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get off the ground Bt it
huge capital outlay E XM AL
appraisal P, AEN
untapped market potential AIFR T %A
distribution capabilities SARRE T

quality inspection REEE

in our ballpark EHEZWEEA
full technical and marketing support T BRI B4 L
keen competition 34 2l

efficient service 30 RS
feature-rich Hak %A

give training to Xfeeeees BATEI
after-sales service & 5 IR %

suppliers in South Korea and Japan A B Ao B AR R
be assured of AE

free repair %% et
preparing stage of a business negotiation EAEEH B
starting stage of a business negotiation WA T ey B
middle stage of a business negotiation EF B
conclusion stage of a business negotiation AR
summary stage of a business negotiation KA BN
technology transfer agreement FAR AP
sign an agreement 22

medical products business E T = n k5

profit margin
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1. Your products are very good. But I am a little worried about the prices you are asking.
PRATTRY P b AR L o (B, 5107 PR A AN R
2. You think we are asking for more?
BTN IRTT E A K ?
3. What if we place orders for twelve months, with a guarantee?
WMRFTTE 12 N F T, A ORIED?
4. Discount would slash our profit margin.
I e K H 5 A =
5. We suggest a compromise.
AT LA — T
6. I hope this meeting is productive.
P IR — IR E A R 2R
7. I hope we can find some common ground on this.
A B IAT T R AT AR B — 3
8. It’s hard to reach some middle ground.
551715 B BB W A
9. Let me run through this again: the first shipment for 1,500 units, to be delivered in 27
days.
FATFIN T, SB—HEME 1500 1, i 27 RAKTBE.
10. We couldn’t handle much larger shipments.
FANEH WA K.
11. Before signing I want to read it again.
B R AL .
12. Let’s iron out the remaining details. When do you want us to take delivery?
AR — TR TR RS, SR BRI Kb ?
13. We’d like you to execute the first order by the 31st.
R FEBRIAE 31 SHIBATE T 5.




