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前 言

随着我国经济加入国际大循环的节奏不断加快，人们对交际英语口语能力的要求也在进一步提高。在一些正规、非正规场合，一口礼貌得体的交际英语、一段用纯正英语所作的文采四溢的即兴演讲，无疑会使你的同行和朋友刮目相看，同时为你带来意想不到的效果和收获。如何用英语和他人自如地交流成为众多人关注的热点。面对读者迫切希望在短时间内快速提高英语口语交流能力的要求，我们精心编写了"实用英语口语高频话题"丛书。该丛书共11本，分别为：

《情景英语口语》《外贸英语口语》《旅游英语口语》《社交英语口语》《商务英语口语》《娱乐休闲英语口语》《外企白领英语口语》《文秘会话英语口语》《酒店职员英语口语》《餐饮业职员英语口语》《金融业职员英语口语》该丛书涵盖了日常生活的各个方面，旨在让广大英语学习者更好地使英语学习走向生活，在生活中学，为生活而用。该丛书将全面提升你的交际英语口语水平。

语言是交流的工具，语言学习的最好方法是"以练为本"。大家都知道"说"很重要，用跟自己生活没有关系的材料练习口语，根本不算"使用语言"。要使用语言，说话的人必须有沟通和表达的欲望；所说的内容也必须是"不吐不快"。本丛书对话取材于日常生活，以使大家的学习达到事半功倍的效果。而这也正是本丛书策划的初衷。

"实用英语口语高频话题"丛书中的《外贸英语口语》是具有全球化视野和鲜明时代特色的新一代综合性外贸英语典范，其特色主要表现在以下几个方面：在内容结构上分为典型例句、生词与词组、轻松会话。词汇、句型新颖丰富，会话实用活泼，尽可能使读者在适当的场合使用适当的语言，流畅地进行交流，以达到"实用"和"地道"的目的。它还给学习者提供了全新的学习方式，即在体验中学习外贸英语，进而提高运用英语进行外贸交际的能力。

平时在外贸英语教学中，一般会缺少真实的外贸活动。外贸活动与英语教学不能充分融合，这一直是困扰教师的难题。本书为学习外贸英语的人提供了大量真实、生动的素材，使在学习掌握语言技能的同时，了解现代国际外贸的现状，以达到在体验外贸中学习语言、提高外贸交际能力的目的。这一特色反映在选材上是丰富多彩的外贸内容，涉及现代市场经济条件下外贸活动的各个方面和时代课题，如全球化、国际营销、技术创新、营销策略、企业文化、市场竞争、经营风险、危机管理、电子外贸等。

本书的适用范围很广，既可以作为国际经贸、国际金融等涉外专业的外贸英语口语，也可以作为英语专业外贸英语口语，还可以作为大学英语口语选修读本和行业培训口语教材。我们相信本书的出版将促进我国的外贸英语学习和研究，为更好地满足社会需求，培养新一代的具有全球视野和国际竞争力的外贸人才作出贡献。

我们在编撰这套丛书时，力求做到语言表达纯正、地道、简洁、实用。无论你是在校的学生还是已经走上工作岗位的人士，我们相信本丛书一定会让你兴趣盎然、轻松高效地学习英语，并提高英语口语交际能力。我们真诚地希望"实用英语口语高频话题"丛书能够成为广大英语学习者的良师益友，使你能在短期内快速提高英语口语水平。

参与本书编写的除了江海波、董亮外，还有北京大学的张杰、管卫勇、孙摇遥、洪潇、李征、罗福生、郭庆、梅涛、陈娜、吕松、刘寅春等。David Daniel对本书的审订和修改付出了大量的辛劳，在此表示由衷的感谢。

由于作者水平有限，错误和疏漏之处在所难免，诚望读者批评指正。

本书的音频材料由美国语言教育专家Joe Edwards先生和Sharon Gralapp女士朗读。他们还审阅了本书。

音频下载地址：http://downloads.zjupress.cn/syyykygpht-7/wmyyky-10.zip



part 1

Trade preparations

贸易准备

Unit 1

Demanding an Appointment要求会面

Top Sentences典型例句

1.I'd like to make an appointment for a business interview.我想约个时间进行商务会谈。

2.I'd like to make some trading arrangements with your company.我想同你们公司商谈一些贸易上的安排。

3.I was wondering if I could come and meet you at 3:00 p.m. next Monday.不知道我是否能在下周一下午3点来同你会一次面。

4.I have an urgent meeting to attend to right now.我现在要去开一个紧急会议。

5.We'll expect you then at 10:00 on Thursday.那么我们就在星期四10点等您。

6.I would like to speak with someone who is responsible for imports.我想找你们负责进口的人员。

7.Would I have an opportunity to meet you and discuss various possibilities in the American market?我们能否有机会见面并讨论商品进入美国市场的可能性？

8.Could I meet you sometime this week to talk about stocking the gym things for 2008 Beijing Olympic Games?这个星期某个时候我能见见你并谈一下关于2008年北京奥运会采购体育用品的事情吗？

9.Mr. Smith wishes to discuss some important terms about contract No. 06-1763.史密斯先生想就第06-1763号合同的某些重要条款商讨一下。

Words and phrases生词与词组

appreciate赏识，鉴赏hold on不挂断；继续

opportunity机会，时机sharp准确的；精明的；敏捷的

Fashion Conversations轻松会话

Conversation 1

(Mr. Taylor's secretary is arranging an appointment.)

A:General Manager's office. May I help you?

B:Yes. I'd like to make an appointment for a business interview.

A:All right. May I know your name and your company?

B:My name's Li Qing and my company is Ameritech.

A:I see. Our General Manager can see you this Thursday. Do you prefer morning or afternoon?

B:Morning is best for me.

A:Would 10:00 be all right?

B:That would be fine.

A:Good. We'll expect you then at 10:00 on Thursday.

B:Thank you very much. (泰勒先生的秘书正在安排约会。)

A:总经理办公室。您有什么事？

B:是的。我想约个时间进行商务会谈。

A:好的。您叫什么名字？什么公司？

B:我叫李清。美国技术公司。

A:我明白了。我们总经理可以在这个星期四见您。您喜欢上午还是下午？

B:我喜欢上午。

A:10点可以吗？

B:那很好。

A:好。那么我们就在星期四10点等您。

B:非常感谢。

Conversation 2

A:Well, Mr. Morse, I'd like to make some trading arrangements with your company. So I was wondering if I could come and meet you at 3:00 p.m. next Monday.

B:I'm afraid I have another appointment at that time.

A:Then, how about 4:00 p.m.?

B:I don't think so. Why don't I call you back?

A:OK. Let me tell you my telephone number.

B:Oh, that's not necessary. I can consult the telephone directory.

A:When can I expect your call?

B:Maybe in a week or so.

A:I'll look forward to your call.

B:I have an urgent meeting to attend to right now. Thank you for calling. Good-bye.

A:Thank you for your time. Good-bye. A:喔，莫斯先生，我想同你们公司商谈一些贸易上的安排。不知道我是否能在下周一下午3点来同你会一次面。

B:恐怕那时候我另有约会。

A:那么下午4点如何？

B:我想也不行。等我给你回电话好吗？

A:好吧。让我告诉你我的电话号码。

B:喔，不必了。我可以查电话号码本。

A:那我什么时候等你的回电？

B:大概一周左右吧。

A:我盼望你的回电。

B:我现在要去开一个紧急会议。谢谢你打电话来，再见。

A:谢谢你为我花费了宝贵的时间。再见。

Conversation 3

A:hello. Is this ABC Company?

B:Good morning. Yes, this is ABC Company. May I help you?

A:My name is Liu Fang from M&h Company. I would like to speak with someone who is responsible for imports.

B:I suppose the person you want is Bill Smith of our International Marketing Department. please wait a minute, I'll put you through.

A:Thank you. I will speak to him.

B:he is on the line.

A:Mr. Smith, My name is Liu Fang from M&h Company, a Company in China. have you heard about our "tapestry"?

C:Yes, I have read about it in a trade journal.

A:I will send you some brochures if you are interested.

C:That will be good. Thank you.

A:After you study them, would I have an opportunity to meet you and discuss various possibilities in the American market?

C:Fine. Let's do that and see how it goes. A:您好。请问是ABC公司吗？

B:是的，早上好。这里是ABC公司。请问您有什么事？

A:我是M&h公司的刘芳。我想找你们负责进口的人员谈谈。

B:您应该是要找我们国际销售部的比尔·史密斯。请稍候，我将为您转接。

A:谢谢您。我就找他。

B:请通话。

A:史密斯先生，我是中国M&h公司的刘芳。您听说过本公司的挂毯吗？

C:听说过，我曾在商业杂志中看到过。

A:如果您有兴趣的话，我可以给您寄一些简介产品的小册子。

C:那很好，谢谢。

A:在您了解商品之后，我们能否有机会见面并讨论商品进入美国市场的可能性？

C:好的。了解之后再定。

Conversation 4

A:China Dragon Corporation, good morning. What can I do for you?

B:Good morning. Could you put me through to John?

A:hold on a moment, please.

B:Thank you!

C:hello. John speaking.

B:hello, I am Jane from Sansun Corporation. Could I meet you sometime this week to talk about stocking the gym things for 2008 Beijing Olympic Games?

C:Oh, I see. I really appreciate that you're interested in our products. But I'm pretty booked up these days.

B:Could you let me have an hour or so?

C:Is next Monday OK?

B:Yes, sure. What's the accurate time?

C:9:00 a.m. next Monday.

B:I really appreciate your answer. See you next Monday.

C:See you. A:早上好，这里是中国龙公司。我能帮你什么吗？

B:早上好，能帮我接一下约翰吗？

A:别挂线，请等一下。

B:谢谢。

C:你好，我是约翰。

B:你好，我是来自三森公司的简。这个星期某个时候我能见见你并谈一下关于2008年北京奥运会采购体育用品的事情吗？

C:哦，我明白了。非常感谢你对我们的产品感兴趣，但是我这几天的时间都已经排满了。

B:你能给我安排大约一小时的时间吗？

C:下个星期一怎么样？

B:是的，当然可以。具体是什么时间呢？

C:下星期一上午9点。

B:非常感激您的答复。下个星期一见。

C:再见。

Conversation 5

A:hello, this is Mr. Li's office. May I help you?

B:hello, this is Mary of Modern Office Limited. I'm calling on behalf of Mr. Smith, our General Manager.

A:I see. What can I do for you?

B:Well, Mr. Smith would like to make an appoint- ment to see Mr. Li sometime this week. Could you arrange a time for Mr. Smith?

A:May I ask what he wishes to see Mr. Li about?

B:Mr. Smith wishes to discuss some important terms about contract No. 06-1763.

A:I see. Then do you have any particular time in mind?

B:Would 10 a.m. tomorrow be all right?

A:I'm afraid Mr. Li will be completely tied up the whole morning. What about 2:30 tomorrow afternoon?

B:One moment, please. I'll check Mr. Smith's appointment book. Yes, 2:30 tomorrow afternoon will be convenient for Mr. Smith.

A:Where does Mr. Smith wish to see Mr. Li, please?

B:What about Mr. Smith's office?

A:All right. 2:30 tomorrow afternoon at Mr. Smith's office.

B:Then Mr. Smith will be expecting Mr. Li at that time. Thank you. Good-bye.

A:Good-bye. A:您好，这是李先生的办公室。可以为您效劳吗？

B:您好，我是现代办公用品有限公司的玛丽。我代表我们总经理史密斯先生打电话。

A:我知道了。我能为您做点什么？

B:史密斯先生想在这个星期与李先生约个时间见面。请您为史密斯先生安排一下好吗？

A:我能问一下他约见李先生是什么事吗？

B:史密斯先生想就第06-1763号合同的某些重要条款商讨一下。

A:我明白了，您想约在什么时候呢？

B:明天上午10点钟行吗？

A:恐怕明天整个上午李先生都会很忙。明天下午2:30怎么样？

B:请等一等，让我看一下史密斯先生的约会簿。嗯，明天下午2:30史密斯先生有空。

A:史密斯先生打算在哪儿与李先生见面呢？

B:在史密斯先生的办公室行吗？

A:好的，明天下午2:30在史密斯先生的办公室。

B:到时候史密斯先生会在办公室等候李先生。谢谢您，再见。

A:再见。

Unit 2

Fixing Time约定时间

Top Sentences典型例句

1.Would Tuesday be convenient for you?星期三上午可以吗？

2.I'll come over to your office Wednesday morning at 9:30.星期三上午9点半我到你的办公室去。

3.he's expecting you at three o'clock in the afternoon in his office.他将在下午3点在他的办公室等您。

4.The new manager of Sales Department wants to see you saying that he has some questions to discuss with you.销售部新来的经理想见您，他说他有一些问题想和您探讨探讨。

5.Maybe I can see him tomorrow morning.也许我明天上午能见他吧。

6.We would like to meet with you on June 2nd. Is that all right with you?我们希望安排在6月2日。您方便吗？

7.Could you be kind enough to reserve two single rooms for us for the night of June 1st and 2nd?您能帮我们订两间6月1日及2日的单人房吗？

Words and phrases生词与词组

calendar日历，历法proposal提议，建议

reserve预定，预约slip遗忘，忽略；滑倒

Fashion Conversations轻松会话

Conversation 1

A:In regard to your proposal, Mr. Zhang, there are several points I'd like to discuss with you as soon as possible. Would Tuesday be convenient for you?

B:Let me see. Tuesday is all booked up. What about Wednesday morning?

A:Wednesday morning will be fine.

B:All right. I'll come over to your office Wednesday morning at 9:30.

A:Good. I'll be expecting you.A:张先生，关于你的建议有几点我想尽快与你商议一下。你星期二方便吗？

B:我看看。星期二太忙。星期三上午可以吗？

A:星期三上午可以。

B:好的。星期三上午9点半我到你的办公室去。

A:好的，我等你。

Conversation 2

A:Is Mr. Zhang in, please?

B:Speaking.

A:This is Chen Jing from Meisi Company, Mr. Zhang.

B:Oh, Miss Chen, how are you?

A:Fine, thank you. Mr. Du wants me to let you know he's free next Monday. he's expecting you at three o'clock in the afternoon in his office.

B:3 p.m. Monday. Good. I'll be there.

A:We shall expect you then.

B:Thank you for calling.A:请问张先生在吗？

B:我是。

A:张先生，我是美思公司的陈静。

B:哦，陈小姐，你好吗？

A:很好，谢谢你。杜先生要我告诉您他下星期一有空。他将在下午3点在他的办公室等您。

B:星期一下午3点。好，我会来的。

A:我们期待您的到来。

B:谢谢你的来电。

Conversation 3

A:Excuse me, Mr. Wang. The new manager of Sales Department wants to see you saying that he has some questions to discuss with you.

B:I'd like to see this guy. he is always full of energy, but I have all my afternoon booked. Maybe I can see him tomorrow morning.

A:You are going to see Mr. Green off who is leaving tomorrow morning.

B:Oh, yes. It slipped my mind.

A:Maybe he can come tomorrow afternoon.

B:All right then. Tell him that I'll be expecting him.

A:I will.A:打扰了，王先生。销售部新来的经理想见您，他说他有一些问题想和您探讨探讨。

B:我很想见他，这个人总是充满活力，但我今天下午的日程都排满了。我明天上午见他吧。

A:明天上午格林先生离开，您要为他送行。

B:喔，是的，我忘记了。

A:也许可以让他明天下午来。

B:就这样定了，告诉他我会等着他。

A:我会告诉他的。

Conversation 4

A:I would like to make an appointment with you, possibly the latter part of May. What do you think?

B:Let me check my calendar. Unfortunately, I have plans to travel around that time. how about the first week of June?

A:We would like to meet with you on June 2nd. Is that all right with you?

B:June 2nd is fine with us. Will you come alone? Do you need accommodations of any kind?

A:I will be accompanied by one of my colleagues. Could you kindly send me a map showing how to get there from the airport? And could you be kind enough to reserve two single rooms for us for the night of June 1st and 2nd?

B:No problem.A:我想与您约在5月中下旬见面。不知您意下如何？

B:让我查一下行程表。很抱歉，我的行程表中已经安排了出差。6月的第一个星期怎么样呢？

A:我们希望安排在6月2日。您方便吗？

B:6月2日没有问题。请问只有您一位吗？需要相关帮助吗？

A:我和我的同事共两位。您可以提供机场至贵公司的地图吗？除此之外，您能帮我们订两间6月1日及2日的单人房吗？

B:没问题。

Conversation 5

A:Good morning, Speed Motorcars. Can I help you?

B:Could I speak to Mr. penn, please?

A:Who shall I say is calling, please?

B:Qi Yu from Beijing.

A:I'll check Mr. penn's diary and see if I can arrange an appointment for you. Just a moment...Yes, Mr. penn seems to have time on Monday morning, Wednesday afternoon and Thursday afternoon.

B:Could I make an appointment for Wednesday afternoon, please?

A:Would 2:30 be convenient?

B:Yes, that'll be fine.

A:I'll make a note of that. Would you like me to confirm the appointment?

B:Yes, please. You can contact me any day at Beijing 88561789 extension 6.A:早上好，速度汽车公司。我能帮你吗？

B:我想跟佩恩先生讲话。

A:贵姓呀？

B:北京来电，我叫齐豫。

A:我来查看一下佩恩先生的日记，看看能否约你。等一下……是的，佩恩先生好像星期一上午、星期三下午和星期四下午有空。

B:我能约在星期三下午吗？

A:2点半方便吗？

B:是的，那很好。

A:我把它记一下，要我确认这次约会吗？

B:好的。你可以在任何时间打电话到北京跟我联系。电话号码是8856- 1789，6分机。

Unit 3

putting Off an Appointment推迟约会

Top Sentences典型例句

1.Can you fit me in on his schedule?他的日程还能给我安排吗？

2.Can I see him at three in the afternoon that day?我能在那天下午3点见他吗？

3.I'm sorry that our manager is fully booked this week.很抱歉，我们经理这周的安排已经满了。

4.he said that he would like to see you but he just does not have time.他说他很想见您，但是就是没有时间。

5.he'll have a lot more free time at the end of next week.下周的后半周他有很多空闲时间。

6.Would you like to make an appointment for some other time?您想与他另约个时间吗？

7.I'm sorry about the confusion but we'll see you on Thursday.给您添麻烦了，实在抱歉。星期四见。

8.I have to receive a very important customer from America.我必须接待一位从美国来的重要客户。

9.Then when do you think I can come and see him tomorrow afternoon?那么你认为我明天下午什么时间可以来见他？

Words and phrases生词与词组

confusion混乱，混淆engage使忙碌；雇用；预定

fix决定，确定；选定itinerary行程；路线

postpone延期，缓办schedule时间表；进度表

Fashion Conversations轻松会话

Conversation 1

A:Excuse me, I'd like to make an appointment with Mr. Smith. Can you fit me in on his schedule?

B:Let me see. Oh, the whole morning is booked up, but he is free this afternoon. Is that all right with you?

A:Well, I'll have an appointment at that time. Maybe another time would be better.

B:how about 10 on Tuesday morning?

A:I'm sorry. I won't be free until 12 on Tuesday. Can I see him at three in the afternoon that day?

B:Let me see… No problem. 3 p.m. Tuesday then.A:打扰一下，我想和史密斯先生定个约会。他的日程还能给我安排吗？

B:让我看一下，整个上午都安排满了。但他下午有时间，对您合适吗？

A:那个时间我有约会。也许另约个时间更好些。

B:星期二上午10点怎么样？

A:对不起。我星期二12点之前没空。可以订在那天下午的3点吗？

B:我来看一下，没问题，那就星期二下午3点吧。

Conversation 2

A:Mr. Brooks, I'm sorry that our manager is fully booked this week. he said that he would like to see you but he just does not have time.

B:Are you telling me that he is not going to meet with me?

A:Not at all, Mr. Brooks. he would like to put it off for another week. he will have a lot more free time at the end of next week.

B:Well, I don't like it, but I don't have any choice, I guess.

A:Sorry. And see you next week.A:布鲁克斯先生，很抱歉，我们经理这周的安排已经满了。他说他很想见您，但是就是没有时间。

B:你的意思是他不打算见我了吗？

A:绝对不是，布鲁克斯先生。我们经理只是想把见面推迟到下周，下周的后半周他有很多空闲时间。

B:好吧，虽然我不愿意这样，但我想我也没有选择的余地了。

A:抱歉，那下周再见。

Conversation 3

(Mr. Smith's secretary is answering the call from Mr. Liu.)

A:Good morning, I have an appointment with Mr. Smith.

B:I'm afraid Mr. Smith is engaged at the moment. Would you mind waiting?

A:Well. how long will it be?

B:About half an hour.

A:Oh, that's too long! I have another meeting at 10:00.

B:Would you like to make an appointment for some other time?

A:All right. That's the only thing we can do at the moment. I'll come again on Thursday. how about nine o'clock in the morning?

B:OK, Mr. Liu. I'm sorry about the confusion but we'll see you on Thursday.(史密斯先生的秘书正在接刘先生的电话。)

A:早上好，我与史密斯先生有个约会。

B:恐怕史密斯先生这时候很忙，您等一下好吗？

A:好吧。需要多长时间？

B:半个小时吧。

A:哎，要这么久！我10点钟要去参加另一个会议。

B:您想与他另约个时间吗？

A:好吧！目前只好如此。星期四上午我再来这里，上午9点，怎么样？

B:好的，刘先生。给您添麻烦了，实在抱歉。星期四见。

Conversation 4

A:Mr. Owen, it looks as if I won't be able to keep the appointment we made.

B:That was to be Monday, wasn't it?

A:Yes, I'm so sorry. I have to receive a very important customer from America. And he had some kind of change in his itinerary, just now he's rung me up to say the only day he can come is next Monday.

B:I see.

A:And the trouble is, he's over from America. I can't very well put him off. hope you understand.

B:Well, I suppose so.

A:But, could it be postponed, if possible, till Tuesday?

B:Oh, let me just check. No, Tuesday's not too good a day. Friday would be all right, I think.A:欧文先生，看来我不能如期赴约了。

B:是在周一吗？

A:是的，很抱歉。我必须接待一位从美国来的重要客户。他的行程有所改变，他刚才给我打电话，通知我他只能在下周一来。

B:知道了。

A:麻烦的是，他已经从美国那边过来，我难以推迟和他的见面，望你谅解。

B:唔，我想也是。

A:但是，如果可能的话，能不能延期到星期二？

B:噢，让我看一下。不，周二这天不太好。我想周五比较合适。

Conversation 5

A:Good morning, General Manager's Office of Mechanic Equipment Imp. & Exp. Company.

B:hello, this is Johnson. I'm calling about the appoint- ment with Mr. hu for this afternoon. Something's just come up, I'm afraid the appointment will have to be rescheduled. I'm very sorry about the change.

A:That's all right. Maybe we can make another arrangement.

B:You're very kind to say so. Thank you. Do you think tomorrow morning would suit him?

A:I'm afraid there's a bit of a problem. In fact, he's booked the whole week except tomorrow afternoon.

B:Tomorrow afternoon? hm... you see, I've made an appointment with Mr. Thomas for tomorrow afternoon. But in order to meet Mr. hu, I'll have to cancel the appointment with Mr. Thomas.

A:I'm terribly sorry, Sir, but Mr. hu is really busy this week.

B:It happens to me sometimes. Then when do you think I can come and see him tomorrow afternoon?

A:please wait a minute and let me check... Tomorrow afternoon... Yes, he'll be free from 2:30 on tomorrow afternoon. Do you think it's convenient for you?

B:Yes, that's quite all right for me.A:早上好，机械设备进出口公司总经理办公室。

B:你好，我是约翰逊。我打电话是关于和胡先生今天下午会面的事。由于一件意想不到的事，恐怕约会不得不改期了，我很抱歉。

A:没什么，也许我们可以再安排一个时间会面。

B:您这样说真是太好了。非常感谢。你觉得明天上午对他合适吗？

A:明天上午可能有点问题。事实上，除了明天下午以外，他这一星期的其余时间都很忙。

B:明天下午？嗯……明天下午我已经和托马斯先生约好了。不过为了和胡先生见面，恐怕我得取消和托马斯先生的约会了。

A:我十分抱歉，先生。胡先生这个星期确实太忙了。

B:这种情况有时我也会碰上。那么你认为我明天下午什么时间可以来见他？

A:请稍等，我来查看一下。明天下午他从2:30开始有空。你认为这个时间对你方便吗？

B:行，这个时间对我很合适。

Unit 4

Visiting Clients拜访客户

Top Sentences典型例句

1.I have an appointment with Mr. Zhi Qiang at half past eleven.我与支强先生11:30有个约会。

2.The stairs are on the right, or there's a lift at the end of the corridor.楼梯在右边，走廊尽头有一个电梯。

3.I'm afraid our manager is engaged at the moment.恐怕我们经理现在很忙。

4.I have discussed the details about sales of our new equipment with him on the telephone yesterday.我昨天在电话上已和他谈论了有关我们新设备销售的详细情况。

5.I'll make a note of that and ask him to confirm.我先记下来，让他来确认吧。

6.If you can catch the night flight, you can save some time and can have a rest on the plane.如果你乘夜班飞机，既可省些时间还可以在飞机上睡一觉。

7.I'll call you once I make the plane reservation.我订好票就给你打电话。

8.I have been looking forward to meeting you.我一直期望见到您。

9.This time I am just here to show you our new product.我这次来就是为了给您看一下我们的新产品。

10.Would you please let me know something more about your conditions for a tender?能否请您把招标条件更详细地向我介绍一下？

Words and phrases生词与词组

reservation预定，预约suitable适当的，适宜的，恰当的

tender投标

Fashion Conversations轻松会话

Conversation 1

A:Good morning.

B:Good morning. Can I help you?

A:Err, yes. I have an appointment with Mr. Zhi Qiang at half past eleven.

B:May I have your name, please?

A:peter, from the British Trading Company.

B:Thank you. please take a seat, Mr. peter, and I'll phone Mr. Zhi's office. (Making a telephone call) hello, Miss Zhang. This is Reception. Mr. peter is here for his 11:30 appointment... Thanks... (Turn to Mr. peter) Mr. peter, would you please go up to Room 5 on the second floor. Mr. Zhi's expecting you.

A:Room 5 on the second floor?

B:That's right. The stairs are on the right, or there's a lift at the end of the corridor.

A:Thank you. Second floor...I think I'll take the lift.A:早上好。

B:早上好。有什么需要帮忙吗？

A:呃，是的。我与支强先生11:30有个约会。

B:请问您叫什么名字？

A:彼得，来自英国贸易公司。

B:谢谢，请坐，彼得先生。我给支先生办公室打电话。(打电话)你好，张小姐，这里是接待处。彼得先生来赴11:30的约会。谢谢。(对彼得先生)彼得先生，请您去二楼5号房间，支先生在等您。

A:二楼5号房间？

B:是的，楼梯在右边，走廊尽头有一个电梯。

A:谢谢，二楼……我想我还是乘电梯。

Conversation 2

A:Good morning, Sir. Can I help you?

B:Yes, I'd like to see the manager. here's my calling card.

A:Thank you. Mr. Zenger. Do you have an appoint- ment?

B:No, I'm afraid I don't. Is it possible for him to see me now?

A:I'm afraid our manager is engaged at the moment. Would you mind waiting?

B:Well, how long will it be?

A:About half an hour.

B:That's too bad. I can't wait that long. I have another appointment at three.

A:Can the assistant manager meet you instead?

B:No, I have discussed the details about sales of our new equipment with him on the telephone yesterday. I doubt if anyone else would know about the matter.

A:Do you want to make another appointment?

B:Yes, I suppose that's the best thing I can do now. I'll be here tomorrow morning, eleven o'clock. Is that all right?

A:Yes, I'll make a note of that and ask him to confirm.A:早上好，先生，需要什么帮助吗？

B:我想见一见经理，这是我的名片。

A:谢谢你，曾格先生。请问你预约了吗？

B:不，没有。他现在有可能见我吗？

A:恐怕他现在很忙。你愿意等一会儿吗？

B:唔，要等多久？

A:大约半小时。

B:那太不巧了，我不能等那么久，我3点还有别的约会。

A:能否让副经理接见你？

B:不，我昨天在电话上已和他谈论了有关我们新设备销售的详细情况，恐怕其他人不了解此事。

A:你想另外预约吗？

B:好的，我想这是目前最好的办法了。明天上午11点我再来这儿，好吗？

A:好的，我先记下来，让我们经理来确认吧。

Conversation 3

A:Good afternoon. May I speak to Mr. Smith?

B:This is he.

A:Ah, Mr. Smith. This is Liu Fang calling from Guangzhou.

B:Nice to hear your voice. how's your decision?

A:I've talked to the General Manager and he encouraged us to attend the exhibition of January in New York.

B:That's excellent. Then when shall we meet? Before the exhibition or after it?

A:I think better before it, because I'll meet the General Manager at London after the exhibition.

B:Well, how about the second before the exhibition?

A:It's good. But the second is a bit of problem. I'm afraid I can't arrive before the second. You know, we have lots of preparation for the coming new year; the travelling can't be very long.

B:That's a pity. Does the third suit you?

A:Yeah, that would be fine. What time?

B:Shall we say 12:30? If you can catch the night flight, you can save some time and can have a rest on the plane.

A:I'll try. Well, I'll call you once I make the reservation.A:下午好。我想找史密斯先生。

B:我就是。

A:啊，史密斯先生，我是刘芳，从广州打来。

B:很高兴听到你的声音。你们决定了吗？

A:我已和总经理谈过了。他鼓励我们参加1月份纽约的展览。

B:太好了，那么我们什么时候见面呢？展览会之前还是之后？

A:我想在此之前吧。展览会后我要去伦敦接总经理。

B:展览前的2日行吗？

A:好是好，不过2日见面有些困难。我恐怕2日前到不了了。你知道，你们要为新年做很多准备工作，所以旅行不能太长。

B:真可惜，那么3日行吗？

A:好，可以。什么时间？

B:12点半如何？如果你乘夜班飞机，既可省些时间，还可以在飞机上睡一觉。

A:我试试。好吧，我订好票就给你打电话。

Conversation 4

A:hello, I've got an appointment with Mr. Smith at 10:00.

B:May I have your name, please?

A:here is my business card. I am from East Textile Company.

B:Oh, he is expecting you. This way, please.

C:I have been looking forward to meeting you.

A:Nice to meet you.

C:Sorry to keep you waiting. I was rather tied up just now.

A:I am a little early. I hope it is not inconvenient.

C:No. Would you like a cup of tea?

A:Thank you. Let's get down to business. I have come to discuss with you about our deal.

C:OK. have you brought your company's sample here?

A:Yes. This time I am just here to show you our new product. It will help build up your business.

C:When could I see the sample?

A:You can have a look at them now.

C:Let's go.

A:OK.A:你好，我和史密斯先生在10点有个预约。

B:请问尊姓大名？

A:这是我的名片。我来自东方纺织品公司。

B:哦，他正在等着你。这边请。

C:我一直期望见到您。

A:见到您很高兴。

C:非常抱歉让您久等。我刚才真是太忙了。

A:我来得早了一点。希望没有打扰您。

C:没有。来一杯茶好吗？

A:谢谢。让我们言归正传吧。我来是和你讨论我们的生意的。

C:好的。你把你们公司产品的样品带来了没有？

A:带来了。我这次来就是为了给您看一下我们的新产品。它有助于扩大您的生意。

C:我什么时候能看看样品？

A:您现在就可以去看一看。

C:走，去看看。

A:好的。

Conversation 5

A:Mr. Liu, it's a great pleasure for me to call on you today soon after I arrived at my post in Beijing.

B:Congratulations on your taking office in Beijing, Mr. Gray. I wish you much success.

A:Thank you. I will do my best to promote business between us in the days to come.

B:So far, cooperation between our two corporations has been satisfactory. Of course, it will be further promoted in the future, I hope.

A:Quite right. That's the aim of our corporation and meanwhile my most important mission. Mr. Liu, I've heard that your company is prepared to call for a bid for a power engineering construction project in Northwest China, is that true?

B:Yes, it is time to make arrangements now for invitations to be sent out. You're well informed.

A:Then when do you expect to open the tender? And where?

B:1st of July, in Beijing.

A:Is tender-opening done publicly?

B:Yes, tender-opening is done publicly this time. All the bidders shall be invited to join us to supervise the opening.

A:Would you please let me know something more about your conditions for a tender?

B:Invitations will be sent next month, from which you can find the details.

A:Our corporation is very much interested in this tender. We will try our best to win the award.

B:I understand fully how you feel. If the conditions of your tender prove to be most suitable, of course we'll accept your tender.

A:Thank you very much, Mr. Liu.A:刘先生，我今天刚到北京任职就能拜会您，感到十分荣幸。

B:格雷先生，祝贺您到北京任职，祝您一切顺利。

A:谢谢。日后我将尽全力促进我们之间的贸易。

B:到目前为止，我们两个公司之间的合作是令人满意的。当然我希望我们今后的贸易能有更大的发展。

A:对。这是我们公司的宗旨，也是我最重要的使命。刘先生，听说贵公司最近在为建设西北的电力工程项目进行招标，这个消息是真的吗？

B:是的。我们是要准备招标。您的消息真够灵通的。

A:那么贵公司准备什么时候开标？在哪儿开标？

B:7月1日在北京开标。

A:这次贵公司打算公开开标吗？

B:是的，我们这次采用公开开标。到时候所有投标人都会参加，监督开标。

A:能否请您把招标条件更详细地向我介绍一下？

B:下个月我们就发出招标通知，详细内容您一看就清楚了。

A:我们公司对这次招标是非常感兴趣的，一定会尽力争取中标。

B:您的心情我完全理解。如果贵公司的投标条件是最合适的，我们当然是会选中的。

A:非常感谢，刘先生。

Unit 5

Booking Tickets票务预订

Top Sentences典型例句

1.I booked one ticket on Flight CA800 to Tokyo last Friday by telephone.我上周五打电话在飞往东京的CA800航班上订了一个座位。

2.Would you like to pay in cash or with your credit card?你是付现金还是用信用卡支付？

3.I'm afraid it'll be difficult for him to make it at that time. Is there a later flight this evening?我怕那个时间对他不合适。今晚有晚一点的班机吗？

4.There's another flight at ten to twelve tonight.今晚11:50还有一趟班机。

5.It must be collected not later than eleven fifteen.不能晚于11:15取票。

6.A 10:10 flight in the morning and a 13:00 flight in the afternoon.早上航班10点10分起飞，下午航班13点起飞。

7.Could you tell me if you want to book one way or round-trip tickets?请问你订单程机票还是往返机票？

8.If you want to cancel the flight, we will charge you a cancellation fee according to the days left.如要取消机票，根据剩余天数我们会收一定的退票手续费。

9.I'd like to book three seats to Beijing on a flight leaving this afternoon, please.我想订3个今天下午去北京的飞机座位。

10.I'm afraid all seats have been booked for this after- noon. The next one is this evening leaving at 7:00 p.m.恐怕今天下午的座位全订出去了。下一个航班今天晚上7点起飞。

11.Will you be traveling first class or economy class?请问您是要订头等舱还是经济舱？

12.please come to pick up your ticket before next Monday.请您于下周一之前来取票。

Words and phrases生词与词组

cancellation取消cancel取消，废除

check检查，核对take-off起飞

prior优先的；在前的；在……之前，比……优先

Fashion Conversations轻松会话

Conversation 1

A:Good morning. Anything I can do for you?

B:Good morning. I booked one ticket on Flight CA800 to Tokyo last Friday by telephone. Now I've come for them.

A:Could I have your name, please?

B:Lynn porter.

A:Thank you. I'll check for you. Ms. porter, you've booked one economy class ticket on Flight CA800 to Tokyo this Tuesday.

B:That's right. how much do I owe you?

A:It's $3,000. Would you like to pay in cash or with your credit card?

B:With my credit card. here it is.

A:Thank you. (A moment later) here are your tickets and credit card. Enjoy your trip.

B:Thank you.A:早上好，我能为你效劳吗？

B:早上好，我上周五打电话在飞往东京的CA800航班上订了一个座位。现在我来取票。

A:请告诉我你的名字好吗？

B:林恩·波特。

A:谢谢，我替你查一下。波特小姐，你在这周二去东京的CA800航班上订了一个经济舱的座位。

B:是的，我要付你多少钱？

A:3000美元。你是付现金还是用信用卡支付？

B:用信用卡支付。给你。

A:谢谢。(过了一会儿)这是你的机票和信用卡。祝你旅途愉快。

B:谢谢。

Conversation 2

A:hello, Air France Flight Reservations. May I help you?

B:Yes, please. It's Mrs. Brown. Mr. David Brown has a reservation on Flight AF374 to paris, leaving London at eight ten tonight. I'm afraid it'll be difficult for him to make it at that time. Is there a later flight this evening?

A:Just one moment while I check, Madam. Mr. David Brown, you said?

B:That's right.

A:One moment, please. Yes, we've got his reservation here. There's another flight at ten to twelve tonight.

B:That's fine. Can you change the reservation, then, please?

A:All right. Cancel the ticket for Flight AF374, and book one seat on Flight AF376 to paris.

B:Flight AF376 to paris at 11:50 p.m. That's perfect. Mr. David Brown will pick up his ticket at the airport.

A:Very good, Madam. It must be collected not later than eleven fifteen.

B:All right. Thank you. Good-bye.

A:Good-bye.A:您好，这是法兰西客机预订处，需要为您服务吗？

B:是的，我是布朗夫人。大卫·布朗先生有一个今晚8:10从伦敦飞往巴黎的AF374次班机的预约。我怕那个时间对他不合适。今晚有晚一点的班机吗？

A:夫人，请您稍候，我来查一下。大卫·布朗先生，是吗？

B:是的。

A:请等一下。是的，这里有他的预约。今晚11:50还有一趟班机。

B:好的。那么，请改一下预约好吗？

A:行。取消AF374班机机票，再订一张飞往巴黎的AF376班机机票。

B:晚上11:50飞往巴黎的AF376次班机。好极了。大卫·布朗先生会去机场取票的。

A:好的，夫人。不能晚于11:15取票。

B:行，谢谢你，再见。

A:再见。

Conversation 3

A:Good morning. Can I help you?

B:Good morning. I'd like to make a reservation to L.A. for May 1st.

A:Just a moment, please. I'm sorry, Sir. There is no ticket available on that day. But we have flights for L.A. the next day.

B:May I inquire about the departure time?

A:A 10:10 flight in the morning and a 13:00 flight in the afternoon.

B:When will the plane reach L.A. for the morning flight?

A:At 7:15.

B:OK. I'd like to book a ticket for this one.

A:Could you tell me if you want to book one way or round-trip tickets?

B:Round-trip tickets.

A:OK. Could you please tell me your full name?

B:Lora Clinton.

A:please tell me your passport number.

B:OK. The number is UpS5129.

A:Lora Clinton. passport number is UpS5129. The tickets will be issued one week prior to the departure, so please go to your nearest American Airlines ticket office to get the tickets. We'd like to remind you that if you want to cancel the flight, we will charge you a cancellation fee according to the days left.A:早上好，能为你做些什么？

B:早上好，我想订一张5月1日去洛杉矶的机票。

A:请稍等。对不起，先生，5月1日的票已订完了，第二天有去洛杉矶的航班。

B:请问飞机什么时候起飞？

A:早上航班10点10分起飞，下午航班13点起飞。

B:早上班机什么时候到达洛杉矶？

A:7点15分。

B:好吧，我订一张这次班机的票。

A:请问你订单程机票还是往返机票？

B:往返的。

A:好的。请告诉我全名好吗？

B:劳拉·克林顿。

A:请告诉我护照号码。

B:好的。UpS5129。

A:劳拉·克林顿。护照号码是UpS5129。因为出票时间是在航班起飞前一个星期，所以请前往离你最近的美航售票处取票。提醒你注意，如要取消机票，根据剩余天数我们会收一定的退票手续费。

Conversation 4

A:Flight reservations, can I help you?

B:I'd like to book three seats to Beijing on a flight leaving this afternoon, please.

A:I'm afraid all seats have been booked for this after- noon. The next one is leaving at 7:00 this evening.

B:All right, in that case, can you reserve three seats on the flight from heathrow to Beijing this evening?

A:What class?

B:Business class.

A:May I have the names, please?

B:Mr. Bill Johnson, Mr. Frank Green and Mr. Tom King.

A:Mr. Bill Johnson, Mr. Frank Green and Mr. Tom King. And whom should we send the bill to?

B:Bill Johnson, 25 Church Street.

A:Three seats for Mr. Bill Johnson, Mr. Frank Green and Mr. Tom King on Flight BA039 to Beijing, leaving heathrow at 7:00 this evening.

B:Right.

A:has Mr. Bill Johnson got a number where we can contact him, if necessary?

B:Yes. his office number is 43299888.

A:43299888. The tickets should be collected at least one hour before departure this evening, Madam.

B:No problem. Thank you very much.

A:You are welcome.A:机票订票处，要帮忙吗？

B:我想订3个今天下午去北京的飞机座位。

A:恐怕今天下午的座位全订出去了。下一航班今天晚上7点起飞。

B:好，那样的话，您能给我预订3张今晚从希思罗机场飞往北京的机票吗？

A:什么舱位？

B:商务舱。

A:(乘客)姓名？

B:比尔·约翰逊先生、弗兰克·格林先生和汤姆·金先生。

A:比尔·约翰逊先生、弗兰克·格林先生和汤姆·金先生。账单寄给谁？

B:比尔·约翰逊先生，丘奇大街25号。

A:3张飞往北京的机票，给比尔·约翰逊先生、弗兰克·格林先生和汤姆·金先生，航班号BA039，今晚7点飞离希思罗机场。

B:对。

A:比尔·约翰逊先生有电话吗，以便必要时我们可以联系到他？

B:有。他办公室电话是43299888。

A:43299888。女士，机票最迟要在今晚飞机起飞前一小时取走。

B:没问题。非常感谢。

A:不客气。

Conversation 5

(A = Sales Agent B = passenger)

(After one month's travel in China, Mr. Lee is going to return to paris. he is calling Air France Booking Office in Beijing.)

A:hello! This is Air France Booking Office. Can I help you?

B:hello, Ms. I'd like to make a reservation on your flight to paris, leaving Beijing next Friday, February the 16th.

A:please wait a moment. Let me check...We have flights from Beijing to paris every day. But the route is well booked these days, so there are no seats available for next Friday. What about a Saturday flight? We have a few seats left on Flight AF216 on that day, leaving Beijing at 11:00 a.m.

B:Well, I'll take the flight.

A:Fine. Could I have your name, please?

B:John Lee.

A:I see. Thank you. Mr. Lee, will you be traveling first class or economy class?

B:Economy class, please.

A:Will this be a single ticket?

B:Yes.

A:OK. Now Mr. Lee, I'll repeat your reservation. I've reserved one economy class seat on Flight AF216 for February the 17th, one way to paris, leaving Beijing at 11:00 a.m. please come to pick up your ticket before next Monday.

B:No problem.

A:By the way, could I have your phone number, Mr. Lee?

B:Sure, you can reach me at 13479680909.

A:Thank you, Mr. Lee. have a pleasant trip.(A = 销售代理 B = 顾客)

(李先生在中国旅行一个月之后打算回巴黎。他给法航北京办事处拨打电话预订机票。)

A:您好，这里是法航预订部。请问能帮您什么？

B:您好，女士。我想订下周五，也就是2月16日那天，从北京到巴黎的机票。

A:请稍等，我查一下……我们每天都有北京去巴黎的航班，但是最近座位特别紧张，下周五的都卖完了。下周六的航班怎样？周六AF216次航班还有座位，早上11点起飞。

B:好吧，我订这班。

A:好，请问您的姓名？

B:约翰·李。

A:好的，谢谢您。李先生，请问您是要订头等舱还是经济舱？

B:经济舱。

A:单程吗？

B:没错。

A:好的，李先生，现在我重复一下您的订座信息：我帮您预订了一张客票，2月17日上午11点，北京出发到巴黎，法航AF216次航班，经济舱单程。请您于下周一之前来取票。

B:没问题。

A:对了，李先生，能不能留下您的电话号码？

B:当然，我的电话是13479680909。

A:谢谢您，李先生，祝您旅途愉快。

Unit 6

Entertaining Customers陪客户娱乐

Top Sentences典型例句

1.This is the first time I've ever attended a concert in China. I'm so excited.这是我在中国第一次参加音乐会，很兴奋。

2.I suppose all the compositions are world famous pieces.我想所有的曲子都是世界名曲吧。

3.Thank you so much for your guidance, and I will miss you.非常感谢你为我们导游，我会想念你的。

4.I can see why so many people come out here to camp.怪不得很多人都到这里来游览宿营。

5.It definitely is a nice change from the polluted and crowded city.这是一个人们逃避污染、拥挤的城市生活，换个环境的好地方。

6.The rock hill looks like an elephant drinking water from the river.这石山看上去像一头大象正在河里饮水。

7.It's a wonderful tourist attraction. Let's make a day of it.这是一个旅游胜地。我们痛痛快快地玩一天吧！

8.It symbolizes China and it's famed all around the world.它代表了中国，并且世界闻名。

9.We can visit this interesting place and understand more about China.我们参观这个名胜古迹，会增进对中国的了解。

Words and phrases生词与词组

attractive吸引人的，有魅力的camp露营地；阵营

concert音乐会disposal处理，处置

graceful优美的instrument乐器；器械，器具

magnificent华丽的，高尚的masterpiece杰作，名著

museum博物馆pianist钢琴家，钢琴演奏家

rumba跳伦巴舞scenic舞台的，布景的

Fashion Conversations轻松会话

Conversation 1

A:This is the first time I've ever attended a concert in China. I'm so excited.

B:I know you're a great music lover. Do you play any instruments?

A:I play the piano. As a matter of fact, I nearly became a pianist.

B:Is that so? I'm sure you would have been a very good one.

A:But I'm not sorry that I became a businessman.

B:Now let's see what we have on the program.

A:I suppose all the compositions are world famous pieces.

B:Of course.A:这是我在中国第一次参加音乐会，很兴奋。

B:我知道你是一位音乐爱好者，你懂乐器吗？

A:我会钢琴。实际上，我差点儿成为一名钢琴家。

B:真的吗？我相信你会是一个很出色的钢琴家的。

A:不过，我并不为成为商人而遗憾。

B:让我看看今天有什么节目。

A:我想所有的曲子都是世界名曲吧。

B:当然了。

Conversation 2

A:Look! how good and magnificent the Tian'anmen Gate-tower is!

B:What's the Tian'anmen famous for?

A:It is the largest public square in the world. You see, that is the Monument for the people's hero and Chairman Mao's Memorial hall on the south. There is the Great hall of the people on the west. There are two museums on the east.

B:What's that?

A:That's the Forbidden City on the north of the Gate Building.

B:All of the sightseeing in China is very attractive and impressive. Traveling to China is very worth- while. Thank you so much for your guidance, and I will miss you.A:看！天安门城楼多么雄伟壮丽！

B:天安门以什么著名？

A:它是世界上最大的公众广场。你看，南边是人民英雄纪念碑和毛主席纪念堂。人民大会堂在西边，有两个博物馆在东边。

B:那是什么？

A:那是城楼北边的紫禁城。

B:中国所有的名胜古迹都很吸引人，给我很深刻的印象，到中国旅游真是非常值得的。非常感谢你为我们导游，我会想念你的。

Conversation 3

A:What a beautiful view!

B:It sure is. The Grand Canyon is truly a masterpiece. No man could ever make anything like this.

A:What is that below?

B:It is the Colorado River. You can go down the river in a boat if you wish.

A:No, thank you. It looks a bit too dangerous for me.

B:There is a beautiful state park here. I can see why so many people come out here to camp.

A:Yes, there is a beautiful view. You can go fishing, camping and also enjoy this beautiful clean air.

B:It definitely is a nice change from the polluted and crowded city.

A:That's true.A:这风景真是太美了！

B:一点儿也不假。大峡谷真是大自然的杰作。世上谁有这个本事呢？

A:峡谷下面是什么地方？

B:那是科罗拉多河。如果您有兴趣，您可乘小船顺流而下观赏风景。

A:不了，谢谢。这看起来有点儿危险。

B:这里有个很美的国家公园。怪不得很多人都到这里来游览宿营。

A:是的，这里风景真美。你可以在这里钓鱼、露营，享受自然界清新的空气。

B:毫无疑问，这是一个人们逃避污染、拥挤的城市生活，换个环境的好地方。

A:是这样。

Conversation 4

A:Aren't we going to visit the scenic city, Guilin?

B:Yes, we are. Guilin is famous all over the world for its beautiful landscape, and especially its fantastic caves and spectacular rocks.

A:We'll have a better view of the hills in Guilin from the Lijiang River.

B:You don't only have a better view of the hills but also a better view of the river, which is crystal clear.

A:Yes, the waters are so clear and the hills are so green.

B:Guilin's scenery and natural environment make it very attractive for tourism. Talking about the landscapes of Guilin, one might first think of the Elephant hill. It has, in a way, become the symbol of the city of Guilin.

A:The rock hill looks like an elephant drinking water from the river.

B:It's a wonderful tourist attraction. Let's make a day of it.

A:OK. Let's go to the factory on another day then.A:我们要去游览风景如画的城市桂林，是吗？

B:是的，我们准备去。桂林以它美丽的山形闻名于世，尤其是奇特的溶洞和古怪的山石。

A:从漓江上看桂林的山更美。

B:不但山更美，水也更美，因为它非常清澈。

A:是啊！这里的水清澈，山翠绿。

B:桂林的景色和自然风光吸引了大量游客。说起桂林的风景，人们首先会想起象鼻山。它在某种程度上已成为桂林的象征。

A:这石山看上去像一头大象正在河里饮水。

B:这是一个奇妙的旅游胜地。我们痛痛快快地玩一天吧！

A:好的，我们改日再去工厂。

Conversation 5

A:Good afternoon, John.

B:Good afternoon, Jane.

A:We have been working hard these days. Well, if you have no plans for this weekend, why not have some entertainment to relax?

B:It's a good idea. We can recover fresh.

A:What do you suggest for relaxing?

B:We are at your disposal.

A:how about going to visit the Great Wall? And we can breathe fresh air and take exercise.

B:That sounds great! I am looking forward to having a sight of the Great Wall at all times. It symbolizes China and it's famed all around the world. We can visit this interesting place and understand more about China.

A:OK. Let's prepare tonight and get going tomorrow.

B:All right. See you tomorrow.

A:See you tomorrow.A:早上好，约翰。

B:早上好，简。

A:这几天大家工作都很辛苦。如果你这周末没有什么计划的话，为什么不来点娱乐活动放松一下呢？

B:好主意。我们也可以恢复一下精力。

A:您有什么提议吗？

B:我们听从你们的安排。

A:去参观长城怎么样？我们可以呼吸一下新鲜空气还能锻炼身体。

B:这听起来太好了。我一直都盼望着去长城看一看。它代表了中国，并且世界闻名。我们参观这个名胜古迹，会增进对中国的了解。

A:是的。今天晚上我们准备一下，明天出发。

B:好的。明天见。

A:明天见。

Unit 7

Arranging Meetings安排会议

Top Sentences典型例句

1.I'll hold an important conference at two o'clock this afternoon.今天下午2点我要举行一个很重要的会议。

2.please postpone the appointment with Mr. Lucas. The conference this afternoon is very important.请你帮我推迟一下与卢卡斯先生的约会。今天下午的会议的确很重要。

3.We'll use the conference room on the third floor for the meeting.我们将使用三楼的会议室开会。

4.Where shall the guests be received before the meeting begins?开会前我们在哪里接待来宾？

5.We've prepared name cards to be put on the conference table for guests to sit by.我们已经准备了姓名卡片放在会议桌上，让来宾按此就座。

6.I'd like to check with you the program for Thursday again to make sure that everything is in order.为了保证万无一失，我想和你再核对一下周四的日程表。

7.They'll only have hand luggage, so they should be coming into the Arrival Lounge soon afterwards.他们只带手提行李，所以到达以后，很快就会到机场的入境大厅。

Words and phrases生词与词组

informed消息灵通的；了解情况的interrupt打断

placard告示牌，标语牌refreshment茶点，点心

roll (使)打滚，(使)转动，滚动

Fashion Conversations轻松会话

Conversation 1

A:I'll hold an important conference at two o'clock this afternoon. Don't let anybody interrupt us at that time, please.

B:But, you've an appointment at 2:30 this afternoon.

A:Oh, I forgot it. please postpone the appointment with Mr. Lucas. The conference this afternoon is very important.

B:You have time next morning.

A:It'll be postponed to 10:30 next morning.

B:I see.A:今天下午2点我要举行一个很重要的会议。开会的时候请不要让任何人来打扰。

B:但是今天下午2点半你有个约会。

A:哦，我都给忘了。请你帮我推迟一下与卢卡斯先生的约会。今天下午的会议的确很重要。

B:你明天上午有时间。

A:那就推迟到明天上午10点半吧！

B:明白了。

Conversation 2

A:Good morning, everyone. Let me introduce myself to you...

B:You don't need to introduce yourself, Mr. Yang. You're famous.

A:Well, thank you very much. But I thought I'd try and chair the meeting by the rule-at least for a while.

B:OK, OK!

A:Now, I'd like to get things under way. The main topic on today's agenda is the development of sales strategy in the US for the new EBp. I'd like to hear all of your ideas. Ms. Wall, you seem in top form today. Could you start the ball rolling?

B:Uh, oh, sure. Well, I think we should keep in mind that the key to good sales is advertising.

A:Well, that's kind of obvious.A:早安，各位，下面我自我介绍一下……

B:杨先生，您不需要自我介绍，因为您很有名气。

A:哦，那真是谢谢你了。但是我想我该尽力依照规矩来主持这个会议，即使时间很短。

B:好！好！

A:那么，我现在就开始。今天主要的议题是有关新型EBp在美国的销售策略。我想听听你们大家的意见。沃尔女士，你今天看起来很有精神，你先开始发言怎么样？

B:嗯，好的。我想我们销路好坏的关键是把广告搞好。

A:是的，那是显而易见的事吧！

Conversation 3

A:Right, I've called this meeting to fix the details for the Annual European Sales Conference. Basically we've got three issues to decide: firstly the date, secondly the location and finally the conference facilities. Let's start with the date. What's your view, Ron?

B:I think we're going to have to settle for September, probably the last weekend. I've had a look at the schedule. There's a big trade fair coming up in July-most of the salespeople will be there. August is out, for most of the sales team are taking their holidays then. Then the first couple of weeks in September…

C:Excuse me for interrupting, Ron. Sheila, I've just been looking at your diary, the last week in September you're flying out to Japan.

A:I don't know when I'll get back.

C:Well, you are booked on a flight back to Miami on Friday evening. hardly time to get over to London for the weekend.

A:You're right. Ron, why can't we make it the second weekend in September?

B:It'll be very difficult. As I was saying, the first two weekends in September are pretty busy. Most of the team will be involved in the launch of the new product.A:好吧，本次会议的目的是确定欧洲年度销售会议的细节。我们要确定三个基本问题：日期、地点和会议设施。我们先来定一下日期。罗恩，你有什么看法？

B:我想我们不得不把时间定在9月，很可能是最后一个周末。我已经看了日程表，7月份将举行一次大型的商品交易会，绝大多数销售人员都会出席这次交易会。8月份不合适，因为多数销售人员那时正在休假，而9月份的前几周……

C:罗恩，请允许我打断一下。希拉，我刚刚看过你的日程，9月的最后一周你要飞往日本吧。

A:我还不知道什么时候回来。

C:嗯，你被安排乘飞机于周五晚上返回迈阿密。几乎没有时间在那个周末赶往伦敦。

A:说的也是。罗恩，我们还是把会议定在9月的第二个周末吧？

B:这很难啊。我刚才说过，9月的前两周是相当忙碌的。团队的大多数人都要参加新产品的市场投放工作。

Conversation 4

A:Jane, the meeting is scheduled from 1:00 this after- noon. have you made the necessary arrangements?

B:Yes, Mr. Miller. We'll use the conference room on the third floor for the meeting.

A:That's right. The meeting is very important. Where shall the guests be received before the meeting begins?

B:In the dining room. It's spacious there.

A:We'll have several foreign guests to attend the meeting.

B:I've arranged for an interpreter to be present. But it is said these foreigners could speak English.

A:Really? I'll also try to speak slowly. how would you arrange the guests' seats, Jane?

B:We've prepared name cards to be put on the conference table for guests to sit by. What time would you like refreshments served, Mr. Miller?

A:Well, after my report. There'll be an interval for rest and refreshments.

B:All right. I see.A:简，我们计划在下午1点钟开会，你都安排好了吗？

B:安排好了，米勒先生。我们将使用三楼的会议室开会。

A:很好，这个会议很重要。开会前我们在哪里接待来宾？

B:在餐厅吧，那里比较宽敞。

A:我们还会有几位外宾来参加会议。

B:我已经安排了一位口译员，不过我听说这些外宾都会讲英语。

A:是吗？不过，我还是会讲慢一点。你怎么安排来宾就座呢，简？

B:我们已经准备了姓名卡片放在会议桌上，让来宾按此就座。您希望在什么时候供应点心，米勒先生？

A:哦，就在我做完报告后吧。那时会有休息时间，可以供应点心。

B:好的，我明白了。

Conversation 5

A:Jack, I'd like to check with you the program for Thursday again to make sure that everything is in order.

B:All right. We've arranged for a car to pick up Mr. Johnson and his colleague at the airport. They're due to arrive at 9:30.

A:They'll only have hand luggage, so they should be coming into the Arrival Lounge soon afterwards. how will they know who is waiting for them?

B:The driver will be at the exit to the Customs hall, holding a placard with Mr. Johnson's name on it.

A:Maybe, I should go to the airport myself...

B:Don't worry. The driver's used to meeting people like that. If there is any problem, he'll ask for an announcement to be made over the public address system, asking Mr. Johnson to come to the reception desk.

A:If all goes well, they will get to us by 10:30.

B:I've arranged for coffee, soft drinks and biscuits to be served in the board room at 10:45.

A:What sort of coffee?

B:What do you mean?

A:Every detail counts, Jack, even the coffee. I'll make it myself if necessary, but I want it to be good.A:杰克，为了保证万无一失，我想再核对一下周四的日程表。

B:好的。我们已经安排车去机场接约翰逊先生一行人。他们定于9:30到。

A:他们只带手提行李，所以到达以后，很快就会到机场的入境大厅。他们怎么知道哪辆车是接他们的？

B:到时候，司机拿着写有约翰逊先生名字的牌子等在海关办理处的出口处。

A:也许我应该亲自去机场……

B:别担心。司机经常这样接客人。如果有问题他会让机场通过公共广播系统播一个寻人通知，叫约翰逊先生到接待处去。

A:如果一切顺利的话，他们10:30就会到这儿。

B:我已做了安排，10:45把咖啡、饮料和饼干送到会议室。

A:哪种咖啡？

B:您这是什么意思？

A:杰克，每一个细节都很重要，甚至包括咖啡在内。如果有必要，我要亲自准备，我想要完美无缺。


part 2

Declaration of Merchandise

商品报关

Unit 1

Commodity Inspection商品检验

Top Sentences典型例句

1.Shall we take up the question of commodity inspection today?今天咱们讨论商品检验问题好吗？

2.The inspection of commodity is not an easy job.商检工作不是那么简单。

3.All rights will be stipulated in the contract.所有的权利将会在合同里规定。

4.We hope you can engage a surveyor as soon as possible since there is a time limit for the reinspection.我们希望你们能尽快联系到检验机构，因为复检有一个时限。

5.We'll make a thorough investigation to find out where the responsibility actually lies.我们会进行彻底调查，查明责任。

6.Shall we discuss the question of inspection now?我们现在讨论一下检验的条款，好吗？

7.They always use the standard and method stipulated in the contract.他们用的是合同中规定的标准和方法。

8.It's best to choose the inspection agency with both sides' approval in the contract.最好选择合同中我们双方都同意的检验代理机构。

9.how do they make testing and analysis of this item?他们如何检测和分析这种商品呢？

10.I suppose we can resolve the difference through friendly consultations.我们可以通过友好协商来解决我们之间的分歧。

Words and phrases生词与词组

alternative两者择一的；可供选择的办法approval赞成；承认

branch分部；枝，分枝breakage破坏，破损

certificate证书，证明书commodity商品；日用品

confirm确定；批准discrepancy相差，差异

dunnage垫料；杂件行李inspection检查，视察

lodge提出；存放seminar研究会，讨论发表会

stipulate规定；保证surveyor测量员，检查员

Fashion Conversations轻松会话

Conversation 1

A:Shall we take up the question of commodity inspection today?

