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LESSON 1

GIVING DIRECTIONS

(5

3

The atmosphere and reputation of a-store are made not only during an actual sales

purchase, but through the over-all friendliness and helpfulnhess of its clerks.

Memorize

the following dialogues. They.represent typical short incidents that might occur in any
large store. Notice that the clerks are friendly and helpful but at the same time not
bothersome or pesty. If the customer says he’s just looking, don’t force your attentions

on him. Let him take the lead.

—REEORNREE S REEEBRETRE R A AEL » MEAESMEBBRIBY « KR

FHRNE

MR o FERTIIENE o BRI —FHANBERRTEREHRATREREAYE - H#LE - BRERE &
RUZRFEERS » AAFREEE E R o BERERIEZFEEEERR » MR LG R R b i B ek /R R B

B o (REEEMBHREEER o
*+—Good morning. May I help you?
—-No, thank you. I'm just looking. *

—I see. Go right ahead.

+—Good afternoon. May I help you?

—Yes. I want to see some blouses.

—Blouses are over here. Please follow me.

—HZ . REEBERSBE?
—R » H# o RIBERBAME °

—2 0§ o HAFEIE o

TR RERERSH?
—EH - REEBBR LK o

— 5 ERTEES - SHRARA o



GIvING DIRECTIONS | 9
In giving directions, give the floor number and the approximate location on the floor.
AR MEAREHE S EBERR  RAKERLE -

«—Where’s the furniture department? — e A EHE?
_REAESERYN B

__It's on the sixth floor, rear.

*—Can you direct me to the toy départment? — It AR E?

—Yes. It's on the fifth floor, center. — A ETFLEN—&
*—Where are rugs, please? — B ERE?
—They’re in the Old Building. Seventh floor, —RZFHAELERERN—F-
rear.
—How do I get to the Old Building? — 3| ¥ A B EREEN?
—Take the elevator to seven. There's a  —3tmpes+# o MEA —HEEAAFEREL
passageway connecting this building with 8 ()8 K o
the Old Building.
—Thank you. — MK o
—You're welcome. —AREH o
*—Good morning. May I help you? —RBE o RIERTBWE?
—Yes. Can you direct me to the shoe depart-  —VREEIREAREE T ELAEHO NG ?
ment?

—Certainly. It’s on the other side of this —EARTLI - & FHEXEHNSREFMNRE °
floor. On your right.



GIVING DIRECTIONS
—Thank you. — W 0
—You're welcome. — PR > B o

*_Excuse me. Can you direct me to the —¥FKIE - REEIERBRERGETEB?

furniture department?

—I'm sorry. I don’t work here. — K  RAREEMNIER °
—Oh, I beg your pardon. I thought you were — %@ #HERR - RBURKREERR -
a clerk.

*—Where’s the exchange department, please?  — sgpamis7rEiE?

—It’s on the sixth floor, rear. — BEAERETG—3 o
—Thank you. — BEBER o

—You're welcome. | - BlIZER °

* —Can you direct me to the rest room? ~VREEIREBRAEBEZEREIE ?

—Yes. There's one in the stairwell. Between  —SRENKBPREFREEN -

every floor.
—Thank you very much. — B MR o

—You're welcome. —ANER o

The elevator operator must know the Jayout of the store perfectly and be able to answer
questions promptly and correctly. In cstablishing an atmosphere of _friendliness and
helpfulness, the elevator operator is probably one of the most immportant members of the

store.
BREARB L AaNEMEEEREEO TR DIE FREZHEARONE o jiIWESR RISER  (FRETLD

ER S —Hihna o TEREERESRREETN -5 o



GIVING ‘-DIRECTIONS

*—Going up. Please call vour floors. — k3 o FHIR T o
—Seven, please. —ABREI L -
—Thank vou. —FRy o
—Three. — =#fo
—Thank you. —iFHy o
—What floor is furniture on? — R AT
-—It’s on six. | —fE Mo
—Six, please. -t EAE S ?
—Thank you. —& °
—Going up. Please step well back into the  — k3o H&LImEE—K o
car.
—Down? —FTEB?
—No. I'm sorry. Up car. — AR B RE R ko
—Sixth floor. Furniture, rugs, curtains, and — AREBERT o BEFHEALD  HIBRED ~ BRI
kitchen utensiles. BF A B o
—Is paint on this floor? — MR B EHENE ?

—No. It's on seven. — R B EELE o



GIVING DIRECTIONS

—Main fléor. This car stops here. Basement
car to your right.

—Do you have a restaurant in this store?

—Yes.
—Thank you.

On the seventh floor.

—You'’re welcome.

