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Teaching objectives

Upon completion of this unit, Ss are expected to accomplish the following objectives:

e Understand the nature and characteristics of the New
Retail model

. e Acquire some knowledge about the future of the retail

Professional knowledge .
industry

e  Get acquainted with some specialized vocabulary of New

Retail and the retail industry

e  Critical reading and thinking
1) Understand the structure of business writing (e.g.,
cause-effect analysis, contrastive analysis)
2) Analyze difficult sentences
3) Think about issues critically (e.g., Why does the
combination of online and offline retail better engage
shoppers?)
Reading e  Language building-up
1) Learn the specialized vocabulary of retail
2) Practice vocabulary and collocations in academic
contexts
3) Study some formal language use
e  Researching
Conduct a case study of a retailer that adopts the New

Retail model

Viewing Listen for details

Speaki Have a clear structure and a sense of timing for making a
peaking )
presentation

—_— Learn to write the introduction part (including a thesis
ritin
. statement) of an academic essay
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Suggested teaching plans

Overview

This unit is designed for six periods of classroom activities. In each of the periods, certain tasks

are to be completed. Generally speaking, there may be several different ways to explore this

unit. Here is a suggested teaching plan.

Periods 1-2 Periods 3-4
Lead-in Reading
Reading e Check answers in Language
e (Critical reading and thinking of building-up, Text A
Text A e (ritical reading and thinking of
e Points for discussion Text B

= Viewing: listening for details
After-class tasks
e Ssreview what they have learned
in the two periods by completing
the Language building-up tasks.
e Ss prepare for the Speaking and
Writing tasks.

After-class tasks

e Ssreview what they have
learned in the two periods
by completing the Language
building-up tasks.

e Ss preview Text B and prepare
for the research project.

Periods 5-6

Researching: Ss
present the results of
their case studies.
Speaking: having a
clear structure and a
sense of timing
Writing
e Writing an
introduction
e Thesis statement
Summary of the unit

Teaching guides for each part

Text A

/A Teaching steps

Lead-in

1 Divide the class into groups of 4-5 to discuss the questions in the task.

2 Ask each group to summarize their viewpoints of Question 3 and invite some groups to share

their ideas with the whole class.

T may give comments on Ss’ ideas and lead into Text A by saying, “A new business model,

New Retail, combines the best of offline and online retail. Now let’s study Text A to learn

more about New Retail.”
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Critical reading and thinking

1

Overview

1) Ask Ssto scan Paras. 5-7 and find out the definition of New Retail.

2) Draw Ss’ attention to the subheadings in the rest of the text and inform them of the main
characteristics of New Retail.

3) Ask Ss to read the text more carefully and complete Task 1.

Points for discussion

1) Put Ssinto groups of 4-5 to discuss questions in Task 2.

2) Invite some groups to share their views with the class.

3) Encourage other groups to feed back once the presenting groups have finished their

reports.

Language building-up

1

Specialized vocabulary

1) Ask Ss to work through Task 1 to review the specialized vocabulary used in the text.

2) Check Ss’ answers.

3) Draw Ss’ attention to Key terms for further study at the end of the unit.

Academic vocabulary

1) Ask Ss to practice the words in the box in the academic context by completing Task 2.

2) Check Ss’ answers.

Collocations

1) Guide Ss through Task 3 to help them grasp the frequent and useful collocations which
occur in academic contexts.

2) Check Ss’ answers.

Formal English

Ask Ss to complete Task 4 and check their answers.

/A Supplementary information

1 New Retail

The retailing model makes use of big data and Al technologies to update the processes
of manufacturing, logistics and sales so as to integrate online service, offline experience
and modern logistics. The online segment usually features cloud platforms, and the offline
segment includes physical stores and manufacturers; modern logistics has the advantage of
reducing inventory. The New Retail model drives the development of offline buying in the
digital age, and meanwhile improves the buying experience of online retail.

augmented reality technology

The technology integrates digital information of viewing, listening, touching, and movement

to create a virtual environment for users. As a new human-computer interaction technology,
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it utilizes sensing devices to immerse users in the virtual environment so as to enable users’
interaction with the virtual environment. Users can enjoy the almost real environment and

the experiences that they otherwise cannot have due to the limits of time and space.

