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Careers 

Lesson 1 

Each lesson (excluding case 

studies) is about 45 to 60 

minutes. This does not include 
time spent going through 

homework. 

Each case study is about 

1 to 1 ½ hours. 

Starting up 

Students talk about their level of ambition and 

say what makes for a successful career. 

Vocabulary: Career moves 
Students look at typical word combinations and 

verbs used with career. 

Reading: Be aware of your online image 

Students read an article about how their 

social-networking profile could damage their 

employment prospects. 

Listening: Changing jobs 

Students listen to an interview with Melissa 

Foux, Finance Director of a UK television 

business. 

Language review: Modals 1: ability, requests 

and offers 

Students look at modals used for ability, 

requests and offers (can, could and would) and 

do exercises based around a job interview. 

Skills: Telephoning: making contact 

Students listen to some calls and learn how to 

get through to who they want to speak to, leave 

messages, etc. 

Case study: You/uice 

Students choose the right candidate for an 

internal promotion within an international drinks 

company. 

Practice File 

Vocabulary (page 4) 

Practice exercises: 

Vocabulary 1 & 2 
(DVD-ROM) 

i-Glossary

(DVD-ROM)

Text bank 

(pages 116-119) 

Resource bank: Listening 

(page 189) 

Practice exercises: 

Listening 

(DVD-ROM) 

Practice File 

Language review (page 5) 

Practice exercises: 

Language review 1 & 2 

(DVD-ROM) 

ML Essential Business 

Grammar and Usage 

(Unit 27) 

Resource bank: Speaking 

(page 177) 

Practice exercises: Skills 

(DVD-ROM) 

Case study commentary 

(DVD-ROM) 

Resource bank: Writing 

(page 204) 

Practice File 

Writing (page 6) 

For a fast route through the unit focusing mainly on speaking skills, just use the underlined sections. 

For one-to-one situations, most parts of the unit lend themselves, with minimal adaptation, to use with individual 
students. Where this is not the case, alternative procedures are given. 



UNIT 1 ►► CAREERS 

Reports of the death of the traditional career have been greatly exaggerated. Despite the growth 

of outsourcing (buying in services that were previously performed by a company's employees from 

outside the organisation) and teleworking by freelancers working from home communicating via 

the Internet, most professional people still go to what is recognisably a job in a building that is 

recognisably an office. The average tenure, the length of time that people spend in a particular 

job, has remained unchanged (at about seven years) for two decades. 

From the point of view of the human resources (HR) department of a large company, managing 

people's careers can still be seen in the traditional activities of selection procedures and 

recruitment, managing remuneration (how much people are paid), and working with department 

managers on performance reviews: annual or more frequent meetings with employees to tell them 

how well they are doing and how they may progress further on the career ladder. The HR department 

will also be involved with training and professional development of the company's staff. 

A company's HR department may also be involved in making people redundant. Redundancies 

may be the result of an economic downturn with reduced demand for the company's goods or 
services, but they may follow a decision by a company to de-layer (to reduce the number of 

management levels) and downsize. It may offer outplacement services, advice to people on how 

they can find another job, perhaps after some retraining. 

A manager made redundant in this way may become what Charles Handy calls a portfolio worker, 
offering their services to a number of clients. Some managers describe themselves as consultants 
but would prefer to be working in a salaried job in an organisation like the one they have been 

forced to leave. 

Others may enjoy their new-found freedom and embrace the flexibility that it offers. (Companies 

too may talk about flexibility when they use the services of freelancers in this way, rather than 

relying on salaried employees.) Freelancers have to maintain their degree of employability 
by keeping up with the latest trends and skills in their profession or industry, for example by 

attending short courses. They may complain that working outside an organisation gives them 

fewer opportunities to learn these new skills. For many salaried employees, on the other hand, 

developing one's career in an (enlightened) organisation is a process of give-and-take - the 

environment they work in allows them to keep their skills up to speed. 

