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1 Face to Face BWE

ATEEFOESREFAFE S EERETIE. Fif(procedures) fIF :

3l (meet and greet) : B P AT A RIS BT » RHATFHIE T, 1R 17
Bk P B RITE R . B g A E AR IBE P EREN, &
B B B 01T AR I T HE R A F S R L

/N %8 (company tour) : FEFS B Y, BB P RIR A R BIA FS, e BlE
2 MRS AR, TR P B 20 7 S TR B 5 R B FE AL LA R h R 4R R
BHEE, BWEAR, BHHTERLE P EEEKE.

BEIE THE (see-of D) WHET R 8, BE B EABKS I 5MEREFLE.

4L Hi (courteously) R % 21, F E A BB & P R ER—EX 51t
BRWEERS ., BEEPEAEYNERNSE. ME (smile) B “H A
¥ (lingua franca)”, B & ABF% R BN , 264 76 P A R KBS A 7 B L
TG H T A R — R A S RIR LI R » B B PSS, T LA
RIEC I TYE, YR, MECERES XM ENER. FHREMERR
RS, IR AFEAE ST B . PR B A IE N M ELE R B MER
HREIE R,

TR AR, BRI FRIESEER, BIEHE (eye contact) B AL
R R BT RMIRES AR, FHETARR TS8R E8 05 98
FI9 B 9 ERTTA R IR AR .

KR4 T AR R B S 5 AR SR8 G4 DI AGARES , R i
H LB RN T IR, RE b T T HIT R, EUBME R MR Y. Mk
EMREBHE, RERKTTEEA HAMEE. Rk, B XMLt BRI
£ 5 N2 E BRI ALER N AOX S T , BRI M BRI 6 5 T ZE W
T EEE PR 53 X, 058 X 0 R TR AR

1.1 Meeting Customers #EHFE A

% Where do you meet your customers?



SCENE 1

Mpr. Smith is the manager of Marketing and Sales Department of an American
company. The company wants to order clothing from Boston Corporation. But
he is not sure whether the products will meet his people or not. So he is making a

field trip there. Mr. Chen Lin is receiving him at the company.
Reading and Discussing

Read the script of the conversation and think over these questions ;
1. How does Mr. Chen Lin greet his customer?
2. How do Mr. Chen and Mr. Smith know each other?
3. Where does Mr. Chen show Mr. Smith around?
4. What does Mr. Smith want to order?

Chen: Welcome to Boston Corporation.

Smith; It’s nice to be here, but I don’t believe we’ve met.

Chen: No, I don’t think we have. My name is Chen Lin.

Smith: How do you do? My name is Fred Smith.

Chen: Here’s my name card. Mr. Smith.

Smith: And here’s mine. Mr. Chen.

Chen: It’s nice to finally meet you.

Smith: And I’m glad to meet you, too.

Chen: We’re short of time, so let’s get started right now.

Smith: OK. I was wondering if you could start by showing me around your
sample room.

Chen: That’s a good idea. (Three minutes later. ) Here we are.

Smith: You certainly have got a large collection of sample clothes here.

Chen: Yeah. We are exporting a great variety to European market. And the
demand is getting greater and greater.

Smith: The clothes have a smooth feel.

Chen: You said it. Our clothes are all of high quality.

Smith: I’m getting interested. But I am not sure whether the designs are to
the taste of our people. What would you say to my ordering some
samples home before I make a decision?

Chen: That’s all right with us.

Smith; 1’1l call you next week.

Chen; I’m expecting your call.




Words and Phrases

be short of =, />

get started JFif

show sb. around some place §R¥ A&
SR 3 H

sample n. &5

a collection of KB

export v. DO

Act out

variety n. Fp2&,Fhfp

demand n. TR

You said it. fRIEHI—RBEE.

be to one’s taste SR AMWBE O, E
ANEE

make a decision fifH €

Now act out the conversation and note down the useful expressions in it. Fillin

the chart.

Receiving the customer| Talking about different markets

Commenting on the sample clothes

Welcome to. . .

SCENE 2

Mr. Li works with ABC Company. He is now receiving his customer, Mr.

Smith at the company.

Reading and Discussing

Read the script of the conversation and think over these questions :
1. Do Mr. Li and Mr. Smith know each other?
2. How does Mr. Smith feel like the trip to the company?

3. Is Mr. Smith a complete stranger to Shanghai?

4. What does he think of Shanghai?



Li.

Li.

Smlth :

Nice to see you, Mr. Smith.

Nice to see you, too. You are Mr....?

I’m Li Xiang, Marketing Director of ABC Corporation. Thank
you for coming all this way. Did you have a good trip?

Yeah, fine,

Is this your first visit to Shanghai?

Yes, it’s my very first.

Was it easy to find here?

Yes, it didn’t take me much time.

How do you like our city?

Pretty charming.

Mr. Smith, can we get started right now?

Yes, 1’ ve got a very full agenda, so perhaps we’d better get
down to business.

All right, Mr. Smith, this way please.

Words and Phrases

marketing n. £ charming a. kAR, BB
director n. ¥ agenda n. WEBE

come all this way — B3k 3|xX B get down to business WHEEF HhF
have a good trip JEi& MR (BT 3L B A D

pretty ad. R, 44>

Act out

Now act out the conversation and note down the useful expressions in it with the

references in Chinese.
— B b3 U g 2
BRE YOk LI
BN XA T B REY
B R, PEATTA R T IH IE AR



1.2 Meeting Business Partners B & {4 <

Where do business partners usually meet?

What do they say when they meet for the first time?
When do they talk about business, before dinner or after it?

SCENE 1

David is one of James’ customers. It’s a long time since they met last time.
Now they are meeting at the buf fet. Mr. James would like to introduce his new
of fice manager to Mr. David.

Reading and Discussing

Read the script of the conversation and think over these questions:’
1. What do you know about James and David?
2. Whom does James introduce to David?
3. How do they greet each other?

James: Hi, David! It’s been a long time.

David: Hi, James. Long time no see.

James: How’s everything going?

David: Business has been a little slow lately.

James: Yeah, but you can still find some hot products. I also have a few
you’ll be interested in.

David: I’m sure you do!

James: By the way, let me introduce you to our new office manager.
David, this is Bill Zhao.

David: Nice to meet you, Mr. Zhao. My name’s David How.

Bill Zhao: Call me Bill. Nice to see you too, James. I’ ve heard a lot
about you.

David: Your products last month turned out to be one of our best sellers.

Bill Zhao: They sure did. And I guarantee you won’t be disappointed this time.
David: I hope so.




