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You are Marlow Stern, CEO of EasyBusiness Company. You want to set up a social
networking site for business people. Give a presentation to a group of potential investors,
explaining your ideas to attract investment.

You will have 2 minutes to prepare and 90 seconds to speak.

You work as a Public Relations manager in a large retailing company. Unfortunately, the
Marketing Department of your company published the wrong phone number in its catalog,
and suddenly someone was getting hundreds of phone calls every day.

Give a briefing on the event to a local newspaper journalist. In the briefing, you need to
explain the possible actions your company intends to take.

You will have 2 minutes to prepare and 90 seconds to speak.

You will watch a video clip of a negotiation between two company representatives, Linda
and Michael. They are discussing the cost of product adaptation for a new market. Suppose
you are Michael, continue the negotiation by summarizing what you and Linda have agreed,
then giving your compromise solution on what is not agreed and explaining why.

After you watch the video, you will have 2 minutes to prepare and 90 seconds to speak.
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Michael: Shall we check what we’ve agreed?

Linda: OK. So we’ve agreed to create for you a specially adapted version of the product that
you can sell to your clients under your own name.

Michael: That’s correct.

Linda: We’ve agreed on price and delivery. The outstanding issue we face is how to pay for
the adaptation. This is a development cost that we normally pass on to the client.

Michael: I’'m sorry. I can’t agree to that. We’re introducing your product to a new market at a
premium price and we’re asking for some small changes to make the product more
saleable in our market, such as translation of the documentation, minor changes to
the specification and rebranding. We don’t expect to pay for that.

Linda: But if we agree to pay for the change in branding and you pay for the translation and
changes to the specification, will that be acceptable?

Michael:  Absolutely not, I'm afraid. The branding is a low-cost item. You’re simply taking off your
brand and putting on ours. Translation and changing the specification will cost more.

Linda: Then perhaps we’ll have to look at the price again, otherwise my people will
complain that we’re losing on the deal.

Michael: My board certainly won’t like that. The price was what tipped the balance for two of
the members who were not totally positive about the deal to begin with. If I go back
to them with a renegotiated price suggestion, they may vote to forget the whole thing.

Linda: So here’s the problem. There are these extra costs for branding, specification changes,
and translation. Neither side wants to bear the full cost themselves, but both you and
[ have to go back to our people with a solution that will seem fair to both sides.

Michael:  Absolutely! But before I make a compromise proposal, let me sum up what we’ve
agreed so far... (fade)

AETA )

Your name is Dale Matthews. You are Marketing Director for Kando, a furniture manufacturer.
Kando wants to start selling in Australia, and is looking for an agency to handle its advertising
there. In a business directory, you have seen an entry for the advertising agency N&S, a
potential partner. Write a letter to Robbie Johnson, President of N&S,

« to introduce your company;

- to state why your company wants to start selling in Australia;

« to explain your interest in cooperating with N&S.

Write about 150 words within 25 minutes.

You do NOT need to write any addresses.
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The graph on the right shows the :
exports of the United States, Germany, Exports to China, $bn

France and Britain to China between United States

2005 and 2014. Using the information 100
from the graph, write a report describing Germany .

and comparing the trends of exports to -

China from the four countries. - »

125

75

25

Write about 150 words within 25 minutes. - e —
0

T T T T T T T T T T
2005 2006 2007 2008 2009 2010 2011 2012 2013 2014

You work for a computer manufacturer in China, and your company is considering opening up
a new branch in the United States. You are asked to analyze possible problems your company
might encounter, and offer your solutions.

Write to your CEO a proposal including the following information:

« a brief description of the U.S. market;
« reasons for setting up a new branch abroad;
« problems your company might encounter;

« possible solutions to these problems.

Write 300-350 words within 40 minutes.

84 |ERAZHEEHETES ]




=, ‘BAER” R

G mswa )

© (I5ies

RSP AL EORE A E LTRSS E A, AR, DUA BRI 5 . B
(4 H NN B HIME S5 BRI S RS S RS ST R HER I 2 708h, A H I E 90 F.

