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Unit 1 Deciding to Go Into Business

H%Ww

1. Study the following glossary and try to predict, with your partner(s), the main
ideas expressed in the material you are going to hear in a few minutes.

wishes menial work
invest immediate profit
benefit optimistic

risk patience

present job support

2. Report to the class what you have predicted and, after hearing other groups’
predictions, decide which might be closer to the original version and state why.

. Zistening Cuuprdheanstun

1. Take notes while listening to the talk. Compare it with your previous predic-

tion.




2. Discuss the following questions.
(1) How are you going to use your money if you have a large sum?
(2) What risks are you willing to take if you decide to begin a biisineés?
(3) What are the important qualifications one must possess to begin a business?

3. Recall the major steps described in the talk and give a brief summary.
(1)
(2)
(3)

. Dggparsenad Skilky

1. Think out more expressions and structures you might use while making deci-
sions.
(1) Wouldn't it be OK if I...?
(2) It sounds like a dilemma, but I have to make up my mind.

(3) If I were you, I wouldn’t choose to... But it’s up to you to decide.
(4) I don’t know if it will work. We 1l have to try out.

(5)
(6)
(7)
(8)

2. Pair up and create situations where you can use those decision-making expres-
sions and structures.

3. Find a member from a different group to practice your pre-planned dialogue
with him or her.

W Stubated detiviitss

1. You are thinking of running a coffee bar but can’t make up your mind. Find
someone you could trust to get things clear for you.




2. YouhavebeenﬂirﬁngwiﬂxtheideaofrunninganFminshschoolintheeonnnu—
nity. Your friend comes over and talks you into it. ’

T Eudlans tn Ltgsuliaal Cuuwvadswitun

THE SHOPPER AND THE VENDOR

Brian Shige, a Chinese-Japanese, was visiting in Singapore from Hawaii. In shop-
ping around trying to buy some fruit and souvenirs, he was trying out a few local words he
had learned from the tour guide. He noticed many people staring at him as he walked
along the marketplace. As he was bargaining with a vendor, the vendor asked, “You
from Filipine?” “No,” Brian replied, “I’ m from Hawaii!” “Oh, Hawaii, you Hawai-
ian!” the vendor commented, very pleased with himself.

“No, I’m Chinese-Japanese,” said Brian.

“Oh? You Chinese?” repeated the vendor questioningly.

“No! Actually I’ m Chinese-Japanese, my mother is Chinese and my father is Japanese!”
replied Brian, beginning to be irritated.

“Oh! You Japanese!” the vendor stated definitely.

Frustrated, Brian shrugged his shoulders and walked off without getting the fruit he was

looking at.

What best explains this situation?

(1) The vendor did not understand much English, and so did not really understand what
Brian was saying.

(2) The vendor was tired of visitors haggling over his wares and was trying to tease Brian.

(3) The vendor was trying to find out more information from Brian to see if he was rich so
he could charge him more for the fruit.

(4) The vendor was not used to mixed races and, because Brian had familiar features,

was identifying him with some of the local people.

WU Rulluwup ettty

Find out from the following dialogue as many useful expressions and structures as
3
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possible and try to use them appropriately in your simulated business activities in
the oncoming units.

Nancy Thompson works as David’s secretary . It’s Friday afternoon. The phone rings in
her office . It ’s Brian , her friend .

Nancy

Brian
Nancy
Brian

Nancy

Brian

Nancy

Brian

Nancy

Brian
Nancy
Brian

Nancy

Brian

David Canton’s office. Nancy Thompson speaking.

Hi, Nancy. This is Brian.

Oh, hi, Brian! It’s good to hear your voice.

Nancy, can you come for dinner this Sunday at my parents’ house? I can even
offer you a ride because I’ 1l have to pass by your place in order to get to my par-
ents’ house.

I’d love to; but I’m sorry, I can’t.

Why?

I am so busy! It’s the end of the semester. Exams are coming soon and I’ ve got
to pass! On top of that, our company president is passing through our offices on
Monday. Mr. Canton is very anxious to impress him. I stayed up so late last
night preparing charts and reports that I almost passed out this morning.

That’s too bad. But surely you can take some time off on Sunday.

I still have a lot to do. We haven't finished our quarterly reports, and I have to
make arrangements for the formal luncheon that we have planned for Monday. I
can’t pass over any detail.

You poor thing!

What?

If you’ll excuse a passing remark, you’ve taken on too many responsibilities! I
hope you’ 1l be getting some reward for all your work.

Unfortunately, the manager just passed a rule that the company will not pay any
more overtime !

He did? That’s terrible! I you want to change jobs, I'1l be glad to pass the
news along.




Unit 2 Choosing Business Partners

I« Frallminary Wik

1. Study the following glossary and try to predict, with your partner(s), the main
ideas expressed in the material you are going to hear in a few minutes.

experience
partner
advisor
accounting

psychology

advice

plan

demographic distribution
social and economic conditions
local laws .
marketipg possibilities

2. Report to the class what you have predicted and, after hearing other groups’
predictions, decide which might be closer to the original version and state why.

