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Unit One

Text

Interview for a Job

One day a young executive named Alan Beeston visited Bellcrest.
Beeston had made an appointment to see Paul Malone in the af-

ternoon. He hoped to get a job with the company.

Beeston I have to see you.

Malone Come to my office.

Beeston Thank you.

Malone Jean——can you get us some tea, please?
Malone Do sit down! It’s nice to see you again. You don’t

smoke, do you?

Beeston No, I don’t.

Malone Now before we start, there’s one thing 1 must
make quite clear. We’re not trying to fill any spe-
cific vacancy at Bellcrest. Not at the moment.

Beeston ~  Oh, I quite understand. 1 wasn’t expecting to be
interviewed for a particular job. But I felt there
might be an opening for me here one day.

Malone Yes, it’s quite possible. We know your work, of
course, from the days when you were in the Min-
istry of Defence. In any case —— (phone rings)
Oh, excuse me. Yes.

Receptionist Oh, I'm sorry to interrupt you, Mr Malone, but 1
have Dr Perkins of M. P. Consultants on the line

. l .



Malone
Receptionist

Malone

Perkins

Malone

Perkins
Malone
Perkins
Malone
Malone
“y

Beeston

.Malone v

Beeston

Malone

for you.

All rihgt. Put her through. I'm sorry about this,
Beeston.

I'm putting you through now. .

Malone here. ‘

Sorry to trouble you, Mr Malone, but there are a
number of points in your letter on the SCI project
which I'd like to get straight before you come to
London tomorrow.

I see. Well, I'm in the middle of an interview at
the moment. T wonder if you'd mind talking to
my Sales Manager, Dennis Evans.

Oh! Mr Evans
Yes. He’ll answer any questions you might have.
Thank you, Mr Malone. And I look forward to

our meeting tomorow.

Yes, I'm looking forward to it too. Hold on a mo-
ment, i’ll have you transferred.

Would you transfer this call to Mr Evans, please?
Now—— where were we?

You were saying that there $ no spec1f1c vacancy
at the moment.

Oh yes. But it’s p0551ble that something might
come up Now, I’ve got your letter here. I'd like
to go over a few of ‘the details. I see that you’re
29. | B

Yes, that’s ri‘g'ht'.

And you Wefe in the Ministry of Defence until last
year. By the &\:af, where :did‘you‘ get your degree?

-



Beeston

Malone

Beeston

Malone

Evans

Malone

Evans

Malone

Jean

Beeston

Malone

Jean

Malone

Beeston

Malone

Beeston

Malone

I was at Manchester University.

Manchester? Did you join the Ministry straight
from university?

Yes, I did.

(phone rings)

Oh, this is too bad. ——Malone.

I've just had Mary Perkings of M. P. Consultants
on the phone.

I know. I put her onto you. Look, Dennis, I'm
rather busy at the moment. Can I ring you back
later?

Yes, of course, I’ll be in all afternoon.

Good. 1 really must apologize. Ah! Here’s our
tea.

Sugar, Mr Beeston?

No, thank you.

Jean, I don’t want any more phone calls. Not for
the time being.

Eh - hum.

Now——where were we? Oh yes, the Ministry.
Why did you leave?

Well, as you know I was involved in negotiating
contracts for electronic equipment for the army.
Not only from your firm, of course.

Of course.

It was my first experience of the business world,
and, I became very interested in it.

And the firm you’re working for now?.Beamish

Motors, isn’t it?



Beeston

Malone

Beeston
Malone
Beeston

Malone

Beeston

Malone

Beeston

I'm gaining some very useful experience there,
but I want to get into the electronics industry.
Well, we at Bellcrest certainly seem to suit your
particular technical background. What sort of a
job do you see yourself doing in a company like
this?

Techinical selling, perhaps. I think that’s what
I’m most suited to. Or product executive——
Hm, that’s interesting. Tell me, what do you see
as the main part of a Product Executive’s job?
Planning for the sales and profit of a particular
product. Or a product line.

What about the development stage of a product?
What do you consider would be ypur special re-
sponsibilities?

The Product Executive, as I see it, is likely to co-
ordinate the planning for most of the activities
which affect the profitability of this product. N
And your marketing experience is limited to the
buying end, isn’t it?

Well, no, not entirely. You:--

" New Words

Bellcrest ['belkrest] n. NRABIRAFR)
Beeston ['bi:zten] n. HRTB(AR)

appointment [s'pointmant] n.  arrangement to meet sb. #4&

Paul [po:l] ».

RE (N2

Malone [mae'lau.nj n. A%

K 4“- .



company [ 'kampani] n.
Jean [dziin] n.

smoke [smoauk] vi.

fill [fil] ve.

specific [spi'sifik] a.

vacancy [‘veikansi] n.

interview [‘intovju: ] vz.

particular [pa'tikjula] a.

opening ['supnin] n.

ministry ['ministri] n.
defence [di'fens] n.

case [keis ] n.

receptiontist [ri'sepfonist] .
interrupt [,inta'rapt] vt,

consultant [ken'saltant] n.

