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Showing Around (Il) At the Showroom, Commodities Fair or Exhibition

Part | Leading-in Questions

Part |l Drills & Expressions

Part Il

Typical Dialogues

Roles Simulation
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Part | Leading-in Questions

Why should some people say that show room is the “face” of a company?

Some people believe that showroom is the “face” of a company since a
showroom shows the company and its products to the customers. The main functions
of showrooms are to display the new products of our companies, to show the
customers how the products work and function well, or to give detailed information

about our products and our companies.
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Part | Leading-in Questions

Q2 Is there any other functions of a show room in addition to showing our
company and products to our customers?

There are other functions of a showroom. For example, many transactions are

negotiated and concluded in the showrooms of our foreign trade companies.
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Part | Leading-in Questions

What are the other places than showrooms where our companies can show

the companies and their products?

In addition to show rooms, commodity fairs and exhibitions are places where we
can display our products and meet potential buyers of our products. There are various

kinds of fairs and exhibitions that we can show our companies and products.
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Part | Leading-in Questions

Q4 What are the other places than showrooms where our companies can show
the companies and their products?

The clients usually go to have a close look at the samples, collect the catalogues
of our products.

We need to talk with the clients, introducing the functions and features of the
items the clients are interested in, answering questions raised by the clients, handling
the clients’ demand for free samples, arranging the delivery of catalogues and/or
samples to the clients, introducing other products of our companies that may interest
the clients. Sometimes we negotiate with the clients about the terms and conditions

of a deal, and at the right time we may propose to conclude the deal.
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Drills & Expressions

Good morning. May | help you?

This is my name card and this is a letter of introduction from GFTD as well as an invitation to the Fair.
Thank you, Sirs.

This is Mr. Pan from GFTD.

Yes, your names are on my list. Let me give you these ribbons. Wear them and they will get you into
the exhibit halls.

(Mr. Pan, inside the hall) Guangzhou Fair has been held twice a year ever since it came into existence
in 1957. Thousands of visitors come here every year from all over the world. Businessmen should like
to get together here and have a good time.

You call them visitors, but they are also sellers and buyers.

C: Yes, you can sit down with the seller in his booth and buy something you like. And you can meet
suppliers from all over China to discuss trading issues.
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=lad | Drills & Expressions
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Drills & Expressions

Where can | see your complete line?

We have a showroom in this city.

I’m hoping to get to your showroom. And I'd like to have a close look at your products.
Drop by anytime. But do you know where it is?

No, | don’t.

I’ll have the office send you a map. When might you go?

| was thinking about next Tuesday.

I’ll meet you there. Shall we say about eleven o’clock?

> @ >»®® 2@ >0 P2

OK ! No problem.
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=lad | Drills & Expressions
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Drills & Expressions

Good morning. Welcome to our showroom. Is there anything | can do for you?
Thank you. | think I'd like to just look around.

Is this your first visit to our showroom?

Yes, itis. I’'m glad to be here.

Can | show you around?

That would be nice of you.

This is our latest product.

When is it going to be on the market?

It will be out next month.

Very nice. Well, by the way, where are your smaller computers?
Over there, just near the back.

Thanks. | see them now.

Be sure to call me anytime if you need anything.

| will.

® >0 P>0>ro2

Drill 3
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=lad | Drills & Expressions

Notes:
“Can | show you around?” HIiEZE AT OB, R"RIEKXKFACE. ERELLE “ May |

show you around?” ABAIER. MR BEEAFEEMIFEN S, ZH “Can | show you to ..?" ;

Drill 3

“beout” 5 “mIIETL, HEL” ; “back’ XBE “BmE; FE .

JE I T k2 ik At ® e e ©®




=lad | Drills & Expressions
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Drills & Expressions

How is the product selling?

It’s selling well.

What are the selling points of your product?

Compared with competing products, ours is smaller and lighter.

I’d like to take these catalogs with me. And | want these price lists as well. May I?

