N M AESZREBZWRIIHAM

New Era Business English
BEG/SRE wE |

A Reading Course
in Business English

RIS RIRIRANE o

T R

=

¥




RNERE
AZ bt 5L CBI( Content-Based Instruction ) Y= Bl & , 5% F LA SR RN B Al A SO #EAT 46 55 , 4> BT A
— AR 5 B BB A — A A B NI R o TR R I R AR, Bt , A A I
WHIRLHE . AEHA NWAEAMERA SSHAYE EXHER RGN, T B A U RTRTRE T, SUm A ry &5 2t Lol
AP — ARG EAT R O S D R R UM, At RTAE O ETE SE HA  b (EEAE Ok R
FRr) MR RT A TR B M

E R4 B (CIP) #iifE

T 55 BETR P L. 4/ 8 = 4. —FE IR PR
H At ,2016. 3

T 55 9E1R Tl RFV B

ISBN 978-7-5624-9660-1

.0 T.0O%- . O%S—HiE—IREes
—RE R —¥k V. (DH319.4

o [ MR [ A CIP B0 A2 57 (2016 ) 4F 025862 &

GEES L
SHANGWU YINGYU YUEDU 4
F ®m R =
ERE:R = RISt &
RN 38 = SREENEsK R
*
ERARZ BRI HRARTT
HBhRA - S
b ERTIDIENXCORSAI0EER 21 S
B84 . 401331
B335 .(023) 88617190 88617185(CH/)\&%)
fEE.(023) 88617186 88617166
WO3LE : http . //www. cqup. com. cn
BE7E . fxk@ cqup. com. cn [€=%:=1mn7110))
LEFEDERE
SRHIERIS% BEIRIBERATEDR!
FAR.787mm x1092mm  1/16  EJ5:19.5 SEL.453F
2016 ESBE 1M 2016 E£8 B 1 REIR!
ISBN 978-7-5624-9660-1 T2} :45.00 7T

=
>
=
>

APNEER RIISRETM, AL ARBG
WAL A, EAE B BN IR A S
HIESE XU EEERS, EELR



95 B AR L AR B TR AR E R P AR E A A FE LU S4E T . B
FHEARRHV R By SRS T RIE BT HAME R BN, 840 1k, A S, A
300 FZe i BRI T R S59GRAR L. BRI 98H ARG SIS R, R%I8h %
W SFEEE S SOl B LA R E RSB H i = B AT SRR RS
TR AU, 1E 5 R A RS, R ) IEFE BRI 85 HR IR 95 S AR el T LA
Pt BRI, B T BT R A SM IR Al AR B AL 1AM~ Be R i BETF SR 55 DA
Bk IR RH I, KN RS 3 R ) BE ORI RO 5 AR Al AR 22 5 — b i R Y
TIBR, 284l A 28355 — AL B B M DX R A L SE i DR A9, 202 [ P i 5 AR TR A, B
#r [ PR 55 U ERAE B BE A5 SO R 55 5C P A 528 1 PR R 95 S8 A

IR 55 D LB AU SRR SR ITTE s K, T B A R IS M . HAT, BAR
T EA TR 95 S bt (FUR 5SS UAR R 55 S8R AR L L H M I F A Z . BEPRR A H AL
H R 7 55 DR AR L BRIV B T — B R B b R 2 SRR 55 SR AR L L M BA T 2

AE RN B REFEAWG R 55 B AR 1—4 FUEH TR T 2 5 Iah %
WATERT 5 Ll METE S Lol NI, FERAFR A BAHTIR IR SERTE S 22 bt . (AR, 514
GRS S0 L B FIRYE « B 55 9aih Ll e A e ) et B 35 i [ PR R 55 1
BT A AN EO R TR B R 55 S TR AR L 20 BORE L, TSR BE A SETE B RE M TP B T /Y
SFFHEEIUR , LA R AR ) T ST A (R , 2 fph— SRl A Y 55 DTl W U6
PR REIN SR, BB AR R 500 L TGO /N 225 IRl , AR LA 1 R 45 S TR R 2, T A
NP

