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Section１　　Background

市场调查（Market Research）

市场调查是一切市场营销活动的起点.在实施调查活动中,人们通过一定的科

学方法来收集、整理、分析市场信息,摸清市场发展变化的规律和趋势,为企业的决

策和战略制订提供可靠的数据和资料.

市场调查的主要方法有观察法、实验法、访谈法和问卷法.

1． 观察法

　　观察法是社会调查和市场调查研究中最基本、最直接的方法.它是由调查人员

根据调查研究的对象,通过直接观察对其进行考察并搜集资料.

　　2． 实验法

　　调查人员采用实验的方式,将调查对象置于特定条件之下,对其进行观察,以获

得相应数据资料.这种方法主要用于市场销售实验和消费者使用实验.

　　3． 访谈法

　　访谈法就是调查员按照访谈计划,对选中的被访者进行面对面的直接访问的方

法.访谈法可以分为结构式访谈、无结构式访谈和集体访谈.
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　　4． 问卷法

　　问卷法是调查员通过让被调查者填写事先设计好的调查问卷,从而获得所调查

对象的信息的一种方法.

Section２　　Warmingup

１．Discussthefollowingquestions．

☞ Haveyoueverbeenstoppedtofillintheformsoranswerthequestionsinthe

street?

☞Ifyes,howdidyoulikeit?

☞Ifnot,wouldyouliketodoit?

２．TrytolisttenwordsaboutmarketresearchineitherChineseorEnglish．
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Section３　　Reading

MarketResearch

　　① Now,moreandmorepeoplerealizethatitisextremelydifficulttodevelop
andprovideahighＧqualityproductorservicewithoutconductingatleastsomebasic

marketresearch．Regardlessofthereason,failingtodomarketresearchcanamount

toadeathsentenceforyourproduct．

　　② Marketresearchhasavarietyofpurposesanddatacollectionmethodsmight

beusedforeachpurpose．Theparticulardatacollectionmethodthatyouuseduring

yourmarketresearchdependsverymuchontheparticularinformationthatyouare

seekingtounderstand．

　　③ Usefuldatacollectionmethodsareassociatedwithmostoftheitemsinthe

followinglist．

　　④ •Identifyopportunitiestoservevariousgroupsofcustomers

　　⑤ Verifyandunderstandtheunmetneedsofacertaingroupofcustomers．What

dotheysaythatthey want? Whatdotheysaythattheyneed? You mightbe

interviewingcustomersandinvestors,readingthenewspaperandlisteningtowhat

clientssayandobservingwhattheydo．

　　⑥ • Examinethesizeofthemarket

　　⑦Inordertoidentifyvariousmarketsegmentsintheoverallmarketalongwith

eachoftheiruniquefeaturesandpreferences,youcanreadaboutdemographicand

societaltrendsinpublications．Youmightevenobserveeachgroupforawhileto

noticewhattheydo,wheretheygoandwhattheydiscuss．Inaddition,consider

interviewingsomemembersofeachgroup．

　　⑧ •Investigatethecompetition

　　⑨ Examinetheirproducts,services,marketingtechniques,pricing,location,

etc．Oneofthebestwaystounderstandyourcompetitorsistousetheirservices．Go

totheirlocation,lookaroundandlookatsomeoftheirliterature．NoticetheirADsin

newslettersandthenewspaper．Lookattheirwebsites．

　　⑩ • Clarifyyouruniquevalueproposition

　　 Yourpropositiondescribeswhyothersshoulduseyourorganization．AparＧ

ticularlyusefuldatacollectionmethodinthisareaistheuseoffocusgroups．Get



４　　　　

somegroupsofpotentialclientstogetherandtellthemaboutyourideas．Tellthem

howyourideasareunique．Tellthemhowyouwouldwantyourprogramtobeseen
(itspositioning)．Askthemwhattheythink．

