8§85 IJ WIRAPR T IRINIE R K AR

SEEERY

Busmess Speech
& Communication

R #w=E Edward C.Yulo #£H

o IEIEUN A M £
s RBEEALS

o E E T H iR



EEBHEIUBAR S IRRIPREY IR

* ok K

L

BEMEFE 4%wE Edward C.Yulo #HE

deF Tk ®

I IIWIINII\I!Iil(ﬂIIINIIIIII\IIIUN}Ill

i o€

o O 0 e




E]Z.01 - 2001 - 0868 =

EBBEREBE (C I P)EIE

BHEERS /Rl T HE. —dx. vEHER
J RO IR A, 2001.7

ISBN -7 - 5078 - 1998 - 1

1.8

I.Be WM.FHE-XF-RR-BEF

%4 IV.H311.9

W RRA B 4518 CIP B B (2001) 2B 25616 5

— L X -
B 5 515 W R
o E A BT
HitmE | T=X
W | BETEE
HAREfr | DEERRT BEAR (68036519 68033508(f5H )
i g | ARENVINKE 2 S(ERTELESBA)  8B84F : 100866
% | FEBS
HE | IRERFEOLITERAG)(63568539 63568534)
2] M| L RMNEBEHRIT (62591262)
BT ERSE/ER (89702463
A | 850x1168 1/32
F B |18 Fx%
1] 3% | 6.25
Rl & | 5000 A
M X|20F78 EREIR
2] Ki12000F78 %1 RO\
H % | ISBN 7 - 5078 - 1998 - 1/ H- 157
E #| 9.007C

BEir BB BT BERVK
(WREAHFWEREFR A, A4 A FHE&)



ARLEABRTELEEL S E LR K2, BLARAHS R
Aot EREGXFRFHR, T RAEABRFLERT, £3d &, 2
BRAES

fe st AN FE, AEE T — K BFAYRIL, REQHESH, R4
RARMEE, RZGIBRBERRATERE , AL T3, RMNHEH
%A X A “B % #£i5% 3" (Business Speech & Communication) , 3%
CHRE L VRS Y SN R E S A YRR

APFBARBLES Y, EXBEEGRA. K FARUAEE, 54
73 R ‘

(1) Ceremonial Speech: ¢35 % # (Greeting Newcomers) . %18
(Bidding Farewell) . & % (Wedding Reception) . 7 ¥ (Opening a New
Branch) . 3 % 4% # (Receiving an Award) % & X AL XL B 3% 48079,
ERBEE BRRALBHRE,

(2) Informative Speech: ® &4 % R A FTH/ A FHERAFR
4 ¥4 (Market Research) . #£45 = & (Sale’ s Talk) ¥ 3 B 1 &%
W, iExSE LS AAA,

(3) Persuasive Speech: B stH &+, M ERPR B4R A
FA G EMHGHEYN . 5 L 53 (Sexual Discrimination) . 5%
#F1# (Environmental Protection). % L-4i#t (The Labor Shortage)
FROBEAA, HEE—F=Z, RFEPAE, AARLART, &
Z 8 &,



Unit

Unit

Unit

Unit
Unit
Unit
Unit
Unit

3

o b~ W N

BHEEERUER I

©CONTENTS®

INREHRIBRER

1
ol B A R R
The Basic Theories of Business Speeches .............................. 2
Ak WIE R AP
Three Types of Business Speeches  -r+t+sessaseersrienreeniiciannnn 9
ey 52 AR U & R AR AE
How to QOvercome Siage Fﬁght ....................................... 1 1
RN E
How to plan a Speech ................................................ 14
i B 4R R IRV ESE: 25]
Perfecting Y our Speech ................................................ 18
h] Pas N=]
) BEASEA )
Cercmonial
gj-( AFH#HEAR / Greeting Newcomers ~ esecrersessemennenes 26
e }‘ﬁ A ;ﬁ\-’, / Receiving Foreign Guests «::tessssresesercreesaeess 30
%% ',ig E’R}\ﬁ / Bidding Farewell «++-+eseesesemereesieeecancs 34
HHES / Birthday Party «+eeeeeeeeesvemsrmmmmasninniinieinnnne 38
X it %% / Christmas Party -reeeeeersecceroeninetiniiin, 42