AR i S A R 55 ST AR Rl 2y i [ A bnafe) (AT I RR AR ) ) , AR A
AL — ARG BRI Ob , i S AR R AR S5 S R 45 SR S AR IR, and R 55
PRBRRN 13 W . A, B ETR F SCE LA A B O 1 28 R 55 SR AR Ll
@R EIPRRT 55 RIS, inCEPRRT 550 ) (PR 5 9255 ) CEPR S Sk ) (i B ) 45 A
BRI TGRSR TR 55 il LB MBI, 25 Tz ChRie) RO R S E , A
CHRIE) B ZOR IO A EZR R BT SR 0E THAMREE . 105k, 2 59 B A EH 1) T 55 B i #4T
AT R 55 DR HC S ST SR B0, DRI, 7620kt i N 2 ARG R R~ LR A
BhEOR 557510, #0805 B T B RIToR . B IGE 5% B R JRAE RS I R 55 9
TSI PR B 55 A ST SR, 388 a2/ 9 R 5 S 2 2R S RS ST AL R 55 28 B o A &%
AR HTE

H WS IEE] T UG 82 5 55 G EARH L UG Ll N\ R I ER . Tt
ARERT G~ TR A5 TR AT RE-S 7 95 S AR Lolk PO 2k A\ GBI 4

AEHA RN G B IR A N FIE R R 55 38 N A R 55 SR AR a2 Al
AN R 55 SR R B2 S R S SR M . SO EEA gLl AL O R # K
F AR LE, IR TAWTEIT 763 o

=R
2016 4£3 A



Tl

B

AR w1 i S 2 B R 55 il T ML AS B e Jo i [ AR HE ), 7 95 i T B2 A
Ll BRI G HRE T B — T TR O IR . AR 5579508 P Be ) (1—4 1) AR
CHEZ AR o Ak LR 40 22 (2010—2020 47 ) ) Lo (g S5 24 R i 55 S8 R L AR
AR GRAAT) #EATH S 19, BER AR 55 DB L ARE— | ZARGR AR AT i 55 it e 1 DR A
HOA A, AT D SR S A Gl (SRR 5 30 Tl e B2 L lk) e KR lb 2 A i
P DA

TELEHT BRI = S 20 PR T 5T, 3 [ e R AR A R 22 i B 2 f fh 21 4
e (BOBUE) FIRHCY: o X —HOR B A R RSB TR B RE 4R I TR R ER . A
FOPF ARTRM I N B0, TEAL SRR AR B[R i, VIR AR S Th 1 5 BRe , JUH R B BE AL fE
AELM I AR — U N A EGPGEIETE) 2ot 5 23 (S000E) R s Z RIAUE
— PEATF R, S A B AP A T SR AR TR SR, A b Bl 23l SRR 8

AEHFE R CBI( Content-Based Instruction ) {2805 B, SR T F28 0 Sl (9 J ) 047
G5 B HITE X — AR R XS R T RIS AT AR ARE I T
B B A B R TR S VAR B S RS B EEM A — 1 B B R
o A AEREAA I T R AR, P i e AT G AR AR . A EHb WA AME B A 5
FIPE FEXH AR Gt , i ELEAT A A AT 1 o

AHAE MR T AL GE P b Bl S O A W, KR S SR S WA A LA SR
K, AR A RN BT TR R 27 A A — 5 BB R, DT i 85 2 AR 9 27 ) X4 R 8l g
FAE A B H R 5T, ] AR R 55 ST W AL ARk 7 30, OF R AR e B0 I ik
TORE, G40 WL A | CEE ORI | FOUI 2L (8 P U L | BB ol PR RIS 3
JE GE i bR SO TR ARSI SR o 5 BRI, A T LR R 45 U g 2 205 A — A
I T 8, IR ST B B PR AR A 2

Tl 17 BAEH L HE B~ A 42 S B B BE A [R] I, 1 ke 2R FEBORIR ALz AR
WLEE M ANk R AL LA S QB M RE T o A B G ~) Bt SE AR R i H - iy ) S Al
b AL T AR B R SCHCXS | RIS | B PR S A B T A A e AT
%, 00 AR EHME JNHBHE AARTE T E L5

TEGE IR, i B TERA A WA S P 8s WA R, FU (5 & 2 TR AR
PRUE) HR A 3 500 A — A O A 1]

XEHA RN EIGTEE F 2 SRR L B2 s Gk, BIEf R A DGR M RIRE I/
— R TEHM S AR, BATEH B[R] Ry 55360 Lol e WHT e, T E S,
St o R SRR BT BIAS , T4 M I 55 T8 SRR 2 K . e B S i AP, 3
11275 T ENSMCERFRRIEE L 25 b A W 4l PG A8 TEul, AT /R 3 2 i o
ARG o (B, 81T 4 ) 2 FUKF 206 P i Z AR TE PSR, B3 RUMAE A BRI

wm &
2015 4£2 A



Contents

Unit1l Business Relationship ..................................................................... 1