　　 • Concludewhetheryouradvertisingandpromotionstrategiesareeffective

　　 Oneofthebestwaystomakethisconclusionistoevaluatetheresultsofthe

advertisingandpromotions．Thiscouldincludeuseofseveraldatacollectionmethods

amongyourclients,suchasobservingclients,interviewingthem,administrating

questionnaireswiththem,anddevelopingsomecasestudies．

　　Inthisway,youcanlearnagreatdealaboutcustomers,theirneedsandhow

tomeettheneeds．

extremely[ɪk̍striːmlɪ] adv． 极其地;非常

conduct[̍kɒndʌkt,Ｇdəkt] v． 进行;实施

regardless[rɪ̍dlɪs] adv． 不管

regardlessof 不管

fail[feɪl] v． 失败

research[rɪ̍sɜːtʃ] n．&v． 研究;调查

amount[ə̍maʊnt] v． 相当于;数量

amountto 相当于

sentence[̍sentəns] n．&v． 宣判;判决

purpose[̍pɜːpəs] n． 目的

data[̍deɪtə,̍dtə] n． 数据;data是datum的复数形式

particular[pə̍tɪkjʊlə(r)] adj． 特别的

seek[siːk] v． 寻求

associate[ə̍səʊʃɪeɪt] v． 联合;结合

verify[̍verɪfaɪ] v． 证实

unmet[ʌn̍met] adj． 为满足的

investor[ɪn̍vestər] n． 投资者

client[̍klaɪənt] n． 客户

identify[(a)ɪ̍dentɪfaɪ] v． 识别;确定

unique[juː̍niːk] adj． 独一无二的

feature[̍fiːtʃə(r)] n． 特点

preference[̍prefrəns] n． 偏好;倾向
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demographic[̩demə̍ræfɪk] adj． 人口统计学的

publication[̩pʌblɪ̍keɪʃn] n． 出版物

investigate[ɪn̍vestɪeɪt] v． 调查

competition[̩kɒmpɪ̍tɪʃn] n． 竞争

competitor[kəm̍petɪtə(r)] n． 竞争对手

newsletter[̍njuːzletər] n． 新闻通讯

clarify[̍klærɪfaɪ] v． 弄清楚;阐明

proposition[̩prɒpə̍zɪʃn] n． 主题

conclude[kən̍kluːd] v． 总结

evaluate[ɪ̍væljʊeɪt] v． 评估

advertising[̍ædvətaɪzɪ] n． 广告

promotion[prə̍məʊʃn] n． 促销;提升

questionnaire[̩kwestʃə̍neə(r)] n． 调查问卷;调查表

Task１　MMMMaaaattttcccchhhhtttthhhheeeettttwwwwooooccccoooolllluuuummmmnnnnssssbbbbeeeelllloooowwww．．．．

(　　)　　 １．advertising　　　　　　　　　A．总结

(　　) ２．interview B．实施

(　　) ３．promotion C．广告

(　　) ４．data D．调查问卷

(　　) ５．questionnaire E．投资者

(　　) ６．client F．研究

(　　) ７．research G．数据

(　　) ８．conclude H．客户

(　　) ９．investor I．访谈

(　　) １０．conduct J．促销

Task２　LLLLiiiisssstttteeeennnnttttooootttthhhheeeetttteeeeaaaacccchhhheeeerrrraaaannnnddddwwwwrrrriiiitttteeeeddddoooowwwwnnnnwwwwhhhhaaaattttyyyyoooouuuuhhhheeeeaaaarrrr．．．．

　 １． 　　　　　２． 　　　　　３．

４． ５． ６．
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７． ８． ９．

１０．

Task３　LLLLiiiisssstttteeeennnnttttooootttthhhheeeetttteeeeaaaacccchhhheeeerrrraaaannnnddddffffiiiilllllllliiiinnnntttthhhheeeebbbbllllaaaannnnkkkksssswwwwiiiitttthhhhtttthhhheeeemmmmiiiissssssssiiiinnnnggggwwwwoooorrrrddddssss．．．．

　　Tounderstandmoreaboutpotential　　１　　,managersor　　２　　usually
conductsomebasicmarket　　３　　．Socollecting　　４　　isveryimportantfor

thesebusinessmen．Also,theypaymuchattentionto　　５　　．Beforeaproduct

　　６　　is　　７　　,businessmentendtoaskthecustomerstofillinthe　　８　　

or　　９　　them．Then,theinformationobtainedwillbeanalyzedandevaluated

beforethe　　１０　　ismade．

Task４　CCCChhhhoooooooosssseeeetttthhhheeeebbbbeeeessssttttaaaannnnsssswwwweeeerrrrttttooooccccoooommmmpppplllleeeetttteeeeeeeeaaaacccchhhhoooofffftttthhhheeeeffffoooolllllllloooowwwwiiiinnnnggggsssseeeennnntttteeeennnncccceeeessss．．．．

(　　)１．AhighＧqualityproductorservicedependsmuchon according
toParagraph１．

A．money　　　　　　　　 B．goodservice

C．labor D．marketresearch
(　　)２．Whatplaysanimportantroleindatacollectionmethod?

