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B What are the advantages and disadvantages for a private individual 
of borrowing money from these sources? 

1 a bank

2 a friend or colleague 

3 a loan shark 

4 a member of your family 

5 a pawnbroker 

6 a credit-card company 

a In what situations might someone use the sources of finance mentioned 
in Exercise A? 

EXAMPLE: A loal) �J.iark if you J.,ave a poor credit ratil'l9

B What do you think these sayings mean? Do you agree with them? 

1 Money talks. 

2 Don't put all your eggs in one basket. 

3 You have to speculate to accumulate. 

4 Don't throw good money after bad. 

5 Lend your money and lose a friend. 

6 Out of debt, out of danger. 

7 He who pays the piper calls the tune. 

8 Beggars can't be choosers. 

llJ What would you like to raise money for, and how would you do it? 



Financial terms 

ALL STOCK 
REDUCED! 

fill,WI JJ I I !'I � I 
EVERYTHING 
MUST GO! 

See the DVD-ROM � 
for the i-Glossary. W 

UNIT 9 H RAISING FINANCE 

lrJ Choose the correct word to complete each sentence. 

1 Customers not paying on time often leads to . . . . . . . . . . . .  problems.

a) cashflow b) equity c) asset

2 Our state-of-the art machinery is our  major . . . . . . . . . . . .  . 

a) possession b) asset c) equity

3 The . . . . . . . . . . . .  rate on the loan was 12%. 

a) fee b) charge c) interest

4 They could not pay their debts and faced . . . . . . . . . . . .  . 

a) bankruptcy b) warranty c) overpayment

5 Sorbat has gone into . . . . . . . . . . . .  with debts of about £20 mill ion.

a) indemnity b) investment c) administration

6 The finance a company raises from issuing shares rather than taking out loans 
is known as . . . . . . . . . . . .  capital. 

a) equity b) dividend c) stock

7 The . . . . . . . . . . . .  is the original amount of a loan not including any interest charged.

a) instalment b) principal c) subsidy

8 A/ An . . . . . . . . . . . .  is a particular type of loan for the purchase of property. 

a) credit b) overdraft c) mortgage

9 If a company defaults on a loan, it means they miss a/an . . . . . . . . . . . .  . 

a) budget b) instalment c) collateral

10 Money lent to start-up businesses is known as risk or . . . . . . . . . . . .  capital.

a) share b) venture c) working

[J Choose the correct words to complete each definition. 

1 Being in the redQ means you are in credit.

2 A loan /grant is money which doesn't need to be repaid. 

3 A creditor I debtor owes money. 

4 An interest / A dividend payment is part of a profit paid to shareholders.

5 Assets /Liabilities are the total amounts of money owed by a business. 

6 An overdraft I A return is the amount of profit made on an investment. 

7 To go into liquidation / debt is when a company stops operating because
of financial difficulties. 

8 A deposit /Collateral is security for a loan in the form of assets which could 
be sold i f  the debt is unpaid. 

D Discuss these statements. 

1 Leasing machinery, vehicles, etc. makes more financial sense than buying them.

2 There should be more controls on access to credit. 

3 Expanding fast means going into debt. 

4 Declaring bankruptcy is a useful tool for clearing debts and starting again.

5 It is good practice to pay suppliers as late as possible and maximise any credit terms. 

6 A successful business shouldn't need to raise a lot of finance. 
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money 

Simon Davies 

Watch the 
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the DVD-ROM. 

Find ing finance 
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IJ �'» CD3.1 Simon Davies is Managing Director (Restructuring) at the Blackstone
Group, a leading private equity firm. Listen to the first part of the interview 
and answer these questions. 

1 Which three ways of raising finance does he mention? 

2 What are the advantages of:

a) private markets? b) public markets? c) borrowing money?

l!I �>l) CD3.2 Listen to the second part and answer this question.

What are the disadvantages of: 

a) shares/equity? b) debt? c) public markets? d) private markets?

B �'» CD3.3 Listen to the final part. Simon says there are four reasons
why finance has become a short-term business. What are they? 

In groups, discuss what you think about Warren Buffet's fund. 

IJ How can start-up companies raise money? 

l!J Work in small groups. Before you read the article, check that you know 
the meanings of these terms. Use a dictionary if necessary. 

