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ObJeclives

A, Torunderstand the importance for an
exporter to, know preduct life cycle

8. To know the ways and purposes of
product adaptation and presentation

c. To define packaging and labeling as
well as [llustrate thelr functions In
business

D. To grasp the main idea and the
structure of the text
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ObJeclives

E. o master the usage of key special
terms, words and 'phrases in this
chapter

F. To conduct a series of listening,
speaking, reading, writing and
translating activities concermed with
the theme of the chapter
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Introduction

The product life ecycle describes, the
Stages a new product idea'gees throeugh
from beginning to end and shows the
sales of a product over time, wWhich IS
useful to decide what marketing needs to
be carried out for the product at different
stages. Therefore, athorough
understanding ofi product life.cycle s
doubly Important to anexpoiter.
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Introduction
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VI2IREROINLS of the text

1. the Importance offdeciding on a

product strategy

2. the distinction between products and

product lines

3. four stages of allf productsiin a given

market




5. growth stage

6. maturity stage

/. decline stage
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Background &
terminoliegy.




Backgrounad and terminology.

Product Life Cycle

he stages through which a product
passes from development to being
withdrawn from the market, which
was developed by Raymond Vernon,
a professor at Harvard University, In
1966
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Backgliound and terminology

sample

, |aportion, piece, or segment that
ﬂ IS representative of a whole
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Backgliound and terminology

manufacturer

a person, an enterprise, or an
@ entity that manufactures
semething
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Backgliound and terminology

profitability

i the nature of being proefitable
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Backgliound and terminology

category

, (aspecifically defined division in a
2 system of classification; a class
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Backgliound and terminology

launch vt

, to Introduce to the public or te a
ﬂ market
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Backgliound and terminology
Test Marketing (G45)

It Is'a business practice in which a new
product Is sold te or tested by a limited
<=% 'group of consumers

In order to observe their reaction to It.
Tlest marketing Is part of the research and
development phase of a new product.
Many products that are test marketed are
never released to the general market
because of peor Survey responses o
fallure to meet sales targets In the test
area.




Backgliound and terminology
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Backgliound and terminology

competitor

one that competes with another,
:ﬁ as In sports or business; a rival
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Backgliound and terminology

Pilet Model

a test model of something, for
. example, a proposed

9\ manufacturing

process, to discover and solve
problems before full
implementation
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Backgliound and terminology

Target Customer,

somebody expected to buy
product: a customer ofi a type
9\ considered likely to buy a
particular proeduct
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Backgliound and terminology

matuirity
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Backgliound and terminology
Product Mix r=ah &

range of products sold by a firm. For example, a
. | supermarket sells food, but it may also sell

O | clothes, electrical eguipment, beauty products,
and stationery; an electric appliance
manufacturer may sell washing machines,
dishwashers, refrigerators, televisions, and
videos. A firm may expand its preduct mix by
offering different preducts for sale; fior example,
a clothes shop may add underwear toe) its range.
It may extend existing ranges; fer example, a
car manufacturer may: bringe out a special
edition of an existing car medel. It may change
existing products;
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Backgliound and terminology

fior example, alaundry detergent manufacturer may add more
blue flakes te an existing brand and declare it to'be new and
Improved, or a feod company may repackage a product.
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Backgliound and terminology

Haler proeduct mix

Product lime 1:Haler fridge

Product line 2:Haler color TV Set

=2 | Product line 3:Haier washing machine
Product line 4:Haier ice-hox

Product line 5:Harer micro-oven
Product line 6: Haler dish-washer
Product line 7:Haler gas cooker
Product line 8:Hailer ailr-conditioner
Product line 9:Haler VCID




Backgliound and terminology

Product line 10:Haier DV/D

Product line 11:Haler mp3

Product line 12:Haler vacuum cleaner
Product line 13:Haler water heater
Product line 14:Haler medicine

Product line 15:Haler desk-top computer
Product line 16: Haler notepad

Product line 17:Haler moiile

Product line 18: Harer furniture




Backgliound and terminology

Leneve product mix

_LIne 1:Netepad

_ine 2:Digital camera:

= | Line 3:U-disc

LIne 4: mouse

_Ine 5: electronic dictionary.
_Ine 6: mohile

_Ine 7: desk-top computer
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Backgliound and terminology

four stages of product life cycle
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Backgliound and terminology
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Backgliound and terminology
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Canguaee polints

lffa company: wants ter bulld aleng-term
position In expoit markets, it should

decide on a product strategy.
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Canguage polnts

1.Don’t idle away your time any more, and
youi should decide on what to do next as
Seon as possible.
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2. [Biz Eng] Under the current situation, we
must decide on the sales promoetion plan
and face the music ourselves.
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Backgliound and terminology

It must decide whether or not it must modify
its present products or bring out new enes,
and It must try'te get a good'idea of how. often
it will have to change Its products.
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modify: to change in form or character; alter 225 . &/
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The equipment may be modified to produce VCD sets.ixX
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Canguage polnts
PIrNG Ut

| to produce or publish 4 7=, #li&

to Induce to speak freely; draw out

B, 515 H B S

to nurture and develop (a quality,
for example) to best advantiage
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Canguage polnts

1.[Biz Eng] In order to win more customers’
favoer and get greater market share, we will
have to bring oul a new' type off machines on
the basis of the |mprovement ofi our current
ones. A I i 52 25 i im bk, ZREVBE R I
ﬁﬁ,&MM MAE Bt e bl st E, A=pe
T I HILAT o

