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A Is for always getting to work on time.

B is for being extremely busy.

C Is for the conscientious ( 1&1& B #) way you do your job.

You may be all these things at the office, and more. But when it comes to
getting ahead, experts say, the ABCs of business should include a P, for poli-
tics, as in office politics.

Dale Carnegie suggested as much more than 50 years ago. Hard work a-
lone doesn’t ensure career advancement. You have to be able to sell yourself and your ideas, both
publicly and behind the scenes. Yet, despite the obvious rewards of engaging in office politics — a
better job, a raise, praise — many people are still unable or unwiliing to “play the game”.

“People assume that office politics involves some manipulative ( TF.tH) behavior,” says
Deborah Comer, an assistant professor of management at Hofstra University. “But politics derives
from the word “polite’. It can mean lobbying and forming associations. It can mean being kind and
helpful, or even trying to please your superior, and then expecting something in return. ”

in fact, today, experts define office politics as proper behavior used to pursue one’s own self-in-
terest in the workplace. In many cases, this involves some form of socializing within the office environ-
ment — not just in large companies, but in small workplaces as well.

“The first thing people are usually judged on is their ability to perform well on a consistent basis. ”
says Neil P. Lewis, a management psychologist. “But if two or three candidates are up for a promo-
tion, each of whom has reasonably similar ability, a manager is going to promote the person he or she
likes best. It's simple human nature. ” '

Yet, psychologists say, many employees and employers have trouble with the concept of politics
in the office. Some people, they say, have an idealistic vision of work and what it takes to succeed.
Still others associate politics 'with flattery (#£ &), fearful that, if they speak up for themselves, they
may appear to be flattering their boss for favors.

Experts suggest altering this negative picture by recognizing the need for some self-promotion.

1. “office politics” (Line 3, Para. 4) is used in the passage to refer to

[ Althe code of behavior for company staff
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[ B]the political views and beliefs of office workers

[ C]the interpersonal relationships within a company

[ D]the various qualities required for a successful career
2. To get promoted, one must not only be competent but

[ Algive his boss a good impression

[ B]honest and loyal to his company

[ C]get along well with his colleagues

[ D] avoid being too outstanding
3. Why are many people unwilling to “play the game” (Line 4, Para. 5)?

[ A]They believe that doing so is impractical.

[ B]They feel that such behavior is unprincipled.

[ C]They are not good at manipulating colleagues.
[ D] They think the effort will get them nowhere.
4. The author considers office politics to be
[ A]unwelcome at the workplace
[ B]bad for interpersonal relationships '
[ Clindispensable to the development of company culture
[ D]an important factor for personal advancement
5. It is the author’s view that
[ A]speaking up for oneself is part of human nature
[ B]self-promotion does not necessarily mean flattery
[ C]hard work contributes very little to one’s promotion
[ D]many employees fail to recognize the need of flattery

\Learn and Remember These Words #ix

RILFESiE

. conscientious / konfi'enfos/ a. A X K, $18) B
By
[ # £]a conscientious worker §i%h B B #Y T #
#/make a conscientious effort ff{ =B = 4
[ %42 ) (R ) conscience n. B>

. ensure /in'fua/ u. {RiF, 4R, R
[ #% 4 )ensure success #{# i, I/ ensure sb. a-
gainst from danger fR4715 A 5232 fE K/ ensure the
security of the children R BT %E 4L
[ #+2] ([ X ) guarantee u. {RIF, #HE (BiE)
assure ot. BT , HELOQWER , FIEL

. derive /di'raiv/vi. (from) 2, i w. @ﬂié
"RAEW-- R (EHH)
[ # 4] derive pleasure 75 3| 4k &/ derive knowl-
edge from books M ¥ 5§ 3k 78 413/ derive a con-
clusion from facts A BESC#E HH 4536

[ #42]GBIE) deprive v. RIZF, fi etk

4. lobby /'lobi/v. [ (LR %) HATWVE(RBE)

n. QORI RBE$ ) KT, 4k B QB SME
ik Sz

[ % 4 ]lobby the bill through Congress JfijiH <
313 #3/the banking lobby 17U ULHI

