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“职业教育商务英语专业智慧云版系列教材”是新时代、新文科、新商科背景下，编者们以习近

平总书记关于教育的重要论述为行动指南，全面落实《关于深化文化体制改革推动社会主义文化大发

展大繁荣若干重大问题的决定》《高等学校课程思政建设指导纲要》《习近平新时代中国特色社会主

义思想进课程教材指南》（国教材〔2021〕2号）和中共中央办公厅、国务院办公厅印发《关于推动

现代职业教育高质量发展的意见》以及国家教材委员会关于印发《“党的领导”相关内容进大中小学

课程教材指南》（国教材〔2021〕5号），落实立德树人根本任务，培养德智体美劳全面发展的社会

主义建设者和接班人，推动新时代我国商务英语教育创新发展而精心编写的一系列全新理念的职业院

校教材。党的十九大的召开，标志着中国社会发展进入新时代。习近平总书记在党的十九大报告中明

确提出“完善职业教育和培训体系，坚持产教融合、校企合作”。2021年4月12日全国职业教育大会传

达了习近平总书记对职业教育工作作出的重要指示。总书记指示：在全面建设社会主义现代化国家新

征程中，职业教育前途广阔、大有可为。要坚持党的领导，坚持正确办学方向，坚持立德树人，优化

职业教育类型定位，深化产教融合、校企合作，深入推进育人方式、办学模式、管理体制、保障机制

改革，稳步发展职业本科教育，建设一批高水平职业院校和专业，推动职普融通，增强职业教育适应

性，加快构建现代职业教育体系，培养更多高素质技术技能人才、能工巧匠、大国工匠。

我国职业技能教育开启了新征程，进入了高质量发展阶段。近年来职业教育接连推出重大政策，

职业教育大有可为。2019年，《国家职业教育改革实施方案》首次提出职业教育作为类型教育与普通

教育具有同等重要地位；2021年，教育部发布了《本科层次职业教育专业设置管理办法（试行）》

（教职成厅〔2021〕1号）；近日，中共中央办公厅、国务院办公厅印发了《关于推动现代职业教育

高质量发展的意见》，这表明职业教育发展迎来了春天。新时期职业教育要坚持以习近平新时代中国

特色社会主义思想为指导，着眼服务国家现代化建设，推动高质量发展，着力推进改革创新，借鉴先

进经验，努力建设高水平、高层次的技术技能人才培养体系。新时期职业教育要瞄准技术变革和产业

优化升级的目标，推进产教融合、校企合作，并吸引更多青年接受职业技能教育，促进教育链、人才

链与产业链、创新链有效衔接。加强职业学校师资队伍建设，优化办学条件，优化完善教材和教学方
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式，探索中国特色学徒制，注重学生工匠精神和精益求精习惯的养成，努力培养数以亿计的高素质技