Part I Theme-Based Reading ««++««++-s++sssssssessesssssnimmnssiiinittniitsinais e 1

Text A Building Better Business Relationships «r++++++sssesssmmmmmmmrirrinn, 1

Text B The Art of Business Relationships Through Social Media -«-eveereeeeeeeeneeennns 7

Part IT  Reading SKills -««+-s«+sseersresrsemumenmsaiiniitiiiiit s 14

Assessing the Author’ s Reliability «««erereeeeerrrmmmmmuiiiiniiiiii, 14

Part I Reading Practice «««++«++ s+ essssremsrssutaitsiiiiits sttt 16

Section A Reading Comprehension — ««««+++sesrerermmmmmmmmmmmiiniiiiini 16

Section B Banked Cloze ««««c«««ceeeenentaeanenemaeanemmnneneneaemneneneaseeneaeeneneneneens 22

Unit 2 Business FHhics cocecetessersttsossiuiiiisinieiiimiaiiesissantiiosssnnsisssassnssessssesssns 24

Part I Theme-Based Reading «:«++«++-seesseesssesnsessstmitsniniitiiieiie e 24
Text A FEthics at Work: Are Women Generally More Ethical than Men in the

WOIKplace?  ++oreesssssserssssenieiiniiiiiiitiiii s 24

Text B The Benefits of Corporate Social Responsibility will Move You to Act ~ ------ 30

Part Il Reading SKills -++++s«++sssssssasssssssennsanstaitsiitiit sttt 37

Activating Prior Knowledge ««««+«eeeeeseeresmmmmmiiiiiiiiii 37

Part T Reading Practice «««++«++ sx+ssssssrenmssitaitsiitiits sttt 39

Section A Reading Comprehension — «+«+«+esesvemmmmmmmmmmiiinii 39

Section B Banked Cloze «««««xteeeeeetraranenemtmmmmentmmeneneneeneenentenementmeenemenmneen 44

Unit 3 INNOVALIOTL  srrrerrrrerrereeremmemii ettt tiiiiiieeeeeeees 46

Part I Theme-Based Reading «:«+-s«++ seerseessrensessmimitsiiinitiiieiis e 46

Text A Why Is It Hard to Innovate «++ssssesssssssessmmmmmsiiiieiimuiieieiiae 46

Text B Food Shopping Online Turns to Unready Meals on Wheels «+eeeeeeeeeeeenne. 52

Part IT  Reading SKills «++++s«+sseersressnsensrenmsaniiniisiiiiit it 57

Sellianpip =5 s saess 3 SRR AT SRR 5 VRN 5 SAREES SAEN § AR SARN § SRR UGHILE SRR SRR S SRR 345 57

Part [T  Reading Practice «+««++«+++«ssssssseesssssnssasss sttt ittt 59

Section A Reading Comprehension — «++++++sssseseerrremrieinniiiiiiiii s 59

Qectiohi B Bankad Cloze, oo ssnen s wsnes sonss oanmes naios sosmne camas s sans sosans fosas sbmss s s smes oos 65



