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Unit 1

Business Enterprise

Listening Exercises

A . You will hear five very short sentences. In each sentence there is a telephone number . Listen
carefully and write down the numbers you hear.

1. Tom Baker is from New Zealand. His telephone number is

2. Alice Dupont is French.Her telephone numberis

3. Dr. Bennett works in a hospital . Please call him on before you go to see him.
4. John is not at work now.His home telephone number is o

5.Mrs. Thompson is on holiday in Los Angeles. She is staying at the Grand Hotel. Its telephone
number is o

B. Listen to the dialogue and choose the best answer to each question you hear .
1. What is the probable relationship” between the man and the woman?

a. Friends. b. Customer and house agent.
c¢. Caller and operator. d. Boss and secretary.
2. Where is Mr. Fitzgerald calling from?
a. From the same state. b. From another state.
¢. From abroad. d. From Minnesota.
3. Who will pay for the cali?
a.John Fitzgerald. b. Arthur Seebach.
¢. Both of them. d. Fitzgerald’ s company .
4. What is Mr. Fitzgerald’ s telephone number?
a.612 - 930 - 9680. b.621 - 930 - 9608.

c.415 - 592 - 4914, d.415 - 529 - 4914.
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Dialogue
A : Good morning, class . Today we begin to talk about commerce. Well, what is commerce?
B: Comuerce is the buving and selling of goods to muke a profit,
A: No. that is trade! What about transport, warehousing, basking. and insurance? Are they
goods’?

B: No, Sir.

A: And vet they are branches of conmerce, they are services.So, take your pens and write:
Commerce is the getting of goods from the seller 10 the buyer.

Trade: The general exchange of goods.

Transport: The moving of goods.

Warehousing: The storing of goods,

Banking: Methods of pavment for these goods.

Insurance: The covering of risks for these goods.

Text
Commerce

What s commerce? What is commerce concerned with?

Commerce is the buying and selling of goods. Commerce i concerned with the sale, purchase and
distribution of commodities. People who ~ell, buy or distribute them are engaged in commerce, . g.
traders (this term embraces importers.  exporters, wholesalers and retailers ), warehousemen  and
carriers, Those who facilitate the sale, purchase and distribution of goods are also regarded as being
engaged in commerce, . g bankers, insurance brokers and advertising agents.

The function of those in commercial occupations is to ensure that raw materials are delivered to
manufacturers from the place where they are grown or produced, and that the finished goods made hy
the manufacturers out of raw materials are delivered to consumers via warehousemen, wholesalers and
retailers .

This function is shared by those who buy or sell raw materials, partly manufactured goods or
finished goods, ¢. g importers, exporters. wholesalers and retailers; by those who transport them, e,
g. ships crews, railwavmen and road hauliers; by those who facilitate their purchase,, sale or
distribution, e.g. bankers, insurance brokers and advertising agents.

The main branches of commerce are as follows:

P Trade cwhich covers all those occupations engaged in the exchange of goods both at home and

abroad .
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2 . Transport, which includes occupations engaged in moving goods from place to place.

3. Warehousing, which includes all those engaged in storing commodities until they are required.
4. Banking, which makes arrangements for payment between buyers and sellers.

5. Insurance, which enables the risks associated with all forms of production to be pooled.

6. Advertising, which makes the goods known to the consumers.

New Words and Expressions

enterprise [ '('mapraiZJ n. Al FL
commerce | komos In. Bl , 51 5

concern [ kon'som Jvt. 5 A bfeeee IES
be concerned with fj----- 41 X

profit [[’pmﬁt} n. Pl

purchase [ ‘potfos | n. WL, Wy ¥
distribute [ dis'tribjuzt ] vt. 5rC, o0&
distribution [ (distribjufon} n. J¥BL . 43 %%
engage [in'geid3 ] vi. (i 1

be engaged in Mo

trader | treido ] n. [ A

embrace | im'breis | vt. A2 £145
importer [ im'porto] n. JEUIRY, BEI11 &
exporter [iksporto] n. LI, i
wholesaler [ houlseilo] n. Ht & i

