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INTRODUCTION

Keep Up Your Business English is a course for students of business
English. It has two key objectives:

- to help you to learn how to do business in English;

- to develop your knowledge of language you need to do it.

The course consists of 13 units based on topics of great interest to eve-
ryone involved in international business. The first part is called Business
Skills and it deals with developing your technique in key areas of commu-
nication: presenting information, participating in meetings and negotia-
tions, attending conferences, recruiting, telephoning. The second part is
called Hospitality Industry and it deals with such topics as Staying at a
hotel, Hotel business, Hotel management education, Marketing of hotels,
Business travel, Visiting a restaurant.

The course is concerned with improving reading and speaking skills in
business context. It also contains a wide range of essential business vo-
cabulary. There are many opportunities for discussion and plenty of role
plays. The discussion is partly designed to get you think about what makes
communication effective. This is a chance to connect what you have stud-
ied with your own daily experience as a student. The skills learned from
this course are useful for those preparing to start work.

A role play is the acting out of a given situation. The aim of role plays
is to supply learners with certain conversational formulas for starting a
conversation, carrying it on in a natural manner and developing ability to
talk. It encourages interaction among the learners as they relate to each
other through their new identities and roles.

Now we’d like to suggest you our step-by-step guide for making a
successful role play.

Step 1 - A Situation for a Role Play

To begin with, choose a situation for a role play, keeping in mind stu-
dents' needs and interests. Teachers should select role plays that will give
the students an opportunity to practice what they have learned.
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Step 2 - Role Play Design

After choosing a context for a role play, the next step is to come up
with ideas on how this situation may develop. Students' level of language
proficiency should be taken into consideration. If you feel that your role
play requires more profound linguistic competence than the students pos-
sess, it would probably be better to simplify it or to leave it until appropriate.

Step 3 - Linguistic Preparation

Once you have selected a suitable role play, predict the language
needed for it. It is recommended to introduce any new vocabulary before
the role play.

Step 4 - Factual Preparation

This step implies providing the students with concrete information and
clear role descriptions so that they could play their roles with confidence.
Describe each role in a manner that will let the students identify with the
characters. Cue cards with detailed instructions may help the students in
this case.

Step 5 - Assigning the Roles

It might be a good idea to plan in advance what roles to assign to
which students. Sometimes, the students have role play exercises for the
home task. They learn useful words and expressions, think about what they
can say and then act out the role play in the next class. The role of the
teacher is to be as unobtrusive as possible. It is recommended that the in-
structor avoids intervening in a role play with error corrections not to dis-
courage the students.

Step 6 - Follow-up

Once the role play is finished, spend some time on debriefing. This
does not mean pointing out and correcting mistakes. After the role play, the
students are satisfied with themselves; they feel that they have used their
knowledge of the language for something concrete and useful. Follow-up
means asking every student's opinion about the role play and welcoming
their comments. The aim is to discuss what has happened in the role play
and what they have learned.

So if you plan and run proper role play sessions, participants will of-
ten tell you they actually enjoyed the experience; that they forgot it was a
role play, and found it the most powerful learning they've ever experi-
enced!



PART I. BUSINESS SKILLS

Unit I. COMMUNICATION OVER THE TELEPHONE
Lesson 1. Telephoning (general information)

1. Name 10 words related to the topic COMMUNICATION OVER
THE PHONE:

Discuss the following questions:

1.Have you ever made telephone calls in English? When? What for?

2. When is it better to make a phone call than to send an e-mail?

3. What problems can you have while talking in English on the phone?

4. Why is talking on the phone more difficult than talking face to
face?

5.How can you prepare for telephone calls and what can you do to
make sure there has been no misunderstanding?

1. Read and be ready to discuss the text:
How to Effectively Communicate Over the Phone

Speaking with someone over the phone is a convenient way to com-
municate. Whether talking to your family, at work or planning an event,
you should learn how to speak to someone over the phone in a way that
will maximize communication effectiveness and cut down on any mis-
communication and misinterpretation.

Be in a quiet place. While sometimes it's unavoidable, you should try
to be in an environment that has as little noise as possible. Each person on
the phone will be able to hear clearly and without interruption.

Let the person on the other line know if you cannot understand them
as soon as you can. That person may have a heavy accent, be on a cell
phone with bad reception or be in a distracting environment. Whatever the
reason is for any misunderstanding on your part, let the receiver know that
you have a hard time understanding them. You do not want to miss any
important information. In return, you can ask that person if they can under-



stand you. Sometimes the person on the other line may be too shy to let
you know.

Be focused on the conversation on the phone. If you can avoid it, you
should not be doing anything else. Taking notes or looking up information
for the person is reasonable, but will get a lot more out of your conversa-
tion if you are focused on what is being said.

Ask permission if you can change the status of the phone call. This in-
cludes adding another person to the line, putting the conversation on
speaker phone or recording the conversation. Many people will feel un-
comfortable if you do these things without their permission.

Place calls at appropriate times. Business calls should be placed dur-
ing a business day. Don't forget that those people may be eating lunch, too.
Also, unless the person is expecting your call on a personal level, you
should not call late at night or early in the morning. Calling during dinner
can be a major nuisance for most people as well. Have some respect for the
individual and only call at convenient hours for them.

If you keep missing the person you want to speak with, leave a mes-
sage. Let that person know what times are the best to get a hold of you. It
can be quite aggravating to keep putting off an important conversation just
because your times aren't matching up.

Tips & Warnings

-Use your normal talking voice when on the phone.

-Use appropriate language when speaking with someone. You can get
away with being silly or obnoxious with your friends or family, but other
than that, you should be slightly more professional.

1II. Give Russian equivalents of the following English words and
phrases:

planning an event, to maximize communication effectiveness, to cut
down on miscommunication, as little noise as possible, to hear clearly,
without interruptions, to have a heavy accent, a distracting environment, be
too shy, to take notes, to look up information, to feel uncomfortable, to
place cals at appropriate times, to call at convenient hours, aggravating,
tips and warnings.

1V. Give English equivalents of the following Russian words and
phrases:

pasroBapuBath ¢ KeM-TO Mo TenedoHy, yA0OHbIH cmocod obmarhes,
Ha paboTe, HEU30EKHBIN, MOHUMATh, MOOWIIBHBIN Tele(OH, MPOMYCTHTh
BaXHYI MH(POPMAIUIO, 1aTh 3HATH, CKOHIIEHTPUPOBATLCS HA PasroBOpe,
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u30erarb, pasyMHbIH, CHpalIUBaTh pa3pelleHHe, 3alucaTh PasroBop, 0e3
Pa3pelleHus], OKHUIATh 3BOHOK, OCTaBUTh COOOLIECHHE.

V. Are the following statements true or false:

1. Be in a quiet place when you are speaking over the phone.

2. Let the person on the other line know if you cannot understand
them.

3. You should not be doing anything else to communicate effectively
on the phone.

4. Business calls can be placed not only during a business day but also
late at night or early in the morning.

VI. Answer the questions:

1. Why should you learn how to speak to someone over the phone?

2.Can you change the status of the phone call?

3.1s it acceptable to call during dinner?

4. What can you do if you keep missing the person you want to speak
with?

VII. Study the following the phrases:

Introducing yourself

Good morning, Aristo.

Hello, this is ... from... .

Hello, my name is ... calling from ... .
This is Ken.

Ken speaking

Asking who is on the telephone
Excuse me, who is this?
Can I ask who is calling, please?

Asking for someone

Can I have extension 3217 (extensions are internal numbers at a com-
pany)

I’d like to speak to ... please.

Could I speak to...? (Can I - more informal / May I - more formal)

Could I have the ... Department, please?

Is Jack in? (informal idiom meaning: Is Jack in the office?)

Is ... there, please?

Connecting someone
I'll put you through (put through - phrasal verb meaning 'connect')
Can you hold the line? Can you hold on a moment?



How to reply when someone is not available

I'm afraid ... is not available at the moment

The line is busy... (when the extension requested is being used)
Mr. Jackson isn't in... . Mr. Jackson is out at the moment...

Leaving and taking messages

Could (Can, May) I take a message?

Could (Can, May) I tell him who is calling?

Would you like to leave a message?

Can I leave him/her a message?

Please tell him/her ...

Please ask him/her to ring me on ...

If you give me your number I’1l ask him/her to call you later.

Offering to help in other ways

Can anyone else help you?

Can I help you perhaps?

Would you like to speak to his assistant?
Shall I ask him to call you back?

Asking for repetition

Sorry, I didn’t catch (your name/your number/your company name).
Sorry, could you repeat your name (number)?

Sorry, I didn’t hear that.

Could you spell (that/your name), please.

Acknowledging repetition
Okay, I’ve got that now.

I understand.

I see, thank you.

-I’d like to speak to...

- Hello, my name’s ... I ‘m calling from ...
- Could you give him/her a message?

- Shall I take a message?

- ’'m sorry he/she is not available

- ’'m ringing to...

- Goodbye and thanks

- Would Thursday at 5 o’clock suit you?

- I’11 just put you through.

- Could we fix an alternative?



VIII. Group the phrases from the previous exercise under the follow-
ing headings:

1. Introducing yourself

2. Saying who you want

3. Stating the reason for a call

4. Connecting by the phone

5. Saying someone is not available

6. Leaving messages

7. Taking messages

8. Making arrangements

9. Changing arrangements

10. Ending a call

Lesson 2. Speaking over the phone
(getting to the right person and making arrangements)

1. Read the text and do some exercises after it:
Telephoning

A lot of people find it difficult to make phone calls in a foreign lan-
guage - and that is understandable. You can’t see the person you are talk-
ing to, their voice might be unclear, and it might be difficult for you to find
the right words.

When you make a telephone call, you lift the receiver. Then you dial
the number. If you don’t know the number, you can look it up in the tele-
phone directory. Making a call to a place far away is called a long-distance
call. For most countries you can phone direct; first dial the international
code-number. If the person you want to call is already speaking to some-
one, the number is engaged. When you call a person you want to speak to
and somebody else answers the phone, you can leave a message, or it may
mean that you have dialed a wrong number.

You should learn some of the multi-word verbs that are commonly
used in telephone conversations. Hold on and hang on mean "wait". Be
careful not to confuse hang on with hang up. Hang up means "put the
phone down". Another phrasal verb with the same meaning is ring off. The
opposite of hang up/ring off is ring up - if you ring somebody up, you
make a phone call. And if you pick up the phone, you answer a call when
the phone rings.

If you are talking to a receptionist, secretary or switchboard operator,
they may ask you to hang on while they put you through - connect your
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call to another telephone. But if you can’t get through to the person you
want to talk to, you might be able to leave a message asking him/her to call
you back - to return a call.

Another thing to think about when talking on the telephone is formal-
ity. It is important to use the right level of formality. On the one hand, if
you are too formal, people might find it difficult to feel comfortable when
they talk to you. On the other hand, if you are too informal, people might
think you are rude. Generally speaking, if you are talking to someone in a
business context, you should use could, can, may or would when you make
a request: "Could I speak to John Smith, please?", "Can I take a message?",
or "Would next Tuesday be okay?" You should also use please and thank
you or thank very much whenever you ask for, or receive any information
or help. It is important to show politeness by using words like would,
could, please, thank you, etc. But it is also okay to use some of the features
of informal English - short forms, phrasal verbs and words like okay and
bye - in other words - everyday English. So phrases like /'m off to a con-
ference, No problem, bye! and Hang on a moment and I'll put you through
are perfectly acceptable, as long as the overall tone of the conversation is
polite.

It is better to ask for help or clarification when you are having a tele-
phone conversation than to pretend you understand something that you
didn’t. It is perfectly acceptable to use phrases like Could you repeat than,
please?, Could you speak a little more slowly, please? and Would you mind
spelling that for me please? Using phrases like these will help make sure
that you have a successful phone call, and may save you from lots of prob-
lems later on. You could always say that the line’s very bad today if you
can’t hear very well.

1. Find English equivalents of the following Russian words and
phrases:

IMopusaTe TpyOKY, HAOMpaTh HOMEp, UCKATh (HOMEP) B TeiaeOHHOM
CMPAaBOYHUKE, MEKITYTOPOJHBIN HIIH MEXIyHAPOAHBINA Tele(OHHBINA 3BO-
HOK, 3BOHHUThH HAMPAMYIO, HOMEP 3aHST, OCTABUTh COOOIIECHHE, HE KIIACTh
TPYOKY, MONOKHUTEL TeAe()OHHYIO TPYyOKY, OTBETHTh HA 3BOHOK,, OXHIATh
(y Tenedona), coeMHUTH MO TenedoHy, IepEe3BOHUTD, MPUHATH COOOIIE-
HUeE, MPOSICHEHUE, TIPUEMJIEMBIiA, TPOU3HOCHUTH 10 OYKBaM

111 Are the following statements true or false?
1.1t is not difficult to make phone calls in a foreign language.
2.Making a call to a distant place is called a long-distance call.
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3. Hold on means “’put the phone down".

4. Formality is not important when talking on the telephone.

5. You should ask for help or clarification when you are having a tele-
phone conversation than to pretend you understand something that you
didn’t.

1V. Match the verbs and nouns:

1) to make a) direct

2) to phone b) a telephone call
3) to dial c) politeness

4) to pick up d) the phone

5) to show e) a wrong number

V. Answer the questions:

1. Why is it difficult for people to make phone calls in a foreign lan-
guage?

2. What is required to make a phone call?

3. What multi-word verbs are used in telephone conversations?

4. Why is it important to use the right level of formality when talking
on the phone?

5. What could you say if you can’t hear very well?

VI.Read and translate dialogue 1:

Getting to the right person
Dialogue 1

Switchboard: A.T.B. Ltd. Can I help you?

John: Could I speak to Mr. Alton, please?

Switchboard: One moment, please (pause). I’'m afraid his line is en-
gaged.

John: I’ll hold the line on.

Switchboard: Thank you for holding, sorry to keep you waiting.

Secretary: Mr. Alton’s office.

John: Can I speak to Mr. Alton, please? It’s John Derek from Fenton
Appliances.

Secretary: I’m afraid he is out. He is in a meeting. May I take a mes-
sage?

John: I think it would be better if you call him later. Would you please
tell me where he is going to be free?

Secretary: He’ll be free in about an hour.
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John: Oh, thanks. Would you leave him a message, saying that I called
him and I will call him back. It’s in regards to our meeting next Monday.

Secretary: Ok. Could you give me your name again, please?

John: Yes, of course. John Derek.

Secretary: Could you spell that, please?

John: Yes. D-E-R-E-K.

Secretary: Thank you very much, Mr. Derek. I’ll give Mr. Alton the
message.

John: Oh, thank you very much. Bye-bye!

Secretary: Bye-bye!

(An hour later)

Switchboard: A.T.B. Ltd. Can I help you?

John: I’'m calling back to Mr. Alton.

Switchboard: One moment, please. I’ll put you through.

Secretary: Mr. Alton’s office.

John: It’s Mr. Derek. I’m calling again to Mr. Alton.

Secretary: I’'m afraid Mr. Alton is not still in. Can I take a message?

John: Could you ask him to call John Derek. My number is 505 85 78
and my extension is 507.

Secretary: John Derek. 5058578, extension 507.

John: That’s right.

Secretary: Thank you Mr. Derek. Good-bye.

John: Good-bye.

VII. Give English equivalents of the following Russian words and
phrases from the dialogue:

Jlunust 3aHsATa; AMHUS CBOOOJHA; HE BelIaTh TPYOKYy; 3acTaBIisTh
KaTh; OTCYTCTBOBATh; OBITH 3aHSTHIM HAa COBEIIAHWH; MPHUHATH COOOIIE-
HHE; TePe3BOHUTH MO3XKe; OCBOOOIHUTHCS; OCTABUTh COODIICHHUE; CKa3aTh
no GyKkBaM; mepeaaTh COOOIIeHUE; T00aBOYHBIN HOMED.

VIII. Answer the following questions:

1. What is the name of the company?

2. Who does Mr. Derek want to speak to?

3. Who does he speak to after the switchboard?
4. What is the purpose of the call?

5.What is Mr. Derek’s telephone number?
6.Did he manage to speak to Mr. Alton? Why?
7.Can you predict what Mr. Derek will do?
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1X. Read and translate dialogue 2:

Making arrangements on the phone
Dialogue 2

Receptionist: Good morning, CPT. How may I help you?

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

Receptionist: Certainly. Putting you through.

Maria Bonetti: Hello. Maria Bonetti speaking,

PK: Hello Maria. It’s Philippa Knight from The Fashion Group in
New York.

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. I want to tell you about our
new collection.

MB: Great. What day would suit you? I’m fairly free next week I
think.

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

MB: Let me look now. Let me check my diary. 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.

X. Give English equivalents of the following Russian words and
phrases:

UYeMm Mory nomoun?

He Mornu Gbl BB COEMHUTH MEHS 10 TelleOHY C JOOABOYHBIM HO-
Mepom 2817

VY tenedona Mapus bonerru.

MHe OBl XOTENI0Ch JOTOBOPHTECS O BCTPEYE.

Kaxot#t nenp Bam ObI IoztomIEN?

51 6yy cBOOO/IeH Ha CleNyIoIel Heee.

ITo3BoNBTE B3MIHYTS.

[To3BOMNBETE MPOBEPHUTH 3aAIMCHYIO KHUKKY.

Kak Hacuer nByx yacos?

Bonemoe cnacu6o.

YBUIMMCS Ha ClleytolIei Heyelne
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XI. Answer the following questions:

1. Who is making a call to CPT?

2. Who is putting the caller to extension 281?

3. For what company does Philippa Knight work?
4. What is the reason of Philippa’s call?

XII. Study the following phrases:
Useful language

Answering the phone

Hello, Erik Halse speaking.
Good morning, Madison Ltd.

Making contact
I’d like to speak to Anna Schilling, please.
Could I have the sales department, please?

Identifying yourself
This is/My name’s Marta Blanco.
Marta Blanco speaking.

Stating your purpose
I’m calling about ...
The reason I’m calling is ...

Making arrangements

Could we meet on Monday at 10.30?
How/What about April 10™?

Is 11.15 convenient/OK?

Changing arrangements

I’m afraid I can’t come on Friday.

We’ve got an appointment for 11.00, but I’'m afraid something’s come up.
Could we fix another time?

I can’t makeiton ...

Responding

That’s fine/OK for me.
Sorry, I can’t make it then.
No problem.

Closing

Good. So, I'll see you on the 8"
Thank you. Goodbye.

Right/Ok then.

That’s great, I’ll see you...
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XIII. Read and translate dialogue 3:

Changing arrangements
Dialogue 3

Receptionist: Good morning, CPT. How may I help you?

Philippa Knight: I’d like to speak to Maria Bonetti, extension 281,
please.

R: Thank you. Who’s calling, please?

PK: It’s Philippa Knight, from The Fashion Group.

R: Thank you. I’m putting you through. ... Hello, I’'m afraid she’s en-
gaged at the moment. Will you hold or can I take a message?

PK: I’ll leave a message, please. The thing is, I should be meeting Ms
Bonetti at 2 p.m., but something has come up. My plane was delayed and
I’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?

R: Certainly. What’s the number, please?

PK: It’s 020 7896 8743. I'll be leaving the hotel soon, so if she can’t
call me back, say, within the next quarter of an hour, I’ll call her again in
the morning. Is than OK?

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

PK: Thank you for help. Goodbye.

R: Goodbye.

XIV. Give Russian equivalents of the following English words and
phrases:

I’m afraid she’s engaged at the moment.

Will you hold or can I take a message?

I’ll leave a message.

Something has come up.

I’ve got to reschedule my appointments.

Could she call me back here at the hotel?

I’ll make sure she gets the message.

XV. Answer the following questions:

1. Why does Philippa Knight want to speak to Maria Bonetti again?

2. What’s her phone number at the hotel?

3. When will she call Maria Bonetti agains if the latter can’t call her
back?
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XVI. Role play the following situations:

1)

Student A

You are Mr. Alton. You are phoning Mr. Derek. Apologise for not be-
ing able to talk to him before. Ask him to postpone your meeting till next
Monday because you will have to be away on business.

Student B

You are Mr. Derek. Accept Mr. Alton’s apologies and say you will be
able to put off the meeting till next Monday.

2)

Student A

You are John Gray. You call to Hip Hotels company to speak to Jane
White. You should meet her at 3 p.m. tomorrow but something has come
up. You want to arrange another time for the meeting. Your phone number
is 0121 922 3933. If Jane is not available do not offer a message but ask to
call you as soon as possible.

Student B

Your are Jane White’s receptionist. Student A calls to speak to Lane,
but she is busy now (she is on the other line). Explain this and offer to take
a message. If the caller wants Jane to call him, ask for his phone number.

3)

Student A

Call Student B to arrange a working lunch. This week you are busy, so
try to fix it for the next week.

Student B

Student A will call you to arrange a working lunch. You are free this
week but very busy next week.

4)

Student A

You can’t make the lunch originally planned with Student B. Call
again and ask if you can change it. Suggest another day/or time.

Student B

Student A will call you to change the lunch you had originally
planned. You can’t make the originally planned. You can’t make the new
day/time that Student A suggests, so suggest another.

5)

Student A

You are Yutaka Sumi, Product Support Development Manager from
Hambol Systems. Your company is based in Washington DC. The full ad-
dress is West Side Bvld 220-240, Washington DC 20500, USA. The phone
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number is 120244879797. You call Hamwell Ltd. You want to speak to the
Product Controller, Robin Freeley. Introduce yourself and your company.
You want to arrange an appointment to talk about your products.

Student B

You are Robin Freeley, Product Controller from Hamwell Ltd. You
are interested in cooperation with Hambol Systems. Arrange an appoint-
ment with the caller as soon as possible.

6)

Student A

You are Yutaka Sumi, Product Support Development Manager from
Hambol Systems. Your company is based in Washington DC. The full
address is West Side Bvld 220-240, Washington DC 20500, USA. The
phone number is 120244879797. You call Hamwell Ltd. You want to
speak to the Product Controller, Robin Freeley. Introduce yourself and
your company. You want to arrange an appointment to talk about your
products.

Student B

You are the secretary to Robin Freeley, Production Controller at
Hamwell Ltd. Your boss is busy and cannot be disturbed. Deal with the
caller and do not disturb your boss!

7)

Student A

Someone calls you about a visit to your company. You would like to
meet the caller but cannot make any arrangements today - offer to call back
tomorrow. Find out who the caller is and how you can reach him/her.

Student B

Choose one of the identities given below. Call you partner to ask if
you can visit him/her and try to make an arrangement today. You want to
talk about his/her products.

Helge Viktor Koberg Chin Distribution Company
Account Manager Peter Chang
Hamsun S.A. Project Director
P.O. Box 484 CDC (Malaysia)
N-4085 Hundvag Kota Kinabalu
Norway Sahab
Tel. 47-4-863196 Malaysia
Fax 47-4-890443 Tel (6088) 243799
Fax (6088) 245676
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8)

Student A

You want to speak to Ms Braun about your account with her com-
pany, W&W. If Ms Braun isn't in the office, leave the following informa-
tion:

Your name

Telephone number: 347-8910 (or use your own)

Calling about changing conditions of your contract with W&W

You can be reached until 5 o'clock at the above number. If Ms Braun
calls after 5 o'clock, she should call 458-2416

Student B

You are a receptionist at W&W. Student A would like to speak to Ms
Braun, but she is out of the office. Take a message and make sure you get
the following information:

Name and telephone number - ask student A to spell the surname

Message student A would like to leave for Ms Braun

How late Ms Braun can call student A at the given telephone number

Lesson 3. Problem-solving on the phone
(dealing with problems by the phone)

1. Discuss the following questions:

1. What kinds of problem can arise between companies and their sup-
pliers? For example, in delivery, payment, quality control?

2. Have you ever needed to resolve a problem on the telephone? Was
it a problem with a colleague (an internal problem) or with another com-
pany (an external problem)?

3. Did the problem involve a complaint?

11. Read the text and do some exercises after it:

Telephone etiquette

It is necessary to observe the telephone etiquette, especially if it is an
official call that you are making or receiving. Read on to know what basic
rules you should observe while on a call.

a) Allow time to answer: give the person you are calling enough time
to reach his telephone; a little patience may save you a second call.

19



b)Speak distinctly and in a normal tone of voice: your lips should be
about an inch away from the mouthpiece.

c) Answer promptly: try to answer your telephone on the first ring,
otherwise the caller may hang up and you might miss an important mes-
sage.

d)Identify yourself when you answer the telephone: do not merely
say Hello; give your name, your telephone number, or the name of your
firm.

¢) Take messages for people who are not there: write down the name
and telephone number of the person calling; place the message where it can
be seen.

f) Hang up gently: slamming the receiver down is discourteous; be
sure the receiver is always replaced properly, otherwise no calls can come
through to you.

1II. Give Russian equivalents of the following English words and
phrases:

Observe the telephone etiquette, an official call, receive a call, basic
rules, to be on a call, to give a person enough time to reach a phone, pa-
tience, to speak distinctly, a mouthpiece, to answer promptly, to miss an
important message, to take messages, to write down the name, to hang up
gently, discourteous.

1V. Are the following statements true or false?:

1 Give the person you are calling enough time to reach his phone
2. Try to answer your telephone on the first ring

3. Never identify yourself when you answer the phone

4. Take messages for people who are not here

5. Be sure the receiver is always replaced properly.

V. Match the verbs and nouns.

1. to receive a) yourself

2. to speak b) distinctly

3. to identify c) acall

4. to take d) the name and the telephone number
5. to write down €) messages
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VI. Answer the questions:

1. Why is it important to give the person you are calling enough time
to reach his phone?

2. What may happen if you don’t answer your telephone on the first
ring?

3. How should you identify yourself when you answer the phone?

4. Why should you hang up gently?

VII. Study the following phrases:

Useful language

Stating the problem (the reason for calling)

I wonder if you can help me. I’ve got a problem... .
Unfortunately there is a problem with ... .

I’m ringing about ... .

I’m ringing to complain about ... .

Explaining the problem

There seems to be a problem...

We haven’t received ...

The ... doesn’t work.

The quality of the work is below standard.

The specifications are not with accordance with our order.

Referring to the previous problem

It’s not the first time we’ve had this problem.

This is the (third) time this has happened.

Three months ago ...

We had a meeting about this and you assured us that ...

Requesting action
Could you look into the matter?
Please can you check with...

Threatening
If the problem is not resolved...
-we’ll have to reconsider our position.
- we’ll have to renegotiate the contract.
-we’ll contact other suppliers.
the consequences could be very serious.
Handling complaints and other problems

1) offering to help
How can I help?
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I’1l look into it right now and get back to you.

2) asking for details

Could you tell me exactly what ... ?
Can you tell me ...?

What’s the ... ?

3) apologising/showing understanding
I’m really sorry about that. I do apologise...
I’m sorry to hear that.

I understand how you feel.

4) making suggestions
Perhaps we could ...
Would it be possible to ...?

5) denying an accusation

No, I don’t think that can be right.

I’ msorry but I think you’re mistaken.
I’'m afraid that’s not quite right.

I’m afraid that can’t be true.

VII. Read and translate the following dialogue 1:
(C=Customer, S=Supplier)

Problem-solving on the phone
Dialogue 1

C: Hello, Elena Roca here.

S: Hi, Elena. How’s everything going?

C: Not too good, I’'m afraid. We’ve got a problem with those air con-
ditioners. They haven/t arrived yet and our customer wants to know what’s
going on. What’s happening, Martin? Why haven/t we received them?

S: Sorry, Elena. I mean to call you. There’s so much going on at the
moment. We’ve got labour problem here. There’s a dispute over pay rates.
Our people refuse to work overtime and it’s affecting production.

C: I see, but when can you get the goods to me?

S: I don’t know, to be honest. You may get them by the end of the
month, but I’m sorry, I can’t promise anything.

C: End of the month? We can’t wait that long. We’ve been one of
your regular customers for years.

S: There is a solution. There is a German firm I know, they sell similar
air conditioners to the ones you ordered. They can deliver within 2 weeks.
They are very efficient.
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C: Mmm, that’s worth checking out. Can you give me a few details?

S: I don’t have them to hand, but I could easily get them for you. Shall
I call back in a few minutes’ time?

C: Please do. I’ll be waiting to hear from you.

IX. Give Russian equivalents of the following English words and
phrases:

How is everything going?; we’ve got a problem with...; they haven’t
arrived; labour problems; to get the goods to smb; to be honest; regular
customers; solution; similar; deliver within 2 weeks; that’s worth checking
out; to give smb a few details; I don’ have them at hand; to call back.

X. Answer the following questions:
1. What is the customer’s problem?
2. What solution does the supplier offer?

XI. Read and translate dialogue 2:

Business communication
Dialogue 2

A telephone call from London to Egypt.

Winter: No, I can’t pay that, Mr. Alawi. I’'m willing to offer you $ 325
per bale, but no more.

Mohammed Alawi: $325? T don’t think that’s reasonable. What about
a compromise? Il accept $330.

Winter: I’m afraid I couldn’t possibly give you that. $ 325 is my final
offer.

M.A.: Well, Mr. Winter as you are a regular buyer I’ll accept this.

Winter: Good. Now let’s check through the other details. 250 bales
will be shipped in April and 250 in May. The binnacle arrangements will
be dealt with in the usual way.

M.A.: That sounds fine. Will you confirm those details by telex?

Winter: Of course. Thank you very much, Mr.Alawi.

XII. Give English equivalents of the following Russian words and
phrases:

Trok TOBapa, pa3yMHbIH, MMOCIENHEE NPEITIOKEHUE, PETYISIPHBIA TI0-
KyIaTesb, IOCTABUTh, IOTOBOPEHHOCTD, TIOITBEPIUTS.

XIII. Answer the following questions:
1. Has Mr. Winter done business with Mr. Alawi before?

23



2. How much cotton is Mr.Winter buying from Mr.Alawi?
3. When will the cotton be shipped?
4. What price per bale is Mr.Winter going to pay?

XIV. Read and translate dialogue 3:

Helpline
Dialogue 3

Helpline: Thank you for calling the Superword helpline. Please hold
the line.
Dean: Good morning. Dean speaking. How can I help you?
Customer: Oh, good morning. Yes, I’'m afraid your program isn’t
working properly.
D: Oh, I’m sorry to hear that. What exactly seems to be the problem?
C: Well, the thing is, I can’t put those automatic table thingies in my
documents.
D: I’m sorry it’s not a very good line. Could you speak up a little?
C: Yes, sorry. I’'m on my mobile. Is that better?
D: Yes, it’s much better, thank you.
C: All right. Anyway, I was just saying, I can’t insert those tables.
D: Oh, I see. You’re having trouble importing spreadsheets into a Su-
perword document?
C: Yes, that’s right.
D: All right, I’1l put you through to our spreadsheet specialist.
C: Thank you.
D: Hello?
C: Yes?
D: I’'m sorry the number’s busy. Could I ask her to get back to you in
a few minutes?
: Yes, that’s fine.
: OK, then. So, you’re on 0680 345675?
: That’s right.
: And could I have your name please?
Wyndham. Delia Wyndham.
: Is that Wyndham with a "y"?
: That’s right. W-Y-N-D-H-A-M.
: Thank you, Ms Wyndham. I’m sure we’ll be able to sort it out.
: Thank you very much.
: Not at all. Goodbye.

UNUQATATAUTN

XV. Find expressions that mean the same as:
1. I’m just putting you on hold for a moment.
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. This is Dean.

. What can I do for you?

. Could you explain the problem you’re having?
. The line’s bad.

. Can you talk a bit louder?

. I’ll connect you to ...

. The line’s engaged.

. Can I get her to call you back?
10. So, your number is ...

11. What’s your name please?
12. You’re welcome.

O 01NN W

XVI. Read this conversation aloud with your partner, then decide how
the conversation could be improved and practice your improved version:

Helpline: Yes?

Customer: Oh, hello. Is that Autosales?

Helpline: Yes.

Customer: Oh, good. Well, I’'m calling about the new car I bought last
week. It won’t work.

Helpline: Oh.

Customer: Well, can you do something about it?

Helpline: I’m here. I don’t know much about cars, actually.

Customer: Well, could you put me through to someone who does?

Helpline: No.

Customer: What do you mean, "no"?

Helpline: I mean, no, I can’t. There’s nobody else here.

Customer: Well, can I leave a message?

Helpline: Yes, all right. What’s your name?

Customer: It’s McCready. Alistair McCready.

Helpline: Er, McCready?

Customer: No, McCready. That’s M-C-C-R-E-A-D-Y.

Helpline: Got it.

Customer: All right. Well, I’ll be expecting your call. Goodbye.

Helpline: Don’t hold your breath!

XVIIL. Role play the following situations:

1)

Student A

You work for Rod Engineering. You have received a consignment of
widgets and related parts and supplies from Reliable Widget Supplies.
However, the consignment you received does not correspond to the order
you made by phone last week.
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You ordered:

- PBX widgets: 10,000 units

- widget sheets: 4,000 square metres

- widget oil: 500 litres

- Grade D widget powder: 10 tonnes

- You received:

- BVX widgets: 10,000 units

- widget sheets: 1,000 square metres

- widget oil: 5,000 litres

- Grade E widget powder: 10 tonnes

Student B

You work for Reliable Widget Supplies (RWS).

- Note down the problems with one of your customers.
-Say you can’t check A’s order on screen because your computer

network is down.

- Ask A to give details of the order for:

- widgets,

- widget sheets,

- widget oil,

- widget powder.

- Say you will phone back later when you’ve found out what went wrong.

2)
Student A
You are an Order processor for Office Universe Limited, a London-

based stationery and office equipment company. A customer rings with a
problem over an invoice.

Here is a copy of the invoice:

Office Universe Limited

430-4 Upper Richmond Road

London SW 15 STY England

Telephone 0182 365 2876 Fax 0171 434 5286

INVOICE
Angus Ltd
Galloway Industrial Estate North
Side
Unit 15 Your ref: OOU22.10

Aberdeen AB24 STR
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Part ref Qty Item Price
2356-1 100 A4 Zoom Copy Paper@ 2.20 pounds |220.00 pounds
4563-1 2 packs Market pens @ 5.80 pounds 11.60 pounds
2156-2 1 staples 5000 pack 5.20 pounds
2134-8 20 Rulers @ 0.80 pounds 16.00 pounds
3672-2 100 Coloured ring binders @ 2.10 pounds |210.00 pounds
3482-1 100 Pack of dividers @ 0.56 11.20 pounds

Sub-total 473.20 pounds
Less discount 5% 23.65 pounds
Sub-total 449.35 pounds
VAT @ 17.5 % 78.64 pounds
Sub-total 527.99 pounds
+Carriage and packing
20 pounds+3.50 pounds VAT @ 17.5% 23.50 pounds
TOTAL 551.49 pounds

Term: 30 days from invoice date.
Thank you for your custom.
Telephone of fax your orders to Julie 24 hours a day, 365 days a year.

Notes:

- You have checked with the original telephoned order and can find no
mistake: the customer did order all the goods you have sent. You do sell
cheaper copy paper and cheaper ring binders, but with different part refer-
ence numbers.

- You accept the customer should have received a 10 % discount and
free carriage and packing - offer to send a new invoice.

- Your company recently altered its terms to 30 days for all customers
and all were notified in a separate letter.

- You cannot take back the order but if the customer is unhappy he/she
can return the goods and no fee will be charged.

- Offer to send different quality (standard, not laser quality) copy pa-
per and different ring binders (plain coloured).

Student B

You have bought office equipment and supplies from a company
called Office Universe Ltd. Unfortunately there have been problems with
the service. Here is a copy of the invoice they sent you for the last order:

Office Universe Limited

430-4 Upper Richmond Road

London SW 15 STY England

Telephone 0182 365 2876 Fax 0171 434 5286
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INVOICE

Angus Ltd

Galloway Industrial Estate North

Side

Unit 15 Your ref: OOU22.10

Aberdeen AB24 STR Our ref RG3472/5
Part ref Qty Item Price

2356-1 100 A4 Zoom Copy Paper@ 2.20 pounds |220.00 pounds

4563-1 2 packs Market pens @ 5.80 pounds 11.60 pounds

2156-2 1 staples 5000 pack 5.20 pounds

2134-8 20 Rulers @ 0.80 pounds 16.00 pounds

3672-2 100 Coloured ring binders @ 2.10 pounds |210.00 pounds

3482-1 100 Pack of dividers @ 0.56 11.20 pounds

Sub-total 473.20 pounds
Less discount 5% 23.65 pounds
Sub-total 449.35 pounds
VAT @ 17.5 % 78.64 pounds
Sub-total 527.99 pounds
+Carriage and packing

20 pounds+3.50 pounds VAT @ 17.5% 23.50 pounds
TOTAL 551.49 pounds

Term: 30 days from invoice date.

Thank you for your custom.
Telephone of fax your orders to Julie 24 hours a day, 365 days a year.

Note:

- The company normally gives you 10% discount and normal terms
are 60 days from invoice.

- The OU Catalogue offered ring binders at 1.50 pounds and A4 copy
paper at 1.45 pounds.

- They do not usually charge for carriage or packing on orders of over
200.00 pounds.

- You did not order any staples.

- You have used OU in the past and have had problems with wrong
deliveries.

- Ask for your order to be dispatched again the wrong order taken away.

- Ask for a new invoice.

- Be prepared to say you will use suppliers in future.
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3)

Student A

You are Eric King, the Client Services Manager of Keene Invest-
ments. Your client Sandra Henson has phoned you. She expected Charles
Heppel, a financial adviser to visit her yesterday. But nobody came. Call
Charles Heppel.

Student B

You are Charles Heppel, a financial adviser. Eric King, the Client
Services Manager of Keene Investments phones you to complain. Your
client, Sandra Henson expected you to visit her yesterday. Respond that the
client has made a mistake. The appointment is for the next week. Offer to
call Sandra Henson.

4)

Student A

You work for Stella Communications PLC. A printer purchased 3
months ago has broken for a fourth time. Call to the company that sold you
this printer to complain.

Student B

You work for AK Company, selling printers. A client phones you to
complain about a printer that has broken down for a fourth time. Handle a
complaint.

5)

Student A

You work for Central hospital. You ordered medicated gel a month
ago. An order has not arrived yet. Call to the company where you ordered
this gel to complain.

Student B

You work for Medical Supplies Company. A client from Central hospital
phones you to complain about medical gel that was ordered a month ago but

It has not arrived. Handle a complaint.

6)

Student A

You work for Berraondo Company. You ordered 20 printers from Tao
Loon Company a month ago, but only 17 have arrived. This is second time
you have received an incomplete delivery. Call to complain.

Student B

You work for Tao Loon Company. A client calls you to complain
about an incomplete delivery (17 printers instead of 20). Suggest possible
error in order administration. Promise quick delivery. Apologise.
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TOPICAL VOCABULARY

accept v IpHHAMATB, JJOITyCKaTh

acceptable adj npuemiIeMbIii, JOMyCTUMBII

accordance n corylacue, COOTBETCTBHE

account n c4yer, pacyer

accusation n oOBHHeHUE

affect v Bo3fielicTBoBaTh, 3aTparuBaTh

apologise v u3BUHATBCA

appointment n cBUaHue, BCTpeya

make an appointment Ha3HAYUTb BCTpeUy

arise v (arose, arisen) BOSHUKATb, TOSBIISITHCS

arrange v JJOrOBOPHTHCS, YCTPOHUTH, MPUXOIUTH K COTJIALIEHUIO
arrangement n corjamieHue, JoroBOpeHHOCTb

make arrangements goropapuBaTrbcsi (0 4YeM-JI.), OpraHM30BBIBATbH

(dro-.)

30

assure v 3aBepsTh, yOKIaTh, FapaHTUPOBATH

available adj noctynHbIi, UMeIOIIUIACS B pacIIOpSHKEHUH
bale n Trok TOBapa

call n BbI30B, Tene( OHHBII BHI30OB

long-distance call Mex1yropoAHbIi NN MEXAYHAPOAHBIN 3BOHOK
make a call no3BonuTH

call v 3BoHUTSH, Syn. ring up

call back nepe3BonuTs

carriage n nepeBo3Ka, TPaHCIOPT, CTOUMOCTb I1EPEBO3KU
catch v (caught) ynoBuTh, IOHSTH

charge v Ha3HauaTh 1ieHy, npocuTs (for - 3a uTo-i1.)
check v xoHTpOIMpPOBaTH, IPOBEPSTH

clarify v nenaTh sICHbIM, BHOCUTb SICHOCTb

clarification n nposicuenue

complain v BeIpa’kaTb HEIOBOJIbCTBO, KAJIOBATHCS
complaint n HeOBOIBCTBO, jkas100a

confirm v noATBEpKAaTh, MOJKPEILIATH

consequence n MoCJIEACTBUE, BEIBOJ

consignment n rpy3, apTus TOBApOB, HAKJIAIHAsI
contact v cBA3aThCs (C KeM-II. 110 TenedoHy)

convenient a yJJOOHBIH, TOAXOASIIHIHA

correspond v COOTBETCTBOBAaTh, COIIACOBBIBATHCS
cotton n XJIOITOK

courteous adj BSKJINBBII, yITHUBBIHI

deal v (dealt) obmatecs, UMETh A€o (C KeM-1.)



delay v oTKIa1bIBaTh, 3a1€PKUBATH

department n oTaen, oTIENEHNE

delivery n nocraBka, nepegaua, BpyueHue

deliver v noctaBisTh, nepeaaBaTh

deny v oTpuLaTh, OTKa3bIBaTh(Cs)

dial v Habupatb HOMep (110 TenedoHy), 3BOHUTH

dial the number HabupaTs HOMEp

dial a wrong number He Tyna nonactsb

directory n cnpaBo4HHUK

telephone directory tenedoHHBIN cripaBOYHHK

discourteous adj HEBOCITUTAHHBIN, HEBEKITUBBII

discount n ckuka, MPOLIEHT CKUKU

distinct adj oTueTIIMBHIH, SICHBIHN, BHATHBIH

disturb v 6eciokouTs, MelaTh

engage v 3aHUMaTh

the number/the line is engaged Homep 3aHAT/MIMHUS 3aHsATa

be engaged ObITh 3aHATHIM

equipment n obopynoBaHue

expect v 0XXUJaTh, HAJIESITHCS

extension n 100aBOYHBII HOMEp

external a BHeIIHUI

fix v ycTaHaBIMBaTh, HA3HAYATh

free a cBOOOIHBIN

be free ocBoOoUTECH

goods n pl ToBap, TOBapsl, BEIIN, UMYILIECTBO

happen v ciny4artbcs, IPOUCXOIUTh

hang on v oxxuzaats (y TenedoHa)

hang up v HonoxuTh TENePOHHYIO TPYOKY, TPEKPATHTH TeNe(hOHHBIH
pasroBop

hold on v He k1acTe TPyOKYy

honest a yecTHBI, HICKPEHHH, HACTOS LM

incomplete a HemOIHBINM, He3aBEPILIECHHBIH, HE3aKOHUEHHBII

insert v BCTaBIIsATh, IOMEIATh, BHOCUThH UCIPABIICHUS

internal a BHyTpeHHuUi

invoice n HaknagHas, CUET HA OILIATY

involve v BoBIeKaTh, BKIIIOYATH B ce0s (in)

labour a TpynoBoi, pabounii

line n M (CBSI3M)

hold the line He Bemarb TpyOKy
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look into v uccnenoBars

look up v nuckats (B Tene(p)OHHOM CITpaBOYHHKE, CIIOBApPE)
manage v CIIpaBJISITbCS, CyMETh (CAENATh YTO-JI.)
matter n Borpoc, Aei1o

message n cOOOIICHUE

take a message npuHATH COOOIIEHNE

leave a message ocTaBUTh COOOIIEHNE

mistaken p ommnOO4HBIN, HEYMECTHBIN

be mistaken ommbaTbcs

misunderstanding p HenpaBHIBHOE IIOHUMaHUE, HE0pa3yMeHHe
mouthpiece n Mmuxpodon

notify v u3Benare, yBe1oMisATh

observe v cobiroiate, HabMOAATH, 3aMeYaTh

observe rules coOmronate npaBuIa

offer v npeyararh, BEIpakaTh TOTOBHOCTb

order v 3aKka3bIBaTh, Ha3HAYATh

overtime adv cBepXypo4HO

work overtime paborarb CBEpXypodHO

payment n yrjarTa, IaaTex

pick up the phone cusTE TEnehoHHYIO TPYOKY
postpone v OTKJIaJpIBaTh, OTCPOYNBATH

predict v penckaspIBaTh

preferably adv npexnoururensHo, Tydre

previous a npeAbIAYIIMIA, TPE/eCTBYOINN

price n 1ieHa

production n Mpon3BOICTBO, IPOIYKIHS, TPOU3BOTUTEIBHOCTD
promise v o0emare, yBepsaTh

prompt adj OBICTpBI, HEMEIUICHHBIH

properly adv nomkHBIM 00pa3oM, MPaBUIBHO
purchase v noxynars, npuodperars

purpose n HaMepeHue, 1ejb

put off v oTknansiBaTh

put through v coequusaTs (110 TenedHOHY)

quality n ka4ecTBO, CBOHCTBO

rate n HOpMa, CTaBKa

reasonable a pa3yMHBI, IpUeMIIEMBII

receiver n TenegoHHas TpyOKa

lift the receiver noaHsaTh TpyOKy

reconsider v nepecMatpuBath (3aHOBO)



refer v oOpamaTbcesi, UMETh OTHOIIEHHE, CCHUTATHCS
reschedule v nepenectn uTo-m160 Ha pyroe BpeMs, OTCPOUHUTH
screen n >KpaH

ship v nepeBo3uTh, OTHPaBIATh

similar a mog0GHBIH, TOX KMt

solution n pemenue

solve v pemats, pa3pemiaTh

sort out v pacrpeensiTh I10 copTaM, paCCOPTUPOBLIBATH
sound Vv 3By4aTh, UMETb CMBICII, IPOU3HOCUTh

spell v mpou3HOCUTH IO OyKBaM

suggest v mpezaraTb, COBETOBaTh

suit v ycTpanBaTh, MOAXOJUTh

supplier n nmocraBmyK, cHabXeHeI]

switchboard n xommyTarop, oneparop

trouble n GecriokoicTBO, 3aTpyAHEHNE, HETTPUATHOCTH
unfortunately adv x coxanenuro

will v XxoTeTb, xeIaTh

wonder v yIUBISATbCS, UHTEPECOBATHCS

I wonder unTepecHo 3HaTh

worth a crosmmii, 3acny>kxuBaroui

be worth doing crout cnenars (4To-J1.)

write down v 3anuceIBaTh

Creative tasks

1. Sit-back-to-back with a colleague and have a telephone conversa-
tion about any small talk topic. One of you should try hard to keep
the conversation going. The other should politely try to get off the

telephone.
Reverse roles and repeat the exercise.

