R TSR BB B

\Ad\van@@d Business English
Listening & Speaking

raZl
237 3T
Wy $5¢




RINZBREB R M
EREREBITH czem)
Advanced Business English Listening and Speaking

(Student’s Book)

BlEHwm I2XF A%

% H RBRESHAE)
EEH WE2F H=h
R Mk AN

KSR

2000 4 « KW



R ]
BElH#ER%E (CIP) #iE
BRZFFIERR/E M IS — K. B RF B,
2000. 5
R 5 T R RPN
ISBN  7-81053-277-4
LBy 0o He 0. BB B -SSR -HH
V. H319.9
P E A E B CIP $EZ T (20000 %5 23952 5

Gaoji Jingmao Yingyu Tingshuo (Xuesheng Yongshu)
BRZBRFEBERHE (A
¥ & Ho#E

[RERE & #
[JHBRIT whak Pkt
tak KAFERL B 410082
& 0731-8821601" (731 8821315
Og B ahthEsa
CE0 £ awvsdiriisr

O+ ssox1168 323 [Iemsk 5 OF¥M nsT
CIMER 20004 8 A 1M (12000 4E 8 A% 1 IKENR
CEn#®  1—5 000 ff

(4858 ISBN 7-81053-277-4/H « 52

OFMm 7.007

CAORFRBBAAPHES, Ao Hi



pr h

.

PREFACE

Al

il

HTREFRES ST EEN R
MEERIOENENF N IEHTENERE
FEAA BRI EBEEBERERETELINE
MREREMEGS T HREHIEERIIEM.
RSB AT HER RS 2FEE SRR
SR W BERSRAESM XTI mE—E
R RAEEA LT WRFEHMEM FAHRA
—EIIERMP LR TAEEEITSE,

2EEMEERBESRANEFNER
FAW AP ER, =M (HREREE
HENEREHEBEREIIERLRAKES
1B, BEMAATE, B AR, GEA AR
B R5T H 2 B EFMEL. WiREM
EAREHIEMEMSES . EFEZEAE.

(BRERLFHRIZERERATERY
BMZ—, 2B SHKR HREH G N
BEUMRERERG LH KB NL Y
EEE TR ERRE.RE AR 65
ikt 15 35T, FEITH IS HE SN
W DB AR, 58 8 A XE . B v

1



30, A O EESING. E—EE=Ho KT EIN %
3, BRI =B YRR .

B RGEINEES N - MR oERRE-E8+
HETHEX. E— EEZB0eWET B+ E - BTk
A, BB —EE SR ITE ), I I 5 B BR B 55 B 5 1% (58
Tt S T ERTE D MET RS S ERERERE
HHERGALEELRTED . MHEERARTIAR(ENE
BHETED, HEXFAR R BEBEGE =T HETESD,
FREVBREHL OBAXNRNDEEXEBRETEETR
B4 . REEN.+.t+— T . FZHTHET A B+ -EE
THBTHEI D). BaEARUERE KK, SR # 5, 916
FHEIGRE . &K F/RIMEKZA David Watt {1 Peggy Sue
Ewanyshyn &4 2 #fi John Evans %54 f] Cristy Borthick %
A EAFREAVERGBREL. HEITECRFHMER
BEGYXEHHRE ST T HF S X, Unjna Jeerh &r k-, Andrew
David Finlay I EBEFTERT. FHBHRIBRRKIERF
R,

HHFREEKTFELBRHER, PR ZZ MTEF S, 85
W REEMIFHEE.