/A Language support

1

... it’s more a question of how the established world of physical stores can best be combined
with the world of e-commerce and technology to create seamless, super convenient and fun
ways to shop. (Para. 1)
1) more a question of ... MR - [AE, HITHEEER; moref/n i, & HIRYFEE
&Il 47 just, merely, only%
e.g. It is merely a question of deciding which market segment to target.
2) How ... HLUAULRH [R]85 240715 5

3) to create seamless, super convenient and fun ways to shop W AN E M IERIAH B,

Now the biggest single shopping event in the world by a substantial margin, this year’s
event not only generated record-breaking revenues of $25.4 billion, but crucially enabled
the brands taking part to engage with their customers in many different innovative and
immersive ways that help to build their brands, too. (Para. 2)

Now the biggest single shopping event in the world by a substantial margin H&MiiE, 518
this year’s event;

Paraphrase: The event is the biggest single shopping event in the world by a remarkably
large margin; this year, it generated record-breaking revenues of $25.4 billion; what is more
important, the participating brands were enabled to use many different new and involving

ways to engage with their customers, which were helpful to their brand building.

A closer look at the success of 11.11 and the principles of New Retail that underpin it
shows that there are real opportunities for all retailers to attract new customers, as well as
increasing the spend of existing ones through blending online and offline channels more
effectively. (Para. 4)

A =Tk Acloser look ... shows that there are real opportunities for ...

Paraphrase: If we look further into the success of 11.11 and the basic principles of New
Retail, we can find that all retailers can have the real opportunities to attract new customers,
and that by more effectively combining online and offline channels the consumption of

existing customers can also increase.

Hema has digitalised the entire store providing consumers with a 3-in-1 retail experience
that encompasses all modes and desires of modern urban shoppers, including technology-
driven fulfilment of online delivery, seamless in-store purchases and in-store consumption.

(Para. 11)
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H/A) ) £ Ty Hema has digitalised the entire store; providing consumers with ... fllincluding
AIAESF R R R BT, A SRR R B .

Paraphrase: Hema has put all the store information into a digital form so as to enable a 3-in-
1 shopping experience, that is, consumers can enjoy online delivery achieved by modern
technology, in-store shopping processes and in-store consumption that are smooth with no
pauses; such a 3-in-1 retail experience includes all the ways of modern shopping and meets

all the needs of consumers in cities.

5 All of this goes to show that for UK retailers with the foresight to get on board, the seamless
offline / online world of New Retail has a great deal to offer in terms of giving the 21st-
century, mobile-loving shoppers the immersive, cross-channel experience they desire and will
soon come to expect. (Para. 14)

1) intermsof../in..terms 7E------ J7IE
e.g. The business plan is difficult to carry to completion in practical terms.

2) ...they desire and will soon come to expect yE 1M A], &R A H.0 iA]lexperience .,

Text B

/A Teaching steps

Critical reading and thinking

1 T may lead in by saying, “In the face of the great changes in the retail industry, how can
traditional retailers survive? Text B provides some insightful suggestions for the future of
retail buying.”

2 Ask Ss to scan the text and pay attention to the following information:
1) The contrast between physical retailing and cyber-buying;
2) The author’s suggestions for the development of physical retailers.

3 Guide Ss through the text and find out key points required by the task.

4 Ask Ss to complete the task and check their answers.

Language building-up

1 Academic vocabulary
1) Ask Ss to practice the words in the box in the academic context by completing Task 1.
2) Check Ss’ answers.

2 Collocations
1) Familiarize Ss with the common collocations from the text by completing Task 2.

2) Check Ss’ answers.
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Researching

1
2

Guide Ss through the directions of the task.

Put Ss into groups of 4-5 to conduct their case study of the New Retail model in practice.
Remind Ss that their research could be guided by the questions listed in the task.