A．Particularinformation．

B．AhighＧqualityproduct．

C．Theabilitytocommunicatewithdifferentpeople．

D．Computerconfiguration．
(　　)３．Allofthefollowingarewaystounderstandtheneedsofcustomersexcept

for ．

A．readingthenewspaper B．watchingwhatcustomersdo

C．interviewingreporters D．listeningtowhatcustomerssay
(　　)４．Whatmaybeusedforthepurposesofmarketresearchaccordingtothe

passage?

A．Information． B．Allkindsofdatacollectionmethods．

C．Data． D．Understanding．
(　　)５．Fromthepassage,youknowthatoneofthebestwaystounderstandyour

rivalsisto ．

A．experiencetheirservices B．comparetheirprices
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C．knowtheirlocation D．learntheirmarketingtechniques
(　　)６．Whydoyouneedtogetsomegroupsofpotentialclientstogether?

A．Tointroduceyournewproducttothem．

B．Tobuildupsocialnetworkwiththem．

C．Togettheiropinions．

D．Togettheirfinancialaid．
(　　)７．Youshouldnotjumptoconclusions．Youdbetter first．

A．investigate B．invest

C．vest D．integrate
(　　)８．WHO(WorldHealthOrganization)callsforacomprehensivebanontobacＧ

coadvertising, andsponsorship．

A．motion B．promotion

C．attempt D．attention
(　　)９．Theysaidthemarketsituationwasdifficult ．

A．evaluating B．evaluate

C．tobeevaluated D．toevaluate
(　　)１０．Myyoungerbrotherhasa forequities．

A．prefer B．preference

C．preferable D．preface

Task５　CCCCoooommmmpppplllleeeetttteeeetttthhhheeeeaaaannnnsssswwwweeeerrrrssssaaaaccccccccoooorrrrddddiiiinnnnggggttttooootttthhhheeeetttteeeexxxxtttt．．．．

１．Ismarketresearchimportantforproductsorservices?

　

２．Whatisthepassagemainlytalkingabout?

　

３．Howmanymethodsformarketresearchwerementionedinthepassage?
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Task６　TTTTrrrraaaannnnssssllllaaaatttteeeetttthhhheeeeffffoooolllllllloooowwwwiiiinnnnggggsssseeeennnntttteeeennnncccceeeessssiiiinnnnttttooooCCCChhhhiiiinnnneeeesssseeee．．．．

　　 Theparticulardatacollection methodthatyouuseduringyour market

researchdependsverymuchontheparticularinformationthatyouareseekingto
understand．
　　 　
　　 　

　　 Now,moreandmorepeoplerealizethatitisextremelydifficulttodevelop

andprovideahighＧqualityproductorservicewithoutconductingatleastsomebasic
marketresearch．
　　 　
　　 　

　　 Inordertoidentifyvariousmarketsegmentsintheoverallmarketalongwith

eachoftheiruniquefeaturesandpreferences,youcanreadaboutdemographicand
societaltrendsinpublications．
　　 　
　　 　

Task７　TTTTrrrraaaannnnssssllllaaaatttteeeetttthhhheeeeffffoooolllllllloooowwwwiiiinnnnggggsssseeeennnntttteeeennnncccceeeessssaaaaccccccccoooorrrrddddiiiinnnnggggttttooootttthhhheeeemmmmooooddddeeeellllooooffffsssseeeennnntttteeeennnncccceeee
ssssttttrrrruuuuccccttttuuuurrrreeee．．．．

Itisadj．＋todosth．　某人做某事怎样

Model:

ItisextremelydifficulttodevelopandprovideahighＧqualityproduct
orservice．发展和提供高质量的产品和服务是十分困难的.

