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UnitOne
- The World Market

OBJECTIVES

In this unit the following will be provided:

About this unit

Background information
Detailed explanation of Text A
Detailed explanation of Text B
Detailed explanation of Text C






Unit One The World Market

About This Unit

In this unit, some information about the world markets in international trade has been
introduced. Text A mainly introduces the biggest roadbacks to upping exports of the small
businesses in the United States and the prerequisite for selling abroad successfully. Text B tells
us how to sell overseas and what the ways and strategies are to sell overseas for American
businesses. Text C illustrates some elements for the America’s Best Independent Retailers to
succeed. Great location, fantastic selection, competitive prices are the oft-cited qualities that
help one retailer prosper while another fails. Customer engagement makes the store a place
where shoppers want to return.

Background Information

President Barack Obama and government plans that the U.S. exports will be doubled in 5
years, and puts forward the concrete scheme of expanding export policy, of which the
most important one is to encourage and support the export of the medium and small-sized ;:j"'
enterprises.

Some skeptics consider that exports depend on foreign growth and the value of the dollar
and have nothing to do with the help of the federal. But others think that they need the
federal to hold hands to educate and instruct because the biggest barrier for the medium
and small-sized enterprises to sell overseas is fear. Then, how can they get rid of fear and
have access to succeeding in selling overseas? Firstly, the enterprises should have
sufficient money, good track record and the ability for the group team to deal with the fjj?‘;
business abroad. Secondly, they can develop the global business by online marketing and .
e-commerce.

For the medium and small-sized enterprises in the United States, the prerequisites for
selling overseas are success at home and to see to it that your products are needed in
foreign markets. If your products are required, you will get the opportunity to sell them
abroad. Before you do it, however, you’d better fully assess a series of risks of unstable .
politics, corruption, inflation and government interference. Next, besides the online
marketing and e-commerce, you have to take time to build a relationship with the
customers and enlarge your customer groups through your existing customers.
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— R EBARFES B

RS IER AP, X —RFISEEI T 7RI OB KRS 2 RR, KES
R T I WS LT, WILAT/E0PR, RN, FXEFHRL. XENM
HAEGIFAFHRMARMS M XENTE, RPPRTHLZARAURELANY, =
HEHRBIIUAR T

SRS —BUR L) “might” X REFEAZNE, RATHKRE « RREESIMESE
ARG, SE AR AN AT RS R R AT Rtk AT . 55 — B BLAY “depend
on” FIET HEERENBUNIR RERMNGE. 2308ES, EREH, BX&#EH, H
LB, BT A AR AR .

—. BEKEIR
1. Old Wood LLC / BL/RIEAMBRFIELF: (Para. 1)

Old Wood LLC: (425 Bibb Industrial Drive

Las Vegas, New Mexico 87701

Toll Free (888) 545-9663. (505) 454-6007. Fax (505) 454-6008

email: djold@earthlink.net

IR AEAM A BR 33 AL 4 B AL T 38 B 28 V5 BN B by A 4E hn it B AT Tk 425 5,
BR%R: 87701, GBRiRmiE: (888) 545-9663;: (505) 454-6007. 14 H: (505) 454-6008.
B HR%E: djoll@earthlink.net.

2. The National Export Initiative (NEI)/ EIRH AR E: (Para. 1)

The National Export Initiative (NEI) shall be an administration initiative to improve
conditions that directly affect the private sector’s ability to export. The NEI will help
meet the American Administration’s goal of doubling exports over the next 5 years by
working to remove trade barriers abroad, by helping firms—especially small
businesses—overcome the hurdles to enter new export markets, by assisting with
financing, and in general by pursuing a Government-wide approach to export advocacy
abroad, among other steps.

L 5% S O 3 52 4 2 5 TR B IBURF (0 A B9 11 50 LB M A Al t DR ) 2 1
TR TFH. HREAELHEXTIE SRR, Hh Nl —R R —T i iR A
SEFT TR O iYy, TR AR R 5 & B T — 289 H AR
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3. Export-Import Bank / EEiftH O$R{T (Para.3)

The Export-Import Bank of the United States (Ex-Im Bank) is the official export credit
agency of the United States. Ex-Im Bank’s mission is to assist in financing the export of U.S.
goods and services to international markets. Ex-Im Bank enables U.S. companies—large and
small—to turn export opportunities into real sales that help to maintain and create U.S. jobs
and contribute to a stronger national economy. Ex-Im Bank does not compete with private
sector lenders but provides export financing products that fill gaps in trade financing. They
assume credit and country risks that the private sector is unable or unwilling to accept. They
also help to level the playing field for U.S. exporters by matching the financing that other
governments provide to their exporters. Ex-Im Bank provides working capital guarantees
(pre-export financing); export credit insurance; and loan guarantees and direct loans (buyer
financing). No transaction is too large or too small. On average, 85% of our transactions
directly benefit U.S. small businesses. With more than 70 years of experience, Ex-Im Bank has
supported more than $400 billion of U.S. exports, primarily to developing markets worldwide.

