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1. Pre-listening Exercises IL. Listening Exercises
I11. Speaking Exercises IV. Online Testing

Program Introduction:

Hello! Welcome to our College Core
Business English Theater. I'm your host. In
this theater, Jeff is meeting a new customer
Laurence. Jeff is a marketing manager for a
motor company and Laurence is an
interested buyer. Let’s get started with Unit 1
Meeting a Customer.
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Tips:

IR

For more information, you might be able to get

more online.
http://www.freshbusinessthinking.com/
http://www.mynewcompany.com/
http://www.bizops.ca/
http://www.bigbusinessconcepts.com/

http://www.businessideas.ro/

e T — J«“cw\h"nf-‘tﬂém ”
l. Pre-listening Exercises

1. Narrative

Many factors influence a negotiation process, and all of them need to be identified and
considered. One useful and simple way would be to divide a negotiation into two poles. At
one pole, consider interpersonal skills—personal attitude and approach to negotiation. On
the other, there should be an understanding of the negotiation process and strategies. Apart
from these, it maybe more effective if the conversation goes in a more relaxing pace. Jeff is
making every attempt to persuade Laurence to purchase quite a number of cars produced by
his company.

2. Word Warm-up for Listening

primary /'praimori/ adj.  main, most important, basic FE ], HEEH,
HEA '

promote /pra'mout/ v. to help sell a product, service, etc. {28, HEH

external /ik'sto:nl/ adj.  connected with foreign countries 5 4MEH %MK,
XA

cater /'keito/ V. to provide things that a particular type or person

wants & (FFE), W& i
introductory /intra'daktori/ adj.  written or said at the beginning of something as an
introduction to what follows 5|51, 441

3. Sentence Patterns Warm-up for Listening
1) I am the director of marketing and sales for MMA Motor Corp.
2) I often meet with new customers as well as with existing customers.
3) I am responsible for keeping our customers happy and catering to their specific needs.



Unit 1 Meeting a Customer

4) I always do my best to prepare well in advance for questions or concerns a customer may have.
5) Introductory meetings require a great deal of preparation in order to make a great first
impression.

[ Read aloud after your teacher or recite them before your class. ]

Il. Listening Exercises

1.

Listening Comprehension
Jeff is going to meet a new customer for the first time, so he wants to be fully prepared.
Let’s listen to him, and do the following quiz, mark T (True) or F (False) to each
statement.
1) Jeff is the director of marketing and sales for MMA Motor Corp.
2) Jeff often meets with new customers as well as with existing customers.
3) Jeff is responsible for keeping customers happy instead of catering to their
specific needs.
4) Jeff is going to have a meeting with Laurence Smith this afternoon.
5) A great deal of preparation is required in order to make a good first impression
in an introductory meeting.

( Listen to the monologue again, and check your answers with the help of the Answers. ]

2

. Dictation Drills

Listen to the audio script again, and check your answers with the help of the Answers.

Jeff Goldman is the 1) of marketing and sales for MMA Motor Corp. His
2) role is to 3) MMA Motors and its products to external customers.
He often meets with new customers as well as with 4) customers. He is
responsible for 5) our customers happy and catering to their 6) . This
afternoon he has an exciting appointment with Laurence Cashway who is a
7 for Fast Wheels Co.. Laurence is a new customer to his firm and is interested
in his motor line of products. If the meeting goes well they will have an opportunity to sell
8) to her company this year. He always does his best to prepare well in advance
for questions or 9) a customer may have. Introductory meetings require a great
deal of 10) in order to make a great first impression.

. Multiple Choices

Listen to the audio script again. Fill in each blank with the best answer A, B, C, or D.

1) Jeff Goldman is a director of marketing whose primary role is to products to

3
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external customers.