2. Work in pairs, A and B, to devise and practise two role plays.
First, each of you should think about your own work or real life
situation. Choose a situation where you need to call someone to
arrange a meeting. Explain the situation to your partner. Then
practise first one conversation, then the other, Remember to end

the call appropriately.



Unit II. RECRUITMENT

1. Write 15 words related to the topic RECRUITMENT. Try to group
them according to some criteria.

11. Discuss the following questions:

1. Have you ever applied for a job?

2. Have you ever had a job interview? If you have had such experi-
ence describe a job interview you have had:

- how you found out about the job;

- how you applied;

- what the interview was like.

3. Do you think an interview for a job is a good way to choose the
right candidate?

4. Is it always necessary to make inquiries about the applicant?

5. Are references absolutely necessary when you are hired to a new job?

111 Look at the factors considered when choosing your first job. Choose
six factors which are important for you. Compare with your partner.

I want to:

enjoy my work

like the people I work with

have enough money to afford the things I enjoy

receive training

find the work stimulating

have an inspirational boss

have a good social life

have the opportunity to take professional qualifications

work for a respected company

have a position of responsibility

be passionate about the industry I work in

have job security

be in control of what I do

have a lot of freedom at work

work for a well-known company

not have to work overtime or at weekends

have a job that will take me abroad

have an excellent salary

have other people think what I do sounds good
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1V. Match the following words and phrases:

1. Remuneration package a) professional experience
2. track record b) search for

3. seminars ¢) specific abilities

4. skills d) salary and benefits

5. seek e) training sessions

6. leather accessories f) high-quality clothes

7. career prospects g) dependent companies
8. post h) belts, handbags

9. subsidiaries i) professional future

10. fashion j) job

V. Complete the following sentences using the appropriate words from
the words below:

Apply application appointment candidates curriculum vitae references
selection board selection list

1. When you see advertisement for a job, and you want to___ for this
job, you send in an

2.You usually enclose a with your letter.

3.1f there are a great many for a single job, the company usu-
ally draws up a .

4. Then the candidates are asked to come toan ___, which may take
place before the or with a single person.

5.The is made on the basis of the interview and the  from

people who know the candidate.

VI. Read the text and do some exercises afier it.

RECRUITMENT

Employees who leave a company are not always replaced. Sometimes
the company examines the job description for the post, and decides that it
no longer needs to be filled. On other occasions the company will replace
the person who resigns with an internal candidate who can be promoted to
the job. Or it will advertise the position in newspapers or trade journals, or
engage an employment agency to do so. For junior management positions,
employers occasionally recruit by giving presentations and holding inter-
views in universities, colleges and business schools. For senior positions,
companies sometimes use the services of a firm of headhunters, who al-
ready have the details of promising managers.

People looking for work or wanting to change their job generally read
the vacancies advertised in newspapers. To reply to an advertisement is to

35



apply for a job; you become an applicant or a candidate. You write a/an
application or fill in the company’s application form, and send it, along
with your CV or resume. You are often asked to give the names of two
people who are prepared to write a reference for you. If you have the right
qualifications and abilities, you might be short-listed, i.e. selected to attend
an interview.

It is not uncommon for the personnel department or managers respon-
sible for a particular post to spend eighty or more working hours on the re-
cruitment of a single member of staff. However, this time is well-spent if
the company appoints the right person for the job.

VII. Find English equivalents of the following words and phrases in
the text:

JIOJDKHOCTHAS! MHCTPYKIIHS, YXOAUTD C JOJDKHOCTH, IITATHBIA COTPY/I-
HUK, TOJIyYUTh HA3HAUCHHWE HA JOJDKHOCTH, MJIAIIIMN MEPCOHAN, MCKAaTh
paboty, pa3MeliaTh pekiiaMy B raseTe, MOAaBaTh 3asBJCHHE O MPUEME Ha
paboTy, MPETEHIEHT, PE3IOME, HAMMUCATh XapPaKTEPUCTUKY, ObITh BKITFOUEH-
HBIM B YHCIIO BO3MOXKHBIX KaHAUIATOB, OT/EN KaIApPOB, COTPYAHUK, HA3HA-
YaTh Ha JOJKHOCTb.

VIII. Are the following statements true or false?

a) Employees who leave a company are always replaced.

b) For junior management positions, employers occasionally use the
services of a firm of headhunters, who already have the details of promis-
ing managers.

¢) You are often asked to give the names of lots of people who are
prepared to write a reference for you.

d) The personnel department or managers responsible for a particular
post spend about an hour on the recruitment of a single member of staff.

e) If you have the right qualifications and abilities, you might be se-
lected to attend an interview.

IX. Match the verbs and nouns:

1. to reply to a) the right person

2. to advertise b) a/an application

3. to use ¢) an advertisement

4. to write d) the position

5. to appoint e) the services of a firm of headhunters

X. Answer the questions:
a) Why aren’t employees who leave a company always replaced?
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b) How do employers occasionally recruit for junior management po-
sitions?

¢) How many people are to write a reference for you?

d) Does it take much time to recruit a single member of staft?

XI. Read the text and do some exercises after it:

WHERE DO YOU SEE YOURSELF IN FIVE YEARS?
AVOIDING INTERVIEW CLICHES

"Where do you see yourself in five years’ time?" is one of the most in-
famous questions. Why are employers so keen on asking this? Probably
because it’s one of those sneaky interview questions to which your answer
can reveal much more than you might imagine: from whether you’ve got a
solid career plan and know what you want to do, to how well you under-
stand the position you’re applying for and how you define success.

For all these reasons, this question has a tendency of throwing inter-
viewees into panic mode. Here are some pointers on what interviewers
really want to hear. Employers will always be attracted to ambitious candi-
dates - after all, nobody wants to an employee who feels apathetic about
their job. That sais, you need to be realistic in terms of how quickly you
can rise through the ranks. For instance, if you say that you want to be
leading a team of 20 within three years’ time, and this would only usually
happen within a 10-year period in the company you’re talking to, you risk
being perceived as a little arrogant and unprepared. To avoid voicing
wildly unrealistic aspirations, do your research. Search the company web-
site and the profiles of current employees before your interview to look for
any hints about how long members of staff have taken to progress.

Another common mistake candidates make when answering this ques-
tion is to talk about money or company perks. For example, "I want to be
earning £50,000 or more, have a company car and a life-insurance policy".
In the vast majority of careers, perhaps with the exception of recruitment
or sales, motivation to make large amounts of money or get company perks
isn’t always going to be seen as an attractive quality. It will make an em-
ployer think you’re more interested in the things that come with the career
they can offer, rather than the career itself.

Instead, your answer should focus on your professional development.
Speak in terms of skills you’d like to acquire or ones you’d like to be us-
ing, qualifications you’d like to have completed or responsibilities you’d
like to have.

37



Giving a vague answer to is another familiar faux pas. For example,
"I’m not sure, five years is such a long time away. I could see myself
working my way up in marketing, but I’m also interested in finance".

Employers want to know that you know what you want. After all, hiring,
training and developing people is an expensive business - if you’re going to
leave in six months, your employer will have lost both time and money.

While you certainly shouldn’t lie about your plans, you can be less
than candid if you’re considering several options - only ever speak about
your interest in the industry in which the company you’re interviewing
with operates.

Although specific aspirations will be well received, rigidity in your
ambitions won’t be, so choose your phrasing carefully. Rather than saying,
"I need to have been promoted within a maximum of three years and I’ll be
really disappointed if I’m not working with high profile clients in five
years’ time", you could say, "I’d like to have more responsibility in the
next three to five years, ideally I’d be working on some of this company’s
fantastic high profile accounts". The first answer implies that if the com-
pany can’t fulfill your ambitions, you’ll be dissatisfied, while the second
answer suggests a little more compliance on your part.

Unless an interviewer specifically asks you to comment on your per-
sonal ambitions, the safest option is to avoid mentioning them altogether.
Saying that you want to be captain of your local tennis team, to have vis-
ited Japan or that you hope to be married with two children may not be
well received. Employers want to hear about where you see your work self
in five years' time, anything else is irrelevant and can make you seem un-
professional and ill-prepared.

While at first glance the five years question seems like it is probing
your ambitions and wants, you should never miss an opportunity in an in-
terview to subtly emphasise what you can do for your potential employer.
It can be shrewd to end your answer with something like: "Overall I want
to be making a marked difference to X of your company, helping to secure
and add to its current reputation as a leader within Y and contributing to
the company's overall growth".

XII. Find English equivalents of the following words and phrases in
the text:

cobeceoBaHKe MpU MpueMe Ha pabotry, paboTomarenb, KapbepHbIH
UIaH, o0pamareCst 3a paboTol, aMOUIMO3HbIN KaHIUIAT, BOCIPUHUMATD,
HETO/IrOTOBJICHHbIH, HAEMHBIN pabOTHHK, TIEPCOHAN, TOCTH)KEHHUS, OTBET-
CTBEHHOCTh, IPUBHJICTHH, 3apa0aThIBaTh, Kapbepa, MPOIaXHu, MPOPeCcCHo-
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HAJIbHOC pa3BUTHEC, HABbIKH, HeOHpeI[eJ'IeHHLIfI OTBCT, I[OpOFOﬁ, NOJIYyYNUTh
MPOABUKCHUE 10 cny>1<6e, JCJIaTb aKIICHT.

XIII. Are the following statements true or false?

a) A question "Where do you see yourself in five years’ time?" can
reveal much more about you than you might imagine.

b) Employers don’t like ambitious candidates.

¢) You should do some research before going to the interview.

d) Instead of talking in terms of achievements and responsibilities talk
about money or company perks.

e) Giving a vague answer is a good idea.

XIV. Match the verbs and nouns:

1. to do a) opportunities
2. to search b) skills

3. to acquire ¢) responsibilities
4. to have d) research

5. to miss ) a website

XV. Answer the questions:

a) Why are employers so keen on asking a question "Where do you
see yourself in five years’ time?"

b) What should you mention when you focus on your professional de-
velopment?

¢) What suggestion is given to avoid voicing unrealistic aspirations?

d) Why do employers want to know that you know what you want?

XVI. Read and translate dialogue I:

Dialogue 1

James Goodman: Good morning. My name’s James Goodman.

Peter Banks: Ah, good morning, Mr. Goodman. Nice to meet you. I’'m
Peter banks from Personnel Department. Do sit down.

JG: Thank you very much.

PB: Now, have you brought your curriculum vitae with you?

JG: Oh, my CV. Yes, here it is. There are copies.

PB: Have you brought your certificates as well?

JG: No, I haven’t. I’m awfully sorry. Can I send them to you?

PB: Yes, that’ll be all right. Now, let’s talk about the post.
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XVII. Ask and answer:

1. Which department does Mr.Banks work in?
2. What has Mr. Goodman brought with him?
3. Has Mr. Goodman forgotten something?

XVIII. Read and translate dialogue 2.

Dialogue 2

Smith: Well, Eddy, I think it is time to discuss our matter.

Wallis: OK.

Smith: My client is a German company which wants to open its
branch in the City of London. My job is to headhunt the best young talent
in the City of London and to make them offers they can’t refuse!

Wallis: Sounds interesting.

Smith: If you for my client, you’ll have a starting salary of 80.000
pounds per year plus a bonus.

Wallis: How big is the bonus?

Smith: It depends. If you bring in new business of up to 1 million
pounds, you’ll get a bonus of 0.5% of the total. If you bring in more than 1
million pounds, you'll get a bonus of 0.75%.

Wallis: Sounds reasonable. What will be my title?

Smith: When you start, you’ll be a senior executive vice-president.

Wallis: I like it. Will I have a car?

Smith: You’ll get a BMV.

Wallis: Not bad. I’m interested in this job.

Smith: Good. Then I’ll make you a formal offer in writing.

Wallis: Fine. I’ll give an answer as soon as I can before Monday.

XIX. Find in the text English equivalents of the following Russian
words and phrases:

00CyMTh HaIll BOMPOC, OTKPBITH OTACNCHHE, IeNoBol neHTp JIoHa0-
Ha, JeNaTh MPEUIOKEHHsI, OTKa3bIBaTh, HAYAIbHAS 3apIUiaTa, MPEMHUs, pa-
3YMHO, Ha3BaHHE JIOJKHOCTH, ObITh 3aMHTEPECOBAHHBIM B paboTe, clenarh
(bopmanpHOe PEANIoKeHIe, TaTh OTBET.

XX Explain the meanings of the following words in English:
1. to headhunt

2. starting salary

3. a branch

4. vice-president
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XXI. Ask and answer:

Who is Smith working for?

What salary does he offer?

What bonus does he offer Wallis?
What job does he offer Wallis?
Does Wallis accept the job?

M

XXII. Work with your partner. During an interview a candidate may
be asked the so-called difficult questions:

1. Have you ever been in a situation in which you lose your temper?

2. How do you deal with difficult people?

XXIII. Read and translate dialogue 3:

Slim Gyms owns and operates 6 health and leisure clubs in Manhat-
tan. Slim Gyms recently advertised for a General Manager. This is an in-
terview with one of the candidates.

Dialogue 3

Interviewer: Could you please tell me why you want to leave your
present j ob, Mr. Chen?

David Chen: Right, I suppose, basically, I need a new motivation. I’ve
achieved everything I can in my present job. The work’s no longer chal-
lenging. I’m not stimulated any more. I’'m a member of Slim Gyms; I’ve
been going to your club for several years. I really like the one in my area,
but I feel it could be better managed. So, I like the idea of working for you
- it’s a very attractive job.

I: OK. You’ve told us about your experience and qualities, what
would you say is your main weakness?

DC: That’s a difficult question. I probably have many weaknesses. I
try to be polite and helpful at all times, but maybe sometimes I should be
more forceful, more assertive when I give my opinions. I try to be pleasant
with everyone; I don’t like having arguments with people, even if I'm
right. Maybe this is my weakness, I don’t know.

I: Finally, could you summarise why we should offer you a job?

DC: I’d say I have a good combination of business and sports experi-
ence - that’d be useful for Slim Gyms. And my knowledge of Chinese cul-
ture, and the language, would be a big advantage. There are a lot of Chi-
nese people in this city who would join the clubs if I were in charge. |
think people like me and respect me. I’m a very fair and honest person.
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XX1V. Give Russian equivalents of the following English words and
phrases:

To own and operate health and leisure clubs; to advertise for a General
Manager; to leave present job; to need a new motivation; challenging; to be
better managed; an attractive job; experience and qualities; weakness;
forceful; polite; helpful; assertive; to have arguments with people; to be
pleasant; to give one’s opinions; to offer a job; knowledge of Chinese cul-
ture; to join clubs; to be in charge; to respect; a fair and honest person.

XXV. Answer the following questions:

1. Why does Mr.Chen want to leave his present job?
2. What does Mr.Chen say about his main weakness?
3. What are his main strengths?

XXVI. Study the following useful expressions for answering job inter-
view questions:

Useful expressions

Asking for clarification/reformulating

I’m sorry, could you expand on what you mean by...

Do you mean how do I manage ...?

Playing for time
That’s a very interesting question. I would say...
That’s a difficult question to answer, let’s just say that...

Structuring your answer
I’d like to answer that in two ways: firstly, ... secondly, ...
I think there are two important aspects to this question.

Giving concrete examples
Let me give you an example of what I mean.
Take time management, for instance.

Validating your answer
Is that what you wanted to know?
Does that answer your question?

XXVII. Put the words in bold in the correct order:

1. I applied what learned 1.

2.’m able being unpopular with to cope.

3. I see myself performing as top a a employee company in leading.
4.1 plan experience to gain new and skills learn.

5. I would be ready more a move to position up with to responsibility.
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6.1 realized that knowing well you’re how motivated essential doing
is to staying.
7.’m aware there that on that areas are can I improve.

XXVIII. Read the quotation and mark the interview questions a)-h) as
type 1 or type 2 questions:

"The good news is that there are only two interview questions. That is,
regardless of what you’re asked, the employer really only wants to know".

1. What value can you add to my enterprise as an employee (and can
you prove it)?

2. Why do you want this job?

a) What are your strengths and weaknesses?

b) Why do you want to work for us?

¢) What is your greatest achievement?

d) How do you make sure things get done?

e) Why do you want to leave your present job?

f) Tell me about a time when you successfully handled a difficult
situation.

g) What sort of environment would you prefer not to work in?

h) What are the most difficult kinds of decisions for you to make?

With a partner, ask and answer the questions using expressions form
XIITI and X1V, inventing any detail as necessary.

XXIX. Role play the following situations:

1)

Student A

You are Wallis. You want to work for the German company, but the
terms and conditions could be better. Try to reach agreement with the bank
but at the same time try to maximize your benefit.

Student B

You are Personnel Manager from a German company which wants to
open its branch in the City of London. You want Wallis to work for you
and are prepared to negotiate some points. Try to reach an agreement with
Wallis but at the same time try to reduce his benefits as much as possible.

2)

Student A

You are personnel officer. You are interviewing student B.

Ask for a CV and his certificates. Ask a question about the candidate’s
present and past jobs.
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Student B

You are a job applicant. Student A is interviewing you. You haven’t
got your CV with you. You have got your certificates. Answer questions
about your present job and your career.

3)

Student A

You are interviewing Student B. You are looking for a sales executive
who is:

1. fluent in English

2. interested in computers

3. willing to travel

4. experienced in organizing a team

5. willing to be paid in US dollars

Student B

You are a candidate at an interview. Student A is interviewing you.
The post is for a sales executive in an American firm.

1. Your English is very good

2. Your special interest is business systems

3. You are free to travel anywhere

4.You have ten year’s experience as a team manager.

4)

Student A

You are Sean Vernon, Personnel Officer for Renault UK LTD. You
are going to interview a candidate (Student B) for a place on the graduate
management programme. Read the curriculum vitae and a letter of applica-
tion which Student B will give you, and think about the questions which
you would like to ask.

Student B

You have been invited to attend an interview for a place on Renault’s
graduate management programme. You will be interviewed by Sean
Vernon (played by Student A), Personnel Officer for Renault UK LTD.
First give your CV and a letter of application to Student A and then prepare
for the interview. Answer the questions.

5)

With a partner, take turns interviewing each other for a job.

Student A

You are interviewing Student B for a job at your sports club. Ask B
the right questions to obtain the answers below. Score one point for each
correct answer you receive.
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. At weekends.

. Since I was at school.

. Several years ago.

. During the holidays.

. No, only a few weeks.
. The Economist.

. For two years.

. No, not yet.

. In the next six months.

10. No, I haven’t.

Student B

You are being interviewed for a job at Student A’s sports club. An-
swer the questions.

6)

Student A

You are interviewing Student B for a job at your community arts cen-
tre. Ask B the right questions to obtain the answers below. Score one point
for each correct answer you receive.

1.Yes, [ am.

2.
. three times a day.

. Business English.

. A long time ago.

. Yes, almost.

. Tomorrow morning.
. Yes, several times.
9.
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By bus.

No, not at all.

10. Since the beginning of the year.

Student B

You are being interviewed for a job at Student B’s community arts
centre. Answer the questions they ask.

7)

Student A

You are an interviewer. Interview the candidate for the job advertised.
Invent any further information about the job as necessary. For each of your
questions note whether the answer is satisfactory or not. At the end of the
interview, give the candidate feedback on how well they performed.
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Leading consultancy requires business graduates
to train as auditors and consultants
Vacancies in London, Paris, New York, Tokyo.
Candidates should be analytical, independent and
Able to develop a rapport with clients in all sectors.
Competitive salary and benefits.
Send CV to Jane O’Hara - janara@acc.job.org.
Student B
You are a candidate. Let the interviewer lead the conversation ini-
tially, but try to develop an exchange by asking questions about the job and
the organization.

8)

Student A

You are an interviewer. Interview the candidate for the job advertised.
Invent any further information about the job as necessary. For each of your
questions note whether the answer is satisfactory or not. At the end of the
interview, give the candidate feedback on how well they performed.

Multinational oil company
seeks future managers to lead development teams for alternative en-
ergies in Norway, Malaysia and North America.

Strong leadership and communication skills essential.
Motivating compensation package.

For details visit www.newenergy.com

Student B

You are a candidate. Let the interviewer lead the conversation ini-
tially, but try to develop an exchange by asking questions about the job and
the organization.

XXX. 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 as few companies as possible.

5. Everybody should retire at 50.
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TOPICAL VOCABULARY

ability n cmocoOHOCTE, yMeHHE

abroad adv 3a rpanwueii, 3a rpaHuIly

accessory a 100aBOYHBII, BCIOMOraTeNbHbIH, BTOPOCTENEHHBIH

achievement n nocTuxeHue, BBINOIHEHNUE

advertise v pekaMiUpoBaTh, oMenaTh OObSBICHHE

advertisement n pexiiama, 0ObsIBIICHHE

afford v no3BonuTh cebe, 1aBaTh, MPEOCTABIIATh

appoint v Ha3HauaTh

applicant n npocuTenb, NPETEHAECHT, KAHAUJAT

apply for v obpamarscs 3a (paboToH, MOMOIIBIO | T.I1.)

assertive n yTBepJUTEIbHBIN, CAMOYBEPEHHBII

attractive a mpuBIeKaTeNbHBIN, 3aMaHUUBBII

be in charge 3aBenoBats, ObITH 3a cTapiIero, KOMaHJIOBaTh

belt n pemens, nosic

benefit n BeIrona, IpHOKLIE, TOCOOUE, TIEHCHS

branch n ¢punman, ornenenue

candidate n xanauIaT

internal candidate xanauaT Ha JOJKHOCTH BHYTPU OpraHU3alUN

certificate n cBuzeTenbCTBO, CEpTURHKAT, aTTECTaT

cope with v cipaBuThCS, COBIIaAATh

curriculum vitae (CV) aBrobuorpagpus

dependent a NOqYMHEHHBI N, IOJIBIACTHBINA, 3aBUCUMBINA

employ v HaHMMaTh Ha paboTy

employee n cnyxamii, pabOTarONIHIA 0 HAUMY

employer n npeanpuHuMarens, padboToaareib

employment n ciryx0a, 3aHsTHE, paboTa

employment agency areHTCTBO 0 HaliMy IepcoHaa

enclose v Bk1apIBaTh (B MUCHMO U T.I1.), IPHJIAraTh

environment n okpy>xeHHe, OKpyKarolias 00CTaHOBKa, cpenia

excellent a mpeBoCXOAHBIN, OTITUIHBIN

fair a yecTHbIN, HE3aMATHAHHBIHN, CIIPaBeIMBBIN, 3AKOHHBIH

fashion n manepa, dacoHn, cTuib, Moja

forceful a cuibHBIN, IEHCTBEHHBIH, YOe TUTEIBHBIIH

freedom n cB06O/1a, HE3aBUCHMOCTD

handbag n namckas cymouka, (py4Hoit) UeMOAAHUUK

handle v 00xoanThCs, YIpaBIATh, UMETH JEJI0, TOPrOBaTh

headhunt v 3amMaHMBaTh ClIENUAINCTOB BEICOKUM >KaJIOBAHBEM U JPY-
THMH JIBIOTaMH, TI0I0MpPaTh Kapbl
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helpful a monesHnsbIit

hire v HanumaTb

honest a yecTHBI1, TpaBIUBbIN, HACTOSIINHI, TOATUHHBIN

improve v yinyuiaTh, COBEpILIEHCTBOBATh

inspirational a B1usTeNnBHBIIN, BOOAYIICBICHHBII

interview v n cobeceoBanue, Oecena, HHTEPBBIO; IPOBOJUTH Oeceny,
cobecenoBaHue

attend an interview nprcyTcTBOBaTh Ha cobOeceJOBaHUN

interviewer n mpoBoasMii codbecenoBanne, Oepynuii HHTEPBHIO

interviewee n HHTEPBLIOUPYEMBIH, NAOIIUI HHTEPBBIO

job n paGora, Tpyn, ciayx0a

leisure club xiry6 st oTABIXA, U1 pa3BIEYEHUH

lose one’s temper BbIiTH U3 ceds

make inquiries HaBOJUTH CIIPaBKU

opportunity n ynoOHBIi citydaii, 61aronpusTHas BO3MOKHOCTb

passionate a BCIIBIIBYMBBII, TOpSYUil, CTPACTHBIM

personnel n nepconan

personnel department otznen kaapos

polite a BexHMBBIH, TFOOE3HBIN

Post n JOKHOCTB, MECTO, Syn. position

promote v IpoJBUTaTh 110 CIIYK0€

prospect n repcrieKTHBa, HAIEK /1A, TUTaHBI Ha Oyaymiee

reasonable a pa3yMHBI, pacCyIUTENbHBIN, IPUEMIIEMBIi

recruit v 6path Ha paboty

recruitment n mogdop nepcoHana, Kaapos

reduce v yMEHbIIATh, COKPAIATh, TOHUXKATh

reference n ccblika, CHOCKa, CIIPaBKa, PEKOMEHIAIHsI

write a reference HanucaTbh peKOMEHAALUIO

regardless a HEB3Mpas Ha, HE CUUTASICh C

relate v oTHOCUTBCS, UMETh OTHOLIEHUE, COCTOSATh B POJICTBE

resign v yiTU B OTCTaBKY

respected company KOMIaHMUsI, TIOJIb3YIOIASCS YBAXKEHUEM

responsibility n oTBeTCTBEHHOCTB, 00sI3aHHOCTH

retire v yBOJIBHATHCS, YXOJUTh B OTCTaBKY

salary n >xanoBaHbe

security n 6e30rmacHOCTb, HaJIEXXHOCTh, OXpaHa, FapaHTUs

seek v ucKaTh, IBITATHCS, CTAPATHCS

shortlist n v cricok kaHmMIATOB, BEIOPAHHBEIX IJIs COOECEOBaHUS;
COCTaBUTD CITMCOK KaHAWAATOB JUIS Y9acTHs B COOece]0BaHNH

skill n macTepcTBO, yMEHUE, HABBIK
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stimulate v no0y>xaaTh, CTHMYJIHPOBATh, MOOLIPSTH
subsidiary n nouepHee npeanpusaTue

track record mociy»HO# CITUCOK, CTax (paboThI)
training pres. p ot train oOy4eHue, TpEHUPOBKA

vacancy n BakaHCHs

weakness n crabocTb, HEZOCTaTOK, HeyOeTUTEIFHOCTD
well-known a U3BECTHBIN, IOMYJIAPHBII

work overtime paborarb CBepXypouHO, epepadaTeIBaTh

Unit III. MEETINGS

1. Discuss the following questions:

1. What makes a good meeting? Suggest what you think are the char-
acteristics of a successful meeting.

2. What do you think the functions of the chairperson are during a
meeting?

11. Read the text and do some exercises after it
Meetings
Meetings are an important part of doing business.

Before the meeting

With proper preparation and careful organization, a meeting can run
smoothly. Setting goals and time limits, keeping to the agenda, and know-
ing how to refocus are the key components of an effective meeting.

There are a number of ways that you may call or be called to a meet-
ing. Some meetings are announced by email, and others are posted on bul-
letin boards. The date, location, time, length, and purpose of the meeting
should be included. It is important to have an agenda. The agenda should
indicate the order of items and an estimated amount of time for each item.
Everybody receives the agenda about a week before the meeting, along
with the minutes of the last meeting,

The reasons for having a meeting

The reason for having a meeting is to inform or to make a decision.
Information may be given in a presentation followed by questions or dis-
cussion, but it is to get a consensus that the meeting has been arranged in
the first place. Achieving this in the most time- and cost-effective manner
possible is a goal that everyone attending the meeting must share. The
main aspect of decision making meetings is the necessity for participants in
the meeting to be aware of one another’s needs and perceptions. If these
are not effectively communicated, if there is an insufficient degree of un-
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derstanding of another’s requirements, then an acceptable conclusion is
unlikely to be reached.

A small talk

Whether you are holding the meeting or attending the meeting, it is po-
lite to make a small talk while you wait for the meeting to start. You should
discuss things unrelated to the meeting, such as weather, family, or weekend
plans. Once everyone has arrived, the chairperson should formally welcome
everyone to the meeting and thank the attendees for coming.

The meeting

The meeting is usually begun by signing a list of the people present,
and the chairperson reads out a list of apologies received from people who
can’t come. If anyone at the meeting is new to the group, or if there is a
guest speaker, this is the time when introductions should be made. Before
beginning the first main item on the agenda, the speaker should provide a
brief verbal outline of the objectives.

The first two items are usually to ask the meeting whether everyone
approves of the agenda, and of the minutes of the previous meeting. Then
the participants go through the items on the agenda. The last one is always
A.O.B., or Any Other Business, so it is possible to add things that haven’t
been included on the agenda.

Voting

When issues cannot be resolved or decisions cannot be easily made,
they are often put to vote. Most votes occur during meetings. Votes can be
open, where people raise their hands in favour or in opposition of the issue.
Other votes, such as who should be elected to take on a certain role, are
private or closed. During private votes, attendees fill in ballots and place
them in a box to be counted. Most often votes are put to a majority. If there
is a tie vote, the chairperson will often cast the deciding vote.

Closing

During the meeting, participants will comment, provide feedback or ask
questions. Regardless of the type of meeting (information or decision making),
it is important to close with a restatement of objective, a summary of what was
accomplished, and a list of agreed action that needs to be taken.

After the meeting

After the meeting, it is essential to follow up with an action. A brief
memorandum of conclusions should be written and distributed. Inform appro-
priate people who did not attend the meeting about essential decisions made.

Finally, each meeting should be viewed as a learning experience. Fu-
ture meetings should be improved by soliciting evaluations and deciding
what action is required to conduct better meetings.

50



111 Give Russian equivalents of the following English words and
phrases:

To run smoothly, setting goals and time limits, to keep to the agenda,
to indicate the order of items, the minutes of the last meeting, to get a
consensus, time- and cost-effective manner, participants, to hold a meet-
ing, to make a small talk, the chairperson, attendees, to read out a list of
apologies, a guest speaker, the first main item on the agenda, to approve
of the agenda, to cast the deciding vote, to provide feedback, a list of
agreed action, to conduct better meetings.

1V. Give English equivalents of the following Russian words and
phrases:

[IpoBoauTe coOpanue (PyKOBOIUTH COOpPaHUEM), MPHICPKHUBATHCS
MOBECTKH JIHSI, CO3BaTh COOpaHUe, MYHKT B ITOBECTKE JTHS, IPOTOKOI CcO0-
paHus, TPOUH(GOPMUPOBATH WM TPUHITH PEIICHUE, MPUCYTCTBOBATh HA
coOpaHuM, TPUHSATHE pEIICHWA, yYaCTHHUKH, JIerKas CBeTckas Oecena,
mpezceaaTeNlb, 0JO0PATh MOBECTKY JHS, Pa3HOE (IMIOCISIHUI MyHKT B TIO-
BECTKE JIHA), CTaBUTh Ha TOJIOCOBAHUE, OTKPHITOE I'0JI0OCOBAHHE, 3aKPBITOE
TOJIOCOBaHME, CIUCOK KaHIUJIATOB JJIs FOJIOCOBaHMS, PABEHCTBO I'OJIOCOB
(mogaHHBIX 32 ABYX KaHIUIATOB), UMETh PEIIAOIIHI rojoc.

V. Are the following statements true or false?

1. There are a number of ways that you may call or be called to a
meeting.

2. It is not important to have an agenda.

3.You should discuss things unrelated to the meeting, such as
weather, family, or weekend plans when you are making a small talk.

4. The last item on the agenda is sometimes A.O.B., or Any Other
Business.

5. When issues cannot be resolved or decisions cannot be easily made,
they are often put to vote.

VI. Answer the questions:

1. What is required to run a meeting smoothly?

2. What are the key components of an effective meeting?
3. What are the reasons for having a meeting?

4. Is it important to have a small talk before a meeting?
5. Do you know how to finish a meeting?
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VII. Study the phrases below:

Opening a meeting

Good morning, everyone.

Thank you for coming...

If we are all here, let’s start...

Any comments on the previous meeting?

Welcoming and introducing participants

We are pleased to welcome (name of participant)
It’s a pleasure to welcome (name of participant)
I’d like to introduce (name of participant)

Introducing the agenda

You’ve all seen the agenda.

On the agenda, you’ll see there three items.
There is one item to discuss...

Stating the objectives

We’re here today to hear about plans for...
Our objective is to discuss different ideas ...
What we want to do is to reach a decision...

Introducing discussion

The background to the problem is...
This issue is about ...

The point we have to understand is...
Calling on a speaker

I’d like to ask Mary to tell us about ...
Can we hear from Mr.Passas on this?

I know that you’ve prepared a statement on your department’s views..

Stating opinion

It seems to me ...

I tend to think...

In my view...

We think/feel/believe. ..
There’s no alternative to ..
It’s obvious that ...
Clearly/obviously ...

Asking for opinion

I’d like to hear from ...

Could we hear from ...?

What’s your view?

What do you think about ...?

Do you have any strong views on ...?



Interrupting

Excuse me, may I ask for clarification on this?
If I may interrupt, could you say ...?

Sorry to interrupt, but ...

Do you think so? My impression is ...

What? That’s impossible. We/I think ...

Handling interruptions

Yes, go ahead.

Sorry, please let me finish...

Can I come to that later?

If I may finish this point ...

That’s not really relevant at this stage...
Can we leave that to another discussion?

Controlling the meeting
Sorry Hans, can we let Mary finish?
Er, Henry, we can’t talk about that.

Summarising

So, what you’re saying is...
Can | summarise that?

S, the main point is...

Moving the discussion on

Can we go on to think about...
Let’s move on to the next point.

Closing the meeting

I think we’ve covered everything.

So, we’ve decided...

I think we can close the meeting now.
That’s it. The next meeting will be ...

VIIl. Read and translate the following dialogues:

Dialogue 1

Chairperson: If we are all here, let’s get started. First of all, I’d like
you to please join me in welcoming John Willows, our Southwest Area
Sales Vice President.

John Willows: Thank you for having me, I’m looking forward to to-
day’s meeting.

Chairperson: I’d also like to introduce Jane Smith who recently joined
our team. I’m afraid our national sales director, Rebecca Woods, can’t be
with us today. She is in Kobe at the moment, developing our Far East sales
force.
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Dialogue 2

Chairperson: OK, we all agree we want to increase our revenue by li-
censing 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?

Alain: 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.

Chairperson: Right. Valerie, what do you think?

Valerie: I 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.

Chairperson: Barbara, you’re shaking your head. What’s your opinion?

Barbara: 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 fe-
male 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.

Chairperson: So what do you suggest then?

Barbara: I think we should find someone else. I do have someone in
mind. I met Hiroshi Takahashi recently. He’s based in Nagoya. His health-
care 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 if he’s interested?

Dialogue 3

Chairperson: Can we move on to the next item on the agenda? This is
a proposal to print a special catalogue for our multimedia products. What’s
everyone’s reaction to this?

James: It’s a terrific idea. Right now they’ve all mixed up with every-
thing else in the main catalogue. Nobody notices them.

Catherine: I agree. But how much is it going to cost? I’d like to see
some figures.

Chairperson: OK. So we need to work out the costs. Could you deal
with that, James?

James: Sure.

Chairperson: How soon can you prepare some figures? By Friday?

James: Yes, OK.

Chairperson: Excellent. We can discuss this next Monday, then.
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Dialogue 4

Chairperson: Unfortunately, we’re running short of time. We’ll have
to leave that to another time.

John Willows: Before we close, let me just summarise the main
points:

- Our sales teams need more accurate information on our customers.

- A survey will be completed to collect data on spending habits in
these areas.

- The results of this survey will be delivered to our sales teams.

Chairperson: Thank you very much, John. Right, it looks as though
we’ve covered the main items. Is there any other business?

Andrew Gray: Can we fix the next meeting, please?

Chairperson: Good idea, Andrew. How does Monday in two weeks
time sound to everyone? Let’s meet at the same time, 9 o’clock. Is that OK
for everyone? Excellent. I’d like to thank Jack for coming to our today.
The meeting is closed.

1X. Find in the dialogues English equivalents of the following Russian
phrases:
1. 5 c HeTeprieHneM 0XKHIAI0 Cero/IHsNIHee COOpaHue.
2. 51 coxanero, uro Pebexka Byn3 He cMOXKeT cerojHst K HaM IpHcoe-
JIMHUATHCA.
. HoxxonuT 1 oHa Ham ?
. Uro BBl mpeanaraere?
. 51 nymato, HaM clieZyeT HOo/bICKaTh KOro-HuOy/Ipb ellle.
. MBI MOXeM IepeiTH K ClIeyIoIIeMy ITyHKTY B IIOBECTKE JTHS?
. OTo nmorpsicaromas ujesl.
. JlKeMc, ThI MOYKEIIb 3TUM 3aHSATHCS?
. K coxanenuto, y Hac oCcTajioch Majo BpEeMEHHU.
10. Ilpexxne 4eM MBI 3aKOHYHM, MO3BOJIBTE MHE MEPEYHCIIUTH OCHOB-
HBIE MOMEHTBHI.

O 03N W b~ W

X. Suggest phrases from the dialogues which could be used by a

chairperson in the following situations in a meeting:

1. to open a meeting
. to welcome the participants to a meeting
. to introduce a new employee
. to ask for opinion
. to move the discussion on
. to close the meeting

AN AN
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XI. Complete the dialogue using the words from below the line:

Dialogue 5

A: So, how do staff meetings work in this department, then?

B: Well, we have them monthly, and everybody is supposed to (1)... .
If we want to discuss something we tell the secretary beforehand, and she
puts it on the (2) ... . We all receive this about a week before the meeting,
along with the (3) ... of the last meeting. We begin the meeting by signing
a list of the people present, and the Chair reads out a list of (4) ... received
from people who can’t come.

A: The Chair?

B: Yes. Since our head of department is a woman, instead of saying
"Chairman," or "Madame Chairman," we just say "Chair". Some people
say "Chairperson" but "Chair" is shorter. The first two items are usually to
ask the meeting whether everyone (5) ... of the agenda, and of the minutes
of the previous meeting. If necessary we then discuss matters (6) ... from
the minutes. We then go through the (7) ... on the agenda. The last one is
always A.O.B., or Any Other Business, so we can add things that haven’t
been included on the agenda. For important decisions, if we can’t reach a
(8) ... we have a vote. If there’s a tie, if the votes are even, the Chair has a
casting vote.

A: And if you can’t be there, can you ask someone else to vote for you?

B: Oh. No. We don’t have (9) ... votes. You have to be there. Espe-
cially as we need 50% of the staff to have a (10) ..., without which nothing
can be voted on and no decisions can be taken.

A: And you only have them once a month?

B: Well, I suppose we could (11)... an emergency meeting if there
was something urgent to discuss, but it hasn’t happened recently. You
know, most of us work individually, we have our specific jobs to do, and
we don’t need to discuss too many things with the whole department. We
collaborate (12) ... when necessary, like we’re doing now, and only have
meetings to discuss things that concern everybody. Otherwise, meetings
are a waste of time.

agenda apologies approves arising attend call consensus informally
items minutes proxy quorum

XII. Read the following statements and decide whether you agree or
disagree with them. Then compare your opinions in small groups:

1. Every meeting should have an agenda.
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2. The agenda should be circulated in advance.

3. The chairperson is responsible for the success of a meeting.

4. In every meeting, there should be someone taking the minutes.

5. At the end of meetings, the participants should agree a list of action
points.

6. All meetings should be for a fixed length of time.

7. If people are going to attend meetings, they should always prepare
beforehand.

8. Everyone should have a chance to speak at meetings.

XIII. Role play the following situations:

Situation 1

Work in groups of four. Decide on a chair and have a brief meeting
using one of the situations below. After a few minutes’ preparation, the
chair starts the meeting, introduces the agenda, invites the first speaker to
make his/her proposal, prevents interruptions, brings in other speakers,
summarises, etc.

Situation 1

Meeting
To identify ways to reduce company costs.
Time:
Place:
Participants:
Agenda

1. Staff cuts.
2. Reducing the research budget.
3. Cutting salaries and running costs.

Situation 2

Work in groups of four. Decide on a chair and have a brief meeting
using one of the situations below. After a few minutes’ preparation, the
chair starts the meeting, introduces the agenda, invites the first speaker to
make his/her proposal, prevents interruptions, brings in other speakers,
summarises, etc.

Meeting
To decide on training needs and how to spend 100,000 dollars on
training.
Time:
Place:
Participants:
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Agenda
1. Decide priorities: marketing/information technology/languages.
2. Allocate costs.
3. Decide outline programme.

Situation 3

Work in groups of four.
Ash & Whitebeam is a manufacturing company. The Board has de-

cided to set up a subcommittee to examine the four problems.

1. Paper recycling
Annual volume of waste paper: 50, 000 tons
Increasing pressure to recycle.
Present situation:
- Production Dept. does recycle/chaotic/no supervision
- Human resources Dept. - irregular quantities
- little interest to local recycling companies.
We need company policy.
Benefits: financial, good public relations.
2. High turnover of staff in Daycare Centre
Total employees: 300
170 women
45 are mothers with young children.
Company daycare facilities for children are used:
1. after school before end of working day (5 p.m.)
2. school holidays.
Mothers ungappy because:
- very high turnover of staff in Centre
- no continuity
- poor organization of Centre.
3. Unauthorised use of company fax and telephone lines
Accounts; Big phone bills/unauthorised use of phones/fax. Solutions?
- enforce a total ban on personal use of faxes/phones?
- produce a statement about their use?
How to reduce costs without creating bad feelings?
4. Driver with bad accident record
Karl Stutt - 20 years lorry driver with Ash&Whitebeam
- always excellent service.
Recently:5 accidents in one year.
Police charge of dangerous driving re last accident: 90 km/hour in 50

km/hour zone near a school.
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Situation 4

Work in groups of three. Hold a meeting to decide how to promote
your new sandwich bar.

Student A: chair the meeting. It is your job to follow the agenda,
make sure everybody gives their opinions, and agree each point.

Bread ‘n’ butter

AGENDA

Promotional mix

1. Advertising

2. Personal selling
3. Sales promotion
4
5

. Public relations
. Direct marketing

Student B: Suggest, develop and defend the ideas on the noted
Bread ‘n’ butter
AGENDA

Promotional mix

1. Advertising advertise in local newspapers and on local radio (ex-
pensive but effective);attractive posters for offices and shops

2. Personal selling call staff representatives in large companies to of-
fer special prices to their staff

3.Sales promotion discounts, vouchers, BOGOF (buy one, get one
ree

4. Public relations contact TV, radio, newspapers, magazines, etc.
5. Direct marketing send mailshots by mail and email

Student C: Suggest, develop and defend the u\ideas in the notes.
Bread ‘n’ butter
AGENDA

Promotional mix

1. Advertising foo expensive; word of mouth is more effective. Just
need a neon to sign on the shop and an interactive website.

2. Personal selling not appropriate for a sandwich bar

3. Sales promotion discounts are bad for company image; events,
competitions, free samples

4. Public relations use social media, Twitter, Facebook, blogs, etc.

5. Direct marketing mobile messaging; give out flyers in the street
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Situation 5

Form a team to work out solutions to the business problems below:

1. You own a chain of supermarkets. Every week, hundreds of shop-
ping carts are stolen.

2.You sell jewellery online. But customers typically like to try on
items before they buy.

3. You manage a customer helpline. Staff turnover is high, so you
keep losing good people.

Appoint a chairperson who use the draft agenda to structure your
meeting.

AGENDA

1. Welcome the group.

2. Outline the purpose of the meeting and get the team to define the
problem.

3. Invite team members to take a few minutes to note down their indi-
vidually. Make sure they take the logistical and budgetary constraints into
account.

4. Throw the meeting open for discussion by getting the team to share
their ideas. Emphasize that they should use the P.P.R. technique.

5. Take a vote on the best idea or combination of ideas.

6. Discuss how your solution will be implemented and who will be
responsible for what.

Situation 6

Work in groups of four. Study the background and instructions below.
Each student should take one of the roles. Study your role for a few min-
utes and decide what you will say at the meeting. Hold a meeting to dis-
cuss the problem.

Background

You work for a large company which specializes in manufacturing
and supplying high-technology medical equipment to hospitals and patients
in a number of countries in your region.

