i Useful Terms and Sentences ¥ %X#h %%

Ve, HE— BUARE

agenda WAL

main points 8

go through JEAT, Wt

let’s cut to the chase L HRATE ] HAAE
get to it HEFEEMA

go over the process and schedule
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how about £ Freeeees EuKE
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be clear about... Seeee SR IEHE
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get through to sb HatA (493%)
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bring our business relationship/partnership onto another level
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it could have been much better KT A & 4F
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start over again F 345




at this historic moment
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long-term friendly business relationship KPP AIF AT X
looking forward to doing... Hwgyee-ee-
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1. Let’s go through the agenda, shall we?
EFRATR — T R, 42
2. Let’s talk about the main points first, shall we?
AT 18— T E AL, 4?2
3. Okay, let’s cut to the chase, start talking about prices, terms of payment.
GFI, ARFRATETTEN, TR BN 3o 77 20 .
4. All right, sure. We’ll get to it! But, before that, let’s go over the process and schedule
first, so as to make it more efficient.
G, JREAE . FATEF FBE ! (HRE, EHANTFBZAT, A7 i RiRA A R,
EFRAT AT 4Rk A — TR AR A B
5. Let’s talk about what we’re going to do today first, shall we?
Sl BAT 18— T A TS R A BGEIE, L ?
6. Let’s start with...
AEFRATEA -+ TFARIE !
7. Shall we...?
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8. What do you say we... ?
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9. How about... we...




10. Get to the point.
.

11. Don’t beat around the bush.
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1. I hope we both are satisfied with the result of the discussion on technical issues.
Ay EPATXTT HREERHA [ B 18 1) 45 SR

2. Do I make myself clear?
HHCUIEE /2

3. Is that clear?
THRE e

4. As long as we’re clear about that...
HERATRETE FEHA R EF oo

5. Have I made myself clear?
HHCOUIERE 7 ?

6. Understood? Is that understood?
77 ATLARR AR ?

7. Do you understand what I’m saying?
A/ B g PR ILAE 3 1) 2

8. Am I getting through to you?
PRATE B e 2

9. Are you with me?
PRI B T2

10. Do you see what [ mean?
R e R T g ?

11. Do you get it?
PRI 1 T 12

12. Don’t you get it?
PRI T B e 2
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1. We’ve been working closely together very happily for the past a few years. I hope there’s
no exception for this time. I hope this will continue.
PAEL LR VEEFEARR RS, AR W2, Rk E 1k,
2. We’ve been business partners for quite some time. I hope this time we could bring our

business relationship/partnership onto another level.
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3. Well, in the past, we had some good time doing business together. However, it could have
been much better. Well, let bygones be bygones. Let’s start over again at this historic moment.
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4. This is our first time doing business together. Hopefully, it could become a good start
of our long-term friendly business relationship. We’re all very much looking forward
to it. I believe we will have a wonderful time doing business together through our
joint efforts.
KRBATE R —EEME. TR R PA AT AR — N7 I i . AT
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5. T hope to conclude some business with you.
WA B SR A FELA KR,

6. We also hope to expand our business with you.
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1. At what time can we work out a deal?
P Al i R A=

2. I know I can count on you.
FFE AT IARE R

3. We are here to solve problems.
FRAT I SRAAE T I LR

4. We’ll come out from this meeting as winners.
IR R G RA L — DRk o

5. T hope this meeting is productive.
WA B — I B A BRI 2R

6. I need more information.
RBHELLZHER.

7. Not in the long run.
WA BT FAN S XA

8. Let me explain to you why.
EIRG IR — MR — TR

9. That’s the basic problem.
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10. Let’s compromise.
1EFRATH IR — D
11. It depends on what you want.
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I would like to present our comments in the following order.
Ay B REAK I LU T PP S H AT TR ik

First of all, I will outline the characteristics of our product.
T S TN T % 0 B AT T o A

Are you negotiable?

A R B AR ?

I’m sure there is some room for negotiation.

WH A BRI

We have another plan.

HATEH — AR

Let’s negotiate the price.
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We could add it to the agenda.

AT LLAEE WAL .

Could I have your latest catalogues or something that tells me about your company?

A DAZE B 25 24 R Sl (T i A% H SRR B — AT R BRI ?

It’s been a pleasure to do business with you.
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