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Wiill there be an air-conditioner “price battle” this year?

There is a discussion in a newspaper on the issue.

1. Giving a brief introduction to the issue.

2. Stating your view about the “price battle” and

3. Justifying your prediction.

You should write about 200 words neatly on ANSWER SHEET 2.

F 4G £(1) _ \

(1) A survey shown by an authorized agency suggests that the ‘overall
output of air-conditioners is 2,500 but the demand of market is 2, 100.
(2)Obviously, the market of air-conditioners is also full of fierce compe-
titions, following VCD and TV sets. (3)Many enterprises which produce J
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( air-conditioners have recognized the crises and have taken all kinds of ac-

tions to attract customers such as discount, giving gifts, holding news
conferences about the latest fashions of air-conditioners, and even selling
air-conditioners by the weight. (4)They have to develop new products to
take up more proportion of the market. (5)Meanwhile, some big compa-
nies state that they don’t challenge the “price battle of air-conditioners” .

(6) About price battle, my view is that this is a contemporary meth-
od to relieve the great pressure of the enterprises, but it is not good for

the development of enterprises in the long un. (7)If the products’ prices
are too low, the companies don’t eam enough money to accumulate capi-
tals to further developments. (8)The low prices maybe appeal to more
customers and products can be sold more quickly. (9)This is a kind of
false prosperity. (10)In fact, “price battle” hamms companies step by
step. (11) According to the principles of economics, a company’s input
and output should be proportionate. (12) As a successful enterprise, it
should eam more money to pay employees, run enterprises and improve
products. (13)So joining in “price battle” only helps companies get out
of difficult positions in some extent, but if you expect your company to
develop healthily and successfully, you’d better not take part in “price
battle” .

(14)In my opinion, the competition of air-conditioners® market will
still be sharp in the future, but this phenomenon won™ last too long.
(15)Because the market can adapt the provisions and the demands slowly
and can make them balanced automatically. (16)Some companies may
grow up in the competition, some tumn to other fields, and some may be
defeated. (17)So the present situation is very normal. (18)Anyhow, in
the future we customers can become the most beneficiaries. (243 words) )
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A survey shown by an authorized agency suggests that the over-
all output of air-conditioners amounts to 25 million but the demand of
the market is 15 million. Obviously, the market of air-conditioners is
also full of fierce competitions, following VCD and TV sets. Many en-
terprises which produce air-conditioners have recognized the crises and
have taken all kinds of action to attract customers by discounting, offering
gifts, holding news conferences about the latest fashions of air-condition-
ers, and even selling air-conditioners by the weight. Confronted with
the pressure, some have to develop new products to take up a larger
share of the market. Meanwhile, some big compenies state that they are
not to challenge the price battle of air-conditioners.

About the price battle, my view is that this is a temporary measure
to relieve the great pressure of the enterprises, but it is not considerate
for the development of enterprises in the long run. If the prices of a
product are too low, the manufacturers will not make sufficient profits to
further developments of new products. It is quite possible that the
lower prices will appeal t0 more customers and the sales of the products
will mount up. However, this is just a kind of superficial prosperity. In
fact, the price batile will harm manufacturers gradually . According to the
laws of economics, a company’s input and output should be proportion-
ate. A successful énterprisé should make more profits to pay employees,
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run enterprises and improve products. So getting involved in the batile
only helps companies get out of trying circumstances to some extent,

_ but if you expect your company to develop healthily and successfully,

you'd better not get involved in the price battle.

In my opinion, the competition of air-conditioners’ market will still
be fierce in the future, but this phenomenon won't last too long, because
the market will adjust the supplies and the demands slowly and will
balance them automatically. After the fierce competition, some companies
may continue to develop, some may turn to other fields, and some may
be defeated. So the present situation is very normal. Anyhow, in the fu-
ture we customers can become the greatest beneficiaries. (355 words) |
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(1)1t is reported in 2001 the total producing number of air-condi-
tioner is 25 000 000 while only 15 000 000 was needed. (2)So far air-
conditioner market has become a field that every producer want to occu-
py, after VCD market and TV market.

(3)Many companies not only reduce price, send customers presents
or even sell productions on weight they also hold conferences to make the
productions famous. (4) Under such a situation most of the air-condition-

er producers realize that it’s not easy to survive and they have to produce
new types.

