FE1R ==

2. ¥4 v FE2HHET S

o BT [
IR AL QromBoliEs )y b EARRISBATT A,

B: @FELVEEESILCEATEREVSACEDET,
A: Bb. TITTh

@B1 1) OHFELARDA Yy b QBT & 3
) OBMILEDESEL ONEBEN » 13

3 DELGAEOEm - ERER OFAHEENTE I -1

T2 A (B OFLVIGEY R 7404 ) » MEOWTHVT R E L,
B () @ LWIREY 27 A0 Y 5 b EEERA RSBV &1
LHEAL T A,

(A and B are colleagues.)

A (D Ask B about the advantages of a new sales system.

B : @ Tell A that one of the advantages of the new sales system is that it can cut down
on advertising expenses to a great extent.
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