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Introduction to Business

Background Info

Business is goal-directed behavior aimed at getting and using productive resources
to buy, make, trade and sell goods and services that can be sold at a profit. Productive
resources—land, labor, capital, and enterprise—are four crucial ingredients that make
this possible. Typically, a business (1) operates from a specific location and facility (land);
(2) employs one or more people (labor); (3) needs money (capital) to buy raw
materials, inputs, machinery and computers, land, and labor; (4) requires the foresight,
drive, knowledge, ability and ingenuity (enterprise) of one or more people—its owners
or managers. Together, the cost of acquiring and using these four resources to make and
sell goods and services determines a company’s operating costs.

The role of the business owner and manager is to be enterprising, to sense an
opportunity to acquire and to use all the other productive resources to create a product.
A product is any kind of goods or service that other people value or want to buy. Value
refers to how much utility a product gives customers, that is, how well it satisfies their
desires or needs. In business, the most common way of measuring the value of a product
is by how much customers are willing to pay for it, that is, by its price. A company has
a competitive advantage when it can offer customers a product that has more value to
them than similar products offered by other companies. If the business is competitive,
the customers are attracted to the company’s products, and then the company generates
money, or income, from the sale of the products. This is called sales revenue. The profit
a company earns is the total amount of money left over after operating costs have been
deducted from its sales revenues. If sales revenues are less than operating costs, a
company has made a loss.

Profit that is kept in a company and invested in its business increases its capital, the
total monetary value of its financial assets such as cash, property, land, stock, patents
and brand name.

To sum up, businesses are established to perform economic activities. With rare
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exceptions (such as cooperatives, corporate bodies, non-profit organizations and
institutions of government), they are for-profit ventures. That is, one of the main
objectives of the owners and operators of the business is to receive a financial return for
their time and effort.

There are many ways to classify types of businesses. Service businesses offer
intangible products and typically have different, usually smaller, capital requirements
than manufacturers. Distributors will have different inventory control needs than a
retailer or a manufacturer.

In most legal jurisdictions, the forms that a business can take are specified and a
body of commercial law has been developed for each type. The most common types are
partnerships, corporations, and sole proprietorships.

Source: Adapted from Introduction to Business by Gareth R. Jones

1. What accounts for Donald Trump’s business success?

Donald Trump’s inborn business genes, father’s influence, finance training in
school, sharp eyes for business opportunity, unique insight for market as well as his
persistent and optimistic attitude towards business and life all account for his success

in business.

2. What can business bring about?

Narrowly speaking, business can bring prosperity and wealth as well as status to
a businessman. It can also help to boost his or her self-esteem. In a broad sense, with
business trading and global networking, business can help to boom the economy
nationally and globally.

3. How do you understand “attitude is sometimes everything”?

In the case of Donald Trump, his positive attitude has helped him to bounce back
from bankruptcy to the business world and achieve more success. This means that by
havitig a positive attitude towards business as well as life, everything can be achieved as
long as you believe you can achieve it.
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O cetivity 17

1. Warm up by reading the following words before listening to the passage.

2. Listen to the passage. Then fill in the blanks with the missing words you bear.

A businesswoman named Cindy was in the airport VIP (1) lounge on her way
to Los Angeles. While in the VIP lounge, she noticed Donald Trump sitting on the
sofa enjoying a (2) brandy. As luck would have it, Cindy was meeting with a very
important client who was running somewhat late. Being a (3) bold businesswoman,
Cindy decided to go ahead and (4) approach Mr. Trump. She introduced herself.
Much to her surprise, Mr. Trump turned out to be very nice. (5) Encouraged by this,
she explained to Donald Trump that she was about to (6) close a very important
business deal and that she would be very (7) grateful if he could say a quick, “Hello,
Cindy” to her when she was with her client. Mr. Trump (8) consented to do just that.
Ten minutes later while Cindy was speaking with her client, she felt a (9) rap on her
shoulder. It was Donald Trump. Cindy turned around and looked at him as Trump
said, “Hi Cindy, what’s going on?” to which Cindy (10) glibly replied, “Not now,
Donald. Can’t you see I'm in a meeting!”

3. Listen again and choose the best answer from the choices given.
@A @cC 3D @B 3D

4. Questions and Answers
(1) Why did Cindy want Donald Trump to do her a favor by simply greeting her while
she was with the client?

It was to mislead the client into believing that Cindy was well connected to
influential people like Donald Trump, so she could take advantage of his reputation
and build up her credibility. It is a psychological game to make the client more
confident about making a business deal with Cindy.

(2) Why did Cindy pretend to be interrupted by Donald Trump’s greeting?

She pretended to be interrupted because she wanted her client to believe this
encounter was unexpected. Besides, it can tell the client that she was close enough to
Donald Trump that she could treat his greeting casually, so the client would believe
that the business deal was more “important” to Cindy than a greeting from Donald

Trump.




I v A S SESSRiERNSER (1)

(3) Do you think Cindy will be successful in her deal and why?

Yes, she will be successful in securing her deal as she puts her client first, ahead
of anything else, even a greeting from Donald Trump. The client will feel appreciated
by her attentiveness and thus the business deal will be a success.

