Doing business in China
ﻣﻤﺎرﺳﺔ اﻷﻋﻤﺎل اﻟﺘﺠﺎرﯾﺔ ﻓﻲ اﻟﺼﯿﻦ
The word
The meaning
be prepared for detailed questions
to have the ability to understand complicated
ﯾﻜﻮن ﺟﺎھﺰ ﻟﻺﺟﺎﺑﺔ ﻋﻦ أﺳﺌﻠﺔ ﺗﻔﺼﯿﻠﯿﺔ
questions and respond to them appropriately
اﻣﺘﻼك اﻟﻘﺪرة ﻟﻔﮭﻢ اﻷﺳﺌﻠﺔ اﻟﻤﻌﻘﺪة و ﯾﺴﺘﺠﯿﺐ ﻟﮭﻢ ﺑﺸﻜﻞ ﺻﺤﯿﺢ
do a deal
to arrange an agreement in business
ﯾﻌﻘﺪ ﺻﻔﻘﺔ
ﺗﺮﺗﯿﺐ اﺗﻔﺎﻗﯿﺔ ﻓﻲ اﻷﻋﻤﺎل اﻟﺘﺠﺎرﯾﺔ
give a business card
to give someone a card that shows a business
ﯾﻌﻄﻲ ﻛﺮت اﻟﻌﻤﻞ
person’s name, position and contact details
إﻋﻄﺎء ﺷﺨﺺ ﺑﻄﺎﻗﺔ ﺗُﻈﮭﺮ اﻻﺳﻢ واﻟﻤﺮﻛﺰ اﻟﻮظﯿﻔﻲ وﺑﯿﺎﻧﺎت
اﻻﺗﺼﺎل
make small talk
to have an informal chat with someone in order to
ﯾﻘﺪم ﺣﺪﯾﺚ ﻗﺼﯿﺮ
start a conversation
اﻟﻘﯿﺎم ﺑﺤﺪﯾﺚ رﺳﻤﻲ ﻣﻊ ﺷﺨﺺ ﻣﻦ أﺟﻞ اﻟﺒﺪء ﺑﺎﻟﺤﻮار
negotiate
to discuss something in order to reach an
ﯾﻔﺎوض
agreement, especially in business or politics
 ﺧﺎﺻﺔً ﻓﻲ اﻷﻋﻤﺎل،ﻣﻨﺎﻗﺸﺔ ﺷﻲء ﻣﻦ أﺟﻞ اﻟﻮﺻﻮل ﻻﺗﻔﺎﻗﯿﺔ
اﻟﺘﺠﺎرﯾﺔ واﻟﺴﯿﺎﺳﺔ
shake hands
to move someone’s hand up and down in a
ﯾﺼﺎﻓﺢ
greeting
ﯾﺤﺮك ﯾﺪ ﺷﺨﺺ ﻣﺎ ﻟﻸﻋﻠﻰ وﻟﻸﺳﻔﻞ ﻓﻲ اﻟﺘﺤﯿﺔ
tell a joke
to say something to make people laugh
ﯾﺨﺒﺮ ﻧﻜﺘﺔ
ﻗﻮل ﺷﻲء ﻟﺠﻌﻞ اﻟﻨﺎس ﯾﻀﺤﻜﻮن
Doing business in China
ﻣﻤﺎرﺳﺔ اﻷﻋﻤﺎل اﻟﺘﺠﺎرﯾﺔ ﻓﻲ اﻟﺼﯿﻦ
ﻣﻘﯾم

رﺟﻞ أﻋﻤﺎل

اﻟﺬي

Today, we talk to Mr. Ghanem, a businessman based in Amman who often visits China.
ﻣﺘﻰ

ﺑﺪأ

ﻣﻤﺎرﺳﺔ اﻷﻋﻤﺎل

We asked him when he first started doing business with China. ‘I’ve been doing business
رﺣﻠﺔ أول

ھﻨﺎك

with China for many years. My first trip there was in 2004 CE, and it was not very
ﻧﺎﺟﺤﺔ

successful.’

 ﻧﺤﻦ ﺳﺄﻟﻨﺎه ﻣﺘﻰ ھﻮ ﺑﺪأ ﻷول ﻣﺮة. واﻟﺬي ﻏﺎﻟﺒﺎ ً ﯾﺰور اﻟﺼﯿﻦ، وھﻮ رﺟﻞ أﻋﻤﺎل ﻣﻘﯿﻢ ﻓﻲ ﻋﻤﺎن،اﻟﯿﻮم ﻧﺘﺤﺪث إﻟﻰ اﻟﺴﯿﺪ ﻏﺎﻧﻢ
،م2004  رﺣﻠﺘﻲ اﻷوﻟﻰ ھﻨﺎك ﻛﺎﻧﺖ ﻓﻲ. "أﻧﺎ أﻣﺎرس اﻷﻋﻤﺎل ﻣﻊ اﻟﺼﯿﻦ ﻟﺴﻨﻮات ﻋﺪﯾﺪة.ﺑﻤﻤﺎرﺳﺔ اﻷﻋﻤﺎل اﻟﺘﺠﺎرﯾﺔ ﻣﻊ اﻟﺼﯿﻦ
.ًوھﻲ ﻟﻢ ﺗﻜﻦ ﻧﺎﺟﺤﺔ ﺟﺪا
who, him, he, I, my: Mr. Ghanem/ there: China/ it: my first trip.

ھﻲ

ﻟﻤﺎذا

Why was it not successful?
ﻋﻨﺪﻣﺎ

أرﺳﻞ

ﺷﺮﻛﺔ

‘I worked for a small computer company in Amman. They sent me to China when I was
ﻣﺎ زال

أدرﻛﺖ

ﯾﺤﺘﺮم

still quite young. If only the company had realised that the Chinese respect age and
اﻟﺨﺒﺮة

أﻛﺜﺮ ﻣﻦ

اﻟﺸﺒﺎب

experience more than youth!’