术技能人才，为全面建设社会主义现代化国家提供坚实的支撑。

国际商务最基本的活动是跨国界的经济贸易活动。在信息化3.0时代，深入推进“中国智造”和

“中国制造2050”的发展目标，新工艺、新技术、新设备、新材料等将颠覆式地冲击工业、商业、物

流、交通、医疗、教育等行业和跨国界的经贸活动，国际贸易结构优化快，知识更新周期缩短，资源

配置、服务效率更高。数字商务在国际贸易中的广泛应用，正在掀起国际商务领域里的一场新的变

革，商业模式、消费行为的变化导致消费方式变化，疫情催生跨境电商万亿商机。数字商务技术创

新，数据资源赋能，新玩家、新玩法、新渠道、新流量、新技术、新市场、新服务等层出不穷。很多

的外贸工厂、天猫卖家、Amazon、eBay、全球速卖通、Wish、Shopify和更多传统品牌都改头换面强

行进入跨境电商。借助新技术，Amazon上线聊天机器人，推动语音购物。继eBay推出eBay fulfillment

计划之后，其他平台纷纷开通新的物流渠道，如全球速卖通无忧物流、Wish Express、Shopee SLS等。

Amazon推出的FBA在提高购物体验、客户忠诚度上成效卓著，之后又迎来了SWA服务，这是跨境电

商适应产业互联网时代的又一次商业模式、服务模式的升级，是物流与电商产业高度融合的产物。

早期的B2B到B2C将随着产业升级而相映生辉。社交媒体平台TikTok也涉足跨境电商，引领视频直播

购物。YouTube Shorts能否使电商规模实现新高，商界也拭目以待。取消各种非关税壁垒，通关和贸

易便利化，加快通关和物流配送，提高直邮电商投送时效和客户体验，直邮电商规模也将会创下新

高，电商平台涉足物流步伐越来越快，跨境电商结构将得到进一步优化。网经社“电数宝”电商大数

据库监测显示，在跨境电商产业链中，主要的进口跨境电商服务平台有：天猫国际、京东国际、淘宝

全球购、考拉海购、洋码头、苏宁国际、唯品国际、丰趣海淘、蜜芽、宝贝格子、55海淘、别样海外

购、亚马逊海外购、五洲会、行云集团、海带网、海拍客、笨土豆等；出口跨境电商有：阿里巴巴国

际站、亚马逊全球开店、eBay、全球速卖通、Wish、兰亭集势、有棵树、通拓科技、环球资源、敦

煌网、大龙网、棒谷、执御、傲基、安克创新、赛维时代等；主要的跨境电商服务商有：中国邮政、

顺丰速运、京东物流、菜鸟网络、斑马物联网、Paypal、连连支付、一达通、卓志集团等。目前，就

市场和资源优势而言，在跨境电商领域，再也没有别的国家比中国具有更大的卖家群体数量和产业规

模、更齐全的商业模式和更完备的服务生态，新商科将处在百年未有之大变局。在全球百年未有之大

变局下，经济全球化进程遭遇逆流，新冠肺炎疫情已造成全球经济衰退，并将深刻影响经济全球化的

发展。我国传统外贸受到了严重冲击，跨境电商却释放出了巨大发展潜力。东盟十国与中国、日本、

澳大利亚、新西兰和韩国达成的《区域全面经济伙伴关系协定》（RCEP）于2020年11月正式签署生

效，中国与东盟国家进口成本同时下降，这将成为亚洲经济一体化的里程碑，为亚太地区的发展注入

了新动力，将构建以国内大循环为主体、国内国际双循环相互促进的新发展格局。职业教育担负着培

养数以亿计高素质劳动者的重要任务，让工匠精神真正在职业教育中扎根，为我国由“制造大国”向

“智造和智创大国”转型做好人才储备。国际商务格局的巨大变化对职业院校商务英语专业人才培养

以及教材建设提出了新的更高要求。应用外语教育必须由重视工具性、技能性、应用性向强化人文

性、通识性与创新性、岗位性与职业型、专业与专业集群转型，促进人才的全面发展，对接新型岗

位、新型职业和经济社会发展的新需求。
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为了使商务英语教材更好地适应新一轮科技革命和产业变革形势下的国际商务环境，北京理工大

学出版社约请我们组织专家和骨干教师编写商务英语专业系列教材。教材编写组进行了前期的调研工

作，提炼主题，精心收集相关资料，创新性地推出编写理念新颖、特色鲜明、配套完备的“职业教育

商务英语专业智慧云版系列教材”系列丛书，培养适合时代需求的新商科复合型人才。

教材是教师实施课程教学的最基本素材，高质量的教材是教学质量的基本保证。本系列教材将

系统论、金课理念、项目化教材设计三维理论（徐国庆，2020）等运用于教材设计，根据商务英语人

才培养方案，吸收行业发展新知识、新技术、新服务，把学习、活动、知识、经验、理论与职业岗位

能力、任务整合为项目，凸显“职业维度”，体现金课的高阶性、创新性和挑战度，融合商务英语素

养、语言学习和职业技能，实现知行合一的立体学习目标，旨在提高学生中国文化自信、商务英语能

力、职业岗位能力和终身的自主学习能力。项目化教材设计三维理论模型如图1所示。

学习

职业

知识

活动

对话

叙述

理论 任务 项目 能力
实践

经验

（图 1  项目化教材设计三维理论模型）

本系列教材主要遵循以下设计原则：

1. 课程思政、人文性原则。

本系列教材以专业教学标准和课程内容、任务和成果目标为导向，以立德树人为目标，以商务素

养为依托，培养学生的家国情怀，增强学生对祖国的认同感、归属感和自豪感，提升学生思想政治理

论素养和文化素养，实现知、情、意、行合一。通过课程思政，了解商务素养与立德树人的内涵，掌

握事物发展规律，丰富学识，塑造品格，立志报国，培养学生大担当、大格局、大气魄、大胸襟的人

格，使其成为德、智、体、美、劳全面发展的社会主义建设者和接班人。根据每单元的主题，发掘和

设计培养学生政治素养、文化素养、商务素养等活动，循序渐进地培养学生的高尚情操、品德和社会

责任担当以及厚实的人文基础和商务素养。

2. 能力导向性原则。

本系列教材坚持“以市场为导向、以能力为本位、以就业为根本”的原则，培养学生通晓国际商

务知识、跨文化商务交际能力和自主学习能力。“订单式”培养、现代学徒制等已成为职业院校人才

培养的创新模式，其核心基于“能力本位”，而现代学徒制体现学校、企业“双主体、双导师、双育

人”的教学，课程标准与企业的职业岗位标准对接，对接的核心是培养学生的职业能力和岗位技能。

本系列教材将基础英语、职业英语、行业英语、产业需要相融合，培养学生未来职业岗位必备的商务

英语交际能力和职业能力。本系列教材注重创设商务英语情境，促进语言输入，激发学生已有的文化

知识和国际商务知识，引发言说能力和思辨能力，培养岗位实操能力。同时，引导学生在“学中做、

做中学”的过程中，能运用流利的英语讲好中国故事和中国国际商务故事。能力的培养需要知识、实
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践、应用的衔接，本系列教材还以职业院校的课程衔接为出发点，将教材内容、结构、知识链、产

