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EHANEIEFARR KA 2/ E 2%, REABA BT EAAHA XL EEAGH
EAEMRAEAE 2%, RBAAREAEF 298RS, AL The AR S LA
RER, 22Kk, B2K3FARN, BAKEREFENALAEAERY., 2HLEE
FFIAARFed, S TFRANTEARL, ERARENSGEA PRE, #F2ARELHE
TE£5%,.

EHARAREMHE, MFRADUAANABFHATT. AXFrROILFY, X5
TR RACH A Hy o — iR FI AR R, BAARERIRMHA ALHAITRE, deR3FR
BEFR, Hak LN EIANAFTEFTGLET, RLREAABYESSTRES
RH., R FREAELE, 2SN, A, EARRREING B ETHE XA
WdAE, SXMXARIRRE, — WAL KB LR,

AL, defT K P 0 F R P i R T T RBIFHXAR? LT R EE
HiEZRAABA, EEFARRT, E3 AL ARKAR AR T HAGHAK, BF
2B, ARFR, XHBRGEFEEF R TIEE S EE, AdAEHRIA
RAMEE KRG L BB A, HRE, wRAXKAGRTEPEHENEFRIESY
EERAKRBACTHRE, LEERRTARY, AT RITH LA PP 693
Fligh, Bk A HAREZZRETLLFRBEFERIR L, REFAAEFR
FoHEg AR BB ET AR, AEELRFHELA, A EF A TaTH
e KR,

A EZTEHH, RBAA), BEFTTRETREFF I T RBECTH
AEER, ARK, RALOMBEANTRALE/RARNER, ML, ASHAKAT,
28 5 — LA AL, e ‘| want this; | want that.” & “I like this; | don't like
that.” &# # A+ 284 % #: “You shouldn't do that.” 4+ 4 K- 4% % #: “| don't feel
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comfortable when you do that.” Z2RX B #EHFEESERS, 24H0E &HT
feAn X iz,

e R EBAERNEF P, Ko RkEA KL (expressions and statements) 1% =
FYRNFENES, RBLEAYFR) 7T aREES LAY, REALFZEXANE
BRPHRAZIMHERE: ATHRITHEGRARN 7, THEARIFALT, ARELE X,
ARBHCCREFERT, DLHEH, AAXTRERABALHES LR —
B ERAERN”, YEATHESHMARATNE RRARRFRGNIE, HAFLASL
Wk F) Kb Ao BT R AMEAR, FFL, BRAFEEA T SREY A3, KMNLM
fertElfeth ) ¥ ARG A THEEREKF L, AR IIRARE D B EHEFITF
WESE, Wi bRi—kEik, ”

ZRAFFIAZF SFEMN, ARMEAE: 20 EFRMAL, LA H AR
B KRB EBT A B L, de, FHFEA, BERARZERRBEOA L, PABK
A, Akv#:itia‘i}‘z'i*x}%-'%o rbde, #T VL4 “l don't bill myself as a tough negotiator.”
(AR SHACRABRGENL,) Hizk, ANTEARLE, REHEZITR
AEAANE, SHFEATARBAKRMNA S, MIBHKMNAE RHEf LE
HGE, £EAEFF, £50TRAERZ “bill”, @»ARZ “consider” “think” 3
“present”, 4o, LEAFHMMLE, AHEAR LEAABRKULER S, iLEKE
RTAFIR, R Ak b A, X & T L. “I'm looking for bargains; what do
you recommend?” X &} EH—AMFRAARAHAF, BALRARANITHH L, &
2HEBEL L REANHE, RAFFEFRATF, Ao, BELRENFTH S I REXSE
— BB, XEH RE EELARR? EINFFALIX 24 “How motivated are you
tosell?” REBTURF FAHREST, AARASITAXRALYE, LARAX
2 /A “motivated” X A-#43],

