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“/ Learning Objectives:

In this unit, you will

© listen about negotiation in business;

© learn how to improve intercultural communication;
© read about the intercultural communication skills in
employment and steps towards a successful negotiation;
© write meeting notes;

© expand your vocabulary about intercultural
communication and negotiation;

© learn about Chinese artistic designs laid in tea foam.
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Modern technology has made the entire
world a global village. In recent years, the
process of globalization has been continuing to
accelerate. Especially, the world of business has

always benefited from globalization, which has

not only worked wonders for the large players
in the market, but also created opportunities
for new and small enterprises that are still looking for a firm foothold in the market.
The economic connection and interdependence between countries have increased and
improved intercultural communication.
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Neg

the following conversation. Try to understand the skills to bargain, and

otiating on the price is an important step to close a deal. Listen to

choose the best answer to each question.

1. What's the relationship between the two people?

A. Boss anc

employee.

B. Husbanc

and wife.

C. Colleagues in the same company.
D. Counterparts from different companies.
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2. What'’s the purpose of the man saying “it’s over our budget”?

A. To tell the woman his company’s financial status.

B. To win the woman’s sympathy.

$. To persuade the woman to reduce the price.

D. To express his dissatisfaction with the offer.

3. What’s the woman’s proposal to the man at first?

A. If they have a tight budget, they should try to balance it.

B. They should know exactly how much they will spend on the order.

C. They should let her know exactly how much they will spend on the order.

7 They may reduce the quantity of their order to stay within their budget.
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4. What's the most persuasive point for the woman to reduce the price?

A. The price is higher than the man expected.

87 They can gain a larger market share with the help of the man’s company.

C. The man’s company has a tight budget.

D. If they didn’t cut the price, the man would buy from the UK.

5. Why doesn’t the woman give the man the final offer right now?
X. Because she has to figure out the appropriate price.

B. Because she doesn’t want to come to an agreement with the man.
C. Because they are interrupted by a call.

D. Because she wants the man to reduce the quantity of the order.



Susan: Hello, this is Susan Wilson. Can | help you?

David: Hello, this is David Brown from ABC Company. Sorry about the
interrupted call yesterday. Can we continue our conversation now?

Susan: That’s fine. What do you think of our offer?

David: It’s a bit higher than we expected. Frankly, it’s over our budget. Could
you reduce the price?

Susan: I’'m sorry to hear that. But may | know how much you will spend on the
order? If you have a tight budget and want to balance it, perhaps you could

reduce the quantity of this order.



customers’ requirements. So would it be possible for you to offer a discount

David: I’'m afraid we couldn’t do that, because we need this to meet our

on such a large quantity?

Susan: That’s the best offer | can give you. As you know, our product is the
best along the same line, and the quality is always guaranteed.

David: | know that, Susan. But, in my opinion, ABC Company can help you a lot
in marketing your products to the UK, a new market. Then you’ll receive many
more orders on the back of ours. So, please reconsider it.

Susan: OK, that’s a good point. But | can’t give you a definite answer now

because | need to do some calculations before giving you our final offer.



David: Thank you. But may | know when | could expect to hear from you?
We're eager to come to an agreement with you.

Susan: Tomorrow morning. Is that okay?

David: OK. I'll be waiting for your call. Bye.

Susan: Bye.
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IERd 2 Negotiation is an important step to join in an organization. Listen to
the news report about China’s entering DEPA and choose the best

answer to each question.

1. What’s DEPA?

A. It’s a new trade partnership agreement on negotiations.

B¢ It's a new trade partnership agreement on digital economy.
C. It's a new trade partnership agreement on commerce.

D. It’s a new trade partnership agreement on environment.
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2. According to the news, on what is China promoting negotiations?
A. The establishment of the work team for DEPA.

B The accession to DEPA.

C. The application to DEPA.

D. The founding of DEPA.

3. Which countries pioneered DEPA?

AcNew Zealand, Singapore and Chile.

B. New Zealand, Singapore and China.

C. China, Singapore and Chile.

D. New Zealand, China and Chile.
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4. Which country is the second-largest digital economy in the world?
A. New Zealand.

B. Singapore.

& China.

D. Chile.

5. In terms of the global digital economy, what is China willing to do along with
other countries?

A. Creating an open and safe environment.

B. Sharing dividends.

C. Making further contributions.

. All of the above.