Last year, the sales department’s budget for travel (for example, for
sales personnel to visit hospitals, health authorities, etc.) was 2 m dollars.
The finance department has asked whether it would be possible to save
money on this, and an initial meeting has been called to discuss the prob-
lem.

In this meeting, you will have to exchange ideas and opinions, but you
needn’t reach a firm decision.

60



Finance Director

You think:

- significant savings could be made using email and video conferenc-
ing to talk with customers, especially for routine visits by sales staff to ex-
isting customers.

-you would like sales staff to use economy class and low-cost airlines
where possible. This could reduce travelling costs by up to 50%.

-when visiting different cities, you would prefer sales staff to go for
one day only instead of staying in a hotel overnight.

Sales Director

You think:

- face-to-face meetings are essential, both to meet potential new cus-
tomers and to show existing customers new products and innovations.

- it is difficult to get high-quality sales staff who know the very spe-
cialized products which you sell, and it is important to treat them well, for
example, by allowing them to fly business class.

- your staff try, as far as possible, to make several visits to different
customers when they are in a different city, and this may involve a stay of
several days.

Marketing Director

You think:

- new technology (video conferencing, etc.) could replace some visits
by sales staff - there are many routine visits which do not result in in-
creased sales.

- it should be possible to reach agreements with certain airlines and
hotels to arrange discounts for sales staff who use them.

- sales staff should state the objectives of each visit before they make
them, so that managers can decide whether the visit is worth the cost.

Senior Sales Manager

You think:

-your clients (doctors, hospital managers, etc.) are very busy people,
and unless you actually visit them, they don’t have time to look at your
products.

- you spend a lot of time travelling - at least 150 days a year - and it’s
important to do so in comfort.

-you work in a very competitive sector where you know sales people
from other companies visit your clients regularly.

- the products you sell are highly technical and very expensive. Sales
staff have to make high-quality presentations and answer detailed technical
questions, face-to-face are essential.
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TOPICAL VOCABULARY

Absent adj orcyTcTBYIOIIHNA
absentee n y4yacTHUK, OTCYTCTBYIOIIMI Ha COOpaHUU
action points pyKoBOJCTBO K J€HCTBHUIO, TJIaH JEHCTBUI
adjourn v oTIoXuTH cOOpaHue
agenda n moBecTka JHA
approve of the agenda 0100pHuTh TOBECTKY JTHS
keep to the agenda npunep:xuBaThCs IOBECTKU JHS
put on the agenda BHECTH B IOBECTKY IHSA
Annual General Meeting (AGM) n exerofiHoe coOpaHre aKIIMOHEPOB
AOB (Any Other Business) pazHoe (TocieJHA TyHKT B TOBECTKE JIHS)
apologies n n3BuHeHUs
read out apologies 3aunTaTh N3BUHEHUS
send apologies oTIIpaBUTH U3BUHEHUS
attendee n mpucyTCTBYIOIIMIT HA cCOOpaHUM
ballot n n30uparenbHBIN OIOJIIETEHD,
CIHMCOK KaHJUATOB JJIsl FOJIOCOBAHMUSI
brainstorm v npoBoAnTb KOJJIEKTUBHOE 00CYXICHHUE
chairperson (chair) n npeaceaarens
collaborate v corpyiHu4ath
conference n koHpepeHU s
i-conference coOpaHue, POBOAMMOE C HCIOIB30BaHUEM ceTH MH-

TEpHET

conference call coOpanue, npoBoguMOe MeXIy TpeMs U Ooiee yda-

CTHUKAMH, HAXOJAIIUMHUCA B PA3HBIX MECTax

teleconference TenekondepeHnns

videoconference BuneokoH]pepeHIHs

confidential adj koHnaEeHIMANBHEIIH

consensus N CONIACHE, €AUHOLYIINE

reach a consensus 1octuds cornacus

count n v c4yeT, NOJCYET; CUUTATh, IOICUUTHIBAT

take the count of votes moncuntate 4nucio (MPOBOJUTH MOJICHET TO-

JIOCOB)
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deadline n npenenbHbIN KOHEUHBINH CPOK

meet the deadline 3akOHUNTH K HA3HAYCHHOMY CPOKY
decision n pemenue

make a decision npuHsTh pemeHue

reach a decision npuiitu k permeHuro

efficient adj > pexrrBHbII

goal n uens



set goals ycraHaBnMBaTh LIETTN

implement v BHEIpATh

interrupt v npepbIBaTh

item n mMyHKT B OBeCTKe JHS

go through items npocMOTpeTh MyHKTHI TOBECTKH JIHS
meeting n coOpanue

business meeting nenoast BCTpeua

emergency meeting sxcTpeHHOe coOpaHue
formal/informal meeting opunmansHas/HeoduansHas BCTpeya
meeting in camera coBelniaHue NPy 3aKPBITHIX IBEPSX
meeting on the go cobpanue no mytu

plenary meeting nienapHoe 3aceqanue

problem-solving meeting coOpanue, MOCBSIIEHHOE PENIEHHIO ITPOOIeM
project meeting coOpaHue, OCBSIIEHHOE ONPEAEICHHOMY IPOEKTY

address a meeting oOpaTHTHCS K COOpPaHUIO

attend a meeting npucyTcTBOBaTh Ha COOpaHUN

call a meeting co3Bats coOpanne

call off a meeting ormenuTs coOpanue

chair a meeting npencenarenbcTBOBAaTh HA COOPaHUU
conduct a meeting mpoBoIUTE cCOOpanme

dissolve a meeting 3axpbITh coOpanue

hold a meeting npoBoauTs cCOOpanue

put off a meeting oTyioxxuTH COOpanue

run a meeting npoBOAUTH COOpaHUE; PYKOBOIUTH COOpaHHEM
schedule a meeting HazHaunTH COOpanue

open a meeting OTKpHITH COOpaHye

motion n npe/IoKeHne Ha COOpaHUH

put the motion to vote NoCTaBUTh NPEIOKEHUE HA TOJIOCOBAHUE
minutes n MpoTOKoJI cCOOpaHus

objective n uenp

overhead projector npoextop

participant n yuacTHuK

introduce a participant npeacTaBuTh yuacTHUKA
welcome a participant npuBeTCTBOBaTh yUaCTHUKA
point out v yka3bIBaTh

productive adj TpoxyKTHBHBII

propose v rnpeajararb

proposal n npeanoxeHue

punctual adj myHKTyaIbHBIH

quorum n KBOpyM
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to have a quorum uMeTb KBOPYM, OBITh TPAaBOMOYHBIM

recommend v peKOMEH]I0BaTh

resolve v pemaTe, pemiaTh roJIOCOBaHUEM

second v popMaNbHO MOISPKATH TTPEATIOKESHUE

small talk nerkas cBerckas Oecena

successful adj ycnemraprit

speaker n opatop

guest speaker mpuriameHHbIid OpaToOp

staff n nepconan

vote n vV roJI0COBaHuE, rojoc, NpaBo rojioca, KOIMYECTBO MPOroI0co-

BaBIIIMX; I'OJIOCOBATh

casting (deciding) vote peraromuii royoc

open vote OTKPBITOE T'OJIOCOBAHUE

tie vote paBeHCTBO ronocoB (MOJaHHbIX 34 JBYX KaHUJIATOB)
private (closed) vote 3akpbITO€ TOJ0COBaHUE

Proxy vote rojloCOBaHU€ 1O JOBEPEHHOCTU

unanimous vote €JUHOIJIACHO

cast a vote IIporojocosaTrb

put to the vote craBuTh Ha roJocoBaHue

have a vote mporonocoBath

Unit IV. NEGOTIATING

1. Read a short text and answer the questions after it:
Negotiation is a business discussion between people who have differ-

ent interests. During a negotiation they try to solve a problem or reach an
agreement. In the world of business, negotiating skills are used for a vari-
ety of reasons, such as to negotiate a salary or a promotion, to secure a
sale, or to form a new partnership. Here are a few examples of different
types of negotiations in the business world:
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Manager and Clerk: Negotiating a promotion

Employer and Potential Employee: Negotiating job benefits
Business Partner A and B: Making decisions about investments
Company A and Company B: Negotiating a merger

Customer and Client: Making a Sale

1. What is negotiation?

2. What sort of negotiations do you take part in your job?

3. What sort of negotiation will you participate in the future?



1. Here are some three pieces of advice for people who are entering a
negotiation. Do you agree with them?

1. If you can’t agree, try approaching the problem from a different angle.

2.Don’t get emotional. Be objective.

3. Prepare carefully beforehand.

What tip do you think is least useful and which is most useful? Think
of three more useful tips for negotiating. Discuss them with your partner.

111 Read the text and do some exercises after it.

Negotiations

The term "negotiation" means "an act of negotiating, talking with an-
other person or group in order to try to come to an agreement or to settle an
argument".

There are different types of negotiations. A business negotiation can
be similar to a discussion between friends fixing a social engagement. Two
parties have a shared objective: to work together in a way which is mutu-
ally beneficial. Proposals and counter proposals are discussed until agree-
ment is reached. Both sides hope for repeat business. This is an agreement-
based negotiation, sometimes referred to as a win-win negotiation. Two
other types of negotiation are less founded on mutual benefit, but on gain-
ing the best deal possible for your side. In the second type, both teams ne-
gotiate to independent advantage. This means that each team thinks only
about its own interest. In this type a seller typically seeks to sell a product
but is less concerned about repeat business. A third type is the negotiation
to resolve conflict, for example in a contractual dispute. Here, it is possible
that each party regards the other as an opponent and seeks to win the ar-
gument. This is a win-lose negotiation.

To make negotiating effective it is necessary to have a clear under-
standing of what for you are the most important issues and at the same time
what for you are less important. Try to identify aspects in the second cate-
gory where the other side will be very happy to gain concessions. Give
what is not so important for you, but is valuable for the other side. If there
are big differences between the two parties, you have a choice of these op-
tions: to accept, to reject, or to carry on negotiating.

Your bargaining should be governed by three principles: be prepared,
think about the whole package, and be constructive. In preparing, you must
identify the issues, and prepare your bargaining position. You need:

- an essential conditions list - issues where you cannot concede any-
thing;
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- a concessions list - issues where you can make concessions;

- to grade the concessions from the easiest to the most difficult, where
you need most in return.

As for the package, you must look for agreement in principle on a
broad front. When the time comes for compromise, each party will con-
cede on one issue if they win a concession on another.

The final principle is to be positive and constructive. You should be
fair and cooperative, even during difficult bargaining. This approach is
most likely to move the negotiation towards a settlement that both sides
feel is to their advantage. A key principle in negotiating is to give a little
and get a little at the same time.

Conflict may sometimes be unavoidable step on the road towards
agreement. However, in some cases conflict leads to the breakdown of ne-
gotiations as one or both sides realise that agreement is not possible. In
many cases this is better than agreeing to something which would be
against the interests of the people concerned.

When conflict arises, there are several possible actions which may
help to resolve conflict in a negotiation:

- leave the problem, go on to a different topic and return later to the
point at issue;

- summarise progress and areas of agreement;

- emphasise the benefits available to both sides;

- emphasise the loss to both sides of not reaching agreement;

- change the package;

- offer conditional concession;

- change negotiator;

- bring in a third party (mediator)

- consider walking away.

After the negotiation it is necessary to compare the result with your
objectives, targets and limits and to examine the process of the negotiation:
the planning - the strategy - team roles -the issues. If something went
wrong it’s important to identify weaknesses and errors. If the negotiation is
a success, the people are praised and teamwork and partnership are devel-
oped.

1V. Find English equivalents of the following Russian words and
phrases from the text:

MPUXOJUTH K COTJIANIEHHUIO, IEPErOBOPhI, 0CO00 0OPaTUTh BHUMAHHE
Ha MOJIOXKUTEIbHbIE (OTPUIIATEIbHBIE) CTOPOHBI, OTKA3aThCsI OT MEPETrOBO-
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POB, 3aKIIFOYEHUE TOPrOBOW CIENKH, CPBIB IIEPErOBOPOB, JOOUTHCS YCTY-
TOK, CITHCOK 00sI3aTENBHBIX YCIOBHIA, B3AUMOBBITOIHBIC MIEPETOBOPEI, ITPH-
TJIACUTh TPETHIO CTOPOHY (ITOCPEAHUKA).

V. Match the parts and make up sentences:
1. A business negotiation can be a) the breakdown of negotiations as
one or both sides realise that agree-
ment is not possible.

2.1f the negotiation is a success b) until agreement is reached.

3. When conflict arises c¢) each party will concede on one
issue if they win a concession on
another.

4. Conflict may sometimes be d) it’s important to identify weak-
nesses and errors.

5.1f something went wrong e) to be positive and constructive.

6.When the time comes for com- f) there are several possible actions

promise which may help to resolve conflict
in a negotiation.
7. The final principle is g) similar to a discussion between

friends fixing a social engagement.
8.Proposals and counter proposals h) unavoidable step on the road to-
are discussed wards agreement.
9. A key principle in negotiating is i) the people are praised and team-
work and partnership are developed.
10. However, in some cases conflict j) to give a little and get a little at
leads to the same time.

VI. Are the following statements true or false?

1. The term "negotiation" means "an act of negotiating, talking with
another person or group in order to try to come to an agreement or to settle
an argument".

2. The bargaining should be governed by two principles.

3. If the negotiation isn’t a success, the people are praised and team-
work and partnership are developed.

4. When conflict arises, there is the only possible action which may
help to resolve conflict in a negotiation.

5. You should be fair and cooperative, even during difficult bargaining.
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VII. Answer the questions:

1. What is it necessary to make negotiating effective?

2. How many principles should your bargaining be governed by?
3. What is the key principle in negotiating?

4. What is it necessary to do after the negotiation?

VIII. Study the phrases below:
Useful language

Starting positions

We’d like to reach a deal with you today.
Right, let’s try to get 10% off their list price.
Exploring positions

Can you tell me a little about ...?

What do you have in mind?

Making offers and concessions
If you order now, we’ll give you a discount.

We’d be prepared to offer you a better price if you increased your order.

If necessary ...

Checking understanding

What do you mean?

Have I got this right?

If I understand you correctly...

You mean, if we ordered ... would ...?
Are you saying ...

Refusing an offer

I’m not sure about that.

That’s more than we usually offer...
That would be difficult for us.

Accepting an offer

Sounds a good idea to me. As long as we...
Good, we agree on price, quantity, discounts ...
Playing for time

I’d like to think about it.

I’1l have to consult my colleagues about it.
Closing the deal

I think we’ve covered everything.

Great! We’ve got a deal.



Following up the deal
Let me know if there are any problems.
If there are any other points, I’ll e-mail you.

1X. Read and translate dialogue 1:
Dialogue 1

The negotiation between the Commercial Director of a car manufac-
turer and the General Manager of a business equipment firm.

Director: We’re willing to give you a 12 % discount on our list price if
you buy over 30 vehicles -that’s OK. It’ll mean you’ll be paying just under
14,400 pounds for each vehicle. But that’s providing you don’t have any
special requirements which cost more money.

Manager: Special requirements? What do you mean exactly?

Director: Oh, I don’t know if you want the interior of the car to be
changed, for example. The price we’ve agreed is for our standard model.
Or if you wanted a modification which costs money, more storage com-
partments, for example.

Manager: Right. It’s true, some of our top sales staff can be fussy. I
don’t know though, we’d still like a 12% discount, given the size of our
order.

Director: Mmm, OK, let me make a suggestion. We give you 12 % but
if someone wants extras or a modification, we’ll offer you a 10% discount
on that car. That’s fair enough, isn’t it?

Manager: OK, so you’re saying you will modify the car if we ask you to?

Director: Exactly.

Manager: Right then, let’s see what we’ve got. The price will be
14,400 pounds, providing there are no extras or modifications to the inte-
rior. You’ll make small changes if we ask you to, but reduce the discount
by 2%.

Director: That’s it. OK, Let’s talk about delivery now.

X. Give English equivalents of the following Russian words and
phrases:

MPEIOCTABUTh CKUIKY, MPEHCKYPaHT, CPEJICTBO MEPEBMKEHUS, CIIe-
[UabHbIE TPeOOBAHUS, CTOUTh IOPOKE, UMETh B BUJIY, IICHA, CTAHIAaPTHAS
MOJIeNb, TOPTOBbIE MPEICTABUTEIH, pa3Mep 3aKasa, enaTh NpeIoKeHHE,
JIOCTATOYHO CIPABEIMBO, BHECTH HEOOJBIINE U3MEHEHUS, MOAUDHUIIUPO-
BaTh aBTOMOOWJIb, CHU3HTh CKUIIKY, JOCTaBKa.

69



XI. Answer the following questions:

1. What discount is offered at the beginning of a meeting?
2. What is meant by special requirements?

3. What will be the price according to the final agreement?

XII. Read and translate dialogue 2:
Dialogue 2

The CEO and the production Manager of a small but successful PC
lap top firm are discussing some sudden news from their Sales Manager,
Steve Andrews. Steve has been negotiating an important contract.

CEO: I've got bad news from Steve about that contract he’s been ne-
gotiating with Ambros plc. He’s heard that another company’s putting in
their own bid in three days’ time.

Manager: Oh no! We’re counting on that contract. What can we do?

CEO: Well, we’re going to fight it. Our rivals say they’ll match us for
price and beat our deadlines so we’ll have to concentrate on those two is-
sues. Steve says we’re going to beat them on every other detail, but price
and deadlines are the crucial items.

Manager: Well, you can make the decision to cut prices but, in terms
of deadlines, our assembly lines are already working to capacity except at
the weekends.

CEO: I know. I can cut prices slightly but do you think you can beat
our rival’s deadlines?

Manager: Well, the union meets later this afternoon for their regular
monthly meeting. I’ll raise this with them as a matter of priority.

CEO: Can you persuade them to work extra hours at the weekend?

Manager: Yes, I think so. Can you authorize overtime payment in ad-
vance so it’s not an issue when I’m talking to the union?

CEO: Yes, I’ll do that once we finish this meeting. What else?

Manager: We have to contact Steve so he can tell Ambros that we’re
going to respond with an improved bid. We’ve only got two days to pre-
pare.

CEO: Right. You prepare for the meeting. Tell the staff that we’re re-
lying on their cooperation. I’ll authorize the overtime payments.

XIII. Translate the following words from English into Russian:

Put on one’s bid; in three days’ time; to count on a contract; rivals; to
match smb for price; to beat deadlines; crucial items; to make a decision;
to cut prices; assembly lines; to work to capacity; a union; a matter of pri-
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ority, to work extra hours; to authorize overtime payment in advance; an
issue; to respond, an improved bid, to prepare for a meeting, a staff; to rely
on cooperation.

XIV. Answer the following questions:

1. What bad news is mentioned at the beginning of a meeting?

2. On what two issues should a company concentrate to beat their rival?

3. How often does the union meet?

4. What will be offered to the staff to make them work extra hours at
the weekend?

XV. Study the following comments made during negotiations. What is
wrong with them?
5. More credit? - No way!
6. Give us a discount.
7. Delivery in one week? - Pay on delivery, then.
8. Lower our prices more? Sounds like a bad joke.
9. We want you to alter the specifications.
Match these phrases with more diplomatic ways of making these
comments given below:
a) ’m afraid I’'m not in a position to give you more credit.
b) I was wondering whether you could alter the specifications.
¢) Could you give us a discount?
d) If you pay on delivery, we could process your order in a week.
e) ’'m sorry but we cannot possibly consider lowering our price even
further.

XVI. Read this conversation with a partner. Notice the customer’s
questions. They use conditional forms to suggest compromises:

Customer: If we order 1,000, will you include free delivery?

Supplier: Yes, we could agree to that.

Customer: And if we paid in advance, would you increase our dis-
count?

Supplier: I/m afraid that wouldn’t be possible.

Work with a partner. Make up similar conversations using these ideas:

1. Customer and supplier

order today, deliver by Friday?

pay in advance, reduce the price by 2%?

2.Landlord and tenant

employ more security staff, sign a 5-year lease?
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lower the rent, pay for building repairs?

3. Sales representatives and management

accept higher sales targets, increase our commission?
not reach our targets, still pay our bonus?

4. Bank and client

pay a higher rate of interest, give us the loan?

not offer our home as security, still lend us the money?

XVII. Here are some business problems where a solution needs to be
negotiated. Act them out with a partner. Take different sides and try to ne-
gotiate an agreement. Perhaps you find a compromise solution.

1. Every Christmas a company gives its customers gifts ranging from
diaries and calendars to cases of scotch whisky. The financial manager
says it’s too expensive and wants to stop. The sales manager disagrees.

2. The management of a company wants its staff to refuse all gifts
from suppliers, no matter how small they may be. They are worried that
the buyers will be put in compromising positions. The buyers say this
would not happen and feel the management is being unreasonable.

3. A manager feels overworked and in need of more help, particularly
in busy periods. They want to take on a full-time assistant. Their boss,
however, is under pressure to reduce costs and is unwilling to agree,

4. The management of a company wants to make its security staff re-
dundant and contract the work out to an independent operator. It would
save money but the unions don’t like it.

5. A large automotive company wants one of its small suppliers to
make deliveries daily and with only two hours’ notice. The supplier says
this means they will have to carry much larger stocks, which they can’t af-
ford to do.

XVIII Role play these negotiations:

1)

Student A

You are a supplier. You want to increase the list price of your sports
bag model PX7by 10%. You also want to change your delivery times.

Student B

You are a buyer. You can only afford a 2% increase. You offer to buy
a larger quantity of sports bags at a lower increase. You want the delivery
times to stay the same. You also want to change the length of your contract
with the supplier.
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2)

Student A

You are a company employee. You think you should have a 10% sal-
ary increase.

Student B

You are the employee’s boss. You think the company can only afford
a 2% increase.

3)

Government officials for an east European country are negotiating
with a German car company that wants to build a plant there.

Government officials

Senior managers: At least five of ten senior managers should be re-
cruited locally.

Number of workers: The plant should employ 10,000 workers.

Improvement in road and rail links: The car company should pay 20 %
of the cost of improving road and rail links to the plant.

Local content: Cars built in the plant should pay 50% of their compo-
nents made by local component manufacturers.

Tax breaks: You are willing to offer a tax holiday for three years after
the opening of the plant.

Car company managers

Senior managers: All ten senior managers should come from the com-
pany’s headquarters in Germany.

Number of workers: You plan to employ 5.000 workers.

Improvement in road and rail links: You think the government should
pay 100% of the cost of these as your company will not be the only one to
benefit from them.

Local content: You plan that cars built in the plant will have 20%of
their components made by local component manufacturers.

Tax breaks: You want a tax holiday for seven years after the opening
of the plant.

4)

This is a continuation of the previous negotiation. This is the situation
the negotiators had reached the last time that they met.

Senior managers: Seven of the ten senior managers will be recruited
locally.

Number of workers: The plant will employ 8.000 workers.

Improvement in road and rail links: The car company will pay 10 % of
the cost of these.
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Local content: Cars built in the plant will have 40 % of their compo-
nents made by local component manufacturers.

Tax breaks: The government is offering a tax holiday for 5 years after
the opening of the plant.

You should try to win further concessions from the other side in order
to reach agreement.

5)

Student A

You work for a translation agency. You translate legal contracts into
English language:

- cost: $ 300 per 1.000 words

- a job of more than 5.000 words will take a week

- if it is more urgent than a week, the cost will be a lot higher.

Student B

You want a legal contract translated into English:

- it is 6.000 words long

- you expect to pay between $ 1.200 and $ 1.500.

- You need it in two days - three days maximum.

6)

Student A

You are in Hamburg. You urgently need to rent four vans from a local
car and van rental company:

- you expect to pay about 180 euros per van

- you have to have vans today or tomorrow.

Student B

You are a car and van rental company in Hamburg:

- van rental costs 200 euros per day

- 10% discounts for orders over 1.000 euros.

- no vans are available today and only two tomorrow.

7)

Student A

You are a shop owner. You are placing an order with a chocolate
manufacturer.

- You want to order 50 boxes of deluxe chocolate at the quoted price.

- You want a 20% discount.

- You want 30 days’ credit.

- You want delivery in two weeks.
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Student B

You are a chocolate manufacturer.

- You get a bonus if the order is over 100 boxes.

- You don’t give a discount for orders of less than 100 boxes.
- You want payment on delivery.

- You can deliver in three weeks.

8)

A financial manager learns that he/she has been posted to one of the
company’s subsidiaries in a developing country. He/she does not really
want to take up the posting but cannot refuse because it will improve
his/her career prospects. He/she meets the Personnel Director to negotiate
better financial terms for the posting.

Student A (Financial Manager)

You do not really want the posting for these reasons:

- In your opinion, the salary offered is far too low. You present salary
is $80.000 p.a. You will receive $90.000 p.a. in your present posting.

- The position has come at an inconvenient time. You have just
bought an expensive apartment which you are currently re-decorating.

- Your partner will have to give up a good job to accompany you.

- You have a ten-year-old child who is a slow learner and needs to at-
tend an expensive private school.

- The climate is very hot and humid in the country you have been
posted to. You think it will almost certainly damage your health.

Try to persuade the Personnel Director to offer a high salary and fi-
nancial compensation for the problems you face as a result of the posting.

Student B (Personnel Director)

You know that the Financial Manager is unwilling to take up the post-
ing. You expect him/her to ask for financial compensation for the incon-
venience caused by the posting. Be sympathetic and helpful, but bear in
mind the following:

- The local salary rate for the position of Financial Manager is
$60.000 p.a.

- The company will consider any request for financial compensation if
the request is reasonable. However, it expects staff to make some sacrifices
when they take up a posting.

- Overseas postings are essential for staff who wish to fill senior posi-
tions in the company. They are a testing ground to find out whether man-
agers have the mental and physical strength for top jobs in the organiza-
tion.
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TOPICAL VOCABULARY

agree on v J0rOBapHBaThCs, YCIABIUBATHCS

agreement n J0roBop, CorfjalieHue

angle n Touka 3peHus, CTOpOHa (Bompoca, Jeia U T.II.)

approach v npu0nmxatbces, MOJIXOUTh, ACNATh IPETOKEHUS

an assembly line cOopouHbIii KOHBelep

assistant n MOMOIIHUK, ACCHCTEHT, 3aMECTHUTEIb

authorize v ynonHoMounBaTh, IOpy4ars, pa3peniaTb

beat (beat, beaten) v mo6exnath, MOOUBaTh, IPEBOCXOTUTH

beforehand adv 3apanee, Brepen, mpexIeBpeMEHHO

benefit n BeITON1a, IONB3a, TPHOBLITE

bid n npeanoxeHue LeHsI, peIaracMas eHa

capacity n BMECTUMOCTb, CIIOCOOHOCTh, MOIITHOCTb, ITPOM3BOANTEIb-
HOCTh

concentration n KOHLIEHTpAIUs, COCPEAOTOUCHHE

count on v pacCUUTBIBATh HA YTO-JI., HA KOTO-JL.

cover Vv IIOKpbIBaTh, OXBAaThIBATh, PACIIPOCTPAHITHCS

crucial a pemaromuii, KpuTH4IECKU

cut (cut) v ype3bIBaTh, COKpalaTh, CHU>KaTh

deadline n xpaitHuii cpox

deal n cienka, corjamieHue

except prep 3a UCKIIOUEHHUEM, KpOME

fair adv gyecTHO, TF00E3HO, YITHBO

gift n mogapok, nap, cnocoOHOCTh, AapOBaHKE

interior n BHyTpeHHOCTH (pasr.)

investment n KaUTAJIOBI0XXEHHE, UHBECTULIUS, BKJIAJL

issue n BBINYyCK, U31aHUE, CIIOPHBII BOIPOC, IPEAMET CHOpa

item n oTEeNBHBINA peMET (B CIHCKE), TYHKT, CTaThs (CyeTa), BOMpoc

joke n mryTka, octpora

a list price npelickypant

lower a price cHU3UTH LIEHY

make a suggestion BHeCTH IpeATIOKEHUE

manufacturer n npeInpuHUMaTeNIb, IPOU3BOJUTEIIb

match for a price noaxoauts no neHe

mean (meant) v HaMepeBaThLCS, 03HAYaTh, UMETh 3HAUEHUE

merger n NOTJIOLICHUE, CIUSHIE, O0bEAUHEHHE

modify v Buson3MeHsTh, MOTUPHINPOBATH

negotiation n meperoBopsl, 00CyXJIeHNE YCIOBUI

participate in v yuacTBOBaTh, 0Ib30BaTHCS (UEM-I1.)

partnership n yuactue, ToBapuIeCTBO, TAPTHEPCTBO
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persuade v y0ex1aTh, CKIIOHUTb, YTOBOPHTh
priority n npuopuTer, CTapIMHCTBO

promotion n npoBUKEHHE, TIOOLIPEHUE, COIACHCTBHE
reach v jocturarb, 10XOAUTh, 10€3XKATh J0, YCTAHABIUBATH KOHTAKT
reduce v IOHMXaTh, YMEHBIIATh, COKPAIIATh
redundant a Ype3MepHBIH, JTUIIHUNA, MHOIOCTIOBHBIN
rely on v nonarathcs, 10BEpsTh, ObITh YBEPEHHBIM
respond v oTBeuaTh, pearupoBaThb

rival n conepHHUK, KOHKYPEHT

sale n nmponaxka, cOBIT

secure v OXpaHsTbh, TapaHTUPOBATh, 0OECICUNBATD
skill n uckyccTBO, MacTepcTBO, yMEHUE

slightly adv ciierka, HemHoOro

staff n mrar ciyxammx, cyxeOHbIH mepcoHaT
storage n xpaHeHue, CKJIaJ], XpaHUIHIIE

sudden a BHe3amHbBINA, HEOXKHU JAHHBIHN, TTOCIICIIHBII
target n 11116, MUIIIEHD, 3aJaHUE, IUIAH

tax n HaJyor, MONUTHHA, cOOp

tip n uaeBbIe, HAMEK, COBET

useful a monesHsIil, NpUro HLIi

vehicle n TpanciopTHOE cpencTBO

Unit V. CONFERENCES

1. Read the following text and get ready to discuss it:

Attending a conference

Conferences range in size and importance. The smallish local ones
tend to attract anywhere from a few dozen to a few hundred people, and
the big ones can attract thousands. In general, it is safe to say that the big-
ger the conference, the more prestigious it is to present there.

No matter what the size is, though, all conferences have certain fea-
tures in common: their purpose is to facilitate the exchange of ideas, and
all of them, even the smallest, manage to meet that goal. That’s why we
participate: to get feedback on our ideas, to give feedback to others, and to
meet others in our field.

Conferences are oral events. Although many speakers do read their
presentations verbatim, the best presenters are good orators who establish a
lively rapport with the audience.
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Speakers are generally grouped into sessions. A session consists of
anywhere from one to six or seven speakers. The most common kind of
session is the "panel": three speakers who talk for about twenty minutes
each with time for Q&A afterward. Other common session formats include
forums, roundtables, and workshops. Medium- and larger-sized confer-
ences have "concurrent sessions," meaning more than one session is held at
the same time.

There is often a small registration fee to attend.

Of course, conference attendance costs money. Registration, transpor-
tation, food and accommodation can cost from 500 to 1000 dollars per con-
ference, and more if an expensive international flight is involved.

To present at a conference, you must submit a proposal (a short de-
scription of what you would say) by a certain deadline. The deadline and
other important information on how long the proposal should be are in-
cluded in the "call" for the conference (the notice that advertises the con-
ference and solicits proposals).

When writing your proposal, think about your audience. If the confer-
ence is related to a society that has a journal, look at the kinds of things
presented in the journal, to find out what current issues are among that
group. Look at websites or literature for the previous year's conference and
look at the titles and abstracts.

Also consider the topic. You want to make it sound interesting to the
people who will attend the conference, and the people who are screening
proposals. The proposal needs to have a specific argument, and is usually
related to the conference theme (if the conference has a theme). Use lan-
guage and references that the community members are likely to know (and
explain those they might not know). Make sure it sounds like something
that can reasonably be delivered in 20 minutes or less .

When your moment comes, speak directly to the person farthest from
you and project your voice clearly to that distance. Establish eye contact
with the audience and pay attention to their level of engagement. Scan
equally from left to center to right. If making eye contact makes you really
nervous, try looking just over their heads. It looks like you’re looking at
them, but you’re not.

Keep your voice at an audible level, your diction clear, and your
tempo lively but not too fast or slow. Many presenters inadvertently speed
up out of nervousness; resist that temptation. Focus on getting each sen-
tence out one at a time, at a good pace and momentum. In the Q&A period
most of the questions will be supportive, but some might sound self-
serving, aggressive or downright incomprehensible. All of them are poten-
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tially useful since this is roughly the same audience that will read future
publications. Take a few moments, if you need, to compose an answer,
then respond, politely and briefly, so that others can ask questions too. It’s
fine to say, "I don’t know." If you don’t have an answer, admit it and sug-
gest that the question is an important one that ought to be explored further.
This allows you to be honest while also appearing knowledgeable. Thank
people, including the chair of the panel, for their interest and attention.

When it’s over, take a deep breath, drink another glass of water, and
enjoy the rest of the conference.

11. Find English equivalents of the following words and phrases in the
text.

OT HECKOJBKHUX JECATKOB JIO HECKOIBKUX COTEH; YeM OOJIbIle, TeM
MPECTHIKHEE; COJEHCTBOBATh; BCTPEUH; KPYIJIbIE CTOJbBI; CEMUHAPHI;, PErH-
CTPALMOHHBIN B3HOC; MPOXUBAHKE; MEKIYHAPOIHBIN MEpPesIeT; MOAaTh 3a-
SIBKY; CPOK IMOJauyM 3asiBKH, YCTAHOBUTH 3PUTEIBHBIA KOHTAKT; 'TapaTo-
pAIT"; HEMPEOJOIMMOE JKeJTaHUEe; HEMOHSTHBIN; BSKIIUBO U KPATKO; TPeOy-
eT JaJIbHENIIIEro UCCIIE0BaHMSL.

111. Are the following statements true or false?

a) The smaller the conference, the more prestigious it is to present
there.

b) The best presenters establish a lively rapport with the audience.

¢) There is no registration fee to attend.

d) You don’t care if your topic sounds interesting or not to the people
who will attend the conference.

e) You don’t need to speed up out of nervousness.

1V. Match the verbs and nouns:

1. to facilitate a) at a conference

2. to present b) eye contact

3. to establish c) the exchange of ideas
4. to resist d) a few moments

5. to take e) that temptation

V. Answer the questions:

a) How many people do conferences tend to attract ?

b) What is the most common kind of session?

¢) Why is it important to establish eye contact with the audience ?

d) Does it take much time to compose an answer in the Q&A period ?
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VI. Read dialogue 1 and do some exercises after it:
Dialogue 1

A.: Excuse me, Dr Smith, do you have a moment?

B.: Of course, what can I do for you, Robert?

A.: I want to change the topic of my paper. You know I was

writing about Apollo 11, but now I want to write about something
else.

B.: I'm surprised. On Monday, you showed me all the pictures

of the moon landing you'd found on the Internet.

A.: Well, yesterday my friend introduced me to her uncle, who

was an astronaut at NASA up until a year ago. I'd like to write about
him if that's okay.

B.: Yes, that sounds like it'll be a fascinating paper. Make

sure you include some historical facts, though; this gentleman's job
must have been very interesting, but don't forget the historical context or
background.

A.: I've got some books about the American space programme.

B.: That sounds like a good start. You could talk a little about

the European and Russian space programmes, too.

A.: I'll do that. I'll see you next week, Dr. Smith. Thank you!

B.: Bye, Robert. I look forward to reading your paper.

VII. Find in the dialogue English equivalents of the following Russian
words and phrases:

MOXKHO Bac Ha MHHYTOUKY...; Hay4Has paboTa; BbICalka Ha JIYHY;
MPEINOCHUIKH; ISl Hayalla HEelIoX0; CKa3aTh HEMHOTrO O...; JKAAaTh C He-
TEpIIEHUEM.

VIII .Explain the meanings of the following words in English:
a) the topic of my paper

b) Apollo 11

c) fascinating paper

d) the historical context

1X. Read dialogue 2 and do some exercises after it.

Dialogue 2

A.: I'm going to Seattle on Monday. There is a conference there. It's
called WebVisions.
B.: What is the schedule like?

80



A.: As soon as I arrive, the keynote speech begins.
B.: ... and after that?

A.: When the keynote ends, we'll have two hours for other
presentations and an hour for discussions.
B.: Are you making any presentations?

: No, I'm just attending this conference.
: Is Sam Wilson presenting?

- No, but he's giving a workshop on Wednesday.
: When are you coming back?

: I'm flying back on Thursday morning.

.- Remember you are meeting with Trevor on Friday morning
at nine o'clock sharp!

A.: Oh, thanks! I forgot about that.

B.: Have a good trip!

m;; S o

X. Find in the dialogue English equivalents of the following Russian
words and phrases:

mporpamMMa KoH(EpeHIInH, BCTYUTEIbHAS PeUb, IPUCYTCTBOBATH HA
KOH()EPEHIMH, CEMHHAP, POBHO B JIEBSITh, BCETO XOPOIIIETO.

XI. Explain the meanings of the following words in English:
a) WebVisions

b) the schedule

¢) presentation

d) a workshop

XII. Role play the following situations:

Situation 1
Student A and B
You meet your groupmate/colleague and talk about:
a) the topic of the conference you are going to attend;
b) the way your paper to be presented at the conference;

Situation 2
Student A and B
You meet your lecturer and talk about:
a)choosing a topic of your paper;
b) submitting your paper.
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Situation 3

Work in pairs. You are at a conference. You have never met before,
but you have a mutual business friend, Frank Parker. Before you start
speaking to each other, study your role and think about some of the things
you can say.

Student A

- Introduce yourself.

- Say how you know Frank Parker (you used to work together).

- Ask Student B how he/she knows Frank.

- Tell Student B you are interested in talking to someone who can find
places for your company to advertise on the Internet.

- Respond to Student B’s suggestions.

Student B

-When Student A introduces him/herself, say you’ve heard about
him/her from Frank Parker.

- Say how you know Frank Parker (one of your best customers).

- Ask if Student A is enjoying the conference.

-You have a lot of contacts in the advertising industry, and one of
your specialities is web-based advertising.

- Suggest a meeting somewhere else at another time to organize the
advertising.

Situation 4

Work in pairs or groups of about three. Your company has decided to
hold a two-day conference for people from your company and you have
been asked to help plan the conference.

Discuss the situation together, and decide:

- what kinds of activities should be organized for the main part of the
conference

- what entertainment could also be provided

- where the conference should be held.

TOPICAL VOCABULARY

abstract n aHHOTaIUs, KPAaTKOE HM3JIOKEHUE, KPAaTKUH 0030p; TE3HUC;
pe3oMe, KOHCIEKT

academic adj n yHUBEpCHUTETCKHI, aKaJeMHUECKUH; Mpodeccop Win
Hay4YHbIN

COTPYIHHUK BBICIIETO Y4eOHOT0 3aBeIeHHs

accommodation npoxxuBaHue

article n cTatbs (B meyaTHOM M3JaHUH); TyHKT, naparpad
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ascertain v ycTaHaBJIUBaTb, BBIACHSTh, YAOCTOBEPSTHCS, YOSXKIAThCA

call for papers/abstracts nmpurnamenue (kK y9acTaro B KOH()EpeHINH)
Y IMyOJIMKAIUK cTaTel (JOKIIaI0B)/Te31COB

conference n KOH(pEpeHIH

academic conference Hay4Has KOH(pEPEHIUS

conference proceedings marepuaibl U IOKIAAbl KOH(EPEHIUHA, Ha-
YUHBIE TPYJbI

attend a conference moceTuTs KOHpEPEHIHIO

participate in a conference yyacTBoBaTh B KOH(pepeHIIN

concise adj kpaTKuii, CXKaTHIH, COKPAIICHHBIN

conclude v BBIBOTUTH 3aKIIFOUYEHHE, J€TaTh BBIBOJ, 3aKJIIOUaTh; 3a-
KOHUYUTb

conclusion n 3akmoueHue, 3aBepIlIcHUE

deadline n xpaitnuii (KOHEUHBIT) CPOK

deadline for papers kpaifHuii CpoK IpeOCTaBICHUS CTaTel (JJOKIIaI0B)

keep (meet) a deadline npenoctaBnsaTh (YKJIaAbIBATHCS) B YCTAHOB-
JICHHBIE CPOKH

deep breath rimy6oxuii Box

take a deep breath cnenartp rirybokuit B1ox

display v noka3sslBaTh, IEMOHCTPUPOBATh, BBICTABIIATh

due to prep Gnaroznaps, BcieacTBre

event n coObITHE

eye contact 3pUTEIbHbIA KOHTAKT

establish eye contact ycTaHOBUTb 3pUTEIbHBIN KOHTAKT

facilitate v coneiicTBoBaTh

findings n nonxy4eHHbIE TaHHbIE

findings of the conference BbIBO/IBI KOH(pEpeHIN

international flight mexxnynapoanslif nepener

keynote speaker ocHOBHOI TOKJIa UMK

last v mpoomKaThCsl, JUTHCS

learned society Hay4uHOE 00IIIECTBO

orators n opaTopsl

outline v HameTHTh B 00IIMX YepTax, 0OpHCOBATh, CAENaTh HAOPOCOK

panel discussion obcyxneHue kakoro-mudo BOMpoca TPYIIOH crie-
LUAJTICTOB

paper n cTaThbs

academic paper Hay4Has CTaTbhsl, HAYUHBIH JOKJIA]

proposal n 3asBKa, peUI0KEHNE

submit a proposal nogaTs 3asBKy

rapport n B3aMMOIIOHUMaHHE
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range n v psf, cepus, qUana3oH, HHTEpBaJ, Ipe/es; Koiaeodarscs (Ha-
XOJUTHCS) B TIpeJienax, IpoCTUPaTbes

registration fee perucrpanuoHHbIi B3HOC

references pexomenanuu

roundtable n xpyriuslii cTon

scholar n yueHslii, IpeMMyIIECTBEHHO B 001aCTU T'yMAHUTAPHBIX HAYK

scientist n y4eHbIi, IpeNMyIIECTBEHHO B 00JIACTH TEXHUYECKUX HayK

speed up v "Tapatoputs"

statement of the problem nocranoBka 3agaun/mpo0iIeMbl

temptation n Henpeoo0IUMOE JKENaHue

resist a temptation conpoTUBIATHCSA HEMIPEOIOTUMOMY JKEJIAHUIO

tend v UMETbh TEHECHIUIO, UMETh CKIIOHHOCTh

workshop n cemunap, cexnus

Unit VI. PRESENTATIONS

1. Discuss the following questions:

a) Have you ever made any presentations?

b) What types of presentations do you know?

¢) What is the purpose of giving oral presentations?

d) Do you know how to structure a presentation?

e) Are visual aids useful for making presentations?

f) Is practice an important part of preparation for a presentation?

1I. Read the following text and do some exercises after it:

Making a presentation

A presentation is the practice of showing and explaining the content of
a topic to an audience or learner. Presentations come in nearly as many
forms as there are life situations. In the business world, there are sales
presentations, informational and motivational presentations, interviews,
status reports, image-building, and of course, training sessions.

Although individuals most often think of presentations in a business
meeting context, there are countless occasions when that is not the case.
For example, a school district superintendent pre-
sents a programme to parents about the introduction
of foreign-language instruction in elementary
schools; an artist demonstrates decorative painting
techniques to a group of interior designers; a police
officer addresses a neighborhood association about




initiating a safety programme. Students are often asked to make oral pres-
entations. These can be delivered to other students in a seminar or tutorial.
You might have been asked to research a subject and use a presentation as
a means of introducing it to other students for discussion, or you might be
asked to outline a project in which you have been involved. When looking
at presentations in the broadest terms, it is more important to focus on their
purpose. There are three basic purposes of giving oral presentations: to in-
form, to persuade, and to build goodwill.

A good presentation starts out with introductions and may include an
icebreaker such as a story, an interesting statement or a fact, or an activity
to get the group warmed up. The introduction also needs an objective, that
is, the purpose or goal of the presentation. This not only tells you what you
will talk about, but it also informs the audience of the purpose of the pres-
entation.

Next, the body of the presentation comes. Do not write it out word for
word. All you want is an outline. By jotting down the main points on a set
of index cards, you not only have your outline, but also a memory jogger
for the actual presentation. There are several options for structuring the
presentation.

1. Timeline: arrangement in a sequential order.

2. Climax: the main points are delivered in order of increasing impor-
tance.

3. Problen/Solution: a problem is presented, a solution is suggested,
and benefits are then given.

4. Classification: the important items are the major points.

5. Simple to complex: ideas are listed from the simplest to the most
complex; it can also be done in a reverse order.

Audiences believe that presenters who use visual aids are more pro-
fessional and credible than presenters who merely speak. Visual aids help
presenters to emphasize the key points your audience will understand and
remember. The following visual aids should be selected with respect to the
needs of your audience and specific portions of your presentation: tables,
bar/line graphs, diagrams, pie/flow/organizational charts. The presentation
vehicles are based upon the audience's seating arrangement: overhead pro-
jectors, easels, handouts, slides, models, and computer screens. A presenta-
tion program Microsoft PowerPoint is often used to generate the presenta-
tion content.