Ly REZVNFANELEDEIN, REREX Y, HELEBMNG, L E£E
FAGEK, o, SEAAE “BRBTAEL” B, X2 ‘AR BFAAH2
BRI ABEETEE AR S A F 9RERFAR 2P TR k6B AT
B oniE, £, BAXBREBETUEL”, #—4a“lcanlive withit.” st TWA T,
ZHAA A FH L) F BRI BHE, IRZRAAEFARFRAYE ) XLH RS
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X, mARMNADRET HF, FHRZERRFLEEAGFRG, REAMEAA
EEZRERAEAT, AMNAGHARRZES @, KRFERLY ST HGCRE X Poys
B, ARFREBMAE, AMAELXSHKEHTHERG G T REAARLAY 0EL
#, LHOASTRSEERIHAE, e, SXFRIARSEZHEN, EAIER
“X&FAEIET, R £ “You're on an ego trip.” #EE T e, BxFH ARIA
A A, &I REE, L HEANBERAARRRE, —9 “Please work
with me.” IEFHF., %254 “Thisis my final offer.” &, %2 = 4 “l don't believe
you.”#F%., it % & g “Afinal offer is never a final offer.” 4729 % X% /5 @AR 4] £ Wik,
A, B—REMBEFFTRET @ANGEAF T, T, PEEFTETHFTHAE—
A, EARATIERAGAEEBAM 2, PRERAFFTHAEER, HBELH
B3t, RIS, RALKRT F,

KA, ZF2EANGASHERLEN G, XK, L2 ERAAfRA
o AEABP, BTV FEERSEFTH RN F425, e fire sale price (BkRAEAY) .
wow factors (4%, IRAME ), wish list (X588 RAEK) FF, X4, L4
Ak, BREF AL “BHMARY, BL9RE B, KHHBXHF—9#%: “You
have a small budget and a long wish list . 7 % R X 7 # “Ik B &R XM
KRR FHER IANAKGH, AAHTHXHE—ANZ 34T : “You should
shorten your wish list.” iX 3t % & é@%i]fvﬁi‘{ﬁ?ﬁﬁo

EEEFH_+FF, ABABLAFLG AT LARA S/HFHEAMRE NS 5K
FNENFEFMRT $REN, PEIRRSANREfATEERAAGEFREA8
#, HPENRIIMFRE L AGHE, FEEARREE. $T, LAY
FgaE) I ILFE, KRB0 H it MR G, ExkiF48 K E5E#THHIHF
HEKE, AAHY, A EERTEREHAN 1001 FFRGEERM, F2E
AR AMBRIBEBEFI RN R,

e RBANSSIFAFZ LR EFREE, BRARRBPHRAEELALNITL,
BRETARRKABEF¥2t9a)F, YEERTESIAYE ST a, Hlie, L&KL
“I do love your product; | just need a little convincing.” X 4)#68F, & &t 4%i% 6543

R PRBNFHM—EILLY, BHABRAERR T, X 2R “convincing” b Al “money”
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& “discount” %% %7, &R (flexible) 37, £hid, EPARSHERTEE
EMBRA LT 6, (2RTRIEFTREET L A T @EMh, AXMARRT, Bl gE,
LB eANFTRABTHEALE, AR XKARGEANRAIE, i, &7
ZHRRERSHFBIARGELRN, TUARRRX Y HEH#E: “| do love this job; | just
need a little convincing.” F4e, %69 % A A & &7 & SKIEH, HLT L3 “l do
love you; | just need a little convincing.” X2 RR I AEE XN FLBELERRIEE
BT 5, A, LREDIBRER? #HA50, AKEGRLFLERIE, BILT
HRAF EARF], RERIRE T RFRABI, AERAEHTHEAR, ATiRILE
FEFBRANARELEE S,