China is advancing negotiations on joining the Digital Economy
Partnership Agreement, the Ministry of Commerce said Monday. The
announcement follows the recent establishment of the work team for China’s
accession to the regional agreement. Last November, China filed an

application to join DEPA, a new trade partnership agreement initiated by New

Zealand, Singapore and Chile.



As the second-largest digital economy in the world, China is speeding up
its digital development and opening up in terms of rules, regulations and
standards. As regards the global digital economy, China is willing to work with

other countries to create an open and safe environment, share dividends and

make further contributions, the Ministry said.
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With the globalization in nearly every aspect of people’s work
and life, technology has increased and improved intercultural
communication in today’s Internet age. But diversified factors may lead
to misunderstandings during the process. Read the following tips for
intercultural communication and learn how to communicate effectively

with people from different cultures.

How to Improve Intercultural Communication

©
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The great power of the Internet and social media has led to more and more
intercultural communication. People talk and communicate across states and
cultures. While technology has made communication faster and easier, it is
important that intercultural communication be handled with a lot of sensitivity.
People tend to encode and decode messages based on their own values, beliefs,

cultures, and assumptions, which could lead to greater misunderstanding.



Then how to improve intercultural communication? The following are some
general tips:

e Before communicating with an audience that is not of a similar culture, you must
do thorough research about the culture of the other party. This will reduce the
chances of making sensitive or annoying remarks and hence can avoid confusion in
the process of communication.

e When speaking, you should avoid using slang and idioms. It’s much better to

choose specific and relevant words, which contributes to better understanding.



e While communicating, you should try to be an attentive listener. Listening
actively makes the other party willing to speak more, and at the same time
listening properly and clearly helps you get more from the communication.

e |f there is a doubt, do not pretend that you have understood everything. It’s
always OK to ask questions to make confirmation.

e Understand the importance of intonation while communicating. Stress on a

specific word can change the entire meaning of a sentence.
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e Check your body language. Some cultures might consider a particular gesture as
offensive. The level of eye contact and the distance between two people while
making a formal or an informal communication are all examples of the situations
one must study about before starting an intercultural communication.

To understand various cultures is of great fun, and it can go a long way in making

intercultural communication fruitful and worthwhile.






New research shows that employers around the world value staff who

understand the role of culture at work. And the reality of today’s global economy is

changing the way employers look at job candidates. While relevant experience and

technical know-how are still must-haves for employers, they are also looking for

employees with intercultural skills—that is, the ability to understand different

cultural contexts and viewpoints, demonstrate respect for others, adapt to different
cultural settings, accept cultural differences, speak foreign languages, be open to new

ideas and ways of thinking. O O O
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Why do employers value intercultural skills greatly? While they may give many

Different answers, it seems that many of the employers agree on a few important
reasons, all of which have benefits to an organization’s earnings. They believe that
employees with these skills can bring in new clients, work within teams of
diversified cultures and support a good brand and reputation.

Employers also see risks associated with not having employees with these

intercultural skills. The top risks identified are loss of clients, damage to an

organization’s reputation and team conflicts.All of these risks could also have

financial implications for an organization.
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While the majority of employers report that they do not screen for
intercultural skills in the application or interview process, at least not formally, they
do evaluate job candidates for intercultural skills. And most of them are able to
explain what they look for in job candidates that could be related to intercultural

skills. The following are the top five indicators of intercultural skills:
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1. Strong communication throughout the interview and selection process;
2. The ability to speak foreign languages;

3. Demonstration of cultural sensitivity in the interview;

4. Experience studying overseas;

5. Experience working overseas.
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FHYEAFRER, HA SR EEEENRL TN UET/FFIUERNRT. MESEXE FRIISEEEXN
TEFEFKIRENL. MERHNSEIIRAFNTRBAGRAEE, IBE SKRTENEEE, BIsERE

BARNXUESIMR, BAMEANEE, ENABRMWING, EEXHES, WINE, FRaE BRI
BYER
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At AEEIFEENIR)FREE? BAMNTTRESEHITFSARNESR, BUFTSREEERE 57/ EERY
RE, FrAXEREEN—MERAIAETL. I1HEE, BEXEREERNR TaLIERHER, EFRRINX
WHIRIBAPR A, FIFRIFAIMBAEE,

BEEBER T IREEEEXURENR THRXANGE. SARNXERAEEF. IREFHRN FEFEBAPR.
FTEXEX G BRI REXT— MEL = E U SR,
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l.intercultural [ inta'kaltfaralla. AN [E] SCAGIEI Y B8 SCAG Y
R A EICAGTE )

#54]: The intercultural communication research focuses on how

people from different cultures interact with each other.

