Project 3 Visiting Factories(ZW 1.) )

Task 1 Meeting and Receiving Foreign Guests (3 &£fF T iF %)

fi‘ Teaching Objectives

Know the background information of reception.
Learn the useful terms and sentence patterns about reception in the factory.
Practice the expressions through reception simulation.

Know the cultural information and proper manner of reception.

Part One Preparing yourself

RECEPTIONIST
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1. Exchanging Amenities

Hello, Mr. Black. Welcome to our corporation.
Our manager is waiting for you in the meeting room,on the third floor.the
second room on the right.

What is your general impression for our factory, Mr. Black?

2. Introduction about the Factory

We are planning to build a new workshop to make better working cond-
itions for the workers.
We have got a R&D(research and development)department.

This is our production line.

Sample .
(A=Myr. Li; B=Mr. Black)
A: Good morning, Mr. Black. It’s nice to see you again.
B: It’s nice to see you too,Mr. Li.
(They shake hands. )
: How do you feel our Export Commodities Fair, Mr. Black?
: I feel that you've made great progress in your light industry.

A

B

A: Yes. We have achieved a total turnover of $ 60 million a year.

B: You will make more profits if you cooperate with us in the future.
A

: 1 hope so.

/—< 3. More Expressions ]ﬁ

Please let us know when you will be free so that we can arrange a tour for
you.

It’s my pleasure to meet you.

Welcome to visit our production line. This way, please.

I'm responsible for line function.

I will show you around and explain the operations as we go along.

I will guide you through the workshop.

Our factory is in three shifts.

\_ J

Part Two Acting out

Background : In order to get more information about the partner’s company such as the
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business line,quality of the goods, the procedure of production,etc. , companies often visit
each other to start any relations in business.

Directions: There are some questions we may meet while meeting and receiving foreign
guests in the factory. Please give your answers of the questions listed below for further

cooperation in the future and act out the questions and answers with your partner.

)
~
Questions:
(1) Welcome to our company. I have been expecting you.
(2) Your factory is much smaller than I expected.
(3) Do you have a big team of engineers?
(4) What is your general impression for our factory? )
N
Sample .

(1) Thank you. I have heard of your company. You are one of the leading companies in
Zhejiang in the business line.
Thank you. We are considering expanding into Eastern China market.
Thank you. I come here today to see if we can establish business relationship with your
company.
(2) We are making efforts to improve the working conditions.
We are planning to build a new workshop.
(3) Yes,our engineers account for about one-fifth of the total employees.
Of course, the staff of engineers is capable of working out advanced technology and
new products.
Yes,the staff of engineers is one of the biggest departments in our company.
(4) T have been very impressed by what I have seen today.
We are interested in your products very much.
We are very satisfied with your quality control methods.
I think that your procedure needs to be improved.

I hope you can improve your quality control before we can cooperate.

Work in pairs and make a dialogue according to the following situations.

Situation 1: You are assistant Manager of Great Wall Computer Corp. Ltd. You are
responsible for meeting an important customer of your company, Mr. Darwin Muller from
the Silicon Valley, California, the United States. Since you have never met each other
before,you have to identify yourself when you meet,say hello to him and start an informal

talk about his journey,and give a brief introduction to your company.
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Situation 2: You are Product Department Manager of Great Wall Computer Corp. Ltd.
After being introduced to the customer,you greet him,introduce your products briefly and

try to find out what your customer is interested in about your products.
Part Three Improving yourself

Cultural Zoom-in

Greeting .
Greeting should be friendly and warm, which is the beginning of building up good
relations between each other. There are formal and informal ways of greeting. When we
greet our good friend,we can say: “Hi,there!” But when we greet somebody we meet
for the first time,we say: “How do you do?”
Introduction
In western countries, we usually introduce men to women,or younger to old people
first. However,if the woman is very young and the man is elderly or in senior position,
we introduce the young woman to the old man,or the junior to the senior. On formal
occasion we introduce people by their titles like Mr. , Miss, Doctor etc. Sometimes, we
introduce people by their first name.
Handshaking
The handshake is the most common physical contact we will have with a business
partner or a potential business partner. When we shake hands with the partner, we
should grip firmly but not too firmly. At the same time, we should have eye contact with
the partner to show our honesty and sincerity. |
Business Card
It is necessary to exchange business cards when we meet a new business partner.
The business cards should be passed with two hands politely. If your partner forgets to
give the card to you,you can say: “How can I contact you?”to remind your partner that

you need the name card.