1 business angels

2 bank finance

3 equity finance 

4 debt fundraising 

5 venture capital funds 

B Work in pairs. Take notes on the key points of the article. Tell your partner 
about them and ask each other questions if you want clarification. 

Student A: Read the first half of the text up to line 57. 

Student B: Read the second half of the text from line 58 to the end. 

liJ Read the whole article and answer these questions in pairs. 

1 What was the problem with some of the 'angel' networking clubs? 

2 What was the advantage of London Business Angels?

3 How did Saha improve her ability to pitch to backers? 

4 Who finally invested in Saha's company? 

5 What is the problem with bank finance? 

6 What is the position with debt funding and equity finance? 

7 What is the problem with venture capital funds? 

IJ Find idioms in the first six paragraphs that mean the following. 

1 finish something you have started 

2 a sudden or unexpected chance to do something that allows you to become successful
in your job 

3 reduce your chances of failure or loss by trying several possibilities instead of one 

4 make sure you always know what is happening in a situation 
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II Complete these sentences with the idioms in Exercise E. 

1 Do you think Isabella will . . . . . . . . . . . . this time?

2 There are hundreds of young musicians out there looking for a . . . . . . . . . . . .  . 

3 It's a good idea to . . . . . . . . . . . .  by applying to more than one MBA programme. 

4 . . . . . . . . . . . . for information about the next fund raising event.

m Discuss these questions. 

1 What questions would you ask Saha if you were an investor?

2 If you were setting up a business in you r  country, how would you raise the finance?

No more easy money 
by Jonathan Moules 

Ambitious entrepreneurs are prepared 
to go the distance to get financial 
bac k i n g  for t h e i r  br ight  ideas .  
Sanchita Saha. founder of CitySocial-

5 ising, a website to help people make 
new friends after relocating, travelled 
all the way to southern France. 

This was not as pleasant an experi
ence as it might seem. Once there. she 

10 spent months pitching to hundreds of 
potential investors to no avail. only to 
get a lucky break at the end. 

First, she looked into 'angel" net
w o r k i n g  c l u b s .  w h i c h  prov i de 

15 entrepreneurs with access to large 
numbers of wealthy i n d i v iduals  
interested in investing in early-stage 
ventures. However. she turned down a 
number of these for reasons of cost: 

20 they were charging £ 1 .500 ($2,488) 
just to submit a business plan. 

Eventually, she settled on London 
Business Angels. through which she 
could pitch to roughly 1 00 'angels ' .  

2 5  She a l so hedged her bets  by 
securing a place on gateway2invest
ment (g2i).  a four-day programme 
to he lp  ambit ious entrepreneurs 
hone the ir  p i tch ing  techniques.  

30 del i v e red by f inancia l  adv i sers 
Grant Thornton and backed by the 
London Development Agency. 

• A  lot of it is about networking -
finding out who to talk to, who can 

35 help you, and keeping your ears LO 
the ground; she says. 

Through LBA, Saha discovered a 
third scheme. called the European 
Border Investment Programme, which 

40 was running its own event in Nice.
Although it was a risk, she booked 

herself on a fl ight and found herself 

pitching to another couple or hundred 
investors from across the European 

45 Union. Among those were a couple 
of' Finnish in vestors who. together 
with five wealthy individuals at LBA,  
agreed to back Saha's business with a 
combined investment of £300.000. 

50 Her work was not yet done. how-
ever. as she had to bring the disparate 
team together to form a syndicate 
with a lead investor, who would then 
become CitySocialising's Chairman. 

55 • 1t was hard work and vc1y stressful,'
Saha admits. However, she is also 
one of the lucky ones. 

Access to finance remains difficult 
for all sorts of companies. whether 

c�> they are looking for rich individuals 
to take equity stakes. debt or venture 
capital. 

Although bank finance is easier to 
get hold or than it was a year ago, the 

65 costs remain stubbornly high. 
The latest quarterly research by the 

Federa t i on of  S m a l l  B u si nesses 
(FSB) found more than three-quarters 
of companies had seen the cost of 

10 their existing finance increase by up 

to 5 percentage points above the 
Bank or England's base rate. 