. Etening Cuaprshaston

1. Take notes while listening to the talk. Compare it with your previous predic-

tion.

et A o i



2. Discuss the following questions.
(1) What do you need most to begin a business if you have little experience?
(2) What are the factors that will influence you in choosing business pariners and ad-
visors? v

(3) What do you need to know to make business plans?

3. Recall the major steps described in the talk and give a brief summary.
(1)
(2)
(3)

W< tndegpemsenal Shilks
1. Think out more expressionis and structures you might use while choosing busi-
ness partmers.

(1) X is more creative whereas Y is more ...

(2) Speaking of ..., 1 would recommend ... for he is the most ... man I have ever
known.

(3) It’s a real hard nut to crack. There’s no way to compare the two. But if you in-
sist, I’d prefer ...

(4)

(5)

(6)

(7)

2. Pair up and make up situations in which you can use these expressions and
structures.

W Sbnbated Asidslites

Design a questionnaire for you to find out about personal traits and, after you have
6




finished with the design, walk around the classroom to choose someone as your best
prospective business partner. You might find the following sample useful.
Suitability Questionnaire

PERSONALITY ABILITIES AND SKILLS
Are you Have you got
interested in people? a good memory?
energetic? a sense of humor?
ambitious? ?
patient? ?
? Are you
? * creative?
7 practical?
? logical?
? good at organizing?
PREFERENCES ?
Do you like ?
working on your own? ' ?

taking responsibilities?

?
? Can you
Do you mind drive?
working long hours? speak any foreign languages?
getting up early? Would you rather
noises? work indoors or outdoors?

work in a big organization or a small one?
How important are these things to you?
(extremely/very/quite/not very/not at all)
A good salary.
Comfortable working conditions.

A chance of promotion.




W . Fegblars n Lugsuliual Couununtsallon
THE UNSUCCESSFUL DINNER PARTY

Having been treated to a wonderful time on her first visit to the Orient by Mei Ying ’s
family, Alice wanted to return their hospitality. She invited them out for a meal, but they
politely refused, knowing that her travel budget could not afford it. Being aware of the
Chinese emphasis on food, Alice volunteered to make them a genuine American meal.
They agreed to this, saying that they would get whatever she needed. After making a list,
Mei Ying took Alice to the marketplace. There seemed to be a horde of people pushing
and grabbing at the various items displayed in every available spot, right there in the
street! Mei Ying attempted to maneuver Alice to the meat section where she could get
some steaks. However, as she neared the area, Alice spotted a man who had just wrung
a chicken’s neck and then hung it up to bleed it. Alice was aghast but continued on, her
gaze now directed to the street they were about to cross. There in the gutter a man was
scaling and cleaning out a large fish. At this, Alice remarked on the unsanitary conditions
of the place. She nonetheless made her way to the booth with the beef, where she was
met with the blank stare of a dead steer’s head. Totally repulsed at this, she queasily
asked Mei Ying to take her to another market, preferably one that was indoors. Mei Ying
hesitantly agreed, saying that there was a western-style supermarket on the next block,
but that she rarely went there as she was unsure of the freshness of the items. To her de-
light Alice found all the items that she needed. However, she noticed Mei Ying poking
and pinching and squeezing items with a worried look on her face. When all was prepared
and served, Alice noticed that Mei Ying’s family just picked at the food.

How would you help explain the family’s reluctant feelings?

(1) Mei Ying and her family were unaccustomed to eating American food, and they really
did not want Alice to cook for them.

(2) Mei Ying’s family thought that Alice should pay for the items she needed to cook the
treat for them.

(3) Alice had insulted Mei Ying’s family by suggesting that she cook for them, implying
that their manner of cooking was not really acceptable.

(4) Mei Ying and her family and Alice have different ideas about sanitary conditions and
freshness of food.
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Find out from the following dialogue as many useful expressions and structures as
possible and try to use them appropriately in your simulated business activities in
the oncoming units.

Tami’s mother is sick . Jennifer, David, and Tami are on their way to pay her a visit at
the hospital .

David

Tami
David
Jennifer
David
Jennifer
Tamu

David

Jennifer

Tam:

David

Tami

Jennifer

Tami

Which way should we go to get to Lakeview Hospital? We can either take the
seaside route, which takes longer but has less traffic, or we can take the
shorter route through town. '
Let’s go the shorter way. It’s 5:00 p-m. now. The business office closes at
6:00 p.m.

That’s fine with me! OK, let’s go!

Why do you need to go to the business office?

Since I earned good pay last year, Tami and I have decided to pay her mother’s
hospital bill in full.

That’s awfully nice! Watch out, David! The traffic lights aren’t working, and
no one is paying attention to the traffic officer.

David, be careful! The car behind us is trying to pass!

There’s nothing I can do. Look at the cars in front of me! There’s no way I can
move !

S-s-s-s-s! (Sound of tire going flat. )

What’s that noise? o

It sounds like a flat tire. We don’t need that now. .I noticed:the tire was low,
but T paid no attention to it. Now I’ 1l have to pay for my mlstake It doesn’t
really pay to be in a hury.

Shall I call Mother while you fix the tire? There’s a pay phone right here on the
sidewalk .

That’s a good idea.

Mom, would you mind lending me some money to make the call? I’ 11 pay you

back later.

I don’t mind at all. Here you are, Tami!

Thanks, Mom!




