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Unit 1 I Stalked Steve Jobs
1. Learning Purposes & Requirements 5% =] H ] 5 E3K:
To listen for the main idea;
To introduce musts for making and keeping appointments in China;

To arrange a visit for a client;



To tell Chinese stories about keeping appointments and trustworthiness.
2. Course Content LRFE P 45
Dialogues about career idols and business role models;
Sharing the influence of role models on work attitudes and goals;
Vocabulary related to admiration and career inspiration.
3. Assessment Knowledge & Requirements %5 #% 11 & f EoR
Core expressions for talking about role models and inspiration;
Listening comprehension of details about idol-related stories;

Oral ability to express personal career admiration and inspiration.

Unit 2 It's a Shame to Leave You Alone
1. Learning Purposes & Requirements % > H 1) 5 3K
To listen for specific information;
To meet a client at the airport;
To arrange lodgings for a client;
To receive a client at the office;
To introduce do's and don'ts about receiving clients in China.
2. Course Content LRFE N %
Expressions of sympathy and comfort in workplace setbacks;
Comforting colleagues for work difficulties or losses;
Responding to others' comfort appropriately.
3. Assessment Knowledge & Requirements %5 #% A1 1M & f EoR
Consolation and sympathy expressions;
Listening to grasp the key points of others' work troubles;

Oral practice of comforting others in business contexts.

Unit 3 It's Been Such a Lovely Evening
1. Learning Purposes & Requirements % > H 1) 5 3K
To use euphemism for criticism;

To arrange a tour for clients;



To make clients at home with your treat;
To describe a good experience as a client;
To introduce business banquet etiquette in China.

2. Course Content LRFE N %
Polite farewell remarks for business dinners and social parties;
Expressing thanks to the host and compliments on the event;
Arranging follow-up contacts after the gathering.

3. Assessment Knowledge & Requirements %5 #% 11 & f EoR
Farewell and thanks expressions for business social events;
Listening comprehension of ending dialogue details;

Oral ability to complete a formal business gathering farewell.

Unit 4 Welcome to Visit Our Factory
1. Learning Purposes & Requirements % > H 1) 5 £3K::
To select relevant information while listening;
To ask proper questions when visiting a factory;
To introduce your factory or company to a visitor;
To talk about Corporate Social Responsibility (CSR).
2. Course Content HAE N 24
Greeting factory visitors;
Introducing factory layout;
Production processes and corporate strengths;
Answering visitors' on-site questions; seeing off visitors after the visit.
3. Assessment Knowledge & Requirements %5 #% A1 & f EoR
Vocabulary and expressions for factory introduction and reception;
Listening to catch key information of factory visiting dialogue;

Oral role-play of receiving factory visitors and on-site explanation.

Unit 5 A Good Product Sells Itself



1. Learning Purposes & Requirements 5% =] H ] 5 E3K:

To predict or guess meanings while listening;

To describe a product or service appropriately;

To ask about a product or service;

To talk about scientific and technological innovations in China.
2. Course Content URFE N %

Describing product features, advantages and usage scenarios;

Answering customers' questions about products;

Simple product promotion dialogues in different business situations.
3. Assessment Knowledge & Requirements %5 #% 11 & f EoR

Product introduction and promotion expressions;

Listening comprehension of product key information;

Oral ability to introduce products and highlight selling points persuasively.

Unit 6 Have a Nice Trip
1. Learning Purposes & Requirements % ] H 1) 5 3K
To summarize the main idea;
To talk about what business travel is;
To describe appropriate behaviors on a business trip;
To talk about the characteristics of Chinese business travel.
2. Course Content HAFE N 4
Expressing good wishes for business trips;
Inquiring about and confirming business travel schedules and arrangements;
Caring about travel safety and work preparation for business trips.
3. Assessment Knowledge & Requirements 25 1% 1R 5 J2 K :
Business travel wish and arrangement expressions;
Listening to catch travel plan details;
Oral practice of sending off business travelers and communicating travel

arrangements.