B:The inspection of commodity is not an easy job.

A:We should inspect this batch of porcelain ware to see if there is any breakage.

B:Who issues the Inspection Certificate in case the quality does not confirm to the contract?

A:The certificate will be issued by China Import and Export Commodity Inspection Bureau or by any of its branches.

B:how should we define the inspection rights?

A:All rights will be stipulated in the contract.

B:I see.A:今天咱们讨论商品检验问题好吗？

B:商检工作不是那么简单。

A:我们要检查一下这批瓷器是否有破损的。

B:如果货物的质量与合同不符，由谁出具检验证明书呢？

A:检验证明书将由中国进出口商品检验局或其分支机构出具。

B:商检的权力怎样加以明确呢？

A:所有的权利将会在合同里规定。

B:我明白了。

Conversation 2

A:All our goods for export will be inspected by China Commodity Inspection Bureau before delivery at the port of shipment.

B:After that, the Bureau will issue an Inspection Certificate to the qualified goods, won't they?

A:Yes. The certificate will be made out in both Chinese and English.

B:Good. But we will make reinspection upon the arrival.

A:Importers have this right. We hope you can engage a surveyor as soon as possible since there is a time limit for the reinspection.A:我们所有出口商品在港口发货前，都会经过中国商品检验局的检验。

B:检验后，商检局会给合格产品发放检验证书，是吗？

A:对。证书会用中英文两种文字开具。

B:很好。但是我们会在货物到达后会复检一次。

A:进口商有权复检。我们希望你们能尽快联系到检验机构，因为复检有一个时限。

Conversation 3

A:The October shipment arrived in a bad condition. 50% of the goods have deteriorated.

B:Complaints of this sort are very rare. Our exports have to pass a rigid inspection before they are shipped. Our Inspection Bureau won't let anything defective go out.

A:As much as we respect your Inspection Bureau, our surveyors stated that it was the inferior material used that caused the quality deterioration.

B:In a case like this, one cannot rule out other possibilities, such as stowage on board, storage in the warehouse, etc.

A:Our clients are asking for a compensation of $10,000. We have no alternative but to lodge a claim with you.

B:We'll certainly consider a claim if there's sufficient evidence. We'll make a thorough investigation to find out where the responsibility actually lies. But before that we can't promise anything.A:10月份装运的那批货到货情况糟透了。50%的货物已变质。

B:很少听到这种抱怨。我们的出口货在装运前必须通过严格检验。我们的商检局不会放过任何次品。

A:我们非常尊重你方商检局，可我方公证行认为使用劣质原料是造成变质的原因。

B:像这样的案例，不能排除有其他可能性，如船上堆储、仓库存放等情况。

A:客户要我们赔偿1万美元。我们除了向你们索赔外，毫无他法。

B:只要证据充分，我们当然会考虑赔偿。我们会进行彻底调查，查明责任。但在此之前，我们不能作出任何承诺。

Conversation 4

A:Shall we discuss the question of inspection now?

B:OK. Inspection is really an important part of the contract.

A:Yes. First we should define the inspection right, I think.

B:Following the rules of world business, the exporters have the right to inspect the goods before the delivery while the importers have the right to reinspect the goods after their arrival.

A:The exporters bear the inspection fee and the importers bear the reinspection fee. Is it right?

B:Generally speaking, It goes like this.

A:In your country, which organization is in charge of the reinspection?

B:The China Import and Export Commodity Bureau or any of its branches who will issue the Inspection Certificate.

A:What standard and method do they usually use?

B:They always use the standard and method stipulated in the contract.

A:What is the time limit for the reinspection?

B:60 days after the arrival of the goods.

A:Oh, I see. Thank you very much. A:我们现在讨论一下检验的条款，好吗？

B:好。检验的确是合同的一个重要部分。

A:是的。首先让我们明确一下检验的权力。

B:根据国际贸易的规则，对于出口商品，出口商在向船运公司托运之前，有权进行检验。对于进口商品，进口商有复验权。

A:出口商支付初验费，进口商支付复验费，对吧？

B:一般来说是这样的。

A:在你们国家，负责复验的机构是什么？

B:中国进出口商品检验局或者可以签发检验证书的任何分局。

A:他们用的是什么检验标准和方法？

B:他们用的是合同中规定的标准和方法。

A:复验的期限是多长时间？

B:货到港后的60天内。

A:哦，我明白了。非常感谢。

Conversation 5

A:Shall we get down to the point of inspection?

B:All right. What do you have in mind?

A:The reinspection should be made within 10 days upon the arrival, and if any discrepancy is found, claims must be raised within 30 days. however, if claims fall within the responsibility of the shipping company, the underwriter shall not be entertained.

B:I understand. But when reinspection is made, can we appoint any authentic surveyor without your approval?

A:It's best to choose the inspection agency with both sides' approval in the contract.

B:OK. Would you tell me how the inspection is conducted before shipment and by which agency?

A:Inspection is to be done by the China Commodity Inspection and Testing Bureau. Usually inspection is conducted within 5 days before each shipment.

B:how do they make testing and analysis of this item?

A:They always use the standard and method laid down in the contract.

B:What if the results from the two inspections do not coincide with each other?

A:A seminar of technical specialists including the surveyors from both sides will be held to clarify which result is correct.

B:After this conference, I suppose we can resolve the difference through friendly consultations.

A:Yes. In case no settlement is reached, either party can submit the case for arbitration.

B:That's OK.A:我们来讨论一下检验问题好吗？

B:好的。您有什么想法？

A:复检应该在货物抵达后10天内进行，如果发现任何差异，索赔必须在30天内提出。但是，如果索赔内容是轮船公司应该承担的，保险公司是不会接受的。

B:我明白了。但在进行复检的时候，我们可以不经你方同意自己指派公认可靠的检验员吗？

A:最好选择合同中我们双方都同意的检验代理机构。

B:好的。您能告诉我装运前的检验是如何执行的和负责代理检验的是哪家机构吗？

A:检验是由中国商品检验和检测局执行的。通常是在装运前5天内进行检验。

B:他们如何检测和分析这种商品呢？

A:他们总是使用合同中规定的标准和方法。

B:如果两次检验的结果不一致该怎么办？

A:包括双方检验员在内的技术专家将在一起进行研究以弄清哪个结果是正确的。

B:我想通过这次商讨我们可以友好协商解决我们之间的分歧。

A:是的。一旦无法解决，任何一方都可以将案子提交仲裁。

B:好的。

Unit 2

packaging Inspection包装检验

Top Sentences典型例句

1.Our surveyors also discovered some cracks in a number of other cases.我们的商检人员还发现其他不少木箱有裂缝。

2.That could have happened during the course of transit or unloading due to rough handling.这可能是由于在运输或卸货过程中的野蛮作业造成的。

3.We pledge there is absolutely nothing wrong with the packaging.我们保证货物的包装绝对没有问题。

4.Don't you think the damage was caused during the loading?(包装的)破损难道不是装船时引起的吗？

5.I think the exquisite and tasteful design is of primary importance.我认为精致的外观和优雅的设计是十分重要的。

6.I mean we have to mark the ingredient conspicuously on the package so that people will see whether they are allergic or not to our product.我的意思是说我们应该把产品的组成成分标记在包装的醒目处，以便人们能够看到是否对我们的产品过敏。

7.We have a showroom on the first floor. Let's go downstairs and have a look.在一楼我们有一间陈列室。我们一起下去看一下吧。

8.I will open the L/C immediately after I return to hong Kong.我回到香港后就立即开立信用证。

9.That is to say, packaging must be done according to the sanitation law and meet the sanitation standard.那也就是说，包装必须根据卫生法规来执行，同时还要达到卫生标准。

Words and phrases生词与词组

crack裂缝；噼啪声exquisite精致的，优美的，高雅的

pledge保证；誓言；抵押poisonous有毒的

sanitation卫生；卫生设施screwdriver螺丝起子

surveyor测量员，检查员tasteful有鉴赏力的

unit单位voyage航海，航行

Fashion Conversations轻松会话

Conversation 1

A:The goods arrived last week as scheduled, but five cases were found broken and the units inside were seriously damaged.

B:Really? That's something unexpected. All our exports are strictly inspected before shipment. The goods were in perfect condition when they left the port.

A:here's the survey report issued by China Commodity Inspection Bureau. According to the report, the damage was caused by poor packing. Our surveyors also discovered some cracks in a number of other cases.

B:That could have happened during the course of transit or unloading due to rough handling. We'll check with the parties concerned right away.A:货物于上周如期抵达，可是发现有5只木箱破损，里面的组件严重受损。

B:有这事？真没想到。我们所有的出口货物在装运前都经过严格检验。那批货从港口起运时，情况完好。

A:这是中国商检局出具的检验报告。据报告的鉴定，破损原因是包装太差。我们的商检人员还发现其他不少木箱有裂缝。

B:这可能是由于在运输或卸货过程中的野蛮作业造成的。我们会立即向有关方面查询。

Conversation 2

A:We found in the examination that 20% of the goods have rusted. please exchange them.

B:We think it quite probably derives from natural changes during the voyage.

A:But according to the checker's report the packaging is half-baked, therefore, you should be responsible for the damage.

B:We pledge there is absolutely nothing wrong with the packaging. Don't you think the damage was caused during the loading?

A:please find out the cause.

B:OK, we will make a careful investigation.

A:Thanks for your cooperation.A:我们在检验中发现竟有20%的货物已生锈，所以请贵方给予调换。

B:我们认为很可能是运输途中的自然反应。

A:但是根据检验员的报告，检查时货物的包装是不完整的，因此由此产生的损失应是贵方的责任。

B:我们保证货物的包装绝对没有问题。包装的破损难道不是装船时引起的吗？

A:请你们查明原因。

B:好的，我们会详细调查一下。

A:谢谢你们的合作。

Conversation 3

A:OK, everybody, attention please. Let's begin. The agenda of the meeting today is to discuss the package for our newly-developed Anti-wrinkle Fast Response Eye Cream. Any ideas? Any opinion is encouraged. So do not hesitate to speak your mind out.

B:Our product is cosmetics and our target consumers are women. Women pay more attention to the exterior appearance, and very often they will buy something pretty rather than useful. So I think the exquisite and tasteful design is of primary importance.

C:I cannot agree with you any more. But I would like to add one point here. Our product will be sold all over the world. Therefore culture must be taken into account in terms of packaging. people from different cultures have different tastes. We cannot ignore this point.

B:Security at the same time is of great importance, too. I mean we have to mark the ingredient conspicuously on the package so that people will see whether they are allergic or not to our product.

A:Anything else?

C:I think before we fix it down about the packaging, we have to do some market research. The target consumers of our Anti-wrinkle Fast Response Eye Cream are the middle aged. Therefore we have to know what color they like, what kind of style they prefer, etc. Only in this way can we make the packaging satisfy the local market.

A:Sounds great. Next we are putting what we said just now into practice. Let's make a poll to collect some useful information for our packaging. Thank you so much. Now let's call it a day.A:好了，大家注意了。咱们开始开会吧。今天会议的议事日程是我们大家来讨论一下我们新开发出来的抗皱速效眼霜的包装问题。大家有什么意见？任何想法都可以，所以请大家大胆说出自己的想法。

B:我们的产品是化妆品，我们的目标消费者是女性。女性朋友比较注重外表，通常她们都会买一些漂亮的东西而不是实用的东西。所以我认为精致的外观和优雅的设计是十分重要的。

C:我十分同意你的说法。但是在这儿我想再强调一点。我们的产品是要销往世界各地的，因此在设计包装时必须要把文化因素考虑在内。不同文化背景的人品味不同，我们不能忽视了这一点。

B:同时，安全问题也非常重要。我的意思是说我们应该把产品的组成成分标记在包装的醒目处，以便人们能够看是到否对我们的产品过敏。

A:还有别的吗？

C:我认为在我们定包装的设计之前一定要做一下市场调查。我们的抗皱速效眼霜的目标消费者是中年女性，因此我们应该了解一下她们喜欢什么颜色，喜欢什么样的风格等等。只有这样我们才能使我们的产品满足当地消费者的需求。

A:听起来不错。下一步我们就是要把刚才说过的话付诸行动。我们做一个民意调查来获取一些有益于我们包装设计的信息。非常感谢大家，我们的会议就到这里吧。

Conversation 4

A:hi, Mr. Ben, we have visited the factory and I'm very satisfied with your factory's production conditions. But I have little knowledge about the packaging of your screwdrivers. I just want to know the details about that.

B:OK, I'll show you what the packaging is like. We have a showroom on the first floor. Let's go downstairs and have a look.

A:Thank you.

B:These are the various kinds of packaging for screwdrivers. Normally, we have three types of packaging: skin packaging, hanging packaging, and blister packaging.

A:Oh, the packaging looks very nice.

B:The skin packaging is the most advanced packaging for this product in the world market. It catches the eye and can help push sales.

A:Good, what about the export packaging?

B:Well, they are packed in boxes of two dozen each, and 100 boxes to a wooden case.

A:Is the wooden case strong enough for transportation? You see, 100 boxes of screwdrivers are very heavy. It's about 2,400 kilograms.

B:You can be assured of that. So far, no customers have complained about our outer packaging.

A:I'm glad to hear that. By the way, do you accept neutral packaging?

B:Yes, we can pack the goods according to your instructions.

A:Very good. OK, Mr. Ben, I'm now totally satisfied with your packaging. You can execute our first order now, and I will open the L/C immediately after I return to hong Kong.

B:All right. We'll make the shipment as soon as your L/C is on hand.A:嗨，本先生，我们已参观了工厂，并对你的生产条件很满意。但对于改锥的包装知之甚少，我很想知道具体情况。

B:可以，我带您去看看包装。在一楼我们有一间陈列室。我们一起下去看一下吧。

A:谢谢。

B:这些是改锥的各种包装。通常有三种：薄膜包装、挂式包装、罩板包装。

A:噢，这些包装很好看。

B:这种产品的薄膜包装是世界市场上最先进的包装。它引人注目，能促进销售。

A:很好，那么出口包装如何？

B:呃，每两打装一盒，100盒装一木箱。

A:木箱是否足够坚固，它能适应运输需要吗？您知道，100盒改锥很重，大约有2400千克。

B:这点您尽可放心。目前，还没有客户抱怨我们的外包装有问题。

A:这样太好了。顺便问一下，你们接受中性包装吗？

B:接受，我们可以根据你方的指示说明进行包装。

A:很好。本先生，就这样吧，我很满意你们的包装。现在您可以生产我们的第一批订货了。我回到香港后就立即开立信用证。

B:那好，一收到你方信用证我们就安排装运。

Conversation 5

A:What procedures do you have in package inspection?

B:The inspection of package is the process in which comparison and assessment are made between the package features and the standardized requirements. It includes the inspection, measurement and computation of the feature of the package.

A:Can you explain it? It sounds a little bit complicated. how exactly should packaging be inspected?

B:Yes, sure. Among the features of packaging, security is of essential importance. For dangerous and poisonous goods, the nature and the generally adopted symbol should be marked conspicuously on each package.

A:I get it.

B:Sanitation is another standard to meet in the inspection of packaging. That is to say, packaging must be done according to the sanitation law and meet the sanitation standard.

A:I guess this is a very important standard to meet with as to packaging.

B:Exactly. Besides, packaging has to be convenient and safe in delivery. That is the principle of circulation.

A:What does that mean exactly?

B:It means that you had better choose some light material rather than the heavy material as your packaging material so that it is easier to deliver. But at the same time safety must be taken into account, too. That means that you have to choose some strong material and take some measures like putting foam at the bottom of the container to protect the stuff from being damaged.

A:Amazing. I have never heard of these before.

B:And there is the last standard in the inspection of packaging, the principle of economy. That means you have to use less expensive material rather than more expensive material in packaging if possible.A:对包装的检验都有哪些程序？

B:包装检验就是将包装特性与规定的要求进行比较和评价的过程。它包括对产品包装的特性进行检查、测量和计量。

A:您能不能给我解释一下？听起来有点复杂。究竟包装是怎样检验的？

B:当然可以。在包装的特性当中，安全问题是极其重要的。对于危险品和有毒的货物，在每件包装上应有醒目的标记及性质说明。

A:我明白了。

B:卫生问题是检验包装的另外一条标准。那也就是说，包装必须根据卫生法规来执行，同时还要达到卫生标准。

A:我想这也是检验包装中一个非常重要的标准吧。

B:完全正确。除此之外，包装还必须满足运输时的方便、安全原则。这就是流通原则。

A:具体是什么意思呢？

B:意思就是说比起厚重的材料来，你最好选用轻薄的材料来包装商品，这样一来，运输就会比较方便快捷。但是同时安全性也必须考虑进去。这就是说，你必须选用结实的材料并且要采取一些措施，如在集装箱底部放些泡沫，来保证物品不被损坏。

A:真是不可思议，我以前从来没有听说过这些东西。

B:最后检验包装还有一条标准，那就是经济原则。经济原则的意思是说尽可能用比较便宜的材料而不是用比较昂贵的材料来包装。

Unit 3

Business Visa商务签证

Top Sentences典型例句

1.I am taking part in an industrial exhibition to be held in New York.我要去参加一个在纽约举行的工业展览会。

2.how long do you plan to stay in the US?你计划在美国逗留多久？

3.Do you have any relatives in America?你在美国有亲戚吗？

4.We will inform you when we give the result after three days.3天之后当我们出结果的时候，我会通知你。

5.We have much business with several companies in the US.我们公司与美国好几个公司都有业务往来。

6.have you ever thought of settling down in the US?你想过要在美国定居吗？

7.I am going to America to attend a sales conference, so I'd like to apply for a business visa.我要去美国参加一个销售会议，所以我想申请一个商务签证。

8.We have much business with Leech Company, so I was invited to the conference.我们和利奇公司有不少生意上的往来，所以我受邀去参加此次会议。

9.It must be a valuable chance to get to know some knowledge frontier as well as the latest teaching skills.这绝对是一次了解学术前沿知识和最先进的教学方法的大好机会。

10.I have heard that the procedures to apply for a business visa are not that easy.听说商务签证的程序还不简单呢。

11.But the procedures to go to another country are very complicated, it's a big headache.但是出国的手续很复杂啊，这是目前我最头疼的一件事了。

12.That means the invitation letter is the basic document I need to have.也就是说我首先需要的最基本的文件就是一封邀请函。

Words and phrases生词与词组

guarantee保证书；担保，抵押品smoothly流畅地，顺利地

Fashion Conversations轻松会话

Conversation 1

A:Mr. Shi, so what's the purpose of your visit to the US?

B:I am taking part in an industrial exhibition to be held in New York.

A:When is the exhibition being held?

B:From August 12th to August 23rd, 2009.

A:And how long do you plan to stay in the US?

B:I intend to stay for about two weeks.

A:Who is financing your trip?

B:My company will cover all my expenses. here is a letter of guarantee.A:石先生，你去美国的目的是什么？

B:我要去参加一个在纽约举行的工业展览会。

A:展览会什么时候举行？

B:2009年8月12至23日。

A:你计划在美国逗留多久？

B:我打算逗留约两周吧！

A:谁来负担你的差旅费？

B:我公司会支付我旅途中的一切费用，这是担保书。

Conversation 2

A:Are you a visa officer?

B:Yes, I am.

A:I'm applying for a visa.

B:Do you have any relatives in America?

A:Yes, my uncle is in America.

B:Where does your uncle reside?

A:his home is in New York.

B:What's your uncle's profession?

A:he is a doctor.

B:please give me your application paper.

A:OK. here you are.

B:We will inform you when we give the result after three days.A:你是签证官吗？

B:是的，我是。

A:我申请一个签证。

B:你在美国有亲戚吗？

A:有，我的叔叔在美国。

B:你叔叔居住在哪儿？

A:他家在纽约。

B:你叔叔的职业是什么？

A:他是一个医生。

B:请把你的申请表给我。

A:好的，给你。

B:3天之后当我们出结果的时候，我会通知你。

Conversation 3

A:So you are invited to go to the US for a business tour.

B:Yes. We have much business with several companies in the US.

A:Are you satisfied with your position in your company?

B:Yes, I worked very hard to get my present position.

A:What's your present salary?

B:About US$800. But this is a lot in China.

A:have you ever thought of settling down in the US?

B:No, never.A:这么说你是受邀去美国做商务旅行了。

B:是的。我们公司与美国好几个公司都有业务往来。

A:你对自己目前在公司的职位满意吗？

B:是的，我很不容易才熬到今天这个职位的。

A:你现在的薪水是多少？

B:大约800美金。不过这在中国已经很多了。

A:你想过要在美国定居吗？

B:从来没有。

Conversation 4

A:I am going to America to attend a sales con- ference, so I'd like to apply for a business visa.

B:OK, do you mind if I ask you a few questions?

A:Not at all, go ahead.

B:OK. First, may I have your name and birth date, please?

A:Sure, I am helena and I was born on April, 27th, 1981.

B:So, you just said you would attend a conference there. Could you please tell me in detail what this conference is about and whether you have got the invitation?

A:Of course. That is an annual sales conference held by Leech Company of America, and we have much business with the company, so I was invited to the conference.

B:When do you prepare to depart?

A:I was planning to leave for America next month.

B:OK, we will make your visa finished as soon as possible.A:我要去美国参加一次销售会议，所以我想申请一个商务签证。

B:好的，您不介意回答我一些问题吧？

A:不介意，您问吧。

B:好的。首先您能告诉我您的姓名和出生年月日吗？

A:我叫海琳娜，出生于1981年4月27号。

B:那么您刚才说要去参加一个会议。您能不能详细说一下这次会议，还有您是否已经收到邀请函？

A:当然可以。这是一个由美国利奇公司举办的销售年会，我们和利奇公司有不少生意上的往来，所以我受邀去参加此次会议。

B:您准备什么时候出发？

A:我是打算下个月出发。

B:好的，我们会尽快办好您的签证。

Conversation 5

A:I have heard that you are going to Singapore for an international educational conference next month, is it true?

B:Yes, if everything goes smoothly.

A:Wonderful. It must be a valuable chance to get to know some knowledge frontier as well as the latest teaching skills. Isn't it marvelous? Congratulations!

B:Thank you. But the procedures to go to another country are very complicated, it's a big headache. I really do not know how to make it. I have heard that the procedures to apply for a business visa are not that easy.

A:Don't worry so much. I went to attend an inter- national meeting last year, and I know there are some requirements to be satisfied if you are applying for a business visa, but it is not that difficult as you have imagined. Firstly you need to have an invitation letter, which is a necessity, because the officer in the visa office will need this to confirm that there are really some proper business reasons for you to go to another country and without any ill intention.

B:OK. I see. That means the invitation letter is the basic document I need to have. Then I will email the organizer of this conference to provide me with an invitation letter.

A:And the Immigration Bureau will ask you to be physically healthy, no criminal record, and no threat to the national security. That means you have to ask the personnel department of our school to provide a certificate to confirm that you do not have any of the problems.

B:OK, this is not difficult.

A:So, we are almost there. It is not that complicated as you imagined, huh?

B:Yes, you are right. Thank you so much. You are really helpful.A:我听说你下个月要去新加坡参加一次国际教育会议，这是真的吗？

B:是的，假如一切都很顺利的话。

A:那真是太好了。这绝对是一次了解学术前沿知识和最先进的教学方法的大好机会。真是太棒了。祝贺你啊！

B:谢谢你。但是出国的手续很复杂啊，这是目前我最头疼的一件事了。我都不知道该怎么办。听说商务签证的程序还不简单呢。

A:你不用太过于担心这个问题。我去年去参加过一次国际会议，我知道要申请商务签证的话是有一些要求应该满足，但并不是像你想象的那么复杂。首先你需要的是一封邀请函，这是必须的东西，因为签证办公室要用你的邀请函来确认你确实有真实的商务原因要进入他国而没有任何的不良意图。

B:好，我明白了，也就是说我首先需要的最基本的文件就是一封邀请函。那么我会给这次会议的主办方发一封电子邮件，要求他们给我发一封邀请函。

A:并且移民局会要求商务考察者身体健康，无刑事犯罪记录，对某国的国家安全不会构成威胁。所以你要到我们学校的人事部门让他们给你出具一份证明来证实你没有以上问题。

B:好的，这个并不难。

A:基本上就是这些了。没有你想象的那么复杂，是不是？

B:是啊，你说得对。真是非常感谢你。你对我帮助很大。

Unit 4

Getting through Customs海关通关

Top Sentences典型例句

1.I'm invited to attend the Fair here for a business talk with ABC Company.我应邀参加这里举办的交易会，与你方ABC公司进行商务洽谈。

2.There is no Customs examination for the invited guests.受邀客人可免海关检查。

3.I have two gold watches and a bottle of whiskey.我有两块金表和一瓶威士忌酒。

4.You can go to the luggage area and get your luggage on the conveyor belt with your luggage claim tag.你可以到行李区，在行李传送带上按行李标签取你的行李。

5.You can change your money at that counter over there.您可以到那边的柜台换钱。

6.passport and Embarkation Card, please.请出示护照和登机牌。

7.Let me take a look at this bag. Can you open it?我来看看这个包，您能打开吗？

8.Almost all are for my friends in the States.几乎所有这些礼物都是送给我美国的朋友们的。

Words and phrases生词与词组

claim认领；声称convey搬运；传达；转让

dutiable应纳关税的，有税的immunization使免除；使免疫

occupation职业；占有tag标签；鞋带

visa签证whiskey威士忌酒

Fashion Conversations轻松会话

Conversation 1

A:I'm invited to attend the Fair here for business talk with ABC Company.

B:how long do you expect to be staying in Canada?

A:Well, a week or two. Anyway I've got a visa for one month.

B:There is no Customs examination for the invited guests. please proceed through the green gate marked "Nothing to Declare".A:我应邀参加这里举办的交易会，与你方ABC公司进行商务洽谈。

B:您计划在加拿大停留多久？

A:嗯，一两个星期。无论如何我的签证为期一个月。

B:受邀客人可免海关检查。请走有"无需报关"的绿色通道。

Conversation 2

A:Excuse me, is this the Customs? I'd like to go through Customs.

B:Yes, Sir. Your passport, please!

A:here you are.

B:Are you an American?

A:No, I am from Australia.

B:What's your occupation?

A:I'm a teacher.

B:Do you have anything to declare?

A:I have two gold watches and a bottle of whiskey.A:劳驾，请问这是海关吗？现在我得经海关检查。

B:是的，先生。请拿出你的护照。

A:给你。

B:你是美国人吗？

A:不是，我是澳大利亚人。

B:你的职业是什么？

A:我是一名教师。

B:你有什么要申报的吗？

A:我有两块金表和一瓶威士忌酒。

Conversation 3

A:Excuse me. how can I get my luggage?

B:You have to go to the Immigration Department first, after that, you can go to the luggage area and get your luggage on the conveyor belt with your luggage claim tag.

A:Thanks.

B:Are you Chinese?

A:Yes, I'm Chinese.

B:Are you on your business trip?

A:No, I'm here to study.

B:Then you're a student, aren't you?

A:Yes, I am.

B:May I see your Immunization Record Book?

A:here it is.A:打扰一下，我怎样才能拿到我的行李？

B:你首先要去移民入境处，然后你就可以到行李区，在行李传送带上按行李标签取你的行李。

A:谢谢。

B:你是中国人？

A:是的，我是中国人。

B:你是来做生意的吗？

A:不，我来这儿读书。

B:你是一个学生，对吗？

A:是的。

B:我可以看看你的免疫证吗？

A:给你。

Conversation 4

A:Good morning, Sir. have you anything to declare?

B:No, they are all personal effects.

A:Are you carrying a camera, a watch or any jewelry?

B:Yes, I have a watch and a camera for personal use. Are they dutiable?

A:No, but you have to write them all down on this form and make sure you don't lose them during your stay in the country. Well, what is this video tape recorder for?

B:It is a gift for my relative.

A:You'll have to pay duty on it.

B:Where can I change money?

A:You can change your money at that counter over there.

B:Thank you.A:早上好，先生！您有什么要报关吗？

B:不，我带的(行李)都是个人用品。

A:您有没有携带照相机、手表或珠宝(首饰)？

B:有，我只带了供个人用的一只手表和一台照相机。它们要不要上税？

A:不用上税，但是您必须把它们填写进这个表格里，并且注意在(我们)这个国家逗留期间不要遗失它们。唔，这台录像机是干什么用的？

B:这是我送给一位亲戚的礼物。

A:这件东西您要交税。

B:在什么地方可以兑换货币？

A:您可以到那边的柜台换钱。

B:谢谢。

Conversation 5

A:passport and Embarkation Card, please.

B:here you are, Sir.

A:Where're you from?

B:I'm from China.

A:Do you have anything to declare?

B:No, nothing.

A:Would you open this suitcase, please?

B:Sure.

A:Let me take a look at this bag. Can you open it?

B:Yes.

A:Is this camera a gift for someone?

B:No, it's my camera for personal use.

A:You have to pay tax for this camera.

B:No, please don't. This is for my personal use.

A:You have a lot of gifts, so you have to pay for the camera.

B:Almost all are for my friends in the States.A:请出示护照和登机牌。

B:先生，给您。

A:您从哪里来？

B:我从中国来。

A:您有什么要申报的吗？

B:没有。

A:请您打开手提箱好吗？

B:当然可以。

A:我来看看这个包，您能打开吗？

B:好的。

A:这台相机是给别人的礼物吗？

B:不，是我自己用的。

A:您得给这台相机上税。

B:请不要这样。这是我个人使用的物品。

A:您已经买了这么多礼物，所以相机必须得上税。

B:几乎所有这些礼物都是送给我美国的朋友们的。

Unit 5

Inspection at Customs海关检查

Top Sentences典型例句

1.please bring your luggage here for inspection.请将行李备妥待查。

2.Will you please show me your declaration form?请出示申报单。

3.One is for personal use and the other is intended to be a gift.一台我自己用，另一台用作礼物。

4.You are required to declare the camera you use too.您也要申报自己使用的那台相机。

5.You're not allowed to bring in agricultural products.农产品是不准携带入境的。

6.please be sure to have your passport and visa ready.请准备好护照和签证。

7.Would you please make a record of all your foreign currencies?请把您所带的外币登记一下，好吗？

8.have you filled in the baggage declaration?行李申请单填好了吗？

9.Do you have anything to declare for Customs?有什么要申报吗？

10. I hope you will enjoy your stay in China.希望您在中国过得愉快。

Words and phrases生词与词组

briefcase (扁平的、柔韧的)公文包confiscate没收，充公，查抄；征用

declaration宣布；宣言，声明entry登录；进入；条目

expedite加快，促进formality正式手续，例行手续

identification辨认；鉴定，证明；视为同一serial连续的

suitcase手提箱；衣箱tobacco烟草，烟草制品；抽烟

toiletries化妆品；盥洗用品

Fashion Conversations轻松会话

Conversation 1

A:Your luggage is all here, isn't it?

B:Yes, a briefcase, a traveling bag and a suitcase.

A:please bring your luggage here for inspection. Will you please show me your declaration form?

B:here you are, officer.

A:Your briefcase is exempted from examination. Will you open this suitcase?

B:Certainly.A:您的行李都在这里，是吗？

B:是的，一个公文包，一个旅行袋，一个手提箱。

A:请将行李备妥待查。请出示申报单。

B:给您，长官。

A:公文包免检。请打开手提箱。

B:当然。

Conversation 2

A:I have two cameras. One is for personal use and the other is intended to be a gift.

B:You are required to declare the camera you use too. Be sure to put down its mark, model and serial number.

A:Yes, I'll do that. But I wonder why so much in detail?

B:You see, it is allowed in only for your personal use during your stay here and you'll have to take it out on leaving. The details help identification, thus expediting both entry and exit formalities.

A:I got it, thank you.A:我带了两台相机。一台我自己用，另一台用作礼物。

B:您也要申报自己使用的那台相机。一定要把商标、型号和系列号都写下。

A:好的，我会那样做的。但为何要如此详细？

B:你知道，这台相机只允许您在此驻留期间自己使用，您离开时还得带出境。这些细节有助于辨认，因此能加速出入境手续。

A:我明白了。谢谢。

Conversation 3

A:Good morning, Sir. May I see your passport?

B:Yes, of course. here you are.

A:Thank you. Do you have any carry-on items?

B:Do you mean the bag? Do you want me to put it on the belt, too?

A:Yes, please. Would you please open this big suit- case?

B:OK. Just a moment. Let me unlock it. There, just some clothes and toiletries.

A:Got it. Do you have anything to declare?

B:You mean tobacco or alcohol? No, I didn't bring any.

A:Any contraband? And fresh food, live plants, or animals?

B:Oh, no, Ma'am. None of that.

A:Thank you. You may lock up your suitcase. here are your passports.

B:Thanks a lot.A:先生，早上好。我可以看一下您的护照吗？

B:当然可以。护照在这儿。

A:谢谢。您还带有其他的随身行李吗？

B:您是说这个包吗？这个包也要放上输送带吗？

A:是的，请放上去。请把这个大行李箱打开。

B:那好。请稍等一下，我把锁打开。请看，只是些衣服和化妆品。

A:明白了。你带有需要申报的物品吗？

B:您是说烟和酒吗？我没有带。

A:有没有任何违禁品？有没有新鲜食品、植物或动物？

B:哦，没有，这些我都没有。

A:谢谢，您可以把行李箱锁上了。护照还给你。

B:非常感谢。

Conversation 4

A:You are Mr. Green from America, aren't you?

B:Yes, I am.

A:Oh, what status are you traveling?

B:I'm on business, and I will attend a meeting in China.

A:how long do you expect to be staying in China?

B:One week.

A:have you finished filling out your declarations?

B:Well, I've filled in those items listed in the form. here you are.

A:have you got anything to declare? Any gifts for people in this country? have you got any spirits or tobacco?

B:I've brought some small gifts for friends, and here is a carton of cigarettes I bought on the plane.

A:One carton of cigarettes is your duty-free allowance. May I have a look at the gifts?

B:Yes... here they are, under here. I have only a few small gifts-the total value is under $100.

A:OK. What's this?

B:A box of fruit. It's a gift.

A:I'm sorry. I'll have to confiscate that. You're not allowed to bring in agricultural products. All right, that's all. Move along, please.A:您是从美国来的格林先生吧？

B:是的。

A:哦，您是以什么身份来旅行的？

B:我是来谈生意，而且我要在中国参加一个会议。

A:您准备在中国待多久？

B:1个星期。

A:您填好申报表了吗？

B:我已经填好申报表的所有栏目。给您。

A:您有什么东西要申报吗？您带礼物给这个国家的人了吗？您带烟酒了吗？

B:我给朋友带了些小礼物，另外还有在飞机上买的一条香烟。

A:一条香烟是可以免税的。我可以看一下您带的礼物吗？

B:行，在这儿，在这下面。只是一些小礼物--总价值不到100美元。

A:好的，这是什么？

B:一箱水果，人家送的。

A:对不起，这个得没收。农产品是不准携带入境的。好了，没事了。请过去吧。

Conversation 5

A:Now we have to go through the Customs.

B:Where do I go through the Customs inspection? Will it take long?

A:It shouldn't take very long. please be sure to have your passport and visa ready.

(At the Customs Checkpoint.)

C:Welcome to China. May I have a look at your Customs declaration?

B:Yes. here they are.

A:You go ahead with the formalities. I'll see to the heavy luggage.

B:That's great. I'll come back right after the formalities.

C:What type of visa have you got?

B:I have a tourist visa.

C:Would you mind opening your suitcase?

B:Not at all. Check it, please.

C:Would you please make a record of all your foreign currencies?

B:OK, I'll do as you say.

C:have you filled in the baggage declaration?

B:No, I really don't know how to go about it.

C:Do you have anything to declare for Customs?

B:No, I have nothing to declare.

C:how long are you going to stay here?

B:About one month. I'm just sightseeing.

C:have you anything dutiable?

B:No. these are only personal effects. Is that all for Customs formalities?

C:Yes, you are through with it. I hope you will enjoy your stay in China.A:现在我们要办理通关手续。

B:海关检查在哪儿办？时间长吗？

A:不会很长。请准备好护照和签证。

(在海关检查处)

C:欢迎您到中国来。我可以看一下您的入境申请报表吗？

B:好的。都在这儿。

A:您先去办手续，我来帮您照看大件行李。

B:那太好了。手续办完后，我就回来。

C:您持的是哪种签证？

B:旅游签证。

C:请把您的箱子打开，好吗？

B:好的，请检查。

C:请把您所带的外币登记一下，好吗？

B:好的，我将照办。

C:行李申报单填好了吗？

B:没有。我真不知道如何填。

C:有什么要申报吗？

B:没有，我没有什么要申报的。

C:您将在这里待多久？

B:大约一个月。我只是观光旅游。

C:您有应缴税的东西吗？

B:没有，这些只是私人用品。海关检查就这些了吗？

C:是的，检查完毕。希望您在中国过得愉快。

Unit 6

International Revenue国际税收

Top Sentences典型例句

1.I have something to inquire about the income tax.我想咨询一些关于个人所得税的问题。

2.You will be subject to individual income tax on your income from China only.你只需要缴纳你在中国所取得的那部分收入的个人所得税。

3.My company is a foreign investment group, and I would like to make tax registration.我们是一家外国投资集团公司，我们要进行税务登记。

4.I will see which departments you will have to go according to your engaging fields.根据你们从事的领域，我就能判断你们该去哪些部门办手续了。

5.From today's lecture, I have an entirely new under- standing about the International Taxation.从今天的课上我对国际税收这个概念有了一个全新的认识。

6.We will cooperate with you and provide true materials.我们会竭诚合作并提供真实可信的材料。

7.Could you please hand in complete accounting books and other materials?请出具完整的账簿还有其他材料好吗？

8.Why should my company register with two tax authorities at the same time?为什么我们公司要同时在两个局登记？

9.The biggest difference is that two tax authorities administer different kinds of tax.最大的区别就是两个局负责的税种不同。

10.About 30 days after we received the above prescribed documents.大约在我们收到上述指定的资料后30天内。

Words and phrases生词与词组

authority官方；权威certificate证明书；执照

enterprise企事业单位；公司globalization全球化，全球性

investment投资prescribe规定；指定

sales representative商品经销代理；营业代表sovereignty主权；主权国家

tax registration税务登记tax税，税款，税金

Fashion Conversations轻松会话

Conversation 1

A:This is Foreign Tax Bureau. What can I do for you?

B:This is Tom Blake and I am from England. I have something to inquire about the income tax.

A:Sure, go ahead.

B:here's the thing, I am a sales representative in China and my company is based in England. Should I pay individual income tax on my income in England?

A:Well, it depends.

B:On what?

A:It depends on how many years you have been in China.

B:Well, I have been in China for only six months.

A:lf this is the case, you will be subject to individual income tax on your income from China only.

B:OK, I get it. Thank you so much. Bye-bye.

A:You are quite welcome. Bye.A:你好，这里是国际税务所。请问有什么可以帮忙的吗？

B:我是来自英格兰的汤姆·布莱克，我想咨询一些关于个人所得税的问题。

A:好的，请说。

B:事情是这样的，我是我们公司在中国的销售代表，我们公司总部设在英格兰。那么请问一下我需要在英格兰缴纳个人所得税吗？

A:这得根据不同情况而定。

B:那么是根据什么情况呢？

A:是根据你在中国居住的时间的长短而定的。

B:我刚刚到中国6个月。

A:如果是这样的话，那么你只需要缴纳你在中国所取得的那部分收入的个人所得税。

B:我明白了，非常感谢您的帮助，再见。

A:很高兴为您效劳，再见。

Conversation 2

A:My company is a foreign investment group, and I would like to make tax registration.

B:No problem. Could you please pass me your business license?

A:Sure, here it is.

B:First I have a question: In what field or fields is your company engaged?

A:Our enterprise is engaged in advertising field. Does that matter?

B:Of course. I will see which departments you will have to go according to your engaging fields.

A:I get it. What am I going to do now?

B:please fill out this Registration Form over there, the green one.

(5 minutes later)

A:Excuse me, I have done with the form. What should I do next?

B:Go to the next window with this registration form and the staff members there will tell you what other materials you will have to hand in.

A:OK, thank you. By the way, how much fee should I pay for the registration?

B:It's free of charge.A:我们是一家外国投资集团公司，我们要进行税务登记。

B:没问题。请您出示一下营业执照。

A:好的，请看。

B:首先请回答我一个问题：贵公司是从事哪些领域的？

A:我们公司是从事广告方面的业务的。这和税务登记有什么关系吗？

B:当然了，根据你们从事的领域，我就能判断你们该去哪些部门办手续了。

A:我明白了。那么我现在该做什么？

B:请填写一下那边的表格，那个绿色的。

(5分钟后)

A:打扰一下，我已经填写完这份表格了。接下来我要怎么做呢？

B:带着这份表格到下一个窗，那里的工作人员会告诉你还需要提供哪些材料。

A:好的，非常感谢。对了，顺便问一下，税务登记需要交多少钱？

B:是免费的。

Conversation 3

A:This is really a vivid and interesting lecture, isn't it?

B:Definitely. professor Zhao is one of the best teachers in the Department of Economic Management. We are very lucky to be her class. From her lecture we can learn a lot of useful knowledge.

A:Absolutely. From today's lecture, I have an entirely new understanding about the International Taxation. I quite agree with professor Zhao on the point that International Taxation involves not only national sovereignty and taxation rights and interests of the nations, but also has influence on the international flow of the agent of production and the development of international economy. Therefore, it is an essential part of international economic relations, and even international political relations.

B:On the contrary, I have some reservations on this point. I do not think International Taxation has anything to do with the political relations. They belong to completely different fields. how can these two be mixed up?

A:Don't you know that politics is determined by economy which we learnt from philosophy in high school?

B:Of course I know the theory. But I do not see in the real life. It's just a theory to me. As the definition of International Taxation says, it just refers to the tax distributing relationship among countries when two or more countries are exercising their rights to collect tax from the international tax payers. It just displays the economic relationship between countries: it has little connection with the politics.

A:I don't think so. As the development of the world, globalization is the key word nowadays. Every- thing or everybody has a connection with others. No one dares to say that there is one thing or one person that is isolated in the world. Economics and politics are connected especially tight.

B:Well, I have a suggestion. We both write an essay on this topic and next lecture let's give our essays to professor Zhao and see whether your theory or my theory is more reasonable. What do you think?

A:All right. Deal.A:这节课真是既生动又有趣，是不是啊？

B:肯定的。赵老师是经济管理系最好的老师之一。我们能上她的课真是很幸运啊。从她的课上我们能学到好多有用的知识。

A:绝对是这样的。从今天的课上我对国际税收这个概念有了一个全新的认识。我特别同意赵老师讲的那一点，她说国际税收既涉及一国的国家主权和税收权益，又影响到生产要素的国际流动和国际经济的发展。因此它是国际经济关系，甚至是国际政治关系的重要组成部分。

B:我和你恰恰相反，我对那一点有保留意见。我不认为国际税收和国际政治之间有什么联系。它们分属完全不同的领域，两者怎么能够相提并论呢？

A:你难道不记得我们中学时学过的哲学知识了吗？经济基础决定上层建筑。

B:我当然知道这个理论。但是在现实生活中我并没有理解这个理论。它对于我来说就是一条理论而已。正如国际税收的定义所说，国际税收是指两个或两个以上的国家，在对跨国纳税人行使各自的征税权力的过程中，所发生的国家与国家之间的税收分配关系。它只是体现了国家之间的经济关系，和政治毫无关联。

A:我不这样认为。随着世界的发展，全球化这个词已经成了一个核心词汇。每一件事或者每一个人都和其他事物或其他人联系着。没有人敢说有哪件事或哪个人是孤立于这个世界的。经济和政治的联系尤为紧密。

B:嗯，我有个主意。我们各自写一篇关于这个话题的文章，下节课交给赵教授，让她评判一下我们两个的理论究竟谁的更合理一些。你认为怎么样？

A:好的，就这么说定了。

Conversation 4

A:Good morning, we are from Department of Tax Bureau. We would like to ask you something about the tax payment of your company.

B:We will cooperate with you and provide true materials.

A:Could you please hand in complete accounting books and other materials?

B:Of course, wait a minute, please. here you are.

A:We will take these materials back to make detailed inspection if you don't mind, and we will turn that back three days from now on.

B:OK.

(Three days later.)

A:We have done inspection, and here is the result. If there is no discrepancy, please sign at the bottom of the form.

B:I think the punishment fee is a little bit high. What should we do?

A:If so, you could ask for hearing testimony, apply for reexamination or bring suit against the tax authority.

B:What are these?

A:These are your rights. When you think the punishment fee is high, you can apply for hearing testimony within three days. The tax authority will listen to your report.

B:What about the reexamination?

A:You can report your case to the superior tax authority to reexamine. Its scope includes the arguments of the tax payment and the punishment. Or you can just bring a suit against the tax authority directly.

B:OK, thanks.A:早上好，我们是税务稽查局的工作人员。今天到贵公司是想了解一下贵公司的缴税情况。

B:我们会竭诚合作并提供真实可信的材料。

A:请出具完整的账簿还有其他材料好吗？

B:当然，请稍等，给您。

A:假如你们不介意的话，我们要把这些材料带回去做详细的调查。3天之后会把材料送回来。

B:好的。

(3天后。)

A:我们已经检查完毕，结果在这里。假如没有什么问题的话，请在表格的下方签字。

B:我认为这罚金有点高，该怎么办？

A:假如是这样的话，你们可以选择听证、复议和诉讼。

B:这些是什么？

A:这些都是你们的权利。当你们觉得罚金高的时候，贵公司可以在3天之内申请听证。税务机关将会听取贵公司的报告。

B:那么复议呢？

A:你可以向上一级税务机关报告你们的情况要求复议，其范围包括纳税争议和处罚争议。或者贵公司可以直接提出诉讼。

B:好的，谢谢。

Conversation 5

A:hello, my company is a foreign investment enter- prise. We are permitted to engage in the development of real estate and the sale of constructive material. Could you tell me how to register with the tax authority?

B:I'd like to do it. According to what you said, your businesses are subject to different kinds of tax, such as business tax and value added tax. So you should register with both the national and regional tax authorities respectively.

A:What is the difference between the two authorities? Why should my company register with two tax authorities at the same time?

B:The biggest difference is that two tax authorities administer different kinds of tax.

A:I see. What is the time requirement for the tax registration?

B:The tax registration is due within 30 days after you have received business certificate.

A:What should we do in the process of registration?

B:To get and fill in the application form, and present the prescribed materials according to different kind of enterprise.

A:Is the copy all right?

B:Yes, it is.

A:how long will my company receive the certificate of the registration?

B:About 30 days after we received the above pre- scribed documents. As soon as your application is approved, I will personally notify you.

A:What is the charge of the registration?

B:40 yuan.

A:By the way, could you tell me your telephone number and working hours?

B:Our telephone number is 64063331. The working hours are from 8:30 to 11:30 and from 1:30 to 5:00.

A:Thank you!

B:You are welcome!A:您好，我们公司是一家外企。我们被批准从事房地产开发，兼营建材销售。请问如何办理税务登记？

B:愿为您效劳。根据你所说的，你公司涉及营业税和增值税等不同税种的业务，所以需分别到地税局和国税局申请登记。

A:这两个局有什么区别吗？为什么我们公司要同时在两个局登记？

B:最大的区别就是两个局负责的税种不同。

A:我明白了。税务登记在时间上有什么要求吗？

B:在领取营业执照后30日内提出申请。

A:需要什么手续？

B:领取并填写申请表。此外，根据不同的企业类型提交不同的资料。

A:复印件可以吗？

B:可以。

A:多长时间能够办完登记？

B:大约在我们收到上述指定的资料后30天内。你的申请一经批准，我就会通知您。

A:费用是多少？

B:40元。

A:顺便问一下你们的工作电话和登记时间。

B:我们的电话号码是64063331，登记时间为上午8:30到11:30，下午1:30到5:00。

A:谢谢！

B:不客气！

Unit 7

Departing and Entering a Country

出境入境

Top Sentences典型例句

1.how long are you going to stay in New York?你打算在纽约停留多长时间？

2.What is the purpose of your visit?您此行的目的是什么？

3.please fill in this disembarkation card.请你填写这张入境卡。

4.May I see your entry card and passport, please?请让我看一下你的入境卡和护照，好吗？

5.Do you have a return ticket to hong Kong?你是否有回香港的返程机票？

6.how much money do you have with you?你随身携带多少现金？

7.I am planning to stay at the Loyal hotel.我计划住在皇家酒店。

8.hope you have a nice stay in Britain.祝您在英国旅途愉快。

Words and phrases生词与词组

baggage行李Cambridge剑桥(英国城市，剑桥大学所在地)

claim要求；要求权；主张disembarkation起岸，登陆

nationality国籍；国家

Fashion Conversations轻松会话

Conversation 1

A:how long are you going to stay in New York?

B:I will stay for two weeks.

A:What is the purpose of your visit?

B:Just for sightseeing.

A:please fill in this disembarkation card.

B:OK.

A:Thank you. have a good time.A:你打算在纽约停留多长时间？

B:我会停留两个星期。

A:您此行的目的是什么？

B:只是为了旅行。

A:请你填写这张入境卡。

B:好的。

A:谢谢你。祝你玩得开心。

Conversation 2

A:May I see your entry card and passport, please?

B:Certainly. here you are.

A:What's the purpose of your visit?

B:To attend an international conference.

A:I see. how long are you going to stay?

B:For about two weeks.

A:Good. That'll be all, thank you.A:请让我看一下你的入境卡和护照，好吗？

B:当然。给你。

A:你来访的目的是什么？

B:参加一个国际会议。

A:我知道了。你准备待多久呢？

B:大约两星期。

A:好。就这样，谢谢你。

Conversation 3

A:May I see your passport, please?

B:here is my passport. here it is.

A:Where are you staying?

B:I will stay at Boston hotel.

A:What's the purpose of your visit?

B:Sightseeing.

A:Do you have a return ticket to hong Kong?

B:Yes, here it is.

A:how long will you be staying in the United States?

B:Six days.

A:how much money do you have with you?

B:I have 750 dollars.

A:Good. have a nice day.

B:Thank you. A:麻烦请给我您的护照。

B:这是我的护照。给你。

A:您将住在哪儿？

B:我将住在波士顿酒店。

A:旅行的目的是什么？

B:观光。

A:您是否有回香港的返程机票？

B:有的，这就是返程机票。

A:您预计在美国停留多久？

B:6天。

A:你随身携带多少现金？

B:750美元。

A:好的。祝您玩得愉快。

B:谢谢。

Conversation 4

A:Where is the passport Control Office?

B:Over there.

(At the passport Control Office)

C:Let me see your passport and visa, please.

A:Certainly. here you are.

C:What's your nationality?

A:The people's Republic of China.

C:how long are you going to stay here?

A:I am staying for about one week.

C:What is the purpose of your visit?

A:I've come for sightseeing.

C:Where are you going to stay in New York?

A:I am planning to stay at the Loyal hotel. A:验护照处在哪儿？

B:那边。

(在验护照处)

C:请让我看看您的护照和签证。

A:当然。这就是。

C:您的国籍是什么？

A:中华人民共和国。

C:您要在这儿停留多久？

A:我要停留大概一周。

C:您来访的目的是什么？

A:我是来观光旅游的。

C:您在纽约要住在哪里？

A:我计划住在皇家酒店。

Conversation 5

(A foreigner goes to Britain. he is at the Customs.)

A:Welcome to Britain. May I see your passport papers, please?

B:Sure, here you are.

A:Thank you. how long do you plan to be here?

B:About six mouths.

A:Where will you be staying?

B:Mostly in Birmingham, but of course I'll visit some other places, such as London, Oxford and Cambridge.

A:Fine, now I have to check your luggage.

B:OK, I have two suitcases.

A:What do you have in them?

B:Nothing but personal belongings.

A:All right. hope you have a nice stay in Britain.

B:Thank you.

A:You're welcome.(一个外国人到了英国。在海关接受检查准备入境。)

A:欢迎来到英国。请出示您的护照。

B:好的，给。

A:谢谢。您打算在英国停留多长时间？

B:大约6个月。

A:您将住在哪里？

B:基本是在伯明翰，当然了，我还会拜访一下其他地方，如伦敦、牛津和剑桥等。

A:好的，现在我必须检查一下您的箱子。

B:没问题，我有两个箱子。

A:里面是什么？

B:就是一些个人物品。

A:好了。祝您在英国旅途愉快。

B:谢谢。

A:不客气。


part 3

Foreign Trade procedures

外贸业务流程

Unit 1

Establishing Relationships建立关系

Top Sentences典型例句

1.I understand this is your first visit to our company.这好像是您第一次来我们公司访问。

2.I think you must have some idea of our company. We've been importing arts and crafts for many years.我想您对我们公司一定有所了解。我公司进口工艺品已有多年。

3.I'll give you an idea of what business I want to take up with you.我想告诉您一个可以和贵公司成交生意的构想。

4.I must say the products in Shanghai have improved very much in the past ten years.我得承认上海的产品这10年来进步了很多。

5.I've arranged it at ten o'clock tomorrow morning.我已经把会议安排在明天早上10点钟。

6.I found some of the exhibits fine in quality and beautiful in design.我发现一些展品的质量不错，图案也漂亮。

7.I have a feeling that we can do a lot of trade in this line.我感觉我们能在这方面做很多交易。

8.I hope a lot of business will be put through between us.我希望我们能开展很多业务。

Words and phrases生词与词组

automatics自动控制，自动操作badminton羽毛球

craft工匠；手艺精巧的人integrity正直，诚实；完整

manual手册；指南pamphlet小册子

racket球拍，喧闹纷乱semiautomatic半自动的

Fashion Conversations轻松会话

Conversation 1

A:I understand this is your first visit to our company.

B:Yes, and my first visit to your country. I've wanted to visit China for a long time and now I'm lucky to have the chance to do so.

A:I'm glad to hear that.

B:I think you must have some idea of our company. We've been importing arts and crafts for many years. The purpose of my coming here is to do business with you.

A:I can assure you of our best intentions and closest cooperation. We're always willing to develop trade with friends from all over the world. A:这好像是您第一次来我们公司访问。

B:是的，也是第一次来你们国家。我一直想亲眼看看中国，现在我很幸运有了这么一次机会。

A:您这么说，我感到很高兴。

B:我想您对我们公司一定有所了解。我公司进口工艺品已有多年。我这次来是想和你们开展业务往来。

A:请放心，我们一定会竭尽全力密切合作的。我们一向愿意和世界各国朋友开展贸易往来。

Conversation 2

A:Miss Zhang, well, to come to the point, I'll give you an idea of what business I want to take up with you.

B:Now, please go into detail.

A:Our speciality in Italy is wholesale supplying of screws, bolts, nuts, pins, studs and that sort of thing.

B:Wood or metal ones?

A:Both. Now, do you make machines for producing such things?

B:Yes. We make automatic, semiautomatic and manual ones.

A:We want automatics. Where can I see some of your machines so that I can get a better idea of what you supply?

B:We have an exhibition hall not far away from here. Are you free now, Mr. Jack?

A:Yes, quite free until noon.

B:Good. Then, shall we go right away? I have a car outside.

A:That's splendid. Just let me get my things together. I won't keep you long.A:张小姐，嗯，言归正传，我想告诉您一个可以和贵公司成交生意的构想。

B:愿闻其详。

A:我们在意大利是专营批发的，供应的商品有螺钉、螺栓、螺帽、别针、饰钉等诸如此类的东西。

B:是木制的，还是金属制的？

A:两种都有，现在你们有生产此类东西的机器吗？

B:有的，有自动式、半自动式和手工式的。

A:我们要自动式的。我在哪儿能参观到贵公司的机器呢？这样我们对你方供应的产品才能有较清楚的概念。

B:离这不远的地方我们有一个展厅，杰克先生，您现在有空吗？

A:有空，中午以前都有空。

B:那好，我们马上去，好吗？我有辆车子在外面。

A:太好了。让我整理一下东西，不会让您久等的。

Conversation 3

A:I'm happy to have this chance to meet with you, Mr. Yang. I'm in Shanghai looking for possible suppliers.

B:I see. Well, it's very nice to meet you. how is your visit to Shanghai been so far?

A:I must say the products in Shanghai have improved very much in the past ten years. You've really been keeping an eye on quality.

B:Yes. At our company, quality control is very important. We must keep customers happy.

A:Your products are getting a solid reputation for having top of the line products. Could you tell me a little about your company's background?

B:Sure. We've been in business for about five years now. We started by making safety equipment for many sports, and then branched out into other sports products.

A:What are some of the other sports products you're making?

B:Nets for tennis and badminton, and also rackets and balls for many different sports. Are you looking for anything in particular?

A:We're particularly interested in your line of rackets.

B:Let me give you this information to look over. here are our catalogues, brochures, price lists, and a few magazine articles complimenting our products.

A:Thank you very much. I'll read these, but I'd like to get in touch with my office in the States first.

B:Fine.A:杨先生，非常高兴能有机会认识您。我此次来上海是想寻找有可能合作的供应商。

B:我知道，我也很高兴认识您。目前您对上海的印象如何？

A:我得承认上海的产品这10年来进步了很多。你们在质量上的确下了工夫！

B:是的。在我们公司，质量管理非常重要，我们必须让顾客满意。

A:贵公司的产品质量上乘，而且赢得了很好的信誉。能否请您简短地谈一下贵公司的背景？

B:当然。我们创业至今有5年的历史。我们是以做运动产品的安全器材起家的，后来逐渐扩展到其他的运动产品。

A:你们现在还生产哪些其他的运动产品？

B:有网球和羽毛球用的网以及球拍系列和各类运动用球。您有特别需要的某项产品吗？

A:我们对贵公司的球拍系列特别感兴趣。

B:这些资料供您参考，有目录、小册子、价目表和一些称赞我们产品的杂志文章。

A:非常感激。我会看的，不过我要先同美国总部联系一下。

B:好的。

Conversation 4

A:Welcome to our company. My name is Jeff Kim. I'm in charge of the Export Department. Let me give you my business card.

B:I'll give you mine too.

A:how was your flight?

B:Not bad, but I'm a little tired.

A:here's your schedule. After this meeting, we will visit the factory and have another meeting with the production Manager. And you will have dinner with our director.

B:Could you arrange a meeting with your boss?

A:Of course, I've arranged it at ten o'clock tomorrow morning.

B:Well, shall we get down to business?

A:Sure, did you receive the sample we sent last week?

B:Yes, we finished the evaluation of it. If the price is acceptable we would like to order it.

A:I'm very glad to hear that.

B:What's your best price for that item?

A:The unit price is $12.50.

B:I think the price is a little high. Can't you reduce it?