retailer [ riteilo] n. i HY
warehouseman [ ‘weshausmen | n. R4 5
carrier [ 'kaerio] n 4 1, MBS 8N 09 A (882> @)
facilitate [ fo'siliteit | v, HEUE, (£ iF
regard | iigad ] vt e il

be regarded as 1IN A, 8 24{5%

banker [ ‘baepko | n 4RT 5%

insurance [in'fuorons | n. {55 , {585
broker | hrouko] n. #8241 A AT A
advertise [ wdvolaiz | vi. Ape-vee- s 4y
advertising ['atdv\)laizirﬂ n. )4y

agent [ ‘eidzont | n {CHH B (U A
function [ fankfon | n.JJfiE, B & 46 Hi



raw materials Jii 44

occupation [ okju'peifon] n. B, M4

commercial [ kamafol] a. BMLAY, FI& /Y
manufacturer [.maenju'fa%ktfara] n. Wl E R, W)
manufactured goods I &%, 7 B rn

partly manufactured goods 2§ i i

finished goods i , i AR i

via [ 'vaio] prep. £

crew [ knu] n. AL (e 55 b1, BABY)
railwayman ['reilweimam] K3 YN

haulier [ 'haljo] n. &% 1., 7&ia A

consumer [ kan'sjwmo] n. {H &,

be associated | osoufieitid | with ¥6 &, H------ [AELR
pool [pul] vt. /%%, s34H

Notes

1. Those who facilitate the sale, purchase and distribution of goods are also regarded as being

engaged in commerce, ¢. g. bankers, insurance brokers and advertising agents.

FRLEAE I B BB W SR AL A B A O AR A IR AT ﬁWJk
AT SN,

(1) being engaged in N &h 25105 &, 1EA i) as AU EIE,

(2)who facilitate the sale, purchase and distribution of goods A i M f] , 41817 those.

2. The function of those in commercial occupations is to ensure that raw materials are delivered to
manufacturers from the place where they are grown or produced, and that the finished goods made by
the manufacturers out of the raw materials are delivered to consumers via warehousemen, wholesalers
and retailers.

AR 22 B A YA HRRE R RARUEN VIR R A 7 L3S 3% 45 1 15 7 L 9F ELAE 8 35 7 A

FHRMBUR BT RS, i R R A LR T B R BN 2 T

(1)that raw materials'-- Fl that the finished goods: - =B IF AR FE L to ensure B P22 iE M
GIF
(2)where they are grown or produced 4 5E i M 4] , 48 i 5547 1A] place,,
3.This function is shared by those who buy or sell raw materials, partly manufactured goods or
finished goods, e.g.importers, exporters, wholesalers and retailers---
A —BARE A& RS 3K SEIRRRE 4 b B ) B A A, B30, o LT L ol IR R R A
FHEBETHEN.
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4 Tnsurance, which enables the risks associated with all forms of production to be pooled.

PRES (b ) A5 8 A 7 I8 s AR B 2R A9 XU BEAS LIBE IR0 4H

Suppliementary Reading
Advertising

Advertising has become a very specialized activity in modemn times. In the business world of today
supply is usually greater than demand. There is great competition between different manufacturers of the
same kind of product to persuade customers to buy their own particular brand. They always have to
remind the customers of the name and the qualities of their product. They do this by advertising. The
manufacturer advertises in the newspapers and on posters. He sometimes pays for songs abom his
product to distribute samples of it. He organizes competitions, with prizes. for the winners. He often
advertises on the screens of local cinemas. Most important of all, In countries that have television he
has advertisements put into programmes that will accept them. Manufacturers often spend large sums of
money on advertisements. We buy a particular product hecause we think that it is the best. We usually
think so because of the advertisements that say so. Some people never pause 1o ask themselves if the

advertisements are telling the truth.