ﻟﻤﺎذا ﻟﻢ ﺗﻜﻦ ﻧﺎﺟﺤﺔ؟
 ﺗﻤﻨﯿﺖ ﻟﻮ أن اﻟﺸﺮﻛﺔ أدرﻛﺖ.ً ھﻢ أرﺳﻠﻮﻧﻲ إﻟﻰ اﻟﺼﯿﻦ ﻋﻨﺪﻣﺎ أﻧﺎ ﻣﺎ زﻟﺖ ﺷﺎﺑﺎ ً ﺟﺪا.أﻧﺎ ﻋﻤﻠﺖ ﻋﻨﺪ ﺷﺮﻛﺔ ﺣﺎﺳﻮب ﺻﻐﯿﺮة ﻓﻲ ﻋﻤﺎن
!ﺑﺄن اﻟﺼﯿﻨﯿﯿﻦ ﯾﺤﺘﺮﻣﻮن اﻟﻌﻤﺮ واﻟﺨﺒﺮة أﻛﺜﺮ ﻣﻦ اﻟﺸﺒﺎب
it: my first trip/ I: Mr. Ghanem/ they: a small computer company.
ب
ِ ﻗﺎم/أي ﺻﻨﻊ

أﺧﻄﺎء

Did you make any mistakes on that visit?
آﻣﻞ

ﻣﻦ أﺟﻞ

ﺛﻘﺎﻓﺔ

‘Yes! I wish I had researched Chinese culture before I visited the country. In order to be
ﻧﺎﺟﺢ

اﺣﺘﺮام

ﯾﻜﺴﺐ

successful in China, you need to earn their respect. Chinese business people will always
ﺑﺨﺼﻮص

ﻋﻠﻰ اﻟﺮﻏﻢ ﻣﻦ ذﻟﻚ

ﻧﺠﺎﺣﺎت

ask about a company’s successes in the past. However, because I worked for a new
ﻟﻢ ﯾﺴﺘﻄﻊ

ﺳﺠﻞ اﻟﺸﮭﺮة

ﯾﺘﺤﺪث

company, I could not talk about its track record. We did not do any business deals on
رﺣﻠﺔ أوﻟﻰ ﺗﻠﻚ

that first trip.

ھﻞ ﻗﻤﺖ ﺑﺄي أﺧﻄﺎء ﻓﻲ ﺗﻠﻚ اﻟﺰﯾﺎرة؟
 أﻧﺖ ﺗﺤﺘﺎج أن ﺗﻜﺴﺐ، ﻣﻦ أﺟﻞ أن ﺗﻜﻮن ﻧﺎﺟﺢ ﻓﻲ اﻟﺼﯿﻦ.ﻧﻌﻢ! أﻧﺎ آﻣﻞ ﺑﺄﻧﻨﻲ ﺑﺤﺜﺖ ﻓﻲ ﺛﻘﺎﻓﺔ اﻟﺼﯿﻨﯿﯿﻦ ﻗﺒﻞ أن أزور دوﻟﺘﮭﻢ
 ﻷﻧﻨﻲ ﻋﻤﻠﺖ ﻓﻲ، ﻋﻠﻰ اﻟﺮﻏﻢ ﻣﻦ ذﻟﻚ. رﺟﺎل اﻷﻋﻤﺎل اﻟﺼﯿﻨﯿﯿﻦ ﺳﻮف ﯾﺴﺄﻟﻮك داﺋﻤﺎ ً ﻋﻦ ﻧﺠﺎﺣﺎت اﻟﺸﺮﻛﺔ ﻓﻲ اﻟﻤﺎﺿﻲ.اﺣﺘﺮاﻣﮭﻢ
. ﻧﺤﻦ ﻟﻢ ﻧﻘﻮم ﺑﺄي أﻋﻤﺎل ﺗﺠﺎرﯾﺔ ﻓﻲ ﺗﻠﻚ اﻟﺮﺣﻠﺔ اﻷوﻟﻰ.ﺷﺮﻛﺔ ﺟﺪﯾﺪة ﻟﻢ أﺳﺘﻄﻊ اﻟﺘﺤﺪث ﻋﻦ ﺳﺠﻞ ﺷﮭﺮﺗﮭﺎ
you, I: Mr. Ghanem/ their: Chinese/ its: a new company/ that: first trip.
ﯾﺘﻌﻠﻢ

ﻛﯿﻒ

ﺗﻜﻮن

When did you learn how to be successful in China?
ب
ِ اﻟﺘﺤﻘﺖ

ﺗﻮﻋﯿﺔ

دورة

‘I joined a larger company and they sent me on a cultural awareness course. On my next
ﺷﻌﺮت

ﻟﻢ أﻋﺮف

أي ﺷﻲء

visit to China, it felt as if I hadn’t known anything on my first visit!’

ﻣﺘﻰ ﺗﻌﻠﻤﺖ ﻛﯿﻒ ﺗﻜﻮن ﻧﺎﺟﺤﺎ ً ﻓﻲ اﻟﺼﯿﻦ؟
 ﺷﻌﺮت وﻛﺄﻧﻨﻲ ﻟﻢ أﻋﺮف ﺷﻲء ﻓﻲ، ﻓﻲ رﺣﻠﺘﻲ اﻟﺘﺎﻟﯿﺔ إﻟﻰ اﻟﺼﯿﻦ.أﻧﺎ اﻟﺘﺤﻘﺖ ﺑﺸﺮﻛﺔ أﻛﺒﺮ وھﻢ أرﺳﻠﻮﻧﻲ ﺑﺪورة ﺗﻮﻋﯿﺔ ﺛﻘﺎﻓﯿﺔ
.رﺣﻠﺘﻲ اﻷوﻟﻰ
you, I, me, my: Mr. Ghanem/ they: a larger company/ its: my next visit to China.
ﻧﺼﯿﺤﺔ

ﯾﻌﻄﻲ

ﯾﺮﯾﺪ

What advice can you give to people wanting to do business in China?
ﺗﻮﺻﯿﺎت

ﺳﺎﺑﻘﯿﻦ

زﺑﺎﺋﻦ

‘Before I visit a company, I send recommendations from previous clients. I also send my
ﻣﺮﻛﺰ وظﯿﻔﻲ

ﻣﺆھﻼت

ﻣﺘﺮﺟﻤﺔ

business card with my job position and qualifications translated into Chinese.’

