Bl AT 220 R JE R, TR BRI i) i 59516 8 1 W . 26 Ko it
P 0L TR M e k1T 5 i A

B toxHk

Practica
_English of

N
r ¥

&F Fi B BN ON B 38

m

|
5 ]

= Negotiation

N =o e

YRTFRAME, REBHYE, hREEERTESHL

RME, RER. REPRERIEZTN

Z ¥R 542 3 b



(=]

BY

iE. SRR, SENNEEELSR

| H319.9
(| sS993

oo B ) sy (L
KERER ARG L

=

S HS B B3R

&
=
=

)

7= Negotiation

A (R 3

.

Z ¥ 80 (5 4r % ¥ a2



B HERRS B (CIP) #iiR

KAFERRER/ R TR .
—b3: PP EST R AR AL 2001, 10
(EBFHE)

(2010. 1 EE)

ISBN 978 -7 - 5064 —2097 -6

I. 8- 0. #-- I %H-2%E N.HA
o = I A E H4E CIP B85S (2001 ) 28 056258 5

WIEHE: E¥F  HANE.B 7
HEEE . &’

TR

o E O AR AR R AT

bk RREITR AR 6 5 MBEGH 1100027

MR My e 355 :010—64168110 £ .010—64168231

http : //www. c-textilep. com

E-mail ; faxing@ c-textilep. com

St AT R RARNR  Smehid

2001 4F 10 A% 1 J508 L WEIRY 2010 4F ?ﬁmf
FA.710x1000 1716 EI3k:17

FH:260 TFE  EH:29.00 %

Rty s, Ay s ot 8030 B 00, thaAckt B 45 4 0o i



B

il

MEZFLRANRR, BEREANESEH AL, AAHL
WHNERBBFERAEBHRTZAGRHA WL, —ABH4FLXEH
FELRALAR? oA LERF—ELER?

<§’§)ﬂ%i%i§éi%>iﬁ?§gm‘&,%ﬁﬁﬁ‘ﬁ.ﬁilﬂﬁ%‘&ﬁ
AEF LR REH REFNEBTEAFTR, HFFARAGA
XN, CHEERR, AL CENTHREERENRHALREF
TR REEE AR B R EEEE AR E,

AEANEER R E, SEHZAXNE ALY EFAHE
BEAE AR A A K

ERAF—AXER , AR T UK ZE BT+ LA E
HEAY BRI ATHE ARt ERTEHNRRELE,

WLy B—FAHBERY LEANERAL, A2, A48
W, LR, NIZRIE,

FHABBER — X FRFHSRNREBG T, F 2%
&5, ﬁ%ﬁ%%—ﬂ{imo

F 3R

R=,%#%ER.

|0 o AT, 5 —

w ®» = e ® &4 4 & & ® @ & W 3 W ® ¥ a4 ® m w B 4 M W B w W S ” B B 2 B & & @ u =




20 e e Y

FHEAd, FAEHFNE  RYR—LHA,FESHIBFEL
Tl R RE—LREH, KB SR PR RFE— 4 F 4,
EMTESHEGH LR R, A, FWT A, HERS
LEEFEF, |

% #
2009 4 10 f

lllllllllllllllllllllllllllllllllllllllll



17

18

21

24

45

46

48

50

51

ontents B =

» 8% W W 8 5 & 2 W Om W M W R W E S WX E BN BB "

#—& Introduction and Etiquette 5Z S LE ALY
1. Meeting at the Airpoert FEHLY% LT

2. Making Introduction F A48

3. Meeting a Customer IER & WE /I

$ =& Inquiry, Offer and Counteroffer )% . iR & 5it#
1. Inquiry #)#%

2. Offer %

3. Counter Offer & 4%

#£ =& Taking about the Product it~ &

1. Introducting a New Product 285175

2. About Quality %?}EE

3. About Model 3¢ TRIE$#%

4. About Service life = F{EHHfy

1



51

61

62

65

68

71

74

91

92

93

100

102

103

119

120

129

143

144

5.