I

MERBHEAAR G

Unit
Unit
Unit
Unit
Unit
Unit
Unit
Unit
Unit
Unit
Unit
Unit
Unit
Unit
Unit

o N o

11
12
13
14
15
16
17
18
19
20

Unit 1
Unit 2
Unit

Unit 4
Unit 5
Unit 6

LR L/ The Year-end Party sooooereessreressnninnnin 16
HEWI LS / The New Year Party rseveeserscsersssrescsinsnn. 50
BE R BEAE /A Barbecue «coverrreerereeerinnin 54
BLARFEIE 7/ A Promotion «-er=r-sseeeresseesmrenmeranmnermeniine 58
HIBL A H / A Wedding Anniversary wooeeeeeeereeesiene 62
IR E H / A Wedding Reception «--«w++rremmserresenneniees 66
R B / Receiving an Award s-eereeeressmssnnismsini, 70
F R AL / Offering an Award «+--errrevesseesisnnenns 74
FKIKW E / Expressing Gratitude -+eoeoessrrereorrirenninniinie 78
BB 28/ Selfintroduction «--sseseseereserssersummeemennenas 82
BIM A A / Introducing Others «-+sesessesserssesssrssensoone 86
BN E U / Impromptu Speech «r+revereeresscssminnariniianciins 90
FF# S FLBIH / Opening a New Branch ++rsseeseeseeecsncns 94
IRTHEE / Celebrating a Success «w+-sseresssreemsseeesmanensines 98
%5 @] A #E JK /The Company Anniversary Party -:-+=+:++ 102

NEZIEE bt

Inforaative Y
M BH AL L F / Introducing the New Boss «woernereeseens 108
NBEITIRG / Introducing the Staff «++ererereressesnenene 112
& A K IR 3 B0
About Recreational Facilities ««tetrrerraseseensesairiaceuerasnans 116
Zv B T 4t/ Introducing the Company «rreesssssesnssurrrensns 120
4 4%/ Introducing the Enterprise -++-esseeeeesressesesn. 124

Fraggs / Exhibiting New Products «-+-+eeveeeereene 188



R myEEREAR I

Unit 7 HEGT™ 8 / Sales Talk «oeeeeeereesrmrrmrarmunenesiiensinsnniens 132
Unit 8 FIFTIE SRR / The Yearly Routine w--erevererroenerenes 136
Unit 9 AFHIE B / Intreducing Personnel Policy ««+:w+ -+ 140
Unit 10 =44 F M5 / Production & Distribution «+-+++--sese- 144
Unit 11 R FIZEHTF / The Corporate Philosophy «:+-:-e+--e: 148
Unit 12 T4 / Market Research «oeooosrereerereemmerniniiinenes 152
Unit 13 ¥4hT883H R / Foreign Marketing Plan «-++---ceeeeeeess 156
Unit 14 BSL 154 /2 G / The New Branch Abroad «++ese+e 160

B T BRI

e
Unit 1 FEABTIER
Chinese Attitude toward Work ««c«seseerereererimmniii. 166
Unit 2 #Z)UEH / Sexual Discrimination -««+:«sererseesrresieseniess 170
Unit 3 PEEHET K
Chinese & American Management +s+-ssesssseeeessseesasesssuenns 174
Unit 4 35 T4 5 / The Labor Shortage ++=+-sereerrmeesrmmmrneess 178
Unit 5 4RI B / Environmental Protection ««+-xeees-eeeseneeseess 182

* MFE: 2 ENERAE



\

S = Tt o e N S
e - = |

INRRIS S
TR
Business

Speeches




2 BEEERE R

] fe M B 3 Y AR 2

Unit The Basic Theories of
Business Speeches

o &

AR ANTERIE 3 ( Public Speech ), & H
H—A N, X EAEB ( Topic ), LAZ BT A
S AN BEHHETHEETN, EEAEFEENR

“ Public Speaking”, £ E ¥ . K¥ I W N BEH
\\\\ B, ExE&H, BRI Public Speaker th
@ MR 5 I R M LS, S T T AL

in R £ Public Speaking X2 — f @K
TR, RN T TR THE A2 FlegH
INA s 9 R A AR B i RO X O B
BHXANEX RN BB,

(w AT 4 ¥ 938 ( Communication )
B ANER I L LR B — b T G

5HRE,

(C




Unit 1 B REFRHNERE L 3

O FBe . wEtERY

B WEEE, LEFTNEN, RAKBRTEMNWETH., X
ERMTRF REn&F G RHEHEL, ﬁ’:ﬁﬁ%ﬂ‘]?@ﬁ #R LA
TENBERFTAMR:

HigE ( Speaker )

R ( Message )

4 ( Channel )

Bk ( Listener )

E{#% ( Feedback )

%8 - FiF ( Interference )
RR ( Situation )

SEORGACRTRCNS)

XF O “HEE" M@ “BWE" , FRBESHAA, B
FHRBA U E Y, WER K E L.