AR SCAR TA] B A2 AT 58 03 B 22 2k B AS RSO S AT Tane] A

AZ it o

RN B A

#il7]: This university offers a series of intercultural courses to help

students develop global perspectives.

KPR T — R AGREE, AR B A B e BRI T .
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2. candidate ['kendidat]n.fEie N: Nl
RN xRk N

#]5): There are several candidates running for the position of mayor.

A JUAL B N IEAE 36 T KX —HR A

TN AR

#i]4]. All the candidates for the English exam are required to arrive on

time. T 2 NS85 1 1 M Al 2R A% 2114
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3.associate [a'sofiert]v. BE4H; BR& -

—_—a

RO~ “BEAE” A1) Most people associate the smell of roses with love
and romance.

K2 NAEHBE AR ZARIZ R SR

RN “BRE”

f54]: The two companies decided to associate to develop a new
product.

X FRTE IR BRI A — 38T 7 i o
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4. identify [ar'dentfai]v. 1Rl

DL A2 “identify [a1 dentIfa1] v. 1R H)” BI5] 7] M it s -

#54]: The security system can identify people by their fingerprints.
XELA ARG e m e SR BN R B0

Rt thmgHH ”ldentlfy” RN R G IE TR 80X —RHE KA R AN [F]
WIN, B FRSUE B AILES, e N RBEfr, R 7R
A BB AR T A H




5.loss [los]n. FZ 55 :
RN TR

{515

e E

EPNIEAR T

% — ujig%n

{515
B R

The loss of my keys caused me a lot of trouble.

SN CED

Lot Ok 4 s

R

The loss of his job was a great blow to him.fth 2< 2= 7

VIIe
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Choose the best answer for each question below.
1. Why do employers want employees with intercultural skills?

A. Because relevant experience and expertise are no longer needed in modern
society.

B. Because intercultural skills are more important than other abilities in employees.
. Because employees with intercultural skills can benefit organizations greatly.

D. Because employers value intercultural skills much more than other abilities in

employees.
Q (%

C— —
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2. In what ways can organizations benefit from employees with intercultural skills?
A. Cooperating well with colleagues from different cultures.

B. Finding new customers for organizations.

C. Making a contribution to a good brand and reputation.

\I} All of the above.

3. Which of the following is not the potential problem for organizations without

employees with intercultural skills?
& They may have no earnings at all.

B. They may lose clients.

C. Their reputation may be damaged.

D. Conflicts may arise within teams.



4. How do employers evaluate job candidates for intercultural skills?

A. They check job applications carefully for intercultural skills.

B. They target candidates with both overseas studying and working experience.

C¢ They assess candidates based on some important indicators associated with
intercultural skills.

D. They test candidates’ language ability strictly.
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5. What’s the best title for this passage?

A. Employees with Intercultural Skills.

B. Employers Value Intercultural Skills.

&. Employers Are Looking for Employees with Intercultural Skills.

D. Intercultural Skills Are Important.
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[ENY 2 Complete the sentences with the words in the box. Change the form

where necessa ry.

relevant diversified identify loss implication

majority evaluate indicator sensitivity  value

©
©
©



i . O

1. The main ___indicator _ of climate type is altitude.

2. The relevant characteristic here is being accountable.

3. There are several clear _implications of the findings above.

4. We plan to continue to _diversifty — our brand portfolio.

5. The _majority  of clients are industrial companies.
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6. The direct financial _l0sses caused exceeded 200 billion yuan.

7. A degree of political _sensitivity _is therefore required.

8. This study _identified  gpproximately 250 candidate essential genes.

9. An observer must _evaluate  each circumstance individually.

10. How do you value the function of marketing in the management process?
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Complete the sentences by translating the Chinese in brackets into

English, using suitable expressions in the box.

'3 ™

agree on be related to adapt to

associate with screen for be open to

& 4

©
©
©
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1. It can influence sports performance and may

be related to weight gain (FEEIEINA <) in some people.

2. We need simple tests to accurately

screen for this disease before symptoms appear (ESEAIR BBl Z B im & HHixX
PRI
3. He indicated that his company would __ P€open to a settlement (52
T DN

(&
(¥
©
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4. We need to agree on a unified basic price (RE 149 —H]
FEARAHED

5. The board resisted change, making it impossible for the company

to adapt to rapid shifts in the industry (& N AZAT M PR IEE A4 )

6. | would have never thought | wanted to

be associated with a catch phrase

(FI— AT R R — ) .

