T~

WEF PRI #E

A m BT Y




[

J——

f.esson 1

Lesson 2

l.esson 3

l.esson 4

l.esson 5

B %

The Complexity of Marketing &. Knowing Your
Market e« sesssssersesisersiiiiannnnsesrossrirssssssans (1)
BEMEHEpERT RO
Skill 1 Selective Readmg; Scanning
HI15 1 RBEREE. AR
The Product Life Cycle & The Language Barrier
- (22)
7= A o R U S B 4 R R Y
Skill 2 Selective Reading: Skimming
$15 2 BRI, e eg ik
Market Segmentation & How to Price Your
Products and Services sreressriesrrenensieceenne (47)
i1 5 40 4 0 A0 4] O OR ¥ 7= A 55 35 5 AT
Skill 3 How to Make Study Reading
P13 3 gnfar g
The Three Dimensions of Management & Work
Hours and Productivity Change with the Times
e S SRR RS B AT TR EEE AR ReE ETE RN AR AT A . (70)
B2 0 = K05 T A LB 48 TROH
Skill 4 How to Analyse the Structure of the Text
$154 A EsSH
The Work of the Manager &. Labour, I.and and
Capital  +rrersreserrimnmsissinsmenneanesnann s (92)
e 1 .



l.esson 6

lesson 7

Lesson 8

I.esson 9

[.esson 10

EHEMW MG, LSRR

Skill 5 How 1o Use the Intioductory Paragraph
HI15 5 MAHAFEREGER

Strategic Management & A Vision of Wm‘kplace -
2000 ersesrenens R 4§ 1))
o AL RS IRAD 2000 SFEL L EXEY

Skili 6 How to Use the Summarizing Paragraph
#r6 MAAARNERERGFR

Accounting & All Kinds of Taxes in the U. S.

< THH0 32 E BB A

Skill 7 PQ3R Reading Method 1; P-Prepare
#15 7 PQ3R ME®EZ—: MAH&

How Banks Felp Us Do Business & The Balance
of International Payments +o+eevssscrinnans (16]1)
BT W R DY FE 0 B R 0 Bl S OF

Skili 8 PQ3R Reading Method 2: Q-Question
%35 8 PQIR Ik =, M EH

Financial Management & How Do American
Customers Borrow?  seesrreersensrcanennanns (186)
T 95 B 1000 35 B T B AR AT 46 B

Skill 3 PQ3R Reading Method 3: R-Read

159 PQIR WiFHEZ = I 8E

Riskk Management and Insurance & The Risks

Of TnVeStMEnt *++ eesersrerinrersnrrasarsansnases (209)
IR A T 5 4 B 0 4% B KL R

-

L

Fathd

E g



Ay

Skill 10 PQ3R Reading Method 4: R-Recite

[.esson 11

lesson 12

2XE-
03 T

sasianss

B RN AR TS a R s e B iE RNl NAE AR RS AT A AN REE EEE A A (zg?)

¥35 10 PQ3R [iE% 200, w0fT%k
Transnational Corporations & The Fiture of
International Trade «srevresesreeserensennnes (231)
B [ 2w 0 R 55 0T i

Skill 11 PQ3R Reading Method 5; R-Review
#7511 PQ3R MEEZH . INHEY

Securities Markets in Chinz_{ & Wall Street Bull
Market May Be Due to Slow Down ssreveee (253
o B E 3 1 3 40 4k JR 15 4 T 0T 6B Al 18 3

Skill 12 How to Get Non-verbal Information
1512 R X FER

1‘%1%%{%&:............................,...................... (310)