After the body, comes the closing. This is where you ask for questions,
provide a wrap-up (summary), and thank the participants for attending.
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And finally, the important part is practice. The main purpose of creat-
ing an outline is to develop a coherent plan of what you want to talk about.
You should know your presentation so well that during the actual presenta-
tion you should only have to briefly glance at your notes to ensure you are
staying on track. This will also help you with your nerves by giving you
the confidence that you can do it. Your practice session should include a
live session by practicing in front of co-workers, family, or friends. They
can be valuable at providing feedback and it gives you a chance to practice
controlling your nerves. Another great feedback technique is to make a
video or audio tape of your presentation and review it critically with a col-
league.

11l Find English equivalents of the following Russian words and
phrases in the text:

YCTHAs Mpe3eHTAIMs, UCCIeIOBATh TEMY, YICIUTh 0C000€ BHUMAaHHUE
KJIFOUEBBIM BOMPOCAM, PEIIEHUE MPOOIEMbI, HATJISTHBIE TOCOOUS, TIaBHAsI
1esb, ayIUTOPHS, OCHOBHAS YacCTh MPE3CHTAINH, 3aKITFOUeHHE, METO 00-
paTHOM CBSI3H.

1V. Match the nouns on the left with a suitable item on the right:

1. The solutions a) shows the exam results.

2. The handouts b) eye contact

3. A presentation easel c) the exchange of ideas

4. Goodwill d) a few moments

5. An overhead projector e) that temptation

6. The table f) were printed for my presentation.
7. The aim g) displays images to an audience.
8. The content h) was built with my colleagues

9. Presentation techniques i) were suggested to do it better.
10. The speaker j) holds a chart.

V. Answer the questions:

1. What is presentation?

2. What are the options for structuring presentation?
3. What role do visual aids play in the presentation?
4. What is the important part of the presentation?

VI True or False?

1. There are very few forms of presentations.

2. A good presentation starts out with introductions and may include
an icebreaker such as a story, an interesting statement or a fact, or an activ-
ity to get the group warmed up.
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3. There are two basic purposes of giving oral presentations.

4. Audiences believe that presenters who use visual aids are less pro-
fessional and credible than presenters who merely speak.

5. After the closing of the presentation, comes the body.

VII. Study these expressions:
Useful language

Introducing yourself

Good morning, everyone.

Hello everyone, welcome to...

Good morning, ladies and gentlemen!

We haven’t all met before, so I’d better introduce myself, I’'m
...from...

On behalf of myself and Focus Advertising, I’d like to welcome you.
My name is Sven Larsen.

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

Introducing the topic

I’m here to tell you about ...

I’d like to tell you about...

I’m going to be talking about...

I’m going to tell you about the ideas we’ve come up with for the ad
campaign.

This morning, I’d like to outline the campaign concept we’ve devel-
oped for you.

Structuring the presentation

I’m going to divide my talk into four parts.

Firstly, I’'m going to tell you ...

Then/Next I’ll look at...

Finally, I’ll talk about...

First, I’ll give you... After that,... . Finally,... .

I’ve divided my presentation into three parts. Firstly, I’ll give you the
background to the campaign. Secondly, I’ll discuss the media we plan to
use. Finally, I’ll talk you through the storyboard for the TV commercial.

My talk is in three parts. I’ll start with the background to the cam-
paign, move on to the media we plan to use, and finish with the storyboard
for the commercial.

Inviting questions
If you have any questions, don’t hesitate to ask.
I’1l be glad to answer any questions (at the end of my talk).
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If there’s anything you’re not clear about, go ahead and ask any ques-
tions you want.

If you have any questions, please don’t hesitate to interrupt me.

I’d like to ask you to keep any questions you may have for the end of
the presentation.

Giving background information

I’ll give you some background.

Let’s start with the background.

Referring to the audience’s knowledge
As you know,...
As you are aware,. ..

Changing the topic
Right, let’s move on to...
OK, I’ll now look at...

Referring to visuals

Have a look at this slide.

This graph/diagram/table/slide shows...
Can everybody see that?

If you look at the graph...

Could I draw your attention to the chart?

Checking understanding
Is that clear?

Are you with us?

OK so far?

Concluding

To sum up,...

To summarise,...

Before closing I’d like to summarise the main points again.
I’d like to quickly go over the main points of today’s topic.

Ending

Thanks very much. Any questions?
Well, that’s all I have to say.
Thank you for listening.

VIIl. Read a sample presentation. Study its structure and standard
phrases to be used in business presentations. Translate the italicized
phrases into Russian.

Good morning, and welcome to the Adelphi Hotel. Thank you all
very much for coming; some of you have travelled a long way to hear us

88



today, and I hope you’ve all had good journeys. So let me introduce my-
self: my name’s Peter Furlong and this is my partner Mark Davies.

The purpose of this presentation, as you know, is to explain our
business plans to you and hopefully to get you interested in investing in
Clock Options Express.

In my presentation, I aim to do three things. First, I’ll give you a
short summary of our main business idea. Then I’ll tell you the find-
ings of the market research that we’ve been conducting, and finally I’ll
outline our financial requirements and plans, which should show you
what a sound and exciting investment Clock Options Express represents. If
you have any questions you’d like to ask, I’ll be happy to answer them
at the end of the talk.

So, let’s start with my first point - our main business idea: infor-
mation and advertising display panels. This idea arose from the observa-
tion that in this city and in surrounding towns, there’s a definite need for
reliable and accurate information to drivers and other travelers concerning
the time, traffic conditions, parking and the public-transport situation, and
that this information could be displayed on public display panels strategi-
cally situated on main road accesses to the city, at railway stations...

...Which would be paid for by leasing advertising space on the same
public display panels. Now to move on to my second point: market re-
search. We started last year by conducting a survey of over 2,000 motor-
ists who travelled in this area over a two-month period. Simultaneously,
we commissioned a study of public-transport users. The findings of these
two investigations can be seen on this chart, which clearly shows not
only that the display panels would attract interest arising from travellers’
need for reliable information, but that they would also be a major focus for
advertisers who would be prepared to pay premium rates for leasing
space...

...as you can see, our products have considerable market potential. I
think that just about covers the market research, so now let’s deal with the
third part of my presentation, which is to explain our financial require-
ments and plans. In this chart, you can see a breakdown of our initial costs
into five main areas: suppliers, premises, equipment, staff and marketing
costs. Now, you will notice that although we have tried to keep our re-
quirements to a minimum...

...and I hope you’ll agree that our concept is very valid and represents
an extremely interesting investment opportunity. Now, if I can summarise
the main points again, they are these: first, we have an interesting and
useful product which, in this area, is not on the market at the moment. Sec-
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ond, our market research both travelers and potential advertisers shows a
clear demand for our product and a readiness to buy into it. Finally,

IX. Practise dialogue 1:

Dialogue 1

A.: Betty, can I run the new presentation by you?

B.: Certainly, I’d love to hear some of the new concepts.

A.: OK, here goes ... On behalf of myself and ABC Company,

I’d like to welcome you. My name’s Andrew Dyson. This morning,
I’d like to outline our new campaign concepts.

B.: Excuse me, who was invited to this conference?

A.: Our sales representatives from our branch offices were asked

to come. I think a number of upper-management representatives were
also invited.

B.: That's good. Our marketing approach is going to be

completely revamped.

A.: And that's why we need everyone to be informed. So, I'll

continue. You'll be given the background and I'll talk you through the
results of some of our recent market studies.

B.: How many surveys were completed?

A.: 1 think about 100,000 were returned to the company. Our

marketing team was very pleased with the response.

B.: OK, continue.

A.: The presentation has been divided into three parts. First,

our past approach. Secondly, present changes that will be made.
Thirdly, future forecasts.

B.: That sounds good.

A.: If you have any questions, please don't hesitate to ask. At

the end of this presentation, a short advertisement will be shown to
give you an idea of where we are going.

B.: Good job, Andrew. I hope your graphics are being put

together by Tim.

A.: Of course, they are.

B.: I know he's the best!

X Using the above dialogue as a guide, make up dialogues of your own:
Situations. You meet your groupmate/colleague and talk about:

a) the structure of your presentation;

b) the language of your presentation;

¢) practicing your presentation.
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XI. Complete this presentation introduction with words from the list:

talk about look at points of view
questions brief finally
hear act as go along

Good afternoon and thank you for making the effort to be here with us
today. My name’s Rachel Rawlins and I’m responsible for public affairs.

What I’d like to do today is our recent corporate campaign.
This talk will hopefully a springboard for dis-
cussion. I’m going to the corporate campaign from
three . firstly, the customers; secondly, the financial institu-
tions; and , the shareholders. If you have any

, just interrupt me as I . Your point of view may
well be different, and we’d like to from you.

XII. Prepare and give the introduction to these presentations:
1. Audience: Company employees
Subject: Salary freeze:

- reasons

- implementation

Purpose: to inform

Time:10 minutes

2. Audience: Visitors

Subject: Company overview
Purpose: to describe

Time: 20 minutes

3. Audience: colleagues

Subject: Change in organization
Purpose: to discuss

Time: 5 minutes

4. Audience: Boss

Subject: Your salary increase
Purpose: to persuade

Time: 1 minute

XIII. Put these stages of a typical presentation in a proper order:
a) Conclude and invite questions.

b) Give the main part of your talk.

¢) Greet audience and thank them for coming. (1)
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d) Introduce your talk.

e) Introduce yourself (and your colleagues)

f) Outline what you are going to say in your talk and suggest people
leave their questions to the end.

g) Summarise the main points you have made.

1. Greet audience and thank them for coming.
2
3.
4. ...
5
6
7

XIV. Complete the main body of the presentation with words and
phrases from the list:

look at brings me to my next point think
firstly go back to my earlier point secondly
finally see emphasise
Now , as you know, we have had a gap in our softdrink prod-
uct range for the last two years; we have been manufacturing mixed-fruit
drinks and lemon drinks two years ago. | we all agreed that there was
room on the market for a completely new orange-flavoured drink. ,

the market research indicated that more and more consumers are using soft
drinks as mixers with alcohol so, in other words, the market itself has ex-
panded. This which is that we have a rather new customer-
profile in mind. I must emphasise that this product is aimed at
the young-professional, high-income market. At this point we must con-
sider the importance of packaging and design, and if you look at the video
in a moment, you will see that we have completely revamped the container
itself as well as the label and slogan. So to , this is a totally new
concept as far as Food and drinks Corporation is concerned. As you
we are using both the new-size glass bottle and the miniature metal cans.

, let’s the major attractions of the product. In spite of the
higher price it will compete well with existing brands. The design is more
modern than any of the current rival products, and the flavor is more natu-
ral. It’s low calorie, too.

92



XV. The information below is a part of a Product Manager’s notes for a
presentation on an advertising mix for a new range of beauty products, with
the brand name Cheri. He is talking to a marketing team set up to promote the
new range. Use the notes to prepare the main body of the presentation.

Advertising mix for Cheri products

Above-the-line advertising: Below-the-line advertising:

- television commercials - in-store (free samples, displays)
- newspaper advertising - on-pack (coupons, competitions)
- magazines - targeted mailing

Begin as follows

I’d like to talk about the advertising mix for the new Cheri range
of beauty products. We are planning two categories of advertising,
above-the line and below-the line. I’ll talk first about ...

XVI. Complete the ending of the presentation with words and phrases
from the list.

answer summarize listening closing that’s all I have today questions

So just before , I’d like to my main points again.

We have Frutti, a new design concept, aimed at a relatively new age and

income groups. .... Well, for the moment. Thank you for
. Now if you have any , I’d be happy to them.

XVIIL Give the end of a presentation on a topic of your choice from
exercise. Include either a summary or a conclusion and move to questions
and/or discussion.

XVIII. Choose one of the situations below and prepare a short presen-
tation:

1. A research project you are working on - a project description, re-
search progress, some results, and an action plan.

2. The company you are working with: you want to introduce some
changes in the company’s features - background to the company, the rea-
sons for changes, their effects, and an action plan.

3. The product or a service of your company.

4. Your organization or the university you go to.

5. A city you know well.

6. The course you are doing.

7. Your own business
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8. The company you are working for: products/services, main cus-
tomers, locations (factories, branches), size (number of employ-
ees/turnover), main strength, current projects, other information.

XIX. Make a role-play:

Work in pairs. You have an idea for a new business start-up, but you
need to raise finance in order to make your dream a reality (it might be one
of the ideas in the photos). One possibility is to get financial support from
a "business angel" - a private investor who specializes in putting money
into new enterprises.

A group of angels are meeting at a hotel in your areas to listen to pres-
entations from would-be entrepreneurs like yourselves. Your job is to pre-
pare a presentation, rehearse it and give it to the agenda.

Use your own ideas.

Follow these steps:

1. Decide what your business idea is, i.e. what kind of company you
want to start up, your product, the size of the company to start with, your
location and the premises you need.

2. Imagine you have carried out some market research and invent
some results to present to the investors.

3. Decide how much money you need from investors. Invent a few fi-
nancial details such as your sales and profit forecasts, your projected return
on investment, etc.

4. Prepare the presentation which you are going to give together.
Write notes to work from. Decide which of you is going to give each part
of the presentation.

5. Rehearse your presentation together.

6. Imagine that the other members of your class are business angels.
Give your presentation to them.

7. While you are listening to other people’s presentations, think of the
one or two questions you would like to ask them at the end.

TOPICAL VOCABULARY

Aid n momoib, copeCTBHUE, MONIEPHKKA

aids n BcrmoMoraTenbHbIe CPEICTBA, TOCOOHSI

visual aids HarsIHBIE TOCOOHS

arrange v IpUBOAMUTH B MOPSAAOK, Pacrojiarath B OMPENEICHHOM I10-
pAAKe, CUCTEMaTH3UPOBATD; JIOTOBAPUBATHCS, MIPUXOAUTH K COTJIallEHHIO;
YperyanupoBaTth
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audience n ayuTopus

body of the presentation ocHoBHas yacTh Mpe3eHTAUU

closing 3axitoueHue

confidence n yBepeHHOCTb, 10BEpUE

content n OCHOBHO€E COJIEpXKaHHE, CYTh

coworkers n cociy>KuB1IbI

emphasize key points yensite 0coboe BHUMaHNE KITIOYEBBIM BOIIPOCaM

feedback technique meroz oOpaTHO# cBA3M

glance n v OBICTPBIN B3MIIAN; MEITBKOM B3MJIAHYTh, OPOMTBH B3IIIAJ,
OBICTPO TTOCMOTPETH

give a glance (at) B3rsAHYTH (Ha)

introduction n BBeicHUE

objective n uenp

overhead projector nuamnpoexTop

easel n mojcTaBka; CTEH]I, BHICTABOYHBIN CTEH]

handout n pa3narounslii MaTepuan

presentation n nmpe3eHTanus

oral presentation ycTHast mpe3eHTaLus

make a presentation nenate npe3eHTanu0

research a subject uccnenosats Temy

reverse adj MPOTHUBOIOJIOKHBIH, HaIIPaBJIEHHBII B 00paTHYIO CTOPOHY
(0 IBMKEHUH)

in reverse order B 00paTHOM MOpSIKE

sequential adj mocnenoBaTeNbHBIH; SBISIOIIMICS TPOIODKEHUEM

in sequential order uaymmii no nopsiaxy

solve v pemats npobnemy

solution n pemrenne npodiemMbl

suggest solutions npeyiarate pereHus

stay on track ciesuTb 3a X010M, pa3BUTHEM Yero-I0o

table n TaGnua

graph n rpaduk, nrarpamma

bar graph rucrorpamma (auarpaMma B BU€E CTOJIOLIOB)

line graph guarpamma B BUjie JIOMaHOW JIMHUN

chart n muarpamMma, cxema, TabIHUIa, MUIaH, TpapHUK

pie chart cexropHas Tuarpamma

flow chart rpadux mnocienoBaTEeNbHOCTH OMNEPAIHii; TEXHOJIOTHYe-
cKasi Kapra; OJIoK-cxema

organization(al) chart cxema opraHn3alMOHHOH CTPYKTYpBI

valuable adj rieHHBIH, TOPOrOCTOSIITHIA

invaluable adj HeoneHuMBIH, GecrieHHBIH

with respect to uto kacaercs



PART II. HOSPITALITY INDUSTRY

Unit VII. HOSPITALITY INDUSTRY
(GENERAL INFORMATION)

1. Read the following text and get ready to discuss it:
Hospitality in historical perspective

Hospitality industry is a current term to refer to a wide range of busi-
nesses, dedicated to the service of people away from home. The industry is
concerned with their accommodation (provision of places to stay), provi-
sion of fare (food at table), transportation (travelling and tours), and recrea-
tion (relaxation and entertainment).

The first institutions of hospitality industry, taverns, had existed long
before the word was coined. In Ancient Rome they were located on the main
roads, to provide food and fresh horses and overnight accommodation for
officials and couriers of the government with special documents. After the
fall of the Roman Empire, public hospitality travelers became the province
of religious orders. In these days, the main purpose of travelling was pil-
grimage to the holy places. The pilgrims preferred to stay in the inns located
to religious sites or even on the premises of the monasteries. As travel in-
creased during the Middle Ages, so did the number of wayside inns.

The institutions of hospitality industry have undergone long evolution
from the Roman and Greek taverns to modern restaurants, from the Medie-
val inns to the modern five-star palace hotels, from the Persian khans
(combination of stables for camels and sleeping places for people) to mod-
ern motels which provide accommodations for motorists.

Services at these establishments has also undergone changes from dis-
criminatory feeding (different meals served to the guests of different rank),
the table d’hote ("table of the host" at which the guests had to eat with the
landlord and his family at a nominal cost) to the ordinaries (eating places
that served a fixed menu at a fixed price). The nineteenth century estab-
lished a custom of eating out (having a good meal at a restaurant as a treat)
and created concepts such as a la carte (dishes cooked to order and priced
individually), catering (arranging food and drink functions for big groups
of people at a restaurant), institutional food service (serving members of
particular societal institutions, such as schools, offices, industrial enter-
prises, etc).
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Advanced technology of the twentieth century has brought great
changes in hospitality industry. People expect a wide range of accommoda-
tion and rates: B&B (bed and breakfast) (a rate that combines a night’s ac-
commodation with a breakfast the following day), American plan (a rate
that includes three meals a day), and European plan (an accommodation-
only rate that includes no meal). People also expect a wide range of dining
choices from full-service restaurants (restaurants that cook to order more
than a dozen main-course items) to cafeterias (self-service restaurants
where food is displayed on a counter and the guests can pick what they
like). The institutional food service establishments of this type are usually
called canteens. The fast-paced century created fast food industry (quick-
service restaurants that offer limited menus) and a great variety of tourist
and leisure facilities, both commercial (which compete for their customers
in the open market) and non-commercial (financed from the state budget).

11. Find in the text English equivalents of the following Russian words
and phrases:

WHAYCTPUSL TOCTEHPUIMCTBA, MPOKUBaHHWE (B TOCTHHUIIE), MHINA B
pecropane, TaBepHbl, JpeBHUN PuM, Kypbepbl, MOCTOSIIBIE TBOPHI, Tpeve-
CKHUil, COBpEMEHHBIE PECTOPAHBI, KapaBaH-Capau, TOCTHHUIIBI JITSI aBTOMO-
OWJIMCTOB, MEHIO THIIA TAONBAOT (IIpe/Iararolee BHIOPaTh OJJHO U3 HECKOb-
KUX ONHOTUIHBIX OMION MO (DUKCHPOBAHHOW IICHE), TOPIMOHHBIE ONMONA,
MPEIOCTABICHHE HOWIEra M 3aBTpaKa, OIUiaTa MO-aMEepUKaHCKU (TpOXKUBa-
HUSI ¥ TPEXPA30BOr0 MHUTAHUS), OILUIATA TO-CBPOMEHCKH (TONBKO MPOXKUBA-
Hus, 0€3 MUTaHuUs), TOITHOCEPBUCHBIN OTEIb (T.€.BBICILIETO KJIacca).

1II. Are the following statements true or false?

1. Hospitality industry is concerned with their accommodation (provi-
sion of places to stay), provision of fare (food at table), transportation
(travelling and tours), and recreation (relaxation and entertainment).

2. The institutions of hospitality industry have undergone long evolu-
tion from the Roman and Greek taverns to modern restaurants.

3. The table d’hote is a "table of the host" at which the guests had to
eat with the landlord and his family at a nominal cost.

4. American plan is a rate that includes three meals a day.

5. Commerecial tourist and leisure facilities are financed from the state
budget.

1V. Answer the following questions:
1. What is hospitality industry?
2. What were the first institutions of hospitality industry?
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3. What was the most important function of a Roman tavern?

4. What changes were introduced in the nineteenth century?

5. What has brought great change in hospitality industry on the twen-
tieth century?

V. Discuss the following point s in pairs or small groups:

1. The values of hospitality that existed in the past and are still valued
today.

2. The concept of modern hospitality.

3. How has the tendency for globalization affected hospitality industry?

Unit VIII. STAYING AT A HOTEL

Lesson 1. The notion of a hotel

1. Write 15 words related to the topic HOTELS. Try to group them ac-
cording to some criteria.

1I. Read the text and give the title to it.

Hotel is a building that provides overnight lodging for the public. Its
basic service is to provide a room to sleep in. But most hotels also have
other facilities such as restaurants, rooms and services for meetings, and
some have shops and offer entertainment.

Hotels range in size from large buildings with more than 3,000 rooms
to small inns that have 8 to 10 rooms. Small hotels do not offer services
provided by large hotels. However, rooms and meals at most small hotels
generally cost less than those at large hotels.

Most hotels occupy multistory buildings that have a central lobby on
the main floor. Guests reach their rooms through a lobby.

History. The earliest inns were established about 3000 B.C. Most of
them were private homes whose owners provided rooms for travelers.
Many early innkeepers did not keep the rooms clean, and they provided
only crude meals for their guests. Several travelers usually shared the same
room and sometimes even the same bed. The quality of inns, especially of
those in England, improved during the A.D. 1700's, when more people be-
gan to travel for pleasure.

Early hotels had many beds, no locks on room doors, and no lobbies.
Guests usually entered a hotel through a bar. In 1829, the Tremont House
in Boston became the first hotel to provide private rooms with locks. The
Tremont was also the first hotel to have a lobby and to offer indoor plumbing.
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Hotels expanded their services in early 1900's. During that period,
Ellsworth M. Statler, an American hotel operator, opened hotels that in-
cluded many new features. For example, Statler's hotels provided private
baths and full-length mirrors in each room.

1I1. Find words in the text which mean the following:

1. something, esp. a public performance, that entertains;

2. a wide hall or passage which leads from the entrance to the rooms
inside a public building;

3. a person who is lodging in a hotel;

4. a person on a journey;

5. a person who owns or runs an inn;

6. all the water pipes, containers for storing water;

7. to increase in size, number, volume, degree etc.

8. a piece of glass that reflects images showing all of a person, from
their head to their feet

1V. Answer some questions based on the text:

1. What is a hotel?

2. What is its basic service?

3. When were the first inns established?

4. What were the conditions in these hotels?

5. What was the first hotel to provide rooms with locks?
6. What is Ellsworth M. Statler famous for?

V. Discuss these questions with your partner:
What other information do you know about hotels?
What would you like to know?

Lesson 2. Hotel types
1. Discuss the following questions:
1. What hotel types are you familiar with?

2. What are their pecularities and where can they be situated?

1. Read the following text and get ready to discuss it:

Hotel types
There are several types of hotels.
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1. Luxury hotel - it provides every facility a wealthy guest might
need.

2. Resort hotel - it is situated in a place where tourists like to stay, of-
ten near the sea, lake or in the mountain. Resort hotels feature golf, skiing,
swimming and other outdoor activities that attract vacationers. Guests usu-
ally book it in advance and stay for periods ranging from a weekend to
several weeks.

3. Commercial hotel - it is situated in a town centre, and provides ac-
commodation for traveling businessman, staying only one or two night.
Many commercial hotels provide luxurious surroundings and a wide range
of services.

4. Congress hotel - it provides everything necessary for large meet-
ings and conferences, with a lecture theatre and exhibition facilities.

5. Airport hotel - it provides accommodation for people going to or
coming from other countries, usually only staying for one night.

6. Boat hotel (boatel) - it is situated near the river or a sea and have
quays for boats.

7. Country house hotel - it is situated in pleasant scenery and pro-
vides comfortable but informal accommodation for people who want to re-
lax in a quiet place.

8. Guest house - it provides low-priced accommodation, usually on a
small scale, for holiday visitors or for long-stay guests. They resemble
apartment buildings but also offer meals and maid and valet services.

9. Motel - it is built specially to provide a service to motorists. They
provide accommodation with parking space near the guest's room. Guests
can enter their rooms directly from a parking lot.

10. B&B - it is a small hotel, a kind of boarding-house, which pro-
vides home-like low-priced accommodation and the morning meals for
visitors. The letters B&B stand for "bed and breakfast".

11. Chalet - it is a small cottage or cabin specially built for holiday-
makers.

12. Inns (Britain) - they are similar to pubs but also offer good ac-
commodation which is often cheaper than hotels. They are usually beauti-
ful old buildings.

1II. Give English equivalents of the following Russian words and
phrases from the text:

POCKOIIIHBIN OTeNlb, KypOPTHBIH OTENb, 3ape3epBUPOBATH 3apaHee,
KOMMEPUECKHI OTeNb, MPEAOCTaBIIATh MPOKUBAHUE, OTEIb ISl TPOBE/IC-
HUSI BCTPEY ¥ KOH(EPEHIINH, JICKIIMOHHBIN 3aJ1, BBICTABKa, OTEJIb BO3JIE a3-
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pomopTa, TOCTHHHUIA ISl MYTCHICCTBEHHHKOB HAa JIOJKAX, 3arOpOJIHBINA
0TeJb, JIOM JIJIS TOCTeH (MTAaHCHUOH), MOTEJb, IIaje, HeOOJBIIONH OTelNb, Ipe-
JOCTABJISIFOIINI HOWIET U 3aBTPAK, MOCTOSUIBIA JBOP.

1V. Look through the text and choose three types of hotels you would
prefer to stay at. Explain your choice.

V. Discuss with you partner:
What are the hotels you would not like to stay at? Why?

Lesson 3. Hotel categories and rates, room types

1. Read the text and do some exercises after it:

The classification of hotels

Choosing a comfortable hotel to stay at is very important. You can
find a lot of good hotels conveniently located for major business centres.
There are hotel chains consisting of several hotels controlled by one com-
pany. While choosing a hotel you should take into account different factors
such as rates, location, cuisine, facilities, service, discounts. Therefore ho-
tels can be classified according to location, category, prices and type of
services offered.

By virtue of their location, hotels may be central (situated in the city
centre), resort (in exotic locations), airport (for air passengers), and free-
way (on the highways).

There are five hotel categories:

1. 5-star hotel: luxury hotels offering the highest international stan-
dards.

2. 4-star hotel: hotels offering a high standard of comfort and service
with all bedrooms providing a private bathroom/shower with a lavatory.

3. 3-star hotel: hotels offering a higher standard of accommodation
20 percent of bedrooms containing a private bathroom or shower with a
lavatory.

4. 2-star-hotel: hotels with more spacious accommodation, with two
thirds of the bedrooms containing a private bathroom/shower with a lava-
tory, fuller meal facilities are provided.

5. 1-star hotel: hotels and inns generally of small scale with good fa-
cilities and furnishing, adequate bath and lavatory arrangements.
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By virtue of prices hotels can be classified into luxury, up-scale,
mid-scale and budget. According to the room rates the following catego-
ries can be distinguished:

1. Full board or enpension - it is a room and all meals included.

2. Half board or demi-pension - this includes the room, plus break-
fast and one other meal (lunch or dinner).

3. Bed and breakfast or continental plan - it is the rate that includes
the room and breakfast (The breakfast itself may be "English" or "conti-
nental).

4. European plan - it is the rate for a room alone with no meals in-
cluded at all.

5. American plan - it is the rate for a room and three meals a day.

By virtue of services offered, hotels can be classified into full-service
(with all sorts of services), economy (offering clean, reasonably sized and
furnished rooms), residential (for long-term guests), all-suite hotels
(rooms with adjacent lounge and kitchenette area).

As far as room types are mentioned these are:

1. Single room - it is a room occupied by one person.

2.Double room - it is a room with one large bed for two people.

3. Twin room - it is a room with two single beds for two people.

4. Triple room - it is a room with three single beds, or a double bed
and a single bed, suitable for occupation by three people.

5. Family room - it is a room with four or more beds, particularly suit-
able for a family with children.

6. Lounge or sitting room - it is a room not used as a bedroom but
where guests may read, watch television.

1. Translate the following words from English into Russian:

Business centre, hotel chain, to be controlled by one company, to take
into account, rates, cuisine, services, discounts, by virtue of, to include,
furnished rooms, long-term guests, adjacent rooms, kitchenette area, to be
occupied by, single room, twin room, double room, triple room, family
room, lounge.

1II. Match English words and phrases with corresponding Russian
definitions:

1. up-scale hotel a) aIapTaMeHTHBIN OTEIh

2. European plan b) memieBas rOCTHHHUIIA

3. continental breakfast C) MaHCHOH

4. budget hotel d) memieBslii oTenb

5. full board e) (emnreHeOebHBIN OTeNb
6. half board f) merkwii yTpeHHUH 3aBTpaKk

102



7. economy hotel g) TONyNaHCHOH

8. all-suite hotel h) ornata mo-aMepuUKaHCKH
(Mpo>xHUBaHUS
Y TPeXpa30BOro MUTAHHUS)
9. American plan 1) omIaTa mo-eBpoIeicKu

(TONBKO IPOXKUBAHKE, O€3 ITUTAHHMS)

1V. Are the following statements true or false?

1. The main factor while choosing a hotel is its cuisine.

2. Freeway hotels are situated in the city centres.

3. 5-star hotels offer the highest international standards.

4. The prices in budget hotels are lower than in up-scale hotels.

5. Continental breakfast includes only the rate for a room with no
meals.

6. Twin room is a room with one single bed.

V. Answer the following questions based on the text:

1. What should you take into account while choosing a hotel?

2. How can hotels be classified by the virtue of location?

3. What are the main hotel types according to their prices?

4. What categories can be distinquished taking into account the room
rates?

5. Can hotels be classified by virtue of services offered?

6. What types of rooms are to be found in hotels?

VI. Present the text as a diagrammatic display or as a table or a
graph.

VII. Discuss the following questions with your partner:
What are the advantages and disadvantages of the following categories:
continental plan, European plan, American plan? Which do you prefer?

VIII. Role-play the following situation:

You travel a lot. A friend of yours wants you to help him (her) to
choose a hotel. Tell him about different hotel types and what should be
taken into account while choosing a hotel.

Lesson 4. Staying at a hotel (general information)

1. Discuss the following questions:
1. Have you ever stayed in a hotel? How did you like it?

103



In what way is staying in a hotel different from staying at your
friend's?

2. What do you know about the procedure of checking-in and check-
ing-out of the hotel?

11. Read the following text and see if you were right:

Staying at a hotel

Staying at a hotel consists of several stages. Firstly you need to choose
a hotel. You can get information about hotels in Yellow Pages in the sec-
tion HOTEL, MOTEL AND LODJING. The information can also be ob-
tained in any airport, at a bus station or at a railway station. It's also possi-
ble to use the unlimited resources of the Internet. When the hotel is chosen
the best way is to call and make a reservation.

If you book a room by phone, ask for confirmation number and also
ask at what time you should arrive. The matter is that after a definite hour
your room will not be kept. Cancellations must be made prior to 6 p.m. on
arrival date to receive a full refund.

When you arrive at the hotel the doorman who is stationed at the en-
trance to the hotel will help you out a taxi. The porter who is in charge of
the entrance will assist you with your luggage and you go to the reception
desk and confirm your reservation.. The check-in procedure takes a few
minutes. You are given a registration card to fill out in the name and ad-
dress, the passport number for foreign nationals. The receptionist enters the
guest's room number, the room rate and the arrival and departure dates into
the computer. He will tell you which is your room, what floor it is on and
will give you the key. In smaller hotels you simply sign the visitor's book
and give your permanent address. It should be mentioned that modern ho-
tels have electronic locks on the doors. They are opened with a plastic card
with magnetic code. The codes are usually changed every day.

If you are told to pay a hotel bill in advance it can be done in different
ways. Besides cash, credit cards are universally accepted. In fact, many ho-
tels require their guests to provide a credit card when registering. Other-
wise a cash deposit is required.

When all the formalities are over the bellboy will take your luggage
up in the lift to your room.

Then the bellman shows you your room. He shows where the light
switches are and explains the use of room appliances, such as the television
set and air conditioning. He can also run errands for you. The room is
cleaned by a chambermaid. If you have some problems you can also apply
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to a hostess (a person in charge of keeping order on the one of the floors of
a hotel) or to the assistant manager.

While staying at a hotel you can use its services. Big hotels usually
have a lot of facilities and offer a wide range of services to their residents.
Most hotels have restaurants, ranging from coffee shops to elegant dining
rooms. There are also inquiry offices or service bureaus where it's possible
to order a taxi or rent a car, book train and air tickets in advance. This ac-
tivity is supervised by a concierge who can not only arrange transportation,
make onward travel arrangements, but also can advise on restaurants and
evening entertainment. Besides hotels may have room service which is the
service of food or beverages in guest's rooms. Hotels also provide laundry
and valet services (shoe shining and clothes dry-cleaning and pressing) for
their visitors. In your room you will find a list of laundry and valet ser-
vices. You can tick off on it if you are afraid that your clothes may lose
shape or colour after washing. When you retire for the night you can put
your shoes outside the bedroom door so that the boot-boy can clean them.

Visitors can make phone calls from their rooms. Local phone calls are
usually free, long distance calls are added to the room bills and are 2 or 3
times more expensive than from a pay-phone down in the lobby. Guests
can change money in hotels but it will cost them more than in banks be-
cause they'll have to pay commission.

Hotels can provide guests with secretarial assistance, interpreters,
translators, a temporary office or a private meeting room ideal for impor-
tant meetings, discreet negotiations, presentations, seminars and training
sessions. The hotel's catering department provides meals and snacks for
such events. Shops in hotels (mainly commercial ones) include clothing
stores, gift shops and newsstands. Some hotels have barber shops and
beauty salons, and many have swimming pools and health spas.

There are also some other services and facilities that are not so fre-
quent as the above mentioned but they are met in a number of hotels.
These are live entertainment, including disco, carnivals and nightly per-
formances, baby-sitting facilities, post-office counter etc.

If you need you can extend the stay in a hotel for some days. To do
this ring up the receptionist.

You must warn the reception clerk in advance when leaving (checking
out), because your bill should be made out by certain time. You can also
give instructions to wake you up early, to send your luggage to the station
and to order a taxi.
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11I. Match English words and phrases with their Russian definitions:

1. catering a) ra3eTHBIN KHOCK

2. to be in charge b) mapukmaxepckas

3. register ¢) oOcImyKuBaHuEe 00€I0B

4. barber shop d) orBeuaTh 3a 4TO-IHO0

5. newsstand €) OTBEYaTh 3a YTO-THO0

6. local phone calls f) mocrosHHBIA aapec

7. permanent address g) obopynoBaHue, CpeaCcTBa
YCTpOICTBa

8. facilities h) npuHIUMaTh KpeANTHBIE KapThl

9. to accept credit cards 1) mpeIaraTh MIMPOKHUH CIIEKTP
yenyr

10. to offer a wide range of services j) 3aperucTpupoBarbcs

1V. Give English equivalents of the following Russian words and
phrases:

COCTOSITh W3, BBIOPATh OTENb, 3apE3ePBUPOBATh, 3a0POHUPOBATH KOM-
HaTy 10 TeeOHy, MPOCUTHL HOMEP MOJATBEPKICHUS, OTMEHA 3aKa3a, JaTa
MPUOBITHSL, TIOYYUTh MOJHYI KOMIICHCAIUIO, [IBEHIIAp, HOCUIIBIIUK, 10-
MOYb ¢ Oara)koM, CTOiKa aMHHUCTPATOpa B OTEJNIE, BCEJICHHE B OTENb, 3a-
MOJIHUTH PETUCTPAIHOHHYIO KAPTy TOCTS, 8 IMUHUCTPATOP, JaTa BBHIOBITHSL,
C/IenaTh 3aMKuch B KHUIE MOCETHTENeH, 3alIaTUTh M0 CUeTy 3apaHee, Ha-
JIMYHBIE, KPEUTHAS KAPTOUYKA, KOPHIOPHBIH, BEITOIHATE MEJIKUE MOPYyUe-
HUSI, TOPHUYHAS, IKYPHAS 110 3TaXy, COPAaBOYHOE OFOPO, BBI3BATH TAKCH,
JIeXKYPHBIN 8 [MUHHCTPATOP 10 OPOHUPOBAHHIO OHIICTOB B TEATP, HA MOE3]T
U T.JI., OOCITy>KUBAHHE HOMEPOB, YCIYTU MO CTUPKE OMEKIbI, MO YHUCTKE
00YBH, XUMUYKMCTKE U TIKEHHUIO OJEKIbI, YUCTHIBIIMK 00YBH, TOCTOSIIEIT
TOCTHUHHIIBI, MEPEBOMAYMK, BPEMEHHBIH O(uC, KOMHATAa I YaCTHBIX
BCTpEY, TallHbIE MIEPETOBOPHI, MPOUTUTH TPEOBIBAHKUE B OTEJIE, BBIMUCATHCS
U3 OTeJIsL.

V. Match words denoting hotel staff with their definitions:

1. receptionist is a male servant who cleans shoes

2. doorman is a person in charge of money and pay-
ments in a hotel

3. porter is a female servant employed to clean and
tidy rooms in a hotel

4. concierge is someone who serves meals in a room

5. bell-boy (Br.E page) is someone who welcomes the guests, reg-

isters their stay, extends it
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6. chambermaid
7. cashier

8. boot boy (boots)

9. hotel manager
10. room waiter

11. hostess

VI. Answer the questions:

is a boy or a young man, usually in uni-
form, employed in a hotel to carry cases,
take messages etc.

is someone who is in charge of the en-
trance to a hotel and carry bags

is someone who is stationed at the en-
trance to the hotel, helps people, assists
them in and out taxis, directs them to res-
taurants, shops

is someone who manages a hotel

is someone who supervises the hotel's in-
formation desk, helping visitors to book
train

is someone who supervises the hotel's in-
formation desk, helping visitors to book
train or air tickets, rent a car, make reser-
vations for theatres etc.

1. What are the main stages of staying at a hotel?

2. What are the sources of information about hotels?

3. How can one reserve a room?

4. Why is it important to ask for confirmation number while booking a

room by phone?

5. What does check-up procedure consist of?

6. What are the ways to pay a hotel bill?

7.Can you name the hotel staff and their functions?

8. What are the services and facilities provided by hotels?

9. Have you ever stayed at a hotel in this country or abroad? What ser-

vices were available?

10. Should a visitor warn a reception clerk in advance when leaving?

VII. Are the following statements true or false?

1. It's not necessary to make a reservation in a hotel.

2. The doorman helps visitors with their luggage.

3. The check-in procedure takes a few minutes.

4. The only way to pay a hotel bill is by cash.

5. It is a receptionist who shows visitors their rooms.

6. Most hotels have restaurants and inquiry offices.

7. Long distance calls from guests' rooms are cheaper than from a pay-

phone down in the lobby.
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8. The reception clerk should be warned in advance about the guest's
departure time.

VIII. Read the descriptions of three hotels. Then read what the people
say. Which hotel would each person prefer? Explain why you think so.

THE WALDORF
Greenwich, London WC2B 5DD

Recently restored to its original Edwardian splendour, this elegant ho-
tel stands on the crescent of Aldwych, where London's West End meets the
City, and just on the fringe of Covent Garden. Built in 1908, its famous
Palm Court Lounge retains the gracious ambience of the turn of the cen-
tury, and Covent Garden Underground station is on hand.

325 bedrooms & 40 suites, Waldorf Restaurant, Aldwyeh Brasserie;

Club Bar, Footlights Bar, Palm Court Lounge, hair-drier, trouser press,
individually controlled air-conditioning, satellite TV; 24-hour room service,
public pay car park in vicinity, Family (baby-sitting, notice required).

From 79 pounds.

FORTE CREST
Simpson Road, West Drayton, Middlesex, UB70JU

This modern hotel stands just off Junction 4 of the M4, - and within
easy reach of Heathrow by courtesy bus service and Underground link to
Central London. Royal Windsor it and Hampton Court are both just a short
trip from the hotel:

456 bedrooms & 5 suites, 5 restaurants, including Chinese and Italian;

3 bars, lounge, hair-drier, trouser press, overnight service, satellite TV;

24-hour room service, free car park, use of local Health and Fitness
Center;

(baby-sitting, play area).

From 55 pounds

GROSVENOR HOUSE APARTMENTS
Park Lane, London W1 A3 AA

Built in 1928, the GROSVENOR House Apartments were originally
designed as a separate block of luxury service apartments on Park Lane.
Incorporated into the main hotel one year later, the Apartments have been
since, and are today, one of London's most prestigious and comfortable ad-
dresses. The Apartments are served by a private entrance and separate re-
ception, resulting in unusual privacy and tranquillity, as well as an unri-
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valled level of service from the dedicated Apartments staff and manage-
ment. Ranging in size from one to five bedrooms, ideal for families, the
Apartments all have a spacious sitting-room, bathroom, hall, and kitchen-
ette. All the hotel facilities are close at hand and included within the rate,
such as the Health club with its 65-foot swimming-pool and gymnasium.
Children under 16 stay free in their own room.

From 139 ponds.

" I work for one of the large tour operators, so I spend most of my
time travelling. In my opinion, hotels need to be efficient; the phones
should work and there should be an overnight laundry service. I think a
good range of restaurants is important, because I don't have time to go out
in the evening. As far as I'm concerned, atmosphere isn't very important."

a) Sally Jerkins would like the...

" We have a small family business in Spain, and when we travel to
England on business we like to take the children with us. I don't think the
big hotels look after small groups very well - they often put you on differ-
ent floors, and you can only see each other in the restaurant. On the other
hand, self-catering apartments aren't very good because there aren't enough
facilities. If you ask me, there should be more hotels that offers mixture of
both facilities."

b) Michael Morgan would like the. ..

" I don't travel to London very often, but I sometimes go for the week-
end. For me, the ideal hotel needs to be near the theatres and cinemas. If
you ask me, the best hotels are old-fashioned ones with a lot of atmos-
phere, but of course they should have a good range of facilities too. For
me, staying in a modern hotel would be an unpleasant experience."

¢) Agatha Browns would like the...

(Business English. Travelling (hotels, meals, transport, tourism))

1IX. Compose a hotel advertisement of your own.

Lesson 5. The stages of staying at a hotel

1. Study the following expressions showing the main stages of staying
at a hotel:
Useful expressions
Finding information about hotels and making reservations

I'm looking for somewhere to stay A uwgy, 20e MONCHO OCIMAHOBUMBCSL.
Where can I get information I'0oe mooicno nomyyume ungopma-
about hotels? yuro 06 omensx?
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1'd like to stay at a hotel not far Mne b6vl xomenoco ocmano8UMbCs 8

from...

- the city centre

- the underground

I want an inexpensive hotel.

My name is ...

1'd like to have a reservation for ...
-three days

- from...to
I need a single/double room for two
nights.

1'd like a double room with an

air-conditioning for four nights.
I need a room on the first (top)

floor.

omejie HedaneKo om...

- YyeHmpa 20pooa

- Mempo

MHe Hystcen HeOopo2oli omenb.
Meuns 306ym...

A xomen bl 3a6ponuposams Homep

- Ha mpu OHA
-¢...00
Mue HYJICEeH ooHOMecm-

HbILI/08yXMeCcmHbll HOMeD Ha 2 OHslL.
Mnue 6b1 xomenoco 08yxXmecmublil
HoMep

¢ KOHOUYUOHEPOM HA 084 OHS
Mue  nyocen HOMep Ha
som(nociednem) amaogice.

nep-

Check-in procedure

When you enter the hotel, ask for a receptionist. If you have a reserva-

tion, you say:

My name is... . I have a reservation. It's for ... nights. A single
(double, twin) room with a shower (a bath) and a toilet.

You may also say:
1 hope the room is not noisy.
Let me have a look at the room first.

A Haoetocw, HOMep He ULy MHbLUL.
Toszeoneme mue cHauana nocmom-
penb KoMHamy.

Is the room with private bath (a TV B xomname ecmb 8anna (menesusop,

set, a balcony, a shower, a hair-
dryer, an air conditioner)?
Which floor is the room on?

bankoH, oyw, ghen, KoHOuyuonep)?

Ha xaxom smavoice nomep?

How much is the room per night/ Ckonbko cmoum Homep Ha cy-

week?

What does the price include?
Should I pay cash or by credit card?
Can you help me to fill in this form?

Where should I put a signature?

mxu/neoenio?

Ymo exooum 6 cmoumocms Homepa?
Mnue niamumo HaruuHbLMU UL
KpeOumHou Kapmoukou?

He moznu 61 661 nomous mue
3anoaHums Gopmyaap?

I'0e nocmasums noonucs?

Should I leave the key at the desk /Jomicen nu s ocmaensme Koy y

when I go out?

110

aomuHuCmpamopa, Ko20a yxoxcy?



If you don't have a reservation and there is no room available, you
may need to ask:
Could you possibly direst me some- He moenu Ovl b1 Hanpagumv meHs

where? Ky0a-Hubyob?
Could you give me the address o the He moenu 6vl vl coobuums mhe
nearest hotel? f aopec onudicatimezo omensi?

