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INTERMEDIATE UNIT 9 (B3)



Activity group(s): 1 Number of exercises: 160



Intermediate Unit 9 (14 activity (ies) 01:38:19) Dialogue: Explore [1 exercises] 1



Excuse me, I'm looking for the sales manager. 2



Yes! That's me. Hello, Mr. Johnson. I'm the sales manager. You must be Mr. Johnson. You're talking to him! I take it you're Mr. Johnson.



2



2



Pleased to meet you. My appointment's for 10.15, but I'm a little early. I wasn't sure how long the cab would take. No problem. Is this your first time in the States? Traffic's quite light at this time of day. I'll be with you in a minute. How about some coffee?



3



2



3 Yes, it is. Yes, please. Cream, no sugar.



I've been to the States on vacation a number of times, but this is my first time on business. 4 5 4



New York is a great place to mix business and pleasure. Well, I hope it won't be your last! We'll do all we can to make your stay enjoyable.



4



7 8



Well! The sooner we reach an agreement, the sooner we can move on to more pleasant things. 6 6 6



Okay! Let's get down to business. Great. Let's move right along, then. Let's get started, then, shall we?
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5



If we can agree on a first order, I'm sure I'll come back. 6 6



I certainly hope so. We'll do our best to see that you do.



6



To come straight to the point, we like your product very much, and would like to place quite a large order with you. How many units did you have in mind? You mentioned two hundred units, didn't you?



7



Oh, yes! But under our subsidiary's name.



7 7



We operate about 2000 vehicles, and we plan to equip roughly 10 percent with car phones. 10 10



So we're looking at two hundred units, right? We can give you a good price on two hundred units.



10



9 9 9



You come back with Mr. Johnson's coffee. Sorry to have kept you waiting. O.K.! I'm all yours.



9



9 10



Well! As I mentioned when we last spoke, we intend to equip our car rental fleet with car phones. How big is your fleet? How many cars do you have? I didn't realize you rented out cars.



8



That's right! We plan to equip 10 percent of our car rental fleet.



What sort of discount could you give us for an order of that size? 12 12 11



How about 10 percent off the list price? We can offer you 10 percent on our basic model. What model did you have in mind?
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11



The GSM 41P in your catalog looked like it'd fit our needs. 14



We just put out a new model. It's cheaper than the old one. The GSM thirty-four T is less expensive. That model's no longer available.



12



14 13



Is that on the GSM 41P? We thought you might go up to 15 percent, since it is an older model. Yes, on that model we could give you 15 percent. I'm not sure we have two hundred left. We don't make that model anymore.



13



13 13



What model would you suggest as an alternative? Have you considered a hands-free model? Have you thought about using a hands-free model?



14



Yes! But is the quality the same? Oh yes! If anything, slightly better. It's less expensive thanks to improved manufacturing. Oh yes! The quality's just as good.



Keywords [27 word(s)] to agree on agreement alternative cheap to fit (v.) enjoyable to equip (v.) in stock to install (v.) investment latest low-cost manufacturing on business to operate (v.) percent product to produce (v.) to purchase (v.) quantity sales manager
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standard subsidiary to suggest (v.) to supply (v.) tax unit



Sentence Pronunciation [44 sentence(s)] Yes! That's me. Hello, Mr. Johnson. I'm the sales manager. You must be Mr. Johnson. You're talking to him! I take it you're Mr. Johnson. No problem. Is this your first time in the States? Traffic's quite light at this time of day. I'll be with you in a minute. How about some coffee? New York is a great place to mix business and pleasure. Well, I hope it won't be your last! We'll do all we can to make your stay enjoyable. Okay! Let's get down to business. Great. Let's move right along, then. Let's get started, then, shall we? I certainly hope so. We'll do our best to see that you do. How many units did you have in mind? You mentioned two hundred units, didn't you? How big is your fleet? How many cars do you have? I didn't realize you rented out cars. Sorry to have kept you waiting. O.K.! I'm all yours. So we're looking at two hundred units, right? We can give you a good price on two hundred units. How about 10 percent off the list price? We can offer you 10 percent on our basic model. What model did you have in mind? We just put out a new model. It's cheaper than the old one. The GSM thirty-four T is less expensive. That model's no longer available. Yes, on that model we could give you 15 percent. I'm not sure we have two hundred left. We don't make that model anymore. Have you considered a hands-free model? Have you thought about using a hands-free model? Oh yes! If anything, slightly better. It's less expensive thanks to improved manufacturing. Oh yes! The quality's just as good.
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Key grammar explanations [3 grammar point(s)] 1



Expressions with the present perfect



2



Percentages



3



American money
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Grammar Practice [2 exercises] 1