Read on 

The section on Careers, jobs and management on FT.com is a good up-to-date source of 

information on this area: http://www.exec-appointments.com/ 

Charles Handy: The Elephant and the Flea, Hutchinson, 2001 

Fifty Lessons: Managing your Career (Harvard Lessons Learned), Harvard Business Press, 2007 

Jane Yarnall: Strategic Career Management: Developing Your Talent (The HR Series), Butterworth

Heinemann, 2008 
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Warmer 

• Write the word career in big letters at the top of the

board.

• Ask students to suggest different stages in a typical

career using expressions such as: go to school, go

to university, get qualifications in ... , get a job in a

company, move to another company, retire, etc. Do

this as a quick-fire activity- don't spend too long on

it.

Overview 
• Ask the students to look at the Overview section on

page 6. Tell them a little about the things you will be

doing, using the table on page 8 of this book as a

guide. Tell them which sections you will be covering

in this lesson and which in later lessons.

Quotation 

• Write the quotation on the board and ask students

to discuss it briefly in pairs. Make sure students

understand that in one sense, work has the same

meaning as a job, but in another sense, work also

means making an effort.

• With the whole class, ask pairs for their opinions. Can

they think of examples (without naming names!) of

people they have known who avoid work on the job?

What about people who are hard-working on the job?

Starting up 
Students talk about their level of ambition and say what 
makes for a successful career. 

• If this is your first lesson with the group and

they have done a needs analysis, this is a good

opportunity to get more background information

about people's jobs and their English-learning needs

in relation to their future careers. You may have

students whose careers depend on improving their

level of English.

a 
• Get students to discuss the points in groups of three

or four. Circulate, monitor and assist if necessary,

especially with career-related vocabulary.

• After the groups have discussed each point, get a

spokesperson for each group to give the views of the

group. Relate each group's points to those of other

groups. Deal tactfully with the non-career-orientated

students.

• Praise good language points and work on some areas

that need it, especially in relation to career-related

language.

El 
• Get students to do this exercise in pairs.

II 
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• Get students to do the exercise in pairs or small

groups. Circulate, monitor and assist if necessary. 

If this is your first lesson with a one-to-one student, 

this will be a good opportunity to get to know them 

better and to supplement the information in the 

needs analysis, if there was one. 

Vocabulary: Career moves 
Students look at typical noun combinations 
(collocations) with career, verbs used with the word 
career, and verbs used with other career-related nouns 
(operating verbs). 

• If it's the first lesson with the group, point out that

memorising blocks of language - typical word

combinations - is an important part of the learning

process.

a 
• Do this as a quick-fire activity with the whole class.

El◄>))CD1.1-1.3 

• Get students to look at question B and listen once or

twice to the three speakers. Elicit their answers.

Person 1 

Person 2 

Person 3 

middle 

beginning 

end 

II◄>» (D1.1-1.3 

• Get students to look at question C and listen again to 

the three speakers. Elicit their answers.

El 

Person 2 

Person 3 

career opportunities, career path 

career plan, career ladder 

• Get students to do this exercise in pairs or small

groups. Tell them they can use a good bilingual

dictionary or a monolingual one such as the Longman

Active Study Dictionary. Circulate, monitor and assist

if necessary. 



1 have 
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2 take :§.Jh-' � 

3 make ♦ ♦ 

4 offer 

II 

5 decide 

6 climb 

• Students do the exercise in pairs or small groups.
Circulate, monitor and assist if necessary. 

1 a training course 

2 progress 
3 a part-time job 
4 a mistake 
5 a pension 

II 
• Ask students to do this exercise in pairs or small

groups.

2 work flexitime· 

3 earn commission 

4 get a promotion 
5 do part-time work 

C) i-Glossary

Reading: Be aware of your on line image 
Students read an article about how their social
networking profile could damage their employment 
prospects. 

II 
• Pre-teach the following vocabulary: Facebook profile

- the information about yourself that you share on
Facebook; on/ine image - your 'personality' on the
Internet as shown by pictures of you, comments you
write, and so on; on/ine reputation - the opinion
people have of you because of what they see on the
Internet; faux pas - (from French) an embarrassing
mistake; personal brand - the image you want
people to have of you.