ﻣﺎ اﻟﻨﺼﯿﺤﺔ اﻟﺘﻲ ﺗﺴﺘﻄﯿﻊ إﻋﻄﺎؤھﺎ ﻟﻠﻨﺎس اﻟﺬﯾﻦ ﯾﺮﯾﺪون اﻟﻘﯿﺎم ﺑﺄﻋﻤﺎل ﺗﺠﺎرﯾﺔ ﻣﻊ اﻟﺼﯿﻦ؟
 أﻧﺎ أﯾﻀﺎ ً أرﺳﻞ ﺑﻄﺎﻗﺔ أﻋﻤﺎﻟﻲ ﻣﻊ ﻣﺮﻛﺰي اﻟﻮظﯿﻔﻲ وﻣﺆھﻼﺗﻲ ﻣﺘﺮﺟﻤﺔ. أرﺳﻞ ﺗﻮﺻﯿﺎت ﻣﻦ زﺑﺎﺋﻦ ﺳﺎﺑﻘﯿﻦ،ﻗﺒﻞ أن أزور اﻟﺪوﻟﺔ
.إﻟﻰ اﻟﻠﻐﺔ اﻟﺼﯿﻨﯿﺔ
you, I, my: Mr. Ghanem.
اﺟﺘﻤﺎع ﻣﺎﺿﻲ

ﯾﺨﺒﺮ

Can you tell us about your last meeting in China?
ﯾﻈﮭﺮ

وﺻﻠﺖ

ﻋﺪم اﺣﺘﺮام

‘Of course! I arrived on time. You must not arrive late, as this1 shows disrespect. Then,
ﯾﺼﺎﻓﺢ

ﻣﺪﯾﺮ

ﺑﮭﺪوء

when I met the company director, I shook hands with him gently. I began the meeting by
ﺗﺠﺎرب

ﻣﻤﺘﻌﺔ

ﺧﻼل

making small talk about my interesting experiences in China. During the meeting, I made
ُﻣﺴﯿﻄﺮﻋﻠﯿﮭﺎ

ﻟﻐﺔ اﻟﺠﺴﺪ

ﻧﻜﺘﺔ

sure that my voice and body language were calm and controlled. I never told a joke, as this2
ﺑﺸﻜﻞ ﺻﺤﯿﺢ

اﺳﺘﯿﺎء

ﯾﺴﺒﺐ

may not be translated correctly or could cause offence.’

ھﻞ ﺗﺴﺘﻄﯿﻊ أن ﺗﺨﺒﺮﻧﺎ ﺑﺨﺼﻮص اﺟﺘﻤﺎﻋﻚ اﻟﻤﺎﺿﻲ )اﻷﺧﯿﺮ( ﻓﻲ اﻟﺼﯿﻦ؟
، ﻋﻨﺪﻣﺎ ﻗﺎﺑﻞ ﻣﺪﯾﺮ اﻟﺸﺮﻛﺔ، ﺑﻌﺪ ذﻟﻚ. ﻷن ھﺬا ﯾﻈﮭﺮ ﻋﺪم اﺣﺘﺮام، أﻧﺖ ﻻ ﯾﺠﺐ أن ﺗﺼﻞ ﻣﺘﺄﺧﺮ.ﺑﺎﻟﻄﺒﻊ! أﻧﺎ وﺻﻠﺖ ﻋﻠﻰ اﻟﻮﻗﺖ
 ﺗﺄﻛﺪت ﺑﺄن ﺻﻮﺗﻲ، ﺧﻼل اﻻﺟﺘﻤﺎع. أﻧﺎ ﺑﺪأت اﻻﺟﺘﻤﺎع ﻣﻦ ﺧﻼل ﺣﺪﯾﺚ ﻗﺼﯿﺮ ﻋﻦ ﺗﺠﺎرﺑﻲ اﻟﻤﻤﺘﻌﺔ ﻓﻲ اﻟﺼﯿﻦ.ﺻﺎﻓﺤﺘﮫ ﺑﮭﺪوء
. ﻷﻧﮭﺎ رﺑﻤﺎ ﺗﺘﻢ ﺗﺮﺟﻤﺘﮭﺎ ﺑﺸﻜﻞ ﻏﯿﺮ ﺻﺤﯿﺢ أو ﺗﺴﺒﺐ اﺳﺘﯿﺎء، أﻧﺎ ﻟﻢ أﺧﺒﺮ أﺑﺪا ً ﻧﻜﺘﺔ.وﻟﻐﺘﻲ اﻟﺠﺴﺪ ھﺎدﺋﯿﻦ وﻣﺴﯿﻄﺮ ﻋﻠﯿﮭﻢ
you, your, I, my: Mr. Ghanem/ this1: arrive late/ him: the company director/ this2: a joke.

