Marketing

[image: image1.png]Noun Noun
Verb

Good health @

Adjective

Verb

Adjective



1.
marketing environment

2.
market demand for a product

3.
marketing program

4.
sales response function

5.
market potential

6.
company potential

7.
market share

8.
market forecast

9.
sales forecast

10.
sales quotas


Market

Complete the text using these words:

competitive
environment
forecast
monopoly
opportunities
potential

resistance
returns
sensitive
share
variables
volume

In order to analyse market (1) …………………… and to plan their marketing activities, companies have to measure current demand and (2) …………………… future demand. This will depend on the overall marketing (3) …………………… which can of course change, but so too can the company’s marketing programme.

Market demand is not a single number but a function, which responds, to a finite extent, to demand-stimulating marketing expenditure. Some markets are extremely (4) ……………………  to marketing expenditure. The market for many new products, for example, can usually be expanded quite easily. Other markets cannot, so the level of marketing spending will hardly affect them. Here a company’s marketing effort will be designed to increase its market (5) …………………… rather than the size of the total market.

In a (6) …………………… market, individual firms with an effective marketing program can and do increase their market share. There is, therefore, a company demand function or a sales response function which forecasts the likely sales (7) …………………… during a specified time period associated with different possible levels of a marketing-mix element. But of course market (8) …………………… depends on many factors in the marketing environment that a company cannot control, such as the general health of the national economy. Furthermore, the sales response function assumes that other (9) ……………………, such as competitors’ prices, remain constant, whatever the company spends on marketing. This is obviously untrue, and so has to be compensated for in calculations.

Marketing expenditure gives first increasing, then diminishing (10) ……………………, as there tends to be an upper limit to the total potential demand for any particular product. The easiest sales prospects are sold first, so that only more difficult ones remain. Competitors are also likely to increase marketing effort at the same time, so each company will experience increasing sales (11) …………………… If sales did not stop increasing at the same rate, the firm with the greatest level of marketing effort would take over the whole industry, and create a natural (12) ……………………



Personal selling

advertising
channel
closing
collaborate
communicating

competitors
customers
diversified
gathering
maximizing

quota

salary

What do I do? I’m a salesman. Well, actually, because there are several women in our sales force, I guess I should say I’m a salesperson or a sales representative, or a sales rep for short. My job is to contact existing and prospective (1) ……………………. Some salespeople are based in companies’ offices, but I’ve always worked “in the field”, travelling and visiting customers.

You know, sales reps are often the only person from a company that customers ever see, so we are an extremely important (2) ……………………. of information. Someone calculated a long time ago that the majority of new product ideas come from customers, via sales reps. So our tasks include prospecting for customers, (3) ……………………. information to them about our company’s products and services, selling these products and services, helping the customers with possible technical problems, and (4) …………………….   market research information. Since we have to be able to recognize customers needs and problems, we often (5)……………………. with engineers, particularly for technical products, and with market researchers.

The trouble with personal selling is that it’s the most expensive element in the marketing mix, so most firms only use it sparingly, often as a complement to (6) …………………….   Sales reps like me are more often necessary for (7) …………………….  deals than for providing initial information.

But these days we think about more than making a single deal. I mean, head office keep reminding —us of “the marketing concept”, and telling us not to think about making short-term sales but about solving customers’ problems, bringing back information, achieving long-term sales, and (8) ……………………. profits. We have to know all about the company and its products, about the customers, and about (9) …………………….  Of course, we also have to know how to give an effective sales presentation!

In this company, each salesperson is allocated a particular territory in which to represent our entire range of products. This allows us to cultivate personal contacts, and means we don’t have to travel too much. But I know other companies with highly (10) …………………….  products or customers that prefer to have different sales reps for different products, or for different sets of customers.

Like most salesmen, I receive a fixed (11) ……………………. plus commission on the quantity I sell. I’m also set a quarterly sales (12) ……………………. that I’m expected to meet, as part of the company’s annual marketing plan.


Vocabulary

	Verb
	Person
	Activity
	Partnership

	Manage
	
	
	Departmental manager

	Sell
	
	
	

	
	Adviser
	
	

	Buy
	
	
	

	Consult
	
	Consultation
	

	
	Trainer/ trainee
	
	

	Present
	
	
	

	
	assistant
	
	

	
	
	Employment
	

	Operate
	
	
	

	
	
	Advice
	

	Consume
	
	Consumption
	

	
	
	Deal/ dealing
	

	produce
	
	
	




Exercise
rest
holiday
relax
rest
go swimming
energetic

Supple
strong
sport
pain
ailment
nausea
symptom

Headache
suffer
worry
affect
tired
exhausted
sick

a.	a company’s plans regarding the marketing mix, including product features, price, expenditure on promotions, the allocation of resources, and so on





b.	a company’s sales expressed as a percentage of the total sales of an industry





c.	figures set as goals for a company division, a product line, a sales team, individual sales representatives, etc.





d.	the economic situation, and demographic, technological, political, cultural changes, and soon





e.	the expected level of company sales based on a selected marketing plan and an assumed marketing environment





f.	the limit approached by company demand as it increases its marketing effort relative to its competitors





g.	the limit approached by market demand, in a given environment, when additional marketing expenditure no longer produces a significant return





h.	the market demand that corresponds to a whole industry’s planned level of marketing expenditure





i.	the relationship between sales volume and a particular element of the marketing mix





j.	the total volume that would be bought by a particular customer group or market segment in a particular geographical area and period of time, in a defined marketing environment under a defined marketing program








1d	2j	3a	4i	5g	6f	7b	8h	9e	10c





1. opportunities 2. Forecast 	3. Environment	4sensitive	5 share	6 competitive	7 volumne	8potential	9 variables	10 returns	11 resistance	12 monopoly











1.customers 2 channel 3 communication 4 gathering 5 collaborate 6 advertising 7 closing 8 maxamising 9 competitors 10 diversified 11 salary 12 quota





Ex 1 The partnerships (in brackets) are suggestions only: 1 manage manager management (departmental


manager) 2 sell salesman sales/selling (sales figures) 3 advertise advertiser advertising (advertising agency)


4 buy buyer buying (the head buyer) 5 consult consultant consultation/consulting (a management consultant)


6 train trainer/trainee training (a trainee manager) 7 present presenter presentation (present a report) 8 assist


assistant ‘assistance (a managerial assistant) 9 employ employer/employee employment (an equal opportunity


employer) 10 operate operator operation (operate a system) 11 advise adviser advice (sound advice)


12 consume consumer consumption (consumer protection legislation) 13 deal dealer dealing/deal (a second�hand car dealer) 14 produce producer production/producing (NB farm produce .where produce is a noun)
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