Useful expressions for meeting and receiving clients.

1. I'm...,the Manufacturing Manager.

2. Welcome to our factory. Here’s my business card.

3. Nice to meet you Mr. ...I'm...,the Purchasing Manager from...Company.

4. It’s really nice here. I have watched your production system on video. Could I see

the factory?
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5. T am pleased to give you a tour. Come this way.
‘ 6. This is..., our Product Manager. He is mainly responsible for the product
design. :
‘ 7. Thank you for your guide. The tour of your factory has really impressed me. .
8. Nice meeting you. (HERFZ5HE, 458 715 UL IF (9 F 1 AS 18] 3 W O T80 BF 97 366 1) Nice

. to meet you”,)

Think and Talk
How do you use your body language to give your costumer a good impression for your first

meeting?
Part Four Do it yourself

Background: Some Manufacturing Managers in different factories are going to receive Mr.
Brown, the foreign buyer and Mr. Wu, his agent. They are going to talk about the foreign
trade policy and the new practices in the foreign trade, and most of all, they will have a
factory tour.

Suggestions .

Step 1
Scheduling: Organize a small group with 4 — 6 students in your class. One of the
group acts as the foreign buyer and agent, preparing questions they would like to know
during the factory tour. Other groups act as the manufacturers, preparing a reception
proposal, including schedule arrangement and reception staff. Factory groups should
make calls to the buyer group to check and confirm the schedule arrangement,and the

buyer group should make a list of visiting schedule.

Step 2
Visiting and reception: The buyer group visits the manufacturer groups in turn.
The manufacturer groups receive the buyer group according to their reception proposal
which should include the following activities; greeting, self-introduction, changing
business card, asking about the customer, talking about foreign trade and expressing

wishes to establish business relations.

Step 3
Commenting and evaluating: The buyer group decides the list of potential partners

i and gives reasons in terms of the performance of each manufacturer group. The |
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. manufacturer groups also show their opinions about the buyer group concerning their |

i performance.

Useful Expressions

a I

The Buyer %? The Manufacturer
Good morning. My name is .... I’'m Glad to meet you.
from .... Here is my business card. May I ask which line you are in?
The purpose of my coming here is Let’s hope for good cooperation.
to ... It’ll benefit us both.
We’re very glad that you have such Have you gone over these catalogues
a friendly attitude. and price lists?

AN _/

Part Five Self-practice

1. Complete the following dialogues.

(1 A

B:

(2) A

(3) A

4 A

(5) A:

Good morning. My name is James Smith. I'm from Canada. Here is my business
card.

R AR A B AR
2.
What’s your line of business, Mr. Brown?

LG LE P EG SR ARG T2 D

How would you like to proceed with the factory tour?
COIRAT AL — AW HORE L AT g2

TR IE AR T W A R UL )
Would it be possible for me to have a closer look at your samples?

LB AT LIWE? X /NH 22 SR B R

mn (8] 9 0D
We'd like to discuss the possibility of establishing a long-term agreement between

our two corporations.

UL T A0 B R WU

A 4 AL FRATIRBIX A AL )

2. Work in groups.

One new customer will visit your company,and you will deliver a welcome speech to the

customer at the reception meeting. Each student will make a welcome speech and present

the speech in a group. The welcome speech will contain three parts;

e Show your warm welcome.
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e Make a brief introduction for your company.

e Express the expectation for future cooperation.

3. Make visiting and reception conversations according to the itinerary below.

Internal Memorandum

To DM,LH.KO,MB

From Jessica Wood

Date 15.Feb.

Re. Visit of John Brown Feb. ,22nd

Please check these arrangements and let me know ASAP if there are any problems.

Thanks.

Thursday 22nd

10

11

00 Arrival. Preliminary talk.

: 30 Presentation of products.
12,
14,
16;
17,
19.

00 Lunch.

30 Workshop tour.

30 Discussion,

00 Car to Holiday Inn.

00 Supper and Theatre visit.

Task 2 Visiting the Assembly Line(& =25 W)

rﬂl Teaching Objectives

Learn some background information on the process of production.

Pick up some useful expressions in receiving visitors to the factory.

[Learn to describe the process of production.

Learn the cultural information of foreign countries.

Learn the demand of the customers.

Part One Preparing yourself

Where do you purchase
your materials?
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1. In the Showroom

That’s all right.

Here is our showroom.
Will you show me your catalogue first?
What about other types?