A TiL B Afelt SHE M EEXAFTROY, FRCNBHEL 13 M EIKk6K
FlgFd, FAEFRRSNETE) T A E#TT UERF @AM BF 54, ik
BT REHFTANEI A SR8, Joill dofTH) A B, W], MLIE, BARFEAF
BAeH T B2 7 0% KA Rk, BB A F O Rb AR K Ll lall, §RTIE,

A T X JUAE R 654 A5

It doesn't quite hit everything on the list. & izi% & A #% 2 (£M#)) B—REK,

It's a steal! iX IR IR 69 —4% |

You kiss a lot of frogs to find a prince. IR IL=FKE F+ KREXL2FHXH.,

Don't be penny-wise and pound-foolish. ~& A 7%/ V& L&A, ALK ER ELAE,

We have put all our cards on the table. #1112 & MNHH ZHAARLT .

That doesn’t pencil out for us. g4~ (3R4) KA AAE LETRE,

Your threats don't fly with me. 1z &) g2t & AR . (IRETRBER! )

You're going to have to sweeten the deal. 1k i X AR B FF A3 A— 5,

HiFmka—TLENXIUANAFTRAGEFAE, BREEL . AREERTR%H
AX A Y X HFE RO T RIFH S WEELERN SRR BHEANEL S T AKX G
VR H2E, RALEAT.

wE, WEEFRA

A
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FEEFRRSE, BRI EIF S A Y BARFIIRE . X AN BHEOR5 2 ey
5 BB R TR, AW R RSk, R RERR— T B SRS
ALAT, BAMRBARKIEAMIIIE, X5 TRE LR e T m R Ay 7 Selom %%, IR
P T T RTRE S LAANX 275 AT BRIV ZEK

IMRIRERW ALK H (small talk), i§ictE, XFMIEKE B4 - IR HF
1%, BUAERERIRA O, BER—T, EHAAA, RAE BB H&Er AL E (power
seat), R I%A WA SR GO0 E s i REBEHIRERBIE (power color),
Pz, RERERA,

REBNE s
1. I'm looking for the best buy for my dollar.
BEFTHR (L) BAVBRRESRIOIBIFNRS,
2. I’m looking to get a smoking deal. s
BAEEH NI S .
3. I’m not lookmg to pay the market price.
BARHE TS,

4. One million dollars is the maxifnum, not a starting point.
100 FETAHT (), AEFK (FH).

5. Our budget is between one million and two million dollars, but we
really want to stay close to 1.2 million dollars.
BAVITTAE 100 5~ 200 J5ETL 2], (HRFHANKPREIEHITE 120 HEILLEL .

6. I have two boxes to tick.
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BAWINER (FEWR).

7. I’m looking for a car that speaks to me.
BEFHE—FLLEIONE,

8. I'm looking for bargains. What do you recommend;z
BAEFEWEN RIARA, RHEEFEH 22

9. I'm looking for a fair deal. Are you willing to work with me?
BEFH N2 FNRS . REERKAED?

10. Please show me all the options; I’m not going to rule out anything.
THERTA LR RENT BA K RIAEASIBIE TR EHEERESD.

11. T don’t have a manager or an agent. This will be my hand-shake

ﬁ&ﬁ%ﬂ(%ﬁﬁi)ﬁﬁék(%ﬁi%hi@@%ﬁ%ﬁ%w&o
12. i’m not a bargain hunter but a value seeker.
BAR—TREERPIAN, i —ERNERA,

13. I’m really big on privacy and security.

£ RuI SR s | S

14. I want to be a voice of reason.

BERHESERTL.

15. I want someone to keep it real for me.

REEA ANBBIBNE (ERERPELNSH, REFEUNEE).,

16. We really want to buy something that makes all of that worth it.
BATERAEL— ey F FTERI AR,

17. What have you got planned for us?
RGBBRAUE T 4 i-KI?

18. Are you in the market for a new house?

VRIEFE T 5 b 34— B b 115 ?
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19. The market is hot. Everyone and his cousin are buying.

TRk, BOANEER (HKBEM).