T 95 ST ] 152 4

2
Unit4  Big Ideas - e-rreeeererersmsssmmmeinisiii st 67
Part I Theme-Based Reading «:«++«++ssresseessssensesmstmnitsiiiiitiniiniisee 67
Text A Tdeas ReitivenTEID wess s saws somi sawes s amis s 65was 50555 § £5595 £omeiss 66w Loas § 5507 .45 67
I R I Dl 1 I P p—— 74
Part IT  Reading SKills -««+-s«+sseersresrsemumenmsaiiniitiiiiit s 80
Idiomatic Language in Business English ««eeeeseeeeemernmiiniiinniiininn, 30
Part T  Reading Practice «+««++«++=«ssssssssesssssnstasis sttt ittt 82
Section A Reading Comprehension — «««««eeeesemmmmmmmmmmiiiiiiiiiiii 82
Section B Banked Cloze ««««xcxceeeerrsentntmtmiutttiiinteiitiiiieneeieneneenenenenes 38
UNit D CONFIICE #oeersersersesssnesnossinatisosssiansisssstessssssssossssantsossssssasssssusessssssssesssss 920
Part I Theme-Based Reading «:«+-s«++-sresseesssrsnsrssstmissiiinitiniieiie e 90
Text A Knowing about Conflict in the Workplace «++++++++ssseeerereereriiiiii 90
Text B How to Handle Conflict in the Organization «««-sseseeeeeeeermiiiiiiiiii.. 97
Part T Reading SKills «-:«+s«ssrresresssastsmmtiitiiiiisiitn it 103
Evaluating Internet Information =+++++++++ssssseererrrrrmmmmriiiiuiiiii e, 103
Part I Reading Practice «+««++-ss+ssrsssressssissaisssnstiisssitaiitis i 105
Section A Reading Comprehension «++++++++eeeeeeeeermririiiiiiiiiiiis 105
Soction B Banked Cloze: #sswess sewss s suvus suwsies 5uess § 6555 5695 550808 61083 § 550 05003 § 53500 § 112
Unit 6 Pilot Free Trade ZOmne -ccc:teooeeeeeserreetammetiiiiteiiiiiieteiinteterenieenss 114
Part I Theme-Based Reading «-««+««++sssreessrssnssmssniusnniinniiniiiiiisisss 114
Text A SH PFTZ. A New Era of Opening-up and Reform in China ---+seeeeeeeenees 114
Text B Shanghai Free Trade Zone: The Next Shenzhen? «ee-veeeeeereeeriieinniiann. 121
Part T Reading SKills «««+seseseessresmssuenimtiitiiitiitiit i 127
Interpreting Visual Information ++++++++seeseesrerrrerermmmiiiiiiiiiii e, 127
Part I Reading Practice «+s«++ssssssssssresrssosssissssstiissniitiis it 131
Section A Reading Comprehension «++-++-+seeeeeererimiiiiiiiiiiiii s 131
Section B Banked Cloze ««reeeerereeesurtmtmemieiieenieeneneeneeeseeniaeannes 138
Unit 7 Raising FINANce et 140
Part I Theme-Based Reading «-««+««++«ssseessresnssmrenusnnitaninniiaiisie e 140
Text A Financing a Start-up Business: Methods of Raising Capital = «eeseeeeeeeeenes 140
Text B Raising Capital; Equity vs. Debt «ereeererrmemmmmi, 147
Part T Reading SKills «-:«+s«ssrresresssastsmmtiitiiiiisiitn it 153
Visual Informabion: Pie/Circle charts =« ssesws sonss s sasws cxsso ssnses smass sasswn xomse ¢ xusns o 153

Part ]]I Reading PractiCe -cteeecereerrereeerenteettititiititiiittiittnitenietttnntaiecionanns 158



Contents

3

Section A Reading Comprehension «++++++++eeeeeeessrmrmiiiiiiiiiiiiiii, 158

Section B Banked Cloge,  +sewsss msss s somen soses somus s 508,03 9550 80ks 6 50588 65050 5508 § 2550 & 166

Unit 8  Big Data «-+-eeeesesessssssmsesssstss s 168
Part I Theme-Based Reading «-««+«+++«sssesssresmssmmtnisnniinniiniiiiiieie s 168
Text A Big Data: The Management Revolution «««««+s+ssssseessrmmmmummirieniiiniiiin 168

Text B Data Scientist: The Sexiest Job of the 21st Century —«-e-eereeeereeereeeenanne. 175

Part T Reading SKills «««+srssreesresnsauesmntmitiiitiits it 180
Visual Information: Line Graphs - sssseeerererreesimneniiiiiiii s 180

Part I Reading Practice «+s«++-ss+ssrssssssssssssssnsnitiitssitaniis it 184
Section A Reading Comprehension ««««+«seeeeeeeseesiminiiiiiiiiii 184

Section B Banked Cloge «««receeeeeeeeatemmeenettmteneenteneneneaeneneneneneneeaannns 190

Unit9 Mergers and ACQUISIHONS  +++resesesesessssimmssinsssinesss 192
Part I Theme-Based Reading «-««+««++«+ssesssresnssmmennsnniimniinitiiieie 192
Text A Basics about Mergers and AcquiSitions ««-e«--+ssssssemsrmmmmmmmreesiennnnin 192

Text B Global M&A Activity up 47% in 2014 «eeeeeeeeernimmnminiiiiiiiinininns 198

Part T Reading SKills «-««+sesssresresnsmntsmmtmitniiitiitniieii 205
Visual Infurmation: Bar Charls »vesss s sassn coomss conve s sosss oussis ssmsns saigs sehnss ness § ssmos s 205

Part I Reading Practice «+««++s«+ssessssssssssssssssstnissiteniis it 209
Section A Reading Comprehension ««««+«+sseeeeeeessimmmuuimiiiiii 209

Seotion B Burtikad Cloge s sasess vemms s sswws snanes somms s 5t mwes £a5m § Qs 5066 L5055 § 0500 215