A:I'm afraid we can't. $12.50 is our rock bottom price. If you purchase more than 10,000 units, we can reduce it to $12.

B:Well, I'll accept the price and place an initial order of 10,000 units.

A:Very good. It's been a pleasure to do business with you, Mrs. Smith.

B:The pleasure is ours. Can you deliver the goods by March 31st?

A:Of course.A:欢迎到我们公司来。我叫金·哲夫，负责出口部。这是我的名片。

B:这是我的名片。

A:您的航行顺利吗？

B:还行，不过我有点累。

A:这是您的日程安排。开完会后，我们去参观工厂，然后再跟生产部经理开个会。晚上您将和我们主任共进晚餐。

B:您能安排我跟你们老板开个会吗？

A:当然可以，我已经把会议安排在明天早上10点钟。

B:好的，那我们开始谈正事吧。

A:行，您有没有收到我们上周寄给您的样品？

B:收到了，我们已进行了评估。如果价格合适，我们现在就想订货。

A:听你这么说我真高兴。

B:这种货你们最低价是多少？

A:单价是12.50美元。

B:我觉得这个价高了点，能减一点吗？

A:恐怕不行，12.50美元是我们的底价。如果您订货超过10000件，我们可以减到12美元。

B:行，我接受这个价格，第一批订1万件。

A:太好了。史密斯太太，跟您做生意真是我的荣幸。

B:是我们的荣幸才对。你们能在3月31日前发货吗？

A:当然行。

Conversation 5

A:Good morning. My name is Smith. I'm from Australia. here is my card.

B:Thank you. I'm pleased to meet you, Mr. Smith. My name is Zhang Ling, the representative of Suzhou Textiles Import and Export Corporation.

A:pleased to meet you too, Ms. Zhang. I travel a lot every year on business, but this is my first visit to your country. I must say I have been much impressed by your friendly people.

B:Thank you for your saying so. have you seen the exhibition halls? On display are most of our products, such as silks, woolen knitwear, cotton piece goods, and garments.

A:Oh, yes, I had a look yesterday. I found some of the exhibits fine in quality and beautiful in design. The exhibition has successfully displayed to me what your corporation handles. I've gone over the catalogue and the pamphlets enclosed in your last letter. I have got some ideas of your exports. I'm interested in your silk blouses.

B:Our silks are known for the good quality. They are one of our traditional exports. Silk blouses are brightly colored and beautifully designed. They've met with great favor overseas and are always in great demand.

A:Some of them are of the latest style. Now I have a feeling that we can do a lot of trade in this line. We wish to establish relations with you.

B:Your desire coincides with ours.

A:Concerning our financial position, credit standing and trade reputation, you may refer to our bank, or to our local chamber of commerce or inquiry agencies.

B:Thank you for your information. As you know, our corporation is a state-operated one. We always trade with foreign countries on the basis of equality and mutual benefit. Establishing business relations between us will be good to our mutual benefit. I have no doubt that it will bring about benefit between us.

A:That sounds interesting. I'll send a telex home. As soon as I receive the definite answer, I'll give you a specific enquiry.

B:We'll then make an offer the soonest possible. I hope a lot of business will be put through between us.

A:So do I.A:上午好，我叫史密斯，从澳大利亚来。这是我的名片。

B:谢谢，很高兴认识您，史密斯先生。我叫张玲，苏州纺织品进出口公司的代表。

A:很高兴认识您，张女士。我每年经常出差，不过到贵国还是第一次。我得说贵国友好的人民给我留下了深刻的印象。

B:谢谢您这么说。您到展厅看过了吗？参展的是我们的大部分产品，像丝绸、羊毛织品、棉制品和其他衣服。

A:哦，不错，我昨天看了一下。我发现一些展品的质量不错，图案也漂亮。展览足以让我了解贵公司的产品。我已经看了您上封信中夹寄的目录和说明书。我对贵公司的出口产品有了一些了解。我对丝绸女衫很感兴趣。

B:我们的丝绸以质量好而出名，它是我们传统的出口商品之一。丝绸女衫颜色明艳、图案漂亮，深受海外朋友喜欢，需求量一直很大。

A:其中有一些是最新款式。我感觉我们能在这方面做很多交易。我们想同贵方建立联系。

B:您的愿望同我们的一样。

A:关于我方的财政状况、信用地位和贸易声誉，您可以向我方开户银行、我们的地方商会或咨询机构垂询。

B:谢谢您提供的信息。您知道，我们是国有公司，我们一直在平等互利的基础上和外国开展贸易。双方建立业务关系是互利的，我相信这会给我们双方带来利益。

A:听起来不错。我会发一份电传回去。我一收到明确的指示就会给您具体的答复。

B:那时我们会尽快报价。我希望我们能开展很多业务。

A:我也希望如此。

Unit 2

Inquiry询盘

Top Sentences典型例句

1.I'll look into your requirements first and let you know our firm offer tomorrow.我把询价单研究一下，明天报实盘给您。

2.Do you have specific requirements for the delivery time?您对发货时间有具体要求吗？

3.Do you want me to contact you as soon as it is available?要不要在有货的时候通知您？

4.The competition has become pretty keen. You must be able to compete with rival firms.竞争已经变得相当激烈。您必须能够与您的对手公司相竞争。

5.how long will you leave your offer valid on the table?您的报价多长时间有效？

6.Would you let us know what quantity you require so as to enable us to work out the offers?请告诉我们贵方需要的数量，以便我们报价。

7.All the prices in the sheets are subject to our final confirmation.单子上所有的价格均以我方最后确认为准。

8.If your price is reasonable and I can get the commi- ssion I want, we can place an order immediately.如果贵方价格合理并且我能得到所要的佣金，我们马上就订货。

9.But everybody in the computer trade knows that our machines are of top quality.但计算机业内的所有人都知道我们的机器质量上乘。

10.hope to see you tomorrow to discuss it in detail.希望明天再与您详谈。

Words and phrases生词与词组

detail细节，详情ensure保证，担保

indication指出，指示inquiry质询，调查

quote引用，引证rival竞争者，对手

specification 规格，说明书；规范

Fashion Conversations轻松会话

Conversation 1

A:Which items are you interested in?

B:We have a great interest in item No. 8. Its colors are eye-pleasing. how about the supply?

A:Generally speaking, we can supply from stock.

B:here's our inquiry list. please quote us your lowest price, CIF San Francisco.

A:I'll look into your requirements first and let you know our firm offer tomorrow. You'll surely find our price very favorable.

B:I hope so. By the way, can you give me the time of delivery?

A:Yes. Do you have specific requirements for the delivery time?

B:I need a shipment in June. I hope you can send the goods in time.

A:We can ensure that.A:您对哪种产品感兴趣？

B:我们对8号产品极有兴趣。这货物颜色诱人。供应情况如何？

A:一般说来，我们能供应现货。

B:这是我们的询价单。请给我们报旧金山到岸价的最低价。

A:我把询价单研究一下，明天报实盘给您。您会发现我们的价格非常优惠的。

B:希望如此。顺便问一下，能告诉我发货时间吗？

A:能。您对发货时间有具体要求吗？

B:我需要6月交货。希望你们按期送货。

A:我们保证做到。

Conversation 2

A:Mr. Li, we're in urgent need of 100 cases of black tea. Can you supply from stock? If so, please quote your lowest price.

B:Thank you for your inquiry. But I'm sorry we're not able to meet your needs this time. We don't have stock available at the moment. Do you want me to contact you as soon as it is available?

A:Yes, please. As a matter of fact, we are frequently in the market for black tea.

B:Well, I hope we can establish a long-term business relationship.

A:I hope so, too.

B:We'll notify you when it is back in stock.

A:Thank you very much.A:李先生，我们急需订购100箱红茶。请问贵方能现货供应吗？如果可以，请报出最低价。

B:谢谢您的询价。但是很遗憾，这次不能满足您的需要。目前我们无货供应。要不要在有货的时候通知您？

A:当然需要啦。其实我们经常需要订购红茶。

B:嗯，我希望我们能建立长期的业务关系。

A:我也希望如此。

B:一旦有货我们就会通知你。

A:谢谢你。

Conversation 3

A:We're quite interested in your down coats. how about the supply position?

B:For most of the articles in the catalog, we have an ample supply.

A:What about the price? The competition has become pretty keen. You must be able to compete with rival firms.

B:You'll find our prices are very favorable and very competitive.

A:Do you quote FOB or CIF?

B:We usually quote on an FOB basis.

A:Would you give me an offer for Item No. 157?

B:here's the price list, but the price's subject to our final confirmation.

A:how long will you leave your offer valid on the table?

B:It'll remain firm until next Monday.

A:We want to find out if article No. 15 is available.

B:As far as this item is concerned, the supply cannot meet the demand. We'll keep your order on file. When the next supply comes in, we'll get in touch with you.A:我们对你们的羽绒服很感兴趣。请问供应情况如何？

B:对于目录中的大多数产品，我们都有充足的货源。

A:价格如何？竞争已经变得相当激烈。您必须能够与您的对手公司相竞争。

B:您会发现我们的价格很优惠、很有竞争力。

A:你们报船上交货价还是最后到岸价？

B:我们一般报船上交货价。

A:您能给出15号物品的报价吗？

B:这是价格单，但最终价格取决于我们的最终确认。

A:您的报价多长时间有效？

B:下周一前不变。

A:我们想知道15号产品是否还有现货。

B:就这种产品而言，供不应求。我们会为您的订单做好记录。当下批货来的时候，我们会和您联系的。

Conversation 4

A:Good Morning. My name is henry Jones. I'm very interested in your bedcover. I have seen your exhibits and catalogues. They are attractive. here is a list of requirements. I'd like to have your lowest quotations, CIF Barcelona, Spain.

B:Thank you for your inquiry, Mr. Jones. Would you let us know what quantity you require so as to enable us to work out the offers?

A:OK, I will do that. Could you give me an indication of the price?

B:here are our latest FOB price sheets. All the prices in the sheets are subject to our final confirmation.

A:For how long does your quotation price remain open?

B:It's open for three days. When can you decide the size of your order?

A:That will depend on your price. If your price is reasonable and I can get the commission I want, we can place an order immediately.

B:In principle, we don't allow any commission. But if your order is large, we will take it into consideration. From the price sheets, you will find our prices are very competitive. You know, the prices of materials have gone up sharply. But the prices of our products haven't changed much.

A:I'm very pleased to hear that. how long will it take you to deliver the goods?

B:Usually we deliver the goods within 3 months after receiving the covering letters of credit.

A:Good. I can't make the decision by myself. I will call my head office in New York and consider the price carefully. I will come back to you tomorrow, all right?

B:Right. See you tomorrow.A:早上好。我叫亨利·琼斯。我对你们的床罩特别感兴趣。我看了你们的展品及商品目录，非常漂亮。这是询价单，希望你们能报西班牙巴塞罗那最低到岸价。

B:谢谢您的询价，琼斯先生。请告诉我们贵方需要的数量，以便我们报价。

A:好吧，我会的。您能否给我个参考价？

B:这是我们最近的船上交货价格单，单子上所有的价格均以我方最后确认为准。

A:贵方报价有效期是多久？

B:有效期为3天。您何时能决定订购数量？

A:那就看贵方价格了。如果贵方价格合理，并且我能得到所要的佣金，我们马上就订货。

B:原则上，我们不给佣金。但如果订货量大，我们会考虑的。从价格单上您会发现我们的价格非常有竞争力。您知道，原材料的价格上升幅度很大，但我们的产品的价格没变化多少。

A:听到这我很高兴。你们多长时间才能交货？

B:一般说来，在收到有关信用证后3个月内可以交货。

A:好。我自己不能决定。我将给纽约总部打电话并认真考虑一下这个价格。我明天再来，行吗？

B:可以，明天见。

Conversation 5

A:Good morning, Mr. Robinson. how good to see you again! how's everything going?

B:Fine, thanks. how's everything with you?

A:Good, thank you. Now we would like to order three 32-bit computer systems, but we are not sure which model we want.

B:I've brought a series of catalogues on our latest models with me. All of them meet your requirements.

A:This is the one we're interested in. Could you give us some idea about your prices?

B:here are our price lists. The quotations are all in US dollars net FOB. I'm sure you'll find our prices most favorable.

A:I must tell you that your prices are higher than some of the quotations we have received from elsewhere.

B:But everybody in the computer trade knows that our machines are of top quality.

A:They are of the best quality, but we simply can't order them at this price.

B:Well, considering your quantity, we would reduce our price by 2%.

A:Could you tell me the terms of payment?

B:We hope you will accept D/A payment terms.

A:Thank you, Mr. Robinson. hope to see you tomorrow to discuss it in detail.

B:Thank you for your inquiry. See you again.A:早上好，罗宾逊先生。再次见到您很高兴！一切都好吗？

B:很好，谢谢。您一切都好吗？

A:很好，谢谢。现在我们需要订3台32位计算机系统，但不确定要哪种型号的。

B:我带来了我们最新机型的样本目录，都符合你们的需要。

A:我们对这种比较感兴趣，能否告知你们的价格情况？

B:这是我们的价目单，报价为美元离岸价。您一定会发现我们的价格是最优惠的。

A:我必须告诉您，你们的价格比别处的一些报价都高。

B:但计算机业内的所有人都知道我们的机器质量上乘。

A:质量很好，但我们不能以此价格订货。

B:好吧，鉴于你们所订的数量，我们愿降价2%。

A:你能否告诉我付款条件？

B:我们希望你们接受承兑交单付款条件。

A:谢谢，罗宾逊先生。希望明天再与您详谈。

B:感谢您的询盘。再见。

Unit 3

Offer发盘

Top Sentences典型例句

1.If you inquire specifically, we can give you firm offers.如果你有具体询盘，我们可以报实盘。

2.Then we can offer you firm for 100 tons of Item No. 787 at US$120 per metric ton CIF Rotterdam.那么我们现在报实盘：787号商品100吨，每公吨120美元CIF鹿特丹。

3.What are your quotations of the items listed in your catalogue?目录中所列的商品你们的报价是多少？

4.I hope you'll quote us on your best terms.希望你方能按最优惠的条件报价。

5.I have come about your offer for your Seagull brand digital camera.我来是想知道贵方对海鸥牌数码照相机的报盘。

6.Everyone in this trade knows Seagull is of superior quality.同行业的人都知道海鸥牌质量上乘。

7.We may be able to work out a better deal for you.我们也许可以想出一个对您有利的办法。

8.The head office agreed to the lower price you asked for.总公司已同意您要求的较低价格。

9.We find the quality of your samples well up to the standard and suitable for our requirements.我们认为你们的样品质量符合标准而且适合我们的需要。

Words and phrases生词与词组

confirmation证实，确认；批准digital数字的，数位的；手指的

metric米制的；公制的superior上等的，优良的

Fashion Conversations轻松会话

Conversation 1

A:If you inquire specifically, we can give you firm offers.

B:Item No. 787 seems to be the one I want to try.

A:What's the quantity you're likely to take?

B:100 tons for starters.

A:Then we can offer you firm for 100 tons of Item No. 787 at US$120 per metric ton CIF Rotterdam.A:如果你有具体询盘，我们可以报实盘。

B:货号为787的商品看来可以一试。

A:要多少数量？

B:100吨，开个头。

A:那么我们现在报实盘：787号商品100吨，每公吨120美元CIF鹿特丹。

Conversation 2

A:What's your quotations of the items listed in your catalogue?

B:here's the price list. But the prices are subject to our final confirmation.

A:Item No. 389 seems to be the thing I want to have a try.

B:What's the quantity you're likely to take?

A:Eight thousand tons. It's an attractive quantity, isn't it? I hope you'll quote us on your best terms.

B:how soon do you want the goods to be delivered?

A:Early October.

B:Just a minute. Now we offer you firm for 8,000 tons of Item No. 389 at 180 US dollars per metric ton CIF New York, to be delivered in early October.

A:how long will you leave your offer open?

B:It's valid for three days.A:目录中所列的商品你们的报价是多少？

B:这是价格单，但是这些价格是以我方最后确认为准。

A:389号商品看来我可以试试。

B:您想要多少货？

A:8000吨，数量挺大，希望你方能按最优惠的条件报价。

B:你们希望什么时候发货？

A:10月初。

B:请等一等。现在我们报实盘：389号商品8000吨，每公吨纽约到岸价为180美元，10月初交货。

A:报价的有效期多长？

B:有效期为3天。

Conversation 3

A:I have come about your offer for your Seagull brand digital camera.

B:Oh, yes. We have the offer ready for you now. here it is, 2,500 sets of Seagull Brand digital camera model XF-30D, at US$300 per set, CIF London, for shipment during May/June, 2010. Other terms and conditions remain the same as usual. The offer is valid for three days.

A:Why? Your price has gone up sharply! It is 20% higher than last year's. This is incredible!

B:I am surprised to hear you say it. As you well know, there has been a strong demand for this kind of cameras and such a demand will certainly lead to increased price. Our price is more competitive than quotations you can get elsewhere.

A:I don't think so. I must point out that some of the quotations we have received from other sources are lower than yours.

B:But you must take the quality into consideration. Everyone in this trade knows Seagull is of superior quality. To be frank with you, if we were not old friends, we would hardly be willing to make you a firm offer at this price.

A:You are right, Seagull is of high quality and we are old friends. But it will be very hard for us to push sales at this price. perhaps I will have to try, I suppose.

B:Good. I am sure it is a wise decision.A:我来是想知道贵方对海鸥牌数码照相机的报盘。

B:噢，好的。我们已为您准备好了报盘。给您2500台海鸥牌数码照相机，型号为XF-30D，每台伦敦到岸价为300美元，2010年5～6月交货，其他条款条件与以往相同。此报盘的有效期为3天。

A:为什么？你们的价格上涨了这么多！比去年高出20%。难以置信。

B:您这样说我有点惊讶。您很明白，市场对这种照相机需求很大，如此需求肯定会带来价格上涨。我们的报盘比您从别处得到的价格更具竞争力。

A:我不这样认为。我得指出我们从别处得到的报价比你们的低。

B:但您得考虑质量问题。同行业的人都知道海鸥牌质量上乘。坦率地跟您讲，如果不是老朋友，我们不大可能以这样的价格向您报实盘。

A:您说得对，海鸥质量高，而且我们是老朋友，但按这个价格我方很难推销。我想我也许得试试。

B:好。我肯定您这个决定是明智的。

Conversation 4

A:This price is quite a bit higher than it was last time.

B:We're sorry, but we've had a slight price increase here.

A:Slight? I wouldn't call this slight.

B:We've had to increase our prices on this item by just 6%.

A:We think the price in Item No. 5 is too high.

B:That's about the lowest we can do on that.

A:I don't think we'll be able to pay this price.

B:We may be able to work out a better deal for you.

A:Such as?

B:We can give you a discount if you order for immediate shipment.

A:We'll have to talk it over some more.

B:Let's see if we can work it out to your satisfaction.

A:这次的价格比上次贵了好多。

B:真抱歉，不过我们只涨了一点点而已。

A:一点点？这叫一点点？

B:这一种产品我们不得已只加了6%而已。

A:我们认为第五项的价钱太高了。

B:那差不多是我们所能开出的最低价了。

A:这种价钱我们恐怕没办法接受。

B:我们也许可以想出一个对您有利的办法。

A:譬如说什么？

B:如果您的订单是马上出货的话，我们可以打折。

A:这个我们还得再谈一谈。

B:我们来看看是否有什么办法能让您满意。

Conversation 5

A:I think you've read our proposal for trucks.

B:Yes, Mr. Wang. And we're really interested in this business.

A:It's almost been ten years since our first cooperation in 1999. To our regret, business between us has failed to develop for some reasons. I hope we'll succeed in concluding some business this time.

B:As we've repeatedly stated, US does business on the basis of equality, mutual benefit and exchange of needed goods. If we adhere to these principles, I'm certain we will see beneficial business result.

A:Could we hear your comments on our products?

B:We find the quality of your samples well up to the standard and suitable for our requirements. On the other hand, we have received offers for higher quality products from other companies too. So the success of our business depends very much on your prices.

A:Taking everything into consideration, you'll find that our prices are comparably favorable with the quotations you can get elsewhere.

B:I'm not sure of that. Before coming to the discussion of price, may I point out that we would like to have you quote us on a FOB basis?

A:I don't quite understand. For bulk goods such as trucks and cars, it's the sellers who arrange the shipping space. It is more convenient for us and for you too.

B:Well, we prefer to have the US National Chartering Corporation take care of the shipping part. It doesn't make a difference to you, does it?

A:Well, it does make a slight difference, but we'll do as your request.A:我相信你们已经仔细研究过我们卡车的报盘了。

B:是的，王先生。我们对这个生意很感兴趣。

A:我们于1999年首次合作至今几乎已有10年之久。由于种种原因，我们之间的业务未能继续下去，对此我们感到很遗憾。希望我们这次能达成一些交易。

B:我们一再说明，美国是在平等互利、互通有无的基础上进行贸易的。若遵循了这些原则，我确信我们能够达成对双方都有利的交易。

A:您能给我们的产品提提意见吗？

B:我们认为你们的样品质量符合标准而且适合我们的需要，但是另一方面，我们已收到其他公司更高质量货物的报盘。所以本次业务能否成交在很大程度上要取决于你方提出的价格。

A:如果把各种因素都加以考虑，您就会发现我们的价格比别处报的要便宜。

B:这点我不敢肯定。在谈判价格之前，我想提出，我们希望你方报船上交货的价格，行吗？

A:我不大明白，像卡车、小汽车这一类的大宗货一般由卖方安排舱位。这对你我都方便。

B:喔，我们宁愿由美国租船公司去负责装船。这对你方没有多大区别，是吗？

A:喔，稍稍有点区别，但我们可以照您的意见办。

Unit 4

Order订货

Top Sentences典型例句

1.We may have to back order two items on this order.这次订的货有两个项目必须要晚点才能交货。

2.If there are goods that cannot be sold out, please return them within two months.如果有没卖出去的货，请一定在两个月内退还。

3.We will deliver the goods on Thursday.我们这个星期四送货。

4.Two thousand dollars in advance as earnest money. have you any other orders? 先付2000美元作为定金。您还订购其他东西吗？

5.I'll send an order sheet to the manufacturer by post.我将把订单邮寄给制造厂商。

6.I think it would be better to order directly from the maker.我想直接向厂商订购较为妥当。

7.I'm afraid we are not able to supply as much as you require.你们要求的数量，我们无法满足。

8.We can only supply you 400 cases but still with more medium.我们只能供应400箱，其中的中号多一些。

9.My company will have to pay for both sending them and bringing them back.我们公司得花钱送货，又得花钱把退货运回来。

10.We will place a repeat order right away, at the same size.我们会立刻订购同样数量的产品。

Words and phrases生词与词组

adapter适配器，改编者earnest定金

snap up抢购stereo立体声系统，立体声

substitute代用品，代替者，替代品

Fashion Conversations轻松会话

Conversation 1

A:We may have to back order two items on this order.

B:That's not so good. We need these things right away.

A:Can we substitute in these things?

B:I don't know. I'll check.

A:We're out of the red adapters.

B:lf you have blue ones, send those.

A:Good, we can do that right away.

B:At the same price?

A:Yes, of course.A:这次订的货有两个项目必须要晚点才能交货。

B:这样不太好吧。这些东西我们马上就要用。

A:这几项可以用替代品吗？

B:不知道，等我查查看。

A:红色的接头没货了。

B:如果有蓝色的，就送蓝色的来吧。

A:好的，立刻就办。

B:价钱一样吗？

A:是的，当然一样。

Conversation 2

A:Is this your new style?

B:Yes. Are you interested in it?

A:I am not sure what our end-users would think of it, but I want to test the market. Is that OK?

B:Yes. how many do you want to order?

A:I will order 2,000 for the first time. What do you think?

B:Yes. If there are goods that cannot be sold out, please return them within two months.

A:All right. here is the order form.

B:We will deliver the goods on Thursday.A:这是你们的新款吧？

B:是的。你感兴趣吗？

A:我不清楚用户的想法，但是我想试销一下，可以吗？

B:当然。你要订多少货？

A:第一次订2000个吧，好吗？

B:好。如果有没卖出去的货，请一定在两个月内退还。

A:好的。这是订货单。

B:那我们这个星期四送货。

Conversation 3

A:Can you accept this order? It's not a big one.

B:We will process your order, no matter how small.

A:When will it be ready?

B:Since this is made to order, it can be done in a month.

A:What amount of advance do you require?

B:Two thousand dollars in advance as earnest money. have you any other orders?

A:have you any stereos on hand?

B:That article is out of stock.

A:Do you have a sample?

B:here you are. If you like, I'll send an order sheet to the manufacturer by post.

A:I think it would be better to order directly from the maker.

B:OK.A:你们能否接受这份订单？数量不大。

B:订单虽小，亦当备办。

A:什么时候可以办妥？

B:这是定做的，一个月之内就可以完成。

A:你们需要多少定金？

B:先付2000美元作为定金。您还订购其他东西吗？

A:有音响设备现货吗？

B:该货现已售完。

A:有样品吗？

B:给，如果您愿意，我将把订单邮寄给制造厂商。

A:我想直接向厂商订购较为妥当。

B:好吧。

Conversation 4

A:how did that last lot of ready-mades work out?

B:They were just in time for the autumn buying. But we will have to change quantities with this lot.

A:Oh, why is that?

B:We took too many large and not enough medium. At last, wholesalers didn't place orders on the large, and snapped up the mediums on sight.

A:So that means you'll take more medium this time, doesn't it?

B:Yes, the minimum quantity of this order is 500 cases with more medium.

A:I'm afraid we are not able to supply as much as you require. We can only supply you 400 cases but still with more medium. Is that okay with you?

B:That's OK. We can order again next time.A:上一批成衣销售得如何？

B:那一批正好赶上了秋季销售，但是我们在这一批得改变一下数量了。

A:噢，为什么呢？

B:我们上次订购大多为大号而中号的不足，结果批发商都不要大号的，而一看到中号的都争相采购。

A:这意味着，这一批你要多订购一些中号的，是不是？

B:对，这次订单的起订量是500箱，其中的中号要多一些。

A:你们要求的数量，我们无法满足。我们只能供应400箱，其中的中号多一些。你看行吗？

B:好的，我们可以下次再订。

Conversation 5

A:We will carry out the order when the purchase order gets here.

B:Good. And because this is our initial order, and your products are so new, we would like to make a deal with you.

A:Well, actually in most cases we don't talk about special deals, but since this one is so new, I will listen to what you have to say.

B:We want to make this a trial order. If we sell all the products in two months, we will pay for them; if not, we will send them back to you.

A:I can't agree to that. My company will have to pay for both sending them and bringing them back.

B:We promise that if the products are sold out in two months, we will place a repeat order right away, at the same size.

A:OK, I agree. But the repeat order can't have the same terms.A:你们的订单一到，我们就会进行生产。

B:很好。但是因为这是初次订货，而且你们的产品又这么新，我们想跟贵公司再商量一下。

A:嗯，事实上我们通常是不再谈优惠条件的，不过既然这是新产品，我就洗耳恭听。

B:我们想用试订的方式。如果所有的产品能在两个月内卖完，我们就付钱；如果卖不掉，我们就退货。

A:这个我不能同意，因为我们公司得花钱送货，又得花钱把退货运回来。

B:我保证如果所有的货能在两个月之内卖完，我们会立刻订购同样数量的产品。

A:好吧！不过，下次的订单可没有同样的条件。

Unit 5

payment付款方式

Top Sentences典型例句

1.please see that the draft for the first partial shipment will reach us for our acceptance at the time of the contract being signed.支付第一批货物的远期汇票请务必在签合同之时给我方承兑。

2.We'll send them to your country in five different lots within five years.我方将在5年内分5个不同批次向贵国发运。

3.Since the total amount is so big and the world monetary market is rather unstable at the moment, we adhere to L/C.正因为这次交易额大，而目前国际金融市场仍不够稳定，我们才坚持用信用证支付。

4.We've settled everything in connection with this transaction except the question of the mode of payment.除了付款方式，与这次交易有关的事我们都谈妥了。

5.If you can do us a special favor this time and allow us to delay payment, I'd really appreciate it.如果你们这次能破例帮忙，允许我们延期付款，我们将非常感谢。

6.We only accept payment by irrevocable letter of credit payable against shipping documents.我们只接受不可撤销的、凭装运单据付款的信用证。

7.That'll tie up my money and increase my cost.这样会占压我的资金，因而会增加成本。

8.I'll open the L/C 30 days before the date of shipment.我将在装运期前30天开出信用证。

9.You can rest assured that all these documents will be provided in line with your requirements.您放心，这些单据会按照你们的要求准备好。

Words and phrases生词与词组

conclude达成(协议)confirm确定，批准

consideration体谅；考虑；需要考虑的事项deposit沉淀物；存款；押金

irrevocable不能取消的meet halfway妥协，向……让步

partial部分的，局部的settle安放，使定居；安排

spread安排，布置；伸展，展开unstable不牢固的，不稳定的

Fashion Conversations轻松会话

Conversation 1

A:So, for this order valuing $500,000, we pay in installment. That is payment will be spread over five shipments during the next five years.

B:That's right. But you should issue a time draft for $200,000 covering the value of the first partial shipment.

A:I see. By the way, when is the draft fall due?

B:On May 31, 2010. please see that the draft for the first partial shipment will reach us for our acceptance at the time of the contract being signed.

A:Surely we will.

B:As to the goods, we'll send them to your country in five different lots within five years.

A:Delivered by June 30 each year, isn't it?

B:Yes.A:这样，我们这批价值50万美元的货物将采用分期付款的方式，即在未来5年内分5次支付。

B:是的。不过别忘了先开具一张价值20万美元的远期汇票支付第一批货物。

A:知道了。顺便问一下。期票何时到期？

B:2010年5月31日。支付第一批货物的远期汇票请务必在签合同之时给我方承兑。

A:当然。

B:关于货物，我方将在5年内分5个不同批次向贵国发运。

A:在每年6月30日前交货，对吗？

B:是的。

Conversation 2

A:Let's talk about the mode of payment, OK?

B:Yes.

A:Do you accept D/p? For such a large amount, a L/C is costly.

B:Since the total amount is so big and the world monetary market is rather unstable at the moment, we adhere to L/C.

A:In order to conclude the business, I hope you'll meet me halfway. What about 40% by L/C and the balance by D/p?

B:In view of our long friendly relations, we agree to your requirement this time, that is 40% by L/C at sight and the balance by D/p at sight.

A:Thank you for your close cooperation. And I sincerely hope that the volume of trade between us will be ever greater in future.

B:I hope so, too.A:让我们谈谈付款方式好吗？

B:好的。

A:贵方接受付款交单吗？开这样大数额的信用证，费用很大。

B:正因为这次交易额大，而目前国际金融市场仍不够稳定，我们才坚持用信用证支付。

A:为了做成这笔生意，希望双方都作些通融。40%用信用证，其他用付款交单，您看怎样？

B:鉴于我们之间的长期友好关系，我们这次同意你方对付款方式的要求，就是说，贷款的40%用即期信用证，余下的改用即期付款交单。

A:谢谢你方的密切合作。我真诚地希望我们双方之间的贸易额将越做越大。

B:我也希望如此。

Conversation 3

A:Well, we've settled everything in connection with this transaction except the question of the mode of payment.

B:Because this order is a comparatively big one, we would like to pay by time L/C, say, 60 days L/C.

A:payment by sight L/C is quite usual in international trade, and as a rule, we only accept payment by sight L/C.

B:But we have only moderate means at hand. If you can do us a special favor this time and allow us to delay payment, I'd really appreciate it.

A:Accepting time L/C is unusual and I've never done it before, but we could consider your request. I'll phone our company to see what they say.

B:Thank you for your consideration. When will you let me know your answer?

A:This afternoon.A:嗯，除了付款方式，与这次交易有关的事我们都谈妥了。

B:由于这批订货相对来说较大，我们想用远期信用证付款，比如说，见票后60天付款。

A:用即期信用证付款在国际贸易中极为普遍，一般来说我们只接受即期信用证付款。

B:但是我们手头资金有限。如果你们这次能破例帮忙，允许我们延期付款，我们将非常感谢。

A:接受远期信用证不同寻常，我从来没做过。不过我们可以考虑你的请求。我会给我们公司打电话，看他们怎么说。

B:多谢体谅。我什么时候可以知道你们的答复？

A:今天下午。

Conversation 4

A:Well, we've settled the question of price, quality and quantity. Now what about the terms of payment?

B:We only accept payment by irrevocable letter of credit payable against shipping documents.

A:I see. Could you make an exception and accept D/A or D/p?

B:I'm afraid not. We insist on a letter of credit.

A:To tell you the truth, a letter of credit would increase the cost of my import. When I open a letter of credit with a bank, I have to pay a deposit. That'll tie up my money and increase my cost.

B:You can consult your bank and see if they can reduce the required deposit to a minimum.

A:Still, there will be bank charges in connection with the credit. It would help me greatly if you would accept D/A or D/p. You can draw on me just as if there were a letter of credit. It makes no big difference to you, but it does to me.

B:Well, Mr. Wang, you must be aware that an irrevocable letter of credit gives the exporter the additional protection from the banker's guarantee. We always require L/C for our exports. And the other way round, we pay by L/C for our imports.

A:To meet you halfway, what do you say if 50% by L/C and the balance by D/p?

B:I'm very sorry, Mr. Wang. But I'm afraid I can't promise you that. As I've said, we require payment by L/C.A:好吧，既然价格、质量和数量问题都已谈妥，现在来谈谈付款方式怎么样？

B:我们只接受不可撤销的、凭装运单据付款的信用证。

A:我明白。你们能不能破例接受承兑交单或付款交单？

B:恐怕不行，我们坚决要求采用信用证付款。

A:老实说，信用证会增加我方进口货的成本。在银行开立信用证我得付一笔押金。这样会占压我的资金，因而会增加成本。

B:您和开证行商量一下，看他们能否把押金减少到最低限度。

A:即便那样，开立信用证还是要支付银行手续费。假如您能接受承兑交单或付款交单，这就帮大忙了。您就当做是信用证一样向我开汇票。这对您来说区别不大，但是对我来说就大不一样了。

B:呃，王先生，您应该也知道，不可撤销的信用证给出口商增加了银行的担保。我们出口一向要求采用信用证。反过来讲，我们进口也是信用证付款。

A:我们都各让一步吧，货价的50%用信用证，其余的采用付款交单，您看怎么样？

B:对不起，王先生。即便那样，我恐怕也不能答应。我都说过了，我们要求用信用证付款。

Conversation 5

A:There is another thing we have to discuss. That is, your terms of payment.

B:Well, when we deal with a new customer, we want the payment to be made by confirmed and irrevocable letter of credit, payable against shipping documents.

A:payment by L/C is the safest method, but rather complicated.

B:That is our usual practice, because we're sure we'll get the right amount of money that way.

A:The point is that to open an L/C with a bank does mean additional expenses.

B:I'm sorry, that can't be helped. Our company only allows us to do business by irrevocable L/C.

A:If that is the case, do you think you could accept a time L/C and allow us to delay payment, say, 60 days after sight?

B:payment by sight L/C is quite usual in international trade. We usually demand payment by L/C available by draft at sight. But to encourage more orders, we could consider your request.

A:Thank you. You've been most helpful. I'll open the L/C 30 days before the date of shipment.

B:how long should the L/C be valid?

A:It should be valid for 15 days after the date of shipment.

B:Could you tell me what documents we should provide?

A:A complete set of bills of lading, three invoices, six packing lists, an export license, an insurance policy, and a certificate of inspection. I suppose that's all.

B:You didn't mention the certificate of origin. I think your country can reduce the duty on goods from China.

A:Oh, quite right. The certificate of origin must be provided. Otherwise I have to pay more duty when clearing the Customs.

B:You can rest assured that all these documents will be provided in line with your requirements.

A:Thank you. A:我们还有一件事要商量，这就是你们的付款方式。

B:嗯，我们同新客户打交道时，我们希望采用保兑的、不可撤销的、见装船单据后付款的信用证付款方式。

A:信用证付款是最安全的付款方式，但相当复杂。

B:这是我们的惯例。因为这样我们就可保证得到如实的付款金额。

A:问题是在银行开信用证的确意味着额外的费用。

B:很抱歉，这没办法。我们公司只允许我们做不可撤销的信用证业务。

A:如果事情确实如此，您能接受远期信用证，推迟我们的付款日期，例如，见票后60天付款？

B:即期信用证付款在国际贸易中很常见，我们通常要求用即期汇票信用证。但为了鼓励更多订货，我们可以考虑您的要求。

A:谢谢。您已经帮了大忙了。我将在装运期前30天开出信用证。

B:信用证的有效期有多长？

A:应该是在装运期后的15天。

B:能告诉我们应提供什么单据吗？

A:一整套提单、3张发票、6张装箱单、一份出口许可证、一份保险单、一张检验证书。我想就这些了。

B:您没有提到产地证明书。我想你们国家对中国出口的商品可以减税。

A:很对。产地证书必须提供。否则，在清关时我就要多付税了。

B:您放心，这些单据会按照你们的要求准备好。

A:谢谢。

Unit 6

Insurance保险

Top Sentences典型例句

1.Because they aren't delicate goods and won't likely be damaged on the voyage.因为这些货不是易损易碎的货物，航行中不可能损坏。

2.On the other hand, a WpA policy covers you against partial loss in all cases.另一方面，水渍险保险单保您在各种情况下遭受的部分损失险。

3.If you want us to insure against a special risk, an extra premium will have to be charged.如果贵方希望我们投保特殊险，则需要另外承担额外的保险费。

4.The Insurance Company is responsible for the claim as far as it is within the scope of coverage.只要在保险责任范围内，保险公司就应负赔偿责任。

5.I should like to point out that our prices were calculated without insurance for any special risk.我想要指出的是，我们的价格没把任何特殊险计算在内。

6.If the L/C had been valid for a longer period, we should have had time to make the matter thoroughly clear.如果信用证的有效期长一点的话，我们就会有时间把事情彻底说清楚。

7.I must admit I'm a layman as far as insurance is concerned.我得承认，就保险而言，我是个外行。

Words and phrases生词与词组

adequate适当的；足够的calamitous灾难的，不幸的

extraneous无关系的，外来的incidental附带的，伴随的

marine海的；海产的premium额外费用；奖金

sink沉没voyage航海，航行

Fashion Conversations轻松会话

Conversation 1

A:May I ask you a few questions about insurance?

B:Yes.

A:Now we've given a CIF Shanghai price of some steel plates. What insurance rate do you suggest we should get?

B:Well, obviously you won't want All Risks cover. Because they aren't delicate goods and won't likely be damaged on the voyage. FpA will be good enough.

A:Then am I right in understanding that FpA does not cover partial loss of the nature of particular average?

B:That's right. On the other hand, a WpA policy covers you against partial loss in all cases.

A:Are there any other clauses in marine policies?

B:Oh, lots of them! For instance, War Risks, TpND and Risk of Breakage.

A:Well, thank you very much for all that information.A:我可以问你几个有关保险的问题吗？

B:可以。

A:现在我们为一些钢板报CIF上海价，您建议我们办什么样的保险费率呢？

B:显然您不想保一切险。因为这些货不是易损易碎的货物，航行中不可能损坏。平安险就挺好。

A:那么，就我理解平安险不保单独海损性质下的部分损失，对吗？

B:对的。另一方面，水渍险保险单保您在各种情况下遭受的部分损失险。

A:海运保险单有没有其他的条款呢？

B:哦，太多了！比如说，战争险，偷窃、提货不着险，破碎险。

A:非常感谢您提供的所有信息。

Conversation 2

A:There's another point I'd like to clarify now. Your quotation is on CIF basis. What risks are usually covered against?

B:The insurance covers All Risks at 110 percent of the invoice value.

A:I think your CIF price should include adequate coverage against risks, and risks mean things that may happen.

B:As the exporter, we have a financial interest in the goods right up to time when payment is received. We'll surely cover the goods against risks liable to happen, but not all. No, that's not workable.

A:In that case, could you quote us CFR?

B:Well, there's only a slight difference between our CIR and CFR prices for the commodity, about 0.5 percent.

A:Mm, what losses will be covered by your All Risks?

B:It covers all losses occurring throughout the voyage caused by accidents at sea or land. In other words, it includes FpA, WpA, and general additional risks, with special additional risks excluded.

A:All right. I think I'll make a CIF contract of this lot.A:现在还有一点我想弄清楚。你们的报价是成本加运保费价格，请问你们一般投保哪些险种？

B:我们投保一切险，按发票金额的110%投保。

A:我认为你们所报的成本加运费价格中应包括足够的风险投保，而风险意味着一切可能发生的事情。

B:作为出口商，在收到货款之前，货物的情况关系到我们的经济利益。我们自然会为货物就一切可能发生的风险投保，但并不是投保所有的险种。那是不可行的。

A:如果是这样的话，你们能否给我报成本加运费价？

B:这种商品的成本加运保费价和成本加运费价之间差别不大，大约只有0.5%。

A:嗯，你们的一切险包括哪些风险？

B:包括运输途中由于海上或陆上事故造成的一切损失，即除了包括水渍险和平安险的全部责任以外，还包括一般附加险，但不包括特别附加险。

A:那好，这批货我准备按成本加运保费价格条件签订合同。

Conversation 3

A:What do your insurance clauses cover?

B:There are three basic covers, namely, Free from particular Average, With particular Average and All Risks.

A:If we conclude the business on CIF basis, what coverage will you take out for the goods?

B:Generally speaking, we only insure the goods With particular Average.

A:Do your cover risks other than WpA, for instance, TpND, Risk of Shortage and Fresh Water Damage?

B:Yes. If the buyers want to have the goods insured against these risks, we shall arrange for them.

A:And it is the buyers who will pay for the extra premium, I think.

B:That's it. According to the international practice, we do not insure against such risks unless they are called for by the buyers.

A:Another thing, we would like to have the goods insured for 130% of the invoice value. Can that be done?

B:Yes. Although our usual practice is to insure the goods at the invoice value plus 19%, we are prepared to get cover for 130% of the invoice value. I don't think it is necessary to tell you that the extra charges will be for your account.

A:Absolutely not.A:你们有哪些险种？

B:有3种基本险种，也就是：平安险、水渍险和综合险。

A:如果我们的这批货物以成本、保险费加运费价格条件成交，你们负责投保哪些险？

B:一般说来，我们只投保水渍险。

A:除水渍险以外，你们还投其他险种吗？比如盗窃和提货不着险、短量险和淡水险。

B:是的，如果买主想投保此类险种，我们将给他们安排投保。

A:我想这额外的保险费将由买方支付。

B:是的。按照国际惯例，我们不投保这类险种，除非买主要求投保。

A:还有一件事，我们想按照发票金额的130%投保，这样行吗？

B:是的，虽然我们的惯例是发票的金额加19%投保货物，但我们也接受按发票金额的130%投保。额外的费用由贵方承担，这不必说了吧？

A:那倒不必。

Conversation 4

A:how do you usually cover insurance for CIF?

B:We usually insure our goods with the people's Insurance Company. Insurance covers basic risks only. If you want us to insure against a special risk, an extra premium will have to be charged.

A:So what are the basic risks?

B:They are Free of particular Average (FpA), With particular Average (WpA) and All Risks.

A:What do they mean respectively?

B:Well, roughly speaking, FpA covers total losses resulting from both natural calamities and accidents, and partial losses covered by accidents.

A:Then what is the difference between WpA and FpA?

B:The FpA clause doesn't cover partial loss of the nature of particular average, whereas the WpA clause covers such losses when they exceed a prearranged percentage.

A:I see. What about All Risks?

B:All Risks means WpA plus additional risks, or extraneous risks, risks not incidental to transport by sea.

A:OK. What will you plan to cover for our consignment?

B:All Risks suits your consignment.

A:Does All Risks include Breakage Risks?

B:Breakage Risk is a special risk, for which an extra premium will have to be charged by buyer. In addition, the straw bags aren't delicate and not likely to be damaged on the voyage. All Risks is the best choice.

A:So what is the usual insurance amount?

B:110% of the invoice value.

A:What if I want 130% coverage?

B:This can be done, but you have to bear the additional premium.

A:In this case, I'd rather have 110%.

B:All right.A:通常贵方是如何为到岸价的产品投保的？

B:我们通常是向中国人民保险公司投保基本险。如果贵方希望我们投保特殊险，则需要另外承担额外的保险费。

A:那么基本险是什么？

B:是平安险、水渍险和一切险。

A:它们分别是什么意思？

B:嗯，大致来讲，平安险包括自然灾害和意外事故造成的全部损失和意外事故造成的部分损失。

A:那么水渍险和平安险有什么不同呢？

B:平安险不包括单独海损性质的部分损失，而水渍险是指当超过事先商定的百分比时，则包括单独海损性质的部分损失。

A:我明白了。那么一切险呢？

B:一切险就是水渍险加上附加险，附加险即不是由海上运输本身的特性所带来的风险。

A:好的，那么贵方打算为我们这批货物投保什么险种呢？

B:这批货物适合投保一切险。

A:一切险中包括破损险么？

B:破损险是特殊险，需要买方承担额外的保险费。另外，草制背包不是易碎品，不太可能在航行中受损。一切险是最好的选择。

A:通常的保值是多少？

B:发票金额的110%。

A:如果我想按130%来投保呢？

B:可以，但要交额外的保险费。

A:这样的话，我还是投保110%好了。

B:好的。

Conversation 5

A:Mrs. Wang, this is Mr. Jordan of the people's Insurance Company of China. he has come to explain the unfortunate affair about the insurance.

B:Thank you for your coming. Mr. Ben, as you may recall, the February consignment arrived at Manila seriously damaged. The loss through breakage was over 30% of the consignment. We've presented a claim to the underwriters through your firm, but the Insurance Company refused to admit liability as there was no insurance on breakage. We naturally were not satisfied with such a reply.

A:I should like to hear what Mr. Jordan has to say about it. You know, of course, that we, the sellers, are merely acting as mediators in this matter. The Insurance Company is responsible for the claim as far as it is within the scope of coverage.

C:That's just the point. The loss in question was beyond the coverage granted by us. According to your instructions, we made out an insurance certificate covering WpA and the risk of breakage wasn't mentioned in it. We rang up the Ceramics Section of Light Industrial products Import & Export Corporation, but were told that their customer had not asked for coverage in the case of breakage.

A:Only coverage for all marine risk was requested in the Letter of Credit. I should like to point out that our prices were calculated without insurance for any special risk. So we applied for the usual WpA, and let our customers deal with the matter of breakage. Since the validity of the Letter of Credit was going to expire in two days, there was no time to write for more detailed instructions. If the L/C had been valid for a longer period, we should have had time to make the matter thoroughly clear.

B:Mr. Jordan, our import license only runs up to the middle of February, consequently we are not able to extend the validity of the letter of credit. But we presume that the Wording of our L/C implies covering the risk of breakage. Besides, when I take a WpA insurance, that is, with particular average, I should think the risk of breakage is a particular average, isn't it?

C:Not every breakage is a particular average. It is a particular average when the breakage results from natural calamities or maritime accidents, such as stranding and sinking of the carrying vessel, or breakage attributes to fire, explosion or collision. If none of these conditions occur, breakage is often considered as an ordinary loss and represents what we call inherent vice or nature of the subject matter insured, which is outside the scope of the coverage.

B:But the risk of breakage is covered by marine insurance, isn't it?

C:Certainly. But it is a usual practice to make specific mention in the insurance policy or certificate that the risk of breakage is included. The inclusion of this special risk will be subject to an additional premium that will normally be higher than the basic insurance for the ordinary marine risks. The rate for such risk will vary according to the kind of commodity, or according to the fragility of the goods such as ceramics. I think you must know all about that.

B:Well, I have heard something about it before but I can't say that it is very clear to me. I must admit I'm a layman as far as insurance is concerned.A:王女士，这位是中国人民保险公司的乔丹先生。他是来解释这次不幸事件的保险问题的。

B:谢谢您能来。本先生，您也许记得，2月份发运到马尼拉的那批货物破碎严重，破碎损失超过这批货物的30%。我们已通过你们公司向保险公司提出了索赔，但保险公司以没投保破碎险为由，拒绝承担责任。我们当然对这种回答不满意。

A:我想听听乔丹先生对此有什么看法。当然，您是知道的，我们卖方对这种事只是个调解人。只要在保险责任范围内，保险公司就应负赔偿责任。

C:问题就在这里。您说的损失并不包括在我们承保的责任范围之内。根据你们的要求，我们出具了投保水渍险的保险凭证，但没提及到破碎险。我们曾打电话给轻工业品进出口公司陶瓷品部，但他们说，客户并未要求投保破碎险。

A:信用证只要求投保综合海运险。我想要指出的是，我们的价格没把任何特殊险计算在内，所以我们只投保了通常的水渍险，而让我们的客户自行办理破碎险事宜。由于信用证两天内就要到期，来不及写出更详细的说明。如果信用证的有效期长一点的话，我们就会有时间把事情彻底说清楚。

B:乔丹先生，我们进口许可证的有效期到2月中旬截止，因此我们无法延长信用证的有效期。但是我方认为信用证的措辞包含了投保破碎险。此外，当我投保水渍险时，那就是对单独海损要负责赔偿，我想破碎险是属于一种单独海损，对不对？

C:并不是所有破碎险都是属于单独海损。只是由于自然灾害或意外事故所造成的破碎，如货船搁浅与沉没，或归因于着火、爆炸或碰撞所引起的破碎才算是属于单独海损。如果没有发生上述事故，破碎便常被认为是一种普通损失，也就是我们所说的，由于货物内在缺陷或特性所引起的损失，不属于承保范围之内。

B:但破碎险是包括在海洋运输货物险之内，对不对？

C:当然，可是按照通常惯例要在保险单或保险凭证上特别注明破碎险包括在内。包括这种特别险就必须附加保险费。这种保险费一般要比通常的海洋运输货物险的基本险高。这类险别的保险费率将根据货物种类，或根据货物的易脆性而有所不同，比如陶瓷器。我想这些您应该都知道。

B:哦，我听说过一些，但我不能说很清楚。我得承认，就保险而言，我是个外行。

Unit 7

Complaints索赔

Top Sentences典型例句

1.Our investigation results tell us that the factory party is responsible for the cargo damage.关于货物破损一事，我方调查的结果表明是厂方的责任。

2.I would like to know details about the plan of compensation.我想知道具体的处理方案。

3.We warrant we won't make this kind of mistake again.我们保证今后不再发生这类事故。

4.Some electrical appliances were invoiced but not delivered.有些电气用品开过发票，但却未到货。

5.The damages they brought about were too much for us.这些损失对我们来说太大了。

6.They concluded that the goods were of good quality and proved no problem.他们断定货物质地优良，并证明没有任何问题。

7.I guess they must have inspected only part of the goods, but not the whole.我猜想，他们检查的只是部分货物，而不是全部。

8.Thank you for your understanding and cooperation in this matter.谢谢你们对此事的理解与合作。

9.We would like to ask you for helping straighten out the trouble concerning the breakage of the packages.我们想请您帮忙解决一下有关包装破损的问题。

10.Our company has always attached great importance to the packing and never before has such a thing occurred.我们公司一向十分重视包装，以前从来没有发生过类似的事情。

Words and phrases生词与词组

appliance适用性，适应性compensate偿还，补偿；付报酬

comprehension理解；包含discrepancy相差，差异

fee费(会费、学费等)，酬金inconvenience麻烦，不方便之处

moldy发霉的，腐臭的prior优先的，在前的

readily容易地；乐意地，欣然stipulation约定，约束，契约

straighten (使)弄直，伸直

Fashion Conversations轻松会话

Conversation 1

A:Our investigation results tell us that the factory party is responsible for the cargo damage. We are so sorry for the inconvenience we brought to you in this matter.

B:Well, that's all right.

A:The factory party agreed to compensate for your damage.

B:Thanks. I would like to know details about the plan of compensation.

A:We are not going to carry these damaged goods back. Would you accept to buy these goods at half price? We'd like to use the payment as our compensation fee.

B:Thank you very much.

A:We are completely responsible for this accident. We warrant we won't make this kind of mistake again.A:关于货物破损一事，我方调查的结果表明是厂方的责任。在这次事件中给贵公司添了很多麻烦，我们非常抱歉。

B:啊，不必客气。

A:厂方同意赔偿你方的损失。

B:谢谢。我想知道具体的赔偿方案。

A:破损货物就不打算运回去了。能以半价处理给你们吗？我们想这部分款就充当赔偿金了。

B:非常感谢。

A:这次事故完全是由于我方失误造成的。我们保证今后不再发生这类事故。

Conversation 2

A:Good morning, Mr. Seeger.

B:Good morning, Ms. Lin. Sit down, please.

A:Thank you. I come here to talk about some claims.

B:What claims are they, Ms. Lin?

A:Claims for shortage. Some electrical appliances were invoiced but not delivered.

B:Oh, I remember. Lost, pilfered, short-shipped or something. Three or four instances, I believe.

A:Seven instances, but they involve three different shipments.

B:Right. Once in March, three times in April and three times in June.

A:I don't want to lodge claims, but the damages they brought about were too much for us.

B:OK. According to the contract, we'll meet your claims.

A:Thank you.

B:You're welcome.A:早上好，西格先生。

B:早上好，林女士，请坐。

A:谢谢，我来谈谈几项索赔事项。

B:是什么索赔事项，林女士？

A:索赔数量不足。有些电气用品开过发票，但却未到货。

B:哦，我想起来了，是有遗失、被盗、短缺之类的事。我想有三四件吧。

A:共有7件，但他们发生在3次不同的装运中。

B:不错。3月发生过一次，4月发生过3次，6月发生过3次。

A:我本不愿意提出索赔，但这些损失对我们来说太大了。

B:好吧。根据合同，我们接受你们的索赔。

A:谢谢。

B:不用客气。

Conversation 3

A:I'd like to talk with you about something trouble- some.

B:What's that?

A:About the quality of 500 cartons of tin food we ordered last time.

B:Any trouble with them?

A:Yes. They reached us yesterday. But we found nearly half of them were moldy. We can't accept them anyway.

B:how's that? We haven't had any complaint of this kind. Is there any evidence?

A:Yes. here's the survey report issued by the health Office, which is absolutely reliable.

B:It's beyond my comprehension! You know, the goods were inspected by the Commodities Inspection Office before shipment. They concluded that the goods were of good quality and proved no problem.

A:I guess they must have inspected only part of the goods, but not the whole.

B:Considering the friendly relation between us, we're prepared to meet your claim for the loss according to the contract, as the case may be.

A:Thank you for your understanding and cooperation in this matter.A:我想同您谈点麻烦事。

B:什么事？

A:是关于我们上次订购的500箱罐头食品的质量问题。

B:有什么问题吗？

A:是的。昨天我们收到这批货物，但是我们发现差不多一半发霉了。无论如何我们不能接受这批货。

B:怎么会这样？我们还从未听到过这样的投诉。有什么证据吗？

A:有。这是由卫生检疫所签发的检验报告，它是绝对可靠的。

B:真不可思议！您知道，这批货物在装船前是经过商品检验局检验的。他们断定货物质地优良，并证明没有任何问题。

A:我猜想，他们检查的只是部分货物，而不是全部。

B:鉴于我们之间的友好关系，根据具体情况，我们准备按合同赔偿贵方的损失。

A:谢谢你们对此事的理解与合作。

Conversation 4

A:Mr. Brown, we would like to ask you for helping straighten out the trouble concerning the breakage of the packages.

B:Yes, of course. Could you be more specific?

A:I'm just coming to that. When the goods arrived in April this year, it was found that many packages were broken, most of which were leaking.

B:Just a minute. What was the percentage of breakage and leaking?

A:About 20% were broken and 15% were leaking.

B:have you found the cause of the breakage?

A:Apparently it was due to careless packing.

B:Our company has always attached great importance to the packing and never before has such a thing occurred.

A:I'm unwilling to lodge a claim, but the damage was unbearable.

B:I suppose this breakage took place on route.

A:I'm sorry to say it was not on route. We had it examined by our cargo-handling people and they said it was obviously damaged prior to loading onto the ship.

B:I'm sorry that such incident took place. If your claim is well grounded, we'll certainly settle it according to the contract.

A:I'm very glad to hear you say so. Is a letter of confirmation needed?

B:Yes, send it to us as early as you can.

A:All right, we'll do that.A:布朗先生，我们想请您帮忙解决一下有关包装破损的问题。

B:当然可以，能不能具体一些？

A:我正要谈这一问题。货物在今年4月到达时，我们发现许多包装已经破损，其中大多数已经漏了。

B:请等一下，破损及渗漏的百分比是多少？

A:大约20%的破损，15%的渗漏。

B:你们找到破损的原因了吗？

A:很明显包装得太马虎了。

B:我们公司一向十分重视包装，以前从来没有发生过类似的事情。

A:我不愿提出索赔，但这一损失我们无法承受。

B:也许破损是发生在途中吧？

A:很抱歉，不是发生在途中。我们已经请我们的货物检查员检查过了，他们说货物明显是在装船前就破损了。

B:很抱歉发生了这样的事故。如果你们的索赔理由充足，我们理应照合同办。

A:您这样说我很高兴，需要确认书吗？

B:是的，请尽快送给我们。

A:好的，我们就办。

Conversation 5

A:We are so sorry to have to lodge a claim against you about the quality of the goods you shipped us on the 25th of June.

B:What is the matter with those goods?

A:After reinspection, we found that the quality of the goods was not in conformity with the contract stipulations. So we claim a compensation of $1,000.

B:I'm sorry, but I have to point out that we always sell our goods on the basis of Certificates of Quality Inspection Bureau, which are to be accepted by both parties as final and binding. We made our terms clear to you at the time of booking and you accepted these terms. Those goods shipped to you on the 25th of June, according to our usual practice, were carefully inspected before leaving. had there been a discrepancy between those goods and our sales samples, the Certificates of Quality would not have been issued by the Bureau. Moreover, we concluded the order with you based on the quality of sales samples.

A:I think you're right. But if you compare the outturn sample of the present parcel with that of your previous supplies, you will readily see a marked difference in color.

B:I agree with you that the color of the lot under complaint is a bit darker than that of our previous shipments, but you must know that we sell our goods according to our sales samples, rather than any previous supplies. It happens sometimes that our shipments turn out to be of better quality than our sales samples, but such discrepancies are in no way to be considered a criterion for our future supplies. In other words, our quality is based solely on our sales samples.

A:I see. Your explanation is clear enough. We may consider withdrawing the claim.