©
©
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Translate the sentences into English, using the expressions in brackets.

1AAN T IEAE S Be S AR AN [ AL T = B AN 1 L. (from different cultural
backgrounds)

They are looking for employees with the ability to understand people from different cultural
backgrounds.

©
©
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. . Reading

205 NOET I SO A TR B, SRR RS . AT ARE4E5 20, (adapting to new

cultural settings)

Adapting to new cultural settings involves changes in the way in which you feel, behave,
and think.

3. [ B i M AN A ] 45 55 B B 7 B B A AME SR A S AV T e B B FEN
1. (skills in cross-cultural communication)

The increase in international business and foreign investment has created a need for
executives with knowledge of foreign languages and skills in cross-cultural communication.

O L e



i . O

4. EEEEA~FH, JATRINEN W ERPEE, HEA—DNEEHE N
BN —iE TAER), SR ZSLW~a] Hir. (showrespect for cultural differences)

When people show respect for cultural differences and work together as a cohesive unit, it is
easier to meet company goals in multinational companies.

5. J& FAEAE2 05675 18 Jee FAE el A i 3R B SCA BRI ) SR A

(demonstrate cultural sensitivity)

Employers tend to give priority to hiring candidates who demonstrate cultural sensitivity
during the interview process.
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Steps Towards a Successful Negotiation

This step involves setting the first meeting. The venue, time, and attendees are to

be decided. Sometimes the time duration of the whole process is set in advance to

save time.
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It is essential to know what the case is all about. The parties concerned explain

the happenings, proof, viewpoints, and ideas. So this stage includes the briefing
and introduction of the case. The representatives are given an equal chance to

present their cases.
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All the parties involved put forth their points. Make sure the case and evidence

provided by you are strong enough that you get what you deserve and try to get

the most out of the case. The respective organizations or individuals can question,

suggest, or talk about their views on the case. And misunderstandings and doubts

are cleared by having a full-scale discussion.
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The parties will have to compromise, but it should not be totally in favor of the

opposite. Both of them will get equal shares based on mutual consent.

So, after all the procedures, there comes the final step marking the end of the
negotiation. The conclusion involves the final agreement on which all the parties
agree upon and legally approve. The parties concerned have to be satisfied at the

end of the negotiation.
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Only concluding the negotiation does not complete the whole process.

Implementing that decision is equally important. Whatever decision is made is
executed smoothly and quickly. Then the issue is resolved, and the parties get the

products of negotiation.
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2.

MEFR/ERATHANRREEN. WHIASEABETIAKERNSER. IHE. TFHIM RAEE. ATLUXHTEL
BIEERMENNNE., RN FSFHNSRRENIRER.

C
©
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3.

FrERNE575EMEE TMIANAR. BRIFREENEGFNHER®E], (REEURNERN, ASNEARER]
AZEY., SENERENATLIESE. 8 BaXiSiINXPNEREIEER. MRFESubtstEr LUBTI#1TIE
IETVRIITIESRIHRR.

C
©
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4,

W, BARROZFE SRR, E0EERNEM L, SFERERET Shkki.

AL, ERFBRIRERZ R, XENSERFIERNRE—F., MNTRNAREHT oiiEEENEREZMY. B
AT O ERFIE RIS RS

C
©
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5.

REEREFIFAETHEBENTRE. FITX—RELRFER. TieMbHtaRE, & el miEtiiT. 2
EIISEIER, BITEERFIRIRER.

©
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1.concerned [kan'ss:nd]a. G <]; FHPLH
RN “HIRH)”

#14): All the concerned parties should come together to discuss the

problem. FT A % 7 TH AR N 1% AL — S 3] 11X A 7]

RN “THPLH)”

#§]7]: Parents are concerned about their children's safety when they go

out alone. [{Z N1 E N, ACBE TS FHOMBATTH) 22 4=




2.respective[rn'spektiv]a. /7B H): &% HHE
f54]: After the meeting, the team members returned to their

respective offices. =W W G, BB RATEZR T ZEHRIHAAZE.

et AT “respective” 1811 “offices”, & HHARE™ 1 PA A% 2 &l 0] 2]

TJ?%ET HCOWIN A, 3l FhaZRHELEE AR % H

ANE Y
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3.compromise['kpmpramaz]v.Z ¥, Ff#E; n.ZPp
YE ushinal “2Z B, AR

#54]: In a marriage, both partners need to compromise sometimes to
maintain a harmonious relationship.

