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Unit 1 Seeking for Customers
RB—8Bx HEREHR

= FRBEL  Qudteg o My
1. Good maming. Pacific Ltd. May I help you?
B XRERAVFERAT. RENTHL
HAQ
2. Good afternoon. ABC Company, Purchase Depart-
ment.
TFE XER ABC A TFRBE.
3. May I ask who's calling?
A0, TR B
4.Hold on, please. He'll be with you in a moment,
R, B MR T,
3. May I speak to the purchase manager?
BRXOBLEBESE,
€.1'd like to speak to the manager of Marketing Divi-
sion.
BHEHTSBESE,
7. Please connect me with the Sales Department.
ERREHE.
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8. This is Huang Weiyan, sales director of Pan-Asian
Electronic Company.
BERUSBSF TEHDLE, &7
9.1'm afraid he’s away on business right now.
SU S e NesURE P
20. Could you ask him to call me back?
BRUER DB,
11.7'1l call him later.
HERILBHH,
2. Unfortunately, the manager’s fied up.
AR, £ A Fo
3. We sell silk products and have been in business for
many years.
BN BHEs/TFENE S,
#4. We are a leading retailer of china products.
BB EBNIRHER,
15. We are a leading retailer of native products in South-
west China.
BAORPEAREEIX B TR HEES,

w TUAFE e Qurscnlius Kby
Dialogue 1

A : Good morning. Orient Company .
B R, FHAA.
B: Good moming. May I speak to Mr. Edison, the purchase

director, please?
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B0, B RRGBEIE R f A E R EEg

A:May I ask who is calling?

I (G =T A

B: This is Wang Mei, sales manager of ABC.
KRIAM ABC ATIMBERHE,

A:One moment, please. I'll conmect you.
F-T . RBIFRER.

C:Hello. This is Edison speaking.

Hif, RERME.,

B:Hello, Mr. Edison. This is Wang Mei. Wang is my fam-
ily name.

ReF Bl et  RETH ., TERMK,

C:’m sorry | really can’t recall who you are.
RAK REAMBIEKESR.

B:["m the sales manager of ABC. You must know Mr. Li
An of Haier. He tells me that you are a leading buyer of
electronic tubes.

KR ABCHHELE, K- EmlBRNERE
o EFRERRFEN EERLSE,

C:Yes, we are. We need millions of dollars worth of
electronic fubes to produce radios that are of high
quality. So we relyor those manufaciures who have
won the SO 9000 for our produicls.

AN BRITBENMHILE AN TFEEETRARK
Bl L, LLEAR St 5 SR8 1509000 TAE .
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B:1 know well of vour requirement. ! called to tell you that
we have just successfully passed the ISO inspection. We

wish to establish business relations with you at favorable

terms .
KRB FARNIAR E . BITRIE S VRIRITRITRI
IR D ssd i T 180 A, AT F AR T L A
L F X ER

C: Our present suppliers get along with us well, and | thi-
nk their terms are favorable enough.
A1 H AT BERL R AL R TR &, AN it
WIH FR b S IR

B:But are any of your suppliers buyers of your radiss? We
are a leading buyer of radios in North China. If you are
interested, Mr. Edison, you may decide on a visit to
ABC. In a day or two. You'll receive a brochure.
BRI AT LRI E LG BITRTE
JEFUE N T EWLE . RS R L
ZM -F ABC AR B AW, IRER R — &)
1

C:50 I’ need to took over your brochure before | make
the decision.
AR 2 A HAE h PLE 28, B - FHRATH /M
¥

B:Thank you, Mr. Edison. I'm waiting for your reply.
W, BRI E  REERIEE,
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C:Goodbye, Ms. Wang.
B, EAE,
B: Goodbye.
B,
Dialogue 2

A:Good afternoon. Pacific Trading.
T KERRS A

B:Good aftemoon. May I speak to Ms. Smith, please?
THEH. EFRLEH/MAERIETFG?

A:Ms. Smith. Just a moment please. I’ 1l see if she is
available. .. Hello, I'm sorry Ms. Smith’s on the
line at the moment. Do you want to wait or will you
leave a message?

PEH/E, BHERE-THREEFE
R, E NN RIS, KRS -4
EREE?

B:Would you ask her to call me back when she’s off the
line, please?

Ly R AREELE A TR AT 0G0

A:Of course. May I have your name and number,
please?

YRTLL. BRE THRIOEFNSBIFG,
B: Tang Yujie, and the number is 372 - 4833.
BER, SHR 372-4833,
A;Thanks. I' B give her the message as soon as she’ s



B0 ALEE L]

off the line.
st b -ITRRE KRR BB E .

: Good afternoen. Tang Yujie speaking.

Fer REBEAR.

:Hello, Mr. Tang. What can | do for you?

YREF, R SE A REEMIRR AT A7

:1 guess you know Pan ~ Asian. [ am a sales representa-

tive of its Zhejiang Branch.

RKIEWAEEZ T, BREAT 2 A ERE

:Yes. We did quite a few transactions with a branch of

Pan - Asian years ago, but it didn’t tum out as good
as we’ d expected, so we dixcontinued our business
there.
BILERNEEMZED ARM T AL S, B
FURRAABRERIVER I A8 LA TS R T3
Eil: ok 18

:Ms. Smith, I think you are aware that Pan - Asian,

Zhejiang Branch is another legal entify. This Branch pro-
spers as a result of our scientific management and sati-
sfactory goods and services.

S/ NME. REFREZ BRI ARR S
MENBAT 2 AR R A RATR K
B PR R R A AR 5

C: Congratulations! Anyhow we haven’t dealt in any chemi-

cal products of Chinese moke for at least three years.