业链有机衔接和贯通，充分体现专业与行业、专业与产业、专业与职业、专业与岗位等不同层次的对

接，其核心是提升学生商务英语核心职业能力。

3. 思辨创新性原则。

批判性思维能力是21世纪劳动者必备能力。本系列教材坚持以学习者为中心，重构课程知识体

系、课程能力体系、课程评价体系，强化学生的个性化自主学习能力， 培养学生开放、诚信、理性

和灵活的品质，学生能辨是非、勤思考、善发现，并愿意运用新观点、新方法去探索更多能解决问题

的新途径，尝试更多的新手段，生成更多的新见解。因此，每册书从不同的主题，以问题为切入点，

以能力目标为导向，使教学任务具体化、可操作化、目标化和知识结构可视化，培养学生探索、发

现、分析、解决问题的能力，激发学生的学习兴趣和创新潜能，让学生主动参与课程学习，掌握“硬

技能”，培养计算思维、规则意识、商业实践思想、信息素养、解决复杂问题的综合能力和高级思维

能力。为此，教材顺应新时代对商务英语技术技能人才的新要求，精准定位，对接数字经济、科技进

步、市场需求，主动适应产业转型升级、新型产业发展和新商科需求，培养学生能用英语讲述中国故

事和中国商务故事的同时也能“洋为中用”，运用国际商务知识服务我国的经济社会发展，增强学生

建设社会主义现代化强国和实现中华民族伟大复兴中国梦的使命感。

4. 线上线下混合学习原则。

线上线下混合学习是以在线开放课程资源为依托，利用在线教学平台、智慧教学辅助工具，有

效地把网络课程教与学（线上）与传统课堂教学（线下）结合起来，进行教与学的活动。线上线下混

合学习拓展了教与学的空间，变革了课程和课堂的形态，更有益于个性化学习和多样性教学。本系列

教材运用信息化课程、智能化理念和多模态教学设计观，把视频、音频、图片和动画及学习活动整合

到线上课程平台，拓展教与学的空间，延伸了主题学习的深度和广度，形成了梯度与挑战度的有机结

合，充分体现了线上线下混合学习的优势。

本系列教材特色：

1. 教材以立德树人为根本，坚持“三全育人”，落实立德树人根本任务，积极培育和践行社会主

义核心价值观，根据专业人才培养特点、专业能力素质要求结合课程章节内容，梳理思想政治教育元

素，提供了课程思政的思路。

2. 教材以能力本位培养为核心，以职业院校学生认知特点为基础，以职场商务英语交际为目标，

以商务素养为主线，结合新商科和行业、职业新要求和新特点，精选主题，突出培养学生在未来岗位

（群）迫切需要的商务英语能力，注重提升学生商务英语核心职业能力和自主知识构建能力，符合商

务英语职业教育的规律和要求。

3. 教材内容设计精细，体现了“起承转合练”的学习特点。每个章节按照教学活动和认知特点，

注重选材的时代性、可读性和实用性，内容丰富，形式多样，循序渐进，学练结合。思维导图如画

龙点睛，凸显章节学习的核心内容。学习目标（能力、知识、素养、专业能力、方法能力、社会能

力），思政目标一表全览，清晰易懂；学评相伴，反思促学；学练活动，生动有趣，旨在学练结合、

学以致用。
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4. 教材融图片、视频、音频、动画和学习活动为五维一体的课程内容，通过可视、可听、可读、