O HActivity 2

1. Warm up by reading the following words and phrases before listening to the
dialogue.

2. Do the exercises to review the vocabulary.

(HD @A 3 C @A B C
3. Listen to the dialogue. Then write the words you bear in the correct blank.
(1) expectation (2) impressed (3) investment
(4) staked (5) ambitious (6) researching
(7) seed (8) raising (9) outlets

(10) aspiring

Listening Script
Sahar Hashemi, the founder of Coffee Republic, one of the best known coffee chains, is
being interviewed about her newly published book, Anyone Can Do It.

Interviewer: Hello, Sahar. Welcome to our program, “Bestseller”.
Sahar: Hi, it’s my pleasure.
Interviewer: You know the book written by you and your brother Bobby Hashemi has
been the bestseller for weeks. How does it sound to you?
Sahar: That’s exciting and out of expectation. Anyway, the book is a very personal
story of dreaming, acting and succeeding.
Interviewer: But our readers find your success story really inspiring. They are im-
pressed by your courage to give up your professional job as a lawyer in London.
Sahar: That’s right. My brother also gave up his job as an investment banker in
New York. Anyway, whatever you do, you need to pay the price.
Interviewer: It seems you and your brother staked everything at the very beginning.
Sahar: To create the best coffee chain in Britain is our dream.
Interviewer: Have you got any advice for our ambitious young men who are planning
to start their own business?
Sahar: My only advice is if you really have a dream, go for it. Just do it from now
on, from the very beginning of thinking, researching, planning.
Interviewer: Thank you, Sahar, for the interview.
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(to the audience)
In the book, Anyone Can Do It, Sahar and Bobby will take you through
their first conversations when the seed of the idea was planted, to writing

the business plan, finding a name, raising money, opening the first store,
taking the company public and to the present Coffee Republic with over
100 outlets around the United Kingdom. If you haven’t read the book,
come and get one, where you will find a myriad of lessons for aspiring
entrepreneurs.

.................................................
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1. Read the article and complete the chart.

Innovative flatpack furniture and

its influence

The Miraclc
of IKEA

The booming of furniture empire
through expansion

IKEA’s success stems from' industry

and frugality.

2. Read paragrapbs [2], [4], [7] and [8], and answer the following questions.
(1) What'’s the profound influence of the invention of flatpack furniture?
The invention of flatpack furniture not just makes the table fit into the car.

It also eliminates the cost of shipping vast quantities of air whenever a product
is sent from factory to shop floor. It offloads an expensive and time-consuming
job of putting the stuff together onto the customer, which makes the low-price
furniture possible. To some extent, the low-price, high-quality furniture has been
the key for Lundgren to build up his furniture empire of IKEA.
(2) Why does IKEA favar the term “co-worker” over the word “employee”?
The word “co-worker” emphasizes the prefix “co-", which means “together”

or “jointly”, so it's more emotionally accepted by company workers. The word
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(2 B ACAENMWE, FARENEFHER. Ok,

All you need is a good idea, determination, and a good business mind to take your
business fate into your own hands.

(3) M EARBAN KRS, SIEFREEERNENZT .
Taking the huge risk of starting business on your own will put you under an
enormous amount of pressure.

4) REITEHE ™ REREREAE B LRSFE?
How much competition is there for the product or service you intend to sell?

S) ERRTH R EHL SR, RARSFEYTEHRARBES

In the modern competitive business world, finding ways to increase profit is not easy.

2. Please translate the following English sentences into Chinese.

(1) To be successful in starting a new business, the entrepreneur needs an innovative
and attractive business idea, effective research and a clear planning.

B FFAI—Alk, SR TFENEE TRIFEFRIIHELAE. AT
FELHHRERTR

(2) It is more complicated to set up as a limited company, but the entrepreneur gains
from limited liability.

Bl —HARFEAAER L, HERMBRF T ERESERZR,

(3) Marketing and sales are the lifeblood of any business and both factors are hugely
responsible for the success or failure in the beginning stages of any business.
M RAEM LRI, FWEXEASAERRMEEXEE,

(4) Is your business retail, wholesale, Internet-based? Do some research to figure out
what distribution sale channel is best for the product or service you want to offer.
PRE A2 A BB Bt R A ZEa iR B T HER MY ? IRTe B A AR A
ARAR PR BE R BRI BR (B & IR

(5) You can offer special deals that offer fantastic value to your loyal clients to get a
boost of income.

XIAR L A PR AT LR A AL, AMERIER B

.................................................

O Aetivity 1

Work in groups. Discuss the following questions.
(1) After graduation, I want to start my own business. First, I don’t want to stay for
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another two years on campus in a postgraduate program. I can’t wait for the day I
enter the real world. Second, I won’t choose to serve in the army, because I don't
think I can bear the toughness as well as the military style there, so I choose to be a
small business owner. For one thing, I like the flexibility of being my own boss. For
another, I like the challenges of starting a business, running it and confronting the

competition in the market.

