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Introduce a cer
- ground, business sco . 4 . :
9 Talk about a company’s busmess R i is needed 1 m)t on!ry 1
Q Promote a product But it a caltural senge us well
€) Product prospectuses

',/'.'Srb‘eak More
I sECTION @ Talking Face to Face [l amed

Sample 1

hi&eswdlﬂChm;madeslkprodncm?Cometoomshow'
~ With years of experience in manufacturing silk products, we offer a wide range aﬁsilk
mems,suchassilkfans,sﬂkgamems, sﬂksbeets,andsﬂkcarpets Aﬂmmadeofmpqua]ny




Mountain Bikes — A Perfect Travel Vehicle!
" Tn'ed ef walking through the woods? Buy a mountain bike!

Huaxia B npany has a new product to offer its customers — mountain bikes!
Thzyare the emnpany’s latest developments. All are made of top quality materials. With vari-
sizes, fammble pnces and top quahty', our mountain blkes are well received

o

1 Read aloud the following dialogues based on the samples provided above. You could practice
role-play with your partner, changing the information into your own.

Dialoqueﬁ

Ms. Wang: Mr. Black, you have seen our products in the showroom. They
are of top quality and fine workmanship and are sure to earn a
big profit.

Mr. Black: I think you are right. That’s why I am here in your company. In
recent years, China-made silk products, especially your com-
pany’s, have been enjoying a fair market in Canada.

Ms. Wang: You're right, but it’s not just in Canada. It’s in Europe, South Asia
and other regions, too.

Mr. Black: Have you got a sales agent in Canada?

Ms. Wang: No, not yet. Why are you asking?

Mr. Black: You see, I'm buying for chain department stores in Canada. One
of their interests is Chinese silk
products. And I’d like to be the
person in charge of this line.

Ms. Wang: Great! I'll make an appointment for
you to meet Mr. Wang, our general
manager.

Mr. Black: Thank you very much.

Ms. Wang:  You're welcome.




Dialogueﬁ

Mr. Zhao:
Mr. Wilson:
Mr. Zhao:
Mr. Wilson:
Mr. Zhao:

Mr. Wilson:

Mr. Zhao:

Mr. Wilson:
Mr. Zhao:
Mr. Wilson:

& Here is

Thank you for your interest in our mountain bikes, Mr. Wilson.
I'd like to know more about your products and your company.
What exactly do you want to know?

I would like to know more about your line of mountain bikes.

As you know, we produce mountain bikes of various types and
sizes. We have years of experience in manufacturing them. Our
bikes sell well in the international market because of their super
quality and competitive prices.
We’ve read about this in your sales
literature. Now, what was your
sales turnover last year? And how
many subsidiaries do you have?
Our sales turnover last year was
around 2 891 400 RMB yuan. At
present, we have 5 subsidiaries in

the country and we are planning to have more.

Have you thought about expanding your business abroad?

Yes, to be frank. But it’s not so easy to find a suitable partner.
Well, you might not have to wait much longer. Let’s talk busi-
ness.

a group of short dialogues. Follow the examples to fulfill the tasks accordingly.

( 1 ) A:  May I help you, madam?

I’(? like to buy a toy telephone for my 10-year-old son. I want some-
thing that looks fun and interesting to a child.

A: In that case, you'll probably be interested in this one. It the latest

model and very popular with little kids.

B: Let me have a look. Oh, it’s cute! The tail of the tiger is used as the

.rf;ceiver. P'm sure Johnny will like it. Yes, I'll take it. How much is
itz

UL Promoting Actes
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A: Do you think we should b

@ A: What are your findings in the market survey?
B: Laptop computers are in great demand. I'm sure they’ll be the market lead-

er in the next few years.
Do you mean we should hasten our speed in developing new models?
Yes, I think so. With proper sales promotion, the market should soon be

ours.
A: Great! Let’s start organizing our developing and advertising campaign right
away.
B: Iagree, we shouldn’t lose any time. We must strike while the iron is hot, as

w >

Task:  Report your market survey to your boss.

Tl;ey like the portable design and the fashionable
style, but they are not toq happy about our price
ring the price down?

Well, probably yes. Yoy see, the competition js

fierce.

@ A: Have you applied for a patent for this new product, Mr. Smith?
B: Yes. In fact, we applied for it six months ago. Last week, we got the ap-
proval from the patent office. Finally, we have our own patent.
A: Congratulations! What are your plans for the future?
B: We'll try to develop some other models of helmets and then, when the
time is right, expand our business abroad, if possible.
A:  You have high ambitions. Good luck to you!

Task:  Talk about the application for a patent.




é Here is the Data Bank. Practice the patterns and expressions for talking about present situa-

tions and potentials of products.

- \

1.

. We should find the cause of the delay and deliver the goods to the customer immediately.

. We should try to find a better way to handle this problem.
. An increasing number of people are interested in buying laptops instead of desktops.
. We should develop more models to meet the needs of the consumers.

. The present situation of our CD players is not pleasing.

10.
11.

12"

\
What findings have you got from the market survey?

P& A E R A A AT
Our new type of PC is well received by the customers.

AN 69 # R PCHUR L BE 69 3R,

RN EZRBIRGRE, L ERFLmER L,
The patent office has turned down / approved our application.
FH B LIS / B RN B G PH,

BAVRZ ZRE]) — A RIF0 T E R AR E M,

HMAREHARERFREUME, MAXEX LM,

BMEFE LS LR KA EREHT R,

FAVE 6 COALE AR R AA AL

This new type of air-conditioner will find a smooth way into the home market.
AR Z RPN E AT H AT 4%

The sales figures have decreased this month.

BEMAHHEETHT,

Competitively-priced quality products are the most desirable.

HrBedh % 64 B R AR,

Our laptop computers enjoy a ready market both at home and abroad.

AV 69 F R A B W SRR 4




The following bar graph is about the sales of the apartments developed by Royal Real Estate &
Property Company in the first half year. Look at the graph carefully and get ready to say

something about it.

Graphic Presentation

Sales of the First Half Year

B Target volume
B Sales volume

Million

A
x«»ﬂ*"i@“""é ¢ W

Month

Sentence Patterns
1. Letme begin by ... .
2. Our company’s total sales have amounted to ...
3. We also underwent ...
4

. Nobody will deny that ... g

Words and Expressions

1. undergo £/

ups and downs #2K

contribute to - THK, LT
amount to ik 3|

i AW N
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