Was it1 a successful meeting?
ﺑﻌﻤﻖ

ﺑﺤﺚ

ﻗﺒﻞ

‘Yes, it1 was. I knew that the director had researched my business thoroughly before the
ﻣﺴﺘﻌﺪ

ﺗﻔﺼﯿﻠﯿﺔ

ﺗﻔﺎوض

meeting, so I was prepared for his detailed questions. When I began negotiating, I started
ﺗﺠﻨﺐ

ﻗﻀﺎﯾﺎ

ﺧﻼف

with the important issues. The Chinese believe in avoiding conflict. It2 is always important
ﺻﺒﻮر

ﺗﺴﻮﯾﺔ

ﻟﮭﺬا

to be patient. I was prepared to compromise, so in the end, the meeting was successful.’

ھﻞ ﻛﺎن اﻻﺟﺘﻤﺎع ﻧﺎﺟﺤﺎً؟
 ﻋﻨﺪﻣﺎ ﺑﺪأ. ﻟﮭﺬا أﻧﺎ ﻛﻨﺖ ﻣﺴﺘﻌﺪ ﻷﺳﺌﻠﺘﮫ اﻟﺘﻔﺼﯿﻠﯿﺔ، أﻧﺎ ﻋﺮﻓﺖ ﺑﺄن اﻟﻤﺪﯾﺮ ﺑﺤﺚ ﻓﻲ أﻋﻤﺎﻟﻲ اﻟﺘﺠﺎرﯾﺔ ﺑﻌﻤﻖ ﻗﺒﻞ اﻻﺟﺘﻤﺎع.ﻧﻌﻢ
 أﻧﺎ ﻛﻨﺖ ﻣﺴﺘﻌﺪ ﻟﻠﺘﺴﻮﯾﺔ. إﻧﮫ داﺋﻤﺎ ً ﻣﮭﻢ أن ﺗﻜﻮن ﺻﺒﻮر. اﻟﺼﯿﻨﯿﯿﻦ ﯾﺆﻣﻨﻮن ﺑﺘﺠﻨﺐ اﻟﺨﻼف. أﻧﺎ ﺑﺪأت ﺑﺎﻟﻘﻀﺎﯾﺎ اﻟﻤﮭﻤﺔ،اﻟﺘﻔﺎوض
.ً ﻛﺎن اﻻﺟﺘﻤﺎع ﻧﺎﺟﺤﺎ، ﻟﮭﺬا ﻓﻲ اﻟﻨﮭﺎﯾﺔ،()اﻟﺘﻔﺎھﻢ أو اﻟﻮﺻﻮل ﻟﺤﻞ وﺳﻂ
it1: last meeting/ I, my: Mr. Ghanem/ his: the director/ it2: to be patient.

Comprehension:

:اﻻﺳﺘﯿﻌﺎب

1- Why was Mr. Ghanem’s first business trip to China not successful?
ﻟﻤﺎذا أول رﺣﻠﺔ أﻋﻤﺎل ﺗﺠﺎرﯾﺔ ﻟﻠﺴﯿﺪ ﻏﺎﻧﻢ ﻓﻲ اﻟﺼﯿﻦ ﻟﻢ ﺗﻜﻦ ﻧﺎﺟﺤﺔ؟
It wasn’t successful because he didn’t have enough knowledge about the culture of
China, and he was too young.
2- What do you think is a “track record”?
ﻣﺎذا ﺗﻌﺘﻘﺪ ﻣﻌﻨﻰ "ﺳﺠﻞ اﻟﺸﮭﺮة"؟

3-

4-

5-

6-

A “track record” is your reputation based on the things you have done or not done
in the past.
."ﺳﺠﻞ اﻟﺸﮭﺮة" ھﻮ ﺷﮭﺮﺗﻚ ﺑﻨﺎ ًء ﻋﻠﻰ أﺷﯿﺎء ﻗﻤﺖ ﺑﮭﺎ أو ﻟﻢ ﺗﻘﻢ ﺑﮭﺎ ﻓﻲ اﻟﻤﺎﺿﯿﺔ
What does the word “his” in bold in the text refer to?
" اﻟﻤﻜﺘﻮﺑﺔ ﺑﺎﻟﻐﺎﻣﻖ ﻓﻲ اﻟﻨﺺ؟his" ﻋﻠﻰ ﻣﺎذا ﺗﻌﻮد اﻟﻜﻠﻤﺔ
the director اﻟﻤﺪﯾﺮ
What changed when Mr. Ghanem visited China for the second time?
ﻣﺎ اﻟﺬي ﺗﻐﯿﺮ ﻋﻨﺪﻣﺎ زار اﻟﺴﯿﺪ ﻏﺎﻧﻢ اﻟﺼﯿﻦ ﻟﻠﻤﺮة اﻟﺜﺎﻧﯿﺔ؟
He had been on a cultural awareness course and so he knew how to do business in
China.
.أﺧﺬ دورة ﺗﻮﻋﯿﺔ ﺛﻘﺎﻓﯿﺔ وﻟﮭﺬا ﻋﺮف ﻛﯿﻒ ﯾﻘﻮم ﺑﺄﻋﻤﺎل ﺗﺠﺎرﯾﺔ ﻓﻲ اﻟﺼﯿﻦ
What similarities do you think there are, in terms of expectations at business
meetings, between China and Jordan?
 ﻣﺎ أوﺟﮫ اﻟﺸﺒﮫ ﺑﯿﻦ اﻷردن واﻟﺼﯿﻦ ﺑﺨﺼﻮص اﻟﺘﻮﻗﻌﺎت ﻓﻲ اﺟﺘﻤﺎﻋﺎت اﻻﻋﻤﺎل اﻟﺘﺠﺎرﯾﺔ؟،ﺑﺮأﯾﻚ
the need to be culturally aware, the need for preparation, the need to listen carefully
and negotiate.
Do you think that you would be a successful business person in China? Why/
Why not?
 ﻟﻤﺎذا ﻻ؟/ھﻞ ﺗﻌﺘﻘﺪ ﺑﺄﻧﻚ ﺳﻮف ﺗﻜﻮن رﺟﻞ أﻋﻤﺎل ﻧﺎﺟﺢ ﻓﻲ اﻟﺼﯿﻦ؟ ﻟﻤﺎذا
No, because I don’t know much about Chinese culture. Also, I’m still young
whereas the Chinese respect age and experience more than youth.
 أﻧﺎ ﻣﺎ زﻟﺖ ﺷﺎﺑﺎ ً ﺑﯿﻨﻤﺎ اﻟﺼﯿﻨﯿﯿﻦ ﯾﺤﺘﺮﻣﻮن،ً أﯾﻀﺎ. ﺑﺴﺒﺐ أﻧﻨﻲ ﻻ أﻋﺮف ﻛﺜﯿﺮاً ﺑﺨﺼﻮص اﻟﺜﻘﺎﻓﺔ اﻟﺼﯿﻨﯿﺔ،ﻻ
.اﻟﻌﻤﺮ واﻟﺨﺒﺮة أﻛﺜﺮ ﻣﻦ اﻟﺸﺒﺎب

