OEJEPAJTBHOE ATEHTCTBO I10 OBPA3OBAHUIO
I'ocynapcTBenHoe oOpa3oBaTelbHOE yupekKIeHHe Bpiciiero npogecCHOHATbHOIO 00pa30BaHMA

VIbAHOBCKUM N'NOCYJIAPCTBEHHBIV TEXHUYECKU YHUBEPCUTET

Business Vocabulary Builder
JleJ10BOM aHIJIMMCKMM: JIEKCHUKA

YYEBHOE IIOCOBHUE

NI CTYAEHTOB 1-2 KypcOB BceX CIlellMaJbHOCTEH OYHOUN (OopMBbl 0O0yYeHU S
9KOHOMHUKO-MaTeMaTU4YeCcKoro ¢akyabTeTa

CocTaBuTtenu: JI.B. KopyxoBa
H.H. HoBocenbuena
I0.A. IlanyxHukoBa

Vnegauosck 2008



YIAK 802(075)
BBK 81.2 Aurana7

b 59

b 59

PenenzenT — 3aBeayomas Kadeapoih <«AHramiickuid a3uik» Yal'lly, xkanmauaar
dbunonornyeckux HayK, noueHT I'pedenkuna N.N.

Penensenr — 3aBeaywomasa Kadeapoii wWHocTpaHHBIX A3bIKOB YBAY T'A(u), Kanauaar
neaaroru4yecKux Hayk, noueHnt Msaciok O.C.

Penenzent — 3aBeaywomas Kadenpoir «WuHocTpannbie a3biku» Yal'TyY , kanaupar
bunonornyeckux HayK, nouneHt Illapadyraunosa H.C.

YTBep)KI[eHO pellaKlll/IOl-lHO—I/l(SZlaTeJIl)CKI/lM COBETOM yHnBepcheTa B Ka4dYecCTBeE yqeﬁnoro
nocoous

Business Vocabulary Builder ([lenoBoii aHrJIHiCKHii: JIeKCHKA): YUueOHOE
nocobue AJsd CTYAEHTOB 1-2 KypCOB BCEX CHELMaJlbHOCTEH OYHOU (POPMBEI
o0yyeHUs HKOHOMHMKO-MaTeMaTtuyeckoro ¢axkyiabrera / coct.: JI. B.
Kopyxosa, H. H. HoBocenbuena, IO.A. IlnyxHukoBa.- YiabssHoBck: YalTVY,
2008.- 108 c.

ISBN 978-5-9795-0228-1

ITocobue cocTaBjeHO B COOTBETCTBMH C MNPOrpaMMoii Kypca AHIVIMACKOTO $3bIKA Jis
Boiciieii mKoJabl. Ileab mocodousi - o6yyeHne ctyaeHToB 1-2 KypcoB mpodecCHOHAIbHO-
OPUEHTHPOBAHHOMY AaHTJHIICKOMY #A3bIKy. /laHHOe moco0ue MOCTPOEHO HAa MaTepuajie
COBPEMECHHBIX TEKCTOB M 1AHMAJIOTOB AHIJIMHCKHUX U aAaMEPHUKAHCKHMX aBTOPOB. Hocoﬁne
cocTouT U3 14 ypokKoB, KaxKablii M3 KOTOPBIX MOCBAIIEH S9KOHOMHYECKOMY acnekry. Kaxkaplii
YPOK BKJIOYAET TEKCT, NPEATEKCTOBbIC U NMOCJIECTCKCTOBbIC YIIPA2KHCHHUA, BONIPOCHI IO TEME
JJIA 06cy)KIleHl/I§I, JAUAJOTrH, a4 TAKIXKE YNPAKHCHHUA M 3aJaHUA, HANIPABJICHHbIC HA Pa3BUTHEC
HABBIKOB YCTHOM peYd C HMCHOJIb30BAHHEM CHNEeNUAJbHON JEeKCUKH.

PabGora noaroroBJieHa Ha Kadenpe «AHOCTpaHHbIE S3bIKH».

YIK 802(075)
BBK 81.2 Auraa7

© JI. B. Kopyxosa, H. H. HoBoceabuena,
IO .A. IlayxHukoBa, cocTaBjenue, 2008
ISBN 978-5-9795-0228-1 © Odopmaenune. YalI'Ty, 2008



| ntroduction

Business Vocabulary Builder features new authentic texts, reflecting the latest trends
in the business world. If you are in business, the course will greatly improve your
ability to communicate in English in a wide range of business situations. If you are a
student of business, the course will develop the communication skills you need to
succeed in business and will enlarge your knowledge of the business world.
Everybody studying this course will become more fluent and confident in using the
language of business and should increase their career prospects.

What isin the units?

Starting up You are offered a variety of interesting activities in which
you discuss the topic of the unit and exchange ideas about it.

Vocabulary You will learn important new words and phrases which you
can use when you carry out the tasks in the unit.

Discussion You will build up your confidence in using English and will
improve your fluency through interesting discussion activities

Y ou will read authentic articles on a variety of topics from the
Financial Times and other newspapers and books on business.
You will develop your reading skills and learn essential
business vocabulary. You will also be able to discuss the
ideas and issues in the articles.

Language review This section focuses on useful business words and
expressions

Skills You will develop essential business communication skills
such as making presentations, taking part in meetings,
negotiating, telephoning, and wusing English in socia
situations. Each Skills section contains a Useful language box
which provides you with the language you need to carry out
realistic business tasks in the book.
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Unit 1 Brands

”

"Truly great brands are more than just labels for products.
Tony O 'Reilly, Irish entrepreneur

Starting up

0 List some of your favourite brands. Then answer these questions.

1 Are they international or national brands?

2 What image and qualities does each one have? Use the following words and
phrases to help you.

value  for  money  luxurious timeless well-made
top of the range durable inexpensive cool
reliable stylish fashionable hand-made

3 Why do people buy brands?

4 Why do you think some people dislike brands?

5 How loyal are you to the brands you have chosen? For example, when you buy
jeans, do you always buy Levi's?

9 A recent survey named the brands below as the world's top ten. Which do
you think is number one? Rank the others in order.
Marlboro Nokia Mercedes General Electric Intel
IBM Microsoft Coca-Cola McDonald's Disney
Check your answer on page 89. Are you surprised?

Vocabulary Brand management

OIMatch these word partnerships to their meanings.

B | 1 loyalty a) the name given to a product by the
R company that makes it
A | 2 image b) using an existing name on another type of
N product
D | 3 stretching ¢) the ideas and beliefs people have about the
brand
4 awareness d)the tendency to always buy a particular
brand
5 name e) how familiar people are with a brand
P | 1 launch f) the set ofproducts made by a company
R | 2 lifecycle g) the use ofa well-known person to advertise
(0 products
D | 3 range h) when products are used in films or TV
U programmes

6



c 4 placement
T 5 endorsement

i) the introduction ofa product to the market
j) the length oftime people continue to buy a

product

9 Complete these sentences with the word partnerships from Exercise 1.
1 The creation of Best Cola, Best Air, Best Rail and Best Bride is an example of

2 Consumers who always buy Levi's when they need a new pair of jeans are showing

3 Not enough people recognize our logo; we need to spend a lot more on raising ,
4 David Beckham advertising Vodafone is an example of

5A

consists ofintroduction, growth, maturity and decline.

6 The use of BMW cars and Nokia phones in James Bond films are examples of,

9 Make sentences of your own using the word partnerships in Exercise 1.

Reading Qutsourcing production

o Why do some companies make luxury products abroad rather than

home?

9 Read the article and answer these questions.

1 Which brands are mentioned? Do you know which country each is from?
2 Which companies make all oftheir products in their own country?

Made in Europe

By Jo Johnson, Fred Kapner and Richard McGregor

Almost every fashion label outside
the top super-luxury brands Is
either already manufacturing in
Asia or thinking of it. Coach, the
US leather goods maker, is a
classic example. Ouer the past five
rears, it has lifted all its gross mar-
gins by manufacturing solely in
low-cost markets. In March 2002
it closed its factory In Lares.
Puerto Rico, it* last company-
owned plant, and outsources all Its
products.

Burberry has many Asian licens-
ing arrangements. In 2000 it de-
cided to renew Sanyo's Japanese
licence for ten
that almost half of Bnrberry's

yean. This means

sales at retail value will continue
to be produced under licence in
Asia. At the
ever, Japanese consumers prefer

same time how-
the group's European-made
products.

Sanyo is now reacting to this
snob alternative

demand for a

to the Burberry products made
in its factories across Asia

by opening a flagship store in
Tokyo's Ginza, where it sells
Burberry products imported
from Europe.

In interviews with the FT, many
executives say the top luxury-
brands will continue to be seen,
particulary in Asia, as European.

Domeniro De Sole of Gucci
'The Asian
really does believe - whether

says: consumer

it's true or not-that luxury
comes from Europe and must
be made there to be the best.'
Chief
Pinault

Serge Weinberg,
Executive of
Pile temps Red o lite, which
controls Gucci, says it will
not move Gucci's production
offshore. Yet

industry

in the
that
change may be round the

some

recognise

corner even for the super-
Patrlzlo
Executive

luxury brands.
BertelH, Chief
of Prada, says:The "Made in
Italy"

what we are really offering is

label is important but
a style, and style is an
He
that
may

expression of culture.'

therefore recognizes

quality fashion items

not always need to be
produced in Italy.
Chattolpadhyay,

Professor of Marketing at

Amitava

Insead, the business school,
says: 'A brandis a set of
associations in the mind of
the consumer and one of
these is the country of origin.
For luxury goods.the role of
To
damage it is a cardinal sin

the brand is crucial.

and no brand manager will
want to get the balance
between manufacturing

location and the brand image

wrong.'

From the Financial rimes

FINANCIAL TIMES

World business newspaper.