B:Thank you for your cooperation.A:很遗憾我们不得不就6月25日运抵我方的货物质量向你们提出索赔。

B:那些货有什么问题？

A:复检之后我们发现货物的质量不符合合同中的规定，所以我们要求你们赔偿1000美元。

B:我感到很遗憾，但是我必须指出，我们出售货物总是以国家质量监督检验检疫总局的证明书为最后依据的，该证明书对买卖双方都具有约束力。订货时我们已经向你讲明了这些条件，并且你们也接受了。6月25日运去的货物，按照惯例在运送前是经过仔细检验的。如果货物和货样之间存在量质差异的话，商检局是不会签发质量证明书的。更何况我们是凭货样质量与你们签订合同的。

A:我想您说的是对的。但是如果将这批货的抽样同上批货比较一下，您很容易就能看出颜色有明显不同。

B:我同意您的看法。这批货的颜色是比上批货的颜色暗一些，但是您应该知道我们是凭销售货样销售货物的，而不是凭以前的任何一批货物。有时我方货物的质量比货样要好，但是绝不能将这种差异作为将来到货的品质标准。换句话说，我们的质量完全以销售货样为准。

A:我明白了。您的解释已经足够清楚了。我们可以考虑撤销索赔。

B:谢谢你们的合作。


part 4

Trade Marketing

外贸营销

Unit 1

Trade Online网上交易

Top Sentences典型例句

1.We need to maximize the chances so that our site will be at the top of search engine lists.我们需要最大限度地扩大机会让我们的网站位于搜索引擎的名单之首。

2.I think one of the least costly ways to attract business is to ask some of our neighboring sites to offer links to our page inside of theirs.我想招揽生意最省钱的办法之一就是请我们相邻的站点在他们的主页上提供我们的网页链接。

3.I guess we could also put out a few advertisements for our website inside of the search engine.我想我们还能在搜索引擎上为我们的网站做些广告。

4.I hear all these horror stories of Internet businesses crash because there is not enough of a customer base yet.我听说很多关于网络生意的可怕故事，都是因为没有足够的顾客基数而失败了。

5.You've got to have a good idea of some kind of product that is in demand or would be popular.你还得有个好点子，卖那种销路好或将来会畅销的产品。

6.You can browse the website and send emails to your customers at any time.您可以随时浏览网页，给您的客户发邮件。

7.Maybe I will do business through the Internet in the future.也许我以后也可能通过网络做生意的。

8.I have chain stores throughout the country and I want you to furnish them with computers.我在全国各地都有连锁店，我想让你们为连锁店配备计算机。

9.Could you give me an indication of the quantities that you require?能告诉我们你们所需要的数量吗？

10.We have sufficient inventory to meet your present needs.我们有足够的库存，能满足你们目前的需求。

Words and phrases生词与词组

buzz word行话，术语crash (商业)失败，破产

domain (活动、学问等的)范围，领域get off the ground取得进展

inventory库存量，存货investment投资，可获利的东西

receipt收据；收到search engine搜索引擎

Fashion Conversations轻松会话

Conversation 1

A:Last month, we only had 40 hits on our site. Our products and prices are good, but the problem is that no one knows about our website.

B:If we want to get this Internet business off the ground, we've got to do something fast.

A:We need to maximize the chances that our site will be at the top of search engine lists, but I'm not sure how to do it.

B:We've got to put more buzz words into the home- page, so it will pop up when people search about some kind of our products.

A:Yeah, you're right. We've got to get the most popular phrases there... how else can we boost site traffic?

B:I think one of the least costly ways to attract business is to ask some of our neighboring sites to offer links to our page inside of theirs. If they have related services, they may be willing to help us out.

A:I guess we could also put out a few advertisements for our website inside of the search engine. I would like to find the most effective way to let people know about our site and our products.A:上个月我们的网站只有40个人点击。我们的产品和定价都很好，但问题是没有人知道我们的网站。

B:如果我们想使这个网络生意有所进展的话，我们必须加紧做点儿事情。

A:我们需要最大限度地扩大机会让我们的网站位于搜索引擎的名单之首，但我不确定该如何操作。

B:我们必须把更多的流行语加到主页上，这样当人们查找我们某种产品时我们的站点就会弹出。

A:是的，你说得对。我们必须在主页上放上最流行的词语……那我们如何提高网络流量呢？

B:我想招揽生意最省钱的办法之一就是请我们相邻的站点在他们的主页上提供我们的网页链接。如果有了相关业务，他们就会愿意帮我们的忙。

A:我想我们还能在搜索引擎上为我们的网站做些广告。我想找到最有效的方法让人们了解我们的网站和我们的产品。

Conversation 2

A:Earning extra income on the Internet is easier than you might think. After I started selling traditional craft items on the Internet last year, I have really been able to make bank doing something I love.

B:Is that right? I hear all these horror stories of Internet businesses crash because there is not enough of a customer base yet. how can you be sure your idea will cash in?

A:To run a successful Internet business, it requires a little research and a relatively small investment. You've got to have a good idea of some kind of product that is in demand or would be popular.

B:That's marketing research... But what about getting started once you have an idea?

A:After you have your great idea, you can set up a shop by registering a domain name, creating a website, an email address, and a hosting service. If you want to go all out on your website, you can put together shopping cart technology, but that can be pricey to start out with.

B:Sounds like a lot of work!

A:Anything worth doing takes work. Money doesn't grow on trees... Most of us have to work for it.A:通过因特网挣点儿外快比你想的要容易得多。我从去年开始在网上卖传统的工艺品，现在我真的有本事赚到钱去做我喜欢做的事情了。

B:真有这事？我听说很多关于网络生意的可怕故事，都是因为没有足够的顾客基数而失败了。你怎么确定你的点子就能发财？

A:要想搞好网络生意就需要做一点儿调查研究，还要有相对较小的投资。你还得有个好点子，卖那种销路好或将来会畅销的产品。

B:这就是市场调查……但是你有了点子以后，又是如何开始创业的呢？

A:有了好点子之后，你就可以通过注册域名、建立网站、电子邮箱和寄存服务来开个商店。如果你想全力以赴把站点做好，你可以利用一下购物车技术，但开始时费用会有点儿高。

B:听起来要做的事情真多！

A:任何值得一做的事情都要花费精力。钱不会长在树上……我们大多数人都得努力工作才能赚到钱。

Conversation 3

A:how do you usually sell your products now?

B:I'm doing business through the Internet now.

A:Oh, really? Is it a good way?

B:Yes, very good.

A:What advantages does it have?

B:It is very convenient. You can browse the website and send emails to your customers at any time.

A:Yes, if we do business through other ways, it will cost a lot of time.

B:Also it has low cost. You know you only need to pay the fee of the Internet, which is very cheap.

A:Yes, going abroad to join the exhibition will cost much. But does it have any disadvantages?

B:To be frank, sometimes it is not so safe as doing business through traditional ways.

A:You mean there may be credit problems?

B:Yes, but if you choose some good B2B websites, such problems can be avoided.

A:Will you give some suggestions?

B:Of course, such as the Alibaba, which is a famous website.

A:Thanks. Maybe I will do business through the Internet in the future.A:您现在通常怎样做生意？

B:我现在通过互联网做生意。

A:噢，是吗？这个方式好吗？

B:是的，挺好的。

A:它主要有什么优点啊？

B:非常便捷，您可以随时浏览网页给您的客户发邮件。

A:那倒是，通过其他方式做生意需要花费不少时间。

B:还有，它的成本比较低。您知道您只需要付上网费就够了，而且上网费很便宜。

A:是的，去国外参加展会开销很大。不过，它有什么缺点吗？

B:坦率地讲，有时候它不如传统途径做生意安全。

A:您的意思是说信用问题？

B:是的，不过如果你选择好的企业对企业的电子商务网站，这个问题可以避免。

A:有什么好的网站推荐吗？

B:当然，比如说阿里巴巴，这是个著名网站。

A:谢谢。也许我以后也可能通过网络做生意的。

Conversation 4

A:What can I do for you?

B:I have an idea. You've told me that you make the best, and the cheapest computers on the Internet.

A:I think we make the best. And I also think that's what you've come here for.

B:But is it really the cheapest? That's what interests me.

A:You know we have a wide range of prices, Mr. Li. here's our catalogue. I'm sure our prices are cheaper compared favorably with any others on the market today.

B:I have chain stores throughout the country and I want you to furnish them with computers. May I ask how much would it cost me per set?

A:It would largely depend on the model you choose.

B:The trouble is that I'm short of time. Can you supply from stock?

A:If you could give me some idea of your requirements, I might be able to help you.

B:About one thousand of pioneer 640. I'd like you to give me a quotation as soon as you can.

A:About 1,000. Oh, I see. Well, how much time can you give us?

B:One and a half months is my deadline.A:我能为你做点什么吗？

B:我有个想法。你告诉过我说你们卖因特网市场中卖得最好、最便宜的电脑。

A:我认为我们的产品是最好的，我想这就是你为什么来这里咨询的原因。

B:真的是最便宜的吗？这是我最感兴趣的。

A:李先生，你知道我们的价格幅度很大。这是我们的商品目录。我相信我们的价格在如今的市场上比其他任何计算机的价格都优惠。

B:我在全国各地都有连锁店，我想让你们为连锁店配备计算机。每台我要花多少钱？

A:这要看你选择什么机型了。

B:问题是我的时间太紧。你能供应现货吗？

A:如果你告诉我你们的具体需要的话，也许我能够帮助你。

B:我需要先锋640型计算机1000台。我希望你能尽快给我报价单。

A:大约1000台。噢，我知道了。那么，你能给我多少时间？

B:我的期限是一个半月。

Conversation 5

A:Oh, so many kinds! Could you tell me something about them?

B:Our company on the Internet is mainly handling the export of farm products, including grains, beans, walnuts, peanuts, etc. What kind of products are you interested in most?

A:We want to find out if you can supply walnut meat and peanut kernels.

B:Yes, we can. We have many suppliers with good reputations. We have many inquiries and orders recently.

A:Then how about the prices?

B:Could you give me an indication of the quantities that you require?

A:Walnut meat 100 tons and peanut kernels 80 tons.

B:Well, these two commodities are selling quite well and in high demand these days. For walnut meat the price is US$1,000 per ton, and peanut kernels US$700 per ton.

A:That seems rather high for a good customer. Will you give me a discount if I pay cash?

B:I should think we can come to some kind of agreement.

A:Good, and what about delivery? When can you deliver them?

B:We have sufficient inventory to meet your present needs. Delivery will be made ten days after receipt of your L/C.

A:That's good. As to details of the transaction, I'll call you later.A:噢，这么多种类啊！请你介绍一下好吗？

B:我们网上公司主要经营农产品，如谷物、大豆、核桃、花生等。你对哪种产品最感兴趣？

A:我们想知道你们是否能够提供核桃仁和花生仁。

B:没问题，我们有许多信誉良好的供货商。近来我们接到许多询盘和订货单。

A:价格如何？

B:能告诉我们你们所需要的数量吗？

A:核桃仁100吨，花生仁80吨。

B:这些产品近来销售得很好，需求量很大，核桃的价格为每吨1000美元，花生仁每吨700美元。

A:这对好顾客来说都太高了。如果付现金，你能打折吗？

B:我想我们可以商量。

A:好。送货怎么样？什么时候可以送到？

B:我们有足够的库存，能满足你们目前的需求。收到你方信用证后10天即可发货。

A:很好。至于交易详情我晚点会给你打电话。

Unit 2

E-commerce电子商务

Top Sentences典型例句

1.There are many advantages of the online auction.网上拍卖益处多多。

2.You mean that whoever and wherever you are, if you get online, you can buy and sell anything.你是说不论谁，不论在哪里，只要上网，就可以买卖任何物品了。

3.Are there still any questions on what we were discussing just now?刚才讨论过的话题还有什么问题吗？

4.To do the market segmentation is to analyze your customers obtained from the Internet.进行市场分割就是分析你从网络上找来的客户。

5.That is to say, you identify them and classify them according to their certain attributes.也就是说在确认了你的客户之后，根据他们不同的特点进行分类划分。

6.The monthly statement would itemize all the checks written by the customer.每月在清单上逐一列出客户开出的支票。

7.I created a new, innovative durable consumer product. But I can't find the way for distribution.我发明了一个新的、富有创意的消费产品，却苦苦寻不到经销商。

8.have you ever purchased anything online?你曾经在网络上购过物吗？

9.The transaction goes through a company that specializes in online billing.交易程序会交由专门处理网上付费的公司完成。

10.I'd write down the confirmation and order numbers just in case.我会记下确认号码及订单号码，以防万一。

Words and phrases生词与词组

adjuster调停者；调节器auction拍卖

dependable可靠的distribution分销，分发

distributor发行人；销售者fixed固定的；确定的；准备好的

innovative创新的，革新(主义)的motorist乘汽车者，常坐汽车的人

prompt当场交付的，即期付款的security安全

segmentation分割truncation切断

Fashion Conversations轻松会话

Conversation 1

(Joe and Alan are talking about online auctions.)

A:There are many advantages of the online auction.

B:What advantages?

A:It can extend the auction time, the number of people and materials to the largest with the network platform.

B:You mean that whoever and wherever you are, if you get online, you can buy and sell anything.

A:Yes, it improves the traditional sale manner of selling goods at a fixed price and offers prompt continuous preferential goods and services to the consumers.

B:But I suppose there are still many problems in the online auction.

A:Do you have any valuable advice?

B:Due to the striking conflict in the settlement manner, the difficulty of paying and so on, it is difficult to carry out the real online auction.(乔和艾伦正在谈论网上拍卖。)

A:网上拍卖益处多多。

B:有哪些好处呀？

A:它利用网络平台将拍卖时间、人数和物品等进行最大限度的延伸。

B:你是说不论谁，不论在哪里，只要上网，就可以买卖任何物品了。

A:不错，它改善了原来的定价销售模式，向消费者提供了立即、持续的最优价商品和服务。

B:可我觉得网上拍卖还是有不少问题的。

A:有何见解？

B:由于结算方式矛盾突出、支付困难等等，很难真正实现网上拍卖。

Conversation 2

(peter and Cindy are talking in the office.)

A:Are there still any questions on what we were discussing just now?

B:Now, I see how it is possible and important to get the information we need on the Internet. But how we use it to our market segmentation remains a puzzling question to me.

A:I see. To do the market segmentation is to analyze your customers obtained from the Internet. That is to say, you identify them and classify them accord- ing to their certain attributes.

B:You mean I have to divide my different customers into several different consuming groups, and try to sell them our products accordingly?

A:That's right.(彼得和辛迪在办公室谈话。)

A:刚才讨论过的话题还有什么问题吗？

B:现在我明白了在网上查找信息的可行性和重要性。但如何利用这些信息进行市场分割我现在仍不太清楚。

A:我明白你的问题了。进行市场分割就是分析你从网络上找来的客户，也就是说在确认了你的客户之后根据他们不同的特点进行分类划分。

B:您是说我应将不同客户划分成几个不同的消费群，然后相应地向他们推荐我们的产品？

A:是这样的。

Conversation 3

(Mr. Zhai is talking with Ms. Zuo about check safekeeping.)

A:Recently, I've heard about check safekeeping.

B:Yes, it's a system where the bank stores the customer's checks on microfilm rather than returning them to him or her every month. The monthly statement would itemize all the checks written by the customer.

A:Is it the same as check truncation?

B:Oh, no. Check truncation is another system. In fact, check safekeeping operates between the bank and customers while check truncation operates among banks. With check truncation, the check- clearing process can be speeded up.

A:I see.(翟先生正与左女士谈论支票安全储存。)

A:最近，我听说了支票安全储存。

B:是的，这一系统将用户的支票储存在缩微胶片上，而不用每月寄给用户。每月满清单上逐一列出客户开出的支票。

A:它与支票简缩一样吗？

B:哦，那不一样。支票简缩是另一个系统。事实上，支票安全储存系统是在银行和用户之间使用，而支票简缩系统是在银行之间使用。有了支票简缩系统，支票结算过程就会加快。

A:我明白了。

Conversation 4

(Mr. Xie is searching for distributors.)

A:I created a new, innovative durable consumer product, but I can't find the way for distribution.

B:Why not issue the information online?

A:A good idea. Can you help me?

B:Certainly! You should write down the name of the product and its usage at first.

A:It is called the Accident Report Kit. It is a low value, high sales volume goods.

B:Yes, you should stress the advantages of the product.

A:It is designed to allow motorists to acquire the information needed for their insurance claims adjusters.

B:Now, say what a distributor can get.

A:It can allow the distributor to profit further down the road.(谢先生正在寻找经销商。)

A:我发明了一个新的、富有创意的消费产品，却苦苦寻不到经销商。

B:为何不在网上发布信息？

A:好主意。你能帮忙吗？

B:当然！首先你要写下产品的名字以及用途。

A:它叫做交通事故报告器。它是价格低、销售数额高的产品。

B:是的，你应该强调一下产品的优点。

A:它是用来给开车人使用的，当需要向保险公司申请赔偿时，教你如何收集信息。

B:现在说一下经销商能得到什么。

A:他们能够获得更高的利润。

Conversation 5

(Dick and Sally are talking about shopping online.)

A:have you ever purchased anything online?

B:Yes, I do it all the time. Why do you ask?

A:I want to buy something from an online bookstore, but I don't know how safe it is.

B:I think it's safe, especially if it's a dependable firm.

A:So, it shouldn't be a problem to submit my credit card number and security code.

B:No, it shouldn't be. The transaction goes through a company that specializes in online billing.

A:Good. I need to feel secure before I order. That company confirmed my order. My order's been received and is being processed.

B:If I were you, I'd write down the confirmation and order numbers just in case.

A:I thought you said it was safe.

B:There's no harm in being prepared.(迪克和萨莉正在谈论网上购物。)

A:你曾经在网络上购物吗？

B:有啊，我常网购。你为什么这样问？

A:我想在网络书店买些东西，但是我不知道安不安全。

B:我觉得很安全，特别是如果那是家可靠的公司。

A:所以，送出我的信用卡号和安全密码应该不会有问题。

B:对，应该不会。交易程序会交由专门处理网上付费的公司完成。

A:很好，我必须知道那里安全才会订购。那家公司确认过我的订单。他们已经收到我的订单，并且正在处理中。

B:如果我是你，我会记下确认号码及订单号码，以防万一。

A:我以为你说过那是安全的。

B:做好准备总没有害处。

Unit 3

Market Research市场调研

Top Sentences典型例句

1.That means trouble for our woolen sweater line.那意味着我们的羊毛衫系列要有麻烦了。

2.In addition, woolen products are very sensitive in price.另外羊毛衫又是一种价格敏感产品。

3.This could be a great marketing opportunity for us.这对我们公司来说可能是一次大商机。

4.I drop by in Shenzhen whenever I take a trip around the countries in Southeast Asia.每当我到东南亚各国旅行时，都会顺便到深圳。

5.Do you have any idea on how textile markets are going nowadays?您是否知道目前的纺织品市场状况如何？

6.This information is used to plan the marketing policy so that no risks are involved in production. That is to say that our production will then be according to demand.这条信息将用于计划我们的营销策略，以便在生产过程中不承担任何风险。也就是说，我们会根据需求来生产。

7.You'll increase your market share while in a market slump.这样一来，尽管市场不景气，你们的市场占有率反而增加。

8.It seems there are few direct sailings and a lot of goods have to be transshipped via hong Kong.看来只有极少的直达航船，许多货物得经香港转船。

Words and phrases生词与词组

fluctuation波动，起伏liable负有责任的；有……倾向的，很有可能的

precious贵重的；珍爱的red tape繁琐的手续；官僚作风

rundown纲要；裁减sensitive敏感的，灵敏的

slump衰退；(物价)暴跌

Fashion Conversations轻松会话

Conversation 1

A:Look at these figures! The cost of wool is going up 10% during the next year. That means trouble for our woolen sweater line.

B:En. Wool is our main raw material, and we are not the price leader in this field. In addition, woolen products are very sensitive in price.

A:According to our marketing research information, customers are particularly interested in polyester sweaters with a wide selection of colors and designs.

B:This could be a great marketing opportunity for us.

A:Exactly. Let's get going on this idea and talk to Research and Development Department.A:看这些数字，明年羊毛的价格要涨10%。那意味着我们公司的羊毛衫系列要有麻烦了。

B:嗯。羊毛是我们的主要原材料，我们公司在这一行又不是价格领头羊，而且羊毛衫又是一种价格敏感产品。

A:从市场调研信息来看，客户尤其对花色设计繁多的涤纶针织套衫感兴趣。

B:这对我们公司来说可能是一次大商机。

A:没错。我们好好探讨一下这个想法，再和研发部讨论。

Conversation 2

A:You come to Shenzhen quite often, don't you?

B:Well, I drop by in Shenzhen whenever I take a trip around the countries in Southeast Asia.

A:Then you must be quite familiar with the garment markets in that part of the world. how about giving me a rundown on it?

B:With pleasure.

A:Do you have any idea on how textile markets are going nowadays?

B:Well, it is so so, not too bright, not too dark, I should say.

A:Do you think our products are competitive enough in the international market?

B:pricewise yes, but in terms of its guaranteed service over a long period of time, I would say no.

A:I'll keep that in mind. Well, thank you very much for sparing so much of your precious time.

B:That's all right. Anytime.A:您经常来深圳，是吗？

B:嗯，每当我到东南亚各国旅行时，都会顺便到深圳。

A:那您一定对该地区的服装市场相当熟悉了。简要地给我介绍一下如何？

B:我很乐意。

A:您是否知道目前的纺织品市场状况如何？

B:唔，马马虎虎啦，我应该说不是很好，也不是很坏。

A:您认为我们的产品在国际市场上具有足够的竞争力吗？

B:就物价来讲，是可以的。但以长期保证服务的观点来看，我就要说不行了。

A:我会记住您所说的。非常感谢您抽出这么多宝贵的时间。

B:别客气。欢迎随时再来。

Conversation 3

A:I am from the Roman Company. here's my card. I would like to ask you a few questions.

B:Why?

A:We are conducting a market research. We want to know how many people use the Roman detergent. This information is used to plan the marketing policy so that no risks are involved in production. That is to say that our production will then be according to demand.

B:hmmm... You seem to be all right. You may come in. please sit down.

A:May I have your address?

B:here it is-on this card.

A:Thank you. May I know your occupation, please?

B:I'm a doctor.A:我来自罗曼公司，这是我的名片。我想问您几个问题。

B:为什么(要问我问题呢)？

A:我们正在进行一项市场调查。我们想知道多少人在使用罗曼洗涤剂。这条信息将用于计划我们的营销策略，以便在生产过程中不承担任何风险。也就是说，我们会根据需求来生产。

B:噢……看来是这么回事儿，您可以进来了，请坐。

A:可以知道您的地址吗？

B:在这儿--在名片上。

A:谢谢，您的职业是……？

B:医生。

Conversation 4

A:If you want to increase sales in such a weak market, you will have to lower your prices.

B:As I see it, that will make our profits go down.

A:I know, but I think if you lower your prices, and spend a little more money on quality analysis, sales will go up.

B:You mean if we lower prices and have better quality, we'll get more customers to buy from us.

A:Exactly. You'll increase your market share while in a market slump. Then, when market fluctuations stop you can slowly raise your prices and make bigger profits.

B:And in a strong market there will be many new customers. They'll buy from us because everyone will know we have the best quality products. Thanks for your report.A:如果贵公司想在市场如此不景气的时刻增加销售量的话，就必须降价。

B:依我看，这么一来我们的利润会减少。

A:我知道，不过如果你们肯降价，再多花一点钱在品质分析上，业绩一定会提高。

B:你的意思是，如果我们降低价钱，又把品质提高，我们就会吸引更多客户。

A:完全正确。这样一来，尽管市场不景气，你们的市场占有率反而增加。所以等市场回稳，你们就可以慢慢地提高售价，赚取更高的利润！

B:而在市场大好的时候，会有很多新顾客出现，他们会买我们的产品，因为大家都知道我们的产品品质最好！谢谢你的报告。

Conversation 5

A:You say that country's imports are going to rise rapidly. Well, let's have some figures. What are the difficulties? Who are our likely competitors? What about tariffs?

B:There are tariffs on certain products, but the Board of Trade assured me that our medical equipment would not be liable to duty.

A:What about shipping facilities? It seems there are few direct sailings and a lot of goods have to be transshipped via hong Kong. And there's all the red tape involved in getting an import license.

B:Well, if I find an agent in that country to act for us, we can get him to sort out the import license.

A:have you considered what channels of distribution are needed in that country?

B:I'll have to find them out, but we might be able to sell directly to the medical companies. Maybe we should have a field survey to find out exactly how the firms in that country prefer to buy their products.

A:Surely we ought to go ahead now. We can't live on our old markets forever!A:您说那个国家的进口量即将迅速增长。嗯，咱们来看一下，有哪些困难？有哪些可能的竞争者？关税如何？

B:有些产品要交税，但是贸易委员会向我保证我们的医疗设备可以免税。

A:海运设施如何？看来只有极少的直达航船，许多货物得经香港转船，还有进口许可证要通过繁杂、拖拉的公事程序。

B:嗯，如果我能在那个国家找到代理人，我们就可以让他解决进口许可证的问题。

A:那个国家需要什么样的销售渠道，您考虑了吗？

B:这还得确定，但也许我们能直接卖给医药公司。或许我们应该实地考察一下，准确地查明那个国家的公司愿意以什么方式进行购买。

A:我们现在确实应该向前走了。我们不能永远依靠以前的市场生存。

Unit 4

Advertising Marketing广告营销

Top Sentences典型例句

1.The boards must work well if they're going to be the cash cow we want them to be.如果要让这些适配卡如我们所愿地成为摇钱树的话，就不能出乱子。

2.We're putting the same full-page ads in the Sunday edition of three major newspapers.我们在三大报纸的星期天版面投放了相同的全版广告。

3.So I have a number of other tricks up my sleeve as well.所以我还有很多其他的妙计。

4.Only very established companies can successfully advertise through radio.只有知名公司才可以成功地在电台做广告。

5.We are certainly targeting specific audiences such as young people.很显然我们的特定目标客户是年轻人。

6.We'll have some outdoor ads using billboards near main entrances to big cities.我们还会有一些户外宣传活动，在大城市的主要入口处树立广告牌。

7.They'll have some new proposals ready by the end of the week.这个周末会出台一些新的策划。

8.Would you like to tell me the relationships among them?您能给我介绍一下他们之间的关系吗？

9.public relations play a role in building image, both product image and company image.公共关系在建立形象，包括产品形象和公司形象方面发挥了不少作用。

Words and phrases生词与词组

audience听众，观众billboard布告板，揭示栏，广告牌

campaign参加活动，从事活动cash cow摇钱树

fascinate使着迷，使神魂颠倒hype大肆宣传，大做广告

kink扭结，纠缠proposal提议，建议

sleeve袖子target目标；对象；靶子

trick谋略；诡计vanilla香草

Fashion Conversations轻松会话

Conversation 1

A:As you know, the Fast Trek 2000 is due for release next month. I think we've finally worked the kinks out.

B:Great. That's vital. Quality is the focus of the ad campaign. The boards must work well if they're going to be the cash cow we want them to be.

A:Good. What about print and radio?

B:We've taken out full-page ads for two large trade magazines. And more important, our press releases have been well received.

A:Any larger ads?

B:Yes. We're putting the same full-page ads in the Sunday edition of three major newspapers.

A:It sounds perfect.

B:But nothing ever works out as you want it. So I have a number of other tricks up my sleeve as well.A:正如您所知，Fast Trek 2000预定在下个月推出。我想我们已经解决了所有琐碎的问题。

B:太好了。那很重要。品质是广告活动的焦点。如果要让这些适配卡如我们所愿地成为摇钱树的话，就不能出乱子。

A:很好，那印刷品和广播呢？

B:我们在两家大的商业杂志刊登了全版广告。更重要的是，我们的新闻稿已经全被采纳了。

A:有再大一点的广告吗？

B:有的。我们在三大报纸的星期天版面投放了相同的全版广告。

A:听起来很周全。

B:不过有时候就是会事与愿违，所以我还有很多其他的妙计。

Conversation 2

A:have you thought about advertising in newspapers and magazines? You can introduce your product to a special group of readers and attract their attention with eye-catching illustration.

B:I quite agree with you, but it is said that advertising on radio is cheaper.

A:I see what you mean. But we cannot advertise very long on radio because it is expensive. Time is very limited. Only very established companies can successfully advertise through radio.

B:What about television commercials?

A:As we all know, of all the advertising media, TV has sound, movement and color and attracts a large number of TV viewers. And people can see the real thing, but it's very expensive.

B:That makes sense. Maybe I should advertise our products in a magazine for young readers. We are certainly targeting specific audiences such as young people.A:你想过在报纸杂志上登广告吗？你可以将产品介绍给特定的读者群，还可以用抢眼的图片吸引读者。

B:我非常赞同你的观点，但据说在广播电台做广告更便宜。

A:我懂你的意思，但我们不能长时间在电台做广告，因为费用昂贵。电台广告时间非常有限，只有知名公司才可以成功地在电台做广告。

B:那电视广告如何？

A:众所周知，在所有广告媒体中，电视集声音、动感和色彩于一身，能吸引大量的电视观众，而且观众能看到实物，但是它也是最昂贵的。

B:有道理。也许我应该在一份供年轻读者阅读的杂志上登广告。很显然我们的特定目标客户是年轻人。

Conversation 3

(Mr. huang and Ms. Sun are talking about the ad.)

A:how much do you charge us if you design an ad for us?

B:You just want to have your ads in a newspaper?

A:We haven't decided yet so we have come to you for some advice.

B:how much is your budget for your ads?

A:About $2,000 per month.

B:That is not too much. how long does this budget last?

A:Five months.

B:Then, first we'll do some market research. After that we can give you an advertisement plan. As far as I know, you only advertised in newspapers. It is far from enough.

A:What is your suggestion?

B:I think you should have advertisements on TV. By the way, these are the two ads I designed for you. Would you like to have a look at them?

A:Thanks.(黄先生与孙女士正在谈论广告。)

A:如果您为我们设计广告，需要多少费用？

B:你们只考虑做报纸广告吗？

A:我们还没定，所以过来找您。

B:你们的广告预算是多少？

A:每月大概2000美元。

B:那不多嘛。这个预算持续多长时间？

A:5个月。

B:那好，让我们做一下市场调研，然后为您制订一份广告计划。据我所知，您仅做了报纸广告。这远远不够。

A:您的建议呢？

B:我认为还应该做电视广告。顺便说一下，这是我给您设计的两份广告，您想看一下吗？

A:谢谢。

Conversation 4

A:Good morning. how are you today?

B:I'm doing fine. how about you?

A:Great, thanks. So what's the status of our advertising campaign?

B:As I mentioned before, it'll be a national campaign starting next month. We've decided to use a variety of media for full coverage. First, we'll have 30- second spots on television once a day for 2 weeks. At the same time, we'll do 15-second radio commercials 3 times a day in selected cities with large populations. Finally, we'll have some outdoor ads using billboards near main entrances to big cities.

A:What style will the ads use?

B:We're focusing on a slice of daily life, showing how you can beat the summer heat by biting into a cool ice-cream sandwich. There'll be some reasons for throwing you into a hype of our choice of flavors and showing everyone they're not stuck with just vanilla.

A:Sounds like an ideal approach. Will we have a new slogan?

B:Definitely. The advertising agency's working on that right now. They'll have some proposals ready by the end of the week.

A:Sounds like we'll have a winner on our hands!A:早上好。你今天过得怎么样？

B:我很好。你呢？

A:很好，谢谢。我们公司的广告宣传做得怎么样了？

B:正如我以前所提到的，下个月开始的宣传活动是全国范围内的。我们已经决定利用各种媒体做全面宣传。首先，我们在电视上做持续两个礼拜的广告，每天一次，时间为30秒钟。同时，我们还会在被选中的人口较多的城市的电台广播中宣传，每天3次，每次时间为15秒。最后，我们还会有一些户外宣传活动，在大城市的主要入口处树立广告牌。

A:那么广告采取什么样的风格呢？

B:我们将把焦点放在日常生活方面，告诉你只要吃一个冰淇淋三明治就能消除夏日炎热。我们还会通过对多样性口味选择的宣传，告诉大家 推荐我们公司产品的原因，香草并不是唯一的口味。

A:听起来是个完美的方案。我们会有新的口号吗？

B:当然，广告代理商正在设计呢。这个周末会出台一些新的策划。

A:听起来我们将会成为一个大赢家！

Conversation 5

A:I'd like to talk a little more about advertising. I think it has an important part to play in production promotion. Would you agree on that?

B:Oh, yes. I certainly would. I see advertising as an essential part of the entire process of marketing. And I think it has an independent function.

A:I'm especially interested in the role of image, public relations and advertising in the production promotion. Would you like to tell me the relation- ships among them?

B:Yes, that's a fascinating area. And the area is extremely important in the entire process of successful merchandising, especially the matter of public relations and image.

A:It's really a matter of establishing trust, isn't it? There is a close relationship between building a reputation and establishing what we call goodwill. Am I right?

B:Yes. We all know what it is when a company has it and we clearly know what it is when a company doesn't have it.

A:I think we all know that.

B:The same thing applies to a product, too. And that's why I think that specific product advertising has only limited effectiveness. Good advertising is vital to call attention to a product and introduce new products. But in the long run it's the image that really counts.

A:I understand. public relations play a role in building image, both product image and company image.

B:Yes. Advertising can help build product recognition, but product itself builds image.A:我想多谈一谈广告的问题。我认为广告对促进生产起到很重要的作用。您认为呢？

B:是的，我当然同意。我把广告看作整个营销过程的一个重要组成部分。而且我想广告还有它独立的功能。

A:我对企业形象、公共关系和广告在促进生产中的作用尤其感兴趣。您能给我介绍一下三者之间的关系吗？

B:可以，那是个吸引人的领域。这个领域在成功推销的整个过程中是至关重要的，特别是公共关系和企业形象。

A:良好的公共关系和企业形象确实能建立起对企业的信任，对吗？建立信誉和创建企业商誉有密切的联系，对不对？

B:对。我们都清楚当一家公司建立起良好的信誉，对它意味着什么；同时，更清楚如果公司没有良好的信誉，又意味着什么。

A:我想我们都了解这一点。

B:这也适于产品。所以我认为特定产品的广告，其效果也是有限的。好的广告对于唤起人们对产品的注意和介绍新产品当然是重要的。然而从长远看来，企业形象才是真正重要的。

A:我明白了。公共关系在建立形象，包括产品形象和公司形象方面发挥了不少作用。

B:是的。广告虽能帮助识别产品，但是产品本身才能树立形象。

Unit 5

Trade Shows贸易展览

Top Sentences典型例句

1.They've only been on the market for a few months, but they are already very popular.这些产品刚上市几个月，但已经很受欢迎了。

2.The recommended retail prices can be found on the price list.推荐零售价格见价格单。

3.I remember you came to our booth on the first day of the exhibition.记得开展第一天你就来参观我们的展位了。

4.Our cotton textiles have enjoyed a high reputation in the European market.我们的棉织品在欧洲市场有很好的口碑。

5.I'm very interested in the cotton cheongsams, especially the ones with traditional Chinese patterns and characters.我非常喜欢那些棉制旗袍，尤其是那些具有中国传统图案和文字的式样。

6.There are some samples for you to look at.这里有些样品，你可以看一下。

7.I am much impressed by your introduction, but I have several questions.你的介绍给我留下了深刻的印象，不过我有几个疑问。

8.One produces power tools and the other produces hand tools.一个生产电动工具，一个生产手工工具。

9.however, if you want I can have the sample available for you within one and a half hours.但是如果您要，我可以在一个半小时内准备好样品。

10.I'll have the sample ready for you when you return.我会把样品准备好等您的。

Words and phrases生词与词组

appeal吸引力；要求balk犹豫不决，畏缩不前

ceramics制陶术，制陶业cheongsam旗袍

discriminating有识别力的；有差别的finish抛光剂，面漆

textile纺织品utilize利用

Fashion Conversations轻松会话

Conversation 1

A:Good morning, can I help you?

B:I'm very interested in your arts and crafts, and could you tell me something about them?

A:Right. We have some newer models here. please come this way. I will show them to you. They've only been on the market for a few months, but they are already very popular.

B:Quite interesting, but how about the price?

A:The recommended retail prices can be found on the price list. here is the price list, Sir.

B:Can you give me a good discount on a large order?

A:Well, it depends on the size of the order. I'll have to check that. Well, we can offer you at most a 5% discount.

B:OK, I see. We hope we can establish the business relationship with you.A:早上好，能为您效劳吗？

B:我对你们的手工艺品挺感兴趣的，请您介绍一下好吗？

A:好的，我们这里有些新产品的样品，请过这边，我将给您展示一下。这些产品刚上市几个月，但已经很受欢迎了。

B:很有趣，但是价格如何？

A:推荐零售价格见价格单。先生，这是我们的价格单。

B:大宗订货有优惠折扣吗？

A:这要看订单大小。我得核对一下。嗯，我们最多能给你们5%的折扣。

B:好的，我知道了。希望我们能建立商务联系。

Conversation 2

A:hello, Miss Green. It's a great pleasure to have the opportunity to meet you again. I remember you came to our booth on the first day of the exhibition. I believe you have seen the exhibits in the showroom. May I know what particular items you are interested in?

B:I'm here again because your cotton textiles are very appealing to me.

A:I'm glad to hear that. Our cotton textiles have enjoyed a high reputation in the European market.

B:I'm very interested in the cotton cheongsams, especially the ones with traditional Chinese patterns and characters.

A:It's our latest design. Comparing with the old ones, this one is much better in style. Reports from different markets show that this model is the choice of the most discriminating buyers.

B:I have looked over the catalogue. I think some of the items will find a ready market in holland. here is a list of my requirements and I'd like to have your lowest quotations, CIF Sydney.A:您好，格林小姐。很高兴再次见到您。记得开展第一天你就来参观我们的展位了。相信您已在样品间参观了展品，请问您对哪几种产品感兴趣呢？

B:我再次到来，是因为你们的棉织品对我很有吸引力。

A:很高兴。我们的棉织品在欧洲市场有很好的口碑。

B:我非常喜欢那些棉制旗袍，尤其是那些具有中国传统图案和文字的式样。

A:这是我们新设计的一个款式。与过去的产品相比，在款式上可以说是一个进步。从市场反馈的情况来看，这个款式是明智买商的首选。

B:我看了商品目录，我认为有些东西在荷兰很好销。这是购货单，希望你们报成本加运费、保险费到悉尼的最低价。

Conversation 3

A:how do you do, Miss Chen. It's nice to meet you at last!

B:how do you do, Mr. Smith. At last I can put a face to the voice on the phone. Well, I know you're extremely busy, so why don't we get started? I'm sure you'll find our new products interesting.

A:Great. Can you tell me something about the features of your new product?

B:There are some samples for you to look at. I'd be glad to answer any of your questions. Firstly, I want to say...

A:I am much impressed by your introduction, but I have several questions. By the way, do you offer discounts for regular purchases?

B:Yes, we do indeed. Our usual figure is around 5%, but that depends on the size of the order.

A:I've already seen some items we'd like to order. You know, I'd still like to study them a bit further. I'll call you when I'm ready.

B:I hope we shall be hearing from you very shortly.A:你好，陈小姐。终于见到你了。

B:你好，史密斯先生。和你在电话中交谈多次，今天终于见面了。我知道你是个大忙人，我就开门见山吧。我相信你一定会对我们的新产品感兴趣的。

A:太好了。你们的新产品有什么特点？

B:这里有些样品，你可以看一下。我愿意回答你的任何问题。首先我想说的是……

A:你的介绍给我留下了深刻的印象，不过我有几个疑问。顺便问一下，你们有折扣吗？

B:有的。我们通常会提供5%的优惠，折扣要根据订单的多少来算。

A:我已经看到了一些我们可能会订购的产品。不过我们还需要研究一下。等我想好了会打电话给你的。

B:希望能早日收到你的消息。

Conversation 4

A:I'm looking for the hand tools. Do you have this item?

B:Yes, we have. We have two factories. One produces power tools and the other produces hand tools.

A:Can you show me the samples of hand tools?

B:Sorry, we only display power tools here this time. But here is the catalog of hand tools. You can take a look.

A:I'm looking for an adjustable wrench. Do you handle this item?

B:Yes. It's made of strong alloy steel.

A:how about the finish?

B:It has a chrome plated finish.

A:Do you have any samples available here?

B:I'm sorry we don't have the sample now. however, if you want I can have the sample available for you within one and a half hours?

A:Very well. Then I'll come back here one and a half hours.

B:OK. I'll have it ready for you when you return. Is there anything else you'd like to see?

A:Yes, do you have any square drive sets?

B:Sorry, we don't handle that line.

A:That's all right then. See you later.

B:Thanks for coming and see you later.A:我正在找手工工具。你们有这个项目吗？

B:是的，我们有。我们有两个工厂。一个生产电动工具，一个生产手工工具。

A:可以给我看看手工工具的样品吗？

B:抱歉，我们这次只展览电动工具，但是这里有手工工具的目录，您可以看看。

A:我正在找可调扳手。你们生产此项产品吗？

B:有，它是用很坚固的合金做的。

A:表面处理如何？

B:表面镀铬。

A:您这里有样品吗？

B:抱歉，现在没样品。但是如果您要，我可以在一个半小时内准备好。

A:很好，我一个半小时后再来。

B:好的。我会把样品准备好等您的。您还有没有其他东西想看？

A:是的，你们有四角起子吗？

B:抱歉，我们不生产这项产品。

A:没关系，待会儿见。

B:谢谢光临，待会儿见。

Conversation 5

A:What beautiful art ceramics you make.

B:I learned the craft from my father. Then I studied ceramic engineering at school.

A:All your hard work looks as if it's paid off.

B:Yes, I have 50 employees. I hope to become the biggest exporter of ceramics in China.

A:Well, the demand for ceramics is increasing in my country.

B:Yes, a large proportion of our sales are to the US.

A:The development of ceramics in your country has been remarkable. You carry on a centuries-old tradition and keep pace with modern technology at the same time.

B:Yes, our research in the field has been yielding good results. And we're deeply grateful to your country's technicians for their considerable assistance.

A:Tell me about your designs.

B:how do you like this one?

A:It's beautiful.

B:This is an eight-foot decorative vase. It's hand- made and the inlaid designs are etched in. It takes 45 days to make. Its retail price will be US$3,000.

A:The result is certainly worth the effort. how about this design over here?

B:This vase is still in the experimental stage.

A:Why is that?

B:It's quite expensive to make and because of its small size, buyers balk at its high price. We feel we could sell more if we could reduce the price.

A:Well, you mustn't tamper with quality. It's the high quality of Chinese ceramics that attracts American buyers.

B:That's why a reduction in price can never be made at the expense of quality.

A:Well, thank you for showing me your beautiful ceramic ware. I was so impressed by your designs and the high quality of your pieces.A:你们制作的陶瓷作品真美。

B:我跟我父亲学习陶艺，然后我又在学校攻读陶瓷工程学。

A:看来你的心血没有白费。

B:没错，我现在拥有50名员工。我希望能成为中国最大的陶瓷出口商。

A:我们国内对陶瓷的需求量愈来愈大。

B:是的，我们大部分产品销往美国。

A:贵国陶瓷业的发展的确不同凡响。你们延续了古老的传统，同时又与现代科技一同进步。

B:是的，在这方面的研究已有了不错的成果，也很感激贵国技术人员的协助。

A:给我介绍一下你们的设计吧。

B:您觉得这个如何？

A:很美。

B:这是个8尺高的装饰花瓶，完全手工制造，而且镶嵌部分设计采用蚀镂法刻入。制造过程耗时45天，零售价为3000美元。

A:这样的成品确实值得这番工夫。这个式样呢？

B:这个花瓶还在实验阶段。

A:为什么？

B:这个式样的制造成本相当高，而且因为体积小，顾客看到这样高的价钱就裹足不前。我们想如果售价降低，将能卖出更多。

A:嗯，你可不能在质量上动手脚。美国的顾客就是看上了中国陶瓷的高质量。

B:正因为如此，降低价格的同时不能以牺牲质量为代价。

A:嗯，谢谢你为我展示这些美丽的陶艺品。你们的设计和产品质量给我留下了印象的深刻。

Unit 6

Attending Trade Fairs参加商展

Top Sentences典型例句

1.I am calling because I saw an ad in the Asian Wall Street Journal about your trade show.我打电话来，是因为我在《亚洲华尔街日报》上看到你们开商展的广告。

2.please send it as soon as possible to reserve a space.请尽快寄来，才能预留一个展位。

3.We still have some very important matters to discuss.我们还有一些很重要的事要讨论。

4.We have a factory which is directly managed by our company.我们有一家工厂，直接由我们公司经营。

5.Would you please give me some information?希望您能给我介绍一些情况。

6.When I entered the main hall, I saw many beautiful textiles and light industrial products on show.刚才进入大厅时我看到陈列着许多漂亮的纺织品和轻工产品。

7.We're interested in importing a complete bottling machine for exhibit and sale in our country.我们想要进口一整套装瓶机，以备在我国展示和销售。

8.We have five international patents which we are ready to sell.我们有5项国际专利可以出售。

9.I wonder if you can give me more information about this computer model you're showing.您可以多给我提供一些你们正在展示的这种类型的电脑的资料吗？

Words and phrases生词与词组

merchandise商品，货物patent专利权；执照；专利品

registration注册，报到；登记subcontract转包合同

Fashion Conversations轻松会话

Conversation 1

A:hello, I am calling because I saw an ad in the Asian Wall Street Journal about your trade show.

B:Yes. Let me give you the information about it. It's in Washington on May 27th and 28th. It costs $1,000 for a 5 by 6 booth.

A:Excuse me, but when is the deadline for registration?

B:The deadline is tomorrow. however, we can make exceptions for overseas companies.

A:Well, I am very interested. Where do I send the registration form and the money?

B:To the address that appears on the bottom of the form. please send it as soon as possible to reserve a space.A:喂。我打电话来，是因为我在《亚洲华尔街日报》上看到你们开商展的广告。

B:是的。让我告诉您一些情况。商展于5月27日和28日在华盛顿举行。5英尺长、6英尺宽的展位要1000美元。

A:对不起，登记参展的最后期限是什么时候？

B:明天是最后期限。不过，对外国公司，我们可以例外。

A:好的，我很有兴趣。登记卡和参展的钱，我该寄到什么地方？

B:寄到表格底下的那个地址。请尽快寄来，才能预留一个展位。

Conversation 2

A:What did you think of the showroom?

B:You have a lot of attractive merchandise.

A:Thank you. We're hoping you'll place some orders before you leave.

B:Well, we'll see. We still have some very important matters to discuss.

A:Yes, of course.

B:Like price, for example.

A:I don't think you'll have to worry about price. We get our goods at a very low cost.

B:Why?

A:We have a factory which is directly managed by our company.

B:I see. I would certainly like to visit the factory.

A:I think that can be arranged.A:你觉得这展览室如何？

B:你们有很多吸引人的商品。

A:谢谢。希望你走之前，能下一些订单。

B:嗯，我们再看看。我们还有一些很重要的事要讨论。

A:是的，当然。

B:比如价格。

A:我想你不需要担心价格问题。我们的货物价格都非常低廉。

B:为什么？

A:我们有一家工厂，直接由我们公司经营。

B:我懂了。我很想参观一下工厂。

A:我想这可以安排。

Conversation 3

A:hello! Welcome to Guangzhou Fair.

B:Thank you. I'm from America. here is my business card.

A:Glad to meet you, Mr. Smith. My family name is Wang and here is my name card.

B:Great! This is my first visit to the Fair. Everything is new to me. Would you please give me some information?

A:Glad to. The Fair is a big gathering taking place twice a year. Thousands of businessmen from more than a hundred and fifty countries and regions are here to trade with China.

B:Yes. When I entered the main hall, I saw many beautiful textiles and light industrial products on show. They are very attractive. Could we go to see the show now?

A:Of course. Let's go.A:您好！欢迎光临广交会。

B:谢谢。我从美国来，这是我的名片。

A:史密斯先生，幸会，幸会。我姓王，这是我的名片。

B:太好了，我首次参加广交会，觉得一切都很新鲜，希望您能给我介绍一些情况。

A:好的。广交会是每年两度的盛会，有来自150多个国家和地区的成千上万的商人云集在此与中国人做生意。

B:是的。刚才进入大厅时我看到陈列着许多漂亮的纺织品和轻工产品，很吸引人。我们现在可以过去看看吗？

B:当然可以。我们走吧。

Conversation 4

A:I represent the hassan Trading Company. We're interested in importing a complete bottling machine for exhibit and sale in our country. If satisfactory, we may consider further orders.

B:Well, this unit here on display is a full scale assembly of our latest machines. how do you think about it?

A:Very splendid. how about patent rights?

B:We have five international patents which we are ready to sell.

A:I can consider it. Do you have any literature I can take with me?

B:Yes, here are some catalogs and brochures.

A:What about the price list? Does it have a guarantee to go with it?

B:Just a moment, please.

A:Will I have to wait long?

B:No.

(After a while)

B:here it is, with it.A:我是哈森贸易公司的代表，我们想要进口一整套装瓶机，以备在我国展示和销售。如果满意的话，我们可以考虑进一步的订单。

B:哦，这里所展示的装置是本公司最新机器的全套设备。您觉得怎么样？

A:很不错。它的专利权怎么样呢？

B:我们有5项国际专利可以出售。

A:我会考虑的。你们还有什么说明书可以让我带走的吗？

B:有的，这里是一些目录和小册子。

A:价格表呢？有没有附保证书呢？

B:请稍候。

A:我要等很久吗？

B:不会的。

(过了一会儿)

B:给您，附有保证书。

Conversation 5

A:Good morning. May I help you?

B:I wonder if you can give me more information about this computer model you're showing.

A:I'd be glad to help. Would you like a packet of our promotional literature?

B:Thank you. I see your computer is fully IBM compatible.

A:Yes, this model can run any software or DOS program that IBM personal computers can run.

B:These models seem to be quite small.

A:Yes, one of the problems our company was trying to solve when we worked on this model was to do away with the bulk of IBM desktops and their clones. Our computer is only 11 pounds.

B:Remarkable! There's nothing quite like seeing a problem and solving it to create a good product. Are all the components made here in Tianjin?

A:Yes, we do some subcontracting, but only in Tianjin. These computers are made here. May I ask what company you work for?

B:I represent Reese Computer and Supply Company. We're a high-volume, discount mail-order house.

A:Would you like to tour our factory and perhaps even one or two of our subcontractors?

B:Yes, if it wouldn't take too long to arrange. I'm due to fly back to the States on Friday.

A:I'm sure we can arrange it before then. how about meeting the founder of our company? Would you be interested in talking with him about our ideas for upcoming models?

B:Yes, I think that would be useful. Thank you for your help.A:早上好。能为您效劳吗？

B:您可以多给我提供一些你们正在展示的这种类型的电脑的资料吗？

A:乐意为您服务。您要一份我们的促销文件吗？

B:谢谢。我发现你们的电脑可以和IBM完全相容。

A:没错。IBM个人电脑可执行的软件或DOS程序，这种类型的电脑都能执行。

B:这种机型似乎很小。

A:是的，我们开发这机型时要改善的一个问题就是IBM台式机的笨重机体。我们的电脑只有11磅重。

B:很不错！再没什么比解决一个问题，然后创造出一套高质量的新产品更好的了。零件全都是天津制造的吗？

A:是的，我们也转包，但都是天津的工厂，这些电脑都是本地制造的。请问您在哪家公司工作？

B:我是李斯电脑供应公司的代表，是大规模的折价邮购公司。

A:您愿意参观我们的工厂以及一两家发包工厂吗？

B:好，若不会花太多时间安排的话我很乐意。我预定星期五乘机回美国。

A:我想在那之前可以安排好。见见我们公司的创办人怎么样？您有兴趣和他谈谈我们的新产品理念吗？

B:好，我想那会很有帮助的。谢谢您的帮助。

Unit 7

product presentation产品推介

Top Sentences典型例句

1.Our users like the material, but they don't care for the color and design.我们的用户喜欢这材料，但是他们不喜欢颜色和设计。

2.They seem to prefer blue ones in a more delicate design.他们似乎更喜欢蓝色的、设计精美的产品。

3.It had a great success at the last exhibition in paris.它在上届巴黎展览会上取得了很大成功。

4.They'll be a lot faster and fine-tuned than most of what are on the market.它们会比市场上大多数产品速度更快，操作更自如。

5.They are among our major exports and have found a favorable reception in many counties.它们是我们的重要出口产品，受到许多国家的好评。

6.I'd also like to get some information about the discount.我还想了解一下折扣方面的情况。

7.We're really interested in placing an order under negotiation.我方真的很愿意谈判后就订货。

8.how long does it take before I notice a difference?但要多久才会有成效？

Words and phrases生词与词组

delicate精巧的，精致的exhibition表现；展览会，展览品

sacrifice损失；亏本出售surveyor测量员，检查员

tablet药片vitamin维他命，维生素

Fashion Conversations轻松会话

Conversation 1

A:What do you think of Model 9? It can serve as a good substitute. It's equally good in quality. It's very close to the sample.

B:Our users like the material, but they don't care for the color and design.

A:What's their preference?

B:They seem to prefer blue ones in a more delicate design.A:您认为第9号模型怎么样？它可以作为很好的替代品。它的质量一样出色。它与样品非常接近。

B:我们的用户喜欢这材料，但是他们不喜欢颜色和设计。

A:他们的偏好是什么？

B:他们似乎更喜欢蓝色的、设计精美的产品。

Conversation 2

A:This is our latest model. It had a great success at the last exhibition in paris.

B:how long has it been on the market?

A:They have only been on the market for a couple of weeks, but they are already very popular.

B:how could they be?

A:They employ the most advanced technology. They'll be a lot faster and fine-tuned than most of what are on the market. A:这是我们最新的产品，在上届巴黎展览会上取得了很大成功。

B:上市多久了？

A:它们刚刚投放市场几周，但已经很受欢迎。

B:怎么能(如此受欢迎)？

A:它们包含了最先进的技术，会比市场上大多数产品速度更快，操作更自如。

Conversation 3

A:I'm interested in your range of toys for children.

B:They are among our major exports and have found a favorable reception in many counties.

A:how about the prices?

B:The recommended retail prices can be found on the price list. here you are, Sir.

A:Thank you. What about delivery time?

B:We can deliver the goods within ten days upon receipt of your order.

A:I'd also like to get some information about the discount. Can you give me a good discount on a large order?

B:Well, it depends on the size of the order. I'll have to check that.A:我对你们的儿童玩具系列感兴趣。

B:它们是我们的重要出口产品，受到许多国家的好评。

A:价格如何？

B:推荐零售价请见价目单。给您，先生。

A:谢谢。何时能交货？

B:自收到订单之日起10天内交货。

A:我还想了解一下折扣方面的情况。大宗订货有优惠折扣吗？

B:嗯，这要看订单大小。我得查一下。

Conversation 4

A:I can promise you that if you buy our product, you will be getting quality.

B:I've looked at your units, and I am very happy with them. Your goods are all far above standard quality.

A:We spend a lot of money to make sure that our quality is better. We don't sacrifice quality for quick profits.

B:Well, we're really interested in placing an order under negotiation. We can start the negotiations as soon as you want.

A:That's great. I'm glad we'll be able to do business together. I'll have some quotes ready for you by tomorrow morning.

B:Fine. Also, would you mind if I asked to see a surveyor's report of your products? I may have a few more questions about your quality analysis.A:我可以向您保证，如果您买了我们的产品，您会得到好的品质。

B:我看过你们的单件，我很满意。你们的商品质量远高过标准质量。

A:我们投入了大量的资金来确保质量一流。我们不会为了即期利润而有损质量。

B:是的，我方真的很愿意谈判后就订货。你们想谈判的话我们随时都可以。

A:那最好不过了。我很高兴我们能在一起做生意。明天早晨我方将为您准备好一些报价单。

B:很好。还有，您不介意我要求看一下你方产品的检查报告吧？对你们的质量分析我可能还有一些问题。

Conversation 5

A:hello, my name is Jill. I'm with Natural health Food Limited. May I have a few minutes of your time to let you know about a few of our newest products?

B:I'm sorry, I really don't have time for this. I don't use health food anyway.

A:But, it's pretty new. It's not food, it's vitamins. The vitamin has only been available in tablet form for about the last five years and it's just starting to catch on now.

B:how much does it cost?

A:A bottle of a hundred tablets cost two hundred dollars, which is only two dollars a tablet.

B:Well, you've convinced me. I'll take one bottle to try it. how long does it take before I notice a difference?

A:You could notice the change in as little as a week, but for most people it takes about a month.

B:Okay, I'll give it a try and see if it works.A:您好，我是天然食品公司的吉尔，我可否用几分钟时间向您介绍我们的新产品？

B:对不起，我没时间而且我也不需要购买健康食品。

A:可是，这是新产品。它不是食品，是维生素。虽然从大概5年前开始，这种维生素就以药丸形式面世，但是近年来才流行开来。

B:要多少钱？

A:100粒瓶装的200美元，每粒只需2美元。

B:好的，您说的也有道理，我买一瓶试试。但要多久才会有成效？

A:最快一星期可见效，但大部分人则需要一个月时间。

B:好的，我试试看吧！


part 5

Deriving Sectors of Trade

外贸的衍生环节

Unit 1

Client Meetings客户会议

Top Sentences典型例句

1.Can you tell me in a nutshell what the retail market is like in China?你可以简单地告诉我中国零售市场的现状吗？

2.We are still willing to work hard but wages aren't too high at this point.我们仍愿意勤奋工作，只是现阶段工资仍不算太高。

3.Everything I've seen so far is very impressive. Very impressive indeed.到目前为止，我所看到的一切都令我印象深刻，的确十分深刻。

4.please invite all of our clients to the conference next week.请你邀请我们所有的客户参加下周的会议。

5.Make sure to return my Rolodex to my desk when you are done with it.你用完客户联系单之后，把它放回到我的桌上。

6.What about the product we have been buying from you?我们向你方购买的产品有货吗？

7.If you had come four days earlier, perhaps we might have satisfied your demand.如果你早来4天的话，我们可能还能满足你们的需要。

8.If you should come another two days later, it would be sold out.如果你再晚来2天，这批货也就卖出去了。

9.We had achieved great success in exporting mechanical and electrical products in recent years.近几年我们在机电产品出口方面取得了很大成功。

10.But it is quite another story for those manufacturing enterprises that have just started exporting.但是对于那些刚刚开始做出口生意的生产企业来说情况就不同了。

11.Our core time is between nine and twelve in the morning and two and four in the afternoon.我们的核心工作时间是上午9点至12点，下午2点到4点。

Words and phrases生词与词组

channel通道，通路flexible柔韧性，易曲的，灵活的

in a nutshell简言之，概括起来info 信息

Rolodex个人所有朋友、同事的名单sector部分，部门

upscale〈美〉高消费阶层的，迎合高层次消费者的，(商品)质优价高的

Fashion Conversations轻松会话

Conversation 1

A:Susan, can you tell me in a nutshell what the retail market is like in China?

B:Well, as per capita income goes up and down, the growth sector seems to be in the high-end.

A:Retail is going upscale here? China is certainly growing more quickly than I had imagined.

B:Yes. Things certainly have changed since I was a kid. We've developed very quickly.

A:Do you think the trend will continue?

B:I don't see why not. We do have some problems, but we are still willing to work hard and wages aren't too high at this point.

A:Everything I've seen so far is very impressive. Very impressive indeed.A:苏珊，你可以简单地告诉我中国零售市场的现状吗？

B:哦，由于每人的平均收入不断地增高，市场的发展领域似乎偏向于高价位商品。

A:此地的零售进入高价位了？中国的发展比我想象的要快多了。

B:没错，现在的中国和我小时候完全不一样了，这里发展得很快。

A:你想这种趋势还会维持下去吗？

B:我觉得没有什么不行！虽然是有一些问题，但我们仍愿意勤奋工作，只是现阶段工资仍不算太高。

A:到目前为止，我所看到的一切都令我印象深刻，的确十分深刻。

Conversation 2

A:hello, John, please invite all of our clients to the conference next week.

B:how should I get their contact info?

A:Get the clients' contact info from my Rolodex.

B:Where should I put them up?

A:how about the holiday Inn?

B:The clients like the Shangri-la hotel more.

A:Well, the client is always right.

B:What else would I prepare, Sir?

A:please print out the meeting agenda for me to look over.

B:Certainly.

A:And make sure to return my Rolodex to my desk when you are done with it.