１．学习英语非常重要.

　

２．了解顾客的需求很有必要.

　

３．搜集数据对市场调查很有用.
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Task８　DDDDiiiissssccccuuuusssssssstttthhhheeeettttooooppppiiiiccccaaaabbbboooouuuutttteeeexxxxpppplllloooorrrreeeetttthhhheeeemmmmaaaarrrrkkkkeeeettttffffoooorrrraaaaccccoooommmmppppaaaannnnyyyyyyyyoooouuuukkkknnnnoooowwww
wwwwiiiitttthhhhtttthhhheeeewwwwoooorrrrddddssssggggiiiivvvveeeennnnbbbbeeeelllloooowwww．．．．

nouns

item promotion questionnaire

product service marketsegment

marketresearch purpose datacollection

customer investor client

competitor trends ADs

proposition website location

verbs

conclude clarify consider

evaluate interview identify

observe examine meettheneeds

Section４　　CaseStudy

Questions:

１．DoyoulikeMcDonalds? Whyorwhynot?

２．HowoftendoyouvisitMcDonalds?

３．WhydoyouvisitMcDonalds?

MarketResearchatMcDonalds

　　Marketinginvolvesidentifyingcustomerneedsandrequirementsandmeeting

theseneedsinabetterwaythancompetitors．Inthiswayacompanycreatesloyal

customers．



１０　　　

　　Therearealimitednumberofcustomersinthemarket．TobuildlongＧterm

business,itisessentialtoretainpeopleoncetheyhavebecomecustomers．Customers

arenotallthesame．Marketresearchidentifiesdifferenttypesofcustomers．For

example:

Aparentwithtwochildren visitsMcDonaldstogivethechildrenatreat．

Children
wanttovisitMcDonaldsasitisafunplaceto

eat．

Abusinesscustomer

visitsMcDonaldsduringthedayastheserviceis

quick,thefoodtastesgreatandcanbeeatenin

thecarwithoutaffectingabusyworkschedule．

Teenagers
areattracted bythe Saver Menu whichis

affordable,andtheInternetaccess．

　　TheseexamplesrepresentjustafewofMcDonaldspossiblecustomerprofiles．

EachhasdifferentreasonsforcomingtoMcDonalds．Usingthistypeofinformation

McDonaldscantailorcommunicationtotheneedsofspecificgroups．Itistheirneeds

thatdeterminethetypeofproductsandservicesoffered,pricescharged,promotions

createdandwhererestaurantsarelocated．

　　Inordertocreateamarketingstrategythatwillenabletheneedsofthekey
markettobemet,thestrengthsandweaknessesoftheorganizationmustfirstbe

identifiedandanalyzed．

　　Theanalysiswillexaminethefollowingpartsofthecompanysbusiness:

　　Thecompanysproductsandhowappropriatetheyareforthefuture．

　　Thequalityofemployeesandhowwelltrainedtheyaretoofferthebestservice

tocustomers．

　　Thesystemsandhowwelltheyfunctioninprovidingcustomersatisfaction,such

asmarketingdatabases,restaurantsystemsandthefinancialresourceswhichis

availableformarketing．

　　Oncethestrengthsandweaknessesaredetermined,theyarecombinedwiththe

opportunitiesandthreatsinthemarketplace．ThisisknownasSWOTanalysis—

strengths,weaknesses,opportunities,threats．Thebusinesscanthendetermine

whatitneedstodoinordertoincreaseitschancesofmarketingsuccessfully．
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identify[(a)ɪ̍dentɪfaɪ] v． 识别

