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PART 1 GENERAL EXPRESSIONS

B35 XH—REE

1. Starting a talk FFI{LiK

Now that we are all here, let’s begin the talk, shall we?
REARBG T, @I, B4k

What do you think if we begin now?

BRI 4G, g

If you don’t mind, I think we’d better begin right away.
HERRN T, ROV LE0E

Suppose we get down to business now?

BERNFFIRE 2887

Let’s get straight down to the problem.

HATEHBR T Yy g,

Well, I know you’re all extremely busy, so why don’t we get start-
ed?

FAERA AR BIN, FREARTFRIE,

As we are familiar with each other, let’s come straight to the point.
REERBN, BATRIF 0L,

We’ ve gone too far off the point. Let’s return to the topic under
discussion.

BATEEET 30 2 9] 3 §F A b e

Let’s have a word about delivery, OK?

METT SRR 32 52 (R, 9 R 477



Let’s have a talk over the question of payment terms, if you don’t
mind.

TWEEARRST, BITR SRR3R EM

Speaking of mode of payment, can you advise me of your general
practice in this respect?

WREFTFOT, BBE G VR, R0 1X 77 EEH S A7

2. Outlining one’s talk A 4B iKIHIHE
Before I begin, let’s make it clear that it’s only a non-formal talk.
TEFIRTET, RAERH—T , X R T EEREK,
To begin with, I'd like to make a brief introduction of the current
market situation.
— I, REAR AN E— T YA mE .
I’ d like to begin by telling you about the latest development of the
market.
BB M RFRR T GBI & RIEMR.
First, let me outline the current problems we are facing.
B, TR KA A — T L4980 I 9 188
First of all, we have to settle our disputes about the quality of your
supplied goods.
B, RATEMIIT X TH5e MR B,
Secondly, I'd like to look at the causes of the damage.
HIK, BEMT— T R IR B RE
Thirdly, we’ll see if our solution is workable.
R, B IRE B MR BRI R B 4T,
I will then go on to describe the main features.
i & , B BRI B4R E
After that, we’ll try to find out the ways to solve these problems.
XLAG , AR T R AR D 26 [l B 5
2



Following that, we’ll go into details of these accidents.

BET , RO X X BT RABI

Following on from there, I'll suggest some possible solutions.

2T , BN AR N — LT REAYAR IR O

Next, I'll spend a few minutes looking at the other methods avail-
able now.

il J& , BB AL RO T AL AT SR A A 8

Finally, I'd like to conclude by recommending a few changes in
packaging.

B, REN QAR E R — @il SRR ES,
Last but not least, we’ll discuss how to carry out the contract
smoothly.

BUREIFERA TR LR, RIPEHE I ARRIAT A F

3. Moving the talk on to the next issue HiFENFT—4
B

Now let”s move on to the next issue, which is how to compensate

for the loss.

BLAERATEEBNT — MU . R A 4R 5k

If you’ll allow me, let me go on to the question of improving sales

performance.

IR VRO, AR WK e B B,

Now that the problem of payment terms has been dealt with, I'm

eager to know if you can effect shipment in May?

BN O NBRR T , RABBAB RS 5 B 4315,

I’m glad we have arrived at a complete agreement on the clauses dis-

cussed so far.

There remains only the question of packing.

?ﬁﬁ}‘éﬁm%@%ﬁﬁﬁﬁlﬁ%é—ﬁlﬁﬂ,?JT%REQSEIEJ
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BT,

What shall we discuss next? I suggest we have a word about insur-
ance.

RAMET RIHSH AR? RE DR R,

Next, we’d like to hear the comments by everyone present at the
meeting.

T EREWTBULE SN EAIEENREL,

Now I'd like to turn to the possible solutions.