Sure. Go right ahead. Please take whatever you like.

Well, may | have this sample free of charge? You know, we won’t order until we see the sample.

I’m sorry we can’t give you this one as a sample now since it will be showed here for another few days.
Shall | send you a sample later if you leave me your address and number?

B: Sure. Thank you.

>E2P22 222

KiEH T K54 mAit



=lad | Drills & Expressions

K& T K5 kit ©)




Drills & Expressions

Good morning, Miss. What particular kind of products are you interested in?
I’m interested in the hairdryers you’re showing.

Well, we have a full range of items in this line.

I’m not sure how this works.

Would you like me to demonstrate it for you?

Can you?

I’d be glad to help. Look at me please. See, that’s it.

Thank you. But | still wonder if you can give me more information about this product you're showing?

> @ 2 ® 2% 20 2

Sure. No problem at all. I'll go and get a catalogue for you. See, this is our latest catalogue. Would you
like a packet of our promotional literature?

B: Yes, | think that would be useful. Thank you for your help.

A: You are welcome. _
Drill 5

KEE T K5 H Rt ®» & &




=lad | Drills & Expressions

Notes:
F—aIt ALK “ What would you like to see most?” ¢ “ Anything particular you’re interested

in?”;  “fullrange of” XEZE “BMIFHN” E. RIXHIEXHIFTRIEZLAE “ large assortment of”

“ good assortment of” . “large variety of” &F3&; “work” XEBi5 “%AKEINEE, B1E, BE" <
=, FTAARAIEHR how this works AILAIERE AN “XPMHEAEA ; “that’s it” XTRIEEOIE
PHIUNZRBESH—aEE, EREUT P “FiXHE” “MIXAEBE” F;  “literature” X

BR “ (XTE - —-FZRIEHER) Xk, EIRIGE” 2&E. & “ promotional literature” 3§ “I€3H. &

FerR
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=lad | Drills & Expressions
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Drills & Expressions

We hope you enjoyed the visit to the showroom.

Yes, the exhibits are quite spectacular. It helped me out a lot.

Would you be kind enough to sign our visitors’book?

I’d be happy to.

Moreover, we’re having a special showing next week in our showroom. Would you like to come ?
What do you mean by special?

It will be by special invitation only.

@ > @ » ® > 2 2

In that case, please make sure | get an invitation.

Drill 6
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Drills & Expressions

English for Chinese Typical Business Expressions

. BERARRNT@E (Bam) o / HIFLRT—F#H/~m. / FMNEAEXRDHEEIM~m. / X
ERRNNEZ~m. XEXRNEHMURN, SRNBITRITH. /RN~ mAERANREE
MREELTEN. / SIEHRI1FLR TERFREAK,
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Drills & Expressions

English for Chinese Typical Business Expressions

. RERBENFmAR, XEFRLIE TRIMNKBA~m. / RSB ~mERFREN. /
BMNBRXBMMETF. / RNBEREXRTXMH~mAEAS ? / FREXIM~mNER? / &~
mfEEERTE.
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Drills & Expressions

English for Chinese Typical Business Expressions

3. BEILFEBEEFERTMABRN? / #BEH—HMNMEEE? / EEXDEmERANIEEEFHED? /
BB TXMMBELE? / A FRwEXREmERFHEARARB? / BHZRAERE
5? / WgeEMHERSELETIT—1, BXENSEBRAXER. / RIIESRBETIEML
FE B SEAERE ?
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Drills & Expressions

English for Chinese Typical Business Expressions

4. XMETEMER. / RV, FNTEEEER, PIERATET/N. / EARAEE 5
EnER, KBAQAFRNEHMEEEZWEN. / FEEIINE, RINEEWHEREN, XWE
RATBHWHME. / BNSEREERE.
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Drills & Expressions