About Size and Colour X T R-FEEifR

FMmME Bargaining T4 E 4

. Quality and Price B SR B 5MH%

. Quantity and Price JTH 3R 5%

. Raw Material and Price JEL# K S48

. Market Situati.on and Price RO 54T 1&
. Extra Service and Price /MR % 54 4&
FE Terms of Payment {3044

. Payment by Cash or Check B{4 8 ¥ RT3

Payment by L/C {5 FiF{TEk

. Payment by D/P Bt a3z

Payment by D/A 7& 5.3 A4 3K

. Payment by Installments 73¥ff3K

. Discussing a Contract 115 [

. Signing a Contract 25114 [

. Ready to Order #E& 1T



145

149

150

151

159

160

165

179

180

183

193

194

198

209

210

216

233

234

........

1.%

. Confirming an Order #IATT S

. Placing an Order FiJ#

. Making a Change on Order {&3iT 8

. Receiving an order #Z£iT 8

. About Packing X T3

. About Transportation 3 iz

. About Delivery =F 254§

. About Shipment & T34

. About Commission 3= T{f4

. About Discount & F#rin

. About Insurance 36 T {§ &

. Abeout Commodity Inspection 35T B S i 36

and Arbitration ZIE5{hE

. About Claim % T8

4 s+ 4 m w = a4 « % w m = @ w a2 @ W = T e ¥ ®w x 2 T B w %= A 8w

o



239 2. About Arbitration T {h#}

247 £-+=%F Agency, Tender and Compensation Trade

RIE BERMERS

248 1. About Agency & TF{LHE

250 2. About Tender % F# iR

252 3. About Compensation Trade & F¥MEH 5

261 Miz— Currencies of Some Countries
HREBOIERETBR

263 s — Common Commercial Numbers in English
ERAEHF

N



€)@ O (introduction and Etiguette SR REMILY

1. Meeting at the Airpoert ZE#l3% L HE
- 2. Making Introduction H1H 448
- 3. Meeting a Customer FXE£RER




1. Meeting at the Airpoert ZE#13% R &

Dialogue 1 |

A: Excuse me, are you Mr. Brown from
Beijing?

B: Yes, I am.

A: We've been expecting you, I'm Li Li,
the secretary for the manager, Mr. White.
B: Glad to meet you, Miss Li.

A: Glad to meet you, too, Mr. Brown.
Welcome to Guangzhou, Mr. White is
having a meeting now. He’ll come to meet
you later at the hotel, so he asked me to
come to meet you. Please give me your
luggage check, and I'll get them for you.

B: Thank you, here you are.
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Dialogue 2 ( %1% 2)

A; Excuse me. Are you Mr. Mike John- A: 7TH, BRI - Amaied
son? ng
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B: Yes, I am from Northern Reflections of
Canada. And are you Mr. Lin?

A: No, sir, 'm not. I'm Liu Yang, Sales
Manager at ABC Trading. Hi. (extends
hand first; they shake hands) Mr. Lin
asked me to come and meet you, because
he was unexpectedly tied up this morning.
He is very eager to meet you, and sends
his warmest regards.

B:. 1 see. Well, it’s very nice to meet
you, Liu Yang. And please, feel free to
call me Mike. I'm not big on formalities.
A: That would be my pleasure. Can I
help you with you bags? We've got a limo
waiting outside.

B: A limo? (chuckling) 1 see youre try-
ing to butter me up!

(on their way to the hotel. )

A 1 hope you had a pleasant flight over,
Mike. I've travelled the trans-Pacific
routes before, and T know how tiring they
can be.

B. This one was uneventful, except for a

little turbulence here and there. In fact, 1

feel as crisp as a new dollar bill.
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A: Glad to hear it. Would you like an in-
formal dinner with us tonight? Mr. Lin
asked me to inquire.

B: It’s very nice of him, but truthfully T'd
rather just spend a quiet evening in the
hotel getting ready for tomorrow’s appoint-
ment. Mr. Lin won’t mind?

A: Not at all. He expected you'd want a
litle R and R first. Just to confirm—you
know that tomorrow’s meeting is set for 10
a.m. , at our office? I'll pick you up at
the hotel at 9:15.

B: Thatll be fine. Liu Yang, thank you
so much,

A: I’s my pleasure. By the way, are
there any sights yﬁu’d like to see while
you're here? I'd be happy to show you a-
round.

