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Dialogue 1

A: Martin ] B: Wang Cheng T Ji&
C: Song Tao K

: If Pm not mistaken, you |

must be Mr Wang from
Mingdu Company.

: Yes, I'm Wang Cheng.

: Pleased to meet you, Mr

Wang, I'm Martin from

Tianrun Company.

: Oh, nice to meet you, Mr

Martin.

: Mr Wang, may I introduce

Mr Song to you? Mr Song,
the Marketing Manager of
our company. Mr Wang,
of

Assistant  Manager

Mingdu Company’s Pur-

chase Department.

: How do you do, Mr Song?
: How do you do, Mr Wang!

Welcome to China.
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B: It’svery kind of youtocome | B: fRf1k#EH, EEK

to meet me. g}’:\‘ 1s

A: Our pleasure. A: BREER, RIVREX.

C: May I help you withyour | C: RHF L £TEE,
baggage?

B: Ithink [ can do it. Thanks | B: #i#l&E & &, £ B
though. CHE,

Dialogue 2
A: Carter F%F B: Li Ming Z*Hj]

A: Hello, Mr Li? A: &8, FREGT

B: Yes, who’s that? B: 289, EEH?

A: This is John Carter calling | A: EEFXERARL
from Watches International AWAE-Fh, K
Company Limited. We met MELTEEXZ 2
at the Beijing Trade Fair. FRE,

B: Oh. How have you been, | B: ", E444, &&
Mr Carter? AT

A: Pm fine, thank you. P'm | A: ¥, #i#t., RiTH
calling to say we have 2 B A &AM 52
interest in your product. BT R REEAE,
Are they available for export X P A2 5 4
for the time being? o

B: Oh, I'm sorry. You can’t | B: o, # ¥, £F8%EH




directly buy the watch from

us. We're represented for
this series in the North
America market.

: I see. Would you tell me
whom 1 should contact
then?

: Yes. XinXing Trading Com-
pany represents us in your
region. You may contact Mr
Liu Tao, the Sales Manager.
: May I have their address
and phone number?

: The address is 1360, 8th
Street, Manhattan, New
York. The phone number is
(212)666-0554.

: Thank you very much, Mr
Li.

Youre welcome. If you
have any other questions,
please let me know. And I
hope we can trade directly
in other series in the future.
: I hope so, too. It’s really
nice to talk to you. Good-
bye.

: Goodbye.
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Practical Sentences

S H /) 2

1. We take the liberty of writing to you with a view to building

up business relations with your firm.

BIERER, UHARHSRAFARYWFRR,

2. We have the pleasure to introduce ourselves to you with the
hope that we may have an opportunity of cooperating with

you in your business extension.

BITAEAE, BEEAISESHRIEE, TRES.

3. The high reputation, which you are enjoying as camera
importers, has rendered us desirous of entering into

business relations with you.
RAFRGFEESHEMANHAOR, RAARESR
AFEVIF R

4. The purpose of this letter is to explore the possibilities of

developing trade with you.

A0 B I RHRR SRR 5 B vT REHE

5. We are willing to enter into business relations with your firm
on the basis of equality, mutual benefit and exchanging

what one has for what one needs.

RIVBATSEH . LE4EHRERESHA TR
WHEER,
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6. We wish to establish friendly business relations with you

to enjoy a share of mutually profitable business.

RAVE SRR LR F KR, PEIHNRS,

7. We are willing to enter into business relations with your firm.

RMNBEESRAFEIYF KR,

8. Our mutual understanding and cooperation will certainly

result in important business.

HATZ A E 7RSSR S e ERANA R,

9. We are now writing you for the purpose of establishing

business relations with you.

AV IR RE SRR F R AR,

10, We see that your firm specializes in Light Industrial Goods,
and we are willing to establish business relationship with
you.
BRRAAENZBER LG, HIMNBESHAHE
il FRFR,

11. We wish to introduce ourselves to you as a state operated
corporation dealing exclusively in Light Industrial Goods.
HHMRAFTBRNEG, BRITREEBLAH, ¥14%E
2 Tolkdho

12. Our lines are mainly textiles and handicrafts.

BTN EE N FRGRGMT L5,
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13. We have been in this line of business for many years.

RN BRI 5 EHEF,

14. Specializing in the export of Chinese Art & Craft Goods
we express our desire to trade with you in this line.
RIMNENEEPEHERTZ a0, BSRINET
HmEXR

15. Our lines are mainly arts and crafts.

RIMNEBRHERE L.

