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[ Warming-up: Task 1 ]

Task 1 What elements do you think are the most important for a successful product? Work

in groups and discuss it.

» The elements
—may include
after-sales
_Sevrvice,
—appearance; —

function, etc.
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Task 2 The following are logos of some famous companies. Choose one logo which you are
interested in and tell what you think of their products to your partner.
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[ Reading A ]

The Product Life Cycle

Each product has its own life cycle. It will be “born”, it
will “develop”, it will “grow old” and, eventually, it will “die”.
The life cycle of a product shows how sales of the product
change over time.

Kellogg's Nutri-Grain bar was originally designed to meet
the needs of busy people who missed breakfast. It aimed to
provide a healthy cereal breakfast in a portable and
convenient format. Its life cycle is as follows:

1. Introduction

Many products do well when they are first launched on
the market and Nutri-Grain was no exception. From its
l[aunch in 1997, it was immediately successful, gaining
almost 50% of the growing cereal bar market share in ust
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[ Reading A ]

2. Growth

Nutri-Grain’s sales steadily increased as the
product was promoted and became well-known.
[t maintained growth in sales until 2002
through expanding the original product by
developing new flavors and formats. This was
good for the business because production costs,
such as the cost of new machines or equipment,
did not increase. The market position of Nutri-
Grain also subtly changed from a “missed
breakfast” product to an “all-day” I«ealthg
SV\ack m




[ Reading A ]
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3. Maturity

Successful products attract competition from other
businesses which start selling similar products. This is the
third stage of the life cycle —maturity. This is a time of
maximum profitability, when profits can be used to
continue to build the brand. However, competing brands
from both Kellogg’s itself and other manufacturers
slowed Nutri-Grain’s sales and chipped away at its
market position.

Not all products follow these stages precisely and the
time periods for each stage vary widely. Growth, for
example, may take place over a few months or, as in the
case of Nutri-Grain, over several years.




[ Reading A ]
- R

4. Decline

Clearly, at this point, Kellogg's had to make a key
business decision. Sales were falling; the product was in
decline and losing its market share. Should Kellogg’s let
the product “die”, or should it try to extend its life?




[ Reading A: Task 1 ]

Before reading the passage, look at the following
curve which shows the changes of sales volume of
a product at its different stages—Introduction,
Growth, Maturity, and Decline. Please mark each

stage on the r1ms»

Product Sales

@ A. Introduction B. Growth
@ C. Maturity D. Decline




Reading A: Task 2 ]

Task 2 Read the passage and complete the following table.

» 1. do well

» 2. steadily increase
s

continue to build the brand
are falling

is in decline

its market share
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[ Reading A: Task 3

Task 3 Decide whether the following statements are true (T) or false (F) according to the

passage.

. The life cycle of a product shows the change of profits of the product over time.

. Nutri-Grain bar was originally produced for students who had no time to have breakfast.
. Nutri-Grain kept growing in sales until 2002 through brand building.

. Nutri-Grain realized maximum profitability at the mature stage of its life cycle.

. The sales of Nutri-Grain began to decrease while its market share continued to grow at

the stage of decline.




Reading A: Task 4 ]

Task 4 Choose a product which you are familiar with and search its life cycle online.
Exchange the information you collect with your classmates.
» (Open answer)
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Listening Task 1
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Listening task 1 §:

1. Sales of the products. -
2. Competition.
3. 8%.

4. Next Wednesday.

5. How the new competitor has managed to seize
such a big percentage of the market so quickly.




[ Listening task 2

Task 2 Sam is hosting a meeting to discuss how to improve their situation. Listen to his

n speech and fill in the blanks with what you hear.

» 1. Falling

» 2. market survey
» 3. revealed

» 4. color selection
» 5. range



| Listening task 3 L E

Task 3 After Sam's speech, Mary is expressing her ideas to him. Listen to the conversation

n and choose the best answer to each of the following questions.

» 1. C
» 2. B
» 3. A
B
C

» 4.
» 5,



[ Listening task 4 d{:

Task 4 The meeting continues. Mary and Richard are discussing how fo widen their product

0

h

range. Listen fo the conversation and decide whether the following statements are
true (T) or false (F).

*x
New Words

imdispensible g, 777 2§49
solar-powered g, ﬁﬁﬂﬁﬁ#@ﬁ’ﬁj

1. 20% of their customers think that they don’t provide enough color choice.

2. Mary thinks they should introduce some new products which can do cleaning tasks.
3. Richard thinks that introducing new products is very difficult.