UNIT 1 ►► CAREERS 

• You may prefer to discuss the first question with the
whole group, writing answers on the board, before
asking students to work on the second question in
pairs.

• Bring the group together to compare students'
answers.

a 
• The idea behind this type of exercise is to get

students to scan the article without trying to 
understand everything at the first attempt and to
spot similar concepts, even if they are expressed
differently. They can do this individually or in the
same pairs as in Exercise A.

II 
• This requires an understanding of the main idea

of the article, which is found in the first sentence.
Students can work individually or in pairs.

II 
• This requires closer reading of the text to link the

ideas. Get students to read through the article again
and identify any words they don't understand. If you
have time, encourage them to guess at the meaning
by looking at the context or to look the words up
themselves in a dictionary.

II 

They can make your career because a strong online
image could help you land your dream job. They
can break your career because a huge number
of employers take action against staff for writing
negative comments on their social-networking
page.

• Students work in pairs to write a list of things they
should not do on their social-networking site. Follow
up with a whole-group discussion to see if everyone
had the same ideas.

a 
• Students do the exercise in pairs or small groups.

After the discussion, ask for a show of hands for and
against using social-networking sites during work
hours.

c:) Text bank (pages 116-119) 
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Listening: Changing jobs 
Students listen to an interview with Melissa Foux, 
Finance Director of CSC Media Limited. 

II◄>)) (D1.4 

• Before playing the first part of the interview, get

students to read the three questions in this section.

• Play the first part of the interview through once.

• Once students have decided on their answers, play

the track again, pausing after each answer.

CSC Media Ltd, part of the Chart Show 
Channels Group, is the largest independent 

television business in the UK. It has a mixture 

of 16 channels, including music, children's and 

movie channels. 

2 She was the Finance Director for a chocolate

pudding business. 

II◄>» CDl.5 

• Before playing the next part of the interview, get

students to read the text.

• Play the second part of the interview through once

and ask students to listen for the answers, but not

write them. Elicit answers from the whole class and

ask students to complete the text.

• Play the recording again and have students check

their answers.

chemistry 

different 

3 internship 

4 accountancy 

5 understanding 

6 experience 

II◄>)) CDl.6 

• Play the third part of the interview.

• Check answers quickly with the class.

II◄>)) CDl.7 

• Play the final part of the interview. Elicit the answer

from the class.

II 
• Students do the exercise in small groups. Circulate,

monitor and assist if necessary.

• Ask a few students to share with the class the

answers of other members of their group.

c:) Resource bank: Listening (page 189) 

Language review: Modals 1: ability, 
requests and offers 
Students look at modals used for ability, requests and 
offers, and do exercises. 

• Check that students know about modal verbs and

their characteristics.

• Modals are verbs like may, might, can, could,

etc. They don't change with different persons (for

example, I can, you can, he can). The ones they will

see here are can, could and would.

• Get students to match the functions with the

examples in the Language review box.

II 
• Get students to work in pairs to rearrange the words.

Circulate, monitor and assist if necessary.

• Then get them to work out whether they are

requests, offers or asking about ability. 

2 Could I confirm your e-mail address? (a) 

3 Can you use spreadsheets? (c) 

4 Can you speak any other languages? (c) 

5 Could you tell us more about your present job? 

(a) 

6 Could you tell me your current salary? (a) 

7 Would you let us know your decision as soon as 

possible? (a) 

8 When can you start? (a) 

• Discuss students' answers, clarifying any difficulties.

II 
• Get students in pairs to match the questions and

answers.

• Circulate, monitor and assist if necessary, for

example by explaining currently and notice period.



r 
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• Get students in pairs to practise reading the
exchanges with good intonation. Circulate, monitor
and assist if necessary.

• Point out that the politeness in the requests is in the
intonation: none of them involve please.

