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Focus of the lesson
® i743=F Greeting
® /~%2 Introduction
® H#2 %<3 Schedule

® A1/ J5 Hotel check-in
® P E % Chinese dishes
Toasting

Bank
Intention

Asking for help
Transportation
Asking the way

Making an appointment
Paying a visit
® (ERZ W, HKFT Asking for advice or

® />3] @4~ Brief introduction of a company
® 23] 25# Company structure
® %72, B Good wishes

® iR A
® THR%
® T2y

Market positioning
Marketing strategies
Transition in meaning

Business consultation
Market analysis
Polite request

® i

® N3] 3R]

® F iR T

® /N3 3k &

® ~3%iTH  Ordering products

® 48X #| Negotiating prices

® Ei K AEKE N Making suggestions
or asking for advice

Company departments
Product presentation
Introducing places

® 5]  Contract
® 3T 34 F) Signing a contract
® 5| 758 Starting a conversation

® 3| Saying goodbye
® Z 4L Boarding a plane

® fRiX Making an assumption
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