English for Chinese Typical Business Expressions

5. HMILERXZEES SiE. / HTEEBAXNN~mRERER. / HERXE, ZREFEEFRINS
MXEFRBRRm. / HMNABFREN~R/LFERATUEZINHIIZEEERER.
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Drills & Expressions

English for Chinese Typical Business Expressions

6. Wi—hEFELEHATH? / DC-200 REFXR~mPHEHRTFN. / XMW ~mKx
MES RS HE + R .
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Drills & Expressions

English for Chinese Typical Business Expressions

7. BN~ ATKRRK. / XHE@HIITRAIK. / IMW~RELLIBAEMST. / &
A, R~ mSFERRBE. / SFRIMNXX~mAEOERK. / RINNERAREXNEE
R KERRA K.
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Drills & Expressions

English for Chinese Typical Business Expressions

8. XMmB=MAEHE: BE. 48, 88. / XMT@EB=ZMAERT: K. H. . /
MRXENFZ AT T=UHIE(E, ABA—FR AT LUREIRART . / —FZAIRH AT LA E] R
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EladlIB Typical Dialogues

1. (Miss Xiao arranged a visit to Guangzhou Fair for Mr. Presley. It is the first time for Mr. Presley to visit such a big fair. He
hasn’t done any business with Chinese before. He is here to make business contacts and familiarize himself with the Fair.)

X: Mr. Presley, if you are free this afternoon, | intend to take you to the Chinese Import and Export Commodities Fair in
Guangzhou, if you like. There are various new industrial products on display. The Fair will give you some idea of
Chinese import and export industries.

P: That’s wonderful! Could you be more specific about the Guangzhou Fair?

X: Well, the Guangzhou Fair plays a very important role in China’s foreign trade. There are all ranges of items on display.
Visitors can see samples of what they are to buy. All the trading delegations represent the various Chinese
manufactures and foreign trade corporations. They do both import and export business here.

P: That’s interesting. | definitely want to visit the Fair.

X: Fine. How about starting at 2:30 this afternoon? And I'll come to your hotel to pick you up.

P: Good. I'll be expecting you at 2:30 pm.

(at the Guangzhou Fair)
X: You haven’t been to the Chinese Import and Export Commodities Fair in Guangzhou before, have you, Mr. Presley?

-9

No, never. This is my first visit to the Fair. Everything is new to me.

X: The Fair is a big gathering. Tens of thousands of foreign businessmen from more than 150 countries and regions are

here to trade with China.
K& I8 T K 5 Rt ® e e &




EladlIB Typical Dialogues

1. (Miss Xiao arranged a visit to Guangzhou Fair for Mr. Presley. It is the first time for Mr. Presley to visit such a big fair. He
hasn’t done any business with Chinese before. He is here to make business contacts and familiarize himself with the Fair.)

P: | hope to join this rank.

I’'m sure you will be part of this. There are exhibition halls in the Fair, where new products are on display.

P: Yes, when | entered the main hall, | saw many beautiful textiles and light industrial products on show. They were very
attractive.

X: That’s just one of them. There are many more.

P: That’s fine. I've heard so much about your achievements that | wanted to come and see them with my own eyes. But
my main purpose in coming here is to establish business relations with you.

I’ll be glad to do what | can for you.

P: Thank you. I’'m sure a mutually beneficial trade can be developed between us. Our house has wide connections with
many factories in my country and has been importing raw materials from abroad for them. Now I’'m thinking of
getting some from China.