4. The traditional household vacuum cleaners are easy to clean a keyboard.

5. Mary thinks a desktop vacuum can serve a decorative function.



2

Task 5 Sam is making a closing speech for this meeting. Listen to the speech and match the

people with the correct information.

1. A
| 1. Summarize their suggestions
A. Richard | 2.Report consumer feedback to the two department managers

B.Mary 3. B | 3.Communicate with the manager of the Technical Department

| 4. Work out details
4- A P

B



| Speaking




[ Speaking task 1 ]

Task 1 Work in pairs. Suppose the Sales Manager Tim is talking about a product of his company

with his assistant Zhao Hua. Practice making a conversation between them with
g reference to the expressions below.

» Sample
A: How about the sales of our new
product these days?

B: It's declining.
A: What'’s the main problem?

B: | think the major problem is that the
sales promotion is not effective.

A: | want to have a meeting to discuss it.
B: OK, | will arrange it.




[ Speaking task 2 ]

Task 2 Work in pairs. Practice introducing a new product your company has developed to your
client. Refer to the following tips if necessary.

» Sample

A: Good morning, Madam. Is there anything |
can do for you?

B: Good morning. I'd like to buy a desktop
vacuum.

A: Would you like to have a look at our vacuum
here?

B: Yes, thank you. Well, this one looks very nice.
Can you tell me about this type?

A: Yes, of course. This model is our latest
product. It was launched this spring. As you can
see, it has a round shape. Compared with our
otl'\_ertproducts, it is smaller in size and lighter in
weight.




[ Speaking task 3 ]

Task 3 Work in pairs. John, the Marketing Manager, is discussing the measures to improve
consumer satisfaction with his colleague Tony. Practice making a conversation
‘g between them according to the following instructions.

» Sample

A: The survey shows that 68% consumers
are not satisfied with our after-sales service.

B: | think we'd better identify the specific
reasons.

A: | agree with you.
B: Then what should we do?

A: | want to have a meeting to discuss it.
B: I'll arrange it.




[ Speaking task 4 ]

Task 4 Work in groups. You are holding a meefing to discuss how fo improve your
company's product. Practice making a closing speech according fo the following
£ Instructions.

» Sample

All right, we've finished the agenda,
and we've already known what we
should do next. Tina, please summarize
our suggestions about product
modification. Bob, please communicate
with Technical Department. We'll have a
meeting next Monday. Thank you all

- 28






The Failure of New Coke

. » Coca-Cola is responsible for one of the biggest blunders in
marketing—New Coke. New Coke was developed because of
blind tasting tests. Conducted in 1985, it was found that
people preferred Pepsi to Coke. The revelation was startling
and Coca-Cola decided that it was time to change their
formula to make it sweeter and more like Pepsi. After
months of work on tweaking the formula, doing blind
tasting tests, researching and changing their packaging,
New Coke was launched.

Spending millions of dollars and extensively measuring
consumer opinion, however, did not ensure success. Coca-
Cola’s market research failed to identify the high level of
brand loyalty to the original formula. As a result, the lack

intgrest in New_Coke when it was | adb~to th
%aﬁfk&t‘“ﬁ e as ¢ ’s@rpi’ée. H CVRR (1Y) *"lﬂlﬂ

[ Reading B z ]




[ Reading B ? ]

I \ -

» Spending more than two years testing a
reformulation of Coke, how did Coca-Cola
misjudge the market so much? According to some
analysts, the company made serious
methodological mistakes in constructing its blind
tasting tests. When testing for the new formula,
the company used three different formulations,
which were tested against traditional Coke and
Pepsi. Of the 200,000 consumers who took the
test, however, only 30,000 or 40,000 actually
tasted the new formula which was finally
introduced.




[ Reading B: Task 1 ]

Task 1 Read the passage and answer the following questions.

» 1. Because the blind tasting tests
conducted in 1985 found that people
preferved Pepsi to Coke.

» 2. Coca Cola neglected the high level of
brand loyalty to the original formula and
made serious methodological mistakes in
blind tasting tests.

» 3. (Open answer)




[ Reading B: Task 2 ]

Task 2 Match the following terms with their Chinese meanings.

» 1.4 1. blind tastin ! BikE
; asting a. Rk
» 2. h D, consumer opinion ) b. Hf
» 5. € 3. brand loyalty ) ¢. B
» 4. g 4 methodological mistakes ﬂ d. FiRHWTTRmT
5. original formula ) e [MhHEEI
6. misjudge the market ) f R fid
7. be tesponsible for ) g TERHEE
8. take the test ﬂ h MEET




[ Reading B: Task 3 ]

Task 3  Translate the following paragraph into Chinese.

