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BBenenue

Y4eOHO-MeTOAMYECKOE TMOCOOME IO MPAKTUYECKOMY
Kypcy aHrnmickoro si3eika «Tourist Issues» mpenHazHaueHO
IUIE CTYACHTOB, TOJYYalONMX CpeaHee NpoQecCHoHaTbHOE
oOpa3zoBanue 1o crnenuanbHOCTH  «Typu3m», KOTOPBIM
HEOOXOJMMO  3HAaTh NPOPECCHOHANBHYIO  JIGKCHKY  JIJIS
YCIIEIITHOTO OCYIIECTBIICHUS MEKJINIHOCTHBIX
B3aUMOJCIHCTBUI B cdepe Typusma, a Takxke o01anaTh
HaBbIKAMH Pa0OTBl C OPUTHHAIBHON JUTEpaTypoil 1o
CTEMAITBHOCTH.

BakHOIi XapaKTEpUCTHKON JaHHOTO MOCOOHS SIBISIETCS
AyTEHTHYHOCTh TOJOOpaHHBIX TEKCTOB, NPOQecCHOHATbHAS
HANpaBJICHHOCTh  KOTOPBIX  YAOBIICTBOPSET  TpPeOOBAaHUIO
peanu3anum MEXTUCIUTUTHHAPHOTO 1oX0/1a B
o0pa3oBaTenbHOM Ipoliecce. Beck mpeacTraBieHHbI B TaHHOM
mocoOWM Marepuag 10 CBOEMY COACP)KaHUIO TOJHOCTHIO
NEePEKINKACTCS € COACP)KAaHWEM KYPCOB  CIICIHAJIBHBIX
JTVCIUTUIAH TI0 TIPEICTABICHHON CIIEIHAaTbHOCTH.

AKTyanbHOCTh JAHHOTO MOCOOMs OOyCJOBJIEHa elie U
TEM, YTO BCE ayTEHTHYHBIC TEKCTHI CIEIIHAIBHO a1l THPOBAHBI
st pabotel co cryneHtamu CIIO ¢ ydeTom ypoBHS HX
SI3BIKOBOM  TOATOTOBKM: OT  3JieMeHTapHoro (A2) 1o
noporoBoro (Bl), 4ro Beigenser ero w3 psga MOJOOHBIX
y4eOHO-METOIMYECKUX U3TaHH.

bnarogapss ToMy, uYro TmocoOME SBISETCS YETKO
CTPYKTYPUPOBAaHHBIM M TIOCTPOCHO IO TEMAaTUYECKOMY
NPUHINIY, OHO MOXXET OBITh HCIIOJNB30BAHO HE TOJBKO B
ayJUTOPHBIX YCIIOBHSX, HO M JJISI CaMOCTOSATEIbHON pPabOTHI
CTyZeHTOB. B Hauane kaXJ0i TeMbl IPEACTaBICHBI TEKCTHI JUIS
O0TpabOTKM HABBHIKOB MUCHMEHHOTO M YCTHOT'O TIEpeBOfa C
AHIJIMHCKOTO sI3bIKa Ha PYCCKUMH M BONpPOCHl K HUM. [lanee
CIICAYIOT YHPAKHEHUS] MOHOJIOTUYECKOTO, JAMAJOIMYECKOro H
MOJHMIIOTMYECKOTO XapaKTepa Ha 3aKpeIUIeHHEe W3yYCHHBIX
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JICKCUKO-TPAMMATUYCCKUX  ACIICKTOB, PAacCIIOJIOKCHHBLIC 110
NpUHIUITY OT MTPOCTOr0 K CIIOKHOMY U HAIIPABJICHHBIC Ha
Pa3BUTHC KIIKOYCBBIX KOMIICTCHTHOCTEH O6yanOHIHXC$I —

00IIEI3BIKOBOH, KOMMYHUKATUBHOU, KOTHUTHBHOMH,
CleLIMaJIbHOM W coluainbHOM. Bo3Bpamasce K  paHee
MIPOYUTAHHOMY, CTYJIEHT CIIOCOOCH OCYILIECTBIISATh