Two-thirds of those in the FS B 
survey decided not Lo seek credit at 

75 the moment. which could suggest 
they arc fearful of the cost. 

The good news for start-ups is 
that the banks seem happier to lend 
to t h e m .  accord i n g  to S tephen 

so Alambrit is at  the FSB. 'That i s  a 
fresh approach.' he says. 

Victoria Wcisener. Programme 
Manager at g2i .  is  less optimistic 
about debt rundraising. 'What you 

ss hear is st i l l  the same: that people arc 
lending. but we arc not seeing any of 
that coming through: she says. 

She is similarly pessimistic about 
equity f inance. ' W h i le no one wi l l  

90 say they arc not actively investing, it 
is st i l l  pretty difficult lo raise funds,' 
she says. · Most or the activity is with 
business angels.' 

Rais ing equity finance through 
95 venture capital funds is possible, but 

i t  is tak ing about twice as long 
as  before the recession s t ru c k , 
according to S i mon Cook . Chief 
Executive of venture capital firm 

100 DFJ Esprit .  which has invested i n  
some of  Europe· most successful 
technology start-ups. In the past. both 
FeedBurncr, the web-feed manage
ment system. and Skype, the Internet 

1ostelephony service, have received 
backing from Cook's firm. 

'Fundraising is taking longer and 
is slower, but funds are being raised,' 
he says. 
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Dependent 
prepositions 

Prepositions commonly occur after certain verbs, adjectives and nouns. Look at these 
examples from the article on page 85. 

verbs 

DFJ Esprit has invested in 
technology start-ups. 

adjectives 

They are fearful of the 
cost. 

She spent months pitching She is less optimistic 
to hundreds of investors. about debt fundraising. 

nouns 

Access to finance ... 

Saha, founder of 
CitySocialising, ... 

� Grammar reference page 150 

El Complete the extract from the article with suitable words and dependent 
prepositions from the box. Then look back to page 85 to check your answers. 

I access to investing in looked into pitch to settled on turned down 

First, she . . . . . . . . . . . . 1 'angel' networking clubs, which provide entrepreneurs with . . . . . . . . . . . .  2 

large numbers of wealthy individuals interested in . . . . . . . . . . .  .3 early-stage ventures. 
However, she . . . . . . . . . . . .  '' a number of these for reasons of cost: they were charging £1,500
($2,488) just to submit a business plan. 

Eventually, she . . . . . . . . . . . .  5 London Business Angels, through which she could . . . . . . . . . . . .  6 

roughly 100 'angels'. 

El Study the Grammar reference on page 150, then match these halves 
of sentences. They are all from newspaper articles or headlines. 

1 

2 

3 

4 

5 

6 

7 

8 

9 

EFM, the struggling investment 
house, yesterday became 
vulnerable 

The government refuses to take 
responsibility 

Deputy Prime Minister invites Japan 
to invest 

Does Lulu.com pose a serious threat 

She is going to complain 

The banks insisted 

Our programme offers access 

The new Director of Finance must 
be capable 

Teenagers need to develop a 
healthy respect 

10 All financial supervisors should be 
fully aware 

a) for Dubai World's debt problems.

b) to the major publishing houses?

c) to takeover bids.

d) on being paid the interest on
the loan.

e) to angel investors, venture firms
and other private equity investors.

f) in high-tech sector.

g) of providing both financial and
strategic direction.

h) about her solicitor.

i) of their responsibilities.

j) for money from an early age.

Which of these negotiating tips do you agree with? Why? I Why not? 

1 In the early stages, you need to ask the other side a lot of questions. 

2 Always interrupt if you don't understand something. 

3 Never make a concession for free. Always get something in return. 

4 Use simple, direct language and be open about your aims. 

5 Signal what you are going to do. For example, say, 'I'd just like to clarify that.' 

6 Summarise often so that everyone is clear when you reach agreement. 

7 Adapt your language so that you don't appear aggressive. 

8 Talk about your emotions and how you are feeling. 
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l!I Research shows that skilled negotiators often use the techniques listed 
below to achieve their negotiating objective. Match the techniques (1-5) 
to their definitions (a-e). 

