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n'or Investment
ntentions

In this unit, you will:

sssss

Learn and understand conversations
about cooperation and investment.

@ Learn how to ask for and receive informa-
tion regarding business opportunities.

1



Section A

Directions: You will hear 5 sentences. Listen to each sentence, and
then decide what the best response should be.

@ The analysis shows that we can acquire his company at a bargain price.

a. We might want to invest in that. - c. It’s time for an adventure.
b. You have done what? d. Don’t say that!

€© We submitted an application to the chairman last night.
a. If it’s approved, then we can proceed. c. Where is the analysis?
b. It’s his trademark. d. We must maximize the profit.

© We cannot agree on this issue, and should settle our dispute through arbitration
(fh %)
a. Good idea. Let’s get this in the open air. c. What is the agenda?

b. Sorry, I don’t know. d. No, I can do it myself.
@ We can produce a household appliance that cleans the air.
a. Will it reduce indoor pollution? c. There is no profit.
b. Don’t be modest. d. It does not produce an income.

© 1 have a lot of confidence in our new enterprise.

a. [ don’t have any ideas. c. I prefer to export raw materials.
b. It doesn’t matter. d. I’m in agreement.
Section B

Directions: You will hear 5 short dialogues. After each dialogue, you
will hear a question. Both the dialogues and the questions will be spo-
ken two times. After listening to the dialogue and the question, choose
the correct answer from the four choices.



Unit 1
@ W: We have finished the preliminary report.
M: Really? What conclusion have you and your team reached?
Q: What’s the possible relationship between these two speakers?

a. Teacher and student. ¢. Boss and employee.
b. Patient and doctor. d. Husband and wife.
@ M: Here’s the fax you’ve been waiting for, ma’am. I hope you are enjoying
your stay.
W: Thank you.
Q: Where does this conversation most probably take place?
a. At a beauty salon. c. At a school.
b. At a post office. d. At a hotel.

© W: Can you tell me about some good investment opportunities?
M: Are you interested in long-term or short-term investments?
Q: What does the woman want?

a. To discuss investment opportunities. c. To spend money.
b. To save money at the bank. d. To send a fax.

© W: We'd like to discuss becoming the supplier for your office equipment.
M: I don’t think you could match the good price we get from our dealer, but

let’s talk.
Q: What does the woman want?
a. To order supplies. c. To invest in the company.
b. To sell office equipment. d. To apply for a job.

© W: Now that we have agreed to form a partnership, what should we do next?
M: I think we should consult a lawyer to write up a partnership agreement.
Q: What have they agreed upon?

a. To form a partnership. c. To see a lawyer.
b. To invest in a new business. d. To export resources.

Read and memorize the following expressions.




Cooperation or Investment Intentions

Section A

I. Tape Script

MAN 1:
WOMAN:

MAN 1:

WOMAN:

MAN 2:

WOMAN:
MAN 2:

WOMAN:

MAN 2:
WOMAN:

Hello! May I help you?

Yes, I’'m Mrs. Montague, and I have an appointment with the chairman
at two.

Yes, Mrs. Montague, I’'m Mr. Liu’s secretary. May I take your coat? Mr.
Liu is expecting you. Mr. Liu, Mrs. Montague is here to see you.

Mr. Liu, how nice to meet you. I’'m Cecily Montague from White and
Chapman.

Mrs. Montague, what a pleasure to meet you! I received your prospec-
tus last week.

What did you think of it?

It was quite interesting. It did raise some good points. That’s why 1
agreed to see you this week.

I’m glad to hear it. I must admit, I was surprised to hear from you so
quickly.

We have a quick response time to good proposals!

I’ll have to tell that to my colleagues. They’ll be glad to hear it.



Unit 1
MAN 2:  Let’s have a seat in the boardroom and go over your proposal.

WOMAN: As you can see, White and Chapman can offer certain advantages to a
partnership with Liu Incorporated.

MAN 2:  Yes, I can see that. The first section is clear on that, particularly the tax
structure.

WOMAN: 1It’s the tax structure that offers the most benefits to both companies.

MAN 2: I do have a question about this last paragraph.

WOMAN: Allow me to clarify that for you.

Il. Exercises

Directions: Listen to the conversation. Then mark the answer you think
is best. The conversation will be spoken two times.

@ What does the secretary offer to do for the woman?

a. To take her coat. c. To find her a seat.

b. To read her prospectus. d. To prepare her some documents.
@ What are the man and the woman talking about?

a. Marriage. c. Money.

b. A partnership. d. A joint venture.