9 Which ofthese statements are true? Correct the false ones.

1 Coach no longer has a factory in Puerto Rico.

2 Coach, like many other companies, is outsourcing its products to reduce costs.

at



3 Some Japanese people choose to buy Burberry products made in Europe rather than
in Japan.

4 Sanyo's store in Tokyo sells Burberry products made only in Asia.

5 According to Domenico De Sole, the best luxury products are made in Japan.

6 Gucci is planning to outsource some ofits products.

7 Patrizio Bertelli believes that luxury fashion products should always be made in
Europe.

8 Amitava Chattopadhyay says that companies need to pay careful attention to where
they manufacture their products.

@ Choose the best summary of the article.

a) Most manufacturers of luxury brands do not wish to produce their goods in low-
cost countries because they believe that it will damage their brand image.

b) Most manufacturers oftop brands now produce their goods in low-cost countries.
Consumers no longer care about where the products are manufactured.

¢) Asian consumers think that European luxury goods are ofhigh quality. The current
trend of making such goods in Asia could damage the reputation of these luxury
brands.

3 Vocabulary file page 95

Skills Taking part in meetings 1

OFour marketing executives at a cosmetics company, Marvel Pic, are talking
about licensing their "Luc Fontaine" product range to an Asian manufacturer.
Read and translate the conversation.

M = Marcia, A=Alain, V=Valerie, B= Barbara

M OK, we all agree we want to increase our revenue by licensing our 'Luc Fontaine"
product range. As you know, Susan Li, one of our contacts in Hong Kong, is very
interested. Alain, how do you feel about this? Is she the right person for us?

A Definitely. In my opinion, she's ideal. She's well-known in Asia, she's got an
excellent reputation in the industry. She's got a modern factory and a large customer
base; I'd say she's just what we're looking for.

M Right. Valerie, what do you think?

V 1 agree because she's very good at marketing. I've met her several times. She'll
work twenty-four hours a day to get a sale. Just the sort of person we want.

M Barbara, you're shaking your head. What's your opinion?

B I'm afraid I can't agree. I don't think she's suitable at all. All her products sell at
the lower end of the market. They're in the cheaper price ranges. But our Luc
Fontaine range is exclusive. The male and female perfumes are for people who don't
mind spending a lot of money to look good. They're not a good match for what she's
selling.

M So what do you suggest then?



B I think we should find someone else. I do have someone in mind. I met Hiroshi
Takahashi recently. He's based in Nagoya. His healthcare company is doing really
well. He makes various skin products and sells them under well-known European
labels. In my opinion, his company has a lot to offer. Why don't we meet him and see
ifhe's interested?

9 Answer the following questions:

1 Why do the marketing executives at Marvel Pic want to license their "Luc
Fontaine" product range?

2 What advantages does Susan Li offer to Marvel?

3 According to Barbara, what is the disadvantage of offering a licence to Susan Li?

4 What suggestions does Barbara make to her colleagues?

9 Which ofthe phrases in Exercise 1 are:
1 asking for opinions? 3 agreeing or disagreeing?
2 giving opinions? 4 making suggestions?

9 Role play this situation.

Jonson, a large department store in Chicago, USA, is losing money. Its main product

areas are food, clothing and household furniture. Seventy percent of its revenue

comes from clothing, twenty-two percent from food and eight percent from furniture.

Three directors ofthe company meet to discuss the company's problems and how to

solve them.

Work in groups of three. Student A: turn to page 88. Student B: turn to page 91.
Student C: turn to page 92. Read your role cards then role play the discussion.

°Vocabulary file pages 95 and 100-101
Useful language || |

Asking for opinions Agreeing Making suggestions
How do you feel about ?  That's true. I think we should
What do you think? I agree. How about ?
What's your opinion? Absolutely/ Exactly Why don't we ?
What's your view? I think so too. Perhaps we could

I can't agree more.

Giving opinions Disagreeing
I think /I don't think I see/know what you mean, but
In my opinion I'm afraid I can't agree Maybe, but



Unit 2 Travel

"He travels fastest who travels alone.
Proverb

Starting up

o Answer these questions individually. Then compare your answers with a

partner.

1 How often do you travel by air, rail, road and sea?
2 What do enjoy about travelling? What don't you enjoy?
3 Put the following in order ofimportance to you when you travel.

comfort safety price reliability speed
4 Does the order change for different types oftravel?

9 Choose the correct word from the box to complete the following list of
things which irritate people when flying.

seats  room trolleys cancellations  queues luggage food Jet
1 not enough leg 5 no baggage available

2 lost or delayed 6 overbooking of

3 long at check-in 7 flight delays and

4 poor quality and drink 8 -lag

9 Which of the things in Exercise 2 irritate you most? Which irritate you
least? Discuss your ideas with a partner.

Vocabulary British and American English

o Match the words and phrases below which have the same meaning. For each
pair decide which is British English and which is American English.

1 subway A motorway

2 city centre B lift

3 carry-on baggage C public toilet

4 one way D schedule

5 return E economy class
6 freeway F single

7 rest room G parking lot

8 elevator H underground

10



9 coach class I hand luggage

10 timetable J round trip
11 car park K downtown
12 billboard L hoarding

13 resume M chips

14 chips N French fries
15 crisps O CV

°Vocabularyﬁ/e page 98

9 Work in pairs. Use the words or phrases in American English from
Exercise 1 to complete the text below.

My last overseas business trip was a nightmare from start to finish. First of all there
was a delay on the way to the airport as there was an accident on the When I got
there I found the lower level ofthe airport was flooded. Next my was too big
and heavy so I had to check it in. When we arrived the was closed and there were
no cabs at all. After a long time trying to read the and waiting for forty minutes,
we finally got a bus and found the hotel, but the wasn't working and our
rooms were on the eighth floor.

Air rage
o Answer these questions before you read the article.

1 What was your worst experience when travelling by air?
2 Why do people get angry when they are travelling on a plane?

°Vocabularyﬁle pages 99

9 Now read the article. Which of these statements are true about the article?
Correct the false ones.

1 People in groups are more likely to behave badly on planes.

2 Drink is often the cause of problems on board.

3 Airlines can do little to improve air quality.

4 Travellers are using new technology to express their dissatisfaction with airlines.

5 Airlines have taken no action to address traveller's concern.

9 Which of the following reasons are given for air rage in the article?

1



1 poor service 6 people drinking alcohol

2 flights not leaving on time 7 poor air quality

3 poor quality of food 8 noisy passengers

4 too many passengers on aplane 9 not being able to smoke
5 not feeling safe 10 not enough cabin crew

]mes routine!y mstrntt their
' -*ﬂight crews. - to rui the sys- ¢
¢ tems on minimum: setlings, Cam-
- paighers for improved a:rqu:ﬁty i
. claini that this can lead to irrita- -
bility ‘and disorientation. In the
5 U8, the soarmg number of passen- -

e i

- ”:5rmge nfissﬁééureﬂectedm '
7'tnedtoopeﬁ'adoorm nnd~ﬂight. . ‘nuniber of  mew Internet sites
o mpsychuhgyaf sirrage is a- Winch criticise the. sirlines and

i ‘of e '"mand heﬁersemce Oneol'the'

Yim the front lme nf e bhtﬂe
- "agsinst: disruptive and: dangerous
__'1:-.in-ﬂlght behaviour, . have - called
.. for stiffer penalties against the
:._.-affenders Managenient have also
called. for legislation — whilé deny-
dng. that its: cost-culling practices
: w_ve conmbuwd to the prob;emj

customers mrepcrﬁnga steep"i_ B
climb in aff mge incidents. Same _ i h'_:sa h:.'r.we: :mou_nced concessions

1o the most frequent complaint of
~_all, and. arc removing seats to
'moremumfbrtheircustomw ‘

_ Which of the following words from the article have a negative meaning? Use
a good dictionary to help you.
rage misbehavior quality frustration
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concern harm optimum valuable
irritability disorientation complaints criticise

disruptive dangerous dissatisfaction

skills Making arrangements on the telephone

0 Philippa Knight, Sales Director at the Fashion Group in New York, makes
two telephone calls to Maria Bonetti, a fashion buyer in London. Read and note
a) the purpose of calling and b) the result.

i Conversation 1

R=Receptionist, PK=Philippa Knight, MB=Maria Bonetti

R Good morning, CPT. How can | help you?

PK It's Philippa Knight here. Could you put me through to extension 281, please?

R Certainly. Putting you through.

MB Hello. Maria Bonetti speaking.

PK Hello, Maria. It's Philippa Knight from The Fashion Group in New Y ork.

MB Hi Philippa, how are things?

PK Fine thanks. I'm calling because I'll be in London next week and I'd like to make
an appointment to see you. | want to tell you about our new collection.

MB Great. What day would suit you? I'm fairly free next week, | think.

PK How about Wednesday? In the afternoon? Could you make it then?

MB Let me look now. Let me check my dairy. Oh yes, that'd be no problem at all.
What about two o'clock? Is that OK?

PK Perfect. Thanks very much. It'll be great to see you again. We'll have plenty to
talk about.

MB That's for sure. See you next week then.

PK Right. Bye.

MB Bye

i Conversation 2

R=Receptionist, PK=Philippa Knight, MB=Maria Bonetti

R Good morning, CPT. How can | help you?

PK I'd like to speak to Maria Bonetti, extension 281, please.

R Thank you. Who's calling, please?

PK It's Phillippa Knight, from The Fashion Group.

R Thank you. I'm putting you through . . . Hello, I'm afraid she's engaged at the
moment. Will you hold or can | take a message?

PK I'll leave a message, please. The thing is, | should be meeting Ms Bonetti at 2
p.m., but something's come up. My plane was delayed and |'ve got to reschedule my
appointments. If possible, I'd like to meet her tomorrow. Preferably in the morning.
Could she call me back here at the hotel, please?

13



R Certainly. What's the number, please?

PK It's 020 7585 3814. I'll be leaving the hotel soon, so if she can't call me back
within, say, the next quarter of an hour, I'll call her again this morning. Is that OK?

R Right. I've got that. I'll make sure she gets the message.

PK Thanks for your help. Goodbye.

R Goodbye.

9 Role plav these two telephone situations.

(2

1 Student A is a company employee
who has arranged to meet Student B, a
colleague from one of your
subsidiaries. Explain that you cannot
keep the appointment, and give a
reason. Suggest an alternative day.

Student B is on business trip to

Sydney, Australia and wants to stay an
extra day. Telephone the Qantas airline
office. Talk to the representative,

Student A, to arrange a different flight.