可互动的多模态形式，以经典商务知识和商务活动为依托，通过知识可视化的直观互动性教学，将商

务素养融入语言情景学习，实现“学中做、做中学”，提高学生商务知识、语言能力、商务岗位的职

业胜任力和创新能力。

5. 教材融合了新知识、新理论、新思维、新技术、新平台、新模式，创新融合课程视听说资源、

教学活动资源、主题拓展资源、能力提升资源、智能化竞赛系统和智能化评价系统等资源。这有利于

教学模式的变革和创新，有利于有效组织课程教与学、竞赛与评价。教材还配备精心制作的PPT教学

课件，教学课件与教材、平台形成一体，相互补充，相得益彰，呈现形式丰富多样，具有可视化、动

态化、情景化、智能化和信息化的特点。

本系列教材由我国英语界、商务英语界的知名专家、学者、一线资深教师、行业CEO参与编写和

制作。他们中有科研达人和教学改革能手，也有行家高手，能把握当今商务英语发展的脉搏和行业发

展的动态。本系列教材包括： 

《新发展商务英语视听说教程》（全4册） 

《新发展商务英语阅读教程》（全4册） 

《新发展商务英语口语教程》（全4册） 

《新发展国际商务礼仪英语教程》（全1册） 

《新发展商务英语口译教程》（全1册） 

《新发展跨境电商英语教程》（全1册）

《新发展商务英语写作教程》（全1册）

《新发展跨文化商务交际英语教程》（全1册）

本系列教材由经验丰富的团队依据先进的职业教学理念编写，具有完整的商务英语职业体系，

突出应用性与实践性，关注经济技术发展带来的学习内容与方式的变化，填补了现行新文科、新商科

职业院校商务英语专业教材的某些空白。我们深信，本系列教材定能系统丰富学生的商务英语专业知

识，全面提升学生商务英语技能、商务素养和创新能力，定能为培养复合型商务英语技术技能型专门

人才奠定坚实的基础，定会赢得广大师生的喜爱。

本系列教材能及时出版，我们要特别感谢苏州大学博士生导师毛眺源教授、广东白云学院卜玉坤

教授、华南农业大学文珊教授、广东理工职业学院彭伟强教授和我们团队的全体编者！同时，我们还

要衷心感谢广东省跨境电子商务协会、广州大洋教育科技股份有限公司总裁周春翔先生、广州熙然化

妆品有限公司朱昭辉董事长、唯品会（中国）有限公司高级商务经理田静女士，他们为本书的出版给

予了极大的帮助和支持！

在编写过程中，我们参考了国内外诸多网站和文献，恕难能一一列举，谨在此深表感谢！由于我

们水平有限，如有疏漏或谬误，敬请各位专家、教师不吝赐教，以便我们在再版中改进和完善。

特邀主审 黄大乾 广东白云学院校长、教授、博士

总主编 何高大 教授
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前      言

英语视听说能力是新时代大学生必备的语言能力。英语视听说课程是大学生的必修课。《新发

展商务英语视听说教程 2》（New Development: Course of Business English—Viewing, Listening and  

Speaking 2）是新时代、新文科、新商科背景下，编者深刻把握职业教育面临的新形势、新任务，站位

全局，为推动新时代我国职业教育创新发展而精心编写的一部全新理念的职业院校商务英语专业教材。

一、编写依据

本教材以习近平总书记关于教育的重要论述为行动指南，全面落实《关于深化文化体制改革推动

社会主义文化大发展大繁荣若干重大问题的决定》、《高等学校课程思政建设指导纲要》、《习近平

新时代中国特色社会主义思想进课程教材指南》（国教材〔2021〕2号）、中共中央办公厅、国务院办

公厅印发《关于推动现代职业教育高质量发展的意见》和国家教材委员会关于印发《“党的领导”相

关内容进大中小学课程教材指南》（国教材〔2021〕5号），将系统论、金课理念、项目化设计三维论

等运用于教材设计，根据商务英语人才培养方案，吸收行业发展新知识、新技术、新服务，把学习、

活动、知识、经验、理论与职业岗位能力、任务整合为项目，凸显“职业维度”，体现金课的高阶

性、创新性与挑战度。

本教材以商务英语专业学生为教学对象，坚持课程思政、人文性原则、思辨创新性原则和线上

线下混合学习原则，融合商务英语素养、语言学习和职业技能，实现知行合一的立体学习目标；遵循

工作过程系统化理念，基于商务领域正常的工作流程开发和设计教材内容，与商务人才的职业能力发

展同步，旨在培养学生深刻理解和把握“四个自信”“四个意识”“两个维护”，提升学生的爱国情

怀，提高学生用英语讲好中国故事的能力，提高学生的商务英语语用能力、职业岗位能力和终身学习

能力。
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二、教材特色

本教材通过“视”“听”“说”三位一体的教学模式，配合背景图片、思维导图和流程图，形

成视听说知识可视化和协调互动能力发展的特点，以多模态的形式激发学生的积极性和主动性，提高

他们对发生于商务交际场合中的视听材料的理解能力、分析能力、语言表达能力和交际能力，使其具

备良好的职业素养和职业道德，能够在具体的工作场合熟练地应用英语聆听他人，表达流畅，问答有

礼，并能应对意外情况。依据目前我国职业院校商务英语专业、英语专业学生的实际英语水平、学习

要求和现代贸易运营模式变化，本教材着力在教学主题、教学内容、教学方法等方面求新，力图体现

以学习者为中心，融“教、学、练、产学研、校企协作、协同育人”为一体的教学理念。本教材在编

写理念、内容和任务设计上主要有以下特点：

1. 教材以立德树人为根本，坚持“三全育人”。

落实立德树人根本任务，积极培育和践行社会主义核心价值观，根据专业人才培养特点、专业能

力素质要求，梳理思想政治教育元素，提供课程思政的思路。

2. 教材以能力本位培养为核心。

以学生认知特点为基础，以职场商务英语交际为目标，以商务素养为主线，结合新商科、新行

业、新职业的要求和特点，精选主题，突出培养学生在未来岗位（群）迫切需要的商务英语能力，注

重提升学生商务英语核心职业能力和自主知识构建能力，使其掌握商务英语职业教育的规律。

3. 教材内容设计精细，体现“起承转合练”的循环生态学习特点。

注重时代性、可读性和实用性，内容丰富，形式多样，循环渐进，学练结合。思维导图如画龙点

睛，凸显章节学习的核心内容；学习目标（能力、知识、素养、专业能力、方法能力、社会能力）、

思政目标一表全览，清晰易懂；学评相伴，反思促学；学练活动，生动有趣，旨在学练结合，学以致

用。

4. 教材内容融图片、视频、音频、动画和学习活动为一体。

通过可视、可听、可读、可互动的多模态形式，以经典商务知识和商务活动为依托，通过知识可

视化的直观互动性教学，将商务素养融入语言情景学习，实现“学中做、做中学”，提高学生的语言

能力、商务岗位的职业胜任力和创新能力。

5. 教材融合新知识、新理论、新思维、新技术、新平台、新模式。

融合课程视听说资源、教学活动资源、主题拓展资源、能力提升资源、智能化竞赛系统和智能化

评价系统等资源。配备精心制作的PPT教学课件，教学课件与教材、平台形成一体，具有可视化、动

态化、情景化、智能化和信息化课程的特点。

6. 内容安排系统合理、循序渐进。

本套教材共分4册，可以分为初级（Book 1、Book 2）、中级（Book 3）和高级（Book 4），每

册供一个学期使用。以培养学生视听说语言基本功为核心，以语言功能、语言情景、职场训练为教学
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主线系统设计教学内容，内容安排既符合职场新人的成长历程，又符合语言学习的基本规律，结构合

理、循序渐进。

三、《新发展商务英语视听说教程 2》单元模块设计

本教材分为4大模块，每个模块分为9大工作任务，每个工作任务下又分为4大核心技能，总共144

个技能点。每个单元由Overview, Listening Strategies, Lead‑in, Business Communication, Project‑based 

Task, Self‑assessment Checklist和Time for Fun 7个模块组成，每个单元都围绕同一主题展开，与职场情

景紧密结合，让学生切身地感受商务英语专业知识技能在职业岗位上的广泛应用和实际效果。

 Overview 介绍本单元工作任务所涉及的核心技能点，并配以思维导图，加深学生对本单元核

心的了解，把握学习重点，构建学习目标。

 Listening Strategies 主要针对性地介绍了听力理解策略和口语策略训练。

 Lead‑in 包含商务文化背景介绍及热身练习两部分，旨在帮助学生建立背景知识，使其更好地

学习本单元内容。

 Business Communication 涵盖本单元工作任务所需的4大核心技能点和视听说练习。通过实际的

商务情景体现思政特色。

 Project‑based Task 旨在帮助学生加深对项目、任务过程的理解，通过做中学、学中做的体验模

式，强化对本单元技能的掌握。

 Self‑assessment Checklist 作为形成型评价的核心内容，帮助学生从听力、口语、职业素质3个

维度进行反思及评价，全面评价本单元的学习成果，体现了Assessment for Learning的理念，培养学生

养成良好的自我反思习惯，找出薄弱环节，及时弥补学习中的不足。这有利于师生及时调整学习策略

及教学策略。

 Time for Fun 商业幽默故事和趣味绕口令，旨在让学生学乐结合。

本书由何高大教授担任总主编，负责教程的总体策划、体例设计、主题确定、部分内容编写、统

稿、审校、智慧云、APP设计等组织管理和编写工作，周艳芳副教授担任主编，郭晓琳、乐丽萍、刘敏

老师担任副主编。广州熙然化妆品有限公司朱昭辉董事长、广州大洋教育信息技术有限公司总裁周春

翔先生、广东头狼教育科技有限公司朱加宝董事长等对本书的编写提供了许多来自岗位一线的案例和

语料，并提供了诸多建设性建议，在此表示对他们真诚的感谢！

在编写过程中陈玉嫣、赵清宁老师帮助提供了素材，在此我们表示最诚挚的感谢！同时我们还参

考了诸多文献和网站，限于篇幅，恕未能一一列出，在此表示真诚的谢意！

由于我们才疏识浅，难免存在纰漏，敬请读者和相关院校在使用过程中给予关注和批评指正，以

便及时修订和加以完善。在此表示真诚的感谢！   

                                                                           编  者

2021 年 8 月
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Building up  
Business Relationships
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  Overview
Building up strong relationships can help you 

make a big success in business. It could happen 

when we meet our clients in the offices, business 

parties, important meetings or some casual 

meetings. Sometimes we’ve got important business 

to take care of, but sometimes all we need to do 

is to say hello, introduce ourselves and exchange 

business cards. With an appropriate introduction, 

a positive attitude and great confidence, you can 

find yourself creating a favorable impression and 

establishing friendly relationships. Therefore, in 

this unit, we will learn how to establish contacts 

with new clients, introduce business partners, 

talk about business/products, and keep in 

touch. Now let us start our business journey!
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Unit 1 
Building up Business 
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Part Ⅰ 
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Part Ⅱ 
Introduce Business 
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Part Ⅳ 
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Ask for Locations and Directions

