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Daphne is in San Francisco at the home offices
of EarthSound Health & Beauty. Around her
are seated 15 EarthSound executives. Daphne is
there to present her company’s marketing plan for
introducing EarthSound’s products in China .
As the last participants find their seats, Daphne
takes a sip of tea and gazes out the window to-
ward the Golden Gate Bridge. With a confident
and friendly look, she steps forward to begin ...

R, BELKRHRBREER G A" E N8
AWEP,LH I5EFHL E£F, Daphne T & AT,
ARBME — i N T BT 4T 4 R 4 X3
RERABZANAFRIE—FRR, HAALEZZE, #5
B—ORLZOFNNGETTRE, REFTHEMRE A B
A, RE LETHTIFHR,

“Good afternoon and thank you for coming today.
My name is Daphne Fu, and I’m the Project Manager in
China for Jackson & Wang. I'm here today to present
our firm’s marketing plan, which is designed to intro-
duce EarthSound’s products to the China market. Our
research shows that there are big profits waiting in Chi-
na, so we're excited at the opportunities we see for
EarthSound. I hope that some of our excitement will
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rub off on all of you.

“I'll start with a few facts and figures about the
health and beauty products market in China. Next, I'll
go over the standard types of advertising that have been
successful for these products in China. Finally, I'll ana-
lyze current opportunities and give a few recommenda-
tions. A booklet of the marketing plan will be handed
out after the presentation, and it will give you all the
details.

“Because we all have tight schedules, I'd like to in-
troduce the first point—the current state of Chinese

health and beauty market...”

g, B & A XA, & A Daphne 4,
Jackson & Wang 23 PR AB £ 2, 42X ARLH
B ALY R 8] # A 5 8) H F se Ar N F Bl W 35 BT 4u
RGTFHLR, RBANGEAE, TEFABREF
By AL, Bt X6 A RILR, RNTEE 93X
B AL LINREARELERESEE,

RELAARETEARRETZA LT HYKIFHFR
58 B R, FLAREFRH LBV RAN S EK
BlLRE, KASH—T BT AHFR B ILEE R,
MR G, RFRL S — KL TFX4448x60
T, 2dEFETFm,

BRI B R EHRN, KBD LAFRNBAHXE
Ry E—AEA—FPERREZASTIHHAR
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®Reminders@®

1. project manager i H 3

2. present [pri'zent] v. - 43; 8, presentation [ prizen'tefon],
K AiE— R,

. marketing plan n. f781HXI; “marketing” BB FW—“4TH"

. research [ri'satf] v. & n. BF%; A&

. profit ['prafrt] n. F}1g

. facts and figures [ 'feektsond'figiez] SEBRIE -5 HIE

. health & beauty product(s) {BEEFEA Y “beauty product(s)”
B3 — YA UP Rk R SRS, EXE=RE HES
RS THARERGE, FEATFHBEFERARRYRE
B, B R ERE—health”, X ARSTTRMIR,
8. standard type | 'steenda-d tarp] SE78; bRAERE

9. advertising [ 'eedvaqtarzig] n. [

10. recommendation [ rekomen'defon] n. Ei¥; M

11. booklet [ 'bukiit] n. /MEFF

12. have a tight schedule TR0 ; % %2 RBF[B], “tight” [tait], “B&

f” ; “schedule” [ 'skedzull, “BF[H] ",
13. current state { 'karantistet] n. HATHYFH

~N N s W

i ok

AN B 1Y

RIS LG, AR TEH AR S 2BHAE RS KB E
B, RERRIZ AR B B A R WA B, X SURT LA BY
7




MATHFTEEHMAR, B TR EHE. EXHAFHA.
“I am here today to...” Bt EH WHELHMAE, “©" 7
BREEFESWE, XA ERH, R BN,

D> I'm here today to teach you how to give presentations in Eng-

lish. (&4 K E B &AL a0 LA BB MR )

I’m here today to

My purpose ™ today is to L
present our firm’s

My goal ™ for this meeting is to marketing plan.