Useful language

Answering the phone Stating you purpose Responding
Hello, Joe Smith I'm calling about . . That's flne/OK for me.
speaking. N ,

The reason I'm calling is  Sorry, | can't make it
Good morning, Madison then.
Ltd.

Making arrangements No problem.
Making contact Could we meet on Changing arrangements

_ Monday at 10.307? _

I'd like to speak to Mr. I'm afraid | can't come on
smith, please. How/What about April Friday.

10"?
Could | have the sales We've got an
department, please? Is 11.15 convenient/OK?  appointment for 11.00,

_ but I'm afraid

Closing something's come up.

Identifying your self Good. So, I'll see you on Could we fix another
. the 8". time?

This is/ It's’My name's Ime:
Marta O'Neil. Thank you. Goodbye. | can't make iton

Marta O'Neil speaking Right./OK then.

That's great, I'll see you

14



Unit 3 Organisation
"How many people work in your office? About half
Anonymous

Starting up

0 Discuss these questions.

1 Would you like to work in alarge or small organization? Explain why or why not.
2 Which people in your organisation have their own office? Do they have their own
office because of a) seniority; b) a need for confidentiality; c) the type of work they
do?

9 How important are the following in showing a person's status in an
organization? Give each one a score from 1 (not important) to 5 (very
important).

» areserved parking space having a secretary

» an office with a window taking holidays when you like

e auniform the size of your desk

» apersonal business card more than one seat in your office

e your own office flying business class

e acompany car a company credit card

* your name on your door having fixed working hours

Company structure

oDiscuss these questions.

1 Which of the words below can describe:
a) good qualities of an organization?
b) bad qualities of an organization?

bureaucratic caring centralized conservative
decentralised democratic dynamic hierarchical
impersonal market-driven professional progressive

2 Can you add any others?
3 Which of the words describe your own organization or an organization you know
well?

15



3 Vocabulary file page 98-99

9 Match the words and phrases below to the correct place on the diagram.

subsidiary head office
factory/plant distribution centre
call centre warehouse
service centre branches/outlets

© Read the comments from different places in the organization and match
them to the places shown in Exercise 1.

Can you e-mail these
sales figures through
to head office as soon
as possible?

Stock levels
have been low
for 2 weeks.

Hold on a minute,
please, I’l] transfer

The production
line is operating at
full capacity.

you to a supervisor.

16



The Board of Directors
have fixed the Annual

General Meeting for
Tuesday 2",

We need to deliver
this consignment on
Friday.

Why do we always have
to check with the parent
company before making
decisions?

All our engineers are
out working on repairs

at the moment.

9 Think about the organisation you work for, or one you know well. How is it

organised?

A successful organisation

o Read paragraph 1 ofthe article and answer these questions.
1 Where is SOL located?

2 What is unusual about the company?

3 What does SOL do?

9 Read the article and match the headings below to paragraphs 2,3,4,5 and 6.
A People set their own targets

B Hard work has to be fun

C Loose organizations need tight systems

D Great service requires cutting-edge technology

E There are no low-skill jobs

9 Which of these statements are true? Correct the false ones.
1 Everyone has their own office.

2 Liisa Joronen believes cleaners can feel good about theirjob.

3 At the end of the training course there is an exam.

4 The training course takes 28 months to complete.

5 At SOL giving responsibility to employees is important.

6 SOL thinks measuring performance restricts freedom.

17



Dirty Business,
Bright Ideas

By Gina Imperato

1A headquurm*s w!th a difference

Walk into SOL Cﬂy, hétdqua:’tﬂ's of ene- nf nonhu‘n ,
Eurepe's inost adimired companles, and it feels tilce
yon've entered a business pinyground. Located tn = _
resovated flim studio in the heart of Helsinki, the office
explodes with colour, eveativity and chaos. The walls

are bright ved, white and vellow: the employees wander
the halls talking on yellow-portable phones, Liisa :
Jovonen developed SOL. Cleaning Service 11 years ago,
out of 2 150-yenr-old fudusivial empire owned by ber

ents.
S 2.

Few people dream about becoming . cleaner. But that
doesn’t mean cleaners can't find satisfaction in theétr
work. The keysto satisfaction, Joronen believes, are fun
and individual freedom. Its cleaners wear red-and yellow
jumpsuits thit veinforce the company's upbeatimage.
SOL's logo, & yellow happy face, is o éverything from -
her biszer to the company's budget reperts. Freedom

means abolishing all the 1ules and vegulations of conven-
' tiomal corperate lfe, Thiére are o tifles o1 secretaries at

SOL, no ladividual offices or set hours of work. The com-
pany has  elimiunted all perks sund status symbols,

3

SOL’s traluing pregiamine cansists of seven modules,
each of which lasts four months.and ends with a

family. SOL's competitive formula hias five key lngc_(_il- _

7 Every month Liisa Joronen measures each team's performance.
8 All the information is stored in filing cabinets.

rigovons exam. Of course, there are a limited number
of ways to polish a table or shampoo & cavpet. That's
why SOL employees also stady time management,

. budgetitg and people skills.

Lots of compnies h]k about detenu ralising respan-

‘sibility and authority. At SOL it’s a way of life. The
_real power piayers of (e company are its 135 super-

visors, ¢ach of whom leads a team of up to 50 clean-
ers. These sapervisors work with their teams to
creste (helr own budgets, do thelr owa biring and
tiegofiate their own- deals with customers.

5

-Llisa Joronen believes in antonomy, but she's also
- ketn on sccountability. SOL is fanatical about mea-

suring performaunce. It does so frequently und visibly,
and focuses on customer satisfaction. Every time SOL

-1ands a-contract, for example, the salesperson works

at the new customer”’s sife alongside the team that will
do the cleaning in the future. Together they establish
performance benchmarks. Then, every month, the
custoiner rates the team's performance based on
those benchmarks, "The more we free-our’ people hoi'n
rules,’ Joromen says, 'the more we need good mea-

: sumﬂrnts, i
6

Laptops smd ceﬂ-phuues are standar d equlparent for
-all supervisors al SOL, nweﬂng them to work wheie
they want, how they want. Iuside the offices there's
atmost no room for paper, So the company stores sl
ciftical budget documents sad performance reports
on its Intranet, slong with traintng schedules, up-
coIning events and company news.

From Fast Company

S

iR

e g 6 e

9 Find the phrases in paragraph 5 which have the following meanings.
1 assesses how the group have done

2 extremely interested injudging achievements

3 interested in people being responsible for what they do

4 set up standards of achievements

6 Discuss these questions.

1 Would you like to work in a company like SOL? Explain why or why not.
2 Would Liisa Joronen's ideas work in your own company or organization?
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Skills Socialising: introductions and networking

0 Read the three conversations. Choose the correct description from the list
for each one.

Greeting someone and talking about the past
Introducing another person
Introducing yourself and giving information about your company

Conversation 1 L=Louise, M=Mar cus

L Hello Marcus, nice to see you again.

M Hi Louise. How are you?

L Fine thanks. | haven't seen you for ages. We last met at the Frankfurt fair, didn't
we? How's everything going?

M Pretty well at the moment. I'm still in the same department and | got promoted last
year, so I'm now head of data processing, I'm in charge of about thirty people.

L Fantastic!

M How about you? Are you still in Accounts?

L Actually no. | changed my job lastjob. I'm in marketing now. I'm really enjoying
it.

M That's good.

L Yes, but the big news is, Marcus, | got married last year.

M Really? That's great! Well, congratulations! Anyone | know?

Conversation 2 DL=Don Larsen, EK=Erika Koenig

DL Hi, my name's Don Larsen.

EK Pleased to meet you. I'm Erika Koenig.

DL Which part of the group do you work for?

EK I'vejustjoined MCB. We provide financial services. How about you?

DL | work for Atsource Solutions.

EK | don't know much about Atsource Solutions. What sort of projects do you work
on?

DL Well, we're basically an outsourcing business. We supply large companies with
various services including payroll, IT services and human resources.

EK Is Atsource Solutions anew company?

DL No, we're well-established. The company was founded in 1978. It's organised
into three divisions. We have over six thousands employees; we've got our
headquarters in Frankfurt and offices in over twenty countries - we're pretty big.

Conversation 3 J=John, M=Miriam, H=Heinz
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J Heinz, 1'd like you to meet Miriam. She's on awork placement here, she'll be with
us for the next three months.
M Nice to meet you, Heinz.

H It's a pleasure.

J Miriam speaks fluent Italian, so she could be very useful when you're dealing with
our Italian customers. Also, she's very keen on skiing. So you two should have

something in common.

H Oh, that's interesting. Have a seat, Miriam. Would you like a drink?

9 Make up similar dialogues and practice them.

Useful language ||

Greetings

Hello . .. Nice to see you
again.

Hi .. . How are you?

How's everything going?
Introducing your self

I'm from/l work for. ..

I'm in sales/finance.

I'm in charge of . .

I'm responsible for. .. ..
Introducing someone else
I'd like you to meet Miriam
Can | introduce you to Li?

Bob, have you met Lisa?

Talking about your
company

The company was
founded in .. .

We make/sell/distribute

We have subsidiaries/
factories/branches in

We have workforce of
2,000.

Our main competitors
are .

Responding
Fine, thanks.
Not too bad, thanks.

Nice/Pleased to meet
you.

It's a pleasure.

20

Talking about common
interests

You and Henry have
something in common.

Y ou both like/enjoy/are
interested in . . ..

Networking
We're interested in . . ..

Do you know anyone who
could help us?

Could you let me have
their contract details?

Could | call him and
mention your name?

Let me give you my
business card.



Unit 4 Change

"It's not the strongest species that survive, nor the most intelligent, but
the most responsive to change. "
Charles Darwin (1809-1882), British scientist

Starting up

0 Which of these situations would you find the most difficult to deal with?

1 Losing alot of money 5 A new boss

2 Moving house 6 New neighbours
3 Moving to another country 7 Driving abroad
4 Losing yourjob 8 Getting married

9 What has been the most significant change in your life?

9 Which of these business situations would worry you most? Why?

1 You read in the paper that your company will probably be merging with another
company.

2 You keep your job after a merger, but you are in aless powerful position.

3 Your company has to relocate to the other side of the city.

4 You are asked to relocate to a dangerous foreign country.

5 You are promoted but are now in charge of a hostile workforce.

6 You have to move from an open plan office to sharing your boss's office.

7 You have to work with a completely new computer system.

8 You have to decide who to make redundant in your new department after a merger.

Reading Change in retailing

Discuss these questions. Which department stores have you visited in your
own country or abroad?
1 What were your impressions?
2 What in your view should a 21* century department store look like?
3 What should it offer its customers?
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9 Now read the article. What are the names of the two US department stores

mentioned in the article?