Unit 7 Save the Fancy Clothes for the Holidays

1. Learning Purposes & Requirements 5% =] H [f] 5 E3K:
To understand spoken English with different accents;
To dress appropriately for a job interview;

To differentiate rules of fashion;

To talk about Chinese business dress code.

2. Course Content HFE N 24
Dialogues about business casual and formal dressing requirements;
Discussing dressing etiquette for meetings,

Visits and daily work; sharing personal dressing habits in workplace.

3. Assessment Knowledge & Requirements %5 #% A1 1H & f EoR
Vocabulary and expressions for business dress codes;
Listening comprehension of dressing requirement details;

Oral ability to talk about business dressing etiquette and personal views.

Unit 8 "No" to President's Meeting
1. Learning Purposes & Requirements % > H 1) 5 £3K::
To describe stages of a business meeting;
To distinguish types of meetings;
To tell a good meeting from a bad one;
To chair a meeting;
To describe Steve Job's attitude to meetings.
2. Course Content BRFE P 45
Expressing refusal for unwanted business meetings and work arrangements;
Stating reasonable reasons for refusal;

Offering alternative solutions if necessary.



3. Assessment Knowledge & Requirements =5 1% 1R 5 12 K :

Polite refusal expressions in business;
Listening to grasp the key points of work arrangement requests;

Oral ability to refuse business arrangements appropriately with reasons.

Unit 9 Turn a Graph into a Story

1.

Learning Purposes & Requirements 5= =] H [f] 5 Z3K:

To explain the structure of a business presentation;

To use charts, graphs and tables to assist your presentation;
To draw a graph by listening to a presentation text;

To clarify the causes of bad presentations;

To turn a graph into a story;

To tell stories of specific goals in MIC 2025 of China with the help of graphs.

. Course Content LREFE N 2

Describing different types of business charts (line chart, bar chart, pie chart);
Analyzing data changes, trends and proportions;

Interpreting chart information and expressing business insights briefly.

. Assessment Knowledge & Requirements 25 2% K115 i Jz 5K :

Business chart description vocabulary and expressions;
Listening comprehension of chart-related data analysis;

Oral ability to describe and interpret business charts fluently.

Unit 10 Come Together, Succeed Together

1

. Learning Purposes & Requirements 2% >] H [} 5 E3K:

To listen for implied meanings and draw inferences;
To tell what teamwork is;
To communicate as an effective team member in the workplace;

To talk about successful Chinese business teamwork.

. Course Content HEFE N 2

Dialogues about team work experience and team building activities;



Discussing the importance of cooperation and communication in teams;
Solving team cooperation problems briefly.
3. Assessment Knowledge & Requirements 25 1% 1R i 12 K :
Team cooperation and team building expressions;
Listening to catch key information of team work dialogues;

Oral ability to talk about team cooperation experience and views.

Unit 11 To Quit or Not to Quit
1. Learning Purposes & Requirements 5% ] H ] 5 E3K:
To distinguish facts from opinions;
To express discontent about the current job;
To tell how to balance themselves and their job;
To describe opportunities to attain your career goals;
To tell Chinese or other stories about "quitting".
2. Course Content HFE N 24
Discussing the reasons for job resignation and career confusion;
Sharing considerations of "to quit or not to quit";
Talking about career planning and job choice factors.
3. Assessment Knowledge & Requirements =5 1% 1R 5 12 K :
Career choice and resignation-related expressions;
Listening comprehension of career decision dialogue details;

Oral ability to express personal career confusion and views on job choices.

