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OBJECTIVES
In this unit you will learn:

m business vocabulary — world market
business language — talking about
strategies to world market

business focus — world market
questions

business writing — company profiles
and minutes '

simulation — business activity (visiting
a company)







Lead-in Activities to Text A

Joseph Brown, a recent graduate, has just started his business. As he
is fresh from college, he has a lot to learn. His major is international
trading. So first he has to decide on searching the world market.

1. Look at the following picture and try to find out suitable
markets for Joseph. You can discuss with your partner why you
think it good for him to do business there.

PERETR ECOWAS ‘ . e

CEMAC™®

" -
SPARTECA

-

EFTA-SACU

2. If you were a good friend of Joseph, what would you advise him to do in the world
market? The following is some advice of doing business in the world market. Please
discuss them with your partner.

1) Being familiar with the market you are going to do business in
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2) Understanding the political and economic situation there
3) Understanding the cultures and customs there

4) Reckoning the purchasing power

5) Product quality assurance

6) Management of marketing channels

Text A

The Biggest Roadblock to Upping Exi:orts
By John Tozzi

David Old is counting on foreign sales to go from $1.25 million in revenue this year
to $20 million in three years. Other business owners might sour on e){porting after what‘
happened to David Old. His company, a 15-employee wood ﬂoormg producer in Las ‘:}“““
Vegas, N.M., had completed a $130,000 order for a new theater floor for a customer in j};
Seoul, South Korea, in 2008. The buyer paid a deposit up front, passed a credxt check,
and made the first two payments on time. His company, Old Wood LLC, represents both
the challenges and the potential that exporting presents small busmesses Presxdent |
Barack Obama set a goal to double American exports in the next five years in his |

National Export Initiative launched Mar. 11. For that to happen he s pushmg for more :
compames like Old’s to expand into new markets abroad ”
Federal “Hand-Holdmg” . ' . .

Skeptics argue that federal efforts will have little effect because ex.ports d :
foreign growth and the value of the dollar. But others say many small busmesses that
succeed in the U.S. just need some education and assistance to start selhng ‘abroad.
“There are like-minded customers out there for almost any product category;” says
Tomas Hult, director of the International Business Center at Michigan State Umvers1ty »
“If there’s some hand-holding in that initial part of the process, we’re gomg to see some .
results.” ‘ . _ .

The biggest hurdle stopping most companies from doing busmess abroad is fear,
says Fred Hochberg, chairman of the Export-Import Bank, a government agency that o
helps U.S. companies finance international trade through loan guarantees, credit insurance,
and other support. “If you’re a small business in New York and you’re selling to Chicago, :
you know what the laws are, you know where the banks are, you know if yoo d&m*; get
paid you can sue,” he says. “When you’re selling overseas, those things aren’t as ciéaf;f’ o
Hochberg says Ex-Im is focusing on a handful of countries t‘hat“aretldeve'loping‘ k
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quickly, growing in infrastructure, and where the bank can help finance purchases:
Mexico, Colombia, Brazil, Nigeria, South Africa, Turkey, India, Vietnam, and Indonesia.
The SBA also offers export loan assistance and technical support at export assistance
centers. :
Foundation for Success

A prerequisite for selling abroad is success at home. Laurel Delaney, a |
Chicago-based consultant to small businesses seeking to export, says the typical ‘
company ready to expand overseas has $1 million to $15 million in revenue, a track
record of growth, and the staff to handle new business abroad. Online marketing and |
e-commerce have also enabled more small businesses to expand global Shipwire, a Palo |
Alto (Calif.)-based company that provides outsourced warehousing and shipping for &
online merchants, opened warehouses in Canada in 2007 and in the United Kingdom in
2008, in addition to three warehouses in the U.S. :

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. “The merchants are pulling us |
to where we should be,” he says. ‘

Still, David Old’s story shows why many small businesses are wary of selling |
abroad. Old had an insurance policy that guaranteed payment as long as he shipped in the |
period covered by his customer’s letter of credit. During the financial crisis, however, a‘S'
the value of the Korean won plummeted against the dollar, his buyer asked him to hold
off on sending the last part of the order until the exchange rate recovered. Old says he
trusted the buyer because he had made the earlier payments. By the time he shipped, the “‘lf
letter of credit had expired, along with his credit insurance. “I don’t think the guy was a
crook. I think the global economic collapse probably bankrupted him,” Old says.

