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Part I Selling at a Shop

Unit 1
Receiving Customers

(A—a shop assistant, B—a customer)

A: Welcome to our shop, madam. Can I help you?

=

: Yes, please. I want some cream.

A: We have many brands here. Which kind do you like
better?

B: I've no idea. Can you make some suggestions for me?

A: Chif is a good brand, many women like it.

B: My skin often feels dry in winter, so I'd like to buy one
suitable for my skin. '

A: You may choose the moisturizing cream of this brand. It

contains natural moisture factor and balances the

moisture of the skin.

Yes, that’s just what I want. How much does it cost?
: Forty-five yuan. Is there anything else?

I want a small bottle of perfume.

Is there any special brand you prefer?

Oh, I'm not very particular, provided it’s really good and doesn’t affect the skin.

I think I could recommend something for you. How about this one? It’s neither too strong nor

>ErErT

too ordinary.

=]

: All right. Please give me a bottle of this brand.

>

: Here you are.



The first step toward success for shop assistants is to greet customers and provide polite and
warm-hearted service. Gentle and refined shop assistants can attract the interest of customers. As
a result, people having no intention of buying are willing to open their purses and buy a lot of
things. A shop assistant should greet a customer by saying: “ Good morning ( Good afternoon/
Good evening) , sir/madam/miss. May I help you?”

Some customers come with a definite plan to buy things. Some other people just come to look
around and have no plan to buy anything. After greeting, a shop assistant should watch their
reactions and listen to what they say carefully. When a customer decides not to buy anything, the
shop assistant should still say “Please go right ahead” politely.

receive [rivéixv] v. Bf

customer [ ‘kastoma] n. %

assistant [ o'sistont] n. By

cream [krim] n. 35§

brand [brznd] n. B&EET

suggestion [ so'dzestfon] n. EiY

suitable [ 'sjuitobl] adj. &i&M

moisturize [ 'moistforaiz] v. (HEfk. ZS5%) Mk

contain [kon'tein] v. %, A

natural [ ‘nztforal] adj. EHRK

moisture [ 'moistfo] n. K4, WS

factor [ fzkto] n. HFE, EE

balance [ ‘bzlons] v. 4 n. EH, &%

perfume [ 'po:fjuum] n. FK

special [ 'spefal] adj. #rH|HY

prefer [pri‘fo:] v. EEWK

particular [potikjulo] adj. $#5lf, PEovmy

provided [ pro'vaidid] comj. 8%, F&iE, RE
‘2.



affect [ofekt] v. &

recommend [reko'mend] v. ¥#H
ordinary [ -o:dinori] adj. SE¥E), HEH
success [ sok'ses] n. FIh

greet [griit] v. [A){&

provide [pro'vaid] v. $#2{t, ft&

polite [ polait] adj. ALY
warm-hearted [ worm-ha:tid] adj. #.00BY
service ['sorvis] n. fR%

gentle [ 'dzentl] adj. EFIK

refined [ri-faind] adj. R

attract [o-trekt] v. Wg3|

interest [ -intrist] n. Yk, F|3§ v. fH----- TR
intention [in'tenfon] n. FHE, &
willing [ wilin] adj. OH1HEK

purse [pais] n. &g

definite [ -definit] adj. BABGRY, HEH
reaction [ri-ekfon] n. [N

shop assistant JE 5, &\ R

make some suggestions HLESE Y
neither... nor... BEAR------ HAReeee

as a result %553

be willing to J& &

look around JULLEH

1. Can I help you? RIFFH, XAEWEER “REHIKRG?”, BEIELHE, B
1) [R) B B KA AR

2. Which kind do you like better? iX %] (] better I A YE R A1 good M LB BKIER,, 7
BAENBIAE, R “E”, DEFEAXF A, HI: Which do you like better,
coffee or tea? YRTEEWMF—Fl, mmmERRZK?