¥

Lesson 1

The Complexity of Marketing
& Knowing Your Market
BH¥NERERNT BRI S

" "Reading Skilt 1

Scanning Reading -
A D k. dedT &R

EH S RIEEEM SR, FHEEARBROXRT T
R BGAE, XBRBELY L — RIS — DN ENE
EREE IHMBERBEFERANMN. —HEE
(Scdnning), — XM iE (Skimming). XRAANRWE.
HENFARTEAELZIRER . EART MR E,
THRBORRERGHRBHAER, MABEREHN N
RMFTHES, BRI BERELRE.
e g — M R F 2 BT
) BiREREKBMAIEN, FEEA-BAXRER
“HEXFFREAASMBEA. Al ERREN RN, K
BRYF BERERTERMNRE, RAREMN HE
YRR TR, BRASL. ﬁﬁ}zﬁ%s;&, '
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HELTFHF: Study the Personnel Manager’s diary below.

WEEK 24 PLANS INTENTIONS POSSIBILITIES
Monday Meeting, 10, 00 Aasesament of See Supply Ollicer,
Application new denks
Tuesday Interview, 08, 00 | Letters to job Check progress of
‘ applicants job evaluation

Wednesday | Admin. , all momn- | Visit Salety Meet Bob lor lunch
ing Monthly Report | Officer

Thursday Visity 31, 00 Telephone for Prepare {or
Busines:: Exhibition | references wage negotintiona

Fridny Lunch, 13, 00 Evaluation of Write to

Personnel Director training course Employment Office

AU EWAFEZEYNTHERICPERBENE., BE. A&,
EHNTFEARELRE, BHIENBINATRRNLER,
—HTHA.

(2) Pkl ir—THEANTALIRFTM/EN, KX
FEUXANNBHRRIRNAFAHEMNHUR, FoE—~
FEHFERA LR HOMNE, CFREHIFEER, ET
FEITLNAR, * 3« Sam Brook M i5S M@,

mRFERAFEA, TERHAFR; LLF 2 Steven Ut-
ley M TiEEH A&,

First Steven Utley worked for Robertson’s L.td. as a Per-

sonnel Assistant at £3,750 a year. He was with the company
from 1984 to 1987. Then he joined Omega Operations, at
£4,610 a year, where he stayed until 1989 in the position of
Assistant Personnel Manager. He now works for Litho Inc. as
a Personnel Officer at an annual salary of £5,100.
(3 MARHEMB EETAWHR -0, AERAFEF®
— 2 J—



-

BMS. XHATRMEE, ALREFEROAE. Fn.
The function of distribution is to move goods from the

producer to the final consumer or user, and it applies to both

industrial and consumer goods or services. There are a number

of channels open to the producer [or this purpose. He can deal

directly with the consumer or with middlemen such as retail-
ers, wholesalers or agents.

Question: What is the function of distribution?

ANE—mEATRIKFTENTLS. RAZE, —BFL
BETIR.

REAEERNERURERNEN, ERAFUTIOAS
BX. |

A. R B (scanning to find a single word), H A9 E IR
HaiE, %8 G paE, BESNE, 2%, BB, #
ﬁ._ BAS) RABMERHUINAKNATIAE,

P AT “MBEBE" PERER, BARBEUEX
M.

WEATHER REPORT-FEBRUARY

R Average Number of days
City
Temperature Cloudy Clear

Seattle 60 23 5
Los Angeles 70 8 20
Senta Fe 75 14 14
Salt Lake City 65 18 10
Denver . 63 10 18
Portland ‘55 10 18
Phoenix 72 8 20
Pierre 46 20 8
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Questions .
1. The city which has the same number of cloudy and

clear days during Feb. is __

2. The city having the lowest average temperature during
" Feb.

N.ig’i“@}'—f‘f’fdf J—L‘S‘&Hﬁ“ﬂ BrEAgRA 8
W “ Santa Fe” 53§y TRBEM T “Plerre”, A%
WREHRT, EXWe.