requirement[rɪ̍kwaɪəmənt] n． 要求

loyal[̍lɔɪəl] adj． 忠诚的

limited[̍lɪmɪtɪd] adj． 有限的

essential[ɪ̍senʃəl] adj． 必要的;基本的

retain[rɪ̍teɪn] v． 保留;维持

treat[triːt] n．&v． 款待;请客

affect[ə̍fekt] v． 影响;损害;感染

schedule[̍ʃedjuːl] n． 时间表

affordable[ə̍fɔːdəbl] adj． 负担得起的

access[̍ækses] n． 进入;通路

represent[̩reprɪ̍zent] v． 代表

profile[̍prəʊfaɪl] n． 简况;概貌

tailor[̍teɪlə(r)] v． 裁剪;使适合

specific[spɪ̍sɪfɪk] adj． 明确的;具体的

charge[tʃdʒ] v． 收费

strength[stre,strek] n． 长处;优势

weakness[̍wiːknɪs] n． 弱点;劣势

analyze[̍ænəlaɪz] v． 分析

analysis[ə̍nælɪsɪs] n． 分析

appropriate[ə̍prəʊprɪət] adj． 恰当的

combine[kəm̍baɪn] v． 结合;联合

threat[ret] n． 威胁

Task１　CCCChhhhoooooooosssseeeetttthhhheeeebbbbeeeessssttttaaaannnnsssswwwweeeerrrraaaaccccccccoooorrrrddddiiiinnnnggggttttooootttthhhheeeetttteeeexxxxtttt．．．．

(　　)１．Howmanytypesofcustomersarementionedinthepassage?

A．２．　　　　B．３．　　　　C．４．　　　　D．５．
(　　)２．WhydoesabusinesscustomervisitMcDonalds?

A．Theserviceisquickandthefoodtastesgreat．

B．Thefoodpriceislow．
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C．Togivethechildrenatreat．
D．BecauseMcDonaldsisafunplacetoeat．

(　　)３．Whatdoes“tailor”meaninthepassage?

A．Apersonwhoseoccupationismakingandalteringgarments．
B．Makeitsuitableforaparticularpersonorpurpose．
C．Needlecraft． D．Createwithcloth．

(　　)４．Somepartsofthecompanysbusinessmustfirstbeidentifiedandanalyzed
except ．
A．productivity B．employees
C．systems D．financialresources

(　　)５．Fromthepassage,wecanlearnthat playimportantrolein
marketingstrategy．
A．strengths B．opportunities
C．money D．analyzeandmeetcustomerneeds

Task２　MMMMaaaattttcccchhhhtttthhhheeeettttwwwwooooccccoooolllluuuummmmnnnnssssbbbbeeeelllloooowwww．．．．

(　　)　 １．requirement　　　A．aflaworweakpoint
(　　) ２．satisfaction B．holdwithin
(　　) ３．threat C．thecontentment,stateofbeinggratified
(　　) ４．analysis D．havethefinancialmeansforsomething
(　　) ５．weakness E．asourceofdanger
(　　) ６．strength F．need
(　　) ７．tailor G．investigationandstudy
(　　) ８．affordable H．unwaveringindevotiontosomebodyorvow
(　　) ９．retain I．makefitforaspecificpurpose
(　　) １０．loyal J．astrongpoint

Task３　FFFFiiiilllllllliiiinnnntttthhhheeeebbbbllllaaaannnnkkkksssswwwwiiiitttthhhhtttthhhheeeewwwwoooorrrrddddssssggggiiiivvvveeeennnnbbbbeeeelllloooowwww．．．．CCCChhhhaaaannnnggggeeeetttthhhheeeeffffoooorrrrmmmmiiiiffffnnnneeeecccceeeessssＧＧＧＧ
ssssaaaarrrryyyy．．．．

１．Herpoorspeechcouldnot (retain)theinterestoftheaudience．

２．Thetailor (tailor)auniformforheryesterday．

３．Coldweatherinwinter (affect)thecropsandanimals．
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４．Onceshetookthevow,her (loyal)neverwavered．
５．Wehaventhadtimeto (analysis)thedatayoucollected．
６．Hermotherwastoo (weakness)towalkaround．
７．EventhoughTomjustgraduatedlastJuly,hecan (affordable)to

buyasmallhouse．
８．Weighttrainingiscrucial,butneversomuchasto (threat)injury．
９．Howmuchmoneydoesyourbrother (requirement)?