Ministerial questions from previous years:

:أﺳﺌﻠﺔ وزارﯾﺔ ﻟﺴﻨﻮات ﺳﺎﺑﻘﺔ

2020:
Mr. Ghanem: I wish I had researched Chinese culture before I visited the country. In order
to be successful in China, you need to earn their respect. Chinese business people will
always ask about a company’s successes in the past. However, because I worked for a new
company, I could not talk about its track record. We did not do any business deals on that
first trip.
- The sentence which shows Mr Ghanem’s regret for not researching Chinese culture before
visiting China is ---------.
A) I wish I had researched Chinese culture before I visited the country.
B) In order to be successful in China, you need to earn their respect.
C) Chinese business people will always ask about a company’s successes in the past.
D) We did not do any business deals on that first trip.

.------------اﻟﺠﻤﻠﺔ اﻟﺘﻲ ﺗﻈﮭﺮ ﺑﺄن اﻟﺴﯿﺪ ﻏﺎﻧﻢ ﯾﻨﺪم ﻷﻧﮫ ﻟﻢ ﯾﺒﺤﺚ ﻓﻲ ﺛﻘﺎﻓﺔ اﻟﺼﯿﻨﯿﯿﻦ ﻗﺒﻞ زﯾﺎرة اﻟﺼﯿﻦ
A) .أﻧﺎ آﻣﻞ ﺑﺄﻧﻨﻲ ﺑﺤﺜﺖ ﻓﻲ ﺛﻘﺎﻓﺔ اﻟﺼﯿﻨﯿﯿﻦ ﻗﺒﻞ أن أزور اﻟﺪوﻟﺔ
B)  أﻧﺖ ﺗﺤﺘﺎج أن ﺗﻜﺴﺐ اﺣﺘﺮاﻣﮭﻢ،ﻣﻦ أﺟﻞ أن ﺗﻜﻮن ﻧﺎﺟﺢ ﻓﻲ اﻟﺼﯿﻦ
C) .رﺟﺎل اﻷﻋﻤﺎل اﻟﺼﯿﻨﯿﯿﻦ ﺳﻮف داﺋﻤﺎ ً ﯾﺴﺄﻟﻮن ﻋﻦ ﻧﺠﺎﺣﺎت اﻟﺸﺮﻛﺔ ﻓﻲ اﻟﻤﺎﺿﻲ
D) .ﻧﺤﻦ ﻟﻢ ﻧﻌﻘﺪ أي ﺻﻔﻘﺎت أﻋﻤﺎل ﻓﻲ ﺗﻠﻚ اﻟﺮﺣﻠﺔ اﻷوﻟﻰ
Answer: A

Mr. Ghanem: Chinese business people will always ask about a company’s successes in
the past. However, because I worked for a new company, I could not talk about its track
record. We did not do any business deals on that first trip.
- Mr Ghanem didn’t do any business deals on his first trip to China because he---------.
a) couldn’t talk about the track record of his company
b) couldn’t speak Chinese
c) didn’t meet the company director
d) didn’t send recommendation from previous clients
a) .ﻟﻢ ﯾﺴﺘﻄﻊ اﻟﺘﺤﺪث ﻋﻦ ﺳﺠﻞ اﻟﺸﮭﺮة ﻟﺸﺮﻛﺘﮫ
b) .ﻟﻢ ﯾﺴﺘﻄﻊ اﻟﺘﺤﺪث ﺑﺎﻟﻠﻐﺔ اﻟﺼﯿﻨﯿﺔ
c) .ﻟﻢ ﯾﻠﺘﻖ ﺑﻤﺪﯾﺮ اﻟﺸﺮﻛﺔ
d) .ﻟﻢ ﯾﺮﺳﻞ ﺗﻮﺻﯿﺎت ﻣﻦ زﺑﺎﺋﻦ ﺳﺎﺑﻘﯿﻦ
Answer: a

.---------اﻟﺴﯿﺪ ﻏﺎﻧﻢ ﻟﻢ ﯾﻘﻢ ﺑﺄي ﺻﻔﻘﺎت أﻋﻤﺎل ﻓﻲ أول رﺣﻠﺔ ﻟﮫ ﻟﻠﺼﯿﻦ ﻷﻧﮫ

Choose the correct answer from A,B,C or D to complete the following sentence.
Majed’s --------- indicates thet he has the needed experience for the required job.
A) conflict
B) negotiate
C) compromise
D) track record

