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UNIT 1 Establishing aniness
Relations BUBBXE

DIBLOGUE @

A: Hello, Mr Gao. | come here today to
inquire about the possibility of es-
tablishing trade relations with  your
company.

B: Hello, Mr White. Welcome tfo our com-
pany.

A: We'd like to order some Chinese-
made carpets, tapestries, blankets and
so on, if your terms are favourable.

B: We’ Il see what we can. Please follow
me to our showroom first. This is a
pure wool carpet and that one is of
artificial wool ,both made in our compa-
ny. We use fwo ways in weaving our
carpets. One is machine-woven , the
other is hand-woven. With different
materials and ways of manufacture,
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‘ the prices are quite different. One
feature of the wool corpet is plain and
tasteful in colour. The design is clas-
sic ond elegant. Look! This is the well-
known “Beljing Style Carpet”. its
pattern is very popular. The style is
unique and antique, and the material
is soft and springy. So it has been
called the orthodox Chinese carpet
by some foreign experts.

A: Would you please show me some
more tapestries?
B: All right, We produce various kinds
of tapestries, such as pure wool and
velvet. We can offer you rich patterns,
namely landscape, flowers and
plants, birds and animals and so
on. Look at this picture of the Great
Wall. it is really magnificent. And thot
design of a mogpie on a plum tree
branch stands for luck and happi-
ness. All these are fine pieces of art.
A: Oh, | have seen the exhibits and
siudied your catalogue. | think some
of the items will find a ready market
in Canada, especially pure wool car-
pets and velvet tapestries. Here is a
list of my requirements.

B XM EZ N RIANE" B
ET0ORT. RBndoe,RE
B, WO ERMRR,EME,
RMREN—EHEERIFIE

FONPEME,

A DESBEREEER?

B.7. BRI EFBIEK,. BEE
N UENEE, BRGTFESD
X, BMR, BT 28F, BUR
IR, S AMERBITN! AE B8
S8 RILETSH=R, XUH
RREZABNDNIZHES

A& T RGN~ BERE, &
URBYTRENSEASREH
B, BB EFEMYLLHE
¥, XEHRMIE.




DIBLOGYE .
® SEL)

A: Hello! Welcome to Guangzhou Fair.

B: Thank you. I’m from America. Here is
my business card.

A: Glad to meet you, Mr Smith. My family
name is Wang and here is my name
card.

B: Great! This is my first visit to the fair.
Everything is new to me. Would you
please give me some information?

A: Glad to. The Fair is a big gathering
taking place twice a year. Thousands
of businessmen from more than a
hundred and fifty countries and re-
gions are here to frade with China.

B: What about your company?

A: Ours is a company special in exporting
leather products. And what about
yours?

B: My firm has a high standing in my
country. My bank is the City Bank, New
York. You may refer to it for my sta-
tus. Now I’ d like to know whether you
ofter FOB or CIF.

A: Both. You may choose.

B: Do you sell shipping weight or landing
weight?

A: Shipping weight. Prior to every ship-
ment the cargo is inspected and
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DIBLOGUE @

A:

B:

weighed by the China Import and

Export Commodities Inspection Bu-
reau, which will issue cerfificates of
quality and weight. The certificates
are to be taken as final.

: | see. And what are your terms of pay-

ment?

: Payment is to be made by irrevocable

letter of credit payable against sight
draft accompanied by a full set of
shipping documents.

: Can you offer firm for ten days?
. That’ s pretty long. We usually offer

three or four days. Anyway, for the
good beginning of our cooperation,
we’ |l try our best to meet your re-
quirements. Here are some price lists
for you.

: Thank you very much. |’ d like to have

a talk in more defail, say, fomorrow
morning, will that be suitable?
Certainly. See you tomorrow morning.
See you tomorrow moming.

Glad to see you in your company.
So am |.

We are in the market for machines.
What can you offer in this line?

What types do you have on mind ex-
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actly?
A: Well, mainly lathe. We are also inter- [ A.18  FTEE K, B HEIH4=SL

ested in shapers, grinders, and milling R BERASTR o

machines.
B: Let me show you some illustrations of | B.1t B/ E—E AN TETEHERIN,

the machines we make. Here’s our W ERER . XRRMNEHNE

latest catalogue. .

A: Ah, these are the machines we're in- | A. [T, XU F SRAIBILERBINE,
terested in. May we have a look at HeEEFD?
them?

B: Certainly. But they are in the show- B. OB, RN, el IEEFE,
room.

