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Abstract

Tone is an essential element in business negotiations yet it is often neglected by interpreters. A
successful business negotiation requires appropriate transfer of tones. The identification of tones
is the premise of transferring them properly. This article will firstly get down to three types of
tones in business negotiations and discuss the proper transfer of tone from the aspects of stylistic
awareness, sense propriety, contextual analysis and pragmatic equivalence.
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1. 51§

WRALEA R I7 T IE R S0 i ) A L, AR ELPD RS, SRR T iR A B 263 i I 7
WA H 2 S s de KL, BRI I R I 1 B T7 A FEAISL Y, R [ PR 55 A, 18
AR ERAIRTT S AR T IRITPARR, LA a1 WA NS SRR A £ 5
ORABGRAE SR, Rt R AR R R P AR ZER I L UE N s, B “FAE
X7, T EMEB IR “FA R, B CEMEY o RWEET s Uik, s, X
BT 17, MEUIEANREINZIE ., A E, B “SHheR”, ;e mEREAR “ay” .

BRTE Y “WEHEAELOY” [1]. OV, ZEEEMELRETATZNFINZE 2], Kt EoREH
RS VB N U1 N W, R TG b i T3 T B R

2. BHEURFIPH OV R HEHHR

BE— AL RFNHIE T MUK AR, Xl E 2 R s I v A R IER B, e, ARA
P E AR HEBR FOABIESIERAM RRZIE; A NUIER BRI . B 0B R NivE
PABR AR BTG N RS2 Ab 2 8, RIS A B i AR Y, R s NS AR

ﬁ%mﬂ*%ﬂ%&ﬁ G, T3 T AT DAL AN BE TR NS I A A L TR R AR LA 2T
BORZ R EEARBLHR, F—Jriansd i, Al MEmsFmEa hiok. 5 Rk =4
N T S5 VORI R R L R R g S A

2.1. RO

FER S5 PR RE T, AN HPARI S 16 A A — €2 —BU . IR A R (118 5 7T g
KEGYR IO, HERIEEGE, ST EFFA TR, N, b T RFISRG R, 2
B BRI — Se BRI g, T AME IR A K PE . R HFEACFLR R L. AMEE
VORI OUR, R Bl G . BOIRIE, iR AU B R B R,

1 1: Aa a gesture of good will, we can cooperate when opportunity arises.

PO MR, ReRAENLE, BATAT LA,

G3HT s X A TE R HILE R BB B SR AN A AT SR I, 1% 7)32 ] 7 “ when opportunity arises”
CRERANL)RIBITE Y, TARBR VIR S e, I8 — R S kR RV, A ) Tl S =0,
X7 R TR, A A TR 7 B AR SR IR L, BETTAE IR VAR BT T 25

] 2: I’m afraid that the price you quoted just now isn’t up too much.

BESC 1 SN IR, B NHELLRZ .

PO 2: SENIAHRpr, BA DR
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SNt ZAESC, RANIEEEHYIEE L B ANESE, REZEHT “isn’tup too much” , 1BEFR
BAEE 2R, PEoC 1 MPEUE AN LR B EEEI R, TRk AR AL, Mk, B2 &7
BT ESCIADRE W), A0 I T AR DAR 4, HRAIRE S 4R St AT T 2.

2.2. BERMEOM)

RV RS B GBS NS . BRI SR R IR, T s g
MEARERR “28” , mil “FARMELT, REREAT T [3].

WS PR Wy A g A A AR TEORIAIL. tean, DOER RS iR L “le”
COp L Cngr L Cupn” PRGBS S S0 1E S INE please, perhaps, just, 1doubt, I hope, I suppose
HO LA — @R B EARTE U NS L WG/ e Wik nldad A) SOOI, Ledn, BRiR A, B iR 6.
MR A) R A) A] Loy B HRIA . BEI] . A (AU Y AR E < RN, WEoR Tk Wik v] DL — teif
ETBOREIL, Lot A B E ~ORZR LB U1 NS, FEECanTEis o i BLEEAT I R IR R A 1%
e RN RPI): A G I N W Y/D =3 A (IF

1 3: Your price makes me feel a little too...you know what I mean.

B EALARIR A A AR BRI E .

i AT IR RS TR L), B BRI iR, miA2EE “you know what I mean”
RIGZRA 7 k2, BSCth R T SR s Y.

1 4: If you can reduce the price, we might place a larger order.

PEOC: URARBERE sif, BATEGF AT BUIAT e

M AMERT T CIF AR REIUIE RIS, RSN “might” R IE A RIRIIRL,
Zels WO 7 A, RN 20500 7 S KT Bk TS 5 ] PASRAS BE R o

1 5: As you know India is still a developing country and its principal demand is for articles in the medium
price range.