１０．Hesaidhehadnevergota (satisfaction)answerfromyou．

Task４　FFFFiiiilllllllliiiinnnntttthhhheeeebbbbllllaaaannnnkkkksssswwwwiiiitttthhhhtttthhhheeeepppphhhhrrrraaaasssseeeessssggggiiiivvvveeeennnnbbbbeeeelllloooowwww．．．．CCCChhhhaaaannnnggggeeeetttthhhheeeeffffoooorrrrmmmmiiiiffff
nnnneeeecccceeeessssssssaaaarrrryyyy．．．．

Inthisway　　　　　anumberof　　　　　longterm

Inorderto becombinedwith beknownas

１．Thetechnicalcollegehastrained youngtechniciansformanyfactories
inthiscity．

２．Shesaidthatthetreatmentneededto physiotherapy,oritwouldbe
useless．

３． catchthefirsttraintoBeijing,wehavetogotobedearliertonight．
４．Overthe ,suchmeasuresmayonlymakethepresentunderlyingsituaＧ

tiongetworseandworse．
５．Sally,pleasedontkeepgettingontothegirl ,itwillnotdoanygood．
６．Carl amanofgreatpowerforhecancarryalotofheavyboxesatthe

sametime．

Task５　TTTTrrrraaaannnnssssllllaaaatttteeeetttthhhheeeeffffoooolllllllloooowwwwiiiinnnnggggsssseeeennnntttteeeennnncccceeeessssiiiinnnnttttooooEEEEnnnngggglllliiiisssshhhh,,,,uuuussssiiiinnnnggggtttthhhheeeeggggiiiivvvveeeennnnwwwwoooorrrrddddssssoooorrrr
pppphhhhrrrraaaasssseeeessss．．．．

１．市场的消费者是固定的.(therebe,limited)

　

２．留住那些老顾客很重要.(loyalcustomers,essential)
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３．因为上菜很快,工人们都喜欢去那家餐厅用餐.(service)

　

４．优势和劣势都得加以分析.(beanalyzed)

　

５．我们学校的餐厅以便宜和味美而著称.(beknownas,affordable)

　

Section５　　PracticalWriting

Resume

Task１　FFFFiiiilllllllliiiinnnntttthhhheeeeffffoooolllllllloooowwwwiiiinnnnggggppppeeeerrrrssssoooonnnnaaaalllliiiinnnnffffoooorrrrmmmmaaaattttiiiioooonnnnffffoooorrrrmmmm．．．．

Firstname

Middlename

Lastname

Address

City

Province

Zip

EＧmail

Mobile

HomeNumber

Dateofbirth(mm/dd/yy)

Languagesspoken

Major
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Task２　RRRReeeeaaaaddddtttthhhheeeeffffoooolllllllloooowwwwiiiinnnnggggrrrreeeessssuuuummmmeeee．．．．

QinHao

１７０２,Building３,

１２７,South４thRingRoad,Beijing１０００８４

PhoneNo．:(０１０)６２７７７７７７

EＧmail:２４２９３８４１０３＠１６３．com

Objective

　　Toobtainachallengingpositionassoftwareengineerwithanemphasison

softwaredesignanddevelopment．

ElectronicsandComputer

　　CircuitPrincipalDataStructuresDigitalElectronics

　　ArtificialIntelligenceComputerLocalAreaNetwork

ComputerAbilities

　　Skilledinuseofthefollowingsoftware:MSFrontPage,HTML,java

script,C＋＋,Office２００７,RationalRequisitePro,Process,Pascal．

EnglishSkills

　　HaveagoodcommandofbothspokenandwrittenEnglish．CETＧ６(６１０),

TOEFL(１１０)．

ScholarshipsandAwards

　　SoftwareDesignAward(November２０１２);AcademicProgressAward(April

２００６)．

Qualifications

　　Generalbusinessknowledgerelatingtofinancialmanagement

　　HaveapassionfortheInternet

Education

　　 (２００９—２０１３)Dept．electronicengineering,GraduateSchoolofFudan

University,M．E．

　　(２００５—２００９)Dept．electronicengineering,FudanUniversity,B．E．



１６　　　

Task３　RRRReeeeaaaaddddtttthhhheeeeffffoooolllllllloooowwwwiiiinnnnggggrrrreeeessssuuuummmmeeeeaaaannnnddddccccoooommmmpppplllleeeetttteeeetttthhhheeeebbbbllllaaaannnnkkkkssss wwwwiiiitttthhhhtttthhhheeeeggggiiiivvvveeeennnn
iiiinnnnffffoooorrrrmmmmaaaattttiiiioooonnnn．．．．

