day, then.

I think that will do.

Thank you very much.

All right. Good-by.
Good-by. |
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At a Wholesale Clothier’s

Good morning, spring
is close upon us, so I've
come round to replenish
my stock.

‘We've just laid in a very

comprehensive range of all

the newest lines in spring

goods. What can I show
you first?

What have you in the

way of fancy meltons?

You might look through

these sample clippings. "1
think you'll pronounce
them as fine a range as any
you have ever seen.

I don’t know; but don’t
you think they are rather
thin for spring wear?

‘Well, what about these,
I think you'll find them
thicker. We have thick
and thin, to suit all taste.

This pattern seems very.

stylish; but the clipping is
hardly big enough to show

the whole design. I'd like

to see what it looks like in
the piece.
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AT A WHOLESALE CLOTHIER’S

Certainly, I'll get the
boy to fetch the piece for
you at once. (The boy
fetches the piece.)

- Ah, yes: quite a strik
mg pattern, isn’t it?

1 should think it would
take on well with your
customers. |

What is it a yard?

One-fifty, at thirty days’
credit; ten cents off for
cash down.

And that fancy tweed?

The same.

Well, I'll take five pieces
~of each.

Thank you.

How about these fancy
vestings? Are the colors
fast?
~ Well, I sell them as I
get them from the looms.
The makers say they’ll
wash well; but, personally
I don’t guarantee them
fast

Are all these patterns the
same price?
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No; these are three dol-
lars a yard; those, two-
fifty. All are in quite the
latest style.

Well, T'll take three

lengths each of Nos. 5, 7,

and 10.

Thank you. Now, I'd
like you to have a look at
these cut lengths.

- Well, T might as well go
through all you have to
show me.

These are vestings; those
are trouserings, all in the
latest London styles, and
seasonable goods.

‘The patterns are very
striking, certainly, but the
material is only shoddy.
- Perhaps you’ll find this
material more to your taste.

Al, yes; these are of far
better quality, and really
the patterns are better too.

Yes, they seem to have
made quite a hit with the
trade; and these are all we
have left,

PRACTICAL COMMERCIAL CONVERSATION

L

o
o 1
g o
¥ |
N &

g
=6
i e

W

-+ f

B TH

> 8
5

-

& %
]

[138

e
i Of

&
oY
i
’UHr
=

EE
22
*»

2
o

g
=

BB my ot

~-
=~
s

|

N
Ao
% ¥

N
7/

N E |
2T NB
3

#

m o

o> &

F D
BONER

X mEE

>
|

ke
b K

%>
& H4a

*

SF N
H %

T oM
b d

Dk
i
&2
N

SR X
B
¥
= N

Epxd gk
W N

S M E
B 2

B =

w %
3 F

5
®
g



AT A WHOLESALE CLOTHIER’S

‘How many have vou of
each pattern?

Three in each of thirty
varieties, making in all
ninety lengths. Why not
take the lot, sixr?

Well, I don’t want such
a large variety just now.

Well, supposing 1 offer
you the lot at price of the
lowest patterns?

No; even then it’s too
high for a big lot.

It’s all really good stuff,
and you ought to be able
to get it off your hands in
a short time.

I don’t know so much
about that. I'm taking
practically the whole of the
remainder of your stock.

I should say you're get-
ting the best of the bargain,
as 1t is.

Well, it's not dear; but
it’s not every day one can

get rid of a lot like this at
one transaction.
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Well, as it’s you, I'll
take off a ten per cent on
the amount.

You’ll have to give me
4 day to think the matter
over, hefore 1 close defi-
nitely with you.

Very good; I'll hold the

offer open for you that
long; but I'd strongly
advise you to take them.

- Well, T'1 let you know

to-morrow.  Suppose we
leave it at that.

All right, thanks. Now

what else can I do for you?

I’m afraid I can’t spare
any more time to-day. I'll
look in again to-morrow,
to let you know about the
cut-lengths; and if you
have any novelties to show
me, I'll have a look at
them then,
“wish you good morning.

Well, I won’t detain you,
if you’re in a hurry. I
know what a busy man
you are. I hope you'll be
able to give me a longer
call to-morrow. Good day,
sir.

Now I must
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AT A SILK PIECE-GOODS SHOP

At a Silk Piece-Goods
Shop

Good morning, your shop
has been recommended to
me by Mr. Sah.

Oh, isthat s0? Mr, Sah
is one of our oldest cus-
tomers,

You might
what you have in the way
of pongees.