. define /di'fain/ u. D FE X, BBORE,

M

[ # 4. define the position of the government JH3R
B 57 3%/ define the properties of a new drug
BB — Fh 57 25 Y $5 ¥/ define sb. ’s duties HE
EAWMES

[ #2](9R) definition n. D5E X, B X ¥ bf
(BE) , BB (B%)

. socialize /'soufolaiz/ v. Q5. 3 #:, BIHOMH

BEETHAAER
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[BIX ABRERRUEARLH
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<Find Your Problems &R 5/

1L3[C). iEEXNERE, AFN%kETERBIESMUEAIRR, A the ABCs of business should include a P
] LLHIWF office politics R F— .= . ZBFTRAMAZE, RF[CINERER. [AITEHE—-BHN
RAHAEXE; [ B] RSN FHER, R R FEEARATERE L T30k, Bt R
#%E; [ DI SE =B A EMEANER, BN T IORE, office politics Fi#E 4 R &~ quality, fir
RABART

2.36[A), BERMWE, HABRPRE MERNABAEETEE—F, 2HEARSRABCERN
AL XU, — M AREF, BT BB TS, BT REEAMS—MFWENSR, A LB+
BHERE,

3.3 B] . HERABE., iﬁ%f_&%ﬁl HIRE AR A2 (unable) 5iH A M (unwilling) , HEA &
BRITREE RS ALY Still others associate politics with flattery ... for favors B4R YT . X — 4 %
HTHEAREES SR MRPRERIMIEOHASEE SBREETR, XERUAIFTA
W, X TCEE LA AT TIA A X Fififik & unprincipled,

4.3%[D], FELATE, XEPEEZRBAQARIRB AT L EZROERESE, MU EHHRE
personal advancement fF-& & .

5.3%([B], MASEE., 428 ATT—BARNEARERRRER, EEEFYETXMEE, BEA
HRBHE REELARBHATIETHER, MBI AHER, XHTRARBILARKBRK”,
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[ # 4, ]socialize with students after class iR /5 5
TR

[ %42 ]([AM) social a. DI LHMOIERMY, #E
LW // socialism n. 34 3 X // socialist n. 4
EXE HERA o HEFENH

. consistent /kon'sistont/ a. D—Z ), HEHD
REEH, — R

[ # & )be consistent with 5-:«—%{/a consistent
policy — B BB .

[ #+2) (JR) consistently ad. — B, — B
(X )inconsistent a. A —B Y, FNEPEW, FE
:]

. flatter /'leeta/vt. DfH) --- B, EEROME W=,
R, RB R EQM B8 (L) FF,
BORER) BERE

[ # & )flatter oneself F P4 K2, B W18 2/ flat-
ter her on her sewing ¥R ith /) 4% 2] $; R iF/a

[ #+2](JR)flattery n. EA&&

.alter /'ailta/ v, BLAS , 3 A E

[ # & ]alter the fact s H L/ alter the course of
a ship BAEFE AT AT LR/ alter one’s will B H A
- -] . :

[ # -2 ] (IF ) modify v. 5, 3, BMIR)
alternation n. I 7F, A5 & // alternate a. I,
B v. () ;, () % // alternative a.

OWEHE—m, k&N, HBERHOB KN,
AR n. OB, B8, SR FENRTAD%®
BB S, BEOR

10. negative /'negativ/ a. QR E M, HRHWOEF -

EROT I, At n. OCRAM) 1 H R
Q¥

[ # 4. )a negative outlook on life 7% #% B9 A4k
Yi/a negative answer % i€ B & /negative con-
sequences /s B i /5 3R

flattering photograph — K FL L ASEHI R A [ 48] (&) positive a. B E K, BIRH

<[th_2

) It is easier to negotiate initial salary requirement because once
you are inside, the organizational constraints (3 ) influence wage
increases. One thing, however, is certain: your chances of getting
the raise you feel you deserve are less if you don't at least ask for it.
Men tend to ask for more, and they get more, and this holds true
with other resources, not just pay increases. Consider Beth's story: -

| did not get what | wanted when | did not ask for It. We had cu-
bicle (/Mg [E]) offices and window offices. | sat in the cubicles with
several male colleagues. One by one they were moved into window
offices, while | remained in the cubicles. Several males who were
hired after me also went to offices. One in particular told me he was
next in line for an office and that it had been part of his negotiations
for the job. | guess they thought me content to stay in the cubicles since | did not voice my opinion ei-
ther way.