Each group makes a presentation of their case study to the class. (The preparation of the
presentation could be combined with the task of Speaking.)

Comment on Ss’ performance.

/A Supplementary information

1

the millennials

The millennials, also referred to as Generation Y, refer to the generation born between the
1980s and the early 1990s. The millennials have grown up with the fast development of
Internet and computer science. Some research shows that the generation tend to use high-
tech products more skillfully and are more likely to be multi-taskers; their lifestyle involves
high levels of consumption, but is not necessarily materialistic; and they value family and
friendship more than work.

baby boomer

The baby boomer generation is a large segment of the world’s population, especially in
developed countries. In the US, baby boomers account for nearly 20% of the population. Due
to its large number, the baby boomer generation are regarded as influential in economic

development, and are often as important target of marketing campaigns and business plans.

/A Language support

1

Although cyber-buying still takes a back seat to purchases at physical stores — sometimes
referred to as “brick-and-mortar stores” — the click-and-buy technique has tripled in use in
just the last 10 years. (Para. 4)

Sometimes referred to as “brick-and-mortar stores” ifi AiE, #M#tiiiHphysical stores, #f
4T “which sometimes are referred to as ‘brick-and-mortar stores’”

Paraphrase: Online shopping is not as important as shopping at physical stores, which
sometimes are referred to as “brick-and-mortar stores,” but the application of online

shopping technique has become three times as much in just the last 10 years.

The only option — other than throwing in the towel — is to shut down weaker stores and

undertake a remake with their stronger outlets. (Para. 5)

1) throw in the towelZ N “INiy. ARINKIMT , BSCRHT LM Tk, RS % BRI 2%
TAE KA AU —3 HETE s

2) other than throwing in the towel i#fi A1, %bFcifiHHthe only option,

Unit 3 New Retail

51



52

Paraphrase: What the traditional brick-and-mortar retailers can only do is to close down
weaker stores and make their stronger stores different; otherwise, they have to admit their

defeat.

Yet for now, there’s a real heavyweight championship on the line between traditional retailers
in one corner and upstart cyber retailers in the other. (Para. 15)

WAPRT T B RT3k, MR FEMMBTERN LRI LT, FHIEH T
5 A6 HAR XI5, Wichampionship, on the line, in one corner, in the others:,

/A Teaching steps

1

T may lead in by saying, “Text A and Text B show us the new model and trend in the retail
industry. What about the current situation of retailing in China? The speaker in the video clip
provides some important details for you to have a closer look.”

Guide Ss to learn to listen for details to improve listening comprehension.

Play video Clip 1 twice and ask Ss to listen for details and find out answers to questions in
Task 1.

Play video Clip 2 twice and ask Ss to complete Task 2.

Check Ss’ answers to Task 1 & 2.

/A Teaching steps

1
2

Guide Ss through the instructions on having a clear structure and a sense of timing.

Draw Ss’ attention to the task. Ask Ss to remain in the groups formed for doing the
Researching task. Guide Ss to structure their presentations and have a proper time control
following the suggested steps.

Each group makes a presentation of their case study to the class. (This could be combined
with the task of Researching.)

Comment on Ss’ performance and give suggestions on how to improve.

/A Teaching steps

1
2

Guide Ss to understand the structure and content of the introduction part of an academic essay.

Draw Ss’ attention to the importance of a thesis statement.
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3 Guide Ss to make a textual analysis of the sample introductory paragraph.

4 Ask Ss to do Task 1 and discuss their answers in pairs. T makes textual analysis of two
introductory paragraphs as suggested answers.

5 Ask Ss to do Task 2 after class. Remind them to highlight in bold the thesis statement of
their introductory paragraph. Before they hand in their writing, they should ask at least one
classmate to read and give comments on their paragraph.

6 Give feedback on Ss’ introductory paragraph. Select some model paragraphs to share with

the class.

Answer keys and scripts

Reading
Text A

Lead-in

Task

Answers may vary. Here are some useful points for reference.

