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It is well-known that industrial markets are char-
acterized by extensive personal interaction between
a wide variety of functions in both selling and buying
companies. When companies establish relationships
between across national boundaries, the “international
variables”of language, culture, education and political
differences are added to those present in domestic
markets. Thus the need for, and problems of, estab-
lishing interpersonal relationships between interna-
tional marketing and purchasing are likely to be more
pronounced.

Receiving the visiting guest is one kind of inter-
personal contacts, thus much importance should be
attached to this aspect.
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| Greetings 3%

. Greet
Section 1 ,{?é e

High-Frequency

i 5 ) B pe kel

BY WEICOME oo s saam sisismasss sespisssetpins
You are very welcome!
"7 You are very welcome to join us!
A warm welcome!
Let me express our warm weicome to you!

{3

5 ;'

| haven't seen you for... ...

| haven't seen you for a long time!
” 1 haven't seen you for ages!

Shouldn’t you be in school?
" Shouldn't you be at your company at
this time?

fhave..todo. ...

I have a lot of things to do.
"7 1 have heap of things to do.

lhave been... ..o

| have been keeping myself busy.
7 1 have been running around like a chicken
with its head cut off.
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nstant English

Lo
BB

2 HOW @re...7 .o
' _ How are you doing? PrFde
"> How are you keeping? PRIEAHE?
How are things with your wife? S INLY U
How are your family? WENE LR
B GO0, onrcosrmmmmmmmmsmsiinimnmismassmasssmssoms asassns i snsansesssapamsmastonens SHEEH ¥,
) Good morning! B 47
"> Good afternoon! S
Good evening,Mr. Li IS B BT
Good noon! &z
Good night! B!
P2 UM VMYt e BB
I'm very pleased to meet you! BERE RN
"> I'm very glad to see you! R B!
I’'m very happy to meet you today! S REEB ERERKENT!
= Itisapleasure t0... ... teeeee RE,
: _ ltis a pleasure to see you all here. B RARNEAEX AR T2
"> It is a pleasure to be working with you. FRILEIR B2,

It is a pleasure to go sightseeing in a ZEEIIVWIERMENKE,

foreign country.

B 5 B
| I Greeting a Guest

: How do you do?

: How do you do?

: Where are you from?
> I'm from China.

: You must be Mr.Lin.
: Yes.I'm Lin Qing.

: Nice to meet you.

'L > D> W> O>

: Nice to meet you,too.
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CIR—ERMELEE,
- 2H, BERWE.
REXAER,

- REMREBREN,
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| Greetings

| I Greeting an Acquaintance

: Hello! Nice to see you.
: Nice to see you,too.

: What's new?

: Nothing new.

: How’s your work going?
Same as usual.

: How's your family?

: Very well, thanks. How about your family?
: Very well, too.

: How’s business?

: Couldnt be better.

U>WU>UP>PU>OP>O P

: Very good!
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| Reception % |

Reception

Section 2 proe

|

High-Frequency

== - = entences
BC & & X Ir g
A g e — Ph
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22 What can 1 do for you? ..........coccoooivioieoeeeeenn. BERELIE?

Good morning, sir. What can | do for you? B FiF, %4, FEHLL?
"> Good afternoon, madam. What can | do for F44F, KA, BE ARG
you?
Good evening, miss. What can | do for you? B F4F,/ME, ERFEF L7
Welcome to our counter. What can | do for ¥R BIRITIES , WAL -G 7

you?
#% Pleased t0 S€€ YOU...?7 ........coccoooivviiieiei. REXRBE, -2

} Pleased to see you. Can/May | help you? BEX LB, FEHI?
> pleased to see you. Anything | can do for fRE NSRBI, BEREMEEH4
you? 7
Pleased to see you. Are you being served?  fREXILEEE, B AFHIFEL?

|

&% Is there anything...? ..o BHa-?
) Is there anything | can do for you? AL A
" Is there anything you want me to show you? HtABEREHEERL?
Is there anything youre interested in? B ARG NG 7
Is there anything you'd like to buy? RE LA A7
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. © SERRAMOEH
BIEBIAH %

B 1CAN MANAGE. ...t HREELT, |
: _ Ohn, that’s all right. I can manage. B, \RR, T
> Please don't bother. I'm sure | can manage. A FIRRSE, R—E 6817
9 Excuse me, But...? ... R, 2 |
. Excuse me, but are you Mr. John from XA, RMILFRMLEE l
> Beijing? A2 ‘
Excuse me, arent you Mr. Thomas from X Rig, #HEARENBFFTERK
New Jersey? oA
Excuse me, youre Mr. Green from the X F#E, %Rk HEEMKHKE
United States,aren’t you? A2 ‘
Excuse me, sir, but arent you Mr. John Xt ARE, FRERFE2EKRMY 1’
Green from New Zealand? 8RR ‘
B HOW NICE 10...] oo 5700 HEX!
: . How nice to meet you again! R B E !
"> How nice to come across you in China. EFESSEBERKENT .
How nice to see you again. BRREIEERN! }
25 Would you please...? ..........coooooomrreoereerreeeeeeeeseenenens R 55?2 E
. _ Would you please have a cup of coffee AR ERANmEE , g
" in the reception room?
Would you please go up to Room 8 on  &E#Z| 2 #% 8 S 55[A], 4057
the second floor? }
Would you please take a seat? e —a LI ‘
Would you please wait a moment? HEMERZ, 2 1‘
% introduce sOomeone t0 Sb. .........cocovoeeeeeeeeeeieeeeeeeeeeeeane TR ARIR
' ~ Allow me to introduce you to Mr. Smith. BHAGFREENFAEHERE
Allow me to introduce you to my director, FAFRIELENBLARNFE,
Mr. Lincoln. WEEE, ‘
Mr. Smith, let me introduce you to Mr. s fea, ﬁﬁﬁfﬂﬁﬁ?ﬁ%i
Wilson. BURBREE 1

& Do you have an appointment with...? ... R ML TIL?

. Do you have an appointment with Mr. Lin? {RFEI#kSE4 T T 2
> Do you have an appointment with my #REIREZHEA LT W
manager? J




| Reception ## |

® Thank you for.... ........ocooooioeeee.

~Thank you for taking all the trouble to
"7 arrange the schedule for my visit.
Thank you for inviting us. We’'ll be very
happy to join you.

__ Did you have a good flight?
” Did you have a safe trip?
Did you get any sleep on the plane?

2 I/Wehave @a Car... ......oooooooeveeeeeeeeeeeeeeee.

__I'have a car waiting outside to take you to
g your hotel. Right this way, please.

We have a car waiting just outside the door
over here.
& Is this your first time/visit to...? .............

. Glad to hear that. Is this your first visit to
” Dalian?
Is this your first time to visit our country?

L |

~ We'll arrive at the hotel in another five
g minutes.
We’ll have enough time for our talks. And in
the interval between business talks, we’ll
arrange some sightseeing for you, if you
care for it.

B8 PlEASE... ..o

~ Please let me take you to the manager’s
 office.
Please come with me.

B0 Lt MCuen e

. Let me take your cases.
” Let me carry your bags for you.
Here, let me help you carry your bags.
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