It wouid be nice if we all received automatic pay increases equal to our merit, but “nice” isn’t a
quality attributed to most organizations. If you feel you deserve a significant raise in pay, you'll proba-
bly have to ask for it.

Performance is your best bargaining chip (255 ). when you are seeking a raise. You must be able
to demonstrate that you deserve a raise. Timing is also a good bargaining chip. If you can give your
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BIALIAA N B O R E R AR — 304 SRR [ A ] RIE X E T REE AN, B A TR LR,
HR RN EEEBIAEER, [ ClUNE A THEEARK, SEENMAME AFEAREES
B E SRR, I LR R B B RSN, REAFTHEOTE X MEREE L[ DI RHRE.

“@(j o More Difficulties % & H A K HERI S HT

(DBut when it comes to getting ahead, experts say, the ABCs of business should include a P, for politics, as in

office politics.
( #A47 1 Z A4, when 5| EENRIE M) ;say J5EIRERST REBMNAL,

@But if two or three candidates are up for a promotion, each of whom has reasonably similar ability, a manager
is going to promote the person he or she likes best.
([ ## | E a4, if 51 RMRIFENA]; 45 he or she likes best HEFEMNE B person,

(@Still others associate politics with flattery, fearful that, if they speak up for themselves, they may appear to be
flattering their boss for favors.
( ## A4, HAIREE fearful that ... favors fEE1E others BFIAME ; XME A IE D that 5158
MAIE fearful BYZEIE ; X —EIEMNPH SH — if 5| FHFIERBND.

(@Experts suggest altering this negative picture by recognizing the need for some self-promotion.
[ # 4 )R 884, Bh4%1A)4L3E altering this negative picture { suggest FIEEiE ; by recognizing ... self-promo-
tion V4] 7B ARTE o

Vs
Exmiz

W IR LUE B KN, | @ HER, A — MR AR E R, 7 WA B A A Bk

A REPERE LA B ERB L 2, H IS B th B — 2 XA A (U BRAE RS |, i R B

£, RAERWAERE/ARN RIWILE/DREDAZMHFHAE, RYAILL
FHERFELERBSDAER, —DX— 0, MFIRREE P A E, MRELERE, HILMERE
HHARMBEERFRHETHIAE. F-IREEFRE, EHAEADLZHAY S BT,
BERATIARA TAENEHMRRE T RN, REMITANRBERBDAZELSBRHET , BAIRKE
Xt R R

@ R RATAE B 5118 B 5 L S0t S RIS M INGRAT T B K B A LA AR 807, | R
RIEIFIRNL LB B —EHK W0, R FT REAG B R

HIRFIRFHIE R, BAEFH R TR RAOFRES Bm UM X EZ M, Bl
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— XM ) IR R AR A P B B BT A A
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7K?
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boss something he or she needs (a new client of a sizable contract, for example) just before merit
pay decisions are being made, you are more likely to get the raise you want.

Use information as a bargaining chip too. Find out what you are worth on the open market. What
will someone else pay for your services?

Go into the negotiations prepared to place your chips on the table at the appropriate time and pre-
pared to use communication style to guide the direction of the interaction.

T ———

Questions

1. According to the passage, before taking a job, a person should

),

[A] demonstrate his capability
[ B] give his boss a good impression
[C] ask for as much money as he can .
[D] ask for the salary he hopes to get
2. What can be inferred from Beth’s story?
[ A] Prejudice against women still exists in some organizations.
[B] If people want what they deserve, they have to ask for it.
[C] People should not be content with what they have got.
[D] People should be careful when negotiating for a job.
3. We can learn from the passage that
[A] unfairness exists in salary increases
[B] most people are overworked and underpaid
[ C] one should avoid overstating one’s performance
[D] most organizations give their staff automatic pay raises
4. To get a pay raise, a person should
[A] advertise himself on the job market
[ B] persuade his boss to sign a long-term contract
[C] try to get inside information about the organization
[D] do something to impress his boss just before merit pay decisions
5. To be successful in negotiations, one must
[ A] meet his boss at the appropriate time
[B] arrive at the negotiation table punctually
[ C] be good at influencing the outcome of the interaction
[D] be familiar with what the boss likes and dislikes

earn and Remember These Words #:)ifiC 22 518
1. negotiate /ni' gau_l'lelt/ u. OB, h i QWF ARH

i, BT v YrRg, WK [ % 48] (JR) negotiation n. {45, Phis
[ # 4 ] negotiate difference on sth. itk KW 2. deserve /di'zow/ v NS, N2 (18
B 43165/ negotiate a major obstacle Bd— ek [ # %) deserve consideration {& 78 % &/ deserve