• Then get one or two pairs to perform some of the
exchanges for the whole class.

II 
• Get students to role-play the situation in parallel

pairs, following the instructions in the role play box.
Circulate and monitor.

• When the students have done the exercise once
praise strong points and mention one or two thi�gs
that students should pay attention to when they
change roles .

• i'"""\ • Get students to change roles and again to role-play
the situation in parallel pairs. Circulate and monitor.

• Get one or two pairs to repeat their role play for the
0 whole class.

(' 

.-""'\ 

• 

Skills: Telephoning: making contact 
Students discuss how they use the telephone in 
English. They then listen to three telephone calls, do 
exercises based on them and role-play a telephone call 
themselves. 

II 
• Point out that the focus of this section is on making

contact and getting through.

• With the whole group, get students to discuss the
calls they make and receive. Ask them what they
find particularly difficult and bring their attention
to points from the following activities that will help
them.

• Write the telephone expressions students come
up with on the board, preferably organising them
into groups, such as Getting through or Asking for

someone.

• Get students to listen to the calls once or twice,
stopping after each call. Get them to describe the
purpose of each call and say in complete sentences
whether the callers know each other.

UNIT 1 ►► CAREERS 

What is the purpose of the call? 

Phone call 1: To ask about a job advert 

Phone call 2: To tell Giovanna that he can't 
make the training course 

Phone call 3:To ask for a phone number 

2 Do the callers know each other? 

Phone call 1: No 

Phone call 2: No 

ll◄)))CDl.8 

• Get students to listen again to the first call. Play
it several times if necessary, stopping after each 
utterance to give them time to note it down. 
Circulate, monitor and assist if necessary. 

1 like.speak 

2 Hold on 

3 put you through 

4 Is that 

5 Speaking 

6 phoning about 

7 Could you give me 

• Go round the class and ask individual students to say
these expressions with friendly, polite intonation.

El ◄>)) CDl.9 

• Before playing the recording, get students to read
the conversation and try to remember the words and
phrases that will go in the gaps.

• Play the second call again and get students to write
the phrases, making sure that they get the exact
words - Could I speak to Giovanna ... rather than
Can, etc.

1 Could I speak 7 tell 

2 I'm afraid 8 make 

take 9 call 

message 10 back 

5 This is 11 on 

6 Could 
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II◄)» (D1.10 

• Play the third call again and get students to choose
the correct alternatives.

1 you 

2 word 

3 let me have 

4 engaged 

5 here 

6 catch 

7 No problem 

• Get students to read the conversation in pairs, using
the underlined expressions. Then get one pair to read
the conversation for the whole class.

• If time permits, get students to practise reading the 
conversation with the alternative expressions, those
they did not underline, which are all correct usage.
Then get another pair to read the conversation for
the whole class.

a 
• Ask your students to practise, in pairs, the

expressions in the Useful language box. Circulate,
monitor and assist with pronunciation and friendly
intonation if necessary.

• Then move on to Role play 1. Get students to look
at the job advert. Help with any difficulties of
understanding and then explain the background to
the role play.

• Allocate roles. Make sure that students are looking
at the correct page for their role. Check that students
with the A role understand that they will play two
different people in the two parts of Role play 1: Jamie
Vincent's colleague and then Jamie Vincent. Students
with the B role card play themselves.

• Get your students to role-play the first call in pairs.
Use telephone equipment if available; otherwise
get students to sit back-to-back. Circulate, monitor
and assist if necessary, especially with expressions
relating to making telephone calls and apply ing for
jobs.

• Bring the class to order. Praise strong language
points and work on two or three points that require
it, getting individual students to say the improved
versions.

• Then get one of the pairs to do the role play for the
whole class, integrating the improvements.

• Get students to role-play the second call in pairs.
Circulate, monitor and assist if necessary.

• Again, praise strong language points and work on
two or three points that require it, getting individual
students to say the improved versions.

• Then get one of the pairs to do the role play for the
whole class, integrating the improvements.