Could you call to your chain hotel? He moznu 6vl 6bl nozeonums 6 opy-
2otl omenb sauieli 2pynnwi?

In the room

Can you show me to my room, He moznu 6v1 661 noxkazame mue

please? KomHamy?

How often do you change the Kax wacmo mensemcs benve?

sheets?

How to use a TV set? Kax nonvzosamuca menesusopom?

Where does the light switch on/off? Kax céem eéxmouaemcs / evikmoua-
emca?

How do I call a chambermaid? Kax sviz6ame copruunyio?

How do I order breakfast in my Kax 3axazamo 3aempax 6 Homep no

room by phone? menepony?

May I leave these valuables in the ~ Mooicno ocmasume 2mu yenHocmu

hotel safe? 6 cetighe cocmunuywt?

Do you have room service? Y 6ac ecmwv obcyorcusanue Homepos?

Is there a baggage check room? Ecmu nu 'y sac 6 cocmunuye kamepa
XxpaHenua?

Checking-out

1'd like my bill be ready by 8am A xomen bvl, umobwvl cuem npueo-
moesunu x § ympa.

I'll sign out tomorrow. 3asmpa 5 6bledy u3 cocmuHuYbl

I'm leaving this evening. A yesorcaro ce200ms geuepom.

1 want to settle the account A xouy paccuumamobcs.

My luggage must be taken to the Haoo omnpasumu moti baeaic na

station. CIMAaHyuio.

1 don't need the room any longer..  Homep mue 6onvuie ne nyoicen.
Have my luggage brought down, Crecume motl 6azadic 6HU3, Noxca-

please ayticma.
Call a taxi, please. Buwizosume makcu
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1. Read and translate dialogues 1-5:

Making reservation
Dialogue 1

Receptionist: Good morning. Queen's Hotel.

P: Hello. I'd like to make a reservation, please.

R: Certainly, sir. Can I have your name, please?

P: Yes. The name is Nashville.

R: Right. So it's Mr Nashville. When would you like the reservation for?
P: It's for three nights, from the 26" to the 28" of October.

R: Is that a single or a double room?

P: A single please.

R: Right.

P: Could you tell me the price, please?

R: Certainly. That's 65 pounds per night. That's including breakfast.
P: Isee. OK...

R: Could I have the address and phone number, please?

P: Certainly. It's 45... Nunthorpe Road, York.

P: OK. And the telephone number?

R: It's 7548574388943.

P: 754874388943.

P: Right.

R: Right. So that's a single room for Mr Nashville from the 26th to the

28th of October.

P: That's right, yes.
R: Ok then, Mr Nashville.Thank very much for calling.
P: Thank you. Good-bye.
R: Good-bye.
Checking-in
Dialogue 2

Receptionist: Good afternoon, sir. What can I do for you?
B: Good afternoon, madam. Reservations were made to accommodate

4 people from ...

Receptionist: Oh, yes, sir. Two double rooms.

B: I hope the rooms are not noisy.

R: They are very quiet, they face the garden.

B: Are all the rooms with private baths?

R: All rooms are with private baths, telephones and TV sets. Here are

your keys.
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In the room
Dialogue 3

Bellboy: Your room, sir.

B: Thank you.

Bellboy: If you want to order anything, you may use the telephone.
All numbers are on the list beside the phone. You can have room service
day and night.

B: Thank you. I don't think I'll have drinks or breakfast in my room.
And when do you serve breakfast in the breakfast room?

Bellboy: From 7 till 9, sir. If you want to have a full breakfast, you
must fill in a breakfast order and hand it to the waiter in the breakfast room
or put it on the door handle outside the room.

B: Thank you.

Extanding the stay

Dialogue 4

Receptionist: Good morning, Ms Duval. How can I help you?

Ms Duval: Well, I would like to extend my stay for another night if I can.

Receptionist: Yes, I think that'll be all right. Let me just check the
computer. Ah, you are in Room 346, is that right?

Ms Duval: Yes, 346. Is there a problem?

Receptionist: No, not really. It' just that Room 346 is already booked.

Ms Duval: I don't mind moving to a different room if necessary.

Receptionist: No, that's not necessary. I'll just alter this other booking
to Room 347. You can stay in Room 346. Just one night, you said?

Ms Duval: That's right. Thanks very much.

Leaving
Dialogue 5

Receptionist: Good evening, Mr Stone.

Mr Stone: Good evening. I'm leaving the hotel very early tomorrow.
Can I check out and pay my bill in the morning?

Receptionist: Um... What time are you leaving?

Mr Stone: At 5 o' clock. My flight leaves at 8 o'clock.

Receptionist: Well, it would be best if you could settle your bill to-
night.

Mr Stone: All right. Er...What time?

Receptionist: Well, any time before midnight is fine, Mr Stone,

Mr Stone: Oh, and could you book me a taxi to the airport, please?

Receptionist: Certainly. For 5 o' clock?
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111. Sonia Smith is phoning to book a hotel room. Complete the con-
versation by putting the words in brackets in the correct order.

Receptionist: Good morning. Blakeney Hotel.

Sonia: Hello. My name is Smith. I'd like to book a room please.

Receptionist: Certainly. (staying/ how many nights/you/be/will?)

(1) How many nights will you be staying?

Sonia: Three. Starting next Thursday.

Receptionist: Yes, we have rooms available. Double or single?

Sonia: Double please. (available/ is one/with a sea view?)

Receptionist: yes. By the way, (have/about/the special offer/we are
running/you/at the moment/heard?)

Sonia: No.
Receptionist:  It's four nights for the price of three.
(don't/take/it/advantage/you/why/of)

Receptionist: just confirm your reservation in writing and pay a ten
per cent deposit.
Sonia: (be/much/would/that/how?)

Receptionist: 15 pounds.
Sonia: Yes. I think I do that. (to/make/the
cheque/who/l/should/payable?)

Receptionist: The Blakeney Hotel.

Sonia: OK. I'll post it today.

Receptionist: Thank you very much. We'll look forward to seeing you.
Sonia: Thank you. Goodbye.

Receptionist: Thank you.

1V. Act as an interpreter: translate the sentences from Russian into
English and from English into Russian:

1)

- 'me MBI MOXXEM ocTaHOBUTHCS B JIoHIOHE?

- Do you need a single room/ a double room/ a room with a balcony?

- CKOJIBKO 3TO CTOUT B JIEHb?

-1'd like to reserve a single room for three nights.
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2)

- Ecth 11 y Bac cBOGOIHBIE HOMEpA?

-Is there a telephone/a TV set/a shower/ satellite television in the
room?

- B xoropom uacy 3zaBTpak?

- Shall I pay in advance or at the end?

3)

- BoT Bamr perucrpanroHHbIH OJaHK. 3aronHuTe ero.

- Fill in the form in block letters in English.

- TTokaxxuTe MHE MO0 KOMHATY, TIOCTABHTE BEIIU 3/1ECH.

- I'd like to have it cleaned/ washed/pressed/ironed.

- Wake me up at 8 am.

4)

- I'm leaving/checking out tonight.

- [IpUroToBLTE MHE CUET, OXKATYIHCTA.

- Where can I pay the bill?

- JlaiiTe MHE, TTOXanyicTa, KBUTAaHIUIO.

- Please, call a taxi for me.

V. Render the following dialogues in English:

A: JIoOperit nenb. Ha Moe uMst 3ape3epBUpOBaH HOMED.

B: Bame ums, cop?

A: JlxoHcoH. []-x-0-H-C-0-H.

B: Ecnu BBI nofoskaeTe HeMHOT 0, 51 poBepro. Jla, cap, Bce BEPHO.

A: D10 10o/mKeH ObITh HOMEp Ha OJJHOTO YeJIOBEKa, C BAHHOM, Ha TP JTHSL.

B: [la, Bce mpaBWIbHO. 3alOMHUTE PETUCTPAITMOHHBIN OJaHK, IMOXKa-
JIylcrTa.

A: Tloxanyiicra, pa3penuTe BOCIIONB30BaThCS BAIICH PYYKOM.

B: Bor, noxanyiicta. ¥ Bac MHOro Oaraxa?

A: 1a, MHOTO.

B: Torna st mONUTIO HOCKITBIIIKA 32 BalllMK Bemamu. Banr mHomep 407.

A: U3BHuHHTE, BO CKOJIBKO 3aBTpaK?

B: B mro60e Bpems mexay 8 u 10 yTpa B CTOJIOBOH, WIIM BBl MOXKETE
3aKa3aThb 3aBTPaK B CBOIO KOMHATYy.

A: 5l nmpennounTaro B CBOXO KoMHary oxono 7.30.

B: Ouens xoporio, cap.
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VI. Discuss with your partner:

Imagine that you are traveling. You want a small hotel, two single
rooms (preferably with bath/shower), at not more than 22 pounds per night
each. Choose the hotel which suits your requirements.

GRASMERE HOTEL

Rooms: 4 single, 5 double

Shower/bath: in most rooms

Rates: bed and breakfast, single from 20 to 25 pounds, double from
30 to 35 pounds.

COUNTRY WAYS

Rooms: 1 single, 5 double/twin

Shower/bath: in all rooms

Rates: bed and breakfast, single from 29.95 pounds to 37.35, double
from 39.95 to 42.00 pounds.

Parking: 10 spaces

Closed: 1 week Christmas

WASHINGTON HOTEL

Rooms: 16 single, 21 double/twin

Shower/bath: in most rooms

Rates: bed and breakfast, single from 21 to 32 pounds, double from
32 to 45 pounds

Animals taken by prior arrangements

A warm welcome and high standard await you at the Washington. It
offers good value for business people and tourists alike. All rooms have
colour TV, radio, tea and coffee, hairdryer and telephone. The Washington
Supper Room offers reasonably priced dinners from Monday to Thursday.
The hotel's pleasant and convenient location makes it ideal for exploring.

REDWOOD LODGE

Rooms: 112 double/twin

Shower/bath: in all rooms

Rates: bed and breakfast, single from 60 to 75 pounds, double from
70 to 85 pounds.

Parking: 1,000 spaces, coach parking.

Redwood Lodge is a unique hotel and leisure centre. All bedrooms are
furnished with colour TV/radio, tea/coffee-making facilities, trouser-
presses and hairdryers. During their stay, hotel guests become members of
Europe's largest country club which boasts squash, tennis, badminton,
snooker, swimming pools, sauna, solarium, gymnasium, cinema, coffee
shop and 4 bars.
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ORCHARD HOUSE

Rooms: 1 single, 3 double/twin

Rates: bed and breakfast, single 11.75 pounds, double 23.50 pounds.
Parking: 8 spaces

VII. Role play the following situations:

1)

Student A

You are receptionist of the Avalon Hotel in London. Here are some
details about the hotel:

- All rooms with showers and toilets.

- All rooms with colour TV (but not cable or satellite).

- Bar, but no restaurant.

- Private car park.

Room prices: 50 pounds/night

Breakfast: 5 pounds

Car parking space: 4 pounds/night

Note: Rooms are available for the dates requested.

Student B

Your name is Isabell Ortis. Telephone the Avalon hotel in London.
You want to book:

- a single room with shower and toilet;

- for 13-17 June (four nights);

- a car parking space.

You want to know:

- the price of the rooms;

- the prices of breakfast and the parking space;

- if your room has satellite TV;

If the hotel has a restaurant.

2)

Student A

You are the receptionist of the King Charles Hotel in Prague (the
Czech Republic).

Here are some details about the hotel:

- Most of the rooms with toilets and baths, some with showers.

- All rooms with colour TV.

- Bar and restaurant.

- No private car park (but public car park nearby).

Room prices (including breakfast):1600 crowns/night (without bath)
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220 crowns/night (without bath or shower)

Dinner: 600 crowns (standard menu)

750 crowns (special menu)

Note: Rooms are available for the dates requested.

Student B

Your name is Mary/Michael Tyndall. Telephone the King Charles Ho-
tel in Prague. You will travel to Prague with two colleagues. You want to
reserve:

- three single rooms with baths;

- for 4-6 October (two nights);

- a car parking space.

You want to know:

- the price of the rooms;

- if the hotel has a restaurant;

- the price of dinner (one of your colleagues is a vegetarian);

- if the rooms have TV.

3)

Student A

You are receptionist of the King Henry Hotel in London. Here are
some details about the hotel:

- all rooms with showers and toilets;

- all rooms with colour TV (but not cable or satellite);

- bar, but no restaurant;

- private car park.

Room prices: 50 pounds/night

Breakfast: 5 pounds

Car parking space: 4 pounds/night

Note: Rooms are available for the dates requested.

Student B

Your name is Johanna Smith. Telephone the King Henry Hotel in
London/ You want to book:

- a single room with shower and toilet;

- or 14-18 May (four nights);

- a car parking space.

You want to know:

- the price of the rooms;

- the prices of breakfast and the parking space;

- if your room has satellite TV;

- if the hotel has a restaurant.
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4)

Student A

You work as Private Assistant to the Human Resources Manager. She
leaves on your desk a note with the following information:

" I want to hold interviews for the post of Marketing Manager (Scot-
land) on Friday 14 in the morning. As you know, there are three candi-
dates. Can you ring the Great Northern Hotel in Glasgow, please, and book
two single rooms for the night of 13 June and one meeting room for the
morning of 14 June? The Marketing Manager (Europe) will be accompany-
ing me, and we will be interviewing together.

We want to start at 9.30 and finish at 1.00 with a half-hour coffee
break at 11.00.

Also can you find out the prices and let me know?

Thanks. "

You should make a phone call to the hotel and make an arrangement.

Student B

You are a receptionist at the Great Northern Hotel in Glasgow. Study
the information below and prepare to take a phone reservation.

Room prices:

Double room with bath: 165 pounds per night

Single room with bath: 135 pounds per night

Conference room: 50 pounds per night

Large meeting room (max. 25 people): 30 pounds per hour

Small meeting room (max. 10 people): 20 pounds per hour

5)

Student A

You are going to New York next Thursday for a business meeting on
Friday. You have already booked a room for Thursday and Friday nights
and have decided to take advantage of the trip and stay for the weekend.
(You want to extend it two extra nights to include Saturday and Sunday).
Phone you hotel to find out if you can extend your stay. You are ready to
accept the possible change in quality of room and price.

Student B

You work for a large hotel in New York. Answer a call using the fol-
lowing information:

- no rooms of similar quality are available for the weekend;

- facilities - quiet room, en suite bathroom, TV, no internet connection
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6)

Student A

You are Jack Priestly. You call to Queen’s Hotel to make a reserva-
tion for three nights from 26 to the 28 of May. You need a single room.
You address is 45 Nunthorpe Road, York. You telephone number is
75488574388943. Ask about the price.

Student B

You are receptionist in Queen’s hotel. A client calls you to make a
reservation. The price for a single room is 65 pounds.

7)

Student A

You are Rita King from Imperial Plastics, Old Dock Road, London
E5. You call to Hotel Melissa to reserve a couple of double rooms for
April 13", The rooms are for Mr. Suarez and Mr. Johansson. They would
like the Executive rooms. Say that your company has an account with the
hotel. It’ll be full bill on the company account.

Student B

You are receptionist in Hotel Melissa. A regular client calls you to
make a reservation. Ask about details (the number of rooms, room type,
the exact date).

Ask for whom the rooms are reserved. Ask how the account to be set-
tled. Check the contact details (address of the company). Tell the client the
reservation number (PS 23897). Ask to confirm in writing.

8)

Student A

You are checking into a hotel. Fill the registration form and apply to
the receptionist to help you.

Student B

You are a receptionist. A guest is checking into a hotel. Answer
his/her questions and help to fill the registration form.
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Registration form
NAME OF HOTEL

TO BE FILLED IMMEDIATELY ON ARRIVAL
1. Suname
2. Christian Names
3. Nationality

4. Date of arrival 5. Sex
6. Particulars of Registration certificate or Passport
Issued at Number

7. Arrived here from
(Give last address in full)

Signature of person to whom
the above particulars relate
TO BE FILLED IN ON DEPARTURE
8. Date of departure
9. Destination (Give
new address in full

Signature of person to whom
the above particulars relate

9)

Student A

You are staying at a hotel and would like to extend your stay. Apply
to the receptionist.

Student B

You are a receptionist in a hotel. A guest applies to you and asks to
extend the stay.

Lesson 6. Hotel services and facilities
1. Study the following phrases:

Using services and facilities
Please forward my mail to this ad- Iooicanyiicma, omnpagome Mot

dress. HOYmMy nO 3MOMY aopecy.

I want my shoes cleaned. A xouy, umobbl MHe nowucmuIu
OomuHKu

I'want to have my clothes pressed. A xouy, umobvl MHe no2iaounu
00ex#cy.

1'd like to have it cleaned. A 661 xomen, umobbl 3mMo NOYUCTUIU.
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1 need to have it laundered. Mnue nyoicno, umobul 5mo nocmupan.

Do you have a restaurant here? 30ecv ecmb pecmopan?

How can I make a long-distance S moey denamv 360HKU Ha OdbHUe
call? paccmosinus?

I need... Mne nyoucro...

- an ashtray - neneibHuYy

- a blanket - 00esno

- an envelope - KOHgepm

- writing paper - nucuyio bymaey

- towels - nonomenya

- ice cubes - 11e0

- an adapter - aoanmep

Bring me the telephone directory Ilpunecume  mHe — meneghonnblll
(the menu) CNPABOUHUK (MEHI0).

Can I change money here? Mooicho 30ech 0bmensims Oetbeu?

1. Read and translate dialogue 1:

Making a call in a hotel
Dialogue 1

Operator: Switchboard.

Mrs. Powell: Could you help me please? I want to put through a call
to Sweden. Can I dial or do you have to get it for me?

Operator: You can dial it yourself, madam. Dial 9 and you will get an
outside line.

Mrs. Powell: Could you give me the code for Sweden, please.

Operator: Yes, certainly. You dial 01046 and than the number you want.

Mrs. Powell: 01046 thank you. And how much does it cost?

Operator: Well, it varies according to the time of the day. If you call now
it will cost about 75 p a minute but it’s much expensive during the day: 1.25
pounds between 8 a.m. and 1 p.m. and 1 pound between 1 p.m. and 9 p.m.

Mrs. Powell: Thanks. Could you give me a morning call, please?

Operator: Certainly. Would you mind giving me your room number,
please.

Mrs. Powell: Room 506.

Operator: What time would you like your call?

Mrs. Powell: Quarter to seven, please.

Operator: Six forty-five. Do you want a cup of coffee and a newspaper?

Mrs. Powell: Coffee and the Times, please.

Operator: Thank you, madam.
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111 Find words in the dialogue which mean the following:

1.(the people who control) a central apparatus at which telephone
lines are connected and disconnected;

2.to connect a phone caller by telephone;

3.to make a phone call by using a dial or similar apparatus;

4.a part of telephone number that represents a particular town or
country and is used before the number of the person or organisation one
wishes to call;

5.an attempt to speak to someone by telephone

1V. Answer the following questions:

1. What number does Mrs. Powell have to dial to get to an outside
line?

2. What is a morning call? What time does she want her morning
call?

3. Does Mrs. Powell want anything else?

Note that in English telephone numbers are given one figure af-
ter another (0-1-0-2-3-2-3-7-2)

To make a call from your room you will have to ask the recep-
tionist to obtain the number for you.

If the receptionist says: "One moment!" or "Hold the line!" you
should wait.

If the receptionist says: "Please hang up and I’ll call you back"
you should put down the telephone and wait .

V. Read and translate dialogue 2:

Using hotel's services and facilities
Dialogue 2

Guest: Excuse me can you spare me a minute?

Receptionist: Certainly.

G: What facilities are there in the hotel?

R: There is a barber's and a hairdresser's, a foreign currency bank, a
post-office, a dry cleaner's, a shoe repair shop and a laundry. All of them
are on the ground floor.

G: Thank you.
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VI. Read and translate dialogue 3:

Booking hotel facilities by the phone

Receptionist: Flemings Hotel. How can I help you?

Jack: Good afternoon. This is Jack Rubenstein, and I’m calling from
New York. I want to book a meeting room while I’m there in London.

Receptionist: Ok, sir. Let me get your details first. Could you give me
your name again, please?

Jack: Yeah. My name’s Jack Rubenstein, that’s R-U-B-E-N-S-T-E-I-N.

Receptionist: Fine, Mr. Rubenstein. And can you tell me the name of
your company, so I can put it on the invoice?

Jack: No problem. The name of my company is Top Flight International.

Receptionist: Ok, and what size room would you like? We have meet-
ing rooms for up to 15 people, 20 people and 30 people.

Jack: The smallest one for 15 people will be quite large enough. We’ll be
using it for job interviews, and there’s only be three of us plus the interviewees.

Receptionist: When would you like the room for?

Jack: I was hoping for May 18 - that’s in a month’s time.

Receptionist: Right, sir. I’m just checking availability. Yes, that’s fine.

Jack: Good. Could you let me know the rates, please?

Receptionist: Meeting rooms are taken by the hour, sir and we charge
25 pounds an hour.

Jack: OK, well, I need it all morning actually, from 9 o’clock to 1
o’clock, if that’s all right.

Receptionist: Yes, that’s fine. sir. And would you like any extra ser-
vices while you are here, Mr. Rubenstein?

Jack: Well, I’'m going to be interviewing four candidates for a job so if
you could provide coffee during the morning for interviewers and interviewees
that would be great. Some of them will be travelling from outside London.

Receptionist: No problem. We look forward to seeing you then, Mr.
Rubenstein.

Lack: Thanks, Bye.

Receptionist: Good-bye.

VII. Give English equivalents of the following Russian phrases:
1. Yem Mory nomous?

2. 51 3BoHIO W3...

3. 5 xouy 3a6pOHHPOBATH KOMHATY JJIsl COBEILAHUH.

4. KoMHaTy Kakoro pasmepa Bbl ObI XOTeJIN?

5. Ha kakoii ieHb BaM Hy»Ha KOMHaTa?
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6. KakoBa muara 3a KOMHaTh1?

7. ME1 B3pIMaeM 25 (hyHTOB 3a 4ac.

8. Xorenu ObI BBl BOCIIONBE30BATHCS IOMOJHUTEIEHBIMU YCITyTaMu?
9. MBI ¢ HETepIIEHUEM JKAEM Bac.

VIII. Answer the following questions:

1. What is the purpose of the call made by Jack Rubenstein?
2. What is the name of his company?

3. What room size can the hotel offer?

4. What room size does Jack need?

5. How many people will be present at the job interview?

6. What are the room rates offered by the hotel?

7. Would Mr. Rubenstein like to have any extra services?

1X. Role play the following situations:
Making phone calls

1)

Student A

You are in a hotel. You want to phone to Paris. Your room is 314. The
number you want is 78738447. Ring the operator in the hotel. Ask him for
a line to Paris.

Student B

You are a hotel telephone operator. A guest rings you. She/he wants to
make an international call. Ask for the telephone number and a room num-
ber. You will dial the number and ring back.

2)

Student A

You say in a hotel. You want to telephone to Dresden. Call the reception-
ist and ask if you can dial the number direct (It’s rather urgent). Your phone
number in Dresden is 9257731. Your room number is 324 (three-two-four).

Student B

You are a receptionist. A client calls you to make a direct phone call
to Dresden. Say that there is no direct automatic line. It’s necessary to
book an international call. Say you we’ll try to book a call right now. Ask
for a telephone number in Dresden and for a room number in a hotel.
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3)

Student A

You stay in room 330 in a hotel. You call to Reception and ask for a
morning call. Give the exact time.

Student B

You work at Reception. A guest rings you to ask for a morning call.
Arrange a suitable time.

Using hotel facilities

4)

Student A

You are the secretary at the Birmingham branch of CADE Hazards.
Your boss has asked you to organise a one-day conference. You want to book
a conference hall in Natt Conference Centre, Itching, Herts. Call to this centre
to arrange a reservation. Here are some details about the conference:

Date - 5 June 2011

Room requirements - Main conference hall with usual audiovisual fa-
cilities + 4 side rooms for small group meetings.

Time - Registration 08.30. - 09.30. First session 09.15. Last session
scheduled to end at 16.30.

Number attending - Estimated 40

Food - coffee and tea mid-morning and mid-afternoon, buffet lunch
(check on arrangements foe vegetarians)

Other - 5 delegates need overnight accomodation. Arrange it with Natt
(The company will pay room and breakfast only).

Ask for the rates.

Student B

You are receptionist in Natt Conference Centre, Itching, Herts. A cli-
ent calls you to book your conference centre for a one-day conference. Ask
about details:

- date

- room requirements

- time

- number attending

- food

Ask if they need any other facilities. Give information about the rates:

- the cost of main conference hall is 70 pounds per hour.

You need to know the exact numbers by 30 May.

There is no residential accomodation at Natt, but a local hotel has va-
cancies (advance payment is required).
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5)

Student A

You would like to have your clothes washed and pressed. Ask a
chambermaid where it can be done.

Student B

You are a chambermaid. A guest would like to have his/her clothes
washed and pressed. Tell him/her where it can be done.

6)

Student A

You want to have breakfast in your hotel restaurant. Fill in the break-
fast order as required. Ask the waiter some questions. Then hand your or-
der to the waiter.

Student B

You are a waiter. A guest wants to have breakfast in a hotel restaurant.
Give him/her the breakfast order to be filled. Answer his/her questions.
Take his/her order.

BREAKFAST ORDER

DATE
NAME

Enter quality and underline items

Breakfast I
Coffee (milk) or tea (milk, lemon) Chocolate
Roll or Toast Butter
Jam or Marmalade Honey
Breakfast I1
Tomato Juice or Fruit Juice
Coffee (milk) or Tea (milk, lemon)
Chocolate
Roll or Toast Butter
Jam, Marmalade or Honey Boiled eggs or

Fried eggs (bacon, ham) or
Scrambled eggs (tomato) or
Omelette (tomato, cheese)

Porridge or Corn Flakes
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Lesson 7. Complaints and requests

1. Discuss these points in pairs or mall groups:

In many cases a hotel guest may encounter a problem while staying at
a hotel.

1. Can you anticipate possible problems?

2. Are they serious?

3. Is it difficult to solve the?

11. Study the following phrases:
Dealing with problems
Can you help me? I have a problem. Bvl ne nomooceme? Y mens 3a-

mpyOHeHUs.
The air-conditioning in my room Konouyuonep 6 moem Homepe He
doesn't seem to work. pabomaem.
A bulb has gone. Jlamnouxa nepecopena.
Something's wrong with Ymo-mo cayuunocs c...
- the toilet - myanemom
- the bath - 8AHHOU
- the shower - Oywem
- the door - 08epbvio
- the lock - 3aMKOM
- the phone - menegornom
-the TV - menesu3opom
The room hasn't been cleaned. Homep ne yopan.
1It's too cold in my room. B moem nomepe cruwixom xonooHo.
I can't open the door. Hsepv He omxpwisaemcs

11I. Read and translate dialogue 1:

Dealing with problems
Dialogue 1

Guest: Hello. This is room 345. The air-conditioning in my room
doesn't seem to work. Could you see to it at once, please?

Receptionist: Just a moment. I'll deal with this.

Guest: Thank you.

Modifications: TV set, a lamp, a fridge.
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1V. Role play the following situations:

1)

Student A

You stay in a hotel in room 250. It’s very noisy in the neighbouring
room (probably above you). Besides, the ceiling is leaking. You call to Re-
ception to complain.

Student B

You work at reception. A guest calls you to complain about the noise
in the neghbouring room. Ask where exactly the noise is. Promise to send
somebody up to check.

2)

Student A

You have just arrived in your room at the Mayes Hotel in Sheffield. It
is 10.30 in the evening. You have two problems:

- no coat hangers in your cupboard,;

- mini-bar empty (you are thirsty).

Telephone the reception desk and speak to the night receptionist.

Student B

You are the night receptionist at the Mayes Hotel in Sheffield. It is
10/30 in the evening. Ten minutes ago a guest arrived and went to his/her
room. Now he/she is calling you on the phone to explain two problems.

Notes:-hotel bar closed (only George Hunt has keys);

- coat hangers in George Hunt’s office, but door is locked.

- George Hunt has gone home (lives 15 kilometres away).

How can you help the guest? Use your imagination.

3)

Student A

You are the receptionist at the Mayes Hotel in Sheffield. You will re-
ceive a telephone call from one of your guests. Get his/her name and room
number and note his/her requests.

Student B

It is 9.15 the next morning. Something has gone wrong and your guest
is not satisfied. Try to help him/her.

Note: You do not think the Mayes Hotel will pay for a taxi.
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4)

Student A

You stay in the room 226 in a hotel. You call to Reception to book a
table for two in the restaurant for this evening for 10.30. Unfortunately the
restaurant closes at at 9.30. Instead you agree to have light supper in your
room and perhaps a bottle of something.

Student B

You work at Reception. A client calls you to book a table for two in
the restaurant for this evening. Ask his name and his room number. Ask
what time he would like the table for (Remember that the restaurant closes
at 9.30.). If it’s too late for a restaurant suggest to order a late supper for a
guest be brought to his room. Ask what he wants to have for supper. Prom-
ise to contact the restaurant.

5)

Student A

You name is Mrs. Rogers. You stay in the room 718 in a hotel. You
have lost your watch - it’s Rolex and it’s very expensive. You call to Re-
ception to inform about it. You think you may have left it in the sauna
changing room. Describe your watch.

Student B

You work at Reception of a hotel. A guest calls you to inform that she
has lost her Rolex watch. Ask her name and room number. Ask where that
may have happened. Promise to put a call through to the sauna attendants’
office straight away. Ask for more details.

TOPICAL VOCABULARY

General
accommodation npenocraBiieHHe MECTa B TOCTUHUILIE
stay at a hotel octanaBnMBaTbLCs B OTEIIE
to book/reserve a room 3a0poHUPOBaTh/3ape3epPBUPOBATH HOMEP
reception desk cToi nexxypHOro aIMUHHCTPATOPa
hotel register >xxypHan perucrpanuu
hotel card xaprouka rocrs
single room ogHOMECTHBIH HOMEP
double room 1ByXMeECTHBII HOMED
twin room ByXMECTHBII HOMEp C IByMs OTAEIbHBIMU KPOBATAMU

Hotel types
luxury hotel pockomnelii oTeNnb
resort hotel xypoprsslii oTeNnb
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commercial hotel koMmmepueckuii oTenn

congress hotel orens 151 mpoBeeHUs BeTped M KOHpepeHIni
airport hotel otens Bo3ne aspornopra

country house hotel 3aropoaustii orens

Hotel categories and rates, room rates

central hotel orens B eHTpe

freeway hotel orens Ha aBTOCTpaje

up-scale hotel ¢pemenebenbHEII OTEND

mid-scale hotel orens cpeanero ypoBHs

budget hotel nemesas rocrnanna

full board or enpension noiHbIi naHCHOH

continental plan orara npoXxuBaHUs U 3aBTpaka

European plan omnarta mo-eBporeiicku (TOJNBKO NpOXXUBaHUS, 0Oe3
MUTaHUS)

Americar plan onnara no-aMepuKaHcKu (TIPOXKUBAHUS U TPexpas3o-
BOT'O MIUTAHU)

full-service hotel monHOCEpBUCHBIH OTENH (T.€. BBICIIETO Ki1acca)

economy hotel nemesas rocrnanna

residential hotel orens 11 MUTENIEHOrO NPOXUBAHUS

all-suite hotel anapramenTHbII OTEND

Hotel staff
receptionist aqMuHUCTpaTOp
chief manager ynpasnstomuii
assistant manager MOMOIIHKK YIPaBJISIOUIET0
doorman mseiinap
bellboy xopunopHslii
boot boy unctumbIK 00yBH
chambermaid ropauunas
porter HOCHIBIIUK
concierge J1e)XypHBIH aMHHHICTPATOP 110 OPOHMPOBAHHIO OWIIETOB U T.JI.
cashier xaccup
hostess nexypHas 1o sTaxy
room waiter opuIMaHT, 00CIYKUBAIOIMHA HOMEP
lift operator nmudtep

Facilities and services
cocktail lounge 3anb! A5 IpreMoOB TUNA "KOKTEHIb"
ballroom GayibHBIE KOMHATBI
banqueting room O0aHKeTHBIH 3aI1
beauty salon canoH kpacoTsl
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barber's shop myxckoil napukmaxep

haidresser's >keHCKkUli mapukMaxep

restaurant pecropan

bar 6ap

coffee shop Oyder, kade npu rocTuruUIE

bookstore KHUXHBIN KHOCK

newsstand razeTHbI KHOCK

gift shop mMara3uH no npojaxxe CyBeHUPOB

drugstore anteka

conference hall kondepenm-3an

swimming pool 6acceiin

evening entertainment BeuepHue pa3BiIeUECHUS

fitness and health clubs (jacuzzi, sauna, massage solarium) ky6 ¢put-
Heca U 3/10pOBb (JPKaKy3H, CayHa, COJSIPHIA, Maccax)

traveling agency TypuCTHYECKOE areHTCTBO

free car parking cBoboyHas mapkoBka

dry cleaner's xumuncTKa

laundry and valet services cTupka u ciyx0a yxona 3a OIex101

car rental agency areHTCTBO I10 ITPOKaTy aBTOMOOMIIEH

secretarial assistance yciyru cexperapst

temporary office BpemeHHbIH ouc

private meeting room KoMHaTa /Uil YACTHBIX BCTpEY

postal and courier services yciayru nouTsl 4 KypbepoB

phone calls TenedoHHbIE 3BOHKN

tennis court TEHHUCHBIN KOPT

baby-sitting facilities ycnyru nsxu

service bureau Gropo oOciTyXHUBaHUS

safety-deposit boxes HeGonpHe celibl

satellite TV cryTHUKOBOE TeNEeBUIECHUE

currency-exchange de oOMeH BaTFOTHI

Actions
to have room service mony4ars o0CITy’)KHBaHHE B HOMepax
to fill an arrival card 3amoNHUTE TMCTOK PUOBITHS
to pay in advance miaTuTh 3apaHee
to pay cash or by niaTuTh HaTMYHBIMY WK KPEIUTKOU
to take care of one's luggage nozabotuthcs 0 Oaraxe
to have a look at the room B3rHyTh Ha KOMHATY
to call from a room 3BOHUTH U3 HOMEPA
to pick up keys Opatb xwiroun
to deposit keys cnaBare xinroun
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to have smth. free nonyyars yTo-mM60 GecrulaTHO

to pay an extra charge 3amiaTuTh JOMOIHUTEIBHO

to order breakfast by phone 3aka3are 3aBTpak 1o Tenehony
to order a meal into the room 3aka3aTh 3aBTpak B KOMHATY
to order a taxi BbI3BaTh TakcH

to call a chambermaid BbI3BaTh FOPHUYHYIO

to tip naBaTh yaeBbIe

to press the button HaxxaTb KHOIIKY

to fill in a breakfast order 3amonHuTH 3aKa3 3aBTpaKa

to put smth. on a door handle nosecuts Ha pyuky nBEpHU

to extend the stay npommTh npeObIBaHNE

to arrange smth. through reception 0OpaTHTECS HA CTOHKY pErHCTPaIim
to settle the bill 3aruiatuTs no cuety

to check in 3aperucrpupoBathcs B oTene

to check out BriexaTh U3 OTENS

Hotel room
service bell panel nmanens 1715 BbI30Ba 00CITyKMBAIOIIET0 IIepcoHaa
wardrobe rutaTsHo# mkag
hanger Bemanka
drinks cupboard mxad-6ap
room telephone Tenedon B HomMepe
room appliances siekTporpu6ops! B HOMepe
carpet KoBep
ashtray nenenpnuna
venetian blind xanto3u
window shade mropst
armchair xpecino
settee nuBaH
coffee table Hu3kumii cTonuk
lamp samna
bedroom lamp 6pa
mirror 3epkaio
mini-bar Mmunn-6ap
mini-safe munan-ceiid
single bed onHocnaneHas KPoOBaTh
double bed nBycnanbHas kpoBarhb
twin beds 1Be oHOCIANbHBIE KPOBATH, CTOSIIIIME B OJJHOM HOMEpE
bedside cabinet nprkpoBaTHBIil CTOIHK
dressing table TyanerHslii cTonuk
air-conditioner KOHIUIIOHED
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bathrobe xynanbHblli XanaT

private bath/shower BanHa/mymi B HoMepe

cable TV kaGenbHoe TeneBuIeHNE

electric trouser press npecc ais Oprok

hairdryer ¢en

internet connection nocryn x MlHTepHer

private balcony 6aykox

tea/coffee making facilities mpunamnexkHOCTH, HEOOXOIUMEIE IS
MIPUTOTOBJIEHUS Yas/Kode

writing desk nmucsMeHHBI cTON

Signs and notices

reception perucrpanus

information cnpaBounoe

fully booked mect HET

checking-out time - 11 am Bpemsi mepeperucTpalyi U BBITUCKU -
11 gacoB yTpa

lifts / elevators nmud e

stairs nectHuIa

please ask if you need a porter cooOmiute, Hy»eH JI1 HOCHIIBIITHK

employees/staff only ciryxe6Hoe momMerenune

the management does not accept responsibility for the property

left in the dining room agMuHHCTpaIUs HE HECET OTBETCTBEHHOCTH

3a BEILU, OCTABJICHHBIE B PECTOPAHE TOCTUHULIB

do not disturb He GecriokouThH

fire exit no>xapHselii BBIXOA

on hold 3a6poxupoBano

Hotel abbreviations
rm. - ro0m KOMHata
bdrm. - bedroom cnanbHs
apt. - apartment xBapTupa
WD. - washing machine+ cTupansnast MamunHa+
clothes dryer cymnmuika st Genmbst
mo. - month mecsn
wk. - week Henens
furn. - furnished me6arpoBaHHbIit
AC. - air conditioning xoHTuIIOHED
LR. - living room roctuxas
nr. trans. - near transportation yI00HBIH TPaHCIIOPT
mod. - modern COBpeMEHHBII
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terr. - terrace GankoH

bth. - bathroom Bannas xomMHaTa

appl. - appliance mpu6op

g+e - gas+electricity raz+anekrpuuecTso

pvt. - private JuyHbII

avail. immed. - available npenocraBnsembrii
immediately Hemennenno

w/w. - wall-to-wall carpeting KoBpoBoe MOKpbITHE
Ige. - large Gomnbmoit

nr. - near 0JM3KO, PAIOM

Unit IX. THE HOTEL BUSINESS

1. Brainstorm as many words as you know connected with this topic.
Put down these words and try to group them under appropriate headings
inventing your own criteria.

1I. Discuss the questions with your partner:
What do you know about hotel business? Is running a hotel different
from running hospitality industry institutions of other types?

111 Read the text to see if your predictions were right:

The hotel business

Unlike other members of hospitality industry, such as airlines or res-
taurant chains, which may develop their businesses in much the same way
as a manufacturing company, the hotel industry faces some peculiar diffi-
culties due to its peculiar management and ownership structure.

Airlines, cruise lines, restaurant chains have highly centralized man-
agement operations in which strategic decisions are made. Major hotel
chains cannot do it because they often even do not own all the properties
that they manage, such as restaurants, retail stores, fitness centres, and
nightclubs. This creates additional complexity in strategic planning. Be-
sides, owners of hotels often show surprisingly little interest or knowledge
of their own properties. Hotels throughout the world have commonly been
acquired for the sake of tax benefits, or even as an ego-filling device, par-
ticularly in the case of upscale showcase properties.
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The hotel business is characterized by a high degree of risk, which
primarily is the result of two factors: the cyclical nature of demand and the
high degree of capital investment. A greater proportion of profit comes
from the manipulation of real estate rather than from the sale of rooms. The
great increase in value of the Hilton and Sheraton companies has not come
from operating profit but from buying, selling, tax advantage, and in ap-
preciation of value of the hotels with time. The name of the game is finan-
cial management and the game is complex.

The hotel industry has never been a leading industry; it generally re-
acts to circumstances. Frequently, it is caught by outside forces and swept
along. In the mid-1970s the US experienced 12 percent inflation and a
shortage of good hotel inventory. This means that there was too much
money (demand) chasing too few rooms (supply). The insurance and pen-
sion funds industry, which at the time was cash rich, began to invest heav-
ily in new hotels. Many of these were massive, mixed-use commercial pro-
jects consisting of hotels, office blocks, and shopping malls. In some cities,
those complexes were not built for the right reasons: America’s inner cities
were in decline. However, because hotels are a catalyst for other busi-
nesses, every city mayor offered significant benefits to major hotel invest-
ments, including tax breaks. And hospitality industry began to recover
from recession.

1V. Match words and phrases with their Russian definitions:

1. restaurant chain a) HaJIOTOBbIE PHBUIIETUH

2. ownership structure b) KaUTATOBIIOKECHHUS

3. to own property C) pearupoBarh COTJIACHO OOCTOSTENb-
CTBaM

4. retail stores d) cniricok WHBEHTaps, MMEIOIIET OCs
B OTelie

5. to be acquired for the sake of e) ceTb pecTopaHoB

6. tax benefits f) HaoroBOE MPENMYILECTBO

7. capital investment g) mpejiarath 3HaYNTEJIbHBIE
MPUBUIICTHH

8. real estate h) po3HUYHBIE Mara3uHbI

9. tax advantage 1) BOCCTAHOBHTBCS TOCIIE CMaza

10. to react to circumstances k) ObITh B ymajke

11. hotel inventory 1) cTpykTypa coOCTBEHHOCTH

12. insurance and pension funds m) HEIBIKUMOE UMYIIIECTBO

13. to be in decline n) BIaJeTh COOCTBEHHOCTHIO

14. to offer significant benefits  0) OBITH TPHOOPETEHHBIM PAJIH..

15. to recover from recession P) CTpaxoBbI€ U ITEHCHOHHBIE (DOHIBI
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V. Explain the meaning of the following words and phrases in English:
1. hospitality industry

2. manufacturing company
3. strategic decisions

4. fitness centre

5. complexity

6. ego-filling device

7. leading industry

8. circumstances

9. shortage

10. to be cash rich

VI. Answer the following questions trying to use as many words and
phrases from the previous exercises as you can:

1. Why cannot a hotel chain develop its businesses in the same way as
other members of hospitality industry?

2. What are the main reasons of buying a hotel?

3. What is a major source of profit of a hotel company?

4. Why is the value of the Hilton and the Sheratons constantly increasing?

5. What was the situation in the American hotel business like in the
1970s? How and due to what did it change?

VII. Dramatize the following situation:

Imagine that you are a famous hotelier. You are giving a press inter-
view. The reporter asks you a question about the peculiar difficulties the
hotel industry faces. Answer the question.

Unit X. HOTEL MANAGEMENT EDUCATION
1. Discuss the following questions:
1. What is a hospitality industry?
2. In your opinion what is the role of hotels within the framework of

this industry?

11. Scan the text to find out word combinations and compounds with
the word "hotel”. Put them down and explain their meanings.
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111. Can you predict what the text will be about? Read the text to check
your predictions.

Hospitality industry gives an excellent reception

For decades, having a Swiss manager has been as integral to an exclu-
sive hotel as its antique furniture or five-star cuisine. From the days of Ce-
sar Ritz, generations of Swiss directors have established international repu-
tations working their way up from the sink to the summit in a business al-
most as identified with Switzerland as clocks or chocolate. Even today,
when anonymous international chains have largely supplanted the privately
owned palaces of the past, the Swiss retain a near stranglehold on the top
of the business.

Internationally acknowledged yardsticks such as the Peninsula in
Hong Kong, the Oriental in Bangkok or even the spectacular high-rise Burj
al Arab in Dubai, all boast Swiss managers. "It goes back to the old thing
about the Swiss: whether railways or clocks, they are efficient," says Julian
Payne, a former general manager of the Ritz in London.

Switzerland gained its blue-chip status for running hotels in the 19th
century when, decades before mass tourism, British and other aristocrats
made a sojourn in the Alps an essential part of any Grand Tour. Later, as
Switzerland's reputed clean air became as important in a Europe obsessed
with tuberculosis as its stunning scenery, accommodating friends and rela-
tives of patients in the dozens of big sanatoriums being built around the
Alps attracted additional, less titled, but equally well-heeled, patrons.

The desire for superior lodging and construction of countless grand
hotels to meet that demand created in turn a market for grooming the man-
agers of tomorrow. In 1893 Jacques Tschumi, a Swiss hotelier, responded
by founding the world's first school dedicated exclusively to hospitality
management.

The Ecole Hoteliere de Lausanne (EHL) has progressed to become
one of the premier institutions of its kind. With more than 1,350 students
from 75 countries it is now probably the most prestigious hotel school in
the world.

But the EHL is not alone. Switzerland's renown for hotel management
has turned hotel education into big business, with all that implies. There
are now more than 30 schools claiming to provide high-level tuition in ho-
tel management, all fundamentally trading on the international demand
spun off that "Swiss" image.

Some, like the EHL and a sister institution in Thun, are foundations,
closely linked to professional associations. While the Lausanne and Thun
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schools come under the watchful eye of the Swiss Hotel Federation the
schools in Geneva and" Zurich have a similar relationship with Gastro
Suisse, the Swiss restaurateurs' association. Others are independent and, by
all accounts, vary from excellent to erratic.

The risk of debasing the brand is just one of the problems facing Ruud
Reuland; general director of the EHL for the past two years. "Some of
these schools are great. But some are just short-term, commercially orien-
tated businesses exploiting the Swiss brand," he says.

