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Lesson 1 Making an Appointment with

Your Business Associate %7 E ik ¥
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Useful Words and Expressions

trade[ treid | ¥ 5, X %
commercial| ko'ma:fol ] 7 W 85

- opportunity [ opo'tjuzmiti ] #l 2, #
]

' particularly[ po'tikjuloli] 4 %, #
-

| represent[ repri'zent ] £ %

| contact| 'konteekt ] BX %

' recommend [ reko'mend | 3 %,
| N4

- connection [ ko'nekfn] Bt %, #
(.

WiREDE Sis
mind doing... A& f------

for your reference {i # ¥ % #
appointment| s'pointmoant ] 4] &

inconvenience [ jinkon'vi:njons | A~ |

F1E
look forward to 34F

timetable| 'taimteibl ] B} %] % ; At 4]

&

to one’s convenience ¥ T & At

HE

unexpected [ aniks'pektid ] 8 £ A~ |
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Short Dialogues

Lesson 1

. International Products. May | help
you?
I'd like to speak to Mr. Johnson.

. I would like to make an appoint-
ment with you, possibly, this
week. How does that sound?

I've planned to be away on business

this week. How about next week?

. I am Jack from the ABC Compa-
ny. | would like to speak with
someone who is responsible for
imports.

[ suppose the person you want is
James Smith of our International
Marketing Department. Please
wait for a moment. [ will transfer

your call to him.

. Mr. Smith, I’'m calling to con-
firm an appointment with you.
Your secretary, Miss Yang,
made it with me the day after
tomorrow.

OK. Is it 9:30 next Monday

morning at my office?

. I will be expecting you then.

So see you then.
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| 6. Thank you for calllng Have a 9 iﬂmﬂlﬂ@nﬁ*o BEfIR,
nice weekend. & i, AL A M e,

Thank you. You, too. Good-bye. AL

7. | am sorry. I’m afraid | have to @ KB, BIPBRRERE

Dlalogue 1
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cancel our appointment. ERINNVE,
That’s all right. It’s understanda- & EER, TAHEM,

ble.

;Hello Li ang speaklng
.Good morning, Miss Li. This is Bill Brown.

:Good morning, Mr. Brown.

w

Would it be possible for us to meet sometime tomorrow morning?

tomorrow afternoon?

.Well, let me see... Oh yes, | think | can manage.

.Good. I'll be expecting you at 2:00 tomorrow afternoon in my office.
:All right. See you then. Good-bye.
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o, RE-TREHELH, 7. RETU.

o B, ARTFAARESNEEE,

' A.Hello, International Trade Corporation.

| B:Hello,may | talk to Mr. John Smith, please?

4

UNIT 1

.1 have just got a fax from my head office about the agency agreement.

.I'm afraid | won’t be available tomorrow morning. How about two o’clock 3‘

i
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;1 look forward to your call.

:Hold on, please.

:Hello, Smith speaking. Who is calling?
:Good morning, Mr. Smith. This is Li Qing.
:Li Qing?

:Yes. We met at Mr. Brown’s office two months ago. Do you remember?

:Yes, | remember now. So what can | do for you?

tomorrow.

:I’m afraid | have an appointment at 10:00.

:Then, how about 3:00 p. m. tomorrow?

:When can | expect to meet you then ?

:Maybe in a week or so. Pll give you call.
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Lesson 1

:Mr. Smith, I’d like to make some trading arrangements with your corpora-

tion. So | am wondering if | could come and meet with you at 10:00 a. m.

:1 am sorry,but | have an other appointment at that time.

HIRHG?
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:( Phone, ringing. )Hello‘ Thls is Mlngdu Company May I help you" f
May | speak to your manager, please?

:May | know who’s calling?

-This is Mr. White.

:Which company are you from? :
- ABC Corporation. I'm the representative of ABC in China. May | know who |
this is? '

-This is Miss Liu,secretary of our general manger, Madam Li Guo.
:May | speak to Madam Li?

:Sorry, she is out for a meeting.

:When will she be back?

.I’'m not sure. Could you leave a message please? |
.I’d like to discuss some business with her. When is a good time to contact
her? May | have her phone number at home?