Please come in this way.
What about this piece?

It's too light;
very heavy stuff.

I want

‘Perhaps this piece will
suibt you. It’s the heaviest
you can find.

What about those with
stripes?

They are of the same
quality, but a little higher
in price.

Will you eut me a suit
length?

All right, anything else?

I want to get some white
silk for a lady.

show me
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What do
about weight?

Not too heavy.

This is Hangchow silk
and that’s Soochow.

Well, both look very
pretty, indeed. But how
do prices run?

They are very cheap.
The
eighty-five cents per foot,
while the Soochow one is
fifty-five cents only.

I should prefer
Hangchow one.

It's good for a lady’s
gown,

Can’t you make it eighty
cents per foot?

We might do it by the

vou prefer

the

pl_ece but not by the length.

How many feet are there
in a piece?
- Thirty-six, good for two
gowns,
Well,
piece.
We have some very good
silk crapes, would you like
to have a look at them?

then, get me a

Hangchow one is -
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AT A SILK PIECE-GOODS SHOP 151

I don’t mind if I’ll not
be compelled to buy.

That’s all right. Now,
this pattern book will show
you the wide range we
have.

What about prices?

It's one dollar twenty
per ounce.

That’s funny; you sell
gome by the foot and some
by the ounce.

Well, as all Chinese
piece goods are of pure silk,
that doesn’t make any dif-
ference. But the weight
is the standard.

Oh, T see, anyhow it’s
no harm to me, for I have
no idea to buy any.

Don’t you .want any
handkerchiefs? We are
sacrificing our stock at bed-
rock prices.

Ah, that reminds me.
You are a clever salesman

indeede
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Here’s a grand line for
you to select. Prices are
very low, 1 rangmo from two
to five dollars per box of
onedozen. Allareguaran-
teed absolutely pure.

This box is about the
right size, but haven’t you
anything lighter?

Then, what about this
box?

Yes, it’s better.
much is the box?

Three fifty.
a sacrifice,

How

It’s really
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The Silk Market

How is the silk market
to-day?

Rather dull at present.
It will be a week before
the next steamer leaves and
buyers are in no hurry.
Besides, there isa distinetly
easier tendency, prinei-
pally owing to the gradual
increase of stocks.
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THE SILK MARKET 158

How about sellers?

They are inclined to push
sales. So we may expect
lower prices and larger
sales in a few days.

How was the market
yesterday?

There was considerable
buginess done on account
of a slight reduction in
prices.

What is the total amount
of yesterday’s sales?

I have not yet been told
the exact amount, but
suppose that nearly two
thousand piculs were sold.

What were the prices of
the leading grades?

Nine hundred dollars
was paid for the No. 1
native, and nine hundred
and thirty dollars for those
of machine filatures. Other
grades were sold at corre-
sponding prices.

What is your opinion
about future quotations?
Do you think they will go
up?
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No, I rather think they
will remain about station-
ary for a while.

Why do you think so?
Will not the recent heavy
sales bring about firmer
prices?

Well, you may be right.
But are you not aware that
the arrivals from the in-
terior have been much
larger than the salesduring
the corresponding period,
and that there are still
immense quantities yet to
arrive?

Oh, I see.

I have heard that there
is but little falling off from
the large sales of the past
few days. Is it true?

Yes, there is still con-
siderable business doing;
nearly five hundred boxes
are said to have been put
into godowns to-day.

Then, 1 suppose, stocks
have been decreased to a
consgiderable extent?
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THE SILK MARKET

Yes, stocks are evidently
decreasing daily, and will
not be replenished till the
new season.

- I have been absent from

Shanghai for about half a
month, and have not kept
track of the silk market.
Will you please let me hear
how prices are ranging?
- Asa natural consequence
of decreasing stocks, prices
have experienced a marked
advance. The demand has
run chiefly on the best
classes of filatures.

Has anything been doing
in waste silk?

Nothing; buyers demur
at paying any advance, for
the present stock is not of
prime quality, and consists
largely of rejections.

How about the new crop?

It is reported to be pro-
gressing fairly well so far.

What about the silk
market during the last two
weeks?
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The higher rates asked
by holders have put a stop
to all transactions. 1
think large settlements
could be effected still, if
the attitude of holders was
not quite so firm. How-
ever, there seems to be a
little disposition on the
part of holders to lower
their quotations and meet
the buyers.

I have heard there 1is
some inquiry for the native
filatures; is that so?