FERBH BRTEERE S OEERBEYR, ERRRERNEYMREITA
HFETHRatns, NIFEEEAR, BRKD, MEBH AV LERrMEE, X
R (R 3 E L& LU R s sk B [ A 45

2 EMH OSITHAR S ARE SRR MHM TS, TREMRIRH RSB
BRI DR . A AEE AR ERRE SV BAREZORK . AITEHER
] i 1 O R A R R A BURF SR 45 i N IO D ARG B R IT A P 3% . REIREN DRATIE
REZHERES (HOBER). HOBAMRR. HTHREBREIXMERTK. BHEX
KEANOZS . BERH, 85%MA S EBFEE N MR, [ 70 BEKTE,
LEHE ORTRE T 4 TRLETHER, FTEN2HFRBHERNHSHO.

4. Shipwire LLC / %[E Shipwire 247 (Para. 6)

Shipwire LLC offers outsourced warehousing and shipping services for online retailers
and small business clients in the United States, Canada, and Europe. It provides on-demand
e-commerce order fulfillment services for businesses. The company’s shipping solution also
integrates and adds order fulfillment and shipping for online shopping carts and inventory
management systems. In addition, it offers storing goods services, including warehouse
network and inbound shipping; shipping goods services, such as pick and pack, and lick and
stick shipping labels to pre-sealed boxes; selling services, such as sale of individual items,
online carts, custom integration tools, and phone orders.

%[ Shipwire HRFEAT, HEE. MEIHBRHHX P& FHEM /MR
B PREEENZRNMERS . TRATRSTERTOTEASLRRS . 24
B ERAR T T R RIER T S HATHIN LA R UK EREERE — AL, 15,
TR T HERYORS, BT EECEMSMASZS: RERS, mkik. wk.
LT eE A TRIEEHRE: HERE, uHERA L. M EWY. eMERT
HUPA R HBiEITH.
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1.

revenue /'revonjui/ n. earning or income YA, W(#: A government’s revenue and
expenditure should be balanced. BURF 1WA B A NS E P4 . // Compared with 2009,

tourism revenue will maintain a high growth momentum. 5 2009 fEAH, WRIFEWA T
REFE R Bk

. sour /'saua/ v. make someone feel gloomy or depressed (ff3 A) BHAS: A dispute soured

relations between the two countries for over a year. — M F I FFRABR KR —FEL KE
BEK.

sour sb. on sth.: make sb. disappointed at sth. {3 A X} Z 58+ // The general manager
soured the sales manager on his selling program. RZ& X HELBENITRIBREKE.

. deposit /di'pozit/ ». caution money fRiE%, if4 They’ve saved enough for a deposit on a

house. AT 1E &M T BRI LHF FHITT 4. // The hotel requires a deposit for all
advance bookings. HetHIE FLFIT 55 AR E AT 4.

. challenge /'tfzlind3/ n. contest or test Pkiif, %% : Life is a challenge, we must face it. A

A B—kPeE, BAVLAIEXT. // The traverse of the ridge is a challenge for experienced
climbers. FHUXELEMNERFEZFNELERRBR—FER.

v. invite (someone) to engage in a contest 3iF - B MLLFE, KIHPEK: He challenged
one of my men to a duel. fh[FAEH—NEEMN K PR, Bk},
v. enter into competition with or opposition against f5----- F; RXf------: Organizations

challenged the government in by-elections. ZHAAMRER T SBUF—% LT,

. potential /pa'tenfal/ . latent capacity or possibility # 7, A#&f%: This new invention has

an enormous sales potential. XIHRAFTEKX MR EE .
be aware of / see potential: realize the latent capacity & iREI¥¥ ) He could see the
potential for his product. fhiEZ MR IRE 8 O/~ MAIE .

. launch /lo:ntf/ v. propel with force &4, &31: They have launched a spaceship. i1k

T — T .
1. an act or an instance of launching something &%}, &#: The launch of a new campaign

against drinking and driving is going on. IEZERE B HNRBEEFEZ).

