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Being successful in building profitable and long term
B2B relationships depends on building trust, and this does not
happen overnight — it takes a diligent, thorough and professional
approach, underpinned by a whole lot of hard work.
BERINBIIRANEEEFD B2B BEERR » BUSHRII
B Sk - A B2B BEMIF—MT A » SIKE—ERSEH
BEAR  BABEBE  HeESXRZER—BNIIFDE -

This exact approach was so powerfully demonstrated to

me when I first started working with Paul, at a time when he
was being challenged with the need to build brand value in the
highly competitive Taiwan market. The approach worked, and
Paul earned the trust and the respect of the customers and the
suppliers.
EHAEEKF Paul HBH » MBRIRZ RSB TIFSEHE
7 8F » Paul ETESERFNOEMHED » BIIERIR
IS BENKE - EFE TR - BELARERER * Paul RS
SPREARMEHRENSHPEREIE

Communication between West and East is not as easy as

may often be assumed these days — there are many cases where
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misunderstandings have led to missed opportunities — damaging
that trust that is so hard to build. This has not happened in the
markets handled by Paul, and again it is fitting that his careful
approach is explained in these books for the benefit of others.
After all, there is nothing to be gained by re-inventing the wheel,
and we can all learn from the experiences of others.
WSRAHZENBRLAWHRMBERRES » — @IV
RBEENSHREKNGH - BBENRE  BEYEBERF
SEIFERIEE - AMEPaulIEENHIZRE KRB HEB
eEIEN - e —EEE 0 Paul thEFMBERB T LBV ITIESS
% HEETRIEABERNFG EIRZBBARIES
BT8R - FPIPEITEESVIE R AR P IRENE E S8R
A e

In a typically practical manner, this series of books delivers
guidance that is based on real life situations and current day
conditions. It is entirely logical that students of his work
therefore have the opportunity to benefit from his vast array of

experience and wisdom, gained at the “coal face”; the “front

4

line”; the “sharp end” through learning and using English.
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Andy Royal
Managing Divector
Aevo Seuse Technologies

http://www.aerosensetech.com/index.html
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Marking an appintment
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Lesson@

This is an easy case in which an appointment is made
as planned. While trying to make an appointment,
it is essential that the salesperson offers at least two

specific time options instead of simply asking the
availability of the customer.
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»® FEXVAE 1 Making an appointment 1 6 1-1

® : Account Manager, Adventure Computer = /=15

Steve

@yi PM, MIB Electronics E24T18 |

Cind

®:n Cindy, this is Steve Weeks from Adventure Computer. Are
you free to talk now?

08 Cindy * 32 Adventure Computer B9 Steve Weeks * IIi5
L ERGENE <

* Yes, Steve. How's it going?
oJAF | Steve » {RESIF <

S . Pretty good. Regarding Project Sun, I'd like to meet up with
you to discuss. Is Wednesday morning or Thursday afternoon

OK with you?
HRL - FABFURET5E Sun BE - IREH = CFNERO TF
ToEks <

cgy  Hold on a second, let me check first. OK, Wednesday morn-
ing, 9:30 in my office.

IREE» HWE—T - 5 » LMAUBHEA=LF 9:30 £RPAE -
sge © Great, I'll see you then. Thank you.
o507 | BIRGR » HIER




Lesson 1
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cﬁy : No problem, see you then.
RERE  FER -

S =} NOTE |

© essential : VEH - UFED
It is essential to arrive on time when you visit a customer.

BEIRPR  — 8% -
@ offer : BL - BH

Two models of their ultrasonic cleaning machines were offered
to us for selection.

PR — BB S IRE G PIRE -
© at least : 2 - &5

As a team member, you have to at least achieve your personal
sales target.

SERFFEZN D5  TERSENECBANEFERE -
O option : EF - EE |
It seems that we don't have any options but match the competition.
BRBFISBEMERE - REERE -
© instead of : M2

You should tell your boss to take action quicker instead of
pushing us for orders.

(MIEs% SR ERIRRGERENTE) » MAE—BEEXRFITE -