X: We will be glad to cooperate with you. Maybe | can’t promise anything now but we’ll do our best to meet your

requirements.
P: Thank you. | hope we’ll have an opportunity to do business together.
1%
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EladlIB Typical Dialogues
A x

1. on display F&%, R':, EBxr. HHEIEEEIZFRIAZLAE on exhibition, on show F

o

2. allranges of F &+,
3. The Fairis a big gathering. AJLAERIEA ‘T RE-—1NEKS” .
4. join this rank HANX N T,

5. mutually beneficial trade & F|Y 82

gl

6. house XBi5/ F].
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=il Typical Dialogues

X: EinlRRE, m%h7iT¢ﬁ *HAXEBEERIE, BITHE
EREMEFN T mERY . XTXHEELEX P ERZH

P: KEFT! RN REER MR —T X7

X: FH. TRESAETENMINRSZTRIE-NEEEZNNAE. SEMEFNEREXERL. REMRALUL
EHIEN. AENARASREETESE BMIRAF . AR B O SE .

P: XKBBT. HEERESUXITER.

X: BEF. SRTF 2 f¥ B LH? RABRERRE.

P: 4! MRFHFR,
(£ XR)

X: EmARkE, BLURIEESMIE XSIE?

P: RE. RREERRXIL. MFHK, —VIEHZHE.

X: RR—TMEAMBES. KT LEAMNKE 150 STERMBXANNE, BREAREMHERTRS.

K& T K5t Ak O)

BEESN—ThEHREOFTR MNXGS. BB
OB R T fi#,

- (4
]
t




=il Typical Dialogues

P: FAEALAMARX—ITH.

X: HIEBALURARR—GH. XHERERET, firmiLIERT E/RKS.

P: =Y. WIAHEAKTE, HEZMFINETSEENGARMBET M. MBI RESIA.

X: MRAREFH—TRT, THEITZHME.

P 47! FUTBIFZ A XMRMNESAHMANES, RIEFRREE. BRRX/LNEZERZMERNELL SR

X: BT RERENS.

P: it HERMNZBNEFNRAZEBSILR. BNABRMERENTFSZI B& ZHEKR, EMNAINNE
st OIm#A s, IAEFRBNREZO—L,

X: BAVRFIEBRRESHRINEME. RFRIEANERERKETA, BERNSRIBEERNEK.

P: . /REERNAINE—EMEE.
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EladlIB Typical Dialogues

2. (Before negotiation, Mr. Simpson wants to see some samples. Miss Chen shows him into the showroom. They have a brief
talk about the canned food on display. )

C: Here is our sample room.

S: You certainly have a large collection of sample foods here.

C: Yes. We are exporting a wide range of food products to many countries. And demand is getting greater and greater.

S: Soitis. Though we haven’t done business with you, as you know your exports of foods to our country have considerably
increased during the last few years. It appears that Chinese foods are very attractive.

You said it. The quality of ours is as good as that of many other suppliers. By the way, which items are you interested in?
Canned foods are of special interest to me, particularly the canned fruit and meat. As your canned fruit is among the
most popular ones in our market, I’'m going to place an order in a day or two.

C: Good. How about our canned meat?

| think it will also find a good market in our country. Will you show me some samples?

C: Yes. This way, please. Our canned meat is in various weights. The largest one weights three and a half pounds net, and
the smallest is seven ounces net.

The small sizes are more saleable in our market than the large ones. | wonder if your canned meat tastes better.

You are welcome to have a try. Here it is. Ours is of prime quality.

Wow, it’s delicious. Mm ... I’'m not sure about the pesticide residues in your foods, though. I’'m sure you must have
given much thought to the matter. But you know, our governmental restrictions have been increasing, so we are not

Il dtoi t lluted ds. ,
allowed to import any polluted goods
k%78 T K 2 paik ® © e &
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EladlIB Typical Dialogues

2. (Before negotiation, Mr. Simpson wants to see some samples. Miss Chen shows him into the showroom. They have a brief
talk about the canned food on display. )

C: You can rest assured. Our foods are guaranteed to conform to the WHO standards.

S: Good. I'd like to order meat of this kind in seven-ounce tins if the price is competitive.

C: What about other canned goods, such as canned mushrooms and vegetables?

S: They are not as saleable as canned fruit, | suppose.

C: Mm, no, | really don’t think so. They are also among our major exports and have found a favorable reception in many
other countries.

