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Learning Objectives
Upon completion of this chapter, you will be able to

Q" get used to the process for customs formality.

[3"' welcome the guests at the airport.

{3" learn how to introduce yourself and someone else politely.
(¥ perform the functions of skills of communication.

E{‘ conduct the activities related to the theme of greeting and introduction.




Situational Dialogue

&y Communicative Scene 1

Going through Formalities (Going abroad on Business)

(Mr. Peng is a manager of China Machinery Import & Export Company. He

goes abroad to the United States for the first time. Having claimed the

luggage , he goes to the customs service desk. )

Officer:

Peng:
Officer:
Peng:
Officer:
Peng:
Officer:
Peng:

Officer:
Peng:
Officer:
Peng:
Officer:
Peng:

Officer:
Peng:
Officer:
Peng:
Officer:
Peng:
Officer:
Peng:

Good afternoon. May | have a look at your passport and customs
declaration form?

Certainly. Here you are.

Thank you. And your health declaration form, please?

All right. Just a moment. Oh, here it is.

What nationality are you?

I am Chinese.

Would you mind telling me the purpose of your visit?

No, not at all. We are going to have business negotiations with some
machinery companies. We are planning to import some equipment from
your country.

| see. How long do you plan to stay in the United States?

Only a couple of weeks.

Is this all your baggage, sir?

That’ s right.

Have you anything particular to declare?

| suppose not, except a digital camera, some samples and personal
effects. Are they duty free?

You needn’t pay duty on samples and personal belongings.

| am taking USD 20,000 with me. Do | need to declare?

Yes. Please fill out this Currency Declaration Form.

OK. I’'ll do it.

Thank you.

Is that all for customs formalities?

Yes, sir. You are through now. Go ahead. This way, please.

Thanks.

|24 Communicative Scene 2

Meeting at the Airport

(Sherry, the secretary of China Import and Export Corporation, is at the

airport to meet Mr, Jones from Brazilian Company. )

Sherry:

Excuse me. Aren’t you Mr. Jones from Brazilian Company?



Jones: Yes, you are right. | don’t believe we’ve met before.

Sherry: No, | don’t think so. Allow me to introduce myself to you. | am Sherry,
the secretary of China Import and Export Corporation.

Jones: How nice to meet you!

Sherry: Glad to meet you too. Welcome to Beijing!

Jones: Thank you. It’s my pleasure to have an opportunity to visit China again.

Sherry: Our CEO was planning to pick you up at the airport in person, but it is a
pity that he is tied up in important business affairs today.

Jones: That’s all right. | know he is somebody.

Sherry: You may well say so. He has been very successful in his job. What is
more, he is never flashy and he is really a team player, too.

Jones: He is doing a great job for our business. | am dying to meet him.

Sherry: How was the flight? You must be very tired after such a long travel.

Jones: Oh, no, the flight was comfortable and | had a very pleasant journey. But
| could not sleep on the plane. | am feeling a little jet lag now.

Sherry: Please take a good rest before we have a business negotiation.
Things couldn’t be better.

Sherry: We have made a reservation at a very nice hotel near a beautiful lake. |
hope you'll have a pleasant stay in Beijing.

Jones: It’s very kind of you to do so.

Sherry: Let’s go to the hotel, shall we?

Jones: Terrific.

&, Communicative Scene 3

Introducing Each Other
(Zheng Dongxiao is meeting Milton Walter , the president of a multinational

corporation. He also wants to make the acquaintance of marketing manager ,
Myr. Sam Auden. )

Zheng: Good morning. If I’ m not mistaken, you must be Mr. Walter, president
of the multinational corporation. May | take the liberty to introduce myself
to you? My name is Zheng Dongxiao.

Walter: How do you do? I’m Milton Walter.

Zheng: How do you do? | have often heard about you. |’ ve been looking forward
to meeting you for a long time.

Walter: By the way, how to spell your name? It’ s hard for me to remember
Chinese names.

Zheng: Z-h-e-n-g D-o-n-g-x-i-a-0. It’ s right here on my card. Here’s my name
card.

