English for Careers 2 

Unit 7 Marking 
	Teaching objective

	After studying this unit, the students are able to master the key words and structures, and more importantly, to communicate for the following purposes:

· understanding something of e-commerce
· understanding something of sales
· attending trade fairs 
· understanding and writing an advertisement
· drafting an ad 
· learning to memorizing new words 


	The method of approach 

	1. Discussing, listening, reading, presenting, and role-playing by the students;

2. Explanation and demonstration by the teacher;

3. After-class research and practice by the students.

	Unit content

	Reading A: Payless ShoeSource: Pay Less for Fashion

Reading B: A Free Prime Steak Is Waiting for you
Listening & Speaking: Attending Trade Fairs
Writing: Advertisement
Mini-project: Drafting an Ad
Learning Strategy: Memorizing New Words

	Time requirement: 8-9 periods

	Unit Focus

midst               crisis            cautious            overall

distinct              consolidate       honor              capability

accessible            cater            intelligence          simplify

profiling             come down to


	Teaching procedures

This unit is arranged for a time span of 8 hours, during which a time limit is suggested for each step. Though it’s always important to keep a time limit in mind for each activity, a teacher should never stick to a rigid time plan in teaching, but rather follow a more flexible time table when dealing with unexpected in-class occurrences and make necessary adjustments accordingly. Note that not every step suggested here is a must in teaching. A teacher can make whatever changes he thinks necessary. 

	Hour 1:

  Course introduction    

45 minutes   
  

Warming-up  Task 1

10 minutes
Objective: Ss can identify different selling methods.  

Steps:
• Ss read Warming-up Task 1. 
• Ask Ss to look at the pictures. 
• Ask Ss to tell the selling method in each picture. 

• Give the key. 
Key: 
1. face-to-face/person-to-person selling 
2. direct mail selling 
3. online selling 
4. telephone selling

Notes: 

personal selling: It is a two-way communication between the seller and the buyer usually face-to-face, via the Internet, the phone and the correspondence. Unlike advertising, a personal sales message can be more specifically targeted on individual prospects and easily altered if the desired behavior does not occur. Personal selling, however, is far more costly than advertising and is generally used only when its high expenditure can be justified. 个人推销
Task 2

10 minutes
Objective: Ss can get familiar with the marketing channel and tell the process. 
Steps: 
• Ss read Warming-up Task 2. 
• Ask Ss to go through the flow chart. 
• Ask Ss to describe the process through the marketing channel. 
• Ask some Ss to report in class. 
• Give the key. 
Suggested Answers 

After organic foods are produced, the first stage is from agricultural production to wholesaling where they are transferred from producers to brokers, terminal markets, grocery wholesalers and foodservice wholesalers. The second stage is from wholesaling to retailing where the foods are stocked by traditional grocery stores, natural food stores and foodservice outlets. The last stage is from retailing to consumption where these organic foods are purchased by consumers. 
Notes: 

A marketing channel is a set of practices or activities necessary to transfer the ownership of goods, and to move goods, from the point of production to the point of consumption, which consists of all the institutions and all the marketing activities in the marketing process. 
New words in Reading A

15 minutes
Objective: Ss can get familiar with the new words and expressions, etc.

Steps:
• Ss listen to the new words and expressions, etc.

• Ss read the new words and expressions, etc.

Notes: For a class with higher English proficiency, the teacher may follow the following steps:

• Ss preview the new words and expressions.

• Ss read the new words and expressions.

• Ss dictate several important new words and expressions.

Discussions before Reading A
10 minutes
Objective: Ss can get familiar with the new words and expressions, etc..

Steps:
• Ss know something about Reading A.

• Ss discuss the following two questions:

1. Why is online retail continuing to grow fast while overall retail numbers drop?

2. How can an e-commerce platform help retailers to save costs?
• Comment briefly on their work.

	Hours 2-3:

  Reading A    
45 minutes   

Language points

35 minutes


Paragraph 1

retailer: n. a person, shop, or business that sells goods to the public
e.g. A lot of money is spent by retailers on advertising.

    Furniture and carpet retailers are among those reporting the sharpest annual decline in sales.

Paragraph 2

target: v. to direct advertising, criticism, or a product at someone 

e.g. The paper is targeted specifically at young people.
    The campaign will target American insurance companies.

c.f. n. target

e.g. Our target for this year is a 5% reduction in complaint.
budget: n. a plan to show how much money a person or organization will earn and how they will manage spending on an activity/project

e.g. Congress has approved the new educational budget.