A. promote B. sell C. bargain D. manufacture
2) He is responsible for the various needs of customers.
A. taking care of  B. watching out for C. caterin;g, to D. dealing with
3) Jeff is going to meet Laurence Cashway who make purchases.
A. is bound to B. is liable to
C. is determined to D. is apt to
4) He always makes every attempt to prepare well for questions or concerns a
customer may have.
A. in time B. on time C. in advance D. in the favor
5) If you want to your customers deeply at the first time, a great deal of preparation
is inevitably required.
A. strike B. beat C. impress D. move
4. Matching Drills
Match the words on the right with the sentences on the left by scoring lines.
1) Jeff often meets with new customers [ | with existing as well as
customers.
2)Hehastomeetthe [ | needs of customers. specific
3) Laurence Cashway is a purchasing [ | for Fast
Wheels Co. agent
4) This afternoon Jeff has an exciting [ | with
Laurence. appointment
5) If the meeting goes well Jeff will have an | | to
sell a high number of units to her company. opportunity

Text Notes

1. director of marketing and sales: The person who is in charge of the Marketing and *
Sales department which focuses on creating, communicating, delivering, and
exchanging offerings that have value for customers, clients, partners, and society at

large.

2. external customer: A technical term used in management science popularized by
Josseph M. Juran. He defined an internal and external customer as anyone affected
by the product or by the process used to produce the product, in the context of quality
management. External customers may play the role as supplier, processor, and

P
o



Unit 1 Meeting a Customer

customer in the sequence of product development.

3. purchasing agent: An employee within a company, business or other organization
who is responsible at some level for buying or approving the acquisition of goods
and services needed by the company. ‘

4. a high number of units: A large number or a large sum of units.

5. introductory meeting: Meeting for the first time and usually as preparation for

K
official meetings later on. :i_

Language Points

1. promote
Dv. #F, #BIK
—My son’s just been promoted. ;
BILT R « ,
—They promoted him to be a general.
AR AR S5 A R
—They promoted him to the rank of captain.
IR Al h LR
)vt. FEXRl, K&, Bl ‘
—They are promoting a boxing match.
AT IEAE BRI — KB U 3R .
v HEH
—He was in town to promote his new books.
fl e AR AR AT 1.
4)vr. Rk, HEzh; Wi
—The organization works to promote the trade between nations.
AL B (RS E 2 FRH 5 .
—Milk promotes health.
A= gy ] Rk R .
2. purchase
Dvt. %L ¥
—We purchased a car before.
PARTERAT KL — 4 %=
—Farmers’ sideline products are purchased by the state at reasonable prices.
AR R AR B i e o4 A FA AR i
2)n. WL, WE
—They made the purchase of a car.

A E T — 5 NE

T
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3)n. EIERTE
- —That hat was a good purchase.

lll. Speaking Exercises

1. Watch the Video Snapshot
Jeff and Laurence are meeting to resolve the last details together.

Details of Purchasing Proposal

Quantity

Delivery Preferences

Further Process.

2. Speak Out
Work in pairs: Questions and Answers.
Q1: Why did Jeff meet Laurence again?
Al:
Q2: How many motors will Laurence’s company purchase?
A2:
Q3: What are the details of delivery?
A3:
Q4: When will Jeff send drafted contract to Laurence?
A4
QS5: How is their cooperation?
AS5:

[ ' Watch the video snapshot again, and check by clicking answers. J

3. Role-play
Watch the video snapshot again, and then make a role-play. The following phrasés and
patterns are helpful to give opinions, agree or disagree.
—Is that OK with you?
—What can I help you...?
—That makes sense...
—1It is our intention to...
—Good catch...
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For example:

—What can I help you resolve? g
—It is our intention to have you deliver these to our factory warehouse in England. !%
PR : N R T S S R T EAEL