. assistance /2'sistons/ ». aid or support to # B, 1£B: Iadvise you to seek assistance from

the police. FRE R AE Ty F-K#B). // The World Bank promised assistance to the value
of $5million. tH FHATE R4 T RLF 500 /I TTHIRE)

be of assistance: be of practical use or help # Fif¥], FF#BI: Do let us know if we can be
of any assistance to you. TIRBAIEH R4, E—EEFERAT. / come to someone’s
assistance: act to help someone Z (E{3K) #BIF A: A sympathetic neighbour came fo his
assistance. —hLEH FIELHSRERFE T fb.

. like-minded /laik'maindid/ adj. of the same intention or purpose RH FHLIEXE 8L H #1#J:

They are like-minded. I’m sure they can become good friends. ftf/11&&@AHEL, RAREA0ATT
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B AFIA -
. category /'katigori/ n. a collection of things sharing a common attribute 2%, 285]: The
company has good customer resources, has long been engaged in the import category fur

business. AT BREFHIFR B, KHLSRASEEREKRZE DS

10.

11.

12.

13.

14.

15.

16.

17.

initial /i'nifsl/ adj. occurring at the beginning B %1, FFkM: Our initial investment is
only the first step. A IHIAMIB B A RZRFE—.
#, agree to or ratify (a treaty or contract) by signing it & (&%, 5[F): The agreement
has been initial(l)ed in Beijing. 1} EfEIL A EE.

agency /'eidzonsi/ n. the state of serving as an official and authorized delegate or agent 1{
BEA4T, 24548 : An agency has been opened in Beijing. / — N84k BRI HBE L.
The agency responded to the complaints of customers promptly. RIS ZI%F & F HI#
PR )R . // They feel inclined to agree with our agency of their products. {1
E R BRATIAE A AT TP i PACER B

loan /lsur/ v. lend money to or provide money for %#K, f&ti: The loan is interest free.
IXEFERIETC B . // As it was an unsecured Joan, their property was not at risk. B4R T
HRGERK, FTCMBATRT = A2 KB

v. (% 1E be loaned) borrow (a sum of money or item of property) & (485544 Can you
loan me fifty dollars until pay day? AEfE48 3 F+ 3502 RF K IIBRELR.
guarantee /,garon'tiz/ n. assurance or security A%, #&#f#: What guarantee can you
offer if you try to borrow $10 000 from the bank? WIRAR ARITIE—TETT, REHA
YEHXHWE? // Can you give me your guarantee that the goods will be delivered before
Friday? #REEZ TR MRIFIXHES A BB H 2 Ra8g?

v. provide such an assurance regarding #H{R, fRiE: The process of training and
qualification does not automatically guarantee you a job. I F1EU4F B 4% AN HE B SIRIE
YRIR4B—4y TAE. // 1 can guarantee that it was totally innocent. 8] M{RIERXHFH w4
REBR.

infrastructure /'infrastraktfa/ n. the basic structure or features of a system or organization
FEANEE: The government should introduce policies that improve living standards, rather
than just invest in infrastructure. BURFREZE | AVLEIR & A RAEEKF, TARMNE
B

prerequisite /pri:'rekwizit/ n. something that is required in advance AR, ekl
Training is a prerequisite for competence. 32| g2 ¥ B+ BERIHETIR - // Recognition is
a prerequisite to understanding. I\ ZEEREIATHE .

consultant /kan'saltont/ . an expert who gives advice BijH): He is a consultant in design,
printing and advertising. AT ELRIFL 7 1 BB E.

warehouse /'weohaus/ 7. a storehouse for goods and merchandise &%, Fi#k: He's a
warehouse foreman for a removals firm. /2 —FKI{EAFTKIBETL k. // Their
furniture will stay in the warehouse until they have paid the storage fee. fBAITESEAT T &

9
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18.

19.

20.

21.

22.

23,

24,

25,

26.

27.

28.

