
《国际商务英语2》

课程教学设计方案
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一 课程基本情况
   《国际商务英语2》的教学对象为已掌握最基本的语音和语法知识及一定商务英语词汇量，并在《国际商务英语1》的学习过程中在听、说、读、写等方面受过初步训练，达到大学英语四级水平的国际经济与贸易专业的本科学生。该课程从听，说，读，写，译五个方面对考生在商务环境下英语的应用能力进行全面指导和训练。基于课本的特色，任课老师在对商务英语中级课文进行授课时，以阅读为主导, 结合每篇课文中的听力及写作内容, 使学生初步了解在商务环境中所使用的相关英语的内容, 巩固在商务环境下所应用英语知识的能力。 同时对于课文中出现的一些语法知识给予适当的解说，结合课堂上及课后的练习加以巩固。 听力训练以课文为主，相应地增加部分课外练习，主要侧重于商务应用的内容。商务英语中级课本提供了大量的阅读内容，以现代商务活动为素材，内容与考试紧密联系，难易程度适中。该课程理论与实践并重，对于国际经济与贸易专业的学生改善自身知识结构，提高英语应用能力有着不可替代的作用。 　

二 学情分析

随着全球经济一体化的快速发展，国际贸易和商务活动日益频繁。21世纪社会对商务人才的需求已呈多元化趋势，如何培养既熟悉商务操作又精通英语沟通的应用型商务人才成为目前高校亟待解决的问题。《国际商务英语》是一门集英语语言、商务知识和商务技能于一体的实践性很强的综合应用性课程，是商学院国际经济与贸易专业本科学生的专业必修课程，分为初级、中级和高级，贯穿于大学二年级和三年级，使国际经济与贸易专业的学生在大学期间能够不间断地学习专门用途英语，从听、说、读、写、译五个方面为将来进入商业社会做好准备。它不仅涉及商务情境下的相关英语语言知识, 而且还涉及了商务管理、商务沟通以及外贸实务，市场营销，国际物流等相关知识。《国际商务英语》课程不但注重培养学生对英语知识和技能的了解和掌握, 同时注重培养学生对商务专业知识的应用以及学生在商务场景中的实践能力。
1 从生源上看。国际经济与贸易专业的学生大多来自于江浙地区，入学分数并不高，但是浙江省悠久的经商历史和全面开放的现状，涵养了学生们较强的商业观念和经营能力，且多数学生有家族企业的背景，并有部分学生有毕业后创业的打算。

2 从课程的地位来看。结合《国际商务英语》初级、中级和高级的不同定位：即初级教授基本商务知识，中级模拟实际处理日常的商务事件，高级介绍前沿的商业理念和手段、处理复杂商务情景，《国际商务英语2》是学生在修完经济学、管理学、会计学等专业平台课程，和《国际商务英语1》之后在商务实务操作环节的一个综合演练，是对商务英语的基本技能的实战演练。在初级、中级和高级的教学中教师在“授人以渔”的主旨下逐步放手，而学生则在熟悉学习方式和商业社会情境中逐步占据主导。
3 从教学需求来看。《国际商务英语2》内容覆盖商务管理活动的各个实务方面：团队合作、商务沟通、商务接待、公司报告、公司选址、商务健康与安全、公司福利、公司激励和市场营销等，以期在学习商务规范语言的同时也学习和巩固基本的商务知识，使学生能够在现实的商务环境下运用英语进行商务的沟通，强调“English in use”，除了教会学生在商务环境下运用英语进行交流外，还十分强调商务素质的培养。主要有：基本的社交能力的培养，包括在商务环境下的行为、举止、谈吐以及基本的礼仪，实现有效沟通；团队精神的培养，越来越多的公司强调团队合作，采用工作团队的工作方式；创新能力的培养，不仅满足与学习课本已有的内容，更强调学生自主、独立思考和新颖的观点；学习能力的培养，包括自身的学习能力以及善于学习他人的能力，为今后更快地融入学习型组织做准备。

三 教学理念

《国际商务英语2》通过采用合作式的研究性教学模式，结合公司制、项目模块化、情景模拟（SBT）及发展性评价，创立实务情境，加大模拟实践性教学的力度，将理论与实践相结合，改变传统商务英语教学中以知识为中心的教学模式，形成服务于商务应用型人才培养的以学生为中心的商务英语教学模式。《国际商务英语3》的教学主要基于SBT（simulation-based training）教学理念，SBT教学是创立一种人为的实践环境来传授能力和技巧（如态度、理念、知识、原则、或技巧）以帮助学生提升课程的学习效果，这种教学模式特别专注于为学生提供发展和实践所需能力并获得实时反馈的机会。作为一种让学生亲身实践的培训手段和国际商务英语注重学生英语技能实战训练的特点相结合，相比其他教学方式，呈现出许多优势：如让学生有操控感的教学方式；更具参与性，适合传授应用型语言技能，提供更为复杂、现实和无风险的学习环境。在《国际商务英语》教学中我们打破班级的格局，让学生组建自己的公司，公司下设部门，学生则在不同公司的不同部门找到合适自己的商务角色，从事不同的工作，履行不同的职责，公司之间在完成不同的项目时需要相互竞争获得“投资”（即对小组表现的综合评分和排名），这样学生就有了自己的商务角色，获得了一个模拟的宏观商业环境。在课堂中，教师针对商务英语学习中的不同主题，设计特定的任务让学生去完成，把一个单元所要教给学生语言点和知识点整合到为学生设计的“角色扮演”中去，帮助学生在这样特定的商务情境中更好地操练英语。由于每个学生有一个商务角色, 所以他们能够从一个特定的角度去看问题，想问题，发表自己的观点；懂得维护自己的角色以及团队的形象。教师作为投资决策者也能站在特定的角度去对学生的表现进行评价、诊断和反馈。 所以《国际商务英语3》总结起来有以下特色：
1 公司制：在商务英语教学中，为学生设计商务情境，即特定的公司，使他们在虚拟的公司中获得自己的商务角色, 以商务角色为载体通过各种任务、项目和提问鼓励学生发现问题，讨论问题，解决问题，发表观点，使整个课程的教学在情境中成为一个连贯的整体。这种设计更加确切地说是一种构思，就是说如何把一个学期所要教给学生的词汇, 语言点, 主题和商务知识整合到你为学生设计的公司情境中去，帮助学生在这样的商务情境中更好地操练英语。当然，这种情境可以是具体商务环境以及在这种商务环境下所需处理的日常事务和问题；这种情境也可以是由学生组成的不同的团队，彼此之间形成某种竞争。这与商务英语实用性的特点很好地结合起来了，激发学生的参与热情。通过对班级的分工和规划之后，每个学生都能在不同的公司中找到自己感兴趣的部门，也就是说每个学生都找到了自己虚拟的商务角色。这也是情境学习理论和合作性学习理论的整合和革新。教师则以投资人的身份根据每个团队的绩效表现给予不同额度的“投资”（评分），对学生平时的学习过程给予有效监控。为了让学生有更多的机会操练商务英语，操办常规的商务事宜，所以我们缩小了公司的规模，组建创业型公司，一般一个60人的教学班可以考虑组建12个创业型公司。5-6位学生模拟创办、组建自己的公司。
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2 项目模块化：《国际商务英语2》将课程的各个单元分解为人力资源模块、市场营销模块、财务模块、行政模块，生产模块等5大模块。模块的设置更有利于学生了解商务活动的各项内容，学习各种商务技能和语言技能，学生在学习过程中可以根据自己的兴趣选择角色，负责相关模块的任务。
国际商务英语中级模块设计
	模块名称
	教学内容