(5) Although many huge companies have declined that they won’t be
the first to begin a price battle, in my opinion there will be one sooner or
later. (6)Why? (7)First, the offering number is larger than the number
needed. (8) Second, not all the companies have the technology to im-

prove the quality and the easiest way to attract customers is to provide a

low price.
(9)But such a battle will bring much trouble. (10)For one thing,

kwithout certain price many companies cannot get enough money to do
ot




further improvement. (11)That means they’ll fall behind in quality andw
next time the only way to persuade people to buy their production is to cut
down the price again. (12)Once such a circle is formed it will be diffi-
cult to get rid of. (13)Then a customer won’t get a good air-conditioner

as before. (14)So why do it? (15)A price battle which will cause prob-

lems instead of solve them is not necessary at all. (258 words)
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B(1) AR RS AT BB M BHED the total number of air-condi-
tioners manufactured B# the total of air-conditioners produced BREIM
— e FR A b BB, e B E PR S B BN S IR AT, B = A
B A—ANE S, X BAEHTEA SR RARER R, RS HIREN
25,000,000 15,000,000, 45(2)/m)F&3k 2 T Wt & , B L B
{5 i€ ndid], B} the air-conditioner market BE ¥ the market of air-condition-
ers; after VCD market and TV market 7 E TR RMBIER, 0T LUK after
the bitter competitions in the VCD and TV markets B HARIE A,

%(3) %] price T %04 18], 7 LA X1 reduce prices; send customers
presents %A ik “REALAHIER , B 1Z % offer presents to the purchas-
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Pl why Sk R5% €] , T H ATRAT S SFE SO A8 A IEA U, 58(71)4)
MXBCFRE NE R TRAE RS RS ARSA FTREYE, BTl
first B % BUH on one hand; BN A) G HAEH B E UM TE R LR, W]
LA the number of air-conditioners manufactured is larger than that required
in the market, SOREREELE 524 22, 35 (8)4] second 7EIX ELRLAF 5
on the other hand, 5 I 3PP ; “SRALARA ” B85 Ay o i IR S8 B2k 17 B
ZisE offer a lower price

FOAMIFA st T RS, XRFAEF P R LK R, 6
LB AR F R EE—THFHMZ, 10 But such a confusing bat-
tle will bring about trouble not only to customers but also to manufacturers. %
(10) 4] for one thing 33X B4 F75 2 4 Hip, % T i th B for another
FIOR 13 5 4E 5 01 F- B A without certain price 3k %R “B 7 B & # 4
#&” , i {#i F without a comparatively fixed and reasonable price. 5% (11)4]
fall behind in quality 225 A RLEE X, DA A R =S R R IE TG, W1 LA
TP 25 M8 53X ks 3 : fall behind in the quality of their products, #5(12)
AKX B a circle BRI IARI LI a vicious circleGEHEIER) . H(13)
/7] get a good air-conditioner as before ] PAiR. L get an air-conditioner as good
in quality as beforeo %5 (14)/8) B B ) A ™ & , 7] LA So there is no
good in starting a price battle of air-conditioners for both customers and manu-
facturers, 3 (15)HFFH ARE, 5 EXHEAREFRE, QFE
A T LB — AT, B A RS i — T AT R — L If a price
battle will give rise to problems instead of solving them, the best solution, I
think, is to prevent such a battle.
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It is reported that in 2001 the total number of air-conditioners
manufactured was 25,000, 000 while only 15,000,000 was needed for
the market. So far the air-conditioner market has become a field that




hevery producer wants to occupy, after the bitter competitions in the |
VCD and TV markets.

Many companies not only reduce prices, offer presents to the pur-
chasers of air-conditioners or even sell their products by the jin, they
also hold news releasing conferences to make their products known to the
public. Under such a situation most of the air-conditioner producers real-
ize that it is not easy to survive and they have to produce new models of
air-conditioners.

Although many large-scaled companies have declared that they wont’
be the first to start a price battle, in my opinion there will be one sooner
or later. On one hand, the number of air-conditioners manufactured is
larger than that required in the market. On the other hand, not all the
companies have the technology to improve the quality and the easiest way
to attract customers is to offer a lower price.

But such a confusing battle will bring about trouble not only to cus-
tomers but also to manufacturers. Without a comparatively fixed and
reasonable price, many companies cannot get enough money to do fur-
ther improvement of their products. That means they'll fall behind in
the quality of their products, and next time the only way to persuade peo-
ple to buy their products is to cut down the prices again. Once such a
vicious circle is formed it will be difficult to get rid of. Then a customer
won’t get an air-conditioner as good in quality as before. So there is no
good in starting a price battle of air-conditioners for both customers and
manufacturers. If a price battle will give rise to problems instead of

solving them, the best solution, I think, is to prevent such a battle.
(314 wordsL
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