What would you say to my taking some sample home before I make a decision?

2. In the Workshop

What’s your capacity(F=1g)?
We have only a limited stock of the goods on hand at the moment.
I think there is nothing quite like seeing things in actual operation.

We have imported advanced technology.

Sample .

A: Would you like to have a look at our showroom,Mr. Brown?

B: T'd love to.

A: This way, please.

B: Thank you. How beautiful!

A: Where shall we start?

B: It would take hours if I really look at everything.

A: You may be interested in only some of the items. Let’s look at those.
B: Good idea! I can just have a glance at the rest.

/—C 3. More Expressions jﬁ

I wonder if your canned meat tastes better.

Our factories are able to cater to(ii 2 , 05 ) varied demands.

We have applied newly developed technology to our production.

What are the outstanding properties of your products?

If your country is really a potential market for our products, we can make
some change in design at your request.

You have to guarantee continuous production,and adequate supply of spare
parts (FHF ).

N /

Part Two Acting out

Background ;: Derek,the purchasing Manager of Sunrise Company,is guided by Jack Chen,

manufacturing Manager in the factory to visit the assembly line of the factory. They are
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talking about the manufacturing process.
Directions ; Practice acting out a conversation with a partner. The following useful expressions are

provided in the box for your reference.

D

~
O I'm pleases to show you around.

The whole plant covers...square meters.
We have different departments such as...

Is this assembly line fully automated?

All products will go through quality checks during the manufacturing process.

...everything has to be confirmed.

—/

Sample .
(A=Jack Chen ; B=Derek)

A: Good morning. Welcome to our factory. I'm Jack Chen,the Manufacturing Manager.

B: Glad to meet you,Jack. I'm Derek.,the purchasing Manager from Sunrise Company.

A: How was your day?

B: Very well. It’s really nice here. Mr. Li has already introduced the company and showed
me your production system on video. Could I see the factory?

A: Sure,I am pleased to show you around. Come this way.

B: Thank you.

A: The whole plant covers 2 000 square meters. Well, this is our workshop.

B: It’s really busy here. What is your monthly output?

A: Usually 18 000 pieces per month.

B: It’s great.

A. We have different departments such as assembly line, R&.D office, quality control office
etc. We also have logistics departments to guarantee the prompt delivery.

B: Is this assembly line fully automated?

A: No,it is half-automated.

B: How do you control the quality?

A: All products will go through quality checks during the manufacturing process. We have
quality control department to test the quality of the semi-finished and of the final
products as well. Each product is signed with the workers’ numbers for check.

B: You have made strict regulations for each worker?

A: Right,everything has to be confirmed. They are informed of the tasks by the team leader
in the workshop.

| Notes |

show around [E[] -+ SN
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Before you start to work,I'll show you around the factory. F & TAE T, &K ARG AN T T,
assembly line X BZ , R K&

R&.D office(research and development office)  #F & 3

quality control office  Ji#& 3

logistic department 4 i 3R

go through £ 5,i@it

He is going through a difficult phrase. #& iE /&£ £ 7 B 69 Br B,

be informed of i fn, % 4n

You will be informed of the details at the appropriate time. f£1& % 4§ i 1% ¥ e 3 & 5 1R,

Work in pairs and make a dialogue according to the following situations.
Situation 1: You act as a director of a foodstuffs factory. You are accompanying an importer

from Britain to visit the sample room of your factory.

Situation 2. After visiting your sample room, the importer shows his interest in your

assembly line,and you are glad to show him around.

Part Three Improving yourself

Cultural Zoom-in

Product Description

It is important to give a good and accurate description of your products to impress
the customers and convince them to buy the products without using exaggerating words
to deceive them.

When you are describing a product to your customers, you should try to describe
the advantages of your products in terms of your customers’ benefit. Successful sales
men know or at least have an idea of what their customers want or what their
expectation is, When describing your products, emphasize any special features that you
think will appeal to customers and explain how and why these features are appealing.
The following factors are usually included in product description:

(1) Material;

(2) Size and measurements;

(3) Color and pattern;

(4) Possible uses;

(5) Quality;

(6) Durability;
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(7) Design;
(8) Ingenuity.

Useful expressions for product description:
| 1. You can rest assured. Z8 K A] it.Lr . Our foodstuffs are guaranteed to conform to
 the WHO standards. F¢ {179 £ 5 5 (REAE At L TR 28U AR e
| 2. We are always improving our design and patterns to conform to the world market.

