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It is well known that industrial markets are charac-
terized by extensive personal interaction between a wide
variety of functions in both selling and buying compa-
nies. 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 ,establishing interpersonal
relationships between international marketing and pur-
chasing are likely to be more pronounced.

Receiving the visiting guest is one kind of the per-
sons contacts, thus much importance should be atta-
ched to this asped.
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ﬁf % 32 R Chapter 1 ‘Business Communication

1 Greetings o] {&%

‘:‘r-,‘__rfﬁh'ﬂ .

.

£} welcome=p 2Kl

You are very welcome! & Zl sk i !

You are very welcome to join us! K% & &5 he A

A warm welcome! # Z 3k i ! |

Let me express our warm welcome to you!

HRAHF AT ERTRARE!

£} | haven'’t seen you for. . . mp - - it FH 3
.
| haven't seen vou for a long time! #F AR AL!
1 haven't seen vou for ages! HIFJLFEABKRT!

£} Shouldn’t you be...? = {3 4 & N &

Shouldn’t vou be in school?
HhAREBEFEFRELD?
Shouldn’t you be at your company at this time?
A IR B ZAENE LIS

% | have...to do. A~ B .
[ have a lot/heap of things to do.
BA — Ko FH R

£} | have been. .. & —HFE: -




% 55 /b 58 35 48 0 8 BR & )

I have been keeping myself busy. £, — A1k =,
I have been running around like a chicken with its head
cut offt RKIEFHFRFFAHBLT,
{3 Howare...? w----- T 4BE?
How are you doing? 4R¥F"57
How are you keeping? 14 & 4 #£7
How are things with your wife? ﬁ" RAZL TS 7
How are your family? 1R R ALE L A7

Good morming! F _L3F1
Good afternoon! F 44F!
‘Good evening,Mr. Li! 44 8 E3F!
Good noon! %1
Good night! 8, %!
£ I'mvery.. &M
'm very pleased to meet you! i% |4k A8 %!
I'm very glad to see you! &5 3¢ 5|44 !
I'm very happy to meet you today!
SRR EMRARZKZHHAT!
£) It is a pleasure to. .. m-:--- ML,

It is a pleasure to see you all here.

A ARV AR AE XU 3 2%

It is a pleasure to be working with you.
Fofh L FRZH

It is a pleasure to go sightseeing in a foreign country.

1 Greetings




ﬁ % BFF Chaptel‘l Busmess Communication

B 5’]‘3/“1.7‘6;5_4* BEWF,

L ‘“r:r“.‘
,Q l‘“ =
L
‘

Greeting a Guest
A-How do you do?
B.How do you do?
A .Where are you from?
B.I'm from China.
A-You must be Mr. Lin.
B.Yes. I'm Lin Qing.
A -Nice to meet you.
B . Nice to meet you,100.

RS
RS i
ANE’S
AR AR LR ?
Rk EFES
R —ERAREET,
LR, REME
R LER,
LB REERE X

Greeting an Acquaintance
A.Hello! Nice to see you.
B . Nice to see you,too.
A.What's new?

1 G




MENEBEEOENZNE

B.Nothing new.

A.How's your work going?

B.Same as usual.

A.How's your family?

B.Very well,thanks. How about your family+
A . Very well ,too.

B.How's business®
A.Couldn't be better.
B.Very good!
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% 3E B?'Ti Chapter 1 Business Communication

Bt Db

EZEERNBE AT EELTHEEE, EXTE

— ok L, DAL
"How do you do? 1352

Glad/ Nice/ Pleased to meet you. 18 & 3¢ WL 2| /R .

6] &% DA

How do you do. R4,

Glad/Nice/Pleased to meet you,too. % 1R & X JL
B 1%,

W E AR, W LK

Hello, glad/ nice/ pleased/ happy to see you again.
R, R & X% LB R,

How are you? ¥ %7

How are you doing? f — #8457

Hi,how are things going? %, 1% — Y18 &% 7

B & L&

Glad/ Nice/ Pleased/Happy to see you again, too.
ZABREXEFRLER

Fine, thank you. And you? R, # ¥, HR&iFS7

Oh, about the same/not bad/just so so/prefty
good/ quite well. % , 4 t. 2% W/ F /& T B/ 4 5%/
Rt |

Everything is all right. — 41 # R ¥ .

e fe
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2 Reception &

ﬂ What can | do for you? wp 5353 #6412

Good moming,sir, What can I do for you?

FE4F, a4, 2R g7
Good afternoon, madam. What can [ do for you?
T 55, KA LA B 57
Good evening,miss. What can I do for you?
B, L3, N B, B A g0
Welcome to our counter. What can I do for you?
KRB EAMAES , HAEH g9
€ Pleased to see you...? = il &5 2% W3]

Pleased to see you. Can/ May I help you?
Bt LG, &5 D
Pleased to see you. Anything I can do for you?
RE st LEE, ik A S A H 277
Pleased to see you. Are you being served?
TRBLNB M A g

&} Is there anything. .. ? et & -7
Is there anything I can do for you? A FEH L?

Is there anything you want me to show you?

2 Reception