Yes, native filatures are
being inquired for, but the
comparatively high figures
at which they are held
have curtailed business.

Have you heard of any
transactions this morning?

I have heard of only one.
Of what quality?

I believe it was a mixed
lot.

Do you know the price
agreed on?
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THE SILK MARKET

- Eight hundred and
eighty dollars: a pretty
good figure.

Do you know of any
transactions with other
firms?

No, I have heard of no
others. -

How is the new crop

progressing?

 Tolerably well every-
where, except in Chekiang,
where the crop has been
somewhat damaged by bad
weather.

They toy ihere has been
scarcely any business dur-
ing the past few days.
Why is that?

Well, business was
stopped for two or three
days owing to a breakdown
in the telegraph lines, but
since they are again in
working order from last
night, buying has been
resumed and the market is
fairly active.
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I suppose the new silk
will begin to arrive quite
shortly?. |

Yes, we are expecting to
have the first arrivals in
the course of the present
month.
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Commercial Prospects,
etc.

I suppose you’re not in
the market just now for
wood oil. There is no
demand for it at present,
The times are bad; nothing
goes right with me nowa-
days.

The same with me. 1
hope, however, that the
market will soon improve.

The Indian Bank failed
yesterday.

How much do you lose

by it?
I did not keep an account
theve, I am happy to say.

% T M

R 8% 4R W, B E
gl 30 TR K

b BB AEERT
W Wy 2 Vg .

F R WHHH
HEERBHEIEHE.

Me B OENE 847 4 B.
B H K

EXEHFRXHXMN E
i % 38.



COMMERCIAL PROSPECTS, ETC.

Mr. Chang Hung is
driven to the wall in con-
sequence of the failure of
the bank.

He is to be sympathized
‘with. Have you heard the
latest about Messrs. Sin
Lee & Co.?

No, what?

One of their promissory
‘notes was protested this
morning.

Is that so? Quite a sur-
prise to hear that.

Yes, and I am informed
this is the lifting of the
curtain only.

If it should end in their
total collapse, it will, I fear,
involve quite a number of
victims,

Undoubtedly. Andonce
a panic starts, it is difficult
to foresee where it is going
to end.

It seems that there is
nothmg but bad news in
the-air just now. 1 hope
things will soon clear up a
bit.
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Isthe demand for Chinese
peanuts good in America
now?

No, the demand for this
article has gone down there
of late.

How was business with
you last month?

Pretty brisk, quite an
improvement on the pre-
vious months. |

The cotton

trade has

been very active and prices. 1

have gradually risen.
Has the market still an
upward tendency?
Scarcely, prices are very
steady just now.

How is the silk market?

It is over stocked, and
there have been no buyers.
What’s the cause?

I don’t know exactly,
but they say the foreign
market 1is terribly bad,
owing to the unsettled state
of Europe.
~ Perhaps this
why the exchange
fallen.

. explains
has
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AT AN EXPORT FIRM

What about the money
market?

There is little demand
for money. The banks are
heavily stocked with silver.
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‘At an Export Firm i RN L A
(a) About Tea (between (W) It (R M H ¥t Z
Manager and Comprador) &k 2%)

‘How’s the new tea this
‘year?

As there was excellent

weather during the whole
of the tea season, it has
turned out well this year,
1 believe.

About when can we ex-
pect ‘-thé*ﬁrs{; crop?

It will be here in about
ten days, they say; that’s
somewhat earlier than
usual.
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Well, then, do you think
there will be any large
arrivals of mnew teas, at
about the beglnnmg of
next manth?

Hardly so early as that,
I should say; but T expect
large arrivals by the middle
of next month.

I hear that some new tea
has arrived from Kiukiang,
I hardly expected it to
arrive 80 soon.

- Has it?  Will you go
and get a sample?

- I have brought the sam-
ple here already.

“Well, let me have a look
at it. Oh, it is fine tea.
By the way, I want to
send about twenty pounds
to America by the next
mail as samples. Do you
think it could be managed?

-1 think we could, as

sample lots of new tea are

said to be on the way.
That's good. But don’t
forget it.

I'll not forget.
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AT AN EXPORT FIRM

(b) Buying Cowhides
(between Manager and
Comprador)

The sample of cowhide
is in.  'Will you look at it?

It looks good.  Yes, the
sample is all right; but
what is he asking for this
quality?

Rather high-—eighty
‘taels per picul, delivered at
our godown.

That’s too much; how-
ever, I shall work out the

f.o.b. price and see how it

compareg with the limit on

hand.