3. I'd like to (do)... X “HBE (M) - 7o Bl .
I'd like to join your discussion. FRABSHINRNTHITIE,

4. I'm not very particular..., iXH particular B H “HF5EH”, EIIBII T, B AT

‘B



. I'd like to

DA EER R T VR . BB

. ...provided it’s really good and doesn’t affect the skin. provided Jy % iF], BE &

I'll come provided (that) I am well enough. RERGEKT, —EFX,
. Here you are 2834, X&—FIHAE, ¥ AR B AT A X iR R A A,

. neither ... nor

L BR OB WA

-7 o @Jﬁﬂ:

I neither smoke nor drink. F&BEAHH A S

Good morning, sir
Good afternoon, madam
Good evening, miss

Welcome to our counter

. Pleased to see you.

. Is there anything

. What can I do for you?

Can I help you
May I help you

Are you being served

Anything I can do for you

I can do for you
you want me to show you

you are interested in

you'd like to buy

buy a white shirt

have a cup of coffee

have a look at that shirt
get a new copy of this book

. I think I can

find some
get some

look for something different

for you.

“

R



1. Oral practice.
Make a short dialogue with your partner ({Kf¥, ##4) in the following situation.

Yang Lin is a shop assistant. He is in the shop now. John, a customer, comes in. He

wants to buy a sweater.

I. Complete the following conversation with the sentences given.

A ’

B: Good morning. Can I have a look at these pens?

A: ;

B: Have you got anything a bit cheaper?

A:

B: No, they’re not quite what I want, sorry to trouble you.
A:

a) No trouble at all.

b) Good moring. What can I do for you?
¢) How about these?
d) Certainly. These are $5 each and these are $10.
M. Choose the best word or expression for each sentence, change the form where
necessary.

make some suggestions, would like, contain, cost, prefer, provided, recommend, How

about

ooR W

Everything I liked too much money.
The salesclerk asked me what I to buy.
I could something for you. This one is made in Shanghai.
this one? The colour is suitable and the price is reasonable.
Which one do you ? An imported (1) one or a home-made (E™)
one?
. This book twenty pictures.
I want to buy a gift for my girlfriend. Can you for me?
. The price is not important, the quality is good.



IV. Translate the Chinese parts into English.

1. Good morning, sir. (BELERHG)?

2. (M EHF) , miss. Do you want to buy something here?
3. I'm pleased to (W3A4R). Anything I can do for you?
4. Please have a look and (MEFERFITHEERR) .
5. Hyou (BHREELH4A), please let me know.

6. I want to (E£WEE) for my wife.

7. I'm (fE%RB3X) a toy for my son.

8. That's OK. I'm (REEF—F).

V. Translate the following sentences into English.
1L BWBEBRRIES. BER/HA?

RBARMLEHFENY -

THIF, /M. FARBREG?

FHARERE/BEY?

Fetk, BEE.

noR W



Unit 2

Recommending Commodities

>

: Good afternoon, miss. This is my first trip to China. I'd

: It’s a pleasure. We have a great variety of new products in

. our store. I'm sure you must know China is famous for its
: Yes. It's wonderful. Could you show me some silk

: Sure. Would you mind my recommending some new styles

FrEEIEEEP IR

( A—a shop assistant, B—a customer)

: Good afternoon, madam. Is there anything you are

interested in?

like to take home some new Chinese-made products and
specialities. Would you please tell me what your store
has?

silk.

products?

blouses to you? They are all made of real silk.
Yes.  They look nice. Are they very popular here?

: Yes. They sell like hot cakes. There’s not much left over.

What about the quality then?

Its quality will be an agreeable surprise to you besides the new style.
I believe so. Do you think it'll look good on me?

Certainly, madam. I'd like to know which size you take.

Size 43, please.

: I think this one just fits you. Both the size and the style are perfect for your figure.

Could you show me some more?
Certainly. Here you are.

I prefer these two. How much are they?
They are 450 yuan in all.

Here you are. Thank you.



A: Thank you very much. Good-bye.