Unit 10  CUSLOTNET SOTVICE c+tvreeerrrersrrnntettutttttttttiiiiiiiiiiiiiiiieiiiesiesetsiesies 217
Part I Theme-Based Reading «-««+«+++«sssesssresmssmmtnisnniinniiniiiiiieie s 217
Text A Balancing Customer Service and Satisfaction ««--eeeeeereeereeiierieeiieiiin.. 217

Text B The Customer Support Hierarchy of Needs ««e-eeeeeeremeeieiiiiiiiiiii.. 225

Part T Reading SKills «««+srssreesresnsauesmntmitiiitiits it 233
Visual Information ; Tables ««+««+sseseeersettareareintmieiieeiiriereriireaneirnernenaann, 233

Part I Reading Practice «+s«++-ss+ssrssssssssssssssnsnitiitssitaniis it 236
Section A Reading Comprehension ««««+«seeeeeeeseesiminiiiiiiiiii 236

Section B Banked Cloze «««ceceeereereeenenentmtentnenummentmesenenemtnneenereenenenereenes 242

Unit11 The Basics of Investing ............................................................... 244
Part I Theme-Based Reading «-««+««++«+ssesssresnssmmennsnniimniinitiiieie 244
Text A Why Do People INVESt?  +++eeeeeeeserererrmmmmimiiiiiiiiiiiiiiiiiiaans 244

Text B The Pros and Cons of the Five Basic Investments «:ceceeeeeeeeeereiiiiiinnnne. 250



TS5 SEE I i 4

4
Part I Reading SKills «wwww+eesssverereeessmmmmmmeeiiiiiiiiieiiiiii 257
Visual Information: Flow Charts — «+e«eseeseresenenrememenmtimmnrtnetaiiiaeetrenieeeenaes 257
Part Il Reading Practice ««+++--««rwreesssssrmmenestmininieetiiiiiiiet i 260
Section A Reading Comprehension «+++s«sssssssussrmmmmiinniiiiiiiiiiiins 260
Qucilon B Beasikefl (laza sosives sans § 6o s 5o § 50mes Hives amees L  55me L § i i 266
Unit 12 Problem Solving ........................................................................ 267
Part I Theme-Based Reading «-::«««++++sssrrereesroummmmeniiniiiiiiiiiiii e 267
Text A Problem Solving ( ] ) «eseererssseemmmmnniriiiii 267
Text B Problem Solving ( I[ ) «++eeesseeressermnsermmemtuiieiiiiiiiiiii i 274
Part I Reading SKills «:wwwessssseerereeesssmmmrmnniiiiiiiiiiiiiiii i 281
Previewing Long Material =~ ««++ssssseesseersmemmiimtiitiiiii s 281
Part [l Reading Practice ««+++-+-seweeesssssrmmrressmiiiiiiniiiiiiii s 282
Section A Reading Comprehension «««--+sssseeseserrmmmiiinniiiiii 282
Section B Banked Cloze  seowses swaws 3 snans sammes symss s sos suess saerss 56 Sy 5eass 3 oumgs 200

VO Cabul ary ................................................................................................ 292



Umor U

Business
Relationship

mmw

]
=

I Theme-Based Reading

Pre-reading Questions

1. Do you think building relationships is valuable in today’s business world? Can you think

of some ways to build meaningful business relationships?

2. How would you build genuine business relationships in this new era—the kind that will

lead to long-term friendships, personal growth, and (maybe just) sales for your

company? Share your opinions with the class.

Text A

Building Better Business Relationships

Building and maintaining relationships and working well
with others is valuable currency in today’ s business world.
According to the Center of Creative Leadership ( CCL),
people who have the ability to build and maintain strong lasting
relationships are more effective and achieve greater success
than those who ignore or struggle with this competency.

At times, we may have thought “ networking” is about
schmoozing others, collecting business cards, pumping up our
importance, looking good. We suggest, however, that the
frue value and essence of networking is really about
connecting with others, and how we can help and learn from
each other. Here we are speaking to a deeper skill; building
and maintaining relationships.

schmooze v. -+ PR
pump up A C TR, A
G Jil
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In today’ s world, every business is a “relationship”
business. The quality and impact of your work, and the
profitability of your business, depend upon relationships—with
customers, co-workers, and competitors; with suppliers,
distributors, and support services; with direct reports, senior
managers, and boards. In business, as in life, relationships
play a key role in success or failure. The most accomplished
leaders are those who are successful at building relationships.
They shift the focus away from themselves and focus their
attention on the needs of the other party in the relationship.
This isn’t completely altruistic; people who do this know that
by giving, they will also get something back.

