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1. To Establish B
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Good morning, I'm John, the manager
of a textile company. This is my calling W TERs ke,
| “call > .
card. j Eg‘ﬂ"ggcag : B -
BT, REOW, —RGRAE (K gl g
' “b . T 1)
RIERIE, XERNEH. o
Nice to meet you. I think we are in ‘ X ,';
the same line. ) “6 "f’
REMNEUR, BEBBRMNER— oo . 7
-'\AV.V\:;;;:
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Hello! May I have your company name?

RiF! FEERIBRATRIZFRIG?
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I know your company from our friend's recommendation, and |

?H

gladly see that you are in need of the items that we produce.
HEBTRRNNBHNERA TN, MARSKREBZLTIE
BRATENTm.
I know your company through the Internet. I learned that you are
specialized in textile, and that is what we require urgently.
, HNBRATEIEEHR
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We are in the line for three decades
BAWX—17B=15F7 .
Our products are popular in many countries with lasting large
E_E1EXO

demand.
BN RETSEREBRZRE, mE
I think that compared with those of the same kind in the world, our

price is competitive.
A, SR FEERNRESEE™

SAELL, BAMMEEREESNMN. \ .......

Our products are made of elegant : o Y

materials and have various styles in order to ! '

' [ e

meet many countries' requirements
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We would like to build business relationships with you

HBERSRNTRTISER.

1748
You are welcomed to build business relations with us
BEXSRIIEILV SR,

It's our honor to make a deal with you

HMRR=SEMER.

Your thought is the same as mine

AR E
I'm here to see whether we have the possibility to cooperate with

each other.
HRXBREMBERIREEUEAE.
v

/

o
John: Hello! May I have your name

please?
Mary: Hello! I'm Mary. Can you tell

me what you do?
John: Our company is specialized in
producing textiles for more than twenty years. ./

And I have known your company through the

Internet.
Mary: So? You mean you want to purchase from us?
John: Sorry, we just want to supply to you, as I found that you are

in urgent need of the items of our products
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Mary: Oh, yes. Can you tell me what
your advantage is?

John: Yes. As I have told you, we are
in the line * for more than two decades,

having much more experience, and our
price is the most favorable one compared

with® those of the same kind in the world.

Mary: That sounds good. ;
John: So, you know, we would like T "o

to build business relationships with you.

Mary: As you say, we share the same idea.
John: Great! I hope we can make a great deal afterward.

Mary: Sodo I.
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1. recommendation 4. honor [‘anar] n. 5iE
[rekemen'defen] n. #EEE 5. possibility [ pasa'bilati] n. BTEEME

2.demand [dr'meend] n. &3k 6. advantage [ad'veentidz] n. {35

3. competitive [kem'petativ] adj. 7. afterword ['sefte-w3-d] adv. LA/
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