W OE
2000 ¥ 5 A

L emN



DIRECTIONS

& AR 87

(BRERIGEWHTHEERR S &5
EB GAKBEFEUNESERFRESHER
T T B —ERB R AEEN T FFE B
R AR E - HEAMMNER TS
¥3I8%,

(ERZFEEBRB LR BN
RAHmN. RERETHET. 2815 83,68
BTH AB.C.D WAy, gITH A4, 81
WoHEE: | B85 ¥ 81 (Notes and
Suggestions); I & 3 5 & % & £ (Exercises
with Key); I & N2 (Tape Script),

B— &4 07 7 E =il 4k (Part A Focus
Listening) #XEERFRESRT/EFAIELE
BEITAES AREHEITES S BN, X
B HMELEST A A,

WHEABET TN EENE:

1. F 5 F - (Numbers and Letters)

2. i #% 5 B 17 (Price and Unit Words)

3. i il 5 5%.%#: # (Monetary System and

Exchange Rates)



4, BERHE 51t ¥ (Measurement and Computation)

5. #% % (Relative Numbers)

6. FriE (Numerals)

7. B4t (Percentage)

8. % (Graphs)

9. 9785 /NH (Fractions and Decimals)

10. 7 Z 58 % (Rhythm and Stresses)

S804 XF1E (Part B Dialogue) RIEEEF A 5325 &4
HFRITT 15 FF R E X E4 R FHE% S B, A B, LU
GHREFIEEBNENE N SEETEESL SR LHH
BOAM MEF TR EBERG T/ FE B EERE.
ST AR RSB A& e SR AT,

$E=84 5 3 (Part C Passage) RIE 15 MEIFEE S £3F
THRET 15 HEX FENMEE IR THER VSR, X
IR FEE SRS Co 1 Co, AR IS B2 =) 3 78 40 JE U RE
7.

SRR 4 OE H Aill4R (Part D Oral Practice) X N38433%
Wit =384 D,.D, f1D,. D, B T E LR TEPEASRES
HEIRL 20~30 4], I FRFER ZERGREWH  BICEET.
D, R FE W 5 EBH A BB BT 3~4 MG H ¥
EALUREERTERE TN E-R=ZMAF.D. RESHRTLEN
BARHEMERME. SEUANFHERRGSEELBASEER
TR BRI HER B HRITHE RN FHTHL, BRXTiE. BT
RAit Dy # T HAP—MEROBEBHE AEIHSE,



Contents

8 =R

PREFACE HiE «ereeerererrarreorneneniinanenciirasionienssns ]
DIRECTIONS  {H I JEHT  ocvererrmertmeseraieriiniicniiiieane. ]

Unit 1 Business Contact WEBHR

Part A Training Focus Phone, Fax and Telex Numbers
E-mail Addresses
Part B The Dialogue Making Contact -

Part C  The Passage Business Communication «eeceeeevees

..
Sy AN~

Part D Oral Practice on Business Contact sesessesesrrorrereerenns

Unit 2 Arranging a Time Schedule ZHEBR

Part A Training Focus Time «ecreeeresrsnereienienoninninine. 9
Part B The Dialogue Discussing Basic Time Schedule

. 10
Part C The Passage You Can Mix Business with Pleasure

- 12
Part D Oral Practice on Arranging a Time Schedule «=+--ee- 14



Unit 3 Business Inquiries ig{f}

Part A Training Focus Names of the Important

World Ports sereeerrrerecsssineiiaces 18
Part B The Dialogue Making an Inquiry seresceseeseenee 2]
Part C The Passage Introduction to Product «+eeeeveeere 23

Part D Oral Practice on Business Inquiries srrereevrervasesnnnes 24
Unit 4 On Price 185X

Part A Training Focus Price and Unit Words «:-coveeeeeeees 28
Part B The Dialogue You Drive a Hard Bargain «s-«ceeee 30
Part C The Passage A Fair Price -rerereerreccriaieniiis 37
Part D Oral Practice on Price sesesteesseerrseenennisiencieiees 33

Unit 5 Payment and Delivery {1EREZEZEH

Part A Training Focus Monetary System and

Exchange Rates  seeveverevrcncennes 37
Part B The Dialogue On Payment Terms;

On Delivery 'I‘erms tasesserscrrens e 39
Part C The Passage Payment Terms  cosstesciciasncins 40
Part D Oral Practice on Payment and Delivery «:--eeceerenees 42

