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B unit 1

% ﬂ Pl ZEAS/F Small Talk

You are looking fine today. BAHERR O,

Isn’t it a bit cold today? ASRABILE, BAR?

I've been to San Francisco several times, and I'm 223 IH& (L4 LK, W& T RKIFEIRR
quite impressed with the Golden Gate Bridge. %

[s the weather the same in your country? FE RS WA

Is this your first visit? What do you think of the city? ~ #2%5—

WK ? EBEATIX ST B A2

You found us without too much difficulty, then?  FRATHIZ B A K HEFRIE 2

How are you making out in Beijing? e R EARE?
Did you have a good trip? e ag fan pRnt 7

Are you interested in gardening? Tl 22 IR R NG 7
I like your office. REREHIIAZE.

How was your flight over?

Jité 38 3 iy ?

s >

wrw

%

Thank you for coming all the way to visitus.  A: &K ETIE .
We appreciate this opportunity to be able to B: FRATREFEER X MHLEH I,

meet personally with you.

How was your flight over? A RIS GG ?

The flight was all right, thank you. B: fR&F, s,

Is this your first time to visit our country? A XEEH KB ERG?

Actually not. I come to your country rather B: A&, 3L FRILFREHNHBE—K.
frequently, say, about once every two months.

Is that so? A: g7

A0

1

“all the way” & “—¥E, A EL, Rildm----- ”

, J@: He has come all the way from
Leeds to look for a job. (#LAA| izl fk FHR I, ),

R MG iEEA “Thank you for

3



[BERS

traveling so far to work with me.” ( B#EZE fm R K —R T, )

9

Lt F AP kEE AN, wROGARKIEF, TUABEHRA, WERETR A SR RS

RABEEATRMAA], 40: I am suffering from jet lag. (B A £, REAFRKEAR. ) 1275
#m b “Nothing to worry about, though.” & “Nothing serious, though.”

SAIEE

% 4l Getting Down to Business

Let’s get down to business straight away.
Let’s enter into negotiation now.

Let’s jump into it.

Let’s get right to the issues.

We're short of time, so let’s get started.
Now, onto the ... project.

Let me explain our position.

Let’s get on to the point of....

What shall we start with today?

= © 0 N O 0 H WN =

0 How would you like to proceed with the negotiations?
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Shall we get into business?

AR

A: We are having serious issues with this program. A: F{TX 0 HB S| T L6 ™8 n] 851, FR{ 150

We are counting on your company to help. R EH T .
B: That’s what we are here for. B: BXIERERADEAE M
Thank you very much. A: R

B: Now that we have dispensed with the formalities, B: FEsRUnitt, FATALME, FAF S8R

shall we get into business?

SO

1. “dispense with sth.” & “Hx, £KR" 9&EE, 4. Let’s dispense with ceremony. ( HATR

T T AL, )

o

(9]

“get into business” 2 “get down to business” #KA “

TRES, FHFELFE BEL
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% L BAffIR)E Clarifying

Could you be more specific?

What do you mean by...?

Could you put it more straightforwardly?

Could you give the details?

There’s another point I'd like to clarify now.

We’ve come a long way, but there are still a fair few points
left over to clear up.

Let me make my case a bit stronger.

Let me make it clear that....

Your offer sounds good, but we’d like to clarify some of
the details.

So, in reality, are you saying that you both agree and
disagree with our proposal? I’m afraid you haven’t made

yourself clear.

RE A 15015 B HL st
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1 think we have to pilt the record straigﬁf.

- RARAT SRR 2R RE .

: 1 think we have to put the record straight. A: FRARIRAT LU R RS R

We are all ears. B: FRATUEHASWT.

We have been dissatisfied with one another for A: F& {122 [a] A — Bt [l AH B #RR A .
some time.

Yes, it’s time things were thrashed out. B: X, BUAE AR o] B s i T

)

“put the record straight” 2 “ZiFi2M” 9% %, 4=: Let me put the record straight; whatever

i

rumors you may have heard, it is not my government’s intention to raise import duties on foreign

goods. (&K AEBEF—TiEE, REERNFIMHL2ET, BB RMHH o RBRZ RS K

A ESE, )

“be all ears” & “HFKRFT" #9&F L, 4o: The students were all ears to his speech. ( 5 £ A14

Ak FIALI TR, )

“thrash out” & “iBid R Z Atk 69 &L, 4. After much argument we thrashed out a

plan. ( RMBESHIFTHRHF L H AR, )
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%@ 8 £ B FIlt Breaking Off

1 That’s it then. Perhaps we can talk again tomorrow.
2 Perhaps we can meet again to discuss it tomorrow.
3 Maybe we can come back to this later.

4 We can work out the details next time.

5 Shall we talk further on this tomorrow then?

(o7]

We’ve already covered quite a lot of ground.

7 We have done a lot.

8 We don’t have time to go into details today. Can we meet
again tomorrow?

9 [ think we’re both trying to see eye to eye with each other,
but we may be talking at cross purposes. Let’s take time
out for half an hour to think things over and then try again.

10 The question can be further discussed at Guangzhou as the

autumn fair is at hand.

0
AR ATAE

A: We are not making much progress at all in this A:
discussion.

B: Yes, I can’t see that it makes any sense to continue. B:

A EX K HE

ARFEIRE X L . B RKIRATnT
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Let’s break off now.

i L.jl'k/r\k

&, WEAMGE: N LA AR

A: Well. Let’s break off now and come back and try A: JFFA T80T, WA HiLiAHFE
again tomorrow.
B: Good idea. B: f4.

A0

“break off’ £ “ir, Pab, THRIEE, FHRAEL” 89 FE, 4. He broke off in the middle

(H—aE R T —FHBET ., )

of a sentence.