    The firm has drawn up a budget for the coming financial year.

Paragraph 3

landscape: n. an expanse of scenery that can be seen in a single view; painting depicting an expanse of natural scenery
e.g. Those cottages blend perfectly with the landscape.

    That is an oil painting of a landscape in spring.

insider: n. someone who is an accepted member of a group and who therefore has special or secret knowledge or influence.

e.g. According to insiders, the committee is having difficulty making up its mind.

    Gordon is an insider to what’s happening on Wall Street.

Paragraph 4
reverse: v. to change the direction, order, position, result, etc. of something to its opposite; turn the other way round or up or inside out
e.g. The government has failed t reverse the economic decline.

Please reverse the positions of the pictures.

extensive: a. covering a large area 

e.g. Her knowledge of music is extensive .

    The wedding received extensive coverage in the newspapers.

affordable: a. not expensive 

e.g. They offer quality service for an affordable price.

We will improve and standardize the system of affordable housing.

waste no time in doing something: to do something immediately 

e.g. The board wasted no time in appointing a successor.

    She wasted no time in rejecting the offer.

Paragraph 5
update: v. to make something more modern or suitable for use now by adding new information or changing its design; to give someone the most recent information
e.g. The data should be updated once a week. 

I would advise you to update the software.

We’ll update you on this news story throughout the day.

revised: a. changed in some ways 

e.g. This is revised edition of the encyclopedia.

Now we have the revised schedule as followings.

mission: n. key work activities or goals which reflect a company’s/person’s values/vision

e.g. My mission in life is to help poor people.

    The minister was sent to Spain on a mission.

Paragraph 6

take effect: to produce or achieve the results you want
e.g. These measures are just beginning to take effect.

    It was nearly an hour before the sleeping pill took effect.

recession: n. a period when the economy of a geographic region or industrial sector is not successful
e.g. The job market has been badly hit by the recession.

    The recession has caused thousands of bankruptcies.

Paragraph 7

competitive: a. having a feature advantageous to competition; well suited for competition
e.g. Please offer your most competitive price.

    It is a systematic attempt to strengthen our competitive ability.

    He doesn’t look athletic, but he is competitive on the football pitch.

formula: n. a standard or accepted way of doing or making something

e.g. We have changed the formula of the washing powder.

Task 1

5 minutes
Objective: Ss can put words into the blank according to the passage.

Steps:

• Ss do Task 1.

• Ask Ss to work individually.

• Check the answers.

Suggested Answers

1. Kansas      2. fifty/50      3. Matt Rubel   
4. discounted prices      5. the global recession
Task 2

5 minutes
Objective: Ss can answer the questions according to the passage.

Steps:

• Ss read the passage.

• Ss complete the task.

• Ss compare their work with others.

• Select Ss to present their work.

Suggested Answers: 
1. Payless grew rapidly after it was founded because it sold shoes in a self –service environment. 
2. By 2005 Payless was losing market share and closing stores because it had to face lots of strong competitors like Walmart, Target and Kohl’s and couldn’t attract customers solely through discounted prices any longer.
3. Payless chose Matt Rubel not only because he had extensive experiment with high-end brands but also because Payless believed Matt Rubel would help the company plan a completely new strategy.
4. Instead of a dusty storeroom of cheap shoes, Payless is now the fun merchant of fashion.

5. Payless took a hit during the global recession in 2008, but its sales were much better than other retailers because Payless was successful in creating a formula for value that customers love.
Key Task 3
5 minutes

Objective: Ss can answer the questions according to the passage.

Suggested Answers: 

A celebrity endorsement can capture a viewer’s attention, increase the public’s awareness of a product, and generate sales of that product. However, associating your product with a celebrity could be very costly and risky depending on the potentially volatile image, nature, and credibility of the spokesperson used. Considering all the advantages and disadvantages a celebrity spokesperson may bring to our business, we have decided to choose Li Na as the spokesperson of our new product for the following reasons:
1. As a Chinese professional tennis player, Li Na has won two Grand Slam Singles titles/championships and her career-high singles ranking is world No.2 (achieved on February 17, 2014). Her perceived excellence in the sport is directly related to our product, which will greatly promote our product for certain.
2. Li Na’s popularity is almost incomparable in China. Numerous youngsters (who are our target customers) regard her as a role model. Her endorsement will help us increase our market share easily and quickly.

3. With a reputation of being strong-willed and with a sense of humor, Li Na is the perfect model to interpret the overall image of our brand.
Language lab

45 minutes

             Task 1


5 minutes
Objective: Ss know the spelling and meaning of the words and expressions from Reading A.