That experience isn’t stopping him from looking abroad for new sales. He has
prospects right now in Israel and Pakistan, and he’s learning to speak Urdu. Old wants to j
grow his woodblock flooring business exponentially in the years ahead, and nearly all of |
that growth he sees coming from abroad. “The ability to access international markets via a
simple thing called a container is huge,” he says. :

R

Vocabulary

revenue /revanju:/ n. earning or income A, W%

sour /'saus/ v. make someone feel gloomy or depressed ({5 A)
FH AR

deposit /di'pozit/ n. caution money fRiF4, 1&
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challenge /'t[ eelind3/
potential /pa'ten]al/
launch /lo:ntf/

assistance /a'sistans/
like-minded /laik'maindid/

category /'keetigari/

initial /i'nif o/
agency /'eid3ansi/

loan /laun/
guarantee /. geeron ti:/
infrastructure /'infra,strakt[ s/

prerequisite /'pri: rekwizit/

consultant /kan'saltant/
warehouse /'weahaus/

plummet /'plamit/
expire /ik'spaia/
collapse /ka'lseps/

bankrupt /'beenkrapt/
woodblock /'wudblok/
exponentially /,ekspa’'nen|ali/
container /kan'teina/

Phrases and Expressions

count on

up front

set a goal
track record
hold off

6

IR

®

8

contest or test Bkif, FL

latent capacity or possibility ¥& 77, A BetE
propel with force &3, A3/

aid or support to # B, #RE)

of the same intention or purpose FEA fHLLE Kl
2 H K

a collection of things
attribute F38, K7
occurring at the beginning FH¥IK], FFkHK

the state of serving as an official and authorized
delegate or agent \FAT, ZHHAL

lend money to or provide money for 57K, f&H
assurance or security H{R, HLH

the basic structure or features of a system or
organization FEA % i

something that is required in advance Fl$¢, 5t
%A

an expert who gives advice Jili 7]

sharing a common

a storehouse for goods and merchandise &,
g4

drop sharply TR, FEH T

lose validity 252, F#H, ik

break down, literally or metaphorically 2|35,
Bt

reduce to bankruptcy {857, 1A

wooden board ARAR

in an exponential manner L% 7 =

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) 23558, iE

e, M
VR B
5 H bx

b gt x
HEIE, BIHEIE



Proper Names

Las Vegas

Seoul

President Barack Obama
Tomas Hult

Michigan State University
Fred Hochberg

SBA

Laurel Delaney
Palo Alto

Damon Schechter
Urdu

Notes
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RIS (HAIE MR, DHBAE
S REIHZERR D

HR (FHEEHD

EEBGAMKER - RES

FES T - HhREE

T RCRR N SL K 2

EE « ERIUR

(abbr) Small Business Administration /M3 Al
e 3 )

%EEIIJ\ s E3EJE

P EE () , EENFEREEZM

B - ey

5 R #RTE

‘-; ‘L‘tha;thc pnvate sector is lmable or unwxllmg m accep . They also
 field for U. S exporters by matchmg the ﬁnancmg that other govemments pm

f fexporters |

| ~ Ex-Im Bank provuies workmg caplta‘l guarantees (pre—export financmg), cxport_ |
credu msura;uce, and loan guarantees and dlrect loans (buyer ﬂnancmg) No transamon_ is §

asmt in f‘mancmg thﬂ expOtt of U S goods and services to mternauonal matkc
o Exmllm Bank enables U S. compames - large and small ‘
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too large or too small. On average, 85% of our transactions directly benefit U.S. small §
busmesses
© With more than 70 years of expenence Ex-Im Bank has supported more than $400 |
billion of U.S. exports, primarily to developing markets worldwide. :
3. Shipwire, LLC offers outsourced warehousing and shipping services for online
retailers and small busmess 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 mventory management systems In addition, it offers storing goods
 services, mcludmg 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 'bf individual items, online carts, custom integration tools, and
phone orders. i

Comprehension Exercises

A. Content Awareness

Read the text again and decide whether the following statements are true (T) or false (F)

or not given (NG). Write the correct letter in the boxes.