• Repeat the above steps for the second role play.
Check that students with the B role understand that
they will play two different people in the two parts
of Role play 2: Alex Frantzen's colleague and then
Alex Frantzen. Students with the A role card play
themselves.

c:) Resource bank: Speaking (page 177) 



You/uice 
Students choose a candidate for an internal promotion 
within an international drinks company. 

Stage 1: Background 

• Instruct the students to read silently the sections

entitled 'Background' and 'A new appointment',

including the extract of the job description giving

the qualities required of the successful candidate.

Circulate and answer any queries.

• While students are reading, write the headings from

the left-hand column of the table below on the board.

With the whole class, elicit information to complete
the column on the right.

Activity Sells ready-to-drink juices all 

over the world 

Based in Monterrey, Mexico but owned 

by a large US corporation 

Recent sales Poor (35 per cent below target) 

performance because: 

and reasons 
Sales reps not motivated 

for this 
Strong competition 

Previous manager - no clear 

strategy 

Limited market research done, 

limited results from customer 

database 

Increasing sales and developing 

new sales marketing strategies 
position 

Managing sales team - more 

motivated and effective 

Carrying out market research 

Number of 3 
candidates 

Good academic background 
required and relevant experience 

Good organizational and 

interpersonal skills 

Numeracy skills and analytical 

ability 

Good linguistic ability 

• Without pre-empting the discussion to come in

the task, clarify unfamiliar vocabulary and discuss

some of the points above with the whole class. For
example, ask students what it means to have strong

sales ability.

UNIT 1 ►► CAREERS 

Stage 2: Profiles of the candidates◄>)) CDl.11-1.16 

• Divide the class into groups of three or four. Get

each group to analyse the written information about

all the candidates. Circulate, monitor and assist if

necessary. Get each group to appoint a spokesperson

who takes notes of the key points for each candidate,

without getting into comparing the merits of the

candidates.

• Play the recordings to the whole class, stopping

at the end of the recording for each candidate and

explaining any difficulties.

• Alternatively, if the room is big enough and if
you have sufficient equipment, allocate one to

each group and get the groups to specialise in a

particular candidate, so, for example, one or two of

the groups listen only to Juana Ramos's interview.

Circulate, monitor and assist if necessary. Then ask

a spokesperson for each group to summarise for the

whole class the interview that they listened to.

Stage 3: Task 

• The discussion in part 2 of the task does not, strictly

speaking, need a chairperson, but if you think this

would be useful to help structure the discussion,

appoint a chair. If this is the first role play you

have done with this class, choose a self-confident

student to run the whole-class meeting. Do this

while the group discussions below are still going on

and brief the chair on what they should do - invite

contributions, make sure everyone has a chance to

speak, make sure that each candidate is given proper

consideration, etc.

• Working in groups, students discuss the relative

merits of each candidate for the job. Appoint a

different spokesperson in each group (i.e. not the

same person as in Stage 2 above) to note down the

main points of the discussion and the reasons for the

choice of candidate. Circulate, monitor and assist if 

necessary.

• Then get the whole class to discuss who should be

chosen for the job, under the direction of the chair if

you have decided to appoint one.

• While the discussion is going on, note down strong

language points plus half a dozen points that need

improvement. Come back to them when a candidate

has been selected and the discussion is over. You

may want to concentrate on the language used to:

- describe people in the context of job interviews,

such as calm, relaxed, gets on well with others.

- make contrasts, for example: X was rather
aggressive at the interview whereas Y seemed
nervous.;J;b;;;;� 
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RESOURCE BANK ►► LISTENING KEY 

Unit 5 

II 
1 under 2 at 3 in 4 with S with 6 up 

7 over 8 into 

II 
1 True 

2 False - 'It's difficult to say really what's a normal level 
of stress for somebody to feel at work.' 

3 True 

Unit 7 

II 
1 transfer money s motivate their staff 

2 send money 6 maintain their relationship 

3 have a vision 7 make more profit 

4 reach that vision 

1 vision 2 loyal 3 Income 4 requirements 

S happy 6 expenditure 7 bankrupt 

4 False - ' ... a high level of continued pressure can 
actually sometimes spill over into feelings of stress.' II 

S True 

6 False - ' ... actually if it [stress] continues without any 
break, then actually people sometimes tip over into 

feeling very stressed.' 

