PART | GENERAL EXPRESSIONS

BSXF—REE

1. Startingatalk U000

Now that we are all here, let’s begin the talk, shall we?
godooooooooobooooan

What do you think if we begin now?

gooooomOoan

If you don’t mind, I think we’d better begin right away.
godoooooooooonog

Suppose we get down to business now?

gooooooooao

Let’s get straight down to the problem.

ooooooooooo

Well. Iknow you’re all extremely busy, so why don t We get start-
ed?

0ooD0doDoDO0dFooooog

As we are familiar with each other, let’s come straight to the point.
0000000000000000

We’ve gone too far off the point. Let S retum to the topic under
aiscussion.

dddoooooooooooooon

Let’s have a word about delivery, OK?
O0oooobodomoon



Let’s have a talk over the question of payment terms, if you don’t
mind.

gooooomoooooooOoo

Speaking of mode of payment, can you advise me of your general

practice in this respect?
Oddoodmooboomooooooooon

2. QOutlining one’s talkk U U 00U
Before I begin, let’s make it clear that it’s only a non-formal talk.
godoo0oMmooooomooooooooo
To begin with, I’d like to make a brief introduction of the current
market situation.
oddoooooooooooooooad
I’d like to begin by telling you about the latest development of the
market.
oo0o00oooooooooooooon
First, let me outline the current problems we are facing.
gddooooooooooooooon
First of all, we have to settle our disputes about the quality of your
supplied goods.
Odo0d0o0oooooooooooooooon
Secondly, 1I'd like to ook at the causes of the damage.
gddooooooooooooon
Thirdly, we’ll see if our solution is workable.
ododooooooooooooooooon
I will then go on to describe the main features.
odooooooooooao
After that, we’ll try to find out the ways to solve these problems.
odo0doooooooooooooooooon
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Following that, we’ll go into details of these accidents.
odo0oooooooooooooooon

Following on from there, 1’1l suggest some possible solutions.
gddoooooooooooooa

Next, I'll spend a few minutes looking at the other methods avail-
able now.

gddooooooooooooooooa

Finally, I d like to conclude by recommending a few changes in
packaging.
gddoooooooooooooooooooooooood
Last but not least, we 1l discuss how to carry out the contract

smoothly.
O0o0o0ooooooooooooooooooooon

3. Moving the talk on to the nextissue U0 0 0000
0o

Now let’ s move on to the next issue, which is how to compensate

for the loss.

gddooooooooooooooon

If you’ il allow me, let me go on to the question of improving sales

performance.

odo0doooooooooooooooooon

Now that the problem of payment terms has been dealt with, I m

eager to know if you can effect shipment in May?

godoooooobobooonobbofb sgoooo

I’ m glad we have arrived at a complete agreement on the clauses dis-

cussed so far.

There remains only the question of packing.

Jooooobbbooooooobbboooooooobo
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ooo
What shall we discuss next? I suggest we have a word about insur-

ance.
odooobooooooooooooood

Next, we’d like to hear the comments by everyone present at the
meeting.

ooooooooooooooooon

Now 1'd like to turn to the possible solutions.
od0dooooooooooooooooon

4. Referring to the previous talk U OO0 O 0000

I think I have made it very clear that D/A is absolutely impossible.
gddooo0ooooooooooooooan

You said just now that competition could be very sharp.
oodo0ooooooooooooo

Earlier, you mentioned that this kind of products are in great de-
mand on the international market.
O000ooo0oooooooooooooon

Did you propose a change in the material of packaging?
odoooooooooooooad

Correct me if I am wrong, but weren’t you suggesting that we put
these words down in the contract as a separate clause?
O00oo0ooooooooooooooooooooooo
ooooOoao

A moment ago, you mentioned something about the design of the
packing. Will you detail it a bit?
gddooooooooooooooooao
As [ said just now, any money spent now would give you greater
savings in the long run.
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ooboOoooOobO0o0oooooObOboooooooobDbOoo
ooo