Reformulate as in the example. Example: two old people



the older of the two



three expensive watches



the more expensive of the three



two modern answering machines



the more modern of the two



three tall skyscrapers



the taller of the three



two common problems



the commoner of the two the more common of the two



two tasty desserts



the tastier of the two the more tasty of the two



two strong coffees



the stronger of the two



A use of the comparative



2



Reformulate as in the example. Example: two old people



the older of the two



two promising pieces of news



the more promising of the two



three recent breakthroughs



the more recent of the three



two cheap trips abroad



the cheaper of the two



three sharp knives



the sharper of the three



three good-looking men



the better-looking of the three



two bad debts



the worse of the two



A use of the comparative



© Copyright 2003-2004 Auralog S.A. All rights reserved



Page 6/18



Dialogue: Expression [1 exercises] 1



Excuse me, I'm looking for the sales manager. Yes! That's me. Hello, Mr. Johnson. I'm the sales manager. You must be Mr. Johnson. You're talking to him! I take it you're Mr. Johnson.



2



2 2



Pleased to meet you. My appointment's for 10.15, but I'm a little early. I wasn't sure how long the cab would take. No problem. Is this your first time in the States? Traffic's quite light at this time of day. I'll be with you in a minute. How about some coffee?



3



2



3 Yes, it is. Yes, please. Cream, no sugar.



I've been to the States on vacation a number of times, but this is my first time on business. New York is a great place to mix business and pleasure. Well, I hope it won't be your last! We'll do all we can to make your stay enjoyable.



4



4 5 4



Well! The sooner we reach an agreement, the sooner we can move on to more pleasant things. 6 6 6



Okay! Let's get down to business. Great. Let's move right along, then. Let's get started, then, shall we?



5



7 8



If we can agree on a first order, I'm sure I'll come back. 6 6



I certainly hope so. We'll do our best to see that you do.
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6



To come straight to the point, we like your product very much, and would like to place quite a large order with you. How many units did you have in mind? You mentioned two hundred units, didn't you?



7



Oh, yes! But under our subsidiary's name.



7 7



We operate about 2000 vehicles, and we plan to equip roughly 10 percent with car phones. 10 10



So we're looking at two hundred units, right? We can give you a good price on two hundred units.



10



What sort of discount could you give us for an order of that size? 12 12 11



How about 10 percent off the list price? We can offer you 10 percent on our basic model. What model did you have in mind?



11



9 9 9



You come back with Mr. Johnson's coffee. Sorry to have kept you waiting. O.K.! I'm all yours.



9



9 10



Well! As I mentioned when we last spoke, we intend to equip our car rental fleet with car phones. How big is your fleet? How many cars do you have? I didn't realize you rented out cars.



8



That's right! We plan to equip 10 percent of our car rental fleet.



The GSM 41P in your catalog looked like it'd fit our needs. 14



We just put out a new model. It's cheaper than the old one. The GSM thirty-four T is less expensive. That model's no longer available.
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12



Is that on the GSM 41P? We thought you might go up to 15 percent, since it is an older model. Yes, on that model we could give you 15 percent. I'm not sure we have two hundred left. We don't make that model anymore.



13



13 13



What model would you suggest as an alternative? Have you considered a hands-free model? Have you thought about using a hands-free model?



14



Yes! But is the quality the same? Oh yes! If anything, slightly better. It's less expensive thanks to improved manufacturing. Oh yes! The quality's just as good.



Dialogue: Explore [1 exercises] 1



Well, if I said that we were interested in placing an order for 200, would you give us some sort of discount? 5 5 5



We're probably looking at about 10%. My sales manager would have to decide that. I'd have to consult the sales manager.



2



That sounds great! Now, can you let me have a closer look at these new phones of yours? Perhaps I can use one to let my wife know when I'll be back home! 5 5 3



Let's have a look at the executive models first. Let me show you the top-of-the-line models first. Where would you like to start?



3



What I'm really interested in is a good, solid product that gives us no problems at all. So I'm more interested in dependability than design. Well, I think we have exactly what you want. Then look no further, Mr. Arnold. Mr. Arnold, I think you're going to be pleasantly surprised.
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4



Well, I hope you're right. But don't you think with money so tight these days that companies just aren't prepared to spend more than they really have to? People will always pay for quality, Mr. Arnold. We know it's a risk, but we're confident it will pay off. The initial outlay may be high, but in the long run it'll pay off.



5



5 5 5



After Mr. Arnold leaves, you decide to take a look around the trade show. I guess it's time to go and see the competition. I've got a half hour to kill before my next meeting. I've been on the go all morning. It'll be nice to relax a little.