With today’s rapid changes in technology, almost every product
will undergo some sort of modification during its lifetime. This idea is
demonstrated by the Product Life Cycle concept. To be precise, it describes
the stages a product goes through from its introduction, to its growth until it
is mature and then finally its decline. Moreover, it’s associated with changes
in the marketing situation, thus impacting the marketing strategy and the

marketing mix as well.

» ASPNKBERAFAR, JLFEN T RELFENN
B PIRMEER, 7 A RBSHEIl 7 X —
M. HEFH, 7 i oy B RR R 2 A S
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[ Writing ]

Task Suppose you are Charles Milton, the marketing manager of Kellogg's. Write a memo
to all staff of the Marketing Department. The following details should be included.

Memo
» To: All Staff of the Marketing Department
» From: Charles Milton
» Date: March 24, 2012
» Subject: Marketing Strategy Discussion

» After serious consideration, Kellogg's has determined to
extend the life cycle of Nutri-Grain. A marketing plan
will be distributed to all staff of the Marketing
Department soon. All members should read it carefully. A
meeting will be held on March 25, 2012 at 9 a.m. in the
meeting room to discuss the details of its implementation.
Please attend the meeting on time.

SN B /) : ;I 2024-5-14




[ Proiect

This project requires Ss to solve the
problems of a product. Ss will work in
teams. First, they will search the

~ information online about a product so as
to introduce it to the class. Then they
should identify the problems existing in
the products presented. Finally, Ss should
find the solutions to these problems. In
order to do it well, Ss should use what

. they've learned from previous activities.




[ Vocabulary and Structure




[ Vocabulary & Structure: Task 1

Ta

NS O hUWD

sk 1 Fill in the blanks with the words from this unit that match the meanings in the

column on the right. The first letters are already given.

1. portable

flavor
snack
blunder
startling
misjudge
maximum

. cereal

. revelation

able to be carried or moved easily

the particular taste of a food or drink

a small amount of food that 15 eaten between main meals or instead of a meal
a careless or stupid mistake

very unusual or surprising

to form a wrong or unfair opinion about a person or a situation

being the greatest quantity or the highest degree that has been attained

a plant grown to produce grain, such as wheat, rice, etc.

a surprising fact about someone or something that was previously secret
and 15 now made known

the quality of remaining faithful to your friends. principles, country, etc.
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[ Vocabulary & Structure: Task 2

Task 2  Fill in each blank with the appropriate form of the word given in brackets.

. I'won’t know precisely (precise) what the job involves until I actually start.

. We must make _maximum (maximize) use of the resources available.

The book was Origina"y (original) conceived as an autobiography, but it became a

novel.
He reads quite eXtens’“’ely(extensive) and knows a lot about the classics.
She wants to buy directly from thellan ufacturegnanufacture) and cut out the middleman.

China will ___Steadily (sicady) expand institutional opening-up with regard to rules

and regulations.

You will find these meals quick and convenient (convenience) to prepare.

. It was difficult to sway John over to our side because of his fierce onalty (loyal)

to the boss.

I tried to get her to settle down and eventua"y (eventual) got her to stop crying.

The documents have been typed into a portable (portability) computer.




[ Vocabulary & Structure: Task 3

Task 3 Complete the following sentences with the words or phrases given below. Change

the form if necessary.

originally cereal snack blunder all-day

misjudge chip away at flavor in the case of market share

Fears about the futureChipped away ather sense of well-being_
. He's honest, and you misjUdge him if yvou think he 1sn't.
In_the case of Europe the issue 1s complicated by market interventions and politics.

. With market penetration as the pricing goal. the seller sets a low price and aims for fast
erowth of Market share

Y

It was because of lack of education 1n childhood that he commatted such a blunder

5.
NOW.

6. I only have time fora shack at lunch.

g2 Cereal crops are the main food of our daily life.

B Origina"y we had intended to go to Japan. but then we won the trip to the US.

9. Let me give you some brochures. You'll notice there are morning, afternoon, and
all-day tours.

10. Tt is stronger in __flavor than other traditional cheese.

FMEH L
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Vocabulary & Structure: Task 4

Task 4 Translate the following Chinese into English using the words or phrases given in

brackets.

| We tried to figure out how we could build the brand_ IR TR
). (build the brand)

2. We keep improving our work with no exception of the trifles i
Ed@ﬂﬂ@ﬁ%g@ﬁ%@%’ﬁ}at competitors’ profits by

3. Companies _Undercutting their product prices GBI MR
BIFIIE). (chip away af)

4. There was a decline in holiday sales (B3R 65 i 5T FF ) over the
past five years. (decline)

: _ use your skills to the maximum

5. The task will require you to (o

PR B & % AR A 52 RE). (maximum)




[ Reading A Backdrop ]
» Product life cycle

® The product life cycle is an important concept in
marketing. It describes the stages a product goes
through from when it is first thought of until it is
finally removed from the market. Not all products
reach this final stage. Some continue to grow and
others rise and fall. The main role of the product life
cycle in marketing is forecasting sales. The different
stages of product life cycles from introduction to
maturity are inevitable and typically correspond with
foreseeable increases and decreases in revenue.