Several firms were mak-

ing inquiries this morning.
‘We had better decide soon.

All right; call the dealer

in, please.
He will be ‘in Dbefore
noon.
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(¢) Buying Cowhides
(between Buyer and Dealer)

Well, what quantity have
you to offer for immediate
delivery?

- Only 850 piculs; but I
can offer up to 1,000 piculs,
if it is for near delivery,
say, in two or three weeks
forward.

It must be immediate

delivery for our present
requirements,

That can’t be done.

Well, then, how much
do you want for the 850
odd piculs?

Eighty taels per picul.

Suppose we offer you
seventy-five?

- Not so great a difference.
I sold 200 piculs yesterday
at the same figure.

We'll let you have seven-
ty-six if the quality is up
to sample.

Still, I ecan’t entertain
your offer.
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AT AN EXPORT FIRM 165

All right; we take the
lot at eighty less 2% for
eommission as usual.
When can you deliver the
goods?

Not later than Monday
next.

Please sign this contract.

Where do you want me
o deliver the lot?

At our godown.

All right; please let me
have the usual 2% advance.

Here’s a check for taels
five thousand.

Thank you; good-by.

Good-by.

(d) Offering Goods
(between Dealer and Pro-
spective Buyer)

Good morning.

Good morning.  How
goes the world with you?

Nothing extraordinary

_.happens to me, I am glad
to say. How’sit withyou?
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It’s soso.

How is the home market?

It’s pretty active.

Is there any demand for
sesamum seeds?

Well, there is some; but
the offers are not very
attractive,

What are they?

Taels five to six per
picul.

Can’t they raise a little
more?

Perhaps a quarter or so.

If they can offer six

seventy-five, I may be will-
ing to let go 5,000 piculs
or more for delivery in
April.
- Well, I'll wire them this
evening and inquire if
they would be ready to
offer so much.

Thank you.

Please do not forget to
come day after to-morrow.

Sure; good-by.
Good-by.
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AT AN EXPORT FIRM

(e¢) Inquiring for Reply
(between Dealer and Pro-

spective Buyer)

Good morning.

Good morning,

Any reply from the other
side?

Yes, there is. They say
‘they couldn’t possibly offer
more than six and a- half.

So, it’s rather hard on
me. I let it go this time
for your sake.

They want eight thou-
sand piculs for delivery in
April.

I can do that.

Here’s the contract.

Please sign and chop it.

Let me have a look,
please.

All conditions are as
usual.

It’s signed.

Where’s the sample you
showed me yesterday‘?
 Here it is.
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168  PRACTICAL COMMERCIAL CONVERSATION

You might have the
usual 20% advance from
my comprador.

Thank you.

When will you begin
delivering the goods at our
godown?

I think about the third
week in April,

All right; good-by.
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At an Import Firm

Good morning.

Good morning. Take a
geat, please. We haven't
seen anything of you lately ;
what has been the matter?

Nothing,‘only we have
had such a long spell of
stagnation.

Well, what’s proceeding
this morning?

I am on the lookout for
a lot of unglazed paper,
for immediate delivery.
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AT AN IMPORT FIRM

I am sorry to say we
cleared out all spot goods
only the day before yester-
day.

That’s unfortunate.

I suppose you would not
care to consider a forward
contract? We could quote
low just now, as we are in
a position to command ex-
ceptionally cheap freight.

~Well, that all depends
on what you call ‘‘low.”
I could place a contract
with you for, say, 5,000
reams.

When do you want to
take delivery?

In May, if possible. In

June at the latest; the
sooner the better.

Let me see. I should
think we could put it
ithtough by May; but to be

on the safe side, you had

better take it as a June
delivery..
What is the price?
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We can do it at eight
shillings four pence per
ream.

Does that include every-
thing?

The price is f.0.b. (=free

on board) London.

I would like you to quote
price ex godown.,

Let me see. I think I can
quote you taels six-fifty ex
godown.

Well, I think that’s too
much.

I don’t think so. The
price ineludes Customs duty
and everything. |

‘The point is that your
price does not allow any
margin for us.

~And yet I don’t see how
we can quote you,klower,’ at
any benefit to ourselves.

If so, we take it at your
price, provided youguaran-
tee May delivery.
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WITH AN EXCHANGE BROKER

Oh, we would have to
refer home about that.
Still, we could make a
conditional contract at taels
six-fifty per ream, subject
to confirmation at the other
end. We’ll cable right
away: and you’ll probably
get the reply in five day¢’
timé.