1 Ithink the greatest strength of the traditional physical retail is that one can directly see, touch,
examine, or experience the products so as to effectively decide whether to buy or not. What’s
more, one can get the products as soon as they make the payment. However, it is troublesome
that the products one wants to buy could be out of stock, so that customers would get
disappointed in the store. That is the major weakness of the traditional physical retail.

2 As for the online retail, customers can use their cell phones or personal computers to easily
go over product categories, compare different choices and select the product they are most
satisfied with. Such convenience and efficiency is the major advantage of online retail.
Meanwhile, it could be problematic that the goods purchased online could fall short of
customers’ expectations, as they can only view the pictures and read the descriptions of the
products instead of seeing and touching them in person before making the purchase.

3 | think stores can combine online and offline retail to make the best use of their strengths and
overcome their weaknesses. For example, Suning, a chain electronics and appliance retailer
in China, provides an online platform for customers to learn about goods and make their
purchases; meanwhile, its physical stores, with professional salespeople, enable customers
to learn about and experience with products. Such business model constitutes a competitive

advantage of Suning in the electronics and appliance market.
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Critical reading and thinking

Task 1 / Overview

1) seamless engagement between the online and offline worlds.
2) online

3) offline

4) Smart stores

5) Hema supermarkets of Alibaba

6) mobile phones

7) “See Now, Buy Now” fashion show

8) Fun

9) Alibaba’s “Catch the Cat” game

Task 2 / Points for discussion

Answers may vary. Here are some useful points for reference.

1 1 think information technology plays two important roles in New Retail: One is to link
retailers’ internal and external data processing systems more efficiently, and the other is to
enable retailers to better satisfy the needs of their customers.

2 One major reason could be that the combination much better meets customers’ needs for
shopping. The online retail platform enables the convenience and efficiency of going over
product categories, making purchasing decisions, and paying for the goods, while the physical

stores provide customers opportunities to experience products and enjoy professional services.

Language building-up

Task 1 / Specialized vocabulary

1 Sk 2 A3

3 2 EMZLTRIA 4 YA Wias

5 AR AR 6 New Retail

7 shopping experience 8 in-store experience
9 instock 10 payment transaction
1) transformative business model 2) shopping experience
3) payment transactions 4) in-store experiences
5) online and offline channels 6) physical stores

Task 2 / Academic vocabulary

1 |Initiative 2 principles

3 declines 4 data
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5 innovative 6 transformed
7 interactive 8 demonstrations

9 ultimately 10 generate

Task 3 / Collocations

1 inthe face of 2 in terms of

3 engage with 4 were combined with
5 leverage data 6 build brands

7 specific to

Task 4 / Formal English

1 only 2 very large
3 rapidly growing 4 support it as a basis
5 tailored; only relevant to 6 includes

Text B

Critical reading and thinking

Task / Overview

1) increasing

2) having a downturn in business

3) struggling to survive

4) the emergence and prevalence of online buying

5) integrate online buying alternatives into their business

6) take advantage of physical convenience

Language building-up

Task 1 / Academic vocabulary

1 emergence 2 aggregate

3 exploiting 4 techniques

5 dynamics 6 survive

7 substitute 8 reaction

9 undertake 10 inspected

Task 2 / Collocations

1 priorto 2 stand by

3 substitutes for 4 s cluttered with

5 favor; over 6 shutit down

7 areinterspersed with 8 caught the manager’s eye
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Viewing
Task 1
1 E-commerce in China has been growing at twice the speed of the United States.
2 500 million.
3 Less than five years.
4 Alibaba and Tencent.

