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Unit 1 Company Organization
(B

showing the :

HAR LR Gl

structure organization {4 ffi| . &4

organizational

Managing Director director who is in charge of a whole .
company M 23
executives people who put decisions into action B2k

BHEAR

personnel staff £{& 7 T

training teaching employees how to do something
b=l

rationalisation making more efficient & ¥4k IR FHHE

region _ part of a country/an area H{X

to split to divide 43&| .4

matrix (basis) organised according to two sets of crite-

ria, e. g. geographical and functional 4

(23

section part of a company &f ]

subsidiary company which is owned by a parent
company ¥/ &)

affiliate company wholly or partly owned by

another company [ff B .14



1. Listening (A7 77)
1.1 Listen to the presentation about Rossomon Plc. And answer
the questions.

(1)Who is responsible for the Board?

(2)What are the executive departmants?

(3) What does Peter Jenkins, the head of Management Service
Department do?

(4)What are the duties of Regional Managers?

(5)On what matters do Marketing and Technical Services work
closely with Regional Managers?

(6)How many subsidaries does Rossomon have all over the world?
Who do they report to?

1.2 Listen again and complete the following chart.

]
1
1 ‘ an l

2 (3) ' (4) l (10). \
{ |
rehsL::::es | ‘ Rossomon Rossomon
department l | France Japan
(5)
(8)
W marketing
(9 @ section
S e
1L
CH




2. Presentation (E=E &)

This section demonstrates some of the language used to

describe an organization in terms of ;

2 1

[] hierarchy
(] responsibilities/functions
[] titles
[] affiliates
[] structure
Hierarchy (ZHZRE ).
The company is headed by the MD.
The Sales Director reports to the MD.
The Sales Director is under the MD.
The Sales Director is accountable to the MD.
The Sales Director is supported by a sales team.

The Sales Director is assisted by an Assistant Sales Manager.

Sonia Young
M. D. (Managing Director)

|
[ | l 1

Pierre le Lac
Sales Director

L

Andrea Martella

sales team .
Assistant Sales Manager

oo
oo

Responsibilities/functions (3 /L /BREE).
The Finance Department is responsible for accounting.

The R & D (Research and Development) Department takes

care of new product development.



The Administration Manager is in charge of personnel.
2.3 Titles (BR%5).

Below are the main managerial titles with the US equivalents in
brackets

Chairman (President)

Managing Director ( Chief Executive Officer/Senior Vice-
President)

Finance Director (Vice-President-——Finance)

Sales Manager (Sales Director)

E:AFAMER, BB - BAEFIWNH
2.4 Affiliates ([ffBHLH).

X is the parent company.

A, B and C are subsidiaries (more than 50% owned by the

parent).

x|

I

'

|
| s | | Baow | | cesw

2.5 Structure (£5#9).

Car Division

l l
: e
Production Sales
Department Department
r—i-ﬁ !—k—1

Methods Maintenance Advertising i After-sales
Section Section Section ‘ Section

_.-4_



The Car Division consists of the Production Department and
the Sales Department.

The Production Department comprises the Methods Section
and the Maintenance Section.

The Sales Department is made up of the Advertising Section

and the After-sales Section.

3. Controlled practice G2 % 3])
3.1 Use the organization chart in the Listening section and the

language in the Presentation section to complete these

sentences.
(1) The Managing Director to the Board.
(2)The Managing Director for running the
company.
(3) The Managing Director by four executive
departments.
€] the Managing Director, there are five

regional divisions.

(5)Each Regional Manager of a territory.

(6)The five regions by two other sections

—Marketing and Technical Services.

(7) The Section Leaders to the Regional
Managers. _

(8)In addition to the company, Rossomon has
three

(9) The subsidiaries Rossomon France,

‘_5_



Rossomon Germany and Rossomon Japan.

(10) The subsidiaries to the Export Sales

Department.
3. 2 Decide the following statements whether they are true or
false.
(1)Rossomon is a big international corporation with many affiliates
over the world.
(2)All the management personnel sit in the Board of Directors.
(3) The regional managers must cooperate with the marketing
services.
(4) The manager of Japan subsidary company must report directly
to Mr Bunce.