1 Open questions a) say what you are going to do before you do it.

2 Closed questions b) modify language so that it does not appear too

3 Softening phrases 
aggressive.

4 Signalling phrases 
c) go over the points covered to highlight when

agreement is reached.
5 Summarising 

d) gather information and explore the opposite
number's views.

e) check understanding and ask for precise information.

D �l)) CD3.4 Listen to five expressions and match each one to the correct
technique in Exercise B. 

m �>)) CD3.5 Listen to the dialogue and complete these expressions. Then place
each expression under the correct heading in the Useful language box below. 

1 Could I ask you, what other people are . . . . . . . . . . . . . . . . . . . . . . . .  for you? 

2 Have you . . . . . . . . . . . .  any other bank, if I may ask? 

3 I'd like to make a . . . . . . . . . . . . .  Why don't you revise your business plan? 

4 Good. Could I ask what sort of . . . . . . . . . . . . . . . . . . . . . . . .  you have in mind? 

5 . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  what the money's for. The 250,000 would be for 
working capital . .  . 

6 We seem to be getting somewhere now. Let me . . . . . . . . . . . . . . . . . . . . . . . .  what we've 
agreed so far . . .  

II Work in pairs. Role-play this situation. 

USEFUL LANGUAGE 

OPEN QUESTIONS 

Why do you need a loan? 

What other sources of  finance do 
you have? 

What did you have in mind? 

SIGNALLING PHRASES 

I'd like to make a proposal. I think 
we should ... 

Could I make a suggestion: why 
don't we ... ? 

Let's look at this another way. 

The manufacturer of a range of high-quality herbal tea products, sold under the brand 
name Quality Leaf, meets a business angel to get additional investment to develop its 
business. The business owner has already borrowed €100,000 from a family member, 
and in return has given that person a 5% stake in the business. 

Student A: Turn to page 137. 

Student B: Turn to page 139.

CLOSED QUESTIONS 

Do you have any other backers? 

Can you transfer the money by next 
week? 

Could you improve your credit terms? 

SUMMARISING 

Let's see what we've got so far. 

Let's recap before we go on to ... 

So, to sum up, ... 

SOFTEN ING PHRASES 

I'm sorry, we can't go that high. 

We were hoping to pay a little less. 

That seems very expensive 
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Executive summary 
This proposal is for a feature film shot on digital video. Its running time will  be 1 1 0  minutes. There will be a 
four-month shooting schedule and six weeks of editing. The budget for the film is 1 .2 million euros. A total of 
200,000 euros has already been raised from family and friends. 

All for one is the story of three women in Paris. They are in their late twenties and of different nationalities.
They become great friends, go out together, talk about their experiences and get advice from each other. The 
film focuses on their difficulties adapting to French culture and on their complex relationships with the men 
in  their lives. There will  be a bitter-sweet ending to the film, but the final scene will  highlight the strength of 
their friendship, which helps them to overcome their problems. 



Target audience 
20-40-year-olds. Frequent film-goers who 
enjoy sophisticated films, witty dialogue and 
the complexities of human relationships. 
Older people should also enjoy the film. 

Target market 
Initially European countries, but eventual ly 
worldwide distribution 

Promotion 
The film will be shown at European film 
festivals (Cannes, Berlin) and also at the 
prestigious Sundance Festival in the US. There 
will be other marketing initiatives at the 
launch and during the distribution of the film. 

• Pre-productio n :  one month
• Production: four months
• Post-production: six weeks
• Release of the film All for one in  Europe:

in  nine months' time

Three-year income projection summary 
(gross revenues) 
• Low: 1 5  mil l ion euros 
• Medium: 20 mil l ion euros
• High:  40-60 mil l ion euros* 

• Depends on US distribution

Reasons why All for one will appeal to
audiences 
• Outstanding script (Gunnar Larsson) 

and bri l l iant d irector (Charles Wil l iams) 
• Fascinating storyline
• Original film score by Gunnar Larsson 
• Cross-cultural appeal of the main

characters and situations
• Dramatic tension
• High-quality photography
• Paris location

Work in two groups. The filmmakers are going to 

negotiate with the distributors. 
3 �l)) CD3.6 At the end of the meeting, Charles's

father phones from the United States. He has some 
interesting news for the filmmakers and Concordia. 
His call is heard by both sides in Concordia's office. 
Decide whether you want to revise the terms of 
your draft agreement in the light of the news you've 
just heard. 