	1.Running a company (建立人脉关系，创办公司模块)
	Module1 Ways of working

	
	Module3 Starting a business

	2.Human resources (公司人力资源模块)
	Module2 Company benefits

	
	Module6 Recruitment

	3.Sales (公司销售模块)
	Module4 Advertising

	
	Module7 Sales

	4.Management (公司行政管理模块)
	Module5 The workplace

	
	Module10 Management

	5.Ethical economics (道德经济模块)
	Module11 Ethical economics

	
	Module12 Business law

	6.Research and development (公司研发模块)
	Module8 Training

	
	Module9 Branding
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3 基于项目的商务英语实务操作：教师则结合每个单元的特色，根据创业型公司所需处理的日常事务和问题，选择项目主题，要求学生根据主题和项目要求自行设计商务情景和商务问题，并与老师共同完善项目设计方案。中级阶段教师只负责选取项目主题，给定项目要求，学生进行细节设计，同时学生必须在各种模拟的公司岗位中，为问题的解决设计方案，寻找有意义的信息，并对信息进行分析、筛选与组织直至分享研讨结果，学生会在一定程度上获得实际操作的历练。最后，教师学生对研讨成果进行共评。《国际商务英语2》项目的整体设计体现了半结构化的特征，项目模块化教学的设计是由教师及学生的共同设计讨论而呈现。《国际商务英语2》项目研讨过程可以在课外实施。学生按照教师提出的项目主题，以创业型公司为单位，课上小组共同探讨进行构思，提出设计方案，教师参与讨论，提出参考性建议。课后组长分配任务，收集资料、分析资料及组织资料。此阶段学生多引用了SBT的项目教学方式，对项目的研讨成果以课堂Presentation(演讲)、角色扮演、情景表演及实体模拟等形式展示。
4 发展性评价：发展性评价体系是基于SBT理念，结合《国际商务英语2》项目化教学的课堂实践，提出的具有开放、多元、系统、多赢和情境化等特点的新型评价体系。将评价作为学习的一个有机组成部分纳入项目化的课堂教学之中项目化评价的三个核心环节进行了拓展，形成一个更为系统化的评价过程，即学习成果测评，学习效果诊断，发展性反馈和成果再现与固化分享。最后一个环节体现了评价的成果，并将成果进行最大化的利用。在《国际商务英语2》教师运用已确定的成绩测评指标对学生项目研讨的成果进行评价。对学生学习效果，特别是学习过程进行诊断，公正地展现小组表现的综合评分和排名。学生在评价过程中也必须做出一定的贡献，不参与成果展示的学生必须对他人的展示提出自己的评价及依据，真正做到学生教师共评。
四 主要教学媒介

在教学过程中我们主要采用了三种媒介进行教学支持：
1.雨课堂：疫情以来的三年间，本课程一直使用雨课堂这个教学工具，不管是线下还是线上授课，都一直开通雨课堂直播模式，不仅及时服务了在校不在校学生，也让课堂气氛更加活跃，内容更丰富。
2.微信（Wechat）：建立课程学习的微信群，在课堂上与更多学生进行多样化形式的互动，实现抢答、提问和评论。增加了互动效率和趣味性。

3 微课：教师录制针对学习过程中的实用知识点录制微课，例如如何撰写商业报告；如何描述商业图表；如何进行商务电话沟通；如何打造优秀商务团队；如何倾听等。在课堂的相关教学环节进行视频植入，引入大量背景资料，丰富课堂形式，并能为学生提供可持续学习的路径。

4 教学网站：通过教学网站，教师与学生能够实现实时的互动，包括教学资料的共享、学生作业的提交、主题讨论、答疑、优秀作品的展示等。
五 教学目标
指导学生以英语为交流工具系统地学习商务环境下的相关知识， 通过课堂讨论，角色扮演，商务演讲和团队合作等方式提升学生在听、说、读、写、译等方面的英语应用技能，培养学生国际化的商业素养，包括沟通能力，团队合作能力，创新能力和商务礼仪。
目标1：商务英语应用技能商务英语中级教学主要针对从事商务活动的英语学习的需要,将英语语法、功能语言、词汇和听说技能的教学置于近真实的商务场景之中, 通过社交、电话传真、商务会议,等模拟商务活动，掌握听、说英语的实用技能 。此外, 在培养这些实用技能的基础上,进一步强调学生的阅读和写作能力，使学生能独立完成日常和商务活动中的函电往来；能胜任简单的日常的口头和书面翻译工作。
目标2：商务英语综合运用能力。通过项目化模块化的实践模拟环节来完成商务英语综合应用能力的培养。使学生熟悉外经贸业务的基本流程，掌握国际贸易的操作技能；掌握与国际业务有关的社交礼仪，熟悉各种涉外接待、谈判业务；掌握电子商务、保险、金融、会计、营销等相关经济领域基本的操作原理；
六 课程的重点、难点及特点

《国际商务英语2》以训练学生的阅读及口语为重点。阅读部分将运用课本所提供的阅读材料，任课老师可以对商务英语课本中所提供的阅读内容进行筛选，补充相关具有时效性的素材。针对难句仔细讲解，分析阅读技巧，帮助学生提高阅读能力。对于课文中出现的一些语法知识将给予适当的解说，结合课堂上及课后的练习加以巩固。针对中国的国情和中国学生的实际情况，在口语训练中，任课老师对于商务英语课本中所提供的口语练习内容会作相应的选择和改编，针对不同的话题设计成相应的口语练习项目并且以小组讨论的形式来完成此项内容。《国际商务英语2》课程以现代商务活动为素材，内容与考试紧密联系，课文中进行详细讲解，还辅助以大量的阅读练习和听力练习，对话练习。

《国际商务英语2》是商科学生的一门重要的专业英语课程，教学内容覆盖商务活动的各个方面：公司接待客户、公司自我介绍、商务合作洽淡、各种商务文件书写体例、各类商务通讯(电话、电传、书信)等，主要呈现以下三大特点：

特点1：实用性强

在全球商务合作日益频繁的今天，作为世界语言--英语，毫无疑问是商务环境中沟通和交流的主流语言，所以将英语和商务这一特定的环境结合起来学习，对于学生进入社会，在商务环境中展现自我有着重要的意义。但是如何让没有任何商业经历的学生对本课程产生兴趣并且能够真正地、自主地在商务情境下运用它，而不只局限于把它当成一门单纯的英语课呢？这个问题也是商务英语教学的节点所在。我们认为，学生应该在商务英语的学习过程中担当起主角，尽可能让商务英语的课堂教学与实际的商务环境相结合，在过程中体会到学习的真实性。

特点2：培训式的教材

由教育部考试中心和英国剑桥大学考试委员会联合举办的剑桥商务英语证书考试无疑是专门考查商务英语水平的权威性语言水平考试。结合该考试，商务英语教学一般选用《剑桥国际商务英语教程》作为教材，因为该教材是优质权威的全球性的商务英语系列教材，有着很强的针对性和实战性。由于BEC考试讲求的是考查考生在实际工作的环境下运用英语的能力，也就是说考试注重“English in use”,所以教材的材料基本取自真实的生活和商务环境，按照不同的商务主题进行组织，实用而且生动，但对于没有任何商业经历的学生来说却是个挑战，商务英语教师应扮演学生与教材之间的桥梁，用尽可能贴近学生校园生活的方式来阐释教材的内容，这也是商务英语教学的难点。

特点3：注重商务素质的培养

商务英语教学的目的除了教会学生在商务环境下运用英语进行交流，鼓励学生参加BEC考试外，还十分强调商务素质的培养。主要有：基本的社交能力的培养，包括在商务环境下的行为、举止、谈吐以及基本的礼仪，实现有效沟通；团队精神的培养，越来越多的公司强调团队合作，采用工作团队的工作方式；创新能力的培养，不仅满足与学习课本已有的内容，更强调学生自主、独立思考和新颖的观点；学习能力的培养，包括自身的学习能力以及善于学习他人的能力，为今后更快地融入学习型组织做准备。