Cooperation or Investment Intentions

© What did the woman send the previous week?

a. A prospectus. c. An expensive gift.
b. A partnership agreement. d. An invitation.

@ What will be the biggest benefit to both companies if they go into partnership?

a. The building structure. c. A good reputation.

b. The tax structure. d. Company shares.

© What would the man like the woman to explain?

a. Her experience in business. c. The definition of joint venture.
b. The last paragraph. d. A chart.
Section B

I. Tape Script

WOMAN:
MAN:
WOMAN:
MAN:
WOMAN:
MAN:
WOMAN:

MAN:

WOMAN:
MAN:

WOMAN:
MAN:

WOMAN:
MAN:

WOMAN:
MAN:

I think it’s time we combined our businesses and formed a partnership.
Really? What are the advantages of that?

If we combine our resources, we can reach a bigger market.

Perhaps, but we can’t rush anything.

So, what do you suggest we do?

First, we would need to research the market carefully.

Is this market research something our team can do, or should we go to
an outside source for help?

One of our partners specializes in this type of research. We can handle
that on our end.

I’m glad to hear that! Market research and analysis are expensive.

Expensive, but necessary. If analysis showed a potential for profit, we
would need to decide on the type of partnership.

Type of partnership?

For example, a limited partnership, general partnership, or a full corpo-
ration.

I thought they were the same!

No, they are very different, and each requires a special sort of govern-
ment regulation and approval.

I didn’t realize it was so complicated!

Yes, there’s more to business than meets the eye.



Il. Exercises

Directions: Listen to the conversation. Then decide if the sentences
below are true or false. Mark the correct answer with a "N The con-
versation will be spoken two times.

€ The woman wants to form a corporation with the man. true  false
€© The man does not want to do research on the market. true  false
© The man does not want to rush into a partnership. true false
@ The woman suggested the partnership. true false
© The woman is an expert in partnerships and corporations. true  false
Section C

I. Tape Script

An investment banker from Beijing took a short holiday on Hainan Island. As
he sat in the sun, he saw a fisherman pull into the dock with a small catch of fish.
He commented on the small size of the catch. “Oh,” said the fisherman, “I just
caught enough for my family’s dinner, and a few more to sell.” Amazed, the banker
asked why the man didn’t stay out longer and catch more fish. “I have enough,” the
fisherman replied. “I want to go home now, play with my son, eat my wife’s cook-
ing, and sit and enjoy the sun.”

The banker shook his head. “Wrong, wrong, wrong,” he said. “Let’s set up a
partnership. I will loan you money to buy more boats, and add more crew. You can
stay out and fish all day—even for two or three days at a time—come back, and sell
the fish. You can pay me back with interest for the investment, and we can reinvest

7



Cooperation or Investment Intentions

the profit in other businesses. If you’re willing to work really hard, in 25 years you
will be a rich man, and can retire.” “Really?” asked the fisherman. “And what
would I do then?” “Why,” replied the banker, “then you could play with your son,
eat your wife’s cooking, and sit and enjoy the sun.”

Il. Exercises

Directions: Listen to the short passage and answer the following ques-
tions. The passage will be spoken two times.

@ Why did the banker go to Hainan Island?
The man went to Hainan for a short holiday.

@ How many fish did the fisherman catch?
The fisherman caught just enough for his family’s dinner, with a few left/more
to sell.

@ Why did the fisherman catch so few fish?
He wanted to go home, play with his son, eat his wife’s cooking, and sit and
enjoy the sun.

@ What did the banker offer the man?
The banker offered to set up a partnership.

€ What were the advantages of the partnership?

The fisherman could be a rich man/make enough money in 25 years and then

retire to sit and enjoy the sun.



Unit 1

Section A

Directions: Write down the sentences that you hear. The sentences will
be spoken three times.

@ What are the advantages of investing in your business?

© What can you offer our company to help us maximize our profit potential?
© Is there a report or anything else I can read to get more information?

© Please clarify that final point for me. I am not sure of its meaning.

© I’d like to discuss the possibility of setting up a partnership with you.

Section B

Directions: Listen to the passage and fill in the blanks with the missing
words. The passage will be spoken two times.

Before you go into business with anybody, you should stop and think very
hard about what you wish to achieve. What are your strengths and weaknesses, and

those of your partner? How much time and money will each of you put into this
new business? All of these issues must be resolved before you begin. You should
have an attorney draw up a signed partnership agreement which explains how
you and your partner can buy each other out, or stop doing business together, with-
out hurting the business. And finally, you should have a clear understanding of the
rights and responsibilities of each of the partners involved. Talking to an attorney

or someone with a lot of business experience can help to clarify a lot of issues
before they become problems.