PRSI, U A 07 T A R (1 R o

1EA 4]

f54]: The agreement is a compromise between the two sides.1X4/3 1}

WX Z IRl — A Z P2
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4.mutual['mju:tfusl]a. IL[EH; A EH
o LR

#i]5]: They have a mutual interest in painting, which brings them closer.

AT 22 7 TR SR R R ER, X1 AmATT O R SR .

RN “FE )

#54]: They have mutual respect for each other, which is the foundation

of their friendship.

AT BB B, XA ACH B FE A
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5.consent [kan'sent]n.[F & ; v.Z& M -
YE 94410 “[F] ="

#il5]: You must obtain the consent of your parents before going on this
trip AEAT IR UOIRAT 21T, AR ARAGARASC BER) [F] 22
VENB)iA] “EF N

#il5]:  After much persuasion, he finally consented to help us.

z 2T, At me A B N A B ERAT
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Match the following subtitles with their appropriate paragraphs in the

passage.

5 A. Execution of the Decision

4 B. Understanding and Coming to an Agreement

2 C. Examining the Case

1 D. Initial Talks and Preparation

> E. Having a Discussion and Clearing Misunderstandings and Doubts

O L e
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[IFH4 2 Complete the sentences with the words in the box. Change the form

where necessary.

initial involve duration briefing implement

concerned deserve respective consent procedure

©
©
©
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1. The results reflect the greatest credit upon all| _concerned

2. The _ duration of marriage is related most obviously to the expectation of life.
3. We are through the __initial testing period.
4. The subject deserves considerably more independent study.

5. The bill never reached further legislation  Procedures
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involve

6. That is why modern foreign relations between countries diplomacy.

7. Parental _ consent is required to obtain routine health care.

8. The three men were given work according to their _ respective _ abilities.

9. The government is _implementing 3 new policy to help the unemployed.

10. The _ briefing was very informative and easy to understand.
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Complete the passage with suitable words in the box. You may not use

any of the words more than once.

. A. communication B. execution C. complications D. in favor of \
E. procedures F. compulsory G. initial H. involve
I. put forth J. compromise K. compensation L. attendee
M. failure N. advisable O. mutual

& J

©
©
©
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Not all negotiations end up nicely. Some may be so brutal that there is no

mutual agreement. This can causea 1 M in the process. Then the
parties can re-schedule the meetings. They may 2 | an alternative idea
for negotiating, or they may even change the styleof3_ A

It is not 4 F to follow procedures every time while negotiating.
There are cases when the parties do not want any legal 5 C . They
cometoab O agreement either verbally or indirectly by settling on
something. The ones who sacrifice may get 7 K from the other party.
An informal negotiation may even 8 H giving the word or making
promises. Mostly informal negotiations are not 9 N as one party can
cheat the other. Therefore, legal 10 E are followed to avoid fraud

and confusion.



. . Reading
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IEN44 Translate the following Chinese paragraph into English.
WAE AR ERADEAET, P75 i3k [E] H bRis B AR ) =
) B EGE, DLl B R . RAZRIOL S AR E ) —&85r, o
WA — AT Mk AR R AL 8 S5 %07 S5 A
s, IR MEETAEZ 540
Negotiation is a process in which two or more parties reach a decision regarding a
common objective which is mutually beneficial and agreed, to avoid disagreements and
conflicts. Negotiation is an integral part of every business irrespective of the field and the
industry in which the business is incorporated. A properly planned negotiation will

consider both the aspects and perspectives of the participating parties and come to a
conclusion which will be suitable for all the participating parties. O O O







. . Writing

Directions

Suppose you are the secretary of ABC Company and your company
just held the monthly sales meeting. Write the meeting notes for

it. Remember to include all the needed information:

e The name of the meeting and its venue;

e The date and time when the meeting was held;
e A list of participants, both present and absent;
e The meeting's agenda;

e Questions that need to be answered;

e Decisions made and what to do next.
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Chinese Artistic Designs Laid in Tea Foam

It’s common to see a barista (MIMETEARSS 1) create coffee art — pour milk
foam into a cup of coffee, upon which a beautiful pattern appears, but it’s a whole
different ballgame to do the same thing with tea. Have you seen this kind of art in
a cup of tea? It’s called Dian cha — a traditional tea preparation in Chinese ancient
times.