Walter: Good. | remember now. And here’s mine.



Zheng: Thank you. Will you introduce me to your marketing manager over there?

Walter: Haven’t you met yet?

Zheng: No, | don’t think so.

Walter: I’ m glad to introduce him to you.

Zheng: Yeah. Why not?

Walter: Sam, come and meet Dongxiao. This is Sam, my colleague.

Zheng: Hello, Mr. Sam Auden. It’s a pleasure to finally meet you after so many
e-mails, telephone calls and fax contacts.

Auden: Wow! In the flesh! It’s good to meet you.

Zheng: Let me help you with the baggage.

Auden: Thank you so much.

Zheng: It’s my pleasure. 1’d like to make an arrangement for tomorrow.

Walter: Suppose we meet at 10 a.m. tomorrow.

Zheng: Here is a copy of the agenda | have worked out for you and Mr. Auden. |
hope it will meet your requirements.

Walter: Fine. |’ll have a look at it in the hotel.

Zheng: It was nice meeting all of you. See you!

Walter: See you!

P - et e s A

W;rés;nd Expressionsu

1. claim the luggage T T
2. the customs service desk BERSE
3. declaration form R
declare V. 6K iR O N WY &
Currency Declaration Form RhEkRE
4. digital camera QL RN
5. personal effects WNERT
6. fill out HE
7. CEO abbr. Chief Executive Officer BHEROE . WITER
8. flashy adj. EMALA, FEMN
9. be tied up LERS TR
10. terrific adj. iRk T
11. jet lag KT ERN
12. reserve V. £ ,make a reservation &
13. meet the requirements of W EE K
14. have a business negotiation wH,BE
15. a multinational corporation BEAF
16. agenda/agendas n. WEHER(EEER)
agendum n. WEBE(BEHER)
17. work out #l &
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 Notes |2

Is that all for customs formalities?

BAFEATTHE?

go through formalities  7rFEF 4

customs formality and requirement 3R % FLFIM E

export formality A F 4

transit formality $EF 4

You are through now. #BHFLEMIF T,

May | take the liberty to introduce myself to you?

BT LBk B N A5

liberty n. BB, BH

take the liberty to do sth. / take the liberty of doing sth. BEkfTE
May we take the liberty of asking you to make out the business negotiation agenda?
AT L ekt iE S E R H RINERREG?

He is somebody.

feaT 2> A¥o

somebody BEMHMNEZEAY

VIP B very important person HEHEZEAY

nobody FEZ¥E

He is really a team player.

LR TEHEERN A

It is nice to meet all of you.

RESOARERM! (BEELENBINREA)

It was nice meeting you.

REFOARE! (BEERANNA)

| am dying to meet you.

RAMK—EHEESEER,

be dying for JEE IR

We are dying for the good cooperation with multinational companies.
BAFEERESERLAINRTFEE,

You must be very tired after such a long journey.
KERTEE—ERR T o

must WARTEENEBEN, LE FETRKXKE, R-SEHEHN T M
MR,

You must be Mr. Walter.

B—ERRIRFFFRER,

If the light was on, Dr. Bailey must have been in the office.
MRAOZE, NFBEL—EENAZE,

& % A can not be, i could not have done R iET =& EHEM,




8. He also wants to make the acquaintance of marketing manager, Mr. Sam Auden.
IERER AT NEHBLE LS - BREKLE,
make the acquaintance of sb. 45 iR E A
make sb.’s acquaintance Z5IRE A
pick acquaintance with &R %5IR
have no acquaintance with "X, N7 #
have a nodding acquaintance with sb./the subjects S5EAB 2k /X E
FREEH—
9. Wow! In the flesh!
W AFREEAT!
in the flesh  (SIMRAIBNEELEMN, X E
in flesh  FEREARY
Wow! In the flesh! You know she has not shut up about you ... you did
something to impress her.
H,ATREEAT! BE2RER-- X PREVED KRR (EEBR(K
AP E)FHN—BXNE)
10. Suppose we’ll meet at 10 a.m. tomorrow.
KEWHAX EF+RHE2,
suppose & AT EIBES K WLHRBW -
Suppose we make an investment plan together.