B. # AL (scanning for a particular fact) , TE R} 3
B, BEELUEERAFHERANE,; NEN, BEE
Sk BN AR |

. FXRRT “BREEMLHE" MWL, RIER
H, EXHERER, ERICTRHERE,

1. What does MFIN mean?

2. Are imports from non-MFN countries, duued at g h:gh

rate? :

3. How is MFN treatment extended under 1. S. Law?

[1] MFN has a long history in America’s irade relaiions
with other countries. Most U.S. trading partners alrsady have
MFEN status. When the United States accerds another country
MFN treatment, it extends that couniry the same tariff and
other trade concessions it grants 1o any other MFN recipienis.

{2] MFN means that i=iports from a country are dutied at
a rate no higher thanu imporis from any other country — in
practice, at the lowest rate generally available under the tarilf

laws. Imporis from non-MFN countries, on the other hand,

.._4_
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are subject to duties as much as 10 times higher. Under U.S.
law, MFN treatment is extended automatically to all market e-
conomy trading partners. Extension of MFN to non-market e-
conomy trading partners is not automatic, but a matter of pres-
idential discretion. The president has authority to remove and
restore MFN tariff rates for non-market economy countries,
but he always does so subject to Congress’ approval.

FE] WEASRRAR, IF_BEPIHE -7,

AE2WERERTAE _BRETHNE _NPED.
Yes, they are dutied at a rate as much as 10 times higher than
those from MFN countries.

MEBEINERERBEE _BEEPNB=aNFEEa

B, L '
C. BRI —LFAMZAISL (scanning for a
selection.to be read) s X — /2 YR AY 751 LA 15 B 3 A9 R Oh &
R AEBRAKBER, BHENEFR EENRERBR
B RZ, ERMNAERERBEME. HT SR REEN
Rk, RFKRKZRE.

. TEMNGIERFRERNSEZE, AXRANE
XKWALC, A TREH%.

A scientist who does research in economic psychology and
who wants to predict the way in which consumers will spend
their money must study consumer behavior. He must obtain
data both on the resources of consumers and on the motives
that tend to encourage or discourage money spending.

If an economist were asked which of the three groups bor-

— 5 —



row most-people with rising incomes, stable incomes, or de-
clining incomes-he would probably answer ; those with declining
incomes. Actually in the years 1947~1950, the answer was,
people with rising incomes. People with declining incomes were
next and people with stable incomes borrowed the least. This
shows us that traditional assumptions about earning 2nd spend-
ing are not always reliable. Another traditional assumption is
that if people who have money expect prices to go up, they will
hasten to buy. If they expect prices to go down, they will
postpone buying. But research surveys have shown that this is
not always truz. The expectations of price increases may not
stimulate buying. One typical attitude was expressed by the
wife of a mechanic in an interview at a time of rising prices.
“In a few months; we’ll have less (o spend on other things. ”
HFr family had been planning to buy a new car but they post-

" poned this purchase. Furthermore, the rise in prices that has

already taken place may be resented (&13) and buyers’ resis-
tance may be evoked (3li#). This is shown by the following
typical comment: “I just don’t pay their prices; they are too
high. ”

1. According to the passage, if one wants to predict the way

consumers will spend their money, he should
A. rely on traditional assumptions about earning and spending
B. try to encourage or discourage consumers (o spend money
C. carry out investigations on consumer hchavior and obtain
data on consumers’ incomes and money spending motives
—_ 6 ——



D. do research in consumer psychology in a lalworatory

2. According to paragraph 2, one traditional assumption is
that people with ___ incomes beorrow most.

A. average B. stable C. rising D. declining

3. According to paragraph 2, research surveys have proved
that _

A. price increases always stimulate people to hasten to buy

things

Ipo

rising prices may make people put off their purchase of cer-
tain things

C. women aie more sensitive to the rising in prices than men

o

the expectations of price increases often make buyers feel
angry . _
M. 1l B AR XS R must study consumer be-
havior; :-¢must obtain data on the resources of con-
~ sumers and on the motives:+
2. R EH--41.
3. WERWVH LKFBOML AT, i L3k®
BANABRELSEE,