Asking for contact information

Offering contact information

Introducing others

Making an appointment

Starting a conversation
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Expressing willingness to cooperate

Opening/Ending a conversation

Expressing wishes

Leaving excuses/responses

Exchanging business cards

Keeping in touch
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  Listening Strategies

Understanding Locations and Directions (1) 

It is necessary for us to listen for the information about locations and directions, 

especially when we are on a business trip. In this part, we will learn how to ask for 

locations and directions in English. Here are three steps.

Step 1 Step 2 Step 3

Get 

someone’s 

attention

Ask him/her 

for locations 

and directions

Understand 

the locations 

and directions

Here are some typical expressions to ask for locations and directions.

Ask for Locations and Directions

1. Excuse me! Could you tell me the way to the museum?

2. Pardon me! I’m lost. How can I get to the café?

3. Please tell me how I could get to your apartment.

4. Excuse me! Is there a park nearby?

5. What’s the best way to the supermarket?

6. Excuse me! Do you know where the library is?

7. Could you help me, please? I’m looking for the bank.

8. Can you show me Guangzhou on the map?

9. How far is it to the airport?

10. Is it far (from here)? / Is it a long way?
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 Task  

Listen to the conversation and �ll in the blanks. You can try to draw a map to 

help you get the locations and directions.

Conversation 1

Jane:  Excuse me!  do I get to the ?

Mary:  Sorry, I’m not from around here.

Jane:   where the closest bus station is?

Mary:  If you  the street, you’ll  a bus station there!

Jane:  Thank you.

Mary:  Don’t mention it.

Conversation 2

Tom:  Excuse me!  the exhibition?

Lin:   This way. Go straight ahead. Turn right at the traffic lights. 

 the street. Walk past the park, and keep going straight 

 you see the sign for the exhibition.

Tom:  Great! Thanks for your help.

Lin:   You’re welcome.

Conversation 3

Tourist:   Sorry to trouble you, but  locate this  

written in the book 60 Beijing Road.

Stranger:  Zoo? Oh. You’ve come to the right person! I know it exactly.

Tourist:   Great! Can you please tell me  there?

Stranger:  OK. Look,  down this street directly for 2 blocks. 

Then turn  at Shanghai Avenue. Go straight on until 

you find the zoo. It’s on the right side of the Avenue. You won’t 

miss it.

Tourist:   Is there any landmark (地标) by the zoo?

Stranger:  It’s near the Kung Fu Restaurant.

Tourist:    does it  to go to the zoo from here on 

foot?

Stranger:  It’s not so far. It is about .

Tourist:   Thank you very much. You are so kind.

Stranger:  It’s my pleasure.



新 发 展 商 务 英 语 视 听 说 教 程 26

  Lead-in

Cultural Background 

“Results depend on relationships.”  Don Petersen said. He is the ex‑CEO of America’s 

Ford Motor Company (福特汽车公司). Business is all about relationships. Good business 

relationships will help you get the results you want. The stronger relationships you have, 

especially with customers or clients, the more successful you’ll be. So, you will find that 

being able to make small talk (闲聊；聊天)—especially before a business meeting—is 

helpful for you to build good relationships.

Building up business relationships includes meeting people and talking to them, 

sharing contact information, helping each other and ultimately (最终) getting new 

business. You can introduce yourself and talk about your company. Ask them about their 

business and what they do. Then explain a bit about what you do and who uses your 

products. If it’s appropriate, tell them you may be able to meet their needs. Then see if 

they would consider purchasing the products from you. Just be sincere and friendly.
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 Task 1  

Read the above passage and answer the following questions.

1. If you are not good at building up business relationships, what can you do?

2. How can good business relationships help us? 

 Task 2  

�ink about the following questions and discuss in small groups.

1. What do you need to do when meeting new clients?

2. What will you do after exchanging the contact information with clients?

Warm-up 

 Task  

When you saw the phrase “business relationships” , what’s the first word that occurs to 

you? Maybe “conversation”  or “trust” , etc. Let’s have a brainstorm and draw a mind map 

together. List anything that you think is related to the key word “business relationships” , and 

put them in the circles. Feel free to use some colorful mark pens to help your mind map look 

better. After drawing, please share your mind map with your classmates.
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  Business Communication

Part Ⅰ Establish Contacts 

In this part，you will hear a business conversation between two native speakers. �ey introduce themselves and 

exchange basic information in the conversation. �is part consists of 3 activities. A�er each listening task，some useful 

language points will be discussed and you might use them in the following speaking task.

Words and Expressions

industries /ˈɪndəstrɪz/ n.  the people or companies engaged in a particular kind of 

commercial enterprise 行业，工业；实务公司（industry的

复数）

establish /ɪˈstæblɪʃ/ v.  set up or lay the groundwork for 建立，确立；创立

exhibition /ˌeksɪˈbɪʃn/ n.  the act of exhibiting；a collection of things (goods or works of 

art etc.) for public display 展览，显示；展览会

sales department      the division of a business that is responsible for selling 

products or services 业务部，（贸易）营业部；销售部

 Activity 1  Extensive Listening

Listen to the conversation and decide whether the following statements are true (T) or false (F).

1. Mr. Brown is the import manager of Atlantic Industries Ltd. (　　)

2. Mr. Brown has found something interesting. (　　)

3. Mr. Brown and Ms. Anderson exchanged their business cards. (　　)
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 Activity 2  Intensive Listening

 Task 1  

Listen to the conversation again and answer the following questions.