CaMOKOHTPOJIb 32 CTENEHbI0 U3YUYEHHOCTH INPEACTABIECHHOTO B
KOKIOW  TeMe  JIEKCMKO-TPAMMAaTH4YeCKOro  MaTepHala.
[Tpuobperast HaBBIKK pabOTHI ¢ WHpOpMaNHEH, 00yUYarOIIUIHCs
OBJIAJICBACT crioco0amu AKTUBHON II03HABaTEIbHON
NESTEIbHOCTH, KOTOPble B COBOKYNHOCTH C Pa3BUTHIMU
KIIFOUEBBIMU KOMIIETEHTHOCTSIMU OIIPEACIISAIOT
YHUBEPCAIbHOCTh U COLMATBHO-TTPOECCHOHATIBHY IO
MOOMJIBHOCTh ~ CIIELUAIUCTOB M TO3BOJISIIOT MM  YCIIEIIHO
aIalITHPOBATHCS B Pa3HBIX COIMAIBHBIX M MPOPECCHOHATBHBIX
Cco00I1IeCTBAX.

Takum 00pa3oM, MIMPOKHHA CHEKTP MPEICTaBICHHBIX
3aJJaHUi  paclIMpsieT CJIOBapHbIM 3amac  oOydaromuxcs,
oOoraitasi ero COBpEMEHHON TypUCTUYECKOW TEPMUHOIOTUEHN U
poeCCUOHATBHOM JIEKCUKOH. DTO CIOCOOCTBYET HE TOJBKO
MOBBIIIEHUIO KauecTBa IOATOTOBKH CTYJEHTOB KO BCEM
OCHOBHBIM BHJAaM Y4e€OHOrO KOHTPOJIS: MPOMEXYTOUHOMY,
pyOexHOMYy M  HUTOrOBOMY, HO U WIPaeT  BaXXHYIO
BCIIOMOTATENIbHYI0 pPOJb IPU IPOXOXKIEHUU CTyAECHTaMU
€XKErolHOM MpaKTHUKU B cdepe TypUCTHUYECKOro Ou3Heca
(TypareHcTBax, TOCTHHHMLAX M PECTOpaHax), IJl€ HaBBIKH
MEKHAIIMOHAIBHOM KOMMYHHUKAIIMM CTAHOBSTCA Bce Oojee U
0oJiee aKTyaTbHBIMH.



UNIT 1

WE ARE IN TOURISM

1. Read the conversation and fill in the forms below.

O’Connor
Berger

O'Connor

Berger

O'Connor

Berger

Q'Connor

Hello, Peter! Fancy you
meeting here!

Hi, John. Glad to see you.
Small is the world.

What are you doing in
London? Are you still
with ADC?

Oh, yes, I'm Vice-
President in charge of
project coordination and
work with all the
subsidiary companies. My
job at the moment is to
help our London office
with a new advertising
campaign. They are
launching it next week.
And how are you doing?
I'm fine, thank you. I work
for Forever Young
Holidays.

So you're in tourism too,
aren't you? What do you
do?

I'm the General Manager
in charge of tour
operations. I'm also
involved in different
aspects of the business:
product development,

market research,
advertising and sales
promotion.

(Ann Chapman comes
up to Peter Berger and
John O 'Connor.)

Hello Peter. How are you?
Very well, thank you,
Ann. I'd like you to meet
John O'Connor from
Forever Young Holidays.
John, this is Ann
Chapman from our

Pleased to meet you.
Hello. Glad to meet you.
Ann is our Finance
Manager responsible for
International Accounts.