5. Asking for repetition or explanation 00D DDDD
Will you repeat it, please?

ooooomaoao

Would you mind saying it again?

oooooad

I beg your pardon?

oooooa

I’m sorry I didn’t catch your meaning. Will you say it again?
oddodooooooooooooooan

I don t understand what you say.

goooooood

I’m sorry I don’ t follow you.

ooooooooood

Will you speak a little more slowly?

oooooa

Will you slow down a bit? I can’t follow you.
goooomoooan

Will you explain what you mean?

gooooboooon

Could you be more specific?
gpooooodg

6. Interrupting other people’s talk OO 0000
Sorry to interrupt you, but will you first let us know your idea of
annual sales?
gddoooooooooooooooooooooa



May I interrupt you a moment?

gooooomooao

Excuse me for interrupting you. I hope you will explain yourself in
more detail.

gddooooooooooooooood

If you don’t mind, may I say one word here?

gobooboooobooboooan

Just a moment, please. Allow me to say something here.
gdoooooooogood

7. Asking for opinions [ U0 U
What do you think of it?
gooooao
What’s your opinion on this matter?
gooooooooodao
Please tell me frankly your opinion.
gooooooood
How do you see things like this?
gooooooooada
How did you find /like/enjoy the performance?
gooooooao
How do you like changing the color to light blue?
goooooooooooooa
" What do you say to (making) transshipment at Hong Kong?
gdoooooooodano
How would you like it to be?
gooooodao
Do you agree to this change? 1’d like to hear your opinion about it.
gdoobodoooouooooooo
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We are old friends. Please don’t hesitate to speak out your mind.
000000mMOOooAHImMOON0D

Will you let me know your comments on our new design?
godooooooooooooon

Your comments and criticisms are always welcome.
gooooooaad

We welcome all sorts of criticism.

gooooogood

We’d like you to give us your suggestions.
goooooooood

8. Expressing one’s view [0 0000

I think the market is going to take a downward trend.
gooooooooooog

In my opinion, we should defer a decision until we know more about
the facts.

gobodoooooooooooooboooooo

My opinion is you should look after the new customers as well as the
old ones.
gdooddoudoboooooouooooouooon

To my mind, his suggestion is worth trying out.
oo0moooooood

Quite frankly, I don’t think the color is to our customers’ taste.

gogoboobboooooobboood

Don’t you think the delivery could be advanced?
gooooooooooon

I should say your products are overpriced
gdoooooooooooo

I’m afraid your price is a bit on the high side.



gooooooooaoaad

I' m sure at this price level, our products will bring you a handsome
profit
gdooodooooooooudoouooouoooa

To be honest with you, we ve received another offer at a much low-

er figure.
000DMmMOoO00oDooo0oo0Dmooooon

It seems to me your price is much too high. /Your price seems much

too high.
gdoodooodoooooooooooa

9. Expressing agreement [ [ [I []
Good idea! 1 totally agree with you.
godoooooooodooao
We are all for your suggestion as to how to render better service.
gdoouoobooooooooooon
I think you are right.
gooooooaad
Excellent! That’s exactly what I think.
goooooooooooaad
That sounds reasonable. We need to get the best possible deal.
gdoouoooouoooouoooboood
I share your views.
gooooood
I support your opinion.
gooooood
I’ ve no objection.
gooooogd
I’m in favor of your proposal.
8



gooooooo

Suits me fine.
O000monOood

10. Expressing disagreement ooodo

I’m sorry . I disagree with you there. I don’t think that’s the way
with it.

gdooooooooooooooon

This works against common sense. 1 don’t go along with it for one
munute.

gooouoooooooood

¥'m totally against the proposal of making transshipment at Hong
Kong.

gooooooooooood

I wouldn’t say that. I think it’s only a matter of time.
gdodooooooooooooooon

I don't like the idea of substituting Type No. 15 for the portion un-
delivered.