20. I'm flattered and touched you come to me.

PRI, XibHZREE, mERED),

21. Just tell me what you want and we’ll see your wishes are carried out.
HIFBRIREEM B, RNSEERNEE (E) REIIHRE.

22. I’'m nothing if not flexible.

IRBARERE, AHH L EART .

23. We don’t compete on price; we compete on value.

BRI HETE S s BAVRITETE S

I YUY v

24.’m a sucker for happy ending.
BHET (GBXR) fathivs)m.

25. I’m not looking for a zero-sum game.

B — A TR ,

26. I come from a culture where people are comfortable with negotiation.
FERIIE (FR) T, A2ttt s,

27. You don’t have to answer my questioi. What’s your heritage?

VR R A B ERAIAE, RIIXLESRET 42

28. I wanted to tell that up front. :

B R &R (R) X4

29. I want to create a situation where there’s a little something for
everyone. Are you willing to work with me?

BEAE - ANTA R RE. REEREAED?

30. I'm going to make an offer you can’t refuse.

BER H MR RRT .

31. How about we have business before pleasure?
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BAVEDE, BRE, B4

32. When I go into a negotiation, I want to demonstrate a sense of
fairness.

LA TIRAIN, BRI A FREIA,

33. We have to know each other before we conduct business.
FAVEMAZE ZAT, SBHE T EXNT.

34. We have to have the chemistry before doing business.
e Zar, |1 (FHEZIA) 45 “KH”,

35. I don’t bill myself as a tough negotiator.

BAERE R RERIRAE .

36. We only deal with happy and reasonable people.
Fefi A RPN U AT

(20 2 D

EEO®RD v

1. I'm looking for the best buy for my dollar.

HBAETFER (R) ANBREERIRITNHLS.

fExAyiES, ATLAA “budget” s “money” {4+ Y “dollar”, XA)iEHIE
BB FdkZ “I’m looking for a good deal.” &3 “I’m looking for bargains.”,

2. I’m looking to get a smokiné deal.

BHFLZA—NFARD,

XA)iERR) “a smoking deal” i “a good deal” HYE .

3. I'm not looking to pay the market price.

KA 2T, |
XA)IE R R . AR FRUBNR SN, mErERrE®k, %L
4. One million dollars is the maximum, not a starting point.

100 7 £ ALRHM (HE), RRARMK (AH).
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5. Our budget is between one million and two million dollars, but we
really want to stay close to 1.2 million dollars.

HAMAMHA L 100 7 ~ 200 7 £AZE, EREAMNEFEERAE 1207 E2LLS .

XA)IE R I E RN R, EE¥S1ER “stay close to 1.2 million dollars”
XL,

6. I have two boxes to tick.

BABANAER (FEHR),

“box” & “checklist” (ZERIEH) LEIMFTRFBHI/IEF . A RPP—IHZE R
HEER, BRSO/ MET BT M.

7. I’m looking for a car that speaks to me.

HKAFER—RmiLEAFHCHE,

F M “speak” XASHLE], “speak” fEX HJE “WSIAN” BIEE. B14): Red
doesn’t speak to me. (Z[AAMLB|F.)

8. I'm looking for bargains. What do you recommend?

REeTFRBEMRNDET, REFH 27

R B SHEY, & Bl THREREE AN ARG, PR A SRR S AT
T rEXAE, hEASTEET, BASSL DN BAFRESRTR, LEREHE .

9. I'm looking for a fair deal. Are you willing to work with me?

BLEFERANFHELS, REFTRALSED?

XS AN —IE, ATLALLR— T G SUE s,

10. Please show me all the options; I'm not going to rule out anything.

AP ik AN BL R BAETRIAT A EHGR LI,

YoxX ) iE A B A IR TR 220, BROAARAE AT REZ (E VR it — Le 47 Y
5.