Different from the method of brewing tea during the Tang Dynasty, the
prevalent tea preparation in the Song Dynasty was through Dian cha. The process
begins with pouring hot water over fine powdered tea, stirring it with the bamboo
stick, thus creating a paste. Then add more hot water slowly into the tea as the tea
is constantly being whisked by hand with the bamboo stick. It usually requires
whisking the mixture between 180 and 200 times before water and tea are fully

blended and froth appears. Then one can make artistic designs in the froth with
the prepared tea paste. %)

~ ~— ~
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During the process of Dian cha, the froth resembles paper while the tea paste
is like ink. But “drawing” on the tea foam is not as easy as drawing on the paper.
When it comes to traditional Chinese painting, it is about the soft brush against the
hard paper, but with Dian cha, it is the other way round. It’s the hard teaspoon
against the soft froth.

Creating patterns on the tea foam is cautious but quick work. Usually, the
whole process has to be completed within 10 minutes. The ideal state for creation
is when the tea’s temperature is around 40°C and ready for the palate. It generally
takes a year of practice for one to be able to master the skills. And it is only
through trial and error that one can get the hang of Dian cha.

Creating art in the tea cup is to increase the aesthetics rather than change the
essence of tea. This tea art is like adding bells and whistles to the tea and gives
people a stronger sense of occasion; thus drinking tea is more fun.

Q
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It is believed that this Chinese tea art later spread to other parts of East Asia,
including Japan, and has exerted great influence on their tea ceremony. In 2019,
Dian cha was listed as an intangible cultural heritage of Runzhou District, Zhenjiang
City, Jiangsu Province, China. Nowadays, this traditional Chinese art, Dian cha
culture, is being revived, promoting the process of complete preservation of
Chinese tea culture. And it is also being spread widely through the Internet and
social media, attracting more and more followers.
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Translate the last paragraph into Chinese.

C
©
©






oo, Y

intercultural [ inta'kaltfaral] a. ANESCALIEIRY s B85 S4B
candidate ['kaeendidat] n. fEiE N; NitkH
relevant ['relovant] a. FH %< [

know-how n. < [ > SEERRIIH;  FiRFB IR
adapt [o'deept] v. I&N; &S s &GN
value ['veelju:]l v. M VRO n. M{E: h#%; E

benefit ['bentfit] n. Fzi v. HaiT; 15

gy
A
HF




Lloosory

associate [a'saufiert] v. B4R ; Be&
identify [a1'dentzfaz] v. 1, #EIAH
loss [Ips] n. T2k, ke, 1k
conflict ['konflzkt] n. 158 7 J&; |4
implication [ 1mpl1'kezfn] n. & &; W&
majority [ma'd3prati] n. K%

screen [skri:n] v. THi&r; futx

evaluate [1'veeljuert] v. ¥FAfT; A4S

be relatedto 5..... 5 %
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indicator ['tndikerta(r)] n. f845; Ta7~8%; TR
sensitivity [ sensa'tivati] n. BUR; MR, REE
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Lloossory W+

initial [1'n1fl] a. JFUGHY: wATH: FEHH
involve [In'volv] v. €L & Z0; G A
venue ['venju:] n. =17, AT

attendee [ aeten'di:] n. B B
duration [dju'rezfn] n. FFZEET (8] ; HATA]

in advance $2HI; TG

concerned [kan's3:nd] a. BKH); FEPLHI; RO
briefing ['bri:fin] n. fai E &0 ; A O O
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elegance ['eligans] n. fEfE; HLHE; fLTE
inturn MK Bt IRz Itk
prompt [prompt] v. s feitt; B $EOR

try on it 7

emphasis ['emfasis] n. 5RiH; 5

develop into & F& 3N

entry ['entri] n. BEA; ARG ANH; Z5H
fuel ['fju:al] v. L PARARL n. AR




Lloosory

representative [ repri'zentatrv] n. fA3K; LAY o, ALK, LI
misunderstanding [ misanda'steendin] n. ix<s; IRAE

put forth #&£H; 724 (#) KH
deserve [d1'z3:v] v. NA7; {H1S
respective [r1'spektiv] a. 73 Al X EH W

compromise [ kompramaiz] v. 21, Fifg; L2 n. 206, 78, FifE
in favor of B Al; (FF:; AMT
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