B:Of course. I'm on it.A:嗨，约翰，请你邀请我们所有的客户参加下周的会议。

B:我怎样才能知道他们的联系方法呢？

A:从我的客户联系单中找他们的联系方法。

B:让客户住在哪里呢？

A:假日酒店怎么样？

B:客户更喜欢香格里拉酒店。

A:好吧，客户永远是正确的。

B:还有什么要我准备的，先生？

A:打印一份会议的议程表给我看看。

B:好的。

A:你用完客户联系单之后，把它放回到我的桌上。

B:当然，我明白了。

Conversation 3

A:how are you, Mr. Williams?

B:I'm fine, thank you. Ms. Xiang, glad to see you again.

A:Me too. Shall we get down to business now, Mr. Williams?

B:OK. What about the product we have been buying from you?

A:What's the quantity you have in mind?

B:80 tons, ready shipment.

A:Oh, no, I'm afraid, Mr. Williams. If you had come four days earlier, perhaps we might have satisfied your demand. You know, our products are in large demand these days, and can't meet the demand.

B:Oh, goodness! You mean you can't offer us anything at all?

A:Well, since we have a long-term business relation- ship, we feel we have to do something for you.

B:What is that?

A:You see, we have luckily stored 40 tons of the product, the quantity is the best we can do for an old friend. They can be shipped from immediate stock. If you should come another two days later, it would be sold out.

B:That's very kind of you, Ms. Xiang.A:威廉姆斯先生，你好吗？

B:我很好，谢谢。向女士，真高兴再次见到你。

A:我也是。威廉姆斯先生，我们现在就谈业务好吗？

B:好吧。我们向你方购买的产品有货吗？

A:你们想买多少？

B:80吨，即期装船。

A:啊，恐怕不行，威廉姆斯先生。如果你早来4天的话，我们可能还能满足你们的需要。你知道，这段日子市场对我们的产品需求大，供不应求。

B:啊，天哪！你的意思是你方对我们根本无货可供了？

A:这么说吧，由于我们有长期商务联系，我们觉得应该为你做点什么？

B:什么？

A:你看，幸亏我们留存了40吨产品的现货，这个数量是我们能为老朋友尽的最大努力了。它们可以立即装船。如果你再晚来2天，这批货也就卖出去了。

B:非常感谢，向女士。

Conversation 4

A:how is the marketing situation of your company?

B:Not bad. We had achieved great success in exporting mechanical and electrical products in recent years.

A:You have quite a lot of regular customers so far as I know.

B:Yes. But it is quite another story for those manu- facturing enterprises that have just started exporting. They couldn't find certain distribution channels.

A:Do you have any particular plan to help them to open up new markets?

B:Yes, we do. In order to help them to open up marketing channels, we have decided to strengthen market research and gather more information from various resources.

A:Good. As a friend of yours, I would suggest that you should be more flexible in doing business.

B:Thank you very much for your good suggestion! As a matter of fact, we're starting to evaluate our business activities these days, and we've found we need to make improvement in many aspects.A:贵公司的销售情况怎么样？

B:不坏。近几年我们在机电产品出口方面取得了很大成功。

A:据我所知，你们有许多老客户。

B:是的。但是对于那些刚刚开始做出口生意的生产企业来说情况就不同了，他们找不到分销渠道。

A:你们有没有特别的计划帮助他们开辟新的市场？

B:有的。为帮助他们建立销售渠道，我们决定加强市场调研，从各种渠道收集更多的信息。

A:好。作为朋友，我建议你们做生意要更灵活些。

B:非常感谢你的建议！事实上，这些天我们在着手评估我们的商务活动，发现我们在许多方面需要改进。

Conversation 5

A:Could you tell me how your flextime system works?

B:Well, everyone has to work a certain number of hours a month, at the moment it's 160. Within limits, we can choose when we work, for example we can start as early as seven in the morning and work as late as seven in the evening.

A:But you must have some kind of core time when people have to be at their place of work! Otherwise there'd be absolute chaos.

B:That's right. Our core time is between nine and twelve in the morning and two and four in the afternoon.

A:What happens about breaks? Coffee breaks or lunch breaks? Do you clock off for them?

B:Well, we don't have to clock off for coffee breaks, we usually just go and get a coffee when we need it, but we do have to clock off for lunch.

A:And what about overtime? I mean, what happens if someone works more than 160 hours in a month?

B:Well, overtime's no longer paid, but we can take free time instead, up to two days each month. That's really quite useful for doctor's appointments and things like that.

A:have you introduced flextime throughout the company?

B:At the moment, it's just in Administration. In production they're still working two shifts a day, but they are thinking of introducing some form of flexible working time. A flexible week or something like that. But you should talk to the production Manager about that. he'll be able to tell you more about it.A:给我讲讲你们的弹性工作时间制度，好吗？

B:是这样的，每人每月必须工作一定的小时数，目前定为每月160小时。在这个范围内，我们可以选择何时工作，比如，我们可以早上7点上班，傍晚7点下班。

A:那你们必须有核心工作时间才行啊。否则的话，就会一团糟。

B:对。我们的核心工作时间是上午9点至12点，下午2点到4点。

A:中间休息怎么弄呢？喝咖啡或吃午饭的时间？你们要打下班卡吗？

B:喝咖啡没必要记录时间，需要喝的时候直接去就得了。但是吃午饭我们要记录时间。

A:加班怎么办呢？我是说如果有人一个月工作超过160小时怎么办？

B:噢，没有加班工资了，但我们每月可以有多达2天的自由时间。这确实很管用，特别是能方便大家看医生以及类似的事情。

A:你们整个公司都使用弹性工作时间制吗？

B:目前只在行政部门实行。生产部门目前还是一天两班制，但他们也正在考虑引进某种弹性工作制，比如弹性星期制什么的。你可以向生产部经理打听此事。他会给你更详细的信息。

Unit 2

price Negotiation价格谈判

Top Sentences典型例句

1.Is there any way you can cut us a better deal on your wholesale price for this order?这份订单还有没有办法在批发价上达成更好的协议？

2.I'll go over the numbers again with our financial team and see what I can do.我要和我们的财务人员核对一下数字，看看我还能做点儿什么。

3.Would you give us an idea of the price you regard as workable?您认为什么价格可行呢？

4.I think you should take another step down as big as the one you've just taken.我认为您应像刚才一样再跨出一步。

5.We sincerely hope our discussion will come to a successful conclusion.我们衷心希望这次谈判能圆满达成。

6.I think you are well informed about the market for luncheon meat.我想你们一定很了解午餐肉市场的行情。

7.It's been my experience that I agree that you are of better quality.根据我的经验，你们的产品质量的确较好。

8.I feel the refrigerators and freezers you made are not bad.我觉得贵厂制造的冰箱和冰柜挺不错。

9.We usually accept payment by irrevocable payment against shipping documents.我们通常凭装运单据采用不可撤销付款方式。

10.Could you possibly effect shipment more promptly?你们能否提前一点装船？

11.I am confident that they can catch the market anywhere.我相信这种鞋能占领任何地方的市场。

Words and phrases生词与词组

alternative二中择一，可供选择的办法concession让步

cut a deal达成协议estimate估计，估价；评估

longstanding (已持续)长时间的，为时甚久的margin利润

separately个别地wholesale批发，趸售

Fashion Conversations轻松会话

Conversation 1

A:Is there any way you can cut us a better deal on your wholesale price for this order?

B:We did the best we could to give you a low price. Did you get our most recent estimate?

A:Based on the estimate you gave us, by the time we figure in transportation and other expenses, our profit is shot. With the offer you've given me, we're making next to nothing. Can't you do any better?

B:I've already given you a discount of 20% off of what we normally charge... If I go any lower, we'll have loss on the project. I really want to work with you on this, but we've already gone as low as we can go.

A:I'll be honest with you... Our budgeted cost can't exceed more than 150 dollars per unit. That's our bottom line. If you can meet that price, you've got a deal. Otherwise...

B:I'll tell you what... I'll go over the numbers again with our financial team and see what I can do. I won't give you any guarantees, but we can try.A:这份订单还有没有办法在批发价上达成更好的协议？

B:我们已经尽力给了你们一个较低的价格。你看到我们最近的估价了吗？

A:根据你们提供的估价，我们再把运输费和其他费用考虑进去的话，我们的利润就没有了。按照你给我提供的报价，我们几乎挣不到钱。你们不能再给个好价钱吗？

B:我已经按正常价格给你们打了八折……如果再低的话，我们这个项目也要亏本。我非常想和你们就此达成一致，但价格方面我们已经尽可能降到最低了。

A:我跟你说实话吧……我们的预算支出是每套不能超过150美元。这是我们的底线。如果满足这个价格要求，你就有生意可做。否则……

B:我要告诉你的是……我要和我们的财务人员核对一下数字，看看我还能做点儿什么。我不能给你任何保证，但我们可以再努力。

Conversation 2

A:Ms. Wen, would you give us an idea of the price you regard as workable?

B:As I said before, your price is so high that we find it difficult to make a bid. We hope you will take the initiative and bridge the gap.

A:OK. Just to comply, we're ready to reduce the price by 5 percent. I hope this concession of ours will get the ball rolling.

B:So do we. Certainly it's a step forward on your side, but the gap is still too wide.

A:The ball is in your court, Ms. Wen. What price would you suggest?

B:To make your offer workable, I think you should take another step down as big as the one you've just taken.

A:That won't do. You see, our profit margin is very narrow. It simply can't stand such a big cut.

B:I hate to disappoint you, Mr. Brown. But if that's the case, we have no alternative but to cover our requirements elsewhere. Do think it over, please. We sincerely hope our discussion will come to a successful conclusion.

A:Well, I'm not authorized to agree to such a big reduction. Would you mind waiting a day or two until I get a reply from the home office?

B:Not at all. Shall we meet again, say, on Friday morning?

A:Good. Friday morning at eight o'clock.A:温女士，您认为什么价格可行呢？

B:我讲过，你方价格太高使我们很难还价，希望你方能主动弥合差距。

A:好吧，依从你们的意见，我们准备削价5%，希望我们的这次让步能打开局面。

B:我们也希望如此。当然你方是前进了一步，但是差距还是很大。

A:温女士，看您的了。您出个价吧？

B:要使你方报盘可行的话，我认为您应像刚才一样再跨出一步。

A:这不行。您知道，我方利润额很小了，实在经不起这样大幅度的削价了。

B:布朗先生，我不想使您感到失望。但是如果你方坚持这样的话，我们没有别的办法，只好从别处购买了。请仔细考虑一下，我们衷心希望这次谈判能圆满达成。

A:是这样，我无权同意这样大幅度的削价，请您等我一两天，好吗？我要等国内总公司的答复。

B:当然可以。那我们星期五上午再见面，好不好？

A:好，星期五上午8点。

Conversation 3

A:All right, let's get down to business. We'll place a trial order with you for 300 cases of pork luncheon meat. What's your idea of price?

B:The best we can do is $165 per case CIF.

A:I think you are well informed about the market for luncheon meat. Some Dutch firms are offering the same at much lower prices.

B:price can't be taken separately from quality. A comparison of the quality of our products with that rival goods will show you that ours is far more superior. It's the excellent quality that makes it worth the difference in price.

A:It's been my experience that I agree that you are of better quality. But your price is still on the high side even if I take quality into consideration.

B:Let's have your counter-offer?

A:how about $140 per case?

B:I appreciate your counter-offer, but find it too low. Maybe we can compromise on this.

A:how about meeting each other half-way with the price gap?

B:The gap is too wide to be filled. The largest cut we can offer is 5%.

A:So you really don't see your way to get it down a bit?

B:No, I'm sorry. This is our rock-bottom price and it is in fact more advantageous than others. If you find it unworkable, we have no other choice but to call the deal off.

A:OK. You can offer 5%. I think you have yourself a deal.A:好，我们来谈正事吧。我们想试订300箱罐装午餐肉，价钱如何？

B:最优惠的价格是每箱CIF165美元。

A:我想你们一定很了解午餐肉市场的行情。同样的产品一些荷兰公司的报价要低得多。

B:不能抛开质量谈价格。与其他同类产品相比，我们的产品质量要好得多。正是因为上乘的质量，价格上也会不同。

A:根据我的经验，你们的产品质量的确较好。但就算考虑质量上的因素，你们的价格还是过高。

B:那你们给个价吧。

A:每箱140美元怎么样？

B:谢谢你们给的价，但我觉得太低了。也许我们可以协商一下。

A:我们折中一下如何？

B:价格差距太大，我们最多降价5%。

A:你们真的不能再降一点了吗？

B:很抱歉，这是我们的最低价格，而且比其他人的价格优惠得多。如果不行的话，我们只好放弃了。

A:好的，你们降价5%，我们就这样说定了！

Conversation 4

A:Let's talk about business.

B:I feel the refrigerators and freezers you made are not bad.

A:They're newly-designed products. They look attractive and save electricity.

B:I see. I'm thinking of ordering 100 sets. But one problem…

A:What's that?

B:The price. Isn't it possible to give us even a little more discount?

A:325 dollars each set is as low as we can go. And it's as good as you could get.

B:I'm afraid I can't agree with you. Your price is higher than that in other companies.

A:Considering the high quality, our price is competitive.

B:But we get little profit from selling these products. Well, can we make a concession to each other?

A:If you can meet our needs to order 200 sets, we'll give you a trade discount.

B:OK. Let's choose the deal at 300 dollars per set CIF New York.

A:You drive a hard bargain. In view of our long- standing business relationship, we can conclude the transaction with you.

B:Thank you. I'll make out the contract for you to sign tomorrow.

A:OK.

B:What's your regular practice concerning terms of payment?

A:We usually accept payment by irrevocable payment against shipping documents.

B:Could you possibly effect shipment more promptly?

A:There's no telling. But we'll execute it in the most advantageous means, and sincerely hope this can lead to more orders from you.

B:Thank you for your consideration.A:让我们谈谈生意。

B:我觉得贵厂制造的冰箱和冰柜挺不错。

A:这是我们新设计的产品，外形美观，又省电。

B:我知道。我正考虑订购100台，只是有个问题……

A:什么问题？

B:价格问题。难道不能多打点折扣吗？

A:325美元一台，是我们能出的最低价格，也是你们能够承受的价钱。

B:恐怕我不能同意您的看法。你们的价格已经高出其他公司的价格了。

A:鉴于产品的高质量，我们的价格是具有竞争性的。

B:可是我们销售这些产品的利润很少。嗯，我们双方能不能都做点让步？

A:如果你方能答应我方的要求订购200台，我们将同意给你们折扣。

B:好吧。让我们以纽约到岸价格每台300美元成交。

A:您真会讲价。鉴于我们双方的长期贸易关系，我们可以做成这笔交易。

B:谢谢。我将起草合同，明天和您签订。

A:可以。

B:你们常用什么付款方式？

A:我们通常凭装运单据采用不可撤销付款方式。

B:你们能否提前一点装船？

A:这很难说。不过，我们会以最好的方式来满足你们的要求，也衷心希望能接到你们更多的订单。

B:谢谢贵方的关照。

Conversation 5

A:OK, let's get down to business. To begin with, Mr. Johnson, let me introduce to you a completely new concept in toy manufacture-our recently launched E.T. brand plastic roller-skaters. You have the samples and catalogues in front of you. They are a break- through in roller-skates technology-with a new kind of plastic which is strong and light, and they will appeal to both children and their parents. I am confident that they can catch the market anywhere.

B:These roller-skaters do look nice, but their prices are much too high.

A:Which of our product lines are you particularly interested in, Mr. Johnson?

B:I'd like to hear what you have to say about prices and discounts.

A:The tag price of these roller-skates is $50 a pair, but I'll make it $45 for you. What do you think?

B:That's much more than I was prepared to pay.

A:how about $43?

B:I offer you $30 a pair.

A:That's too little. Well, I'll come down to $40.

B:All right. To meet you halfway I go up to $35, but not a penny more. Is that acceptable?

A:OK, it's agreed.

B:That leads us to the question of discounts.

A:I'm certainly happy to talk about discounts. But can you indicate to me the quantity you'd like to order?

B:Fair enough. What discount would you offer on an order of, say, one thousand pairs?

A:For an order of that size, Mr. Johnson, I can give you a discount of 10 percent.

B:10 percent?

A:Just let me finish. Yes, 10 percent, but with a guarantee of delivery within two months.

B:Delivery must be within two months, or I'm not interested. I want the goods to arrive well before the Christmas season begins. Let's be clear about one thing. I hope you realize that I must have a larger discount than what you've offered.

A:Well, if you commit to buy 2,000 pairs, then I could consider a larger discount.

B:how much larger?

A:If you order 2,000 pairs, I can offer you a 20 percent discount.

B:10 percent, 20 percent. I'm getting tired of this. You are playing games. I'm looking for a much larger discount. I'm ordering in large quantities and I operate on small margins, you see?

A:If you want a big discount, you must make the order a large one.

B:We are going in circles. Isn't an order of 2,000 pairs large enough? Unless you make a concession, we're getting nowhere.

A:Mr. Johnson, don't let us get stuck over the question of price. We can meet each other halfway. You increase your order to 2,500 pairs and I increase the discount to 25%. Is that agreeable?

B:Well, I suppose so. A:好吧，现在谈正事吧！约翰逊先生，首先让我向您介绍一款全新理念设计的产品--E.T. 牌塑料滑冰鞋，这款鞋是我们最新推向市场的。放在您前面的就是样品和目录。这是旱冰技术上的一次全新突破--使用了一种新型的结实轻便的塑料制成，老少皆宜。我相信这种鞋能占领任何地方的市场。

B:滑冰鞋看起来的确不错，但是价格太高了。

A:约翰逊先生，您对具体哪个系列的产品感兴趣呀？

B:我想先听听你关于价格和折扣方面的说法。

A:滑冰鞋的市面价是50美元一双，但是我能给你的价格是45美元一双。你认为如何？

B:这比我能承受的贵了很多。

A:43美元如何？

B:我出价30美元一双。

A:那就太低了。好吧，我让到40美元一双。

B:好吧！一人让一半，35美元，再也不能加价了。你能接受吗？

A:好的，一言为定。

B:那我们再谈谈折扣的问题。

A:我当然很乐意谈这个问题，但是你能先透露一下你们订货的数量吗？

B:这是应该的。对于1000双的订单，你们的折扣是多少？

A:约翰逊先生，对于这样的单子，我们给10%的折扣。

B:才10%呀？

A:请让我说完。是的，10%，但是我们保证两个月内送货。

B:送货当然要在两个月内，否则我就不感兴趣了。我要求货物在圣诞节之前到货。还要弄清楚一件事，你们必须给我一个更大的折扣。

A:嗯，如果你们能买2000双，那么我可以考虑更大的折扣。

B:多大？

A:如果你们订货2000双，我们能给你20%的折扣。

B:10%，20%，我都没有耐性了。你在玩游戏吧！我要的是更大的折扣。我订大量的货，而我的利润很薄，你明白吗？

A:如果你想要更大的折扣，你就必须把订单加大。

B:我们是在兜圈子。2000双的订单不够大吗？除非你做出让步，否则我们达不成协议。

A:约翰逊先生，我们不要在价格上卡住。我们各让一步，你将订单增加到2500双，我将折扣增大到25%，如何？

B:嗯，我想应该可以。

Unit 3

Cargo Shipment货物装运

Top Sentences典型例句

1.Do you allow any quantity difference when the goods are loaded on board the ship?你方是否允许在装船数量上有机动幅度？

2.We have finally concluded the transaction through negotiation.经过谈判，我们终于达成了这笔交易。

3.Who should bear all the costs of transportation of the goods?请问，货物的运费该由谁来负担？

4.I'm glad to tell you that we're sending you the goods ordered by your telegram on May 18.很高兴通知您，贵公司5月18日来电报订的那批货，我们正在安排发货。

5.They'll catch the brisk demand at the very start of the season.在这季节之初，一定会很畅销的。

6.We hope to have more opportunities to get orders from you in the future.我们希望今后可以接到贵方更多的订单。

7.We set up new inventory controls last year, so we don't have many backlogs any more.我们去年建立了新的存货控制系统，所以我们不再有很多的积压订单。

8.Then what is the earliest date we can expect the shipment?那最快什么时候能装船呢？

9.We'll try our best to ship the rest at earlier date to enable you to catch the selling season.我们一定尽量提前装运，以便能使您赶上销售季节。

Words and phrases生词与词组

allot派给；配给backlog (未完成工作等的)积压

ease安心，不费力；悠闲freight货物；船货

invoice发票；发货单irrevocable不能撤销的

prompt及时的；即付的quote报价；引用，引证

speedboat高速游艇stipulate规定，保证

Fashion Conversations轻松会话

Conversation 1

A:Let's have a word about shipment. When is the time limit for loading?

B:The loading period is from July to August.

A:Since you take delivery under FOB terms, your buyers are to charter a ship and book the shipping space. We'll see the goods pass over the ship's rail and our responsibility ends there.

B:No doubt about that.

A:There is another problem. Do you allow any quantity difference when the goods are loaded on board the ship?

B:Yes, there may be some difference, but it can't exceed 5% of the quantity stipulated.

A:At what price is the tolerance to be paid?

B:It will be paid at the contracted price.A:咱们来谈一下装运问题，我们这批货的装运期限是什么时候？

B:装船期限是从7月到8月。

A:既然您选择了船上交货条件，那你们买方要租船订舱。我们负责把货物送到船舷，我们的责任就尽到了。

B:是这样的。

A:还有一个问题，你方是否允许在装船数量上有机动幅度？

B:允许，但是机动幅度不能超过规定数量的5%。

A:允许的差额如何偿付？

B:差额按合同价格偿付。

Conversation 2

A:We have finally concluded the transaction through negotiation. Now let's discuss the freight and packing.

B:What do you think about the shipment?

A:We usually ship the goods by regular liners.

B:What is the allotted time for receiving?

A:About September to October.

B:For this lot, could you consider prompt shipment? As you see, the goods we ordered are seasonal goods.

A:OK. Considering this point and the large quantity you ordered, we can ship the goods one month ahead of time.

B:Thank you. By the way, is the port of loading Shanghai?

A:You're right. The loading port is Shanghai, and the unloading port is San Francisco.

B:I see. Who should bear all the costs of transportation of the goods?

A:We'll be responsible for the charges including Customs duties on export as well as any other service charges on exporting goods. And you'll bear the costs of transportation.

B:But as is stipulated in the contract, you should inform us by cable, 30 days before the month of shipment, of the contract number, the name of the commodity, quantity, loading port and the estimated date when the goods will reach the port of loading.

A:We promise. In a word, we'll provide you with all good service.

B:Thank you very much. So we can put our minds at ease.A:经过谈判，我们终于达成了这笔交易。现在让我们来讨论一下货运与包装问题。

B:您对货运是怎么考虑的？

A:我们一般是定期班轮装运货物。

B:这批货物什么时候我们能接到？

A:大概是9月到10月。

B:这批货物能不能即期装运？您知道，我们这批货物是季节性的。

A:好吧。考虑到这个原因以及你们订的货数量大，我们可以提前一个月起运。

B:谢谢。顺便问一下，装货港是上海港吗？

A:对，装货港是上海港，卸货港是旧金山。

B:知道了。请问，货物的运费该由谁来负担？

A:我方负担出口所需的关税和其他的手续费。贵方将负担一切运输费用。

B:不过，按合同规定贵方应在装运月份30天前，将合同号码、货物名称、数量、装运口岸和预计货物到达装运口岸的日期用电传通知我们。

A:我们一定办到。总之，我们将为你们提供最好的服务。

B:非常感谢，这样我们就放心了。

Conversation 3

A:hello. May I speak to Mr. Toyn, please?

B:Speaking. What company are you from?

A:Mr. Toyn, this is Ding speaking from China National Textiles Import and Export Corporation. I'm glad to tell you that we're sending you the goods ordered by your telegram on May 18.

B:Fine, by rail or by water?

A:This time by rail.

B:When is the freight train to start?

A:The day after tomorrow.

B:That's good. They'll reach here in less than a month, I presume.

A:They'll reach you in time to meet your urgent need.

B:I think yes.

A:This purchase will give you entire satisfaction and give you a good profit, I'm sure.

B:Thank you. These are seasonal goods. They'll catch the brisk demand at the very start of the season.

A:Besides, this morning we posted you a special delivery containing an invoice and B/L. please meet the mail in time.

B:Sure.

A:We hope to have more opportunities to get orders from you in the future.

B:We're quite satisfied with what you have done for us. Thanks a lot.

A:We're always at your service.A:喂，请汤因先生听电话好吗？

B:我就是。请问您代表哪家公司？

A:汤因先生，我是中国纺织品进出口总公司的，我姓丁。很高兴通知您，贵公司5月18日来电报订的那批货，我们正在安排发货。

B:很好。是火车托运还是海运？

A:这次是火车托运。

B:货车什么时候出发？

A:后天。

B:很好。我想，不出一个月货就会到这里。

A:这批货会及时到达，以备急需。

B:我想是的。

A:我肯定，这笔买卖一定会使你们满意，而且会带给你们丰厚的利润。

B:谢谢您。这些都是季节性商品。在这季节之初，一定会很畅销的。

A:此外，今天早上我给您发了一个特快专递，内有发票和提单。请及时查询。

B:一定。

A:希望今后可以接到贵方更多的订单。

B:对贵方所做的一切，我们十分满意。非常感谢。

A:随时愿意效劳。

Conversation 4

A:hi, Bob, what can I do for you?

B:I need a couple of your SB2000 speedboats to rent to guests. Can you give me a price quote?

A:Let me see... Uh, the list price is US$6,500. You're a valued customer, so I'll give you a 10% discount.

B:That's very reasonable. Do you have them in stock?

A:Sure do! We set up new inventory controls last year, so we don't have many backlogs any more.

B:That's good. The tourist season is just around the corner, so I need them pretty quick. What's the earliest shipping date you can manage?

A:They can be ready for shipment in 2-3 weeks.

B:perfect. What's the total CIF price, Rosa?

A:hang on…The price will be US$15,230 to your usual port. Do we have a deal?

B:You bet! Send me a fax with all the information, and I'll send you my order right away. I'll pay by irrevocable letter of credit, as usual, same terms as always?

A:Of course.

B:Great! Nice doing business with you again, Rosa. Bye for now, and say hello to the family for me.

A:I will, and the same goes for me. Bye, Bob.A:你好，鲍勃，我能为你做什么吗？

B:我需要几艘你们生产的SB2000快艇租给游客。你能给我个报价吗？

A:让我想想……嗯，报价单上是6500美元。您是我们的一个重要客户，我会给你10%的折扣。

B:那很合理。你们有现货吗？

A:当然有！我们去年建立了新的存货控制系统，所以我们不再有很多的积压订单。

B:很好。旅游旺季就要到了，所以我很快就需要它们。您最早的发货日期是什么时候？

A:可以在2～3周内准备好装船。

B:棒极了。罗莎，成本、保险费加运费价格是多少？

A:稍等……价格是15230美元，到原先的港口。成交吗？

B:当然！给我发一份所有相关信息的传真，我会立即下订单。我会按惯例以不可撤销信用证方式付款。按照一贯的条款吗？

A:当然。

B:好极了！很高兴再次和你做生意，罗莎。那再见了，代我问候你的家人。

A:我会的，也代我问候你的家人。再见，鲍勃。

Conversation 5

A:Ms. Feng, can you make prompt delivery?

B:Such term as "prompt delivery" is not clear, which may likely cause misunderstanding.

A:I hope you will effect shipment in October.

B:We are now already in September. I am afraid it is impossible.

A:Then what is the earliest date we can expect the shipment?

B:By the middle of November.

A:That will be too late. November is the very season for this commodity on our market. You know, Ms. Feng, top quality, favorable price all would mean nothing if goods could not be put on the market on time. punctual delivery is vital to us.

B:I really hate to disappoint you. But your order is too big, we cannot deliver the whole lot at such a short time. In fact, there are lots of orders from other countries before yours.

A:Ms. Feng, how about partial shipment? You can ship whatever you are ready in the early part of October.

B:partial shipment? That is a good idea. But I have to contact my producers first.

A:Can you call them now?

B:I'll do that.

(After the call)

B:Yes, we can ship the first half of your order in the early part of October.

A:That's excellent. But I hope you won't make trans- shipment of our order. Because transshipment adds expense as well as risks of damage and pilferage.

B:That won't be the case. We can book the shipping space on the direct steamer to your port. Every month, there are 2 steamers directly from our port to Madrid.

A:I won't be worried about the 50% of our order. Ms. Feng, how about the delivery of the balance?

B:Well, we'll try our best to ship the rest at earlier date to enable you to catch the selling season.

A:Thank you very much. I'd like to place further orders with you in future.A:冯女士，你方能即刻装船吗？

B:像"即刻装船"这样的条款可不大明确，很容易引起误会。

A:我希望你方在10月份装船。

B:现在已是9月了。恐怕这不行。

A:那最快什么时候能装船呢？

B:11月中旬。

A:那太迟了。11月份正是商品在我市场的销售旺季。冯女士，您知道，高品质、优惠价在商品无法及时投放市场的情况下是没有任何意义的。准时交货对我们而言是至关重要的。

B:我其实真不愿意让您失望，但您的订单太大，在这么短的时间里，我们真的无法将货一次全部装出。事实上，在您以前，还有许多其他国家的大量订货没有交付。

A:冯女士，我们的货分批装运怎么样？在10月上旬，能备妥多少货，您就运多少货，可以吗？

B:分批装运？这主意不错。但我先得与厂家联系一下。

A:您现在能打电话吗？

B:好。

(打完电话后)

B:可以了。我们能在10月上旬给您装运50%的订货。

A:太棒了。但我希望不要转船。转船会增加费用，另外还会增加偷窃、损坏的风险。

B:那倒不会。我们能在去您港口的直运轮船上定到舱位。每个月从我方港口到马德里有两个航班。

A:我不必担心我一半订货的交付了。冯女士，剩下的货什么时候装呢？

B:我们一定尽量提前装运，以便能使您赶上销售季节。

A:太谢谢您了！我今后一定向您公司订购更多的货物。

Unit 4

Disputed Arbitration争议仲裁

Top Sentences典型例句

1.Do you think it necessary to include an arbitration clause in case any disputes may arise?为了防止发生争议，您认为有必要写进一则仲裁条款吗？

2.Arbitration is generally the last resort if there is no alternative.在没有别的办法的情况下，仲裁通常是最后一招。

3.Foreign Economic and Trade Arbitration Commission of CCpIT is such a kind of institution.中国国际贸易促进会对外经济与贸易仲裁委员会就是这样的机构。

4.The standard arbitration institution stipulates the procedures of arbitration and keeps the name list of the arbitrator.常设仲裁机构规定了仲裁手续，还备有仲裁人名簿。

5.Maybe arbitration in a third country is a fairer and more equitable solution to the problem.也许在第三方国家进行仲裁对于解决问题来说更公正、更公平。

6.I think amicable discussions are sometimes the best way to set the disputes without invoking arbitration.我认为有时最好的解决争议的方法是友好协商，而不是提请仲裁。

7.I never thought that the rails produced by our com- pany were of inferior quality and I am afraid that your testing results might not be that reliable.我认为我公司生产的铁轨不是劣质的，恐怕您的检验结果不可靠。

8.I am afraid we'll have no other choice but to termi- nate our contract and submit the case for arbitration.恐怕我们没有别的选择，只好终止合同，并将此案交付仲裁。

9.What if one party doesn't follow the decision and award?如果一方不执行决定和裁决呢？

Words and phrases生词与词组

amicable友善的，和平的arbitration仲裁，公断

arbitrator仲裁人，公断者arise出现，发生；起因于

award (赔偿)裁决conciliation调解；安抚

emerge显现，浮现；暴露majority多数，大半

maritime海上的，海事的noticeable显而易见的；值得注意的

organ机构，机关submit (使)服从，(使)顺从

terminate停止，结束，终止verdict (陪审团的)裁定；定论

Fashion Conversations轻松会话

Conversation 1

(Mr. Yu is discussing the arbitration with Ms. Geng.)

A:Do you think it necessary to include an arbitration clause in case any disputes may arise?

B:As a matter of fact, most disputes can be settled in a friendly way, with a view to developing a long- term business relationship.

A:I hope so. But arbitration is generally the last resort if there is no alternative.

B:I agree. But where shall arbitration be held?

A:Is it agreeable to you that arbitration is conducted in China?

B:I'm afraid we'd better conduct it in a third country in order to ensure a fair settlement of this dispute.

A:It sounds reasonable. One more thing, who will bear the expenses for arbitration?

B:Usually the losing party.(余先生正和耿女士谈论仲裁。)

A:为了防止发生争议，您认为有必要写进一项仲裁条款吗？

B:事实上，为了发展长期的贸易关系，大部分争议都可以用友好的方式解决。

A:我希望如此。但在没有别的办法的情况下，仲裁通常是最后一招。

B:我同意。不过在哪里进行仲裁？

A:在中国进行仲裁您觉得怎么样？

B:为了保证公平地解决争议，恐怕最好是在第三国进行仲裁。

A:有道理，还有一件事，仲裁费由谁负担？

B:通常由败诉方承担。

Conversation 2

A:Some general arbitration institutions can deal with some maritime arbitration work except a permanent maritime arbitration institution in America. Is it the same in China?

B:Of course. For example, Foreign Economic and Trade Arbitration Commission of CCpIT is such a kind of institution.

A:Does the dispute have to be arbitrated by Chinese arbitration authorities?

B:It is up to the contract signed by the two parties.

A:Does that mean we can specify an arbitration institution after reaching an arbitration agreement by two parties?

B:Yes. The standard arbitration institution stipulates the procedures of arbitration and keeps the name list of the arbitrator. Once the arbitration organization is designated, the disputes that emerge in the future can be arbitrated according to the regulation of the arbitration organ.A:在美国，除了常设仲裁机构，一些综合性的仲裁机构也可以仲裁海事纠纷。在中国也有这样的机构吗？

B:当然有。比如中国国际贸易促进会对外经济与贸易仲裁委员会就是这样的机构。

A:通过仲裁解决纠纷时，必须由中方的常设仲裁机构受理吗？

B:这要根据双方当事人的协议来决定。

A:意思是在双方达成仲裁协议时，就能够具体指定仲裁机构了？

B:是的。常设仲裁机构规定了仲裁手续，还备有仲裁人名簿。一旦指定了仲裁机构，将来产生了纠纷就可以根据该仲裁机构的规则委托仲裁了。

Conversation 3

A:I'm not quite clear on the arbitration clause. please explain it in general.

B:All right. Generally speaking, we think all disputes can be settled amicably by negotiation.

A:If negotiation fails, then what?

B:The case may be submitted for arbitration.

A:Do you permit arbitration in a third country?

B:Yes. But our usual practice is that arbitration, if any, will be conducted in China.

A:Maybe arbitration in a third country is a fairer and more equitable solution to the problem.

B:If you insist, our contract clauses permit arbitration in a third country. The third countries like Switzer- land and Sweden are most common.

A:I have no objection to arbitration conducted in China. I think amicable discussions are sometimes the best way to set the disputes without invoking arbitration.

B:I agree.

A:Another thing, how is the cost of the arbitration to be divided?

B:Generally speaking, all the fees for arbitration shall be borne by the losing party.

A:It's acceptable. And I hope there are no disputes at all.

B:So do I. That will benefit both of us.A:我对仲裁条款不是很清楚。请大概解释一下。

B:好的。一般来说，我们认为所有的争议都可以通过协商友好地解决。

A:如果协商失败了怎么办？

B:案件可以送仲裁。

A:你们允许在第三方国家进行仲裁吗？

B:是的。但是我们通常的做法是，如果需要仲裁的话，将在中国进行。

A:也许在第三方国家进行仲裁对于解决问题来说更公正、更公平。

B:如果你们坚持，我们的合同条款可以允许在第三方国家进行仲裁，通常是在像瑞士和瑞典这样的第三方国家。

A:我不反对在中国进行仲裁。我认为有时最好的解决争议的方法是友好协商，而不是提请仲裁。

B:我同意。

A:还有一件事，仲裁费用如何分割？

B:一般来说，所有的仲裁费用都应由输的一方承担。

A:很合理。我希望根本不要出现争议。

B:我也是。那对我们双方都有好处。

Conversation 4

A:Mr. Brown, I am very sorry for the unpleasant happenings and that you had to come from Britain to pay us a personal visit in China to clarify the ins and outs of the case.

B:I never thought that the rails produced by our company were of inferior quality and I am afraid that your testing results might not be that reliable.

A:I have to inform you that 10 days ago when the first lot of rails arrived and were found to be inferior that we promptly faxed you, but it was not until a week later that you replied. how could you have such poor quality rails delivered to us?

B:We have studied your testing data and all other relevant documents you presented us since my arrival in China. Still, we don't see anything convincing.

A:We tested your products by the method stipulated in the contract. You will find that on our certificates. I suggest that you inspect your products yourself. They are still stored on the dock. Some of the rails have been seriously corroded with rust. You can see pits and even dents with depths of 3 mm. The most serious matter is that one fourth of the rails are bent. All these defects are noticeable without any testing equipment.

B:Anything may have happened if the goods had been off-loaded at the wharf for a long period of time.

A:I am not convinced. In spite of our repeated com- plaints and warnings, the second lot that arrived just yesterday was found to be as inferior as the previous lot. If you persist in your reasoning, I am afraid we'll have no other choice but to terminate our contract and submit the case for arbitration.

B:I agree. perhaps an arbitrator will be objective.A:布朗先生，对所发生的事情我深感遗憾。很抱歉麻烦您从英国亲自赶到中国来澄清此案的来龙去脉。

B:我认为我公司生产的铁轨不是劣质的，恐怕您的检验结果不可靠。

A:我得提醒您，10天前，也就是第一批货运到时，我们发现货物有问题，我们立即给你们发传真，但直到一周以后，你们才回复。你们怎么能将这样劣等的铁轨交付给我们呢？

B:抵达中国后，我研究了你们的检验结果和其他相关文件，但还是发现不了什么令人信服的东西。

A:我们是用合同上规定的方法检测你们的产品的。在我们的证明中你们可以发现这一点。我建议你亲自去看看你们的产品。它们仍堆在码头上。一些铁轨已经严重锈蚀。您可以看到一些凹坑达3毫米。最严重的是四分之一的铁轨已经弯曲变形。这些缺陷不用任何检验设备都能看得出来。

B:如果货物这么长时间扔在码头上，任何事情都可能发生。

A:这不令人信服。尽管我们多次表示不满并提出警告，昨天第二批货到港，发现和第一批一样，仍为劣等货。如果贵方执迷不悟，恐怕我们没有别的选择，只好终止合同，并将此案交付仲裁。

B:我们同意，也许仲裁官更客观一些。

Conversation 5

A:Good morning, Ms. Wang.

B:Good morning, Mr. Smith. how long have you been in China?

A:Only one month. Actually, our business with China is just at the beginning. First, Ms. Wang, suppose in our case, if our firm and our Chinese partner have some sort of disputes, and it comes to arbitration, must the arbitration be conducted only in China?

B:No. Arbitration can be conducted either in China or in other countries. It depends on what you both parties have agreed between yourselves.

A:If in China, must Chinese rules of procedure apply?

B:Yes, of course. But if arbitration takes place in a foreign country, then the rules of the corresponding foreign institution will be applied.

A:What kinds of disputes do you usually handle?

B:Well, many kinds, such as disputes arising from foreign trade and transportation of goods, insurance, transfer of technology, leasing and so on.

A:how about patent and trademark infringement?

B:Yes. You can employ either foreign lawyers or Chinese lawyers.

A:have you ever invited foreign citizens to join the Chinese panel of arbitrators?

B:Yes, we have. On January 1st, 1989 our new rules came into effect, which enable foreigners to be included in the panel of arbitrators.

A:Is the cost of arbitration in China very high?

B:No, it isn't. If you submit your dispute to arbitration, you only need to pay a reasonable arbitration fee in advance according to the Arbitration Fee Schedule.

A:I've heard that CIETAC administers arbitration cases in China, right?

B:Yes, you're right. CIETAC arranges and supervises the procedures for each arbitration case. At the hearing, the arbitrators will ask questions and try to get as much information regarding the facts of the case as possible. Each party presents fully their positions and evidence concerning the case. Then the arbitrators will analyze the case according to the applicable legal principles. After the analysis, a final decision and award will be made by majority vote, and reasons are given for the decisions. The award is final and no appeal is permitted.

A:What if one party doesn't follow the decision and award?

B:In the case, the people's Court in China can enforce it at the request of the other party. however, disputes are usually settled by friendly negotiation between the two parties. If negotiation fails, conciliation can be conducted. If it still doesn't work, the case is referred to arbitration in accordance with the arbitration clause.

A:I see. Your talk is really informative, Ms. Wang. Thank you very much for your help. I hope I'll never come to you for arbitration.

B:I hope you never will, too.A:早上好，王女士。

B:早上好，史密斯先生。您来中国多长时间了？

A:只有一个月，事实上我们和中国的商业往来还只是刚刚开始。首先，王女士，假如我们公司和我们的中国伙伴之间有一些纠纷，需求助于仲裁，那么仲裁必须在中国进行吗？

B:不，仲裁既可以在中国，也可以在其他国家进行，这由你们双方议定。

A:如果在中国进行，只能运用中国的程序规则吗？

B:是的，当然是这样。但如果仲裁在另一个国家进行，那么将使用该国相应机构的规则。

A:你们通常处理哪些类型的纠纷？

B:嗯，很多。例如由对外贸易、货物运输、保险、技术转让、租赁等引起的纠纷。

A:那么专利与商标侵权呢？

B:也可以处理。您既可以聘请外国律师，也可以聘请中国律师。

A:你们是否曾经邀请过外国公民参加中国的仲裁小组？

B:是的，我们曾经这样做过。我们新的仲裁规则已于1989年1月1日生效，可以接纳外国人加入仲裁小组。

A:中国的仲裁费用很高吗？

B:不，不高。如果您把纠纷提交仲裁，您只需按照仲裁收费表预付一笔合理的仲裁费就行了。

A:我听说中国国际经济贸易仲裁委员会管理中国的仲裁案件，是吗？

B:是的，不错。中国国际经济贸易仲裁委员会安排和监督每个仲裁案件的程序。在听证会上，仲裁委员会提问，并尽量获得尽可能多的有关案件的事实。各方将充分阐明他们的立场并出示有关案件的证据。然后仲裁员将根据有关的法律原则对案件进行分析。分析结束后将通过多数表决做出最后的决定和裁决并阐述裁决的理由。最后裁决是终局的，不允许上诉。

A:如果一方不执行决定和裁决呢？

B:如果是那样的话，中国的人民法院可以依照另一方的要求强制执行。但是，纠纷通常是通过双方友好协商解决的。如果协商不成，可以进行调解。如果还是不能解决问题，那么就可以依据仲裁条款，寻求仲裁解决。

A:我明白了。王女士，您的讲话很让人长知识。非常感谢您的帮助。希望我永远不会来您这儿申请仲裁。

B:我也不希望这样。

Unit 5

Bid and Tender招标投标

Top Sentences典型例句

1.You know, many firms are going to bid for this project.你知道，许多公司都打算投标这个项目。

2.I've heard that they'll also consider package bids for various parts of the project.我听说他们也会考虑承揽项目的各个部分的组合投标。

3.We shall get a complete set of tender documents for you and you will be able to study the requirements.我们会给你方一整套投标文件，你方可以研究有关的要求。

4.We know that you have rich experience in this field and that you render technical assistance on favorable terms.我们知道你公司在此方面很有经验，并以优惠条件提供技术援助。

5.Would you please let me know something more about your conditions for a tender?能否请您把招标条件更详细地向我介绍一下。

6.If the conditions of your tender prove to be most suitable, of course we'll accept your tender.如果贵公司的投标条件是最合适的，我们当然会选中的。

7.We expect to send the tender invitations sometime next month.我们预计在下个月的某个时候发出招标通知。

8.The time period for bidding is temporarily set from October 10th to the end of October.招标时间暂定在10月10日到10月底。

9.We have carefully studied the bid documents and have decided to take part in the bid.我们认真研究了招标文件，决定参加这次招标。

Words and phrases生词与词组

assess估定，评定award裁定；判决

bid出价，投标certificate证书，证明书

conscientious认真的；小心谨慎的submit提交，递交

tender招标；投标turnkey总控钥匙；监狱的看守

Fashion Conversations轻松会话

Conversation 1

A:You know, many firms are going to bid for this project.

B:Yes. But our company has an advantage over the rest.

A:Oh? Why?

B:Because we can make a turnkey bid for the whole project.

A:I've heard that they'll also consider package bids for various parts of the project.

B:But a turnkey bid is much more attractive, and I'm sure that only a turnkey bid has any chance of success.A:你知道，许多公司都打算投标这个项目。

B:是的。但是我们公司比其他公司有优势。

A:哦？为什么？

B:因为我们可以按照交钥匙工程的方式投标承揽整个项目。

A:我听说他们也会考虑承揽项目的各个部分的组合投标。

B:但是交钥匙工程投标更有吸引力，而且我肯定只有交钥匙工程投标有中标的可能。

Conversation 2

(Mr. Ding wants to participate in tenders.)

A:Mr. Ding, our government has invited tenders for the Red Star project. Would you like to take part?

B:Yes, participation in tenders is in our line of business, but we would like to know what we shall have to do if we agree to send our bid.

A:We shall get a complete set of tender documents for you and you will be able to study the requirements. The expenses involved will be charged to your account, though.

B:Well, no problem. By the way, must we guarantee in any way our participation in the tender?

A:You will have to pay "earnest money" to guarantee your participation till the end of the tender.

B:That's quite fair. What are our chances of success?

A:We know that you have rich experience in this field and that you render technical assistance on favorable terms. I think you may win the tender.(丁先生想要参加投标。)

A:丁先生，我国政府欢迎参加"红星工程"的投标，你方想参加吗？

B:想，参加投标属于我们的业务范围。但我们想知道如果我们同意寄标书，我方需要做什么。

A:我们会给你方一整套投标文件，你方可以研究有关的要求，但费用由你方负担。

B:好，没问题。顺便问一下，参加投标我方必须提供某种方式的保证吗？

A:你方得付参加投标的保证金，一直到招标结束。

B:那是应该的。我方成功的机会有多大？

A:我们知道你公司在此方面很有经验，并以优惠条件提供技术援助。我认为你方可能会中标。

Conversation 3

A:When do you expect to open the tender, and where?

B:November 1st, in Beijing.

A:Is tender-opening done publicly?

B:Yes, tender-opening is done publicly this time. All the bidders shall be invited to join us to supervise the opening.

A:Would you please let me know something more about your conditions for a tender?

B:Invitations will be sent next month, from which you can find the details.

A:Our corporation is very much interested. In this tender, we will try our best to win the award.

B:I understand fully how you feel. If the conditions of your tender prove to be most suitable, of course we'll accept your tender.A:贵公司准备什么时候开标？在哪儿开标？

B:我们打算11月1日在北京开标。

A:这次贵公司打算进行公开开标吗？

B:是的，我们这次采用公开开标。到时候请投标人都参加，监督开标。

A:能否请您把招标条件更详细地向我介绍一下？

B:下个月我们就发出招标通知，详细内容您一看就清楚了。

A:我们公司对这次招标是非常感兴趣的，一定会尽力争取中标。

B:您的心情我完全理解。如果贵公司的投标条件是最合适的，我们当然会选中的。

Conversation 4

(Mr. he wants to know more bidding information.)

A:When do you intend to start the invitation to tender?

B:We expect to send the tender invitations sometime next month.

A:What kind of equipment would you like to buy?

B:The item we'd like to buy is the advanced electric generator.

A:What's the time set for the bidders to submit their bids?

B:The time period for bidding is temporarily set from October 10th to the end of October.

A:Our corporation is very much interested in this tender, and we will try our best to win the award.

B:I understand fully how you feel. If the conditions of your tender prove to be most suitable, of course we'll accept your tender.

A:Ms. Bao, I've asked too much today, I'm afraid.

B:That's all right. You may contact our staff member for further detail, or talk to me directly, if you like.

A:Fine. Thank you very much. Let's keep in close touch with each other now and in the future.(贺先生想了解更多招标信息。)

A:你们打算什么时候开始招标呢？

B:我们预计在下个月的某个时候发出招标通知。

A:贵公司想购什么设备？

B:我们想购较先进的发电机。

A:投标期限定在什么时候？

B:我们暂定在10月10日到10月底。

A:我们公司对这次招标非常感兴趣，一定会尽力争取中标。

B:您的心情我完全理解。如果贵公司的投标条件是最合适的，我们当然会选中贵公司的。

A:包女士，今天我问得太多了吧？

B:没关系。今后您还有什么细节需要了解，可以找我们的业务员联系，也可以直接找我。

A:好的。非常感谢您。今后我们多联系吧。

Conversation 5

A:We have carefully studied the bid documents and have decided to take part in the bid.

B:I'm very glad to hear that. have you prepared your bid?

A:We have prepared a competitive bid.

B:how do you assess the volume of work on the project?

A:We assess the volume of work according to the accumulated data. here is our Submission of Bid together with information on the cost, construction time and volume of work for the project.

B:Are these prices stated in US dollars?

A:Yes.

B:What kind of guarantees will you provide us with?

A:A standby letter of credit established by the Bank of China.

B:have you brought with you the qualification certificate?

A:Oh, yes. here is the certificate issued by the relevant authorities.

B:That's done. Thank you.A:我们认真研究了招标文件，决定参加这次招标。

B:我对此感到很高兴。你们准备好报价了吗？

A:我们已准备好了竞争力强的报价。

B:你们是怎样确定计划工程量的？

A:我们根据积累的资料来确定工程量。这是我们的投标书，附有该项目的费用、施工时间和工程量。

B:是用美元标的价吗？

A:对。

B:你们向我们提供什么形式的担保？

A:由中国银行开立的备用信用证。

B:你们带来资格证书了吗？

A:哦，带来了，这是有关当局签发的证书。

B:好了。谢谢您。

Unit 6

Contract Signing合同签订

Top Sentences典型例句

1.When do you think we can sign the contract?你认为我们什么时候能签合同？

2.We'll revise the contract this evening and have it ready for signature tomorrow morning at 10:30.我们今天晚上修改一下合同，明天上午10:30准备签字。

3.The president of our company and the governor will be there too.我们公司的董事长和州长也会出席。

4.Each of us will sign two formal copies of the contract: the Chinese copy and the English copy.我们每人签两份合同的正式文件：一份中文的，一份英文的。

5.I'd like to look this over before I sign it.签约之前我想再看一遍。

6.I believe a better cooperation between us mostly comes from good will and confidence in each other.我相信成功的合作来自我们双方的良好意愿和相互信任。

7.Let's check all the items to make sure no important items have been overlooked.让我们检查一下所有的项目，确保没有重要的项目被忽略。

Words and phrases生词与词组

authentic可信的ceremony典礼，仪式

clause条款；子句conscientious认真的；小心谨慎的

leeway余地；灵活性minor较小的，次要的

revision修订，修改wrap up〈美口〉完成，结束；概括

Fashion Conversations轻松会话

Conversation 1

A:When do you think we can sign the contract?

B:We'll revise the contract this evening and have it ready for signature tomorrow morning at 10:30.

A:So we're going to have a signing ceremony then. Who will be present?

B:The president of our company and the governor will be there, too.

A:Oh, that's great. I look forward to it.

B:I'm afraid I've got to rush off. This revision work will keep me busy for the night.

A:Take care. See you tomorrow.

B:See you tomorrow.A:你认为我们什么时候能签合同？

B:我们今天晚上修改一下合同，明天上午10:30准备签字。

A:那我们要举办一个签字仪式，谁将出席这个仪式？

B:我们公司的董事长和州长也会出席。

A:噢，那太好了。我期待这一时刻的到来。

B:恐怕我现在得走了。这个修改工作将会使我忙上一整晚。

A:别着急。明天见。

B:再见。

Conversation 2

A:Shall we call it a day? We've finally come to this moment.

B:Yes, I've been looking forward to it.

A:Each of us will sign two formal copies of the contract: the Chinese copy and the English copy.

B:Both of us deserve a good rest after the energy- consuming negotiations.

A:We've made it at last. Allow me to propose a toast to the success of our business and to our future cooperation. Cheers!

B:Cheers!A:今天到此为止如何？我们终于等到这一刻了。

B:是啊，我也一直盼望着这一刻。

A:我们每人签两份合同的正式文件：一份中文的，一份英文的。

B:经过这么耗费精力的谈判，我们双方都需要好好休息一下。

A:我们终于成功签订了合同。让我们为生意的成功和未来的合作举杯庆祝。干杯！

B:干杯！

Conversation 3

A:They are to be shipped not later than January 2010.

B:There's no question about that.

A:And what about the terms of payment?

B:payment by L/C, to be opened by the buyer 15 to 20 days prior to the date of delivery. That's what we've agreed upon, isn't it?

A:Yes, quite so.

B:We'd like to add the condition that the letter of credit shall be valid until the 15th day after shipment. You know, it sometimes takes us a week or so to get all the shipping documents ready for the presentation and negotiation. This will give us more leeway.

A:That can be done. Do you have any questions about the inspection and claims?

B:None what so ever. The quality and performance of our machines can stand any possible tests. We agree to your conditions.

A:Do you also agree to the condition that all disputes, if unsettled, shall be referred to the Foreign Trade Arbitration Commission for the promotion of International Trade?

B:Certainly, but I'm sure there will be no occasion for arbitration.A:装船期不能迟于2010年1月。

B:没问题。

A:关于付款方式呢？

B:付款采用信用证，在交货前15到20天期间由买方开出。这些我们都已同意了，是不是？

A:对，是这样。

B:我们希望加上一条，信用证有效期应至货物装船后第15日截止。你知道，要把所有装船单据都准备好以便提交银行议付，有时需要一个星期左右。加上这样一条可以让我们的时间充裕一点。

A:行。关于商检和索赔，有什么问题吗？

B:完全没有问题。我们的机器经得起任何质量和性能方面的测试。我们同意你方条款。

A:您是否也同意这样一条，解决不了的纠纷就提交国际贸易促进会的对外贸易仲裁委员会去仲裁？

B:可以，不过我相信根本不需要仲裁。

Conversation 4

A:That nearly wraps it all up.

B:Yes, I think so.

A:All we have to do is to sign the contract. We'll have to get this contract typed as soon as possible.

B:My secretary can start on it right away.

A:I think all the changes are easy to see.

B:She won't have any trouble. (Go to the secretary) This clause will have to be changed.

C:I see.

B:Can you read that?

C:Oh, Sure.

(A moment later)

A:Are you ready to sign?

B:Well, I am sure.

A:I'd like to look this over before I sign it.

B:Of course, take your time.

A:It looks fine to me.

B:Just sign there on the bottom.

A:here's my signature.

B:And mine.

A:here's your copy of the contract.

B:Good. I'm glad we're all done.

A:Yes, it's nice to be finished.

B:You can say that again.

A:Let's go out and celebrate.

B:I think we both need a drink.A:一切差不多都完成了。

B:是啊，我也这么认为。

A:剩下的只要签署合同就行了。我们得尽快把合同打出来。

B:我的秘书现在就可以打。

A:我想所有修改过的地方都很容易看出来吧。

B:对她不会有什么困难的。(走到秘书身旁)这一条必须修改。

C:我明白。

B:看得清楚吗？

C:哦，没问题。

(不久之后)

A:准备好可以签名了吗？

B:嗯，可以签了。

A:签约之前我想再看一遍。

B:当然，您慢慢看吧。

A:看起来好像没什么问题。

B:那么就请在下面这里签个名。

A:我签好了。

B:我也是。

A:这是您的那一份合同。

B:太好啦，我真高兴一切都完成了。

A:是啊，完成了真好。

B:说得是。

A:我们到外面庆祝一下吧。

B:我想我们都需要喝一杯。

Conversation 5

A:Now, we have finally reached a basic agreement on the problems that needed to be worked out.

B:Both of our parties have made a great effort.

A:That's true. But shall we sign the contract now?

B:Just a minute. Though everything seems clear, to avoid arguing over some minor problems in the days to come, we'd better have another check.

A:That's a good idea. I really appreciate your conscientious attitude.

B:Thank you. In fact, your company enjoys high prestige as we know. That's why we prefer to cooperate with your company.

A:It's a great pleasure. I believe a better cooperation between us mostly comes from good will and confidence in each other.

B:That's true. OK, let's get down to our business. Let's check all the items to make sure no important items have been overlooked.

A:Let's start.

B:First of all, about the format of our contract, we have written the content both in Chinese and English. Therefore, they're equally authentic in terms of law.

A:Yes.

B:There're two of the originals of the contract. here's a copy for you to check.

A:Thank you. Let's check it together.

B:Shall I read it?

A:Yes, please.

B:(Reading) Name of Commodity and Specifications:

... (After finishing it) Is it all right?

A:Yes. Very good. Isn't it time to sign the contract?

B:Surely. (Shaking hands after signature) To celebrate the signing of our contract and our first cooperation, a dinner will be given by our General Manager at 8:00 p.m. tomorrow at White Cloud Restaurant.

A:Thanks a lot. I'll be very glad to attend it.

B:See you tomorrow.

A:See you then.A:对一些需要解决的问题我们基本达成了协议。

B:为此我们双方都做出了很大的努力。

A:是的。我们现在可以签合同了吧？

B:稍等一会儿。虽然看起来一切都很清楚，但是为了避免将来在一些小问题上产生分歧，我们最好再检查一下。

A:这个建议很好。我很欣赏您这种认真的态度。

B:谢谢。事实上，就我们所知，贵公司享有很好的声誉。这也是我们选择与贵公司合作的原因之一。

A:非常荣幸。我相信成功的合作来自我们双方的良好意愿和相互信任。

B:的确如此。好吧，我们还是回到合同上。让我们检查一下所有的项目，确保没有重要的项目被忽略。

A:开始吧。

B:首先，关于合同的版本，全部合同内容都是由中、英两种文字写成的，因此，在法律上是同样有效的。

A:是的。

B:这里是两份合同正本，给您一份检查。

A:谢谢。我们还是一起检查吧。

B:用我宣读吗？

A:请。

B:(读)商品名称及规格：……(读完)没有问题吧？

A:没有问题，很好。现在该签字了吧？

B:对。(签完后握手) 为了庆祝合同的签订以及我们的首次合作，我们总经理明晚8点将在白云宾馆设宴。

A:非常感谢。我很高兴参加。

B:明天见。

A:明天见。

Unit 7

Trade Relations贸易关系

Top Sentences典型例句

1.Recently we found a magnetite mine abundant in reserves in the Stone Bridge.最近我们发现大石桥有个储藏量非常丰富的磁铁矿。

2.I guess it is necessary to do some research before our discussions.在洽谈之前我想有必要做好各种调查。

3.Now we'd like you to process some of our parts to further reduce costs.现在我公司想要贵公司加工我们的一些零件，以进一步降低成本。

4.That depends on the labor needed and the quantity to be processed.这取决于所需的劳动力和要加工的数量。

5.I'm calling to say we have interest in your product "Mini-Mons". 我打电话是因为我们对贵公司的"迷你小怪物"这种产品很感兴趣。

6.We're represented for this series in the North America market.这一系列产品我们在北美市场有代理。

7.It is difficult for us to buy your brand unless you can consider other possibilities.对于我们来说，购买你们的品牌比较困难，除非你们能考虑其他可能性。

8.The main purpose of my coming here is to inquire about possibilities of establishing trade relations with your company.我此行的主要目的是想了解一下与贵公司建立业务关系的可能性。

9.I learned from the ads that you manufacture and sell this kind of products.我从广告上得知你们生产和销售这种产品。

10.Would it be possible for me to have a close look at your samples?我能亲眼看一下你们的样品吗？

Words and phrases生词与词组

aspect方面；样子，外表chamber议院；会所；室

compensation补偿，赔偿magnetite磁铁矿

means财产，财富；手段，方法specifics细节

Fashion Conversations轻松会话

Conversation 1

A:Recently we found a magnetite mine abundant in reserves in the Stone Bridge. We want to import some of the mining equipments through compensation trade.