O0o0ooooooOgsooon

It’s absolutely impossible. [ really can’t accept the idea.
gdootuodoboouooooooooa

11. Persuading your client [0 00

If I were you, I would book a small order as a trial.
00000 mooooooon

If I were in your position, I would allow partial shipment.
goddooooooooooouooooa

Why not buy a small lot and put them on trial?
gooooooooooao



Why don’t you look at it this way? It’s more expensive, but much
better value for money?
gdbooodbooodoouooooooooooo
I’ d advise you to look into the matter immediately.
gooooooooooad
I think you’ d better weigh up the advantages carefully before reject-
ing our offer.
oMo omuoooooooooooon
I don’ t think you should miss this opportunity to update your equip-
ment.
gddoooooooooooooodo
After you have tried it out, I’ m sure you’ll agree that this is a very
good product.
gdbdooouooooooooobooooa
I can’t force you to make a deal, but I can assure you that our prod-
uct has the edge on the competition.
gdodoodooooooouoouobouoooboooobood
You’re right to be cautious, but owing to the limited supply avail-
able at present, we suggest you act quickly.
oo ooddomooooooooo
I don’t want to sound pushy, but you’ll have to decide soon.
gdobdboouooouoooouoooouoood
Do you understand that this offer is only open for three days?
gdotoooouooodooao
I understand your concerns, but remember that the offer ends next
week.
gddooouoodobooouooouoooo
You may trust me that any money spent now will bring you big
profits in future.
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goboooboobobooboonoboobooo

Could you think about our proposal again?
gdoooooooouoooa

I hope you’ll give a second thought to this matter.
ogoooooooooood

Could you reconsider the matter in some other light/from a different
angle?

gdoooooouoooooooao

Isn’t there any way to change your decision?
goooooooooooada

12. Avoiding a definite reply U U U000
I’m afraid I can’t give you a definite reply now.
gdoooooooobooooood

I can’t make a decision right now.
godoooooooo

I just need some time to think it over.
godoooooooo

We are still a little unsure about the prospect, though.
gooooooooooooooooo

There are certain points that I’ll have to consider very carefully
ogoooooooood

That may well be so. I’m not sure.
goooooooooooon

It all depends.
oooooood

13. Emphasizing one’s points 0 0 0 0 [
I must stress that the goods were strictly inspected before shipment
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with your representative on the spot.
om0 mooooooooo
Let me emphasize how necessary it is to abide by the contract.
gdbdooooooooooooo

I can’ t stress enough the disastrous consequences of breach of con-
tract.

gddooooooooooooo

I must call your attention to the distinction between these two sam-
ples.

gddoooooooooooood

14. Endinga talk 0000

I’ m afraid our time is up. Let’s call it a day.
gooooooooodoooao

We have to close today’s discussion now.
goooooood

Let’s stop here. We’ll go on with the talk this afternoon.
goooooooooooood

Let’s discuss it in more detail tomorrow.
gooooogooog



PART II BUSINESS NEGOTIATIONS

CEE

Unit One Arrival of Foreign Businessmen

57 B A

Meeting a guest you've never met U U 0000000
Dialogue 1
Ling: Sorry to interrupt you. But you must be Mr. Moon from the
United States?
0o0mMmOoobooooooooooaag
Moon: Yes, I am Simon Moon. You are... O
00Mmomooo -o0oo0ooooao
Ling: Allow me to introduce myself. I  m from the Garments Im-
port and Export Corporation. My name is Ling Jing. Here’s
my name card.
0d0ooooooooboobobooboooooooooooad
dooooooooo
Moon: How do you do, Mr. Ling?
00Momoood
Ling: How do you do, Mr. Moon? Glad to meet you. Let me help
you with your luggage.
0doodooodooooooooooooooooa
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Moon: Oh, thank you very much.
0oomod
Ling: We’ve been expecting you ever since you faxed us the date of

your arrival.
goooobooooboooboooooooboooooobb

ooo
Moon: Thank you, Mr. Ling. I = ve been looking forward to this
trip. It’s been my wish to see your beautiful country with
my own eyes. And I m glad to say this dream of mine has

eventually come true.

gdoooodoouoooooooooouoooooon
gdddooooooooooooooooooooon
goood

Ling: I hope you’ll enjoy your stay here and see more about China,
Mr. Moon.