[ Reading A Translation ]
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[ Reading A Translation
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[ Reading A Translation ]
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[ Reading A Translation
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[ Listening task 1 Script =~ € ]

IS
» Sam: How are sales these days?

» Lily: Not good.
» Sam: What's the problem?

Lily: The competition! Our cleaners are all at the relatively
mature stage in their product cycle.

Sam: Yes?

Lily: Last month a new competitor entered the market. And in a
very short time, they have captured 8% market share.

Sam: That means we're losing market share?
Lily: Yes. That’s it.

Sam: We need to figure out how they have managed to seize such
a big percentage of the market so quickly. Next Wednesday | want
to have a meeting to discuss it.

Lily: OK, P'll arrange it.

»




[ Listening task 2 Script : © ]
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» Hello everyone. Thank you all for coming.

» As you know, our market share has been 1. falling
recently. In addition to the competitive impact of a
newcomer in the market, | think we need to look at the
situation from our side. So we carried out a 2. market
survey last week, hoping to figure out what our consumers
think about our products. These are the results of the
survey. Lily, would you please distribute the handouts?

As you can see, the survey has 3. revealed some
problems. First, there appears to be some major drawbacks
to our products. 15% of our customers say that our
products are not very easy to use; 10% think our cleaners
are noisy; 20% think our 4. color selection is very limited.
Second, it seems that our S. range is not wide enough. 20%
[w of our customers think that we don’t provide enough choice.

So our main aim today is to discuss what measures we
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[ Listening task 3 Script « - € ]

»  Mary: | think we should first modify our existing products to
improve consumer satisfaction. The limited color selection problem
is easy to solve. Just add new colovrs.

Sam: What colors do our vacuums come in now?

Mary: Red, yellow and blue. Only three colovrs.

Sam: Yes, that is a very limited choice.

Mary: Multiple color options help to retain loyal customers. | think

we should think about what is fashionable, maybe purple, green
or orange. Bright sharp colors seem to be in fashion these days.

Sam: OK. Then, what should we do to make our cleaners easier to
use?

Mary: | think we should first figure out what has caused the
problem. The newer cleaners on the market are lighter so maybe
ours seem difficult by comparison. Could we do anything about

. that?

\|Sam: Yes, that’s a good point. We'd better commumcate with the
Technical Department and see what they o WA

@ajéso A b __CI*\mc:ayé tAOlv  the nocil j A-




[ Listening task 4 Script  « © ]

»  Mary: 20% of our customers think that we don’t provide enough
choice. | think we should try to introduce some new products to
give more varieties. So far we have mainly produced traditional
household vacuum cleaners but vacuums aren’t much use for some
cleaning tasks—cleaning a keyboard, for example.

Richard: | agree with you. Nowadays, computers are indispensible,
but dust, dirt and hairs do find their way into the keyboard.
Cleaning a keyboard is difficult.

Mary: You're right, Richard. So how about we develop a desktop
vacuum? Lightweight, portable, solar-powered...

Richard: And in different shapes—mushrooms, cats, cars, even
cartoon type facial expressions.

Mary: Yes, they could look cute. They'd be a wonderful desk
decoration and very popular, | think.

Richard: I'd buy one!

[w Mary: Yes, me too and they'd make great gifts. 'm sure such a
smart product would gain popularity fast.

a




[ Listening task 5 Script < = € ]

» All right, | think we’ve discussed all we need to do to
improve our current situation. We all agree that to retain
market share, we must modify our products and widen our
product range. However, this task can only be
accomplished with the coordination and cooperation of
both the Production Department and the Technical
Department. So we need close communication between the
two departments.

Richard, please summarize our suggestions about product
modifications and report to the two department managers
along with consumer feedback. Ask for their first thoughts
before the end of the week, please. The desktop vacuum
seems a very good idea. Mary, you are responsible for
communicating with John, the Technical Department
Manager. You’ d better work out details with Richard
[maFter the meeting. | really hope these measures will help us

improve the current situation. OK, [ de 2 this meeting

@c/&as“eaﬁl @p/ ol megt aﬁf:n next Monday o




[ Reading B Translation
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[ Reading B Translation
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