The main problem is that hotel schools - at least those not providing
university level courses - require no special certification. "It's harder to set
up a restaurant than a hotel school," says Mr Reuland. "These people rent
part of a hotel, produce a nice brochure, send it out to the Far East market
and sell their wares," he says.

Not all the schools, however, are quite what they seem.

China's economic boom - and accompanying hotel bonanza - has, for
example, prompted soaring demand for the staff to meet international busi-
ness travellers' requirements.

The result is that some Swiss hotel schools .are now virtually monopo-
lised by Chinese students - or those from Asia in general, a development
that critics say hardly encourages a balanced hotel management education.

And there has been at least one notorious case of fraud where a so-
called Swiss hotel school, marketed via middlemen in Asia, turned out not
to exist when the hapless students, having, paid in advance, arrived at their
destination.

International competition has also spiralled. Cornell University in the
US has a famous hotel school on a par with the EHL. And Mr Reuland
ranks his former employer, the Hotelschool The Hague, in much the same
league.

Curiously, France, Italy and Spain, countries with big and established
hotel and tourism sectors and excellent vocational training, have no promi-
nent hotel management schools. But elsewhere, especially in Europe, high-
quality institutions have mushroomed.

Competition has also grown from more traditional centres of learning.
Many universities - and especially business schools - now offer courses
covering the leisure industries, including hotel management, to broaden
their academic base, attract more students and boost revenues.

Curriculum is the other big question confronting the traditional Swiss
schools. Almost all are targeting students who see themselves as the indus-
try captains of tomorrow. That means careers not necessarily behind the
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reception desk soothing surly customers, but senior positions in interna-
tional chains or cushy jobs at hotel and leisure consultancies.

So while the EHL, for example, still insists on some hands-on experi-
ence in the kitchen or at table the vocational element has dwindled.

The self-styled executives of tomorrow at the EHL and similar
schools, or their parents paying whopping fees, may not rue the declining
emphasis on such traditional skills.

But for many of those already in the business the shift to more aca-
demic hotel education, where accounting and yield management are as im-
portant as how to serve the soup, is a mixed blessing.

"There's nothing very special about running a hotel," says Daniel Hor-
ger, veteran director of the Savoy, one of Zurich's top addresses. "It's just
like a big household. "The original aim was to create hoteliers, not book-
keepers. What people forget in running a hotel is that we're dealing with
guests, not ledger entries."

1V. Find in the text English equivalents of the following Russian words
and phrases:

mBeiapisl; 3QQEeKTHBHBIN; ynpaBiaTh oreneM; llIBednapus; cBs-
3aHHbIE C MTPOPECCHOHATFHBIMU aCCOLMAIINAMU; BIIaJIesel] pecTopaHa, Ko-
TOPBI caM MM YIpaBisieT; He TpeOoBaTh CepTH(MKALWK; MPOIBETaHUE
oTelnel; MOLIEHHHYECTBO, ITOCPEIHHK; 3aIUIaTUTh 3apaHee; NMPHOBITH Ha
MECTO Ha3HAUYEHUS; BIIaJeIIeL] OTeIls.

V. Match 1-10 with a-j to form expressions:

1. blue-chip a) revenues

2. to provide b) the managers

3. to boost c) a par

4. to meet d) status

5. to exploit ¢) a hotel school

6. to groom f) training

7. to have a hotel school g) management

8. hospitality h) the demand

9. to set up i) the bran

10. vocational j) high-level tuition

VI. Now relate each expression above to its definition:
1. very high and reliable rank or position.
2. to prepare (managers) for a special position.
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3. to raise income

4. to satisfy the desire of people for particular goods or services

5. to arrange teaching process done at a high level

6. a course preparing one for the job

7. to use the trade name of a particular company or producer unfairly
for one’s own profit or advantage

8. to establish (arrange) a school providing training in hotel manage-
ment

9. practice of managing of businesses, dedicated to the service of peo-
ple away from home

10. to share the responsibility of running an educational establishment
with another organization on equal basis

VII. Complete these sentences with some of the expressions above:

1. Norwich company gained itS.........ccecvevereriireerernnnne for its envi-
ronmentally friendly policy.

2. Our company ...... this hotel school.................. with GSP limited.

3. Many Swiss-based business schools claim to ...........ccccceeueeeeeee. in

hotel management.

4. Some European countries having big and established hotel and tour-
ism sectors provide excellent .........c.cccoeeveeenenne. .

5.1t’s not difficult t0 ..ocueeveviveeiee e because not all ho-
tel schools require special certification.

6. Every year several hotel schools are opened to
....................................... created for.......cccooevinenencnnicnn

VIIl. Correct the false statements:

1. Today when anonymous international chains are wide spread all
over the world, the Swiss lost their position on the top of the hotel busi-
ness.

2. The Ecole Hoteliere de Lausanne (EHL) has become one of the
premier institutions dedicated exclusively to hospitality management.

3. There are more than 1000 management schools in Switzerland
claiming to provide high-level tuition in hotel management.

4. All hotel management schools in Switzerland are independent and
haven’t linked to professional associations.

5. Some universities offer courses covering hotel management and it
helps them to boost revenues.
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1IX. Answer some questions based on the text:

1. What helped Switzerland to gain its blue-chip status in hotel man-
agement?

2. What has created a demand for grooming managers?

3. What are the most famous hotel management schools in Switzer-
land?

4. How has China’s economic boom resulted on Swiss hotel schools?

5. Why is curriculum the big question confronting the traditional
Swiss school?

X. Group work 1:

Divide into two groups. Group I should choose the criteria according
to which the hotel management schools can be grouped and present your
findings in a form of a diagram. Group II discuss the main problems Swit-
zerland has to face in providing hotel management education. Present your
findings in a form of a diagram.

XI. Language review:

Look through the text and put down all nouns denoting people. How
are they formed? What other suffixes can be used to form nouns denoting
people?

Form such nouns from the verbs in the text: work, own, boast, build,
create, found, provide, trade, rent, produce, sell, monopolise, pay, deal

XII. Discuss the following questions:
1. In your opinion what skills are needed to run a hotel successfully?
2. What do you think of hotel management in Russia?

XIII. Make a dialogue:

Imagine that you are a journalist writing about what contributed to the
success of hotel management. You have to conduct an interview with a
successful Swiss manager. Invent questions you would ask him. Then you
should interview your partner playing the role of a successful Swiss man-
ager.

XIV. Group work 2:
You are members of the Swiss Hotel Federation. You meet to discuss
the problems you have and you should work out possible solutions.
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Unit XI. MARKETING OF HOTELS

1. Read the following text and get ready to discuss it:

Hotel operation

Hotels and other residential establishments share a number of market-
ing problems. In the first place, what is sold to the tourist is not a single
product but the sum of a variety of different products, each of which could
be the principal factor accounting for the customer's choice.

First and foremost, a customer's choice is likely to be based on loca-
tion, a key factor in the profitability of the unit. Location implies both the
destination (resort for the holidaymaker, convenient stopover point for the
traveller, city for the business traveller) and the location within that desti-
nation. Thus the business traveller will want to be at a hotel close to the
company he visits, the seaside holidaymaker will wish to be as close as
possible to the seafront, and the traveller will want to be close to the airport
from which he is leaving. In economic terms a "trade-off" will occur be-
tween location and price the tourist, unable to afford a seafront property,
will opt for the one closest to the front which fits his pocket. Location is, of
course, fixed for all time. If the resort loses its attraction for visitors, the
hotel will suffer an equivalent decline in its fortunes.

The fact that high fixed costs are incurred in both building and operat-
ing hotels compounds the risk of hotel operating. City centre sites are ex-
tremely expensive to purchase and run (estimates for central London have
ranged as high as 130, 000 pounds per room for hotel construction), requir-
ing very high room prices. The market may resist such prices but is never-
theless reluctant to be based at any distance from the centres of activity,
even where good transportation is available.

The demand for hotel rooms will come from a widely distributed mar-
ket, nationally or internationally, whereas the market for other facilities
which the hotel has to offer will be highly localized. In addition to provid-
ing food and drink for its own residents, the hotel will be marketing these
services to tourists or residents within only a short distance of the site.
Clearly a very different market segment will be involved, calling for dif-
ferent advertising, promotion and distribution strategies.

Another characteristic of the product is that it is seldom uniformly in
demand throughout the year. Tourist hotels in particular suffer from levels
of very high demand during the summer and negligible demand in the win-
ter months. Even hotels catering chiefly to business travellers, while they
may experience consistent demand during the year, will find that demand
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is largely for Monday - Thursday nights and they will have a problem in
attracting weekend business, a problem known as periodicity as apart from
seasonality. This lack of flexibility in room supply and the fact that the
product itself is highly perishable (if rooms are unsold there is no opportu-
nity to "store" them and sell them later) mean that great efforts in market-
ing must be made to attract off-peak customers, while potential revenue
has to be sacrificed during the peak season because demand is greater than
supply. Even with creative selling, such as discounted winter-breaks which
the hotels have now introduced, many tourist hotels in seasonal locations
such as seasides will be lucky to achieve average year-round occupancy of
more than 50 per cent. These hotels are then faced with the choice of stay-
ing open in the winter, with the hope of making sufficient income to cover
their direct operating costs for the period, or closing completely for several
months of the year. The problem with the latter course of action is that a
number of hotel costs, such as rates and depreciation, will continue
whether or not the hotel remains open. Temporary closure also has an im-
pact on staff recruitment, with the attendant difficulties of obtaining staff
of the right caliber for jobs which are only seasonal. In recent years more
and more of the larger hotels have opted to stay open year-round, with spe-
cial packages designed to attract the off-season market. The increase in
second holidays in Britain has helped in this endeavour.

We have talked chiefly in terms of the physical characteristics of a ho-
tel which attract its market, but no less important are the psychological fac-
tors such as service, "atmosphere", even the other guests with whom the
customer will come in contact. Any or all of these factors will be taken into
consideration by customers in making their choice of hotel.

11. Match words from 1-8 with a-h to form expressions:

1. residential a) recruitment

2. to suffer b) costs

3. promotion & distribution ¢) decline

4. principal d) strategies

5. customer's e) factor

6. operating f) season

7. staff g) choice

8. peak h) establishments

1II. Give Russian equivalents of the following words and phrases:
To share a number of marketing problems, profitability, convenient
stopover point, holidaymaker, to fit one's pocket, in economic terms, to be
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opt for smth., high fixed costs, to resist prices, reluctant, good transporta-
tion, widely distributed market, negligible demand, perishable, to introduce
discounted winter-breaks, average year-round occupancy, depreciation, en-
deavour.

1V.Find in the text English equivalents of the following Russian words
and phrases:

OCHOBBIBATBCSI HA MECTOMOJIOKEHUH, KIIOYEBOH (akTop, MOTEpsTh
MPUBJICKATENILHOCTD ISl MOCETHTENeH, CpoC Ha OTENH, MPEIIOKCHHUE,
pEKJIaMHBIE CTPATErHH, MONB30BATHCSA CIPOCOM, MEPUOTUYHOCTH, CE30H-
HOCTb, OTCYTCTBHE T'MOKOCTH, BPEMEHHOE 3aKphITHE, MCHXOIOrHYECKUE
(baxTopsl.

V. It is said in the text that accommodation is not a single product but
the sum of a variety of different products. Make a list of some of these dif-
ferent products.

VI. Answer the following questions:

1. What is the key factor accounting for the customer's choice?

2. What does location imply?

3. What compounds the risk of hotel operating?

4. City centre sites aren't expensive to purchase and run, are they?

5. Why are there very high room prices in the hotels located in the city
centres?

6. Will the hotel be marketing its services not only to its own residents
but also to tourists or residents within only a short distance of the site?

7. Are hotel services always in demand throughout the year?

8. What is the problem with hotels for business travellers on week-
ends?

9. Why is it so important to attract off-peak customers?

10. Is it wise to close a hotel for several months in a period of reces-
sion?

VII. Role play:

Work with your partner. One of you is a specialist in marketing of ho-
tels. You wrote this text. The other is a journalist. Role play an interview
between the journalist and the marketer. The topic is marketing problems
with hotels.
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TOPICAL VOCABULARY

advertising strategies pexiaMHbIe cTpaTeruu

be acquired for the sake of ObITE TPHOOPETEHHBIM paH...

be in decline ObITh B yrajake

be in demand noyib30BaThCS CIPOCOM

be opt for nenate BEIOOP, MpeIOYNTATE

broaden academic base pacimpsars akageMHUuecKyro 6azy

business traveller komMmanpoBaHHbIII

capital investment kanuTaIOBIOKEHUS

cover direct costs MOKPBITh NPSIMbIE U3AECPIKKU

customer's choice BeIOOp MmokymaTens

demand cripoc

depreciation amopTu3zanus

destination HampaBieHHe, KypOpTHas 30Ha

developer npoeKkTUPOBIIMK OTENS

efficient s pexTrBHBII

face difficulties cTonKHYTBCS ¢ TPyAHOCTIMU

face the choice crosts nepen BEIGOpOM

first-time customer HOBBII KJIMEHT

fixed costs pukcupoBanHas 1ieHa

front of the house nmomemieHus: B rocTUHHULE, TA€ MPOUCXOAST KOH-
TaKThl MEXAY TOCTSIMU U CITY>KAILUMU

guest count 4ucio IIOCTOUIBIEB

holidaymaker otnpixaronmii

hospitality industry uagycrpus rocrenpuumcTsa

hotel bonanza nponseranue orenen

hotel chain ceTs rocTunuIy

hotel inventory 3anac

hotel occupancy 3anoiHEHHOCTD OTENA

hotelier Bnagenen orens

in-house communication BHyTpurocTHHNYHas CIyk0a CBS3H

insurance and pension funds crpaxoBbie 1 IEeHCHOHHBIE (HOH/IBI

intangibility npuaun Heocs3aemocTu cepsl yeryr

key factor xiroueBoii paxrop

lose attraction TepsTh NPUBIEKATENBHOCTh

low season MepTBBIN CE€30H

make strategic decisions npuHIMaTh CTpaTErMUECKUE PELLIEHUS

marketer mapkerosor

marketing MapkeTuHT
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manufacturing company npou3BoJCTBEHHAS KOMIIAHUSI

meet the demand ynoBneTBopsITH cripoc

microenvironment Mukpocpea

middleman nocpeaHuk

night audit exxeBeuepH:1st peBU3Ms (PHHAHCOBBIX JJOKYMEHTOB I'OCTHHHIIBI

offer significant benefits npeanaraTs 3HaUUTENBHBIC TPUBUIETUU

ownership structure cTpykTypa coGCTBEHHOCTU

pay in advance mIaTUTh 3apaHee

peak season ropsiuuii ce30H

perishability npuHINI HEBOCIIOJIHUMOCTH MAaTEPHANIBHBIX OTEPh JUISI
HOPEANPUSTUS UHIYCTPHH FOCTEIPUUMCTBA OT BBIHYKJICHHBIX IPOCTOEB

periodicity mepuogu4HOCTb

profitability mpuOsinsHOCTS

property coOOCTBEHHOCTh

potential client noreHIMAaIbHBINA KIHEHT

pilferage Menkoe BOPOBCTBO B HOMEpax

principal factor riaBusblIif paxTop

rack rate sTanoHHas 1eHa

rates Tapugsl

real estate HeBUXKMMOCTB

recession S5KOHOMMUYECKUH criaf

recover from recession BOCCTaHOBUTBCS TIOCJIE CIIafA

repeat customer MOBTOPHBIH KIIMEHT

resident >xuer

restaurateur Biajenel pecTopaHa

retail stores 1aBk1 PO3HUYHON TOProBIIH

room capacity riomaas TOCTHHUYHOTO HOMEpa

run a hotel ynpasyate orenem

set up a hotel school ocHoOBaTh 11KOTy 00y4€HUsI TOCTHHUYHOMY J€TY

short-run xpaTkocpo4HbIi

staff recruitment Haem nepconana

suffer decline ucnbITHIBaTH YIIaJ0K

supply npemioxenue

tax advantage HaJOroBoe MPEMMYIIECTBO

tax benefit HagoroBas mpuBUIErys

TOT (transient occupancy tax) Hajior Ha TPaH3UTHOE TPOKUBAHHE

tourist hotel otens 11 TypucTOoB

vacancy rate poIeHT IyCTYIOLINX HOMEPOB
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Unit XII. BUSINESS TRAVEL

1. Answer the following questions individually. Then compare your
answers with a partner:

1. How often do you travel by air, rail, road and sea?

2. What do you enjoy about travelling? What don’t you enjoy?

3. Put the following in order of importance when you travel:

- comfort;

- safety;

- price;

- reliability;

- speed

4. How is the business traveller different form the ordinary traveler?

5. If you were choosing a hotel for a business trip, which of these
amenities would you consider more important and less important?

- guest rooms

- general décor

- lobby and other public areas

- meeting rooms

- business centre

- restaurants and bars

- room service

- gym/health club

- hotel staff

- high-speed Internet access

- wi-fi access

- other

6. How important do you think the hotel’s cost is when business peo-
ple make their travel plans?

- very important

- quite important

- not important

1. Read the following business traveller’s priorities and rank them in
order of importance:

- good organization

- balancing cost with comfort

- easy booking

- being patient

- regular transport

- airline food

Can you add any other priorities to this list?

148



111 What problems can a business traveller face?

Link the following travel problems (causes and consequences) by
drawing lines to make logical sentences:

The flight was delayed but she overslept.

The Hayes hotel was fully booked so they went by Eurostar.

Flights to Brussels were cancelled so he was late for the meeting.

The train left on time but the meeting was at 4.00 p.m.

She arrived at 9.00 a.m. so they stayed in another one.

Have you experienced these problems?

1V. Read the text and do some exercises after it:

Business travel

Air travel in Europe has been shaken up by low-cost airlines offering
spartan in-flight service and selling tickets direct over the Internet. Two na-
tional flag carriers have recently gone bust, partly as a result of the success
of the low-cost carriers. Deregulation and liberalisation, driven by the
competition laws of the European Union, mean that governments are no
longer allowed to bail out their airlines.

Low-cost airlines are increasingly attractive to businesses watching
their costs. Many business travellers are now using them, saying that there
is no point in paying more for a flight just to get a badly-cooked breakfast.
However, the established players reply that there will always be a place for
full-service airlines, especially on long-haul routes, with ground staff, city-
centre ticket offices and so on. But all this infrastructure means that tradi-
tional airlines have very high fixed costs: it costs almost as much to fly a
plane full as three-quarters empty, and the main aim is to get as many pas-
sengers on seats as possible, paying as much as possible to maximise the
revenues or yield from each flight.

This has led to the growth of global alliances. Most national European
airlines are now members of either Oneworld or Star Alliance, and two air-
lines Air France and KLM, have opted for a full merger. Cooperation
means that airlines can feed passengers into each others' hubs for onward
journeys and costs of marketing and logistics are not duplicated.

Another aspect of travel is, of course, the hotel industry. Here there are
similar issues of high fixed costs that have led to the development of hotel
chains able to share them. Each chain is a brand and, wherever you go, you
should know exactly what you are going to find when you get there.

However, business travellers are beginning to question the sense of
travelling at all. Some argue that after the first face-to-face meeting be-
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tween customer and supplier, further discussions can take place using pur-
pose-built videoconferencing suites, webcams combined with PCs on the
Internet and so on. Costs of videoconferencing are coming down, but it is
probably more suitable for internal company communication, with col-
leagues who already know each other well.

V. Find English equivalents of the following Russian words and
phrases in the text:

MaKCUMAJIbHO YBEJUYUTh MPUObLIb, KOMMHBOSKED, MTOMOYb (hHHAH-
COBO, KOPMUTH MACCaXUPOB, PUKCHPOBAHHBIE PACXOJIBI, MAPIIPYT MOJETa
OOMBIION MaTbHOCTH, OFOJDKETHAS aBHAKOMIIAHUS, IUIOXO IPHUTOTOBIIECH-
HBIH 3aBTpaK, TOCTHHUYHASI CETh, KIIUEHT U MIOCTABIIHK.

VI. Are the following statements true or false?

1. Air travel in the USA has been shaken up by high-cost airlines of-
fering spartan in-flight service and selling tickets direct over the Internet.

2. Low-cost airlines are not attractive to businesses.

3. Most national European airlines are now members of either One-
world or Star Alliance.

4. Another aspect of travel is, of course, the hotel industry.

5. Deregulation and liberalisation, driven by the competiton laws of the
European Union, mean that governments are allowed to bail out their airlines.

VII. Answer the questions:

1. Why are low-cost airlines increasingly attractive to businesses?
2. What has led to the growth of global alliances?

3. What is another aspect of travel?

4. What do business travellers argue about?

VIII. Match the parts and make up sentences:

1. Low-cost airlines are a) have recently gone bust.

2. Air travel in Europe b) are coming down.

has been shaken up by

3. Cooperation means c) low-cost airlines offering spartan

in-flight service and selling tickets
direct over the Internet.

4. This has led d) a brand and, wherever you go,
you should know exactly what you
are going to find when you get
there.
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5. Business travellers are beginning e) now members of either Oneworld
or Star Alliance.

6. Costs of videoconferencing f) to question the sense of travelling
at all.

7. Deregulation and liberalization g) to the growth of global alliances.

mean

8. Each chain is h) low-cost airlines offering spartan
in-flight service and selling tickets
direct over the Internet.

9. Two national flag carriers i) increasingly attractive to busi-
nesses watching their costs.

10. Most national European airlines j) that governments are no longer
are allowed to bail out their airlines.

1X. Read and translate dialogue 1:

Requesting travel information
Dialogue 1

Traveller: Could you tell me, please, the time of the first morning
plane to Frankfurt?

Clerk: Yes. The first plane leaves at 8.15.

T.: Thanks. And can you tell me when it arrives so that I can let my
secretary know.

C.: It arrives at 10.00 but it may be a little late because the weather
forecast is bad.

T.: I see. Do you happen to know the time of the last plane this eve-
ning then?

C.: Well, there’s one at 11.15 but it’s fully booked, I’m afraid.

T.: Oh, well, I wonder if you’d let me know at my hotel if there’s a
cancellation on that flight, I’d be very grateful.

C.: Yes, of course I’ll do that for you. What’s your number?

T.: 5637899. Thank you. Now could you tell me how I can get to
Leicester Square, please?

X. Give English equivalents of the following Russian words and
phrases:

Korma yneraer nepseiit camoner Bo @pankdypr?

He morsu ObI BbI CKa3aTh, KOT/Ia OH MPUOBIBACT?

OH MOXET HEMHOTO OIMO3/1aTh
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[ToTomy 4TO TPOTHO3 MOTOIBI TITOXOH

He 3naeTe 1 BI, KOria yiietaer MocjieaHui caMoJIeT Cero/iHs Beduepom?

Bce Onitersl nponaHsl

He moruit ObI BBI 1aTh MHE 3HATh, 3aJIEPXKUTCS JIM STOT perc u3-3a Ty-
MaHa?

51 6611 OBI OYEHB BaM OJIaroJapeH

He mornm OBl BB CKa3aTh, KaK J0€Xath JI0. ..

XI. Answer the questions:

1. What information is requested by a traveller?
2. Does he have any definite plans?

3. What is his phone number?

XII. Discuss the following with your partner:

There are some stages of going through airport formalities. These
stages are mixed. Put them in the right order:

- talking to customs officer

- filling in the customs declaration

- getting a boarding pass

- filling an immigration form

- going to the check-in counter to have your things weighed, labeled

- going through a security check

- waiting for the announcement to board the plane

- going to the departure lounge

XIII. In pairs or small groups discuss the following questions:
a) 1. Have you ever had to go through the customs?
2. Did you have anything liable to duty?
3. Did the customs officer ask you to open your suitcases?
4. Did you carry any spirits, or tobacco for your own use?
5. How long did it take you to go through the customs and other for-
malities?

b) 1. What are you supposed to write in the immigration form?
2. Do you think a security check is a necessary measure? Why?

¢) 1.What can passengers do in the departure lounge?
2. Are there any duty-free shops here?

152



XIV. Read and translate dialogues 2 and 3:

Airport formalities
Dialogue 2

A: Could I ask you to open your luggage, please, madam?

B: Oh, ... all right. Will this take long? Only someone’s meeting me.

A: I’'m sorry but this bag is too heavy to take on as hand luggage.
You’re only allowed six kilos. You’ll have to check it in, I’'m afraid,
madam.

B: But I’ve got my computer and everything in there. And gifts for my
family.

Dialogue 3

A: I’'m sorry I have to check your hand luggage too, Madam. Could
you open this side pocket? And, er, would you mind not smoking, please?
B: Oh, I’m sorry. I didn’t realize.
Some minutes later.
A: Right. That’s fine. Thank you madam. You can go through now.
B: What! You’ve just unpacked everything in my suitcase! How am I
supposed to go through like this?

XV. Ask and answer:

1. Why was the first traveller asked to open her luggage?
2. What is average luggage allowance?

3. What is the first traveller’s reaction?

4. In your opinion how will this situation end?

5. Why was the second traveler angry?

6. In your opinion how will the second situation end?

XVI. Act out the ending of these dialogues with your partner.

XVII. Read the following three short dialogues which illustrate ser-
vices available for a business traveller.

Services
Dialogue 4

A: Excuse me, Is there anything I could send a fax from?
B: Certainly, sir. There’s a business centre on the third floor.
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Dialogue 5

A: Have you got anything smaller, sir? I don’t think I can change a
twenty.

B: Uh? Oh, just a minute. I’ll see.

A: Here you are. Keep the change.

B: Oh, thank you very much, madam. Have a good night.

Dialogue 6

A: Excuse me, could you tell me where the rest room is?

B: Certainly, sir. There’s one just across the lobby, by the elevators.
A: Thank you.

B: You’re welcome.

XVIII. Read and translate dialogue 7:

Meeting a business colleague
Dialogue 7

A: Hello. You must be waiting for me.

B: Mr. de Jong?

A: That’s right.

B: How do you do, sir. Let me take those for you. Did you have a
good flight?

A: Not bad, not bad. It’s even colder here than Cape Town, though.
And we’re having our winter.

B: Oh, yes. It’s rained all week, I'm afraid. Always does for Wimbledon.

A: Hm? Oh, the tennis. Actually I was expecting to meet Mr.Hill.

B: Yes, sir. I’'m afraid Mr.Hill had to go to the meeting. He sends his
apologies. He said to take you straight to your hotel, give you a chance to
freshen up and he’ll meet you in a couple of hours or so.

A: Oh, right. Fine.

B: You must be tired after your long flight.

A: Oh, not too bad. Luckily, I managed to get some sleep on the plane.

XIX. Translate the following words from English into Russian:

To wait for; to have a good flight; Cape Town; to rain; to have to go
for a meeting; to send apologies to take straight to a hotel; to give smb. a
chance; to freshen up; a couple of hours; to be tired; a long flight; to man-
age to get some sleep on the plane.3

154



XX. Answer the following questions:

1. What is a name of business traveller?

2. Who was a traveler expected to meet?

3. Where is Mr.Hill?

4. Where will a traveller be taken straight from the airport?
5. Is Mr.Jong tired after a long flight?

XXI. Work in groups of three:

Your company is considering changing its policy about business
travel, and you have been invited to a meeting to discuss this. You have
been asked to make a short presentation. Each of you should choose one of
these questions to talk about. Spend one minute preparing what you are go-
ing to say.

1. What is important when choosing a business hotel to stay at? Think
about location, amenities, etc.

2. What is important when preparing a foreign business trip? Think
about local customers, local working hours, etc.

3. What is important when choosing an airline to fly with? Think
about prices, schedules, etc.

XXII. Role play the following situations:

1)

Requesting Travel Information

Student A:

Choose a city in your country. You are going to travel to this city for a
business meeting over the next weekend. Telephone a travel agency and
reserve the following:

Round-trip flight

Hotel room for two nights

Restaurant recommendation.

Student B:

You work in a travel agency. Listen to student A and offer himv/her the
following solutions:

Round-trip flight: Air JTW $450 Coach, $790 First Class

Hotel room for two nights: Hotel City $120 a night in the downtown
area, Hotel Relax $110 a night near the airport

Restaurant Recommendation: Chez Marceau - downtown - average
price $70 a person.

155



2)

Student A

You must urgently fly from London to New York. Phone the travel
agency or a booking office and book a seat on a plane.

Give the date on which you want to leave London. If you want a re-
turn ticket, say so to the clerk. Say when you are planning to fly back to
London.

Student B

You are a clerk at the travel agency (or a booking company). A travel-
ler phones you and wants to book a seat on a plane.

Ask him/her when he/she wants to leave London.

Ask if he wants a one-way or a return ticket.

Ask when he is planning to fly back to London.

3)

Student A

You arrive at Heathrow Airport (London). You booked on a flight to
Madrid which leaves in one hour. You have your ticket, but have forgotten
your passport. Explain the situation to your partner, an airline check-in
clerk.

Student B

You are a check-in clerk at Heathrow Airport (London). Suggest that
your partner goes to see the Customs Officers. Perhaps they will give
him/hera temporary travel document.

4)

Student A

You arrive late at the airport, have missed your flight to Hamburg and
will be late for a meeting. Ask the information desk clerk about other
flights. Then ask if you can make a telephone call to Germany.

Student B

You work at an airport information desk. Your partner will explain
his/her problem. The next flight to his/her destination is in two hours. Seats
are available. There are public telephone boxes in the waiting area.

5)

Student A

You are at a railway station. You want to book a second-class seat on
a train from Paris to Vienna for tomorrow at 10 a.m.
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Student B

You are a travel agent. There are no more second-class seats on the 10
a.m. train from Paris to Vienna tomorrow. There are first-class seats, or
second-class couchettes on the train tomorrow night.

6)

Student A

You are a business traveller. You are checking in at the British Air-
ways counter. Unfortunately, you have excessive weight. Ask the agent
how much you must pay extra. Ask him if the plane has been called yet,
and which gate it is boarding at.

Student B

You are an agent. A business traveler is checking in at the British
Airways Counter. Unfortunately he has excessive weight. Answer the trav-
eller’s questions.

7)

Student A

You are a business visitor. You are going through security check. You
don’t want to put your camera on the belt, because you’re afraid the film
might be damaged. Ask the officer if he could check your camera by hand.

Student B

You are an officer at the security check. A business traveler is going
through security check. He doesn’t want to put his camera on the belt. He
explains he is afraid the film might be damaged. He asks you if you could
check it by hand.

8)

Student A

You are meeting your American counterpart at Heathrow (London
airport). You have come to meet him with a younger colleague. When your
counterpart comes out to you, introduce them to each other. Your col-
league will take you to the hotel where you have reserved a room. On the
way to the hotel your counterpart may be interested in some buildings and
monuments. Give explanations. Help him to check in at the hotel.

Student B

You arrive at the airport of London. Your British counterparts are
waiting for you at the airport. You aretaken to the hotel where a room is re-
served. On the way to the hotel you show interest in some buildings and
monuments. Your British counterparts give explanations. They help you to
check in at the airport.
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9)

Student A

You are Janet/John Marshall. You are Sales Manager from Aardvark
Furniture (UK). Aardvark Furniture is a multinational Danish company
based in Copenhagen(Denmark). It is planning to have a conference for its
European Sales Managers. The conference will be at the Rif Conference
centre near Casablanca (in Morocco) on 11-14 October. You want to bring
your partner (Florence/Florent Duviliers) to the conference.

You want to:

- book an extra air ticket

- reserve a double room.

(Your partner will pay for his/her expenses).

Telephone Sonja/Sven Alborg who works at the head office of Aard-
vark in Copenhagen and is responsible for all enquiries.

After receiving all necessary information telephone Sonja/Sven Al-
borg with your reply.

Student B

You are Sonja/Sven Alborg, the person responsible for all enquiries.
You work at the head office of Aardvark in Copenhagen. Aardvark Furni-
ture is a multinational Danish company based in Copenhagen(Denmark). It
is planning to have a conference for its European Sales Managers. The
conference will be at the Rif Conference centre near Casablanca (in Mo-
rocco) on 11-14 October.

Someone will telephone you.

Note what he/she wants.

Say you will telephone Salma/Samir Bekalli, the conference organiser
in Morocco, who works at the Rif Conference Cenre.

Say you will reply by fax.

Then telephone Salma/Samir Bekalli. Ask for necessary changes to
Janet/John Marshall’s booking.

Agree with Salma’s/Samir’s suggestion.

Send a fax to Janet/John Marshall.

After receiving a reply from Janet/John send a fax to Salma/Samir
Bekalli.

Student C

You are Salma/Samir Bekalli, the conference organizer, who works at
the Rif Conference Centre in Morocco. You know that Aardvark Furniture,
a multinational Danish company based in Copenhagen(Denmark), is plan-
ning to have a conference for its European Sales Managers. The conference
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will be at the Rif Conference centre near Casablanca (in Morocco) on
11-14 October.

Someone will telephone you.

The call will be about Janet/John Marshall - a participant at the aard-
vark conference.

Note all necessary details.

Situation:

- no double rooms at conference centre;

- possible in nearby Majestic Hotel;

- Majestic Hotel expensive: 740 dirhams/night for a double room.

Suggest: a provisional reservation (to be confirmed by fax).

TOPICAL VOCABULARY

announce v o0BbsSBHTS, C/IeNIaTh OOBSIBICHNE
announcement n o0bsBIIcHHE (OOBIYHO YCTHOE)
block letters meuarHsie OyKBBI

board v coBepmmTs nocaaky

board a ship (plane) cects Ha mapoxon (camoner)
boarding pass nmocasouHbIi TaoH

book v 3aka3biBaTh, Oparh OmIeT

cancel v aHHYMpOBaTh, OTMEHATh

cancellation n otmeHa, aHHyIUpOBaHUE

carry v HeCTH, HOCUTb, BE3TU

cause n IpUYUHA, TIOBOJ], OCHOBAHUE
consequence n CleCTBUE, BBIBOJ, 3aK/IIOUEHUE
counter n NpUJIaBOK, CTOHKa

a check-in-counter croiika perucrpanuu

Crew n 3KHUIax, KOMaH/Aa

customs n TaMOXKHs

go through customs npoiiTy TaMOXKEHHBII TOCMOTP
a customs duty TamMOX€eHHas MOLUIMHA

a customs declaration TamoxxeHHast JeKJ1aparyst
a customs officer TaMoXxeHHUK

declare v 3a9BHUTh, O0BABUTH

definite a orpeneneHHbIi, TOUHBIN

delay v oTKIIa1bIBaTh, 3a1€PKUBATH

departure n orripaBieHne, OTObITHE, OTHE3]
departure lounge 3a;1 oxxuanus

destination n mecto Ha3HaueHUS
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difference n pasznuna, orinuue

disturb v GecriokonTb

duty n nounmHa

a customs duty TamMOX€eHHas MOLUIMHA

pay duty on sth ynnaTuTs nonuiMHy 3a 4ro-J.

duty free He noyexanUii TAMOXXEHHOMY OOJIOXKEHUIO

drug n nexkapcTBo, HAPKOTHK

drugstore (Am) antexa

drug traffic Toprosus HapkoTHKaMu

elevator n rpy30moabeMHUK, TUQT

enjoy v HaclIaxaaThCd, MOJIy4aTh yIOBOIBCTBHE

experience n OmbIT, c1y4ail

extra a JOMOJHUTEIbHBIII

pay extra IIaTUTh AOMOJHUTENbHO, JOIUIATUTh

face v cramkuBaThCs

fill v 3anonHATH

flight n moner

formality n popmanbHOCTB

freshen up v ocBexarp

go through v npoxomrs

to go through formalities npoiitn popmansHOCTH

grateful a OnaronapHblii, TPUATHBINA

gym n rHMHAaCTUYECKUH 3all

guest n rocrb

hand v Bpyuurs, ciatsb

health n 310poBbe

hijack (highjack) n yrousats (ri1. 06pa3omM caMoJeTs)

I wonder unTepecHo 3HaTh

immigration n Bbe3/] B CTpaHy, UMMUIPALUSI

an immigration form nMMHUTpanMOHHEINA OJIaHK

importance n BaXHOCTb, 3HAUCHUE

inconvenience n Hey106cTBO

insert v BIOXXUTb, BKJICUTh

invitation n npurnamenue

invite v npurmamars, syn. ask

introduce v BBOAUTH, IPEACTABIISATh, 3HAKOMUTh

jet-lag n syn. time lag pasHunia BO BpeMEHH IpU NepesieTe B pa3Hble
4acoBbIE N0sICA,

label n 6upxa, spiBIK

label v HaBecuTh OMpKY, SPIIBIK
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leave (left) v ye3:xatb, OCTaBJISATh, TOKUIATh

let smb know cooOuiuTh, 1aTh 3HaTh

liable a 006s13aHHBIN, TOCTYITHBIH, TOICKAIINN (YEMY-II.)
link v coeTHHSATE, CBSI3BIBATh

list n criucok, epeyucHb

lobby n BectuGrois, doiie, kopuaop

luggage n Garax

measure n Mepa

nationality n HalMOHATBLHOCTE, IPAXKIAHCTBO WU MOAJAHCTBO

on time TO4YHO, BOBpEMsI

ordinary a oObIYHBII, OOBIKHOBEHHBIH, POCTOH
oversleep (overslept) v mpocmnats, 3acnatbcs
passport control nacropTHslii KOHTPOJIb

patient a TepnenUBBIN, YIOPHBIN, HACTOHUUBBII
permanent a IOCTOSHHBIN

plane n camoner

priority n npuopuTeT, HOPSJ0K CPOUHOCTH, OUEPETHOCTH
public a oOmecTBeHHBIH, rOCyTapCTBEHHBIH, ITyOIHYHBIH
rail n >xene3nas jopora

rank v kiraccuuIMpoBaTh, 1aBaTh ONPE/IENCHHYIO OLEHKY
reach v noctuus, 106paThCs

reliability n HafgeXHOCTb, 1OCTOBEPHOCTH

request n npocr0a, TpeGOBaHME, 3aTIPOC

reserve v pe3epBHUpOBAaTh, 3aKa3bIBaTh 3apaHee

safely adv B coxpanHocTH, Oe30MacHO, OIArOMOIYIHO
security n 6e3ormacHOCTb, Mepbl O€30ITacHOCTH

the Security Council Coset 6e3omacHocTu

a security check mpoBepka 6e30macHOCTH

smell v HIOXaTh, TaXHYTh, YyBCTBOBATh

smuggler n koHTpabaHIUCT

speed n CKOpPOCTb, OBICTPOTA

spirits n pl cnupTHOE

syn. alcohol ankoroinb

source n KJIt04, UCTOUHUK, IEPBONPUUNHA, HAYAIIO
suitcase n ueMoaH

temporary a BpeMEHHbIN

tobacco n Tabak, TabayHbIE U3HEIHAS

traveller n myrenecTBeHHUK

valuables n nennocru

valuable a neHHsbIi
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a valuable thing (piece of advice) nenHas Bemnip, coBer
valuable experience 11eHHBII1 ONBIT

weather forecast nporaos norojst

weigh v BecuTh, B3BEIIUBATH

weight n Bec

Unit XIII. AT A RESTAURANT

1. Discuss with your partner:

How often do you eat out? When you go to a restaurant, which of the
following is most important to you?

- elegant surroundings

- romantic atmosphere

- efficient service

- lively atmosphere

- good food

- low prices

What other things can you add to this list?

1I. Here are some stages of being at a restaurant. Put them in the
right order:

- Arriving at the restaurant.

- Ordering something to drink.

- Deciding about the dessert.

- Ordering starters.

- Ordering a main course.

- Asking for more coffee.

- Asking for the bill.

1II. Read the text and do some exercises after it:

Visiting a restaurant

1. Getting information about restaurants, choosing a restaurant, mak-
ing reservation.

Information about restaurants can be obtained in different ways. One
way is to get necessary information from directories such as "Yello Pages",
from guide-books to the city , from restaurants’ guides like "Hardens"
(the UK) or "Zagat"(the USA) and newspapers and magazines such as
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"Time Out"( the UK)which can be bought in the nearest bookstore . It is
quite possible to use the wunlimited resources of the Internet
(www.timeout.com, www.i-uk.com, www.hardens.com etc).

Another way is to apply to your friend or a business partner. Besides if
you stay at a hotel you can ask a concierge or a doorman to recommend
you a good restaurant. Some people prefer to walk along the streets look-
ing at restaurant’s signs. Many restaurants and cafes post the menu in the
window or nearby where the information about cuisine and prices can be
obtained (It’s possible to see the prices before making an order).

While choosing a restaurant you should bear in mind that restaurants
can be divided into 5 categories: Superdeluxe, Deluxe, Expensive, Moder-
ate, Inexpensive.

First three categories are famous for high quality and cooking, but
they are expensive. If the cost of a three-course dinner is more than
60 pounds (dollars) it is considered to be expensive. Mid class restaurants
usually charge between 10-25 pounds (G.Br.) or 15-25 dollars (USA).

Some restaurants are traditional ones where a waiter serves customers
and others are self-service and take-away restaurants. Besides in some res-
taurants meals may be ordered by phone. They have a special delivery ser-
vice where you can place your orders by phone or in person. The charge
for delivery is quite reasonable.

It’s better to reserve a table in a restaurant by phone otherwise the res-
taurant you choose may be filled up. While calling get information about
the timetable because some restaurants may be closed between lunch
(12.00-15.00) and supper (18.00-23.00) and sometimes on weekends. Res-
ervations in elite restaurants should be made in advance. Some restaurants
demand confirmation within 2 hours.

2. Arriving at a restaurant.

When you come into a restaurant do not rush to occupy an empty seat
even if the restaurant is not overcrowded. In some restaurants you are met
at the entrance by the headwaiter who shows you to a table or you should
wait near the plate "Wait to be seated" till a waiter comes to you and leads
you to your table. If you are determined to find a table yourself while en-
tering the dining area look for a vacant seats, choose and take a seat. You
can draw waiter’s attention trying to establish an eye-contact with him.

3. Making an order.

When you sit at a table you are given a menu. Some restaurants offer
you dinners "table d’hote", i.e. meals of several courses at a fixed price, the
guest having only a limited selection to choose from. The table d’hote is
considerably cheaper and more popular with the public. The la carte meals
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are ordered course by course, as desired, each dish separately, from the
menu card. The menu usually includes the following sections: Starters
(Appertizers), Soups, Main Dishes, Side Dishes, Desserts, Beverages.
Look it through and make a choice. You may find it difficult to understand
the names of foreign food. One way is just to tell the waiter you’re leaving
the choice to him or ask him to explain the names of the dishes. You may
need vegetarian, diabetic or particular types of ethnic cuisine.

Usually you tell the waiter what you want for the first two courses. He
will take your order for dessert and coffee later.

4. Eating.

While eating your meal you may need an extra spoon, fork or knife.
Besides you may have some particular wants such as soy meat, low-fat
products etc. When you finish the main dish the waiter clears the table and
gives a menu for you to choose your dessert. Some visitors even complain
if they are displeased for some reasons among which they cite more often -
slow service, tasteless or badly cooked meals, dirty table-cloth and glasses,
dirty furniture and careless or inattentive attendance. In this case first apply
to the waiter. If he refuses to satisfy your requirements call for the head-
waiter or the manager.

5. Paying the bill, leaving.

When you finish eating ask for the bill. It can be paid in two ways: by
credit card or by cash. While paying the bill it is customary to tip waiters.
A tip shows that the customer is pleased with the service. However in most
restaurants service charge nowadays added to avoid individual tipping. But
if the waiter has been very helpful some people like to give small tip. The
usual tip for such kind of services is between 10 and 20 percent of the bill.
The size of the tip depends on how pleased the customer is. There is no
tipping in cafeterias or fast-food restaurants.

1V. Find English equivalents of the following Russian words and
phrases in the text:

MOXHO TIPHOOPECTH pa3HBIMU CIIOCO0aMHU, ONVKANIINI KHIKHBIA Ma-
rasuH, BUTPUHA, KyXHS, 3aKa3bIBaTh, UIMETh B BUIY, PECTOPAH CPEAHEro
KJacca, o0esl U3 Tpex OJIoJ, Ips3Has CKaTepTh M MOCYyJa, HEBHUMATEIb-
HBII TIepcoHall, JaBaTh YaeBble, IUIaTa 3a 0OCIy)KHBaHUE, pa3Mep YaeBbIX,
CUYET, PECTOPAHBI OBICTPOrO OOCTYKUBAHUSL.

V. Are the following statements true or false?
a) No information about restaurants can be obtained.
b) The resources of the Internet are limited.
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¢) A restaurant can be regarded as a traditional one if there is a waiter
who serves customers.

d) To tip waiters is a custom.

¢) The size of the tip depends on how pleased the customer is.

VI. Match the verbs and nouns:

1. to recommend a) your order

2. to demand b) individual tipping
3. take ¢) your requirements
4. to avoid d) confirmation

5. to satisfy e) a good restaurant

VII. Answer the questions:

a) What are the ways to obtain information about restaurants?
b) Where should you wait if the restaurant is overcrowded?

¢) What are the reasons some visitors are displeased?

d) How much is the usual tip ?

VIII. Study this plan with useful phrases:

Plan
1) Get information about restaurants, make your choice.
Necessary phrases:
Where can I get information about ['ne MoxxHO momy4nTh HHpOpPMA-
restaurants? LUIO O pecTopaHax?
Where can we get a quick meal? I'me MmoxHO OBICTPO TOOOETATH?
Excuse me, can you tell me if there 13BunnTe, HE MOrIH OBI BBI CKa3aTh,
is a restaurant around here? €CTh JIM TIOOJIM30CTH pecTopaH?

