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Foreword

The present book is a companion volume to the al-
ready-published Business Chinese. It also consisis of 25
lessons and is the textbook that goes with the TV series
of the same name. While Business Chinese teaches ele-
meniary Chinese that is necessary for foreign business-
men who have come to do business in China for the first
time, the present book is meant for those fereign busi-
nessmen who have learnt some Chinese and who wish to
expand their business in China and to establish stable
markets and production bases. Though the book takes
automobile as the chief product, the domain of eco-
nomics and trade and the language material it covers
can be applied to the management of all commaodities.
In other words, the learners need only to change “auto-
mobile” to the product they deal in. The present book
and the TV series that goes with it should be a good
help for their doing business in China.

The story of the book goes as follows. In present-
day China, an opportunity for rapid economic develop-
ment has emerged. An American auto firm is deter-
mined 1o grasp this great opportunity to further expand
its business in China. Ms Lin Yuwan, manager of the
Chinese Company of this American Auto Corporation,
adopts vigourous measures in accordance with the deci-
sion of the corporation headquarters. She first leads her
staff in carrying out extensive research into the Chinese



market, and making an accurate positioning of the
product in the market. Then. she tries to find a partner
for cooperation, establishes a joint venture—Xinghua
Automobile Corporation Ltd. , hires her staff and car-
ries out training of the staff before thev take up their
new posts. Soon the joint venture goes into operation
smoothly. On a surprise occasion, Lin Yuwan happens
t0 meet her schoolmate, Wu Guodong. They grew up
together and seemed to have had a romance between
them. The affection in the old times and the new under-
taking at the present link them together. They become
the American and the Chinese representatives in the
joint venture respectively. cooperating for the estab-
lishment. operation and development of the joint ven-
ture. But they also have clashes between different cul-
tures and emotional entanglements. Bill. an American
staff member. and Li Sha, a Chinese staff member of
the company. are good partners and seem to have fallen
in love with each other. They add some colours to the
life in the company. Xinghua Automobile Corporation
Ltd. . with the joint efforts from both the Chinese and
the American sides, has been successful in the coopera-
tion and has gradually embarked on the road towards
transnational management.

The first episode of the TV educational series Chi-
nese for Economics and Trade is a brief introduction to
the entire scrics. The second episode is actually the
first lesson, the third episode the second lesson. and so
forth. Each lesson comprises a text, the text in pinyin,
the English translation of the text, new words and their



explanations. key sentences. notes and exercises. Each
lesson has € key sentences, which need to be grasped
by the learners and are easy to learn. The English
translation of the texts can help the learners understand
those texts. There are two notes in each lesson. of
which the first explains some words and expressions
and the second provides some relevant cultural back
ground. Finally. there is the general list of all the new
words, which makes it easy for the learners to look
them up.

The hosts for the TV series Chinese for Econoniics
and Trade are Mr Zhao Yuhui. director of Overseas
Service of CCTV. and Miss Karen McMakin from the
United States. The English translation is done by Pro-
fessor Huang Zhenhua, Vice-President of the Universi-
ty of International Business and Economics, My two
good friends Feng Jun and Liu Ping from CCTV have
made significant contributions to the writing of the
book and the shooting of the TV series. Sinolingua.
the publisher of this book. has also prepared cassette
tapes containing the textsand key sentences. Hereby
heartfelt thanks are extended to all of them. For any
defects in the book. I hope that friends from all circles

will oblige me with their valuable comments.

Huang Weizhi
University of International Business and Economics
November, 1996
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Gudji Qiché Zhanlanhui

(Zhonggué Gudji Qiché Zhdnldnhui zai mdu
fandian dating kaimu. )

Hali.

Lin Yowan:
hal i,
Ludodteé:

Lin  Yuwan;

Biér,

Lin nshi!

Hali, nihdo!

Lin Yuwdn nlishi, hén gaoxing jiandao ni!
Erwéi hdo a! WS bl dardo nimen ba!
Lubboteé, nihdo! Women dou kanhao
Zhonggud shichang, kanldi vichang jilie
jingzhéng shi buké bimidn de le.

Luobdté, Hali, nimen lidng gé gongsT ké bl
yao ludhou a



Hal i,

Lin Yawdn,
Lucbote .
LiSha.
Ludbote.

Biér.

Ludboté;
Zhil H&iming -

Lin Yuwan:
WU Guddéng
Lin Yuwdn.

WG Guodong :

Lin Yowan.,

3.

Lughou yé bl pa. Zhonggudrén chang shuo
houldi-jishang mat

Bugud, zai Zhonggud gicheé shichdngshang
jingzhéng duishéu shi hén dud de, birl
Dégud, Ribén, Hangud, Fagud . ..

Ta shucde hén dui!

ZhOwéi shikbushi hitlié le vi ge jingzhéng
duishdu? Zhonggud!

Zheé weéi pidoliang de xidojie shi shui?

Ta shi women giché gongsi Zhongguod
gbngsi Lin zongjingli de zhushdu, wd de
nii péngyou, LT Sha xidojie.

W0 hén xinshdng ni de tishi.