——BFT c BARIERSIL c HRE R
TR H TR o
—BEAERE ?

—HR o LMo
— AR o

—AZR o

Another important member of the department store is the information clerk. In dealing
with foreign customers, she should be especially prepared to answer questions abont

clothing and shoes in large sizes.

AEATTE—HEEMRESMNARYIES - TESABRER » VAT FIHBRARBHRRRETFH

BT 7 8% » LIERIEREMAHEAE o

—I want to buy a suit. What floor is men’s
clothing on?

—Men’s clothing is on two. But our ready-
made suilts all come in small sizes. 1
suggest you try our custom-made depart-

ment. Second floor, rear.
—I see. Thank you.

—You're welcome.

—Do you sell bird seed here?

—Yes. On the top floor. The bird depart-
ment.

—BEBE—EAR - BLIRIZERE?

— B AREEE R T o FRBRMMBBRIER
BB/ - REBEAAR AR E R - R
EEREEA—# o

—RIE o WHHR o
—AZER o

—HEANSHIEFHEN ?
—HK - ZRTR/NRES -



GIVING DIRECTIONS

If you don’t have the item the customer is looking for, he will appreciate your suggest-
ing where he might find it.

MBENREEEREMEEE » RIS E 5 TLIR S0 » RE LA SR TR o

* —I'm looking for the complete works of —REBXRXIRNDSITHIELE o RAKSET
Shakespeare in English. Where’s your EIE ?

book depariment?

—I'm sorry, but we don't have any English —HAE » AFAEELER - ERGEIREN
books. You might try the book store FELHpep o
across the street.

—-Thank you very much. ~BBHR o
—You're welcome. -KER o



Givine DIRECTIONS

NOTES AND EXERCISES

1. Letting the customer take the lead. It’s very important for a sales person not
to be a pest. The following is an example of how not to treat a customer.

BEFZEEEEK - [EARERBRARERE «- TEAARBRNBEEARREIHHA T

—May I help you? — REERERABE?
—No, thank you. I'm just looking. — R MK RBERBRARET °

—Perhaps I can help you find what you're —##RERBHREEENERo
looking for.

—No, thank you. I'm not looking for any- — R MR c RAAEEEERHT o
thing in particular.

—Well, we have some very nice ties over —7Z## > REFESESHEENET

here.
—I'm sorry. I was just leaving anyway. —HAE - REFEE] o

2. If a customer speaks to you in Japanese, you should give him the courtesy of answer-
ing in Japanese. His command of Japanese may be better than vour command of
English. Then, too, he may not speak or understand English. Don’t make the mistake
of thinking that all foreigners are English-speaking Americans or British.

RIRRAZE I HABER AR Iy » AR GE AFERAE A FBEE c RZAE B RITELIRINL S EGREE o
Ao BEA—EGRUESETD c IRRATFENLEABRALHBEXEFHANRERAMEHREML o



GIVING DIRECTIONS

3. When a foreign customer speaks to you, don’t laugh or giggle. This is a sign of great
rudeness. Don’t stare at foreign customers. You will probably make them feel un-
easy, and they will probably leave your store ‘without making a purchase. In short,
treat foreign customers with the same courtesy and respect that you would give to
people of your own country.

EATRRE VR R » A KK TR o sde — iR 2RI RE o Wil —B AR RARRZE o fRR
STREGE AR MR R £ » B aTaclE A —4) » SZiTAEL o M EAR » RIEXK (S A ARE A AR RRER SR

SRNEFREFABEE

4. Greeting a customer. When a foreign customer comes to your counter, don't become
confused or embarrassed. Sometimes clerks even try to hide_from foreign customers.
Go up to the customer confidently and greet him with the proper time of day. The
following are frequently used in greeting customers.

IR o S/ BB ERIRAG ARy » R o B8 N B A EMMIER o Hik » ERNANBEERERD

A o MBRAES.OMERBTL » PUSEEN 00 2 188t o
THE-EEBTRHLUNEREHHAF o
—Good morning. May I help you? — % REBHASE? (8 EFNHRE)

—GQGood afternoon. Can I be of any assistance? —F&.REBERSE? (NFENELT)
—Gaood morning. Is there something I can —B% - REKERHE? (BEFIHEE)

do for you?
Answer the following questions in reference to the urrangement of your own store.
IR ERIR B R TAER/EMAEE » BETSIERE o

1. Where's the men’s room?

5.

3. Can you tell me where the shoe

department is?

2. Can you direct me to the furniture
4. Where's your art gallery?



GIVING DIRECTIONS 9

5. Do you sell tropical fish here? 8. Where’s your rug department?
6. Do you have a grill in this store? 9. I’m looking for the stationary depart-
7. Where are ladies’ hats, please? ment.