Task 2
1 five to eight; tripled
no particular reason
grocery; insurance products
products; services
not new enough
what they want when they still want it
social media; product ideas

small orders; partially customized

O 00 N o U b W N

three to four days

what is in and hot

[E
o

Scripts
Video Clip 1

A huge shopping revolution is happening in China right now. Shopping behaviors, and also
technology platforms, have evolved differently than elsewhere in the world. For instance,
e-commerce in China is soaring. It's been growing at twice the speed of the United States and
a lot of the growth is coming from mobile. Every month, 500 million consumers are buying on
mobile phones, and to put that into context, that is a total population of the United States, UK
and Germany combined. But it is not just about the scale of the e-commerce, it is the speed of
adoption and the aggregation of the ecosystems. It took China less than five years to become
a country of mobile commerce, and that is largely because of the two technology platforms,
Alibaba and Tencent. They own 90% of the e-commerce — pretty much the whole market —
85% of social media, 85% of Internet payment. And they also own large volumes of digital
content, video, online movie, literature, travel information, and gaming. When this huge base of
mobile shoppers meets with aggregated ecosystems, chemical reactions happen. Today, China
is like a huge laboratory generating all sorts of experiments. You should come to China, because

here you will get a glimpse into the future.

Video Clip 2

One of the trends | have seen concerns the spontaneity of shopping. Five years ago, in a
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fashion study, we found that on average, a Chinese consumer would be buying five to eight
pairs of shoes. This number tripled to reach about 25 pairs of shoes a year. Who would need
so many pairs of shoes? So | asked them, “What are the reasons you buy?” They told me a list
of inspirations: blogs, celebrity news, fashion information. But really, for many of them, there
was no particular reason to buy. They were just browsing on their mobile site and then buying
whatever they saw. We have observed the same level of spontaneity in everything, from grocery
shopping to buying insurance products. But it is not very difficult to understand if you think about
it. A lot of the Chinese consumers are still very new in their middle-class or upper-middle-class
lifestyles, with a strong desire to buy everything new, new products, new services. And with this
integrated ecosystem, it is so easy for them to buy, one click after another. However, this new
shopping behavior is creating a lot of challenges for those once-dominant businesses. The owner
of a fashion company told me that he’s so frustrated because his customers keep complaining
that his products are not new enough. Well, for a fashion company, really bad comment. And he
already increased the number of products in each collection. It doesn’t seem to work. So | told
him there’s something more important than that. You’ve got to give your consumers exactly
what they want when they still want it. And he can learn something from the online apparel
players in China. These companies, they collect real consumer feedback from mobile sites, from
social media, and then their designers will translate this information into product ideas, and
then send them to microstudios for production. These microstudios are really key in this overall
ecosystem, because they take small orders, 30 garments at a time, and they can also make
partially customized pieces. All these production designs are done locally. The whole process,
from transporting to product on shelf or online sometimes takes only three to four days. That is
super fast, and that is highly responsive to what is in and hot on the market. And that is giving

enormous headaches to traditional retailers who are only thinking about a few collections a year.

Writing

Task 1
In 1776, Adam Smith described how an Provide background information about the
“invisible hand” guides companies as they traditional goal of companies, under the

strive for profits, and that hand leads them to guidance of the “invisible hand.”
decisions that benefit society. Smith’s insights
led him to conclude that profit maximization is

the right goal for a business and that the free
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have thousands of employees, and they are
owned by millions of stockholders. This makes

us wonder if the “invisible hand” still provides

Financial Management (13th edition, 2015).

enterprise system is best for society. But the Narrow down to the topic of the essay:
world has changed since 1776. Firms today Companies in the modern world need a

are much larger, they operate globally, they different goal.

reliable guidance. Should companies still try to | Thesis statement (in the form of a
maximize profits, or should they take a broader | question): Should companies still try to

view and take more balanced actions designed | maximize profits, or should they take a

to benefit customers, employees, suppliers, broader view and take more balanced
and society as a whole? actions designed to benefit customers,
Source: employees, suppliers, and society as a
The passage is taken from Fundamentals of whole?

Chinese companies are opening up a new front

in global competition. It centers on what we call
accelerated innovation — that is, reengineering research
and development and innovation processes to make
new product development dramatically faster and less
costly. What is distinctive about the strongest Chinese
competitors is their capability to combine accelerated
innovation with rapid scale-up to high volume at low
cost, and to apply these techniques across a wide
variety of traditional industries. We saw accelerated
innovation being deployed in Chinese industries
ranging from pharmaceuticals, telecommunications
and information technology to medical and industrial
equipment, consumer electronics and e-business.
Although it may not impact companies that are
consistently able to deliver breakthrough innovations,
it presents real threats and opportunities to many
mainstream competitors.