(2) While planning to start my own business, I need to consider many factors such as the
product or service, target customers, location, financial sources, pricing, promotion
strategy, etc. Anyway, to start a business is risky, so I need to start at the very first step
of business planning.

O cetivity 2

Choose the answer you think is best for each question and explain your choice.

(1) B. Business profit is achieved through the product or service that can be accepted
or welcomed by the market, so market awareness is of utmost importance for the
success of a business. Market awareness includes customer, product or service, price,
promotion, etc.

(2) A. I'd like to suggest that he should work for others first. The aim is not just to earn
money. It’s the experience and understanding of the field that counts.

(3) A, D, B, C, E. A small business can’t afford the cost of advertising on media, so the
best way is through word of mouth, which means to earn customers with your
product or service and the customers will surely recommend your business to their
contacts. This network is powerful beyond expectation.

(4) A. I consider recruitment important. Cheap employees are more likely to be less
productive. The so-called best ones may not fit my business requirement, so I only
choose those whose experience, skills and personalities suit my business.

(5) D. Business is more competitive than ever before. Though competition is
challenging, it can also bring constant improvement, which is necessary for the
survival as well as the prosperity of a business. ’

(6) B. Those who are successful in business are those who are well aware of market
needs and can meet market needs in time.

(7) C. Though business is exciting, it can also be frustrating and depressing, so my
dream is to leave my trouble behind and to simply have fun at work.

(8) E. A business plan is essential for any business. It includes the business idea, finance
source, market analysis and research, customer targeting, etc. In practice, the
business plan needs to be adjusted constantly. Without planning, the business is
doomed to fail.
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(9) B. Market research may help to find out whether the business idea fits the market or

not. Only when the business meets the market demand, has it potential for further
development.

(10) C. The top priority for marketing is customers, who are the ultimate judges of the

product or service the business is providing. Therefore, the business marketing
must anticipate and meet customer needs.

1. Write a letter appropriate for the following situation.
To all at home,

How are all of you doing at home? Well, I have pondered opening a business,
specifically, an education consultation company.

Looking at the big picture, the education industry is the least affected by the economic
turmoil compared to other industries like banking. These days, parents work day and
night just to pay for their child’s education, especially for university education. Some
even save up for their child’s education or even mortgage their property just to pay
the tuition fees in order to secure for their children an overseas degree. When it’s
time to choose the university and majors, both the parents and students are confused.
Our company will offer a consultation service, which specifically will include an
introduction to universities, instruction about visa issues and accommodation
arrangements, €tc.

To start this business, my partner, Jane, and I will each fork out RMB 50,000
amounting to RMB 100,000 as startup capital. We will take a 5-year business loan of
RMB 50,000 with an annual interest rate of 5%.

As for the location of our consultation company, we will rent an office near Sunway
City where there are two world-renowned university campuses. Obviously our target
group will be university students at the age of 18~24 who desire degrees wholly or
partially abroad.

Anyway, this will be blueprint plan for our establishment of an education consultation
company. Hope you can give us more advice.

Can’t wait to see you. I will be home on the 2nd July. Take care all!

Lots of Love,
XXX

10



CHAPTER 1  Introduction to Business [N

2. Write an essay within 250 words, stating an important figure in business
Jield.

Li Ka-Shing rose from poverty to become Asia’s richest man with currently over
11 billion US dollars. His success is in part attributed to a promise that he made at the
age of 15 to his dying father that he would become a wealthy businessman.

Born into a poor family in Chaozhou, Li and his family fled to Hong Kong in
1940 to escape the Japanese invasion. Although he was a high school dropout, Li
never let his lack of formal education get in the way of studying the business world.
At the age of 15, Super Li began learning lessons by selling plastic watches and belts.
Some say that education Li learned on the street prepared him for the rough and
tumble world of big business. At the age of 21, Li had saved enough money to start
a small factory named Cheung Kong that focused on producing plastic flowers to
export to foreign market. By the time he was 30, he had saved H.K.1 million and
decided to enter the H.K. real estate market. He turned Cheung Kong into a property
development company, which was the turning point in Li’s ingenious career. In 1972,
Li took Cheung Kong public and by 1979 had become the largest private landlord in
H.K. While some businessmen would be content with building a successful property
business, Li was only getting started. Li diversified his wealth and gained international
prominence by purchasing Hutchinson Whampoa from what is now HSBC. Li and his
management team began to invest in everything from mobile phones to H.K.’s retail
chain Parkn- Shop grocery store and international investment.

Li’s ability to convert a plastic flower business to one of the most profitable
companies in the world is a testament to his business acumen, raw passion and ability
to see long-term opportunities that other businessmen did not.

Li Ka-Shing will forever be respected and remembered for his business brilliance.

His father would be proud to know that his son made good on his promise.

Anh
How to Keep Financial Stability While Starting a Business

[1] It’s a story all too familiar for some they hate the idea of working for someone

people. They’ve got a good paying job and
naturally start to build a lifestyle tailored
around that particular income. Yet maybe

else, maybe they want higher income,
more freedom, more time with the kids,
more flexibility, whatever the reasons are,