There are many kinds of fine goods in department stores. Customers often hesitate about
what to buy. At such a time, the shop assistant should recommend suitable goods. If the shop
assistant wants to persuade customers to buy something happily, he/she should really understand
the needs of the customers. The shop assistant should also know the quality, properties and
characteristic features of the goods so that customers will accept his/her advice. The shop
assistant should be honest and tell the truth when he/she tries to persuade people to buy. He/She
should never rely on exaggeration of the quality and properties of the goods. He/She should not
try to force the customers to buy things they don’t like.

commodity [ko'moditi] ». #5, HREAS
product [ 'prodokt] n. =5
speciality [spefi-zliti] n. 157, %4&5
variety [ vorraisti] n. Fifh, ZFEHE
famous [ ‘feimoas) adj. EFZH
silkk [silk] n. 24
style [stail] n. A
blouse [blauz] n. Z3}i#2
popular [ 'popjuls] adj. WATHI, KAREZH
leave [lizv] v, (left, left) F&, B
quality [ kwoliti] n. F#
agreeable [o-griobl] adj. & AM{REY, EEH
surprise [so'praiz] n. BE{E
besides [bisaidz] prep. BRT adv. TiH
believe [bi‘lirv] v. #{3, AN
fit [fit] v. BE
figure [ ‘figo] n. B#f, TF
goods [gudz] n. &, &Y

.8



hesitate [ ‘heziteit] v. KRB
persuade [ pa:rsweid] v. AR

need [ni:d] n. H/E

property [ 'propoti] n. $£88
characteristic [ keriktoristik] adj. &K
feature [ firtfo] n. #HME, #565
accept [ok'sept] v. %

advice [od'vais] n. B4, HY
honest [ 'onist] adj. R

truth [trw:0] ». H3, Hi

rely (rilai] v. 4K, #&K%, FE
exaggeration [ig,zedzoreifon] n. £k
force [fors] v. &, A » HE
a variety of &FRpEPEN

be famous for -+ E 7

be made of - HIR

leave over HT, #TF

what about E4R

department store 7 5 55

so that DI, AT

rely on {X%E, K

1. I'd like to take home some new Chinese-made products and specialities. F 3845 [a]—2b 4 [H

BB FAE T

“Chinese-made” X441 + i X EER &Fia . #i0: home-made electronic products
E =8 F=4&h, hand-made arts and crafts F T T ¥ 5o

2. Would you please tell me what your store has? {REEFHFREBRHKRNIBIERH4 (58)2
XAREE “what” 5| RHEBRIENG, H:
Can you tell me what you saw there? {REESIFRREINEE D TH A7

3. Would you mind my recommending...? it MR

#H, 4E3hA “mind” WRIE. SIZRE—FHTHIEREER, B&AER, £

EXIE. R, Bln:
Seeing is believing. HR I R3E,

%9 “recommending” &34



. There is not much | in stock

ENiAEE, Bl

Thank you for telling me the truth. IR R T LiE,

L FANRERERRA AN, XRE—EHHANAE, LA ECHEREIE,
nAA Y EARIE “my” FIEVER “recommending” HIZH EIE,
BERBHZFAERBENIAR “mind” 25, HABASITLSA: enjoy, finish, suggest,
keep, propose %,

. They sell like hot cakes. EfJIEH S . to sell like hot cakes ZEF Ik F My tR Y8 & 15
BiF, H2YTF “to have a good market”

. There’s not much left over. FFHE L AR L T, to be left over g “FHFH”, HYT “in
stock” , They sell like hot cakes. There’s not much left over. X /535 #RJ& 3 Bl B & Ak
M, BERRI, B—FRHMFE,

. Tts quality will be an agreeable surprise to you besides the new style. B AR BB,
HHERB W ESSEEN,

besides (fEfMiAIA) +4&iE (ARIAEMNE), BR------5b. BlAM:

There are many others besides me. BRI 4, BHREHHKIA,

sell like hot cakes
. They | have a ready market

are selling well

left over

left for sale
be an agreeable surprise to you besides the new style
. Its quality will | make you surprised in addition to its. new fashion |.
meet your demand apart from its new pattern

.10 -