Q “MB IRMBREWEIT T, TEABEHNEMHER., &7
Z,HE “ACAZRAEARREIUALENF, XAEEEZ
T hiFESEHEUNEERBF A, BFLLE, EARESR A
T A8 R ik 8 & % (Intended Message )" , LB PR ERME, RHEH
BB 8 R K X 1 Intended Message RAFRIEH,

BlanABE SN A BEa, B T RAR L BB XIS , (6 AH
MEAF WAL AR, MIXFIFRN, BRBPHIE: “Giveus
some time to consider this matter. " ( &% E M1 — Seta X KA A, ), 0
A RIFE T #EIEH K Intended Message ( B, XL A EHR KX D
el ), AR AR AR ( #le, " 2F 5 X F2HE#? ),



4 FMHEFXERE B

QBN MR ERGTE, W BT . BAKIESF (Body Lan-
guage) EIE HL KL B E,

O “EH" 5 R WEHAT P F R AL . XTI H HiES
BRIES BRI, B, HUTE M AEFR: B, R bR
WREEREGHER. ETHEL FTRAGRE M ER", EX
RERNRATEX R IEEORE, RBRAGELBHER,

©“ B - FH"XH N WHE", W, YR
WY , 2 59 K M B SR B L 7 , G AR A RO
AT LS ATV, R W T
iR - T

@R 5 19 R W& L 1 TPO(Time, Place, Occasion) &} iE,
MR, BE BN, ELENL LR E ST A Y BER T
KRRENE L ARBEE, U A eHaBX0mE, H22
HYmRE B, Bk, 0 FEESESSHE .

DEFEAR—-BENNERD, BTFRENMASHLENHLSE
AHBERER,

’ © o STEIE - BUR - Kl

WK « RTWE ( Dale Carnegie ) %= TEREHFBEMMWEE, M
SR RZREWE, BESHEN RR ER EHRETE, RS
T FHBERE", BPANKBREENBESE, BeHs r—8
TAMENE, MEBEACFEFENIAZE, ETHILEAEAKEN




OB Unit 1 @ RBEREHEHERE 5

WA B ( know-how ), i: “ How to Develop Self-Confidence and
Influence People by Public Speaking”™ ( “4= 47 3 B 13 & F iR #t #oh fe
A" ). “ Public Speaking and Influencing Men in Business” ( “ ¥ B R #
AE %5 ).“ How to Win Friends and Influence People” ( “Je i 1%
Rigf¥an” )%, SLEEBRIGHS FREBEA RE—K
KREAGFLERREVHE, BZAMRANE K. Kb mATRE
KEmEmh” B E Fai&E M YMCA B RBHRE, £
gEotEP CHBRR T ERARAGES HETHRT T X,

ERSABHAEFL, KRB S LA “Influence” HANF o
HER, EERENEE D, WENBHNREREXNT . EHIEX
4 Influence 37 H M 88 77 X, # A “Influence-based Communi-
cation” (X Hahh 1 wAd), HEAHWBWTATERX M RWAE
EXkEmR:

U250

Source & “HEAXE" , MY THE - WEMBEPHN “RiEE"
( Speaker ); Target & “H#:" , AT “#UF#H" ( Listener ).
£ it B4 51 Source F1 Target ¥ L% Speaker Al Listener, HE 7R
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W ATR, LEIENERBOEY (B 4R), DLEHR TR kSR EN
THMER., SEAFS, REREFHEWEEELHNEESRE.

A LU R ETROWGE S AR AN, Bk
MAE, Pl EMEPFZBREHF R, HELREE 1 Target
(BA7), RERIMIEEZ WA Target( A 4%), iLX =4 5HATMK
B, T AT MR AL, Sl R %M 2 5 el %
M 3 b5 (Target) #9IH B (Message) o SHIEE S HHHE LM N7 &
SO, AR AL AT K B AR (Target) , L% X% 4 B9 message 3 11 1A
Wi, XMBREEBG L% LM Hard Sell” (3 M3 45)!