16. In order to acquaint you with the textiles we handle, we
take pleasure in sending you by air our latest catalogue

for your perusal.

ATHBRAMBEFEENGEGHERTH, FHF
HITBRH E R, PR

17. We specialize in the export of Japanese Light Industrial
Products and would like to trade with you in this line.
EFRAEBHAR T @Oy, RV BS
RITFEX T IR S .

18. The commodities we are handling consist of the
manufactures of the first-rate paper mills of this country,
and so we are in a good position to serve your customers

with the most reliable quality of the line you suggest.

RINZEBHNHBEFEARE —RER N&=m, B
M, FATA RAF &R 2 48 4 5 B 5T 58
B2 i o
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Language Points
-1’[3 ﬁ Qv

acquaint V.
Assistant Manager
availabel adj.
business relationship
commodity n.
consist of

contact V.
cooperate V.
desirous adj.
exclusively adv.
explore .
extension n.

for the time being
help... with...

in a good position
line n.
Marketing Manager
mistaken adj.
mutual adj.

on the basis of
opportunity n.
perusal n.

pleasure n.

ERE; EHR
By 58
AFHE; AN
I %x %

BEW, FEW
T AR Bk
BRE; iR
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RAE
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o v >>
Purchase Department % g &

purpose It H 8

region n. Hy, X

render V. %F; Ak

represent V. Kx; KHE
reputation n. FE; R

Sales Manager HELHE

series M. £7)

specialize . 8 FHR

take the liberty of doing sth  F k(KB )@ ¥ F
though adv. B A

trade n. X Ao

view n. BA; LM

4 Grammar 5 /MNAHR

1. “How do you do?

T BB AE KW ETH LA

g, @EATHI REANREHEEMRE, I
S, BABERT LA FRIRRAT A

Nice to meet you.

Glad to know you.

It’s my pleasure to meet you here.

2. be interested in...

XRANAOER,

. help... with...

HER SN TRIERN BN, REHAN—RETT
Ko #lin: #FOMABERE> R ESHMEHER, i

W: “I'm very interested in your products, and would
like to talk something about it. ’

“WBNEANMES", Blin: FEEFFEM
HKEEFE W 1B? —Can you help me with my homework?
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(TR T Fag L Z:. —Let me help you with the
luggage.

4. We hope to... “TAIEHE---- "o BlWN: EIIFLESHR
174 7 57 %) X & . —We hope to establish business
relations with you. 7 ]#4 & FIR A TRF F EK. —
We hope to have trade contact with you.

RIUKFEIAHT : We plan to... We are thinking of...

5. Our lines are mainly... “RIMIWFEBRWFLE---- "o #il
wWm: #1]E£EHE#4f, —Our lines are mainly
silks. LA EIRALEF : We deal mainly in..., We trade

in..., We are engaged in the line of...

6. to introduce ourselves to... “[@--re-- tEHRNE.” #
W Fl/HESE—~FAFANZ. — We want to
introduce ourselves to you. HEE, FEEEN BT
e, ARMEAMEM LA, RITE “My name is
Zhang” 3¢ “I'm Zhang”, M A% “My name is Mr
Zhang” B “I'm Miss Zhang” . M AW AR “I'm
manager Li” %, MNREN “KELEARIWZEZLH,
MIZEAWIE? AT “IPm Li, the manager of...”

4 2
1. FERS,
A: I haven’t seen you for quite a long time, Mr Hong. How

are you?
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: Fine, thank you. Welcome to the fair. (1)

? (BEBRMG ABIGEE R T 57)
. Of course, (2)

(FEITIRN TR R85 SR EIEER )

: Thank you. (3)

(REABTES =G, B b BRI )Take
this walkman for example.

: Yes, I can feel that. Well, I also notice the look of the
walkman is different from the other products.

: Yes. (4) (A
EMRNREBILBERE, 2FKIMEN 4 E
5 TRIER,)

: So(5) ? (4741
SR AR EE R G Om?)

: You are right. (6) :
(FA— M BERRES MR, RATRIEX ™ &
ZRESK,)

2. B TR FBEN P,

(1)As you are one of the leading importers in computer, we

have pleasure in contacting you in the hope of establishing

business relations.

(2)We understand you are interested in both the import and

export of silks and it is on this subject that we wish to
introduce ourselves in the hope of establishing mutually

beneficial business relations between our two corporations.




