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A 5287 Part | FhRSLSFUnit 1 A = 4B P =1 Organize a client
meeting3 & P =14 Meet with customers5 W18 T 1E Talk about jobb 27T A Z K &R
Establish business relations7Unit 2 MR %F] 2% Arrangements for the
negotiation10 #+I5L % Example of the negotiation13 1%¥451& Conclusion of
negotiation15Unit 3 &EIF 1] FEAE Sign a contract20 EE X Check term?20

W HEREERE Explanation22 181BJ4R715 Ask for details23Unit 4 1414 (I FEE 1

Payment term26 #TH1 Discount27 &34/l Reasonable prices28 #T&
Compromise29Unit 5 ITIAZ BT [EIZE7 G744 Introduction of product of the same
sort33 FRIEZFITI Place an order with condition34 f32 Lets call it a deal35
HIJBLTT 88 Reduce order by half37Unit 6 XF3=H] £RK2 5 The marine insurance
policy4] 12 HZME Lodge a claim42 255X Provision of arbitration44Unit 7

B2 5% P8 Greet the clients47 B EFRNE™ @ Introduce product47

EXA LS Contract the customer48 155 A 1T 2 Place the order50 ZX 82 =7 5]
Change of appointment51 R EBIFET Abrupt ayprpoigtmentwu nit 8 B2 5 (=]
%ﬁ%ﬁ%)ﬁ Meet and invite foreign guestsos ZWILZE % [8] Visit the factorys7
RS Products competitive edge58 FIEFATRF Banquetb9 WLEIR AR Go
sightseeing60 B 1% FPEVIRE BT 8] Lets have a break61 ix% Say goodbye62Unit 9

A2 AR BOMMFTHEZ The importance of the export research65 JEIFARE
Research content66 1E 5 & Language differences67 B aaIEZE Product adaptation69
T f x5 ERIS 1Y Get to know the culture of the countries in which you do business70
FrEEIN IR Very much to the taste of foreign market71 @& &8 Business
contract72 ABERIMALAS Meet the extra cost73 &1F4/l= Business opportunities74Unit
10 EE N &I HINFFE The agreement is to be fully prepared78 ThEdE A
Discuss the mode of payment79 %ME%HW@S{ Draft and sign the agreement80

B 41> LUARL 1711 Reduce price and conclude a deal81Unit 11 #2515

K ARRAMEL Y Essential changes will take place85 & IFE S B Information about
environment of investment86 ¥ #3153 Investment environment87 AR 5 & &
SinoAmerican trade relation88 t5745¥%= 18 World recession90Unit 12 JMNE 1% 28

R %18 Raise the capital93 B & Bl Establish a joint venture94 7£#Ei2 Y Some
legal adviced5 FHEH Look for business opportunities96 #& % >4# Interest in making
investment96 BT KA 55K & Establish longterm business relations97Unit 13
HNERIBER B AR N Non discrimination principle100 EFr 22 54548 The legal



aspects of international business102Unit 14 B AR #ARZ%14 The conditions for
the tender108 #4% Submission of Tender109 #847iE1 Tender noticel 11 RFIAZK
Special requirementl112Unit 15 B£E 1148 1178 5 F1& Price and quality117 #740
Discount118 H4t Offer120 i E51T A trial order121 EHTEVIRMN B A renewed price
list123 JEEEAN & Adjust the pricel24 AEBIHI11H& A fair market price126Unit 16
RAIE MHEE 7 Price negotiation131 {22455k Amend a clausel33 A =5
Contact135Unit 17 B35 Kk & #2171 74 5 X A Establish business relationship139
#2755k £ Enter into business relations141 /= maf 48 Make a product
presentation143 4= =AY K 5 Conclude and expand business144Unit 18
B11E[E &R LE Terminate a contract149 #2287 Work the problems out150
REZr]EN Quality issues151Unit 19 B 5 KAnEE22 Tariff barrier155 FxAnBE 22
Nontariff barrier156 t# 22 ak 53E WTO membershipl157Unit 20 1MV S8 3 Z(d 1
Assessment of investment162 #25 Xf& Risk of investment165 ¥ #5 tEI Proportion in
investment166 & #H A& I& Process of investment168Unit 21 22 Z A 1T 2R
Processing and assembling trade173 #M= 515 Compensation tradel /5 HE K5
Consignment tradel77 553825 Barter tradel79Unit 22 65X & 1F & 17F Outlet
forinvestment185 32 A 5|3 Technology import189 &5 %+ Term and condition
on joint venture 191Unit 23 B3¥)%=1z Z=izBY[8] Time of shipment196 FEAf7F]
Discussion about shipment197 AL EAFR Loading period198 2= 0] Problems about
shipment200 &Iz H 55 Unload201 2255 Make delivery202 5544555 Damage203Unit 24
BIAn A AT Register a trademark206 Eﬂﬂ%% Registration procedures207
BIRALiE Transfer the trademark210 BIARER Problem of the trademarks image211
T AT Details of registration213Unit 25 fIEARSS £2£9C1E Renew agent217
AR Details about agents219 £ LI E Refuse an agent220 ﬁﬁéﬁ]\ﬁcﬂ Discussion
with the agent222 $8£6] Problems about selling amount224Unit 26 Z & E A
THIERIE Apply for a patent227 B15H2/F Applying procedures228 =A%t Transfer
patents230 M9E & A Purchase patents232Unit 27 Xk Bi2 2%, Disputes on
quality237 #2375 5 Ways for resolving disputes239 FREMHELHIE Arbitration in
China240 F¥&(h#E; Resort to arbitration241 & HIE Arbitration system243 &8 &5
Part || B mmikxUnit 1 i aei 5 1050177 Inspection problems250 7 fa/t& Product
quality252 B )7 Discussion about inspection254 E#FZF Inspection
procedures256 2 IIERA Certificate257 150 HLE Regulations about inspection259
I E I Negotiation about inspection262 #2% = B 1A Confirmation of inspection
263 #3051 Discrepancy about inspection 264Unit 2 /8x 18X 1BxF4£LFormalities
in customs clearance269 i@k i EINegotiation on customs clearance 272 1378k Going
through the customs 273 /&% [n18 Questioning at the customs 274Unit 3 /8 xHE
BRME Inspections at the customs278 N At#)an Something dutiable 280
PRI B Your passport will expire 281 3717080 Market share 282 1 BEf#RE
Explanation 283 X% AR Persuasion 285Unit 4 iS5 FRIEZSIE Apply for a

