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3Introduction

Introduction
The aim of Cambridge English for Marketing is to improve your professional communication skills, 
whether you are a marketing professional or a student of marketing or business. To give you practice 
in carrying out the most common marketing tasks in English, each unit contains:

an engaging marketing context to keep you interested and motivated 

  true-to-life listening material so that you can hear how language is used in marketing contexts 

  authentic text-types – that is, the types of text that marketers have to read and write 

  a focus on the vocabulary, phrases and grammatical structures that you need in order to work in 
English as a marketing professional 

  realistic and stimulating speaking and writing tasks to practise all the language you’ve learnt 

Audioscripts for the listening material and a complete answer key, including suggested answers for 
the discussion activities, are at the back of the book. You will also find a full glossary containing 
explanations of the technical marketing vocabulary used in the book. In addition, you can find extra 
activities online at www.cambridge.org/elt/englishformarketing

How to use Cambridge English for Marketing for self-study
If you are working on your own, you can do the units in any order you like. Choose the topic that you 
want to look at and work through the unit, doing the exercises and checking your answers in the answer 
key. Note any mistakes you make, and go back and listen or read again to help you understand what 
the problem was. For the listening exercises, it’s better to listen more than once and to look at the 
audioscript after the exercise so that you can read the language you’ve just heard. For the speaking 
activities, think about what you would say in the situation. You could also try talking about the 
discussion points with your colleagues. 

I hope you enjoy using the course. If you have any comments on Cambridge English for Marketing, you 
can email me at englishformarketing@cambridge.org

Nick Robinson taught English in Spain, specialising in English for Specific Purposes and Business 
English. He then worked for Cambridge University Press as a Marketing Executive and as an Editor. 
Before becoming involved in English language teaching, he worked in advertising for a major London 
newspaper and an international property magazine. In 2007, he moved to York to become a freelance 
author, editor and trainer. He is the author of the Infotech 4th Edition Online Workbook and the 
English Vocabulary in Use Elementary CD-ROM 2nd Edition. He is the co-author of the face2face 
Advanced Teacher’s Book; the English Unlimited Elementary, Pre-intermediate and Intermediate Self-
study Packs; and Let’s Talk Online, an online speaking and listening course. Since November 2009 he 
has been a Brand Manager at Cambridge University Press.

About The Chartered Institute of Marketing
The Chartered Institute of Marketing is the leading international professional marketing body, with 
some 45,000 members worldwide. First established in 1911, it has for almost a century defined 
the marketing standards that operate in the UK and is the global champion of best marketing 
practice. The Institute exists to develop the marketing profession, maintain professional standards 
and improve the skills of marketing practitioners, enabling them to deliver exceptional results for 
their organisations. It does this by providing membership, qualifications and training to marketing 
professionals and businesses around the world. For more information, please visit: www.cim.co.uk  
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