i Useful Terms and Sentences i3 X%

Ve, WE— ELAE

vague BEAN Y

restrained #¥iEey, A
arrogant BIZ 89
conservative PR

standoffish ARy, RAAFH
win-win S 0

cost-effective

&3y

time-consuming

ARG, U HEFAN

assertively TRBF ML, B E M
opponent x+F
middleman WA
consensus 3R
commitment R

hierarchy SR B
etiquette AL

hassle (A ) ik
convention e, T4
punctuality FEF

hospitality HAFIFE
workaholics IAFIE
bargaining / haggling R iy
Afrikaners BaFaA

red tape BB
collective decision-making BRI R
thorough preparation o
straightforward approach ey Ty ik
direct confrontation AR
non-verbal expression E| Sy &




business lunch

THFE, BLR

prearranged agenda Tk 0 2 HE
ambiguous response AR P T B A
mutual trust A EAFAE
stubborn temper Bpga,

rock bottom price AR
bottom line JA R
material success Hh
aggressive tactics b5 @ e S
superiority complex AR R
legal consciousness EAEEIR
time efficiency B ) s &

package deal — BTG, BRI
social class ALY &

boom economy RG22

dress codes FEHE

target company B AR 5]

as a prelude to AEA e by AT A

show one’s hand L

knock down R

attach importance to AR

beat about the bush

FamE, BEKRA

make a bid

FAT

confer with

WE, K#ERL

leave room for

7B SR WA Hh

get to the point

AR T St

Ve, m= wAER

ES TP 92ER7 TR CTE=V

1. Business is business.

AEAT




2. Time is money.
IS Tl A2

3. If you can guarantee that on paper, I think we can discuss this further.
A RARATRE M T ORE,  FRABFRATT AT DA PR 250

4. If you think you have a better idea, shoot.
IMPAREAFIEH LB ER, WREEHE!

5. Our quality is far beyond comparison.
FATH o B2 TG S .

6. I’m confident in saying that we are the most suitable for your needs.
WHAL AT AT R RIE G ST A

7. Come on, give me a break on this.
HRAE, Rt LE KA IE .

8. Hey, don’t try to rip me off. I know what this is worth.
RS FIRBT!

9. Let’s compromise.
AL R F IR — e,

10. We have another plan.
ATBEA — itk

Pt A H AR A A K

1. I suggest that we take a break.
LEBWRE—T

2. We need a break.
TATHEEZE— T

3. Let’s recess and return in an hour.
WEAIR S, — ANk gk 4L

4. May I suggest that we continue tomorrow?
POV R Rk SE, By ?

5. We can postpone our meeting until tomorrow.
FATT LAE 2 BSEIR 2B K .

6. We can work out the details next time.

FRATTAT BLT U R AR D01 1]

(I PNGCER L (I Ea

1. As long as you honor my terms, we do business.
AR A oA, FAT T A A =
2. If T find out you screwed me over, then I find another supplier.
— EUR AR I, Fx SRR
3. If you break faith and try to take advantage, I’1l find someone else to work with.




FRE AR SR, BRI A

. We’d need a guarantee of future business, not just a promise.
AT 75 (2 4 R 55 B DRALE T AR A

. We’d be willing to sign a commitment.

BB KT

[EDA(EESESEPNE AN TR Eay

. Is this negotiable?

A R R ) AR L2

. ’m sure there is still some room for negotiation.
W E A T ERRM

. Your price is far beyond our expectations.
PRATTO M S i T A T =k

. I’'m sorry to say we can’t close business at that price.
FARA, LXFERIO M AT IR AL

. It’s still too modest.

FEMRATI R AR/ T o

. But quality is not everything.

B3, BEAAER DI

WAL 7 N H A A) 20

. If you can give us a little discount, we can start up a long-term relationship.

WARARAE PSR LT, FATAT BLA R — M RKBIEER R

. If you can guarantee continuing quality, we can sign a commitment for 75,000 pieces a
year, for five years.

INRARBECRIE BT R IR EVE, ISFATAT AREAT —10 5 F &, B4 75 000 1.

. If we are happy with your quality, we might increase our purchase to 100,000 a year, for
a two-year period.

IR A TDARAT R, AT BT — A I EERI & [F, JF BRI E
BEERINE] 10 T3 .

. We can’t sign any commitment for ten years. But if your production quality is good after
the first year, we could extend the contract and increase our yearly purchase.

FATASAT B — AR AR L) o AH A0 RARA AR S — 48 BT ™ il B i R, T
LA FESE K S FIR, JF i BRI Bz .