B:Compensation trade?

A:Yes, are you interested?

B:We are very interested in the deal. however, I guess it is necessary to do some research before our discussions.

A:This is the detailed information. please have a look.

B:Thank you. According to your information, I think the feasibility of this project is very good, so if the term is right for us, we could accept this deal.

A:That is great. Let's discuss the specifics then.A:最近我们发现大石桥有个储藏量非常丰富的磁铁矿。我们想用补偿贸易的形式进口一批开采设备。

B:补偿贸易吗？

A:是的，你有兴趣吗？

B:我方很感兴趣。但是在洽谈之前我想有必要做好各种调查。

A:这是具体的资料。请仔细过目。

B:谢谢。根据你的资料，我觉得这件事的可行性很大，如果条件合适，可以接受这笔交易。

A:那太好了，那么我们来具体谈谈吧。

Conversation 2

A:When we have surplus production, we also do business by processing materials supplied by customers.

B:Is that so?

A:Yes. If you are interested in the processing business, please let us know your specific requirements.

B:We have our products assembled in China. Now we'd like you to process some of our parts to further reduce costs.

A:We're very interested.

B:What are your processing charges?

A:That depends on the labor needed and the quantity to be processed.

B:Then just let me know your labor costs.A:当我公司有富余的生产能力时，我们也做来料加工业务。

B:是这样吗？

A:是的。如贵公司对加工业务有兴趣，请告知贵公司的具体要求。

B:我公司已经在中国组装我公司的产品。现在我公司想要贵公司加工我们的一些零件，以进一步降低成本。

A:我公司非常感兴趣。

B:贵公司的加工费率是多少？

A:这取决于所需的劳动力和要加工的数量。

B:那么就请告诉我贵公司的劳务成本吧。

Conversation 3

A:hello, is that Ms. Li?

B:Yes, who's that?

A:This is John Smith calling from Toys International Company Limited. We met at the Guangzhou Trade Fair.

B:Oh, how have you been, Mr. Smith?

A:I'm fine, thank you. I'm calling to say we have interest in your product "Mini-Mons". Are they available for export for the time being?

B:Oh, I'm sorry. You can't directly buy "Mini-Mons" from us. We're represented for this series in the North America market.

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

B:Yes. Yonghe Trading Company represents us in your region. You may contact Mr. Zhang Yihui, the Sales Manager there.A:你好，李女士吗？

B:是的，您是哪位？

A:我是玩具国际有限公司的约翰·史密斯。我们在广州商品交易会上见过面。

B:噢，史密斯先生，您最近好吗？

A:很好，谢谢。我打电话是因为我们对贵公司的"迷你小怪物"这种产品很感兴趣。不知现在是否可供出口？

B:哦，很抱歉。您不能直接从我们这里买进"迷你小怪物"。这一系列产品，我们在北美市场有代理。

A:我明白了。那您能告诉我该与谁联系吗？

B:可以。永和贸易公司是您那儿的代理。您可以同那里的销售经理张亦辉先生联系。

Conversation 4

A:We are satisfied with your quality, but we have to arrange our purchases according to our means. It is difficult for us to buy your brand unless you can consider other possibilities.

B:What is that?

A:We prefer the possibility of buy-back.

B:You mean, you will pay for the rolling mills with the rolled steel produced by our machines? Sounds not bad. We do trade steel a lot. But I need to consult with my boss.

A:Good. please consider a total compensation, which will take us 3 years to complete the payment including the interest according to our calculation.

B:What's your calculation based on?

A:The production capacity of your rolling mills and current price of steel.

B:Could I bring back your proposal of buy-back with the detailed calculation? To reach an agreement, I think we have a lot of things to do.A:我们对你们的产品质量很满意，但是我们必须根据我们的财务来安排购货。对于我们来说，购买你们的品牌比较困难，除非你们能考虑其他可能性。

B:什么可能性？

A:我们希望能考虑回购的可能性。

B:你是说，你们用该机器生产的钢材来偿付轧钢机货款？听起来不错。我们的确有许多钢铁贸易。但是我需要跟我的上司商量一下。

A:好的。请考虑全额赔偿方式，根据我们的计算，我们需要用3年时间来付清所有的款项，包括利息。

B:你们计算的根据是什么？

A:轧钢机的产能和目前钢铁的价格。

B:我是否能把你们的回购计划带回去，包括详细的计算？要达成协议，我想我们有很多事情要做。

Conversation 5

A:The main purpose of my coming here is to inquire about possibilities of establishing trade relations with your company.

B:What line of business are you in?

A:We mainly trade in arts and crafts. I learned from the ads that you manufacture and sell this kind of product.

B:Yes, we do. You've come to the right place. We're the oldest arts and crafts manufacturing company in China. Our products compare favorably with those of other countries in both quality and price.

A:I'm glad to hear that. But you know this is my first visit to China and also my first time to make contact with you. So I'd like to know something about your foreign trade policy.

B:Our foreign trade policy has been based on equality and mutual benefit and exchange of needed goods. And to respect the local custom of the buying country is one important aspect of China's foreign trade policy. Establishing business relations between us will be good for our mutual benefit.

A:That's very nice. But one more thing I'd like to know is your financial position and credit standing.

B:Concerning our financial position and credit standing, you may refer to our local bank, chamber of commerce and inquiry agencies, anything else?

A:Would it be possible for me to have a close look at your samples?

B:Why not? I will take you down to our showroom.

A:Thank you. I'm afraid I've taken a lot of your time.

B:Not at all.A:我此行的主要目的是想了解一下与贵公司建立业务关系的可能性。

B:你们主要经营什么？

A:我们公司主要经营工艺品。我从广告上得知你们生产和销售这种产品。

B:是的。你来对地方了。我们是中国资历最老的工艺品制造公司。我们的产品在品质和价格上都足以同其他国家的产品相媲美。

A:听到这些我很高兴。但是您知道，这是我第一次来中国，也是第一次和你们打交道。因此我想了解一下你们的对外贸易政策。

B:我们的对外贸易政策一直是建立在平等互利和互通有无的基础之上的。并且，尊重买方国家的风俗习惯是我国对外贸易政策的一个重要方面。我们之间建立业务关系对双方都将非常有利。

A:那非常好。但是我还想了解一下你们的财务状况和信誉。

B:关于我们财务状况和信誉，你可以向我们当地的银行、商会和调查机构询问，还有其他问题吗？

A:我能亲眼看一下你们的样品吗？

B:当然可以，我带您去陈列室。

A:谢谢。恐怕我已经占用了你很多时间。

B:没关系。


part 6

Business Negotiations

贸易谈判

Unit 1

process of Negotiations谈判进程

Top Sentences典型例句

1.I think we'll have a long and prosperous future together.我想我们会共创一个长久兴旺的未来。

2.I've been very pleased with how smoothly everything has gone. hope you can keep up the good work.我非常满意事情进展得如此顺利。希望你们能保持下去。

3.As far as I am concerned, we should be able to reach an agreement today.在我来看，我们今天应该可以达成协议。

4.Let's go around the table and introduce ourselves.让我们沿着座位顺序，大家自我介绍吧！

5.From the description in your catalogue, I believe your raincoat range is also suitable for the climate in our area.从你们目录上所描述的来看，我相信你们的新雨衣也适合我们地区的气候。

6.As we want to push the sales of this new raincoat in your country, let's conclude the deal.由于我们想在你们国家开拓这种新雨衣的市场，我们就此成交吧！

7.I can ensure that our large-size generating sets are as good as the small- and medium-size ones. Their quality is absolutely reliable.我可以向你们保证，就像我们的中小型发电机一样，我们的大型发电机组产品质量也是值得信赖的。

8.please remember to use both English and Chinese versions and both versions should be equally valid.请记住用中英两种文字，两种文本同样有效。

9.Then I'll come along three days later to put my signature on it.那么，三天后我再来签字。

Words and phrases生词与词组

obstacle障碍，妨害物irrevocable不能取消的

stipulate规定，保证valid 有效的，有根据的

Fashion Conversations轻松会话

Conversation 1

A:Ms. Green, please sign here.

B:Thank you, Mr. Smith. I think we'll have a long and prosperous future together.

A:I agree. There's a lot we can do in the future as partners.

B:Let's have a drink on it, Mr. Smith.A:格林女士，请在这签字。

B:谢谢，史密斯先生。我想我们会共创一个长久兴旺的未来。

A:我同意。作为合作伙伴，我们日后可以一起做很多事情。

B:咱们为此干杯吧，史密斯先生。

Conversation 2

A:It's been a real pleasure working with you, Mr. Foster. I think we'll have a good future together.

B:I agree, Ms. Green. I've been very pleased with how smoothly everything has gone. hope you can keep up the good work.

A:We intend to, Mr. Foster! please let us know when we can help you out.

B:I certainly will. Thanks again.A:和您一起工作的确令人愉快，福斯特先生。我想我们会共有一个美好的合作前景的。

B:我同意，格林女士。我非常满意事情进展得如此顺利。希望你们能保持下去。

A:我们会努力的，福斯特先生。什么时候需要帮助请告诉我们。

B:我一定会的。再次感谢。

Conversation 3

A:perhaps we should start by examining the obstacles.

B:As far as I am concerned, we should be able to reach an agreement today.

A:That's good to hear you say so.

B:I think all the proper decision makers are here.

A:I believe you are right, so let's get started.

B:Does everyone know everyone else?

A:Let's go around the table and introduce ourselves.A:也许我们应该从检查问题的障碍点开始。

B:在我来看，我们今天应该可以达成协议。

A:很高兴听见您这样说。

B:我想所有能做决定的人都在这里了。

A:我想您是对的，所以我们就开始吧！

B:大家彼此都认识吗？

A:让我们沿着座位顺序，大家自我介绍吧！

Conversation 4

A:Mr. Dewey, please look at our newly developed raincoats. Our "Eva" range is particularly suitable for warm climates and in the past year we have supplied this range to dealers in several Southeast Asian countries. And we saw remarkable sales there.

B:I see. From the description in your catalogue, I believe your raincoat range is also suitable for the climate in our area. But for the time being, I would particularly stress the fact that British pound is going up sharply against Chinese yuan. It makes harder for our exporting business.

A:In terms of our long-standing trade partnership, how about a barter trade this time?

B:Your offer sounds terrific.

A:how about my trade for your "Queen's" woolen scarf, your newly marketed brand?

B:Frankly speaking, we entered North America market, and it has quickly attracted the professional women's attraction with its modern design and various colors.

A:We learned that from the trade briefings. That's why we have a fancy for it.

B:Well, let's see what competitive price you can offer.

A:how about ￡10 a piece?

B:May I suggest we sign a 6-month contract at 8% markup on your quoted price and then we'll meet again to see if we can reduce the prices further?

A:As we want to push the sales of this new raincoat in your country, let's conclude the deal.A:杜威先生，请先看看我们新研制出来的雨衣，我们的"伊娃"系列尤其适合气候温暖地区。去年，我们给多个东南亚国家的商人提供了这种雨衣，而且销量不错。

B:我明白，从你们目录上所描述的来看，我相信你们的雨衣也适合我们地区的气候。但我想强调的是，英镑对人民币的汇率上涨了许多，这使得我们的出口生意很难做。

A:鉴于我们有长期的贸易伙伴关系，这次我们做易货贸易如何？

B:你的建议不错。

A:我们要换购你们新近推向市场的"王后"牌毛纺披肩如何？

B:坦白地说，我们进入了北美市场，而且我们的披肩以其时尚的设计、多变的颜色深受白领女士的欢迎。

A:对此，我们已从行业简报中看到了，这也是我们喜欢该产品的原因。

B:那么，让我看看你能提供什么有竞争力的价格？

A:10英镑一个披肩如何？

B:我想建议按你方所报价格，加价8%，签订一个半年合同，然后我们再碰头看能否进一步降价，好吗？

A:由于我们想在你们国家开拓这种新雨衣的市场，我们就此成交吧！

Conversation 5

A:Now we have covered all the important points.

B:Yes, I think so.

A:Before we draft the contract, let's examine the details.

B:OK. Under this contract, we'll supply you with 600 dozen T-shirts. S, M and L equally assorted, at US$100 per dozen, CFR London. Shipment in July. payment by irrevocable sight L/C.

A:perfect. But what I'm concerned about most is the time of delivery.

B:You may rest assured that shipment will be effected within the time limit stipulated in the contract. But there is also one point I'd like to stress.

A:Yes?

B:Your L/C must be opened at least one month before the time shipment; otherwise we won't be able to catch the ship.

A:No problem. I'll have the covering L/C opened as soon as I get back. In addition, would you tell me by whom the commodity inspection is conducted before shipment?

B:The goods will be inspected by the China Import & Export Commodity Inspection Bureau. It will then issue a certificate of quality and a certificate of weight. These will be taken as final and binding.

A:please remember to use both English and Chinese versions and both versions should be equally valid.

B:Naturally. Each of us keeps one original and two copies.

A:Then I'll come along three days later to put my signature on it.

B:Good.A:现在，所有的主要问题我们都已讨论过了。

B:是的，我想是的。

A:在起草合同之前，我们先检查一下所有的细节。

B:好的。根据这项合同，我们将向贵方出售600打T恤衫，大、中、小号平均搭配，每打100美元，成本加运费伦敦价。7月装运，以不可撤销的即期信用证付款。

A:完全正确。但我最担心的是交货时间。

B:你们尽可放心，我们会按照合同期限及时交货。但我有一点想强调一下。

A:是什么？

B:你方信用证必须在装运前1个月开出，否则我们将赶不上船。

A:没问题，我一回去，就马上安排开立有关信用证。此外，您能告诉我们在装船前这些商品是由谁负责检验么？

B:货物由中国进出口商品检验局进行检验，然后出具质量和重量证书。这些证明书将是最后的依据并具有约束力。

A:请记住用中英两种文字，两种文本同样有效。

B:那当然。双方各保留一份正本和两份副本。

A:那么，三天后我再来签字。

B:好的。

Unit 2

Bargaining Consignment Time

商谈交货期限

Top Sentences典型例句

1.Your order shall have our prompt and careful attention.对你们的订货我们会给予及时而认真的安排。

2.What's your earliest delivery?你们最早什么时候发货？

3.I hope our first supply will induce your customers to place regular orders with us in the days to come.我希望我们之间的第一批货物能够使你们的客户今后定期向我方订购。

4.how long does it usually take you to make delivery?通常你们多久才能交货？

5.I'm sorry to say that we can't advance the time of delivery.很抱歉，我们无法提前交货。

6.The earliest I will be able to get the information back to you is tomorrow morning.我最早能在明天早上把信息反馈给你。

7.The problem now is to find the quickest possible way to ship the walnut meat.现在问题是要找到一种快速的运送核桃仁的方式。

8.You may take it from me that the last thing we want to do is to disappoint an old customer like you.我可以向您保证，我们最不愿做的事就是让你们这样的老客户失望。

Words and phrases生词与词组

backlog订货；积压而未交付的订货inventory详细目录；存货

prompt迅速的；敏捷的

Fashion Conversations轻松会话

Conversation 1

A:If possible, I'm going to order 1,000 sacks.

B:Good. Your order shall have our prompt and careful attention.

A:What's your earliest delivery?

B:They may be delivered within a month.

A:All right. I'll ask someone to prepare a contract.

B:When shall we sign it?

A:Within two or three days. By the way, may I inspect them before shipment?

B:Sure. I'll tell you the time as soon as they are ready.

A:Very good.

B:I hope our first supply will induce your customers to place regular orders with us in the days to come.A:如果可以的话，我将订购1000箱。

B:好的。对你们的订货我们会给予及时而认真的安排。

A:你们最早什么时候发货？

B:可能在1个月之内。

A:好的。我会让他们准备一份合同。

B:何时签合同？

A:两三天之内吧。顺便问一下，装船前我们可以检查货物吗？

B:当然可以。货物一准备好，我们就会把时间告诉你。

A:很好。

B:我希望我们之间的第一批货物能够使你们的客户今后定期向我方订购。

Conversation 2

A:how long does it usually take you to make delivery?

B:Delivery would be a month from receipt of your L/C.

A:Could you possibly effect shipment more promptly?

B:I'm sorry to say that we can't advance the time of delivery. Getting the goods ready, making out the documents and booking the shipping space-all these take time, you know. You cannot expect us to make delivery in less than a month.

A:I see. What's your unloading port?

A:how about Guangzhou?

B:We'd like to change the unloading port from Guangzhou to Shenzhen.

A:No problem. It makes no difference to us to change the unloading port from Guangzhou to Shenzhen.

B:That'll be fine. I appreciate your cooperation.A:通常你们多久才能交货？

B:收到贵方信用证后的1个月。

A:你们能否再提前一点儿交货呢？

B:很抱歉，我们无法提前交货。你知道，备货、制单、订舱--所有这些都要花时间。你们不能期望我们在不到1个月的时间内就交货。

A:我懂了。你们的卸货港在什么地方？

B:广州如何？

B:我们希望将卸货港由广州改为深圳。

A:没问题。将卸货港由广州改为深圳对于我们来说没什么区别。

B:很好，感谢你们的合作。

Conversation 3

A:We are going to need confirmation on these orders today, and delivery must be made before next Tuesday. Do you think you can handle that?

B:We are willing to work with you, but do you think it would be possible to extend your confirmation deadline? We need to check the warehouse to make sure the products are in stock. The earliest I will be able to get the information back to you is tomorrow morning.

A:No, I must know today because we have to go to press for the advertisements. Is there any way you can speed up the process of checking inventory?

B:We can do that, but it will cost... If we have to check our inventory with all our guys on overtime, you're looking at an increased cost of, I'd say, maybe 10%.

A:Are you kidding?

B:No, and let me tell you why... If I make my guys stay over to check the inventory, I'll have to pay them at an overtime rate, which is time and a half. I estimate it will probably take 3 guys 2 hours to finish, that will be an increase on your labor fee by at least 10%... If you need the numbers that urgently, I can have them do it. Otherwise, we can wait until tomorrow morning, and I'll call you with the number after they're done. It's your call...A:我们打算今天对这些订单再确认一下，下周二之前一定要把货送到。你认为能处理好这一切吗？

B:我们愿意和你一起合作，但你看有没有可能把确定的最后期限延长一下？我们需要对库房进行检查以确保这些产品都有货。我最早能在明天早上把信息反馈给你。

A:不行，因为我们要发布广告消息，所以我今天必须知道结果。你有什么办法尽快核对完存货吗？

B:我们可以完成，但得需要费用……我认为如果我们所有员工加班清点库存的话，你要考虑增加费用，大概是10%。

A:你开玩笑吧？

B:不是开玩笑，我来告诉你为什么…… 如果我让我的手下加班清点库存，我得付他们加班费，即相当于原工资一倍半的加班费。我估计这大概需要3个小伙子干2个小时才能完成，那就意味着你要付出的劳务费至少增加10%……如果你急于要这些数字的话，我可以让他们去做。否则，我们就等到明天早上，他们数完之后我给你打电话。你决定吧……

Conversation 4

A:It seems that our talks are proceeding quite smoothly. Now there's still the question of shipment left open.

B:Right, let's discuss the time and mode of shipment. What would you say about prompt shipment, or to be more specific shipment by the end of September?

A:But, Mr. Smith, it's September 7th today, and shipping space for the line has been fully booked up until mid-September.

B:I'm sure you know we want the walnut meat for Christmas season. And the sea voyage plus the Customs formalities and the flow through the marketing channels to retailers would take at least one and a half months. There's no time to lose.

A:I can understand your position. And it has always been our wish to satisfy you. The problem now is to find the quickest possible way to ship the walnut meat. I think the quickest and safest way might be to send the walnut meat by air. It's quicker and the goods are less liable to deteriorate.

B:Air freight is certainly becoming more and more popular, because of its speed. Only the freight cost will be higher and that will affect the retail price. Also, air space has to be booked far in advance.

A:Well, what about transshipment at hong Kong? That will enable the goods to reach the destination earlier as there are more frequent sailings for Europe from hong Kong.

B:Sounds all right to me, but I will have to think about it. I'll give you a definite answer tomorrow. If I choose hong Kong, will it be possible for you to ship the goods by the end of October?

A:We'll try our best. Anyway, we assure you that shipment will be made not later than the first half of November.

B:It's very nice of you, Ms. Sun. Good-bye.

A:Good-bye, Mr. Smith!A:我们谈判进行得挺顺利，现在该谈一谈装船问题了。

B:好吧，让我们商谈一下装船时间和装运方式。您认为即期装运怎样？或者具体说9月底之前装运如何？

A:史密斯先生，今天已经是9月7日，这条航线上9月中旬以前的舱位都被订满了。

B:你们应该知道我们要核桃仁是打算在圣诞节期间销售的。海运时间，加上办理海关手续的时间，以及货物通过市场销售渠道再到达零售商手中，至少需要一个半月时间。我们的时间非常紧迫。

A:我能理解您的处境，能满足您的需求一直是我们最大的愿望。现在问题是要找到一种快速的运送核桃仁的方式。我认为空运是最快速又安全的运送方式。它速度快，因此货物也不容易变质。

B:航空运输由于速度快，现在越来越流行了。但是运费将会比较高，这将影响到零售价格。同时空运舱位需要提前预订。

A:那么在香港转运怎么样？这样能够早一点儿把货物运到目的地，因为从香港到欧洲的航船比较多。

B:对我来说倒也可以，但我得想想。明天给您确切的答复。如果我选择香港，你们能在10月底以前交货吗？

A:我们尽力而为吧！不管怎样，请您放心，交货不会迟于11月上半月。

B:谢谢你，孙女士。再见。

A:再见，史密斯先生。

Conversation 5

A:Now we have settled the terms of payment. Is it possible to effect shipment during September?

B:I don't think we can.

A:Then when is the earliest time we can expect shipment?

B:By the middle of October, I think.

A:That's too late. You see, November is the season for this commodity in our market, and our Customs formalities are rather complicated.

B:I understand.

A:Besides, the flow through the marketing channels and the red tape involved take at least a couple of weeks. Thus, after shipment it will be four to five weeks altogether before the goods can reach our retailers. The goods must therefore be shipped before October; otherwise we won't be in time for the selling season.

B:But our factories are fully committed for the third quarter. In fact, many of our clients are placing orders for delivery in the fourth quarter.

A:Mr. Ben, you certainly realize that the time of delivery is a matter of great importance to us. If we place our goods on the market at a time when all other importers have already sold their goods at profitable prices, we shall lose out.

B:I see your point. however, we have done more business this year than any of the previous years. I am very sorry to say that we cannot advance the time of delivery.

A:That's too bad, but I sincerely hope you will give our request your special consideration.

B:You may take it from me that the last thing we want to do is to disappoint an old customer like you. But the fact remains that our manufacturers have a heavy backlog on their hands.

A:But can't you find some way to get round your producers for an earlier delivery? Make a special effort, please. A timely delivery means a lot to us.

B:All right. We'll get in touch with our producers and see what they have to say.A:现在我们已经谈妥了付款条件，你方是否能够在9月份装船？

B:我看不行。

A:那么最早什么时候可以装船呢？

B:恐怕要在10月中旬。

A:那太迟了。您知道，在我方市场上11月份是这种商品的上市季节，而我们的海关手续又相当复杂。

B:我明白。

A:另外，通过销售渠道以及繁琐的公文程序，起码要花上几个星期。这样从装船后到我们的零售商，还需要四五个星期。所以货物必须在10月份之前装船，否则我们就赶不上销售旺季了。

B:但是我们工厂第三季度的生产任务已全部排满了。事实上，我们很多客户在定第四季度交的货呢。

A:本先生，您知道的，交货时间对我们来说很重要。如果在我们把商品投放到市场上去的时候，别的进口商已经把商品脱手赚钱了，那我们就亏了。

B:这点我明白。但是今年我们做的贸易比以往哪一年都要大。很遗憾我们不能提前交货。

A:那糟了，但我真心希望你们对我们的要求给予特殊的考虑。

B:我可以向您保证，我们最不愿做的事就是让你们这样的老客户失望，但是我们的厂家眼前的交货压得很重，这是事实。

A:您不能想些办法说服厂家提前交货吗？请您特别加把劲。及时交货对我们关系可大啦。

B:好吧。我们和厂家联系一下，听听他们的意见。

Unit 3

Negotiations on Commission佣金洽谈

Top Sentences典型例句

1.Shall we return to the topic of commission?让我们回到佣金的话题上，好吗？

2.To speak frankly, the rate of commission you're going to give us is far too small.坦率地说，你给我们的佣金率太低了。

3.Usually the commission is 3 percent of the net invoice amount after reduction of discounts.佣金为扣除折扣后，发票上净额的3%。

4.Couldn't you raise the commission to 5 percent?你们能不能把佣金提高到5%呢？

5.We would be interested in acting as your general agent there.我们很有兴趣担任那里的总代理。

6.We'll allow you a higher commission rate if your sales score a substantial increase.如果你们的销量大幅度增长，我们会给予更高的佣金。

7.If it is okay, we would like to sign an agency agreement with you immediately.如果可以，我们会与你们立即签订代理协议。

8.Commission is usually given as a percentage of the total value of a transaction.佣金通常按成交总额的百分比计算。

9.We've accommodated you in allowing a 1 percent commission but we will take more commission into consideration if your order is big enough.给1%的佣金已是照顾了，但如果你们订货量大，我们可以考虑多给佣金。

10.I'll get in touch with home office and ask them to fax or email their reply.我将与总公司联系，让他们用传真或电子邮件给予答复。

Words and phrases生词与词组

commission佣金；代理(权)compromise妥协，折中

invoice发货单；货物leaflet传单；小叶

substantial坚固的，实质的

Fashion Conversations轻松会话

Conversation 1

A:Shall we return to the topic of commission, Mr. James?

B:OK, Ms. Eddy.

A:To speak frankly, the rate of commission you're going to give us is far too small.

B:Well, how much commission do you expect?

A:how about 10 percent? I usually get that from the buyers.

B:It is far from being acceptable. We can only allow you 6 percent.

A:Could we make a compromise? how about 8 percent?

B:Let me see.A:詹姆斯先生，让我们回到佣金的话题上，好吗？

B:好吧，埃迪女士。

A:坦率地说，你给我们的佣金率太低了。

B:那么你希望佣金是多少呢？

A:10%怎样？我一般从买主那儿得到10%的佣金。

B:你提的佣金太高了，我们难以接受。我们只能给你6%的佣金。

A:我们折中一下好吗？8%怎么样？

B:让我想想。

Conversation 2

A:What price do you suggest for 300,000 sets of Article No. 23 with London as the destination port?

B:Let me see. It's ￡800 per set CIF London.

A:What commission terms can you offer?

B:Usually the commission is 3 percent of the net invoice amount after reduction of discounts.

A:Couldn't you raise the commission to 5 percent?

B:Considering our good relationship and our future business, we give you 4 percent. That's the best we can do. We can't go any further. What would you say to it?

A:Then I'll accept it with thanks.A:请问30万套23号商品以伦敦为目的港的价钱多少？

B:让我看看，CIF伦敦价每套800英镑。

A:你们能提供什么样的佣金条件？

B:佣金为扣除折扣后，发票上净额的3%。

A:你们能不能把佣金提高到5%呢？

B:考虑到我们的友好业务关系以及以后的合作，我们给4%的佣金。我们最多只能给这个数，不能再多了。你认为如何？

A:那就这样定了，谢谢您。

Conversation 3

A:We'd like to appoint a general agent to handle our products in Canada. Are you interested in it?

B:We would be interested in acting as your general agent there. But your terms for us must be favorable.

A:Certainly. Terms for our agents are usually very favorable.

B:Then, what's your usual commission rate for your agents?

A:Usually, we give a commission of 3 percent to our agents.

B:Three percent is too low, I think. You see, we have a lot of work to do in promoting the sales, such as advertising on radio or TV, printing booklets, leaflets, catalogues and so on. It all costs money. Three percent is completely not enough.

A:Don't worry. We'll allow you a higher commission rate if your sales score a substantial increase.

B:You mean to say…

A:Now, if you sell US$2 million worth of hand tools annually, we can only allow 3% commission. If the annual turnover exceeds US$5 million, you can get 5% commission. What do you think of that?

B:It sounds good. Then how do you pay the commission?

A:We may deduct the commission from the invoice value directly or remit it to you after payment.

B:All right. If it is okay, we would like to sign an agency agreement with you immediately.

A:Think it over. We hope to keep a good business relationship with you.

B:Thank you for your help.A:我们想指定一个总代理来处理我们在加拿大的产品销售。你们对这个感兴趣吗？

B:我们很有兴趣担任那里的总代理。但你们给我们订的条款必须优惠。

A:当然，我们的代理条款通常很优惠。

B:那么，你们通常给代理商的佣金率是多少？

A:通常给3%。

B:我认为3%太低了。您知道，为了推销你方的产品，我们要做很多的工作，比如，在电台或电视上做广告，印刷小册子、传单和商品目录等。这一切都需要钱，3%是远远不够的。

A:别担心，如果你们的销量大幅度增长，我们会给予更高的佣金。

B:您的意思是……

A:如你方手工工具的年销量为200万美元，我们只能给3%的佣金。如果年销量超过500万美元，您就可得到5%的佣金。您看如何？

B:这还差不多。那么佣金如何支付？

A:我们可以直接从发票金额中扣除佣金，或在付款后汇给你方。

B:那好。如果可以，我们会与你们立即签订代理协议。

A:好好考虑一下。我们希望与你方保持良好的贸易关系。

B:谢谢你们的关照。

Conversation 4

A:I'd like to ask about the matter of commission. What is your usual practice in giving commission?

B:In general, commission depends on the quantity of goods ordered. You can get a higher commission rate if you order a bigger quantity.

A:how much commission will you give?

B:Commission is usually given as a percentage of the total value of a transaction.

A:how much commission will you give if the transaction is over US$100,000?

B:We'll give you a 1 percent commission.

A:It's really too little.

B:We've accommodated you in allowing a 1 percent commission but we will take more commission into consideration if your order is big enough.

A:If you're prepared to increase the commission, we will order extra 2,000 sets.

B:In that case, we'll allow you a 2 percent commission. The commission from our company is very favorable.

A:Thanks for your kind consideration.A:我想问一下佣金的事。你们通常对佣金有什么规定？

B:一般来说，佣金的多少由订货量决定。如果你的订货量大，佣金率就高。

A:你们愿意给多少佣金？

B:佣金通常按成交总额的百分比计算。

A:如果成交额在10万美元以上，你们给多少佣金？

B:我们给你们1%的佣金。

A:这实在太少了。

B:给1%的佣金已是照顾了，但如果你们订货量大，我们可以考虑多给佣金。

A:如果你们准备增加佣金，我们将追加订购2000台。

B:这样的话，我们给你们2%的佣金。我们公司给的佣金是很优惠的。

A:谢谢你们的关照。

Conversation 5

A:Mr. Eames, have you got our catalogue and price lists?

B:Yes. I got them yesterday and studied carefully.

A:The price we offered is CIF Shanghai.

B:That's OK.

A:The special commission we're prepared to grant is 7 percent of the order over US$150,000 in value, all right?

B:What? 7 percent? It's too little. You see, it can hardly cover our expenses. how about 10 percent, Ms. Liu?

A:I'm afraid we can't agree to 10 percent. As you know, the raw materials, distributive charges and workforce pay are going up nowadays. In fact, we've been left a small margin of profit.

B:Well, we're your old connection and bring a good many orders for you every year. We hope you'll give a special consideration.

A:In that case, let's meet half way. We suggest an 8.5 percent commission for an order over US$150,000 in value. And it will be paid in one month after the date of invoice.

B:That's good. What about delivery then?

A:Your client will have to open the relevant letter of credit within one month after the signature of a contract, and delivery can be assured of within one month upon receipt of the letter of credit. Is that OK?

B:All right, I'll get in touch with home office and ask them to fax or email their reply.

A:That's settled.A:埃姆斯先生，你拿到了我们的商品目录和价格单了吗？

B:是的。我昨天就拿到了，认真地看了。

A:我们的报价是上海离岸价。

B:行。

A:凡价值超过15万美元的订单，我们给予7%的特别佣金，行吗？

B:什么？7%的佣金？太少了。刘女士，你知道，这几乎不足以支付我们的开销。10%怎么样？

A:恐怕我们不能同意10%。你知道，近来原材料、经销费用、劳动力工资都在上涨。实际上，我们的余利已经不多了。

B:我们是你们的老关系，每年为你们招揽来很多订单。希望你们给予特别考虑。

A:既然这样，我们各让一半吧，我们建议，对价值超过15万美元的订单，给予8.5%的佣金。在我们开出发票后一个月内付款。

B:很好。那么交货期呢？

A:我们签订合同后，你们的客户必须在一个月内开出信用证，我们保证在收到信用证后一个月内交货。可以吗？

B:行。我将与总公司联系，让他们用传真或电子邮件给予答复。

A:就这样定了。

Unit 4

Negotiations on Contract合同谈判

Top Sentences典型例句

1.As usual we prefer to use steel cases.通常我们喜欢使用钢箱。

2.Don't you agree with that arbitration shall take place in China?你不同意在中国仲裁吗？

3.We prefer that arbitration to be carried out in a third country.我们更倾向于在第三国实行仲裁。

4.Everything we've discussed seems to be here.我们讨论过的每件事情似乎都包含在其中了。

5.We'll sign two originals, each in the Chinese and English language. Both are equally effective.我们将要用中文和英语分别签署两份原件。两者具有同等效力。

6.I think the agreement has covered everything except some minor points.我觉得，除了几个小问题，这个协议把所有的内容都涵盖了。

7.I'll add it to the contract. have you any more suggestions?我会把这条加在合同里。您还有别的意见吗？

8.We think all the terms should meet with common agreement.我们认为，所有的条款都应当取得一致意见。

9.Let's congratulate ourselves that this transaction has been brought to a successful conclusion.让我们祝贺这次交易圆满成功。

10.I hope you understand that this proposed agreement is based on our letter of intent signed last year when I came to China for this project.我希望你能够理解，这个协议草案的根据是我去年来中国谈这个项目时我们所签署的意向书。

Words and phrases生词与词组

arbitration仲裁，公断comply顺从；答应

drawback缺点，瑕疵favored受优惠的，有利的

initial签姓名的起首字母，缩写签署intent意图，目的；意向

maintenance维护，保持supplementary增补者，增补物

Fashion Conversations轻松会话

Conversation 1

A:I studied the draft contract and I'd like to bring up two points.

B:I'd like to hear your points.

A:Firstly, in the draft contract the products should be packed in wooden cases. I wonder if you have different packing.

B:What packing do you want?

A:As usual we prefer to use steel cases.

B:This can be done easily.

A:Secondly, it's about the arbitration.

B:Don't you agree on that arbitration shall take place in China?

A:We prefer that arbitration to be carried out in a third country.

B:I see. I will revise the draft contract.A:我研究了合同草案，我要提两点问题。

B:洗耳恭听。

A:第一，在合同草案中，产品应该用木箱包装，我想知道你们是否有不同的包装。

B:你们想用什么包装？

A:通常我们喜欢使用钢箱。

B:很容易做到。

A:第二，关于仲裁。

B:你不同意在中国仲裁吗？

A:我们更倾向于在第三国实行仲裁。

B:我知道了。我会修改合同草案的。

Conversation 2

A:Are all the terms here to your satisfaction?

B:Everything we've discussed seems to be here.

A:Would you like to sign the contract now?

B:Where shall I put my signature?

A:here, on the last page. We'll sign two originals, each in the Chinese and English language. Both are equally effective.

B:OK. Is that all?

A:No, will you also initial this change on page 2, please?

B:There you go. A:这里所有的条款都令你满意吗？

B:我们讨论过的每件事情似乎都包含在其中了。

A:你现在要签这份合同吗？

B:我签在哪儿呢？

A:这儿，在最后一页上。我们将要用中文和英语分别签署两份原件。两者具有同等效力。

B:好的。就这样完了吗？

A:不，请你也在第二页变更处签上姓名的第一个字母，好吗？

B:好。

Conversation 3

A:The draft of the contract is ready, please go through the draft contract and make sure everything is all right.

B:Well, I think the agreement has covered everything except some minor points. First, the time of shipment…

A:The time of shipment? It is clearly stated that "Shipment is to be made in June, July, August, 2010." That's what we all have agreed, isn't it?

B:Yes, that's right but not exact. So I'd like you to change it more detailed: "Shipment is to be made in three equal lots respectively in the middle of June, July, August, 2010."

A:Well, I'll see to it right away.

B:Thanks. And secondly, as this is a CIF transaction, I think it is highly necessary to stipulate in the contract that "The seller should notify the buyer by cable after the loading is completed, and all the losses due to this shall be borne to the seller."

A:Thank you for reminding us. I'll add it to the contract. have you any more suggestions?

B:No. Thank you for your friendly cooperation. Another thing, please remember the contract is to be written in Chinese and English and both languages are equally effective.A:合同稿已拟好，请把合同草案过一遍，看有什么问题。

B:嗯，我觉得，除了几个小问题，这个协议把所有的内容都涵盖了。首先，装船时间……

A:装船时间？上面写得很清楚："2010年6月、7月、8月装船。"这是我们都同意了的，对不对？

B:对，但不够准确。我想请你把它改得更具体些："分别在2010年6月、7月、8月中旬分三批等量装船。"

A:嗯，我马上修改。

B:谢谢。其次，由于这次交易是按成本运费加保险计价，我认为十分有必要在合同中规定："在装好船后卖方应该电报通知买方；否则，由此而引起的损失应由卖方负责。"

A:谢谢您提醒我们，我会在合同上加上这条。您还有别的意见吗？

B:没有了，谢谢您的友好合作。另外一件事，请记住合同要用汉语和英语写，两种语言的合同具有同等效力。

Conversation 4

A:here is our draft contract. We think all the terms should meet with common agreement. Do you have any questions in mind about them, Mr. Martin?

B:It contains basically all we have agreed upon during our negotiation. But there are two points which I'd like to bring up. The first, about the packing. how would you pack the goods we have ordered? I'm afraid the cardboard boxes are not strong enough for transport by sea. Now, then, according to this draft contract, payment should be made by D/p. But in all our dealings it is made not by D/p, but by L/C. We prefer our payment to be made by L/C through a negotiating bank in the United States. This is the second point.

A:Well, that's just what I'm going to say. Now, let me explain these two points to you one by one.

B:Very well.

A:Now, the first. We always use different packing for different goods, and take measures to reinforce them. please set your mind at rest.

B:If so, we are at ease.

A:Let's come to the second one. As to the terms of payment, it's easy to decide. We agree that the pay- ment should be made by L/C through a negotiating bank in USA, if you insist.

B:Thank you for your agreement.

A:OK. Since you put it this way, we'll have to comply.

B:Thanks for your understanding and cooperation.

A:Then, when shall we sign the contract?

B:We may revise it this evening, and have it ready to be signed tomorrow morning.

A:perfect.

B:Let's congratulate ourselves that this transaction has been brought to a successful conclusion.A:这是我们草拟的合同。我们认为，所有的条款都应当取得一致意见。您还有什么问题吗，马丁先生？

B:这基本上包括了我们谈判中取得一致意见的条款。不过还有两点我得提出来。第一点，关于包装问题。你们对我们这批订货如何包装？我担心，这种纸箱用于远洋运输不够结实。其次，按照草拟的合同，应采用付款交单支付。可是，在我们所有的交易中都不是采用付款交单方式，而是采用信用证方式。我们希望采用信用证方式，通过在美国的议付银行付款，这是第二点。

A:这正是我需要说明的。现在，让我就这两点一一说明。

B:很好。

A:第一点，我们一向是不同的货物用不同的包装，并采取措施进行加固。请放心好了。

B:这样，我们就放心了。

A:现在谈谈第二点。至于付款方式，这好办。如果你们坚持，我们同意采用信用证，并由美国的一个议付行来办。

B:谢谢你们的赞同。

A:好吧。既然你们这么说，我们只好同意了。

B:谢谢您的理解和合作。

A:那么，我们什么时候签合同？

B:今天晚上我们修改一下合同并做好准备，明天上午正式签订。

A:太好了。

B:让我们祝贺这次交易圆满成功。

Conversation 5

A:We've negotiated about the agreement for seven days. I hope we can sign it today.

B:Mr. Smith, I am sorry to say we are still not satisfied with Item 4 in your proposed agreement and I hope we can spend some time on it and see what we can do for our mutual benefits.

A:Let me see. Yes, here, ah, "The quality of the equipment supplied under this agreement shall be guaranteed for a period of two years from the date after the completion of the installation of the equipment including the trial run of the equipment that installed." What is your opinion on it?

B:According to Item 4, the quality of the equipment you will lease us will only be guaranteed for two years, which we think is too short.

A:Ms. Lu, I hope you understand that this proposed agreement is based on our letter of intent signed last year when I came to China for this project.

B:Yes, that's why I think you did not fully accept our proposal of last year. We talked about the guarantee period and we agreed that we would further discuss the period, but now you still insist on two years.

A:I am sorry, Ms. Lu. I don't mean that I want to insist on that. But the manufacturer is unwilling to give us a guarantee period of more than two years. If that is the case, how can we provide a guarantee longer than the manufacturer?

B:But is there anything you can do? For example, can you further negotiate with your manufacturer?

A:Well, I can try, but I can't guarantee anything. As in the United States, it is our usual practice to provide our customers with a guarantee of quality for two years.

B:Mr. Smith, we've been quite happy about our cooperation for the past years. But this time, I feel…

A:Excuse me, Ms. Lu. It could be hard for us to provide a longer guarantee, but I can give you a favored maintenance service after the guarantee period.

B:Well, that sounds a good compromise.

A:We will charge you only 80 percent of the regular service charge for the maintenance service after the guarantee period. What do you think?

B:A good idea.

A:So, I'll put the suggestion into the agreement as a supplementary item for your signature.

B:Yes, we have made it.A:我们就这份协议已经谈了7天了，我希望我们今天能签字。

B:史密斯先生，很对不起，我们对你们协议草案中的第4款仍然不满意，我希望我们可以就此花些时间，看看能不能将我们双方的利益合理安排一下。

A:让我看看。对了，在这里，"根据本协议，所提供的设备将得到两年的质量保证，保证期限从设备安装完成之日算起，设备安装后的试运行阶段包括在内。"对此您有什么意见？

B:根据第4款，贵方将对租赁给我方的设备提供两年的质量保证期，我们认为这太短了。

A:陆女士，我希望你能够理解，这个协议草案的根据是我去年来中国谈这个项目时我们所签署的意向书。

B:不错，这也就是为什么我认为你们没有完全接受我们去年的建议的原因。我们曾谈到过保证期，而且我们曾同意将进一步讨论这个期限，可是你们仍然坚持两年。

A:对不起，陆女士，并不是我要坚持，而是制造商不愿给我们提供两年以上的保证期。这样的话，我们怎能提供比制造商承诺的时间更长的保证期呢？

B:可是你们就不能想点办法吗？比方说，你们能不能进一步和制造商谈判？

A:我可以试试，但我没有把握，因为在美国我们通常的做法是只给客户提供两年的质量保证期。

B:史密斯先生，我们过去的合作是非常愉快的，但这次我感到……

A:对不起，陆女士，要我们提供更长的保证期很难，不过，超过保证期后，我可以给你们优惠的维修服务。

B:看来这是个折中的好办法。

A:超过保证期限之后，我们只收取你们80%的常规维修费。你认为如何？

B:好主意。

A:那我就把这一条作为补充条款加到协议中去，请您签字，行吗？

B:行，我们达成协议了。

Unit 5

Negotiations on Trademark商标谈判

Top Sentences典型例句

1.how long is it from the date of publication to the date of approval?从公告那天起到批准那天要多长时间？

2.how long will the registered trademark remain valid?注册商标的有效期多长？

3.You have to apply for a renewal within six months before expiry.那就得在期满前6个月内申请继续注册。

4.Even if the producer forgets to apply for the registration renewal, the law grants a 5-month grace period.即使生产商忘记申请办理商标的延展手续，也可依法享受5个月的宽限。

5.It seems that you have put much more stress on trademark registration now than before.看来您比以前更加重视商标注册的事了。

6.The Trademark Office examines the application, issues preliminary approval and publishes the trade- mark. All these will take two or three months.商标注册机构审查申请，发布初步批准书和公布已注册的商标。通常这一过程要花费2～3个月的时间。

7.I won't be able to do that if I think this is a one-shot deal. So I would like to have some confidence in your idea.如果我认为这只是一次性买卖，我没办法那样做。所以我希望能跟您达成共识。

8.I would say the logo is successful mainly because it comes from Japan.我想说是它的商标会成功主要因为它是从日本来的。

9.We aren't going to sign a contract yet. We are just investigating. I only need to know that your company is capable of producing the products.我们还没有要签合约，我们还在评估。我只是要知道贵公司是能够生产这种产品的。

Words and phrases生词与词组

attorney〈美〉律师，(法律事务上的)代理人backup后备者，支援者

certificate证书，证明书consultation请教，咨询；磋商

enterprise企业；事业expiry终了，终结

infringe侵犯；破坏；违法intangible无形的；不可捉摸的

logo标识图案，标识语preliminary预备的，初步的

registrant登记者renewal重申，补充

sharpener削刀；磨床trademark商标

Fashion Conversations轻松会话

Conversation 1

A:how long is it from the date of publication to the date of approval?

B:Four months.

A:how long will the registered trademark remain valid?

B:Ten years from the date of registration.

A:What if you want to continue to use the trademark?

B:You have to apply for a renewal within six months before expiry. Each renewal is good for ten more years.

A:Now, can we assign a trademark to another person or company?

B:Yes, you can.

A:What do we do if you find somebody infringing our trademark?

B:You can take your case to the people's Court.A:从公告那天起到批准那天要多长时间？

B:4个月。

A:注册商标的有效期多长？

B:从核准注册那天算起，10年。

A:如果以后还想继续使用注册商标呢？

B:那就得在期满前6个月内申请继续注册。每次继续注册有效期为10年。

A:现在，我们可以把商标转让给另一个人或者另一个公司吗？

B:可以。

A:如果发现有人侵犯商标专用权怎么办？

B:你可以向人民法院起诉。

Conversation 2

A:I want to have my product be registered. Do you know what I should do for this affair, Mr. Liu?

B:You mean the procedures for trademark examina- tion, don't you? It is not complicated. You may just contact the Trademark Office. It will send you standard forms to fill out.

A:That sounds quite simple. By the way, is there a time limit for trademark right?

B:Of course, by law, the protection in our country is limited to 10 years. And trademark right can be renewed.

A:That's great.

B:Trademark registration may be renewed continuously. But the producer or registrant should apply for the registration renewal every 10 years.

A:That's fair. It is not easy for a producer to establish a well-recognized trademark. he has reasons to enjoy such protection.

B:Even if the producer forgets to apply for the registration renewal, the law grants a 5-month grace period.

A:That sounds good.

B:You must notice that trademark is limited by region.

A:That is to say, a trademark registered in China will not be legally protected in another country. Am I right?

B:Yes, unless the same trademark is also registered in this country.A:我想注册我们的产品，您知道该怎么办吗，刘先生？

B:您指的是商标的注册程序，对吗？不太复杂，您可以和商标局取得联系。商标局会寄给您标准的表格让您填写。

A:听起来很简单。顺便问一句，商标权也有有效期吗？

B:当然，在我国商标依法受保护10年，而且商标权可以办理续延手续。

A:太好了。

B:商标注册可无限延期，但生产商或注册人应每10年申请办理一次续延手续。

A:这很公平，生产商创造出一个公认的名牌商标很不容易，他理应享有此等保护。

B:即使生产商忘记申请办理商标的延展手续，也可依法享受5个月的宽限。

A:那太好了。

B:您必须清楚商标受区域的限制。

A:也就是说，在中国注册的商标不会在另一个国家受到法律的保护，对吗？

B:对，除非同一商标也在另一国注册。

Conversation 3

A:hi, Mr. Wilson! What brings you here today?

B:hi, Ms. Wu! Long time no see. I've come to register a trademark.

A:It seems that you have put much more stress on trademark registration now than before.

B:Yes. Our product, color TV, sells well in your market. In order to uphold our right and profits, we think it is high time to have it registered.

A:how right you are! As a saying goes, the trade- mark is an inseparable part of the commodity and an intangible asset of an enterprise.

B:You said it. That's why I've come here. Well, Ms. Wu, could you give me a brief account of the registration here?

A:With pleasure. When a foreign enterprise makes application for trademark registration in China, it should entrust a representative from the Trademark Office of CCpIT to go through the formalities. Generally speaking, the following documents are needed: an application in duplicate, power of attorney in duplicate and a certificate of nationality.

B:how long do we have to wait before we get the approval after handing in the application?

A:Not too long. The Trademark Office examines the application, issues preliminary approval and publishes the trademark. All these will take two or three months.

B:Then how long will the registered trademark remain valid?

A:Ten years from the date of registration.

B:What do you do according to your Trademark Law if someone is found infringing on our registered trademark?

A:Well, in that case, the law firm would look into the matter at your appeal and the offender has to stop the infringement at once and is responsible for the loss you have sustained.

B:Thank you for your explanation. I hope everything will be smooth.

A:Wish you good luck.A:您好，威尔逊先生！今天什么风把您刮到这儿来了？

B:您好，吴女士！好久不见了，我今天是来给商标注册的。

A:看来您比以前更加重视商标注册的事了。

B:不错。我方的彩电在这儿很畅销。为了维护我方的权益，我想该将此商标注册了。

A:您说得很对！就像人们说的，商标是商品不可分割的一部分，也是企业的无形财产。

B:确实如此。那就是我到这儿来的原因。哦，吴女士，您能否就有关在这儿注册商标的事情简要地给我讲讲呢？

A:可以。如果外国企业打算将其商标在中国注册，应委托中国国际贸易促进会商标注册机构的代理人代办手续。一般来讲，需要提供以下文件：申请书一式两份，委托书一式两份和国籍证明。

B:递交申请后我们要等多久才能收到注册商标的批准书呢？

A:要不了多久。商标注册机构审查申请，发布初步批准书和公布已注册的商标。通常这一过程要花费2～3个月的时间。

B:那么注册商标的有效期限是多长？

A:从注册商标之日起10年。

B:如果发现有人侵犯了注册商标，中国的商标法规定对此如何处理？

A:在这种情况下，法律部门会根据您的起诉进行调查。侵权者不仅要立刻停止对此商标的继续侵犯，而且还要负责对被侵权者由此造成的损失进行赔偿。

B:谢谢您的解说，希望一切顺利。

A:祝您好运。

Conversation 4

A:We have the capital ready. Right now I have looked at three different companies which are capable of producing our products, and your company, Mr. Tang, seems to me to be the best for what we want.

B:I appreciate your remarks. And we are always happy to do more business. But, you know, if we take on a contract to produce new products, we want to be confident the product is marketable, because to start producing new things requires a lot of preparation. It requires a lot of investment for us.

A:You have some doubts about our products, I understand.

B:I would like to offer you a good price. But I won't be able to do that if I think this is a one-shot deal. So I would like to have some confidence in your idea.

A:Of course. Let me tell you in some details about our idea. You know the popular "hello Kitty" products.

B:Yes, of course.

A:Well, the products themselves are very simple. It is the logo that makes it successful. So "hello Kitty" is successful because of the logo, but the products are very simple.

B:And I would say the logo is successful mainly because it comes from Japan. It is the Japanese that have made it a fad.

A:That might be true. But we have a great logo concept. It is really great. I think it will catch on in Taiwan at least. Young people will love it. It is because of our logo that our products will sell well. We just need someone to produce the products for us. We have the backup and people do the marketing.

B:So what you are really trying to sell is a fad.

A:Yes. We would like to make things like key chains, plastic pencil sharpeners, plastic rulers, watches, wallets, things like that. Little accessories for young people. But the reason that these products will sell well is the logo, just like "hello Kitty".

B:I understand. But why won't you show me the logo?

A:Because it hasn't been copyrighted. We want to get some protection for it. But while we wait for copyright, we are investigating companies to produce the products.

B:I see. The problem, however, is that I can't be confident in giving you a good price unless I am confident your product will last.

A:I understand. For now, though, you could just give us an estimated price. We aren't going to sign a contract yet. We are just investigating. I only need to know that your company is capable of producing the products. And then, I only need a very rough idea of how much it might cost.

B:All right. I understand. Right now you just want estimates.

A:Yes.A:我们的资金已准备好了。至今我已看过三家能够生产我们的产品的不同的公司。而唐先生，您的公司，在我看来是最符合我们公司需要的。

B:我很感谢您的赞扬。我们一直很乐意接更多的生意。但是，您知道如果我们接下订单来生产新的产品，我们要很有信心这个产品在市场上是有销路的。因为，开始生产新的东西需要很多的准备。我们需要很多的投资。

A:您对我们的产品有疑问，我很理解。

B:我很想给您一个好价钱。但如果我认为这只是一次性买卖，我没办法那样做。所以我希望能跟您达成共识。

A:当然。让我告诉您更多我们更详细的想法。您知道很畅销的"hello Kitty"产品吧。

B:是的，当然。

A:嗯，产品的本身是很简单的。是它的商标使它成功。所以，"hello Kitty"会成功是因为它的商标，但产品本身是很简单的。

B:我想说是它的商标会成功主要因为它是从日本来的。是日本人让它流行起来的。

A:那或许是真的。但我们的商标概念是很好的，真的很好。我想至少在台湾是会流行的，年轻人会喜欢的。因为我们的商标所以产品会有卖点。我们只是需要人来替我们生产产品。我们有后援也有人负责营销。

B:所以你们想要卖的是一个潮流。

A:是的。我们要做的产品是像钥匙链，塑料制的削铅笔机，塑料制的尺、手表、皮夹之类的东西。小配件专给年轻人设计，但会畅销完全是商标的原因。就像是"hello Kitty"一样。

B:我了解。但您为什么不让我看看这个商标呢？

A:因为还没有注册，我们需要一些保障。但当我们在等注册的同时，我们可以评估哪一家公司能为我们生产产品。

B:我知道了。可问题是，我不确定能给您一个好的价钱，除非我能确定你们的产品是持续畅销的。

A:我懂了。现在您可以给我们一个估价。我们还没有要签合约，我们还在评估。我只是要知道贵公司是能够生产这种产品的。所以，我只需要一个非常粗略的想法及大约的费用。

B:好，我了解了。现在您只是需要估量价。

A:是的。

Conversation 5

A:Mr. Kirk, please take a seat.

B:Thanks. Ms. Sun, I'm sorry for having kept you waiting long. But I had something urgent to deal with at the last moment.

A:That's quite all right. Now that you've come, let's get down to business. I've been told that you have some comments to make on registration of our trademarks.

B:Yes. I work in a law firm. I've been asked by the Canadian Trading Company to come here and have a face-to-face consultation with you.

A:You are welcome. Any problems regarding to the application or registration of our trademarks?

B:You are applying for registration of the trademarks, "White Elephant" and "555" for batteries, "panda" and "Double Fish" for table lights, right?

A:Yes, that's correct.

B:You may not know, but "White Elephant" means something useless and redundant in the English culture. So it is not appropriate for a trademark. The "Double Fish" brand is not bad. The design is fresh and vivid. We have no objection.

A:It's one important aspect of China's foreign trade policy to respect the local customs of the buying country. We really don't know of what you've told me today. We can certainly change for a new brand name.

B:As for "555" brand, it's been found that the British Tobacco Company had already obtained the registration of a "555" brand many years ago. The brand name is the same, though the design is different. Therefore, you can't have "555" brand registered. The "panda" brand is very nice with its good reputation and attractiveness, so there is no problem for its registration. If you have no further questions, would you please fill in the form? An English version is required for the two trademarks, "panda" and "Double Fish" for the table lights.

A:Thanks a lot for your assistance.

B:You're welcome. The registration certificate will soon be granted to you upon the approval by the Trademark Bureau.A:请坐，科克先生。

B:谢谢，孙女士，很抱歉让您久等了。刚才要处理一件急事，耽搁了。

A:没关系。既然来了，就让我们谈正事吧！我得知你要就我们注册的商标商谈一下。

B:是的。我在一家律师事务所工作，受加拿大贸易公司委托来这儿与你面谈。

A:欢迎。有关我们申请和注册商标有什么问题吗？

B:你们正申请注册"白象"和"555"牌电池的商标，"熊猫"和"双鱼"牌台灯的商标，是吧？

A:对。

B:你也许不知道，根据英语文化，"白象"是无用、多余的意思，因此，不适合做商标的名称。而"双鱼"这个商标名称不错，设计新颖而生动。对此我们没有异议。

A:中国对外经贸政策很重要的一个方面就是尊重进口国当地的风俗习惯。对你今天所谈的这些我们一无所知。我们当然会重新选择一个新的商标名称。

B:至于"555"这个商标名称，许多年以前，英国烟草公司就获得"555"牌的注册权。虽然设计不同，但商标名称相同，因此，你们不能注册"555"。"熊猫"名气大而且吸引人，这个商标名称选得好。如果没有其他问题，你能把这个表填了吗？"熊猫"和"双鱼"牌台灯这两个商标需要英文版本。

A:非常感谢你的帮忙。

B:不客气。注册证书一经商标局批准就颁发给你。

Unit 6

Negotiations on Agency代理谈判

Top Sentences典型例句

1.We'd like to be your agent handling your export trade with our country.我公司想做贵公司的代理，办理贵公司向我国出口的贸易。

2.You know our company enjoys a good business relationship with all the leading wholesalers and retailers in this line.您知道我们公司与经营这一产品的主要批发商和零售商有着良好的贸易关系。

3.I'd like to know some ideas of terms on which you would be willing to operate as our agent.我想知道你们做我们代理的优势。

4.Can you analyse the marketing situation of your areas, Mr. Green?格林先生，您能分析一下你们地区的市场形势吗？

5.We'll make our decision and let you know it as soon as possible.我们会做出决定，并尽快让你们知道结果。

6.I think you've already received our letter which suggested our desire to be an agent for your products.我想您已经收到了那封表明我们做你方产品代理的意愿的信。

7.I feel that it's not a mature time for you to act as a sole agent for our products.我感到贵方做我们独家代理的时机还不够成熟。

8.We may make full use of our advertisements and sales force to enlarge our sales market.我们可以充分利用广告和销售人员来扩大我方的销售市场。

9.I would like to thank you for your kind invitation to visit your beautiful country.我想感谢您盛情邀请我访问你们美丽的国家。

10.One of the reasons of my visit here is to sign a sole agency agreement with you on these items for a period of 3 years.我来访的原因之一就是想和你们签订一项为期3年的独家代理协议。

Words and phrases生词与词组

agency代理处，行销处moderate中等的；适度的

porcelain瓷制的；精美的retailer零售商人；传播的人

sole唯一的；独家的substantial坚固的；实质的

turnover营业额；流通量warrant委任状；批准；许可证

Fashion Conversations轻松会话

Conversation 1

A:We'd like to be your agent handling your export trade with our country.

B:I'm sorry to say that the proposal you gave us disappointed us.

A:Do you mean that our annual turnover is too small? If that's the case, we can talk about it first. What's your idea of a big amount?

B:You should double it at least.

A:I'm afraid that's too much for us.

B:We know you have done a good job in building up these exports for us.

A:Thank you. You know our company enjoys a good business relationship with all the leading wholesalers and retailers in this line.

