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Meeting Visitors

X ER)

Receiving the visiting guest is one kind of the persons contacts and also

the first impression to clients. In this case,thus much importance should be at-

tached to this aspect.

If you find yourself addressing a business audience from different cultures,
here are a few tips: Your first words should formally recognize each senior per-

son present;avoid political comments and sensitive issues in the homes of your

clients.

> BRERDBARAGRRAERN—PSHR, BREBANE—HIR, BN

ZAERXTOBS S EREM.

WRIRENRERRAXERBBANE, XBH RN ARNIZE T
NBEZNBHREBHA ; @ MBHEBL RN TARIBOS O™ .

dlliance [ o'laions ] 4 ¥ ;B¢ ¥
banquet [ 'bepkwit] Z4&
big name EE A 4

brief [ bri:f] # &

client [ 'klaiont] Z3E A, & P
custom [ 'kastom] #F3#*
effort [ 'efot] %4

enjoyable [ in'dzoiobl] 4~ A ety
entertain [ entotein] 34
fantastic [ foen'teestik ] 2 #9#y
flight [flait] BEH,

freshen [ 'fren] {3 8 44t 3%
further orders ¥ % thiT %

hospitality [ hospi'teeliti ] & #h43 £F

host [ houst] % i £

intention [in'tenfon] # &

interpreter [in'toprita] i# 7 , 0 # 4%

introduce [ jintra'djuts ] /48

jet lag i £

journey [ 'dzomi] k4T

luggage [ 'lagidz] 472

patent [ 'peitont, 'peetont ] % F| ; & F|
5]

platform [ 'pleetfa:m] A &

promote [ pro'mout] & #

receive [ri'sitv] W3



sl

hapter L b
Business Activities FI53E5)

reception [ri'sepfon] # L
represent [ rizpri'zent] X5 ; S AE
stay [stei] & H

suitcase [ 'sjurtkeis] F 4
very splendid 3 % #
welcome [ 'welkom] 3 , #

_Excuse me,are you Dr. Smith?
Yes. 'm John Smith ,from Great Brit-

ain.

_Excuse me, but are you Mr.
Smith from America?
Yes,I’'m John Smith.

. How was vyour fight, Mr.
Smith?
Fine. Although it was quite a long
distance from London to Beijing, it

was a smooth flight.

.How do you do?
How do you do? I'm very glad to

meet you.

_Welcome to China, Mr. Smith.
Thank you. It was very kind of you to

come and meet me.

.How are you, Mr. Harrison?
Fine, thank you. How nice to meet

you again!

@ &), EREFHTE L
@ 21w ZANH - LEM KA
%E,

@ FOEREAEERNEELTE
A 57
@ 20, KR2AH - LEM,

@ mEyRE I, BT E?
@ 4. BAMLEI TR
i 42— AR A o

@ ) LEEEFHS,

@ WmkBhE, BBk E.
@ s, RN R BERAZKIFT

@ HiF I EREL?
@ i, i, BARLIERLS
3¢



7. Allow me to infroduce myself,
I'm Li Chao, an interpreter
from the China National Light
Industrial Products Corpora-
tion.

How do you do?

.My name is Li Fang, I'm from

Oriental Group, our company
has assigned me to be your
host here in Beijing.

Unit 1
I\/Ieeting Visitors &350

@ FAURERNB—T. &M
FE,ERFERIW"RAR
HI#E

@ 1545

@ BRNETH KEEHEH. R
MNARZRZEEEEIL TS
BHEFAR,

@ 14, F 0 E, AR LB KA

Ta—’7j\-o

How do you do, Miss Li? I'm really

glad to meet you here.

@ (RIF, Wk, BHEREN I
&ﬁo
@ A EA AFHE R,

9. How do you do, Mr. Zhang?
Thanks for meeting me at the
airport!

You're welcome. Very pleased to

meet you.

@ RIF, PHHEE, ILRKD
R&ETE,
@ 2 EE A,

10. How do you do, Mr. Smith?
Let me help you with your
luggage.

Oh, thank you very much.