“All right. I -.shall be
round this way on Thurs-
day next, and will look in
for the answer.

Very well. I'll let you
know as scon as I get the
wire.
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With an Exchange
Broker

Good morning.

Good fniornin g; how’s the
market? |

It’s quite steady, except
bar silver, which has gone
down one point.

I want to sell one
thousand pounds for June;

can you do better than
/77
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Perhaps one-eighth, at
2/6%.

Is there any demand for
bills?
Not much; the export

market is somewhat slack.
How’s the money
market?

There’s little demand for
money : the depression con-
tinues.

‘What’s the bank rate of
interest?

Four per cent.

As low ag that?

Perhaps, with the tea
season coming, it may im-
prove.

1 think so; but what
about the silk market?

I understand it has not
improved.

But some busmess was
done yesterday

It is too small to be taken
into account.
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WITH A STOCKBROKER

Well, it’s probably due
to the lep in exchange.

It may be so. 1 sup-
pose you have not been
able to dispose of my
Langkats,

‘We have been on the
lookout  all  the time.
There has been nothing
better than 85 while your
limit was 37.

I suppose it means
another month’s wait.

1 am afraid it is.

I am told that there is a
bear in the market.

By the way, I want to T3 8 ¥ ff 3. & 1€
‘settle one thousand pounds @ H A IEE £ T —
at the end of this month. &

You are within your IR M B RS
right to do so.
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I don’t think so.

What would you advise
under the circumstance?

Keep on waiting; the
market will probably be
improved after the month-
end settlement.

Well, then, please keep
me well informed.

Yes, certainly.
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Good morning, I have
just got rid of your Lang-
kats at 39.

You have raked in more
than I expected.

The buyer would like to
take delivery at once.

That’s all right; I have
them with me.

Here’s a check for three
thousand eight hundred
and sixty-one dollars. My
commission is one per cent.

Thank you very much.
This is the scrip with
transfer.
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WITH A SHIPPING BROKER

With a Shipping Broker

I want to charter a boat
for a single trip to Canton.

How large would the
carrying capacity be?

Abouttwothousand tons.

Well, I can offer you one.

How soon can you de-
liver it?

About the end of next
month.

That suits me all right.
But please tell me the
particulars of the vessel.

She is atwin-serew vessel
of 2,100 tons gross, with
a speed of 12 knots.

‘What is her flag?

British.

And date of launching?

1918—a comparatively
new boat.

What are your terms?

I*:vthink a lump sum of
five thousand dollars.

Can’t you bring that
down a little?
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There is little chance.

How many lay days can
you give us?

As usual, two days for
loading and two days for
discharging. |

And they are weather-
working days, are they
not? |

Yes. And all other con-
ditions are as usual.

Please submit a charter-
party, then.

~Ail right, T will let you
have one this afternoon.

PRACTICAL COMMERCIAL CONVERSATION

RS T. |
A UBRE S &

RFHEME TR
o ;N'ﬁ;mi%ﬁs

M %
2 E‘i’iﬁﬂﬂ”ﬂﬁ)

fEIG'JB%% 2 e

R BT A Bt R Mk
#ﬁinzﬁm ﬁ

gf % m ﬁ:
ALY A .

RE, 4 KT T
R

AN

B ——— £ W"

At a Marine Insurance
Company (1)
Good morning. I want
to insure a sh]pment to

London.

Yes, what’s the name of
the steamer?

The P. & O. steamer
Persia.
~ And the amount?

Taels fifteen thousand.
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AT A MARINE INSURANCE COMPANY (@)

F. P. A. (=free of
particular average) ?

Yes, F. P. A.

And including war risk?

Yes.

The rate is forty per
mille.

So high as that?

It is fixed by the British
Government.

Well, let me have a slip
then.

Here’s one. Please give
the marks and number in
detail.
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Well, you probably have
seen the newspaper report
that the Kiang An has
met with an accident.

Yes, we have. Have you
got anything to do with it?

Yes, we have a T, P. A.
policy from you on the

steamer for laels five
thousand.

Well, T think Lloyd’s
agents have sent their

representative to make a
Sui‘vey.

Have you heard any-
thing about the cargo?

I understand from the
owners that tugs with
lighters have been sent to
the scene for salvage.

How ts the steamer now?

The report says that it
has beached. ,

Are the damages likely
to be heavy?

Not very, so far ag her
cargo is concerned.