(5)Export Sales Department is accountable to the Board.

4. Words and expressions (igiC)

4.1 Complete the sentences with the phrases given in the column.
Peter |is in charge of |transportation
Simon |is assisted by | three executive sections
R & D/|takes care of icorporate finance

Mary |works on new products

they |are supported by | Marketing and Technical Services

5. Pair work (RIEZ])
(1)Student B: Turn to the Key section.
Student A: Describe the typical management structure of a
British company to Student B. Use the

organization chart for Semling Photographics.



The Board of Directors | Chairman

The Board of Directors

Managing
Directer
|
r —
| I
Financial Marketing Production
Director Director Director
Personnel Chief Sales Rl:ll:t)::m Advertising g::; Purchasing
Officer Accountant | |Manager Maniaes Manager Manager Manager .

¥ :Organization chart: Semling Photographics Ple.

2)

Listen to Student B’s description of the typical management

structure of an American company. Use the information to

complete the organization chart for Felton Computers.

- Executive Board

Executive Board - e,

¥ :Organization chart: Felton Computers



Unit 2 Company Strategy
(R FIRE)

B =

— S A | = = S Dk 4
=TSSAREEWER

strategy plan of future action %% M . &% B%

to define to find K. E

{lexible can be changed 0] 2% {

objective something which you aim for H#x

market share percentage of a total market which the sales
of a company or product cover T %) &

to reduce to make less or smaller J& 7

margins difference between the buying and selling
price Fi| i i B

long-term for a long period of time K Hi#Y

prospect possibility for the future §j 5t

to invest to spend money usefully %%

plant factory L[

manufacturing production 4 =

to upgrade to make better, to improve g, (F= M)
AR

competitive  difficult, as a result of the activities of other
companies working in the same area 354

rapidly quickly i #b
to adapt to change & I}

to sub-contract to agree with another company that they

will do part of the work # &R .04



1. Listening (AF 1)
1.1 Listen to the discussion about company strategy. Match the

conditions to the results. The first one is done for you.

Conditions Results
(1)Reduce prices a. Cut unit costs
(2)Margins smaller b. Job losses
(3)Increase production c. Reduced sales
(4)Invest in new plant d. Market share increases
(5)Upgrade product e. Cut profits
(6)Higher prices f. Unit costs come down
(7)Reduce manufacturing costs g. Higher profits
(8)Sub-contract production h. Adapt to market

1.2 Listen again and {ill in the blanks with what you hear from
the tape.
(1) We need to define a new strategy but the strategy must be
to take account of changing market conditions.

(2)Our main objective must be to gain

(3)That is probably true, but if we reduce prices, will be
lower.
(4)In short term, that is right, but we can slowly , and

with increased production. . ..
(5)T don’t agree. I think we should go for . If we can
, we’ll get better prices.

(6)Look, the market is already and getting worse so.

2. Presentation (JGEEE &)
AU HFBERERT R RREATRBHSER.



Condition &4

Result 4558

If we reduce prices —

our market share will increase.

If we can reduce unit costs

that must put us in a strong position.

FUEAR—BAEN . ERAFR will ZAFSB A — &

BT , A B a] ] A
Result 253 Condition %
But it’ll mean job losses <«<—— if we sub-contract production.
Unit costs can only come down |<—

if we invest in new plant.

3. Controlled practice B % =)

3.1 Make conditional sentences from the prompts below. You

must decide which is the condition and which is the result,

and use an appropriate verb, where necessary.

e.g. Sales increase/good advertising campaign.

Sales will increase if we have a good advertising campaign.

Sales will increase if there is a good advertising campaign.

(1)More satisfied customers/improve the delivery service

(2)Rationalise production/unit costs reduced

(3)Job losses/rationalise production

(4)Install robots/lower labour costs

(5)Price war/competitors enter the

market