6. Asli: directions to the following places. Use “Can you direct me.”
#NF T L0715 » i6F Can you direct me 355717 o

Eg. the book department—>Can you direct me to the book department?

1. the ladies’ room 6. your grocery section

2. the furniture department 7. the liquor counter

3. your folk-art counter 3. the children’s shoe department
4. the pet department 9. women’s blouses

5. the watch department 10. imported fabrics

Repeat number 6. above. Use “Where is” or “Where are.”
ERENIHFERE Where is 5 Where are 95, » RIEBELZ ©

Eq. the book department >Where’s the book department?

Answer the questions in number 6 above.

FHOE EPENAMEIARE °

Eg. Can you direct me to the book department?

Yes.

It’s on the sixth floor, rear.



GIVING DIRECTIONS
Greet the customers in the following situations and respond to them.
AT TR B S 2 S I RS o

Eg. (Morning) Yes. I want tc see some shirts.

—Good morning. May I help you?
—Yes. I want to see somec shirts.

—Certainly. Please follow me.

(Afternoon) No, thank you. I'm just looking.
(Morning) Yes. Can you direct me to the men’s room?
(Morning) I'd like to see this watch, please.

(Afternoon) Yes. I want to buy a suit.

OV B 0D

(Afternoon) No, thank you. I'm waiting for a friend.
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LESSON 2

QUICK, SIMPLE PURCHASES

(4 # % 4

Frequently the customer knows exactly what he wants. Often he’s in a hurry. In
these cases the clerk should be as fast and as courteous as possible.

B> EERHRCEE SRR o A BXLETRERAMH o EEERE » [EREXIETTEMR EMEH o

* _How much is this necktie? . —AERHE DR ?
—Nine-hundred yen. —ILEIT °
—Fine. I'll take it. Please wrap it as a gift. — i » WE—M o sHIFIFEEKE—T » BEBAK o
—Yes, sir. — T o SRAE o
* —Good morning. May I help you? — B2 o AL RFLBIE ?
—Yes. I want this toy telephone. —REEEREEE -
—Certainly. One-thousand-five-hundred yen.  —#ffy o 8 —TFTHEIT o
please.
—Here you are. —pt s ERTFISE o

£ o

UM

—Thank you. Shalll I gift-wrap it? — B MR o B2 A BYIE > MRBRAIRG



QUICK, SIMPLE PURCHASES

—No. That won’t be necessary. I'm in a —RoFRAT « RBARET o

hurry.

———YES, SIT. — B f-rlaé_—._: o
* —Good morning. Have you been waited on? — Bz o BRI HHETIE ?
_No. Not yet. I want to get a box of candy. —7A&»B&EH - BREH—ERE-
—Certainly, sir. What kind do you want? — o ek EHRZEK—EN?
_Some chocolates. They're a gift for a —Hm7 - BBRAM -

friend.

—These are very good. TR o
—How much are they? — 087
—One-thousand-three-hundred yen. — —=F =8I °
—All right. I'll take them. — I R EERE -
—Shall I gift-wrap them? —ERAERELE?
—Yes, please. — &0 BifFE °

*—Good afternoon. Can I be of any assistance?  —4% - REREIAFHT

__Yes. I want to buy an electric fan. What —REE—REE o H—ALBIT?
do you recommend?



QUICK, SIMPLE PURCHASES 13

—This one is very good. It’s fifteen-thousand
yen.

—That’s too expensive. Do you have one
for around ten-thousand?

—This one for nine-thousand-two-hundred
is very popular.

—That'll be fine. Here you are. Ten-thou-
sand yen.

—Just a moment, please. I'll wrap it and
get your change.

x—Excuse me, miss? Are you in charge of
this counter?

—Yes, sir. What can I do for you?

—] want to get one of these shirts, but I
don’t like this color. Do you have them
in blue?

—I’m sorry, sir. These are the only colors
we have. White, brown, and green.

—Well, that’s all right, then. I don’t believe
I want any of those colors.

—I'm sorry, sir. DPlease call again.

— BRI - BR-RETIT
—WKET ° ﬁi‘ﬁﬁ—jﬂﬂﬁﬁﬂ ?
—E-FENLTBTEEAE -
—RAFE—FE - > BER—HEx -

— & —T o REEIEMNEER ©

— R » MM o IREE—EHHIERK?

— B EE R ELEER?

—REREEEK  FEBBEERALEK H
RAEERN?

—IRHEK 0 ek - RAEARER ~ RENKEN

Q

—HHRET - RABEEMEARN o

o IR AIEN

— ¥ RE » s
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