七 教材及参考资料

由经济科学出版社出版的《新编剑桥商务英语》是优质权威的全球性的商务英语系列教材，有着很强的针对性和实战性，书本的内容比较新颖，练习对于听说读写的提高也很有帮助。学生不仅能够在一定的商务环境下运用英语进行商务的沟通；并且本书也是学生参加剑桥商务英语证书考试很有针对性的辅导型教材。从教学实践的效果来看，第三版较第二版的结构编排更优，专题更加明确，所以我们使用第三版的教材，同时更新部分教学素材。此外，由华夏出版社出版的A Communication skill course for Business English 和由华东理工大学出版社出版的A Business English Reader 都是不错的教学辅助教材。
课程的参考网站和书目如下:
I.报纸期刊网站

1.上海日报Shanghai Daily http://www.shanghaidaily.com ： 
2.商业周刊 http://www.businessweek.com /（有助于商务英语学习） 
3.商业周刊中文版 http://www.businessweekchina.com 
4.经济学家 http://www.economist.com （有助于商务英语学习） 
5.金融时报 http://www.ft.com (英国最受欢迎的商业报纸) 
6.金融时报中文版：http://www.ftchinese.com 
7.财富 http://www.fortune.com/ 
8.哈佛商业评论 http://www.hbr.com 
9.福布斯 http://www.forbes.com 
10.企业家 http://www.entrepreneur.com （美国最受欢迎的商业杂志） 
11.红鲱鱼 http://www.redherring.com （美国最受欢迎的商业杂志） 
12.麻省理工开放课件http://ocw.mit.edu/index.html （无需注册，让你在国内可以接受国外的教育）http://www.core.org.cn/OcwWeb/ 
13.华盛顿大学http://www.uwtv.org/ （在线视频收看各个领域专家讲座） 
14.在线英语广播大全http://www.24en.com/radio/，可以直接收听VOA，BBC等几百个英语电台的英语节目了
II.参考书目
1. 《Negotiation》 by Roy J. Lewicki, Bruce Barry, David M. Saunders and   

John W. Minton, Publisher: Mc Graw Hill Higher Education, 2003

2.《Walking into Wall Street》走进华尔街, (美)裔锦声，北京大学出版社，2005

3.《国际商务》（英文第二版）查尔斯·希尔著，中国人民大学出版社。
4.《商务英语谈判》曹 凌著，外语教学与研究出版社，2011
5.《商务英语应用文写作与翻译》林 静，北京大学出版社，2007

八 教学内容及安排

本课程每周授课2次，共64个学时，其中还包括四周的讨论课程。根据教学计划，最后一次课为考前辅导及答疑，即我们要在实际授课时间为60学时内完成第一册书共18单元的学习，每个单元的课程内容比较丰富，学习及工作任务比较重。因此，教师在教学过程中应对内容进行取舍整合，抓住核心内容。
九 教学内容设计

Teaching Scheme of English for International Business

(Vantage)

INTRODUCTION

[Objectives] 

 To give Ss general information about the Cambridge BEC Vantage exam.

 To familiarize Ss with the content of the Pass Cambridge BEC Vantage book.
Unit Review  

Cambridge Business English Certificate Vantage
 T introduces Ss to the grades and weighting of the parts of the exam.

Important Cambridge BEC Vantage dates

T gives Ss some important dates regarding their BEC exam

Introductions

T gives an introduction of each part of the exam.

Preparing for Cambridge BEC Vantage
T shows the kind of activities Ss will do on their BEC Vantage course. Ss decide which they are most and least confident about and which are relevant to their jobs.

Quiz: pass Cambridge BEC Vantage
Ss do a quiz in order to familiarize themselves with the Pass Cambridge BEC Vantage book

Helping yourself succeed

Ss consider ways in which they can improve their English skills outside lessons.
1. Starting a company(建立人脉关系，创立公司模块)

（1）Teaching contents

●learn about types of business especially franchise

●learn about all the costs and preparations of running a new company

●learn about the ways of working like SOHO and job-sharing

●situational simulation: a seminar on opening a franchise

（2）Teaching keys and difficulties

●vocabulary of types of business

●characteristics of franchise

●vocabulary of ways of working

●pros and cons of different ways of working

（3）Teaching goals：

●to know about the how to start a business and its overall costs

●to know about characteristics of franchise especially its advantages 

●a situational simulation: opening a franchise shop

●enlarge the vocabulary of running a business

[Elements and Contents of Moral Education]

After learning, students will know the difficulties of running their own companies. They will make a cautious decision to choose whether to look for jobs to accumulate experiences or to be their own bosses. After learning all kinds of ways of jobs, they will know about the advantages and disadvantages of them and make appropriate choices after graduation.

本章节思政教育内容设计：为何要建立良好的人脉关系，你的成功跟你的人脉关系网是否有关？讨论思考阶段。

随着全球网络的极速发展，整个世界日益成为一个脉络丰富的地球村，人与人之间的联系也随之更加密切。我们的学习、工作、生活、娱乐都紧密地和别人联系起来了，整个世界已经形成一个有机脉络。你与别人之间的脉络越丰富，你的事业就越发达。

一个人成功的因素，15%归因于他的专业知识，85%却要归因于人脉关系。能成就大业者，除了要有一定的业务知识，最为关键的还是他会创建有利于自己发展的人脉关系以促成大好形势。

人脉不是金钱，但它却是一种无形的资产，是一笔潜在的财富。没有丰富的人脉关系，你将寸步难行。马克思说，人的本质就是社会关系的总和。你的人脉关系越丰富，你的能量也就越大。别人办不了的事情，你可能一个电话就非常漂亮地解决了；反之，你费了九牛二虎之力都解决不了的问题，别人一声招呼就轻轻松松地搞定了。原因何在，创建有效的、丰富的人脉关系就是不二法门。

社会是一张网，我们每个人只不过是其中的一个结，你和越多的结建立了有效的联系，那么你就越能四通八达，这张网就是我们通往成功彼岸的捷径。否则，你就只是这么一个结，即使这个结再大，也还是孤零零的结，终究于事无补。

通过本模块的学习，我们可以掌握各种不同的沟通技巧，懂得在工作，学习及生活中要善于不同的人际关系，要坚持与人为善，坚持和睦共处，坚持人人平等。

2． Human resources (公司人力资源模块）

（1）Teaching contents

●know about the structure and responsibilities of a company’s human resources 

●know about a company’s benefits taking examples of international 

companies’benefits (case studies such as Google and Microsoft)

●know about the etiquettes in job interview and recruitment; learn to write 

a resume.

●situational simulation: job interview and recruitment

（2）Teaching keys and difficulties

●human resources responsibilities and functions

●companies’benefits and welfares

●job interview and recruitment

（3）Teaching goals：
●to know about the functions and responsibilities of human resources department

●to know about the benefits and welfares of companies

●learn to make a meaningful talk in a job interview; learn about the etiquette 

in a job interview

●a situational simulation: job interview and recruitment

●be able to write a resume

[Elements and Contents of Moral Education]

After understanding the working functions of the human resources department, students can establish the service consciousness for the employees in the positions involving this content in the future. After being familiar with the company's welfare and basic guarantee knowledge, they can take the initiative to protect my rights in the future work.