US department stores Iaunch counter attack

By Lavren Foster . S
As contumers demand beteer

valne and s Foore Miterest-
ing and_stimulating - expeti-

emce while shopping, depart-
ment stores Ince a2 clear
choice; sdapt ordle..

My concern is that they will
become retnil musenms,’ says
Britt Breemer;, chairman of
America's “Research  Group.
'The bottoni tineis that - they

- bave te admit they are in: -

trouble and figure -out. some

way to relnvent themselves.!
This may help to cxpiain

why fewr times a5 Disay

A Selfridges, Ozford Street, Londow

A Seffridges, Birmingham

households visit discount stores ;
Arnold ~ Aronsan,  a
a3 department stores. Wendy Liebmann, President: - ] iant fortable lounge areas, compu-
Departmient  stores  face of WSL Sirategic Retail. e t sal ter kiosks and shopping carts.

mounting competition from
speciality - retailers and dis-
countery, such as Wal Mart

and Target. Their stendy loss .
of muarket share may - be.

parily because . the concept

One of the main changes is
thatmmﬁnorspluismud
to vemdors, in what s
sopsetimey referred do a4 the

- showense - “business “model:

beHeves-Selfridges could be
a prototype for failing US
depn-tmem stores: ‘It has
brought  back excitement
ind novelty and is really se-
. ducing customers by devel-

The challenge  department
stores face is how to dévelop
in a_sector that is, essentiatly,
not:growing. But if they adapt,

aiany Industry observers - be-

- vedors ~ design_ thefr “own " Heve they will survive. ‘The
vwas born in a different ers; oping the right merchan- " . ’
T v, o i, 3 DA st 0 et quater o ol o St
trip to the stores combined st the right

shopping with entertainment.
What Is needed, say retail

experts, s a new approach.

A typical -example of this

The Selfridges model, says
Peter. Willams, CEO . of
Selfridges, is- about “creating
an-experience. that s ‘new,

- Federated, which - owns
Jﬂcysuﬁ Bloomingdale’s,
appears to. be ‘moving in
the. right - direction. “Forty -

Taniilla, Professor of Market-
ing at the University of Que-
bec. 'But it will not be the
same animai it was hefore’

L R R R S e e Rathiar

approsch working is seen =t lnl:mlhgi sad different’ wo stores are being OP-  Fyow The Fonanciol Times
Selfridges. This UK group has ~ "0ers R 'Is mot just the - graded with the Istest com- o
recast itself from & “sieepy product that is differeist. He  ponents of its  ‘reluvent’ FINANCIAL TIMES
19705 style department store’ . 3373 (he problem with US  strategy, including enbiunesd ™ Workd basarm memapaper
inte & Hing sxpericnce fit &qpm“lmmisthltéhq.', fitting - rooms, comvemfemt . :
for the - Zlst century, -says aﬂloniztheume. pﬂc&-cbeick devlcec, comi-

i, e N N o -

9 Match these people to their views.
1 Britt Breemer a) This is not the end of department stores but

_ in the future they will be different.
2 Wendy Liebmann

b) American department stores are not different

3 Peter Williams enough from each other.

4 Arnold Aronson c) Selfridges has changed into an up-to-date

5 Robert Tamilia store.

d) Department stores need to recognize their
problems and have to change.

e) Selfridge's new approach works.
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9 What changes have taken place at:
a) Selfridges? b)Macy's? ¢) Bloomingdale's?

9 Which of these groups of people are mentioned in the article?

1 agents 5 discounters 9 vendors

2 clients 6 manufacturers 10 wholesalers
3 consumers 7 retailers

4 customers 8 shoppers

@ Which of the groups of people in Exercise 5:

1 are buyers?

2 are sellers?

3 are intermediaries?

4 offer goods at reduced prices?
5 sell directly to the public?

9 What are the differences between the types of retail outlet in the box?
Consider the following factors: size, prices, product range, length and frequency
of shopping visits, customer service level.

Supermarket department store Kkiosk convenience store discount store I

SAM Describing change

o Write the verbs from the box under the correct prefix to make words
connected with change. Use a good dictionary to help you. Some of the words
can be used with more than one prefix.

centralise  organise train grade  regulate

size develop launch locate  structure

down- de- up- re-
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9 Complete these sentences with the correct form of the verbs from the box in
Exercise 1. Use a good dictionary to help you.

1 It is now so expensive to rent offices in the city centre that many companies are

re to the suburbs.

2 The company has recently had to down its workforce. Reducing the number of
employees is the best way to stay profitable in the current economic climate.

3 Excellent customer service is vital to keep up with the competition. The company

has introduced new working practices and is re all part-time staff.

4 The seating plan in our office has been re to accommodate new staff.

5 Our product hasn't been selling well recently. The marketing team has decided to
re the product with a more up-to-date image.

6 The company has noticed that too many decisions are made at Head Office. It is
de the decision-making process so that branch managers are more involved at an

earlier stage.

7 The company has finalised the plans to re the disused car park site. It is going to
become a modern three-storey office block.

8 The most successful change in our company was the decision to re the company
hierarchy. Now there is more opportunity for promotion.

9 Underline the nouns in Exercise 2 that make partnerships with the verbs.

9 Work in pairs. Describe the changes that have happened in a workplace you
know well.

°Vocabularyﬁle pages 98-99

Skills Taking part in meetings 2

Four executives are discussing changes to company working practices. Read

and answer the questions.
C=Carl, N=Nancy, M=Max, S=Stefan

C Can we move on to the next point, the open-plan office? Nancy, would you like to
begin?

NI like the idea. It's good for communication, people see each other at the office,
it's, er, it's good for team spirit, too. There's more interaction between people, and
people work harder when they're on display.

M I'm not sure I agree with you there. With open-plan offices, there's a problem of
privacy.
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C OK Max, thanks. Em, Stefan, what do you think?

S I agree with Max about privacy. What ifyou want to have a private conversation or
make a private phone call?

C Well erm I suggest we use meeting rooms for private conversations or
calls.

S Meeting rooms? Yes, that's true, I suppose

M Could I just say something? I don't think it works

C Let Stefan finish please, Max

M Well I'm not happy about it. I don't think we should have a vote about it now. I
mean, I think we need a report or an extra survey done about this.

C How do you mean, "an extra survey"? Are you saying we need to bring a
consultant?

M No, I was thinking of someone inside the company.

C OK, I think a report is probably better. I propose that someone prepares a report on
the open-plan idea, by, say, the end ofthe month. Is everyone agreed?

All Yes, right, agreed.

C Right, can we move to the next item on the agenda, "hot-desking", Max?

M Frankly, I was shocked to see the proposal about hot-desking. I don't think it's a
good idea at all. It will upset people and itjust won't work.

C OK, how do you feel about it, Nancy?

N I'm pretty sure hot-desking won't work unless we have an open-plan office. I don't
think hot-desking works in closed offices.

S Sorry, I don't follow you, Nancy. What exactly are you saying?

N What I mean is, we could change to an open-plan system but I'm against
introducing hot-desking now. It's not good to change everything too quickly. Staff
need time to get used to changes.

9 Answer the following questions:

1 Why does Nancy think the open-plan office is a good idea?

2 Why are two ofthe people against introducing an open-plan office?
3 What proposal does Carl make to deal with the problem mentioned?
4 Why is Max against hot-desking?

5 What change in working practices does Nancy want?

9 Role play this situation. You are managers of a television production
company, Zoom International. You are discussing these two proposals for
changes to company policy.

1 Zoom International (ZI) could reduce costs by offering staffa 10% increase in
salary instead ofa company car. If ZI makes the change, staff will have to provide
their own car for business use, using their own money.

2 71 could increase security at their head office. At present, a security guard checks
staff who enter the building. In future, staff will have to go through a barrier where
they insert an identity card. Ifthey do not have an identity card, they cannot enter the
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building. In addition, they must, at al times, wear an identity card with their
photograph on it. There will be two female receptionists behind the barrier.

Student A: Turn to page 88.
Student B: Turn to page 90.

Useful language

Interrupting

Could | just say something?
Excuse me, but could | just say.
Asking for clarification

How do you mean, . . .. ?

What exactly are you saying?
What exactly do you mean?
Areyou sayingwe needto . .. ?
Sorry, | don't follow you.

Can you explain in more detail ?
Clarifying

What | mean is. . .

What I'm saying is. ...

No, | wasthinking of . .

To be more specific . . .

To clarify. . . ..

Dealing with interruptions
Hold on. Can | finish the point?
Let Stefan finish, please/

I'd like to finish if | may.

Just a moment . . ..

Making proposals

| suggest . . ..

| propose that . . ..

How about . . ..

Rejecting proposals

Sorry, | don't think it's/that's a good

idea
I'm not sure | agree with you there.
It/That just won't work.

Well, 1'm not happy about it/that
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Unit 5 Money

"A bank is a place that will lend you money if you can

Starting up

”

prove that you don't need it.

Bob Hope (1903-2002), American comedian

Answer these questions individually. Then compare your answers with a

partner.

1 How much cash do you have with
you at the moment? Do you:

A know exactly?

B know approximately?

C not know at all?

2 Do you normally check:
A your change?

B you bank statements and credit card
bills?

C restaurant bills?
D your receipts when shopping?

E prices in several shops before you
buy something?

3 Do you:
A give money to beggars?
B give money to charities?

C give away used items, such as
clothing?

4 Ifyou go for a meal with someone
you don't know well, do you:

B suggest dividing the bill into equal
parts?

C offer to pay the whole bill but expect
them to pay next time?

D try to avoid paying anything?

5 What do you think about people
who don't pay the correct amount of
tax? Is this:

A a serious crime?
B morally wrong but not a crime?
C excellent business practice?