6



You pay a visit to the Futronics stand. They are your main competitors in Europe. There is a lot of activity here. I see Mr. Arnold is talking to Futronics too. I'll take off my badge. I don't want to be recognized. At least their stand is smaller than ours.



7



Well, trade shows are good places to compare products. Oh I see, you want to keep a low profile. Yes, and it's not as well situated.



7 7 7



You take a closer look at Futronics' products. What do you think? Just the same old cell phones, no new models. Their new lightweight cell phone looks promising, but it's too pricey. They've stopped producing their car phone.



8



6 6 6



That's certainly good news! They've got nothing on us!



8 8



The cell phone market probably seems more attractive.



8



You feel more confident after visiting the Futronics stand. Their products seem very different from yours. Our unique selling points are safe for the moment. We're still several steps ahead of the competition. At the moment no one can match our services.
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9 9 9



9



Back at the Cellular Phones stand you wait for a reporter who wants to write an article about the new models. Mrs. Beckett has asked you to meet with him. He's running a little late. I'll try and convince him to give us a full-page article. He probably wants a scoop for his magazine.



10



We have a reputation for state-of-the-art technology. Our engineers are the very best in the field.



Hopefully we'll be able to win over the jury. Obviously an award would be great, but a few new export contracts would be even better!



10



True, Cellular Phones was one of the first in the business. Without sacrificing quality. I hope you pay them what they're worth!



11 11 11



This afternoon will be very important to you. The product will have to be outstanding. That's understandable.



12 12 12



It goes without saying that a few good reviews in the trade press can make or break a new product. I think we'll do all right this afternoon. We've ironed out all the technical problems. Let's keep our fingers crossed that there won't be any problems with the satellites!



13



10



Do you think you'll be nominated for a Boston Trade Show award? I hope so, but it depends on the press launch.



12



10



The reporter arrives: "So what makes your products so different from all the others already on the market?" To begin with, we have a lot more experience.



11



Like everybody else at the trade show. That will coincide with the advertising campaign. Don't all reporters?



I don't see why not. I hope so for your sake! That'd be the worst luck if that happened.



Well, thank you for your time, I realize you must be very busy. Good luck at the press launch this afternoon. We intend to revolutionize the industry! We'll let the product do all the talking! I hope you have enough material for a good article.
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You'll be getting a good review from me. I know I'll be giving you a favorable review. Don't worry, I'll be writing a very positive article.
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13 13 13



Keywords [30 word(s)] activity advertising to afford (v.) attractive to bargain (v.) to be on schedule campaign cellular phone to compare (v.) competitive confident to convince (v.) dependability discount to display (v.) engineer exhibition experience feature impressive launch to match (v.) model to negotiate (v.) to pay a visit to place an order quality reliable service technology 



Sentence Pronunciation [42 sentence(s)] We're probably looking at about 10%. My sales manager would have to decide that. I'd have to consult the sales manager. Let's have a look at the executive models first. Let me show you the top-of-the-line models first. Where would you like to start? Well, I think we have exactly what you want. Then look no further, Mr. Arnold. Mr. Arnold, I think you're going to be pleasantly surprised. People will always pay for quality, Mr. Arnold. We know it's a risk, but we're confident it will pay off. The initial outlay may be high, but in the long run it'll pay off. I guess it's time to go and see the competition. I've got a half hour to kill before my next meeting. I've been on the go all morning. It'll be nice to relax a little. I see Mr. Arnold is talking to Futronics too. I'll take off my badge. I don't want to be recognized. At least their stand is smaller than ours. Just the same old cell phones, no new models. Their new lightweight cell phone looks promising, but it's too pricey. They've stopped producing their car phone.
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Our unique selling points are safe for the moment. We're still several steps ahead of the competition. At the moment no one can match our services. He's running a little late. I'll try and convince him to give us a full-page article. He probably wants a scoop for his magazine. To begin with, we have a lot more experience. We have a reputation for state-of-the-art technology. Our engineers are the very best in the field. I hope so, but it depends on the press launch. Hopefully we'll be able to win over the jury. Obviously an award would be great, but a few new export contracts would be even better! I think we'll do all right this afternoon. We've ironed out all the technical problems. Let's keep our fingers crossed that there won't be any problems with the satellites! We intend to revolutionize the industry! We'll let the product do all the talking! I hope you have enough material for a good article.