3. Shall we talk the de tails over tomorrow? |
3 4. Lack of commercial integrity often leads to ruin of business. it = il {5 2141
 RSHUERRIN. |
5. We provide quality analysis training as part of the training for all new workers,
plus a week of further training every year. B A1 FF & Hr dk A G 69 55 YRR A #R AL 45 5 R
BRI 2R AR A — B |
6. That’s the warehouse. We keep a stock of the faster moving items so that urgent
orders can be met quickly. IR R G, FRAVRFRGE W EfFE. LIHEE P HEST K. '
7. 1 think I've already seen some items. We’d like to order although 1'd still like to
study them a bit further. :
‘ 8. How long has this machine been in use?

9. Where do your raw materials(JE#4#})come from? '

10. This plain pattern is very popular this year. I think it will sell well (#44) in

your country,too. Do you like it?

Think and Talk
You sell fat-reducing tea on line. Think about your product description and make it

attractive, persuasive as well as objective.
Part Four Do it yourself

Background: Mr. Brown, the foreign buyer and Mr. Wu, his agent are going to visit the
assembly line of some different factories as planed. The Manufacturing Managers of those
factories will receive them and accompany them.

Suggestions .

Step 1

Preparation and presentation: Organize a small group with 4 — 6 students in your
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- class. One of the group acts as the foreign buyer and agent, preparing questions they

- would like to know in the tour of the assembly line. Other groups act as the |

manufacturer, preparing a tour schedule from the assembly line to the product design

i office. The buyer group should give a presentation on their requirements or expectation |

of the goods they want to buy. Factory groups should make a presentation on product

description in front of the whole class.

Step 2

Role play: The buyer group visits the manufacturer groups in turn. Theé

i manufacturer groups receive the buyer group and guide the tour from the showroom to |

- the workshop.

Step 3

Commenting and evaluating: The buyer group decides the manufacturer group that

i they will give order and gives reasons in terms of the performance of each manufacturer !

i group. The manufacturer groups also give comments on the performance of the buyer :

Useful Expressions

4 N O

\

The Buyer The Manufacturer
How long have you been in this What about having a look at sample
business? - first?
What is special about your new How do you like the quality of our
product? products?
What do you say to going on our _ You said it.
talks tomorrow? The designs vary,depending on the
I’d be willing to give your latest buyer’s requirement.

Qoduct atry. / Q:liability is our strong point. /

Part Five Self-practice

1.

Translate the following sentences into English, using the words or phrases given in

brackets.

(1) W E R REFATH 272 (product line)
(2) R R AE A AR R AR BT Sk LA B BRI K I VF 2308 . Gin great demand,

have on hand)

(3) 5 7 FE A IEAE 3 AR PR AT 58 B . (in the process of)
(4 FATT) AH 20004 T AME T, (staff member)
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(5 EMTT NFG 28Ul E E2f 40 4F 7 FATE 8™ AR IMEG . (textile

business)

2. Translate the expressions in the brackets into English,and then use them to replace the

italicized parts in the sentences.

(1) It is just in this way that we have achieved a total turnover of 2 million US dollars per
month. (OFATC K FRATH 5515 sh 3 B HAB B 5K 25 1 5 QFRATH ™ & sy [ bR iii
M 5T s QIRAMTABRINF 2 W K 1Tk 55 Bk 5 s @IRATTAY I 10 52 5 B0 e s o)

(2) 1 wonder whether you are interested in the new product. (D 54N 7) 27 4k 22 gk O X Fp
W Ot adERREMNEHREE: OENEETLE— FIRITEB R & B s
@R AR B BTR ™ b )

3. Prepare a plan for a factory tour. Complete the diary page below and then act it out.

Time Activities Responsible persons Remarks

Task 3 Talking about Developing New Products GRS #h = A &)

(@-| Teaching Objectives

Know the background information of developing new product.

Learn some useful terms and sentence patterns about developing new products.
Practice expressions through the conversation simulation.

Know the cultural information and proper manner of business talking.

Learn the market demand and customers’ expectation.

Part One Preparing yourself

“Of course I’'m responsible for that mar-
keting plan,but you’re responsible for
how it turned out!”
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1. Talking about the Market

Your product has been going really well here.
We are coming to the end of a particular product line(;= k).
It’s a result of shortages in raw material.

The situation is likely to improve.

2. Describing New Products

It is designed to withstand (7K 5% , £ 15 #2) high temperatures.
It consists of two main parts.

It is aimed at the youth market.