Group A (the two filmmakers): 
Turn to page 137. 
Group B (Directors of Concordia): 
Turn to page 144. 

Read your role cards and prepare for the 
negotiation. 

Hold a meeting and negotiate a draft agreement. 



3 Managing international teams 
0 Discuss these questions. 

1 Think about a team you have been a member 
of. Was it successful? Why? I Why not? 

2 What do you understand by an 'international' 
team? 

3 Have you ever been a member of an
international team, or do you know of one? 
If so, how well did the team work together? 

0 Which of these descriptions of the role of 
a team leader do you most agree with? 
Explain your ideas. 

The team leader is someone who: 

1 has a charismatic personality. They are not only 
able to do their job well, but can get other team 
members to follow them. Their skills enable 
them to get the best from the rest of the team. 

2 is an older person and is therefore greatly 
respected. Their role is to collect information 
from the other team members and from 
outside, to consider options and then to 
make decisions. 

3 is simply the boss. They will provide clear 
instructions and directions for team members. 
They are there to make decisions, which could 
be right or wrong but which they must make. 
It's what they are paid for. 

4 is the most competent person, but no more 
important than the others. They will make 
proposals, which the other team members are 
expected to analyse and question. This wilt 
help the decision-making process. 

8 Ideas about the role of a team leader vary 
from culture to culture. What other cultural 
differences do you think international 
teams may have? Think about these points. 

• methods of communication

• motivation and rewards

• ways of problem-solving

• sharing knowledge

• the role or use of humour

• the purpose/role of meetings

• job titles I position

• social behaviour

(i) �.>» CD3.7, 3.8, 3.9 Listen to all three parts
of a radio programme and answer these 
questions. 

1 Which of the topics in Exercise C do the experts 
talk about? 

2 Which do they think is the most interesting? 

0 �)» CD3.7 Listen to the first part again and 
answer these questions. 

1 What types of international team are 
identified? 

2 What expectations of a team leader are 
discussed? 

3 Why is praising an individual team member 
not always a good idea? 

0 �l)) CD3.8 Listen to the second part again 
and take notes to answer this question. 

How are attitudes to sharing knowledge 
different for: 

a) individual cultures?
b) collective cultures?
c) mutual debt cultures?

0 �)» CD3.9 Listen to the final part 
again and answer these questions. 

1 In what ways can meetings 
cause problems? 

2 What social factors are 
mentioned? 

3 Why is a handshake 

important? 

What is the most 
interesting or 
surprising piece 
of information 
for you? 



WORKING ACROSS CULTURES .... MANAGING INTERNATIONAL TEAMS 

You work for a leading mobile phone company based in Amsterdam in the Netherlands. 
The working language of the company is English. You are managers in charge of setting up an 
international team of 12 people who are based all over the world. The team will be working on 
a major project lasting three years, building and testing a new network for the company's next 
generation of products. In  the past, there have been both cultural and teamworking problems 
in project teams set up by the company. A meeting has been called with fellow managers to 
agree the way the team will work. 

Work in groups of four. Turn to the correct page and study your role card. Look at the agenda 
below and prepare for the meeting. 

Manager A: Turn to page 139. Manager C: Turn to page 143. 
Manager B:  Turn to page 137.  Manager D :  Turn to page 135.  

Hold the meeting. Discuss the items on the agenda below and come up with recommendations. 

Write a list of tips for managing or working in international teams. 

I -4 

AGENDA 
The team leader and his/her role 

2 The role of meetings 

3 Communication between team
members 

4 Rewards and bonuses 

5 Cultural training programmes 

6 AOB 



U N IT c �eMis iam

VOCABULARY 

TEXT REFERENCE 

92 

7 Management styles

1 Complete this table. 

adjective 

considerate 

negative adjective 

incompetent 

noun 

creativity 

diplomatic 8 

9 indecisive 10 

11 12 flexibility 

inspiring 13 14 

IS illogical 16 

17 18 loyalty 

organised 19 20 

21 inefficient 22 

23 24 responsibility 

sociable 2S 

27 unsupportive 

2 Choose the best word to complete each sentence. 

26 

28 

1 Byron makes all the decisions himself. He's not at all autocratic I collaborative. 

2 Melanie is really people-orientated I controlling. She's a very good listener, and I think 
she really enjoys the social side of work. 

