Discussion .~~~ .. . .
In small groups, discuss these questions.

S50 DﬁSCl’lbe an ad nient that you really like. Do the others agree?

Lis!ftenin_g;._fqr--gis't | : _
2 20 Listen to Toﬁy"Bafkston, a college lecturer, giving a lecture to first year business
students on advertising, and answer the guestions.

1 Whyis advertising necessary? - T
2 What model of advertising is the fecture about?
3 Explain what a UST ur owr word

 Listening for detail. - = .o

Listen again and fi:i'&lfl{: the s’e_:ritericeé._ T (true) __6_r F (false):

This is the first time To 1y Barkston has talked about ddvertising. []

AIDA stands for atterition; idea, desire ction [ ] - _ _
- of the AIDA model is that people buy the products, [

The most imiportant part o th odel is thal
There are a lot of go__od;qualftyi;.prlo_du_éts':o_n_-_t-h_e‘-maf_ke.t, i )
an recognise them. [ ] =

Products need to appear different so that corisumers ¢
A USP tells consumers thata p duct s really diffe
can make customers change br

Agood p;ép_@s;’;t""
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Discussion S R s e : _
How many different forms of advertising can you think of® Which forms are most
effective? Why? R

Scanreading

%% Scan thé'_éfﬁi'(:lé'ab:qfit_ﬁt_i_dj’; advertising to find answers to the questions.

17" How many_adx'fe'rtis‘émems’does the average person see in a day?

2 How much was the winhinig bid for when a forehead was auctioned on eBay?
3 " Which type of sportspérson could be used effectively for body advertising?

4 Name three compatiies ' who have made successful use of body advertising.

Reading for detail |
Read the article again and answer the questions,

Who profits from body advertising? o

Which parts of the body are the most effective for body advertising?
What Is one disadvantage of using sports people for body advertising?
Why is TV advertising not as effective as it was in the past? '
Why might some people not like this form of advertising?

How did Dunkin’ Donuts and Toyota use body adverlising?

Ut s B

Collocations
Z& Match a verb on the left with a noun on the right to form a collocation from the artice.

- b advertise -a) & bid on eBay
-2 lease b} money
3 receive ¢} products
4 earn d} attention
5 lose ) abody part
6 target ) effectiveness
7 attract £} an audience




: 51 About business

S effectweness

- becommg increasingly atts tive hecause oflowe st and the abifity
totarget your audience better, Compames now send tatigo-covered
human bl!lboards to sporiing events music festivals, beaehes or

Of course 'SOMME consumers may notfi
very tastefui oF they mlght n{}t fmd e bo

there is fig tradlt iod of tattoos gr showing se mLsch skm in public
|s taboo
- Well-known hig brands SUC
Vodaphone and Dunkin® ;
- method: college kid
‘Donuts logos on tf

nstormmg and pr_ sentatmn

In small groups, hold a bramstormmg meetmg to think of an advertising campalgn for a new
perfime. Look at your target group below., What name do you think would attract this group?
‘sort of bottle and packaging would appeal to this group? And finally, think about the
ising medlum How do you want to get your target group’s attention?

up A :

rtarget group is men who are over 40, You are aiming your product at prafessionatl men and

bey will have a good income. Think about what men in this group wou%d be interested in and
Would encourage them to buy your product :

: Women who are between 50 and 60. Think about what women in this group
li{zg and what image might help your proéuct se_li.




Dlscussron.-

Work with a parf:ner Deczde WhICh three of these chd acteristics are the most

1portant for a good sa esperson arzd WhICh ate the least important. Can you add another

characteristic?

&

&

really listens to the customer / mterested

smiiles all the'time / friendly’ '

knows a iot about their products / know]edgeab]e

has a smart appearance / presentable

you feel you can trust him/her / trustworthy

can explain the USP of the product / competent

gives the customer time to think / patient

good at making the customer believe in the product / persuasive
makes stall talk / chatty .

Work with a partner and make a list of adiectives to describe a bad salesperson.

Work with a partner. Write & list of questions you would expect a salesperson to ask a

potential customer who wants to buy a car, For example:

Do you want a used car?
How much do you want to pay?
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g Further interactive vocabulary practice on the DVD-ROM

- 5.2 Vooabulary

Listening for detail -
& 702 207 Lister 16 two different salesmen trying to sell a car to Mr Hunt and his daughter.

How many of your questions were asked in the conversations? Listen again and make a note of
the questions that were asked.

] Which talk is more effective? Why?

~ Buying and selling |

Listen to the conversation again and riote expréssions which mean:
it doesn’t cost much to keep the car on the road,

prices as low as the rivals’.

no exira charge for borrowed money,

worth the price. * "

a reduction in the price.

current price of something,

O A B G DD

&3 Match the customers’ comments on the left with the appropriate respanse on the right.

1 It’s quite pricey. a) I'm sure we can match that price.
2 T'm not sure. b) Of course not. But you’ll enjoy having it.
3 Iticoks very complicated to use. ¢) Butit’s a good investment for the future.
4 Is this the only model you have? d) Take as much time as you need to think about it.
5 Isaw the same model at a cheaper  ¢) Let mé show you how to use it. s
price in town. f) No, we have the compiete model range.

6 Idon'’t really need it,

Role play

Work ir pairs, Student A is a salesperson, Student B is a b_ﬁffer who warits to buy a new
laptop. Student A look at page 112, Student B look at page 113; o

Customer collocations

¢ Match the customer collocations on the left to the correct definition on the ;ig’_?ﬁ. 5

1 customer incentive a) Description of a typical customer for this product, . i
2 customer satisfaction b} Something which encourages a customer {o buy something.
3 customer retention . ¢) When many customers are happy with the product.” j
4 customer profile - ~d) When the customer keeps buying the same product.

5 customer loyalty ~ - ) When the company tries to keep the existing customers.
Discussion .

Work in small grozzps.' Think of the different m'ethé:ﬂszdf shopping, fer'éxé?ﬁjﬁie online or at a
market. Malke a list of the advantages and disadvantages for customers of ore of the methods.




