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Unit One Arriva Zlik

Conversations
1. At the Airport

(Flight Supervisor: Ladies and Gentlemen, we shall soon be
landing at Shanghai Pudong International Airport. Local time is
10:20 in the morning. And local weather conditions are dightly
cloudy. The temperature outside is 18 degrees Celsius...) After the
plane touches down, Mr. Cooper, a US businessman and his
assistant, Ms. Laurence, find themselves in Shanghai. They
disembark from the plane and approach Ms. Li Xia, from Shanghai
Rui Feng Import & Export Corporation, while seeing their names on

the placard sheraises.

Li: Excuse me, but are you Mr. Cooper from the US?

Cooper:  Yes, I'm John Cooper. Good morning.

Li: Good morning, Mr. Cooper. I'm Li Xia, from Shanghai
Rui Feng Import & Export Corporation. And thisis Mr.
Wang Pin, the sales manager of our company. He has
come to meet you.

Cooper: How do you do, Mr. Wang? I’ m very glad to meet you.

Wang: Glad to meet you, too, Mr. Cooper.

Cooper:  ThisisMs. DoraLaurence, my assistant.

Laurence: How do you do, Mr. Wang and Ms. Li?
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Wang & Li: How do you do? Welcome to Shanghai.

Cooper:

Wang:
Cooper:

Wang:

Cooper:

Wang:
Cooper:
Li:

Cooper:

Wang:

Cooper:

Wang:

Laurence:

It's very kind of you to invite us to Shanghai and come
and meet us at the airport.

Did you have agood flight?

It was alittle bit bumpy aswe landed. | think there were
some low clouds.

Isthisyour first visit to Shanghai, Mr. Cooper?

Yes, the very first. But Dorais here for the second time.
She was here last year, initiating an investment plan and
atending atrade affair.

I hope you'll have anice stay in Shanghai.

Thank you. I'm sure we will.

Our car iswaiting outside. | think you' d like to teke arest
to overcomethe jet lag. Shall we go to the hotd first?

Oh, it'svery considerate of you. Let’s go.

2. On the Way to the Hotel
Look, that's the New Century Building, where many
foreign corporations have their offices and branches.
It seems to me there' re more hotels and new buildings
being built al around here.
Quite right. Shanghai is expecting more foreigners as
more and more overseas companies are going to set up
their offices here.
I heard many big banks and companies have established
their offices and even their headquarters in Shanghai,
such as HSBC, Citibank, GM, Philips, etc. They al
rank among the Fortune Top 500. Shanghai is growing

_2-
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Wang:

Cooper:

Wang:

Laurence:

so rapidly that no wonder they come here in a
continuous stream.

Right. Ms. Laurence knows a lot about Shanghai. Our
Shanghai Municipa Government has drawn up
preferential policies to attract foreign investment. The
entire investment environment has been improved a
great deal. Thanks to China's entry into the WTO and
the deepening of its reform and opening up, Shanghai’s
economy has been developing a an unprecedented
speed. Shanghai is now the window on China to the
outside world.

| see, Mr. Wang, during our stay here, we'll first
negotiate an agreement with you and hope to find out if
we can set up an office in Shanghai, aside from
participating in the Shanghai Trade Fair. An American
friend told me that Shanghai is doing well with its joint
venture enterprises.

Quite so. Probably you've heard about quite a few joint
ventures like Shanghai GM, a Sino-American joint
venture, and Shanghai Sharp, a Sino-Japanese one.
These businesses have made a profit much bigger than
their investment, as they have got a large market share.
So, more and more overseas businesses are coming here.
In 2003 aone, Shanghai approved the establishment of
3783 joint ventures and cooperative enterprises with
investments of 17.84 hillion US dallars.

So we hope we'll sign an investment contract with
Shanghai aswell.

9 B 5 ) ik )

Li:

Li:

Wang:

Cooper:

Wang:

Cooper:

Wang:

Laurence:

Y es, it sounds encouraging.
Well, here we are at the hotel. Let’ s be off.

3. Inthe Hotel Lobby
Now Mr. Cooper and Ms. Laurence, won't you just
have a seat here in the lobby for a few minutes? (They
all sit down.)
| think you've told us what you'll want to do this time
in Shanghai. You are going to the opening of the
Shanghai Trade Fair tomorrow, aren't you? So we'll
pick you up here at eight o’clock tomorrow morning.
The day after tomorrow, we'll introduce you to the
gentleman in charge of Shangha Jin Jiang Foreign
Service Company, so that you can talk to him about
setting up an office in Shanghai. OK?
Just great. Additionaly, we'd like to go to Ningbo if
possible.
That's fine. Ningbo is really one of the cities where
many favorable terms are offered to foreign investors.
Anyway we would be very glad if we can be of any
help to you.
Well, the Shangha Trade Fair will open tomorrow
according to the schedule, won't it, Mr. Wang?
Oh, yeah! As usual, the Fair is held in Shanghai from
March 1% until 10" each year. Y ou’ ve come here just in
time for the Fair.
| heard that, unlike some other trade fairs, the Shanghai
Fair brings manufacturers there, doesn't it?