@ iR IR I 7
@ Bkt E R,

11. Did you have a good trip?

On the whole, it’s not too bad.

12. Good afternoon, Miss Wang,
I'm so happy to meet you a-
gain,you come so early.

@ THE, T/E, REXLBX
REMR IREBER,
@ 2 530 53t LB 4Rk BA

3
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©- Neeling \ne guests EHERE
1.

© ® N O &

I'm surprised to see you here at gL, BRAA3 EFELRIT
2.30. I thought I had to call you at iER

three o’clock.

Oh ,how do you do,Mr. Smith? Welcome to Beijing. T, s ek, WGl )
(A% 3

Excuse me ,are you from peking University? I'm John Smith from England. 571,
ERALFRER MG ? TR HEE AW - LEH

That’s very kind of you to come and meet us at the airport. BHg AR HLIZ R
filo

I hope you'll enjoy your stay in China. BARATEE A EWR

I'm very glad to have the opportunity to meet you. BEXA YL R

I have ofien heard about you. AP AR,

May I have your business card? BEAR— KR 2 g ?

How do you pronounce your name ,please? IR R B B AREET

I'll tell Mr. White that you’e arrived. RO FAERRESAE, REBE2RT .

10. I'm sorry to have kept you waiting. SR, IEEAET .
11. Would you please have a seat and wait for a few moments? AL TRERZ,

©- Asking about tne trip i iE] ARiE RS

1.
2.

How was your flight? Hgi&tRE?

How was your flight? Did everything go all right? MR — Y] AR
g ?

Did you have a good flight? HgiRMItRE?

You must be tired after such a long flight. Shall I take you straight to your hotel.
Kig T —E R R, RAEFEAIREGG?

How was your flight? Was it comfortable? HRAR FIBEHLE ARE? & ARG ?
Did you get any sleep on the plane? BRAE KL L BEAS 4157
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A:Excuse me,but | think you are Mr. Brown.
B:Yes,Are you Mr. Li's secretary?
A:Yes,sir. Nice to meet you. Mr. Li asked me fo come here in his place to pick

you up. My name is Anne.
B:Thank you very much.
A:Do you need to get back your luggage?
B:No, | don't. I've only brought a briefcase here.
A:Mr. Brown. Our car is out in the parking lot.
B.Oh. | see. Thank you.
A:My pleasure. By the way,did you have a pleasant flight?
B:Yes,| did.

B:Rth, REFRLWMFG?

AR, Sk, REIGREN, AL ULRBMERES, B ZR,
B: 3k ¥ Rt

A BB EAT S

B: X, BRHFT —AMAXH,

A e RN ERESNTHEEY,

B, & i T, MR,

A:FRER. MEF —T, &kt

B: 2, Rtk

A:| think you are Mr. Tailor.

B:Yes.

A:Welcome to New York. | am here to meet you. Our manager Mr. Li asked me
to say hello to you.

B:Thank you.

A:Did you have a nice trip?
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B.Yes, | did.

ARBEREH EET?

B:ZH,

AR A4, RAEKREEW, RAT My 22 B8 2 2 Ak ik AR A 5T 6 B )
%o

Bt

A kv R 7

B. &, #ARM MK,

A.Good morning,sir. Can | help you?

B.Yes,!d like fo see the manager. Here's my card.

A.Thank you,Mr. Li. Do you have an appointment?

B:No,I'm afraid | don't. Is it possible for him to see me now?

A.I'm afraid Mr. Liv is engaged at the moment. Would you mind waiting?

B.Well,how long will it be?

A.About half an hour.

B.That's foo bad. | cant wait that long. | have another appointment at fen.

A.Can the Assistant Manager meet you instead?

B:No, | have discussed the details about sales of our new equipment with him
on the felephone yesterday. | doubt if anyone else would know about the
matter.

A.Do you want to make another appointment?

B.Yes,| suppose that's the best thing | can do now. Il be here on Thursday
morning, 10 o‘clock. Is that all right?

A.Yes, !l make a note of that and ask Mr. Liu to confirm.

B.Thank you.

AR A HEHAES?