11. I don’t have a manager or an agent. This will be my hand-shake
deal.

BEALE (BEME) RN (BAXH)., ARRKGE T,

XAEREHRE DRI, WFHEHHHR, RP—. “a hand-shake
deal” RAFAEEZEITER M RNEL S .

B
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12. I'm not a bargain hunter but a value seeker.

AR —ANRREFAOA, AR -ANEXMEAA, ,

XA EEFX T, RS HE 8 TR AR (RS MR NENTE,
kAW ERIMEL O ER., XTERATLAGK: “T’m a value finder.”

13. I'm really big on privacy and security.

H 3} fofe e DIEFEA,

XANEWMFTLABER : “I’m a big fan of privacy and security.” i “I’m not a
big fan of something.” LB #EiH “I don’ t like something.” ER B FHm. X —Lk,

14. I want to be a voice of reason.
AERBRAETEL,
XA E— SRR AN EREMANIRRY, RiEEAEWEHRES.

15. I want someone to keep .it real for me.

BBEHALERANE (AR KB LH, REEAASA).

EAKT, RRH TRE—RXRA, SRAZHNTBIRIALR, "TLABX
WiE, BEE: RFZRNAERAD R, ERAZRIALEY, tban, HE
WK A FTRERB H B CRYRTRE IR, RAEEIFRII A —RERA, BmATLAB: 1

want you to keep it real for me.”
16. We really want to buy something that makes all of that worth it.

AMNAHRLE - LY HHENET,

XAELEE “U'm looking for value.” HIER,
17. What have you got planned for us?

IR RMBT 4 2+ %12

X ) i MR i S E AR RN T,

ARBRE .

18. Are you in the market for a new house?
REAT % L FR—EHET°5?

X )i PR T R ARED AT,

19. The market is hot. Everyone and his cousin are buying.
TR K, EAAMAEE (HELFHR),
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fExA)igEH, “everyone and his cousin” iR “everyone” HIER, XHFRAR
A TFREMBERE, DEPEXLH,

20. I’m flattered and touched you come to me.

ThRERA, ZERTEER, RMBREF,

HHERHERTAER, rTLARXmIEF RS, “flatter” & “I4” HER,

21. Just tell me what you want and we’ll see your wishes are carried out.

L2 HFARBEA2E, ANSAARNEZ (RT) REFIHHBL,

HE, XBH “wish” A M “hope” 5 “carry out” ##d, BA)IEERSR “TRE"
IR, XHEA “see”, fR“let me see what I.can do for you” Hiff)“see” —#f, =“F
—& HEA,

22. I’m nothing if not flexible.

o RATREE, AEAMFLARLRT,

XAENER LR E#E “If I'm not flexible, I’ m nothing”, BiAH CER

23. We don’t compete on price; we compete on value.

BEMAEMEESF; KNEMEESF.

XAENE T ZELE, RABERMNAREDT, RMOAEIERESSFE,

ERRARNE Sl .

24. I'm a sucker for happy ending.

BMAET () Wrikey % h,

XAERTRNE CEER IS HEERS, HEAAT “sucker” ix/~H#id,
WiEREHEE, FiUANERTCRASA. “sucker” 18 “FAREMA S EX4Z WA,
WATLAE: “I’m a sucker for win-win situations.” (Faxt &R — I GGAFH.)
“sucker” X /MRl AT ATE AR LA FATEATIRAY, BE. ABALEZIEA A TR
EAKGA . WAIEE, BRE EEH, AR “the F word”, B AHEMAMAAIXLES
AWEIEFER . £5AE DR SEMNE FHATEIRRAS, h T Rd AR
B, RHE, RAERKBESEMCMAREE AN SRIAN, FIReTEZE L AHEA.
B AMESREZIE R “tough” (GRRE) 1 “street smart” (F#&H4%). M4,
ARERRFZT TN, R —ANESAR X AANEESRER S 5210
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WA, ER— T, EEEREE L REER, BIREHER. Bl aa
NFREE 2L NRIEID, AR @R UK, REMNSSARER L&A, i)
A FTREEIRFIFMEM “sucker” XA, %8R, X AP MAZE@EHIAL, B,
FBRPAESEHELSNFX =Tk,

25. I’'m not looking for a zero-sum game.

B AR Aais K,

XAIENEERE “I m looking for a fair deal.” (FHMAF—NAFHRS.)