A: Is it far from here? A BETEIX)LE?
B: Not very far. It's only half an hour's | B: R, FEREE N/ )\, RN
car ride. Are you free now? a8

A: 1 will be free tomorrow afternoon. A BBPEATIEES, BYBRKXTSF 3
Suppose we make it, say, three o’ clock 53 VREE 2 HEIG?
tomorrow afternoon. Could you man-
age that?

B: Yes. 'l pick you up at your hotel. B.{T, BB HIEREMN,

LBLoOGUE

A: In fact, this hotel is considered one of | A.3LFR -, XFXRERUANEILRSE
the best in Beijing; there are some twen- BHEES— IRANE 25 R
ty-five stor hotels like this in Beijing. XENEREE,

B: Is this hotel a joint venture business B.RSEESAKNIG?
with an American company?

A: No. s a Sino-Japanese investment. | A. R, EE&AN, MEIESHRE
One thing is obvious. No matter where NZ, A RELCIREIWE IR
you go in the country today, you can HEBIXFNEREE, FiA
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see dll these star hotels everywhere. |
guess they' re all part of the basic fa-
cility construction resulting from the
open-door-and-reform.

NXEEMR RN EHSE T
SHBBR,

UNIT 2 Approaching
Customers HiEiNE

DIBLOGUE @

A: Good afternoon, sir. I’m pleased fo

have you here.

B: Good afternoon.

A: Are you looking for some particular
type of decoration material?

B: Well, it’s hard to say. The truth is, I've
got a new flat and 1 want to get some
idea of what | will eventually be needing
to decorate it.

A: | see. Well, you have certainly come to
the right place, because we are on old
established firm. i you will permit me,
I could be happy to show you around
and introduce some products for you.
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DIBLOGUE @

A: Good morning, sir. What can 1 do for
you?

B: Yes, please. | am leaving China soon.
1 want to buy a Chinese toy for my son
as his birthday present, but | don’t
know which one is the best for him.

A: How old is your son?

B: Four years old.

A: This is a “Panda Trucker”. I is an
electric toy. | think your son will enjoy
playing with it.

B: Show me how it works, please.

A: It* s very simple. Put two batteries into
this box, then turn on the switch, and
the panda will drive the truck.

B: What an interesting toy it is! I’ il take
one. |I’'m sure my son will be delight-
ed. Here’s the money. Thank you for
your suggestion.

A: You are welcome. Hope you a pleas-
ant journey.

PIALOGYE @

A: Oh, s0 many toys on sale here.
B: Yes, we have a big variety of toys,
such as plastic toddler toys, building

A8, %S . B ASILURE
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A: My daughter is only twelve months old.
Will you please find one for her?

B: There are lots of kinds of plush toys
here. Shall | show you a sample of
each?

A: They do look so lovely that | can’t de-
cide which to buy.

B: This plush pug-dog is a new product.
Many people like to buy .

A: All right. 1°li take your advice.

A: Good evening, sir. Anything you want
fo buy here?

B: Yes. I’d like to buy some milk powder.
What would you recommend?

A: We have many kinds of different pur-
poses. | wonder whom you are buying
for?

B: My wife. She is pregnant.

A: | see, sir. We have the very thing you

o want: Anlene Hi-Calcium milk powder.

& It is especially good for pregnant
)/ women and lactating mothers.
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UNIT 3 Recommendation
BEES
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B:ls it?

A: You may rest assured. It sells well all
over China and enjoys a good fame.

B: May | have a look at the English intro-
duction?

A: Certainly. Here it is.

DIBLOGYE @

A: Welcome. It seems you’ re interested
in this dress.

B: Yes. But I'm afraid it is too thick to
wear in summer.

A: That’ s no problem. It is made of linen,
so you won't feel hot in it. | can as-
sure you it wears well and keeps its
shape.

B: That’s nice, but | don’t like the collar.

A: The collar? t* s just the collar that is
popular with young people in Shang-
hai.

B: 1 don’t care what others wear. Any-
way, let me have it.

A: Here you are.

B. 203?
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DIALOGUE

[

A:; Good morning.

B: Good morning, | want to buy a ready-

made suit.
A: Any particular style?
B: Double breasted suit.
A: Here you are. We have this style in

several sizes and colours. Is this your

favorite colour?

B: No. Will you please show me more
colours?

A: Cerlainly. What about this grey one?
This colour is quite in fashion this
year.

B: All right.

A: Will you try this one for size, please?

B: It s a bit small for me. It seems a little

narrow in the shoulders.

A: How about the trousers? Do they feel
comfortable?

B: 1t*s also a bit narrow in the seat.

A: Here is a bigger size. I'm sure it will
be OK.

DILOGBUE @

A: Excuse me. Which one is the highest
quality here?
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