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Chapter 23 Export Marketing

I. Objectives

*  To be fully aware of the necessity of export marketing and communications;

»  To grasp the main idea and the structure of the text;

" To master the usage of key special terms, words and phrases in this chapter;

" To conduct a series of listening, speaking, reading, writing and translating activities concerned with the theme of the
chapter.

I1. Introduction

Exporting is the process of providing the right product, in the right place, at the right time, at the right price,
in which there must be many variables. This chapter gives you some instructions on how to understand
the consumers and their needs.

HFVE L — i EE = & I R BOE S e ol = i LR . RN R —e A
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II1. Main points of the text

1. the definition of exporting
2. many variables in exporting
3. exproting to meet the needs of customers

IV. Background and terminology

=

customer satisfaction Jiji 2 i = &

2. physical distribution ) % iiiid, 7Y
Transportation and storage

3. end user B, RGO R B AN T

marketing channel %45 218

5. marketing mix =45

“The marketing mix” means factors that help a company or firm sell its products. Four elements are

=

normally distinguished: getting the right product to the market; selling the product at the right price;
ensuring that the promotion is right—that is, advertising and marketing for the product; and ensuring that
the product is distributed to the most convenient place for customers to buy it. “EH 4G EF8 AT
SRS S S R R R A DU R X TR CREE S M AT DUE R
MBI P s BRI T VA1 2 —— R 5 R A 7 AN 2 WO i A& B0 % BT 8
W K37
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6. manufacture an industry in which mechanical power and machinery are employed Hilit, Hli&Ml,

Jilnh
7. product presentation a formal product introduction IEZUF =44, 7= 5 @R
Product presentation:
Styling/design & packaging
Purposes
To bring products to a customer’s notice;
To give the product a “brand image”;
To identity the company that made the product.
8. publicity the act, process, or occupation of disseminating information to gain public interest FHA%, &
HeH
Publicity/communications
To find the best media and techniques
Advertising; trade fair, personal selling
Sales literature: leaflets, catalogues, price lists
Newspapers
Advertisements on TV
Radio
9. styling f£[5)Ff, &t
10. packaging the act, process, industry, art, or style of packing {U%&, fHHF k]
11. intermediary one that acts as an agent between persons or things WA EANBFHY) 2 18) 7890 A
GIPN
12. Maslow’s Hierarchy of needs
Our needs: eat, drink, sleep, healthy, fun, friends, esteem, achievement...
Physiological Needs:
such basic needs as food, clothing, shelter Foum &

Safety Needs S<if actualization
A need to be free of the fear of physical danger and
deprivation of the basic physiological needs;/ a need for

self-preservation (able to maintain their property and/or Esteemn job so
they can provide food and shelter tomorrow and the next day)
Socal
Social or Affiliation Needs
Since people are social beings, they have a need to belong and to
be accepted by various groups (strive for meaningful Safety
relations with others)
Phy=talogical
Esteem Needs
Want to be more than just a member of their group; the need

for esteem-both self-esteem and respect and recognition from others (producing feelings of self-confidence,
prestige, power, and control; begin to feel they are useful)

Self-Actualization Needs
The need to maximize one’s potential, whatever it may be. A musician must play music, a poet must write, a
2
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general must win battles, a professor must teach. The desire to become what one is capable of becoming,

What a man can be, he must be.

Different ways to achieve self-actualization: In one person, the desire to be an ideal mother; in another, it
may be expressed in managing an organization; in another it may be expressed athletically; in still another by
playing the piano. In combat, a soldier may put his life on the line and rush a machine-gun nest in attempt to
destroy, knowing full well that his chances for survival are low. He is not doing it for affiliation or
recognition, but rather for what he thinks is important. In this case, you may consider the soldier to have
self-actualized; to be maximizing the potential of what is important to him at that time.

The way self-actualization is expressed can change over the life cycle. For example, a self-actualized athlete
may eventually look for other areas in which to maximize potential as his or her physical attributes change
over time or as his or her horizons broaden.

V.Language Points

1. In your life time, whether or not you are conscious of it, you are or will be selling.
FEOR—Er, RIS A EIRE], URIEAE BB EA T .
(1) “whether (or not)”5| 7 —NiLIRTE AT, Bt
whether (or not) we like a particular piece of news, all we have to do is sit in front of the tube and 'let it
happen'.
ANE BT XA TR 23 BB ATT P RN 2 ARAE A LAY ke i 25
(2) “...you are or will be selling” & *...you are selling or you will be selling” [ %4 i JE 2.
be conscious of AliH, %LU
He was conscious that he must do all this.
(IEPSE AT e
She was not conscious of his presence in the room.