PEOC: IRANE, ENEERAN AR E S, H SR PR R

rbre LR AR E — B bR 5 T RE a5 . Erhis i TR Z R TE Y, Eean “appear to be
on the high side” , “leave us little or no margin of profit on our sales” , “principal demand is in the medium
price range” , A AR FXFLE, B S EAITEIL U BN FORIE DL, BER] R TR, BESCHR
B 7RSI R W), RIS S RIB R AL, A BT BRI KA A

2.3. H4BRMEOM)

“CHAER R R R BRI HOIE S BB A OREE A IR, S N R RV AR I ET R
TER VR, 2 P R 10T DA A A e A e S Z U, ISR O 0 R
FfE L, (RERFIARBEEAT . FEE TR AR SRR EE A 4, A I o e BR VRS (1 35 78 B8 REA 80t i
MR I7 (3] w/RIEVEL:  “HtREELE A @ s FEBA RS “BAKE, RETRIE” . B,
BRI 5 0 T IRAIXUO RPGE IR, (R a1 A& EEHES VR, B AR R I RS e 4 X g
ERWI RSk, RO IR SR T N ER,  SEL il AR . e

1 6:

KT A BT RFEHP AR . RAL XA, iE3A SLEEE. [4]

3 : Your products are very good. But I'm a little worried about the price you are asking.

3277 B: You think we should be asking for more? (laughs)
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B AR ERAI LA KR TH? ()
K7 Az (R)BATEIX A YLK«

P : (chuckes) That’s not exactly what I had in mind.

GrATe IXAMGI TR S R R SR, RTINS ST A TR R (A ZR I, S2U7 B 75 b i i
ERA i CAIEI R, (RIS 7 R A R, (XA A BB Rt AN T AU, X7 R AN
kAT . B AEALEESE T B ERER F R R, IR IR T R N EER, R IE TR T AR
BN IREARIANISZARME 7?7 AR HEAEIR SRRy AT AR N E B2 7
REEAENEH XM AR, WA R s, R U N R EE R R, & T
BRARIG BT AL

3. BERAIEEP OB

FEAER R0 B 55 R R N B I W R, P AR R S5 A B 1 W A PR R rhid 75 25 JE B v 55
JUERIE A O, 0 S ICRIE R R TIES . 55 Sl
3.1. FEEREER

C2 8

WEPUEEE, CEHUERR” [5]. AFSCERT IE E RIETT AR R R ER: . & AT I,
% T 2 FE B ST I ZE 5, ARG AN R ST 1038 5 R m MR I AT A 8. —ih o, S5 AIE 5
HAIENA, ™, RE. Wi sl

il 7. FATRIRAM A LG BRI KIR K, A2 BREM6].
¥ 1: Our offer is based on reasonable profit, and we don’t overcharge you.
& 2: You know our offer is based on reasonable profit, and not on wild speculation.
XM AR IR R AT A AR BEAT R UL e, S0 1 BARSE RIS IR AR, (H
HENA) TR AR A D BRI BB AMUNRAE W s Ay, 1R AR R, AL, HSEAER S oiEt, KT
VB REAN” AIEEWE: on wild speculation, PR ERHBERT, ML E AN A A A I A I — 2 “JE
ML AT, REZOURHE A GRS, I AL,
Bl 8: A AEIX 4K AL B e ?
¥ 1: Why is takes such a long delivery period?

% 2: How do you justify such a long delivery period?

et AE IR RIS, B N E e R IR JFSCR T, RSO AT T W X AMR 55 A9,
Y UL NAEBLIZ A5 F g2 0SB, IR RIHE M BT, A 1, Wakrhdf
Y R B LUEAS 1 W), AR PRI R AT s[RI R 55 O R AT FE EAE AN IR 30, %A S

2R T EAHERANC “justify” , 1BS WAL, AEAN, BT EAREAEE
3.2. LIBER ST

FESEAT G S5 A WA B AR, BB AURNEDCE VR, INABRIE . SERIATE U X2
A, AARE SHAME) T, AR T R R, W ATREABLE A F R Wy, R ERSE.
B 9: XS BAYIRIA T, Sl .
¥ 1: You must have dropped the engine. The housing is badly cracked.

& 2: The badly cracked housing suggests that the engine must have fallen onto a hard surface from some
height. [7]
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SN BRSO ERIE R BN #RIR, Sl R (ERPAS ST & s RGO
FhE. B0 1 BADASE ZARR “AR7 Ik, iERAL BT A SR IRRI W) 30 2 A T “The badly
cracked housing” XAMIFMETE, B, BAEMRREWESL, FRIE—PMERT SR, REIEEFEL,
PAT BB T RIR B S, — “oparelgi” 191w, RIS 2 0 JF 0 WL 45 5
Wit)e XM BE B L WL RN SR IR R, AR DIk, 1B AT e 5 g sk,

Bl 10: LT EAFFEIA A RER M ? FRECHARE R ? HEBURS? (7]

P 1: You’ll need two months to deliver these parts? Who do you think you are, the post office?

