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Promoting Activities

<+ What You Should Learn to Do + What You Should Know About

1. Introducing a certain company ( background, 1. Some basic promotion methods

business scope, etc.) 2. Rules for attending Exhibitions

2. Talking about a company’s business 3. Product prospectuses
3. Describing an object
4. Describing a product

k] 1 in

Introduction

Introducing the functions and potentials of a new product is very important in
promoting its sale. Here are some typical remarks for introducing a product. Now
let’s read them carefully and then try to make dialogues with the information given.

With the improvements we've just made, our new
sports car will make a smooth passage into the
market.

Our mini-type msm#‘wmc ~¢ lot of Mgh
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We need to find the cause for the decrease of the More and more families are buying our laptops
sales and come up with a better marketing strategy. because of the low price we offer.

as Follow the Samples

1 About the Potentials of a New Model of Digital TV Set

Chair:  Ladies and gentlemen, I’m very glad to have Mr.
Wang, our Chief Engineer, to join in our discussion.
Mr. Wang, what would you like to tell the Board of

sen

e 2 A AT BRFRTy e R Directors (# ®# % ) about the present situations we
. g are facing?
Mr. Wang:  Generally speaking, we are progressing smoothly along
the new line of digital TV sets.
A: Is it possible for us to apply for a patent for our new
model soon?
wl B i st Mr. Wang: I think so. We’ve got all the necessary drawings ready
‘' ETozoaom ahi now, but we are still testing the product.
B:  Have you done any marketing research? What find-

ings have you got from the research?

Mr. Wang:  The marketing survey shows that the customers seem
very interested in this new model. I have the impres-
sion that there will be a good market for it in the years
to come.

B:  Isee. What do you think of the R&D (Research and
Development) team of the company?
Mr. Wang:  They are very efficient.
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Promoting Activities

2 About Packing and Advertising

Gao:
George:

Gao:
George:

Gao:

George:
Gao:

George:

What should we do now to speed up the marketing procedure of our digital TV sets?

A lot should be done at present. First, we should make some estimates on packaging.
Many products sell better simply because of their attractive-looking package.

That’s true. We’ll start doing this as soon as possible. What else should be done?

Next, I find that a good advertisement always contributes to the success of a product.
Therefore we should run a good advertising campaign immediately.

What a great idea! We’ll have this done in no time.

If we are lucky, we’ll beat our competitors within a year or two.

But their products won’t be staying on the shelves of supermarkets for nothing. We have
no reason to feel relaxed.

That’s right.

Here is a group of short dialogues. Follow the examples and make more conver-
sations with your partner.

Please tellme about your find- L
ings in the market survey. 7Y

Do you think we can get a lot A’

L]
i

<

Convenient wheel-chairs for the disabled
are in great demand. I'm sure theylll be
quite marketable in the years to come.

of orders? Yes. I believe so. \With proper sales pro-
motion. we may soon become the leader in
Task: Talk about the potential market of a new type - the market.

motor tricycle for the disabled.

-

2

A: What are the customers’ reactions to our

: How are our track shoes selling, Bill?

new product — HJ-3 Laptop Computer? B: They are the market leaders.
: They like it very much, especially its style. A: Great! Are our running shoes selling well,
But they think the price is a little too high. A too?
A: | see. What do you think of the pricing? B: I'm afraid not. But our tennis shoes are quite
: HJ-3 Laptop is of the latest technology, best popular with the young people.
g . » : ™~ :
quality and super functionality. Our price A: That's fine. By the way, why don't people
is actually quite reasonable. like our running shoes?
B: They say the shoes are not fashionable enough.
Task: Talk about the customers’ reactions to a new ~

desktop personal computer.

Task: Talk about the selling of leather shoes.
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4 a Thank you for your detailed information of the office equipment, Mr. Ding. But I still have a few more
questions to ask.

-

oo P DR

Please go ahead.

What's the most obvious advantage of your product?

Its quality. The high quality of our product has secured its leading status in the market.

Right. What else?

And the price of our product is competitive. That has undoubtedly contributed to the success of its sales.