Steps:

• Ss read Task 1.

• Allow Ss 5 minutes to do the task.

• Check the answers.
Key

Key: 
1. C    2. E    3. F    4. A    5. I   6. D    7. G    8. H    9. J    10. B 
             Task 2


10 minutes
Objective: Ss can use the words and expressions from Reading A.

Steps:

• Ss do Task 2.

• Ask Ss to work individually.

• Check the answers.

Answers 
1. insider          2. update           3. mission            4. competitive 

5.budget          6.reversed          7. extensively         8. unaffordable

9.retailers       10. recession 
             Task 3


10 minutes

Objective: Ss can use the words and expressions from Reading A.

Steps:

• Ss do Task 3.

• Ask Ss to work individually.

• Check the answers.

Key: 
1. regardless of
2. come to mind

3. take effect
4. on the basis of
5. wasted no time
             Task 4


10 minutes
Objective: Ss can express ideas in writing using the two models outlined for Task 4.

Steps:
• Read the models to Ss with an explanation if needed.

• Ss work in pairs.

• Check the answers.
Key: 
Model 1

1. We will have the meeting in the classroom rather than in the great hall.

2. Actually, work and study are complementary to each other rather than in conflict.
3. Many beautiful works of art are made by hand rather than by machinery.
Model 2

1. I am sorry that I have troubled you so long.

2. We are confident that we can overcome there difficulties. 

3. I am afraid that she cannot succeed in her plans.
             Task 5


10 minutes

Objective: Ss can use the vocabulary in Reading A for translation.

Steps:

• Ss work individually or in pairs and translate the sentences.

• Ask two Ss to write their translations on the board.

• Comment briefly on their work with emphasis on the structures of their sentences.
Suggested Answers:

1. This buyer is interested in the mobile phones targeted to seniors.
2. He reversed his decision after realizing that he had made a mistake.

3. Even though this movie star is very busy, she updates her microblog every week.

4. Franklin believed a simple formula for success that successful people worked just a little harder than other people.
5. The two companies conducted extensive cooperation at all levels and in various fields,
6. His term of office as president will expire next year.

7. The will takes effect only when the millionaire dies.
8. You should take advantage of every opportunity to practice your communication skills.


	Hours 4-5:

        Listening


45 minutes

             Task 1


5 minutes
Objective: Ss can accurately write down the missing information according to the conversation.
Script & Key:

M: Good morning. May I help you?
W: I wonder if you can give me more information about this university you’re presenting. 
M: I’d be glad to. Would you like a brochure of our university?

W: Thank you. 
M: Well, I’m glad to introduce you to Western Australia’s largest and most multi-cultural university. We have a strong commitment to international engagement with Australia’s third largest international student population. We are widely recognized for the practical and applied nature of our courses, which equip graduates with essential skills through exposure to industry and business.

W: It’s impressive. But what are your admission criteria?
M: That information is in our Fresh Guides here. Please take one. You may find an electronic version on our website.

W: OK. Is there any financial aid for international students?
M: Need-based financial aid is not available for international students. But the Undergraduate Dean’s Award, which offers $10,000 over two years for transfer students, is available for qualifying international students on a student visa.
W: Thank you very much.

M: My pleasure.
             Task 2


10 minutes
Objective: Ss can accurately write down the missing information.

Script:

M: Nice to meet you. May I ask something about stand booking?
W: Certainly. Anything you would like to know. The first advice I need to give you is to book your stand early. You will have a better choice of stands and may be entitled to an early booking discount.
M: Oh, that is good to know. Early booking entails a discount. Then what else do I need to prepare in advance?
W: You need to establish how much space you ideally require to display your products and then check whether this fits within your budget.
M: Sure, it is one of the basic items in the checklist. But what would be an ideal stand for a show? 
W: The location of a stand matters a lot. You had better select a stand with high traffic flow (人流量), for example, near entrance or on a corner. 

M: That is reasonable.
W: Besides, you need to ask who is on the nearby stands, since you may not wish to be next to competitors.

M: Yes, that is a very key point.
W: After you have made your decision, be sure to sign and return the “Contract for Space” promptly with deposit to confirm your preferred site. 
M: Thank you for your informative and helpful advice.

W: You are very welcome.
Key:
1. Early booking         2. size/space
3. location              4. confirmation  
             Task 3


10 minutes
Objective: Ss can choose the best answer according to the conversation.