S: Then, may | have a look at the samples first?

C: Certainly. Here you are.

S: Ah, very nice indeed. But | am not sure whether they are to the taste of our people. What would you say to my taking
some samples home before | make a decision?

C: That’s all right.

S: Thank you. Well, | have an appointment at 4:00, so | must leave. Shall we talk the details over tomorrow morning?

C: OK. See you tomorrow.

S: Goodbye.
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EladlIB Typical Dialogues
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a collection of 1%, —Kiit
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canned foods FEZE M

find a good market B#H
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governmental restrictions BFTE i
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=il Typical Dialogues

X2 mIE,

XN ERERNBRAE

=, ﬁﬁﬁmﬁmﬂﬁ Elzx, LAO#MEE, SEEI . MAFEKRKESERBEK.

g, REZERNRBMHIEE, BRHE, EEEN/LEE, RMNMEOKRENERIEMTRE. HEF
.E’]ﬁ"nnfﬁ%ﬂﬁ

C: =Y. BMNNREREMENEN—HFEF. INERI—T, RIIXSHEF~= e e ?

“ o wo

S: FITHERBMITAIRAE, NHEZKREL, REL. RNAKRELEREmHRAZNN, BFITE—RKXA
A

C: ¥FHY. RITELIE?

S: HANAEBRSERKEME. RE—THFmFR?

C: %Y. IHXIAE. BITRHELWABESH, FRNFE3S E, &IOWA7HEE.

S: AEHRE/NMEHEE XKMIERIHBEGF —L% . FTHERNNWAELKERTNEF—L,

C: iD=, ;E, Bz, RINWREE—RE.

S: B, Hiffz, B AHERIINERPEREB/RAGEE RERBEEXXADERRNE FIAER, BRI

ﬂL,ﬁ.ﬂﬁmmﬂ@%@%,KﬁﬁﬁMﬁDWﬁx%ﬁm
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=il Typical Dialogues

BREML. HITHWEBFRIEFEEFIEALANIRE.

Y. MRMRMNE, BV 7 ZRIEREL.

HABEESKIE ? QNAELE PR SKEESk ?

HIBENTRBIKRELIHELF

B, AP A. EMNEERMNEEZNEO~R, EREEESIRZ L.

Ba, HAIAFTERFRL?

SR L. &R,

M, BviEAtE. ERAHEENZEEEEREARNOK. ERMREZR, AIARTULREGT—LEMEIZR?
AT LA

! B, &4 REENAR, BEET . BRIBXE LB —LET Y E) LTS ?
gFEY. BARIL.

B

“» o v o v o v o v o v o
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Part IV BEOIERITIEELR)D

Situational Information:
We learned from the previous units that Mr. Parker was invited to a dinner held in his honour, to visit the GFTD
and to visit one of the factories of GFTD. After that, as one of the items in the agenda, accompanied by Ms. Liu, he is
going to the Guangzhou Fair. At the Fair, he will be shown around and meet Miss Deng, the sales representative of

one of the Chinese electrical product manufacturers. Being interested in some of the electrical products, he is going to

their showroom the next day to see their complete line.

® ©®© O &
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Part IV BEOIERITIEELR)D

FNNBIEREITTERE, BHRAENBSM T EAMZEAREXNE. Fin T MPIEZEARARTHS

M7 RBAN—1I . zfa, EABNBEREN—IIAS, BRAEEXNZTHEEITSR T MEO™mE

)l:

. BAEXZEL, RELASUFNR—RPERTF~RE“HRHEERRIBNE. FA—EBT

N

B, EXMXITERZE AR RERETEN T miEm.
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Part IV BEOIERITIEELR)D

Role 1. Suppose you are Ms. Liu. You are going to show Mr. Parker around at the Guangzhou Fair. Try to complete the following
dialogue with some of the drills and expressions in Part 1l and IIl. The Chinese in the brackets are for your reference only.

