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~ Marketing English

Unit 1 Market
AR Environment

We must change our strategy of marketing.

The market is sluggish.

This is a very competitive market.

The international market for this product is twice as big as the domestic one.

B &

A: How many years have you done business with China?

B: Let me see, about seven years.

A: Do you have any difficulties in doing business in China?

B: Idon'tthink |have any problems with our Chinese partners. They've always followed
the contract strictly. We can do business directly with the corporation.

A: Well, that sounds good.

B: Actually China has always been the first choice in Asia for foreign investors.

A: Yeah, | see. Thank you.

B: You are welcome.

(Edward and Bob are talking about government policy. )
Edward: The government policy is to encourage foreign investment,
isn't it?
Bob: Yes. Foreign investment is welcome in several areas.
Edward: Could you please specify these industries?
Bob: Sure. Foreign participation is encouraged in priority industries and
designated investment areas.
Edward: In which industries are foreign participation prohibited?
Bob: Restrictions are placed on foreign participation in the industries such as
agriculture, media, and so on.
Edward: | see. Then we should study the relevant documents carefully.
Bob: Don't worry. These restrictions are becoming less rigid. Our

government has adopted a lot of new measures to attract foreign investment.

Edward: Shall we enjoy the preferential tax rate in your country?

Bob: Yes. Besides this, you can obtain considerable tax reimbursement according

to our drawback system.
Edward: That's great. We are confident of investment in your country.
Bob: True. You can make a big profit under the policies.
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Marketing English

Unit 2 Global
£IKES | Marketing

Market research is the study of all processes involved in getting goods from the
producer to customers.

The primary data suggests that there is a slowdown in this market.

What's your market share?

We have a fifteen percent market share.

A: We have seen greater fusion of international, cross-cultural,and comparative
perspectives into every aspect of marketing.

B: That's right. The key is concocting the right marketing strategy tailored to these
specific needs.

A: Yeah, the development of a strong brand name in domestic market is undoubtedly
a precursor to any outward expansion.

B: Our product has certainly received rave reviews from the media and many trade
publications as well as from our end users. It certainly has become a household
item domestically.

A: And, we must take heed to our brand name and corporate image.

(One American exercise machines company wants to promote products in China’s

market. The general manager Arthur is talking about it with Tony. )

Arthur: Have a seat, Tony. Did you ever think about promoting our products in China's
market since we talked about it last time?

Tony: Yes, of course. | think we should have a place in this big market. Though few
Chinese use exercise machines now, with the world's largest population, it's a
great number in the future.

Arthur: That's right. What kind of people do you think would use our products?

Tony: People in the city. There are more and more people working in offices. They
are stressed out at work, and they don't have time to do outdoor exercises.
Retired people, many of whom have the habit of doing exercises, can stay in
and use our machines when the weather isn't nice.

Arthur; Good thinking. What models do you think they prefer?

Tony: | think space-saving models will be popular.

Arthur: OK, | see what you mean.
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What sectors have the most potential?

How can we realize product differentiation?

We've got to pull our sales number up and develop the brand.
Customer loyalty is the most important step to develop a solid brand.

A: What are our areas for growth? What sector do you see the most potential is in?
How to pull our sales number up and develop the brand? 7

B: It's not just spreading out to new markets that we have to address. | think we'd
better first pay attention to developing our brand in the markets we already have.
We've reached the awareness level, but we haven't established customer loyalty.
People know who we are, but they still don't trust in our brand.

A: | don't see why we can't work on opening new markets and developing the markets
we've already penetrated at the same time. Both aspects of developing our

customer base and developing our brand are important.
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(Kevin and-Evan are talking about how to enter the new market. )

Kevin: We have come to a critical stage in our overseas business development.
That is, choosing the right options for market entry.

Evan: There are three conventional means to enter the foreign market:direct exports,
indirect exports and strategic partnership and alliances. -

Kevin: Since we don't have the means and the foreign expertise inhouse, direct
selling may not be the most suitable solution. We need to seek a local partner
in our target country.

Evan: The export plan you've drafted earlier mentioned the various choices of
indirect exports. How do we weigh the available options to best suit our
needs?

Kevin: Good question! | suspect from this point forward , our real challenge will
be how well we can manage and adapt to the business environment abroad.




