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Unit 1 INTRODUCING

Introducing Y ourself

. I'm Edward Miller from Britain.

. I’'m a marketing manager.
. My name’s Jenny RossS.
. Let meintroduce myself.

. May | introduce mysdf?
”?

Introducing a Colleague

. Thisis Kate M ckenna.

. 1I"d like to introduce our sales manager, Mr Zhang.



8. | want you to meet Mr Miller, a friend of mine from
Britain.

9. May | introduce Mr Jones, the director?

10. Let meintroduce my colleagues here.

Greeting People

11. How do you do?
!

12. Pleased to meet you.

13. It’s very nice to meet you here.
!

14. We're very glad to have you with us.

15. Welcome to our company.

Dialogue 1

Zhang How do you do? I'm Zhang. I'm responsible for
sales over here.
Miller How doyou do, Mr Zhang? It’s nice to meet you.
Zhang Nice to meet you, too.
. 2.



Miller  So you’'ve taken over from Lao Wang?
Zhang Yes, that's right. About two months ago. Just af-
ter he retired.

Dialogue 2

Lin Mr Jones?

Jones  Yes, that’s right, Guy Jones.

Lin Hello, Mr Jones. I'm Lin. Welcome to Shanghai
Electronics. It’s great to have you with us.

Jones  Hello, Mr Lin. Pleased to meet you.

Lin Did you have any trouble getting here?

Jones No, it



Dialogue 3

Lin Chen, you haven’t met Ivan Chekov, head of the
Russian delegation, have you?

Chen N o, not yet.

Lin Well, come over and I'll introduce you. Hello, Mr
Chekov, | hope you're enjoying the party.

Chekov Y es,very much.

Lin Mr Chekov, I'd like you to meet a colleague of
mine, Mr Chen, from our Export Department.

Chekov How do you do?

Chen How do you do? I'm very glad to meet you, Mr

Chekov.



Notes
1. marketing manager: ( )
sales manager

2. I'm, my name’s | am, my nameis

Y ou’d——Y ou would
He's——Heis Hehas
We've——We have
They're——They are
3. Thisis Kate ( )
, Heis Sheis, Thisis

Thisis Mr Zhang, our sales manager. ( ,

)
This is Miss Li, my secretary. ( :
)
4. I'd liketo  ( ) like should
would : , : ‘ :

I'd like a word with you. ( )
I'd like you to come at 10 tomorrow morning. (

)

Would you like to hear our views? (
?)



What would you like for supper? ( ?)

5. afriend of mine: ( )mine
, of
a colleague of his. ( )
a customer of theirs. ( )
6. How do you do? ( D) :

: I'm glad/ pleased/ happy to meet you.
- How do you do?

——How areyou?
——Fine, thank you. And you?
——Very wdl, thank you.

7. It’s very nice to meet you here. (

) |t , tomeet you here It

: (

It’s nice living in Shanghai. ( )
It's necessary that we discuss the problem again. (
)

8. Welcome to our company. ( )
Welcome
W elcome to Shanghai. ( )
W elcome to my home. ( )

9. So you've taken over from Lao Wang? (

. 6