B: Well, I have instructions not to mix
pleasure with business on this trip. But
could we see International Trade Center,
and Zhongguancun Science & Technology
Park?

A That’s no problem. I'll set up appoint-

ments for later this week.
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B: Thank you very much. i B: EHERBE,

2. Making Introduction E#84+4R
Diqlogue | (X35 1)

A: Good morning, Mr. Frank. 1 guess | A: B b4f,#225mset. RAELUA

you've had a good rest. BEAEE,

B: Yes, thank you. B: 2, 5,

A: Mr. Frank, Mr. Jones, our manager | A: 3230k, Bl M0 BB Ao
R —  AREET.

B: Oh, very good. B: B, KIFT,

A: Mr Jones, this is Mr. Frank. Mr. | A; SPGB B2TEA, %
Frank, this is Mr. Jones. B, RTINS

B: How do you do, Mr. Jones? B. @47, et

C: How do you do, Mr. Frank? Welcome | C: #4352 3 46 , 3l £ 51T
to Guangzhou. I hope you'll have a pleas- M. RABEE MatHm
ant stay here. B,

B: Thank you, Mr. Jones. I'm very hap- B. BHHEE od . RIRSMER
py to have this chance to visit your compa- XK AL 215 ) 52 2 B, RS2
ny. Tt was very kind of you to invite me. | ¥, AL

C: Not at all. Ws my pleasure. And by | C: RUAES, RABFIGHHE.
the way, Mr. Frank. I'd like to have your 2wt REANBHIE,
comments on the initial arrangements AT U7 5% AT N Ik A
we've made for your stay in China if you B ZATFrEM#I 2 EH B 1%,

don’t mind.
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B: I'd like to know them first.
C: Mr. Frank, I have written down the

arrangements. Please take a look at them.

B: Great. Thank you.

A: Mr. Chen, I'd like you to meet Mr.
Sandy Jackson, sales manager for North-
ern Reflections of Canada. (Chen extends
hand first; Chen and Jackson shake
hands) Mr. Jackson, Mr. Chen Xiang-
dong, General Manager of Apex Trading.

B: It’s very nice to finally meet you, Mr.
Jackson after so many phone calls and fa-
xes. ( offers his business card first) I'd like
you to have my card.

C: Thank you very much, Mr. Chen.
Please accept mine. (offers his own card)
And please, call me Sandy ( both look at
cards for a few seconds, then put them in
wallets—not pockets)

A: If you don’t mind, Sandy, while you
and Mr. Chen get acquainted, I’d like to

check the arrangements for the meeting.
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C: Youre certainly on top of things, Ze '

Ming.

B: (looking at Ze Ming) You’ll find Ze

Ming is a force to be reckoned with at A- °

pex Trading.
A ; Thanks for the vote of confidence , Mr.

Chen. TI'll be right back. (leaves room)

C: He appears to be a top-notch young

man, Mr. Chen. Talent and enthusiasm

like that are hard to find.

B: Don’t I know it. He’s doing a great job

for us. And please, call me Xiangdong.

C: Xiangdong, can you tell me in a nut-

shell what the retail market is like in Bei-

jing?

B: Well, as per capita income goes up

and up, the growth sector seems to be in |

the top-end.

C: Retail is going upscale here? Beijing is

certainly growing more quickly than I had

imagined.

B: Yes. Things certainly have changed

~ since I was a boy. We've developed very

quickly.
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C: Do you think the trend will continue?

B: I don’t see why not. We do have some
problems, but we are still willing to work
hard, and wages aren’t too high at this
point.

C: Everything I've seen so far is very im-

pressive. Very impressive indeed.

3. Meeting a Customer Fst &N E/&S

Dialogue 1

A: Good morning, you must be Mr.
Mitchell.

B: Yes, that’s right.

A: Good. How do you do? I’'m Johnathan
Browning. Welcome to Guangzhou.

B: I have been looking forward to meeting
you, Mr. Browning.

A; When did you arrive?

B: Two days ago. I'm visiting some other
companies in this area.

A: Oh, really? Then you've already seen

something of our beautiful city. Well, let’s
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