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Unit One Meeting
(&R

I Key Sentences

1. ’m Paul Lefere from the America Overseas Trading Corpora-
tion. Here is my card.

2.1 have an appointment with Mr. Hunt ,the sales manager at 11:
30.

3. You are Mr. Lefere,aren’t you? Welcome to our company.

4.1t’s nice to meet you.

5. ’'m David Hunt. We know you through our correspondence,
Mr. Lefere.

6. I'm pleased my name is not new to you, but this is the first
time that I have had the pleasure of meeting you in person.

7.1’m glad to have the opportunity of visiting your corporation.

8. Face-to-face talk will no doubt promote mutual understandmg
and benefit the extenion of business.

9.1 hope we can do business together.

10. May I ask what line of business you are in?

11. We trade mainly in silks.

12.1 saw your printed shirting at the Guangzhou Fair.

13.I’'m much impressed by so many products on display.

14. The quality and variety of your textile products are very at-

tractive indeed.

15. They may find a market in our country.

16.I’m here to make business contacts with you,

17. We used to buy silks from Japan and India,but now we are
thinking of expanding into the Chinese market.

18. Now I’d like to have some information about your usual prac-

1



B WMEFHITAE

tices.

19. Could 1 have the catalogue with me? T should like to have
another talk with you in a few days.

- 20. Hello,Mr Lefere ,how are you?

21. I'm happy to meet you again.

22.1 do hope you have a very enjoyable trip from New York.

23. We have been looking forward to your-visit.

24. I'm awfully sorry for not being able to meet you at the airport
as I was busy yesterday.

25. How are you getting along with your business?

26. The fur market is not very brisk lately.

27. But as the selling season is advancing near,I hope there will
be more buyers in the market.

28. The purpose of my visit here is to examine the prospects of
increasing our mutual business.

29. Though we are satisfied with our past record, there are still
possibilities for more business.

30. In the meantime, let’s discuss other spheres of cooperation,
such as investment, technology transfer and technical assis-
tance. '

I Structures

1.’m Paul Lefere from [the America Overseas Trading Corp-
oration.

the China National Technical Import
Corp.

Dongali Insurance Company.

Here is my card.

2.1 {have an appointment with Mr. Hunt,the sales manager at 11;30.
Have you an appointment with|the chairman of the board at 2,307
May Ilhave an appointment with  * [the assistant manager at 4:00?
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3. Welcome to lour company.
China.

our city. ‘ )
Tianjin.

4. It’s nice to [see you.
meet you
meet you in person,

5.1’m |glad to meet you.
pleased

happy

6. This is |the first time that I have the pleasure of meeting you
in person.

my first visit to your country.

my first trip to your city.

7.17’'m glad to have the opportunity of |visiting your corporation.

cooperating with you.’

doing business with your
company.

8. Pm awfully sorry for not being able to meet you at

the |airport as | was busy yesterday.’
railway station having a meeting this morning.
guest house not in the city.

9. May I ask {what line of business you [are in?
handle?

what’s your main line of business?

what main items you can |supply?
export?
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10. We [trade mainly in silks.

deal

are lengaged in the line! of silks.
exporters
importers

11. Though {We are satisfied with our past trade record,there are
still possibilities for more business,
the volume of trade between us has been increasing,
there’s still much room for development.
the trade in the past was satisfactory to both sides,
there are chances for further cooperation.

% 12. The purpose of my visit here

is to |examine the propects of increasing our mutual business.

discuss with you a number of problems that turned up
in the past,.

discuss with you a number of queries lingering in _my |
mind. ;

see if your export list could be further enlarged and
the terms of payments further improved upon,etc. |

13. ’m here to |make business contacts with you.
establish business relations.
have a business talk.
negotiate business.

14. Now I'd like to have some information about your

usual practices.
payment terms,
range of business.

15

Face-to-face talk will undoubtedly promote mutual
Personal contact
Friendly meeting
To go to the trade fair

understanding and benefit the extension of trade.

4
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I Conversations .
' )

A: Good morning,welcome to our company.

B:Good morning,] have an appointment with Mr. Hunt,the sales
manager.

A May I know your name,please?

B:Paul Lefere from the America Oversea Trading Corporation.
Here is my card. I wonder if he is free at the moment.

A :Wait a minute,please.