Péngyoumen, huanying nimen de daoldi.
Qing kankan zhe fén ¢ Qiché Gongyé
Chényé Zhéngee #, jinhdu Zhonggud giche
gbngyé, yao zbu yi tiGo gdo qididn. da
piliang, zhuanyehud de fazhan daolu.
Wdmen jil déi baxian-guohdi., gexian-
shéntong luo!

Ldo tongxué!
Guobdong !

Kanldi, ni zhé wéi jil ji hdwai de yang
Idobdn hai méi wangji wd Wi Guodong.
N7 hdishi zhéme bu rdo rént Lai, wo jiéshao
yixitt, zhéwéi shi wd de ldotongxué, WU

Guddong.
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Hal i, Wdmen z&o rénshi le, women shi tonghdng.

Lin Yowdn: Guddong, ni yé shi gdo giché gdongye dc?
Tai hdo le, jiangld wdmen kéyi hézud al

W0 Guodong: NT blpd xidang érshi dud nidn qidn yiyang,
gé zOu dongxi ma?

Lin Yawan: W0 kan bl hui de!

International Automobile Show

{ The Chinese International Automobile Show

opens at the hall of a hotel. )

Harley . Ms Lin.

Lin Yuwan: Hello, Harley.

Harley . Very pleased to meet you, Ms Lin Yuwan.
Robert ; How are you two? I hope [ am not disturb-
ing you.

Lin Yuwan: Hello, Robert. We all think the Chinese
market looks good. It seems as if severe

competition is inevitable.

Bull . Robert and Harley, your two companies
had better not fall behind.
Harley : Don’t worry. The Chinese often say:

“The newcomers surpass the old-timers. ”
Lin Yuwan: But there are many competitors in the Chi-

nese car market, such as Germeny, Japan,



Robert ,
Li Shﬁ H

Robert .
Rill.

Robert ;
Zhu Haiming

Lin Yuwan:

Wu Guodong
[.Lin Yuwan .

Wu Guodong .

Lin Yuwan;.

Korea, France ...

What she said is absolutely right.

Haven’t you overlooked a competitor —
China?

Who is this beautiful lady?

She is my girl friend Li Sha, assistant to
General Manager Lin of the Chinese Com-
pany of our corporation.

I very much appreciate your reminding us.
Welcome, friends. Please have a look at
this Industrial Policy for the Automobile
Industry. From now on, the Chinese au-
tomobile industry will follow the road of
development which is characterized by a
high starting point, mass production and
specialization.

Then, we are just like the Eight Immortals
crossing the sea. Each has to show his or
her special prowess.

Hello, my old mate.

Guodong !

It seems that you haven’t forgotten me,
even though you are now a foreign en-
trepreneur who have lived abroad for so
many years.

You still have a sharp tongue. Let me n-

troduce my old schoolmate, Mr Wu



Harley .

LLin Yuwan.

Cruodong.

We have known each other for a long
time, as we [ollow the same trade.
Guodong. you arc also in the automobile
business? That’s great! So we can cooper-

ate from now on,

Wu Guodeng : You are not afraid that we will each go his

or her own way just as we did more than

twenty vears ago?

Lin Yuwan: [ don’t think we will.
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New Words
dardo disturb
kanhdo look good, have a good
prospect
jmeé intense . severe
bimidan avoid
Iuohou fag behind

houldi-jishang  the newcomers surpass

the old-timers

buguod but, only

zhtwei you, ladies and gentlemen
hiiliié overlook , neglect
XTnshang appreciate
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#oR tishi prompt, remind

ek chanye industry , estate

g gidian starting point

it & pliang batch

Ll zhuanye special line, specialized
trade

B 1 daolu road

A G H . baxidn-gudhdi, like the Eight Immotals
£ B ME  géxidn-shéentdng crossing the sea, cach one

showing his or her special

prowess
e réo forgive, have mercy on
il gdo do, make, work out,
set up

% EH VS ge 70u dongxi each goes his own way

ExA

Key Sentences

1o AT HRARFITIE )
W0 bt ddrdo nimen bo!
I hope 1 am not disturbing you.
2. RNWEHFPETH,
Wdmen dou kanhdoe Zhénggud shichang.
We all think the Chinese market looks good.
3. AW, A KA LK
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Zhonggud rén chang shud, houldi-jlishang ma!
The Chinese often say: “The newcomers surpass the
old-timers. ”
1. BUREARER [ -DREPMT?
Zhtwei shibushi hdliie le yi ge jingzhéng duishdu?
Haven’t you overlooked a competitor?
5. RIMKHIRA R .
W6 hén xinshdng ni de tishi.
1 very much appreciate your reminding us.
6. HATRFAT.
Women shi tdnghang.

We [ollow the same trade.

F B
Notes

. E=4EHa-PEAER.EREL.
“REJE TR A A AL B R L DOE
o B3 BUE AT V2 KRR B B, A A th IR
(P AS A T X — IR R B A L R YT L
PR L& R, A ERiE, Bt RS, W
S ALK R A R R A A
HOEHHRAS FEE A ER DA R EER
A A R R B3 R SR N I R
Key Sentence No. 3; The Chinese often say: “The

newcomers surpass the old-timers. ”