:Sorry, | don’t know. Why don’t you call back again tomorrow?
:OK. I'll call her tomorrow.
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Lesson 1

A:Hello, Bel;mg Foreugn Trade Corporatlon May I help you‘7

:Good morning. Can you put me through to Manager Liu?
:Who is speaking, please?
:Mr. Brown from New York.
:Hold on, please. I'll put you through.
This is Liu Hua speaking.
:Hello, Miss Liu.
:Hello, Mr. Brown.
: Thank you for your entertainment last Sunday.
-You’re welcome.
:| am just wondering if | can make an appointment to discuss our business matters.
:Sure, just tell me when you're free.
:What about the day after tomorrow?
:Let me check. Hum, that will be Friday. How about 10:00 a. m. ?
:Fine. Thank you.
:OK, let’s meet at 10:00 a. m. on Friday. See you.
:See you Friday.
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Lesson 2 Market Research Hizif&
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Useful Words and Expressmns

rundown[ 'randaun] B E | 438 | home market [ K 737 ’
precious| 'prefos] £ H# B, % % | market share 37 & H X, W ‘
o i |
survey| so:'vei] i #F sales figures 4 & # 4 !
- brand[ brend] # i, M T marketing policy & 44 % #

' demographics [ dizmo'grafiks | | be familiar with... xt-----# &
IR R & on good terms ( &+« EE 353
source|[ sois] IR take actions % BUAT 3
‘ competition[ kompi'tifan] 3 % distribution channel 444 g 14 :
compare| kam'pea] 3K open up a new market Ff 4 #T
s fluctuate[ 'flaktjueit ] % 5 T 3 l
} analysis| o'nzlosis ] 44 statistics 4 it %

% client[ 'klaiont ] % 7 field investigation 53 % % |
_international market EfFdyy | ]
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. How is the market situation in

your country?
We had achieved great success
in exporting mechanical and e-
lectrical in

products recent

years.

. How has our latest model been
accepted?

It's been very well accepted.
There’s still a great demand for

your old model, too.

. Do you think our products are
competitive enough in an inter-
national market?

Price wise, yes. But in terms of
its guaranteed service over a
long period of time, I would say
no.

. What’s your monthly produc-
tion capacity for this model?
This one is manufactured only
for the domestic market, so let
me see... it would be approxi-
mately fifty thousand.

. Do you have overseas plants as
well?

Yes, we have one in America
and two in Thailand. We're

building another in Mexico.
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Do you have any partlcular plan

to help them to open up new
markets?

decided to

strengthen market research and

Yes, we have

gather more information from

various resources.

. Have you tried this kind of de-

tergent yet?

Yes, once. It washes quite

clean. Nevertheless, 1 can’t

stand the smell. It is really

nauseating.

. May | know why you’ve chosen

this brand? The price is higher
than that of others on the mar-

ket.
Let me see. It washes clothes
clean. 1 needn’t soak them for

too long, you know.

. What’s your market share?

If Pm not mistaken, it was over

85 percent last year.

Do you have any idea how tex-
tile markets are going nowa-
days?

It’s so so, not too bright, not

too dark, 1 should say.
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Lesson 2

Sltuatlonal Dlalogues

' Dlalogue 1

A:Good morning, sir. I'm the market surveyor from ABC company. Could

you spare me a few minutes?

B:I’'m sorry. I'm very busy. Maybe next time.

A:l only need five minutes. Our company would like to hear your comments |

on our products.

t B:OK, only five minutes.

>

™ > W > @

present?
:Yes, | am using your company’s laptop.
:Good. Then what do you think about it?
:Well, generally speaking, it’s not bad.
:Would you please be more specific?

provement in performance.

>

:Could you please put it in detail?

B:l mean occasionally it will break down for some reason. | have sent it for |

repair once, but the repairman could not find anything wrong.

A:l will go back and check out that for you. But I can assure you that the
quality of our company’s product is of the first class.

Bl hope so. Are there any other questions?

A:No, thank you. Thank you very much for your kind cooperation. Here is a
small present for you. Wish you good luck!

B: Thank you.
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: Thank you very much. Are you using any of our company’s products at

:The color and the design are good. But | think there is still room for im- |

1

Pyt = e B B B 5 = B vy i e S 8 BV VRV VATV etrtongPoOOK