The aim ™ of this presentation is to

The reason ™ why I'm here today is to

* purpose [ 'papas] HHY
* goal [gol] H 1%

“aim [em] BM

* reason ['I‘izl:l] A

EBE T AR EE

U HH AT B 225, BT R DI R R 0 K A BRI Y R T
&, BRI EREHLANE BHE TERZMER,
NAKANXRRERE Y RIFERE. I Daphne T H 19
“I'll start with...(—FF R INext, ...(FETHEE---- YFinal-
ly, . (BJG R )", AR — TR H ] Fo “start”[start], FF
15 “next”[nekst], F—";“finally” [ 'fainal1], & /5 -

D Il start with a short history of our company. Next, I'll explain

how we designed our product. Finally, I'll bring out our
demonstration model so you can all have a look. (& EE R/
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AN E WD ET R, RS R, BE, K&k
KREERRRHYAE,)

I’ll start with... |Next, ... Finally, ...
First, ... Second, ... Third * (and last)...
To begin with, ... | Moving right To close, ...
along, ..
Pl open with... |Then I'll... And I'll wrap up ™
with ...
Step” oneis to... After that we'll ... And our final step is
to...

* third [8=d] FZ=(H)
“ moving right along 3 T %
* step [stsp] 5;‘ N Fjl\i'\

“wrap up {'reepiap| M4

A IERE

BEMRMES, EATUFANGSHIET ., EFHITREG W
ZH, REREEZB N AN EBE— T, XFETUFHE D
AW ARA ST HOBEAIT, “I'd like to introduce...” & 1~ 1R 3% 38
AL A RS MR, R EREARANEH T, “in-
troduce” ZBIF, “N A" E L, S H T BN KR BN REN
WHEH, “I'd like 0" &“I want to" &Mk,

D> Now that you know why I'm here and what I hope to do, I'd

like to introduce the first topic—the danger of gambling in the

stock market. (FFMEZMEREHH BB L REBEMRHG
9



WREEER.)

B MERERN B LB

I’d like to introduce

Now D’ll go over the first point—-the current state

Now I'll review ™ of Chinese health and beauty

’'m going to consider ™ market.

It’s time to discuss ~

* review [ri'vju] BF
* consider [kan'side] W K2 ; B %

* discuss [ dis’kas] i
& B %

1. rub off on HE]; M
“rub” LB B B A, TT “rub off” W8 “HEM”; “rub off
on"BEXHE, EWHBERICCEY) B, FLEXRT 5
—EE BT BIETE R AR AT AR T M A S
HRERREINHEE, EREEWE, REBEUFNE
w, AR, HEEEXHTH,
D Since you're new to the team, 1 hope some of my confidence
will rub off on you. (#R X MHARK F#H AR, HERKH
G CRBRRE R,
2. goover MK ; FHISE
RAEIEAHREER . -BRELEAXGEL— T 8T
W, HERE - EAMERF, - EENERE
HH A,

[>Let’s go over some ways to make our office more efficient.
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QLTRSS R LA D22 EHREB D)
3. hand out 4348
“hand” ZE M 1 B3R, R 4R AE BIE”, “hand out” K E B2
SRR IEERTE D RE BN, %3 X “be handed out”,
EWAHBEL N R B H “handout”, 6K T HE M #
AR A4
D Extra paper will be handed out to students who need it dur-
ing the examination. (iR SBIN KK I A EFEE
FIF2E o)
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Across:

1.

My boss has a ___

him, you’d better talk to his secretary first.

schedule. If you want to see

. According to the facts and given by Mr.

Lee, our sales dropped 20% last quarter.

. Since you're not happy with the design, can you give

us some 7

. Lotion, hair spray, lipstick, and shampoo are

" products.

Down:

1.
2.
3.

Our manager wants to see the market
With such a low price, it’s hard to make a
Although our products are eye-catching, we still need

a good plan to make them sell well.

. What this book talks about is water pollution in Chi-

na in 1970’s, not about the state.

. This market report has to be done by today, because

tomorrow we'll have to it to our clients.

I.%&Ei&

1.

— LR, BRI ETET .

The textbooks were at the beginning of the

lesson.

RO, B ARBBIEIE T 2.

When sales shot up, the manager’s cheerfulness

all of us.

- EEFEFEAERWE, WSR2,

12



The director

of questions.

. 3% James B AE

my proposal and asked me a lot

James 32 & F1 AT 4G, 5K & 8 0 4% FE (brand awareness),
AR E. EMZE, r R PR E A R,

AT — B AR R B

James’s & F

ZWRH

Apex Co.

ames Su
MARKETING DIRECTOR

Outline
Goal: present the media plan for
improving brand awareness

for Diane shampoo

Contents:

1. introduce the method used for
the brand awareness investi-
gation

2. present facts and figures

3. explain the advertising strate-

gies and media plan for im-

proving brand awareness

TARIE UL _EFOR, 1 James I A, SR T AT

Ladies and gentlemen, I'm

pleased to have you all here to-

day. I'm )

, the RIE RN

@ ,

©) wARAR G 4

I'll show you the latest informa-
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