B:That's all the more reason why I am disappointed.A:我公司想做贵公司的代理，办理贵公司向我国出口的贸易。

B:但我很抱歉地说，我们对你们的计划书很失望。

A:您是不是说我们的年销售量太小？如果是这样的话，我们可以先商谈一下，您所说的大数目是多少？

B:你们至少翻一番。

A:恐怕对我们来说太大了。

B:我们知道你们在为我们出口这类产品方面做得很好。

A:谢谢。您知道我们公司与经营这一产品的主要批发商和零售商有着良好的贸易关系。

B:这就更让我失望了。

Conversation 2

A:Frankly speaking, you're not the only one who applies for an agent for us in your country. I'd like to know some ideas of terms on which you would be willing to operate as our agent.

B:Well, as you can see, our firm is among the leading firms of importers and distributors of many years' standing in this trade.

A:We've learned all this information which certainly interests us. Can you analyse the marketing situation of your areas, Mr. Green?

B:Generally speaking, the market is promising, particularly for the high-quality oriental ceramics products. If possible, we'd like to have the pleasure of being offered your sole agency.

A:I appreciate your kindness, Mr. Green. We think it necessary to make sure of your sale capacity.

B:As far as agents for porcelain are concerned, there're almost ten different establishments representing respectively porcelain makers from Korea and Japan. Competition is big. however, as a well-established firm, we'll not disappoint our principal.

A:Very well, then. We'll make our decision and let you know it as soon as possible. Thank you for your appreciation of our products.A:坦率地讲，你们不是唯一向我们申请在贵国做我们代理的公司。我想知道你们做我们代理的优势。

B:啊，正如您看到的，我公司在此类贸易中有多年经验，在进口商和批发商中居领先地位。

A:我们了解到了这些信息，很感兴趣。格林先生，您能分析一下你们地区的市场形势吗？

B:总的来说，市场情况不错，尤其是高质量的东方陶瓷制品。如果可能，我方愿做你方在该地区的独家代理。

A:格林先生，对于你方的好意我方表示感谢。我们觉得有必要了解你们完成销售任务的能力。

B:说到瓷器代理，有大约十几家公司分别代表韩国和日本的瓷器厂家。竞争是激烈的，但作为一家老字号，我们不会让我们的委托人失望。

A:很好。我们会做出决定，并尽快让你们知道结果。谢谢你们喜欢我们的产品。

Conversation 3

A:Miss White, I think you've already received our letter which suggested our desire to be an agent for your products.

B:Yes. Mr. Lin, that's a week ago.

A:What's your opinion?

B:Err... To be frank, Mr. Lin, after having read your letter, I feel that it's not a mature time for you to act as a sole agent for our products.

A:Why not?

B:here are several points to support my idea. First of all, you are not quite experienced in trading with this kind of products. So you'll need some time to find out the potential market capacity. Second, the annual order and turnover you promised is much lower than we expected.

A:But this figure is only our first year's aim. We'll gradually enlarge our selling amount later. Though the order is not big, it will help you to establish your market channel and expand the influence of your products in this country, don't you think so?

B:This is not wrong. however, it's not the only way to push sales. We may make full use of our advertise- ments and sales force to enlarge our sales market.

A:But these will cost more and the effect may not be as evident as to have an agent.

B:I understand your meaning, Mr. Lin. Thank you for your good intentions. We'll consider your request when the chance serves.A:怀特小姐，我想您已经收到了那封表明我们做你方代理的意愿的信。

B:对，林先生，是一周前收到的。

A:贵方意下如何？

B:嗯……恕我直言，林先生，看了信后我感到贵方做我们独家代理的时机还不够成熟。

A:为什么不够成熟？

B:下面几点足以说明我们的看法。第一，贵方以前经营这类产品的经验不足，所以，你们需要花费一定时间来调查潜在的市场能力。第二，你们所承诺的年订货量和营业额都远远低于我方的期望。

A:但这个数是我们第一年的目标，以后我们会逐渐扩大我们的销售额。尽管我们的订货量不大，但它会帮助你们在这个国家建立市场渠道，并扩大你们产品的影响。您不这么认为吗？

B:您说的没错儿。但是代理并非促销的唯一渠道。我们可以充分利用广告和销售人员来扩大我方的销售市场。

A:但是，上述方法既耗费钱财，效果又不如设置代理来得明显。

B:我懂您的意思，林先生。谢谢您的好意。以后有机会我们会考虑贵方的要求。

Conversation 4

A:First of all, I would like to thank you for your kind invitation to visit your beautiful country.

B:We've been looking forward to your visit. It is a great pleasure for us to have you as our guest. It is always more convenient to discuss things face to face.

A:I would like to tell you that my clients are very satisfied with the last delivery of your slippers. The styles and colors are very much to the taste of our market.

B:We've received some similar comments from other Australian firms too.

A:I understand you are selling the same products to some other Australian importers. This tends to complicate my business. As you know, I am experienced in the business of slippers and enjoy a good business relationship with all the leading wholesalers and retailers in that line. I have a mind to expand this business in the years to come. One of the reasons of my visit here is to sign a sole agency agreement with you on these items for a period of 3 years. As it is to our mutual interests and profit, I am sure you'll have no objection to it.

B:We appreciate your good intention and your effort in pushing the sale of our slippers. As you know, the demand for this item in your market is quite substantial. however, according to our records, the total amount of your order last year was moderate, which does not warrant an agency appointment. Unless you increase the turnover we can hardly appoint you as our sole agent.A:首先，我想感谢您盛情邀请我访问你们美丽的国家。

B:我们一直在盼着您的到来。有您来做客，真是我们的荣幸。面对面的谈判总是比较方便的。

A:我想告诉您，我们的客户对你方的最后一批拖鞋非常满意。拖鞋的式样和颜色很符合我们市场的需要。

B:我们从其他澳大利亚公司那里也听到了类似的反映。

A:我知道你们也向其他澳大利亚进口商出售同样的产品。这使我们的生意很难做。您知道，我方在经营拖鞋业务方面很有经验，而且和这一行业中的所有大批发商和零售商有很好的业务关系。我打算来年扩大这项业务。我来访的原因之一就是想和你们签订一项为期3年的独家代理协议。这符合我们双方的利益，我确信你方不会有任何反对意见。

B:谢谢你方的好意以及在推销我方拖鞋上所做的努力。但是您知道你方市场对这一商品的需求很大。然而根据我们的记录，你方去年的订货总量不大，不够资格做代理。除非你方增加营业额，否则我们无法指定你方为我们的独家代理。

Conversation 5

A:It's been a full two years since we last saw each other, Mrs. King.

B:So it is, I've come again to renew our sole agency agreement for another two years.

A:We shall be pleased to talk the matter over with you. You've done very well in fulfilling the agreement.

B:I'm glad you're satisfied with our work. I can assure you we've spared no effort and spent quite a sum of money in pushing the sales of your products.

A:Yes, we appreciate your efforts in pushing the sales of our pianos. We can see you are experienced in this particular line.

B:Thank you.

A:But I think the annual sale of 300 pianos for a sole distributorship in Canada is rather conservative. After all, you sold around 400 pieces there last year. You can sell more this year according to the marketing conditions at your end.

B:That is the result of our hard work. Well, what annual quantity would you suggest for the new agreement then?

A:500 pieces.

B:No, no. That's too big a number to be acceptable. Let's put it at 450 pieces. And we'll strive to sell more, of course. We wish to add another clause. For every 50 pieces sold in excess of the quota, we'll get 1% more in commission for our efforts.

A:All right, let's fix it at 450 pieces then. And for every additional 50 pianos sold, we'll give you 1% higher commission.A:我们整整两年没有见面了，金夫人。

B:是啊，这次我来是想把我们之间的独家代理协议延长两年。

A:我们很高兴和你们详细讨论这件事情。你们的协议完成得很漂亮。

B:你们对我们的工作表示满意，我很高兴。可以说在推销你们的产品方面，我们费了不少力气，还花了大量资金。

A:是的，我们很感激你方在推销我们的钢琴上所做的努力，看得出来你们对经营这一行很有经验。

B:谢谢。

A:不过我认为对加拿大的独家经销来说，年销售300架钢琴未免太过保守了。实际上，去年您都卖了400架左右。根据你们地区的市场情况，今年应该可以销售更多。

B:那是我们努力工作的结果。那您认为新协议的年销量应是多少呢？

A:500架。

B:不行，不行。这个数字太大了，我不能接受。定为450架吧。当然我们会尽力多销。我们想增加一个条款，超过定额之后每多销50架，我们的佣金就增加1%。

A:那好吧，那我们就定为450架吧。另外每多售50架，我们就再多给您1%的佣金。

Unit 7

Negotiations on Technology Transfer

技术转让谈判

Top Sentences典型例句

1.Let's move on to more crucial matters-technology transfer.那现在我们来谈谈更关键的事情--技术转让。

2.I'm saying that we can't let you in on everything: only info needed for the F-16.我是说除了与F-16相关的技术信息，我们不能透露其他信息。

3.I mean you name yours after mine, which is Long Feng Bao Zi.我是说你可以用我们的牌子来给你们的店铺命名，龙凤包子。

4.Will you guarantee that the technology provided meets our standards?你能保证给我们的技术达到我们的标准吗？

5.I shall have to consult my head office before I can let you know our decision.我得请示总部，然后才能把决定告诉你。

6.We hope you can reduce to 1% of the sales price on royalty.我们希望你们把每件产品的提成费降到1%。

7.I'm glad we've come to an agreement on price. We'll go on to the other terms and conditions at our next meeting.我对我们在价格上达成协议感到高兴。在下一次谈判中，我们再研究其他条款。

8.how could the achievements of our future research be committed in this agreement?我们将来的研究成果怎能归属于这个协议呢？

9.I must point out that technology itself creates value and needs to be compensated.必须指出，技术本身能创造价值，它必须得到补偿。

Words and phrases生词与词组

compensate偿还，补偿duration期限；持续

faith信任；信念fame名声，名望

JV = joint venture合资企业know-how专门技能，技术诀窍

royalty租费；版税；专利权税tag名称；标记符

thunderstorm 雷暴toss颠簸；摇荡

Fashion Conversations轻松会话

Conversation 1

A:Let's move on to more crucial matters-technology transfer.

B:Good. Our management style is to open up all departments; there can be no secrets.

A:That'd be a little difficult, Mr. Brown.

B:You're saying that you don't want to share technical info?

A:No, I'm saying that we can't let you in on every- thing: only info needed for the F-16.

B:how can we be sure we'd be getting all the information that we need?

A:It's all a matter of faith. A:那现在我们来谈谈更加关键性的事情--技术转让。

B:好。本公司的管理风格一向是向各部门开诚布公，没有秘密。

A:这有点困难，布朗先生。

B:您是说贵公司不愿交换技术信息？

A:不，我是说除了与F-16相关的技术信息，我们不能透露其他信息。

B:那我们怎么确定是真的得到了所有必需的信息呢？

A:这完全是信任问题。

Conversation 2

A:What kind of transfer would you suggest?

B:how about my selling you the brand? I mean you name yours after mine, which is Long Feng Bao Zi.

A:Yes, and...

B:This means I'll provide you with the full information about the making of Long Feng Bao Zi.

A:It sounds good, but even so, we may still have difficulties in making Long Feng Bao Zi. Say, the taste may not be the same as that of yours, and it'll certainly spoil the fame and reduce the sale.

B:You are right. To solve it, we'll send some specialists to your country to train your cooks and managing personnel, or if you like, you send your people here to receive all these trainings. You could choose whichever way you like.A:您建议转让什么？

B:我把商标卖给你怎么样？我是说你可以用我们的牌子来给你们的店铺命名，龙凤包子。

A:是的，嗯……

B:这就意味着我会给你们提供关于制作龙凤包子的详细技术。

A:听起来不错，但即使这样，我们可能在制作龙凤包子方面还会有困难。例如，味道可能和你那边做的不一样，这样的话当然就会损害商誉，影响销售。

B:你说得对。为了解决这个问题，我们会选派一些专家到你们国家去培训你们的厨师和管理人员，或者，如果你们愿意，选派一些人员来这里接受培训也行。这两种方式，您选择哪种都行。

Conversation 3

A:We have 50 years' experience in manufacturing tires in China. But now we are facing some technical problems.

B:I can see that. Most of your machines are made in 1980s. And you need advanced technology to produce competitive products.

A:What do you suggest?

B:Technology transfer. We can transfer our advanced technology to you.

A:Will you guarantee that the technology provided meets our standards?

B:Absolutely.

A:What about the payment for the technology?

B:We expect an initial down payment of US$200,000 and a 5% royalty of the net sales price of the products.

A:The 5% royalty is rather high. I shall have to consult my head office before I can let you know our decision.

B:Well, then I'll just wait for your reply.A:在中国，我们有50年的生产轮胎经验，但是现在我们碰到了一些技术问题。

B:我能理解。你们的机器大部分是20世纪80年代的产品，你们需要先进技术生产出更具竞争力的产品。

A:你的建议呢？

B:引进技术。我们可以把先进的技术转让给你们。

A:你能保证给我们的技术达到我们的标准吗？

B:绝对能。

A:这项技术怎么偿付呢？

B:我们收首付款20万美元，还有产品净销售价格的5%作为提成。

A:5%的提成太高了，我得请示总部，然后才能把决定告诉你。

B:好吧，那我就等你的回复了。

Conversation 4

A:Welcome to London, Mr. Brown.

B:Thank you, Ms. Li. I'm glad I was able to come.

A:Did you have a pleasant trip?

B:Not really. We ran into a thunderstorm over the Atlantic Ocean, and the airplane was so tossed that everyone got airsick.

A:Is that so? I'm sorry to hear that. I hope you had a good rest after that.

B:I had a very restful night. Cotton hotel is a nice quiet place. I'm quite myself again.

A:Shall we take up the business now?

B:That's fine with me. I'm ready. We'd like you to provide us with the equipment.

A:I'm afraid we can't, because the production costs have risen a great deal and we are now losing money. however, we're quite willing to transfer the patent.

B:Well, it seems that we'll only consider buying the patent. Well, how much will you ask for?

A:We hope you will pay us ￡30,000 as initial payment for buying the production rights from us, and 3% of the sales price on each product sold.

B:I'm afraid that we cannot accept that. We hope you can reduce to 1% of the sales price on royalty.

A:It would not seem proper to do so. What about 2%?

B:Well, yes. But you shall train our workers how to use it.

A:Of course. I think half a year on-the-job training will be enough for the workers to master the skills.

B:The technicians and experts of both parties should hold meetings from time to time for technical exchange.

A:No problem. I'm glad we've come to an agreement on price. We'll go on to the other terms and conditions at our next meeting.

B:Yes.A:欢迎您到伦敦来，布朗先生。

B:谢谢，李女士。能到这儿来我感到高兴。

A:旅途愉快吗？

B:谈不上愉快，在大西洋上空碰上暴风雨，飞机颠簸得很厉害，大家都晕机了。

A:哦，是这样？真遗憾，希望您到达之后已经休息过来了。

B:昨晚休息得很好，科顿饭店很幽静舒适，我已完全恢复过来了。

A:现在我们来谈谈生意，好吗？

B:好啊，谈吧。我们想要你们给我们提供设备。

A:恐怕不行。因为生产成本已上涨了很多，我公司正在亏损。不过，我们很愿意转让专利。

B:哦，看来我们只有考虑买专利了。嗯，你们要价多少？

A:我们希望你们付3万英镑的入门费，以购买产品生产权，并且每件出售的产品交付给我们其售价3%的提成费。

B:恐怕我们不能接受这个。我们希望你们把每件产品的提成费降到1%。

A:那样做似乎不太恰当。2%怎么样？

B:好吧，但你们应该培训我们的工人，使其懂得如何使用这些技术。

A:当然，我想对这些工人来说，掌握这些技术能有半年的在职培训就够了。

B:我们双方的技术人员和专家要经常碰头，进行技术交流。

A:没问题。我对我们在价格上达成协议感到高兴。在下一次谈判中，我们再研究其他条款。

B:好。

Conversation 5

A:I see we've got a nice foundation for our project, but the technical problems are considerable.

B:You're right. We have a lot of hard work ahead.

A:Shall we discuss technology transfer now?

B:OK. If you want the product to compete successfully on the international market, you'll have to acquire advanced technology.

A:Sure, and the imported technology should be of top class in the world.

B:Excuse me, what does "technology" mean when you say "imported technology"?

A:Naturally it does not only refer to industrial property, the know-how should also be included.

B:We agree, but the know-how we promise to transfer is what we are adopting in our production. And you'll pay for it in the form of royalties apart from a certain initial down payment, right?

A:Yes and no. We'll certainly pay for the imported technology. But we expect that for the duration of the joint venture, you will continue offering us your improved technological expertise without extra charges.

B:Oh, no, we can't go that far. Surely you know that technology has a price tag. how could the achieve- ments of our future research be committed in this agreement?

A:Well, both of us should consider ourselves as partners. The higher the technology, the better the product. Your share is 40% of the registered capital of the JV. That means, nearly half of the profit would go to you.

B:I admit there's something in what you say, but I must point out that technology itself creates value and needs to be compensated. Free transfer is out of the question.

A:Let's suspend this discussion for the time being. We think that we are partners and share developments and costs fairly.

B:OK, let's keep it.A:我觉得我们这个项目基础不错，但技术问题也不少。

B:是的，还有不少艰巨的工作要做。

A:现在谈一下技术转让吧？

B:好吧。如果贵公司希望产品在国际市场上具有竞争力，就必须掌握先进的技术。

A:是呀，而且引进的技术应该是世界一流的。

B:对不起，您所说的"引进的技术"中"技术"指什么？

A:当然不仅仅是指工业产权，也包括专有技术。

B:这我们同意，但我方答应转让的专有技术是目前我方在生产中使用的技术。而且除了一笔起始预付款外，贵方还应以提成的方式支付报酬，对吗？

A:既对又不对。引进技术当然要付费，但在合资经营期内如贵方改进现有技术，希望能一并提供给我方，而且不能另外收费。

B:噢，不行吧，我们不能这样做。您肯定知道技术是有代价的，而我们将来的研究成果怎能归属于这个协议呢？

A:那么，我们应该把自己看做是合伙人。产品技术含量越高，其性能就越优越。在合资企业的注册资本中，贵方占有40%的股份。这就意味着将近一半的利润要归贵公司。

B:我承认您说得有点道理，但必须指出，技术本身能创造价值，它必须得到补偿。所以，无偿转让技术是不可能的。

A:咱们把这个问题暂时放一下。但我方认为作为合伙人就应合理地分享技术，分担费用。

B:好的，先放一放吧。


part 7

Trade proprieties

外贸礼仪

Unit 1

Changing plans改变计划

Top Sentences典型例句

1.There's an emergency and I can't make it on Friday.我这里有个突发情况，我周五没办法赴约。

2.I'll see you on Monday at six o'clock at Flower hotel.那就周一6点在花园宾馆见。

3.My name is Joe Smith and we have a reservation for a party tonight.我叫乔·史密斯，我们在你们这儿预定了今晚的聚会。

4.Would you like me to reschedule you for another night?要不要另外为您安排别的晚上？

5.I hope we can help you at some other time.希望我们今后还能给您帮助。

6.By the way, will we be able to get a refund on this cancellation?顺便问一下，我们取消后可拿回定金吗？

7.I am calling to change our meeting next week.我打电话来是想对下周的见面改个时间。

8.I was hoping we could reschedule for early next month.我想改在下个月的月初。

9.I will call you when I get into town to reconfirm.我到小镇后再打电话给你确认。

10.I'm phoning about our appointment on Wednesday.我打电话是关于我们周三的约会。

11.The only other time I'm free is Thursday morning. That's the 10th.我唯一还有空的时间是周四上午，是10日。

12.Do you think tomorrow morning would suit him?您觉得明天上午对他合适吗？

13.I am going to schedule it for that time and inform Mr. Yang about the change.我会安排这个时间的约会，再把变更告诉杨先生。

Words and phrases生词与词组

flexible灵活的，柔软的，能变形的nuisance讨厌的人或东西，麻烦事；损害

postpone延期；缓办reconfirm再次证实，再次确认

refund退款；退还，偿还

Fashion Conversations轻松会话

Conversation 1

A:hi, Mr. Brown. This is Chen speaking.

B:hi, Miss Chen. how are you doing?

A:Fine, thank you. Mr. Brown, can we reschedule our date? There's an emergency and I can't make it on Friday.

B:No problem. When can we meet?

A:how about next Monday at the same time?

B:Suits me fine. My schedule is flexible.

A:Great. I'll see you on Monday at six o'clock at Flower hotel.

B:All right, Miss Chen.A:你好，布朗先生，我是小陈。

B:呃，陈小姐，你好吗？

A:我很好，谢谢。布朗先生，我们可以重新定一个约会时间吗？我这里有个突发情况，我周五没办法赴约。

B:没问题，我们什么时候可以见面？

A:下周一还是那个时间，怎么样？

B:我有空。我的日程安排比较灵活。

A:太好了，那就周一6点在花园宾馆见。

B:好的，陈小姐。

Conversation 2

A:hello, my name is Joe Smith and we have a reservation for a party tonight.

B:Yes, what can I do for you?

A:I need to cancel that. We have had a last minute change of plans.

B:I see. Would you like me to reschedule you for another night?

A:OK, we will let you know as early as possible. By the way, will we be able to get a refund on this cancellation?

B:Certainly.

A:Thank you very much.

B:That's all right. I hope we can help you at some other time. Good-bye.

A:Good-bye.A:喂，您好。我叫乔·史密斯，我们在你们这儿预定了今晚的聚会。

B:是的，我能为您效劳吗？

A:我要取消预约。我们临时改变计划了。

B:我明白了。要不要另外为您安排别的晚上？

A:好的，我们会尽早告诉你们的。顺便问一下。我们取消后可以拿回定金吗？

B:当然可以了。

A:谢谢您。

B:好了，希望我们今后还能给您帮助。再见。

A:再见。

Conversation 3

A:hello. TCL Company.

B:hi John, this is Mary at headquarters.

A:hi, Mary. how's it going?

B:Great, thanks. I am calling to change our meeting next week.

A:OK, sure. When did you have in mind?

B:I was hoping we could reschedule for early next month. Our trip has been postponed until the 3rd.

A:Why don't we say the 4th around 2 p.m.?

B:That works for me! I will call you when I get into town to reconfirm.

A:Great. Talk to you then.

B:OK. Bye-bye.A:您好。TCL公司。

B:嗨，约翰，我是总部的玛丽。

A:嗨，玛丽。最近怎么样？

B:很好，谢谢。我打电话来是想对下周的见面改个时间。

A:好的，没问题。你觉得什么时候合适？

B:我想改在下个月的月初。我们的出差日期已经推迟到3日。

A:那4日下午2点左右见面行吗？

B:可以。我到小镇后再打电话给你确认。

A:好的。再联系。

B:好的。再见。

Conversation 4

A:hello. May I speak to John?

B:This is John speaking.

A:hi, John. This is Ann. I'm sorry. I've something urgent, so I can't come to your home tonight.

B:That's OK.

A:I wonder if we could reschedule our appointment to sometime else?

B:Of course, yes.

A:What about next Monday?

B:That would be fine. Can we make it at 8 p.m.?

A:It suits me fine.

B:OK. See you then.

A:Good-bye.A:你好，我能和约翰通话吗？

B:我就是。

A:你好，约翰。我是安。非常抱歉，今晚因为突然有点事，不能来你家了。

B:没关系。

A:我们可否改在别的时间？

B:当然可以。

A:下个星期一如何？

B:那好。晚上8点可以吗？

A:我正好合适。

B:那就好，到时候见。

A:再见。

Conversation 5

A:Good morning.

B:hello. May I speak to Mr. Wang, please?

A:Speaking.

B:Morning, Mr. Wang. This is Zhang Shan speaking. I'm phoning about our appointment on Wednesday. I'm sorry, but I can't make it.

A:That's a pity.

B:Could we meet on Friday instead?

A:I'm afraid I'm tied up then.

B:The only other time I'm free is Thursday morning. That's the 10th.

A:Well, I'll try to manage. Would 9:30 be convenient for you?

B:That's fine. I'm very sorry to be a nuisance.

A:It's all right.

B:Thank you, Mr. Wang. I'll see you Thursday. Bye.

A:All right. Bye.A:早上好。

B:您好。我想找王先生。

A:我就是。

B:早上好，王先生。我是张珊。我打电话是关于我们周三的约会。很抱歉，我恐怕不能赴约了。

A:真遗憾。

B:我们可以改在周五见面吗？

A:恐怕那天我没有空余时间。

B:我唯一还有空的时间是周四上午，是10日。

A:好的，我尽量安排一下。上午9点半你方便吗？

B:可以。我很抱歉不能履约。

A:没关系。

B:谢谢您，王先生。周四再见。

A:好的。再见。

Conversation 6

A:Good morning, Fairyland Limited.

B:hello, this is Miller. I am calling about my appoint- ment with Mr. Yang for this afternoon. Something has just come up. I am afraid the appointment will have to be rescheduled. I am very sorry about the change.

A:That is all right. Maybe we can make another arrangement.

B:You are very kind to say so. Thank you. Do you think tomorrow morning would suit him?

A:I'm afraid there is a bit of a problem. In fact, he has booked up the whole week except tomorrow afternoon.

B:Tomorrow afternoon. Um…When do you think I can come and see him tomorrow afternoon?

A:please let me check…Tomorrow afternoon…Yes, he'll be free from 2:00 tomorrow afternoon. Do you think that is convenient for you?

B:Yes, that's quite all right for me. Can we fix it?

A:All right. Let's fix it. Tomorrow afternoon at two. I am going to schedule it for that time and inform Mr. Yang about the change.

B:Thank you very much. See you tomorrow afternoon.

A:See you.A:早上好，这里是仙境有限公司。

B:您好，我是米勒。是关于和杨先生今天下午会面的事。发生了一件意想不到的事，恐怕约会不得不改期了。很抱歉。

A:那没什么。也许我们可以再安排个时间会面。

B:很高兴您这么说，非常感谢。您觉得明天上午对他合适吗？

A:明天上午可能有点问题。事实上，除了明天下午之外他这一周的其余时间都有安排了。

B:明天下午。嗯……您认为我明天下午什么时间可以来见他？

A:我来查一查……明天下午……对，明天下午从2点起他有空。您认为这个时间对您方便吗？

B:好吧，这个时间对我很合适。我们能确定下来吗？

A:好的。咱们就定下来吧。明天下午2点。我会安排这个时间的约会，再把变更告诉杨先生。

B:多谢，明天下午见。

A:再见。

Unit 2

Meeting and Seeing Off迎来送往

Top Sentences典型例句

1.It was very nice of you both to take me to the airport.谢谢你们两位把我送到机场来。

2.please let me know if I can be of any help while I'm in Beijing.我在北京期间，如果有任何事我能帮得上忙的话，请告诉我？

3.Why don't you come to Beijing while we're there?趁我们在那儿，何不来北京一趟？

4.My wife wanted me to say thank you for your gift last time.我妻子要我代她谢谢您上次送的礼物。

5.We'll have enough time for our talks.我们有足够的时间交谈了。

6.I always wanted to come but I never had the chance.我总想来，但总没有机会。

7.Shall we go to the restaurant or the hotel first?我们是先去餐馆呢还是先去酒店？

8.I think all the products are going to sell very well.我相信这批货一定会卖得很好。

9.Thank you for placing such a big order with us. You won't be disappointed.谢谢您下了这么大的订单。您一定不会失望的。

10.I'll be able to show you around our city.我可以带您四处看看我们的城市。

11.I hope our cooperation will be further promoted by your visit.希望您这次访问会进一步促进我们的合作。

Words and phrases生词与词组

appliance适用性，适应性associate交往，结交

snack小吃，快餐unroll解开，打开

Fashion Conversations轻松会话

Conversation 1

A:It was very nice of you both to take me to the airport.

B:Oh, it's our pleasure. You'll keep in touch with us at the office, won't you?

A:Of course. And please let me know if I can be of any help while I'm in Beijing.

B:It's a deal.

A:By the way, if you have time, why don't you come to Beijing while we're there?

B:Oh, what a great idea! Wouldn't a trip to Beijing be wonderful?

C:Well, the trip sounds wonderful, but to be honest, the exchange rate is too high.

A:You have a point there, but please, give it some thought. We'd be more than happy to have you stay with us in Beijing.

C:Well, that's very nice of you.

B:It sounds like they're boarding now. have a good trip, okay?A:谢谢你们两位把我送到机场来。

B:哪儿的话。您仍会通过这儿的办事处继续跟我们保持联络，是吧？

A:那当然。我在北京期间，如果有任何事我能帮得上忙的话，请告诉我。

B:一言为定。

A:对了，假如您有时间，趁我们在那儿，何不来北京一趟？

B:对，那真是个好主意！去北京旅行不是很棒吗？

C:是啊，好像是很棒，可是说老实话，总觉得外汇兑换率太高了。

A:说的也是，但话说回来，还是请你们再考虑一下。到北京在我们家住的话，我们会更高兴。

C:啊！那太好了。

B:好像他们现在正在登机了。祝您旅途愉快。

Conversation 2

A:Mr. harrison, how nice to meet you again!

B:Glad to see you too; we met two years ago.

A:how was your travel?

B:Good. The travel was very comfortable.

A:By the way, how is your wife doing, harrison?

B:She's doing fine, thank you. My wife wanted me to say thank you for your gift last time.

A:Oh, it was nothing. I'm glad she liked it. Is all your luggage here?

B:Yes.

A:how long did you intend to stay?

B:About three weeks.

A:Great. We'll have enough time for our talks.

B:Yes, I think so.

A:You must be very tired after the journey. What about a cup of tea?

B:That's a good idea.A:哈里森先生，很高兴再见到您！

B:我也很高兴，我们两年前见过一次。

A:旅途还顺利吧？

B:很好，旅途上很舒服。

A:顺便问一下，哈里森先生，尊夫人最近好吗？

B:她很好，谢谢您。我妻子要我代她谢谢您上次送的礼物。

A:嗯，小意思。她喜欢就好。您的行李都在这了吗？

B:是的。

A:您打算在这儿待多久？

B:大约3个星期。

A:太好了，我们有足够的时间交谈了。

B:对，我想是的。

A:旅行之后，您肯定累了吧！喝杯茶怎么样？

B:好主意。

Conversation 3

A:Mr. Smith?

B:Yes, that's right. You must be Ms. Lee.

A:Yes, pleased to meet you.

B:pleased to meet you, too.

A:Is this your first visit to Guangzhou?

B:Yes, I always wanted to come but I never had the chance.

A:Good, I can show you around while you're here. Did you have an enjoyable flight?

B:Yes, it was fine, thanks. No delays or problems.

A:Good. here, let me take your case. The car's just outside. Did you eat anything on the plane?

B:No, I wasn't hungry.

A:Well, what would you like to do? Shall we go to the restaurant or the hotel first?

B:To the restaurant, I think.

A:What sort of food do you like? We've got a good choice of restaurants here.

B:I'd like to try some Guangzhou local snacks.

A:Good, that's settled then. Let's go now.A:史密斯先生吗？

B:是的，我是。您肯定是李女士。

A:是的。很高兴见到您。

B:见到您我也很高兴。

A:这是您第一次来广州吗？

B:是的，我总想来，但总没有机会。

A:好的，您在广州期间我可以带你到处走走。您飞行愉快吗？

B:是的，挺好的，谢谢。既没有延误，也没有其他问题。

A:不错。走这边，让我帮您拿箱子。汽车就停在外面。飞行过程中你吃过东西了吗？

B:没有，我当时不饿。

A:那么，您想做什么？我们是先去餐馆呢还是先去酒店？

B:我想先去餐馆吧。

A:您喜欢什么样的食物？我们这儿有很多餐馆可以选择。

B:我想试一下广州的地方小吃。

A:好的，就这么定了。咱们现在就去！

Conversation 4

A:All my bags are checked in. I guess I'm all set to go.

B:I know you must be excited to go home after such a long business trip.

A:Of course. So we'll be expecting the first shipment in less than a month.

B:Yes, that's right. They'll be there in no time.

A:Good. Tell Mr. Gao at the factory to keep up the good work. I think all the products are going to sell very well.

B:We hope so! It's always good to work with you. Thank you for placing such a big order with us. You won't be disappointed.

A:I'm sure I won't. I really appreciate all of your hospitality.

B:It was my pleasure. And I'd like to give you a little something to take home. Let me unroll it.

A:This is beautiful! Chinese calligraphy! What do these characters mean?

B:They mean long life. I remembered you liked the calligraphy at the palace Museum, so I thought you might like it.

A:That's very nice of you. Where did you get it? It's not a print.

B:No, it's an original. My father's friend is a calligrapher, and I had him make it for you. his name and the date are on the bottom.

A:I'll hang it in my office. But I feel bad I didn't get you anything.

B:It doesn't matter. It's a token of my appreciation for your business and friendship.

A:lf you have time around Christmas, please come to visit my family. I'll be able to show you around our city.

B:Thanks for the invitation.

A:Well, I'd better go. Thanks again for everything.

B:Take care, and have a nice flight.A:我的行李都检查完了，看来我可以走了。

B:出差这么久，终于要回家了，我想您一定很高兴。

A:那当然。我们都希望第一批货在一个月之内可以装船。

B:没错，货很快就会运到。

A:很好。请告诉工厂的高先生继续努力，我相信这批货一定会卖得很好。

B:希望如此！和你们合作总是很愉快。谢谢您下了这么大的订单。您一定不会失望的。

A:这点我相信。我真的很感激您的招待。

B:荣幸之至。对了，我有样小东西想送您，让我把它打开。

A:好漂亮！是中国书法！这上面写的是什么意思？

B:长命百岁。我记得上次去故宫，您特别喜欢书法，所以，我想您可能会喜欢这个。

A:真细心！您从哪儿弄来的？这还不是复制的呢。

B:没错，这可是真迹。我父亲的朋友是书法家，所以我请他帮您写了一幅，他的名字和日期都在下面。

A:我要把它挂在办公室。不过，真不好意思，我什么也没送您。

B:没关系的。这是向您表示我们在生意及友谊上的一点意思。

A:如果您圣诞节前后有空，欢迎到我家来玩。我可以带您四处看看我们的城市。

B:谢谢您的邀请。

A:好，我得走了，再次谢谢你们的招待。

B:请保重！祝您一路顺风！

Conversation 5

A:Excuse me, aren't you Mr. Martin from the United States?

B:Yes. And you are...

A:please let me introduce myself, I'm Lin ping from China Import and Export Corporation. This is my card.

B:how do you do, Miss Lin? My card for you. Thanks for meeting me at the airport.

A:It's a pleasure. Welcome to China. how was your flight?

B:Just wonderful! Nice weather and good service.

A:Is this your first visit to China?

B:Yes. But I hope it won't be my last.

A:Direct contacts are good for both sides.

B:I'll say so. That's why I'm here.

(In the corporation)

C:Good afternoon, Mr. Martin. I'm Zhang Ming, manager of the corporation.

B:Glad to meet you.

C:Welcome to our corporation. This is your first visit to China, I suppose.

B:Yes. I've been longing for the chance of visiting China. Now my hope has come true.

C:We've been doing good business with each other. I hope our cooperation will be further promoted by your visit.

B:I hope so. Your development of electrical products has been remarkable. And I'd like to order some electrical appliances from your company this time.

C:Our corporation has had a big business in electrical appliances. You may choose whatever you like best.

B:Would you tell me some more details?

C:With pleasure. please have a look at our samples today and I'll show you round the showroom tomorrow morning, say, at nine.

B:At nine, tomorrow morning. Good.A:请问，您是从美国来的马丁先生吗？

B:是的。您是……

A:请让我自我介绍一下，我是中国进出口公司的林平。这是我的名片。

B:您好，林小姐。这是我的名片。谢谢您来机场接我。

A:别客气。欢迎您来中国。旅途怎么样？

B:挺好的。天气不错，而且服务周到。

A:这是您第一次来华访问吗？

B:是的。但我希望这不是最后一次。

A:直接联系对双方都有利。

B:我也这么想。这就是我来这里的原因。

(在公司)

C:下午好，马丁先生。我是公司的经理张明。

B:很高兴见到您。

C:欢迎到我们公司来。我想这是您第一次到中国来吧。

B:是的。我一直希望有机会访问贵国，现在我的愿望终于实现了。

C:我们之间一直有良好的业务往来，希望您这次访问会进一步促进我们的合作。

B:但愿如此。贵公司电子产品发展显著。此次我来希望订购贵公司的一批电子器械。

C:我们公司经营大宗电器产品，您可以选购您最喜欢的产品。

B:请谈得详细点好吗？

C:愿意效劳。今天请先看看我们的样品。明天上午，比如，9点，我带您参观一下展览室。

B:明天早上9点，很好。

Unit 3

Room Check-in入住酒店

Top Sentences典型例句

1.We have a variety of rooms from standard rooms to deluxe rooms.我们有从标准间到豪华套房等多种房间。

2.Would you please fill out this registration form?请您填一下这份登记表好吗？

3.Would you mind leaving your passport here for an hour or so? We just/have to make a copy of your passport and visa for our records.您介不介意把您的护照放在这儿一小时左右？我们需要复印一份您的护照和签证存档。

4.I have you staying with us in a nonsmoking double room, from February 4th through the 9th.我给你登记了一间不吸烟的双人房间，时间是从2月4日到9日。

5.I'd like to have a room for two nights here.我想要一间房，住两晚。

6.Could you recommend a hotel nearby, please?能否请您推荐一家附近的酒店呢？

7.May I have a look at your passport, please?我可以看一下您的护照吗？

8.Could I pay with traveler's checks?我可以用旅行支票吗？

Words and phrases生词与词组

bellman (= bellboy)(为客人搬运行李兼听差的)侍者buffet自助餐；餐具柜；小卖部

deluxe豪华的，华丽的registration注册，报到，登记

vacant空闲的，空缺的visa签证

Fashion Conversations轻松会话

Conversation 1

A:Are there any rooms available for me?

B:Certainly.

A:how much is one?

B:We have a variety of rooms from standard rooms to deluxe rooms. Which one would you like to have?

A:A standard room will do for me.

B:It's $120 per day.

A:Does it include breakfast?

B:Yes, it does. It is buffet dining.

A:Then I'd like to have a standard room.A:我想住宿，有空房间吗？

B:有。

A:房费多少钱？

B:我们有从标准间到豪华套房等多种房间，您要住哪种？

A:标准间就可以。

B:标准间一晚120美元。

A:含早餐费吗？

B:含，早餐是自助餐。

A:那就要标准间。

Conversation 2

A:hi, I'm here to check in.

B:You must be Mr. Larson.

A:Yes, that's right.

B:Welcome to Tianjin International Building. Would you please fill out this registration form?

A:Okay...here you are.

B:Thank you...Excuse me, Sir. You forgot to fill in your visa number.

A:Did I? Let me see that...Oh, sorry...here you are.

B:And would you sign here, please? Thank you. May I see your passport, please? ...Thank you. Would you mind leaving your passport here for an hour or so? We just/have to make a copy of your passport and visa for our records.A:你好，我来登记入住。

B:您一定是拉森先生吧。

A:是的，没错。

B:欢迎您入住天津国际大厦。请您填一下这张登记表好吗？

A:好的……给你。

B:谢谢您……对不起，先生，您忘记填写签证号码了。

A:是吗？让我看看……喔，对不起……给你。

B:请您在这里签一下字，好吗？谢谢。我能看一下您的护照吗？……谢谢。您介不介意把您的护照放在这儿一小时左右？我们需要复印一份您的护照和签证存档。

Conversation 3

A:Thank you for calling the Four Seasons hotel. how may I help you?

B:Yes, this is Mr. Chen. I need to make a room reservation.

A:What size of a room do you need?

B:I need a double. how much would that be?

A:The double is $79 per night. What dates do you need the room for?

B:I need to stay for a week, February 4th through the 9th.

A:please give me your telephone number.

B:Sure, my telephone number is 8555-5555. Oh, by the way, would you give me a non-smoking room please?

A:Okay, Mr. Chen. I have you staying with us in a non-smoking double room, from February 4th through the 9th. Is there anything else?

B:No, thank you.

A:You are welcome. See you then.A:谢谢你打电话来四季饭店。有什么事我可以帮忙吗？

B:是的，我是陈先生，我需要预订一个房间。

A:你需要多大的房间。

B:我要一间双人房。房间是多少钱？

A:双人房每天79美元。你哪几天需要这间房？

B:我需要住一个星期，从2月4日到9日。

A:请给我你的电话号码。

B:好吧，我的电话号码是8555-5555。顺便说一下，请给我一个不吸烟的房间好吗？

A:好的，陈先生。我给你登记了一间不吸烟的双人房间，时间是从2月4日到9日。还有什么事吗？

B:没了，谢谢你。

A:不客气，再会。

Conversation 4

A:Good evening, Sir. May I help you?

B:Good evening. I'd like to have a room for two nights here.

A:have you made a reservation with us?

B:No. I think it's not difficult to find a hotel.

A:I feel terribly sorry. Because of Beijing Olympic Games, all kinds of rooms are fully booked.

A:I'm sorry to hear that. Could you recommend a hotel nearby, please?

A:May I have your family name?

B:It's Richard.

A:Mr. Richard, please wait a minute. I'll contact some other hotels for you...Thank you for waiting. Beijing Guest hotel has a few vacant rooms. I've booked one for you. They'll have someone meet you here soon.

B:It's very kind of you. Thank you for your help from the bottom of my heart.

A:It's my pleasure.A:晚上好，先生。能为您效劳吗？

B:晚上好。我想要一间房，住两晚。

A:您与我们有预约吗？

B:没有。我想找酒店并不难。

A:非常抱歉。由于北京奥运会，各种房间都订满了。

B:听您这么说我很遗憾。能否请您推荐一家附近的酒店呢？

A:请问您贵姓？

B:理查德。

A:理查德先生，请您等一下，我帮您联系一下其他酒店……劳您久等了，北京迎宾酒店还有几间空房，我为您预订了一间，他们马上派人来接您。

B:您真好，衷心感谢您的帮忙。

A:乐意为您效劳。

Conversation 5

A:Good evening! Welcome to the Friendship hotel. What can I do for you, Sir?

B:Yes, I have a reservation with you.

A:May I have your name, please?

B:I'm called Tom Addison.

A:Yes, Mr. Addison, you've made a reservation. May I have a look at your passport, please?

B:here you are.

A:Would you please fill out the registration form?

B:here it is. Is it all right?

A:Yes, thanks. how are you going to pay, in cash or by credit card?

B:Could I pay with traveler's checks?

A:Sure. here is the key to Room 1612 and the key card. The clerk will show you the way.

B:Thanks. By the way, what's the rate for a night?

A:The rate is 300 yuan for a night.

B:That's not too expensive. Good-bye.

A:Good-bye.A:晚上好！欢迎光临友谊宾馆。能为您效劳吗，先生？

B:是的，我在这儿预订了房间。

A:能告诉我您的尊姓大名吗？

B:我叫汤姆·阿迪生。

A:是的，阿迪生先生，您在这儿订了房间。我可以看一下您的护照吗？

B:给您。

A:请您填一下这张登记表，好吗？

B:表填好了，给您。这样可以了吗？

A:可以，谢谢。您打算如何支付，用现金还是用信用卡？

B:我可以用旅行支票吗？

A:当然可以。这是1612房的钥匙和出入证，接待员会带路的。

B:谢谢。顺便问一下，每晚的房租是多少？

A:房租是每晚300元。

B:那不算太贵。再见。

A:再见！

Unit 4

Introductions寒暄介绍

Top Sentences典型例句

1.Can't we sit down somewhere and talk?我们为何不坐下来聊聊呢？

2.I have been looking forward to your visit.我一直在期待着能见到您。

3.I hope our cooperation goes smoothly.我希望我们这次合作顺利。

4.Allow me to introduce your new boss to you.允许我介绍一下你们新上任的上司。

5.Would you like to say something now?现在你有什么要说的吗？

6.I just want to have a look at your work here.我今天只是想看一看大家的工作情况。

7.I have learnt English for four years at peking University and for three years here.我在北京大学学习了4年英语，在这里又学了3年。

8.What is your opinion if I ask Miss Wang to be your assistant?我想先让王小姐当你的助手，你看怎么样？

9.I'm very happy to have this chance to visit your company.这次有机会访问贵公司，我很高兴。

10.I'd like to have your comments on the initial arrangements we've made for your stay in China if you don't mind.如果您不介意的话，我想听听您对我们为您此次中国之行所作的初步安排的看法。

Words and phrases生词与词组

assistant助手，助教comment评论，意见

executive经理主管人员nervous神经紧张的，不安的

postgraduate研究所学生；研究生smoothly平稳地

Fashion Conversations轻松会话

Conversation 1

A:Mary, have you met my friend Charles before?

B:No, I don't believe so.

A:OK, then let me introduce you to him right now. Mary, this is my friend Charles.

B:It's nice to meet you, Charles.

C:Nice to meet you too, Mary.

A:Can't we sit down somewhere and talk?

B:Sure, let's sit over there.A:玛丽，在此之前你认识我的朋友查尔斯吗？

B:我想不认识。

A:好吧，那现在让我把你介绍给他。玛丽，这是我的朋友查尔斯。

B:查尔斯，很高兴认识你。

C:玛丽，我也很高兴认识你。

A:我们为何不坐下来聊聊呢？

B:好吧，我们坐在那吧。

Conversation 2

A:Allow me to introduce you first. This is our manager Mr. Wang. This is the Galaxy executive.

B:I am so glad to meet you.

C:Glad to meet you too!

B:please have a seat. I have been looking forward to your visit.

C:Thanks a lot. It is my pleasure to see you.

A:I hope our cooperation goes smoothly.A:首先允许我来介绍一下。这位是我们公司的王经理。这位是天河公司总裁。

B:欢迎，欢迎。

C:见到您很高兴。

B:请坐。我听说总裁要大驾光临，一直在期待着。

C:非常感谢，见到您我很高兴。

A:我希望这次合作顺利。

Conversation 3

A:Allow me to introduce your new boss to you. I suppose you have got the news. he is George from America.

B:I'm George. Nice to meet you.

A:Well, George, would you like to say something now?

B:No, thank you. I just want to have a look at your work here.

A:Tom, please show George around our company.

C:OK, this way, please.

A:It was nice meeting you.A:允许我介绍一下你们新上任的上司。我想你们已经知道了，他就是从美国来的乔治。

B:我是乔治。你好。

A:那么，乔治，现在你有什么要说的吗？

B:不，谢谢。我今天只是想看一看大家的工作情况。

A:汤姆，你带着乔治先生去看看公司。

C:好的。这边请。

A:认识你很高兴。

Conversation 4

A:This is Miss Wang. She has just come to the business section.

B:It's a pleasure to meet you.

A:Miss Wang is a postgraduate from peking University. She speaks English quite well. But America is a new place for her, so she may need your help in the future. Then, Miss Wang, would you like to say something?

B:I am from Dalian in China. I have learnt English for four years at peking University and for three years here. This is my first time working here so I feel a bit nervous.

A:OK, thanks. peter, what is your opinion if I ask Miss Wang to be your assistant?

C:All right, I just need a person like her to help me.A:这位是分到营业科的王小姐。

B:见到大家很高兴。

A:王小姐是北京大学的硕士。英语说得相当好，但是美国对她来说还很陌生，肯定有很多不明白的地方，请大家多帮助。那么，王小姐，你来说几句吧。

B:我来自中国的大连。在北京大学学习了4年英语，在这里又学了3年。这是我第一次在美国公司工作，所以感到有些紧张。

A:好的，谢谢。彼得，我想先让王小姐当你的助手，你看怎么样？

C:好的，正好我现在需要像她这样的人协助我。

Conversation 5

A:Good morning, Ms. Smith. I guess you've had a good rest.

B:Yes, thank you.

A:Ms. Smith, Mr. Brown, our manager has come to see you.

B:Oh, very good.

A:Mr. Brown, this is Ms. Smith. Ms. Smith, this is Mr. Brown.

B:how do you do, Mr. Brown?

C:how do you do, Ms. Smith? Welcome to Guang- zhou. I hope you'll have a pleasant stay here.

B:Thank you, Mr. Brown. I'm very happy to have this chance to visit your company. It was very kind of you to invite me.

C:Not at all. It is my pleasure. And by the way, Ms. Smith, I'd like to have your comments on the initial arrangements we've made for your stay in China if you don't mind. I have written down the arrangements.

B:Great. Thank you. I will take a look at them.A:早上好，史密斯女士。我想您休息得不错。

B:是的，谢谢。

A:史密斯女士，我们的经理布朗先生来看您了。

B:噢，太好了。

A:布朗先生，这是史密斯女士。史密斯女士，这是布朗先生。

B:您好，布朗先生。

C:您好，史密斯女士。欢迎您到广州。希望您在广州过得愉快。

B:谢谢您，布朗先生。能有这次机会访问贵公司，我很高兴。承蒙邀请，不胜感激。

C:不用谢。我也很高兴。顺便问一下，史密斯女士，如果您不介意的话，我想听听您对我们为您此次中国之行所作的初步安排的看法。我已把安排写好了。

B:太好了。谢谢。我会看一下的。

Unit 5

Business Treats商业宴请

Top Sentences典型例句

1.It's the most delicious dinner I've had for a long time.很久没有吃过这么美味的饭菜了。

2.Let's drink a toast to the success in your work and to your health.让我们为你的工作顺利、身体健康干杯！

3.Would you prefer to have Western food or Chinese food?你喜欢吃西餐还是中餐？

4.I find it is difficult to remember the names of things in another language.我发现很难用另外一种语言来记名字。

5.I will meet you at the lobby of the hotel at six o'clock this evening.我今晚6点在饭店大厅等您。

6.how many courses are there in a Chinese banquet?中国式宴会要有几道菜？

7.What has impressed you the most during your stay in Beijing?您在北京逗留期间什么留给您的印象最深？

8.I think Chinese cuisine is the oldest in tradition and ranks among the world's best.我认为中国烹饪的传统最为悠久，堪称世界一流。

Words and phrases生词与词组

chopstick(s) 筷子dish器皿

instant-boiled mutton涮羊肉lobby大厅，休息室

splendid壮丽的，辉煌的，极好的unbelievably难以置信地，不可信地

Fashion Conversations轻松会话

Conversation 1

A:Dr. Smith, would you care for another helping?

B:No more, thanks. I'm quite full.

A:Did you enjoy the meal?

B:It's the most delicious dinner I've had for a long time. It's such a rich dinner.

A:I'm so glad you like it.

B:Thank you very much for your hospitality. Let's drink a toast to the success in your work and to your health.A:史密斯博士，再来一点吧？

B:不啦，谢谢。我已经够饱了。

A:您吃得怎么样？

B:很久没有吃过这么美味的饭菜了。这顿饭丰盛极了。

A:您能喜欢，我不胜荣幸。

B:感谢你的盛情款待。让我们为你的工作顺利、身体健康干杯！

Conversation 2

A:here's the menu, Sir. Which do you prefer, Western food or Chinese food?

B:I'd like a real Chinese dinner. how many kinds of Chinese cuisine do you have?

A:We serve Shanghai food, Sichuan food and Guangdong food.

B:I know they are quite different, but I can't remember how exactly they are different. Could you tell me?

A:Shanghai food is oily and sweet, Sichuan food is strong and hot, and Guangdong food is light and fresh.

B:Oh, I see. I have already tasted Guangdong food and Sichuan food. This time I'd like to try Shanghai food.

A:You can turn to page 12 for information about Shanghai food. To make our western customers know better, the menu gives a brief description of each dish.

B:It's so thoughtful of you. I'm afraid it'll be some time before I make my decision.

A:It doesn't matter. Just take your time.

B:I can order now. A shrimp cocktail and some fried peanuts for an appetizer. A plate of Shanghai crab, a grilled fish, a roast spring chicken and a cauliflower soup.

A:What would you like to drink?

B:A bottle of Budweiser, please.

A:Would you like some fruit?

B:Some grapes, please.

A:Very well, I'll serve the dishes right away.A:先生，这是菜单。您想吃西餐还是中餐呢？

B:我想吃顿地道的中餐。你们这里有哪些中国菜？

A:我们有上海菜、四川菜和广东菜。

B:我知道它们区别很大，但记不清到底有什么区别了。能介绍一下吗？

A:上海菜油多味甜，四川菜味浓且辣，广东菜味淡而鲜。

B:哦，明白了。广东菜和四川菜我都已经吃过了，这次我想品尝一下上海菜。

A:菜单第12页是上海菜。为了使我们的西方客人更好地了解各种菜肴，我们在菜单上对每种菜做了简要的说明。

B:你们考虑得太周到了，但恐怕我要花些时间才能决定下来。

A:没关系，不用着急。

B:我现在可以点菜了。先要一杯虾仁鸡尾酒和一些炸花生米开胃，然后要上海螃蟹、铁扒鱼、烤鸡仔和花菜汤各一份。

A:要喝点什么？

B:请来一瓶百威啤酒。

A:要点水果吗？

B:我要些葡萄。

A:好的，我马上就上菜。

Conversation 3

A:Mr. hanson, if you don't mind, I'd like to invite you to dinner. Would you prefer to have Western food or Chinese food?

B:That's very kind of you! Chinese food would be all right. I'll be a little brave tonight... I might as well have a try while I'm here!

A:Do you like Chinese food, Mr. hanson?

B:Yes, I do, very much. I just wish I knew how to order what I like! For the life of me, I can't remember any of the names!

A:Yes, I find it is difficult to remember the names of things in another language. have you ever tried peking Duck?

B:I can't say that I have eaten it before. I have heard of it, of course. It's quite famous now, isn't it?

A:Would you like to try it tonight?

B:Certainly!

A:perfect. Can you use chopsticks?

B:Well, let's see. how's this? Am I doing this right?

A:Let me show you. This is how it works: The chop- sticks become extensions of your fingers, just hold them like this, and grab the food by pinching the two chopsticks together with your hand.A:汉森先生，如果你没意见，我想请你吃饭。你喜欢吃西餐还是中餐？

B:你真是太好了！中餐就可以。今晚我要勇敢些……来到这儿，最好还是品尝一下中餐。

A:汉森先生，你喜欢吃中餐吗？

B:喜欢，非常喜欢。我只希望能知道如何点自己喜欢的菜，因为我无论如何也记不住菜名。

A:没错，我也发现很难用另外一种语言来记名字。你吃过北京烤鸭吗？

B:我以前没吃过。当然，我听说过。现在非常有名，对吧？

A:今天晚上你想去吃吗？

B:当然想去！

A:好极了。你会用筷子吗？

B:让我想想。是不是这样？我这样拿对吗？

A:我教你吧。道理是这样的：筷子就好像把你的手指伸长了一样，这样拿，然后用手把两只筷子捏紧就可以夹食物了。

Conversation 4

A:Mr. Baker, you are leaving Beijing tomorrow. Do you have any plan for tonight?

B:Not really, why?

A:If not, I'd like to invite you to dinner this evening at hepingmen Roast Duck Restaurant.

B:Roast Duck? My friend had introduced it to me before I came here. It's very kind of you to ask. I'd be delighted to go.

A:All right. I will meet you at the lobby of the hotel at six o'clock this evening.

B:Thank you. I will meet you then. Bye.

(The dinner has already begun.)

A:Well, here comes Beijing Roast Duck. please help yourself, Mr. Baker.

B:Yes, thank you. It's delicious. Is it one of your famous dishes?

A:Yes. Do you like Chinese food?

B:Sure. It's marvelous, the best in the world, I think. how many courses are there in a Chinese banquet?

A:Usually 10. please try some Maotai. It's well- known in China.

B:Yes, thanks a lot. Well, today I really don't know how to thank you for preparing such a splendid banquet.

A:That's our pleasure. Mr. Baker, what has impressed you the most during your stay in Beijing?

B:Many things have impressed me deeply, the long history of China, the hospitality of Chinese people, the food we are eating now, and so on. Of course, our successful business talk has impressed me the most. Chinese businessmen are more flexible than before.

A:You're right. We really appreciate the cooperation with you. Now, I propose a toast to our friendship! Cheers!A:贝克先生，您明天离开北京，今晚有什么安排吗？

B:还没有。您有事吗？

A:如果没有，今晚我想请您去和平门烤鸭店吃饭。

B:烤鸭？我来之前朋友就介绍过。谢谢您邀请我。我很乐意去。

A:好吧。我今晚6点在饭店大厅等您。

B:谢谢，到时见。再见。

(晚宴已开始。)

A:嗯，北京烤鸭来了。贝克先生，请您自便。

B:好的。谢谢。真好吃，这是你们的一道名菜吗？

A:是的，您喜欢中国菜吗？

B:当然。中国菜妙极了，我想它是世界上最好吃的菜。中国式宴会要有几道菜？

A:一般10道。来点茅台酒，这酒在中国是十分有名的。

B:好的。谢谢。您准备了这样丰盛的宴会，我真不知怎样感谢您才好。

A:这是我们的荣幸。贝克先生，您在北京逗留期间什么留给您的印象最深？

B:很多事情都深深打动了我，中国悠久的历史、中国人民的热情好客、我们正在吃的中国菜，等等。当然，给我印象最深的是我们之间成功的商业会晤，中国商人比以往更具灵活性了。

A:您说得对。我们由衷地感激和您的合作。现在我建议为我们的友谊举杯！干杯！

Conversation 5

A:Would you like to be invited to an instant-boiled mutton, Mr. Smith?

B:I'm very glad to meet you. It was very kind of you to invite me.

A:I've heard a lot about you. I'm so glad you could come. This table is free. Would you mind sitting here?

B:Not at all. It's very good. Thank you very much.

A:Would you like to order?

B:I don't know much about Chinese food. If you don't mind, I'll leave the choice to you.

A:OK. We'll have Beijing Roast Duck and instant- boiled mutton. What about a drink to start with?

B:That sounds good, but something mild, please.

A:here's to your health!

B:And to yours! Cheers!

A:It's the Beijing Roast Duck, a Beijing specialty.

B:I think Chinese cuisine is the oldest in tradition and ranks among the world's best. The Beijing Roast Duck is delicious.

A:It's a specialty of this restaurant.

B:It's the most enjoyable dinner I've had for a long time. All the dishes are delicious, and your service is excellent. I enjoyed the dinner very much.

A:It's very kind of you to say so. I'm glad you like our food.

B:I'm very glad to have met you. Thank you for a very pleasant evening.

A:It's been very nice having you. You must come again. Just make yourself at home and help yourself to whatever you like.

B:Thank you. A:史密斯先生，请您吃涮羊肉，怎么样？

B:见到您很高兴。您邀请我，实在太客气了。

A:久仰您的大名。您能来，我很高兴。这桌没人，坐在这里可以吗？

B:可以，非常好，非常感谢！

A:您想点什么？

B:我不太熟悉中国菜。不介意的话，您来点菜吧。

A:行。我们要北京烤鸭和涮羊肉。先喝点饮料，怎么样？

B:很好，但要清淡的。

A:祝您身体健康！

B:也祝您身体健康！干杯！

A:这是北京烤鸭，是北京的特色菜。

B:我认为中国烹饪的传统最为悠久，堪称世界一流。北京烤鸭味道好极了！

A:这是这家餐厅的名菜。

B:这是很长一段时间以来我吃过的最满意的一顿饭。所有的菜美味可口，服务热情周到。这顿饭我吃得很满意。

A:您说这话太客气了，很高兴您喜欢我们的饭菜。

B:认识您很高兴。我过了一个愉快的夜晚，谢谢您。

A:您能来实在太好了，您一定要再来。请随便一些，别客气，喜欢什么就吃什么。

B:谢谢。

Unit 6

Showing Visitors Around带客参观

Top Sentences典型例句

1.If there's some place you'd like to stop, don't hesitate to ask.如果想在哪儿停下来，不要不好意思说。

2.We believe that superior equipment makes for superior products.我们相信优良的设备有助于生产优良的产品。

3.They are the new bicycle models, a lot lighter than the old ones.它们是新车型，比旧车型轻便得多。

4.here in the main plant is where most of the action takes place.这里是主要生产车间，大部分生产在此完成。

5.I'd like to show you what it looks like in one of our test cubicles.我想给大家展示一下我们的测试台是如何操作的。

6.I'll bet your wondering why we ask you to wear hard hats and safety goggles while you're in the plant.我敢说你们一定想知道参观工厂时我们为什么要求你们戴上工程帽和护目镜。

7.I'll take you to the site of our semi-conductor system.我们先去参观半导体生产车间。

8.I'll give you more information when we look around the factory.在参观过程中我会告诉您更多信息。

9.We keep a stock of the fast-moving items so that urgent orders can be met quickly from stock.我们储存有大量产品以备紧急之需。

10.Could you give me a brief introduction about your production capacity?能否简单向我们介绍一下你们的生产能力？

Words and phrases生词与词组

continuity连续(性)，持续(性)domestically合乎国内地；家庭式地

gear装备，设备goggles护目镜，风镜；〈俚〉眼镜

maintenance维护，保持merchandise商品，货物

oversee检查，视察phase in逐步采用，逐步引入

robot机器人，自动机械superior高手；上级

Fashion Conversations轻松会话

Conversation 1

A:I hope the noise isn't bothering you.