Task: Talk about the advantages of any product you can think of.

B Refer to the Data Bank in the Workbook for more relevant expressions.

g# PutinUse

1 Suppose you are the head of the Research & Development Section ( #r.45).
You are talking with the General Manager (GM) about applying for a patent
on a new model of CD player. Complete the conversation by putting the idea
given in Chinese into English.

You:
GM:

You:

GM:
You:

Mr. Li, this is the new CD player we've just developed. CIRITIC R H5)).
Wonderful! You've done an excellent job. ol BB E R RATT &
PR e s B ) ?

CRAHUR S 2 P I T B, T B 2 40 S 3 )

(5l o A e 2 e E) 7

At least a couple of months, | think.

2 Complete the following dialogue by translating the Chinese into English.

Ms. Li:
Mr. Hu:
Ms. Li:

Mr. Hu:
Ms. Li:

Mr. Hu:

Mr. Hu, ? (TR &Y 7T 25 V8 5 4 M4 TT'7)

As far as | can see, . (R TREF AL AT 3D L RSB o)

? CHRIN 29 3K 55 7 2 & F- L BR AL B ) F- LD 7)

Yes, | believe so.

Why do you think so?

Well, you see, with the fast development of modern technology, (A
Tlth s 55 S T 25 AT JUF9-2) T IR KA .) Likewise, (e

VIeYH B M AL LR R K £ 2% .) Smart and handy mobile phones have become a necessity
for many people, young people in particular.
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Ms. Li:
Mr. Hu:

NIT T Promoting Activities
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Isee.(6) - (FTEATRADTE F LAY B E AT 45— B TRK )
Exactly.

3 At an exhibition, a customer is interested in some new models of video cam-
eras. Now he is talking with the clerk about them. Complete the dialogue by
putting in the missing information.

Clerk:
Customer:
Clerk:
Customer:
Clerk:
Customer:
Clerk:

Customer:
Clerk:

Good morning, sir. Welcome to our booth. What products ?

We are particularly interested in your new video cameras. Could you tell me ?
Sure. We have two models: the Compact and the Super. Which ?
The Super.

What do you want to know, ?

Well, actually both. We are interested in both the functions and the price.

In that case, let me the 3.1 MP video camera. Here it is. It's a
best seller in the market.

© ?

US$ 380 per unit.

(e Listen and Judge

1 Listen to a dialogue and decide whether the following statements are true or
false. Write T / F accordingly.

e e R T T
N N N

GO b ON =

N o

The man wanted to buy a sports car for his daughter.

The daughter came with her father to choose the car.

There is only one color available for the new model.

There is no specially designed model for girls.

Young people nowadays prefer to follow the fashion of owning the same model of
sports car.

The man’s daughter is going to be 20 years old.

This new model is very popular with young people.

The man paid 40 000 ywan for the car.
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(o Listen and Respond

2 Listen to the dialogue again and give short answers to the following ques-
tions.

Where did the conversation most probably take place?
Why did the man want to buy the car?

How many sports car models are there in the store?
How long has the new model been for sale?

What was the recommended retail price?

How would the man prefer to pay?

OO hH WN =

(¢ Listen and Read

3 Now listen to something more challenging — a passage with some blanks
for you to fill in. A glance beforehand at the word list provided below will be
of some help to you.

softness / 'softnis / n. i, BR

gentleness / 'dzentlnis / n *®W, R0

existing / 1g'zistin / a. IMAEY

oily / ‘otlr/ a ey, ShIad
:’J‘l.J‘IQJ‘IQJ‘I’JOIQJ‘l.J‘l.JII.J‘IQJ‘l.J‘l:
: As you know, Baobao Company has been producing products for 3
2 over(2) years, and our “Baobao Soap” has been popular with :
: both young and old (4) - Now, a new type of soap, "Baobao Soap-II”, has ¢
3 been produced. This new type of soap not only keeps all the softness and gentleness i
& of our existing "Baobao Soap”, but also has a new (5) made from special ©
: ) . The new bars of soap are 3
2 and will give you a more oily, feel. Asa L)
: result, your skin will greatly (8) from using the :
&  soap on your hands. And the same will be true of your face <
3 : ! L)
& and body. Continuous use of our soap will also make you 1
8 feel . It will give you new energy and 3
: strength. In short, it will refresh you entirely. Y
:04‘IQJ‘IQJOIQJ‘I’J‘IQJIIQJOIQJ.l’J‘I’J‘lQJ‘la
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Promotion Methods

A marketing manager can choose from several promotion methods — personal selling, mass
selling, and sales promotion.