本章节思政教育内容设计：如何妥善处理员工解聘与离职问题？工作中管理层要对不合格的员工进行劝退。同时，还会有工作一段时间后有人要离职。这些情况的合理处理对公司的发展及留下来的员工的稳定都是非常重要的，也非常值得思考。接下来就是讨论思考阶段。

在过去供不应求的就业市场中，如何正确解雇员工是没有多少领导人愿意去认真培育的一项技能。可对那些留下工作的人以及被解雇的人来说这很重要。如今由于全球性的经济衰退及全球的大数据网络化时代的到来，每天都有人离职，有些不适合公司发展的需要，有些公司提供不了更多的平台满足员工日益增长的自身发展需要。如果处理方式得当，员工只会伤心而不是愤然离开。如果不当，就会自断退路，使留下来的人感到惊恐并对将来招聘员工十分不利。作为管理的一部分，解雇员工与招聘、留住员工同样重要，高层主管一定要学会解雇员工的行为准则。

公正的解雇方案可以是这样：可以设置一段察看期以观察表现不佳的雇员，此间的所有工作活动都被记录在案。这种记录法以人道的方式给员工施加了压力。通过制定一个不太高的目标让员工争取完成，表明公司并非一心想把他们逼上绝路。然而，倘若他们在截止时间之前没有改善业绩，记录在案的文件就为解雇提供了理由。所收集的事实就使解雇会谈变得容易。

雇员把办公桌清理完毕并不说明解雇或离职事件就此结束。虽然一些优秀的公司注意到如何让被解雇的员工比较愉快地离开，但经理们常常忽略自己的感受以及仍然留在公司的雇员的感受。解雇或离职会给工作团队内每个成员的感情造成危害，所以要让留下来的员工知道一切都正常。这一步很容易被忽略。公司领导在面对这种情况时，必须秉着厚德仁爱；办事公正；以人为本；服务大众，勇于风险的品格，召集留下来的员工座谈，鼓励他们交流想法，并恳请他们提问，探讨同事非走不可的原因。通过倾听人们公开谈论各自的感情，领导层也能够正视自己的难过遗憾和不愿解雇员工的心情，并最终加以克服。

3.Sales (公司销售)

（1）Teaching contents：

●types of advertisements and their characteristics

●the pros and cons of advertising on the web

●differences between sales and marketing

●vocabulary on sales terms

●writing a proposal

（2）Teaching keys and difficulties：

●the reading passage in Module 7.1 The worst job in the world?

●vocabulary on sales terms

●the reading passage in Module 4.1 advertising standard
●writing a proposal
（3）Teaching goals：
●to learn about advertising standard

●to learn about types of advertisement and their characteristics

●to learn about the differences of sales and marketing

●vocabulary on sales terms

●learn to write a proposal

[Elements and Contents of Moral Education]
After learning this module, students will know about the standard of advertising, which is of a great help for their future work. They will get to know that sales and marketing are of the same meaningful positions in the work, only if it is suitable for their personality.

本章节思政教育内容设计：第三大模块专题为SALES（销售），主要涉及两大部分，分别为产品的广告营销及产品销售。

（1）广告营销：第一部分先介绍何为广告，广告是为了某种特定的需要，通过一定形式的媒体，并消耗一定的费用，公开而广泛地向公众传递信息的宣传手法。广告有广义和狭义之分，广义广告包括公益广告和商业广告。公益广告指不以营利为目的的广告，如政府行政部门、社会事业单位乃至个人的各种公告、启事、声明等，意在唤起人们对共同的长远和重大利益的关注，强调人与人之间的互助行为，呼吁人们以实际行动来改善或解决各种社会问题。狭义的广告仅指商业广告，是指以盈利为目的的广告，通常是商品生产者、经营者和消费者之间沟通信息的重要手段，或企业占领市场、推销产品、提供劳务的重要形式，其最终目的在于推销商品或服务以牟取利润。指出基于广告的重要身份，每个国家都设有类似于广告标准局的部门（ASA），专控广告，使广告合法、健康、真实和可靠，从而正确引导营销活动和促销活动。第二部分引出几个不正确的、欺骗消费者的广告案例，引导学生从思政角度进行分析探讨。

案例1：一位女士为其12岁的女儿购买了一份少女杂志。没想到女儿被杂志上的一则手机铃声广告吸引了，该广告用红色大字写着“2款铃声，每款75便士”的报价。该页下方，用小字详细印着配上插图和动画的铃声标准价格，总价达到4.5英镑。女儿只看到“每款75便士”的粗体字样，没有意识到这个报价只是开通服务费。她开始收到多款铃声，每次支付1.5英镑。最后告知母亲，女士将杂志社告到了广告标准局（ASA）。

案例2：有一款Z型的芬达饮料在电视上做广告。广告播放的内容是人们喝了该公司的清爽型（L型）芬达饮料，随即把它吐掉。意思是有些人不喜欢L型芬达饮料，而喜欢新产品Z型芬达饮料。广告一播出，收到了许多家长的投诉，说这则广告会使儿童模仿不雅的动作，会把它当做有趣的鼓励他们乱吐口水的镜头。

案例3：某女士通常只买有机酸奶或原味酸奶，然而有一次，她看了广告之后买了达能的新产品“塑身酸奶”，广告中说，“塑身酸奶”是纯粹的添加了新鲜水果的脱脂酸奶。由于不添加人工甜味剂，保鲜剂和色素，保留了鲜美天然的水果风味。然而，当该女士把酸奶买回家一看，成分栏里列着11种添加剂。

从案例学习，不管是公益广告还是商业广告，我们都必须认识到广告应该真实、合法、符合社会主义精神文明建设的要求！广告内容必须有利于人民的身心健康，促进商品和服务质量的提高，保护消费者的合法权益，遵守社会公德和职业道德，维护国家尊严和利益。

（2）产品销售：第一部分头脑风暴，分享一下你曾经做过的工作，可能是全职的，有报酬的，也可能是志愿的，也可能是帮某个家庭成员做的。第二部分问问同学们有没有推销的经验，他们认知中的营销与销售有什么区别？第三部分提出我们的观点,根据美国有关研究机构的抽样调查，销售业绩优秀的人群与销售业绩平平的人群平均智商值是基本相当的，而反差最大的是心理素质，即销售业绩优秀人群的心理素质大大高于销售业绩一般的人群。那么优秀的推销员应该具备怎样的基本素质呢？

①在道德修养方面，遵守爱岗敬业、诚实守信的职业道德。干一行爱一行，不管是刚入职的应届毕业生还是有经验的职场老手都会有工作兴奋期及工作倦怠期。静下心来，尊重这份职业，慢慢寻找工作的兴奋点，你会越来越热爱它，坚定地树立奋勇向前的责任感使命感。

②在心理素质方面，具有坚忍不拔，自强不息的精神状态。推销是最容易遭受挫折的职业。推销员经常遭受冷落、拒绝、嘲讽、挖苦、打击与失败，每一次挫折都可能导致情绪的低落，自我形象的萎缩或意志的消沉，最终影响业务的拓展，或者干脆退出竞争。

③在实操能力方面，正直善良、厚德仁爱，具备敏锐的感同力。能察言观色，换位思考。所谓敏锐的感同力就是善于洞察他人心理活动的能力，或善于站在对方立场上思考问题的能力。在商业谈判过程中，推销员应该从对方的谈话用词、语气、动作、神态等微妙的变化去洞察对方的心理过程，这对销售成功是至关重要的。敏锐的感同力表现在销售员特别善于倾听，在谈判与推销过程中，“倾听”其实比“劝说”更加重要，善于倾听的销售员能充分调动对方的积极性，让对方产生如遇知己的感觉。

4. Management （公司行政管理）

（1）Teaching contents:

●the art and skills of management of Madonna

●vocabulary on managing projects

●listening: problems and solutions

●listening: an interview with an art consultant

●writing: minutes of a meeting

（2）Teaching keys and difficulties：

●vocabulary on management

●the reading passage in module 10.1 How Madonna managed success

●Listening in module 10.2: problems and solutions

●writing: minutes of a meeting

（3）Teaching goals：
●to master vocabulary on business management

●to know about the art and skills of management 

●to learn to write the minutes of a meeting

5. Ethical economics(道德经济模块)

（1）Teaching contents：

●Ethical economics: coffeenomics

●vocabulary: Financial and trade terms

●describing trends

●a listening on business laws: a color problem

●vocabulary on legal terms

●a passage reading in Module10: Colorful cases

（2）教学重点和难点：

●vocabulary on legal terms
●vocabulary: Financial and trade terms

●describing trends

（3）Teaching goals:
●to master the vocabulary on legal terms and financial and trade terms

●to learn how to talk about and describe trends

●to learn the business law via case study from the reading 

[Elements and Contents of Moral Education]
· After learning this module, students will have the business law consciousness, which is of vital importance for their future jobs. Obeying the business laws in different countries is very important in international business trade. They will also know about what the ethical economics is, and will make efforts to help the poor in their future jobs.

