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Hi Nimesh, 5

Nice to get contact with you.

This' is XXX ithe sales specialist at XXX,and we are the leader in ~ ERARift
fashion stationery,with more than 20 years experience. ARRARNE

| have been in this business 8

years,so | believe | can give the 1
most cost-effective quotation t : -

O you. FM

Please check our Supplier Questionnaire i
» Which will bring great >
help to our efficient communication, 5 BRIEIZAR
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Dear Jacky,

Very thanks for Your support,
We will prepare the order nd artworks to send you,

Best regards)
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B ** Objectivets

Analyze ey informat

background c

Based

“hon the client's company website angd
eck results,

an customer background, develop targeted customer devel
the success rate of foreign trade development,

#it# * *Contextt+

| work in the foreign trade industry, mainly responsible for customer

I'hope to quickly grasp the customer's business focus, product lin
competitiveness and other

information through website analysis, m‘
development strategies.

My goal is to find the entry paint for cooperation with clients andl
client development.

You are a senlor foreign trade market analysis expert, proficient in inl

customer background investigation, competitive analysis, and skilled;
development strategies based on customer characteristics. Your ani
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® FiEHH (Concise & Powerful)
@ =HINME (Value-Oriented)

® HENFE (Curiosity-Driven)

@ ML (Personalized)

® B/ (Sense of Urgency)

® 17A4E (Industry-Relevant)
@ BREIRIMEHTC (W0 "Free” |

“Discount” . “Best Price" )

A
TRITNERIBBR, m&mmmj

ol &2 > ~

BEERER Cw e

ﬁ‘%ﬂ%ﬁqwﬁﬁ«%ﬁ@ 1y

(1) iEris
\2) T [ ARNE
(3) iRtk

00) RESEeRs
() MRS =5
(12) Bt SR

(4) BERES

(5) ERRBET
(6) Bl

(7) $RADARIRIERE
(8) Rt —E4TA
(9) BFEB

(13) BRI S RIS
(14) HERTE
(15) THSHES
(16) MENS12R
(17) RS HERR
(18) BN REATER

BRERRRR EEREEREHEE '_













0.0 %

1.0 A#RIAE CERER
NVNZ 952 PN

3.0 MEHCOHREE

I E O BRI R T
1. A

2. Hifg

3. Ot




TR, HIERT




MR EE H BT

IN
25
3~
4.
N

FHILREE, MK
BT AT b A
AT A A R 5
5 MR % IS,
ANSCRRHIE BT H

Rl 55
25 BOWT FIRCE IR 45 Boolk 55 i
» I ETER

Bk



—




w  ERRBEZ, SEEN.
BE RSNy

BE/ARIET