Ui AN A A A E X T L

2. Manufacturers sell the products they make and farmers, the produce they grow.
I o A AT DR R 7 s AR B AT R A R AR 7
(1) “(that) they make” ZEWEMA), B “products’;

(2) “and the farmer, the produce they grow” 7& “and the farmer (sells) the produce (that) they grow.”

MEIENX . AHJH “produce” 44 i, KEM, HEHLEM, A “K7~dh(farm produce,

especially fresh fruits and vegetables)”

3. Theaters sell entertainment, insurance companies sell financial protection against future loss,
and ideas urging action can be sold, too.
Rl AR R A 7 i ORI 2 ) SRS T AN (1 < DR, T 2R 2 e e AATERIBUAT B R 1t
LU
A)F A A G BB “against future loss” &AM “protection”; ILAE /3R TE “urging action(FUAE K
AT B &M ideas”

4. Exporting is the process of providing the right product, in the right place, at the right time, at
the right price.
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10.

11.

H 2 — PR IE Y b i 3@ 2 R DA 0 A e 1 1 il i el FE
frh “providing...price”%ij]%iﬁjfgi%’ HAEN 1] of HIETE. fE)ZEMEEY, A =1H50
MELE, EE A ORRE,

This is a good definition as anyone cannot agree on a single definition.

R MRAFIE S, I AZATAT NAR & RS HA e S A& <as” 5] 3 PRV
AT AR APREE A, SR T N e ) IX B RS A E I B S DL

(1) Al that glitters is not gold. NYGIIFIEHS & TH 4.

(2) Both answers are not right. FFIEPANZ ZZHBXT

Perhaps the main reason why people find exporting so difficult to define is because there are so
many variables in the marketing mix.

VR AT FRME T 52 SO 3= 2R DR RO s AL G, ARZ A AfE2—1 8
HA),  “why?5| SIS ETE A, BT “reason”; “because” | F I MRS LR TE N

Exporting is a word which encompasses all the business activities required to get your product
from the factory to the final consumer.

HY XA RV FERE T AR ol I B L) BB 3 e L R AT (R B LG 3

encompass: to constitute or include: 4%, fLFF:

a survey that encompassed a wide range of participants. 3% 1) 12 25 AW PEL
“required...consumer” &l £ RTE, HERECTE, Bifi“activites”,

Marketing seeks to maximize your profits and your customer satisfaction—by getting the
marketing mix right.

EAAT N IE SR A2 M) i foe KA RN il AL R B KA — Il R AL IE RS AL . )
“maximize” fE MYIEN ], R AT IR TR, BT ARIRE T P B kAe”s

maximize: To increase or make as great as possible: H Afb: AT (FK) B HAPREE:
maximize the profit/efficiency

customer satisfaction: )il 253 =t &

These variables include product, presentation, publicity, physical distribution, price and
channels.
LR 0 s AR R URIE . i A IRIE.

In commerce, distribution refers to the physical movement of commodities into the channels
of trade and industry. Physical distribution is how we transport and store the product from the seller to
the buyer. £ i MV 5 1T, “distribution” 2 Fi5 1 it 1) SE M 8l - HEA 54 2 RV S8 - S Vil 2 45
M B 81 W) S (R 85 o R v e A A K

The first-class product should be provided together with its function, its basic design and its
qualities, etc.

Pt — IR S NG P S IRE . FEAS BV ol R S A

“be provided with” EA “Befeft; HhcE, Hiltn.

They are ill provided with food. AT B AhA AL

The design elements affect how a product looks rather than how it works.
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12.

13.

14.

15.

B E R A AN, A2 E R TR
“rather than”%f@iﬁj ’ ;H;}El“gij}}i?}‘)\/lﬂ ’ E‘Z% iﬁj iﬁj éﬂ ’ gi ngﬁlﬁj (iﬁjéﬂ_) ’ E‘Z;H;H—' ’ ﬂX%??ﬁﬁﬁE/‘J
45K, “rather than” [ WS 2R HISPAT ISk o B 4n -
These shoes are comfortable rather than pretty.
KA, HZ R
He depends on you rather than on me.
i AEEDR, AR
They considered it practicable to remain where they were rather than to push on across the river.
AT I N SR AN P AT B S B, AN AT 2L
He was engaged in studying rather than reading the newspaper.
AAEDT TR AR AN AR AR
That is, being oriented to the needs of customers rather than the needs of products. W5/ Ui, L4

BT R, AR i K

Publicity is to stimulate demand through a variety of techniques, including advertising, trade
fair, personal selling and so on.