OMoooooooodmooooomooond

Moon: Thank you. I'm sure I will have a wonderful time here.

goddoodooooooboooao

Ling:Now, Mr. Moon, it’s a long way to China. 1 am afraid you
must be very tired after more than ten hours’ flight.

b muooooomooooooooooooon

oo

Moon: Yes, I am, rather. But I’ll be all right by tomorrow morn-
ing and ready for business.

00MOMioomooooooomoooooao

Ling: Then Mr. Moon, if all is ready, we’d better start for the ho-
tel.

0M0mMooo0moooooooDmooooooo

Moon: I'd like to. Let’s go.
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gooooboobooo

Ling: This way, please. Qur car is waiting over there.
oddoboooooooooao

Dialogue 2
Miller: It s nice of you to come and meet me at the airport, Mr.
Chin Huan.
Mmoo oodmoooo
Qin: Believe me, it’s a pleasure to meet friends coming from afar.
godddoodoooobooooooooooo
Miller: The pleasure is mine. Now will you show me where the lug-
gage claim area is?
odobooooooooooooooooan
Qin: It’s just over there. How many pieces of luggage do you have?
godoooooooooooaa
Miller: Only one suitcase.
oodMmoooooad
Qin: Let’s go and claim the luggage then
oodmoooooood
Miller: Let’s.
OO0 oao
Qin: Did you have a good flight?
OodMmooomooooan
Miller: Just wonderful. Good food and good service.
Od0Mmomoomooboaa
Qin: Anyhow, I think you’d like to freshen up a bit and take a rest
to overcome the jet lag.
00dMoboo0miOddooooooomooomooon
Miller: Yes, indeed. But, how’s your business these days?
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00000 momoooooooad
Qin: Can’t complain. Owing to sharp increase in demand, sales are
up recently. As a matter of fact, we find it difficult to meet

the demand of the market.
goo0o0o0oooo0ooOo0o0obooo0ooooooooooooon

gdodoooobooooooo

Miller: But do you think it’s a general trend?

ododoooobooooooooan

Qin: No, I don ¢ think so. Reports have it that there will be a
slump during the next few weeks, especially when taking into
consideration the impact of the September 11th terrorist at-

tacks.
gobooooooooboooooooboooooooobog

o.-110000o0ooooa
Miller: Look, there comes my suitcase.
O0mmooooooa
Qin: Let me help you with it.
Oomooooao
Miller: I can manage all right. It’s not so heavy as it looks.
Jodddobooodooooooobooooooa
Qin: Our car is in the parking lot. T 1f go and bring it around. Just

wait here

obob0oboboboooboboooooooooo

Meeting a delegation [ [1 0 U [
Dialogue 3
(Wu is waiting at the exit of the airport, holding a sign board on

which is written MR. SMITH FROM CANADA)
gooooobbbboooooooobbbbuooooon
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0o
Smith: (Coming towards Wu) I’m Smith, John Smith from Cana-

da.
000000 moo0oo0DmoooobOo--0000

Wu: How do you do, Mr. Smith? Glad you’ ve come. My name is
Wu Dong. My company has assigned me to be your host here
in Shanghai.

0000000000000 ooooooa

doooooooooooad

Smith: Thank you, Mr. Wu. Let me introduce you. This is Mr.

George Quince. This is Mr. David Copperfield. They are

my colleagues.
0000000000000 oooooon «-0o0oooon
godb.oggddoooouoooon
Wu: Welcome to Shanghai.
omooooao

Meeting an old friend at the airport U 0 0 [
ooood

Dialogue 4

Wang: How are you, Mr. Jackson?

0Mmodomooooad

Jackson: Fine. How are you?

ooodmoomoao

Wang: Fine, too. Very pleased to see you again.
gdodboooobooooobooooa

Jackson: It’s almost two years since we last met, if I m not mis-

taken.
oo00o0o0oo0o0oooooooooooooooog
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