Script:
M: You told me that direct mail can be a powerful promotion. 

W: Yes, direct mail builds booth traffic, generates sales leads and creates awareness.
M: But the clients will receive so many invitations before the show. How can I make mine different from the others?
W: Get personal. Always use an individual’s name on the envelope and enclosed letter. Another technique is for you to add a brief handwritten note at the bottom of the letter. This adds a personal touch (人情味) to the communication.

M: Good idea. Someone suggested I include an official show pass or registration form in the mailer. What do you think about that?
W: Quite OK. Having a show pass gives the prospect (可能成为主顾的人) the comfort of knowing that he has the necessary paperwork to get into the exhibit hall. Print your company name and booth number on the show pass, so the recipient will know which booth to visit and thank for.
Q1: Why is direct mail a powerful promotion?
Q2: Which of the following is NOT suggested by Ms. Winn to get the direct mail personal?
Q3: What can be printed on the show pass?
Key: 
1. A      2. D     3. C 
             Task 4


10 minutes

Objective: Ss can accurately write down the missing information.

Script:
M: Madam, you seem to be quite interested in our products.

W: Yes, the folding umbrellas look beautiful. 
M: Our umbrellas are light, UV-resistant (防紫外线的) and it sheds water and dries quickly.
W: What’s the name of your company? Can you tell me some information about your company?

M: Yes, of course. Our company is Rainbow Umbrella Co., Ltd. It was founded in 1990 and now has four sales branches and ten offices throughout the country. We specialize in designing and manufacturing umbrellas. Quality is our top priority. Our products have been well received by our customers and the company has secured a leading position in the market. 

W: Do you manufacture the products by yourself?
M Yes. We operate through six solely owned plants (独资工厂) with a high manufacturing capacity of 10 million umbrellas annually.
W: Have your products been exported to other countries?

M: Yes. Actually most of our products are for export to US, Canada, Europe and Japan. 
W: Is there a warranty on your products?
M: Yes, of course.
W: I am very interested. But I can’t make a decision immediately.
M: This is my business card. 
W: Thank you. I will contact you in a few days. Thank you for your time.

M: You’re welcome.
Key: 

[image: image1.png]Company Profile

Name: Rainbow Umbrella Co., Ltd.
History: founded in 1990

Scale: four sales branches, ten offices, six solely

owned plants

Priority: product quality

Production Capacity: ten million umbrellas a year
Reputation: products wellreceived in the market,

leading market position
Main Markets: US, Canada, Europe and Japan





             Task 5


10 minutes
Objective: Ss can accurately write down the missing information.

Script & Key:
According to the Center for Exhibit Industry Research, the majority of trade fair attendees are decision makers or influencers who plan to make a purchase. Following are the guidelines to help make sure one is ready to sell effectively.

★ Avoid soft sells and be engaging: Trade fairs require a hard-sell approach. When attendees show interest in your booth, approach them immediately. Present your professionalism and willingness to help and avoid greetings like “Can I help you?”. Instead, ask a direct question — “What information can I tell you about our new heating system?”
★ Watch your manners: Don’t sit down. Don’t eat, drink, or smoke at the booth. Never leave your booth unattended. Don’t spend time chatting with colleagues instead of focusing on customers.

★ Qualify prospects quickly: The first thing you should do once you meet someone new is to find out who they are and where they’re located. You can find this information out by requesting a business card.

★ Ask lots of questions: Engage a prospect by asking open-ended questions—ones that require more than a yes or no answer. This will help you determine their needs and interests. 

★ Keep good records: Write down all the relevant information about a prospect on a “lead card” which contains his or her needs, interests, budget and timing. Use this card for your post-show follow-up when you return to the office.
Speaking


45 minutes

Task 6


20minutes

Objective: Ss can complete information by practicing.

Suggested Answer:

1. A: Online advertising is a quick/cost-effective promotional method.
B: Yes. And it reaches a much larger audience than direct mail.
2. A: Excuse me. But why are there different prices for exhibitors’ stands?
   B: That’s because the location of a stand matters a lot. Usually a stand with high traffic flow will be more expensive.
3. A: Can I suggest something? If you pay by cash, we will certainly give you a discount.
B: That’s great. But if so, how much discount can you offer?
4. A: Is there /Do you have a warranty on your products?
   B: Yes, of course.
5. A: I have no idea how to promote this years’ product range.
   B: Why not attend this trade fair? Next month?
             Task 7


25 minutes

Objective: Ss are able to practice discussing how to improve product quality.
Steps:

• Ss read Task 7.