D. HREENETEHEXM P A {FE (scanning all the in-
formation on a topic), ARG FTHAXMNFRBRERNXN
. EXELAERN. KA BREEEESP, XBPH
HER “THLA” (topic noun),  “THAE” (topic

‘sentence), EATRBHERL, BHARBRIT LR EH AH
BB,
Fim. EEBHRBHHT, ARTHXE,
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The General Agreement on Tariffs and Trade (GATT)
came into force on January 1948, it was originally signed by
the U. S. and 22 other nations after World War II. China was
one of them. The purpose of creating this organization was to
reduce tariffs and monitor the world trade. It is one of the
three most important international organizations related to e-

_conomy and trade. But unlike the International Monetary
Fund and the World Bank, it is an independent organization.
Up to now, membership has grown to 106 nations. There are
some nations which are trying to join the GATT. There are
some other nations which have already adopted the principles of
the GATT though they are not actual members. China is

. paving the way for resuming its membership.

When a country joins GATT, it becomes a contracting
party and agrees to apply its national laws and trade practices
in accordance with GATT guidelines. Trade disputes among
GATT nations are resolved bilaterally through negotiation. 1f
negotiation fails, a GATT panel will recommend a solution.
‘However, these panels have no authority to impose their deci-
sion. In general, the GATT agreement is composed of three
elements: First, trade shall be conducted on a nondiscrimi-
natory basis. Second, protection shall be afforded domestic in-
dustries through customs tariff, not commercial measures such
as import quotas. Thirdly, consultation shall be the primary
means of resolving disputes.

Answer the following questions;

1. When did the General Agreement on Tariffs and Trade

—_— 8 J—
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enter inlo {orce?
2. What's tie purpose of the GATT?
3. How tnany natioas have already joined the GATT?
4. What are tne threc importaiil clements oi the GATT a-
greewnent? :
Bt 1. 2PLE R T 104648 1 AIE0., AXHEMNE
— ) i 3 8 ] )

ORISR AR EH KRR B iR R
%, GE-BME=HFH purpose B EER )

3. BIHM AL, XFEHEEE 106 M2RAH, (&
BEF D)

LS ki, RASDEH=ZXEXNA . £—,
REEEBENTIFRERTS: B2, Blidx
BmMARBREIRBIFNBESFEERREPEAS
ROENRE Tk =, BUEHBPRNELARBRE
AR R, (FBEPM eclements 2 EB|MA
i, )

PRACTICE

ERR. HR. RE-HXEPIRWFHE, RS
ENE. (K-, 24 %R, EERRERNTE. Jﬁi‘l
VIT W%, R ik &3 — K.

Use the information given in the following passage to
complete the Trucker’s Telelog form.

On January 3, 1989, at 8:30 a. m. , Fred C&} ell
picked up a 32-pallet load [rom Larry Watson of/_Mfd-States
Trucking from their Franklin, Michigan t/e,vf::.nai at 2945

el — g —



Robert Drive, (313) 555-6302. His special directions were to
turn lelt onto the hidden driveway just past the 1-94 overpass
off Jov Road. Fred required a $ 250. 00 advanoe payment on
the luad, o cover his expenses, before departing. The 45._
200-psund net load, bill of Jading number 104F022144, was
delivered to A-1 Trucking at 623 West Chicago Drive, Colum-
bus. Ohio, the next day. This was trip number three for
Fred’s 33,010-pound rig; the load brought his gross ﬁ'eight to
78,010 pounds. His advance number was 18 647 for half the
gross revenue of $500. 00. He traveled 530 actual and paid
miles with his only expenses being: $ 96. 80 for fuel, $29.00
for motel, and $23. 60 for combined meals. He earned his
usual $ 0. 95 per mile rate. o

Telelog Books
Curtis Custom Forms .