II 
le 2a 3c 4b Sb 

El 
1 deal with 2 tend 3 experience 4 manage 

S look after 6 report 

Unit 6 

II 
The most popular events remain the major sports and 

the major events in those sports. Within sports it does 

vary. For example, those sports where the rules are 

fairly simple and straightforward are more popular. 

Thus cricket, which is a personal, um, like of mine, is 
not actually one of the most popular, because the rules 

are fairly complicated. Horse racing is very successful, 
football -soccer as it's called in many countries around 
the world, but football in England - is very popular. 

Motor racing works well and then, moving onto the 
entertainment side, theatre, pop concerts, musicals -
particularly, for a number of years, Phantom of the Opera 

has been very popular in New York and in London and in 
many other cities around the world where it has showed. 

B 
1 changed enormously 2 vastly superior 3 affected 

4 reduced S gone for 6 holding up 

II 
c, e, b, a, d 

1:1 
1 False - It's 100 kilometres north-west of London. 

202 

2 False -Michael Schumacher won it. 

3 True 

4 True 

S False -They went by Concorde. 

6 True 

7 False -They flew back the same night. 

lb 2a 3e 4f Sc 6d 

El 
1 difficult 2 hard 3 significant 4 different 

S critical 6 sufficient 

Units 

II 

noun adjective 

clinic clinical 

reason rational 

tradition traditional 

emotion emotional 

regulation regulatory 

pharmaceuticals pharmaceutical 

consistency consistent 

El 
1 regulatory environment S overstate the advantages 

2 strict 6 consistent across 

3 lead better lives 7 challenge 

4 fair and balanced way 

II 
Unfortunately. because of the regulatory laws that we need 

to follow, we're not able to promote directly to patients. We 

can only talk to the doctor, because the doctor makes the 

decision about the medicine. So, although we'd love to use 

all the benefits and opportunities that the Internet and the 
new communication methods offer, we're not able to use 
them as much as we'd like to do. Having said that, we are 

beginning ... I think many companies are beginning to look 
at the opportunities that new technologies such as the iPad 

may offer to present the data when we're face to face with 
the doctor, because it's a clearer and more involving way of 
presenting the data to the doctor than the traditional paper. 

El 
1 False -Someone who works in science is a scientist. 

2 False -Another word for 'doctor' is physician. 



3 True 

4 True 

S False - Peak sales is the time when sales of a drug 
are at their highest. 

6 True 

Unit 9 

II 
le 2b 3a 4b Sb 6c 

II 
1 commitment 2 contract 3 relationship 

4 manageable S simple 6 flexible 

II 
1 True 

2 False - Entrepreneurs cannot predict the future. 

3 True 

4 False - It can sometimes be adapted. 

S False - Lessons learned from the first version were 
used in planning the second version. 

6 Information not given 

7 t-&lse - He could not see them, because he was 
focused on something else. 

8 True 

9 Information not given 

Unit 10 

11-11

verb (infinitive) noun (singular) 

influence 1 influence - c) 

manage 2 manager (person) - g), 

3 management (thing) - d) 

pioneer 4 pioneer-a) 

emphasise s emphasis - e) 

control 6 control- h) 

profit 7 profit - f )  

retail 8 retail - b) 

D 
1 philosophy 2 founder 3 genuine 4 issues 

S principles 6 aid 7 firmly 8 substantial sums 

II 
lb 2c 3e 4f Sa 6d 

Unit 11 

II 
Our organisation, the Centre for Effective Dispute 
Resolution, was founded 20 years ago. Its base is in 

RESOURCE BANK ►► LISTENING KEY 

London, and its main outputs are to teach business 
and make business more aware of more effective ways 
of dealing with conflict. And our two primary areas 
of business are first, skills: so we've been involved in 
training up to 40,000 mediators around the world. And 
we're also involved in providing services. So we have 
mediators who mediate round the UK and round the 
world in business conflicts. 

