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make business negotiation BATH Sk F)
face-to-face negotiation vy A4y 3% F)
negotiation by telephone W, 753K F
negotiation by E-mail w, WR % |

take a cut on the price iy

hammer something out E

establish business relations EI L E%KF
come to terms xR

peg to ATAE

sales volume HE

reach some middle ground Frpikd
pick up the tab &ie e 7
printing industry R ARIA

offer prices R
concession k¥

make a concession to sb. ] EAARE LY
stock materials e 7
frustration P34

expand products Y6 Jfe Ak 5~
catalogue A%
quotation R

in compliance with 4R

achieve a win-win result A B

sole agency T FARFE
textiles department 2 B3R

household linens

%A TR A




beneficial collaboration

ZA B

business-volume sales KERL

distributor ZAER, 2R

beneficial relationship LRXA

illustrated catalogue Beh 4G A B &

raise the price A

make alternative arrangement 4k R

close the deal PR

on your part HARTE

come into effect e

be of service RAEIR S

delivery problems L% 7] £

mend the order 58 3T
Ve W= ERAR
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1. I really appreciate your time.
S I TR CH3RAT D!

2. Shall we get down to business?

PATIAE T LLIFAG 112

3. OK. Shall we go over what we’ve talked about today?
5 [ i — R A R AR B ) B A Py 2 2

4. I look forward to seeing you again.
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5. You could try to speak a little slower.

HER RS BRI E

6. I could not catch your question. Could you repeat it, please?
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REHE R — kg ?

7. All right. I will send the information on a piecemeal basis as we acquire it.

uf, BAGT Z )5 & LRI E 4R

8. Actually, my interest was directed more towards what particular markets you foresee for

our product.
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9. It will help me understand the point you are trying to make.
KB T RRITH E AL

10. Could you please explain the premises of your argument in more detail?
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1. Thank you for calling ABC trade corporation.
JRBRE . ABC 5 5 A F]
2. Frankly, we can’t agree with your proposal.
HEMYE, BRATTEFREERIRE.
3. Speaking of mode of payment, can you advise me of your general practice in this respect?
R FOT, REm YRR, ARMTIX D5 THE H B A
4. T’ll be looking forward to hearing from you.
PHAI R 5] 5
5. I’m calling to ask you some questions about payment.
AT HL AR ] — R A 2R A A il A
6. I’m sorry, I misunderstood you. Then I go along with you.
MR, XA, FRRMR 7o BFERE, FRIFEIRARIU A
7. We’ve been here for more than two hours on the phone and we’re no closer to a deal than
when we started.
AR TN/ T, H— SRR .
8. I’m afraid I can’t give you a definite reply on the phone now.
BRI f A LR IR — NI A R .
9. If you would like to set up an appointment during non exhibit hall hours, please call me.
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1. Thank your for your letter of the 16th of this month.
TRBHRAH 16 HEIRR

2. We have drawn up a draft agreement that is enclosed. Please examine the detailed terms
and conditions and let us know whether they meet with your approval.
DUREAS I BB OCRERS, E AR IR, HE .

3. We understand from our trade contacts that your company has reestablished itself and is
once again trading successfully in your region. We would like to extend our
congratulations and offer our very best wishes for your continued success.
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4. Since we last traded, our lines have changed beyond recognition. We’d like to enlarge

and look forward to hearing from you.
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. Thank you for your letter of 2 November. We are delighted to hear that you are pleased
with the refurbishment of your hotel.
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. I enclose an illustrated supplement to our catalog. It covers the latest designs which are
now available from stock.
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. We greatly appreciate your letter describing the assistance you received in solving your

air-conditioning problems.
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