2. Alice Is very shy, sorwe should try te brine

her out. 22202, BIEERAT =002 B di
D o
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fangluage points

3. [Biz Eng]| The job applicant was so choked
with excitement at the acceptance notification
that he could hardly biine eut a geodbye.
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4, You bring out the best inme.
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Canguaee polints

...... . Where a product is in its life cycle
on the domestic market may vary a great
deali from its pessible position In export

markets.
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vary from: differ firem

XA e NEmElF . AElwhere a

product Is In Its life cycle on the domestic
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Canguage polnts
A product, wWhich Isi new: at home, may. be out-
of-date in a foreign market. Conversely, a

familiar product at home may' seem: strange
and new in an export market.

i EE N N R e =i i s P B P i e M e LT 0 = R
Vo S, — R AL s E S AT ARl AR
KRB FEAE SO 75 o

out-of-date: out of style or use; outmoded
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an out-of-date dictionary:
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conversely: on the contrary
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fangluage points

The timing of product life cycles may differ
considerably from one export market to
another.
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| tming; H{EIIFEFE: S ) s R
the timing of a play.
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The timing ofi our statement IS Venry.
opportune.
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Canguage polnts

catch on

to become popular
A AT

to understand; perceive
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Canguage polnts

1.Skateboarding caugnion quickly.
AU SR RBLAAT R

2. [Biz Eng] They think that it will take a
few years for this product to really catch

on. 1'1@1!]mﬁﬁfﬁFnn%ELL%%#;@EJ{mEH
=4 (1] s8]

3.It was a long time before the pollce calgiat
on to what he was really doing. & 7 7 Kt

8], EEA 3 HARSE RS LZ A M A -

AL M54 % i54







Canguage polnts

1L.If yeur guetations are suitable, we
shall be able to place orders with you.

YNSRI s, B PRERIR VDT o

2. This order Is placed with the seller
subject to Import license.
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fangluage points

1.[Biz Eng] Stoeck prices have fallen

offi, PR 171‘1‘%*TE9€T

2.|Biz Eng] The number of staff
meetings fell ofi after a fiew moentns.

TN WEBEE LSRR T

3.[Biz Eng] British export trade felll off
rapldly last year.
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Canguidge points

sell off v.

to get rid ofi by selling,, often at

reduced prices
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Canguaee polints

1.[Biz Eng] The rest ofi the goods will be
seld off at greatly reduced: prices.
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2.|Biz Eng| We have a residue stock of
1,200 dozen of the preducts which we
are selling ofi at $20 per dezen.
fx:lﬂﬁﬁnnﬂﬁlzooﬂ RIERI R e, Bliln A
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fangluage points

Almost all products eventually’ pass
through four stages in a given market in
terms of sales and profitability.

&
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2\ given: specified; fixed: f5ER; AHER:

We will meet at a given time and

location. FATIWAESS 7&K TRl AN = LT
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fangluage points

try out

to test or use experimentally
BAT IR

o

to undergo a competitive gualifying
test, as fior a jol or athletic team..
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fangluage points

1.to try. out thelr new products.
AL ol e i R A OV IR B HE 25 2%
AR AT THI 5 o

2.Joan tried out for the school
basketball team.
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fangluage points

mop up

to complete a piece of work or
fimish dealing with semething or

== someone 2Rk, it

to clear (an area) ol remaining
enemy troeps alter a Victony
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Canguaee polints

1.[Biz Eng] The general manager has
Just got a couple of jobs to Mo up
before he goes on holiday.
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2.The People’s Liberation Army moeppred
Up Isolated pockets ofi resistance in the
pattlefield.
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fangluage points

level off

to move toward stability or
consistency.

to stop climbing or falling), and
continue at a fixed helght
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Canguage polnts

1.[Biz Eng] Prices leveled off.
s HE T e e

2.|Biz Eng| We had fantastic sales for a
few months, and then they |leveled ofi.
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3.After climbing steeply through
woodland, the path |eveled o
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Canguage polnts

set in V.

to begin te happen or be apparent

.
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fangluage points

1.Evening was setting in as | took the
road ever Mountain Tep.

= PATHET DT 5 e A P o

2.|Biz Eng] A period of further
economic decline set in during the
1930s.
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fangluage points

Deciding what s

tage a product has reached in

its life cycle can be more difficult when the
sales figures are still rising.

1’!5’7?13’]:

B4R EDeciding what stage a
product has reached in its life cycle
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SUmMImEany,

4t a company wanits te bulld along-term
position In expornt markets, it should decide on
a product strategy. It Is important te know the
distinction between products and product
lines. Almost all products eventually pass
through four stages in a given market in terms
of sales and profitability. TThese four stages
are: introduction stage, growth stage, maturity
stage, and decline stage.




SUmimany.

The first stage! is| Intreductien, Which means
the product is launched or enters the market
and sales rise slowly. The second stage Is
growth, which means the preduct Is becoming
accepted and penetrating the market. The third
stage Is maturity, which means sales groewth
starts to slow down. The last stage Is decline,
which means there Is a decline in demand for
the product.
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Comprehension guestions

1!

What shiould a company do I 1t wants to
builld a long-term position in expoert markets?

What is product life cycle?

How many stages are there in the product
ife cycle? What are they?

s there a distinction between preducts and
oroduct lines? What s 12

Why Is it very Important el an experter to
have a thorough undesstanding of product
life cycle?
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