Text Notes

1. destination port: Intended final arrival point of a ship or shipment.
2. factory warehouse: A large building where machines are used to make large
quantities of goods and where raw materials or manufactured goods are stored until

they are exported to other countries or distributed to shops to be sold.
BERSITS R S0 Sk R e R R R SRR TN

e -\.,: —-:—}-"“'5r

Language Points

1. clear up
1) -l B, THTH
—Shall we clear up before we go out?
BATRARAE N £ AR TARRLE?
2) #IT, AR
—This skin disease will clear up in a day or two.
X F R R — IR R AT 1.
3) kb, SERL
—The matter has been cleared up.
HIFCLMk.
4) (R%) 8
—The sky is overcast now, but I think it will clear up soon.
RAERGHATL, PERED LSRR,
5) Wk, HER
—They hope to clear the matter up quickly.
A BRI BEIE I NKE R H.
2. resolve
Dt &vi. HE; b
—She resolved against going.
HWREAS L
vt (FRERSHES) KRR
—The union resolved to strike by 40 votes to 18.
T4 40 T3 18 FRilid il ZATR T
3yve. RV AR, BEHE)
—The Cabinet met to resolve the crisis.

WHETFS, FRBRFEILEIPE.
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IV. Online Testing

Jeff is meeting Laurence in his office. He wants to do some business with Laurence’s
company. What are they talking about?

1. Listening Comprehension Test
Listen to the audio script. Do the following quiz and mark the statements T (True) or F
(False).
1) Laurence prefers to do business in person because so much is lost on the
phone.
2) Jeft has well prepared for the appointment.
3) Laurence has decided to purchase the motors of Jeff’s company.
4) The data of emission has not been field tested yet.
5) Laurence is not satisfied with the price offered by Jeff.

Text Notes

1. trademark name: A distinctive name or symbol that a company uses on its products
and that cannot legally be used by another company. It identifies that the products or
services to consumers with which the trademark appears originate from a unique
source, and to distinguish its products or services from those of other entities.

2. field test: A test to a new piece of equipment in a real, natural environment.

3. bulk order: An order of buying products in large quantities at a lower price per item,
or unit price, than is available for smaller quantities.

4. margin: Profit margin, it is mostly used for internal comparison. It is difficult to
accurately compare the net profit ratio for different entities. Individual businesses’
operating and financing arrangements vary so much that different entities are bound
to have different levels of expenditure, so that comparison of one with another can
have little meaning. A low profit margin indicates a low margin of safety, higher risk
that a decline in sales will erase profits and result in a net loss, or a negative margin.
Profit margin is an indicator of a company’s pricing strategies and how well it
controls costs. Differences in competitive strategy and product mix cause the profit

margin to vary among dlffercnt compames
N R R e

S z i e I T RS,

2. Dictation Test
Listen to the audio script again. Dictate the missing words you hear in the books.
Jeff is meeting a new but very important customer Laurence who is responsible for
selecting an 1) motor for her company. She seems quite interested in the product
of Jeff’s firm and inquires about it in 2) . Jeff has well prepared to cater to her
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various 3) and introduce the advantages of the product. Then, Laurence talks
about the quality and price with Jeff. Although Laurence is somewhat disappointed at
4) , Jeff promises he will try his best to make a change. In the end Jeff invites
Laurence to play 5) and she accepts it happily.

3. Multiple Choices Test
Let’s listen to the statements and fill in each blank with the best answer A, B, C, or D.

1) Jeff was that Laurence’s company is interested in their motor line.
A. informed B. acknowledged
C. inferred D. inquired
2) His company has just the latest line of energy efficient motors.
A. manufactured B. released
C. relieved D. invented
3) The motors in Jeff’s company may give customers an friendly product that is of
high quality and priced very competitively.
A. environment B. environmental
C. environmentally D. environmentalist
4) These motors have reduced of 10-15% depending on the conditions they are
being used in.
A. exhausts B. air C. emissions D. toxins
5) Jeff would like to a lasting relationship with Laurence’s company.
A. keep B. establish C. build D. make

4. Matching Test
Listen to the audio script. Match the words on the right with the sentences on the left
by scoring lines.

A ’:I with some technical data is provided. volume

2) Jeff’s company is marketing motors under two separate price

strategies basedon [ | forward

3) The price point is too high for the [ | sales

forecasts of Laurence’s company. current

4) Laurence is not much good at playing golf, but she does

enjoy the game. brochure
5) Both Jeff and Laurence are looking | | to the next
meeting. enjoy