Good morning. This is my name card and this is a letter of introduction from GFTD as well as an invitation to the Fair.
Thank you, Sirs.
I’m Liu from GFTD.
Yes, your names are on my list. Let me give you these ribbons. Wear them please.
(H EREUMERNTMATAEANRGFFEINETE? )
Yes, that’s right.
: Thank you.
Let's go. (IR H 1957 FOILK, BFEEHFX. BEHERT LARRKREMN T &K E] X )
You call them visitors, but they are also sellers and buyers.
You are right. (AEMBFHFN~REXERY. RKENATUEHFZEZE. MENKRBEEBRREPFESZE @
SNRATF. AMTEXEi#HD OS5 )
Businessmen should like to get together here and have a good time.
Yes.(RATLARASE X —EAARME, LREMNER. REALIEPREZE & AEEFITTIERSE. )
Well, the exhibits are quite spectacular. Can you show me to the electrical exhibits?
(BT mZEERXGHATES S1E. )Do you want to go there now?
Is it possible?

Of course.( SAEAE, TE/ELBIMTF. ) Follow me please.
BT Kk ® ©®© O &
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Part IV BEOIERITIEELR)D

P: Good morning. This is my name card and this is a letter of introduction from GFTD as well as an invitation to the Fair.

R: Thank you, Sirs.

L: I’m Liu from GFTD.

R: Yes, your names are on my list. Let me give you these ribbons. Wear them please.

L: (Will they get us into the exhibit halls?)

R: Yes, that’s right.

&: Thank you.

L: Let’s go. (Guangzhou Fair has been held twice a year ever since it came into existence in 1957. Thousands of visitors
come here every year from all over the world.)

P: You call them visitors, but they are also sellers and buyers.

L: You are right. (There are all ranges of items in display. Visitors can see samples of what there is to buy. All the trading
delegations represent the various Chinese manufactures and foreign trade corporations. They do both import and
export business here.)

P: Businessmen should like to get together here and have a good time.

Yes. (You can sit down with the seller in his booth and buy something you like. And you can meet suppliers from all

over China to discuss trading issues.)

Well, the exhibits are quite spectacular. Can you show me to the electrical exhibits?

(The Trading Delegation for Electronic Product and Equipment is in Hall 5.) Do you want to go there now?

Is it possible?

Of course. (Over there, near the back) . Follow me please.

mromr o

RiEE T K5 R4t O)




Part IV BEOIERITIEELR)D

Role 2. Suppose you are Miss Deng, the sales representative of one of the Chinese electrical product manufacturers. You will
meet Mr. Parker at the Fair. Try to read aloud and practice the underlined sentences in the following dialogue.

D: Good morning. May | help you?

P: 1think I'd like to just look around.

D: Please have a look at our display products.

P: Do you have a prototype of your new product?

D: What particular kind of products are you interested in?

P: I'minterested in the hairdryers you’re showing.

D: Well, we have a full range of items in this line. I'll go and get a catalogue for you. Here it is. This is our latest catalogue.
P: How is the product selling?

D: It’s selling well.

P: What are the selling points of your product?

D: Compared with competing products, ours is smaller and lighter.

P: Thank you. We'll order after we see the sample. Would it be possible for me to take a sample back with me?
D: I’'m sorry we can’t give this as a sample but we’ll make a sample discount of twenty percent.

P: Where can | see your complete line?

D: We have a showroom in this city.

P: I’'m hoping to get to your showroom.

D: Drop by anytime.

JE I T k2 ik At ® e e ©®




Part IV BEOIERITIEELR)D

Role 3. Being interested in some of the electrical products, Mr. Parker went to the showroom of the manufacture the next day to
see their complete line. In the show room, he was received by a receptionist. Suppose you are an interpreter and try to interpret
for them.

D RRBIENRRES.