Source:

The passage is taken from the article “Accelerated

innovation: The new challenge from China” (2014).

Provide background information

about accelerated innovation.

Narrow down to the topic of
the essay: Chinese companies’
deployment of accelerated

innovation.

Thesis statement: Although it

may not impact companies that
are consistently able to deliver
breakthrough innovations,

it presents real threats and
opportunities to many mainstream

competitors.
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Translation of texts

Text A

MEEMTISE T HRREIZ E

TSR R AT S VR 1T . TR 5 B 5 4 e T T 95 1
. ARSI R b TR, TR AR R A S o T
SRR Z IR A, LIOTE AR . FERIERI . AT

Ak, AR XTI R N RR A N R R,
o RANA AR R 2 AR R LR T 25410 60 ARSI
AR S 5 0 0 R R IR R AT 7 2 S50 B B, 5 B T
i,

T Wb 024 /N, 3R 3420 R S BT AL T 151235 5
5y, HCEAEHINT 419%, WSRO i MOBE TR LOBIRF =i . PR RS0 T

XA JHERL B RS ZESCRRIL A | o 4R T B 0 56 B R A 2
HEUU A AT 5L (TS R 3B FI XU BB S O 5N
U, BT B Sl e LS BT P, O B A RO A 2 L gk TRt
B % 1L
&SR Bl

T T L S B A S TR T SR e,
BABA AT, B5E, ST RRANE, OIS T s, LUE 6
0% PRSI AP RO s G0, TR RS Ny A -5 B0 0
LAy — BRI S o 1

FEAERY X IR b, 47 107K R RERDE” BRI h I 334 kit
YRt IR 5 I S2ARISATFIE T 60 SEURINI . HEFEIBG B BEAEREE X 10 e
SRR O 2 0

S HOR N, 5 AT 5 Mo I A LA SO RONOA RS BT, L8t
W, A A AR, IH T T S R e . M
SR, RIS S, TERIASTRE LR R O . SRR, R TS
T AT HUSCRR . SRR M TR AR R B (T T,

2 FREIILE Lo

MM FAT, 2 RIS 2 3 R AT b e TR 45/ OB, B L 25
R AL

RS FEERIRANBZ —, W ARLMEH R AR GRS Lo
SRBEBERIGLE RS AL T RINAOPI 0. PEBGE I RSB AR RO P B3 i
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A AT LLRARAL AL 5, DAREMBA TR =R i Al 10K “Seiln k" MR T 2 — >4k
R, RRSRAEAE H [ P 22 7 B 280l TR IR

HEUL A 2 LS, BRI A IR R TR B N B — S KB b, SR e i) k5™
ZIPA R R IR ——EE T DA A Y, BN A 25 1 B LUK IR BRI, 3k 230 308
FHHTBORBEAT 8 ] il

S e A TR A YT L L A v A S IR 2R 2 — o @ S A R R
b, FHPeE R =G —F AR, X —RE s A T a2 B T A R 20K, fdfd
ARIKBHITEL AT, LAKE NS NI 2 O JCLE 15 . T 98 MR ATEZ R T8, 3]
AR RS P A B il DL R AHOCAE B AR, B B L L m] U IO 2o ot 4 3K
S WS L ARG VIO, SRR B SR A A B R 5
REEEEZEIN

SR E R, SO WX TR, I HBOR B 1 75 BAEH] TR E
HATRR AT . RAMHESIR ShsmS 5 R A — MR B0 =S4 “XWH—" WY IT IR Y
CHVERISRT IRTE . 7R AL E A R IT, BE n] DLRNE S TR T & A
BIRIAR , ST FATFURTERIM T G o8 O TH . IORAE 25T AN Py b 3 A HLAE AL B A
WIrike
IS SR

