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() Learn some knowledge about business management

(@) Know how to write a company profile.

(3) Know how to make a business card.

(4) Be familiar with various types of business corporations.
(5) Know how to give a company presentation.

(6) Understand more about corporate culture.

(7) Know how to establish an import and export company
(8) Design a company logo, create a piece of ad.

(9) Develop a marketing plan.

ABC Company is a medium-sized manufacturer in Taizhou. It has got the import and export
right this year and wants to export its products to the international market. Now ABC needs to
establish its own import and export company. You are a new comer and want to do the export
work here. Let’s enjoy working as international traders. So you have to establish an import and

export company (I/E Co.).

Tips

Company and Corporation

A company is a business organization that makes money by selling goods or services. In its broadest sense, a

company is an aggregation of people who stay together for a common purpose.

A corporation is a large business or company.
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Step One Establishing Your Own Import
and Export Company

1. Cautions to Run an Export Company

Betore you start your own company, do you know how to run a company?
Decide which are DO’S and which are DON’TS.

(1) Learn how your best competitors are handling international trade.

(2) Have an understanding of import/export financing.

(3) Take international trade classes at the college level.

(4) Visit trade shows and trade missions. See http://www.tsnn.com.

(5) Investigate the potential opportunities and benefits of international trade.
(6) Rely on a single source of supply (or customer).

(7) Have an understanding of intellectual property rights.

(8) Join an international trade association specializing in your business.

(9) Personally visit your offshore suppliers (or customers).

(10) Take advantage of online resources such as http://www.sba.gov/oit.
(11) Inspect and approve merchandise before it is shipped.

(12) Consider hiring an international trade consultant.

(13) Become personally familiar with all monetary transactions.

(14) Rely on handshake agreements.

(15) Rely solely on others including employees for importing/exporting expertise.
(16) Provide dispute settlement provisions.

(17) Make assumptions as to vendor’s compliance with your specifications.
(18) Check out your suppliers/customers before establishing relationship.
(19) Use a trade lawyer for agent and distributor agreements and licensing requirements.

(20) To begin, start on a very small scale.
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DO’S 3)

DON’TS (1)

2. The Organization of a Company

(1) Search the Internet and find out about the organization of a small I/E company and a large

corporation. Then fill in the blanks with proper names.

A small I/E company

[ Manager ]
l Accountant(position) i i i i

A large corporation

A
General
Manager
: (- )
Domestic Purchasing
Operations
=/

(2) Grace works for the famous Danish LEGO group. This year, she is going to attend the
Guangzhou Fair on behalf of the company and give a short presentation of the corporate business
management. Help her translate the business sections into Chinese and match their functions with

the corresponding numbers.
The LEGO Group

The LEGO Group has a global workforce of approx 7,000 people.

Corporate Management comprises: The Chief Executive Officer, the Chief Financial Officer

and four Executive Vice Presidents, each with their own business area.

Chief Executive Officer

| [ l |

Marketing Sales Administration Purchasing Accounting
Centre v

oy D oy & ©
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is responsible for financial management controlling as well as follows up on business

planning and strategic initiatives.

is responsible for the purchasing all the raw material and spare parts for all the production.

has global responsibility for product promotion, marketing.

covers the administrative service departments: IT, Human Resources, After-sales and
Corporate Legal Affairs.

is responsible for domestic and international sales of all the products.

(From http://www.lego.com/eng/info/default.asp?page=facts)

3. Forming an Import and Export Company

You will form an I/E Co., four to six persons in a group. Search some websites of world famous

companies and find out which members a small company needs. And then fill in the chart first.

Personnel Component

Position

Name

Telephone

E-mail add

QQ No.

Manager

(group leader)




Step Two Developing an Export Marketing Plan

%ﬁ Let’s Enjoy

(1) Please discuss about the following company logos. Name the companies they represent and

provide more information about the company.

[N

i'm lovin’ it

% E X
Name:
Nationality:

Business Line:

Competitors:

Name:

Nationality:
Business Line:

Competitors:

Name:

Nationality:

Name:

Nationality:

Business Line:

Competitors:

v

Name:

Nationality:

Business Line:

Competitors:

Nationality:

Name:

Nationality:
Business Line:

Competitors:

Name:

Nationality:
Business Line:

Competitors:

9&%
Nestle.
Nestle
~

Name:

Nationality:
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Business Line: Business Line: Business Line:

Competitors: Competitors: Competitors:

(2) Match up the above-mentioned companies with the sectors of industry and the product
groups in the chart.
oil

. . N\ hotels and restaurants, catering
engineering b

vehicle manufacturing
% el

chemicals Tertiary

computers~

aerospace”’

electronics™ -~ . -
~retailing

food processing, beverage — "
et " telecommunication

other —~ other

Sectors of economy and selected product groups
1. Multiple Choices

(1) When you conduct the marketing research, what do you think Direct Sales include?

A. Product Demo B. Telemarketing
C. Sales Meeting D. Online Forum
(2) What kinds of methods Promotion covers when you get your products promoted?
A. Contest B. Gift C. Rebate D. Low Cost Financing
E. Trade Show F. Promotional Object ~ G. Direct E-mail ~ H. Telemarketing

(3) When you carry out the Direct Marketing, which do you think are efficient?

A. Gift B. Telemarketing C. Speech D. Catalog
E. Direct Mail F. Fax Broadcast G. Direct Email H. Online Forum

(4) Which do you think are helpful for Public Relations Department?

A. Trade Show B. Press Kit C. Contest D. Press Release
E. Publication F. Speech
(5) Regarding Advertising, which methods do you prefer to use?
A. Print Ad. B. Web Banner Ad. C. Packaging D. Multimedia Demo
E. Internal Publication F. Brochure G. Poster
H. Directories 1. Website
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2. Developing Your Marketing Plan

According to the Content of an Export Marketing Plan below, search some relative websites

and develop your marketing plan or research report. One in each group will present your report to
the whole class, PPT slides are preferred. Attention: each group (company) should be in different

business line with any other group.

Websites Recommended

http://www.marketresearch.com
http://www.the-infoshop.com
http://www.intertrade.com.cn
http://unstats.un.org/unsd/comtrade/dqubasicquery.aspx
http://research-sources.com
http://www.alibaba.com/companies/0/company.html
http://www.iciba.com

http://dict.cn

The last two websites are for you to check their English names and translate any words.

Content of an Export Marketing Plan

An export marketing plan will contain considerable detail that reflects sound research. It will

include:
(1) An introduction that backgrounds of the market situation and purpose of the plan.

(2) A critique of the product or service. What are the unique selling points (USP) that will make
it succeed in the export market?

(3) A market analysis. This should cover aspects of the wider political and socioeconomic issues

in the target country as well as the specific customer profile.

(4) An analysis of the competition operating in the target market, and how the product/service
will compete.

(5) The goals for the market - market share, turnover and profit, including a realistic timeframe.

(6) A marketing strategy outline. Entering the market, working with partners, a process for
promoting the product or service.

(7) An action plan. Who will do what and by when?

(8) The evaluation - judging the success of the marketing plan in a timely manner.




Simple Marketing Plan

1. Market Situation

2. Unique Selling Points

3. Information of Competitors

4. Goal of the Market




