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Building Relationships

I'm Michael's assistant. He is
having a meeting right now. May
| help you?
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Impressive Self-Introduction

Welcome to Arthur’s stall! You can find everything

here at a reasonable price.
WOREIT B0, RENBRMEFLS, MERE, m
I'm your old friend Albert, who sells clothes on the

roadside.
REROENE, BoRrcRnTey, (ORI

Old John is back' Come and have some delicious stinky tofu.
EAHERT ! EERNREE, [ osloous bz w500 )
I'm Daisy, the owner of this sugar-coated haws stall. -

BRRE, ZMEHSRTOER [ s sugarcomenr - mar Y

I'm the boss of this restaurant. My name is Andy.
BEEXXBFHZR, BMRiE,

Thank you for ¢ hoosmg Allen's restaurant. Enjoy your meaIl
BAFPERELNEE, RIRARMR

Kevin is here to serve you. What would you like to order?

( My name is

I'm Eden. Welcome to our restaurant. Andy.

HRFE, WIXRANBTHR. L

I’'m your driver for today. Where would you like to go? |
HEORZBIRN S, (REXBE?

I'm a taxi driver. Frank is my name.
RE—MTEREIN, BUEZE, :



| 5SEPEIFEZES | Kiling Time with Customers

I'd like to intraduce myself to you.
BEERTE—THREC.

Do you mind if | tell you something about myself?
RNERNE—TESE?

Welcome to the Beauty Shop. Dora is here to help you.
RN I ETR R JE, FHEit “714 ﬂl?z .
Joyce s willing to help you find the right shoes.

FBU A ﬂw”f H’II SENHEHT.

With Grace'’s help, you can find the most
energy-efficient air conditioner.
ﬁ-%ffji I F BRI R T ENTIE, & energyeficents v SRE FHEEY

Hello! I'm Alice. We have new arrivals today.
B HEXFHYZ, RNSXEHLLH.

Tony is me. Enjoy your time shopping here!
HKEHE, HiRMPER

How do you do? I'm Andy.

REFIL? RRZE,

I'm Jack. My job is to take care of this big shopping mall.
ﬁ%ﬁﬁ.thﬁBf%?f%me”mwwl

Nice to meet you all here in my m Judy is my name.

BEXEBNTHZETMRIMRN], REEF
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., Hi, dear. It's my greal honor to help you. I'm Helen.
U8, FEN. BRECANREKRS, HEER,

. Good morning! Welcome to Lilian's i/
B | IR FHI L B & I o

., What do you i='=r to buy in George’s shop?
RIBETTE KIS KEHAR?

Hi, I'm Helen. Our shop will do our best to 111!

““ m, REAG. RNOELRARRROER.

... Beauty comes from wilhin! This is Tina from Beauty Shop.

T OEmkRARL | REETRIE K. P :
g RS R S

.. Paul’s coffee, good 1o (he [as

REWE, BAKE, HABKER,

Hello, I'm customer representative Joan. I'm very glad to
<7 serve you.
47, BREFPBRSKREETR, REXHIRERS.

My name is Amy. How may | help you?
BWIOK, BEIF AT AREBREN?

Allow me to introduce myself. | am Kelly ! Y
<% from Kaohsiung. ~ '

BABEBHENE. HEYF, kEEH, Welcome to
Paul's cafée. ,

. I'msorry. | didn't ©z1ch your name. v
BRE#H, BRWERIRNET, .

12