. ﻹﻛﻤﺎل اﻟﺠﻤﻠﺔ اﻟﺘﺎﻟﯿﺔD  أوA,B,C اﺧﺘﺮ اﻹﺟﺎﺑﺔ اﻟﺼﺤﯿﺤﺔ ﻣﻦ
’" ﺑﺂﺧﺮs"  ﺑﺴﺒﺐ وﺟﻮد ﺿﻤﯿﺮ اﻟﻤﻠﻜﯿﺔ، ﻋﻨﺪ ﺗﺮﺟﻤﺔ اﻟﺠﻤﻠﺔ ﺑﺎﻟﻠﻐﺔ اﻟﻌﺮﺑﯿﺔ ﻧﻀﻊ اﻟﻔﺮاغ ﻗﺒﻞ ﻛﻠﻤﺔ "ﻣﺎﺟﺪ" وﻟﯿﺲ ﺑﻌﺪھﺎ:*ﻣﻼﺣﻈﺔ
.“Majed’s” ﻛﻠﻤﺔ
. ﻣﺎﺟﺪ ﯾﺪل ﺑﺄﻧﮫ ﯾﻤﺘﻠﻚ اﻟﺨﺒﺮة اﻟﻼزﻣﺔ "اﻟ ُﻤﺤﺘﺎﺟﺔ" ﻟﻠﻮظﯿﻔﺔ اﻟﻤﻄﻠﻮﺑﺔ-----------A) ﺧﻼف
B) ﯾﻔﺎوض
C) ﺗﺴﻮﯾﺔ
D) ﺳﺠﻞ ﺷﮭﺮة
Answer: D

I knew that the director had researched my business thoroughly before the meeting, so I
was prepared for his detailed questions.
- The underlined pronoun “his” refers to the ---------.
a) interview
b) business
c) company
d) director
a) ﻣﻘﺎﺑﻠﺔ
Answer: d

b) أﻋﻤﺎل ﺗﺠﺎرﯾﺔ

c) ﺷﺮﻛﺔ

.----------- " ﯾﻌﻮد ﻋﻠﻰ الhis" اﻟﻀﻤﯿﺮ اﻟﺬي ﺗﺤﺘﮫ ﺧﻂ
d) ﻣﺪﯾﺮ

 ﻓﮭﺬا ﯾﻌﻨﻲ ﺑﺄن اﻟﻜﻠﻤﺔ اﻟﺘﻲ ﺳﻮف ﺗﺄﺗﻲ،" ﻗﺒﻞ اﻟﻔﺮاغhis"  ﻓﻲ ﺣﺎل وﺟﻮد ﺿﻤﯿﺮ اﻟﻤﻠﻜﯿﺔ:*ﻣﻼﺣﻈﺔ ﺑﺨﺼﻮص اﻟﺴﺆال اﻟﺘﺎﻟﻲ
.ﺑﻌﺪه ﺳﺘﻜﻮن ﻣﻠﻜﯿﺔ ﻟﺸﺨﺺ ﻣﺬﻛﺮ
 ھﺎﺗﻔﮫhis mobile /  ھﺎﺗﻒmobile /  أﻣﮫhis mother /  أمmother /  ﻛﺘﺎﺑﮫhis book /  ﻛﺘﺎبbook :ﻣﺜﺎل
."أي أﻧﻨﺎ ﻧﺴﺘﻌﯿﺾ ﻋﻨﮫ ﺑﺤﺮف "اﻟﮭﺎء

My father often talks about what he did in his ---------.
A) previous
B) youth
C) negotiate
A) ﺳﺎﺑﻖ
Answer: B

B) ﺷﺒﺎب

D) prepared

. ه---------- أﺑﻲ ﻏﺎﻟﺒﺎ ً ﯾﺘﺤﺪث ﺑﺨﺼﻮص ﻣﺎذا ھﻮ ﻓﻌﻞ ﻓﻲ
C) ﯾﻔﺎوض
D) ﻣﺴﺘﻌﺪ

2021:
Mr Ghanem: ‘Of course! I arrived on time. You must not arrive late, as this shows
disrespect. Then, when I met the company director, I shook hands with him gently. I began
the meeting by making small talk about my interesting experiences in China. During the
meeting, I made sure that my voice and body language were calm and controlled. I never
told a joke, as this may not be translated correctly or could cause offence.’
The two reasons which prevented Mr. Ghanem from telling jokes during his last
meeting in China are ---------.
A) arriving late and shaking hands
B) causing offence and not being translated correctly
C) arriving late and causing offence
D) meeting the company director and shaking hands with him

.---------- اﻟﺴﺒﺒﺎن اﻹﺛﻨﺎن اﻟﺬان ﻣﻨﻌﺎ اﻟﺴﯿﺪ ﻏﺎﻧﻢ ﻣﻦ إﺧﺒﺎر ﻧﻜﺖ ﺧﻼل اﺟﺘﻤﺎﻋﮫ اﻷﺧﯿﺮ ﻓﻲ اﻟﺼﯿﻦ ھﻤﺎ
A) اﻟﻮﺻﻮل ﻣﺘﺄﺧﺮ وﻣﺼﺎﻓﺤﺔ اﻟﯿﺪ
B) اﻟﺘﺴﺒﺐ ﺑﺈﺳﺘﯿﺎء و ﻋﺪم اﻟﺘﺮﺟﻤﺔ ﺑﺸﻜﻞ ﺻﺤﯿﺢ
C) اﻟﻮﺻﻮل ﻣﺘﺄﺧﺮ و اﻟﺘﺴﺒﺐ ﺑﺈﺳﺘﯿﺎء
D) ﻣﻘﺎﺑﻠﺔ ﻣﺪﯾﺮ اﻟﺸﺮﻛﺔ وﻣﺼﺎﻓﺤﺔ ﯾﺪه
Answer: B