Building solid, genuine connections with peers,
colleagues, customers and clients, and other professionals is
recognized as a differentiator of those businesses that thrive
over the long haul. But relationships don’t just “happen”;
they are cultivated and developed. Any successful relationship
iS unique to the parties involved, whether personal or
business, and it evolves over time. They start out tentative,
with expectations, develop strength based on the experience,
and mature into becoming a trusted relationship.

Why Relationships Fail

There are many reasons why relationships fail, including
unmet expectations, unfulfilled commitments, wanting to be
right, poor communication, and personality conflicts. Think
about those relationships you would like to develop in your
business. Whom are they with? How can you develop them?
And how will you sustain them? Where have you had
successful relationships and what contributed to their success?
Equally important, think about those relationships that have
been unsuccessful. How did you contribute to their downfall?
Seven Relationship-building Strategies

Successful businesses don’t just communicate with
prospects and customers for special sales. Today, making
your company indispensable is a vital key to marketing success.

Guess the meanings of the following word from the context .

downfall A P95 B.FRE CoZRNg

altruistic adj. FMhAY, TTRARY

differentiator n. X/

tentative adj. X 3% MY, &
FEI

indispensable adj. A



It’s a terrific way to add value, enhance your brand and position
against your competition. Here are seven relationship-building
strategies that will help you transform your company into a
valuable resource:

1. Communicate frequently. How often do you reach out to
customers Do the bulk of your communications focus on product
offers and sales? For best results, it’s important to communicate
frequently and vary the types of messages you send. Instead of a
constant barrage of promotions, sprinkle in helpful newsletters or
softer-sell’ messages. The exact frequency you choose will
depend on your industry and even seasonality, but for many types
of businesses, it’s possible to combine e-mail, direct mail, phone
contact and face-to-face communication to keep prospects
moving through your sales cycle without burning out on your
message.

2. Offer customer rewards. Customer loyalty or reward
programs work well for many types of businesses, from retail to
cruise and travel. The most effective programs offer graduated
rewards, so the more customers spend, the more they earn. This
rewards your best, most profitable clients or customers and cuts
down on low-value price switchers—customers who switch from
program to program to get entry-level rewards. Whenever
possible, offer in-kind rewards that remind your customers of your
company and its products or services.

3. Hold special events. The company-sponsored golf outing
is back. With the renewed interest in retaining and up-selling®
current customers, company-sponsored special events are
returning to the forefront. Any event that allows you and your staff
to interact with your best customers is a good bet, whether it’s a
springtime golf outing, a summertime pool party or an early fall
barbecue. Just choose the venue most appropriate for your unique

customers and business.

Guess the meanings of the following words from the context .

1. bulk AN B. 4 kER4Ay  C. s
2. cruise A lhRtT  B. R C. il
3. forefront  A. {2 B. 1A C.lREERNVE
4. venue A RA B. & C. E

Unit 1 Business Relationship
3

barrage n. —EH $E 0% =
sprinkle v. ff-++) 2%
newsletter n. &3, I FHEIR
seasonality n. Z=T5{k

entry-level adj. WA, FAKH

211
in-kind adj. SZWIR,AEIR4RY
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4. Build two-way communication. When it comes to customer
relations, “listening” can be as important as “telling”. Use every
tool and opportunity to create interaction, including asking for
feedback through your website and e-newsletters, sending
customer surveys (online or offine) and providing online
message boards or blogs. Customers who know they’re “heard”
instantly feel a rapport and a relationship with your company.

5. Enhance your customer service. Do you have a dedicated
staff or channel for resolving customer problems quickly and
effectively? How about online customer assistance? One of the
best ways to add value and stand out from the competition is to
have superior customer service. Customers often make choices
between parity products and services based on the perceived
“customer experience”. This is what they can expect to receive
in the way of support from your company after a sale is closed.
Top-flight customer service on all sales will help you build repeat
business, create positive word-of-mouth and increase sales from
new customers as a result.

6. Launch multicultural programs. It may be time to add a
muliilingual component to your marketing program. For example,
you might offer a Spanish-language translation of your website or
use ethnic print and broadcast media to reach niche markets.
Ethnic audiences will appreciate marketing communications in
their own languages. Bilingual customer service will also go a
long way toward helping your company build relationships with
minority groups.

