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Dialogue 1 s
In the jollowrng dualogue, Feler Bush was a
Sustomer from England,  He was mer ar the azr for? by
People sent by fizs (Hanese bustress parirers

A: Excuse me. Are you Mr. Peter Bush from Eng-

land?

B (Peter): Yes, I am.

A: I’'m pleased to meet you, Mr, Bush. How was your

flight?

B: Not too bad. Thank you,

A: Not at all. We’ll meet our general manager tomor-

row,

B: It is certainly a pleasure to meet you.

A: I’m delighted to meet you too, Mr. Bush. Did eve-
rything go alright? Let me introduce my colleague
to you. This is Lu Ming. Lu Ming, this is Mr.
Bush from England.

: I'm Lu Ming. Nice to meet you,

: Nice to meet you too.

: How long do you intend to stay this time, Mr.
Bush?

B: About one week. We’ll have enough time to talk

about our business,

A: That will be great. You must be very tired after the

journey. What about a cup of tea?

B: That’s a good idea.
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Dialogue 2 st

Inthe following conversation, Sarah, an ac-

counting manager in the American head of fice, is
on a business trip to the company’s division of fice
in Beijing, David Wang, manager of Beijing
Division, greets her.

David: Good morning, Sarah. It’s great to see you
again, How was the trip?

Sarah:A fairly good flight. 1 was a little tired yester-
day. You know, the time difference. But I'm quite
ok now.

David: Great! If you’re ready, Id like to introduce you
to meet Jessie.

Sarah:OK, let’s go meet her.

David: Sarah, this is Jessie Deng, our chief account-
ant., Jessie, I’d like you to meet Sarah.

Sarah:Pleased to meet you, Jessie. I know you’re do-
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ing a great job.

Jessie: Thank you, Ms. Benet. I'm so happy to see
you too,

Sarah:Just call me Sarah. I know that since you take
the charge of the accounting department of this di-
vision, there have been great positive changes.
And I think later we can talk more about it.

Jessie: Ok, I'm definitely willing to talk to you.

David: I think you’ll find all of our staff is top-notch.

Sarah:I’m already convinced of that, from the reports
I’ve seen,

5 (Notes)

1. division office 44} #]

2. positive change FRRHI 4L
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Dialogue 3

) In the Sfollowing conversation, Jonathan
“ from Canada was talking about the Marker of
Guangdong with Mr. Sun,

B:Mr. Sun, I’d like you to meet Mr. Jonathan Mitch-
ell, sales manager for Northern Reflections of
Canada. Mr. Mitchell, Mr. Steven Sun, general
manager of Apex Trading.

S:It’s very nice to finally meet you, Mr, Mitchell, af-
ter so many phone calls and faxes. I'd like you to
have my business card,

J: Thank you very much, Mr. Sun. Please accept
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