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th Your Business Associate

International Products. May | help you?

| would like to make an appointment with you, possibly, this week. How

does that sound?

I am Jack from the ABC Company. | would like to speak with someone who
| is responsible for imports.

| will be expecting you then.

Track 1 -1 -1

i

A.Hello, International Trade Corporation.

B:Hello,may | talk to Mr. Bill Smith , please?

A.Hold on, please.

C:Hello,Smith speaking. Who is calling?

B:Good morning, Mr. Smith. This is Li Tao.

~ C:So what can | do for you?

B:Mr. Smith, I'd like to make some trading arrangements with your corpora-
fion. So | am wondering if | could come and meet with you at 9: 30 a. m.
tomorrow.

C:I'm afraid | have an appointment at 9: 30.

B:Then,how about 2: 00 p. m. tomorrow?

C:That sounds good.

Track 1 -1-2

Miss Liu; This is Liu Yan speaking.

Mr. Gary : Hello , Miss Liu.

Miss Liu:Hello,Mr. Gary.

Mr. Gary: Thank you for your entertainment last Sunday.

Miss Liu: You're welcome.

Mr. Gary:| am just wondering if | can make an appointment to discuss
our business matters.

Miss Liu:Sure,just tell me when you're free.

Mr. Gary : What about the day after tomorrow?

Miss Liu : Let me check. Hum, that will be Tuesday. How about 10: 00 a. m. ?

Mr. Gary ; Fine. Thank you.

Miss Liu;OK,let's meet at 10: 00 a. m. on Tuesday. See you.

Mr. Gary ; See you Tuesday.