7. Visit the trenches. For many enirepreneurs, particularly those
selling products and services to other businesses, it’s important
to go beyond standard sales calls and off-the-shelf marketing
tools in order to build relationships with top customers or clients.
When was the last time you spent hours, or even a full day, with
a customer—not your sales staff, but you, the head of your
company? There’s no better way to really understand the

Guess the meanings of the following words from the context:

1. perceive AL B B. 318 C. ¥t
2. multilingual  A. ZJ0l B.{liHAZMIESH  C. EEZHESH
3. entrepreneur A. fFifAAN  B. AH] C. ik x

rapport n. % Y] 22 &, Flij

—

2,5 NEH

stand out

parity n. [Al%§, P

word-of-mouth n. [f%

multicultural adj. ZFCibir

PR, 2 RR

ethnic adj.
0]

trench n. %%
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challenges your customers face and the ways you can help
meet them than to occasionally get out in the trenches. Try it.
You’ll find it can be a real eye-opener and a great way to
cement lasting relationships.

Follow these strategies and you’ll be well on your way to
building better relationships. Keep in mind that building solid,
effective relationships is a lifelong process.

Total words: 1,062

Total Reading Time minutes seconds

====Notes = = = =

1. soft sell; In advertising, a soft sell is an advertisement or campaign that uses a more subtle,
casual, or friendly sales message. This approach works in opposition to a hard sell.

2. upselling ; Upselling ( sometimes “up-selling” ) is a sales technique whereby a seller induces the
customer to purchase more expensive items, upgrades, or other add-ons in an attempt to make a
more profitable sale. Upselling usually involves marketing more profitable services or products but

can be simply exposing the customer to other options that were perhaps not considered.

Comprehension Questions

Task 1  Judge, according to the text, whether the following statements are true (T) or false (F').

And then correct the false statements.

1. The true value and essence of networking is about schmoozing others, collecting business
cards, pumping up our importance, looking good. ( )

2. The most accomplished leaders shift the focus away from themselves and focus their
attention on the needs of the other party in the relationship for a completely selfless
purpose. ( )

3. It is essential for businesses that thrive over the long haul to build solid, genuine
connections with peers, colleagues, customers and clients, and other professionals. ( )

4. A successful relationship happens overnight if both parties treat each other in a sincere
way. ()

5.1t is of great significance to communicate with customers frequently and provide them
with helpful messages so as to achieve the best result. ( )

6. One of the effective ways to transform your company into a valuable resource is to offer
the loyal customers of your company graduated rewards. ( )

7. Offering cash as customer rewards is highly recommended by the author. ( )

8. Any event that enables an entrepreneur and his staff to interact with each other will be a
good bet, whether it’s a springtime golf outing, a summertime pool party or an early
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fall barbecue. (

()

)

9. When it comes to customer relations, “listening” is no less important than “telling”.

10. Bilingual customer service will produce a far-reaching effect on helping your company

build relationships with all customers. ( )

Task 2 Write a 100-word summary of Text A.

Vocabulary Questions

Match the expressions in Column A with their definitions in Column B. And then fill in the blanks in

the following sentences with expressions in Column A, changing the form where necessary.

A
1. barrage

2. tentative

3. sprinkle

4. seasonality

5. entry-level

6. indispensable

7. rapport
8. dedicated

9. schmooze
10. parity

11. ethnic

12. perceived

13. trench

14. word-of-mouth
| 15. multicultural

\

B

a. a characteristic of a time series in which the data
experiences regular and predictable changes which recur
every calendar year

b. of, relating to, or characteristic of a group of people
sharing a common cultural or national heritage and
often sharing a common language or religion

c. suitable for or affordable by people buying or entering
the market for the first time

d. to talk with someone in a friendly way often in order to
get some advantage for yourself

e. the rapid and delivery of
communication (spoken or written)

f. absolutely necessary; vitally necessary

g.under terms not final or fully worked out or
agreed upon

h. of, relating to, or including several cultures

i. to scatter something in drops or particles; to distribute
or intersperse at random

j- to become aware of (something) directly through any of
the senses, especially sight or hearing

k. a long narrow ditch embanked with its own soil and
used for concealment and protection in warfare

1. relation;

continuous linguistic

connection, especially harmonious or
sympathetic relation
m. gossip spread by spoken communication

n. equality, as in amount, status, or character

| 0. designed for a particular use or function
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1. You're probably familiar with the necessity of networking in advancing your career. But

how well you network often depends on how well you

2. In the US one of the most influential and lucrative professions is law, a field in which

writing skills are :

3. Rutherford had put forward some ideas that there might be a third particle—a

neutron.

4. A(n) of commercial advertising encourages people to focus on the acquisition

and consumption of goods, to be consumers first and citizens second.

5. Some writers, however, from sheer exuberance or a desire to show off, their

work liberally with foreign expressions, with no regard for the reader’s comfort.