Mr. Lefere,Mr. Hunt is expecting you at his office. His secre-
tary is coming. She will show you to his office.

B:Thank you very much.

(2)

A:You are Mr. Lefere,aren’t you? I'm David Hunt. How do you
do? Sit down,please.

B:How do you do?I’m Paul Lefere from Canada. I'm glad to have
the opportunity of visiting your corporation.

A :You're welcome. Did you have a pleasant trip?

B: Yes, a very pleasant journey, thank you. I'm here to make
business contacts with you.

A:We have been looking forward to your visit and hope we can
do business together.

B:Now I'd like to have some information about your usual prac-
tices,

3

A:I’'m Li Ming, Mr. Smith. We know you through our corre-
spondence. I'm glad to meet you.

B:It’s nice to meet you,too. I’m glad my namé is not new to you.
But this is the first time for me to have the pleasure of meeting
you in person.

A :Face-to-face talk will no doubt promote mutual understanding
and benefit the extension of business. |



S EE8EHITAE

B:You are perfectly right. The purpose of my visit here is to ex-

amine the prospect of increasing our mutual business.
4)

A :May I ask what line of business you are in?

B: We trade mainly in silks. I saw your printed shirting at the
Guangzhou Fair,and was much impressed by so many prod-
ucts on display.

A :Here is our illustrated catalogue. You will find the quality and
variety of our textile products very attractive.

B: Wonderful | They may find a ready market in our country. You
know ,we used to buy silks from Japan and India,but now we
are thinking of expanding into the Chinese market.

A ;Oh, good. Actually we’d like to establish busmess relations
with you,too.

B:May 1 take the catalogue with me?l should like to have anoth-
er talk with you in 2 few days.

A :Of course,you are welcome. .

(5)

A :Hello,Mr. Jone,how are you?

B:Fine,thank you,and how are you?

A:Very well,thank you. It’s nice to meet you again. I’'m awfully
sorry for not being able to meet you at the airport as I was
busy yesterday. I do hope you have had a very enjoyable trip
from New York.

B:Yes,a very pleasant journey indeed,thank you.

A:How are you getting along with your business?

B: Not bad. The fur market is not very brisk lately. But as the
selling season is advancing near, hope there will be more
buyers in the market,

A1 hope we can do more business together. Though we are sat-
isfied with our past trade record,there are still possibilities for
more business. In the meantime,let’s discuss other spheres of
cooperation,such as investment,technology transfer and tech-
nical assistance.

6
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N Word Study

1. appoint vt. {£#y,Z{F appointment n. {6y, BAE
(1)The board of directors appointed Mr. White (to be) man-
ager.
BHORRIMFREENEHE.
(2)The time appointed for the meeting is 2:30 p. m.
SFTHIBELR T4 28305 .
(3)1 have an appointment with the sales manager at 9:00 a. m.
REAE LIRS UHERH,
2.trade vi.vt. N\ SR 5 n. R 5
(1)We do not trade with their firm. -
RITAF IR SHETHE .
(2)Wool has been traded down (up) 10%.
EEMHEFOT10%,
(3)They traded machines for gold dust with the Russians.
e MASRREEANEY,
(4)Our oversea frade is continuously expanding.
R INR 5 RWTT R .
(5)Spun silk is a weak (strong) trade right now.
BLLl FIRAER RO .
3. pleased adj. fii h#Y pleasant adj. 4 AWMt pleasure n. #iR
(1>Our customers are very pleased with the quality of your
commodities.
R EF P XRMIGHSRBRBEE.
(2)We have the pleasure to send you a copy of our catalogue.
RIVREHZHERIT—HERE,
(3)Our business talk is very pleasant.
CRIEESRIET S AW,
4.line n. G PR AT vi. vt. i"ﬁF’ (5 up iﬁﬁi),ﬁi
(1)As soon as you reach a decision,please drop us a line.
HRI—2RELRE EEA.

(2)We have been for many years in the porcelain line.

RMNEEBEREBRCHEZE.
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(3)This is the best selling line in cotton underwear.

XR—MigE AN,

(4)We may be able to line up 700 tons for you in the next few

days.
JLR JG #ATRT e 4h fR¥E HET00mg 1%

(5)Please line the cartons with wax paper.

FE P H RS AR B,
5. welcome vt. n. %Kil adj. Xl By .