FXI 53/ negotiate with sb. over sth. Jy3tEE [R5 criticism i Z4tPE
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1. R, R T, — ALK
[A]RRABEIRESS
[BlAEHR—MFEHR ‘
[CIERRMHEEZHEL

D] ERbABHI AR A

2. WREHEES, TR A7 (XEBOR)

[ A)7E—SebLHg o I 2 BRI AR AF 2E o
BIREAMBERNEANER, BilsFRHER.

[ CIAFIARRLH R FHAIEH MR,

[ DIAfIN TAESRAR BB/ G o

3. M SCE P RATEH o (FHRE@M)

INFTT Liais % e

[ B] A LAt RiTHKRE

[Cl—A AR Z@HEKACHRA

[ DIAR%/A 7 B s A R T B K

4. BRI, — AR o (WRFE@H)
[A)fesBhg L, h A &

(Bl Uil ZHE B RHER
[ClimBaARRMARER
D /el M FARE N, HERA LR ERINKEDR |

5. BERZEBRA R, — AL o (WEECM)
[ AMEE X B EHR At G EAR L T
[ Bl BIARAR
[CIREEMERMSER]

[D]BB BRI ELF

o (XEEOA)
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1. #%[D], FEHPHE. XEF L HERAL ANERENN TREREBAS, BA—B#TA
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[AJFI[B] &R [ CIRRXE.
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7. significant /sig'nifikant/a. QM UK B O E

KBz @
[ $:2)(JE) desert n. W, REZ 0. B

R EE,FNE

. content /kon'tent/ a. JEE WK, fﬁ,@;ﬂ{] n. iﬁﬁ
W . S, G

. [ # & ]be content to sit in front of the television
A7 s P LR B 4 9 B K T/to one’s heart’s
content /R 1FHL/ content oneself with one piece of
cake I7 T —REBERERAEE HIHEE T

[ %42 ] (/%) discontent a. R¥HRAY, AR

. automatic / \orto'meetik/a. DH FHOAEER
B, TRIRHOLARM, BRH n. BT (R
BRE) , FAEBRMNNE

[ # & )an automatic light switch e JEFF %/
an automatic reply to a question X} ]I AN BRE
1ol CIE-

[ %42 ](IK) automation n. HEHL(EAR), B
#4E ([E#R ) automobile n. K%

. merit /'merit/ n. QZHEE, hFHEQ K4, 15,
{H 0. {H18, B3

[ # £ ]recognize one’s merit & A JE A 1 B S/
literary merit X%LHQ{{T{E/ merit a better re-
ward N8B AP R B

[ # 42 ] ([ X)advantage n. {R, th#

. attribute /o'tribju(:)t/ vt (to) - IHE F, #T
GE66 HES) BT n Bk, 54

[ # & )attribute the fault to sb. #E4%R 5 F 1
A/be attributed to J5/ & F--+-

[ $42)(3R) attribution n. 7K, EE(?TSJE>
contribute v. 18 ®4 ; T &R ; {1 / distribute v, 43
R B, B

i, BXERNOBREKK

[ # % ]a significant increase in the number of
people without a job Z\k AEHIE KK/ a sig-
nificant change — 4~ & X ¥ {k/a significant
glance BIRTK H—H

[ # 42 ] (JK) significance n. DB X, ¥ XQEE
#,EXR (FER) signify of. RR--HER, &
R, AR

. performance /pa'formens/ n. Q TLERH R, %

B, (HL8%F) TEABORE , KRBT, 1
P

[ % 4. )a country’s economic performance —4[&
KLY R I/ a benefit performance ¥ i/ the
performance of one’s duty BT B9 B4