-4-
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Wang: Yes. They are representatives from factories that
produce goods for foreign buyers and they will invite

you to see their factoriesif you like.

Cooper: Mr. Wang, would you please book two train tickets to

Ningbo for us. We want to leave next Monday.
Wang: Sure. So the schedule of your stay is settled. Well, if

there' s nothing else you want, we' Il be leaving. I’'m sure

you need agood rest after your long journey.

Cooper: | don't think there's anything else. What about you,
Dora?

Laurence: That’s fine with me, too. Y ou’ ve been very considerate.
Thank you very much.

Wang & Li: You rewelcome. Good-bye.

Cooper & Laurence: Good-bye.

Words & Expressions
1. touch down (K HL) 7%
2. disembark /disimbak /vi. 3
3.initiate/ inifiot, -eit / vt. T, JTUh, (6%
to initiate businesswith JT4A [+« f28 5
to initiate sh. into business management [r] -+« A& FZ 5 41
4. investment / in'vestmont / n. # %
investment intent 5 %% &1
investment partner %1k fE
an investment of abillion US dollars 10 12,3 05 %t
along-term investment K- H1#%
aprofitable investment 15 nJ & (145 %
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asafe and sureinvestment z2 4> 1] 5 [
aheavy investment L4
5. enterprise/ 'entopraiz / n. Mk
joint venture enterprise &% A\k
cooperative enterprise &1/l
exclusively foreign-owned enterprise 4 i % £l
state-owned enterprise [EE )
collectively-owned enterprise S /AA\k
individually-owned enterprise FA%5 4k
6. headquarters/ hed'kwoitoz / n. A FLEHE, AR
7. asidefrom [T -eeee- EAAR
8. bellhop / 'belhop / n. Jigif k45 i
9. pick up %+

Useful Sentences
1. 4%

Basic:
How are you?
How do you do?
Areyou well?
How are you doing?
How are you keeping?
How are things going with you?
Hi, are you keeping busy?
Hello, how are things going?
Good morning, glad/pleased/nice to meet/see you.
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Informal: About the same.
Anything new?
g ne 5 W
How isit going? -
. . Basic:
How is everything? Al the bt
What's up? A the best. .
What's new? \r:efy SUCCGS:“].WIt you. }
How goesit? | hope everything goes well.

| hope you enjoy your visit to the Grand Canyon.
| hopeyou'll have anicetrip here.

What' s with you?

2. B E MR The very best of luck with you.
Basic: Informal:
How do you do? Enjoy your flight.

All right, thank you.

Fine, thank you, and you.

I’m doing fine.

Quite well, thank you.

Wonderful. Things couldn’t be better.

Good morning, glad/pleased/nice to meet/see you, too.
Informal:

Fine, just fine.

Just so so, thanks.

Bearing up, bearing up. (=Just so s0.)
Can’'t complain.

I’m just great.

I’m on top of the world, thanks.

Not too bad, thanks.

Not too much.

Same as ever.

Good luck.

Happy journey.

Have a nice weekend.
Have fun.

Regards to your family.

Formal:

| wish you apleasant journey.

| wish you all the happinessin the world.

May | wish you every success.

Please convey my best wishesto Doctor Li.
Please give Miss Hunt my best regards.

Would you give President Xu my best wishes?

4. Bt

Many thanks.



Unit One  Arrival |3k

9 B 5 ) ik )

It's so sweset of you.
Many thanks for your coming here.
Thank you so much.
Thank you very much indeed.
You'rejust wonderful.
Informal:
Thanks.
Thanksalot.
Thanks amillion.
Thanks very much.
Formal:
| can never thank you enough.
| do appreciate your timely help.
| redlly don’t know how | can thank you enough.
| should like to express my appreciation.
I’'m extremely grateful to you.
I’m much obliged to you.
I’'m very much indebted to you.

5. ) i R it

Basic:
It'sapleasure.
Not at all.
Y ou are welcome.
My pleasure.
At your service.
No bother at all.
Don’'t mention it.

I’m glad you enjoyed it.
Informal:
Good thing.
No problem.
Sure.
That's all right.
That's OK.
Y ou bet.
Any time.
Think nothing of it.
It's nothing.
Formal:
I’m delighted | was ableto help.
| was glad to be of some assistance.
It wastheleast | could do.
It's apleasure to have been of some assistance.