Unit 6 Counter-offer £f%

Part A Training Focus Monetary System ard Exchange Rates
+ 46



Part B The Dialogue A Tough Bargainer -

+ 48

Part C  The Passage Negotiating Price crreereeerees © 50
Part D Oral Practice on Counter-offer sseetreercrecinaciiiiian 51
Unit 7 Shipment IEiz
Part A Training Focus Measurement and Computation
- 56
Part B The Dialogue Discussing Shipment - 58
Part C The Passage Shipment Time cteceeeressrsrnrennaasns 59

Part D Oral Practice on Shipment “eretienccivenssreutenacatnarasen

Unit 8 Acceptance B3

Part A Training Focus Measurement and Computation

61

- 65
Part B The Dialogue We’ll Have This Also in the
CONtract reeesrrressssrrosscsarsanesscesee 66
Part C The Passage Price Is the Basic Topic <+-+=sreee 69
Part D Oral Practice on Acceptance +«+se++: - 71
Unit 9 Withholding an Offer %1%
Part A Training Focus Relative Number 75

Part B The Dialogue We’ve Just Been in No Position to
Make a Firm Offer
Part C  The Passage The Simplest and Safest Thing

- 76

<79



Part D Oral Practice on Withholding an Offer «cceceereeeees 82

Unit 10 Installments 4} BA{+Er

Part A Training Focus INumerals ceoeeessreersssveisnesennnens 85
Part B The Dialogue We Have at Last Settled the Terms

of Payment +eeeersesreereeciennananens 86

Part C  The Passage A Common Method Used in Business

- 89

Part D Oral Practice on Installments seseceeesresinciencniis 90

Unit 11 Packing 3%

Part A Training Focus Percentage ««++«--+tssesseessessesseaenes 94
Part B The Dialogue Labels  sererrricncreinrenniinineiiiines 96
Part C  The Passage Packing and Packaging «c++ooeeeeer 98
Part D Oral Practice on Packing sseeceerecieicciiiiiainnie 100

Unit 12 Insurance &%

Part A Training Focus Graphs «sseeeessrersrsneesnonnreenennns 103
Part B The Dialogue Being More Careful in Requesting

the Proper Insurance scesteccecenees 104
Part C The Passage The Insurance Company Pays

the Bills «eeerreeesceccevevrcernenans 107

Part D Oral Practice on Insurance <ssstecesees corveeeannnees 109



-~

Unit 13 Claims R

Part A Training Focus Fractions and Decimals «sseeseereee 113
Part B The Dialogue I Have Two Claims - 114
Part C The Passage Making a Claim <recseeeernecneneens 116
Part D QOral Practice on Claims eeee 117
Unit 14 Agency {CH
Part A Training Focus Rhythm and Stresses in Spoken
English seeeeeveerminiinnnnininn. 121
Part B The Dialogue The Sole Agent in the Mexican
Market seceresrensieciiicicaierinencens 124
Part C The Passage Why Would a Buyer Want to Be
the Sole Agent =weseereseenniennens 126
Part D Oral Practice on Agency -+« - 128
Unit 15 Joint Venture <&4k
Part A Training Focus Rhythm and Stresses in Spoken
English seeeeereereensienininnin 132
Part B The Dialogue How Does One Register a Joint
Venture - 133
Part C The Passage Joint International Business Venture
- 136
Part D Oral Practice on Joint Venture - 138



Unit 7 Business Contact
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Part A Focus Listening

Training Focus.
1. Phone, Fax and Telex Numbers
2. E-mail Addresses

A, Directions: Listen to the tape. As you do so, f{ill in the

missing information on the form below.

Time With Whom From Where | Phone and Telex

Tuesday 8 a. m. Joan White
Wednesday 3 p. m. John Wright
Monday 2:30 p. m. Peter Podifer
Before May 15th Zhou Yi

The managing

director.