1. What company does Mr. Brown work for?

2. What’s the first name of the female speaker?

3. Do they meet for the first time?

 Task 2  

Listen to the conversation again and �ll in the blanks with no more than three words.

A：  Good afternoon, Sir. May I know what 　　　　 you are from?

B：  I’m Matt Brown, the import manager of Atlantic Industries Ltd, Sydney, Australia.

A：  Good afternoon, Mr. Brown. My name is Juliet Anderson, the manager of the 　　　　.

B：  　　　　 to see you, Ms. Anderson.

A：  Did you find anything 　　　　?

B：  I’m just 　　　　 here. I haven’t seen as much as I could.

A：  Would you mind leaving your 　　　　 here?

B：  No. I’d be glad to. Here is my card.

A：  Thank you. And here’s 　　　　. Please call me anytime if there’s anything I can do for you.

 Activity 3  Speaking

Language Bank

When meeting a client for the �rst time，you might need to establish contacts with him/her for future cooperation 

(合作). Here are some common expressions you might use.

Asking for contact information：

May I know/Can I ask what company you are from?

Do you mind leaving your business card?

May/Can I have your business card?

Here’s my card. Do you have a business card?
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Offering contact information：

I’m ×××, from the… (company’s name), … (city, country).

My name is ×××, … (job title) of the… (company’s name).

Use the expressions above. Create your own business conversation and practice it with your partner.

　Situation　

 Role No. 1  You’re the client who meets the manager of ××× Company for the first time.
 Role No. 2  You’re the manager who wants to establish contacts with the client. 

Part Ⅱ  Introduce Business Partners 

In this part，you will hear a business conversation among several businessmen. �ey introduce business partners. 

�is part consists of 3 activities. A�er each listening task，some useful language points will be discussed and you might 

use them in the following speaking task.

Words and Expressions

buddy /ˈbʌdɪ/ n.  a close friend who accompanies his buddies in their activities

伙伴，好朋友；密友

import /ˈɪmpɔːt/ n.  commodities (goods or services) bought from a foreign 

country 进口；进口货；输入

seize /siːz/ v.  take hold of；grab；take or capture by force 抓住；夺取；理

解；逮捕
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 Activity 1  Extensive Listening

Listen to the conversation and decide whether the following statements are 

true (T) or false (F).  

1. Wang Ming and John are friends. (　　)

2. Wang Ming and Tim Alexander met for the first time. (　　)

3. John’s company is doing business with importing toys. (　　) 

 Activity 2  Intensive Listening

 Task 1  

Listen to the conversation again and answer the following questions.

1. Did Tim and Ming close the deal this time?

2. What did Tim say about meeting at ten tomorrow morning?

3. What does Tim’s company do?

 Task 2  

Listen to the conversation again and �ll in the blanks with no more than three 

words.

John：  Oh, by the way, I would like you to 　　　　 my friend, Ming. 

Ming, this is my buddy, Tim.

Ming：  Nice to meet you. I’m Wang Ming.

Tim：  Me too. I’m Tim Alexander. Just 　　　　 me Tim.

John：  Well, Tim’s company is 　　　　 with importing toys. Maybe 

you can seize the opening.

Ming：  Of course, thank you so much, John. And I think we should have 

a 　　　　 sometime later. Do you think so, Tim?

Tim：  Good idea. It 　　　　 me.

Ming：  Then let’s make it tomorrow morning. Say ten?

Tim：  OK, I will come to the booth to meet you.
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 Activity 3  Speaking

Language Bank

In the process of seeking new business partners and building up business relationships，your clients could come 

from others’ introduction. Here are some common expressions that might help you.

Introducing others：

I would like you to know my buddy/friend…, ×××.

×××, this is my buddy/friend…, ×××.

×××’s company is doing business with… 

Making an appointment：

I think we should have a further talk sometime later. Do you think so?

Let’s make it…? /Say…?

I will come to the… to meet you.

Use the expressions above. Create your own business conversation and practice it with your partner.

　Situation　

 Role No. 1  You want to introduce a new client to your business partner, ×××.

 Role No. 2  You’re meeting with your business partner in a coffee shop, and he/she’s 

going to introduce a new client. 
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Part Ⅲ  Introduce Business 

It’s a big day of the International Plastics Conference. Anna and the rest of the Tip Top Trading team are at the 

International Plastics Conference and looking to promote their business. Will Anna be able to network（建立关系）

and make some useful contacts at the conference?

Words and Expressions

executive /ɪɡˈzekjʊtɪv/ n.  someone who is employed by a business at a senior level，

decide what the business should do，and ensure that it is done 

执行总监

cha�y /ˈtʃætɪ/ a.  someone who is cha�y talks a lot in a friendly，informal way 

爱闲聊的

wedge /wedʒ/ n.  A wedge of something such as fruit or cheese is a piece of it 

that has a thick triangular shape. 楔形物

plastic /ˈplæstɪk/ n.  Plastic is a material that is produced from oil by a chemical 

process and that is used to make many objects. It is light in 

weight and does not break easily. 塑料

mouldy /ˈməʊldɪ/ a.  Something that is mouldy is covered with mould. 发霉的

brochure /ˈbrəʊʃə(r)/ n.  a thin magazine with pictures that gives you information about 

a product or service 小册子

 Activity 1  Get General Information

Watch a short video and answer the following questions.

1. What are they mainly talking about in this conversation?

2. Do they sell the same products?

3. Have they exchanged their contact details?

 Activity 2  Get Detailed Information

 Task 1  

Watch the video again and choose the correct answers.
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1. What does Anna do at Tip Top Trading?

A.  CEO.  B.  Sales Executive. 

C.  Manager.  D.  Advertising (广告) Executive.

2. What is the product of Tip Top Trading?

A.  Plastic fruit. B.  Cheese. C.  Fresh grapes. D.  Cake.

 Task 2  

Watch the video again and �ll in the blanks.