6. 187
Basic:
Good-bye.
Don't forget to give me aring.
Good-bye and see you again next time you' re here.
Good-bye and thank you for al you' ve done for me.
Good-bye. Nice seeing you. Be sure to call me before you
come to Beijing again.
Good-bye. Remember to look me up if you're ever in New
York again.
| hope to see you again. Have agood trip.

-10-
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Remember to drop me aline.
Informal:

Bye.

Bein touch.

Bye for now.

Catch you later.

Seeyou later.

See you around.

So long.

Take care. Bye.

Until tomorrow, then.

I’ll be seeing you.

Good luck.

Additional Words & Expressions

1. Airport
international flight [ R8Nl
flight number ffiHE5
round-trip ticket >k [F[H1 5%
businessclass 145 &Mt
domestic flight [ A BEHL
one-way ticket FLFEHLZE
first class k%@
economy classtourist class 495, 450
lavatory V=
occupied i
vacant o A\
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stewardess Mk i, /NG
steward 57l i

Customs service area 5% HIfj Ak
currency declaration 5% T3 Fi3f
duty-freeitems i i bh

dutiable goods 75 AR Fi i
baggage/luggage 172

checked baggage FEiz 14728
baggage claim area 17Z=4MH Ak
carry-on baggage b5 172
baggagetag 174

luggage cart 172547

currency exchange shop 4 i it )i
exchange rate J_%

traveler'scheck Jikf7 5722

flight 1524 £ 1524 /X fiHE
departuretime #2 KA

arrival time FJiA 1]

local time AN [A]

boarding pass/ boarding check % HLid
destination H ¢t

transit passenger k%

stand-by passenger 25 22 ik %
smoking(non-smoking) area W HH (2% 1 F IR AH) X
booking office 5224k

reservation &

to check in a the front desk 7L & /r LB H L T-4E
lounge(=waiting room) fEHL =

-12-
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information desk i) T4t

limo(=limousing) Hl3ZH% k& & & HE 4
radio operator 4% i1

passenger plane &4/l

hatch fig 11

ground crew HiifE) A b

airport 7S, RN

main airport building/ terminal building #1373 #%
runway Hiig

tarmac {5 HLEF

planeticket KHLZE

air route/ air line fiizk

non-stop flight 4L AT

forced landing i1 [

airsick “Hl

direct flight/ straight flight i &

landing *# ifi

to take off 2 &

to board aplane/get into aplane | K#lL

to get off aplane/ dight from aplane T~ &4l
airbus =4

Boeing &%

Concord f/3F1

McDonald-Douglas #i&

R R ) SeiE A

Shanghai Airlines _iEf 45 23 )

2. Hotdl

doorman (& K1 1) k% A
bellboy(=bellhop) Jif T k45 i
housekeeper (room waiter / room waitress) % /5 i i
receptionist %45 i

hotel manager JikF£: H

hotel register e 1 & ic i
registration form gk

asuite —[H]E&[]

air-conditioning 451

heating I5"<,

asingle (double) bed . A\ (XN IR

asingle(double) room with bath 73 % (1) F N (W) 3 18]

abacony PH&

service bell panel M fili 4% 3 H IR
clothes compartment 4 i I¥) 43 Bk
acloset EEff

anight-stand K 3k H1

atelephone directory Hi 1% i

sauna

laundry BEA< S

Air China H [ [E i 2 7 Supplementary Reading
CAAC (Civil Aviation Administration of China) [ [&fiit | . |

China Eastern Airlines P [E Z= 5 s A 7 Business greetings usually begln'wnh ? héndmake. S(?cu.al
China Southern Airlines +[F g /5 i 24 7 hand-shaking codes are relaxed in business situations where it is

-13- -14-
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assumed that people meeting for the first time or after not seeing one
another for a while will shake hands as a natural part of their
greeting, no matter what their rank in relationship to one another and
no matter what their gender. When you are introduced to someone,
either one of you may extend your hand first. Your handshake
should be relaxed but firm, never limp, and you should look the
other person in the eyes, smile and say “I am very glad to meet you”
or give another cordial greeting. Do not hold on to the other person’s
hand or pump his or her arm. If someone you are meeting seems to
back off, do not force a handshake. If he does not respond to your
offer to shake hands, simply drop your hand back to your side, smile
and say, “Hello.”

Besides handshaking, kissing is another way of saying hello,
but it's fairly persona, so you have to be careful about using it in
business situations. Don't kiss someone you don't know well. They
might recoil in surprise or embarrassment, which is awkward for
both of you. Generaly speaking, the longer you have known a
person and the more established your social and business
relationships, the more appropriate a friendly peck on the cheek is
likely to be for both parties. Take into consideration the occasion
and the setting. Kisses exchanged in the context of business
meetings that are social in nature, such as banquets and conventions,
may be acceptable. Those exchanged in pure business settings such
as conference rooms or offices should be replaced with a handshake.
Avoid kissing up or down the ranks. A junior person kissing a senior
executive appears to be currying favor. The opposite can suggest
that you're teking advantage of your higher position to make
inappropriate advances toward a subordinate.