PAEBA IR R 1 BB R I BRI R RB B O ko

4. Referring to the previous talk # X B % LAY E D
I think I have made it very clear that D/A is absolutely impossible.
RERCLVUBBAD T , KR RBATT
You said just now that competition could be very sharp.
YRRIRIBETE 4 O] BE S RAR WAL
Earlier, you mentioned that this kind of products are in great de-
mand on the international market.
SERIRR B R R ER T  ERJRER A,
Did you propose a change in the material of packaging?
NIRR  B i BR e , Rg 7
Correct me if I am wrong, but weren’t you suggesting that we put
these v:'ords down in the contract as a separate clause?
TR BRI E, A RRIRR S IGX 8 X FEA R+
AIIZRE?
A moment ago, you mentioned something about the design of the
packing. Will you detail it a bit?
RIA R Bl R R0 R B, BB A PR ARk 2
As I said just now, any money spent now would give you greater
savings in the long run. ‘
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WMERA TR, NKIZEE, S REBRNREIRUBTEEL
I8k

5. Asking for repetition or explanation &R B EH R
Will you repeat it, please?

EF R, fFrg 7

Would you mind saying it again?

HHU R,

I beg your pardon?

HRE R

[’m sorry I didn’t catch your meaning. Will you say it again?
AR, REHORMRE . 0,

I don’ t understand what you say.

AW ARBAT 4.

I’m sorry 1 don’t follow you.

AR, BAEREIE.

Will you speak a little more slowly?
Hie .

Will you slow down a bit? I can’t follow you.
HiRE— A, R R,

will you explain what you mean?
HRBE—-THROER,

Could you be more specific?

ABA PR ko

6. Interrupting other people’s talk FTHF S A KiE
Sorry to interrupt you, but will you first let us know your idea of
annual sales?

XA RITHEE , A B R R A E R BRI B



May I interrupt you a moment?

FTMi s —2 L, nf ARG ?

Excuse me for interrupting you. I hope you will explain yourself in
more detail.

SHRARITH AT, A SRR R

If you don’t mind, may I say one word here?
HHNE, RO LUE— A A7

Just a moment, please. Allow me to say something here.

B —TF , AFRELAE,

7. Asking for opinions {EKE N
What do you think of it?
PRI A ERE?
What’s your opinion on this matter?
WX XA R EE A 2B 7
Please tell me frankly your opinion.
HHEHSHOER,
How do you see things like this?
M XREEELE?
How did you find /like/enjoy the performance?
PRI\ RTR B RET
How do you like changing the color to light blue?
BB ABCRE R, RINHER?
" What do you say to (making) transshipment at Hong Kong?
BB RELER?
How would you like it to be?
PRI BRAT AT
Do you agree to this change? I’d like to hear your opinion about it.
PRI X — g7 AT AR
6



We are old friends. Please don’t hesitate to speak out your mind.
WREMAT H 2Bt 2, RABGE.

Will you let me know your comments on our new design?
HEEN BRI B R R &R,

Your comments and criticisms are always welcome.

MR FHEF '

We welcome all sorts of criticism.

BATVE LT

We’d like you to give us your suggestions.

ARG RR.,

8. Expressing one’s view RIZEHCOER

I think the market is going to take a downward trend.

BRI IH LT Bia s,

In my opinion, we should defer a decision until we know more about
the facts.

RN, BRIOVETRE S L2/, HAM E R,

My opinion is you should look after the new customers as well as the
old ones.

BN, A7EX IR EE P IR, %6 R &

To my mind, his suggestion is worth trying out.

TR, AR IR,

Quite frankly, I don’t think the color is to our customers’ taste.
BB, RANBREREEE S BT,

Don’t you think the delivery could be advanced?

WA 3B BT LU SR AT 7

I should say your products are overpriced.

BRI RMEEE AR,

I’ m afraid your price is a bit on the high side.



RAAVRN AR R

I’ m sure at this price level, our products will bring you a handsome
profit.

FAE = X R KOF , BT S e R AR R BRI
To be honest with you, we’ ve received another offer at a much low-
er figure.

BT, RATKE 5 — R IR £

It seems to me your price is much too high. /Your price seems much

too high.
RikK AR KB MW ERKE.