6 Ifyou lend a colleague a small
amount of money and they forget to
pay it back, do you:

A say nothing?

B remind them that they owe you
money?

C arrange to go for a drink with them
and say you've forgotten your wallet?
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(2]

What do your answers to the questions in Exercise 1 say about your attitude
to money? What do they say about your culture?

HA H Dealing with figures

Useful language ||

Saying numbers

Years Currencies

1984 nineteen eighty-four £3.15 three pounds fifteen 50p fifty /pi :/
2006 two thousand and six €250 two hundred and fifty euros

1900 nineteen hundred ¥125 one hundred and twenty-five yen
Decimals

16.5 sixteen point five
17.38% seventeen point three eight percent
0.185 nought/zero point one eight five

Bigger numbers
3,560 three thousand five hundred and sixty (BrE)
three thousand five hundred sixty (AmE)
598,347 five hundred and ninety-eight thousand, three hundred and forty-seven
five hundred ninety-eight thousand, three hundred forty-seven (AmE)

1,300,402 one million three hundred thousand, four hundred and two (BrE)
one million three hundred thousand, four hundred two (AmE)

Im one/a million (1,000,000)

3bn three billion (3,000,000,000)

£7.5bn seven point five billion pounds

€478m four hundred and seventy-eight million euros (BrE)
four hundred seventy-eight million euros (AmE)

Work in pairs.

Student A: turn to page 91 and read the text aloud to Student B. Student B:
listen to Student A while reading the article below. Correct any incorrect
information.
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BUSINESS IN BRIEF

Y ahoo has strengthened its European presence
with the €375m($578m) acquisition of Kelkoo,
the French-based on-line shopping service. The

European on-lineretail market isforecast to gr oww
€16bn in the next three years.

The Nikkei 225 Average climbed 0.7 percent
to 10,364,99 while the Topix index rose 1.2
percent to 1,145,90. Banking shares benefitted
most, with Mizuho jumping 5.7 percent to
¥437,000, SMFG rising 4.7 percent t ¥ 852,000
MTFG gaining 7.9 percent to close at '
¥ 1,019,000 and UFJ up 4.2 percent to

¥ 656,000.

From The Financial Times

FINANCIAL TIMES

World business newspaper

9 Write all the numbers and symbolsin full, according to theway they are
pronounced. For example, €3.1m: three point one million eur os.

Vocabulary Financial terms

0 Match the definitions 1 to 6 with the financial terms a) to f).

1 money owed by one person or organisation to a) gross margin
another person or organisation .
b) recession

2 a period of time when business activity decreases

. . c) shares
because the economy is doing badly
3 difference between the selling price of a product d) debt
and the cost of producing it e) stock market
4 aplace where company shares are bought and sold f) investment

5 money which people or organizations put into a
business to make profit

6 equal parts into which the capital or ownership of a
company is divided
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9 Match the sentence halves.

1 Earnings per share are a) a part of the profits of a company paid to the

_ owners of shares.
2 A forecast is

b) acompany's profits divided by the number of

3 Bankruptcy is its shares.

4 A dividend is c) adescription of what likely to happen in the

5 Pre-tax profits are future.

d) money which businesses receive from selling
goods or services.

6 Revenues are

e) when aperson or organisation is unable to
pay their debts.

f) the money a business makes before payment
to the government.

9 Complete this report with the terms from Exercise 1 and 2.

In our home markets it has been another excellent year. . . . . are up by £23 million,
and the . . . for the next quarter is equally good. Profits from abroad are down
because of a . . . in Japan. However, our performance overall has been good, and the
..... have increased to 26.4p and the . . . will be increased to 4.3p per share, which
will please our shareholders.

We plan to issue new. . . .. in order to finance expansion in Asia. We also plan to
increase our. . . . . in plant and equipment before entering the Chinese market. We are
particularly pleased with our performance in France and Germany where . . = have
increased. As aresult of using a new distributor, our costs fell givingusa . . . of 40
percent on our main product line. We will use any extra cash to reduce the level of

Our performance in Italy should improve significantly following the . .= . of our
biggest competitor. However, we should not become too satisfied with our share
price as economic conditions remain uncertain and the . . . will continue to reflect
this. Share prices will not rise in the short term.

Reporting financial success
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0 Before you read the articles decide which ofthese statements are true.

1 Both Wal-Mart and Target Stores are based in the UK.

2 Wal-Mart is the world's largest retailer.
3 Target is not a competitor of Wal-Mart.

9 Work in pairs. Student A read Article 1 below and Student B read Article 2.

Complete the parts of the chart which relate to your article after the

texts.

Article 1

strength of the-recovery fn
US consunier spétiding, .
$ee Scotr, the CEQ,said:
‘I amm more optimistic about
the vear we have just
started than I Bave been
in several vears. I am not
only optimistic about the
¢conomy aud the continuing
sirengtli of the housing
market bur also encournged
about Wal-Mart's pesiilon.’
My Scott  was alse
encouraged by consumer
spending, which he said
was driven by bighes tax

Wal-Mart

T T P )

WALMART

ALWAYS LOW PRICES
Alwtiy

By Lauren Foster

Wal-Mart vesterdsy really sur-
prised investors when it
sounded a sirong note of opt-
mismn, This optdmism is a

marked twnaround from  peéfunds and  Ceventually  $256.3bm. Internstional
three months age whem improvemenis in the jobs sales were streug,
Wal-Mart warned. about the.  picture.” contributing about $27bn
= o w e, e ‘_‘-—_..
Article 2
Turgnl Stom" &vizd.on and Targu !oeam 87 rmtsnslnre,

Thfgéf“’""
Stores

’ ionscioﬁﬂmxggthnhé&ér&w—
- -count retaflers. I Is the third-
“ argoat genwisl wetafler iri the

The., world’s . largest
* retailer by reventies said
fourth-quarter profits rose
1f percent to-82.7bn, or 63
cents a share, compared
with $2.5ba, 0186 cents &
share over a. year ago.
Revenues for: the gquarter

increased 12.2 percent io S

$74.5bn.

For the fuil vear, Vval—
Mart's profits jumped 13.3
percent to $8.9bn or $2.83
s share, up from $7.8bn.
Revenues increased 11.6
percent from $229.6bn to

gxin in overall sales,
M Scott said Wal-Mar(

" hud a goed year but the
‘interuational diviston had

an excellent year.

He stressed that, while

| gross margin was better

than
‘e Cimprovement
© thanks . to

originally forecast,
was
the mix of
mevchaidise, not - bigher
prices. “We ave uot raising
prices = amd have oo
intention. of doing so," Mr
Scott said.

From the Financial Tines

FINANCIAL TIMES

World busiuess mewspaper

e oo saptoo !

Stm

" Vo el o, Tuipes

_' pmﬁu were . Sl.slbn.

wes, » 2.9 peuen: rise’

5 I samestore sules  and

US by reverizes. : ‘whith have been ailing, pre-tax
" Yarget yesterdiy smid it profit jumped 15.6 percent st _ S
saw continued price pressure Muarshall Field’s but el 0.3 per- g0 40 Financial Times
tromrivnl Wal-Mart. For the centatMemn ) U ey
fourth guarter, Target's. proat Credif card apmﬂoax added F CIAL TIME
“yose te S832m, or 91 cents » S168ar to pretax profit in the - i pap
share, cmpared with 5688m, recent . quarter wp 11.7 percent& ) oo )
or 75 cenis: n dnm, A year fmmnyursm. - Sl
Ana!ysts hnd emecbed

growthi fn credif revemes.

By Laaren Foster

Target yesterday beat Wall
Street - expectations when it
deBivered - a 21,1 percent
rise {z ' quarterly earnings..
Gains in Target’s credit card
business, as-well as bothits
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Wal-Mart Target Wal-Mart Target

4" quarter 4" quarter Full year Full year

Total profits

% increasein
profits/earnings

Earnings per
share

Sales revenues

9 Exchange information with a partner and complete the chart.

@ Read both texts and answer the questions. Which company:
1 feels confident about the future?

2 has developed a more fashionable image?

3 had particularly good results overseas in the last 12 months?

4 is not planning to increase prices?

5 did better than the American stock market forecast?

6 feels its success is due to the variety of its goods?

9 Match the words to make word partnerships from the text.

1 consumer a) division
2 tax b) pressure
3 international c) refunds
4 quarterly d) spending
5 price €) earnings

16

Read the articles again and check your answers. Now match the word

partnerships in Exercise 5 to their definitions.

1 the money people spend on goods and services

2 money given back at the end of the financial year

3 company profits for a three-month period

4 part of a company which deals with or is located overseas
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5 decreasing or freezing the price of goods or services in order to gain an advantage
over competitors

Vocabulary Describing trends

0 We can describe trends in English in different ways. For example:
1 Verbs of change

Profits soared 18.5%.

Profits are falling.

Sales plummeted in January.

2 Prepositions

Profits rose 11% to $2.7 billion.

Profits have gone up from 3 million to 4 million euros.

Our business grew by 10% last year.

There's been a decrease in annual sales of 1 million euros.

Last year profits stood at 2.5 million pounds.

3 Different verb forms

The figures show a positive trend, (present simple)

We're watching the trends carefully, (present continuous)

Last year we made aloss, (past simple)

In recent months our profits have risen dramatically, (present perfect)

If sales drop further, we'll be in serious financial difficulty, (first conditional)

9 What kind of movement do the verbs below describe? Match them to the
symbols 1 to 11. Then compareyour answerswith your partner. (Use some
symbols more than once.)

decline gain drop increase rocket plummet
double fall halve level off triple recover
decrease fluctuate improve peak rise jump
r; Al ) 4 j{f @ {8l
N o A\ T
o] (e} (LI
7 ® 4 ¥,
/' \4 o Ity 2 /'
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9 Which of the above verbs also have noun forms? What are they? For
example, to increase-an increase.