• Ss work in pairs, discussing how to improve product quality with the useful expressions.
Key: (Omitted) 
               

	Hours 6-7:

        Reading B











  45 minutes

             New words









  5 minutes

Objective: Ss can get familiar with the new words and expressions, etc.

Steps:
• Ss listen to the new words and expressions, etc.

• Ss read the new words and expressions, etc.

             Fast reading








      18 minutes
Objective: Ss can comprehend Reading B.

Steps:

• Ss read the passage.

• Provide help if needed.

             Task 1










  7 minutes

Objective: Ss can comprehend the specific of the passage.
Steps:

• Ss read the passage.

• Ss complete the task.

• Ss compare their work with others.

• Select Ss to present their work.

Key

Key: 
Para. 1—C          Para. 2—B          Para. 3—A          
             Task 2










  8 minutes

Objective: Ss can rewrite the sentences.
Steps:

• Ss read the passage.

• Ss complete the task.

• Ss compare their work with others.

• Select Ss to present their work.

Suggested Answers:

1. Would you like to know which toothbrush most dentists use?
2. Here’s a digital camera—SHINNING X5—which will revolutionize the way you take photos.

3. Macroprinter 3000: Well above the competition!

4. The Super sports T-shirts—so comfortable you won’t know you’re wearing them.
5. Scientific test shows that CDBurnerXP is up to twice as reliable as other leading brands. 
Task 3










  7 minutes
Objective: Ss can rearrange the sentences in an appropriate order.
Steps:

• Ss read the passage.

• Ss complete the task.

• Ss compare their work with others.

• Select Ss to present their work.

Suggested Answers:
Para. 1—g                 Para. 2—e, f
Para. 3—d, c, b             Para. 4—a
        Writing











  45 minutes

             Task 1









  10 minutes
Objective: Ss can get familiar with the style of advertisement.

Steps:

• Ss do the task individually.

• Ss compare with each other’s answers.

• Provide help if needed.

• Present the answers.
Suggested answers:  
• What does each advertisement sell? 
Sample 1 is a public service advertisement (公益广告), warning of the consequence of drunk driving. Sample 2 is a hair gel advertisement, showing the effect after using the product. Sample 3 is also a public service advertisement, warning parents to take good care of their children in the swimming pool. Sample 4 is a mobile phone advertisement, showing the special musical feature of the product.
• What is the slogan used in each advertisement?
Sample 1: Reserved for Drunk Drivers
Sample 2: Tames the Wildest Hair
Sample 3: Watch Around Water
Sample 4: Express Your Musical Side
• Do you like the designs of the advertisements? 
Open to discussion
• How does each advertisement achieve its purpose? 
Open to discussion 
             Task 2









  15 minutes

Objective: Ss can get familiar with the style of advertisement.
Steps:

• Ss do the task individually.

• Ss compare with each other’s answers.

• Provide help if needed.

• Present the answers.

Suggested answers:  
1. 时间永随我。（罗西尼表）
2. 滴滴香浓，意犹未尽。（麦斯威尔咖啡）
3. 钻石恒久远，一颗永流传。(戴比尔斯钻石)
4. 成功之路，从头开始。(飘柔洗发水)
5. 让我们做得更好。（飞利浦电子）
6. 只溶在口，不溶在手。(M&M巧克力)
7. 提神醒脑，喝七喜。（七喜饮料）
8. 瞄准生活。（奥林巴斯相机）
Task 3









  15 minutes

Objective: Ss can get familiar with the style of advertisement.

Steps:

• Ss do the task individually.

• Ss compare with each other’s answers.

• Provide help if needed.

• Present the answers.
Key (Omitted) 
             

	Hour 8:

       Mini-Project





  40 minutes

Objective: Ss can search the website of China Quality Certification Centre (CQC), and try to find out the information on the quality certification your new product is subject to.

Steps:
• Grouping. Divide the class into groups. 
• Defining the project. Go through the project with the class and clarify requirements. 
• Timing & cooperation. Give Ss the deadline for completion and guidelines on working together. 
• Presentation. Ss present their evidence for completion. In this project, they need to show their advertisements by doing a PPT presentation, making dialogs or using other methods of performance. Ask them to do it after studying the whole unit. 
Notes: 

• Since it takes time and efforts to complete the project, two or three groups of students may be asked to do it. Then they will demonstrate their work in class and feedback can be provided. In this way, Ss learn from each other.
       Quiz












  5 minutes
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