[ # 42 ]( FI#R) perform v. O, BT, TROW
H, RH

. bargain /'ba:gin/ vi. IWFHBEH n. QIEFME 5,

FEEMREQCELZEI M) il , X5

[ 4 4 ]bargain for £ B B4 3R BL; Tk, 1528/
pick up wonderful bargains 3E 5| ¥y 2 4} BE 1O 7S
#h/ drive a hard bargain 4, 38 B B2 %
Ir I

The more women and minorities make their way into the ranks of management, the more they
seem to want talk about things formerly judged to be best left unsaid. The newcomers also tend to see
office matters with a fresh eye, in the process sometimes coming up with critical analyses of the forces
that shape everyone's experience in the organization. g

Consider the novel views of Harvey Coleman of Atlanta on the subject of getting ahead. Coleman
is black. He spent 11 years with IBM, half of them working in management development, and now
serves as a consultant to the likes of AT & T, Coca Cola, Prudential, and Merch...Coleman says that




3 (f;W'NNZ“ ﬂ

xzsEmgs i Rl S

3. #lA]l, BEAWE. NLHFIFINESNEREE EHER, REER% E=Bhigl, R
REHBB SR FHBITRTF T, BEHAFRAE XN O, HLATIAME[A] 5 —B,
[Blof T XEMEE; [ CITRER; [ DI 5EXFE.

4. %E[D]. FLMIWE, FUBIEH , RIFHEHIGRBEER, NRLEL 7% B INFAT— 255 Z 0%
BHE GIMRBIFE S AE IR B %, (D] B R LAY EHMEE, [A].[B] FMCIECHR
'R,

5. #[C)., Ly, iﬁ*gﬁﬂﬁﬁﬁﬂﬂﬁﬂﬂ'm?ﬁ%ﬁﬁﬂﬂg%ﬂ,#E%iﬁﬂgwmﬁﬂi*,ﬁﬁ
LB W8 75 A W AT 51 5, 324817 2 guide the direction of the interaction, [ C] B 2 X 11t
B9, [AIREY); [BIRER; [ DIBRER,

q*{o More Difficulties 3 & A< ¥ /) 9 7

‘DIt is easier to negotiate initial salary requirement because once you are inside, the organizational constraints

influence wage increases.
[ MA#]1Z A4, because 5| B JFERIFM A, X— AT+ X &7 — once GBS REBNAL,

@One thing, however, is certain: your chances of getting the raise you feel you deserve are less if you don’t at
least ask for it. Men tend to ask for more, and they get more, and this holds true with other resources, not
just pay increases.

[ ## |AERIMEX R, E—RITIE S, HSEEREP 00 F— A if 51 S 440
M, A E ] you feel you deserve /i raise, 45—/ 547, and this ZRTRA—44), 3
A5 X and K4,

@It would be nice if we all received automatic pay increases equal to our merit, but “nice” isn’t a quality at-
tributed to most organizations.

[#A IFSIE A, but EEEERTIE BTN s BT— 20 if 3] SR ERIE AT

@ you can give your boss something he or she needs ( a new client of a sizable contract, for example) just be-
fore merit pay decisions are being made, you are more likely to get the raise you want.
(441, 1 5 FRMREM D, Horh LA — before 51 % BaF RLRIE M A

®Go into the negotiations prepared to place your chips on the table at the appropriate time and prepared to use
communication style to guide the direction of the interaction.

[ #4 1 #5840, 40 F 9% F R Go into the negotiations; and H B 371 01 4 4G 1B RIS Bt i

{&4fi negotiations.,
e

R BA ML WAL BR B RRHAE T E BT, 1A A AR B LA BT AT IA % Sk
BT AR K H, OBIDX EFRE R A2 BB N KE f B o, T B 2%
R R A AT T & R BB M, |

ERAVF AT — TG 2 RIS - BHR 8 6 T BB Bl 3 R . A 8 3
A B IBM AR TAE T 1148 ey B4k NS B R B T, A SRAE M BT, 4 AT & T, Coca
Cola, Prudential 1l Merch %23 @] S4LW . FHR B B8, ARIBAL7E A2 7 9 0 B, K 22T , ol s 3
A SRS R BT MBI : TARRBR 5 10% , N ATER 5 30% , BESEEF o5 8 % 60% .
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