BEWBMN—EH 2 8mA T

Practical Key Sentences

1. request the guests to show something
May | see your passport and customs declaration form?
BRETPRBABXHIBR.
Certainly, here you are. AT, A%,
HHEL:
Show me your passport, please.
Here it is.
Passport and declaration, please.
Certainly.
Would you show me your documents, please?
Sure.
2. introduce oneself
May | take the liberty to introduce myself to you? | am ... (Formal usage)
RIUBK®RBERNBE? B2
T &

Allow me to introduce myself to you. My name is ... (Formal usage)



May | introduce myself to you? | am ... (Basic usage)

Hello! | am Peter. (Informal usage)

Let me introduce myself to you. (Basic usage)

. introduce others

Sam, come and meet Dongxiao. This is Sam, my colleague.
W, kAR, XA 2WHE, HAEZHE, (Informal usage)
R &

I'd like you to meet our manager. (Basic usage)

Hello, this is Mr. Forest. (Informal usage)

I’d like to introduce our manager to you. (Formal usage)
Please let me introduce Mr. James to you. (Formal usage)
Allow me to present my colleague to you. (Formal usage)

| am honored to introduce... (Formal usage)

It is with great pleasure to present Mr. Brown, our CEO. (Formal usage)
. respond to an introduction

How do you do? &4 | (%)% I E B F1E)

How do you do? &% ! (B fiE)

AR E

How nice to meet you.

Glad to meet you.

It’s good to meet you, too. (Basic usage)

It's a pleasure to know you.

Pleased to meet you.

| am happy to have the opportunity to meet you. (Formal usage)
| am delighted to make your acquaintance. (Formal usage)
. get acquainted

Have you met before?

HFMILLEE? (NBHAEIR)

No, | don’t think we have.

T %59 & =1

Yes, | think so.

20, BMWEE, (3RAL No, | don’t. 5t Yes, | do. B &)
HHAE

Do you know each other?

Have we been introduced? (Basic usage)

Your name, please?

May | have your name, please?

Haven’t you met before?

Yes, | think we have, haven’t we?

| think | have seen you somewhere. You look familiar.



Skills of Communication

1. first impression S$E—E%

EBFFEDT HREEODRNFARABXRBRKRLFNAR. BB HERDN
NBBERGUFEBTEFONR, FHEBRNBREEGHNRM. FHINRFTAR
SEF,BFTHAUFNRSHI. BlW.

Allow me to introduce myself to you. My name is ...

BRAAREBENA, BHWY-

May | take the liberty to introduce myself to you?

HT B BN BE?

2. order of introduction T BIRFF

NBNAR,RUNREERGF. FILENFEZR, IFKENBFRE, £
ANBEEN BB LN BE L+, Blw.

Miss Taylor, may | introduce my friend Mr. Lee to you?

ZENE, BRESTQBNABENPEIFEE?

EBRSENPIERRSMOANBLERESSH A, flw.

Mr. President, |’m glad to introduce her to you.

BHELE , BRSHBHNEBEE,

3. order of introduction for group people &R N AR

EFEEDFR  NARDARAEEBANBH, ENBEAFTELR,ZEE
FENB. MFURNSAHENR, FIW.

Hosting side: Song Dalian, Design manager; Wang Ming, President of ABC
Computer Company; Ma Yuelin, Design Engineer( ¥ 75: R A%, RIT#ELE, T
B,ABC I BN A 28 TEM, kIt TRIH)

Introduce hosting side first to the visiting side( @& TR E 77)

This is Wang Ming, the President of ABC Computer Company, and this is Song
Dalian, Design manager, and this is Ma Yuelin, Design Engineer. He has been very
successful in his job.
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Then the visiting side will do the self-introduction to the hosting side in turn.
(BF—EBRENAR)

4. welcome new clients BEHE A
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If I’m not mistaken, you must be Mr. Walter.
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Excuse me. Aren’t you Mr. Jones from Brazilian Company?

ER, BREKEEAASNRMELET?



