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Kevin: Hello! May 1 have your name, please?

Lily: Hello! T m Lily. What s your name?

Kevin: T' m Kevin. I think you are in the same line as ours, aren’t you?

Lily: Yes. I' m interested in your products. I think they are beautiful. But I'm not familiar

with your company.

Kevin: Our company has been specialized in producing plush toys for over 20 years. Here
is our brochure. I think you will get acquainted with our products and company
through it

Lily: Thank you.

Kevin: I think you have realized that we want to build business relations with you,

Lily: We share the same idea. Here is our company' s contact method.

Kevin: OK. We look forward to receiving your enquiry after we come back to
our company.

Lily. I think we will.
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The starting price 18 500 dollars per carton, and it won "t exceed 700 dollars per carton.
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We can discuss the specific price on the busis of the quantity of your order.
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This is a firm offer.
K
We will leave our offer open for 3 dayd.
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How soon do you want us to deliver
the goods?
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We have made our latest price sheet fo
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If you send us specific enquiry, we Jill give
you a firm offer.
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The price is quite high.
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The quotations we received from other sources are much lower than yours.
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Can you tell me how much your market share is? k
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1. Seeking for Customers

FRER

AFZIRKHENISEE, SRE-EELENEEERFNZE
F. B REIEEKTRE, EREFHHEHER, REARHE
BF. Kevin2— M IIBR, REKFRY, SEERS EERMMESEINR
%o B—RBEL, KevinFRT—MREEBEDNEFAIR.

Qlaisﬁ%rﬁ%m




Kevin: Hello! May I have your name, please?

Lily: Hello! I'm Lily. What's your name?

Kevin: I'm Kevin. I think you are in the same line as ours, aren’t you?

Lily: Yes. I'm interested in your products. I think they are beautiful. But I'm not
familiar with your company.

Kevin: Our company has been specialized in producing plush toys for over 20

years. Here is our brochure. I think you will get acquainted with our
products and company through it.

Lily: Thank you.

Kevin: I think you have realized that we want to build business relations with you.

Lily: We share the same idea. Here is our company s contact method.

Kevin: OK. We look forward to receiving your enquiry after we come back to
our company.

Lily: I think we will.

1. be familiar with %f------Z4%& 2. be specialized in &1 I\
3. get acquainted with FFER%HIE 4. look forward to HiE2
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®1’m George, the manager of a toy company.
FMFE, B—RIAXRNZHE,

@ Nice to meet you.
TR ENR,

® [ know your company through

the Internet, and I know that you IRARBREEFLATA?
are in the market for plush toys. 1 RESERRRIFHR SR
',—\_ ) 5|2, SHHEF.
P EARHISR AT, FFEANE 2 ML MRISIE, REEE
BT E L BRI . WIMRER.,
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® We have been in this line for  AsERrEEE TEREH
three decades. SRR,
BAMOX—1TEE=1T. 5B

® Qur products are popular with many 6.EmMX—XRMLIF, S—PT
iR, BIEXH,

BFRILE, BEER.

youths and children in many countries.
FAVA G SRV 2 I R A AELE
HEZ .
be popular with &ee-+-32&

@ Qur price is competitive in comparison with those of the same kind in
the world.
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 (RERAEINASESEALIR
® You are welcomed to build business relations with us.
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® We only attended domestic exhibitions in

the past.

e, RIMAERANSE. FRFEPNRRERS, B
in the past B & | TER2LAMREFUS, E |
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@ Sorry, I ve no interest in your products. \ ?;:gi:ﬁﬁ&° 3 }\

Tﬁlﬁ. &Xﬁﬁﬁﬂ’ﬂ#rﬁx*@% ° ZWQBZBSF“:?‘: : /l
® Can you tell me how much your market \3. R EMIMEILHG%. /

share is? N %
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market share FH S H F

® Please send us your product catalogue.
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