It complies with(JJR M\ , #5F)industry standards.

Practice: Look at the pictures below. Describe them,using the words in the box.

=

| (4
FE *w*@
Word Tips
bulky  fast state-of-the-art  poor old-fashioned
basic unwieldy efficient dependable  inexpensive
small time-consuming  practical innovative up-market
clever  unoriginal erratic over-priced  impractical

Part Two Acting out

Background ;: Mr. Brian,an importer working with ABC Trading Co. ,Ltd. in Boston, wants
to find some new products for his customers. Mr. Hu, a director of Xinxin Electronic
Factory,is receiving him and introducing to him the new products of the factory.

Directions: Practice acting out a conversation with your partner,and the following useful

expressions are provided in the box for your reference.

Your development of...products has been remarkable.
Our research has had good results.

It’s still experimental.
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We have to solve the problem of...

What products you're interested in?

Sample 1 (about research) .

A

sE2

g

L S S

Good morning. I'm Brian from ABC Trading Co. Ltd. We import electronics and
transistors.

Please have a look at our samples.

Your development of electronic products has been remarkable.

Yes,our research has had good results.

Do you produce digital recorders?

Yes.

What’s that? Is it television set?

No. That’s television phone. It’s still experimental.

What’s the problem?

We have to solve the problem of using ultrahigh frequency waves at around one
thousand hertz.

I see.

: I've forgotten to ask you what products you're interested in.

I think I've already seen some items. We'd like to order although I'd still like to study
them a bit further.

OK,go ahead.

I'll probably be able to let you know tomorrow.

T'll be expecting you tomorrow morning,say,at ten.

Tomorrow at ten, perfect.

(D

How can we be sure...are of superior quality?
...our quality inspection system is the best of its kind.
...each unit will always be up to standard.

We have trained analysts to do a quality analysis at the end of each process...

We provide quality analysis training... )

—/

Sample 2 Cabout quality) .

A
B:

How can we be sure your products are of superior quality,as you promised?
One of the reasons for our good quality products is that our quality inspection system is

the best of its kind.
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A: But a quality inspection system does not mean that each unit will always be up to standard.

B: We have trained analysts to do a quality analysis at the end of each process when we
make the product.

A: Your salesman also told me that each worker is trained to do quality analysis. Can you
tell me a little about that?

B: Certainly. We provide quality analysis training as part of the training for all new

workers, plus a week of further training every year.

A: T see.
| Notes |

experimental S ¥69, LI

The technique is still at the experimental stage. iIX M 4% K E 4 T E£ WM,

superior _EJFag, A 6d

His opinion is that the intellect of modern man isn’t superior. #L449 & %% : LARAN % HF R 542,
quality inspection system it &4

be up to A 3|

I feel a bit out of form today;I'm afraid my tennis won’t be up to your standard. & 4~ X #&
BRI, Bl &0 P EROK R A R B AR 69 AR .

quality analysis Ji & 5 #

Work in pairs and make a dialogue according to the following situations,

Situation 1. Multiple Speed Racing Bicycle is a new product of your company. Your
company wants to open up a new market abroad for them. As the business manager from
the export department,you are now trying to push the sale with Mr. Miller,a representative

from an Australian Firm.

Situation 2: Mr. Miller is obviously interested in your new product, but he hesitates
considering your continuous production,supply of spare parts and your delivery dates. You

have to dispel his misgivings.
Part Three Improving yourself

Cultural Zoom-in

Marketing Research
Marketing research is the systematic design,collection,interpretation and reporting !

i of information to help marketers solve specific marketing problems or take advantage of !
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. marketing opportunities. There are five steps of the marketing research process:

Locating and Lo . Interpreting Reporting
.G Designing Collecting
defining issues —» N |—»| research | —»| research
research project data . .
or problems findings findings

3 Questionnaire is often used in marketing research process. Questionnaire introduction
- should: '
| ¢ Allow interviewers to introduce themselves by name.

* State the name of the research company.

e Indicate this is a marketing research project.

* Explain there will be no sales involved. '

e Note the general topic of discussion (if this is a problem in a“blind” study, a

statement such as “consumer opinion” is acceptable). :

» State the likely duration of the interview.

e Assure the anonymity of the respondent and confidentiality of all answers.

e Reassure the respondent with a statement such as“there are no right or wrong

answers, so please give thoughtful and honest answer to each question”.