P 2: Surely you would find a two-month delay for the delivery of parts unacceptable in your business.
That’s how I feel, too.

orMTe ATEAE L B 1N 2 AR I R W RARAR R, B 1 RIS A AR Y,
1M 2 W PA—FhZi i) D W as T il NS o VR JSURE FE I SO0 W st o 2 B RO R IR 2 2 1
BRI 1, R e e Ui ih AR ORI v, JRATATAET RN, $2TR AR AT Sl 2 A 7B — 5
FUEAR S 81, AT ACEICFIE SR, A B AR RAE 5, MR SESEXUTT 1 i . AEIX A1
DL, RAIESC 2 ATREEE It 24—,

3.3. maEiBEE o4

B R BRG] — A0 R el A S EU S & o TGS 0] LUNEIA) 7, KBIREBRE SR SO 5t
Jid B TE SR R, A GG TR, RN ERRZ T H8]. fERSTRAY, Rk HEHE %
PR a0, MANE BB AT AR IR SO BRI R, sl eit i JF S BT R B
B CRPAERT BB, B2 BUR SR B AR B PSR

5 11: Quality is something we never neglect. We are not in business for “a quick killing”.

B BAT-E A EARE. WAOTAMEORR Xk, #—27 MR

I3t AEMIE “a quick killing” BAEMIL, AR{E R NS GEAFHEAE K. X BRI — L35
SR T B MAAAE R . A AHEIE LR 0ES, RS Lm0 i#e, slcikseila s
AR . XA TEEE AT E RS b, FRATRTE U E N IE R R AR T U VRS, IR A HE A Ik
t “a quick killing” HJE Bl “ DL SRA A BT & .

%1 12: They are comfortable; you don’t need to “break them in". By the way, Mr. Orwell, isn't there room
for lower grade shoes in your market?

PO XFPMEEARES IR, — % Bl A . B — T, BAR%eA,  POAUERA OB ARAT TR LA B
ng, 7

I3MT: X A)IERN M ST “break them in” , KA “break in” HFHZAEM: 1. HITMAJS
someone, usually a thief, breaks in, they get into a building by force.) 2. FTWr(ik1E. & 3)(If you break in on
someone’s conversation or activity, you interrupt them.) 3. &4 (If you break in something new, you gradually
use or wear it for longer and longer periods until it is ready to be used or worn all the time.)iX AR -~ 3CA]
5 T MR, EMZE EST NER, BOCKREAHEDY 7 ERE T, ERIE IR I B
By, FN, JEEAIE “room” AR BRI SR, W AR BN SOR LRI R, ik
B T U AR .

3.4. SEHLBRSEN
FriBR) “iERZEN” , SREFETETERRKREREEIR, X2 NEHEH AL H .
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LPAER SRR, EOREFARES R A ROGE R Bk, Ak B EROREE, TN 2 7 v
TR SRS 5 IR R b, 25 S U APTAC RS 5B EE, FIRIU) B RIS SR N ERIE TR, R
SR 5 RS SR R A2 o P95 b W A% PR R R 24 H AR S IS A5 20

1 13: You know, good quality, competitive prices, all would mean nothing if goods could not be put on the
market on time. [6]

PO ARMENIE, WREYIARE N BT, I AAE R LI, A k.

IrbTe AZETE R EARIL 7R AR T SRR A R B . RS ) “You know, good quality,
competitive prices, all would mean nothing if goods could not be put on the market on time.” FJPE N “ARt%0
1, WERWARE LN, BAAE RN B, MEEATS M. 7 ERARE BRI
TUIE NS, BEER RSN /INE DRRER), BRI TR “ RsIsm A B AnTikb, f%
PR T U N W, SEEL T 5 JE SO R AR .
4. 451

FHREXEAE “ABAR” , MEEIWI[0]. IS 2% AL IR PR 551 H ol s R IR, 7 55K
AR W2 L “Ratt a7 Oy, RGN 7R AT LA R, PR AU A O 1 )
BT, TEMERRERAR VLR AN “ FAh R AL b, R BIERIR S OB EAR O, 8L ITEER
P AEBREHATIE ST, 550 SCBIE I AERG R R ARG DY) AL R o Wl BHRRE J A
R FRA R — B AL, FEFEAH WA P ZINEELSY, AWRT A Cr#ixae s, 9
AR MRS .

E&WE

BB AL SR A HE SRR AT E BB R E bR T A S R A A, R RS
2019IGYBO47. &AL At SRR S H “ A5 G 1 X DOERI A iRt 7 . R
F: 18ID71. W R GH AN ST H ¢ (R ESGERE ISR ER) TR N R IR R 1R
NFEFR AR, RS 2019CG053.

SE K
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