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=1 Interview
Hix

A : Excuse me.

AR

:Come this way, and please take a seat.

XA

: My name is David, the Personnel Manager of this compa-
ny. May I have your name, please?

KUK, BAFRKANERIEHE, FRRRELRL?
:My name is Zhang Qiang.

M 7KiR

: How did you hear about our company?
PR EAREAR AR H?
:I read your recruiting advertisement in China Daily.

BB E HROBRB 5 E B,
: What’s your impression of our company?

PRXT A A A AR ?

: I feel that your company has a lot of potential.

RERR T AT,