3 Pete has a centralising /laissez-faire management style. He doesn't make all of the 
decisions, but everything that happens in  the office crosses his desk. 

4 Alberto's real strength is that he's directive /task-orientated. He loves scheduling, 
organising and completing a job. 

5 Leyla's a hands-on /empowering manager. She doesn't just tell people what to do, 
she really gets involved in  the work. 

6 Andre's delegating /democratic style means that when we have meetings, he really 
listens to everyone's opinion. Consensus is very important to him. 

Complete the e-mail below with the pronouns in the box. 

I he it the one them they we 

Dear Mika, 
. . . . . . . . . . .  .'s1 10 p.m., but I'm still in the office. Mr Chang is in New York today, and
. . . . . . . . . . . . 2 asked me to help him finish his two PowerPoint presentations. He wants 
to show . . . . . . . . . . . .  3 to the New York team first thing tomorrow morning when . . . . . . . . . . . .  • 

start work. 
Do you remember Dr Jarvis? He was . . . . . . . . . . . . 5 who invited Mr Chang to come to New 
York. He's there, and he said if the project goes well, . . . . . . . . . . . .  6 can all expect a rise! 
I'd better get back to work. 

Irving 



SKILLS 

VOCABULARY 

SKILLS 

a) What's really
bothering you?

b) Well, one thing you
could do is offer to
help him.

c) I know how you feel.
We've put a lot of
work into it.

d) OK, good. You talk
to Anita, and let's
meet tomorrow and
see how things are
going.

e) It might be worth
asking Anita, then.

f) What's the best
approach,
do you think?

UNIT C H REVISION 

Match the sentence halves. 

1 Let me give a) us an edge over the competition.

2 OK, now I'll talk b) you an example.

3 It will give c) to highlight last year's figures.

4 The consequence d) to the slide.

5 Let's look e) about the budget.

6 Let me draw your attention f) of this is an increase in price.

7 The purpose of my talk today g) at the chart.

8 I 'd just like h) is to explain our new sales campaign.

8 Team building

Complete the sentences below using the prefixes in the box. 

I bi dis hyper mis multi post- pre- pro- I 
1 The electricity was off yesterday morning. Workers . . . . . . . . . . . .  connected it to make

some repairs. 

2 Before the conference, we had a . . . . . . . . . . . .  event party with a light meal and drinks. 

3 Malcolm's company has offices in Luxembourg, Madrid and Paris, so he's very 
. . . . . . . . . . . .  European in his thinking. 

4 I'm afraid there's a real . . . . . . . . . . . .  match between your salary expectations and what 
we can afford to pay you. 

5 After we did the role play, we had a . . . . . . . . . . . .  activity discussion to talk about what 
we'd learned. 

6 We're very happy that both sides feel the same way. This . . . . . . . . . . . .  lateral agreement 
will make it easy to move ahead. 

7 With workers from 27 different nations. our company is truly . . . . . . . . . . . .  cultural. 

8 If you go to our website, you'll see that our list of distributors is . . . . . . . . . . .  .linked to 
each company's website. 

Complete this conversation with the sentences on the left. 

Brad I'm worried about the sales conference next week. 

Ana 

Brad Yes, we have. But we're used to hard work. That's not really what I'm 
worried about. 

Ana 

Brad 

Ana 

My main concern is Nick. What really worries me is that he still hasn't prepared 
his presentation. Everyone else has shared their PowerPoint shows and done a 
practice presentation, but we have nothing from Nick. 

Brad That's the problem. I really don't know what to do. 

Ana 

Brad I don't think that would do much good. I'm afraid Nick is still upset that I was 
promoted and he wasn't. 

Ana 

Brad Mmm. I think that's the right approach to take. Nick really trusts Anita. 

Ana 6 
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WRITING 

VOCABULARY 

DEPENDENT 
PREPOSITIONS 

Write a positive, encouraging e-mail of 100-120 words from Ana to Nick 
based on the conversation in Skills on page 93. 