29,

10

BERZEA KA k.

plummet /plamit/ v. drop sharply BRIREK7E, FEEH F: Hardware sales plummeted. T&
HHERBEARTME. // As a result of economic recession, the bank stocks continue to
plummer. BTEFFR, RITREKERY.

expire /ik'spaia/ v. lose validity 530, I, £& 1k : His trade contract with the United States
is due to expire at the end of this year. f[7]3EE ¥R 5 & B ES FEERKBM.
collapse /ko'leps/ v. break down, literally or metaphorically B/, Hi{: Some smail
countries’ economy is on the verge of collapse during the recession. —/NE KL iF
HELFARSNHCE T BiRrUs%.

bankrupt /bankrapt/ v. reduce to bankruptcy f# 8, {814} : The recession has bankrupted
hundreds of firms. £FFRFHREARAEW T .

woodblock /'wudblok/ n. wooden board AK#%: The floor is inlaid with woodboard. HiTH
R T AWM.

exponentially /ekspa'nenfoli/ adv. in an exponential manner EAFE#(753: The social
security budget was rising exponentially. 1+ SRS IERMEH LTt // The college
students increase exponentially in China. FLAE# B K P A BRBE .

container /kon'teind/ n. any object that can be used to hold things (especially a large
metal boxlike object of standardized dimensions that can be loaded from one form of
transport to another) #3644, Ht#E: The shipping company offers a weekly container
vessel voyage from Shanghai to Sydney. %% M2 A GRAHE B A LGB nBRERE
45155 . // Container transport is a modern method of cargo transportation with good
benefit and high efficiency. EHFIZMARRILNEZR TR, FHEHBHREMNK
L.

count on: rely on/depend on 83, B}E#E: They counted on foreign investment to stimulate
their economy. i {i1AEHE B8 4 B HE 78 SR R EARA T I B

up front: pay in advance FU5E{1#K: We’ll pay you half up front. BATEATER—¥
% -

set a goal: set targets %5 H#x: Once you’ve set a goal, you’ve got to work hard to
achieve it. fR—EiRE Bi5, MER T ELXLILH. / China set a goal to slash
its energy consumption per unit of domestic gross product by 20 percent and
discharges of sulfur dioxide (SO;) by 10 percent between 2006 and 2010. [ B2
T 2006 Z 2010 AERAE, B E A AT BE BERE AR 20%, “EACHIERE TR
10%89 H #x -

track record: record of achievements or performance record M4ftid>%: Applicants should
have a proven track record in telesales. Hi# %A & AT R BIEHELTILR.

hold off: delay or postpone an action or decision #5%E, R (475, H’zE)

Cotton is falling in price, and buyers kold off. WM IEAE FEK, EENIEMBEHEAR.
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M. RXHERERE

1.

David Old is counting on foreign sales to go from $1.25 million in revenue this year to
$20 million in three years. (Para. 1)

[ ¥ X ] David Old is hoping that his foreign sales revenue can increase from $1.25 million
this year to $20 million three years later.

[##47] count on X “rely on/depend on/hope #iE, #5E”.

. Other business owners might sour on exporting after what happened to David Old.

(Para. 1)

[ # X ] Other business owners might be depressed after they knew what David Old had met
with exporting.

[ 4R I 4] — LA after ZEHEFIET (BRI M ] . sour on X A“make. . .disappointed -+«
REKE",

. The buyer paid a deposit up front, passed a credit check, and made the first two

payments on time. (Para. 1)

[#X ] The buyer paid a sum of money in advance as a first instalment on the purchase,
passed the credit check and paid the first two sum of money on time.

[ #2471 A+ paid a deposit up front 3 & “paid a sum payable as a first instalment on the
purchase”,

. Skeptics argue that federal efforts will have little effect because exports depend on

foreign growth and the value of the dollar. (Para.2)

[$E X ] Skeptics think that the efforts of the American government will have little influence
on exports for they rest with the development of foreign economy and the value of the dollar.

[ 4] AJ that 3| S 22iE M AJ. have little effect 4 “have little influence, ¥t A%
mi”; depend on B A “rest with, HURT".

. A prerequisite for selling abroad is success at home. (Para.5)

[$ X ] A prior condition for selling to foreign countries is to be successful at the domestic
markets.
[##47] A)+ success at home & A “selling well at the domestic markets”.

. Shipments to non-U.S. addresses have gone from close to zero in 2007 to 20% of

Shipwire’s business in 2009, says CEO Damon Schechter. (Para. 6)

[ X ] Shipments to foreign countries except America have increased from almost zero in
2007 to 20% of Shipwire’s business in 2009, CEO Damon Schechter says.

[#R#r] Shipments to non-U.S. addresses %4 “shipments to foreign countries except
America”; Shipwire’s business 4 “business for shipping storing things”.

7. “The merchants are pulling us to where we should be,” he says. (Para. 6)

[#X ] He says that the buyers are leading us to where we should go.
[#R#R ] pull sb. to do sth.Z A “lead sb. to a place”.

11