B:No, not at all. I'm accustomed to this sort of thing.

A:If there's some place you'd like to stop, don't hesitate to ask.

B:Thank you. I'll keep that in mind.

A:Our plant is phasing in robots.

B:These machines seem to be the most modern ones of their kind.

A:That's true. We believe that superior equipment makes for superior products.A:希望这些噪音没打扰到您。

B:一点儿也不会。我已经习惯这种声音了。

A:如果想在哪儿停下来，不要不好意思说。

B:谢谢。我会记在心里。

A:我们工厂正在逐渐采用机器人设备。

B:这些机器似乎是同类中最新型的。

A:没错，我们相信优良的设备有助于生产优良的产品。

Conversation 2

A:This is our showroom. We have three floors of merchandise to see.

B:Three floors! It looks like it's going to be quite a tour. Where shall we start?

A:how about those racing bicycles over there? They are the new models, a lot lighter than the old ones.

B:They really look smart. What's your model range?

A:In general, we have bikes for ladies and gentlemen, sizes 19", 21", 25" and 27".

B:That's good. Well, I'm much impressed by your showroom. I've already seen some items we'd like to order, but I'd still like to study them a bit further. I'll probably be able to let you know by next Wednesday.A:这是我们的展厅，有3层楼的商品要看。

B:3层楼啊！看来够我们参观一番了。我们从哪看起呢？

A:先看看那边的跑车怎么样？它们是新车型，比旧车型轻便得多。

B:看上去真帅！你们有几种规格？

A:总的来说，我们有男式和女式的19、21、25、27英寸尺码的。

B:好极了。贵公司的展厅给我留下了深刻的印象。我已经看过我们可能会订的一些项目，但我还得进一步研究一下。我最迟下周三再跟您联络。

Conversation 3

A:here in the main plant is where most of the action takes place. We produce and package more than five hundred thousand units per year on these machines... If you do the math on it, that breaks down to about one unit every minute.

B:how many employees do you have working in this area? What is the percentage of your employees on the ground floor?

A:We have about 40 employees on the ground floor, which is about 20% of the total staff. Ground floor employees include production line workers, main- tenance staff, and quality control managers.

B:What do your quality control people oversee?

A:They are responsible for ensuring the continuity of quality for the products that come out of our plant and they also work together with the system engineers to keep the machines running smoothly. here, let's move on to the next room... I'd like to show you what it looks like in one of our test cubicles.A:这里是主要生产车间，大部分生产在此完成。我们用这些机器每年要生产和包装50万套产品……如果计算一下，那相当于每分钟一套。

B:这个车间有多少工人？在主要生产车间工作的工人占总员工的多大比例？

A:有大约40个工人在这里工作，占总人数的20%，包括生产线工人、维修工和质量检查人员。

B:质量检查人员负责检查什么？

A:他们负责确保我们工厂生产的产品质量的稳定性，而且他们还和系统工程师一起维护机器的平稳运转。现在，我们去下一个车间看看……我想给大家展示一下我们的测试台是如何操作的。

Conversation 4

A:We'd like to welcome everyone to the Michelson Tools factory site, and thank everyone for being here today. My name is paul Simon. I'll be showing you around today. please feel free to ask questions at any point during our tour, I'll be happy to answer questions for you.

B:Is it really necessary to wear all this protective gear?

A:That's an excellent question. I'll bet your wondering why we ask you to wear hard hats and safety goggles while you're in the plant. The reason is simple. We care about your safety and we want to ensure there are no injuries today. As you will see, to maintain a high level of safety, we also require all of our staff to wear similar protective gear.

B:how long will the tour take?

A:It should take about twenty minutes to go through the main plant, and maybe another ten to take a look at the laboratory. All together our tour should last about half an hour.

B:Okay...

A:Well, if you don't have any questions, shall we get started? please follow me, first I'll take you to the site of our semi-conductor system.A:欢迎大家来到迈克尔逊工具厂，非常感谢今天到场的诸位嘉宾。我叫保罗·西蒙。今天由我来带领大家参观。参观期间请随时提问，我乐于为大家解答。

B:真的有必要戴上这种防护装备吗？

A:这个问题提得不错。我敢说你们一定想知道参观工厂时我们为什么要求你们戴上工程帽和护目镜。原因很简单，我们担心诸位的安全，要确保今天不出现任何受伤现象。你们还会看到，为了保证绝对安全，我们要求员工也戴上同样的防护装备。

B:多长时间能参观完？

A:参观主要生产车间需要20分钟左右，也许再有10分钟去看一下实验室，总共大约需要半个小时。

B:好的……

A:好了，如果没有问题，我们可以开始吗？请大家跟着我走，我们先去参观半导体生产车间。

Conversation 5

A:Good afternoon, Mr. Green. Welcome to our factory. I'm Li ping. I'm in charge of the Sales Department. It's a great pleasure to meet you. This is my business card.

B:The pleasure's mine. I'll give you mine, too.

A:This is the complete map of our plant. Next to each department is the location and the name of the manager. I'll give you more information when we look around the factory.

B:That's fine. Thank you very much. Lead on!

A:Now this is our office block. We have all the administrative departments here: Sales, Accounting, personnel, Market Research and so on.

B:What's that building opposite to us?

A:That's the warehouse where a great number of products are stored. We keep a stock of the fast- moving items so that urgent orders can be met quickly from stock.

B:Where do you sell your products?

A:We mainly sold domestically in the last decade. But in recent years we have developed lots of new products and have enjoyed good market share both at home and abroad.

B:Does the factory handle everything from the raw material to the finished product?

A:Some accessories are made by our associates.

B:Could you give me a brief introduction about your production capacity?

A:I think you'd better speak to our production manager, Mr. Smith. You'll meet him when we go over to the factory. We'll go there now.

B:All right.

A:We have totally three workshops. This is the delivery bay here. This is the new conveyor belt we had installed last year. We doubled our output in this department as a result.

B:Oh, that's true. I believe that superior equipment makes for higher productive capacity.

A:I quite agree with you. Well, here is the production shop. Mr. Smith is over there. Let's go and have a talk with him, if you would like to better understand the process of the manufacture of our products.

B:Great! Let's go.A:下午好，格林先生。非常欢迎您来参观我们厂。我叫李萍，负责销售部。很高兴认识您！这是我的名片。

B:认识您也很荣幸。这是我的名片。

A:这是我们整个厂区的地图，每个部分旁边标着它的位置和经理姓名。在参观过程中我会告诉您更多信息。

B:那太好了，非常感谢，请带路吧。

A:这是我们的办公区。我们所有的行政部门都在这儿：销售部、会计部、人事部、市场调研部等等。

B:对着我们的那个楼是干什么的？

A:那是储存大量产品的仓库。我们储存有大量产品以备紧急之需。

B:你们的产品主要销往哪里？

A:过去10年，我们主要在国内销售。但是最近几年，我们开发了许多新产品，在国内外都有很好的市场。

B:从原料到成品都是工厂自己生产吗？

A:有些零配件是我们的联营厂生产的。

B:能否简单向我们介绍一下你们的生产能力？

A:我认为您应该同我们的生产经理史密斯先生谈一谈。在参观过程中我们会遇到他。我们现在去那儿。

B:好的。

A:我们一共有3个车间，这是运送车间。这是我们去年刚安装的运送带，它使我们的产量提高了一倍。

B:噢，没错。我相信优良的设备有助于提高生产力。

A:我非常同意您的观点。好，我们到生产车间了。史密斯先生就在那边，如果您想更清楚地了解我们产品的生产过程，我们就过去和他谈一谈。

B:太好了！走吧。

Unit 7

presenting Gifts礼尚往来

Top Sentences典型例句

1.I hope we will have more chances to cooperate with each other.我希望我们今后多多合作。

2.I will think about your proposal and contact you.我会考虑您的建议并与您联系。

3.I will think about your proposal about establishing business relationship and contact you soon.我会好好考虑你关于建立相互间合作关系的建议，并很快与你联系。

4.I must go back home where many things are waiting for me to settle.我必须回国了，许多事正等着我去处理。

5.We look forward to your next visit, and happy journey to you.我们期待你们的下次来访，祝旅途愉快。

Words and phrases生词与词组

bracelet手镯hospitality好客；盛情

precious宝贵的，贵重的settle解决，处理

specialty特产；专业

Fashion Conversations轻松会话

Conversation 1

(here is a piece of china for Mr. Smith.)

A:Just a small gift. please take it.

B:Is it china?

A:Yes, it is china produced by the handicrafts company that you visited yesterday. It will be our great honor if it becomes a good memory for you.

B:Thank you for sending me such a beautiful gift.

A:You are welcome.

B:Thank you for your concern. You have done a lot for this negotiation. I hope we will have more chances to cooperate with each other.(有一件瓷器要送给史密斯先生。)

A:一点儿微薄之礼，请您收下。

B:是瓷器吗？

A:是的，是您昨天参观的工艺品厂生产的瓷器。如果能成为你的美好回忆的话，我们将不胜荣幸。

B:送给我这么漂亮的礼物，真是太谢谢了。

A:不用客气。

B:非常感谢您的多方照顾。为了这次谈判你们已经做了许多。我希望我们今后多多合作。

Conversation 2

A:I hear you will go back to America.

B:Yes. Thank you for your consideration. I will think about your proposal and contact you.

A:here is a local specialty from China. It's just a thought. please accept it.

B:Thanks a lot. May I open it now?

A:please. I wonder if you like it.

B:Wow, how beautiful silk it is!

A:It's great you like it. It will be our great honor if it becomes a good memory for you.A:听说您就要回美国了。

B:是的。多谢您的关照。我会考虑您的建议并与您联系。

A:这是中国特产。只是一点儿心意，请笑纳。

B:那就太感谢了。我现在可以打开吗？

A:请。不知您喜不喜欢？

B:啊，这么漂亮的丝绸啊！

A:很高兴您喜欢。如能给您留下美好的回忆，我们深感荣幸。

Conversation 3

A:I hear you will go back to America.

B:Yes, thank you for your consideration. I will think about your proposal about establishing business relationship and contact you soon.

A:This is the gift for you from our General Manager Mr. hu. please take it.

B:Thanks a lot. May I open it now?

A:please.

B:What a nice bracelet!

A:It's great that you like it.

B:Then I'll take it. Thanks a lot.A:听说你明天就要回美国了。

B:是的。多谢你的关照。我会好好考虑你关于建立相互间合作关系的建议，并很快与你联系。

A:这是我们胡总经理送给你的礼物，请收下。

B:那就太谢谢了。我可以现在打开吗？

A:请。

B:多么漂亮精美的手镯啊！

A:很高兴你喜欢它。

B:那我就收下了，非常感谢。

Conversation 4

A:So you are leaving tomorrow, Mr. Smith?

B:Yes. Time flies! I must go back home where many things are waiting for me to settle.

A:We'll be sorry to see you go.

B:I'm sorry too. But that's life.

A:Yes, I suppose it can't be helped.

B:Thank you for everything that you've done for me during my stay in China. I really appreciate your kindness and hospitality.

A:It's very kind of you to say so, but really, I don't think I have done enough.

B:Oh, you've done an excellent job. here is a little gift for you and I hope you'll like it.

A:Thank you. It's lovely! Mr. Smith, here is a little article for you from our corporation as a token of our friendship too.

B:Oh, it's beautiful! Thanks so much, Miss Wang.

A:I do hope we'll be able to meet again soon.

B:I hope so.A:这么说您明天就要走了，史密斯先生？

B:是的。时间过得真快啊！我必须回国了，许多事正等着我去处理。

A:您要走了，我们感到非常遗憾。

B:我也很遗憾，但生活就是这样。

A:是的。我想这也是没有办法的事啊。

B:感谢你为我在中国期间所做的一切。真的感谢你的友善和热情好客。

A:非常感谢您能这样夸奖我，但我确实认为我做得还不够。

B:噢，你做得很出色。我有一件小礼品要送给你，希望您能喜欢。

A:谢谢您。真是精美极了！史密斯先生，这儿也有一个我们公司送给您的小礼物，让它作为我们友谊的象征吧。

B:啊，太漂亮了！谢谢你，王小姐。

A:我很希望我们不久能再次相见。

B:我也希望如此。

Conversation 5

A:Well, I think the time has come to say our thanks for your kind hospitality. Thank you for sparing me so much of your precious time.

B:The pleasure was mine. I appreciate having met you.

A:This visit is memorable. We saw a lot more valuable things than we expected.

B:What's your impression of our firm?

A:I got a most favorable impression of your firm. And the biggest achievement, I think, is the agree- ment we reached yesterday.

B:So do I. By the way, our manager asked me to thank you for your beautiful gift and your friendship.

A:I'm glad you like it.

B:We will treasure it. It will be a token of the friend- ship between our two companies.

A:I hope the profound friendship will make contri- butions to cooperation between us.

B:So do we. We look forward to your next visit, and happy journey to you.A:那么，是感谢你们热情招待的时候了，谢谢你在百忙之中抽出这么多时间陪我。

B:这是我的荣幸，能够认识你，我非常高兴。

A:这次拜访非常难忘，我们见到的比我们预期的要多得多。

B:你对我们公司的印象如何呢？

A:印象非常好，我认为这次最大的成就当属我们昨天达成的那项协议。

B:我也这样认为。对了，我们经理让我谢谢你送给我们的漂亮礼物，也谢谢你的友谊。

A:我很高兴你们喜欢它。

B:我们会将它珍藏起来，它将是我们两家公司友谊的象征。

A:我希望这深厚的友谊会促进我们之间的合作。

B:我们也这样希望。我们期待你们的下次来访，祝旅途愉快。


part 8

Friendly Communications

友好交往

Unit 1

Apologies and Replies道歉与应答

Top Sentences典型例句

1.I'm sorry to have kept you waiting so long.对不起，让你久等了。

2.I am sure you're the suitable person for doing that.我认为你是合适的人选。

3.I just came back from a business trip by plane yesterday and I was too tired to check the schedule.我昨天刚坐飞机出差回来，因为特别疲惫，就没有看日程表。

4.That's perfectly all right. We had to hold the meeting without you.这没有关系。虽然你没有出席，我们还是照样召开了会议。

5.There is a big one at the right corner of the street.在这条街的右拐角处有一家。

6.But you promised it would be ready at the end of last week and you would deliver it to my door this Monday.但是你承诺说上周末就能做好，这周一会给我送到家里。

7.I wonder if tomorrow's meeting could be put off.我想知道明天的会议是否能推迟。

8.I know that, but I'm afraid I'll have to put off this meeting.我知道，但是恐怕这会议不推迟不行了。

9.In that case I'll ring up all those concerned and inform them of the postponement.那样的话，我就给所有与会人员打电话，通知他们会议推迟了。

10.I have to take it along to Chicago to the regional meeting.我必须带着它到芝加哥去参加地区会议。

Words and phrases生词与词组

receipt收条，收据postponement延期，延缓

Fashion Conversations轻松会话

Conversation 1

A:I'm sorry to have kept you waiting so long.

B:That's all right. What made you so late?

A:Well, I was tied up with some urgent business.

B:I see.

A:It is a big and very important meeting, and it's the first time for me to organize it. I'm a bit nervous.

B:Don't worry, Miss Li. I am sure you're the suitable person for doing that. I'm right behind you.

A:I'm glad to hear that. Thank you.A:对不起，让你久等了。

B:没关系。你怎么来这么晚？

A:嗨，有急事脱不开身。

B:明白了。

A:这是一个大型而且非常重要的会议。我第一次组织会务工作，感到有点紧张。

B:别担心，李小姐。我认为你是合适的人选。我来做你的后盾。

A:听你这么说真是太高兴了。谢谢你。

Conversation 2

A:I need to apologize to you, Mr. William.

B:May I ask why?

A:Well, please excuse me for not attending the company meeting yesterday. I just came back from a business trip by plane yesterday and I was too tired to check the schedule.

B:That's perfectly all right. We had to hold the meeting without you.

A:I hope you're not upset with me.

B:No, of course not.

A:It won't happen again.

B:OK.A:威廉先生，我需要向你道歉。

B:你因为什么事情需要向我道歉？

A:嗯，请原谅我昨天没有来参加公司的会议。我昨天刚坐飞机出差回来，因为特别疲惫，就没有看日程表。

B:这没有关系。虽然你没有出席，我们还是照样召开了会议。

A:希望你没有因为这件事对我不满。

B:没有，当然没有。

A:这样的事情以后不会再发生了。

B:好。

Conversation 3

A:Good morning, Sir. May I help you?

B:Yes, thank you. I want to get a handbag.

A:Do you want it for yourself or for your girlfriend?

B:No, I have no girlfriend.

A:please excuse me for what I said just now. What do you think of this one?

B:I am afraid it is too big.

A:Sorry. It is the smallest size we have.

B:Too bad. But, is there any other leather store nearby?

A:Oh, yes. There is a big one at the right corner of the street. perhaps you will get one there.

B:I hope so. Thanks.A:早上好，先生。能为您效劳吗？

B:是的，谢谢。我想买一个手提包。

A:是买给您自己还是您女朋友？

B:不。我没有女朋友。

A:请原谅我刚才所说的。您觉得这个怎么样？

B:恐怕太大了。

A:很抱歉。这是最小的了。

B:真糟糕，附近还有其他的皮革店吗？

A:噢，有的，在这条街的右拐角处有一家。您可能会在那儿买到。

B:希望如此。谢谢。

Conversation 4

A:I am coming to ask about the shoes I ordered last Monday. here's my receipt.

B:Just a moment, please. I am sorry. It isn't ready yet.

A:But you promised it would be ready at the end of last week and you would deliver it to my door this Monday.

B:Yes, I see. I beg your pardon; we're really quite busy these days. So could you wait for three more days? I am sure it will be ready and delivered free of charge.

A:All right. I just hope you can do things more effi- ciently. Time is important for everyone, you know.

B:Yes, I understand how you feel. Again, I am sorry for the trouble. please accept our sincere apologies.A:我是来问一下我上周一订购的那双鞋。这是我的收据。

B:请等一下。对不起，还没有做好。

A:但是你承诺说上周末就能做好，这周一会给我送到家里。

B:是的，我知道。请您原谅，我们这几天真的很忙。您能不能再等3天？我肯定那时就能做好了，到时免费给您送到家里。

A:好吧。只是希望你们能效率高一些。你知道的，时间对任何人都很重要。

B:是的，我理解您的感受。再一次为给您带来的麻烦道歉。请接受我们诚挚的歉意。

Conversation 5

A:hello, is that Lily?

B:Speaking. Is that you, Mr. Smith?

A:Yes. Excuse me for calling at such an hour, but I wonder if tomorrow's meeting could be put off.

B:Well, it's a bit late to change now. All the arrange- ments have already been made, you know.

A:I know that, but I'm afraid I'll have to put off this meeting. I have something urgent to do at that time.

B:In that case I'll ring up all those concerned and inform them of the postponement. When do you want to have the meeting?

A:Next week will be all right.

B:OK. I'll let you know the exact date.

A:Fine. Thanks a lot, and once again my apologies for all the trouble.A:你好，是莉莉吗？

B:是我，是史密斯先生吗？

A:是的。原谅我在这时候给你打电话。我想知道明天的会议是否能推迟？

B:噢，现在再改有点晚了。你知道的，所有的安排都做好了。

A:我知道，但是恐怕这会议不推迟不行了。那个时候我要去处理紧急事。

B:那样的话，我就给所有与会人员打电话，通知他们会议推迟了。你打算什么时候再召开会议呢？

A:下周可以。

B:好的，到时候我会通知你具体的时间。

A:很好，非常感谢，给你带来了这么多麻烦，真是抱歉。

Unit 2

Thanks and Replies感谢与应答

Top Sentences典型例句

1. I am calling to thank you for all your help during my stay here.我打电话向您道谢，感谢您在我逗留期间对我的帮助。

2. I am afraid I can't catch the last bus back to downtown.恐怕我赶不上回城里的末班车了。

3. The manager asked me to thank you for your gift and your friendship.经理让我谢谢您给我们的礼物以及你们的友谊。

4. I do hope it would be a token of the friendship between our two companies.我真希望它能成为我们两家公司友谊的象征。

5. I'm calling to thank you for the wonderful dinner we had yesterday.我打电话向你致谢，感谢你昨晚为我们准备的丰盛晚餐。

6. You did an excellent job for strengthening business relationship between our two companies.你为进一步加强我们两家公司间的商务关系做出了卓有成效的工作。

7. Why don't you two make yourselves comfortable in the lounge while I get the coffee?我去拿咖啡时你们两人干吗不在客厅休息一下呢？

Words and phrases生词与词组

carve切，切割cinder灰烬；熔渣

helping (食物的)一杯，一份，一客on sb.'s account为了……的缘故

residence居住，住处strengthen加强，巩固

typically代表性地，作为特色地Yorkshire pudding约克郡布丁

Fashion Conversations轻松会话

Conversation 1

A:Mr. Clerk, I am returning to Shanghai by the 9:00 plane. I am calling to thank you for all your help during my stay here.

B:Don't mention it. It's been my pleasure.

A:Next time when you are in Shanghai, please let me know, and let me be of some assistance to you.

B:OK, I will. have a nice flight back, and take care. Thanks for your call.A:克拉克先生，我将乘9点的飞机返回上海。我打电话向您道谢，感谢您在我逗留期间对我的帮助。

B:不用客气。这是我的荣幸。

A:下一次您去上海的时候，请通知我一声，让我给您提供点方便。

B:好，我会的。祝您返航一路平安，多保重。谢谢您的电话。

Conversation 2

A:Good afternoon, Madam. Is there anything I can do for you?

B:Yes, I spent so much time sightseeing here. It is already so late now. I am afraid I can't catch the last bus back to downtown.

A:Don't worry. I will try to get a taxi for you. You can take it to the bus station.

B:I am very grateful for your help.

A:Don't mention it. It is my duty.

B:Thanks again.A:女士，下午好。有什么能帮忙的吗？

B:是的，我在这儿观光的时间太长了。现在已经这么晚了。恐怕我赶不上回城里的末班车了。

A:别担心。我尽力给您打个车。您可以坐出租车去公车站。

B:非常感激您的帮忙。

A:不客气。这是我的职责。

B:再次感谢您。

Conversation 3

A:hello, this is Wang Ming speaking.

B:Good morning, Mr. Wang. My name is Li Li, the secretary of Mr. Brown.

A:Good morning, Miss Li.

B:The manager asked me to thank you for your gift and your friendship. The Chinese calligraphy is so wonderful.

A:I'm very pleased you all like it.

B:Our manager said we would hang it on the wall of our office.

A:Well, I do hope it would be a token of the friendship between our two companies.

B:So do we.A:你好，我是王明。

B:早上好，王先生。我叫李丽，是布郎先生的秘书。

A:早上好，李小姐。

B:经理让我谢谢您给我们的礼物以及你们的友谊。中国书法太棒了。

A:我很高兴你们喜欢它。

B:经理说我们要把它挂在办公室的墙上。

A:哦，我真希望它能成为我们两家公司友谊的象征。

B:我们也希望如此。

Conversation 4

A:how do you do, Mr. Wilson? This is Lin Li. I'm calling to thank you for the wonderful dinner we had yesterday. I enjoyed it very much.

B:You're welcome. I'd like you to join us for dinner again sometime.

A:Thank you, Mr. Wilson. I'm returning to China today.

B:Today?

A:Yes. I appreciate all help and in particular, all the time that you've spent on my account during my stay here.

B:Don't mention it, Miss Lin. You did an excellent job for strengthening business relationship between our two companies. I'm pleased to help you.

A:If there's anything that I can help you in the future, please let me know.

B:I'll do that. Thank you. have a safe trip home.A:你好，威尔逊先生，我是林莉。我打电话向你致谢，感谢你昨晚为我们准备的丰盛晚餐。我非常喜欢。

B:不用客气。我希望有时间你能再同我们共进晚餐。

A:谢谢，威尔逊先生。今天我要返回中国了。

B:今天？

A:是的。我感谢你给我提供的所有帮助，特别是我在这儿逗留期间你为我所花费的一切时间。

B:不用客气，林小姐。你为进一步加强我们两家公司间的商务关系做出了卓有成效的工作。我很高兴对你有所帮助。

A:如果将来有什么能帮得上忙的，请告诉我一声。

B:我会的。谢谢。祝你一路顺风。

Conversation 5

A:That looks delicious!

B:I hope you like English food. I've cooked a typically English dish this evening: Roast beef and Yorkshire pudding.

A:You have a lovely home here, Mrs. Wade.

B:Oh, thank you. We only moved here a few months ago. We used to have a flat in central London, but there was no garden for the children to play in. Where are you living, in a hotel?

A:No, I'm living in a hall of Residence. My room overlooks hyde park.

B:Do you have to travel very far to the college?

A:Not at all. It takes me about 5 minutes to walk to my department. It must take ages driving to and from the college in rush-hour traffic.

B:The traffic is dreadful in London these days. Oh, I almost forgot. What would you like to drink, Mr. Liu?

A:Why don't we start off with a little wine?

B:I certainly will. The more, the merrier.

A:(Lifting his glass) To your health!

B:To your health!

B:(To Liu) have some of this roast beef and some Yorkshire pudding to go with it. help yourself to vegetables.

A:This is marvelous. What a wonderful cook you are, Mrs. Wade.

B:Well thank you. A:看起来真是美味！

B:希望你喜欢英国食物。今晚我做了一道典型的英国菜：烤牛肉和约克郡布丁。

A:维德夫人，你拥有一个和睦的家庭。

B:噢，谢谢。我们几个月前刚搬到这儿。我们过去在伦敦中心有一套房子，但那儿没有花园让孩子们玩耍。你住在哪里，在旅馆吗？

A:不，我住在居民区的会堂。我的房间可以看到海德公园。

B:你去学校要走很远的路吗？

A:一点也不远。去我们系步行大约需要5分钟，在上下班的交通高峰期开车来回得很长时间。

B:近来伦敦的交通很糟糕。噢，我几乎忘了。你想喝点什么，刘先生？

A:为什么我们不先喝点酒呢？

B:我当然乐意。喝得越多越开心。

A:(举起杯)为你的健康干杯！

B:为你的健康干杯！

B:(对刘)吃点烤牛肉，和约克郡布丁一块儿吃。蔬菜请随便吃。

A:真美味。你真是一位好厨师，维德夫人。

B:太谢谢你了。

Unit 3

Requests and Replies请求与应答

Top Sentences典型例句

1.I wonder if I could trouble you to change a five pound note.不知道可不可以麻烦您换开一张5镑的钞票？

2.Could you just help me with it?你能帮一下忙吗？

3.What do you want me to help you with?你要我帮什么忙？

4.I left a note saying I wanted you to get some stamps at the post office.我留下便条说我想让你去邮局买些邮票。

5.I need a book of regular stamps and two of airmail.我要一版普通邮票和两张航空邮票。

6.You have the seniority and I know you can do the job.你在本公司有资历，而且我知道你能胜任这项工作。

Words and phrases生词与词组

advancement前进，进步hike远足；步行

probation试用，见习seniority资深，年长

translator翻译者

Fashion Conversations轻松会话

Conversation 1

A:Can I help you?

B:Yes. I wonder if I could trouble you to change a five pound note.

A:I will see. What would you like, five ones?

B:Yes, please. That would be fine.

A:here you are.

B:Thank you. I am most grateful.A:我可以帮您什么忙吗？

B:是的。不知道可不可以麻烦您换开一张5镑的钞票？

A:我看看。您需要什么样的零钱，5张1镑的行吗？

B:行，那样很好。

A:给您。

B:谢谢您。太感激了。

Conversation 2

A:hi, Mr. Smith.

B:Are you calling me, Mr. James?

A:Yes. Are you free now?

B:Yes, I am free this afternoon.

A:Could you just help me with it?

B:What are you doing? Is something wrong?

A:Yes, there's something wrong. But I've nearly fixed it.

B:What do you want me to help you with?

A:Just take it, will you?

B:Oh, yes, of course.A:你好，史密斯先生。

B:詹姆斯女士，你在叫我吧？

A:是啊。你现在有空吗？

B:是的，今天下午我都有空。

A:你能帮一下忙吗？

B:你在干什么？出什么毛病了吗？

A:是啊，出了些毛病。不过，我差不多修理好了。

B:你要我帮什么忙？

A:只要给我拿一下就行，可以吗？

B:哦，当然可以。

Conversation 3

A:Did you find the money I left on the desk?

B:Yes. But what's it for?

A:Did you see the note I left?

B:I didn't see any note.

A:Well, I left a note saying I wanted you to get some stamps at the post office.

B:Why can't you get them?

A:The post office is closed when I get off work.

B:You could get them on Saturday morning.

A:I know. But I won't be in town on Saturday. I'm going on a hike with some of the guys.

B:OK. I'll get them for you. What do you need?

A:I need a book of regular stamps and two of airmail. And thanks for doing it for me.

B:It's okay. You're welcome.A:你见到我放在桌上的钱了吗？

B:见到了。你想买什么？

A:你看见我留下的便条了吗？

B:我没看到任何便条。

A:呃，我留下便条说我想让你去邮局买些邮票。

B:为什么你不去买呢？

A:我下班时，邮局就关门了。

B:你可以在星期六上午买呀。

A:我知道。但我周六不在市内。我要和一些同伴去远足。

B:好吧。我替你买吧。你要什么样的？

A:我要一版普通邮票和两张航空邮票，谢谢你。

B:好的，别客气。

Conversation 4

A:Come in and sit down.

B:Thanks, Mr. White. I'm Lena.

A:What can I do for you, Lena?

B:Well, I've worked here as a translator for about three years, and I'd like to have a chance of advancement, Mr. White.

A:What job are you applying for?

B:I'd like a secretarial job in the Clerical Department.

A:OK. You have the seniority and I know you can do the job. Do you understand probation?

B:Yes, I do. I have 60 days to learn the job, right?

A:That's right. You can start next Monday, OK?

B:No problem. I'll try my best to learn the new job.A:进来，请坐。

B:谢谢，怀特先生。我是莱娜。

A:莱娜，你有什么事？

B:嗯，怀特先生，我在这儿当一名笔译差不多有3年了，我想有一次提升的机会。

A:你申请的是什么职务？

B:我想在办公室部门获得一份秘书的工作。

A:好吧，你在本公司有资历，而且我知道你能胜任这项工作。你了解试用期吗？

B:我了解，我有60天时间熟悉这项工作，对吗？

A:完全正确。下周一工作，行吗？

B:没问题。我会尽最大努力熟悉新职务。

Conversation 5

A:Do you mind if I sit down here?

B:Not at all. Do sit down. There's plenty of room.

A:Thank you. I guess you don't smoke, right?

B:No, I don't.

A:Do you mind my smoking here?

B:Go ahead. May I open the window?

A:Of course. The weather's great today, isn't it?

B:Oh, yes. I hope the good weather will stay.

A:You can never tell. It's so changeable at this time of year. A:我坐这儿你介意吗？

B:当然不介意，坐下吧。这儿的座位还有很多。

A:谢谢。我想你不吸烟，是吗？

B:对，我不吸烟。

A:我在这儿吸烟可以吗？

B:请便。我把窗户打开行吗？

A:当然可以。今天天气很好，不是吗？

B:噢，是的。希望一直是这种好天气。

A:这可说不准。这个季节的天气总是变化无常。

Unit 4

Congratulations and Compliments

祝贺与赞美

Top Sentences典型例句

1.Congratulations on your success in the competition.祝贺您在竞争中获得胜利。

2.I think luck played a very small part in your victory.我想运气在您的胜利中只占了一小部分。

3.It is solely due to your hard work and efforts. That brings honor to you and joy to us.它主要归功于您的勤奋和努力。它给您带来了荣誉，为我们带来了快乐。

4.Thank you for all the efforts you've put into this project.感谢你为这个项目所倾注的全部心血。

5.I hear one of us will be promoted to be the Department Manager.听说我们部门当中的一个人将会提升为部门经理。

6.I can't tell you how happy I am to hear about your promotion.听到你高升我无法形容我有多高兴。

7.Isn't it a good and new start for the coming new year?这难道不是新的一年里新的良好开端吗？

8.We hope we can land that contract with you next week.我们希望下周和你签订那份合同。

9.I've heard the news that you've become the General Manager of the company. I am calling to congratulate you on the promotion.听说你已升任公司的总经理了，我来电话祝贺你的升迁。

10.I sincerely wish you a big success in your new post.我真诚地祝愿你在新岗位上取得巨大成功。

Words and phrases生词与词组

deserve应受，值得flatter过分夸赞，奉承

render提供solely独自地，单独地

Fashion Conversations轻松会话

Conversation 1

A:Congratulations on your success in the competition. That is quite something.

B:Thank you. I was lucky this time.

A:I think luck played a very small part in your victory. It is solely due to your hard work and efforts. That brings honor to you and joy to us.

B:I am flattered.

A:It is real words.

B:Thank you very much.A:祝贺您在竞争中获得胜利。真是大有作为。

B:谢谢您，这次是我幸运罢了。

A:我想运气在您的胜利中只占了一小部分。它主要归功于您的勤奋和努力。它给您带来了荣誉，为我们带来了快乐。

B:您过奖了。

A:这是真话。

B:非常感谢。

Conversation 2

A:Owen, you've done a wonderful job. Thank you for all the efforts you've put into this project.

B:And I want to thank you in return for being such a wise leader.

A:The company owes its success to you. people need their efforts recognized and appreciated when they do good work.

B:I hope I can do more good jobs for our company in future.

A:The only thing I want to say is "Thank you".A:欧文，你做得太棒了。感谢你为这个项目所倾注的全部心血。

B:遇到您这么睿智的领导，我要感谢您才是。

A:公司的成功都靠你们。你们的出色工作应得到认同和赞赏。

B:我希望将来能为公司做出更好的业绩。

A:我只能由衷地说一句"谢谢"了。

Conversation 3

A:I hear one of us will be promoted to be the Department Manager.

B:Do you know who will be?

A:No, but I'll bet it's you.

B:Why do you say that?

A:Because you did such excellent work on the last project.

B:You did just as much as I did.

A:No, I didn't. And you've been with the company longer.

B:Do you really think they might promote me?

A:If you don't deserve the promotion, nobody does.A:听说我们部门当中的一个人将会提升为部门经理。

B:你知道会是谁吗？

A:不知道，但是我肯定是你。

B:你为什么这么说呢？

A:因为你在上一个项目中做得很好。

B:你跟我做得一样多。

A:不，我没有。而且，你在这个公司的时间比较长。

B:你真的认为他们会提升我吗？

A:如果你不应该提升，那就没有人应该了。

Conversation 4

A:Congratulations, Mr. he! I can't tell you how happy I am to hear about your promotion.

B:Thank you. It was quite a surprise.

A:You deserve it. Isn't it a good and new start for the coming new year?

B:Yeah, it is. Right, happy New Year to you, Jim!

A:happy New Year, Mr. he. We hope we can land that contract with you next week.

B:Thank you, Jim. We'd been waiting so long. There're really so much good news recently.

A:A new year, a new start.

B:Yes, I'm sure we will cooperate well in the coming new year.A:恭喜了，何先生。听到你高升我无法形容我有多高兴。

B:谢谢，这真是一个惊喜。

A:这是你应得的。这难道不是新的一年里新的良好开端吗？

B:是啊。对了，吉姆，祝你新年快乐！

A:新年快乐，何先生。我们希望下周和你签订那份合同。

B:谢谢您，吉姆。我们已等了很久了，最近真的有很多好消息呀。

A:新的一年，新的开始。

B:是的。我相信来年我们会合作很好的。

Conversation 5

A:hello, may I speak to Mr. Black, please?

B:This is Black speaking.

A:how are you, Mr. Black? This is Wang Ling calling.

B:I'm fine, thanks, and how about you?

A:Just fine. I've heard the news that you've become the General Manager of the company. I am calling to congratulate you on the promotion. With the position second to chairman, I'm sure you'll make greater contribution to your company. I sincerely wish you a big success in your new post.

B:Thank you. As a long-term main supplier, our company will render better service to your company. I personally continue to count on your help in the future.

A:Sure, I need your help, too. Best wishes in your new position. Good-bye.

B:Thanks for calling. Good-bye.A:你好，请布莱克先生接电话好吗？

B:我是布莱克。

A:布莱克先生，你好吗？我是王玲。

B:我很好，谢谢。你好吗？

A:我也很好。听说你已升任公司的总经理了，我来电话祝贺你的升迁。你成了仅次于董事长的人物了，我相信你肯定会对贵公司作出更大的贡献。我真诚地祝愿你在新岗位上取得巨大成功。

B:谢谢你。作为贵公司的长期主要供应商，我们公司将为你们提供更优质的服务。我个人也期望将来继续得到你的帮助。

A:当然。我也需要你的帮助。祝你在新的职位上万事如意。再见。

B:谢谢你来电祝贺。再见。

Unit 5

Klatch聚会

Top Sentences典型例句

1.There will be a party at my place on Saturday. Would you like to come?周六在我那里要举行一个聚会，你来吗？

2.I can't wait to have a look at your new flat.我迫不及待地想看看你的新公寓。

3.I've been looking forward to your party.我一直期待着你的派对。

4.I think I'll have a beer, if you have any.如果有啤酒的话，我想喝一杯。

5.I am not a good cook, but I would bring you something really special.我饭做得不好，但是我一定给你们带真正特殊的东西。

6.I didn't know Tom has moved to another flat.汤姆搬家了，我还不知道呢。

7.The boys from the band have promised to play music for us.乐队的男孩们已答应为我们演奏了。

8.I don't know why you're in such a big hurry. These parties are always the same.我不知道你干嘛那么着急。这些聚会都是一样的。

9.To me, it seems like the streets are always full of drunks at this time of year.对我来说，每年这个时候大街上似乎都是喝醉的人。

Words and phrases生词与词组

cozy舒适的，安逸的hilarity欢闹，狂欢

klatch (非正式的)聚会party pooper〈美俚〉聚会上扫兴的人

potluck家常便饭；百乐餐

Fashion Conversations轻松会话

Conversation 1

A:There will be a party at my place on Saturday. Would you like to come?

B:That sounds lovely. I'd be delighted to come.

A:It's just a housewarming party. Just a couple of colleagues.

B:It's very nice of you. I can't wait to have a look at your new flat.

A:Come at about 5 in the afternoon then.

B:Fine. I'll be there.A:周六在我那里要举行一个聚会，你来吗？

B:听起来不错，我很愿意去。

A:就是一个乔迁聚会。我请了一些同事。

B:谢谢你。我迫不及待地想看看你的新公寓。

A:那就下午5点左右来吧。

B:好的，我会去的。

Conversation 2

A:hi! Come in. I'm happy you could make it.

B:Thank you. I've been looking forward to your party.

A:What would you like to drink?

B:I think I'll have a beer, if you have any.

A:Sure. here's your beer. And have fun at the party.

B:Thanks. You're very kind.A:嗨！请进。很高兴你能来。

B:谢谢。我一直期待着你的派对。

A:你想喝点什么？

B:如果有啤酒的话，我想喝一杯。

A:当然。给你啤酒。希望你在派对上玩得愉快。

B:谢谢。你太客气了。

Conversation 3

A:hi, Jim, we are going to have a weekend party. Would you like to come?

B:Why not? That's a wonderful idea. Definitely, I'll be with you.

A:For it's a potluck party, you should prepare some- thing to eat.

B:No problem. I am not a good cook, but I would bring you something really special.

A:I hope so. The place will be at Tom's new flat.

B:I didn't know Tom has moved to another flat.

A:It's a cozy place. You should be there before 9.

B:Sure. I won't be late.A:嗨，吉姆，我们要开个周末晚会。你能来吗？

B:为什么不呢？这个主意可真棒，我肯定会来的。

A:这是个聚餐会，所以你应该带些吃的东西来。

B:没问题。我饭做得不好，但是我一定给你们带真正特殊的东西。

A:希望如此，地点在汤姆的新公寓。

B:汤姆搬家了，我还不知道呢。

A:那个地方很舒适。你9点之前就得到。

B:好的，我不会迟到。

Conversation 4

A:It's a wonderful party. The food, the drink, the atmosphere... Everyone is enjoying himself.

B:Thanks for your help. (Raises her wineglass) To our friendship.

A:Bottoms up! By the way, what kind of entertainment are we having?

B:Dancing. The boys from the band have promised to play music for us.

A:Oh, how wonderful! Every girl has a crush on those handsome guys.

B:I'll surely make introductions for you.A:这次聚会真的太好了。吃的、喝的，还有气氛……每个人都玩得很尽兴。

B:多谢你们的帮助，(举起酒杯)为我们的友谊干杯。

A:干杯！顺便问一下接下来我们进行哪项节目？

B:跳舞。乐队的男孩们已答应为我们演奏了。

A:噢，太精彩了！每个女孩都有自己迷恋的乐队里潇洒的小伙子。

B:我一定给你介绍他们。

Conversation 5

A:hurry up, or we're going to be late for the party.

B:All right, I'm coming. I don't know why you're in such a big hurry. These parties are always the same.

A:I like going to them and seeing all my friends. At the end of the year, the streets at night are filled with people leaving parties. Don't you like this kind of hilarity?

B:No, I don't. To me, it seems like the streets are always full of drunks at this time of year.

A:Don't be such a party pooper. If you don't enjoy the parties, why do you always get so drunk?

B:You have a good point.A:快点，不然我们要迟到了。

B:好的，我就来。我不知道你干嘛那么着急。这些聚会都是一样的。

A:我喜欢去参加聚会，我可以看到很多朋友。年底的时候，一到晚上大街上都是参加完聚会的人。难道你不喜欢这热闹的景象吗？

B:我不喜欢。对我来说，每年这个时候大街上似乎都是喝醉的人。

A:别那么令人扫兴。如果你真的不喜欢参加聚会，为什么你总是喝得醉醺醺的？

B:你说得对。

Unit 6

Leave-taking告别

Top Sentences典型例句

1.It's a shame that you have to leave so early.您这么早就得走真是太遗憾了。

2.I hope to have a chance to repay your hospitality some day.我希望有一天能够有机会回报您的盛情款待。

3.please convey my thanks to your manager for his hospitality and for making my visit a success.请代表我向你们经理表示感谢，感谢他的盛情款待，令我此行取得圆满成功。

4.I see that you are ready for departure. Shall we go now?看来您已经准备好离开了，那咱们可以走了吗？

5.I am glad you had a chance to visit our headquarters, and hope you can come back soon.我很高兴你能有机会到我们总部参观，希望你能尽快回来。

6.If you're ever in the Michigan area, be sure to look me up.如果你有机会去密歇根地区的话，一定要去找我啊。

7.I am very glad that we have successfully signed the contract.我很高兴我们能成功地签订了合同。

8.I am very pleased that our cooperation ends in not only a great success but also friendship.我很高兴我们不但生意谈成了，而且还结下了深厚的友谊。

Words and phrases生词与词组

cheerio再见corporate社团的，法人的

interrupt中断，妨碍，插嘴terminal航站(楼)；终点(站)；末端

terrace平台；梯田；倾斜的平地

Fashion Conversations轻松会话

Conversation 1

A:All good things must come to an end, as they say. Excuse me, I've got to leave.

B:It's a shame that you have to leave so early. But you have an early flight tomorrow, I know.

A:Thank you for a very wonderful meal. I hope to have a chance to repay your hospitality some day.

B:Thanks for coming.A:俗话说，天下没有不散的宴席。请原谅，我得告辞了。

B:您这么早就得走真是太遗憾了。不过，我知道您明天得赶早班飞机。

A:谢谢您的丰盛美餐。希望有一天能够有机会回报您的盛情款待。

B:谢谢您的光临。

Conversation 2

A:I'm sorry, Mr. Wilson. Our manager, Mr. Cai, is sick today, otherwise he would come to see you off in person.

B:Thank you again. This is indeed very kind of you. please convey my thanks to your manager for his hospitality and for making my visit a success.

A:OK, I will. I see that you are ready for departure. Shall we go now?

B:All right. Let's go.A:对不起，威尔逊先生。我们蔡经理今天病了，本来他是要亲自来给您送行的。

B:再次感谢你们，你们真是太客气了。请代表我向你们经理表示感谢，感谢他的盛情款待，令我此行取得圆满成功。

A:好的，我一定转告。看来您已经准备好离开了，那咱们可以走了吗？

B:好的，我们出发吧。

Conversation 3

A:Thanks for seeing me off at the airport. I really appreciate it.

B:No problem, it's my pleasure. I am glad you had a chance to visit our headquarters, and hope you can come back soon.

A:We should be back in about three months, and we'll have another corporate meeting next quarter. Will you be in the area at that time?

B:I should be... Remember to let me know when your flight is coming in when you come. I'll come and pick you up at the airport.

A:You're too kind!

B:here we are at the terminal, what airline are you flying with?

A:Um... Let me look at the ticket...Oh, that's right, China Air.

B:China Air is in terminal B. This is the international terminal, so all you have to do is walk straight through those doors and turn to your left, you should be able to see the check-in counter.

B:Thanks again for all your help. If you're ever in the Michigan area, be sure to look me up.

A:Yes! Let's keep in touch.A:谢谢你来机场为我送行。我真的非常感激。

B:没事的，这是我的荣幸。我很高兴你能有机会到我们总部参观，希望你能尽快回来。

A:我们应该大约3个月后回来，下个季度我们还要开另外一个公司会议。到那时你还会在这儿吗？

B:我应该在的……你来的时候记得告诉我航班到达的时间，我会开车来机场接你的。

A:你太好了！

B:现在我们到机场候机厅了，你要飞的是哪个航线？

A:呣……我看一下机票……噢，没错，是中国航班。

B:中国航班在B候机厅。这是国际航班候机厅，所以你们要做的是一直向前走，穿过那些门，然后向左转，就应该能看见检票口了。

B:再次谢谢你的帮助。如果你有机会去密歇根地区的话，一定要去找我啊。

A:没问题！我们保持联系吧。

Conversation 4

A:hello, Mr. Green. I am Lin Tong.

B:hi, Ms. Lin. I am very glad that we have success- fully signed the contract. I am leaving tomorrow and I am just packing.

A:Oh, sorry to interrupt you. But I am calling to say good-bye to you. I am awfully sorry to tell you that I am afraid I could not see you off at the airport tomorrow, because I will have to attend a very important meeting.

B:It doesn't matter, Ms. Lin. I can understand. I know you are always very busy. Work must come first.

A:Thanks a lot. how fast time flies! You have been here for almost three weeks.

B:Yes. And I would like to convey my thanks to you and your company for your help during my stay here in Nanjing.

A:It is our pleasure. It has been a great pleasure to work with you.

B:Me too. I am looking forward to cooperating with you again.

A:Really? Great! We will. Well, what's your flight number? When are you leaving tomorrow?

B:It's Flight No. 104, Northern Airlines, which leaves at ten o'clock tomorrow evening.

A:OK, I will send someone to see you off.

B:That is so thoughtful of you.

A:My pleasure. Take care and have a nice trip.

B:Thanks a lot. I am very pleased that our cooperation ends in not only a great success but also friendship. My wife and I will be welcoming and looking forward to your visit.

A:Let's call it a deal. hope to see you again soon. Keep in touch then. Bye-bye.

B:Good-bye. Thanks again.A:您好，格林先生。我是林彤。

B:嗨，林女士，我很高兴我们能成功地签订了合同。我明天就要动身回国了，我现在正在整理行李呢。

A:噢，对不起打扰您了。我打电话来是跟您道别的。非常抱歉我明天恐怕不能去机场给您送行了，因为我要参加一个很重要的会议。

B:没关系，林女士。我能理解。我知道您很忙，工作第一嘛。

A:谢谢您的理解。时间过得真快呀！转眼您都在这儿待了快3周了。

B:是呀。在此我要向您和贵公司为我在南京期间所做的一切致以深深的感谢。

A:我们很愿意为您效劳。跟您一起工作很愉快。

B:我也很开心。我希望有机会和你再次合作。

A:真的吗？那太好了！会的。对了，您乘坐的是哪次航班？明天什么时候动身？

B:是北方航空公司的104号班机，明天晚上10点起飞。

A:好的，我会派人去送您。

B:您真是想得太周到了。

A:您不用客气。您多保重，一路顺风。

B:非常感谢。我很高兴我们不但生意谈成了，而且还结下了深厚的友谊。我和我太太将欢迎并期待您能来做客。

A:一言为定。盼望与您再会。常联系，再见。

B:再见，再次感谢。

Conversation 5

A:B.O.A.C. announces the departure of Flight Number BA712 to Zurich, Rome and Delhi.

B:Well, there's my flight.

C:I hope the sudden change of climate won't upset you. I won't be able to relax until you're safely back home again.

B:Don't be silly, Margaret. I've been away before.

C:But not so far and for such a long time. I can't help being worried. please take care, Jack, and do watch the food.

B:You know I like Indian food.

C:Yes, but it doesn't always like you.

A:Will passengers for Flight BA712 kindly take leave of their friends, collect their hand-baggage, and proceed to Emigration at the top of the stairs in the Main hall.

B:Well, I'd better go. Cheerio. Look after yourselves while I'm away. Good-bye, darling.

C:You will write every day, won't you, dear?

B:I shall be very busy, you know.

C:Well, just a card would do. Oh, I do hate saying good-bye. A:英国国际航空公司去往苏黎世、罗马和德里的BA712号航班就要起飞了。

B:嗯，这是我的航班。

C:希望这个骤变的天气不会使你心烦。在你平安回家之前我放心不下。

B:别傻了，玛格丽特，以前我也离开过。

C:但没这么远，也没这么长时间。我没办法不担心。多保重，杰克，要注意饮食。

B:你知道我喜欢印度食物。

C:是的，但它不一定喜欢你(适合你的肠胃)。

A:请BA712航班的旅客与朋友道别，拿好随身行李，到主厅位于楼梯顶部的登机处准备登机。

B:嗯，我得走了。再见。我不在时照顾好自己。再见，亲爱的。

C:你会每天写信的，是吗，亲爱的？

B:你知道我会很忙。

C:唔，寄张卡就行了。嗯，我讨厌说再见。

Unit 7

Business Letters商务信函

Top Sentences典型例句

1.please send a contract to ABC Company about project A and urge them to sign the offer as soon as possible.请往ABC公司发送一份关于A工程的合同，并催促他们尽早签署提议。

2.This is an urgent letter which should be mailed by registered express airmail, the others are ordinary ones.这是份急件，应该以挂号特快航空寄出去，其余的都是普通信件。

3.Who would you like me to send this urgent letter to?您想让我把这份急件发送给谁？

4.Shall I enclose this commercial paper with this letter? 我该附寄上这份商业证件吗？

5.I hope you'll check them over after I've finished.我把请柬拟好以后请您检查一下。

6.They sent it in response to your phone call last week.他们是回复你上周给他们去的电话。

7.We would be grateful if you could send related materials to our office prior to our meeting.如果你们能在会议之前把相关材料送到我们办公室的话，我们会非常感激。

8.I am trying to write a letter to one of our clients, but I just don't know exactly what to say.我在试着给我们的一个客户写封信，但就是不知道究竟该说些什么。

Words and phrases生词与词组

beforehand预先，事先commercial商业的，贸易的

grateful感激的，感谢的prior优先的，在前的

relate与……相关right off the bat立即，立刻

surface mail平寄邮件urgent急迫的，紧急的

Fashion Conversations轻松会话

Conversation 1

A:Annie, would you mind coming in for a while?

B:Sure, Sir.

A:please send a contract to ABC Company about project A and urge them to sign the offer as soon as possible.

B:All right. To whom shall I send this letter?

A:Mr. Smith, their Sales Manager.

B:All right. I'll have it printed immediately.

A:Thank you. please also enclose their proposal.

B:Sure, I will.A:安妮，你能进来一会儿吗？

B:当然，先生。

A:请往ABC公司发送一份关于A工程的合同，并催促他们尽早签署提议。

B:好的。我该把这封信发送给谁？

A:发给他们的销售经理，史密斯先生。

B:好。我立即打印。

A:谢谢你。请附寄上他们的建议。

B:是，我一定照办。

Conversation 2

A:Miss Tian, would you like to prepare all these letters for posting?

B:Yes, Mr. Smith.

A:This is an urgent letter which should be mailed by registered express airmail, the others are ordinary ones. You can send them by surface mail.

B:All right. Who would you like me to send this urgent letter to?

A:It is sent to Mr. Wang Jun. I believe he is in Guangzhou now. please write his office address. he might be at work when the letter arrives.

B:Shall I enclose this commercial paper with this letter?

A:Yes. That is right.A:田小姐，准备把所有的信都发出去，怎么样？

B:好，史密斯先生。

A:这是份急件，应该以挂号特快信件寄出去，其余的都是普通信件。你可以用一般的邮件寄去。

B:好吧。您想让我把这份急件发送给谁？

A:把它寄给王军先生。我确信他现在在广州。请写他办公室的地址。当这封信到达的时候，他也许在工作。

B:我该附寄上这份商业证件吗？

A:对，就这样做。

Conversation 3

A:We are going to set up a new branch in the eastern part of the city. Can you draft a formal invitation and have it printed before the opening ceremony?

B:Sure. please tell me the time, the date and the place.

A:Sept. 2nd, at 10:00 a.m. The address is 95 Guang- hua North Road.

B:Who shall I say the invitation is from?

A:Mr. Xu Wannian, the president of our corporation.

B:And how many invitation cards do we need?

A:Let me see. Well, I think one hundred and fifty invitation cards will be enough.

B:All right. I can manage that, but I hope you'll check them over after I've finished.A:我们将在本市东部建立分公司。请你拟一份正式的请柬并且在开幕式前将它印出来，好吗？

B:行呀。请告诉我时间、日期和地点。

A:9月2日上午10点整。地址在光华北路95号。

B:那天的邀请人写谁的名字？

A:我们公司总裁徐万年先生。

B:请柬需要印制多少份？

A:让我想想。唔，我想150份请柬足够啦。

B:好的。我去办。等我把请柬拟好以后请您检查一下。

Conversation 4

A:Did you see the letter I got from Bradford Films? They sent it in response to your phone call last week.

B:If they wanted to say something about my call last week, why didn't they send it to me?

A:I guess they don't have your contact information, so they sent it addressed in care of your department head. Anyhow, they wrote to confirm in writing what you discussed about the Milton contract.

B:Can I see it for a second?

A:Sure, here it is...

B:"Dear Mr. Clark, Further to our telephone call last Friday, I am writing to confirm our meeting on July 21. As we discussed, our meeting is to review the contract details."

A:Did they ask you to send the files beforehand?

B:Let me see, "We would be grateful if you could send related materials to our office prior to our meeting." It looks like it...hey, was there anything else sent along with this letter?

A:I don't think so. Why do you ask?

B:The letter reads, "please find a copy of our agenda enclosed for your review." I don't see anything else in the envelope...

A:Maybe they forgot to attach it to the letter. You should give them another call.A:你看到布拉德福电影公司给我寄来的信了吗？他们是回复你上周给他们去的电话。

B:如果他们要说我上周电话的事，那为什么不把信寄给我？

A:我想他们一定是没有你的联系方式，所以才在地址处加上烦转交部门领导。不管怎样，他们写信的目的就是以书面形式确认一下你们有关米尔顿合同的讨论内容。

B:我可以看一下信吗？

A:当然可以，给你……

B:"亲爱的克拉克先生，关于上周五的通话内容，我写信来确认我们定于7月21日的会议。我们已经讨论过，此次会议主要是审核一下合同的细节。"

A:他们要你提前寄发文件了吗？

B:我看一下，"如果你们能在会议之前把相关材料寄到我们办公室的话，我们会非常感激。"好像……嗨，还有什么东西跟这封信一同寄来的？

A:没有了。你为什么这么问？

B:信上说，"请查收随信附上的会议日程复印件，供你参考。"在信封里我什么也没有看到……

A:也许他们忘记把它附在信里了。你应该给他们再打个电话。

Conversation 5

A:Can you help me a minute?

B:Sure, what can I do for you?

A:I am trying to write a letter to one of our clients, but I just don't know exactly what to say. I don't even know how to get started!

B:You can just put, "Dear Sir or Madam" or if it's not personal, you can write "To whom it may concern".

A:Okay, so I first thank them for their business, I can say something like, "We are very grateful for your continued support." how's that?

B:Good, but also, right off the bat you want to tell them the reason you are writing. Give them a reference.

A:Like, "Regarding our new product line, we would like to announce a special price discount."

B:Right. Do you need them to respond?

A:Yes, the letter will have a survey inside that they should complete and return to our office. how should I write that?

B:You can tell them, "please find our customer service survey enclosed". Or also, you can say "Attached is our customer survey". If you need the results right away, you can tell them it is urgent by saying, "please return the survey without delay or as soon as possible." Maybe a more polite way is "At your earliest convenience".

A:Great! And what do you think I should close it with?

B:Since you don't know them that well personally, probably the best way would be "Yours faithfully" or "Sincerely". You could also say, "Best regards", but I don't think that would be appropriate because you don't have the name and obviously haven't met them.

A:Okay! Thanks a lot for your help!A:你能帮我一会儿忙吗？

B:当然可以，让我帮什么忙？

A:我在试着给我们的一个客户写封信，但就是不知道究竟该说些什么。我甚至不知道如何起头。

B:你只要写"亲爱的先生/女士"就可以，或者如果不是私人信件，你还可写"相关人员收"。

A:好的，那我就先向他们为我们所做的一切表示感谢，比如我可以写，"我们非常感谢你们对我们的一贯支持。"这样写怎么样？

B:很好，但是你也可以开门见山地说明你写信的原因，给他们一点提示。

A:比如："关于我们的新产品，我们想发布一个打折特价通知。"

B:非常正确。你需要他们回复吗？

A:是的，信里要加个调查表。让他们填完并交回我们办公室。这个我应该怎么写？

B:你可以告诉他们"请查收随信所附的顾客服务调查表"，或者还可以写"随信附上我们的顾客调查表"。如果你急于要这些调查结果，你就告诉他们事情紧急，写："请及时或尽快返回调查表。"或许更客气的说法是"在您方便时，务请从速回复"。

A:太好了！你认为我应该怎样收尾？

B:既然你对收信人的个人情况不了解，可能最好的表达方式是"你忠实的"或者"诚挚的"。你还可以说"谨致问候"，但因为你不知道收信人的名字，而且显然也没有见过他们，所以我认为这个结尾不太合适。

A:太好了，谢谢你帮了我大忙！
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