So much the- better for
you.
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AT A FIRE INSURANCE COMPANY (1)

Well, we insure her hull.

How soon do you think
the adjuster’s statement
will be ready?

It takes about two
months. You will be
notified when it is ready.

Thank you. Good day.

Good day.
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At a Fire Insurance
Company (1)

I want to insure mry
house.

Where is it?

No. 145 North Szechuen
Road.

What kind of house is
it?

Chinese hong.

Oh, yes, we can take a
risk on it. How much do
you propose to insure?

Three thousand taels.

How do you distribute
them?
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One thousand on house-
hold furniture, fixture, and
fittings, ﬁvev hundred on a
library of books, and one
thousand five hundred on
wearing apparels.
~ Please fill in the par-
ticulars here.

What is this?

It is a proposal form.

Oh, 1 see.

Now, I’ll let you have a
cover hefore the policy is
ready.

Do you want to inspect
the house?

Yes, T'll send my in-
spector there this after-
noo1.

I'll pay you the premium
now. What's the rate?

It’s twelve per mille less
twenty per cent discount.

Let me sce. It's twenty-
eight taels eighty.

Yes.
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AT A FIRE INSURANCE COMPANY (2)

At a Fire Insurance
Company (2)

Would you care to take
a risk on merchandise in
the China Merchants
Eastern Wharf Godowns?

Which one is it?

Godown A.

What’s itg classification?

I don’t know. ,

Let me look up the list.
Al! it’s registered B. Yes,
we can take a risk there.

What's your rate.

According to the tariff,
it’s four-fifty less five and
five.

Any further discount?

I think I can give you
five per cent more.

Well, then, I’ll take out
a pohcy for five thousand
taels But suppase we take
out a floating one for the
three godowns A, B, and
C, what rate would you
charge‘?

It’s twenty-five per cent
hlgher-—-say,‘_ four-sixty.
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We prefer to take out a
specific one: we always
gtore our goods in godown

A.

Pll give you a cover

right away now, and the
policy in a few days.
That’s all right.
by.
Good-by.

(iood-

At a Fire Insurance
Company (3)

I am going to remove
my house to-morrow, and 1
want you fo transfer the
poliey.

‘Where is

house?

your new
56 Haining Road.
Is it of the same kind of
house as the old one?
No, it's foreign style.
I think it would be
better to caucel the ald
policy and take out a new
one,
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AT A FIRE INSURANCE COMPANY (3)

But do you return the
unused portion of the pre-
mium?

In that case, ves.

What is the difference
hetween the two rates?

The rate for your old
house is twelve and the
new one five.

‘Oh, Iscel
difference.

Yes, it's because of the
materials used in construc-
tion.

Now, I leave the policy
with you. Will you please
look into that?

Yes, I’ll send my in-
spector down in the course
of a few days.

Such a great

Thank you;
Good-by.

good-by.

At a Fire Insurance
Company (4)

Good morning,
Good morning. What

can I do for you?
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L am sorry to inform you
that my shop was burned
down last night.

I went to the scene of

the fire last night. How

did the fire break out?

1 don’t know. It was
~ just eight o’clock When we
heard the alarm,

Was your housé totally
destroyed?

Yes, it was.

Did you save anything?

Nothing except our
- books. |
~ Then you are able to tell
how mueh your stock
amounts to?
Yes.

Will you let us have

your statement showing the
stock in hand just previous
to the fire?

We'll not be able to do
so before next Monday. It
takes a lot of time to make
out such a statement.
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AT A FIRE INSURANCE COMPANY (4)

Please let us have your
books too; we want our
assessors to go over every
item.

We can let you have
them.

Our assessors are now
engaged in looking through
the débris. When they
send us their report, we
want to compare it with
your statement.

I am sure we can let you
have our statement not
later than Monday.

That’s good.
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A Manual of Commercial Correspondence

and Commercial Forms

By LI UNG BING
(Author af ** Translation Exercises” and “ A Guide to Leiter Writing ")
Price, 80 cts.

This book 1s intended as a supplement to “ A Guide to Letter Writing.”
[t consists of two parts: Part [ comprising some 12Cexamples of well-written
commercial letters, carefully selected, adapted, and annotated, and Part II
commercial forms. These forms are not only intended as 1llustrabions of
the letters contained in Part I but also as a guide to young Chmese who
enter for the first time upon a commercial life. With this end in view, the
forms are carefully explained, and some legal business forms, such as power
of attorney, agreement, etc., are included. Trade terms and phrases are
explained in the appendices.
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