• Remind him about the conference.

• Remind him of the work his colleagues have already done.

• Offer encouragement and specific help.

9 Raising finance

1 Match the sentence halves. 

1 A major client is late paying, so we have 

2 Every month, we pay

3 We're trying to raise 

4 Our main shop has a €200,000 

5 We're paying a 4% 

6 We'll declare 

7 If the business fails, it will go into 

8 Our town-centre location is a real 

a) administration.

b) mortgage on it.

c) an  instalment of our loan.

d) asset.

e) interest rate on our loan.

f) some venture capital to start our

new business.

g) bankruptcy if we run out of money.

h) a cashflow problem.

2 Circle the odd expression out in each group. 

1 in the red in the black in credit assets 

2 a loan a debtor a grant an overdraft 

3 liabilities debts costs collateral 

4 a creditor an interest payment a dividend payment a deposit 

Complete these sentences with to, for, of, about or in. 

1 We have a lot of overseas sales, so we're vulnerable . . . . . . . . . . . .  exchange-rate 
fluctuations. 

2 Do you have access . . . . . . . . . . . .  the on line database?

3 If there's a safety problem, we'll take responsibility . . . . . . . . . . . .  it. 

4 Times are hard now, but I'm optimistic . . . . . . . . . . . .  the future. 

5 We're capable . . . . . . . . . . . .  filling large orders in a short period of time. 

6 Mr Iqbal was the founder . . . . . . . . . . . .  the company back in 1889. 

7 Rising oil prices pose a threat . . . . . . . . . . . .  low-cost transport. 

8 We need to complain . . . . . . . . . . . .  the quality-control problem. The stuff they've been 
sending us isn't good enough. 

9 If we pitch . . . . . . . . . . . .  serious athletes, the product will also appeal to people who 
wear athletic clothes for fashion. 

10 We invest . .  . . . . . . . . . .  our employees because we believe that people are our 
greatest asset. 



SKILLS 

UNIT C H REVISION 

Complete the text below with the words in the box. 

I aggressive closed open signalling softening summarising 

Skilled negotiators often use several techniques to achieve their negotiating objectives. 
They use . . . . . . . . . . . . 1 phrases such as I'm sorry, but ... and we were hoping ... to modify 
language so that it doesn't sound too . . . . . . . . . . .  .2. They also use two types of question . 
. . . . . . . . . . . .3 questions gather information and explore the opposite number's views, while 
. . . . . . . . . . . . 4 questions check understanding and ask for precise information. Phrases such 
as I'd like to make a proposal are called . . . . . . . . . . . . 5 phrases. Skilled negotiators use them 
to say what they're going to do before they do it. Finally, skilled negotiators usually use 
. . . . . . . . . . . .  6 phrases to highlight when agreement is reached, for example: Let's recap before 

we go on. 

Cultures 3: Managing international teams
-·�;] 

1 Read these opinions about managing team dynamics. Tick the culture 
type{s) in which you would expect to see the dyamnic operating. 
Some dynamics appear in more than one culture type. 

team dynamics general culture type 

individual collective mutual debt 

1 Praising a member of my team is the best 
way to motivate them. 

2 I often ask a colleague for help, even if I don't
need it. It helps build team spirit. 

3 I share knowledge and information only on 
a 'need-to-know' basis. 

4 I prefer to ask a colleague for help rather 
than go to the boss. 

5 If someone helps me, I try to find a way to 
help them in return. 

6 Knowledge confirms status, it's as simple 
as that. 

7 I praise my whole team for successes and 
equally, we all share any blame for failures. 

8 In my team, we share knowledge because 
that's good for everyone. 

2 Choose the best word to complete each sentence. 

1 Some team members may expect tasks to be very clearly set out by the manager or 
team leader, while others expect to use their own initiative I empowerment. 

2 Team members from d ifferent cultures will have expectations /plans about the number 
and purpose of meetings. 

3 Because of time-zone differences, scheduling /writing minutes of virtual meetings can 
be difficult. 

4 When teams meet virtually /face to face, body language, dress and manners become 
very important. 

5 A firm handshake can have different connotations I challenges in different cultures.

6 In some cultures /people, team meetings are simply for planning. 
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