@ %gﬂlu\ﬂg
N AR S A B R BT, IR A S PRSI SEVFE R, REHTER,
SEIMAEST o RN R 55 I 35 02 A T S PR B T v E B N IR Y, B [ Ay T 1 7 45 A
/ ozard

B 3 T
AWML RFNENEEAFRN . WHAS, ERRENHEE, HPEPBiRREM. K5 HA
FRIEXES AR R

© frEEy

XFEAESE RIS AR5 R — S
- RS, FRVHEA S . SUTARIIIEER
- DB UEE S EENA
o BRI AT T A BAIE
- EERSEIIE SR A

2 SR LA A
DA ET, T RIES . Flin: If 'm going to attract investment, I would...
- fFRERE ARG 24U, IR EHEYE. B0 In this situation, Marlow should...
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To be agreed

Standpoints

Linda (the producer) Michael (the purchaser)

adapted version of the product by Linda's company under the name of
Michael's company
price and delivery

both concerned about selling the deal to their boards

adaptation costs, including:

(1) translation (high cost)

(2) specification changes (high cost)
(3) rebranding (low cost)

normally pass costs on to clients ~ +  costs for (1) & (2): too high to bear alone

can pay for (3) *+ no further price negotiation

8 H ZERAR S Michael, RG22 Michael (37 52k 1% . 3@ AT /AT AT AT, Michael 9
SEATLAAZE W B —, AN EI A A& $Htranslation flispecification changes AN G B, 25—,
CL AR B i T A A e AR ek

HR, WA R, B HBR B AL 7 SRITARRE BRI, UM B Michael Tk H 955 —
AT T AR BT, P AS R R ) SR FE SEMlichael 55— 7 7RI . B A AT IR 45
AR + RN R HCRAHLUE S

e, 18 I YRR AIRNS o e RV BRI S % AR A ELAR 125 iz A Y AR SR
fhn, AR TR 3, HAE R iE AT R RIS . i/ N, B RO ) b R
P 23k T 5% R IET T BB PR R T4

YR FRSNS, 1EAEH Michael FT LLEE H LU 3 b 05 2RI RE .

+ Sharing the adaptation costs between the two companies

Explanation:

- Benefit to Michael’s company: cost-sharing arrangements can strengthen the confidence of

the board in establishing the long-term partnership with Linda’s company

- Benefit to Linda’s company: once this long-term partnership is established, the company

will get access to a promising market
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+ Conditional reimbursement of adaptation costs by Linda’s company (e.g. escalating

reimbursement on sales volume)
Explanation:
- Benefit to Michael’s company: greater incentive for promoting the product

- Benefit to Linda’s company: more acceptable to the board

© frE@Ey
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o NEYFE SR P, (AR A — SRR, .
We have two alternatives, one is..., the other...

Let me make another suggestion.

o R TR “yes” EL “no” MIZY, WAL WA TR
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1. TESN IR G E PR, 2R RN B SER H 2K, IR T 91 =N 0]

T, WIEE NS0 LS NS . RPN S e — R KX B A RN ( Dale
Matthews, Marketing Director for Kando, a furniture manufacturer ), iltfE A B E—FK) &5 H
[t 3% ( Robbie Johnson, President of N&S ).

Hk, WIS {E R 5. A H 2Rkt 2 3] Kando wants to start selling in Australia, and is
looking for an agency to handle its advertising there, WHEEL, 4 rfRERMZK B b BRI H
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WIS BT, A B A RE A CBL A E R M ) i B AR 55
IR, WSS (A E . RS A = AL B R S TR
X AR, IFFEAIN X X = A B AT IIRG . FESCRIR.
FER I =S EBAR H 302 -
+ to introduce your company
* to state why your company wants to start selling in Australia
+ to explain your interest in cooperating with N&S
B —HEY, AR RRE, B FRE:
Kando is an office furniture manufacturer based in Beijing, China. Our products include office

desks, task chairs, soft seating, office lockers and shelving systems. Presently, our products are being sold

in East Asia, Europe, and North America.
BRI AN HA, WA SRR BN TN A BT IR TR R AR I A B 55, 5 AR mT i T
ik
To further implement our “Go Global” strategy, we have decided to move into the Australian market.
MR =AHE, MRIRE RS N&S) A A G R, %4 alfn 2Rk -
It has come to our attention that N&S is an ideal partner to oversee our advertising business in

Australia and thus to win us coverage in online, print, and broadcast media. We would be privileged to

know that you have an interest in working with us and helping us propel our business forward.