. TRUCKER’S TELELOG e e e ¥
Company (1) Date [/ [/ (2} 1
Address (3) P/U Time )
Cwey . (5) State _ (6)
Person (7} Phone( ) I €}
Directions/Co £y,

(9

Bil! of lading N, (10) Pallets (11)
Final Destination Company (12}
Address (13} Del. Date 14)
City {15) State (16)
Trip Number 7
Advance No. ass (19
Gross Revenue $ - (20) Paid Miles 21
Net Weight __ ___(22) Gross Weight 3

J— 10 —_—



Truck Expense This Trip $ (24)
Meal Expense This Trip $ (25)
Lodging Expense This Trip $ (26)
Miscellaneous Expense This Trip $ (27
Total Expense This Trip $ (28)
Actual Miles Traveled (29)
Average Rate Par Mile $ (30)
R-2
Text Study

BEHFAOMRAUREIBEECUGFHAEDTH LAOEHEE
R AR, bfﬁﬁﬁﬁfiﬁﬁﬁm?‘ﬁaﬂ%%ﬁu
F%BENRERMAFPHELR, .

mixFHHEHOT LTS RM, ﬂﬂ-nﬁ&ﬁ&ﬁ%!ﬂ
‘“THEH "SR T HH(Selling )", XBFHERH - B
Bl MR BNREEOBL TR EAURTEE
MK LA BUR, ENOETHEHILT MG —4, ME &
EXRBREEM—1.71985 F, XEHHEH D& (AMA)
RUMEZXLEARLRETEEHNI L “THEHERX
FTHD . EWMFFOWT ER . RE D HA MRS L
HEMATXANTARAREEMETRXRLE".



Text A The Complexity of Marketing
B FHE N

FUBEER IR

1. the definition of opportunity #2E X . “HLL&"HEH
RSPV EGNAEANER, CYTRBESFRAME
A BT HIL)

2. achieve its sales level AEHBAF(XERPORFESE
BRI RER)

3. setup potentials WM EHEHWHHWARE A7 K
—PFR A TP RE X EE - AR
HE) '

4. operate in the same part of economy MNHHFEMEZEFED
(B R A7)

5. time its decision 03 4 ) P BT A A B (BRI K T

ERFEMER HEEmTHEBM TR, FAXES

RPEE—-TRTIEOFT RN LN TE)

[1]JIcebergs, we learn, conceal nine-tenths of their bulk
beneath the sutface of the sca;what we see above the waterline
gives little indication of all that lies below. Marketing can mis-
lead in a similar fashion. It is not just advertising, promotions,
price cuts, packaging. public relations and surveys which make
up the visible tip and which are most requently considered to
be the entirety of marketing. The [ascination of marketing lies
within the large hidden dimension: the definition of opportunity
and the planning to achieve success.

(2] The complexity of some of the factors involved can be
illustrated by visiting a local shop or supermarket. Qur trip to



the local shop will quickly make it clear that even some of the
more obvious aspects of marketing are not as simple as they
first appear.

[3] Look at the product on the shop shelf. Usually you
will find it attractive—a special colour may attract your eye, a
particular shape will appeal, the name may be familiar, a num-
ber on it may seem lucky. These are the everyday facets of
packaging a product to attract the consumer and that is one of
the requirements of making the product achieve its sales level.

[4] But what particular feature of the product would
make you, as the consumer, buy an item? All sorts of influ-
ences are considered important; price, quality, knowledge of
the manufacturing company and its products, previous experi-
ence of the product, promotions, culture, the customer’ phys-
ical and psychological state. Each of these sets up potentials
within the market which can either encourage or discourage
purchase. Because of the wide range of factors no two compa-
nies will face identical problems even if they operate in the same
part of the economy; the problems that an established company
faces with an established brand will often be almost totally dif-
ferent from those experienced by the young company with a
new product.

[5] What made the store buy it? Now let us think of the
factors involved in actually getting the product into the store.
There will be a buyer for the store who will have a variety of
motives for the decision he makes. He may be more interested
in profit for his organization jor in the efficiency of his own part