Personal selling — flexibility is its strength

Personal selling involves direct face-to-face communication between sellers and potential
customers. Face-to-face selling also provides immediate feedback — which helps salespeople to
adapt. Salespeople are included in most marketing mixes. But personal selling can be very expen-
sive. So it’s often desirable to combine personal selling with mass selling and sales promotion.

Mass selling — reaching millions at a price or even free

Mass selling is communicating with large numbers of potential customers at the same time.
It's less flexible than personal selling. But when the target market is large and scattered, mass
selling can be less expensive.

Advertising is the main form of mass selling. Advertising is any paid form of nonpersonal
presentation of ideas, goods, or services by an identified sponsor. It includes the use of such
media as magazines, newspapers, radio and TV, signs, and direct mail. While advertising must be
paid for, another form of mass selling — publicity — is “free”.

Publicity is any unpaid form of nonpersonal presentation of ideas, goods, or services. Of
course, publicity people are paid. But they try to attract attention to the firm and its offerings
without having to pay media costs. For example, book publishers try to get authors on TV “talk
shows” because this generates a lot of interest — and book sales — at no cost to the publisher.

When Coleco introduced its Cabbage Patch dolls, it held press parties for reporters and their
children. A number of reporters wrote “human interest” stories about their kids “adopting” the cute
dolls. Those stories prompted more media attention — and a very successful product introduction
without Coleco doing any introductory advertising.

If a firm has a really new message, publicity may be more effective than advertising. Trade
magazines, for example, may carry articles featuring the newsworthy products of regular advertis-
ers — in part because they are regular advertisers. The firm’s publicity people write the basic
“copy” and then try to convince magazine editors to print it. Each year, magazines print photos and
stories about new cars — and often the source of the information is the auto producers. This
publicity may even raise more interest than the company’s paid advertising. A consumer might not
pay any attention to an ad — but might carefully read a long magazine story with the same infor-
mation.
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Some companies prepare videotapes that are designed to get free publicity for their products
on TV news shows. For example, one video — distributed to TV stations at Halloween — dis-
cussed a government recommendation that parents use makeup rather than masks for young
children. The story was effectively tied to a new makeup product for children made by PAAS
Products.

Large firm have specialists to handle publicity. Usually though, publicity is treated as just
another kind of advertising — and it often isn’t used as effectively as it could be. In most firms,
publicity deserves much more attention than it gets now.

Sales promotion tries to spark immediate interest

Sales promotion refers to promotion activities — other than advertising, publicity, and per-
sonal selling — that stimulate interest, trial, or purchase by final customers or others in the chan-
nel. Sales promotion may be aimed at consumers, at middlemen, or even at a firm’s own employ-
ees. Examples include coupons, samples of consumer products, special sweepstakes and con-
tests, point-of-purchase materials, and displays at trade shows.

It's hard to generalize about sales promotion because it includes such a wide variety of activi-
ties. But usually its objective is to complement mass selling and personal selling.

Read and Think

1 Choose the best answer according to the passage.

1 Compared with mass selling and sales promotion, personal selling is more
a expensive
b flexible
Cc immediate
d effective
2 When the target market is large and scattered, mass selling can be
a more effective
b more immediate
¢ more flexible
d less expensive
3 Which of the following is NOT mentioned as a form of media for advertising?
a Magazines.
b Newspapers.
¢ Signs.
d Coupons.

® o 000

4 If you aim at stimulating customers’ immediate interest, the promotion method suggested in

the passage might be
a personal selling
b mass selling