9 Complete these sentences about the graphs below with appropriate
prepositions.

1 Sales have increased . . . €5m . . . €7m.

2 Sales have increased . . . €2m.

3 There has been an increase . . . £€2m in our sales.
4 Sales now stand . . . €7 million.

5 Salesreached apeak . . . €7 million in July.

6 Salesreached alow point . .= €1 million in April.

6 Complete the graph and the pie charts using the information below.

The growth rate in Paradiso was
around four per cent ayear for Paradiso growth rate
ten years. A period of very fast

growth followed, with the growth

rate reaching 12 per cent ten g

years later. Growth was nine per 10

cent in the following three years, g

but fel to two per cent inthe year % 7

after that. It then increased 6

steadily to reach five per cent two 2

years ago, and has stayed at that 3

level. 2

30 years ago, GDP in Paradiso {1, _

came 70 per cent from 30 20 10 this
agriculture, 20 per cent from Vears ago  years ago years ago year

industry and 10 per cent from
services. At that time, GDP was

US$1,000 per person in terms of _
today's dollars.

agriculture
Today, GDP per person is L
US$10,000, coming 50 per cent | e
from industry, 40 per cent from SETVICES

services and 10 per cent from Paradiso GDP Paradiso GDP -
agriculture. 30 years ago this year industry

Paradiso GDP
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Unit 6 Advertising

"Half the money | spend on advertising is wasted. The trouble is | don't know which
half."
William Hesketh Lever (1851-1925), English industrialist

 HYUNORL

Starting up

0 Discuss the advertisements.
1 Which do you like best? Why ?
2 What kind of advertisement do you like?

Discussion Good and bad advertisements

0 What makes a good advertisement? Use some of the words below.

clever interesting funny  inspiring eye-catching
powerful humorous shocking informative
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9 Do you think that the advertising practices described below are acceptable?
Are any other types of advertisement offensive?

1 Using children in advertisements

2 Promoting alcohol on TV

3 Comparing your products to your competitors' products

4 An image flashed onto a screen very quickly so that people are influenced without
noticing it (subliminal advertising)

5 Exploiting people's fears and worries

0 Which of the following statements do you agree with?
1 People remember advertisements not products.

2 Advertising raises prices.

3 Advertising has a bad influence on children.

Vocabulary Advertising media and methods
0 Newspapers and TV are advertising media. Can you think of others?

9 L ook at thewords in the box below. Label each item 1 for advertising
media, 2 for methods of advertising or 3 for verbs to do with advertising.

directories persuade publicise sponsorship
run mailshots promote cinema
commercials public transport place free sales
exhibition billboards/hoardings launch leaflets
point-of-sale posters word of mouth radio

target endorsement research sponsor
press Internet slogans television

9 Choose the most suitable word from the words in brackets to complete these
sentences.

1 Viacom Outdoor is an advertising company that specializes in placing adverts on
billboards/public transport/television as buses.
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2 a fruit bar 5 a range of smart clothing

3 a computer quiz game 6 a range of supermarket own-brand products

Skills Starting presentations

O Decide whether each expression in the Useful language box is formal or
informal. Write F (formal) or I (informal). Underline the key words which
helped you to decide. Then compare your answers.

Useful language

Introducing yourself Secondly, I'll discuss the media we
plan to use. Finally, I'll talk you
through the storyboard for the TV
commercial.

On behalf of myself and Focus
Advertising, 1'd like to welcome you.
My name's Sven Larsen.

My talk is in three parts. I'll start
with the background to the
campaign, move on to the media

Hi everyone, I'm Dominique
Lagrange. Good to see you all.

Introducing the topic plan to use, and finish with the

storyboard for the commercial.
I'm going to tell you about the ideas

we've come up with for the ad Inviting questions

campaign. If there's anything you're not clear

This morning, 1'd like to outline the ~2bout, go ahead and ask any
campaign concept we've developed  duestions you want.

for you. If you have any questions, please

Giving a plan of your talk don't hesitate to interrupt me.

I've divided my presentation into
three parts. Firstly, I'll give you the
background to the campaign.

© Read these two presentations and check your answers to Exercise 1.

Formal presentation

Could I have your attention, please? Good morning everyone. On behalf of myself
and Focus Advertising, 1'd like to welcome you. My name's Sven Larsen, I'm
Commercial Director.

This morning, I'd like to outline concept we've developed for you. I've divided my
presentation into three parts. Firstly, I'll give you the background to the campaign.
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2 Some perfume companies provide leaflets/commercials/free samples so that
customers can try the perfume on their skin before buying it.

3 Advertising companies spend a lot of money on creating clever slogans /
directories / mailshots that are short and memorable such as the message for the
credit card, Access: "Your flexible friend."”

4 Celebrity exhibition/research/endorsement is a technique that is very popular in
advertising at the moment.

5 If news about a product comes to you by word of mouth/press/Internet, someone
tells you about it rather than you seeing an advert.

6 If you have something to sell, you can farget/place/launch an advert in the local
newspaper.

Give examples of:
1 outdoor advertising on the buses or train in your country.
2 clever slogans that you remember from advertising campaigns.

LM_[B Successful advertising

0 Discuss with your partner.

1 Which celebrities from your country are used in advertising?
2 Which products or types of products do they advertise?

3 Do you think this kind of advertising is effective?

9 Read the article. Match the celebrities mentioned to their sport.

9 Answer these questions after reading the text.

1 According to Phil Knight, what are the three facts which have led to the huge
success of Nike?

2 Why did Nike lose market share in the mid 1980s?

3 Which innovation saved the company?

4 Which celebrity saved the company?

5 What is Phil Knight's key idea about advertising?

9 Which of these statements are true? Correct the false ones.
1 Nike has been Advertiser ofthe Year three times.

2 Nike uses only worldwide advertising.

3 Nike believes market research pre-testing is very important.

4 A lot of computer tricks are used in Nike ads.

9 What are the advantages and disadvantages for a company of using
celebrity endorsement in its advertising?
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What makes Nike's advertising tick?

By Stefans Hatfield team; and the basketball stnr, thes marketed the Air Jordim A¢ Nike (here is astreamlined
: Michael Jordan, who brand en the back of Michael decision-making process that
Phil Knight, the co-founder Famously rescaed the Jordan. Sales took off and the gives marketing directors real
and former Chief Executive company. rest is ‘history. power: They do not rely on
of Nike, prefeis to Jet bis From the beginning Nike This brings uws to the subject market research pre-testing
superstar athletes and has been prepared 1o take 3 of globalisation and the which oflen reduces the impact

advertiseraents do his talking
for hite. Named Advertiser of

gamble on sporting bad boys
vibers would not teuch: Andre

qoestion of how Amevican the
brand can be. Nike uses a mix

of more tiperimental commer-
cials. Thére is also the long

the Year at the 50th Cannes In-  Agassi springs (o mind. It was of global ad campaigns such  relationship with one of the
ternationant  Advertising Festi- 8 strategy that began with e as ‘good v evil' - and locsl would's best ad agencies, and
val, he is the first person to win  Nastave, . the origiual: tennis advertising  such s its famous what Wieden describes as ‘an

the award twice,

Knight has an absolutely
clear and commyitted. strategy
to use celebrity athlete
endorsement. He describes it

bad bey. The Romanian had
the quality that has come {o
represenl Nike and its
advertising: atlitude.

After extraordimary growth,

poster campaigns in the UK.

Duriag a 2i-vear : partnership
Wieden  and
Kennedy, Nike has- created - some
of the world's most attention-

with - the agency

hanesty about sport’. Things
only happen in Nike's ads
thal sportsmen and women can
reslly do.

‘My number one advertising

as one part of the “three- Nike became oumber one  prabbing advertising: for  principle —if I have one - is to

Jegged stool™ which lies traimer masufacturer in the cxample the Nike ‘good v wake up the consumer’ con-

behing  Nike's phenomenal US. But Knpight adimits the  evil’ campaign  and two  cludes Knight, witb an absolute

growth since the early 1980s, company then lost its wayasit advertisements both for Werld  conviction that is nwigue among

with the other two being failed to . cope with. its Cups and the ad ‘tag', Iast modern-day chiefl executives, ‘We

product design and success. It experimented  year's Caunnes grand prix  havea high-risk strategy on ad-

advertising. unsuccessfully with expansion winner. Other famons ads star  vertising. When it works, it ts
He has  built XNike's  into  non-athletic shoes, and  Pele Sampras . and  Andre  more interesting, There really is

expansion “into speri after Josi its number ome position to  Agassi - playing in thestreeisof  no fomula.’

sport from its athletics voots Reebok In 1986, Maghattan; - Tiger Woods

on the bhack of sporting Knight bet the lature of the playing ‘keepy-uppy® wilh a From The Guardian

masters: Carl Lewis on the company on anew feature: a  golf  ball; and Brazils team

track; temnis’s Jimmy Conners mew air technolegy iunside the playing soccer at  the airport

and John AkEnroe; Tiger {rainer. He launched the termwinal.

Woods, who led Nike into

product with a David Fiocher-

It is a remarkable body of

golf, Romaldo and  the directed ad which wused the work; both in jts variety, daring
Brazilian nationz! football Beatles track Revolution, and and  consistent originality.
e T s e g

Tt 1 A ot DT T e e e i o .
e o RN

@ The article mentions an attention-grabbing advertisement. This type of
phrase is common in advertising. Match thewords 1 to 6 to the words a) to f) to
make word partnerships.

1 energy a) teasing

2 eye b) saving

3 thirst C) watering
4 money d) catching
5 mouth e) quenching
6 brain f) saving

9 Which of the word partnerships in Exercise 6 would you use to describe
these products?

1 a soft drink 4 a lower-power bulb
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Secondly, I'll discuss the media we plan to use. Finally, I'll talk you through the
storyboard for the TV commercial. Ifyou have any questions, please don't hesitate to
interrupt me.

Informal presentation

Right let's get started. Hi everyone, I'm Dominique Lagrange. As you know, I'm
Creative Director of DMK. Good to see all. I'm going to tell you about the ideas
we've come up with for the ad campaign. My talk is in three parts. I'll start with the
background to the campaign, move on to the media plan to use, and finish with the
storyboard for the commercial. If there's anything you're not clear about, go ahead
and ask any questions you want.

9 Presenters can use different techniques to get their audience’'s attention at
the start of a presentation. Match the starts of five presentations to the
techniques.

1 I wonder if any of you know the
answer to this question: What's the most
popular holiday destination in Europe
for people under the age of twenty-five?