KEWEHRAEEMNABAZ T, BLARERML £, B4
% BT TR R W TR PR 35 o 3k, LA B 7E B S O I R] PR R X T B A B
BB E ( Information Overload) . 7 , i 1 25 T M 04 HI UG 5, X th & —Fh
R 35 1R & 7 o

ok, REMBHRTERXEZRRE
hard sell 1) 7 W RHAERT . RMLLT X
M EME (aggressive) M H 5T — X
A ) R Sk B i 5 R A 20 A [
PR, RRBAC TR E
ARRENNE B R EA LKL,
ria] X AR B A st HE 45

LIRSS ( Hard Sell ) REREMVEHE, BEHARAA L L BEZH
W HFIBALE, MIREFES SMELESORARS, BE,
KA EEE—& b, TRES RIS ( Influence ), i LU



Unit 1 Rk FEREEREIE 7

B ( Manipulate ) A EZE B, BRIFURBEINR —H, ZXR
4 H AR ( Target ) EE B BAER, XMW ERERA
BRI BREESZRARXANRLS, BEARBE™EACHIH

BIRR .
o

Q — @ .9 ..
° TOF=REIL : AlrXRe -
At “UREAAERAE” ( Influence-based Com-
munication ) M, BHTHEESRETFARXER LB EE
o 60 R, UHHNERIAWERARXRERE S, FEHA
“APFr74 38 " ( Interpersonal Communication )iX R ,RA ML T
#” ( Mutual Understanding ) t.“# % " (Influence ) EE ., Bk W

1 B O T e SRt 2 B KW

EFHUABRXEAIP OO BN AHERLHAL, SFEH
LB EFEREN AR - LBHK T ( James VanOsting ) MR B R
Kb py—pi, BEbnEL WEATHTEHNEEXRERR:

Amvnicotion = Wﬂﬁpw+&hudw

Eanh

FAERA
A P)
TN “2N

Message 5 &2 “HEB. AE. ¥iA” , Relationship 15 K1 &
“ANBRER” (FF—EHib T &FHEBZANBLE Situation ), |~ XEH
BRE. RHE( Context JIEE, LA THBE AN “EAHLAEH
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EHETAB Y, LEEEELEEL AREEZ( Relationship ), 3 B
EEARME BT E AL (Message )W X3, 7

glan, 5F [ B3 i, 5 E 3 L R BRIk, LK HE R )
FHH BEELTEMARXRNWEE,

Influence-based Relationship-based
Communication Communication
Understanding ( 38
1.8 Influence and Control nderstanding (22 )

Two — Way (Bilateral )
Maintain Relationships

& Soft Sell

2. WHRTRE One-Way (Untlateral)
3. Bk waE Persuade & Hard Sell

B2, B WERSHEN, EER T HEEET R, FEEH
MATHATHURSECHEN, BLERE “LEQE” ( one-way ),
AR ANEXRR, REROMEIHE AR T MR B ( message ). T H
=WEEE, NMHETHIER, BEAAESHFXXHELS A,
EiltE “Nmiail" ( Two-way ), B—FrBI X KU £ E T H3EE
FR,RAMBEMSH, LB AR TR TR AL ( message )
R

ANKFAWBEIT R, KB EF 4K ERBIF AR, Tk 3158 5k
B EBASF XA TR RIFEELHER, REBELANARNTE
£ HEMER, ANUTFEL=SWREMBEER ., X T -8, Unit 2
FIERERME S HIEmisty .



Unit 2 Bl RBREMME 9

r LB SRR
Three Types of

Business Speeches

ALHXERERRRE. ARXZS5EH,
KB EAFHUT =M.

D Ceremonial Speech (3t #l I &3 i%)
® Informative Speech (%;3 R 8 & W)
@ Persuasive Speech (3R £ 49 B %)

® @ .
° @SLLEVEN o o

8% — % Ceremonial Speech, 15 )R % B
HEEEKBNRXLENER, TERRARME.
B RN . MHEZE. HKEAWEBW, EEH
XEHES , FARXRENEY B,

ATRXKEREEUABREENPLMWE
Th, BE -HewmEFX, B EERERYW

@ ®



10 # % EBERR

RHSEMREARX,
o 5 O
(VR \ 2] e
© O EERRIER o

55 — 0 Informative Speech, J&15 1% i% Xt 75 B A FE 8RB &
MRMER, NEUBRERFTR, TRLAAELAE M AR
., XTFRXFEMHEE, WRARRABEIARE, LASAKESR
RREW., FUFELERBELE BT R, IBHBEIEZURB
( message ) Nd.lo, HEWRHERUBEY, EATE_HIL
ME =M MW ETH.

O

(]

O O ©
© OUBBHELIEE o o

B Ja Persuasive Speech, R EUE SMAMERE 4 4 BT,
MR F R REAT A, UIRBRZENOEE ., HRBE
RMEBNERENFHEERSE, MM CHERBET -3,
FiURBTRAKNE _BEWHE,