B RAL AR IE AT TR AR BT, FE AL TETH 2% eifed n] L f i A
W RO RIS o i, S A S SR ZE 25 0 Sl A SR, R A2 i
SR BTHRLCLAY AT WP fEBhYI SRR, P — G R B R
A FINESE, ARV & LRI TE RIS B0 R . TP ELH 22 B W o — R i AR I
X SESEE QBRI . i, FAFRUAE R Y 0 RS R R T o —
AT, JEETERG Y T LARE B O R E L T
XIS E R R UL, 2T /4 ICSEIET AR T I B ]
N, BEN 21 SRR TR Sl IR W 2 S B A A TAR BRI RIRH I i i DT AR BB 1R . XL
T BIEAT —AFECRE O, BT M R Z A HA AR TR, X R
PR TE L v [ B Iy i1 2 A 7

AN SN /3
IV, Al

Jh
it
FHY;

Text B

FEWLSERIHITE?

BEHE 20184 NI TP, X TEERM S, BAMHE AN E . FHER, 7tk
WIS ZE 0], 9 Y AR L 5 AR AR AT I AR 2 vl b, T A AL 8BS, #2017
R RS BRI K 4% 2 5%

ETWNHE, A=A50E TROER, N RR— TR RKALE L. PR
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I ] PN 25 B 1 1) 0453 —— B A B OGP 42 [ 100 25 o FEFRIMAR £ FE R4, Tl
PG RN B AT BBl . AAFEAEIR (AR BT HR ) 1Y— s SCR R AL R B RGN 2/ NI
PRIBE, ok SR B A 7 I SR P Bl 2 e 55 R o

IR, XL IR B — NN F IR AN TP 77 2R TF T o[B8 20 22 50 4FAC A 60
RIS H, AN EREIEARERRIAR N, SR % EIERR S K
HOBE L R R P IR R

HHI M 20 1H22 90 A ATt R AUBLAE IS, X —PI#ERIT AR A AL Al . AR I SE R vl
e, JFAMRFEE . BRI EIGSE S SR AR LU AR TR s, HAEd & 4R,
BE AT RISEEAR B TR N T Wi . AR RS T 25, IZS I SRR A L 4R
RN T

Xt , GRS R — B, MW T A RE AT . SR SRR Rk
BEAR 2R, Toik AR AR AR . ME— A RERE——BR TN 2 A ——l G A
RO, XA BRI I 285 G A T EE

JUEINE, FUHILF 4= E R4 B B ] RE S AR LAENIR T Y. X AT RERRSEA 1T
T ARSI AT B, OV T 5 0058 o0 -5 DRtk b

E SR R UL 2 A REAE I _E W SE I S A A7 T ok e, BT i 2
FWESRRIEX, 2 EEFERC X AT, MEsa TELSKERE %, RIS
FEOTEURTT LIRS . eAh, TR RGTRIIL 1 RS dh BB (] RS AR P —— X0 T M 28 )
IEARTHE R E 2

BRI EM G LK EGFI, MITPARZELRRM T RB 5, MM AS &R
BRI B —— SR S TR IIBGR £F

SR, FES ML LR, R E AR A WAL T Lz e H—2 AR
% REMBHERCEINE T 2R ML Tr 2, FFARBS A MR, (B I GEEORIR
BRI, TFMIIZA R BB E A SUIR LA BT w07 AL

73— BT TAR B FEA N o 028 W K p) A AR BRI SR T 5, LR 4 0 S A fi
TP ETENSKRTA R R A o ARG IRRT G R B — 1, BORASRAE X Al AR5 (A
JE LR BB — A E RN R RE— T2 R AT
IEAEAGE T R 25 BER 2L — AU RIRE R0 WRARE X P I E —ikS , ARl A
TERENRZECER.

WL, RGN R AR ATRERE MR 2 o SRR RN R 2 R 7 sl ) oo i ek A
Al TSI e L Z @ 7

A AVEZ U XHERAESS S AR ARG, (A R i S ALY T 485F
ShITERE T LI, MARRFHEX, ARAZN A TR LR LP A S A,

Wik, BAPAERE S, MWL, MEERAT, H2 R R P Rl e 28 nl REXT A
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