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Division One Selling At Shop

Chapter 1 Receiving Customers

At the l_nformation Desk

A

: Good morning. May I help you?

Yes. Would you direct me to the shoe department?

: Certainly. It’s on the other side of this floor. On your right.

Thank you.

: You’re welcome.

B

: Good morning. May I help you?
: No, thank you. I’m just looking.
+ I see. Go right ahead.

(&)

: Good afternoon. Anything 1 can do for you?

Yes. Please tell me where the men’s furnishings is?
On this floor, sir, at the foot of the escalator.

Thanks. I also want to know if I can buy pearl necklaces in

o Jo



this store.

A: Oh, yes, sir. Pearl necklaces are sold on the 4th floor at the
jewelry counter. ’

B: ’m very much obliged to you.

A: You're welcome, sir.
I . Showing Visitors Round the Shop

S: Welcome to our shop. You seem to be in a hurry. What’s the
matter? '

C: It’s my first time to be here in Changsha. I want to buy some-
thing for my girl friend. But I have only half an hour left for
shopping before leaving for the airport. Would you mind if 1
ask for your help?

S: Not at all. 'What can I do for you?

C: 1 want to buy a blouse and a scarf, but I'm afraid I may miss
the plane.

S: Don’t worry-about it. Please follow me. I'm sure you can get
what you néed » and you won’t be late for your plane.

C: It’s very kind of you. My girl friend and I will be most grateful
to you.

S: It’s a pleasure to be helpful to you. The clothing and the
knitwears counter isvon the second floor. The stairs are over
there. This way, please. (They go upstairs.

By the.way. where are you from?)

C: I’m from America.

S: What’s your job?

« 2



C: I'm a seaman.

S. Oh, here we are. What colour does your girl friend like?

C: Any colour except blue.

S: What’s her chest measurement?

C: About thirty eight inches.

S: This blouse is pure silk. The quality is excellent and the style
is smart. What do you think of it?

C. Very nice. 1 like it. What time is it now by your watch?

S: It took us only five minutes. Don’t worry. Let’s go over there.

C: I want a brown and white scarf.

S: Here you are. Anything else?

C: No, thanks.

S: There is still more than twenty minutes to go. Please contact
the service room downstairs for a taxi to take you to the air-
port.

C:. Thank you very much. Good-bye.

S: Good journey.

X. A difficult customer

C: Miss ! Miss! Would you mind waiting on me?I’ve been standing
here for almost ten minutes)

S: I’'m sorry, sir. What can I do for you?

C: Well, you could be more efficient for one thing. I’m not used
to being kept waiting.

S: P’m terribly sorry, sir. But we’re short-handed today.

C: That’s no concern of mine. Anyway, show me the camera.
* 3 .



: All right. Here you are.

: No, not that one, the next one.

: You mean this one?

Yes. That’s it.

This is our cheapest model. It’s only fifty.

: Cheap! 1 should say it is. But it’s so poorly made.

w A a®Aa®

: Well, frankly, sir. If you want to get a good camera, youll
have to be willing to invest at least one hundred and fifty.
C: One hundred and fifty!1 thilnk these cameras aren’t worth that
much. You’ve marked them up too much]Perhaps I should buy
direct from the manufacturer.

S: Pardon me?

C: Tell me, how much profit are you making on these cameras?
Plenty, I1l bet.

S: ’m sorry, sir. Idon’t know. But I believe the retail price for
this kind of cameras is the same everywhere.

C: That’s what you say. But I think I'll look into that myself.
Good-bye.

S: Good-bye, sir. I'm sorry I couldn’t be of any help.

New Words and Expressions
informatién (jinfo'meifon) =, BE, #8
an information desk [a] i 4b ‘
furnishing Cfamifin) n. MAEE: BRZE (—REREBEBRD
escalator Cleskoleital n. HZhfHh
IR



pearl (pal) n. %

necklace Uneklis) n. i

jewelry ('d3uwalri) n. (B¥) BKE. KXY
counter ('kaunta) n. &

be much obliged to sb.  JEHERMMEA

blouse (blauz] ». WAMEHIE; H¥
knitwear ('nitwea) n. (EFR) #H5R
measurement ('mezomont) n. &, W&; R}
contact ('kontaekt) vt. 5---¥EM, H---BKE
wait on fR{¥, IEEF

short-handed #tZ A FH

mark up R (B&D BN

manufacturer Cmeanju'fektfora) n. HEA; HI&ERH
profit ('profit) n. Flk; FI¥

retail (rii'teil) n. T, FX

Exercises
1. Learn the following by heart.
supermarket ABET
fleamarket BEWH
open market BEXHNH
head shop BJE
buffet /pNEI
retail shop ZTHSE
branch store 4HE; X%



temple fair JH<&

wholesale market # X TG
trade centre R HPL>
shopping complex &>
commercial building &