本章节思政教育内容设计：谈论道德经济学，何为“君子好财，取之有道”。

本章节的商务话题是咖啡，说起喝咖啡，你可能会想到“蓝山咖啡”、“巴西咖啡”或“卡布其诺”，但对以种植咖啡豆为生的非洲及拉丁美洲农民来说，咖啡只有两种：“公平咖啡”和“不公平咖啡”。可惜，目前充斥国际咖啡市场的，偏偏是“不公平咖啡”。虽然一杯咖啡的价格不断上涨，但是咖啡原豆价格却在过去10年间几乎下滑了70%。

“一天一杯咖啡，烦恼一扫而光”新的一天，你一起床，睡眼朦胧地进入厨房冲一杯咖啡可能可以让你整个早上都清醒。你知道哪些咖啡的品牌吗？现在一杯优质的咖啡价位大概是多少？你认为是较便宜还是昂贵呢？今天我们的主题就是咖啡经济学。 让我们来学习一下一杯咖啡的价格中咖啡豆占了多少？

例如，当你从咖啡师手中接过一杯2.70美元的咖啡，这杯咖啡的杯子，盖子，糖等材料费用就有0.27美元。而0.45美元是支付这个咖啡店服务人员工资的成本。同时，房租，水电费，广告等日常运营费用又需支付0.79美元。而0.32美元是这杯咖啡的盈利（利润），剩下的0.87美元需要用在购买咖啡豆上。 然而，送到咖啡店的咖啡豆已经从生产者，出口商，进口商到最后的烘焙师，经历了多次的买卖。一次交易比一次高，这样经销商才能从中获得利润。咱们再返回到刚才的一杯咖啡案例。其中0.58美元的涨价是用来处理咖啡豆的运送及烘焙豆子的人工花费。而烘焙师又从那些需要处理国际运输，支付进口费用的进口商处获得了豆子，这部分我们又要分出0.13美元的费用。而咖啡进口商又通常是从咖啡原产国的出口商处获得批量咖啡。他们通常要从生产者手中收取10%服务费，也就是总价中0.02美元，最后留给生产者的只有0.14美元。实际上咖啡生产者在整个交易中只获得3-5%的利润。显而易见，从大山外的偏远小山村的绿色咖啡豆到您家里一杯香浓咖啡，在经历各式不同的环节中成本在不断地被增加。在这个世界里， 咖啡生产者已然成为了最不被待见的一群人。他们承受着极大的风险却获得了极少的利润。为此，公平贸易等组织尽其所能，努力改变这一状况。他们保证付给咖啡生产者的价格高于普通市场价格。例如，咖啡生产者每出售一磅标有公平贸易的小粒咖啡豆，就能获得1.26美元，而国际上咖啡市场价格是1.10美元一磅。如今，许多咖啡店和咖啡屋确实在供应其他普通品种咖啡的同时，也在供应公平贸易的咖啡。

经济学中也需要有道德，不应该追求片面的经济增长，导致生态环境急剧恶化，出现高浓度烟雾，酸雨，河湖污染，以及严重的森林砍伐和荒漠扩大症状。经济发展必须受到法律和道德的监督和制约，企业必须促进教育发展等社会行为。在发展市场经济和建设创新型国家的过程中，应爱护环境，保障生产者的权利，任何非法、非道德的“掠夺”致富都是对社会发展的阻碍。比如我国，习主席就提出绿水青山就是金山银山，坚持人与自然的和谐共生，坚持提倡各族人民团结奋斗、不断创造美好生活，实现全体人民生活共同富裕，坚持推动构建人类命运共同体。

· 6．Research and development (公司研发)

（1）Teaching contents：

●company training and development

●discussing branding

●making phone calls

●writing: a letter of complaint

（2）Keys and difficulties

●planning of company training

●brand building case study

●business writing of a letter of complaint

（3）Teaching goals：
●know about the necessity and plans of company training 

●learn to have the consciousness of brand building after case study learning

●make phone calls in business trading fluently

●be able to write business writing—a letter of complaint

[Elements and Contents of Moral Education]
·  After learning this module, students will have a strong consciousness of brand building for a company development. They will realize that although brand building is not built in a day, it’s essential for further survival for a company. Compared with some famous brands in the world, Chinese companies should make full efforts to promote brands.

十 项目教学过程设计

Project 1 Corporate Hospitality
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I：Background Information (Please read background information thoroughly before you do project)

Corporate hospitality

Corporate hospitality, or corporate entertaining as it is sometimes referred to, is an effective way of creating business networking opportunities and cementing business relationships.
Reasons for Corporate hospitality

A recent study quoted in The Times calculated that it costs between 4-6 times to sell to a new customer than it does to an existing one. So, a little investment in these people can go a long way to strengthening your bottom line. 
Ways of corporate entertainment 
Face-to-face corporate entertainment

A meal at an expensive restaurant
A round of golf
A sightseeing tour of the city
An evening at the theatre
A visit to a sports event
A shopping trip

etc
Why has golf become the golden standard for entertaining clients? The fact is that many of us struggle to find time for it and even more of us struggle to play a good game. 

Golf is a client-friendly activity because it is a slow game — unlike the breakneck pace of so many other sports. It does not leave you exhausted and gives you plenty of time to talk about business. The game is also exclusive in that top golf clubs often require special memberships.

What other activities are relaxing, afford you extended face time and allow you to flatter your clients? To answer these questions, here is a list of alternative client-friendly activities.

Boating excursion 

If you can charter a yacht or rent a small boat, a boating excursion is a relaxing way to get out of the daily grind. Nature and the hypnotizing effect of the waves often have a way of soothing the spirits and provide an excellent opportunity to get to know your client. 

Depending on your budget, you can go for a luxury vessel or a standard power boat, both of which have their pros and cons. 

A yacht provides a more comfortable experience and a great opportunity for lengthy talks; however, it often costs a lot more and is only worthwhile for a full-day trip. The power boat may not be as luxurious, but it is smaller and more intimate, and you can take it out only for a couple of hours if you don’t have a full day to spare.

Like golf, your boating excursion may be affected by the weather, so proper planning is necessary. You might also want to make sure that your client doesn’t get seasick easily.

Exclusive event

Impress your client with dinner at an exclusive restaurant or a night out at a special event. 

Wining and dining seems to be the second most popular activity to do with clients — probably because it is the easiest — but it can be ineffective if the client is unimpressed with the venue. Therefore, make the extra effort to find a special place to dine.

Many people are die-hard sports fans and will jump at the opportunity to go to a major sports game. If you land good tickets or your company has a private box, this can be the ideal way to woo your client.

Unfortunately, this has also been done a lot, but if the tickets are exclusive, your client will likely be impressed. Just don’t overdo it: If you spend money like water, your client will wonder whether he is paying you too much.

Other events could include gallery showings, special cocktail gatherings or even a night out at a private club.

Entertain your clients at a spa or the driving range… 

Relaxing retreat

Take time out to unwind and loosen up with a trip to the spa. Enjoy a dip in the water and some time in the sauna. This is an opportunity to slow down from the normal hectic pace of work life. 