A, Directions: You will hear some E-mail addresses from

the tape. Please write them down.

1.




2 Unit 1 Business Contact

Part B The Dialogue

Making Contact

Vocabulary;
1. receptionist [ri'sepfanist In. EER
2. Los Angeles [los‘and3alosIn. (EEBT B2
3. inquiry [in'kwaiarin. 1
4. machine tool LR, TR
5. China Machinery Equipment
Corporation o E LRI & A A
6. lathe model LRt
7. head out ik

B, Directions: Listen to the telephone call and choose the

right answer for each of the questions you hear.

1. a. Tom Wang b. Charles’ secretary
c. Charles Wright d. A receptionist

2. a. An operator b. A receptionist
c. Charles’ secretary d. A servant

3. a. To return his coat.
b. To rotate his job at Holiday Hotel.

To return his call.

It

e

To write a message to him.
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To ask Mr. Wright to return his coat

T ®

. To make an inquiry on machine tools

To take a message to Mr. Wright

To get a job from Charles Wright

5. a. 2010 b. 7346 c. 222-2010 d. 222-7346
Quality Machine Tools

o

&

o o

China Machinery & Equipment Corporation
Most likely from the USA

The call did not mention that

At Holiday Hotel room 2010

. In the office of Quality Machine Tools

a o

c P

In the office of China Equipment Corporation

. 0

. On the phone

Quality Machine Tools’ machine tools

SR

. Quality Machine Tools’ catalogs
Quality Machine Tools’ Lathe models

e

o

. Quality Machine Tools’ coffee

9. a. Some coffee b. Some facilities
¢. The order d. Lather models

10. a. Seeing Mr. Wright tomorrow

b. Drinking coffee

c. Seeing the production line

d. Discussing facilities

B, Directions: How many people are there in dialogue C
FACE TO FACE? Listen to the dialogue again. Who makes each

of the following remarks? Please complete the following:
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Unit 1 Business Contact

There are people at the meeting. They are:
, , and
SPEAKER REMARKS
1 T. Wang I'm here to
2 T. Wang I have an appointment
3 Rec. Your name please?
4 Rec. I'll tell Mr. Wright that
5 Rec. Mr. Wright will be out to meet you
6 C. Wright You must be
7 C. Wright You can call me
8 Tom Wang Please call me
9 Wright Let’s have
10 | Wang That sounds fine.
Part C The Passage
Business Communication
Vocabulary
1. conduct[ken'dakt Jvt. B8 9T
2. sales contract HEAR
3. verbally ['va:bali]ad. 3%k H
4. on one’s own account HNTECHH G
5. International Fair [ by 18 2
6. transactions [tren'zaek[an In. Ll
7. the China Export Commodities Fair
TEHOBRRXSS
8. correspondence [ koris'pondans Jn. E{E B R
9. inspection [in'spekfon In. LoRod
10. dispute [dis'pju:t In. (R B S
11. arbitration [,a:bi'treifon]n. &, W
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C, Directions: Listen to the passage, and decide whether
the following statements are true or false,Put “T” for “true”and

“F” for “false” in the brackets.

1. Business communication is an important part

in conducting a trade ( )

2. Business communications are carried out by

money. ( )

3. Business communications occur either in writ-
ing or verbally. ( )

4. When it is done verbally the usual means are

by letters, cables and telexes. ( )

5. Through verbal communications, trading tr-
ansactions are concluded in large number at

Fairs in Guangzhou. ( )

C, Directions: Listen to the passage again. Complete the
following sentences.

1. It is the dealing between the seller and the buyer in order

to reach an agreement on the ' »
1
’ ’ and
Z 3 )
other terms or conditions of a sale.
2. Business talks are also held at where
5
businessmen from all over the world can one
6
another over and trading.
7 8

3. In order to come to an agreement during a business com-
munication, the following terms are talked over, such as
the description of the goods , their quality, quantity,

’ r ]

9 10 11