2. TEARZ AR, A B BRSNS 2

B, “EEERT WA LEREEIAT 0K, BVERE, R ek,

(1) Fridia%E, RIRREILEE (5 R 00 =4 H BUE M ik 2%, A73CRA DIA B, #£IAA
ATLAERANE

(2) Frigvess, JEHeAREREEEtuE Red B 55w H Y.

(3) PrifsEse, EfRAEWXHE B b i B 05 BT — S HAR B 4R #h5E. fldn, 7EmeR
T, TENA AR EARN, HARGRESHIZE M AR F 2020 EaERhn, &
AT AR 20w Ay BEAE BRI AR b AT T A, BRSBTS AIA, iR
A28 IR A1 485 B i ] AR A RO SETERE ), () It BEMA 255 A 7 55 S R 22 0 B R Y
&

Hk, “BEER" A BT RS A, [FRERTL.

I SR 55 15 pRAS U SE PR b — AR AR R 555 pRs X, 54 TS R 55 15 ek it
RISy BB BRI fERRIESC, ([FREMUE . &4, B4, fEEm L, SOZILHEX N2
[RIBOALEOCRE? A PR AR R 55 (5 Rk T 5 R e b . 25— TP RARGEait, et H S TEfE
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Rt B, RIEREAT, MMERADIFRERIE, {5RIESCE—BRrSE—rEadE, M5 RRE0EM
BTG TEAFA A T IR, SRS kg, SR S AR (HE. BRI, (SeRIE
3. RRALE. %4 ) FERIME R ZSH TSRS, BB E AR AT r4a i, (BB GBI H 2
—AT. T, ARG E AT 2 A ARG

(1) B, B E] A R X T3 95 30 A2 LU AR 4, BT LA 5515 oA %) H 391455 1 32 ™ 14
ERL HIRPRER L, AR “H HAE” JE2X (March 21, 2017), Wrl>REC “H H4E” B (21
March, 2017 ).

(2) FRIE, 755515 oA P B FRIE — A0 He 82 1F =X, AT LA A Dear Mr. 5% Dear Ms. J¥- 3k, J& i@ in
P E N s 2. DS B, 25 A FRIEHS 2 7] LS Dear Mr. Johnson 5% Dear Mr. Robbie
Johnson, PRSI BIAR AT 5 — M fii 2S5, WrlLIEHIE 5.

(3) {HPRIESC. TEfR PRRIIESCH 7, HAETR MR E RN A AR R T A 8B, E RS
BN B B

(4) [FREMGE. BT RISERMAXTER, FrRMERE0Ew R IER, %4 7] LIESE(d H Sincerely
yours, Yours respectfully %55 .

(5) &4, FEFRAGEN T FE ESHEANAT . WERBESATENE, MATHEEWHT
HARRZ MBS, MREATE “REFER L5504 e w55 5 5 h iy S0

© 1EEEY
KSR BB AT P AL
- BAIERG RN AT E RS AL, X A7 R B2
- BISIERINIES TR EALS. DU, 7638054 R (0 25 B AT LA . We would be

privileged to know that you have an interest in working with us and helping us propel our

business forward. % We would be privileged to... Z5 4l j& e iR+ LA & ) A=,

| Task 2
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B LEAEAR A N N B HE SR A . — ok, el TS RUT =R . BRI
FEEUA B BEAT 5047 -

1. fETaER

A TT K DRI EEA A R R A T o X 815 AR B I SRR AR, ARi . Bidnss . k%)
JErp, HATEXAE BRI NR, JEH A CRIEFHTEE, SRR AR TR

fan, AR AT IR 0 R g AT LIRSS N . RO T 3G FE L L 3R DU EISAE 2005—2014 4F
()Xo e A ARG L, BB B 10443650, AL, 25 A A] DI REREIA -

The graph shows the export value, measured in billion U.S. dollars, of four industrialized countries

to China between 2005 and 2014.

EEX M H AR T, frdk, Bdibnss . Bz EPhrER, Sl X M4 aessr
ZIW H R EINEA

2. T RS 1 A S I F) S AR e

AR TEROERZ G, %A M R e i SRR SOE S fan, B3R A
X E A DU LE B THES (EIRIREEARE ), 5 A ] LA -

Opverall, it is clear that exports to China from the four countries had all grown in the decade, but at

varying rates.