Interviewer: ‘Can you tell us about your last meeting in China?’
Mr Ghanem: ‘Of course! I arrived on time. You must not arrive late, as this shows
disrespect. Then, when I met the company director, I shook hands with him gently. I began
the meeting by making small talk about my interesting experiences in China. During the
meeting, I made sure that my voice and body language were calm and controlled. I never
told a joke, as this may not be translated correctly or could cause offence.’
What could cause offence during a business meeting in China is ---------.
a) arriving late
b) telling jokes
c) shaking hands
d) making a small talk
a) اﻟﻮﺻﻮل ﻣﺘﺄﺧﺮ
Answer: b

.--------- ﻣﺎ اﻟﺬي ﺑﺎﺳﺘﻄﺎﻋﺘﮫ أن ﯾﺴﺒﺐ اﺳﺘﯿﺎء ﺧﻼل اﺟﺘﻤﺎع اﻷﻋﻤﺎل اﻟﺘﺠﺎرﯾﺔ ﻓﻲ اﻟﺼﯿﻦ ھﻮ
b) إﺧﺒﺎر ﻧﻜﺖ
c) ﻣﺼﺎﻓﺤﺔ اﻟﯿﺪ
d) ﻋﻤﻞ ﺣﺪﯾﺚ ﻗﺼﯿﺮ

One of the following is the least essential in a business meeting ---------.
a) being prepared for detailed questions
b) doing a deal
c) making a small talk
d) telling a joke
a) أن ﺗﻜﻮن ﻣﺴﺘﻌﺪ ﻟﻸﺳﺌﻠﺔ اﻟﺘﻔﺼﯿﻠﯿﺔ
c) ﺻﻨﻊ ﺣﺪﯾﺚ ﻗﺼﯿﺮ
Answer: d

.------------ واﺣﺪ ﻣﻦ اﻟﺘﺎﻟﯿﺔ ھﻮ اﻷﻗﻞ ﺿﺮورة ﻓﻲ اﺟﺘﻤﺎع اﻷﻋﻤﺎل اﻟﺘﺠﺎرﯾﺔ
b) اﻟﻘﯿﺎم ﺑﺼﻔﻘﺔ أﻋﻤﺎل
d) إﺧﺒﺎر ﻧﻜﺘﺔ

When you are ready for something, you are --------- for it.
a) prepared
b) joined
c) earned
a) ﻣﺴﺘﻌﺪ
Answer: a

b) ﻣﻨﻀﻢ

d) negotiated

. ﻟﮫ-----------  أﻧﺖ ﺗﻜﻮن،ﻋﻨﺪﻣﺎ ﺗﻜﻮن ﻣﺘﺠﮭﺰ ﻟﺸﻲء
c) ﺣﺼﻞ ﻋﻠﻰ
d) ﺗﻔﺎوض

The customer wanted to --------- over the price of the car.
a) cause
b) negotiate
c) qualify
a) ﯾﺴﺒﺐ
Answer: b

b) ﯾﺘﻔﺎوض

c) ﯾﺆھﻞ

d) fertilise

. ﻋﻠﻰ ﺳﻌﺮ اﻟﺴﯿﺎرة--------- اﻟﺰﺑﻮن أراد أن
d) ﯾﺴ ّﻤﺪ

Suggested Questions/ Test yourself:

: اﺧﺘﺒﺮ ﻧﻔﺴﻚ/أﺳﺌﻠﺔ ﻣﻘﺘﺮﺣﺔ

Doing business in China
Today, we talk to Mr. Ghanem, a businessman based in Amman who often visits China.
We asked him when he first started doing business with China. ‘I’ve been doing business
with China for many years. My first trip there was in 2004 CE, and it was not very
successful.’
Why was it not successful?
‘I worked for a small computer company in Amman. They sent me to China when I was
still quite young. If only the company had realised that the Chinese respect age and
experience more than youth!’
Did you make any mistakes on that visit?
‘Yes! I wish I had researched Chinese culture before I visited the country. In order to be
successful in China, you need to earn their respect. Chinese business people will always
ask about a company’s successes in the past. However, because I worked for a new
company, I could not talk about its track record. We did not do any business deals on that
first trip.
When did you learn how to be successful in China?
‘I joined a larger company and they sent me on a cultural awareness course. On my next
visit to China, it felt as if I hadn’t known anything on my first visit!’
What advice can you give to people wanting to do business in China?
‘Before I visit a company, I send recommendations from previous clients. I also send my
business card with my job position and qualifications translated into Chinese.’
Can you tell us about your last meeting in China?
‘Of course! I arrived on time. You must not arrive late, as this shows disrespect. Then,
when I met the company director, I shook hands with him gently. I began the meeting by
making small talk about my interesting experiences in China. During the meeting, I made
sure that my voice and body language were calm and controlled. I never told a joke, as this
may not be translated correctly or could cause offence.’
Was it a successful meeting?
‘Yes, it was. I knew that the director had researched my business thoroughly before the
meeting, so I was prepared for his detailed questions. When I began negotiating, I started
with the important issues. The Chinese believe in avoiding conflict. It is always important
to be patient. I was prepared to compromise, so in the end, the meeting was successful.’
Read the above article then answer the following questions:

1- During the meeting with Chinese, there are several polite behaviors must be
followed in order to make a deal or do a business. Write down two of them.
....................................................................................................................................
………………………………………………………………………………………
2- Write down the sentence which indicates that Mr. Ghanem lives in Amman and goes
to China.
....................................................................................................................................
………………………………………………………………………………………
3- Why didn’t Mr. Ghanem know enough information about his company?
....................................................................................................................................
………………………………………………………………………………………
4- Mr. Ghanem got early to the meeting, why?
....................................................................................................................................
………………………………………………………………………………………
5- Why was Mr. Ghanem very well prepared to any question?
....................................................................................................................................
………………………………………………………………………………………
6- Give a word or more from the above text which mean:
a- your reputation based on the things you have done or not done in the past:
b- to arrange an agreement in business:
c- to have the ability to understand complicated questions and respond to them
appropriately:
d- to give someone a card that shows a business person’s name, position and
contact details:
e- to have an informal chat with someone in order to start a conversation:
f- to discuss something in order to reach an agreement, especially in business or
politics:
g- to move someone’s hand up and down in a greeting:
h- to say something to make people laugh:
7- Critical thinking: we must know more about other culture of a country before we
visit it. Suggest three problems may be happened when we are ignorant about its
people’s culture.
....................................................................................................................................
………………………………………………………………………………………
....................................................................................................................................
Translation of the above questions:

:ﺗﺮﺟﻤﺔ اﻷﺳﺌﻠﺔ اﻟﺘﻲ ﻓﻲ اﻷﻋﻠﻰ

 ھﻨﺎك اﻟﻌﺪﯾﺪ ﻣﻦ اﻟﺴﻠﻮﻛﯿﺎت اﻟﻤﺆدﺑﺔ اﻟﺘﻲ ﯾﺠﺐ أن ﯾﺘﻢ اﺗﺒﺎﻋﮭﺎ ﻣﻦ أﺟﻞ ﻋﻤﻞ ﺻﻔﻘﺔ أو،ﺧﻼل اﻻﺟﺘﻤﺎع ﻣﻊ اﻟﺼﯿﻨﯿﯿﻦ
. اﻛﺘﺐ اﺛﻨﯿﻦ ﻣﻨﮭﻢ.أﻋﻤﺎل ﺗﺠﺎرﯾﺔ
.اﻛﺘﺐ اﻟﺠﻤﻠﺔ اﻟﺘﻲ ﺗﺪل ﺑﺄن اﻟﺴﯿﺪ ﻏﺎﻧﻢ ﯾﻌﯿﺶ ﻓﻲ اﻷردن وﯾﺬھﺐ إﻟﻰ اﻟﺼﯿﻦ
ﻟﻤﺎذا ﻟﻢ ﯾﻌﺮف اﻟﺴﯿﺪ ﻏﺎﻧﻢ ﻣﻌﻠﻮﻣﺎت ﻛﺎﻓﯿﺔ ﻋﻦ ﺷﺮﻛﺘﮫ؟
 ﻟﻤﺎذا؟،اﻟﺴﯿﺪ ﻏﺎﻧﻢ ذھﺐ ﻣﺒﻜﺮا ً إﻟﻰ اﻻﺟﺘﻤﺎع
ﻟﻤﺎذا ﻛﺎن اﻟﺴﯿﺪ ﻏﺎﻧﻢ ﻣﺴﺘﻌﺪ ﺑﺸﻜﻞ ﺟﯿﺪ ﺟﺪا ً ﻷي ﺳﺆال؟

-1
-2
-3
-4
-5

 ﻟﻘﺪ ﺗﻤﺖ ﺗﺮﺟﻤﺔ ﺟﻤﯿﻊ اﻟﻤﻌﺎﻧﻲ ﻟﻠﻐﺔ اﻟﻌﺮﺑﯿﺔ ﺑﺒﺪاﯾﺔ اﻟﺪرس ﻓﻲ: "*ﻣﻼﺣﻈﺔ: أﻋﻂِ ﻛﻠﻤﺔ أو أﻛﺜﺮ ﻣﻦ اﻟﻨﺺ واﻟﺘﻲ ﺗﻌﻨﻲ-6
". ﻋﺪ ﻟﮭﺎ إذا ﻟﺰم اﻷﻣﺮ.ﺻﻨﺪوق اﻟﻤﻌﺎﻧﻲ ﺑﺎﻷﻋﻠﻰ
 اﻗﺘﺮح ﺛﻼث ﻣﺸﺎﻛﻞ رﺑﻤﺎ. ﻧﺤﻦ ﯾﺠﺐ ان ﻧﻌﺮف أﻛﺜﺮ ﺑﺨﺼﻮص ﺛﻘﺎﻓﺔ اﻟﺪوﻟﺔ اﻷﺧﺮى ﻗﺒﻞ أن ﻧﺰورھﺎ: اﻟﺘﻔﻜﯿﺮ اﻟﻨﺎﻗﺪ-7
."ﺗﺤﺼﻞ ﻋﻨﺪﻣﺎ ﻧﺤﻦ ﻧﮭﻤﻞ ﺛﻘﺎﻓﺔ ﻧﺎﺳﮭﺎ "ﺳﻜﺎﻧﮭﺎ

Answers of the above questions:

:إﺟﺎﺑﺎت اﻷﺳﺌﻠﺔ اﻟﺘﻲ ﻓﻲ اﻷﻋﻠﻰ

1- During the meeting, I made sure that my voice and body language were calm and
controlled. I never told a joke, as this may not be translated correctly or could cause
offence.
2- Today, we talk to Mr. Ghanem, a businessman based in Amman who often visits China.
3- because he worked for a new company, he could not talk about its track record.
4- You must not arrive late, as this shows disrespect.
5- He knew that the director had researched his business thoroughly before the meeting.
6- a- track record b- do a deal c- be prepared for detailed questions d- give a business card
e- make small talk f- negotiate g- shake hands h- tell a joke
7- 1. Behaving wrong  اﻟﺘﺼﺮف ﺑﺸﻜﻞ ﺧﺎطﺊ2. Speaking in wrong subjects اﻟﺘﺤﺪث ﺑﻤﻮاﺿﯿﻊ ﺧﺎطﺌﺔ
3. We don’t know what they like and what they hate ﻧﺤﻦ ﻻ ﻧﻌﻠﻢ ﻣﺎ اﻟﺬي ﯾﺤﺒﻮﻧﮫ وﻣﺎ اﻟﺬي ﯾﻜﺮھﻮﻧﮫ