Unit 12 I Can Make Excel Sing
1. Learning Purposes & Requirements 5% =] H ] 5 E3K:
To distinguish a speaker's attitude from moods;
To tell procedures of a job interview;
To tell preparations for a job interview;
To use the right strategy to impress your prospective boss;

To anticipate the FAQs (frequently asked questions) in an interview and to respond



appropriately.
2. Course Content LRFE N %
Dialogues about Excel and common office software operation skills;
Sharing how to use office tools to improve work efficiency;
Introducing office software functions and application scenarios in work.
3. Assessment Knowledge & Requirements %5 #% 11 & f EoR
Office software (Excel) related vocabulary and expressions;
Listening to catch key information of office skill sharing;

Oral ability to talk about office software skills and work efficiency improvement.
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(3% %) Good afternoon. Let me introduce our software engineer, Joe Melville.
(@) Good afternoon. Let me introduce our software | Joe Melville.
BBy (Part2) @ X iE PR fF(Conversations).
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Joe: Hey Sue, it’s great to finally meet you. I heard you used to work at a smaller
company before this one.
Sue: Yes, that’s right. It was a much smaller company, and I worked there as a
secretary before being recruited here. How about you? Have you worked for another
company before this one?

RA: Question: Where did Sue work before joining the current company?

B =ER4y (Part 3) : K (Passages).
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When you’re on a business trip, what you wear really counts. For formal meetings, go
for a simple suit in colors like black, navy, or gray. Men, pair it with a neat shirt and a
plain tie. Ladies, a suit skirt or pants with a blouse works well. If it’s a casual event, a
blazer with nice pants or a knee - length dress is fine. Also, think about local customs.
And since you’ll be on the go, wear comfy shoes and pack some extra items just in
case.

EN

What should you consider when choosing clothes for a business trip?

A. Only the latest fashion trends.

B. The nature of business activities.

C. Wearing the most expensive clothes.

D. Dressing as casually as possible.

VU (Part4) : k% & A2 (Answering Questions).

IZEB I E FE 2] 200 /A — RS, SOEBA 5 AR, &) 2
gy, RIS SRR =0 . BN B & LG, KW )5S a2 @, IE
ERHEAEEG L. Hiln.

(% %) In many countries, the process of applying for a job and going through
interviews([f] i) can be different. Generally, you are expected to submit a typed or
printed CV (curriculum vitae in British English) or résumé (in American English).
This document includes important details about your education, background, and
work experience.

Sometimes, you may also need to provide a supplementary information sheet that is
specific to the job you are applying for, although this is not required everywhere.
Many companies prefer candidates to fill out a standard application form with

personal details. However, these forms can be different from one company to another,



which can make fill in them difficult. Some personnel( A\ %) departments believe that
a CV and cover letter present a better picture of a candidate than a standard

application form does.

(i @ ) What are the common components included in a CV or résumé when

applying for a job?
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A: Hi B, let’s talk about the market for electric cars. What do you see as the
growth potential?

B: Hi A, I think the electric car market has a lot of room to grow. With more
people caring about the environment, demand trends are moving up.

A: Yes, and with technology advancements, the cars are getting better and
cheaper. What about our competitive advantage in this market?

B: We can focus on making cars that are really good for the environment and
have a long range. That will give us a strong market share.

A: Good point. What do you think about the industry outlook for the next few
years?

B: I see global trends moving towards more electric cars. Governments are
making rules to help the market grow.

A: Agreed. And with changes in consumer behavior, more people are looking for
eco-friendly options. How can we use this to our advantage?

B: We can position our brand as a leader in green technology. That will attract
customers who care about the planet.

A: Great idea. What about pricing trends? Should we keep our prices low to



attract more buyers?

B: Yes, I think we should keep the reasonable prices. As the market gets bigger,
we can make more cars and lower the costs.

A: Sounds like a plan. Let’s keep an eye on sales trends and adjust our strategies
as needed.

B: Definitely. By staying on top of market analysis and trend forecasting, we can

be successful in this growing industry.
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What does market research usually involve in your opinion?

How do people collect data in market research?

Why is understanding what your competitors are doing very important in market
research?

What is the role of technology in market research?

What are the functions of market research in your opinion?
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