26. I come from a culture where people are comfortable with negotiation.

AR (FF) T, Af@birbertuad 4% 5,

RAERE AT, VRYOD sOT REBR PRI FL. A FRI S E RS —H,
— Rk, F AR DX R H i DAY N LR RN N SE B, i I A S S
e X I AN SR AREER . BB AT, PRUEXIE, HAPR—A BRI R
P TR RE SR R R B Bk R Ak W L Ak, (REMTF S, B
£ 9 B ALK (offended ) B E . A L IMR T UL AR, ARARER PN PR,
FFHIMEBIR LA, VR PR AT R 5% SR ZE T Mol 19 fr—FF, (b &b OBR IR
FEH M SRR LR,

27. You don’t have to answer my question. What’s your heritage?

RARR LA G SR, RO AR 47

“What’s your heritage?” ¥R “Where are you from?” ## “Where do you
come from?” WEEHFAR. B—AMEENX HHKEE, &8 =/ R8EE
(w3 W ERE S A, A T FETRPFIRT T gt A A FnoC i G 45, i Ao ik & bk s
B E S A E RS, (HEAX A RS AR B R RL, SE S A3 IR
fi#, INAREEAFREALEIEIR , BrEAERZaT, FAERB—T: “You don’t have

to answer my question.”

28. I wanted to tell that up front.

KB —ERALEHF (k) A,

XAEA “HIRRERE” WER, Tor “N—IFAEERBATERS".,

29. I want to create a situation where there’s a little something for
everyone. Are you willing to work with me?

A B —ANAAARR PIK G B &, 1REERKSIED?

X )1 MR i R R AR RN T,



Bk ISR

30. I’'m going to make an offer you can’t refuse.

AERE — AR R B4 R,

XANEMEEK B XERE (B D), BECEARAFIEFERTH—0IE, 4
R PR R FREUX AER, TrIREH A Rk 124 1F M4 04 A X aiEt,
BN IEE RN 4153 L 5 ka4,

31. How about we have business before pleasure?

EMADF, BEFR, &2

H A ANERANERFF GRS d 5 282 5, 45 iR K B Fi&@ L,
1A LEX 7 BRI, @it e A oh PG ERLES . KE A XL,
J& e sk P A1 R B e 36t 75 R AN KR

32. When I go into a negotiation, I want to demonstrate a sense of fairness.
L RETEAIN, KBARENMFHER,
XA FE AR T & ShE R m ) —R)iE,

33. We have to know each other before we conduct business.
AMAMAEEZAN, LMLTBYF,
XATEZRREEEN N B f 5% 5 g T fg.

34. We have to have the chemistry before doing business.

MAEEZAT, KM (AZZE) LM “kd”,

XA TERTFEA LM G MNA . #ITAHRSHIEE. “chemistry” {52 “I&
ANZASAKZAR fLFERR”, BUYAFRIT “ki”,

35. I don’t bill myself-as a tough negotiator.

BTEARATRANBYAEHE,

R, WA ER RS (tough) A, FAXMIERBRAGFHERE,
EXHBAR . —ANRAEFR B[RS, A —EREEERE, 1HILDP, ErTRELHEE
FHEH] (sharp and smart) AR, hREBMFTHIRIERS—2%—3hh, REiR
SRR, IRE HHIEE, AR, Ak GAEM A 2L, e &G
e KICHIEF,

36. We only deal with happy and reasonable people.
A A AR Bt Fe B AT R,
XA R AR T 5 SLE R —)iE, kS5 h T AR . AERMRA,