2 When I was on holiday a few years A Tell a personal story
ago in Greece, | remember talking to the

owner of a tavern. He said to me that in

twenty years' time, the little island B offer an amazing fact
where he lived would be a popular

tourist resort.

3 Let me start by giving you a statistic: C use a quotation
ninety-two percent of all Americans do
not possess a passport. Think about that,
and consider the opportunity it presents

D ask a question
to the travel industry.

4 We're facing a crisis with our market
share. What are we going to do about it. E state a problem

5 Someone once said that "travel
broadens the mind". What I hope to do
in this presentation is to demonstrate
how to convince the next generation of
travelers that this is still true.

@ Prepare your opening using the techniques in Exercise 3. Practise the
openings with a partner.
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Unit 7 Cultures

"Share our similarities, celebrate our differences. "
M Scott Peck, American author

"When in Rome, do as the Romans do. "

0 What do you miss most about your own country or culture when you go
abroad?

9 Why is cultural awareness important for businesspeople? Give examples.

What is culture? Choose the four factors which you think are the most
important in creating a culture. Give your reasons.

climate language historical events

institutions arts social customs and traditions
ideas and beliefs religion ceremonies and festivals
cuisine geography architecture

9 Do you think cultures are becoming more alike? Is this a good thing or a
bad thing? Give reasons for your answers. Think about:

e improved communications

» cheap foreign travel

* global business

» trading groups (such as EU, ASEAN)

9 How important are the following things when doing business in your
country? Are they: a) important b) not important or c) best avoided?

» exchanging business cards * being forma or informal
» shaking hands * punctuality
» Kkissing e humour

socializing with contacts giving presents
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» small talk before meetings » being direct (saying exactly what you
think)
accepting interruption
using first names

6 Which country would you like to visit on business? What would you like to
know about the culture of this country before visiting? Think of some questions
to ask.

Vocabulary |dioms

0 Choose the most appropriateword in the box to complete the idiomsin the
sentences below.

eye eye foot water water fire ice end

11 was thrown in at the deep . . . .when my company sent me to run the German
office, | was only given two days' notice to prepare.

2 We don't see eye to . . . .about relocating our factory. The Finance Director wants
to move production to the Far East, but | want it to remain in Spain.

31 gotinto hot . . . with my boss for wearing casual clothes to the meeting with our
Milanese customers.

4 Small talk is one way to breakthe . . .= when meeting someone for the first time.
51 reallyput my . . initwhen | met our Japanese partner. Because | was nervous, |
said "Who are you?" rather than "How are you?"

6 1 get on like a house on . . . with our Polish agent; we like the same things and have
the same sense of humour.

7 When | visited China for the first time | was like a fish out of. Everything was
so different, and | couldn't read any of the signs.

8 My first meeting with our overseas clientswas areal. . . -opener. | had not seen
that style of negotiating before.

9 Consider the context of each idiom in Exercise 1 and write down those
which have;

9 Match the idiomsin Exercise 1 to the correct meanings a) to h).
a) given a difficultjob to do without preparation . . ..
b) quickly have a friendly relationship with someone . . ..
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¢) feel uncomfortable in an unfamiliar situation

d) say or do something without thinking carefully, so that you embarrass or upset
someone

e) to disagree with someone

f) an experience where to learn something surprising or something you did not
know about

g) make someone you have just met less nervous and willing to talk ...

h) to get into trouble

9 Work in pairs or small groups. Discuss the following:

1 What tips do you have for breaking the ice at the meetings with new clients?
2 Talk about a place you have visited which was a real eye-opener.

3 Describe any situation you had using the idioms.

Readin I Cultural advice

o Work in pairs. Student A: read the articles A and B on the next page.
Student B: read the articles C and D on pages 93-94. Choose the two most
interesting points about each country and tell your partner.

9 Read your articles again and answer as many of the following questions as

you can.
In which country or countries:

1 do people talk in a lively way?

2 do people ask questions about your personal life?

3 does the host invite you to comment on a previous conversation?

4 do the hosts like to hear praise about their country?

5 do people like gifts with your company logo?

6 is it important to give a more expensive gift to the most senior person?
7 does you host open your gift immediately?

8 Is it a mistake to offer an expensive gift?

9 is it bad manners to refuse to sing when asked?

10 is it bad manners to refuse an invitation to a meal?

11 is it important to be punctual for lunch or dinner?

12 is it important not to offer food with your left hand?

Article A: Italy Article B: United Arab Emirates
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Cenversation
 The hosts wsually set the subject of conversation. They will
- normally begin with polité enquiries (How are you? How
are yau enjoying your visit? et¢. ). If others arvived before.

.. ¥Ou, your hosts will often tel! you the subject of the
prevmus cnnversatmn and invite you to: contr:bute.

Glft-glwng

v Conv&rsaﬁ“

 Lively conyersation I SEC

Gwmggd’ts inthe UAE i is more compiex than i in ether
“countries This is partly because of the mixtureof -

- nationalitics: each nationality has différent tastes and
_customs.-Also, nearly everyﬂnng can be purchased in the

- UAE less expensively than elsewhere in the world. As a

: gesturs: of respect, your host is likely to open and carefuily

' examme Yyour gj't in your presence, It is important that
pour gift is the Imst you can-afford to aveid embarrassment.

restanrnm. Hospttﬂitv in the UAE is very lmpommt but
should: not e interpreted s future commiercial success.

" There are loeal dustoms to be aware of, for example, it is
“considered bad maitiers fo ¢ither est or offer someﬂling .
: wlth the left hand. .

' 4dapfedfmm-w-m_cw@ve‘wm

9 In pairs share the information with your partner so you can answer all the
guestions.

9 What advice would you give a business visitor to your country? Give a short
presentation. You could mention conversation, gifts, entertainment,
appointments and business dress.

9 Read these notes on US business protocol. How does each piece of advice
compare with the situation in your country?

Smoking
US business pmtocof * Yon mustn't smoke in many public spaces, Most
busineésses, cxbs and ‘many vestaurants nowadsays have
Titning a ne-smoking policy.
+ You must arrive at business meetings on time, Only a
15-minate delay because of traffic problems is aflowed, Gift-giving
*» Busitiess gifts shouldn't be given unnl after the business
Greetings and polite couversation negotiativns arc overn
* You must shake hands during introductions. * You mustn't give an expenavc busmcss gift It may cause

+ You don't have to make a lot of sniall talk. Americans like to get embarrassmms
down to business quickly. .
+ You mustn't ask about & businesswoman's marital status. It is con- Entﬂ"tammg athome

sidered rude. * Youshould write a short thank you itete to your host
.. Rud-hostess if you are entertained at their home. You
Business cards ' Sl on't liave to give  gilt bt ﬂowers or wme are

= You don't have to exchiange business cards gnless . T apprectated.
there is a reason to get in contact later,. v - Vo From Del and mboos awrmd rfw warld, edited by Rogef E
e Avtell. 7 :

o, ; ot ‘.»w»; i : s

e L e e A oo, v g o e SR



Skills Social English

0 In what business situations would you use the words and expressions below?

Discuss your ideas with a partner.

Congratulations! | don't mind.
Cheers! Excuse me.
Make yourself at home. Sorry.

Help yourself. [t's on me.

Couldyou . . ?

That sounds good.

9 What would you say in the following situations? Choose the best answer.

1 You don't hear someone's name when
you are introduced to them.

2 You have to refuse an invitation to
dinner with a supplier.

3 You are offered food you hate.

4 You want to end a conversation in a
diplomatic way.

5 You have to greet a visitor.

6 You have to introduce two people to
each other.

7 You offer to pay for a meal.
8 You have to propose atoast.

9 Your
redundant.

colleague has been made

10 You arrive half an hour late for a
meeting.
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a) I'm sorry I'm late. The traffic was
terrible.

b) Here's to our future success.

c) I'm very sorry to hear about what
happened.

d) I'm sorry. |
name.

didn't catch your

e) Let me get this.

f) 1I'm sorry. I'm afraid I'm going to
the opera on Tuesday.

g) Welcome to our headquarters.

h) Not for me thanks; I'm not very
keen on fish.

i) Michael, can | introduce you to
John Perry? John's over from the
States. John, this is Michael
Andrews, my boss.

j) I'msorry. | really must get going.
It was really nice talking to you.



9 What can you say in the first five minutes of meeting someone? Choose the
best answer a) to 1) for each of the questions 1 to 10.

. .. 0
1 Is this your first visit to the Far East’ a) At the Peninsula Hotel.

2 Oh really. What do you do? b) Nearly ten years.

? .
3 How long have you been there? ¢) No, 1 come here quite often.

?
4 Have you been to Hong Kong before? d) No. This is my first trip.

. o ' .
S Business or pleasurc? e) 1’m the Marketing Director for a

6 How long have you been here? small import-export company.

7 How long are you staying? f) Business, 'm afraid.

8 Where are you staying? g) Till tomorrow night.

9 What’s the food like? h) A week.

10 So, what do you think of Hong i) [Ireally like it. There’s so much to
do.

Kong?

i) 1t’s very good but quite
expensive.

9 In your opinion, which of these items of advice for a successful conver sation
are useful and which are not?

1 Listen carefully 4 Be polite 7 Keep eye contact
2 Give only yes or no answers 5 Ask questions 8 Be friendly
3 Interrupt alot 6 Stay silent

Turn to pages 106-107 to play The social-cultural game.

Test Your Business Grammar and Vocabulary. Revision A.
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Unit 8 Employment

"No matter how successful you are, your business and
its future are in the hands of the people you hire. "
Akio Morita (1921-1999),

Japanese business executive

Starting up

0 In your opinion, which factors below are important for getting ajob?
Choose the five most important. Is there anything missing from the list?

appearance hobbies experience qualifications
intelligence marital status personality handwriting
references age astrological sign family background
blood group sickness record

(2]

Think about jobsyou've had and interviews you've attended. Ask each

other about your best or worst:
la) job b) boss c) colleague
2 a) interview experience b) interview question c) interview answer

9 Discuss these statements.

1 At work appearance is more important than performance.

2 You should keep your private life totally separate from your work.
3 People don't change much during their working lives.