II 
lf 2e 3a 4c Sb 6d 

II 
1 True 

2 False - It occurs when two or more sides in a dispute 
communicate with each other. 

3 True 

4 False - It means the list of points that are discussed 
at a meeting, in this case a meeting to resolve a 
dispute. 

S False - Here it refers to the type of meeting, the 
participants, the place where it is held, etc. 

6 False -A mediator is usually someone not actually 
involved in the dispute. 

7 True 

8 False -A protagonist is someone directly involved in 
the dispute. 

9 True 

10 False - You concentrate on one thing. 

Unit 12 

II 
1 intuitive 2 simple 3 obvious 4 essential 

S functional 6 helpful 

B 
1 functional 2 intuitive 3 simple 4 helpful 

S obvious 6 essential 

II 
1 electric 2 lag, absolutely instant 3 release 

4 boring S put money 6 shifting 7 hand over 

II 
1 The new iPad is really attractive - it looks good. 

2 I'm� writer and I need a computer for work - the iPad 
is ideal. 

3 I read a lot- at the moment I'm reading a novel by 
Paulo Coelho. 

4 Every time I go to a Wi-fi cafe, it links me to e-mail. 

S I'm in constant contact with my friends around the 
world. 

6 My iPad gives me access to a wealth of information 
on the Internet. 

7 It makes my life more connected and more fun. 
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Planning 

Dear Brad, 

I am writing to you as Editor of EPMC's exciting new health-and-fitness magazine. It's called Healthy! 

and it will give advice on health and fitness to people aged between 20"and 40. The first issue ohhe 
magazine. will cQme out in September. ffhere will also be a website with the same articles, plu$ other 
useful information.) 

In each issue, there will be an interview.with a famous person, who will give readifrs their advice about 
health and fitness. You are well-known for your interest in this area. We thinkvou would be the perfect 
choice for our first issue. (Of course, you do not have to provide diet and fitness plans yourself- we 
will provide these for you to approve.) 

I am writing to ask if we can interview you in-Los :Angeles on a date that is conveni.ent for you. 

Yours sincerely, 

Janet Peabody 

Editor, Healthy! 

(See the Writing file, Course Book page 128, for the format of letters.) 

II You are the agent of the famous person that you wrote to in the Writing task. (Or you can choose

to be Brad's agent - see the model answer above.) Write a letter replying to the magazine editor. 

• Introduce yourself as the person's agent.

• Choose one of the following options:

a) Agree to the magazine editor's request for an interview and suggest a date, time and

location.

b) Refuse the magazine editor's request and give a reason. (Invent one.)

c) Say that your client needs more information before they can make a decision.

End suitably. 

El Write an Internet advertisement for the magazine to be used just before its launch. Give

information about: 

• what the magazine and website contain

• the celebrity feature in the first issue (who it is, an example of their advice, etc.)

• how much a 12-month subscription costs

• a promotional offer, for example body lotions and eau de cologne, for those who subscribe to

the magazine or the website within seven days

© Pearson Education Limited 2012 PHOTOCOPIABLE 
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214 

Conflict 

Dear Shareholders, 

The multinational drinks group Universal Cola Corporation has made an offer to purchase the 
company. Our reasons for not accepting their offer are as follows: 

• If H&C is bought by UCC, we will lose our independence and our separate identity, despite all the advantages

that UCC can offer (in production, selling, etc.).

• Our 'green' image would suffer. This image is one of our biggest assets and will become more and more

important in the future.

• H&C would lose many customers when they discover that a large multinational has bought it. Many people 

feel better about buying from a family firm rather than from a big multinational.

• We do not know how many H&C employees and managers UCC would keep. (They have made some promises, 

but we have seen what has happened with promises like these in the past with other takeovers.)