Can you recommend a good (cheap, Ber MoxeTe mopekoMeHI0BaTh XO-
moderate, expensive) restaurant? poumii (eneBsiid, He O4YEHb J0PO-
TOH, I0pOroif) pectopan?

Where is the ...restaurant? - ['me maxomurcs pecropas ...?7
Can you help me to choose a restau- - He Morim ObI BBl TOMOYb MHE BBI-
rant? Opath pecropan?

2) Reserve a table in advance on the phone.

Necessary phrases:
Hello, I want/I’d like to book ... aJlio, s XOUy 3aKa3arTh...
a table CTOJIUK
a table for two CTOJIUK Ha JIBOMX
for tonight Ha CerOJHSIIHUMN (3aBTpaIIHMIA)
(tomorrow) Beyep
for six o’clock Ha 1IECTh YacoB
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My name is ... Ha nmst. ..

When does your restaurant Korma oH OTKpbIBaeTcsi (3aKpbiBa-

open/close? ercs)?

How do we get to your restaurant? Kak MbI MOxkeM J00paThcsi IO Ba-
niero pecropasa?

How much does it cost for a com- Ckonbko cTOWJI OB TOJNHBIA 00€]

plete meal for two at this restaurant? Ha TBOMX B 3TOM pecTopaHe?

I am afraid I’ll have to cancel the K coxanenuto, s BRIHYXICH OTKa-
reservation. 3aThCs OT 3aKas3a.

3) Come to the restaurant (if without preliminary booking).
Necessary phrases:
Do you have a table for me (us)? Y Bac ecTh CTOJIMK [T MeHs (Hac)?
I need a table for one (two, three) = MHe HyX)eH CTOIMK Ha OJHOTO
(1BOMX, TPOUX)

Do you serve...drinks? VY Bac mojaroT cnupTHOe?

What is on the menu? Yro B MeHIO?

Can you direct me to the nearest He Mormu ObI BbI yka3aTh MHeE Onu-
restaurant? *Kaimi pecropan?

4) You come to the restaurant (with reservation).

Necessary phrases:
We reserved a table for... and the Mbl 3akasblBali CTONMK Ha... Ha
name is... AMHL...

I would like to sit in a corner (in a f xorex ObI cecTh B yrity (B CEKIUIO
non-smoking section, by the win- st HEKYpsIIUX, Y OKHA).
dow)

Is this place taken? 3nech He 3aHATO?

Where can | wash my hands? I'ie MO>XHO BBIMBITH PyKHU?
5) Make an order.
Necessary phrases:

Excuse me we are ready to order MEI TOTOBBI 3aKa3bIBATh.
Excuse me we are in a bit of a MsI BooO1ie-To TOpormrMcs.

hurry.

Could we please see the menu? MoXHO MEHIO?

We are not ready to order yet. MBI elnie He TOTOBBI CIIETATh 3aKas3.

What do you recommend for a Yro BBl MOXKeTe IOpEKOMEHIOBATH

starter, a meat dish, dessert? U3 3aKyCOK, MSCHBIX OJIOJ, Ha Je-
cept?
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What is the house speciality? Kakue y Bac ¢hupmennsie 6mrona?

What...do you have? Kakue y Bac...?

vegetables OBOIIH

salads caJaTbl

fruits GpyKTHI

I will take... 51 BO3bMY...

I’dlike ... s 6yny...

Could I have..., please? MHe GBI XOTeNoCk. ..

Can you prepare a salt-and-spice Moxere U BBl NMPUTOTOBUTH MHE
free meal for me ? emy 0e3 conu U creruii?

I really don’t think I want... MHe He xouercs. ..

6) Eat your meal. If you need something else ask the waiter to
bring it.

Necessary phrases:
Could I have one more chair (spoon, Iloxanyiicra nmpuHecuTe emie OAUH
napkin, fork etc). cTyn (JTOXKKY, canderky, BHIKY H
T.J1.).
We need one more setting. Hawm Hy>XeH elie onuH npuoop.
How is it prepared? Kax sTo nmpuroroBneno?

If something goes wrong apply to the waiter, the headwaiter or a man-
ager.

Necessary phrases:
I didn’t order that. 51 370 He 3aKa3bIBAJI.
Could you replace that? 3TO MOKHO 3aMEHHTH?
Will you please call for the head- [lozoBure  moxamyiicra  merp-
waiter/manager? J0TeIs/MEeHeDKepa.

Can I see the manager ? 1 wish to [Ipuriacure, noxanyiicra, MEHEIDKe-
complain about the terrible food pa. I xo4y moxanoBaThcs Ha yKac-
I’ve been served. HYIO €11y, KOTOPYIO MHE ITOJIaJIH.

Ask about restaurant’s facilities if needed.
Excuse me where can | have a ['nme3neck MOXHO MOKYpHTH?
smoke ?

Is there a band in the restaurant? Ecte 1t B pecropane opkectp?
Order dessert if you haven’t done it yet.
Necessary phrases:

What kind of desserts do you have? Uro y Bac ecth Ha gecepT?

I’d like rice pudding (ice-cream, MHe ObI XOT€IOCH PUCOBBIH ITyIHHT

jam, chocolate mousse, etc.). (MOpoXeHOe, BapeHbe, LIOKONa-
HBII Mycc).
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7) Pay the bill and tip a waiter if he deserves it.

Necessary phrases:
Could I have the bill, please. Oc¢urmanr, cyer, noxaiyicra.
We want that on separate checks. ~ MBbI m1aTuM Mo OTAEIBHOCTH.
I’ll pay my own share. 51 3a cebs 3amiavy cam.
Let me settle the bill JaBaiite s 3aruiady 1o cyery.
It’s on me today. S yromaro/mnaqy.
Do we have to leave a tip? Hano ocraBuTh yaeBbie?
Keep the change. OcranpHOe OcTaBbTE cede.
Where can we get something to take ['1e MokxHO KynmuTh 4YTO-HHOYB,
out ? 9TOOBI B3STh C COOO?

IX. Read and translate dialogues 1-4. Act them out with your partner:

Choosing a restaurant, making reservation
Dialogue 1

Yan: So, Clair, can you recommend me a good restaurant? My uncle

who is staying with me for the weekend wants to go out.

Clair: Oh, well...I tried a new restaurant last week. It’s name is Joe’s

Cafe.

Yan: What’s it like?

Clair: It’s wonderful. The food is great and the prices are reasonable.
Yan: We’ve got to go there. Where is it?

Clair: The address is 45 Red Street.

Yan: Thank you.

Clair: Not at all.

Dialogue 2

A: Hello! The The Classical Cafe.
B: I want to book a table for two for tonight for 9 o’clock.
A: I’m afraid we’re fully booked until seven unless you want some-

thing earlier.

168

B: Do you have anything around seven or seven-thirty?
A: Would seven o’clock be O.K.?
B: Yes, please.

Dialogue 3

A: The Ivy. Can I help you?

B: Can I make a reservation for tomorrow?
A: Certainly. For what time?

B: Seven o’clock. We are a party of three.



A: O.K. Could I have your name, please?

B: My name is Brown.

A: And your phone number?

B: It’s 7654934347634. The Lion Hotel.

A: All right, Mr Brown. That’s a table for three, tomorrow evening at
7 o’clock.

B: Thank you. Good-bye.

A: Good-bye.

Dialogue 4

A: The IMAX, how can I help you?

B: I’d like to place an order.

A: What would you like?

B: Well, I"d like one prawn curry, one chicken and a portion of stir-
fried vegetables, please.

A: Would you like anything to drink?

B: No, thanks.

A: What’s your name and address, please?

B: Jane Smith, 56, Cedar Lane.

A: And your phone number?

B: It’s 7654890. How long do you think it will be?

A: In about thirty minutes.

B: That’s great. Thank you. Bye.

X. Find in the previous dialogues English equivalents of the following
Russian words and phrases:

PEKOMEH/IOBATh XOPOIIHI PeCTOpaH, pa3yMHBIE II€HBI, 3aKa3aTh CTO-
JIMK, C/IeNIaTh 3aKa3, CTOJUK Ha TPOHX.

XI. Read and translate dialogues 5-7. Act them out with your partner:

Entering a restaurant, finding a seat
Dialogue 5

A: Good evening. Two for dinner?

B: Yes, that’s right.

A: Where would you like to sit?

B: Could we have a table near the window, please?
A: Certainly.
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Dialogue 6

A: We reserved a table for two and the name is Brown.

B: Good afternoon, Mr Brown. I’ll show you to your table. Come
here, please.

A: Thank you.

Dialogue 7

Waiter: Come with me, please.

Visitor: Could we have the menu, please?
Waiter: Certainly.

Visitor: Thank you. We’ll order in a few minutes.

Making an order.

XII. Read and translate dialogues 8-10. Act them out with your partner:

Entering a restaurant, finding a seat
Dialogue 8
Waiter: What would you like to order?
Julia: "1l begin with caviar and then I’ll have a steak, fried potatoes
and a bottle of beer.
Waiter: Would you like to order dessert now?
Julia: I’1l order dessert later.

Dialogue 9

Waiter: May I take your order?

Customer: Yes, I’d like roast turkey and fried potato, please.
Waiter: All right. And would you like a salad?

Customer: Yes, I’ll have a mixed green salad.

Waiter: And would you like anything to drink?

Customer: Yes, I’d like soda, please.

Dialogue 10

Waiter: Would you like a dessert?
Visitor 1: Oh, yes, I think so... Do you want a dessert?
Visitor 2: Definitely! Could we have another look at the menu, please?

XIII. Read dialogues 11-16. Act them out with your partner:

Eating, using restaurant’s facilities
Dialogue 11
A: Would you like anything to drink?
B: Yes, thanks.

170



Dialogue 12

A: Excuse me. Could we have some more coffee, please?
Waiter: Yes, of course.

Dialogue 13

A: Would you like anything else?
B: Not at all, thanks.

Dialogue 14

A: Excuse me, what is this, please?

B: That’s your pizza, madam.

A: Yes, I know what it is, but it’s not what I ordered...

B: I’'m sorry.

A: T ordered the lasagne with green salad. I think you must have the
wrong order.

B: I’ll just go back and check, sorry about that.

A: Okay, you go check, I think you’ll find ...

Dialogue 15

George: Excuse me. Waiter!

Waiter: Yes, sir.

George: I asked for my steak to be well-done but it is still pink in the
middle. I can’t possibly eat it like this.

Waiter; I’m sorry about it. I’d take it back to the kitchen and ask the
chef to cook it a bit more for you. That will take a few minutes, though.
Would you like a drink while you’re waiting?

George: Yes, I’ll have a fruit juice.

Waiter: I’ll bring you one right away.

Dialogue 16

Waiter: Can I help you, madam?
Woman: Where are the ladies’ room, please?
Waiter: Over there, next to the bar.

XIV. Give Russian equivalents of the following English words and
phrases:

Would you like anything to read?

Would you like anything else?

I think you must have the wrong order.

I can’t possibly eat it like this.

Would you like a drink while you’re waiting?

Can I help you, madam?
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XV. Read dialogues 17-20 and act them out with your partner:
Paying the bill
Dialogue 17

A Is the tip included in the bill?
B: I don’t think so. It says on the menu: GRATUITIES AT YOUR
OWN DISCRETION.

Dialogue 18

A: Do you think we should leave a tip?

B: How much is it?

A: Ninety pounds fifty.

B: Oh, leave him 10 pounds. He has been very nice.

Dialogue 19

A: Waiter, our bill, please.
B: Yes, sir. Would you like separate bills?
A: No, one bill will do.

Dialogue 20

B: Here you are, sir. Thirty pounds, please.
B: Here is thirty-five. Keep the change.
A: Thank you, sir. Good afternoon.

XVI Role play the following situations:

1)

Student A and B

You are colleagues from work having dinner at a restaurant. After ar-
riving at a restaurant, you order your starters, main courses, something to
drink, a dessert/coffee. You are both quite hungry. One of you is a vege-
tarian. After having meal ask for the bill. The menu is given below.
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&MI

Mena (T $ 1350 (including Vi) Pesseris
Starfers Fruit salad
Soup of the Pag (served with French *
bread) Chocolatg gatesa  Coffee 50¢ gxira
Home-made pate (served with toast) Beverages

D P PPN Wines tlouse White 55’50
Main Courses Red & 650
Chicken Hiev (breast of chicken Beers: dreughf or
stuffed with garfie butter and parsley) bottled fif2 pint)  $1.20
* Mingral water $1.00
i2 cz. rump steak ($ 2.50 gxfra) (served | 79Il spirifs & 150

with Freneh: fries, onion rings, and
mushrooms)
Vegetables in sgason  Green [ mixed

saled

sscnas P9 CE0NRETAIGNBREONRNIRITPARE

Student C

You are a waiter in a restaurant. You’re feeling in a good mood, so
you are going to be very polite. You want to get a good tip. Serve two peo-
ple coming to your restaurant.

2)

Student A and B

Work with your partner. You are having a business lunch together.
Take turns to be the host and help your guest choose something to eat and
drink from your menu. On the menu, write down the names of three differ-
ent starters and main dishes which are typical of your country.

The first dish should be something you dislike and never recommend
to anyone.
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The second dish should be something you really like and think every-
one should try.

The third dish should be something which is quite difficult to describe.

If you want add a couple of wines to the wine list.

MENU
Starters
1.
2.
3.
Main dishes
1.
2.
3.
Wine list
1.
2.
3.

When you are both ready, use Speaker A’s menu first.

Speaker A (the host): help your guest to choose a meal, describing the
dishes if necessary and recommending some dishes (or not).

Speaker B (the guest): find out as much as you can about the dishes
before you choose. Don’t be too easily persuaded or dissuaded.

Then change over and use Speaker B’s menu. Speaker B is now the
host, Speaker A the guest.

3)

Student A

You are a visitor to your partner’s hometown. He/she has invited you
to a restaurant. Use a menu below. Talk about it, choose what you would
like to eat, talk about the restaurant. Ask questions about the town and
what there is to see and do here.

When you have finished, reverse roles. Talk about your birthplace or
hometown. Finally, when the bill arrives, offer to pay. Final comments on
the meal. Decide what to do next.
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MENU

Roasted Peppers

Two halves of red pepper filled with
Sun dried tomatoes. Finished with
basil and garlic.

Fish Soup
A rich broth of fish stock with
whole prawns, squid and mussels.

Mushrooms with Garlic
A steaming hot dish in oil and garlic.

Salmon and Dill

Smoked salmon served with dill and lemon.

Tomato Salad with Garlic and Herbs

Tomatoes dressed in extra virgin
olive oil with basil and chives.

Trout with Herbs

Fresh trout baked in the oven with
rosemary and thyme. Served with new
potatoes or rice.

Grilled Seafood

A mixture of grilled prawns, mussels

and squid served with garlic bread and salad.
Hake with Parsley

Fresh hake steak fried in oil with parsley

Fillet Steak

Grilled fillet steak garnished with
Butter. Served with new potatoes.

Roast Lamb
Oven baked shoulder or leg lamb with

Garlic and rosemary. Served with new potatoes.

Spiced Lamb

Barbecued chunks of lamb with onions, peppers

and cashew nuts. Served with rice.

Starter
3.50 pounds

4.00 pounds

4.50 pounds

4.40 pounds

3.00 pounds

Main Course
Fish
15.00 pounds

17.00 pounds

15.00 pounds

Meat
17.00 pounds

15.00 pounds

14.00 pounds
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Chicken with Sherry Vinegar 14.00 pounds
Fried and served in a deep dish, with
new potatoes.
Chicken Stir Fry 16.00 pounds
Chicken breast lightly fried in rich
assortment of chopped potatoes
Desserts
All desserts 4.50 pounds
Strawberry marinque with ice-cream
Apple and apricot tart
Summer fruit cheesecake
Chocolate cake with cream
Fruit of the day
Fresh fruit salad
Ice-creams

Student B

You receive a visitor to the town where you live. You agree to have a
meal in a restaurant. Talk about what to eat, choose what to have, comment
on the restaurant, talk about the town and the number of visitors, tourism,
places of interest.

Act out parts of the meal. Comment on the food.

Finally, ask for the bill. You intend to pay - you are the host. Final
comments on the meal. Decide what to do next.

TOPICAL VOCABULARY

Acid a xucnbrit

appetizer n 3akycka

bar n Gap, 3akycounas

bill n cuet

heavy bill 6ombmoii cuer

pay the bill onnartuts cuer
ask for the bill omnatuts cuer
bitter a ropbkuit

café n xage

self-service café kage camooOcy)nBaHHS
Can I have? Mory s 3aka3ath?
a la carte nopionHsle Oioaa
chef n mred-nmosap
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excellent a oTinuHbII

for a first course Ha nepsoe

for a main course Ha BTOpOE

for dessert Ha necept

fork n Buiika

meal n npueM nunu

complete meal nonHsIi 06ex
substantial meal nnotHas ena

menu card MeHIO

see the menu B3rIAHYTh Ha MEHIO
napkin n canderka

order n 3aka3

order v 3aka3pIBaTh

wrong order HEeNpaBUIIbHBIN 3aKa3
recommend v peKOMEHI0BaTh
reservation n npeBapuTENIbHbIN 3aKa3
cancel reservation oTkazaThcs OT 3aKa3a
restaurant n pecropas

cheap restaurant nemesslil pecropan
moderate restaurant He O4eHb JOPOTOM PECTOPAH
expensive restaurant 10poroit pectopat
choose a restaurant BeIOpaTh pecropaH
salty a conmeHbIi

setting n mpubop

sour a NPOKUCIINHN, KACIBIN

speciality n pupmennoe 611010

Spoon n JI0XKKa

stale a uepcTBbII

sweet a ciagkui

table d’hote oOmmii cron

take a table 3aHsTh cTONMMK

reserve /book a table 3akazaTh cTonux
a table for two cronuk Ha ABOMX

tip n yaeBble

leave a tip ocTaBuUTh UaeBbIe

tray n moaHoc

vacant seat cB000OTHOE MeCTO

waiter n opunnanTt

well-cooked a xoponio npUroToBIEHHBIN
wine glass n promka J11 BUHa

wine list kapTa BUH



SUPPLEMENTARY READING

These are some texts giving more information about such topics as:
1. Visiting a restaurant

2. Hotel types

3. Staying at a hotel

4. Negotiating.

5. Travelling by air

6. Travelling by train

7. Telephoning in English
8. Recruitment

9. Business travel

10. Hospitality industry
11. Meetings.

12. Conferences

13. Presentations

Read the following texts and get ready to discuss them:

Text I
Phone analytics are changing the future of marketing

Big data is growing bigger every day. It’s so big, even the U.S. gov-
ernment is putting it to work, with an extensive plan investing millions
every year. By 2020, our digital universe is expected to grow to 40 zet-
tabytes (one zettabyte is ~1 billion terabytes) up from 3.2 zettabytes in
2014. About 85 percent of that data is coming from new sources.

Data is important for business success, but without the right tools for
analysis, it becomes a double-edged sword. Unless you can understand
what the data means and then use it to improve the business -- it has no
value to you.

There are countless web analytics tools available to help you see how
well your online marketing campaigns are doing -- but what about phone
analytics? With a deeper understanding of what happens with customers on
the phone, your business can gain more of a competitive edge.
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1. Nextiva analytics: phone call insights

Launched in March 2016, Nextiva Analytics offers the ability to har-
ness the big data hiding in calls into and out of a business. Using the plat-
form, it is possible to get an overview of all the call activity within a cer-
tain timeframe, see the activity for a select group of people, and compare
real-time and historical data.

"As a data-driven company, we understand the importance of data for
deep business insight and agile decision-making," says Tomas Gorny, Nex-
tiva’s chief executive officer. "Nextiva Analytics provides critical data and
analysis to foster growth in businesses of every size. Stakeholders can now
view, analyze and act like never before and get exponentially more value
out of the NextOS platform."

While those in the call center industry would likely find the product
most useful, the beauty is all businesses will be able to use it to make ad-
justments to strategy and processes. With more than 225 report combina-
tions and the ability to customize reports and dashboards, it’s easy to turn
data into actionable insights.

For many small businesses, workforce management and analytics tools
are costly and just don’t fit into the budget. Nextiva’s platform is priced at
$50 a month for up to five users, and $5 a month for each additional user,
making it an affordable way to tap into what big data has to offer.

2. How businesses will benefit

With phone-call analytics, call centers can keep an eye on quality and
customer experience. Nextiva Analytics built-in gamification tools can
help keep employees engaged and performing well.

Phone calls are a vital part of marketing campaigns, particularly for
the business-to-business market, where calls are scheduled after lead in-
formation is entered into a web form. But, without call-tracking data,
there’s no way to know how well the sales team is doing with those follow-
up calls. Learning how well the calls are working allows you to see where
adjustments need to be made.

Which days of the week perform better? Which times of day perform
better? Are there trends in the lower performing days and times you could
make adjustments to for better results in the future?

Maybe a simple change of script could be enough to boost the conver-
sion rate? Maybe certain agents need more training to effectively convert
customers? Maybe you’re spending too much of your marketing budget
driving calls early in the sales funnel, when customers would be more re-
sponsive to hearing from you after they get information via other channels.
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Go beyond analyzing the length, date and time of the call. Conversa-
tion analytics allow you to search conversations from keywords, to under-
stand which ones are being used, how they’re used and their impact on the
conversation. Find out if agents are using the correct language on calls and
how well customers are responding to it.

3. What this means for the future of marketing

As Nextiva Analytics works to add more integrations to their soft-
ware, it has the power to change the way marketers do their jobs. The more
data we have available, the more precise and targeted campaigns can be.

Marketing is already focused on personalization and the mobile shift.
Research shows U.S. businesses earn an estimated $1 trillion in revenue
with "click to call" commerce. Using the analytics data, businesses can
take steps to improve hold times and customer service response, reducing
the call abandonment rate and boosting profits. The future of marketing
remains reliant on the data we have available -- and what we can learn
from it.

If your business uses the phone to communicate with customers in any
shape or form, skipping an investment in phone analytics could mean miss-
ing a major growth opportunity.

https://www.entrepreneur.comv/article/273584

03/07/2017

Text 11
The best restaurants of England

Travelling in England, it would be a folly not to taste culinary delica-
cies in the famous restaurants of the country. There are different interiors,
cuisines, air in the establishments, but all of them are worth visiting, as
they are some of the best restaurants in England.

A restaurant with a humorous name The Fat Duck has started its
work twenty years ago. Today it has three stars from Michelin restaurant
guide and the second position in the best restaurants rating according to
The Elite Traveler magazine.

The main course of the establishment is duck. It is ordered by frequent
visitors as well as by these who visit the restaurant for the first time. The
cooks astonish clients bymarvels of molecular gastronomy. The restaurant
is glorious by its unusual dishes. Here you can try ice-cream which tastes
like bacon and eggs, snail porridge or mustard grain ice cream. In "The
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Fat Duck" you can try the courses which are impossile to taste some-
here else. The restaurant is located in the southern town of Bray.

If you see Fifteen restaurant on your way, don’t pass by. Its owner is a
TV-star, famous chef and author of books Jamie Oliver. He was awarded
with the Order of the British Empire for his social activism and healthy
diet promotion.

Fifteen restaurant is a part of a charity fund, set up by Jamie Oliver.
Its purpose is a free training of fifteen teenagers from troubled families
to work in a restaurant.

The restaurant consists of two zones. In one of them traditional Ital-
ian dishes are served. The other part of the hall is posher: luxurious inte-
rior, dainty menu, open kitchen, wine storage. In the establishment Jamie
Oliver’s specialities are served. Cooking masterclasses are often held
here. The restaurant is situated in London close to Old Street underground
station.

Is it possible to visit real tropics, staying in England? Sure! You just
need to come by Rainforest café. This is an establishment with special
atmosphere. Its interior decoration is designed to resemble a tropical for-
est: lianas, waterfalls, exotic animals and giant butterflies. Children will
like this café for sure. Here you can taste terrines, seafood dishes, pasta,
burgers and many others.

The Caramel Room is worth visiting by candy hounds and fashion-
mongers. It is a unique café where they serve sweet pastry in the form of
vanities: bags, shoes, swimsuits. Here you can have a taste of the latest
pret-a-porter collection. Madonna, Victoria Beckham, Gwyneth Paltrow
visit The Caramel Room.

However the café is famous not only for its pastry. Here one can try
dishes of the Middle Eastern cuisine: hummus, falafel, sambousek. The
Caramel Room is located on the ground floor of The Berkeley hotel in
London.

Do you want to beat up the quarters of one of the world’s most expen-
sive restaurants? Then Gordon Ramsay is waiting for you. It is one of the
best houses in the capital, awarded with three Michelin stars.

The restaurant was founded in 1988 personally by Gordon Ramsay, a
chef and a cooking show master. This house will catch fancy for every
gourmet. Sophisticated dish descriptions in the menu will make you hun-
gry even if you have just eaten. Here you can order Sauteed foie gras with
roasted veal, almonds, carrots and Cabernet Sauvignon vinegar or Roast
pigeon with sautéed foie gras, fennel, cherries, lavender, honey. In Gordon
Ramsay restaurant the interior, menu, service are above all praise.
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The house is situated near the Thames embankment. There are always
many diners in the restaurant, so you would rather make reservation a
few days in advance.

Text 111
Travelling on Business

People started travelling in the ancient times. Travelling was really
dangerous in those days but there were always brave people who went on
discovering new lands, in search of wealth and fame.

Nowadays things have changed significantly. Hundreds of travel
agencies are willing to help you if you are planning to go somewhere.
Holidaymaking has become one of the most profitable industries and the
budget of many countries.

Employees of different countries usually go on business trips. Busi-
ness travel is the practice of people travelling for purposes related to their
work. There are many reasons of going on business: to make a contract, to
discuss different terms of delivery, payment or shipment, to have tests, to
do consultancy, to improve one’s professional skills, to work, etc.

Business necessities may also include: trade fairs, participation in
congresses or seminars, further education, excursions for research, scien-
tific campaigns, study trips, school or exploratory trips etc.

Business today is really international. Usually itinerary of the trip is
carefully planned by the head of the department or an executive. Once the
employee knows where he is going, he can investigate the airport, rail and
hotel amenities to determine which will provide him with the best business
services including good Internet access.

Whether it is the first or thousandth business trip, the raveler should
be conscious of conduct that is considered proper during the absence from
the office. As a representative of the company, a businessman has to know
how to behave appropriately on a business trip.

These are some recommended steps to follow:

«to pack all essential (saoicubiil, HeobxoOumbili) items in a carry-on
bag to avoid being ill-prepared for business if the airline loses the luggage.

. to dress professionally during the entire trip. The clothes should re-
flect the fact that the person is on a business trip, whether he is on a plane,
on a golf course or in a conference room.

. to be prepared and be on time, it is not a good decision to be 10 min-
utes late for an important meeting.
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. to use proper business language. Even though some business trips
may include more casual (06bi0ennuiii, nosceonesnwiti) situations, such as
lunch, dinner or even golf, it is better to keep in mind that you are still rep-
resenting your company, and like the old saying goes, "Loose lips sink
ships".

« to brush up on table manners and the basics of business etiquette (Oe-
nosoul smuxem). This may help avoid some embarrassing (nerosxuil, He-
yOobHwt) situations while on the trip.

. to conduct oneself with grace (docmouncmeo, maxm, nobeznocme)
and decorum (npunuuue) at all times. If the person is uncertain about these
terms (ycrogus), it is advisable to consider buying a book on business eti-
quette for some light reading while on the plane.

Text IV
The structure of modern hospitality industry

Being dedicated to the service of people away from home, hospitality
industry is concerned with their accommodation, provision of food and
drink, their transportation and entertainment. That is why the institutions
which provide these services, are divided into three branches: hotel busi-
ness (provision of places to stay), restaurant business (provision of food
and drink) and tourist business (provision of transport and entertainment).

The hotels may be classified according to location, prices, and type of
services offered. By virtue of their location, hotels may be central (situated
in the city centre), resort (in exotic locations), airport (for air passengers),
and freeway (on the highways). By virtue of prices, hotels can be classified
into luxury, up-scale, mid-scale, and budget. And by virtue of services of-
fered, hotels may be classified into full-service (with all sorts of services),
economy (offering clean, reasonably sized and furnished rooms), residen-
tial (for long-term guests), all-suite hotels (rooms with adjacent lounge and
kitchenette area).

Classification of restaurants may be based on two factors: menu and
services offered. According to the menu, there are two main categories:
full-service and specialty restaurants. Restaurants of the first type have
more than a dozen main-course items that are cooked to order. Specialty
restaurants specialize in one dish (pizza, hamburger, chicken, steak, sea-
food, etc.). According to the services, the restaurants are classified into oc-
casion (also called luxury) and casual restaurants. Two types of services
are used in occasion restaurants: French service (the food arranged on plat-
ters and presented to guests, after which the preparation is completed on a
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trolley-like side table with a gas burner), and Russian service (the food is
cooked in the kitchen, placed onto a serving dish, and served to the guests
individually with a serving spoon and fork). Casual dining is characterized
by relaxed atmosphere, where not only Russian service is typical, but also
its simplified version called American service (the food is prepared and put
into individual plates in the kitchen before being carried into the dining
room), and even buffet-type service (self-service).

The tourist business deals with promoting, transportation and accom-
modation. Among the promoters are tour wholesalers (who design and
package tours), tour operators (who sell tour packages to tourists and act as
escorts (guides), travel agencies (who sell on behalf of airlines, rail and bus
companies). The transportation businesses are airlines, cruise lines, rental
auto and bus companies. The accommodation businesses are motels (hotels
for motorists), resort hotels (hotels in exotic places for people on holiday),
destination-management companies (organizations in charge of developing
and implementing tourist programs in the areas attractive to tourists). The
tourist market is divided into segments (user-groups) according to the buy-
ing possibilities of the clients: mass, middle and luxury markets. People
who travel with a group make a group inclusive tour, and those who prefer
to travel alone are called independent. When the people are taught to deal
with ecology of the region they are visiting, they are called ecotourists.

Text V
Travelling by Air

The rules for passengers who are going abroad are similar in most
countries, but sometimes there might be a slight difference in formalities.

If, for instance, you are supposed to begin with going through the
customs, you’d better fill in the customs declaration before you talk to
the customs officer. An experienced customs officer usually "smells" a
smuggler, but he may ask any passenger routine questions, for instance,
"Have you got anything to declare?" or "Any spirits, tobacco, presents?"
The usual answers would be, "Yes, I’ve got some valuables, but I’ve put
them all down in the declaration", or "I’ve got two blocks of cigarettes for
my own use" or something of that kind.

Then you go to the check-in counter where your ticket is looked at,
your things are weighed and labeled, a claim-check for each piece of lug-
gage is inserted in the ticket and you are given a boarding pass, which has
a seat number on it. Of course, if your luggage weighs more than 20kgs,
you have to pay extra. The next formality is filling in the immigration
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form and going through passport control. The form has to be filled in
block letters. You write your name, nationality, permanent address and the
purpose of your trip. In most countries there is also a security check when
your carry-on luggage is inspected. This is an anti-hijacking measure, and
anything that might be dangerous or disturbing to other passengers must be
handed to one of the crew and only returned to the owner after the plane
has reached its destination.

After fulfilling all these formalities you go to the departure lounge
where you can have a snack, read a paper, buy something in the duty-free
shop and wait for the announcement to board the plane.

Some of these formalities are repeated when you arrive at your desti-
nation. The customs declaration and the immigration form are often filled
in on board the plane. At the airport you may be met by a specially trained
dog who will make sure that you are not carrying drugs, and the immigra-
tion officer might want to know at whose invitation you are coming and
whether you have a return ticket.

There is another inconvenience you have to be prepared for when
travelling long distances by plane. It’s the jet-lag, a difference between the
time you are accustomed to and the new time.

At first you won’t be feeling very well because of it, but don’t worry -
it won’t take you long to get used to it.

(Bonk N.A. English for international cooperation)

Text VI
Travelling by train

People are fond of travelling by train. Travelling by train is slower
than by air but it also has its advantages. If you are going to travel by train
you'd better book seats beforehand because many people are fond of trav-
elling by train. There are some reasons why people choose railroad.

Train is the cheap means of travelling. If it is summer outside it will
be better to think of your trip before the vocation starts. To understand how
true this is, you only have to go to a railway station. There you will see
hundreds of people hurrying to catch a train. You'll waste a lot of time
standing near the booking-office trying to buy a ticket.

Modern trains have very comfortable seats in all passenger cars,
and there are sleeping-cars and dining-cars which make even the longest
journey enjoyable. In a dining-car you can buy lunch, dinner, coffee or tea.
Sometimes a waiter from the dining-car brings round cups of coffee to pas-
sengers.
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You can buy first-class, second-class and third-class sleepers in a
separate compartment. A first-class ticket costs 50% more than a second-
class ticket. On long journeys there is a ticket inspector, who visits every
passenger to see if he has the right ticket and is not travelling in the wrong
class.

If you are early before the train starts you can leave your suit-cases in
the compartment and walk up and down the platform. Some people forget
when and from which platform and track their train will be off. They can
always ask for the track, platform and train numbers at the railroad station
information bureau and also get information about next trains and their
schedules.

There are express, slow and long-distance trains. If you want to go
somewhere and get there as quickly as possible you'd better know that ex-
press trains only stop at the largest stations while slow trains stop at all sta-
tions. You can get to far countries only by a long-distance train. Once you
are in your compartment you have to ask the guide to bring in the bedding.
There are usually two lower and two upper berths in a third-class sleeper
compartment. Some people like to occupy upper berths because it is more
convenient and exciting to travel. During your way on the train you can
read newspapers, books, look out of the window, drink the tea, communi-
cate with your neighbors or sleep. You can have something to eat at the
stations when the train makes stops.

When a passenger reaches the end of his journey and leaves the train,
he has to give his tickets to the ticket collector at the exit before he can
leave the station. If he has luggage and wants someone to carry it for him
to a waiting car or taxi, he must ask a porter. The porter does not make a
charge for this service, but he expects a tip.

Though we all seem to agree that the future belongs to air transport,
the railroads today still carry a lot of passengers and goods.

Text VII
Ways to Travel the World Without Breaking the Bank

You can see the world on a shoestring budget. Here's how.

Over the years I’ve had the privilege of traveling all around the world.
While that may sound posh or even luxurious, I can say that my experi-
ences are far from it. In fact, some of my best times traveling were when |
spent the least. I know to some that doesn’t sound realistic, but believe it or
not, you can see the world on a shoestring budget. Here’s how:
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1. Book your flight months ahead

This is a classic piece of travel advice, but also one of the most impor-
tant that you could follow. According to Skyscanner, some of the cheapest
months to book vacations are in November and May (during offseasons).
Additionally, the earlier you book, the cheaper the flight will be. While it
might seem like a lot of commitment to book this far ahead, the benefits it
will serve in the long run will be tenfold (plus, you’ll have something to
look forward to).

2. Look out for package deals

Package deals can be a great way to save money on a trip. Generally
speaking, the reason why these deals exist is that they’re trying to sell a
less popular item coupled with a very popular item. For this reason, I’ll say
that you should do an extensive amount of homework before committing.
But the value of finding a good one could be tremendous.

3. Go for transitional periods

If you’re looking to travel to a specific spot, then transitional periods
can be one of your best bets. Especially when it comes to places such as
the beach or ski resorts, going in a period in-between seasons could save
you big time. Not only will the weather still be enjoyable, but you could
potentially avoid being around a huge group of other travelers. Addition-
ally, as the overall rates are dropping for bookings, expect businesses and
venues around the area to drop their prices too.

4. Learn to cook on the road

Perhaps one of the biggest ways you’ll save (with or without travel-
ing) is by cooking for yourself. It goes without saying that going out to eat
is one of the quickest ways for a travel budget to evaporate, so cooking on
the road is imperative. This will not only be a great skill to have for life
(especially when it comes to buying groceries and preparing them effi-
ciently), but it will make the times you do go out in your travels much
more enjoyable.

5. Turn it into a work holiday

Even if you’re not willing to shell out your paid time off quite yet,
there’s still some alternatives for how you can use your work to travel.
Consider convincing your boss to let you go to a conference (such as
SXSW) or meeting abroad. While it will take a lot of legwork, the effort
could give you that perfect break you needed.
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6. Aim to work remotely

If you don’t think your work will let you do it, then consider possibly
finding a remote job. Depending on what else you have going on outside of
work, this opportunity could be one of the best experiences of your life.
Additionally, there’s a lot of great programs out there to help you do it,
such as Remote Year.

7. The more, the merrier

An excellent way to save money is by having other people come along
for the ride. While this largely depends on who you feel comfortable trav-
eling with (as well as for how long), consider bringing a group together to
cut costs down.

8. Barter your way up

Although it might sound silly, trading with other travelers can be a
great way to save money. You never know who might be willing to host
you in exchange for you doing the same. Additionally, certain things can
go far on the road, so don’t discount what you and others find valuable.

9. Avoid tourist traps

I’m not saying don’t visit popular attractions, but it’s important to note
that when you’re traveling, there’s entire marketing schemes and ploys out
there to get you to shell out that extra money. Plain and simple -- go to see
what you wanted to see, and that’s it. Don’t get suckered into the excess
"just because you’re on vacation."

10. Focus on what’s free

The world is filled with things you can do that are 100 percent free. If
you work from there and establish your upfront costs as to what you find
valuable, you can not only travel for a long time but see some of the most
incredible sights you’d ever imagine. I know it’s cliche to say "the best
things in life are free," but in this case, it's true.

https://www.entrepreneur.comv/article/295868 (3 /07/2017)

Text VIII
Why Travel Should Be a Top Priority for Every Entrepreneur

Six reasons why getting away from the office actually helps your
business.

Many of us think of travel as a frivolous activity, and while sometimes
it can be just that, it is so much more. There are a ton of tangible benefits
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to traveling -- especially if you typically lock yourself up and dedicate
every moment to the operation of your business.

Here are a few reasons why stepping outside the office can be a good
thing for your health and your business.

1. Traveling is healthy

Stress, when left unattended, can lead to depression and heart prob-
lems. Travel, whether for business, pleasure, or both, helps you to release
stress. This is because it takes you out of the office and the broader envi-
ronment that compels you to work all the time, while affording you some
much-needed downtime, thus improving both your mental and psychologi-
cal wellbeing.

2. Traveling is inspiring

Inspiration often requires a broad intake of influences -- something
that's just not possible when you are not laser-focused on work.

When you leave the work environment and travel, the stimulation
your new environment provides can often help you gain fresh insight on
the world around you. Events you attend or people you meet might inspire
you to you see the world from a new angle. I have traveled enough to real-
ize that every flash of inspiration, if channeled properly, can benefit your
business in some way.

3. Traveling teaches communication skills

It isn't about what you say, it's about how you say it. We all know the
addage, but it's true -- tone of voice, body language, the faces you make
and the way you speak all contribute to what people understand from you.

All these are especially important when you find yourself in foreign
territory where you have to contend with language constraints and differ-
ences in culture. Such a situation will force you to find creative ways to get
around them. As an entrepreneur, learning the art of effective communica-
tion abroad can help improve your overall rapport with your employees
(especially if they are from different cultures), investors and customers.

4. Traveling with others can make you appreciate others' experiences

Some of us prefer to do things solo; however, traveling in a group is
one way to make sure that you gain more experiences than you would have
alone. It also allows you to get some much-needed family time.

When you do everything together as a group, the others serve as extra
pairs of eyes. They will often see and hear and do stuff that you did not do
and your interactions with them will provide more insight than your singu-
lar experience ever could.
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Going with a group also means you will sometimes have to rely on
their strengths and give up on your own desires for the betterment of the
group. This will help you bond as a team or family and further drive home
the point that selflessness can only be a positive thing.

5. Traveling can help create meaningful connections

Making new friends and business partnerships in new places can mean
more than just insight. It could also mean that you will not have to check
into a hotel when next you visit the area.

You could also leverage business connections you make in this way
when you want to expand your business. Your connection on the ground
can use his local knowledge to help you do all the necessary research and
legwork and help you settle into a new territory.

6. You can carve out more time to think

As an entrepreneur, you are often forced to make spur-of-the-moment
business decisions, follow up potential investors and constantly hustle.
When was the last time you had time to sit and think?

Traveling affords you the necessary time to reflect and meditate. Find
something to do to take your mind off work, whether you are just sitting on
the top of a mountain, fishing by a lake or basking in the sunshine. These
kinds of scenarios can trigger your mind to come up with new ideas to help
your business and personal life.

https://www.entrepreneur.comv/article/291001 (03/07/2017)

Text IX
5 Ways to De-Stress Your Business Travel

Work in some personal time. Even on the road, you get to call it quits
for the day..

Cloud technology is making virtual meetings almost as good as being
there. We launch new businesses today thinking that we can do everything
remotely, and for the most part, we can. But there comes a time when no
matter how many video conferences we schedule, some business travel be-
comes an essential part of your company’s growth. You find, that despite
your best efforts, you have to get out from behind the webcam and meet
people face-to-face.

Some of the most battle-weary road warriors and travel experts have
weighed in, offering an insider’s look at the most stressful part of business
travel, the best part and how to take the edge off.

What’s stressful about business travel?
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"Many people find that one of the most stressful parts of running a
startup is the travel," said HotelsCombined.com travel expert Chris Rivett.
"But the truth is, business travel has never been easier. Thanks to technol-
ogy advancements over the last decade, finding the right hotel room at the
right price or getting around in a foreign city is a stress-free affair. Far less
stressful than getting business loans or venture funding, that’s for sure."

Road warrior Julie Stewart-Binks, sports reporter for ESPN, knows
that stress, as she takes an average of 20 trips per month. You see her on
the sidelines, reporting the play-by-play and interviewing winning athletes,
and it looks easy. Her hair is perfect, and there’s not a single wrinkle on
her clothes, but what you don’t know is that those few minutes of TV time
was preceded by an entire day’s travel, a frantic last-minute makeup ses-
sion and an entire behind-the-scenes team that coordinates everything from
hotels in multiple cities around the country, to airplane reservations and
putting out inevitable last-minute fires.

Business travel can be even more stressful if it involves moving be-
tween cities, as it often does for busy executives. "We’ve become a very
mobile society, and the average worker holds 10 different jobs before they
turn 40 years old," said Simon Walsh, CEO of MovingAuthority.com.
"Many of those career moves require relocating to different cities. Besides
the inevitable lifestyle changes that comes with a move to a different city,
other stresses such as finding a new home, settling into a new work routine
and hiring a moving contractor make this type of travel the most stressful
of all."

Travel remains stressful even for those at the helm of the world’s big-
gest hotel chains. Mark Weinstein, SVP and Global Head of Customer En-
gagement, Loyalty and Partnerships at Hilton, said "Let’s face it, as em-
powering as travel can be, it can also be stressful. For me that stress comes
from having to surrender a bit of control -- entering the unknown and, of-
ten times, putting myself wholly at the mercy of others. That uncertainty
can be stressful. I’'m going somewhere to achieve a goal, whether that’s to
have a successful business meeting or enjoy a much-needed vacation. And
yet there’s the universe seemingly conspiring against you -- flights get de-
layed. Traffic seems to pop up out of nowhere. And it always seems like
my days outlast the capacity of mobile device batteries!"

Here are a few tips to ease the stress of business travel:

1. Schedule some personal time

Business travelers overwhelmingly report that they take the stress out
of business trips by scheduling personal time, turning the business trip into
an informal mini-vacation. According to a survey commissioned by Mar-
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riott Rewards Premier Business Credit Card from Chase, 61 percent of re-
spondents added an extra personal day to their business trips in the past.
Thirty-six percent also don’t schedule any meetings for the last day of the
trip, to give them a chance to "unwind" before getting back to the office.

2. Don'’t overspend

Road warriors who work for multi-national companies may have ex-
pense accounts and per diem allowances, but small business owners have
to keep tabs on every penny. Research from the Global Business Travel
Association notes that 56 percent of business travelers rank "finding the
right price" among the top three booking priorities. "Going over-budget
always adds to the stress of travel, but it doesn’t have to if you have the
right tools," said Rivett. "Hotel price comparison platforms are a great
start, and the best way to use these tools is to consider both price and qual-
ity. Comfort and a little bit of indulgence will definitely ease the stress, and
with a little research you can have that luxury at a price you can afford."

3. Stay healthy

Business travel can also take a toll on your health. According to Dr.
William Siegart, medical director of travel risk management provider On
Call International, "Business travel can be disruptive to your regular sleep,
exercise and eating routines -- all of which can take a toll on your overall
health and well-being. Consequently, this often leads to business travelers
engaging in poor travel health habits. Poor travel health habits furthermore
compound the stress of business travel. It can become a vicious cycle in
which the employee is stressed, engages in poor travel health habits, which
then increases stress levels even more."

4. Schedule extra time

Stewart-Binks spends most of her time on airplanes and calling the
shots at some of the most exciting games in the NHL, but she said taking
an extra day, or even a half day, to enjoy the local sites is a great de-
stresser. She often stays overnight rather than just taking the next flight
out. "We’re so lucky," she said. "We get to spend time in these cities. You
can learn so much about yourself and what you like, and even things you
didn’t know you liked, just based on immersing yourself in all these differ-
ent cultures."

5. Stay connected

"The most stressful part of business travel is the distance and being
physically disconnected,” said Brad Beckerman, founder and CEO of
Stillhouse Spirits Co. "Each day I feel energized by my team’s passions
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and ideas. Even though technology (emails, phone, FaceTime) can connect
us from long distances, it can’t translate your tone or intent the way physi-
cal interaction with your team can."