X XF 5 7 1 2R LI E RS AR

1. So it is. MWL,

TA AT X 7 B UL S 3 A] LR Sk

You said it. £E¥A X .

Yes,I quite agree with you. 2/, F R ZEMWEIL.

I also think so. X A4,

That’s just what I was going to say. J IF & FRAB VLY .

You're quite right. B2 %17,

2. Oh,no,I don’t think so. AN, A X 448,

P 2% 7 5556 07 A AN [ DL 38 W DL

No,I don’t agree with you. I A A & K & L,

That’s where we differ. IS IEZFRATA 43 HL T .

I can’t say I agree with you. ZLAFAFER] =,

I don’t think you are right there. FIN N TEAL— A L EARXT

3. “What about...” R/ MER X & W,

What about the price? Xf##& G il & 2

What do you think of the payment terms? #XF 1 & H M B E?

How do you feel the quality of our products? #4817 MM HE/E ARE?
“What about...”# 0] ok ik B C M9 &8 51 H — 4 M R 38 1965 8
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What about having a look at samples first? J6F —F I
What about placing a trial order? {a] A 4ikiT 42

Think and Talk
You want to open a shop on line with high school students as target customers and you are
considering about what kind of goods to sell. Design a questionnaire, distribute it to your

classmates and do a primary market research.
Part Four Do it yourself

Background: You sell fat-reducing tea on behalf of China Health Products Imp. & Exp.
Corp. Your tea is very popular among girls in China, because it is effective in keeping slim
and slender. Now some business persons from European countries have heard about your
product and want to cooperate with your company to develop the similar products to adapt
to the market in their countries.

Suggestions .

Step 1
Preparation and presentation: Organize a small group with 3 — 5 students in your
class. One of the group acts as the manufacturer. Other groups act as the foreign buyers
and agents, preparing questions they would like to know about the product mentioned
above. The manufacturer group prepares a presentation to introduce their products and
analyze the potential market. The buyer groups should give a presentation on the

. situation of their target market and the expectation of their target customers.

Step 2
Discussion and negotiation: The buyer groups and the manufacturer group discuss
the feasibility of their cooperation and then conclude on the following points: .
(D Whether the products can adapt to the target markets; @ Need the products be
altered for the target markets; @ Which aspects of the products should be altered or
improved; @ Are the facilities as well as the staff of the factory adequate for the new

i business.

Step 3
Commenting and evaluating: The manufacturer group decides the buyer group that
they would like to cooperate with and gives reasons in terms of the performance of each
buyer group. The buyer groups also give comments on the performance of the

i manufacturer group.
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Useful Expressions

/ The Buyer \ / The Manufacturer \

But we do want to make one thing I think it will also find a good market
clear. in your country.

How can we be sure that your pro- - What about placing a trial order?
ducts_are of superior quality as you Good quality and a reasonable
promised? _ price will make our products very
But I am not sure whether they are competitive.

to the taste of our people. Well,if your country is really a pote-
OK,I hope everything will go smo- ntial market for our products,we can
othly as we have expected. @ke some change at your request.

Part Five Self-practice

1. Match the expressions with the definitions.

(1) particular A. high standard,excellent
(2) sacrifice B. to refuse to accept

(3) salable

(4) explanation

careful to choose

o

an item or a detail of information or news
(5) quality to sell or give away at a loss

(6) selective suitable for sale;marketable

© 3 A0

(7) reject the act of explaining
2. Translate the following sentences into English using the words or phrases given in
brackets.

(D) FATRAREGE S 502 Z O UETRAT Y & BT N — 25 . FRATA 28 1 Witk il e A% o S
B, (to make sure that our quality is much better,sacrifice for)

(2) HAVMAEEARR AR IIEW B, DA E . RATSHE— )R B EH RS 5.
(inspection certificate,do another inspection)

(3) A B —YI WA 47 . (go smoothly)

(4) Feox 3T 37 S 0 45 VR AR AT DA AR AT A 22 5 3l 0l 2 FRATT I 45 3K 5 oK . (the market
reactions, to meet our special need)

(5) U FRATAEAE Bt 6 I35 3l . FAT T A LE A A W87 (to get a foot in)

3. Discuss the following talking points.
Which of the following components of a business relation do you think are the most
important for successful cooperation? Please explain your reasons. Besides those listed

below,can you add other components you believe are important?
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sincerity (EL )

good project

equal partners
cross-cultural knowledge

favorable conditions

mutual benefit(H F)
huge financial resources
good negotiation skills
close relationship

stable social and political environment




