USRS TR L

SOUTH CHINA BUSINESS COLLEGE GUANGDONG UNIVERSITY OF FOREIGN STUDIES

KHBAE REHER

2020 % 6 #1 (B % 16 #7)

HFRE LT LIS
2020 %12 A 15 8

[om& 2] G RIS 2B “Hei” , BMEREAREAT R, B, J1EE
] P et 5 0 e R P PP 2R ZE i A — 6 3, PSRRI T R g, 32
—AIBEAE M R A SMERF AN IS, S ZE SRR Al . N R L B,
AN PLRASR A AT UL B I, “r 2R BrCARES R R, 29X
BE OB HAFRAWR, AR H, B, B ANE
Rt — D EZEISINT R e E) . T, 2R “4ge ClE)
AL A IR, 152 IR SIS 2 M B 7 s a5 (OB Her
NIFR, BT PRI T — AT R e (OB #ee TR . =22 )m
RIATFRFNHCE TARD R SE N TARE S, M Bah g, RE SIS
BR, R RE IR T A N R AR F BRI AR Ok R Y RE AT B Bl Ay, 4z
RSN T AR ANER . AW (RaEZE R R HEH 2 CIE) #
FLAE, DUREEE .



—. ZFERFHECEMPOEIE (WE) HEATFR

11 A5 H, ZUF¥REEH GRS BT —8 - HrREmnas U5
ATFR: (JEPRT 5 924%5) (Chapter 4: The Heckscher-Ohlin Model and Other Trade
Theories). HEARRATFRINA FR AT (BB HFLRHAMAK., BFEFER
B SV O E AR SR BRI AE K e IR BUMANH Al Z T =1
2N ZEHREIRBR LK R 2 A4 ) B3 i AR A I, Bl B iR+
E, ARG, R ER L.

AN TR A Z
BFE: 1 ETREEN
Z¥ B 2. YHZ H-O 3
WL N 3. BH
H-O Bt 4 S 57
5y B b 45 K AR A i
HE APERE

S ANk
AR R T TR A
FEIG B2 F TS Ak . (E L3R 1, S PR T Bl s E PR S S B iR
AR IS — BRI (H-0 Hip) MIEAJEH, #on BRI b
{00 5 AN % L R R 1 722 S SR AR 1R 2K 2 [R] 5 ) (VIR R 5 iy, DA DX O3 T 47 3%
FZE5E B ML bR 5 5 BGOSR, 2R K T 4 B K e 1Y
TR AR 3 S 285 2 G e BJOR AR T ARG TS A4 X EE T H-O 3R [R] o M [
RS S ER R S AT B AR T H-O B O S —— “BREEE” 5

2



“ELFR ML I8 S THE T AR R A H-O BRI 4518 K Btk e
ez Y B

fE 28 = 3 4
(KRR PR IR T,
P KEIME]
W7 — B 5-6 4
GRS S
AW E 5B R
J&, I8 H-O #it
RipEEBSA |
e Rt |
70+ 80 “EAX AR
HLR IR A SR, AN R BREL, RERR. &5, M CEImaHEs
PR S A AR AH R B S 0 — O S B A BURAT IR AR & - World Trade
Report 2013: Factors Shaping the Future of World Trade (WTO), Jg& KX “HrH

AR IR A A BN A T R B MR By R AL IR Z R 34T 25 5 1T 1

—. BEERBRUEZMNEIE (WE) FHEATFR

12 A 3 H, EEZEHCEZINN (CAREE (ZRAFF5EHED) 25t (W
B FFE AT, W T AR 30 ZAXUEZUN RN IR WLEE .

BRI MR 0B, REFCENEFE, BRI, IHER BN
Ve HE) R AT



IR TFFRFE BN Event English: Negotiating Business, N 25 3 B AL 5 Task 2:

Negotiating about payment Fll Task 3: Negotiating about shipment P55 . 7E Task 2

Moy, WREITE SRR B UL, SRJRIE AR S RARIH S . Task 3 #ir2
& TANESD, WEE e PSR, BREIMEGE 1AL A AR B BOE, SRR RS
LA IMESS . —ADREAIER, F— A s AdnE, B
IS W9 A 2 A AN R A C AT X, SRR AR 2R R T LA 1)
LSRN B, BOOEZIMESRRAE, BEMXS, RARE
HERECAER, BRAANEES, AL RITR e, RSl 1ot
TR S N F L e AL, 1587 (CEARIEE) AR A A .

4



=, BREFZBIMHETE GUB) HB¥LIEY

12 10 HR, AEF2IME gL B es E) #EE TR
(3)” FEFREL G-401 FZhA4 75

RRATE B #ETAEY B Z: “HEERHIIL Y Universal Press
5T W PR 58 S 091 1) R S A S O R AL I B 7R 7 2017 RTs e 4 . 2017 ¢
YRGB T1 4% i%néﬁiéy& B BB IN T Rk TAEY; .

MR TR A 58, HoaBRIRRAM gL, 5515 R
o, WEHRAEZNGR, ST BRI W EE I BOMR VI 2] 1 9tk
5 R FRA LR S RS I e, 2Rk,

5



b TSP AR A G B A AT I ) Pk R R T, B4 DA R DY
> N4

1. Brief Review of Intelligent Marketing (& EE 4R ). HATAQTH HEE
TR B, B SR . Al Bahth. X —Fil S 15 4% G0 s s =
“4P BLIL” TIEPRAR, TR EEAEIGRLE A,

b S S AR 5K 5 b el B TS B AR AR T (1 4 IR A

M AP G7 il —— M —— IR ——{245), F4C GHFHRE——W P H A —
—IH R ——E), B4R ORB—— R POHE B —— R R ——E 4 RO,
34D (FR—HIR—— M ——a2) . EFRRE ST, AZ = 51
- ITUN B B R A i 45T 2 3

2. D3: Delivery (f£i6), 4P BLI L& “RIENT”, 4C Bige “fEH]”,
TR A 4D A U EARIE . AT DAY T AR ) SeAk TP oA,
FEFH AT T AT AR DR T KRR A s A AN E

3. D4: Dynamic (Z175). £ 7 H 4P FiGMH) “fE45” 3 4C HiGHy “vi@”,
2 4D A “BER 2 FIIE 7. FEEFEINRE T EA AR R BT
¥/ (Hinichijou BEJIIIHE) —— 2 IRERS4EHE (Chipotle s2PUEF G — Wi
X RERE CT R HEH D,

4. Case Study: Universal Press’ Value Delivery (Zf|#f%%: Universal Press [f]
MBS . BRI (BB B LAEYINRE — 80 R RO 5T, AR FE
IR /NE TR, HE 5 L. 118 Universal Press [ B A% 328 S FLXT

SR EEERAZ) = pAi