Anna：  Oh yes, of course. So can you tell me about your , Nice’ n’ Cheesy?

Jane：  Well, we  cheese to London’s top cheese shops—we like to say we’re a wedge above the 

rest—a wedge of cheese, get it?!

Anna：  Err, right. Well, can I  tell you about what our company does? Our company—Tip Top 

Trading—makes plastic fruit mainly for the catering and food . We’re up for an award 

today for one of our .

Jane：  Smashing (了不起的，极好的). That’s quite interesting actually. We have an issue with the fresh 

grapes we provide with our cheeses—they keep going mouldy (发霉的).

Anna：  Oh dear.

Jane：  Yes—sour grapes you could say! A good  plastic grape would be useful to  our 

cheese displays.

Anna：  Well, I think we might be able to  you.

 Activity 3  Talk Together

Language Bank

If you want to make some useful contacts at the conference and promote your business, you can use some 

common expressions as follows.

Starting a conversation:

Excuse me, hello, I’m ×××. I work as a… (job title) at… (company’s name), and you are…?
It’s very busy here today, isn’t it?

Introducing companies/business/products：

Can you tell me about your company… (company’s name)?
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Can I briefly tell you about what our company does?

We sell/focus on/make… (product) mainly for… industry.

Our company specializes in/focuses on… (product).

Expressing willingness to cooperate：

I think we might be able to help you.

I’ll send you one of our brochures and then give you a call about prices.

 Task 1  

Use the expressions you’ve just learned as prompts and watch the video again. �en practice the conversation with 

your partner. 

 

 

 01 

Listen and repeat 
the dialogue 

 02 

Role play 

 04 

Act again 

 03 

Exchange roles 

 Task 2  

Use the expressions above. Create your own business conversation and practice it with your group members. 

　Situation　

You are at an international conference and try to talk to some potential new customers. 
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Part Ⅳ  Keep in Touch

In this part，you will watch a short video about conversations among some native speakers. In the video，they all 

dress formally and seem to have a great time. �is part consists of 3 tasks. A�er each watching and listening task，some 

useful language points will be discussed and you might use them in the following speaking task.

Words and Expressions

pleasure /ˈpleʒə(r)/ n.  something or someone that provides pleasure；a source of 

happiness 快乐；希望；娱乐

conference /ˈkɒnfərəns/ n.  a prearranged meeting for consultation or exchange of 

information or discussion (especially one with a formal 

agenda) 会议；讨论；协商

toast /təʊst/ n.  a drink in honor of or to the health of a person or event 干杯；

接受敬酒的人 

keep in touch     to maintain contact with another person 保持联络

look…up      to contact someone，typically when you are in the area where 

they live 联系；拜访

Bon voyage      You say “bon voyage” to someone who is going on a journey，

as a way of saying goodbye and wishing them a good trip. 一

路平安

 Activity 1  Get General Information

Watch a short video and answer the following questions.

1. Where did this conversation take place?

2. How many people are there in this conversation?

3. Do these three speakers work in the same company? How do you know?
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 Activity 2  Get Detailed Information

 Task 1  

Watch the video again and choose the correct answers.

1. How did Victor go home?

A.  By bus.   B.  By plane. C.  By boat. D.  By bike.

2. Who proposed a toast at the party?

A.  Sam. B.  Lin. C.  Victor. D.  The waiter.

 Task 2  

Watch the video again and �ll in the blanks.

(V=Victor, S=Sam, L=Lin, W=Waiter）

V：  Well, it has been a great  to meet you, Sam and Lin. 

S：  Yes. We’ve  meeting you too, Victor. 

L：  Yes, it’s been great. What a  you have to go home!

V：  Well, all good things must come to an , but I’m sure we’ll meet again. 

S：  Yes, I hope so. 

L：  And good luck with your business. I’m sure it will go well. 

V：  And I wish you every , too. 

S：  Well, I think we should drink a toast to the end of the conference and to ourselves. Here’s to us.

L：  Cheers.

 …

S：  We should keep in . 

V：  Yes. Have I given you my card? 

S：  No. Thanks very much. Here’s mine. 

V：  Do you have a card, Lin? 

L：  Yes. 

V：  Thank you. I’ll send you an . And if you’re ever in Singapore, you must . 

S：  We certainly will. And you have my number. When you’re next in Sydney, give me a call. We’ll have 

a drink. 

W：  May I take this? 

V：  Well, I’d better get going or I’ll miss my .

S：  Have a good flight home. Bon voyage. 

L：  Good bye. Until next time. 

V：  Good bye.
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 Activity 3  Talk Together

Language Bank

When socializing at a business party with someone，

you can use some common expressions as follows.

Opening/Ending a conversation：

It has been a great pleasure to meet you.

I’ve enjoyed meeting you, too.

I’m pleased to meet you.

Pleasure is mine. 

Expressing wishes：

Good luck with your business.

Wish you every success.

Wish you all the best. 

Leaving excuses：

All (good) things must come to an end.

I’d better go, or I’ll… 

Leaving responses：

What a pity you have to go (home)!

I’m sure we’ll meet again. 

Exchanging business cards：

Do you have a card?

Have I given you my card? 

Here’s my card. 

Keeping in touch：

If you’re ever in..., you must look me up.

When you’re next in..., give me a call. We’ll have a 

drink/meetup.

You have my number.

We’ll keep in touch. 
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 Task 1  

Use the expressions you’ve just learned to complete the following conversation. �en practice it with your partner. 

A：  Nice evening. And I’m very  to  you again, Mr. Smith. Cheers to the event and 

ourselves.

B：  Pleasure is all mine, Mr. Wang. Cheers. 

B：  I’m really  meeting you tonight. Unfortunately, I must  or I will  my 

flight.

A：  Well, if you’re ever in Beijing, remember to give me . You have my .

B：  I certainly will. And I  you every success. 

A：  You too. Have a  flight.

B：  Thanks. See you next time.

 Task 2  

Use the expressions above. Create your own business conversation and practice it with your group members. 