• People who work at H&C like the family atmosphere and do not want it to change. They would feel less 

motivated under UCC's management.

• We have had an offer from another small, privately-owned company, FTC. FTC has the same values and

principles (green production, etc.) as H&C. We could merge as equal partners. We must consider this offer

instead.

Yours sincerely, 

Beatrice Van Etten, CEO 

(See the Writing file, Course Book page 128, for the format of letters.) 

II Universal Cola Corporation succeeds in buying Herman & Corrie. A manager at H&C writes an 

e-mail to a friend working in another company. 

• Explain what has happened.

• You don' t know if you will be made redundant.

• You will have an interview with someone from the HR department this afternoon.

• You will know by the end of next week if you will keep your job or not.

• You are not sure if you want to stay at H&C anyway.

• Say what you might do instead.

• You will let your friend know what happens. 

End suitably . 

I 
I 
I 
I 
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I 
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I 

I:

I 

© Pearson Education Limited 2012 PHOTOCOPIABLE 



r 

Products 

George Marshall Awards 
Product Report 

Introduction 

As a member of the Selection Committee, I have now seen all the entries for this year's award. As 
always, we are looking for innovation and creativity in developing, marketing and launching a new 
product. We are looking for products with lasting benefits. They should also be environmentally 
friendly. 

Product description - Music keyboard with lighted keys 

I was very impressed when this product was presented. It's an electronic keyboard that has keys 
that light up when tunes are played. The lights help you learn quickly which finger goes with which 
key. The keyboard plays 200 songs automatically, but you can also play tunes on your own. There 
are two speakers built into the keyboard. The planned price is US$280. 

Marketing 

The presenters said they will be using short adverts on television, especially during children's 
programmes. They will also be advertising in specialist music magazines and on the Internet, with 
adverts on music-related sites. 

On the Internet, they have a very original approach. The adverts allow you to use a demonstration 
version of the product, where you press the keys on your computer keyboard and keys light up 
in the advert on the computer screen, and a tune comes out of your computer speakers. This will 
certainly make users want to buy the real product! 

Environment 

The presenters said that the product contains no dangerous chemicals and can be recycled safely. 

Conclusion 

This product will be of great benefit to children and adults learning keyboard instruments. It has a 
very good chance of winning this year's award. 

(See the Writing file, Course Book page 129, for the format of reports.) 

a The chair of the George Marshall Awards selection committee writes a letter to the Chief
Executive of each company competing for this year's award. (See the Writing file, Course Book 

page 128, for the format of letters.) 

• Introduce yourself.

• Invite the Chief Executive to the Best New Products Awards Ceremony in Melbourne where the
winner will be announced. (Give a date, time and place.)

• They can bring up to three colleagues who have been involved with the product that is
competing for the award.

• You look forward to seeing them at the ceremony.

End suitably.
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We recommend the Longman 

Business English Dictionary to 

accompany the course. 

Also available on your iPhone 

or iPod touch. 

Receive updated weekly 

lessons to use with your 

students by subscribing to the 

Market Leader Premier Site: 

www.market-leader.net 

Active Teach: A digital version 

of the Course Book for 

interactive whiteboards or 

computers, which includes all 

the audio and video material. 

www.ft.com 

3rd Edition 

Pre-intermediate· 

MARKET 
LEADER 
The Market Leader 3rd Edition Teacher's Resource Book with Test 

Master CD-ROM provides: 

• Teacher's notes

• Business Briefs, providing a theoretical background to the topic

of each unit

• Text bank including extra reading materials from the Financial Times©

• Resource bank with extra speaking, listening and writing material

• CD-ROM which includes customisable tests with audio for every

stage of the course

Other Market Leader 3rd Edition components: 

• Course Book with DVD-ROM and on line Vocabulary Trainer

• Practice File with Audio CD

• Subscription website: www.market-leader.net

• Test File

• Course Book Audio CDs

• ActiveTeach

www.market-leader.net 