Weinstein added that he always seeks out travel brands that put him in
control. "Brands whose apps let me choose my own seat on the plane, hotel
room or type of car rather than just assigning me one. And I’m always
looking for ways to skip a line, so I join all the airport trusted traveler pro-
grams and whenever possible, choose a hotel that allows me to check in on
my phone and use it as a room key."

Make the most of business travel

Despite the challenges and stresses, business travelers still manage to
sneak in a little enjoyment whenever possible, and make the most of every
trip. "We’ve become a mobile society, and we’ve gotten accustomed to our
as-a-service tools," Rivett said. "Taking full advantage of these platforms
can make the mechanics of business travel a lot simpler, and leave us time
to enjoy the trip."

https://www.entrepreneur.com/article/292788

03/07/2017

Text X
Business Travel Really Doesn't Have to be Awful

My work takes me all over the world, and every time someone tells
me how lucky I am to travel I want to smack them square in the mouth.

On the other hand, when people grouse about how awful air travel has
become I want to smack them in the mouth. One could infer that I enjoy
smacking people in the mouth, but that’s not the case; heck I’ve seen travel
turn nuns into maniacs, but as torturous as air travel has become, it beats
swinging a pickaxe for a living. At the risk of sounding like Hobo, the
character in Slaughter House Five who, after being stuffed into an over-
crowded boxcar headed for the prison camp, keeps repeating, "this aint so
bad" until he arrives at the slaughterhouse dead. As bad as travel can be, a
lot of it can be readily avoided.

Travel can be an enjoyable way to spend your time or it can be a
Kafkaesque nightmare. To a large degree we can control which of these ex-
treme our trip will be. Surprised? Don’t be; not only is it possible to greatly
reduce your risk of travel hassles, it’s relatively easy to do.

Avoiding travel hassles starts with understanding what you are buying
and the conditions placed on it.
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Be nice

No one is going to go above and beyond to help you -- whether at the
airport or a hotel or on a reservation line -- if you start off making demands
and snotty remarks. You are asking for help. Ask in a professional and po-
lite manner most people associated with your travel plans will do their best
to help you out.

Recognize the risk of bargain travel sites

Years ago, I and a friend of mine I worked with were going to the
same trade show in Dallas. She called me and suggested that I stay at the
same hotel in downtown Dallas where she and her boss were staying. She
had procured, through a travel cheap site, a room for an amazing $35.

I bought in and arrived (too late to get another hotel) at a skid row ho-
tel populated by ex-cons and prostitutes. The room was so filthy that I took
out the trash bag that I routinely pack (long story) and placed my bags in it
to prevent leaving with bed bugs. The bathroom was so filthy I wouldn’t
enter it for ANY purpose, and the bed...well let’s just say that I’'m pretty
sure that Jack Ruby slept on those sheets.

Most bargain sites don’t lead to that kind of catastrophe, in fact most
have terrific deals, but you need to understand that if you want a price
break there’s always a catch - a less than desirable flight, a longer layover,
a disappointing room or something else that makes the deal so cheap.

There is always a trade off between price and quality and only a fool
ignores that. Sites that offer a deal that seems too good to be true might just
be that.

Understand your fare and room rates

We’ve seen the ugly videos of passengers being removed from planes.
The people who bought the ticket traded a guaranteed seat for a reduced
price. When you see a ridiculously low price on a major airline with "some
restrictions apply" in small print, for the love of all that’s holy READ the
small print.

If you paid for a bargain seat there’s a good chance that you may have
agreed to give up your seat should the airline require you to do so. Most of
us don’t read that small print and while they probably won’t, airlines could
add things like, "passenger agrees to clean the bathroom before deplaning”
or "passenger agrees to allow the airline to harvest the passenger’s organs
and sell them on Craigslist."

The point is, whether it be an airline ticket or a trombone, you had bet-
ter understand the "whats and wherefores" of the deal.
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Know what you re buying

From airlines, to rental cars, to hotels, one of the most important
things you can do to save yourself from hassle is to know terms and condi-
tions and the change and refund policies of the company you are dealing
with.

For example, you might be better served buying a more expensive
ticket that doesn’t explicitly say that airport thugs are allowed to punch you
repeatedly in the head before dragging you off the plane. If you are too
lazy (as I am) to read all the small print than ask the company representa-
tives flat out, about the things that most concern you.

Do your due diligence

There are a host of resources at your disposal online from Yelp to the
Better Business Bureau to the bedbug registry (no I’m not joking). Before
booking with an unfamiliar hotel, airline, car rental, or cruise-line spend
some time researching them. Understand that all companies have a small
percentage of disgruntled and unreasonable customers who will gripe
about anything, but researching your travel plans is the strongest way of
avoiding a hassle.

Use website, behave like a grown up and check-in online

Most airlines and hotels not only allow you to check-in up to 24 in ad-
vance, in general they allow you to choose your seat and your room. If you
are worried about missing out on a potential upgrade, don't be; most hotels
and airlines put you on the upgrade list irrespective of when you check-in
and if you are eligible you will be upgraded even if you have an assigned
seat or room.

Be nice

No one is going to go above and beyond to help you -whether at the
airport or a hotel or on a reservation line-if start off making demands and
snotty remarks. You are asking for help, and if you ask in a professional
and polite manner most people associated with your travel plans will do
their best to help you out.

Recognize the Risks Associated with Bargain Travel Sites

Sites that offer a deal that seems too good to be true might just be that.
Years ago a friend of mine who used to work with me and I were going to
the same trade show in Dallas. She called me and suggested that I stay at
the same hotel in downtown Dallas where she and her boss. She had pro-
cured, through a travel cheap site, a room for an amazing $35. T bought in
and arrived (too late to get another hotel) at a skid row hotel populated by
ex-cons and prostitutes. The room was so filthy that I took out the trash
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bag that I routinely pack (long story) and placed my bags in it to prevent
leaving with bed bugs. The bathroom was so filthy I wouldn’t enter it for
ANY purpose, and the bed...well let’s just that I’'m pretty sure that Jack
Ruby slept on those sheets. Most bargain sites don’t lead to that kind of ca-
tastrophe, in fact most have terrific deals, but you need to understand that
if you want a price break there’s always a catch-a less than desirable flight,
a longer layover, a disappointing room, or something else that makes the
deal so cheap. There is always a trade off between price and quality and
only a fool ignores that.

Understand your fare and room rates

We’ve seen the videos of passengers being removed from planes and
they’re ugly (the video, I leave it to you to judge the attractiveness of the
passengers), but the people who bought the ticket traded a guaranteed seat
for a reduced price. When you see a ridiculously low price on a major air-
line with "some restrictions apply" in small print, for the love of all that’s
holy READ the small print. If you paid for a bargain seat there’s a good
chance that you may have agreed to give up your seat should the airline re-
quire you to do so. Most of us don’t read that small print and at some while
they probably won’t, airlines could add things like, "passenger agrees to
clean the bathroom before deplaning” or "passenger agrees to allow the air-
line to harvest the passenger’s organs and sell them on Craigslist" and
within some limits the law will uphold the airline’s right to do so. The
point is, whether it be an airline ticket or a trombone, you had better under-
stand the "whats and wherefores" of the deal.

Know what you re buying

From airlines, to rental cars, to hotels, one of the most important
things you can do to save yourself from hassle is to know terms and condi-
tions and the change and refund policies of the company you are dealing
with. For example, you might be better served buying a more expensive
ticket that doesn’t explicitly say that airport thugs are allowed to punch you
repeatedly in the head before dragging you off the plane. If you are too
lazy (as I am) to read all the small print than ask the company representa-
tives flat out, about the things that most concern you. Signing up for cus-
tomer loyalty programs is a good way to ensure a positive encourage.

Do your due diligence

There are a host of resources at your disposal online from Yelp to the
Better Business Bureau to the bedbug registry (no I’m not joking). Before
booking with an unfamiliar hotel, airline, car rental, or cruise-line spend
some time researching them. Understand that all companies have a small
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percentage of disgruntled and unreasonable customers who will gripe
about anything, but researching your travel plans is the strongest way of
avoiding a hassle.

Use the hotel/airline/rental car website

Behave like a grown up

Check-in on-line

Check-in onlineMost airlines and hotels not only allow you to check-
in up to 24 in advance in general they allow you to choose your seat and
your room. If you are worried about missing out on a potential upgrade,
don't be; most hotels and airlines put you on the upgrade list irrespective of
when you check-in and if you are eligible you will be upgraded even if you
have an assigned seat or room.

https://www.entrepreneur.com/article/294338

03/07/2017

Text XI
These 10 Countries Will See the Most Business Travelers
in the Next Decade

Get ready for a travel boom.

If you’re in the travel industry, get ready for a busy future. During the
World Travel & Tourism Council (WTTC) Global Summit in Bangkok this
month, WTTC and Travelport revealed in a new report that the $1.2 trillion
business travel sector is expected to increase by 3.7 percent year over year
for the next decade.

And for those who work in emerging markets such as Asia-Pacific,
it’s time to gear up for the travel boom: Business travel in that region is
expected to increase 6.2 percent every year. Unsurprisingly, China tops the
list as the country with the most expected growth, with an estimated 9.5
percent yearly increase in activity. Following close behind is Myanmar at
8.7 percent and Rwanda at 8.5 percent.

The top 10 countries with the highest forecasted growth in business
travel for 2017 to 2027 are:

1. China, 9.5 percent

2. Myanmar, 8.7 percent

3. Rwanda, 8.5 percent

4. Gabon, 8.5 percent

5. Greece, 8.2 percent

6. Hong Kong, 8 percent
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7. Tanzania, 7.9 percent

8. Cambodia, 7.4 percent

9. Solomon Island, 7.3 percent

10.India, 7.2 percent

Over the past five years, spending for business travel in emerging
markets such as the Democratic Republic of the Congo and Qatar has been
on the rise. Between 2011 and 2016, business travel spending in Congo in-
creased by 32 percent, 25 percent in Qatar, 21 percent in Azerbaijan and 19
percent in Mozambique. However, the largest business travel markets are
still the U.S., China, the U.K., Germany and Japan.

The report notes a number of factors contributing to this growth. To-
day, companies are seeking to expand into unchartered territories, develop-
ing new markets and maximizing revenue. The study pinpoints a link be-
tween peace and economic development, which helps to explains why
countries such as Sudan, Sri Lanka, Angola and Rwanda -- which have
come out of conflict -- make the list of countries expecting high business
travel growth.

Of course, one of the primary factors contributing to this growth is
technology. From mobile phone alerts to flight upgrades and accessible in-
formation, more and more tech is emerging that supports travelers and
travel businesses.

"Every day we see business travel growing at a significant rate in
many emerging markets with technology playing an in increasingly impor-
tant role in easing the way for those on trips for their work," said Travel-
port CEO Gordon Wilson in a press release.

https://www.entrepreneur.comv/article/293510

03/07/2017

Text XII
Telephoning in English

There are certain rules that can help you to make phone calls.

When you make a call, first you should check the code and number,
lift the receiver and listen for a dialling tone. Then dial carefully and
wait for another tone. If it’s a ringing tone the number is being called and
the line is free. An engaged tone means that the line is busy and you
should try again in a few minutes.

There are certain rules how to answer the telephone. You should al-
ways give your name or name of the office and your telephone number.

If you need to spell your name, or take the name of your caller, the
biggest problem is often saying vowel sounds:
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'a' is pronounced as in 'may’

'e’ is pronounced as in 'email' or 'he’'

'' is pronounced as in 'l or 'eye’

'0' is pronounced as in 'no'

o' is pronounced as 'you

'g" is pronounced like the 'j' in 'jeans’

" is pronounced as in 'DJ' or 'Jane'

'w' is pronounced 'double you'

'x' is pronounced 'ex'

'y' is pronounced 'why'

'z' is pronounced 'zed' (thymes with 'bed' in British English), or 'zee'
(rhymes with 'sea’ in American English).

Keep a note of how you say these letters by your telephone.

There is a certain way of giving numbers.

Here's a phone number: 0171 222 3344

And here's how to say it:

"Oh-one-seven-one, triple two, double three, double four."

OR

"Zero-one-seven-one, triple two, double three, double four."

When you say a seven digit number, separate the number into two
blocks of three and four, pausing after each block.

Each digit is spoken separately, unless it's a double or triple. If the
second part of the number was '5555', you'll probably find it easier to say
'double five - double five'.

Today it’s very important to be able to say email addresses:

@ is pronounced 'at'. For instance, caimin@clara.net is "caimin, at,
clara, dot, net".

/ is "forward slash";

- is called a "hyphen" or a "dash";

- is an "underscore".

Sometimes, there may not be anyone to answer the telephone and you
will need to leave a message. Follow this outline to make sure that the
person who should receive your message has all the information he/she
needs.

Introduction - - - - Hello, this is Ken. OR Hello, My name is Ken
Beare (more formal).
State the time of day and your reason for calling - - - - - It's ten in the

morning. I'm phoning (calling, ringing) to find out if ... / to see if ... / to let
you know that ... / to tell you that ...
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Make a request - - - - Could you call (ring, telephone) me back? /
Would you mind ... ?/

Leave your telephone number - - - - My number is .... / You can reach
me at .../ Call me at ...

Finish - - - - Thanks a lot, bye. / I'll talk to you later, bye.

Here's an example of message:

Telephone: (Ring... Ring... Ring...) Hello, this is Tom. I'm afraid I'm
not in at the moment. Please leave a message after the beep..... (beep)

Ken: Hello Tom, this is Ken. It's about noon and I'm calling to see if
you would like to go to the Mets game on Friday. Could you call me back?
You can reach me at 367-8925 until five this afternoon. I'll talk to you
later, bye.

As you can see, leaving a message is pretty simple. You only need to
make sure that you have stated all the most important information: Your
Name, The Time, The Reason for Calling.

Text XIII
5 Phone Answering Mistakes That Drive Away Customers

Make sure your automated system is simple and your live attendants
are friendly.

Did you know the way you answer phone calls to your business could
be driving away customers?

According to Marketing Land, one study found that 74 percent of
people were inclined to choose a competitor after a negative phone experi-
ence. And the first, and perhaps most important, step to any phone experi-
ence is the way the phone call is answered. That means a bad initial phone
interaction -- long hold times, not being able to get through to the right
person, overall lack of professionalism when answering and routing calls --
could do much more damage to your business than you might realize.

How can you improve the way you answer your phone in order to re-
tain customers and drive business?

The first step is to use an automated system, or an Interactive Voice
Response (IVR). IVRs are advanced phone auto attendants that can per-
form basic tasks such as refilling prescriptions, taking payments, surveying
callers and fielding answers to yes/no questions without requiring the time
of your team members. They also perform the important function of help-
ing define the customer's specific needs so that the first human interaction
is likely to be with a person qualified to address their needs. There is noth-
ing worse as an initial customer experience than being bounced from de-
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partment to department. Although IVRs are great, they can still cause frus-
tration and drive away customers when not used properly. So, here’s how
to use an automated answering service, like an IVR, to retain customer and
grow your business.

If your business already has an automated answering service, or
you’ve determined your business needs an automated answering service
such as an IVR, it’s time to look at how to make that answering service as
caller-friendly as possible so you don’t lose customers or cause frustration.

Here are 5 common mistakes to avoid so you don’t drive customers
away with your automated answering system:

1. Offering too many choices

People don’t like being overwhelmed, and they’re typically in a rush
when they call. Giving callers lots of options might seem necessary or even
convenient to you, but in reality, it only adds frustration.

Another common problem is having too many "levels" of options.
Again, it may seem like you’re being helpful by using your automated IVR
to learn exactly why someone is calling, but it could instead fatigue the
caller and make them want to hang up.

Do this instead: Keep it simple. Try to keep your menu to no more
than three to five items. Any more than that and callers will start to feel
lost and confused.

2. Making it difficult to speak with a human

One of the most common complaints people have when it comes to
IVRs and automated answering services in general is how difficult it is to
speak with an actual human being. After all, sometimes callers have actual
issues that only a human can understand, or simply prefer to talk to a per-
son as opposed to an IVR.

Do this instead: Take that complaint off the table by offering a way
to quickly and easily get in touch with a representative right away. Don’t
make them wade through lists of options to find it.

3. Using cookie-cutter prompts

Many businesses get caught in the trap of being bland and mediocre
when it comes to their automated prompts for their IVR. Using boring old
voice prompts that every other business uses isn’t going to win your brand
any points in the minds of your callers.

Do this instead: Remember the IVR is branding your company. Your
IVR is your company’s -- and your brand’s -- first impression, so make it a
good one. Avoid bland, boring, or confusing language, and make sure
you’re using a voice that your customers can relate to and trust.

201



4. Trying to do too much with an IVR

Don’t try to get too much information out of your caller before getting
them through to the appropriate place. Remember, the less information you
ask from them, the better. Keep it simple.

Do this instead: Be sure you’re not overcomplicating your IVR by
asking for too much information from the caller. Only get the most perti-
nent information as to not lose the caller, and when in doubt, go back to the
first point -- keep it simple.

5. Not asking for feedback

One thing many business don’t do enough is ask their customers for
feedback. How will you know which aspects of your IVR are helping or
hurting your business without actually asking customers?

Do this instead: Devise a plan to have your team ask callers for feed-
back on your new IVR system. It can be a survey or a simple question --
"What did you think of our answering system?"

Now that you know the common mistakes to avoid when it comes to
answering calls to your business, use the five tips above to improve com-
munications and customer satisfaction.

Text XIV
5 Tips for Effective Team Meetings

READER RESOURCE

Early on when your team is small it’s relatively simple to manage
team coordination. In fact, with only two or three people scheduled meet-
ings are often unnecessary.

However, as you grow it gets exponentially more difficult to ensure
different arms of your organization -- like marketing and product teams --
are aligned without meeting overkill.

At Travefy where we’ve grown from two o 10 team members, we’ve
focused significant energy on optimizing the frequency and structure of
team meetings to (hopefully) ensure everyone is informed, aligned on
goals and most of all meetings are productive.

From our experiences, here are five tips for effective team meetings.

1. Build a schedule with a less is more attitude

When teams are small everyone tends to naturally be aware of every-
thing going on and meetings can be completely ad hoc. As you grow, how-
ever, it’s good to add structure and create a strong foundation of team
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norms. When scheduling your team’s regular touch points, remember that
meetings break up productivity and try to adopt a less is more attitude.

We simply set a minimalist schedule of a Monday morning all-hands
meeting with rotating topics throughout the month (e.g., financial metrics
week one, marketing data week two, etc.). Beyond that smaller functional
teams can (and do) set meetings as need be.

2. Get everyone genuinely involved

Generally speaking, meetings are boring and no one wants to simply be
talked at. By contrast, the most productive meetings are those that are engaging
and bring everyone into the discussion. As such, you should always strive to
build genuine and organic involvement from your teammates.

For us, this has worked well with our of our rotating weekly meeting
topics where we also rotate the meeting leader. As an example our Product
Manager leads the product focused meeting whereas I, as CEO, lead our
financial metrics meeting.

3. Remember that meetings are for discussion and not sharing data

If data is going to be discussed at a meeting, set a team norm to share
it in advance. This saves time during the meeting itself as well as ensures
everyone is on the same page.

As believers in open data, we’ve simplified this process and everyone
on the Travefy team has access to our core data sources - like Kissmetrics,
ChartMogul, and AdStage among others.

4. Tie everything back to your strategic goals

For continuity, it’s helpful to tie all discussions back to your broader
strategic goals. Those goals in many ways are the common thread across
all cohorts within your company.

There are many ways to do this, but a dead simple one is to simply
start your regular team meetings by posting or quickly running through
those goals. This encourages your team to deep dive on short term issues
while keeping your eye on the bigger picture.

5. Add some fun!

And lastly - add some fun and excitement to your meetings. Do some-
thing wacky or create a fun team norm that gives people something to look
forward to.

For us we give out a weekly team award - The Travefy Team Awesome
Award for Excellence in Travefication - to the team member who does
something that week that truly exemplifies our team values. (And yes it
comes with a monetary prize and oversized trophy).

https://www.entrepreneur.com/article/272078

03/07/2017
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Text XV
Five rules for successful meetings

Meetings. The word has almost become synonymous with wasting
time. To quote Captain Kirk, "A meeting is an event at which the minutes
are kept and the hours are lost." Call a meeting and you could almost hear
the collective groan from down the hall.

As an executive or a manager, if you are calling a meeting, here are
five rules to ensure that your meeting does not end up wasting time, re-
sources and money.

Firstly, before you schedule a meeting, you should justify it. Ask
yourself, "What is my intended outcome? What am I trying to accomplish?
Why do I need to put people in a room together?" If you can not articulate
the need for a meeting, don’t convene it. If you can, the process of articula-
tion will enable you to sharpen your focus of what you want the meeting to
accomplish and increase the chances of the meeting achieving your goals.

Secondly, you should invite players, not spectators. We tend to over
invite people to meetings. Just as we over "cc" people to emails, we as-
sume it’s better to over-invite to a meeting then miss someone. That way of
thinking may make sense for the annual holiday party, but it doesn’t for
corporate meetings.

As a kid, I remember hearing a story about a village that wanted to
honor their king with a barrel of wine. The townsmen mandated that eve-
ryone bring a pitcher of wine and collectively they will fill up the barrel.
Each villager, assuming that everyone else would bring wine, filled his
pitcher with water. The king received the gift only to find that the wine
barrel consisted entirely of water.

The more people in a meeting, the less responsibility each person has.
If each person does not feel necessary, they won't be as diligent to follow
up on discussed items. They will assume that others will do it. By limiting
‘spectators’, you keep the meetings shorter, more engaging and easier to
have effective follow up. In short, you get more wine.

Thirdly, meetings should not fill allotted time, allot time to fulfill the
meeting. We tend to meet for blocks of time that fit neatly into our calen-
dars. That is a backwards way of looking at time allocation. You don’t fit
the meeting into the calendar; you use the calendar to capture the time
needed for the meeting.

Meetings should go only as long as they need to accomplish the speci-
fied goal. When you schedule a meeting, ask yourself how long you would
it will take to accomplish the intended outcomes. Plan the meeting for that
time, even if not in blocks of hours, half hours or even tens of minutes.

204



Schedule an 18-minute meeting if you feel that’s what you need. Should
you accomplish your goals in a shorter time, adjourn earlier.

Most of the unproductive time comes when people feel like there is
more time allocated than necessary. Show your colleagues you respect
their time by allocating what you anticipate is necessary and then end early
if the task was accomplished sooner.

Fourthly, whoever called the meeting, needs to be responsible to drive
the agenda and keep the meeting focused and action oriented.

Many times, a meeting is called and there is a lack of clarity as to who
is in charge. One person starts and then another chimes in and redirects the
conversation. While everyone should be able to participate, only one per-
son should be responsible for the overall flow of the meeting. The "owner"
should begin with an agenda and take responsibility to shepherd the meet-
ing along in an efficient manner. At the end, the owner should be the one
to allocate, and record, the action items.

Lastly, you should end with action steps. Meetings are a place to talk,
but talk is cheap unless it’s followed by action. At the end of every meet-
ing, there should be an announcement of action items that emerged from
the discussion.

Those actions items should be circulated to the group and then dis-
cussed at the beginning of the next meeting. Meeting participants should
know what they should be doing and that there will be a time where their
actions will be reviewed.

Meetings can be the most powerful tool in the success of your busi-
ness. However, like any tool, you can only fully reap the benefits when you
use it properly.

Text XVI
Would Your Teammates Rather Watch Paint Dry Than Attend
Your Status Meeting?

READER RESOURCE

It’s time to shine a spotlight on an ugly part of workplace culture:
status meetings.

Status meetings are a productivity-killing waste of time, according to
a recently released Clarizen/Harris Poll survey. In fact, almost 50 percent
of respondents indicated they would rather do anything unpleasant -- stand
in line at the DMV or watch paint dry, for instance - than sit through an-
other meeting of status updates. Three in five employed adults reported
that preparing for a meeting "takes longer than the meeting itself," while

205



more than one-third of those who actually do attend status meetings called
them "a waste of time."

Meeting madness

The survey revealed that people waste a staggering 22.7 percent of
their workweek on status meetings. The study, conducted in November
2014 among 20,066 adults, indicated that employed Americans spend an
average of 4.6 hours each week preparing for status meetings and 4.5 hours
attending them. That’s up from four hours each week four years ago, ac-
cording to a similar Clarizen/Harris Poll survey conducted in 2011.

Clarizen’s findings echo other market research on the status of the
status meeting. In 2012 and 2013, in Salary.com’s "Wasting Time at
Work" survey, employees named meetings as their "top time-waster at
work" -- topping even the Internet.

Meaningful meetings need active participants

Adding more hours isn't productive: Almost three in five workers re-
ported that they multitask during status meetings. Multitasking is espe-
cially popular among workers dialing into meetings. A 2014 InterCall sur-
vey examined what else employees do during conference calls. The results
ranged from "doing other work" to "using the restroom (on mute)."

In today’s 24/7, fast-paced workplace, multitasking is often praised as
a skill. However, it’s actually detrimental to any type of meeting -- whether
a status meeting, a company meeting or a brainstorming session. That’s
why texting while driving is so deadly. It’s impossible to divide your atten-
tion and be totally present. In the case of meetings, divided attention trans-
lates to less innovation and fewer meaningful results.

Meeting 1.0 versus Meeting 2.0

So, what do we learn from this? It’s time to evolve from Meeting 1.0,
the traditional status meeting, to Meeting 2.0, the action-oriented strategy
or brainstorming meeting. Meeting 1.0 looks backward at what employees
have already completed -- information that can be shared far more effec-
tively via work-collaboration technology. In fact, if the latest data about a
current project and its status is always visible and available to the team,
there’s no need for a status meeting,

Meeting 2.0 looks forward. This type of meeting can really make an
impact; active participants can yield new product features or even a com-
pletely new vision.

Inside today’s real-time, ever-changing environment, leaders should
only conduct meetings that drive innovation. These meetings should have a
clear purpose, action plan, strategy session and engagement among active
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participants. Each person should have a role/contribution, with no multi-
tasking, and should participate in a dialogue (not do a monologue).

Employees are a company’s most valuable asset, and giving them time
to do work (rather than prepare to present and report on work) is key. By
eliminating time-wasting, unnecessary status meetings and maximizing
strategic collaboration, companies can drive participation, alignment,
awareness and, ultimately, innovation.

https://www.entrepreneur.comv/article/246170

03/07/2017

Text XVII
5 Ways to Make a Strong Impression With Every Audience

Show up like a celebrity, and use these key techniques to guarantee a
strong first impression with every presentation.

"You make a first impression and people never forget it," stated Juno
screenwriter Diablo Cody.

In business, it’s imperative that you start off with a great and memo-
rable first impression and even more critical when you’re speaking in front
of groups. It’s the difference between being heard by your audience or hav-
ing them sleep through your presentation.

Consider these benefits of taking your speaking abilities up a few lev-
els and advance to celebrity influencer status. Here are the five key ways to
making sure you’re seen as the ultimate authority.

1. Grab them before they see you

Having a fantastic introduction will immediately boost your status.
The very first secret to becoming an authority in public speaking is in how
you position your introduction. This positioning secret is essential in guar-
anteeing that the message and energy you want to be communicated are di-
rectly expressed to your audience even before you take the stage. You are
not always going to get a show host or sponsor that will have the kind of
energy or speaking skills that are ideal to have them introduce you before
you give your talk.

Rather than leave this to chance, a respected member of the Speaking
Empire community, and founder of the Women's Success Summit, Mi-
chelle Villalobos uses a version of this powerful video introduction to posi-
tion her before she sets foot on the stage. The video can also include testi-
monials from other influencers and authorities that sing your praises, so
you can take the stage as the rockstar you are.
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Your video introduction will make sure that you are putting your best
foot forward, up to your own standards. First impressions are lasting im-
pressions, so when you can captivate your audiences with your intro and
position yourself as a celebrity from the get-go, your audience is more
likely to pay attention to the content of your speech.

2. Leverage the transition of power

The second strategy is to always make sure to have the promoter,
event organizer or whoever is the top authority at the event introduce you.
There is so much power to having a celebrity or someone that is familiar,
recognizable and respected by an audience to come before you and present
you.

I see it as a transition of power, whether it is the master of ceremonies
or the head of the organization -- it is a powerful thing to be brought onto a
stage by someone that has an influence on your audience.

The premise is that an audience is more likely to pay attention to the
content of someone they trust. It is called the "halo effect": when there is a
tendency for an impression created to transfer or influence another. If the
speaker is brought onto the stage by someone seen as an authority, the au-
dience will be more receptive to the presentation that follows.

In a room of people that have never heard of you before, you auto-
matically receive a boost by having the known person introduce you. The
transition of power and authority gives validity to the new speaker before
the speaker even opens their mouth.

3. Call upon the transference of credibility

Like the transition of power, the transference of credibility can be lev-
eraged by simply having another celebrity mention your name. If a credible
source mentions your name from the stage before you take the stage, the
credibility you gain is phenomenal.

As an example, | was at a conference with business coach and author
Dan Kennedy, and he mentioned that he and I had a book coming out and
that I had a lunch break session coming up that everyone should attend. We
had the biggest turnout we’ve ever had for this style of event.

Simply because he was the celebrity or authority, he did not have to
describe me or introduce me. Kennedy merely mentioned my name from
the stage, and everybody came to see me because he transferred authority
to me as a speaker. [ would say that this is simple but extremely powerful.

4. Covertly influence

Let’s say that you just have not networked enough to have a celebrity
or the promoter introduce you -- not even to mention your name once.
What do you do?
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It’s not the end of the world. You can always apply covert influence to
your introduction.

Given that you do not have a famous or familiar face to transition
power or transfer credibility over to you, you can always have a client or
an affiliate introduce you by selling you to the audience with their own au-
thentic story about you.

A client of mine and founder of the Bold Brave Women Movement,
Mai Vu, speaks at a number of events -- many where the audience knows
or has heard of her, and some where attendees are meeting her for the first
time. No matter her situation, she always looks to have a member of her
community, that she has impacted or dramatically changed the life of,
make an introduction for her.

Mai says, "Everything is so polished nowadays so when someone the
audience doesn’t expect introduces you and speaks from the heart, they
will be able to raise your credibility and trust with the audience, and sell
you in a way you cannot do yourself."

That’s covert influence.

5. Blitz them with pre-event marketing

Pre-event marketing can make a lasting impact on how you are per-
ceived at an event. The challenge is no one gives much thought to pre-
event marketing, missing out on big potential payoffs.

To get started with pre-event marketing, talk to the event organizers
and ask them how you can provide value ahead of time for the event. It is a
simple gesture but will make you stand out because you will be seen as a
professional wanting to build value for the promoters and their audience.

Salespeople know it takes six or seven "yeses" to make a deal, so
promote yourself the same way with at least six to seven touch pointsbe-
fore the event to market yourself as an authority speaker. This pre-event
marketing can include online and social media, webinars or Facebook Live
presentations, direct mail campaigns and employing the event hashtags.

You will be shocked at how easily you can become a perceived celeb-
rity by following these five simple strategies.

The next speaking engagement you have, don’t leave your introduc-
tion to chance, work with the event organizers to implement these strate-
gies to make sure you make a great and lasting first impression, and are
seen as the celebrity speaker that you are. Plus, the word will get out, and
you will become a sought-after speaker.

After all, as Harry Potter author J.K. Rowling has said, "A good first
impression can work wonders."

https://www.entrepreneur.comv/article/295481

03/07/2017
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Text XVIII
Selling Yourself On Paper: How To Write A Covering Letter

A good covering letter for a new job is like a firm handshake. It’s a
good way to be remembered and to say ‘choose me’! It accompanies your
CV and is just as important. "A covering letter is read before a CV, so
make sure that it grabs the reader’s attention," says Paul Laurie, the opera-
tions manager at the employment consultancy Manpower. Many employers
don’t even bother to read the CV if the letter has poor spelling and punc-
tuation, forgets to include contact details or omits reference to what the job
is. These apparently are all common reasons for not even making the inter-
view stage. The other point to note is that it isn’t just an optional extra.
Even if the advert only requires you to email your CV, you need to intro-
duce why your CV is there and what you stand for. It should set the scene
and make the reader want to open the attachment.

Many applicants begin with the rather anonymous Dear Sir or Madam,
but if the job advertisement doesn’t name a contact, call human resources
to find out who will be shortlisting applications. The sooner you get on
personal terms with the head of human resources, the better. Laurie also
advises you to "keep it punchy". This means that three or four paragraphs
should be sufficient to convey your motivation, experience and personality.
It isn’t replacing your CV but summarises your suitability for a role by
matching your experience to the job advertised. This doesn’t mean cross-
ing that line between truth and fiction. "There is selling yourself and then
highlighting what you have done," Laurie says. "Avoid statements such as
"I am the ideal candidate", for example, in favour of "I believe I have the
skills and experience that make me a strong candidate." Of course, you
might not be replying to a job advert but simply writing a speculative ap-
plication. Perhaps you recently read something in the trade press or met
someone from a firm at a networking event? If so, give a clear reason for
writing and this will tell the company that you have been doing your
homework. Recruiters are always impressed by any evidence of research
into their company’s goals, achievements and vision. Also, with this specu-
lative application letter, don’t be discouraged if you don’t get a job straight
away. There may not be a job to suit you at the time of writing but most
HR managers will keep impressive letters and CVs on file. It’s also worth
making a follow-up call a month or so later to remind them that you exist-
More and more covering application letters are now actually sent in the
form of e-mails. But don’t see the e-mail as a shortcut. A good e-mail re-
quires just as much patience as a legible handwritten letter. You can also
make an email work harder by writing a subject line with your key point,
for example "Engineering Graduate". And as with letters, don’t point out
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any weaknesses and then attempt to justify yourself - you’re giving reasons
to interview you, not delete you. Finally, sign off with confidence and ask
for an interview. Ending with "I’ll expect your call" sounds overly confi-
dent whereas writing that you expect to meet to discuss the role sounds
professional.

Text XIX
Make it easy to read aloud at a conference

If you are new to speaking at conferences, you may feel more com-
fortable reading from a text. However, you will soon notice as you listen to
other speakers at conferences that no matter how well a text is read aloud,
it is not as good as presenting from notes, where the speaker can make eye
contact with the audience, freely gesture or move around, and use the
rhythm of conversational speech.

Practice reading your text at normal speed, ideally in front of friends
at OSU, who can offer feedback on both content and delivery. Are there
any places where your tongue trips over the words? That’s where you need
to rephrase. When the whole text reads well aloud, print out a special ver-
sion of it in fifteen- or sixteen-point type. This is your "script" or your
"speaking text." Having a speaking text enables you to make better eye
contact with the audience and stay connected with them because you won’t
be squinting downwards at the podium. It is particularly helpf to mark
places to take breaths.

If you plan to depart from the text for asides, amplification or visual
aids, make your text even shorter because those things take time. Above
all, do not make your presentation slightly too long and then read fast to
make up for it. Reading fast leaves your audience in the dust. They’ll be
thinking, "Nice shirt. What did she say?"

Text XX
Tipping

Tip is a small amount of money given as a gift, usually in addition to
the official price, for a small service performed. A number of hotel staff
can rely on tip to raise their wages. A tip shows that the customer is
pleased with the service.

The bellman usually gets up to 1 pound (or dollar) for carrying one or
two suitcases to your room. A hotel door attendant (a doorman) or parking
valet also gets the same sum for getting a taxi or for parking a car. Cham-
bermaids usually receive a few pounds if you stay at a hotel for several

21



days. You may leave a banknote under an ash-tray as you leave the room
every morning.

The usual tip for other kinds of services - for example for taxi drivers,
barbers, hairdressers, waiters and waitresses - is between 10 and 20 percent
of the bill. The size of the tip depends on how pleased the customer is. In
most restaurants, the bill does not include charge. If the group is large,
however, there may be an added service charge. There is no tipping in
cafeterias or fast-food restaurants. No tipping is required for lift operators
and hotel desk clerks.

Tip will often be included in your room bill and it will raise your room
payment by 10-15 %. You ought to consider these expanses when you are
anticipating the cost of your stay at a hotel.

Text XXI
Boutique taken to the extreme

A woman is pacing the floor in the reception of 3 Rooms when the ho-
tel's owner, Carla Sozzani, walks in. The woman wants to complain. She
has tried to reserve a room several times over the past months, but the hotel
is always full.

Sozzani is not surprised. It is a complaint she hears often; it must be
the primary drawback of running a stylish boutique hotel with just three
rooms that has become one of the most desirable places to stay in metro-
politan Europe. She says in theory she could add six more rooms but you
can't have the feeling of a home with more than three guest rooms.

The hotel, part of a Milanese-style palazzo complex with restaurants,
shops and galleries that Sozzani started, is a favourite of fashionistas and
the design crowd that flock to Milan through much of the year.

The good news for guests turned away at 3 Rooms in Milan is that
Sozzani is expanding - sort of it. Towards the end of the month she is
opening an outpost in Paris' Marais district. It will also be called 3 Rooms
and will have just that. She reports the hotel in Paris has been in the works
for two years.

If it seems a long gestation period, it is because her approach to hotel-
iering is equal parts perfectionism and amateurism. For 3 Rooms in Milan
she took three years, picking all the stylish mid-century furniture herself.
The rooms feature Egg and Swan chairs by Arne Jacobsen, 1960s wood
ceiling lights, carpets by Vernon Panton and mosaic tiles in the bathroom
by Bisazza. Paintings are by her partner, Kris Ruhs. The rooms are as
quirky, unexpected and beautiful as an art gallery.
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Sozzani decided to open the hotel on a whim after seeing how many
couples lingered late into the evening at her 10 Corso Como restaurant. An
idea came to her that a love hotel is needed. It took three years to open.
Sozzani stayed in each of the rooms for a few nights each and invited
friends to do the same. Her stays convinced her the rooms were not dark
enough at night. She also found she had neglected to put chocolate in the
refrigerator.

Guests who have stayed there praise the hotel's practice of assigning
guests a personal phone number which is reactivated when they return and
is a godsend for business travellers. Sozzani makes light of it, however: "It
is just a small detail. It comes from the idea that everyone should feel at
home". The same motivation explains why the rooms are packed with an
eclectic collection of design books and novels. The hotel also has a large
collection of CDs and DVDs.

Being a novice hotelier has its advantages. There is no extra charge
for room service because, as Sozzani puts it matter of factly, food is just
brought up from the restaurant downstairs. The one-bedroom suites cost
295 euro, a bargain by comparison to other luxury hotels in Milan such as
the Gray, where rooms range from 300 to 900 euro.

With demand so high, should 3 Rooms be charging more? "A lot of
people say it's not expensive. I say it's just normal. I know it's an apartment
but we don't have a 24-hour concierge service", Sozzani says. "I prefer to
have it full, with nice people staying a long time." Besides, she says in a
delightful otherwordly aside, with the dollar's weakness, she doesn't want
to make 3 Rooms unaffordable for Americans.

This means that the waiting lists to stay at 3 Rooms are likely to endure.

(Financial Times)

Text XXII
From good shoes to good hotels

Fashion houses have long been profitably diversifying into make-up,
fragrance, even pillowcases. Far from diluting their appeal, this activity
generates a more voracious appetite in consumers. Now the companies are
realizing the benefits of getting into hotels too. The Versace Palazzo on
Australia's Gold Coast has provided not only a fashionable resting place
for travelers, bur also acted as the ultimate fableau vivant for Versace
stores and lifestyle ranges: all glitz and glamour, marble and gold.

Now you can choose which hotel to stay at, which designer to share
your holiday allegiance with.
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Florence is no exception. It is a city all but dominated by the Fer-
ragamo family, and not just by the company's fashion headquarters and
flagship store, but also by their hotels, grouped under the Lungarno Hotels
banner. There are five in total that stand like sentries guarding the main
bridges of the city, each representing a very different take on hostelry. The
most famous is the Continentale hotel.

The Continentale is an easy-to-fall-in-love-with mix of clean, simple,
modern interior design coupled with enough romantic touches to ensure it
never feels wrong for lovers: the cozy television room with large sofas and
soft lightning; artwork featuring black-and-white 1950s photographs of a
woman's eyes; pink 1960s retro chairs standing in the lobby, and another
swinging from the ceiling near the side entrance.

You'd imagine that with a hotel owned by a fashion house, it would be
the uniforms guests would covet most. Strangely, here they're not branded
with logos (only the staff trainers come from the family firm) nor are they
over-styled (simple T-shirts and black trousers suffice).

Each bedroom is planned with the type of meticulous detail you'd find
in a catwalk presentation. The basis is simple: wooden floors and white-
washed walls. The rest is deceptively simple too: a fine white curtain sur-
rounds each bed creating a soft heart in a room awash with wood and
leather; two sliding doorways into the wardrobe and bedroom area; and
electric blinds in the windows and communicating bathroom doors, which
gives you so much control over how to light your room that you feel like a
fully fledged director of photography. Details such as the bedside table that
turns out to be a clock (found throughout the hotel), the desk with the
leather stool that's stowed away in the leg area, and the fitted robe (not
huge and baggy like a sackcloth) trimmed with a chic collar, all add fash-
ionable touches of flourish and humour.

Then there's the roof terrace: white cushioned seating with a wooden-
slatted floor, it provides a clear view down the river to the sunset as it turns
the rooftops a pale shade of artichoke mauve every evening. There you can
sip a glass of wine with a plate of salami and feel as if the glory of Florence
is in the light, in the air, not housed in the Uffizi Gallery round the corner.

(Financial Times)

Text XXIII
The hotel's microenvironment

The success of the hotel's operations depends greatly on the trends and
developments affecting its suppliers. In hotel industry, the companies usually
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have little control both over the suppliers and the intermediaries, since there is
usually no contractual arrangement between them and the firm. For example,
most guests make their own reservations when travelling for business or
pleasure. As airline fare increased, both companies and individuals cut back
on travel. As a result, the hotel business suffered losses. Some companies that
are heavily dependent on their guests being delivered by air must work with
local and state tourist bureaus to ensure that there are enough flights serving
their region. Or they may start their own airlines.

Typical intermediaries of a hotel firm are travel agents, wholesale tour
operators, and hotel representatives. Foe example, a wholesaler creates lei-
sure packages that include air ticket, ground transportation, and hotel ac-
commodations. These packages are promoted through newspaper adver-
tisements and travel agents. Through volume purchasing, the wholesaler
receives reduced prices, which enable him to pay the travel agent a com-
mission for selling the product, give the customer a good price, and pro-
duce a profit for himself.

(N.N. Mikhailov. English: Hotel, Restaurant and Tourist Business)

Text XXIV
Tangibilizing the intangible

Hotel services are intangible which means not only the fact that they
cannot be seen, tasted , heard or smelled but also that it is impossible to ex-
perience these services before they are purchased. It causes uncertainty in the
customers about the quality of services they are going to purchase. To reduce
this uncertainty the customers look for physical evidence that may provide
information and confidence about the service. A hotel's promotional material
might include photographs of the hotel's public area, guest rooms, floor plans
of a meeting hall (for meeting planners who might like to organize a meeting
in this hotel), room capacities and furniture, the photographs of employees in
the hotel's uniform, of the exterior of the hotel, etc.

Everything about a hotel communicates something that helps to tangi-
bilize its services. The exterior of the hotel Hampton Inn's suggests that it
will provide clean, comfortable and safe lodging at moderate price. When
guests arrive, they find no door clerks, concierge desk, or other features
appropriate for an upscale hotel. Instead, they find an attentive desk clerk
in an appropriate uniform and a small lobby with comfortable but moderate
furnishing. In recent years, the so-called "greening" has become popular
with the organizations of hotels: the use of outside natural landscaping ant
the "fern bars" as a part of the interior.

(N.N. Mikhailov. English: Hotel, Restaurant and Tourist Business)
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Text XXV
Guest information management

Progressive hospitality companies are all customer-oriented and do
not spare effort to gather all relevant information about their current and
potential guests. There are several simple techniques to do it properly.
Most common of them is placing guest comment cards on dining room ta-
bles and in guest rooms. Or they are handed to departing customers. This
technique provided useful information and insights into problem areas. For
example, several negative comments on food would indicate a potential
problem for a restaurant, if no corrective action is taken.

A problem with guest comment cards is that they may not only reflect
the opinions of the majority of guests. Commonly, only those people who
are angry or very pleased take the time to compete a card. Thus comment
cards can be useful in spotting problem areas, but they are not a good indi-
cation of overall guest satisfaction.

In order to identify frequent and repeat guests and give them top prior-
ity in a sales blitz, the company needs an automated guest history. It is also
important to know the former frequent guests who are no longer using the
hotel. Salespeople will want to call on these former clients to see if they
can regain their business. This system offers a competitive advantage to a
chain, particularly a small chain.

One of the most useful sources of information is the company records.
This information is vital in improving service, creating effective advertising
and sales promotion programs, developing new products, improving existing
ones, and developing firms have only a vague idea of who their guests are.

In order to know more about their guests' preferences, hospitality
companies can hire disguised or mystery shoppers to pose as customers
and report back on their experience. Some companies use shoppers to alert
managers, so that they would pay more attention to important areas of the
operation. But this technique works best if used for recognition and reward
for good job performance. This is the concept of positive reinforcement. If
employees feel that the only purpose of a disguised shopper program is to
report poor service and reprimand them, the program will not fulfill its full
potential.

(N.N. Mikhailov. English: Hotel, Restaurant and Tourist Business)
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