If your client has never tried foot reflexology, this could be an opportunity to introduce him to something new, especially if he is weary from a long trip out to visit you. Foot reflexology involves the massaging of different parts of your feet. For first-timers, the feeling is usually awkward at first, but it quickly becomes very relaxing and provides a great venue for lengthy, informal discussions.

Unlike a full body massage, foot reflexology allows you to continue your face-to-face discussions as you each relax in your own recliner. Also, you just have to roll up your pants; that way, you can avoid the awkwardness of hanging out in a robe with your client.

Be careful to scope out the place beforehand to make sure that is suited to an upscale or business clientele.

Driving range

The poor cousin of golf is the driving range. If you lack the time to play at least nine holes of golf, you can bring your client out to a driving range to work on his swing. While not as prestigious as the real thing, if you are located in the heart of the city, this might be your only chance to seduce a real golf lover. 

Taking someone to the driving range is advantageous because the amount of time you spend there is very flexible. You can go during the day or the evening, even for just an hour or two if you wish. Plus, you’ll have the opportunity to talk to your client in an offbeat, relaxed environment.

Bowling 

If your client is sending a whole team down, you must find a way to entertain them all in an environment that is conducive to both one-on-one and group discussions. Bowling is a wonderful activity for that; mix the teams up between your group and your client’s in order to build a sense of camaraderie. 

Between turns, discreetly pull one or two people away to talk business. While bowling affords you the time and opportunity for a number of quick one-on-one chitchats, it is probably not the ideal activity for more serious and lengthy discussions.

Making business fun 

There are numerous activities you can do with clients, but the key to finding the best ones remains the same: Know your audience. 

Each client has different interests, so make sure to choose something that fits each person’s personality. Also, be careful to pick activities that allow for a lot of face-to-face time, and avoid those in which you might be competing with someone else for your client’s attention. 

II: Tasks

教师设定(Target & Requirements from teacher)

Use the basic knowledge about corporate entertainment you have learned from Unit 2a & 2b to give a full arrangement of entertaining clients for your company.

Mr. Smith, 45 years old, is the managing director of Our Group’s largest client from France. He will have a 2-days visit in our Group (Ningbo) to discuss a big deal about the Max Spring Collection. His wife, Ms Smith and his two assistants, Tony and Vicky, are with him on this trip. They will arrive at 4pm on April 7th, and leave at 5pm on April 9th. Give a detailed plan about how to arrange the visit, the budget and the target you want to achieve!

学生项目设计（Project design from students）：需要学生课外经过小组研讨（研讨过程体现在MEMO上），课堂进行成果演示。
The main researching content

How to receive your clients when they arrive?

How will you arrange the schedule of this trip for them with the rule of mixing business with pleasure?

Are there any points you should pay special attention to? For example weather？transportation？hotel？company/product introduction?

Should you arrange different activity for different people? Can you help the company to control the cost of entertainment?

Write all the information in a table on the Memo. Keep the table clear and readable---Schedule, including detailed budget.

Project2 Brand Power
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I：Background Information (Please read background information thoroughly before you do project)

（1） What is a brand?

A brand is the summation（总和） of all the perceptions  （观念），experiences， and beliefs associated with a product or service that make it distinct （与众不同的）.

（2） Can brands have power?
Example: Coca-Cola

 The Coca-Cola symbol has been a recognized trademark all over the world for almost a century, and the brand has been a household word for even longer. Both the brand and the product are known to millions of consumers in more than 195 countries. 

Although in 1886, on average, 9 drinks of Coca-Cola per day were sold, the worldwide average sale in the early 21 century is estimated at close to 800 million drinks per day

（3）The importance of brand power

Brand Power is a measure of the size and quality (familiarity and favorability) of a company’s reputation.

The importance of brand power lies in…
---It represents a certain corporate culture

   ---It carries high credibility

   ---It provides a company with many competitive advantages.

   ---A powerful brand enjoys a high level of consumer brand awareness and loyalty.

（4）Does Brand Power have different levels？ 

1)No awareness of the brand

2)Heard of it, but don’t know anything about it

3)Heard of it and know what it is

4)Know that & how it’s different

5)Know that & how it has meaning

6)Relate the brand to a feeling, attitude, event, perception of myself that is important to me and who I am

（5）SWOT analysis of brand: 

Advantages:

high quality /reliability /reputation /after-sales service /style /satisfaction

disadvantages:

Price /fake goods /reasonable purchase, rational consumption /vanity 
（6） Brand strategy

1) Brand extension / stretching – brand name extended to new product categories

2) Multi-brands – new brands in the same product category

3) Co-brands –brands bearing two or more well known brand names 

4) New brands – new product in a different product category

（7）A case of Sainsbury's Supermarkets 

Sainsbury's currently operates 872 hypermarkets, supermarkets and convenience stores. This is split down as 537 supermarkets and 335 convenience stores. It also operates Sainsbury's Bank, which sells financial services, and is a joint venture with HBOS; Sainsbury's Online internet shopping services; and has a property portfolio worth £8.6 billion 

Sainsbury's Marketing and branding 

Television and radio advertisements 

Sainsbury's has used many slogans:

"Making Life Taste Better" 

Try something new today" 

"Value where it matters" 

"Sainsbury's Online“: Sainsbury's operates an internet shopping service branded as "Sainsbury's Online". To use this service customers choose their grocery items online. 

Sainsbury's Bank 
Services offered include car, life, home, pet and travel insurance as well as health cover, loans, credit cards, savings accounts and ISAs

also offers a Travel Money service in stores, with 'Sainsbury's Travel Money' opening the 100th Travel Money bureau in its estate in May 2010 at the Hempstead Valley shopping centre store. 

Sainsbury’s experience in retailing means that its bank can apply a retailer’s customer-focused mentality to the financial services sector.

（8）Brand stretching refers to the use of an established brand name for products in unrelated markets.

A brand's "extendibility" depends on how strong consumer's associations are to the brand's values and goals. 

（9）Types of product extension :

Brand extension research mainly focuses on the consumer evaluation of extension and attitude of the parent brand. 

“Complement” -- consumer takes two product (extension and parent brand product) classes as complement to satisfy their specific needs

 “Substitute” indicates two products have same user situation and satisfy their same needs which means the products class is very similar so that can replace each other. 

“Transfer” is the relationship between extension product and manufacturer which “reflects the perceived ability of any firm operating in the first product class to make a product in the second class”. 

(10) The risks involved with brand stretching
There may come a point when providers will want to raise prices. 

The bad publicity could hurt the brand.

 Any negative action (e.g. repossession) against their customers could also damage the brand.

Brand equity商标权
Brand equity is defined as the main concern in brand management and IMC campaign. Every marketer should pursue the long term equity and pay attention to every strategy in detail. 

A successful brand message strategy relies on a congruent communication and a clear brand image

 The negative impact of brand extension would cause a great damage to parent brand and brand family. 

II: Tasks

1. 教师设定(Target & Requirements from teacher)

The importance of brand power

The reason for the success of famous brands

A successful brand case study.

2. 学生项目设计（Project design from students）：需要学生课外经过小组研讨（研讨过程体现在MEMO上），课堂进行成果演示。
3. Reference words and phrases:

brand power; brand image; brand leader; brand loyalty; brand damage; brand strategy; brand name; brand extension; brand stretching; brand innovation


Project3 Business Travel
I：Background Information (Please read background information thoroughly before you do project)

Business travel

Business travel is travel done in the course of business or work, other than the daily commuting between home and workplace.

Reasons for business travel

The necessity to conduct business travel may have many reasons. A few are stated below:

 Visiting customers or suppliers

 Meetings at other company locations

 Professional development and attending at a congress

 See some sights and do activities

Your basic guide to business travel abroad

Whether you or your boss is traveling to a different state or a different country, it's imperative to be fully prepared. Create an efficient and cost-effective business trip through careful planning ahead of time.