4 1t is best to work for as few companies as possible.

5 Everybody should retire at 50.

Vocabulary The recruitment process

0 Match theverbs 1 to 6 to the nouns a) to f) to make word partnerships.

1 totrain a) avacancy/post
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2 to shortlist b) an interview panel

3 to advertise c) the candidates
4 to assemble d) references

5 to make e) new staff

6 to check f) .job offer

Now decide on a possible order for the events above from the employer's point
of view.
For example: 1 to advertise a vacancy

9 Complete the text using the words from the box.

curriculum vitae (CV)/résumé  probationary period  interview

application form psychometric test covering letter

These days many applicants submit their. . . . speculatively to companies they would
like to work for. In other words, they do not apply for an advertisedjob but hope the
employer will be interested enough to keep their CV on file and contact them when
they have a vacancy. When replying to an advertisement, candidates often fill in a/an
..... and write a/an . . . . The employer will invite the best candidates to attend a/an
...... Sometimes candidates will take a/an ... before the interview to assess their
mental ability and reasoning skills. These days it is normal for successful candidates
to have to work a/an . . . in acompany. Thisisusually three or six months; after that
they are offered a permanent post.

9 Which of these words would you use to describe yourself in a work or study
situation? Use a good dictionary to help you. Add any other useful words.

e motivated » confident * reliable e proud
* dedicated * |oyal o determined » charismatic
e honest » adaptable » resourceful * meticulous

@ Compare your answers with a partner. Which of the qualities in Exercise 3
do you think are the most important to be successful in ajob?

Q Vocabulary file pages 96-97
Retaining good staff

0 Discuss these questions before you read the article.
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1 The article talks about people who are high performers. What does this phrase

mean? What sort of people are they?

2 What do you think motivates high performers to stay with the same company?

Motivating high-calibre staff

By Michael Douglas

An  organisation's capacity
to  ddentily, attract  amd
refaln  bigh - quality, Thigh.
performiug people who can
develep  winming  sfrategies
has  become  decisive  in
easuring competitive advan-

fage.
High performers  are
easler to  deflue  than te

find, They are peeple with
apparently iidtless ewergy
and  enthustasm,  quakities
that  shine through even
on their bad davs. They are
full of ideas and get
things  done  guickly and
effectively,  They  insphre
others uot just Ly pep talks
bul also fhrough ihe. sheer
force of thely  example,
Such prople cam push their
avgamisations  to . grealer
snd greater heights:.

The problem s that

peoplc of this gmality are
very  attracHve - fo  jival
coimpanies and  are Hkely
to  be hendhusted. The
fBnauncial impact of such

people leaving §s great amd | -
inclodes the costs af expessive -

raining snd Tost productivity
and luspiration, -

However, mnet all . high
pecformers are stofen, some
are lost. High pecformers
generally  feave  because
organtsatiens de met Kkmow
how to  keep them. Too
many employers are blind or
Indiffevent to the agenda of
wonld he high performers,
especially those who  are
young. '

Organisations should
consider hew such peeple
are Hkely to  regard
impertant motivating
factots.

Money  remaims  am
impartasl  meotivator but

srganisations shoukd nof
imagine that it §s theonly
oie  that  matters. Ju
practice, high performers
tend t¢ fake for gramted
that they will get » good
financial - package. They

seeh motlvation from other

SOUICes.
Empowerment Is  a
pavticnlarly Iinportant
motlvating force for new
talent.

she ‘owns' a project in 2
crentive SEuSE,

A high performer
will seek to feel that heor

Wise

emplovers offer 1his
opportuaity,

The chalenge of the job
15 another essentind
moetivator for high
performers.  Such  people
eastly . become demotivaied
If  they semse that thelr
organisation has litfle o1 no
real sense . of where It B

going.,
A platferm for self-
development  shonid  he

provided. High performers
are very keen fo develop
theiv  skills  and  thelr
curytenfum  vitae. Offering
time for regeneration is
apoilier crucial way for
ergagisations to  relain
bigh  perfermers. Work
seeds (o he varied and time
should be  available for

creative thiinking and
mastering mew skilis. The
provision of a ceach or
mentor sigeals  that  the
organisation has a
conumitment to fast-tracking
a8 individual's development.

Individuals do well in an
epviromment  where they
can - depend  eu  pood
adintolstrative support. They
wilt not want 1o feel that the
success they are wingisg fer
the organisatien is lost
because of the inefficiency
of others or by wealimesses
in support areas.

Above all, bigh per-
formers - especially il they
are young wani fo feel that
the organization fhey work
for regards them as special.
1 they Dimd thal . it is not
interested fn them as people
but only as high performing
commodities, it will havdly
be surprising 1T (helr loyally
is minimal. On the other
hand, H an organisatlon
does {avest In [ts  people,
1t is much more likely to
wig loyalty frem them aud
to.create a. community of
talent and  high  perfor-
mance (hat wil wonry
comprtitors.

trom the Financial tnes

FINANCIAL TIMES

World busisess newspaper

9 Answer these gquestions.
1 What qualities of high performers are mentioned in the article?
2 What are the problems of losing high performers?

3 Which motivating factors are mentioned in the article?

9 Use these words or phrases from the article to answer the questions below.

pep talk

mentor

Ccv
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fast-tracking headhunting financial package

Which word or phrase:

@ What are the advantages and disadvantages of:
1 headhunting?

2 having a mentor system?

3 fast-tracking certain employees?

4 frequent pep talks?

Skills Managing meetings
0 Why are some meetings successful and others unsuccessful?

9 Match the definitions 1 to 12 to thewords and phrases a) to 1).

1 the person in charge of the meeting a) action points
2 the people at the meeting b) chairperson
3 to go to ameeting C) propose

4a list of topics to be discussed d) attend

5 one topic on the list e) to send apologies

6 the last topic on the list f) item

7 to make a suggestion formally g) vote

8 to support a formal suggestion h) any other

_ o business(AOB)
9 a method of making a decision

1) participants
10 an officia record of what was said and/or
decided J) second
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11 to say that you cannot go to a meeting k) minutes

12 what needs to be done after the meeting, 1) agenda
and by whom

9 You are managers of a retail fashion chain called Space. You are holding
your regular management meeting. Use the Managing Director's notes below as
an agenda for your discussions. A different person should chair each item.

1DRESS CODE 3 COMMISSION PAYMENTS year. Instead, staff will be invited to

Following complaints from customers, At present, commission is based on an end-of-year party.

we need to discuss ideas for a dress quarterly sales at each store and divided

code for all emploees, as well as equally between all staff. Now, our Sales 5 STAFFTURNOVER

guidelines on personal appearance. Director wants each person to receive Staff tend_ to _be young so employ_ez.a
commission according to their individual turnover is high. Asa result, training

sales. costs have increased dramatically.

2POLICY FOR SMOKERS What can be done to keep staff longer?

Non-smoking staff complain that staff 4 END-OF-YEAR BONUS
who smoke take frequent 'cigarette
breaks' outside the store. Should smo-

Staff receive sales vouchers as an
end-of-year bonus. The vouchers give
kerswork extra time to make up discounts on a range of goods at major
for the time lost? department stores. Some managers are
proposing to issue no sales vouchers this

Useful language

Starting Dealing with interruptions Slowing down
OK, let's get down to Could you let him finish, Hold on, we need to look at
business please? this in more detail.
Right, can we start, Could you just hang on a | think we should discuss
please? moment, please? this a bit more.
Setting objectives Keeping to the point Summarising
The purpose of this I'm not sure that's relevant. OK, let's go over what
meeting is ... we've agreed.

Perhaps we could get back
The aims of this to the point. Right, to sum up then ...
meeting are ... )

Speeding up

Asking for reactions _
| think we should move on

How do you feel now.

about..?
Can we come back to that?

What do you think?
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Unit 9 Trade

"

"The merchant has no country.
Thomas Jefferson (1743-1826),
Principal author of the Declaration of Independence

Starting up

0 Think of some things you own (for example, shoes, TV, car). Which are
imported? Where were they made?

9 Name some global companies. What kind of business are they?

9 What is globalisation?

o

Discuss these statements. Do you agree or disagree?

1 Globalisation damages local goods, services and cultures.

2 Globalisation increases competition among companies.

3 Globalisation raises people's living standards.

4 Globalisation improves international communication and understanding.
Free trade

0 Complete the definition of free trade by Ian M cPherson, an expert on
international trade, with the words below.

taxes liberalise customs borders barriers controls

It's a situation in which goods come into and out ofa country without any or
Countries which truly believe in free trade try to their trade, that's to say,

they take away to trade. They have open and few controls ofgoods at

9 There are five things which stop people trading freely. Create a word using
the given letters and explain briefly the meaning of each one.

1 fratisf

2 ubissised

3 saqtou

4 evespinex ecceslin

5 umcodten irlonguerat
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9 Discuss these questions.

1 To what extent do you have free trade in your country?

2 Should certain industries in your country be protected? If so, which ones?
3 Is free trade always a good thing, in your opinion?

0 Use thewords and phrases in the box to complete the table. Use a good
dictionary to help you.

barriers open borders free port developing industries dumping  tariffs
strategic industries  restrictions quotas  laissez-faire liberalise customs

deregulation  subsidise  regulations

Fair trade

0 Before you read the article, answer these questions.
1 Which countries traditionally export: a) bananas? b) coffee? c) sugar?
2W hat typical problems do these exporters face when selling abroad?

9 Read the article and answer these questions.

1 What does the article say about:
a) Denise Sutherland?
b) Juan Valverde Sanchez?
c) Nicaraguan farmers?
d) Sainsbury's, Starbucks and Carrefour?
e) The World Trade Organisation (WTO)?
2 What do these numbers from the article refer to?

a) $500m b) 400 ¢) 500,000  d) 36 e) 25

3 Why are Denise and Juan having problems selling their products?
4 What are the benefits to local producers of fair trade?
5 How did fair trade begi
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TIZIKE dL_evdcxkxpstastefor fair* tr ade

The UK has a taste for guilt-free food - sales are growing by 100% a year.

Choose the word a), b) or c) that is odd one out in each group and matches

the definitions.
1 state of continuing to live A ruin B bankruptcy C survival
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