TE RN T 2R LB, T AR A PR SRt o A8 A 3

3. AR B EAME S

xtE BB S S RE, BN TA KR PR RS b T AR S, B
PR BT 2, HERERE IR B — AR B S A BURIT o — 4, SRS X R B A T Rk, FXS
ARV B R AT HEA

I, BRI EE AR, FHRE R A 5 F o fihn, s g aT IR i, R SE A
e L X e P A ) RO AR R i [ Ak [ -2, DRI AT URE DU R R B 7 A, 56
fo—d, . %A, BHHI—BokiE.

Xof 56 [ RV L A B R T R

The U.S. had been the largest exporter to China among the four countries through the decade,
registering over 200% growth from about $40 billion in 2005 to $125 billion in 2014. Export from
Germany grew at a similar rate, from $25 billion to about $80 billion.

FEM IR | LM EXHAR DR OUR, AL S SR — A BT R E, f8 A BRI R 225, B
AL A -

In comparison, exports from France and Britain had been significantly lower in quantity and grew

92 |ERAZREEHETSES ]

| S |




——

rather slowly in the period. While export from France increased steadily from about $8 billion to $20
billion over the decade, export from Britain remained more or less at the same level for most time of the

period and only picked up momentum in 2014.
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As our company currently faces unprecedented competitive pressure in the domestic market, it is
time to explore the overseas market. This proposal makes an analysis and provides some suggestions for

setting up a new branch in the United States.

2. BEGEMERSY, E—NIEGH PR ER

MR TRENT FMBEMNZIE, HA0 S 3—4 B R AISTEAEUE H /U s 20K 5—, i
WAHTBUR, AR S HT R E W R R L B, MR, WAUR B AT IR T L T
M EIRIIRIN s SR, SRS, R AT B B AR, S50, 4R A RS ik

T, MR H KR — (a brief description of the U.S. market ), {24047 3¢E T A4 HY
ARG SIS BAL I W o R a4 R 2k -

Research on overseas market shows that the U.S. market is in favorable conditions. In 2015, sales
of products such as laptops and chipsets, which are major products of our company, reached 2 billion
dollars, which represented a 10% rise as compared with the previous year. Products similar to our major
products are expecting to see a continuing strong performance in the market in the forseeable period. If
the company decides to enter the U.S. market now, the sales of our products are expected to enjoy a high-

level growth.

Hrf, the US. market is in favorable conditions Wi T £ E T HIEH, If the company decides
to enter the U.S. market now, the sales of our products are expected to enjoy a high-level growth JlIji5iH]
T SEE T R SR B3 Bl RSN o TE RO T LASEREFlik BB, () -t A T 377
=k

Hyk, B2 HZKR . (reasons for setting up a new branch abroad ), R AN F] AR
Wo filhn, g REDAFMAFMAMENE, SKETSAER, FSWE, WES s,
R H 20K, TEINE R DPIA A .

Apart from the favorable market conditions, there are two more reasons for choosing the United
States as the location for our new branch: innovative technology and international business environment.
The U.S. is a recognized leader in research and development, with cutting-edge technologies of our sector.
Becoming a member of this business community can greatly enhance our company’s competitiveness
in generating new technological knowledge and turning it into new products. In addition, the relatively
transparent regulatory system of the U.S. makes it easier for international business. Setting up a new
branch in one of the enterprise zones can also enjoy preferential incentives, such as reduced taxes and

financial benefits.
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e Ja, W& H Z K = A1 ( problems your company might encounter; possible solutions to
these problems ), FJLLZSG i A4 T1E A% A B 4R 9 O T 36 H By 35 5, 38 R il sh o3
O3 FH 22 38 B A TR LA K AH R R BRIk Biltn, il T Se T R A R RBUR, AMIRE 23w
NGB UE R BE RN — R B AN R 2 M 071k, Hednadad s A I BRAEIE, 3 s R,
SAEG) 2 I R AN B 22 AR SE I T S A iR B 45 o 25 2R W] DU FE R A «

However, the U.S. is well known for its stringent immigration policies, and difficulties in obtaining
business visas could be a potential barrier in dispatching our employees abroad. One way to address this
problem is to seek advice from visa agencies for visa eligibility and application procedures. Moreover,
recruiting local employees might be another option...

BORPTAL, oAb L9026 — T R, TR RO, MR E TR, B AE SR
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