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[ Hi,

2) Good to meet you. Where do

Chapter 1
Establishing Business Relations

BIAIXR

L - =

Inmactwe auesnons and Anmrs

Felix. Is that man over
there President Hank? Could
you introduce him to me
now?

I can introduce
Hello,
Hank , this is my friend, Tom.
Tom, this is President Hank.

No problem,

you to him. President

you work?
I work at IBM. T am in the sales
department.
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Speaking English Fluently: International Trade

f

| appreciate the chance to
talk with you about our trade
business.
We have been looking forward
to that too.

) May | introduce myself first?
I'm from the China National
Wheat Import and Export
Corporation. My name is Liu
Hualin.

How do you do? Thank you for

picking us up.

» Excuse me,are you from the
Reconstruction Import and Ex-
port Corporation?

Yes,we are.

' Nice to meet you! | am from
Morning Star Food. | am
Emma and | am here to pick
you up.

Thank you for being so kind.

Excuse me, do you know
where we can claim our
luggage?

Yes,please follow me.
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Chapter 1  Establishing Business Relations

BuXR O

8 | hope you've had a pleasant | —&_E#EF0R7 |
- trip.

I did, thank you. FEHT Wt
' (@) What line of business are you | {RI1EEBLEHA?
in?
We trade mainly in arts and | KA A8 L2285 1L
crafts. B |

10 I'd like to know something | 18 T — TR
about vyour foreign trade | I RBEEK.
policy.
Our foreign trade policy has | #HKAT &9 *F 90 H B R — |
‘ been based on equality and | ARZEIEFF LA E ‘
\ mutual benefit and the exchange | @A f#gkahz g, !
of needed goods.

|11 Nice to see you, Mr. Li! NEWREEN, 6,
: Nice to see you,too. We see that | 2| R &K LR 3%, F ‘
: your firm specializes in Light | %@ A3 ¥4 FH T
’{ Industrial Goods. And we are | k=5, KATH #5557 ‘
willing to establish a business ST VE£E. ‘

relationship with you.

' 12 May we have a look at that | BEBEHEEID?

machinery? i
Certainly, but they are in the | WA, Rid, €M £ R /T |
showroom. 2. |

13 Is your company far from | {RIATEXILEID? |
here? {
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Speaking English Fluently: International Trade
ShBR IR N E WOR

' Do you think it's the general

' Here’s the car. Shall we drive

Not very far. It’s only half an '

hour by car. |

noon. Suppose we set the
time for negotiating at, say,
three o’clock tomorrow after-
noon. Could you manage
that?

Yes. I'll pick you up at your
hotel.

By the way, how’s business
these days?
Not bad. But sales are down a bit

due to the currency revaluation.

trend?
Oh, I hope not. I think it’s just a
slump. Things will improve

soon.

to the hotel now?
Yes,let’s go.

Good morning. | want to
speak to Mr. Johnson, the
manager of your advertising
department. Could you put
me through, please?
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Chapter

1 Establishing Business Relations

BY XX

May I ask who’s calling?

19 We are making arrangements
for your visit and I'd like to go
over a few of the details
with you.
Good. So

forward.

things are moving

.............................................................

) I'd like to go over two things—
your arrival date and the hotel
you prefer. Is it convenient for
you to talk now?

Amy, actually, I've given all the

PA, Miss

Ella Dimmy. She is looking after

arrangements to my

things from this end.

So shall | talk to Ms. Candice
and check the arrangements?
She is having a meeting. 1 will

tell her to give you a call.

ff = |

Freqmt Seniénceé ‘

i Agreeing on the meeting

- T'd like to see you tomorrow. # 8 & 48 % £ 15 1
I'd like to stop by tomorrow. % 4888 X 3t %,
. Will you be at your office tomorrow? ¥ X &2k A E

T VA 4]
LA N
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Can we meet again next Friday? T B £ &A1& 0 — & 4o fT?

% Fixing the meeting place #ZE 4 B4

Are there any landmarks? A+ 4 2R A7 E R D7

You can’t miss it. R &35 49,

I'm at the reception desk. /£ 4] & . :

If we miss each other by any chance,call my office. 7 — #& /14
RE| B RANEIT L, '

; ' Changing artangements /52 H E L HE
¢ When will we see you again? M 4 812 4L B B 2

Do you have anything on Tuesday? 2 #1 = /& A 4+ 4 %357

I'd like to set a time for the meeting. 3% 48 & A~ 8t 8] . — @ .

What time would be good for you? 74+ & & 8] 4~i& 7

I need to change our appointment to 8 o’clock. 3% 111#4 25 28t 4]
LKA &

It won’t take more than a half-hour. R &-# i F /> At ad .

D T T T T L e I P T T T R T T P Y R T PP

Shutiona Dsogues BBLE

Y
.

| A -Hello! Welcome!

\

B :Thank you. I'm from Australia. Here’s my business card.

A :Glad to meet you, Mr. Smith. My family name is Su and
here is my card.

B:Great! This is my first visit to the fair. Everything is new to
me. Would you please give me some information?

A Glad to. The Fair is a big gathering and takes place twice a
year. Thousands of businessmen from more than a
hundred and fifty countries and regions come here to
trade.

B :What about your company?

e ™ e e o .
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[ A.Our company specializes in exporting leather products. \‘-‘
What about yours?

B :My firm has a lot of prestige in my country. My bank is the
City Bank,New York. You may refer to it for my position.
Now I'd like to know whether you offer FOB or CIF.

:Both. You may choose.

>

B:Do you sell shipping weight or landing weight?

: Shipping weight. Prior to every shipment the cargo is
inspected and weighed by the Chinese Import and Export
Commodities Inspection Bureau, which will issue certi-
ficates of quality and weight. The certificates are to be
taken as final.
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\A;What are your terms of payment? |