6. He adds that core capital goods tend to be seasonally weak in the first month after the

quarter, due to excess in the machinery category.

7. Total compensation package at the is low compared to people already in the

business with several years of experience.

8. By interacting with employees on a one-on-one basis, you will build and trust.

9. Canada has seen its currency rise to with the dollar in recent months, thanks in

part to China’s demand for its raw materials, including oil and timber.

10. These are both concentrated markets where any failure to perform would quickly be
spread by throughout the industry.

11. These are units for storage in a network without keyboard or display and are
controlled and configured over the network.

12. What we see and what is can differ.

13. Hopefully, in the future, this admiration and acceptance of those with
heritages will deepen, and people will appreciate others, and themselves, regardless of
their ethnic background.

14. Most of the proposals we argue about so heatedly will have only small effects on how
we live, especially compared with the , regional and social differences that we
so studiously ignore.

15. I had been seeing myself on stage, with a war bugle blowing and bullets whizzing by
and here I was, a soldier crouching in his and ready for a bayonet charge, to
take my fate by its throat.

Text B

The Art of Business Relationships Through Social Media

“Ah, relationships,” moaned a dejected Alvy Singer ( Woody | moan v. KN

Allen) at the end of the film, Annie Hall, “ Who needs them?” The
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fact is that any business today, whether a sole proprietorship or a
multi-national , needs to build relationships. This is why knowing how
to leverage the value that social networks can contribute io establishing
and sustaining relationships is crucial. This author offers several key
suggestions for doing so effectively.

The importance of relationship-building in business has
been discussed extensively in the academic literature. But its
importance in the business world is often under-acknowledged,
especially in contrast to the more specialized skills and expertise
involved in running a business. However, effective relationship
building is a crucial ingredient in business success, perhaps
even the critical success factor.

Academic researchers have studied this issue using
concepts and techniques such as social capital and social
networks analysis. They have provided empirical as well as
theoretical evidence of the value generated by different types
of business relationships. At the same time, the business
world is being dramatically modified by the growing use of the
Internet and social media, raising questions about the evolving
nature of business relationships and the skills and attributes
needed to develop and maintain them.

Such questions are the focus of this article, which
highlights some key changes resulting from the increasing use
of social media, and discusses what firms need to do to adapt
to this new business reality.

Relationships in the New Business Environment

There are now reported to be 1.5 billion social media
users globally, with at least 70 percent of companies using
some form of social media. Several important and inter-related
developments relating to the growth of social media usage are
especially relevant to business relationships.

First, the proliferation of social networking sites means that

Guess the meanings of the following words from the context:
1. leverage A% B. 4 C. &7+

2. expertise AR BAEER COBRE R
3. empirical A. B2 B. MR C. 25601

proprietorship n. JH#EA

dramatically adv. g 3 #l, 5|
AEHH#

proliferation n. 34,3 H



it has become much easier to develop weak ties', which can
be tapped to provide information or assistance, or to
collaborate. Work-related networks of weak ties might include,
for example, an individual’s or organization’s list of LinkedIn®
contacts, or the members of an online forum established by a
professional group to share information and discuss issues of
interest. These types of networks typically form spontaneously
around particular topics and dissolve quickly. However, there
are strong indications that the traditional benefits of weak links
are not being exploited. It has been argued that the greatest
participation in social networks comes from individuals who
already have offline connections and not from new
acquaintances that can provide innovative ideas or expertise
previously unavailable to the other party. At the same time,
since electronic communications have to a large extent
displaced face-to-face meetings and telephone calls, it has
become arguably more difficult to develop and sustain strong
ties with business contacts.

However, technological developments and the growth of
social media are also making possible innovative forms of
business interaction and activity involving new types of
business relationships. These are primarily based on weak
ties—which may mean that the conventional distinction
between strong and weak ties is no longer so relevant.

Now that all types of information can be accessed via the
Internet, and every imaginable topic is the subject of online
debate and discussion, it has become virtually impossible for
companies to maintain control over data or conceal their
activities. Indeed, one of the main impacts of the Internet has
been the increased expectation that organizations of all types
will be more transparent about their policies and operations.
Furthermore, a willingness to share information and knowledge
has become fundamental to success in a world in which firms
need to collaborate or work with others. Advances in
information and communications technologies, including the
social media sites through which initial contacts are often

Guess the meanings of the following word from the context
spontaneously A, T Y B. B &H C. Frgiith
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acquaintance n. AHIRKA

transparent adj. iEHHY
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