visa289 FiE sk Conditions of applying for a visa 290 HTALZZIEA new type of visa 293
FUEF 4L Visa formalities 294Unit 5 Bxﬁ?ﬂqy FEFRBIU Y E X The significance of
international taxation300 #t55& 12 Tax registration 303 #7552 Tax inspection304
N APFSHE Individual income tax 306Unit 6 /030 E15 EI2ERVEE M The importance
of packaging311 Bl2Eim1x P@_Ckagg and delivery313 #5213 Inspection of
packaging3IoUnit 7 HIZNIE AI5 &8 Inquiry of entry322 /&8 & 18 Residency324
351038 Tnquiry of departure326 5 =8B Part Il JMNAEHUNit 1 W _E3Z5 FBERH7E
Reduce the price333 I ET Supply from stock334 IEFTHT Discount335 7= a7 44
Could you tell me something about them337Unit 2 =@ 148N Function
introduction342 253K Business Promotion343 155418 Business Consultation345
=B Product Demonstration346Unit 3 BB 55 IW_EY) How to buy things
online350 El&dkdak Challenges to Ecommerce352 JEBHAT= Outlook for
Ecommerce353Unit4 20 & 180 fE{iL Something about the booth358

Z N Attend trade shows359 E & 1572 Installation361 7 da/ M43 Commodi% \
introduction362Unit 5 T &E5 #¥&) & Advertisement in a magazine366 B &



Advertisement on TV367 i&#A28 4 The right media mix369 |~ &5 Effect of
advertisement370Unit 6 T371EHT M _EHIB9F % Advantages and disadvantages of
onlineshopping374 fi&1E& Quality research375 &/518Z Aftersale services377
178 Market research378 S IUEE7) Part IV A fafRFeUnit 1 B 5 == E =B B
Reasons for making a claim382 & tHZiE Make a claim383 ZE15¢#1 Discussion about
claims384 BEZRE Agree with the claims386 1B %7 Return of goods387Unit 2
EWPIREG FuAH Insurance types390 ¥4k To insure391 bkl Coverage392 (R 2y
Dispute over insurance393 @53 f Pilferage insurance396Unit 3 @l R

i ERE XTI Talks about financial insurance399 BfR=E & Business about financial
insurance400 KAV Choose a type of insurance401 BE{RZEAY Business insurance
types402 (R ZEE Premium rates403 S5 &F 5y Part V Jh ALY Unit 1 X E
N11771042 Meet at the airport408 #).% DL EIZEHS First contact and greeting410 0%~
Receive the customer411 7L EIEAVES_E On the road to the hotel412 10 AI A
Inquire and Confirm413 /A& % # Considerate arrangements415 1%17 See off416 &5/
Say goodbye418Unit 2 /5 N £ 1T 55 8] Reservation422 HUEFNIT Cancel a
reservation424 1278 Registration425 & AN1E Show a guest to the room427
PHEARSS Morning call service428 &S ARSS Room service429 77 fzs5 Laundry
service431 %1 Complaint432 1855 Check out434Unit 3 B4 /14857 5
Introduce the new boss437 /14A[FIE Introduce a colleague438 B/ 44
Selfintroduction440 M8 E A0 A Selfintroduction and Introduce the guests to
others /14844 52 T Introduce the guest to the personnel442 /M489 Introduce foreign
counterparts443 M 48A 5] Introduce the company445Unit 4 B 215 #I5
Invitation449 1T Book Seats451 ZHFLEE Seat the Guest453 s23(1) Order dishes455
£33%(2) Take orders458 32 Serve dishes459 A& At dinner461Unit 5 FBEIZ
ZIIL Visit a factory466 YIDZSN Welcome to our factory467 H¢iZ30 Show
around468 T f##/dn A good idea of product range4 70 ZWIERE Visit a
showroom473 ZW/A 5] Visit a comﬁa ny476 FE L Sightseeing4 77

MF B SR BT NVisit great wonder of the world479Unit 6 FiZ9% 7 L=
Appointment484 ByEERB1E | look forward to your call486 111 29% Set up a meeting488
ZHL = Arrangement489 L E£J% Change a meeting490 “N8EENE Unable to keep
appointment49l$%)ﬁﬂaﬂ Reschedule the appointment493
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