B. Rty RANL—THRINEE, XRKWA Ao

A, Z a4, EATAD?

B:% A, IAEH T i LRD?

Axl A RERE, GRE—2 57
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By, KA EE LK FRT?

A K 4 NEE

B:AMT, RABREMAKME, KET KHEA -2,

A: ¥ LLiE B 238 A4S 7

B: 74T, AEREEMTMNEEALFERR T X THERN AN AT,
KA ARE mil o #,

AR F SR N2 uE 7

B:zty  RAEX R RGFWHET , KTAE L 10 gk, T U D?

AT, RKEE — AN, FE X L HA

Bt 1o

A.Excuse me. Are you Mr. John Smith?

B:.Yes,| am. From Northern Reflections of Canada. And are you Mr. Liu.

A:No sir,I'm not. I'm Brian Tayler, sales manager at Apex Trading. Hi. ( extends
hand first; they shake hands) Mr. Liu asked me to come and meet you, be-
cause he was unexpectedly tied up this morning. He is very eager to meet
you,and sends his warmest regards.

B:l see. Well,it's very nice to meet you, Brian. And please, feel free to call me
John. I'm not big on formalities.

A:That would be my pleasure. Can | help you with your bags? We've got a li-
mo waiting outside.

B:A limo? (chuckling)! see you're trying to butter me up!

A: 1 hope you had a pleasant flight over, John. I've travelled the trans-Pacific
routes before,and | know how tiring they can be.

B.This one was uneventful ,except for a little turbulence here and there. In fact,
| feel as crisp as a new dollar bill.

A.Glad fo hear it. Would you like an informal dinner with us tonight? Mr. Liu
asked me to inquire.

B:lt's very nice of him,but truthfully I'd rather just spend a quiet evening in the
hotel getting ready for fomorrow’s appointment. Mr. Liu won't mind?

A:Not at all. He expected you'd want a little rest first. Just to confirm—you
know that tomorrow’s meeting is set for 10 a. m. ,at our offices? I'll pick you
up at the hotel at 9.10.

el
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B.Thatll be fine. Brian, thank you so much.

A.lt's my pleasure. By the way, are there any sights you'd like fo see while
you're here? I'd happy to show you around.

B.Well,| have instructions not to mix pleasure with business on this trip. But
could we see Shanghai World Trade Center?

A.That's no problem. I'l set up appointments for later this week.

B.Thanks very much.

Ast R, G RN - EEHAED?

B. % &, %k ¥ fn# K Northern Reflections /A & , 187 x| o A Y

A.F & F 2. %2 Brian Tayler,Apex ¥ 5 A At 4 £ E ., &4, (fi# F
ERFER)NALERREL BEARAFRAEEREL S e 1
ARG, ERAERMBEERE,

B.JE b, K3k ¥ & 34 AR 4k, Brian. #f £ John RAUT , R ERHE
FAF

AXERWEE, LRFERFEHD? KNARREFRFENERE

B.¥4#AE? (KFHE)RERMNELTHERT!

A.John, £ 7 ¥ 45k 77 ik & 0 Beo B OULHT 35 AR KPR, R A0
HERo

BB T AMESK RIS, —RHAMA, XU REBECERRA
R

AR L K AW, KRR EREAS BT AL RN BAER? NELER
Bl =7

B AZAT! ARELIAWERBRERERE B, BENRNS
¥o MELETLNEL?

ASATA MBETHEEMERE, BERE T, EpEAXHLN
EE 10 AERNUAAEETE? R K10 2B HEHEL,

B:fR#F. 3% R # &, Brian,

ABRBREENERS. AT, EFGHE ERTAEERN—BHF? KT
DA s I

B.RAT, PR T RRAFHBERAFOLWT, T, RANTLUE L
AR L N 5 L

Ak E B, XA AR RS R R

B: %,

- 8 .
I
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V|S|t|ng Factories

Words of welcome
| am very happy that you have come all the way from China to visit our
company. We are very proud and honored to welcome a distinguished group

of guests such as you to our company.