EAEEML SRR, BT e D AESSE, REGTK.

Stimulate: To rouse to activity or heightened action, as by spurring or goading; excite.

stimulate sb. to further efforts (=stimulate sb. to make greater efforts)

P E YN PNE PN

Alcohol stimulates the action of the heart. BRI O TGS -

Exercise stimulates the flow of blood. /i 3t LN

We have to take into account where we sell it, who we sell it to, and our competitors’ prices. .
LI R AT R 7= i, K= S B 4, I 255 L& SE S8 (M A

“take...into account” ...... FpEE X, fAld<“where we sell it, who we sell it to, and our
competitors’ prices” HAE “take” M5Eil, where Fl who 5FHI MG ETE NG, A FEE M
RN 54 WHHA “our competitors’ prices™ V4T
to take account of sth. /to take ...into account % £; Jii &
In judging the progress he has made in his studies, we must take account of the fact that he has been
working under great difficulties for several months.
FEVEA AR 27 > AR A R BED (K, AT 20075 & IX AN g5, BIBESE LA Al — ELAEAR A
MERITR DL T AR
We must take local condition into account.

FA L2558 H M 2

Channels mean the intermediaries through which we reach the end-user.
DRIRIE A4 A 5 3 2 S 1A B e R e s i R ™ i o
intermediary: One that acts as an agent between persons or things; a means.

B AENBFHYZ L HAMN; —FTE

Exporting means being concerned with people and their needs.

H R SN L SARATT R 7 2K

to be concerned with 237 3|, Kyi, HH.L

1. His work is concerned with the preparation of documents for exports.
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1) AR 2l 20 A 1 R Sk .

2. 'The firm’s financial status is concerned with the interests of its stockholders.
TXAN 2w B BRI 28 21 AR 1R 38

3. He didn’t seem in the least to be concerned with what she was saying,

XTI YRS, ARELP— R A

16. That is, being oriented to the needs of customers rather than the needs of products.
BAEDL,  ZEEXE S MR, MOAZET X il 1 K
to be oriented to &V ...
1. Our products must be oriented to the needs of the market.
FRATTERT 7 ity A2 N T 3 (1 785 22
2. The first days of school are meant for the freshmen to be oriented to campus life.

AR S JUOR L () 2 3 AR el A 3

17. But once a basic need has been covered customers become more choosy.
(B HAEASH RGN AL 25, T 98 A Skl .
cover: satisfy; meet i A
choosy: very careful in choosing; highly selective i {HIEFEN); FEH PEFTIH

18. A satisfied customer is one who is pleased with what he has bought.
TRt BT % ) 2R DU ) v X R 2 A MY A IR )
to be pleased with X ... X J8& 213 &
1. We are very pleased with her decision.
FRATTRT P R AR
2. Tam very much pleased with what he has done.

A BT AR AR

19. It is important to know what he needs and what will please him, and when and how his needs
are changing, because we must be ready to change our product in the same way. 2 [ E % |
FEH A TR, T2 DR 9, LR O >R i AT A7 U A 224k, Dy 3K
ATTALA 20U Z A A6 AH Y 1 SR AT T 87 il o

AR i SR FE, A UHTE “to know ... changing” A& FLIEM 31, because 4l
IR PPRTE Ao dBE I ATRRTSE Ir]) 3] 515 K =S PAT B A)“what he needs and what will
please him, and when and how his needs are changing” H{E “know” M5,

be ready to do something Tl BPREHfigdE =f

1. The two sides are ready to start their negotiations.
XTHESTTAR YA T

2. Heis ready to do anything on earth to better his fortunes.

Al e 2 R — DI ok A (1 iz
VI. Summary of the lesson

Exporting is the process of providing the right product, in the right place, at the right time, at the right
price. There are many variables in exporting, We can alter them in order to achieve the best marketing. These
6
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variables include product, presentation, publicity, physical distribution, price and channels. Exporting means

being concerned with people and their needs. That is, being oriented to the needs of customers rather than
the needs of products. It is important to know what the customer needs and what will please him, and when

and how his needs are changing, because we must be ready to change our product in the same way.

VII. Comprehension questions

How do you define the word “exporting”?

Do you agree that everybody is or will be selling? Why?
What is the purpose of marketing?

There are many variables in exporting, What do they include?
What is the purpose of publicity?

S i e

What are the main variables in the marketing mix?