　Situation　

You’re in a business cocktail party with some friends, but you have to leave for another 

meeting now.



新 发 展 商 务 英 语 视 听 说 教 程 220

  Project-based Task
Objectives

Task Background

It’s a big day of the International ABC Conference and a good opportunity for businessmen in the toy 

industry to promote their business. Mary and her team are at the conference and they want to find some 

potential clients.

Procedures

Planning

Creating

Acting

Assessing

Discuss with group members and plan at least 3 

scenarios.

Create conversations for the scenarios based on 

the expressions in this unit.

Choose the role you like and act out the conversations.

Present the conversations in the class and make a vlog.

Make assessment. It includes teacher’s assessment (30%), 

self‑assessment (10%), group assessment (20%), peer 

assessment (20%) and social assessment (20%).
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 Scenario 1  

Mary and her team have arrived early at the 

International ABC Conference, looking for some 

potential clients. They heard that the CEO of ××× 

Company is also at the conference and they didn’t 

want to miss the opportunity. So, firstly, they go 

there and establish contacts.

 Role No. 1  Mary：Introduce herself and 

exchange business card… 

 Role No. 2  Mary’s teammate A

 Role No. 3  Mary’s teammate B

 Role No. 4  CEO of ××× Company：Introduce 

himself and exchange business cards… 

…

（ Role No. 5  the assistant of the CEO）

*Body gestures like handshake and items like 

business cards must be included.

 Scenario 2  

After establishing contacts, Mary would 

also like to introduce her teammates who are so 

intelligent and helpful. And they also need to 

introduce their business.

 Role No. 1  Mary：Introduce the teammates one 

by one, including job titles and duties；introduce the 

business… 

 Role No. 2  Mary’s teammate A：Introduce 

himself… 

 Role No. 3  Mary’s teammate B：Introduce 

herself… 

 Role No.  4  CEO of  ××× Company：Ask 

questions about Mary’s business… 

…

（ Role No. 5  the assistant of the CEO）

Possible Scenarios
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 Scenario 3  

Mary and the CEO of ××× Company are having a good time. They want to have a further talk but the CEO 

of ××× Company is going to give a speech at the Conference. So, they arrange the next meeting and promise to 

keep in touch.

 Role No. 1  Mary：Ask about the next meeting；keep in touch… 

 Role No. 2  Mary’s teammate A：Keep in touch/say goodbye… 

 Role No. 3  Mary’s teammate B：Keep in touch/say goodbye… 

 Role No. 4  CEO of ××× Company：Give a leaving excuse; arrange next meeting; keep in touch…

...

（ Role No. 5  the assistant of the CEO）

Requirements：

  All group members are required to take part in the project.

  Use the expressions you have learned in this unit as many as possible.
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 Scenario 3  

Mary and the CEO of ××× Company are having a good time. They want to have a further talk but the CEO 

of ××× Company is going to give a speech at the Conference. So, they arrange the next meeting and promise to 

keep in touch.

 Role No. 1  Mary：Ask about the next meeting；keep in touch… 

 Role No. 2  Mary’s teammate A：Keep in touch/say goodbye… 

 Role No. 3  Mary’s teammate B：Keep in touch/say goodbye… 

 Role No. 4  CEO of ××× Company：Give a leaving excuse; arrange next meeting; keep in touch…

...

（ Role No. 5  the assistant of the CEO）

Requirements：

  All group members are required to take part in the project.

  Use the expressions you have learned in this unit as many as possible.

  Self-assessment Checklist
Now, it’s time for you to review your performance after learning this unit. Carry out a self‑assessment by 

checking the following table.

Items Ratings

A B C D

Listening 
Skills

I can recognize the expressions about locations and directions.

I can get contact information.

I can understand greetings and introductions at the business party. 

I can catch the information about a business appointment.

I can understand business and products. 

I can understand reasons for leaving. 

I can understand willingness to cooperate. 

I can understand good wishes.

Speaking 
Skills

I can ask for the information about locations and directions. 

I can greet someone and introduce myself. 

I can ask for and offer contact information. 

I can introduce other people at the business party. 

I can make a business appointment. 

I can talk about business and products. 

I can express my willingness to cooperate. 

I can express good wishes.

Professional 
Skills

I can establish good business relationships with new clients. 

I can introduce business partners to other people to expand business 
relationships. 

I can talk about business products or service to maintain relationships. 
I can keep further business relationships with clients after we separate 
with each other. 

A: Basically agree

B: Agree

C: Strongly agree

D: Disagree
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  Time for Fun
Business Humor

A New York family bought a ranch (大牧场) out West where they intended to raise cattle. Friends came to 

visit and asked if the ranch had a name.

“Well,”  said the would‑be‑cattleman. “I wanted to call it the Bar‑J. My wife favored the Suzy‑Q. One 

son liked the Flying‑W, and the other son wanted the Lazy‑Y. So, we’re calling it the Bar‑J‑Suzy‑Q‑Flying‑W‑

Lazy‑Y.”

“But where are all your cattle?”

“So far, none have survived the branding.”

Tongue Twisters

Read aloud a�er the recording.

1. Aiken Bacon was baking bacon. 

The bacon he was baking was bought in Macon. 

So he was making baked Macon bacon.

2. Bill blows big blimpy bubbles. 

When Bill’s big, blimpy bubbles burst, 

Bill began to blubber.

Bill was a big blimpy baby.

 3. Betty Block blows big black bubbles. 

Betty Block blows big black bubbles. 

Betty Block blows big black bubbles.

4. A bachelor botched a batch of badly baked biscuits.

Did the bachelor botch a batch of badly baked biscuits?

If the bachelor botched a batch of badly baked biscuits, 

Where are the badly baked biscuits the bachelor botched?

5. Betty Botter bought a bit of butter.

“But,”  said she, “this butter’s bitter.

If I put it in my batter, it will make my batter bitter.

But a bit of better butter—

That would make my batter better.”

So Betty Botter bought a bit of better butter and made her batter a bit better.