9, Expressing agreement %R B A&
Good idea! [ totally agree with you.
FER! RELFRERMHEL,
We are all for your suggestion as to how to render better service.
AR 2R EMRE TREFE RS MBI,
I think you are right.
TN ARRRT
Excellent! That’s exactly what I think.
HFHT ! B R ATAERY,
That sounds reasonable. We need to get the best possible deal.
W EXHEE, RITMZIKBBITFHIRS &,
I share your views.
RFEBHRGER
I support your opinion.
BRIFRHER,
I’ ve no objection.
BERI RN
I’m in favor of your proposal.
8



B BAFHIE R

Suits me fine.

XA B (RFAR).

10. Expressing disagreement FRA[ER

I’m sorry , I disagree with you there. I don’t think that’s the way
with it.

MABEAEER RIAKIBREpE,

This works against common sense. 1 don’t go along with it for one
minute.

XHEERE, B—ABARE,

I'm totally against the proposal of making transshipment at Hong
Kong.

RTEL W EFEEMOEIL,

I wouldn’t say that. I think it’s only a matter of time.

BAN R, AKX R 6] fa) i,

I don’t like the idea of substituting Type No. 15 for the portion un-
delivered.

BAFBRICHMSHA 15 B,

It’s absolutely impossible. I really can’t accept the idea.
XERATRE, RELEFEEZINEE,

11. Persuading your client Mjii

If T were you, I would book a small order as a trial.
MERER, BRE/MREAIT—

If I were in your position, I would allow partial shipment.
MR BAFER MO, R FE S HE

Why not buy a small lot and put them on trial?
THAPRE—HK R



Why don’t you look at it this way? It’s more expensive, but much
better value for money?
FH LA RXAER: EER— &L, BEYEREY.
I’d advise you to look into the matter immediately.
REURLBIAE X —FH,
I think you’d better weigh up the advantages carefully before reject-
ing our offer.
RUH BRIy AR, R BIF R B HA FI &M
I don’t think you should miss this opportunity to update your equip-
ment.
TN RRARLZEE T X EH RIS,
After you have tried it out, I’m sure you’ ll agree that this is a very
good product.
3R, K E 2SR EXEMRIFN™ o
I can’t force you to make a deal, but I can assure you that our prod-
uct has the edge on the competition.
AT BBEEARE , ERBHERNAOTREBEES N,
You’re right to be cautious, but owing to the limited supply avail-
able at present, we suggest you act quickly.
EEIRAE, B2, HATHBEEAR, 2R RERBT3H,
I don’t want to sound pushy, but you’ll have to decide soon.
AR RAMRER—FE, R RS B e E
Do you understand that this offer is only open for three days?
HEMERRBA B =K,
I understand your concerns, but remember that the offer ends next
week.
RN ZAL  EHETHRE TR K.
You may trust me that any money spent now will bring you big
profits in future.

10



HER, S KBANGSFELIEERE KHFIME,
Could you think about our proposal again?

HREE 58— T R IYR?

I hope you’ll give a second thought to this matter.
o BYRTEH B% RRX A A,

Could you reconsider the matter in some other light/from a different

angle?
BT MLt £ 13 26 37 % 185 A [ B 2

Isn’t there any way to change your decision?

A VR INER R E R ?

12. Avoiding a definite reply EJIRAREE N
I’m afraid I can’t give you a definite reply now.
BB LR AR RN ES

I can’t make a decision right now.
RBEEL LA RE,

I just need some time to think it over.

RREN EERERE,

We are still a little unsure about the prospect, though.
AL, BT FRIRE B S AT,

There are certain points that I’ll have to consider very carefully.
AEREREHELRE,

That may well be so. I’m not sure.

AT RPN, RABHE,

It all depends.

XEEFFREME,

13. Emphasizing one’s points 3% 1§ = M &
I must stress that the goods were strictly inspected before shipment
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