1) Other business owners might feel depressed on exporting after what happened to David
old. L]

2) President Barack Obama set a goal to treble American exports in the next five years in his
National Export Initiative launched Mar.11. |:|

3) According to skeptics federal efforts will have nothing to do with exports because they

D

depend on foreign growth and the value of the dollar.
4) If the government has taken some measures in that initial part of the process, we’re going t

o

see some results.

]

5) According to Fred Hochberg the biggest block stopping most companies from doin

oQ

D

business abroad is fear.
6) Ex-Im is concentrating on a handful of countries that are developing quickly, growing in

education, and where the bank can help finance purchases, says Hochberg.
7) Old thought the buyer was a crook for he didn’t pay the last part of the order.
8) Old had bad experience in doing business abroad, so he dare not look abroad for new sales.

s

[
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B. Speaking
Suppose you are a general manager of a clothing company and a client is visiting your
company. Please make a conversation between you and your client to introduce your

company to him. Try to use the following patterns.

C. Vocabulary and Grammar
1. Choose the words from the list below and fill in the blanks of the following sentences.
Change the form if necessary.

1) When does your trade agreement with Japan ?

2) He a small amount of money toward the purchase of the car.

3) This new invention has an enormous sales .

4) The U.S dollars at the stock market since the world economic recession.

5) Our Chinese the Shenzhou VI Spaceship.

6) He is engaged as a on law affairs to this business.

7) Can you give me your that the goods will be delivered before Friday? If not, what
guarantee can you offer?

8§)I'm on you to persuade her to deal with our company.

9) The Asian Financial Crisis almost the small business.

10) The bridge under the weight of the train.

2. Find out the error in each of the following sentences and try to correct it.

1) It is necessary for a company to know the exchange rate whatever it is engaged in
international trade.

2) “Dumping” refers to selling abroad at low prices huge quantities of goods when are not

9
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wanted in the home market. 4

3) A business man had better learn some languages and may be necessary so as to do
international trade.

4) Is this the reason why more cars will be sold in France if they are made with right-hand
drive?

5) You can not buy traveler’s checks as long as you have a bank account.

3. Fill in the blanks with prepositions or adverbs to complete the following sentences.

1) The buyer has to pay a deposit front when he wants to make a big deal. -

2) Why might the other business owners sour expoi‘ting after what happened to
David O1d?

3) Why do more companies like Old’s like to expand new markets abroad?

4) His letter of credit had expired, along his credit insurance.

5) You can not count your little son for he is very selfish.

4. Make the right choice and learn about the differences between “expend” and

“expand”.
1) Don’t (expend/expand) all your spare time on computer games.
2) The ranks of the teachers are constantly (expending/expanding)
3) This little man wants to (expend/expand) his business.
4) The petals of mahy flowers (expend/expand) in the sunshine.
5) The enemy had (expended/expanded) all their ammunition.
5. Cloze

10
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1) A. raising B. rising C. risen D. raised

2) A. companies B. customers C. managers D. staff

3) A. for B. over C. about D. against

4) A decreasing B. increasing C. overwhelming D. shrinking
5) A. outside B. inside C. abroad D. at home

6) A. on scale B. on sale C. on duty D. on occasion
7) A. companies B. states C. places D. cities

8) A. investments B. cost C. revenues D. sales

9) A. took B. regarded C. spent D. paid

10) A. to B. of C. from D. for

6. Translate the following sentences into English.

1) IRANBEAK T KR )2 EF . (depend on)

2) AVEATLER—F- K%k (up front)

3) 2R ASLZIF=4 T 2R - (have an effect on)

4) E AR TR, (plummet against)

5) TRt 4, FEMiFHE&EIEFEZ. (provide...for)

D. Writing
Writing Tips
A company profile, sometimes called company overview/company description, is a written
form to introduce its basic information and improve its popularity so as to attract more
customers to cooperate with, expand its business opportunity and increase its development.

Here are some tips when writing a company profile.