Notes

specialized [ ‘spefolaizd] a. &1 {9, G W i
activity [eek'tivoti ] n. f7H, 1550

supply [sa'plai:f n. &vt AN

demand [di'mamd] n.&vt. 753k, @
persuade [ po'sweid] vt. 588 . thil

customer [ kastomo ] n.JIi %

quality [ 'kwoliti] n. JEff, & R

competition [.kampi'tif:)n] n. w5,
sample [ ‘seempl] n FE5

poster [ ‘pousta] n. (FRIETF 45 1Lt F 1K) 5o, I 4
programme [ ‘prougrem | n. W H 38 B

Exercises to the Text

I. Answer the following questions briefly :

1. What is commerce?
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. What 1s commerce concerned with?

. Is the purpose of commerce only to make a profit?

. What does the term trade include?

. What does the term transport include?

. What is the function of those in commercial occupations?

.How is the function shared?

W 3 N bW

-How many main branches are there in commerce ? And what are they?
II.Match each word or phrase in Column A with the word or phrase in Column B that is
similar in meaning:

A B

1. commerce a.a job; employment

2. embrace b.to divide among several or many
3. facilitate c. to share

4. occupation d. the buying and selling of goods

5. crew €. a person who buys and sells goods
6. pool f. 1o contain or include

7. trader g- all the people working on a ship, plane, etc.
8. distribute h.to make easy or easier

HI.Read the following dialogue then put it into Chinese:

Shopping

Tom wants to buy a pair of shoes. He comes into the Department Store and stands by the Shoes
Counter.

Salesman: Can | help you, sir?

Tom: I need a pair of black leather shoes.

Salesman: What size do you take?

Tom: Size 26.

Salesman: Here you are.

Tom: May I iry it on?

Salesman: Of course, pluase.

Tom: They are just a little too Lig.

Salesman: There must be a little space in the shoes . Otherwise you' 11 feel too tight.

Tom: Can I try that pair on?

Salesman ;: Of course, you can.

Tom: All right, it fits me very well. I'll take it. How much is it?

Salesman : 200 dollars .
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IV . Indicate the following statements are true or false:

1. Commerce is the buying and selling of goods in order to make a profit. ( )
2. Commerce is concerned with the sale, purchase and distribution of goods. ( )
3. Commerce and trade are the same thing. ( )

4. In my opinion, commerce is not only the buying and selling of goods to make a profit, but also

serving the people. ( )
5. A retailer is a person who sells goods by retailing. ( )
6. The function of those in commercial occupations is shared by all the people of a country.
( )
7.Crew refers to all the people working on a ship, plane, etc. ( )

8. Warehousing includes all those occupations engaged in storing goods until the goods are
required . ( )
V.Read the passage and choose the right answer to complete the sentences:

Shopping for clothes is not the same experience for a man as it is for a woman. A man goes
shopping because he needs something. His purpose is settled and decided in advance. He knows what
he wants, and his objective is to find it and buy it; the price is a secondary consideration. All meén
simply walk into a shop and ask the assistant for what they want. If the shop has it in stock, the
salesman promptly produces it, and the business of trying it on proceeds at once. All being well, the
deal can be and often is completed in less than five minutes, with hardly chat and to everyone’ s
satisfaction.

For a man, slight problems may began when the shop does not have what he wants, or does not
have exactly what he wants.In that case the salesman, as the name implies, tries to sell the customer
something else—he offers the nearest he can to the article required.No good salesman brings out suéh
a substitute bluntly; he does so with skill and polish: I know this jacket is not the style you want, sir,
but would you like to try it for size? It happens to be the colour you mentioned. Few men have patience
with this treatment, and the usual response is: This is the right colour and may be the right size, but
I should be wasting my time and yours by trying it on.

Now how does a woman go about buying clothes? In almost every respect she does so in the
opposite way . Her shopping is not often based on need . She has never fully made up her mind what she
wants, and she is only having a look round. She is always open to persuasion; indeed she sets great
store by what the saleswoman tells her, even by what companions tell her. She will try on any number
of things. Uppermost in her mind is the thought of finding something that everyone thinks suits her.
Contrary 10 a lot of jokes, most women have an excellent sense of value when they buy clothes. They
are always on the lookout for the unexpected bargain. Faced with a roomful of dresses, a woman may
easily spend an hour going from one rail to another, to and fro, often retracing her steps, : before

sclecting the dresses she wants to try on. It is a laborious process, but apparently an enjoyablé one.