Name:　　　　CarlKingⅡ

Address: 　　　　　　１　　　　　　

Phonenumber:(０１０)６２１８００００

EＧmail: ２４２９３８４１０３＠１６３．com

━ ━━ ━━ ━━ ━━ ━━ ━━ ━━ ━━ ━━ ━

Objective

　　Toobtainachallenging　　２　　(职位)assalesmanager

ProfessionalQualifications

　　AdynamicanddrivenSales Managerwithasolidreputationinclient

development,productpromotionandcreative　　３　　(销售策略)．ResultsＧ

orientedmanagerwithbroadanddiversifiedexperienceincorporatestrategy,

finance,advertisingandmarketing;consistentrecordofsuccessinmanagement

oftopＧpriorityobjectives．Verifiableachievement;exceededsalesgoalsby２０％

andreceivedamajorcitationforattainingtheorganizationshighestrevenueand

profitgainsin２００５．　　４　　(德语和日语流利)．ConversantinRussianand

Chinese．

　　５　　(工作经历)

• U．SEducationTechnology,Knoxville,TN

　　ReportingtotheCEO,directlyresponsibleforthesuccessof２０sales

specialistsin one ofthe nationsforemostfirmsin bringing the latest

technologiesintotheeducationalmarketplace,with 　 　 ６ 　 　(年销售额)

projectionof２million．

Nationalsalesmanager ２０１０—present

　　①Planned,developedandlaunchedanewnationalsalesdepartment,which

includedthecreationofmarketingplans,　　７　　(成本分析),marketingand

salesterritories,manualsandpresentationmaterials．

　　② Ledateamthatcanvassed３３statesinjust９０daysandgainedasolid

footholdinamarketpreviouslyclosedtoothercompetitors,surpassedsales

forecastsby２０％despitethefactthatthecompanywasunknownandpricingwas

abovethatofthecompetitor．



１７　　　

　　③ Targeteddecisionmakingexecutivesandcarefullydevelopedalevelof

credibilityandtrust,therebygrowing　　８　　(品牌忠诚度)．

•SouthlandParalegalInstitute,Knoxville,TN

　　Developedtheadmissionsservicesforthisparalegalinstitute．

DirectorofAdmissions ２００７—２０１０

　　①Buildpartnershipswithlocalfirmsthroughplacementofspeciallytrained

andcarefullyselectedinterns,bringingcredibilitytotheinstitute,itsprograms

anditsstudents．

　 　 ② Developedtheadmissionsdepartmentandinoneyear,increased

enrollmentfrom１００to３３３students．

Education

　 　 (２００４—２００７)Dept．Management,　 　 ９ 　 　 (研 究 生 院)ofFudan

University,M．E．

　　(２０００—２００４)Dept．BusinessManagement,MUCUniversity,B．E．

Honorsandrecognition

　　１０　　(年度最佳销售经理),U．S．EducationTechnology,２０１１

InvitationalBeijingBadmintonChampionship,Winner,２０１０

Task４　WWWWrrrriiiitttteeeeaaaarrrreeeessssuuuummmmeeeewwwwiiiitttthhhhyyyyoooouuuurrrroooowwwwnnnnppppeeeerrrrssssoooonnnnaaaalllliiiinnnnffffoooorrrrmmmmaaaattttiiiioooonnnn．．．．
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Section６　　BusinessCulture

Etiquette

◆ Remembertolettheladyprecedeyouinthe

placeswhereonehastogobeforetheother
exceptinthefollowingcases:

Whengettingoffastreetcar,train,bus,orout
ofanautomobile;

Whengoingupstairs;

Whenopeningaheavydoor;

Whenyouarewalkingalongthestreetwitha
lady,alwayswalkontheoutside．

◆Ifyouwishtodancewithacertainlady,goto
her,bowandsay,“MayIhavethepleasureofa
dance?”

Section７　　VocabularyExtension

investigationreport　　　　　　　　　　 调查报告

introduction 引言、介绍

upontherequestof 在的要求下

inspect 视察、检查

doingasampleinvestigationon 做抽样调查

thecurrentsituation 当前情况

surveyresult 调查结果

asthesurveysuggests 调查结果显示

itisherebyrecommendedthat 据此,特向您推荐

conclusion 结论
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