 Clarify objectives, budget
Clearly define your objective on why you are going on a business trip. Through having key objectives, you'll be able to utilize your time and energy into the best direction. Once you clearly define your objective, you can align your goals, strategies, and tasks toward that objective. Find out what your established budget is for the trip.

 Research

If you're traveling out of the country, learn about the local customs and culture and figure out exchange rates. If you happen to be visiting an unstable country, have contacts with representatives with your country of origin at the Embassy or Consulate to inform them of your business trip and objectives. Do research on the weather to help you figure out what you should pack, aside from business attire.

 Book your trip

Book a trip online or call a travel agent if you'd like to speak to a live person. You can find the most affordable deals on flight, hotel, and transportation all on one website.

 Develop an itinerary

Having a well thought out agenda is key when going on a business trip. Research maps to see what the closest restaurants, banks, hospitals and other vital locations that are within proximity of your hotel and/or meeting place. If you have free time, consider visiting tourist spots.

Tips for travelling for business abroad

 What is the currency exchange rate?

 What is the time difference? (Jet lag is the enemy of every business

 traveler.)

 What is the dress code? (In Muslim countries, women especially 

need to cover up as much as possible.)

 What are some of the customs in that country? (For example, in 

Japan, it’s customary to spend a lot of time reading a person’s 

business card when they hand it to you.)

 What are some of the laws of the country? (In Singapore, gum 

   chewing is illegal.)

II: Tasks

教师设定(Target & Requirements from teacher)

Use the basic knowledge about business travel you have learned from Unit 8a & 8b to give a full arrangement of a business fact-finding travel for your company.

This is the first time that your company got invitation from your clients to have a 6 days’ travel (in April or May) to France and Italy to have a fact-finding business trip .

(You are going to Paris- Marseille-Milan-Rome-Paris.)

You will visit Mr. Dove in Marseille and Ms. Michael in Milan, and visit factory, then sign a very important contract with a company in Rome, and possibly arrange 0ne-day for sightseeing tour for many city breaks in Europe.

学生项目设计（Project design from students）：需要学生课外经过小组研讨（研讨过程体现在MEMO上），课堂进行成果演示。
The main researching content

When to go, explain why? (Tip: April, May, September and October are best 
Who will travel on business (3-4 members), explain why?

Please help the company to arrange this business trip, design the trip     route, including the flight and hotel booking, the transportation (train, subway, car…), the restaurant and the entertainment.

Should bring up a series of attentions, for example: business gifts

Write all the information in a table. Keep the table clear and readable----travel itinerary (travel guide)

Give a detailed budget

Project 4 Going global
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I：Background Information (Please read background information thoroughly before you conduct the project)

Going global 

Globalization refers to the worldwide movement toward economic, financial, trade, and communications integration.

Globalization implies the opening of local and nationalistic perspectives to a broader outlook of an interconnected and interdependent world with free transfer of capital, goods, and services across national frontiers. However, it does not include unhindered movement of labor and, as suggested by some economists, may hurt smaller or fragile economies if applied indiscriminately.

Reasons for going global/globalization 

Going global is the best way to increase profit by reaching new markets.

"Going global" has 3 very different meanings:

One meaning is to begin selling products and services to other parts of the world. 

A second meaning is to begin outsourcing labor to another part of the world. 

The third meaning is to begin buying materials from another part of the world.

Advantages and disadvantages of going global 
Advantages:
Increased sales.
When domestic sales are good, it is time for you to start exporting. 

Higher profits. 
Your profits can rise faster, if your company's fixed costs are covered by domestic operations. 

Reduction of dependence on traditional markets.
You can strengthen your company by diversifying into international markets. 

Diversified markets. 
Companies that market internationally can take advantage of booming export markets. 

New knowledge, experience and enhanced domestic competitiveness. 
Expand your horizons! Often, new ideas, new approaches, new marketing techniques learned from exposure the global marketplace can be successfully applied domestically. 

Global competitiveness.
Today, many companies outside your country are entering your local market, as they are exporting worldwide. Exporting paves the way to global competitiveness.

Disadvantages 
Hidden costs associated with different cultures and time zones, 

Exposure to financial and political risks in countries with (often) emerging economies,

Increased risk of the loss of intellectual property, and 

Increased monitoring costs relative to domestic supply. 

For manufactured goods, some key disadvantages include long lead times, the risk of port shutdowns interrupting supply, and the difficulty of monitoring product quality

Different ways for a company to enter a foreign market

Export/ import operations 

Licensing 许可
Franchising 特许经营
Alliance and joint ventures/ Sino-foreign joint ventures

Wholly owned subsidiary 独资公司
Merger and acquisition

Other means,  etc.

II: Tasks

1. 教师设定(Target & Requirements from teacher)

Use general knowledge about going global or entering a new market you have learned to give a full arrangement of going global for your company.

2.学生项目设计（Project design from students）：需要学生课外经过小组研讨（研讨过程体现在MEMO上），课堂进行成果演示。
Task requirements

Group time

Each team, based on the attributes of your company, choose a proper form for going global analysis.

---What kind of method does your company choose for going global?

---What are the advantages and disadvantages for the entry mode?

---What are the expectations?

Sharing time (2 hours)

---Each team gives the report on Going Global in turn.

---Each team gives comments on others’ report.

---The teacher’s comments.

The main researching content：Careful analysis on your own company; Careful analysis on how to choose a proper entry mode; Analysis on advantages and disadvantages; Pest factors analysis (环境要素分析)；Expectations；Write all the information in a table on the Memo. Keep the table clear and readable.

十一 教学评价设计
本课程的考核采取两种形式：形成性考核和课程终结考试。课程总成绩以百分制计。过程性考核占60%，课程终结考试占40%。
1 过程性考核
过程性考核：满分100分，占课程总成绩的60%。
过程性考核是对学生学习过程和阶段性学习效果的综合评价，包括自主性学习和过程性学习两部分。自主性学习包括课程项目考核和课堂参与度、以及自选项目得分。过程性学习则包括学生的出勤率、学生学习态度以及阶段性的作业完成情况，较为真实地反应学生学习的质量过程控制。在课堂中以公司制为背景，教师对各个公司的表现进行投资和排名，获得可量化的过程性考核。

图3 过程性评价一览
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将学生公司进行不同的任务分工，即有的公司做项目，有的公司评项目。按照做项目和评价项目轮换的原则，项目小组进行项目展示，评价小组则负责评价和打分。发展性评价的具体步骤如下：

步骤（1）：明确项目的学习目标。教师使用收集到的有关学生现有的知识、技能和理念的清单，结合学生在进入社会后所需要的专业知识和技能，和学生进行商讨来共同决定项目中需要培养的特定能力和技巧，并以此来设计可测量的学习目标。如本次本节课的学习目标为谈论公司文化；掌握相关核心词汇；捕捉影响公司文化的要素。
步骤（2）：设置多维评价情境。特定的评价过程并不是孤立的教学环节，也不是一个机械的流程，而是整个课程教学体系中有机组成部分，它与项目的内容和形式有机结合，紧密相关，让“做项目”和“评项目”和“改项目”成为一个连贯的整体。在本节课中，评价项目的公司作为投资人的角色来查看项目的质量，从而进行投资决策，投资总额度为10万。
步骤（3）：学习成果测评。学习效果测评就是制定学生成绩的测评方法以对学生学习效果进行评估，这是对学生学习状况了解的有效途径。《国际商务英语》的学习成果测评按照知识、技能和态度被分为三类，即认识性的学习成果、技能性的学习成果和情感性的学习成果。
	认识性的学习成果（40%）
	技能性的学习成果（40%）
	情感性的学习成果（20%）