Our staff and employees will do their best to make your visit comfortable
and meaningful. Today, they will also infroduce to you our newly built plant and
reasearch center. Please do not hesitate to ask any questions you might want
fo ask.

I want to extend my warmest welcome to all of you, and sincerely hope
that your visit here will be worthwhile and fruitful. Thank you!

> RO BEY -

RESMSUNTHEMNPERIXBREMANT . WFEEEBIRINXRE
BSRNBARIBDANT , BA TREBFHAFIRSE

ANTR TR RBRENDUBUNHORMRMERN . SK, MRS
BBUNBERMAFERNI VAR DRSUBHATH, BIBS,R
21810,

UL, FEASURER T ARBROND, HRINBE S RELLT,
THIDEVSFIATR . HhaT!

BRI SR
action [ 'sekfon ] # 4 describe [ dis'kraib ] 4 i
all together % 3t do the math i+%&
at any point 7 £ f it 4] efficient [i'fifont] # 2% & ¥
break down to 4 ## & ensure [in'fuo] # %
button [ 'batn] %41 factory site |~
continuity [ 'konti'nju( 1) iti] 3% £ ¥ feel free 4 &
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gear [ gio] % &

hard hat T #2 g

I'll be happy to. .. #HEZE---

Ml bet. .. KK -, Kz
injury [ 'indzoeri ] 4145

intensity [ in'tensiti ] 3% J&
laboratory [ la'boratari | 52 3 %
maintain [ men'tein | 4 3
maintenance [ 'meintinans | 4 {4
make sure ki

more than #3 it

move on # £k # 3

necessary [ 'nesisori | A 54 B
on the ground floor 7 + & 4 5 % |g
operation [ opa'reifon] # 1E

1. I'll be accompanying you on
your tour today.
Thank you for all the trouble you're

going to take for me.

2. We'll reach the plant by 10:30
and we'll be on a tour before
lunch. We're scheduled to be
back here in Beijing by 2:30.
Could you be a little more specific?

3.I'll give you a complete picture
of our operation.
Thank you. That’s why I came.

<10+,

oversee [ 'suva'siz] B, £ 2
package [ 'pakidz ] 4, 3%

plant [ pla:nt] T, % [
produce [ pra'djuis ] 4 7=
production line 4 7= %
protective [ pra'tektiv ] 7 47 14 #y
quality control i & # 2 (4% %)
run smoothly - #4 1z %

safety goggles #* H 4

show sb. around # 3 A # %%
system engineer % % T#2 i
take place % 4

test cubicles i &

wonder why #8 4038 % f+ 4

@ SEXRSEFESM,
@ ik tk R — R,

@ 11 10:30 UBTRIE I, &
BHSAEENE FAETF
230 A BB El 4L 5T,

@ R AR

@ BLWMRMNBIETRHAES
1%,

@ #istE, XERZEASERGA,



4. When was this factory foun-
ded?
In 1976 with a capital of 2 million
dollars.

5. Why dont we start at our
main plant?

Sure. What’s your annual output?

6. What do you think of our fac-
tory?
I’'m very favorably impressed. I think
we may be able to work together.

7. Thank you very much for the
tour.
Not at all. I'm sorry I couldn’t answer

all of your questions better.

8. Maybe we could start with the
Design Department. And then
we could look at the produc-
tion line.

Of course. This way, please.

9.I'm pleased you found it help-
ful. What's your general im-
pression,May | ask?

I'm impressed by your approach to

7 Unit 2
\Iisiting Factories 2 T ]

@ XRT 2RI
@ 1976 £, B KA H 200 7 £
7‘50

@ HHLARMRINE FEEM
Rz 2

@ 5 REN, KiINEEFRS
D

@ EXRRAN T DKM
@ 5 R A, FFRR, KA, K
MR A — 3 ILE4E,

@ FEBRAX LS,
@ Ea, BEREEEmbE
BARFT A 198,

@ hiFRMNZESN—Tigit 26
i1, AEBEEEESE,
@ LRT, FAXD,

@ RENERBX RSN ES
FR#BBh, RAEITRM A4k
EN g anfay?

@ rMHEEFXBEBT TR

& 11 e