management department 37

business department 2

sales department Z285%F

drugstore; chemist’shop Z5JE

dress shops; fashion house ¥k

leather shoes shop BZEJE

electric appliances shop HEEJE

furniture shop ~ K &J§

musical instrument shop HE$/E

gift shop ALFE

leather ware shop R ¥ &5 /5

creamery 35 JE

‘women and children articles shop A% JLE M FJE
self-service grocery B KREH RS

food store A&

Chinese medicines shop 25

electric communication equipment shop BRI E
cloth store #JE

clock & watch store $hFESE

machinery and electric motor shop HLELF§/E

household electrical appliancer shop i@.ﬁ)@_
* 6 [ ]



wineshop /&
jeweler’s shop BKENE

lamp store {THEJE
automotive decorations & components store X E 3R 45

building decoration material store E WA EE
chemical reagents store 1k iR B

paint store HEJE

chemicals &. plastic products shop 1L T8 ¥ &5
photographic supplies store A E

labour protection articles shop ##hBFIFF Sk
shoe & hat store $EVE/E

knit’s store &4 E

wood store  AK¥fJE

paper store 4tJE

flowers & birds shop 55

flowers & plants house EKJE

toys store IR JE

hardware store FH&JE

grocery 5EJE

floral shop Z7EJE

sweet shop FESE

stationer’s 3CHJE

hatter’s shop W5

tea shop FKH/JE

laundering & dyeing materials shop ¥k ¥ukt ¥} JE
chemical industry oil painting shop £ TMEE



typewriter & copying machine store TFE#Hl. FEIHL/E
gold & silver jewellery store S4Bk EMNRE
cigarette & wine shop &L

butcher’s shop HJ%5

food supply retail department & 5[ TH K
'Moslem food shop WHERRE

native products shop + /=%

culture & sports goods shop CAL4kE F & JE
shirts shop H¥JE

arts & crafts store T ¥ BREE

household appliances store H 5 &
pottery store W#}E

travelling articles shop ¥/ ;ﬁ'xg
bedclothes store B _t Fi & fE

" woollen cloth & silk shop WB 4% $4%/E

textile store 255

children’s clothes shop B¥SE

1. Translate the following dialogue ‘into Chinese.
At the Outfitter’s (£ B+R¥EE)
A: Good morning, sir. Could I be of service to you?
B: Yes. Iam looking for something to give as a present.
A: What about some smart ties? We have some quality ties just
in from France, Italy, the United States, and Switzerland.
Their designs are extraordinary. None of them is common-

place. The colouring is well blended with taste. You could get
L] 8 L]
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them in harmonising or contrasting colours. Every tie is a
piece of art.

What does such a smashing tie cost?

: Ninety-five Hong Kong dollars, sir.

That is shocking.

T r 2

. But sir, look at the quality, the design, and the colouring.
Tremendous work and effort have gone into every tie. Every
tie, as I have said, is a piece of art, not massproduced.

B: Yes. They do look good, quite unusual. All right, give me
a quarter dozen. I'll have the red one with splotches of white
and blue, the blue one with yellow and pink circles, and the
brown one splashed with yellow and blue.

A I must say, sir, you have excellent taste. They are really out-
standing.

B: Could you please giftwrap them?

A: Certainly, sir.

. Supplementary reading material .

The priciples of selling are useful for all people, whether
they work in businesses, in not-for-profit organizations, or at
home. Influencing people is an important aspect of all interper-
sonal relationships. Thus, hermits may be the only people in our
society who do not need to apply the principles of selling.

Four-year-old children soon learn the most effective way to
sell their parents on a trip to the circus. As college students, they

use more refined techniques to convince their parents that they
L] 9 L]



need a car at school. As young graduates, they are confronted
with a more important sales job-selling themselves to an emplo-
yer. To do this effectively, they will go through the same essen-
tial steps used in making a sale. They identify potential employ-
ers. They analyze the needs of the potential employer and the
strong points in their background. Then they develop a presenta-
tion to demonstrate how their capabilities are compatible with
the employer’s needs. During the interviews, they answer ques-
tions and provide additional information. This is selling at a per-
sonal level.
An .increasing number of people are studying selling even
_ though they do not plan on selling as a career. They recognize
that almost everyone in business uses certain principles of selling
in everyday work. Aspiring executives are eager to sell them-
selves to associates, superiors, and subordinates; the accountant
uses selling to present a new cost control program to the produc-
tion employees: the engineer uses selling to present a research
budget for approval; the industrial relations or personnel execu-
tive uses sales techniques to handle negotiations with a union.
People in nonbusiness situations also practice the art of sell-
ing. Ministers encourage people to come at services » political can-
didates ask for votes. People who are skilled at influencing the

actions of others are usually the leaders in our socieiy.

* 10~
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