	内容提炼的准确性
	语言规范、表述清楚
	肢体语言、形式创新


步骤（4）：学习效果诊断。学习效果诊断是在学习成果测评的基础上，对照设定的学习目标，对学生的表现进行诊断来判断所需能力是否已经获得，并进一步找出病因。学习效果诊断则从两个层面进行，即小组诊断和个人诊断。小组诊断是对整个小组在项目中的表现，对照学习目标，进行诊断，找出不足之处；个人诊断则是在小组诊断的基础上小组内部对每个成员的表现进行诊断，并在个人层面上找到病因。
步骤（5）：以学习为中心的反馈。以学习为中心的反馈是依据学习成果测评数据和诊断结果来给出建设性的反馈，是将评价视为学习过程的一个核心环节，通过面对面沟通的方式向学生提供指导，帮助他们进一步发展技能。学生在评价中除了要点评项目团队的优缺点，而且还要提出帮助他们提升的建议，也就是说，学生必须为自己的评价负责任，对被评价人负责任，帮助他们更好地完善自己的表现，巩固所学知识，而不只是动动嘴巴批评或是说说无关痛痒的评语。

步骤（6）：成果再现和固化分享。这一环节包括了项目团队对反馈的反思，在反思基础上对项目进行完善，通过完善再现成果，最后将优秀的成果借助影像技术固化下来，在整个年级、甚至跨年级、跨专业进行分享，扩大影响力和辐射效果，实现成果最大化的利用。

2 课程终结考试

终结性考核：满分100分，占课程总成绩的40%。
课程终结考试的内容，包括大纲规定掌握的基本语言知识和技能，主要对听、读、写、译的。课程终结考试形式为笔试，闭卷。测试内容包括听力理解、阅读理解、商务翻译和商务写作。具体构成如下：
	平时成绩占
总成绩的60%

	平时成绩构成项目
	分数比例

	
	小组成绩
	讨论课教师评分
	30%

	
	
	讨论课其他组评分
	20%

	
	
	小组分析报告（教师评分）
	10%

	
	
	小计
	60%

	
	个人表现成绩
	个人贡献度（组长评分）
	10%

	
	
	考勤（讨论课出勤）
	10%

	
	
	个人分析报告（教师评分）
	10%

	
	
	小计
	40%

	
	合计
	100%

	期末考试成绩占40%。

	A、B卷试卷，任选一套。
（教师评分）


十二 教学效果预测
在完成教学目标的过程中，学生间和师生间产生有效的互动，学生在这个过程中也将学会怎样与他人合作学习，怎样进行友善的竞争，怎样主动学习。
《国际商务英语2》课堂教学的总体设计是情境的设定，团队内部的合作和团队间的竞争相结合。
将情境教学理论运用在商务英语教学中，使学生作为—个有独立意识的主体置身其中，为问题的解决设计方案，寻找有意义的信息，并对信息进行分析、筛选与组织，指向问题的解决是情境教学理论和商务英语教学相结合的初衷。这一系统应是一个开放的系统，个体的意义建构与情境中的信息不断反馈、交流。问题解决的工具、信息要素、方式、思维路径等也都是个性化的。比如，在我们的商务英语教学中，为学生设计business setting（商务情境）, 使他们在这种business setting中获得自己的business role(商务角色), 以business role为载体通过各种tasks, projects和assignments鼓励学生发现问题，讨论问题，解决问题，发表观点，使整个课程的教学在情境中成为一个连贯的整体。当然，所谓的“Business Setting”是需要教师去精心设计的，这种设计更加确切地说是一种构思，就是说如何把一个学期所要教给学生的词汇, 语言点, 主题和商务知识整合到你为学生设计的这种Business Setting中去，而这种Business Setting也将贯穿你整个学期的商务英语教学，帮助学生在这样的商务情境中更好地操练英语。当然，这种情境可以是具体商务环境以及在这种商务环境下所需处理的日常事务和问题；这种情境也可以是由学生组成的不同的团队，彼此之间形成某种竞争。这与商务英语实用性的特点很好地结合起来了。

在课堂中，由于每个学生有一个business role, 所以他们能够从一个特定的角度去看问题，想问题，发表自己的观点；懂得维护自己的角色以及团队的形象；愿意表达自己，愿意对别人的观点提出质疑并且给出建议。对课本的学习则是学生知识点的来源，成功的企业可以用做case study, 启发学生“由彼及此”地思考问题，即学习成功企业，总结成功经验，运用到虚拟的商务情境中去。其目的是使学生能够即时地运用英语，即时地反馈信息；同时老师也能给予学生即时地点评和指导，真正地实现教师与学生间的现场互动。
通过这种方式，学生在交流过程中可以同时体会到多种多样解决问题的方法，并且别人的方法不断地为他们带来脑力冲击——原来还可以把任务做得这么完美的。这样，在课堂上我们实现了知识的共享；更加重要的是学生与学生之间不再是个体与个体的关系，他们之间有不同的商务关系，归属不同的团队和组织，在完成task和project的过程中，培养学生的团队合作精神，创新能力，组织能力和集体的荣誉感。作为教师，对各种情境做精心的设计，针对不同的Topic给学生分配不同的任务，尽量让每位学生有机会参与到不同的情境中去。
通过对班级的分工和规划之后，每个学生都能在不同的公司中找到自己感兴趣的部门，也就是说每个学生都找到了自己虚拟的business role. 这也是情境学习理论和合作性学习理论的整合和革新。教师则以投资人的身份根据每个团队的绩效表现给予不同额度的“投资”（评分），对学生平时的学习过程给予有效监控。
附录：项目评价表格

Inner-team assessment 

	Name
	Role
	Performance marks
-idea;

-participation; -cooperation;
	Notes

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


Memo for the Discussion Project No.      

Date:____________________

Time:​________---_________  
Week:__________    

Place：_______________________

Topic：_______________________
Teacher：____________

The results of the discussion:

Inter-team assessment
(A-B-C-D, A-40%)
	Team number
	Performance

Marks
	Comments

	Team
	
	

	Team
	
	

	Team
	
	

	Team
	
	

	Team
	
	

	Team
	
	


Teacher’s assessment

	Team
	Paper

Work

 (20%)
	Content (40%)
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Student’s assessment

Class:________________Team No.____________________
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(40%)
	Presentation 

skills
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(20%)
	Question &

Answer

(20%)
	Total
(100%)

	Team
	
	
	
	
	

	
	
	
	
	
	

	Team
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项目主题：公司接待


（Corporate Hospitality）











教师选定





项目预期目标和要求





教师设定





设计商务招待双方人员概况





体现招待活动整体安排





展示招待结果





一场商务招待背景介绍





罗列所有可以维护双方关系的方式





进行商务招待目标





公司与客户的关系 





采取的商务招待方式特色





具体操作方式及结果
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师生项目评价








To :      				                        Date : April  xx, 2020





INVITATION





Dear Sirs,





We hereby cordially invite Mr. /Ms. XXX to France and Italy for business discussion with our company which subsidiaries locate in Marseille and Milan in April or May 2020 as well as to visit factory which will be held in Rome.





We should be much obliged if you could grant them a convenient business travel to France and Italy.





Thank you very much for your kind attention and due co-operation to the above will be highly appreciated. We look forward to hearing from you in the near future.








Yours faithfully,








项目主题：全球化


（Going Global）











教师选定





项目预期目标和要求





教师设定





为什么要进行全球化发展





全球化发展的


利与弊





全球化发展的主要方式或模式





公司基本情况介绍





该发展模式的有利之处





国际化发展的模式选择





公司国际化发展的原因





该发展模式的不利之处





预期结果








学生课外研讨





师生课外


互动交流





课上成果展示





师生共评























学生项目设计











商务情景





商务角色





投资





年度最佳


公司








项目








72

_1727460943