Perkins ['pakinz] n.
project ['pradzekt] n.
straight [streit] a.

sale [seil ] n

number of persons united for busi-
ness or commerce 2 &}

A

A

hold a position and do the necessary
work MR (BR{D)

relating to one particular thing, posi-
tion, etc. FHBAAY; Bikpy
unoccupied position in business ZZ{i
meeting between employers and ap-
plicants for posts HiR; &N

special

unoccubied position in a business
firm 23

i

protecting from attack

circumstances or special conditions re-
lating to a person or thing {§# IR
person employed to receive clients 3
R |
break in upon a person speakmg T M
€ Y37

person who gives expert advice Eﬁrj
HEHAL

scheme or undertaking i H ;Iﬁ

correctly stated or understood’ IEm

B, R

exchange of goods or property for

money &8 ; i3



manager [ 'manidze] n.
Dennis ['denis] n.
Evans ['evenz] n.
transfer [ trans'fa: ] vz.
detail ['diteil] n.
degree [di'gri:] n.

Manchester ['meentfista] n.

apologize [a'poladzaiz] vi.
ah [a:] ins.

eh—hum [ei-'ham] inz.

involve [in'volv] vt.
negotiate [ni'goufieit] vz.
contract [ 'kontraekt] n.

electronic (ilek'tronik] a.
equipment [i'kwipmant] n.
firm {fom] n.

Beamish ['bizmif] n.
motor ['mauta] 7.

suit [sjuit] ve.

technical ['teknikl] a.
background

_ ['bekgraund] n.
sort [soit] n. -

executive [ig'zekjutiv] .

o 6

person who controls a business & ¥
FHRH (A

B (A%

change telephone line ¥ HL 1%

small particular fact or item {35
academic title 224

S #8748 British city)

say one is sorry i ¥

L UF B GRRME A

RF REH)

VLB 7 5 I I 725 S TR e

gety into complicated or difficult con-
dition W R ;A

discuss, confer, in order to come to
an agreement 1R ¥

agreement to supply goods, do -
work ,etc. at a fixed price 4F]
BFH

things needed for a purpose %%
business house; company &7 ; /) F
Bk (A F 2D

short for motor-car K%

be convenient to or right for F4

of mechanical or industrial arts £ AR#Y
person’s past experiences, educa-

tion, environment ¥4%
group or class of persons or thmgs

" ‘which are alike in some way Fp&

person or group in a business or



hm [hom] inz.

profit ['profit] n.
stage [steid3] n.

responsibility
[ri,sponsa'biliti] =.
coordinate [kou'o:dineit | ve.
affect [o'fekt] vt.
profitability
(iprofita'biliti] n.

market ['ma:kit] v.

commercial organization with admin-
istrative or managerial powers ¥ &
WHHN; B

W (B EER T A RRBEE. T
HEHENATEES

money gained in business F}i
point, period or step in development
B Bt

duty F{E

bring or put into proper relation #}g
have an influence or impression on 0
ability to make profits B ; B
BEH |

buy or sell in a market YETHi 3% 3L

Notes and Language Points

1. This text is taken form Spoken English Jor Business compiled

by Qiu Songliang.

© X NG e W

make an appointment :fix a time to meet sb. beforehand
Do sit down! : “Do” here is used for emphasis.
make sth. clear :explain sth. clearly
Bellcrest : Bellcrest Limited, name of a company
. Ministry of Defense . [5E§28
M.P. Consultah_ts: name of a consultative company
put sb. through:make sb. connected

SCl:Speed Control 1, name of a project

10. get sth, straight.make sth. correctly stated or understood

7



11. --where were we? :-where did we leave off in our conversa-
tion?

12.1 put her onto you. : I have her transferred to you.

13. Beamish Motors:name of a company producing cars

14. product executive ; person in charge of products

15. a product line ; class of product FEEE TP, £3)

16. the buying end:the section of buying in contrast to the section
of selling

Exercises

I. Choose the best answer for each of the following according to
" the text: | " »
1. Why did Beeston want to see Paul Malone one day?
" 'a. He wanted to get a job at Bellcrest,
b. He wanted to know Paul Malone.
c. He did business with Paul Malone.
d. He wanted to invest at Bellcrest.
2. Which of the following statements is true'?
a. This is Beeston’s first time to visit Malone,
b. Malone and Beeston have seen each other many
times. '
c. Beeston and Malone are old friends.
d. Malone has met Beeston before. k
3. Before Beeston came to be interviewed,

a. he was expectmg to fmd a job 1mmedxately at Bell—
crest

b. he knew there was a vacancy there

c. he wanted to be a product executive at Bellcrest