(1)We welcome your kind help.
OB AT B Z T

(2)They received a warm welcome.
fla 12 E AT A WA,

(3)A loan would be very welcome to me just now.
RALEFTHEIRK.

- satisfactory adj. & Ai#EH) satisfactorily adv. 4 A2 H
satisfy vt. {#i#% & satisfaction n. &
(1)His work is satisfactory.

ey THESAHE.
(2)The machine runs satisfactorily.
EBZHRL ANHE. ‘
(3)You will be satisfied with our commodities.
VRB 20 BT e S BT
(4)To our great satisfaction a much stalled question has been
settled.
— M IE L H B’Jlﬁ]@ﬁﬁﬂiT ERNBZFEFHE.

-meet vi. vt. 3B I, #8185 £ s (U E) '

(1>DWe will meet with no difficulty (in) selling this article.
RINMHERXHHERALHEE.

(2)We expect to meet your trade delegation at the Guangzhou
Fair.
RIVHBEET XL L2 RENHR B ER.

(3) The buyer hopes you will be able to meet his require-
ments.

RERERER S A BR,

w e
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(4)The products will meet a ready market.
e = L [
8. visit vt. n. 34518, i, 2 W
(D1 have visited this city several times.
A EE XA ILKT .
(2)1ast Saturday I visited the exhibition.
ERAREAE TR,
(3)This evening we are going to pay a visit to the president.
- SBRBRNEREREH,
9. enjoy vt. 2%, iR enjoyable adj. it Hy
(1)We enjoy your cooperation.
HIVRE KR E1E.
(2)Their corporation enjoys a good reputation in the world.
i 2 FER R FEH T,
(3)Our journey is enjoyable.
RATRY RN .
10. market n. i3 vt. R
(1)We are trying to find a new market for this commodity.
FANVIEFE S 7 4 TR R & 3R BB 0K .
(2)There is a good (poor) market for your goods.
TRITRI TR i 8 G ED)
(3)We are in the market for grain.
HRMNEXAY.
(4)They are going to manipulate the market.
affect
mend
TR R AT 5.
Fmiyg.
8 35 47 5% .
(5) There appears to us that there is no difficulty (in) mar-
keting these products.

TETT S HE X R i S RATL A - 2 B .
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V Translation of 1.2.1

I Key Sentences ,

1. REEEBIAGAFHRE - *‘J#/J\JX%?’ZB"JZH'O

2 ?‘2'5%’%%%’?%?&54’1%115305}‘*"{50 ‘
Rt R AR RELET . W B R ITAE k.

4 L?Uﬁi’ﬁl—m/\

5. MEKD-FH.FHRELE, ?*21!]&‘@@3‘6&4’%1 1T &,

6. RIPIHRY BFEMNKRIFREEEXRRE KRS LE,

7. RIMENEEVSHRFAG .

8. B IRLRSEBEHULH T W, #ﬁﬁb?#ﬂ(ﬁ?}

9. MAHKNEY —EMEE.

10. B BB AN FITH?

. ENFELELSA.

12. BAET X2 LB T IR ENTEARR .

13 BREMERX 42 . A RET THRAMDNS. :

14. 4R {I]B’J%ml_‘tnnE’Jﬁﬁﬁ?ﬁiﬁnuﬁ%ﬁlﬁ%‘?'Ao

15. ENFIREERERIITH.

16. LRI GHRATE LA VIKE .,

173 X BN~ HERAE & PEH O L8, MERNEY KT
E %% iTA.

18. AR T — TIRNTHHRA . .

19. ?ETU%%B%&“%?&@&IL%E*MM& 'F

20. BR, M3 RIEH: , IR

21 REMEIR B R,

22. ﬁfﬁ%%ﬁ’\}iiﬂé@%ﬁmé’ﬂﬁﬁﬁﬁ‘ﬂh

23. NT—EB BERFKH .

24. IERRAL, B BE VL7 4R, BB R I 3k .

25. {RITKEF T2

26. IR EHHAKIEEK.

2. HEROTHERYHRERT . AFUTH LEFE LML E,

28. FHVTH H I R IMA (LR 5 TR,

29. g”%ﬁ]ﬁﬁi‘é’nﬂ%mﬂ?ﬁ AH R TTREIE & 1
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