R
P: Thank you. I'm glad to be here.
Ri BAEZREZELEENBE ? REBEEEFRIFBRNBRRERE, EXGFEOLERHFG?
P: That would be nice of you. | saw some of your products at the Guangzhou Fair. But | like to see more. | wonder if you
can give me more information about this product you’re showing.
REHXAERS. BEAE—EENREEEMEIE ?
P: Yes, | think that would be useful. Thank you for your help.

FIARNFAL T —MHHIEARERNFN M. H, IREENEHN~m. XERNEHIRN, 2F&I1BS
it

2

2

P: When is it going to be on the market?
R: TNMRABIF#LE. BETHEHRE LR, RitHH, BMEAERNDEEIMH~m. BF~mmanFizKRK.
P: I’'m not sure how this works. Would you please demonstrate it for me?

K5 T K 4 pAL ® & O &




Part IV BEOIERITIEELR)D

Role 3. Being interested in some of the electrical products, Mr. Parker went to the showroom of the manufacture the next day to
see their complete line. In the show room, he was received by a receptionist. Suppose you are an interpreter and try to interpret
for them.

P: Do you have any printed material on this product, such as the literature or catalogs?

R: XBEREEN~REZR. BB BERXH/NMEF-

P: I'd like to take these catalogs with me. And | want these price lists as well.

R: &FW, E{E. 1AFEEEEUE,

P: Could | have this sample free of charge?

R: HEEANE, ERIFmBAEE 5 EaitE, KBALRNEZRFTEZWEN.

P: Isee. I'll pay for it. By the way, are all the components made here in China?

R: =H. Xf~mB=MAEME: B6. 46, 8. HAEZRN"mERREEMRERTEN. EERT
2, IMEmSERIRRIT

P: 1 was so impressed by the designs and the good quality of your pieces. Thank you. You are so helpful.

R: We hope you enjoyed the visit to our showroom. Would you be kind enough to sign our visitors’ book? FHEBLEIR
BATNRTE. FEREREELSZ N REFE?

P: I'd be happy to. P

KiEIZ T K54t
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Part IV BEOIERITIEELR)D

: Welcome to our showroom.

R
P S, FHRENLIXER.
R
P

Is there anything | can show you? I’'m sure this is your first visit to our showroom. Can | show you around?
X! FaET X2 EFBIRMNN—L~m, BERTEZEHFE—L, F1HEERREBZHT—LXTRINRS
FYIX L == G Y SR 2

R: I'd be glad to help. Would you like a packet of our promotional literature?

P: W, FEMSRBFEHAY. HFHRHERFIT.

R: Recently we’ve developed a new product with better technology. See, this is our latest product. This is our latest
design and it’s our own design.

P: XN mft A& Emhile?

R: It will be out next month. We are highly (strongly) recommending this product for its good quality and latest design.
There’s a great demand for our new product.

P: EAMEXBTRIEN. ERILIARRE—TE?

R: Sure. No problem at all.
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Part IV BEOIERITIEELR)D

c RNBRBXRTXM~mAEPA BB R 4A/?

R: There is the catalog you asked for. And we have a pamphlet in English too.

P HEEXERFRTE. CARXEMNBERBIEE.

R: Goright ahead. Please take whatever you like.

P: XtEmA] AR T EIKIS?

R: 1 hope you don’t mind, but it’s our company’s policy to charge for any samples over five U.S. dollars.
P: AR, BRMEFT . IER—T, PRI mmBHEBEERETRE~HIG?

R: Yes. It comes in three different colors: black, red and brown. And all materials used are non- toxic. As far as | know,

this item will be very popular this year.

P: (RMNBNSIH S MBULIEISR R Wi, &8 7HRAMT.

R: We hope you enjoyed the visit to our showroom. Would you be kind enough to sign our visitors’book?

P: HIRERE.
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Part IV BEOIERITIEELR)D

Role 4. Form a group of 2 to 4, try to work out a dialogue related to the theme of this unit and then perform it in class.
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