-15-

9 B 5 ) ik )

After greeting each other, people can then make an introduction
if they haven’t met before. In genera, there are three basic rulesin
social introductions:

1. A man isawaysintroduced to a woman.

2. A young person is aways introduced to an older person.

3. A less important person is aways introduced to a more
important person. Socialy this can be difficult, since it is sometimes
hard to determine who is most important.

But in business introductions, the third rule always applies. A
less important person is introduced to a more important person,
whether male or femae. If the executive vice president, Allan
Palmer, and the new product vice president, Jennifer Cato, have not
met, you would introduce them by saying, “Allan, this is Jennifer
Cato, Jennifer, Allan Pamer.” When introducing the new office
manager, Vaerie Adams, to the company president, Loretta Polhill,
you would say, “Mrs. Polhill, 1 would like you to meet Vaerie
Adams, our new office manager. Vaerie, this is Mrs. Polhill, our
company president.” When introducing people of equa rank in
business situations, social rules apply—a man is introduced to a
woman, and a younger person to an older person.

Do not use first names in business introductions, unlessit is the
office custom, or with a business client or customer until requested
to do so.

Finadly, there is a difference between the rules for socia
introduction and the rules for business introductions, i.e. women are
not treated as women but are introduced according to their business
rank.

-16 -
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Exercises

|. Comprehension questions

1. At the Airport

(1) Who have arrived at Shanghai Pudong Internationa Airport?

(2) Who have been there to meet them?

(3) IsMr. Cooper the first timein Shanghai ?

(4) IsMs. Laurence thefirst time in Shanghai, too?

2.0n theWay totheHotel

(1) Does Mr. Cooper expect to set up an office in Shanghai?

(2) Do Mr. Cooper and Ms. Laurence plan to participate in the
Shanghai Trade Fair?

(3) What businesses have already made a profit much bigger than
their investment?

(4) Does Mr. Cooper want to be one of the foreign corporations to
sign an investment contract with Shanghai?

3.IntheHote Lobby

(1) When will Mr. Cooper tak to the gentleman from Jin Jiang
Foreign Service Company about setting up an office in
Shanghai?

(2) Where would Mr. Cooper and Ms. Laurence like to go after their
stay in Shanghai?

(3) What does Mr. Wang say about the place they are going to?

(4) Why does the Shanghai Fair bring representatives there?

(5) What do Mr. Cooper and Ms. Laurence say when they are
leaving Mr. Wang and Ms. Li?

Il. Sentence trandation
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R R ) SeiE A

RIS, IREX BRI R JOK i 2

ARG T _Eilgdet h DA w2 £ 2t

Ay AR IR ) L AR o

RO & TS IUEBOR, SUihsh st L.

SR FE A A B R AL

FIR A BRI IR 7 ANDANE A A S TSR R

g BIAT IR T AME 0 A R LA TR RS, AR

R AR 2B i 55 B it o

8. #il, _biFIBUN SO T AN E BB et

9. HHTEH A EBE A AT =R thAbE T,
EAEARME AN SR BT D

10. FA YA I AR B 225 51 5 54

NS ok~ owDdPRE

[11. Dialogue trandation

A: TR AR AR ?

B: Yes, I've made areservation here. My name is Robert Cohen.
I’'m from the US.

A: BHRUEA, ERSE, RAET.

B: | suppose the United Trading Corp. has reserved the room for
me.

A: Xfo RIS, AN B B R AT

B: Do you have anything on alower floor?

A XEANE, BEESEAE, BNZED AR 1. BRI PTA R

NIHHERZ T o ARLIELFAA—ANEN, A = N b .

FE=HE, A

What' sthe rate?

A: 43 150 J6— K

@
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B: That's pretty high. And | don’t think | need a living room or a
kitchenette.

A: AREAZA P KPR D52 AEDURE, %70 76—

B: That soundsfine. I'll take the double then.

A I IESIEE TR, BN IRGKERRS, B, AR
WO RS i X AR A

B: By theway, what's the check-out time?

A: A 12 I EHAE R TR LA . IXE D IR 1L, 418
%o MRS RS AREAT AL L.

B: Fine. Thank you.

IV. Situational dialogue practice

Li meets Hayes at the airport. Hayes has come to take part in
the East China Export Commodities Fair and he wants to find out if
he can set up an office in Shanghai. On their way to the hotel, Li
gives Hayes a brief account of the development of overseas
businesses in the big city, especially in the Pudong New Area.

-19-