Key grammar explanations [2 grammar point(s)] 1



Verbs introducing a second action



2



Infinitive clauses
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Grammar Practice [2 exercises] 1



Give the present participle of the following verbs. Example: the (to change) seasons



the changing seasons



a (to decide) match



a deciding match



a (to love) friend



a loving friend



a (to try) day



a trying day



a (to worry) event



a worrying event



a (to welcome) living room



a welcoming living room



the (to come) weeks



the coming weeks



Adjectives ending in -ing
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2



Give the present participle of the following verbs. Example: the (to change) seasons



the changing seasons



(to increase) revenues



increasing revenues



a (to know) look



a knowing look



a (to water) can



a watering can



(to tempt) puddings



tempting puddings



a (to fold) bed



a folding bed



(to boil) water



boiling water



Adjectives ending in -ing



Picture/Word Association with speech recognition [1 exercises] 1 an award a certificate a medal a demonstration a contest a stand



Word Order with speech recognition [3 exercises] 1



obviously, the top of the line models are the most obviously, the top of the line models are the most expensive



2



delivery takes about a delivery takes about a week



3



Dependability Dependability



week once you've placed once you've placed the order.



expensive.



the



order.



is more important than useless features is more important than useless features



Dialogue: Expression [1 exercises] 1



Well, if I said that we were interested in placing an order for 200, would you give us some sort of discount? We're probably looking at about 10%. My sales manager would have to decide that. I'd have to consult the sales manager.
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2



That sounds great! Now, can you let me have a closer look at these new phones of yours? Perhaps I can use one to let my wife know when I'll be back home! Let's have a look at the executive models first. Let me show you the top-of-the-line models first. Where would you like to start?



3



5 5 3



What I'm really interested in is a good, solid product that gives us no problems at all. So I'm more interested in dependability than design. Well, I think we have exactly what you want. Then look no further, Mr. Arnold. Mr. Arnold, I think you're going to be pleasantly surprised.



4



5 5 5



Well, I hope you're right. But don't you think with money so tight these days that companies just aren't prepared to spend more than they really have to? 5 5 5



People will always pay for quality, Mr. Arnold. We know it's a risk, but we're confident it will pay off. The initial outlay may be high, but in the long run it'll pay off.



5



After Mr. Arnold leaves, you decide to take a look around the trade show. 6 6 6



I guess it's time to go and see the competition. I've got a half hour to kill before my next meeting. I've been on the go all morning. It'll be nice to relax a little.



6



You pay a visit to the Futronics stand. They are your main competitors in Europe. There is a lot of activity here. I see Mr. Arnold is talking to Futronics too. I'll take off my badge. I don't want to be recognized. At least their stand is smaller than ours.
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7 7 7



7



You take a closer look at Futronics' products. What do you think? Just the same old cell phones, no new models. Their new lightweight cell phone looks promising, but it's too pricey. They've stopped producing their car phone.



8



We're still several steps ahead of the competition. At the moment no one can match our services.



I'll try and convince him to give us a full-page article. He probably wants a scoop for his magazine.



8



Yes, but for how long? Technology changes so quickly. Yes, but for how long? Technology changes so quickly. That's excellent news for Cellular Phones.



9 9 9



Like everybody else at the trade show. That will coincide with the advertising campaign. Don't all reporters?



10 10 10



The reporter arrives: "So what makes your products so different from all the others already on the market?" To begin with, we have a lot more experience. We have a reputation for state-of-the-art technology. Our engineers are the very best in the field.



11



The cell phone market probably seems more attractive.



Back at the Cellular Phones stand you wait for a reporter who wants to write an article about the new models. Mrs. Beckett has asked you to meet with him. He's running a little late.



10



8 8



You feel more confident after visiting the Futronics stand. Their products seem very different from yours. Our unique selling points are safe for the moment.



9



That's certainly good news! They've got nothing on us!



True, Cellular Phones was one of the first in the business. Without sacrificing quality. I hope you pay them what they're worth!



11 11 11



Do you think you'll be nominated for a Boston Trade Show award? I hope so, but it depends on the press launch. Hopefully we'll be able to win over the jury. Obviously an award would be great, but a few new export contracts would be even better!
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This afternoon will be very important to you. The product will have to be outstanding. That's understandable.
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12 12 12



12



It goes without saying that a few good reviews in the trade press can make or break a new product. I think we'll do all right this afternoon. We've ironed out all the technical problems. Let's keep our fingers crossed that there won't be any problems with the satellites!



13



I don't see why not. I hope so for your sake! That'd be the worst luck if that happened.



Well, thank you for your time, I realize you must be very busy. Good luck at the press launch this afternoon. We intend to revolutionize the industry! We'll let the product do all the talking! I hope you have enough material for a good article.
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You'll be getting a good review from me. I know I'll be giving you a favorable review. Don't worry, I'll be writing a very positive article.
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Answer the question as in the example. ... Picture/Word Association with speech recognition [3 exercises]. 1 ..... One part of a payment made at intervals.
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