Ann
Berger
London office.
O'Connor
Ann
Berger
NAME PETER BERGER
COMPANY
JOB
IN CHARGE OF

NAME JOHN O’CONNOR

COMPANY

JOB

IN CHARGE OF

NAME ANN CHAPMAN




COMPANY
JOB
IN CHARGE OF

2. Give the English for:
OTBEYaTh 3a YTO-TNO0
AOYCPHsA KOMITaHWA
pekIamMHasi KaMIaHus
3aIycKaTh

OBITh BOBJICYCHHBIM, IPUHUMATh YYaCTHE
pa3paboTKa MpoyKTa
HCCIIeIOBaHUE PhIHKA

pekiama

MIPOJBMKEHHE TOBapa Ha PhIHKE
cuer

OTBETCTBEHHBIH 32

KaK TECeH MUP

3. Can you put in the right preposition?

1. What do you do a living?

2. I work ADC.

3. She is responsible advertising campaign.

4. Mr. O’Connor is involved different aspects the
business.

5.'m charge project coordination.

6. 'm tourism.

7. My job the moment is to help our New York
branch  market research.

4. Read the text and answer the questions below.
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WHO'S WHO IN BUSINESS
John O'Connor, the General Manager of Forever Young
Holidays, has been working in tourism for nearly fifteen years.
He's been involved in different aspects of the business - from
sales, to marketing, to product development. For the last few
years he's been coordinating promotional projects for the
company. His job also involves visiting hotels and resorts. He
deals with hoteliers, handling agents and airlines. His work
with hoteliers includes negotiating room rates, allocations and
child reductions. Born in Ireland, educated In Switzerland and
the USA, he has been living in England for a number of years.
He speaks fluent French, German, Italian and Spanish. Mr.

O'Connor is married, with a son and a daughter.

. What is John O’Connor?

. How long has he been working in tourism?

. What aspects of the business has he been involved in?
. What does his job involve?

. What does his work with hoteliers include?

. Has he been living in England long?

. What languages does he speak?

. Is Mr. O’Connor married?

OO\ N B~ W=

5.Do you know what the following words mean?
hotelier resort

handling agent to deal with
allocation to negotiate
reduction room rate

6. Can you speak about your occupation? These
questions might help you.

1. What business are you in?/ What do you do for a

iving?



2. How long have you been working in tourism?

3. What company are you with?/ Where do you work?

4. How long have you been working for/with/at this
company?

5. What are you responsible for?/ What does your job
involve/include?

7. Translate into English.

1.B kaxoii pupme BeI paboTaere?

2.MpsI cobupaemcst 3aIyCTUTh HOBYIO PEKIaMHYI0 KOMITAHHUIO.

3.5 pabotaro B 3TO# upmMe B TEUCHHE TATH JIET.

4.Kax nonro Bel pabotaere B Forever Young Holidays?

5.YewM BbI 3aHnMaetech? (3a 4to BeI 0TBeuaere?) — 1
3aHHMMAalOCh CYETaMH (PUPMBI.

6.51 oTBeyaro 3a pekiamy, a TaKKe 3aHUMArOCh UCCIEI0OBaHUEM
PBIHKA ¥ TIPOJBM)KEHUEM MPOAYKTA HA PHIHKE.

7.0H paboTaeT ¢ aBUAaKOMIAHHUSIMH U areHTaMHU [0 Ha3eMHOMY
00CITy)KHBAHUIO.

8.B HacTosIIMit MOMEHT Halll TeHepaIbHBIN AUPEKTOP BEIECT
NIEPETOBOPHI C XOTEJIbEpaMH O KBOTaX MECT, Tapudax u
JETCKUX CKHUJKaX.

8. Read what Peter Berger writes about his company.

As you already know, ADC Travel Company presents total
services for incoming tourism. We facilitate incoming charter
aircraft, help in obtaining all visas, medical insurance, transfers,
coach tours, cruises, seminars, car hire, accommodation for
individuals or groups in hotels of different categories from 1 to
5 stars.

Also we offer a wide range of enjoyable excursions always
with guides who speak the language required for your clients.
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In ADC, we offer exceptional service for excellent price.
Nothing is too much for us, and we are delighted to offer any
extra services our clients request.

9. Give the Russian for:
incoming tourism
to facilitate
charter aircraft

to obtain visas
medical insurance
transfer

coach tour

car hire
accommodation

a wide range of
to require

10. Translate into English

Typusm — BpeMeHHbIE BbIe3Ibl (TYTEUIECTBUSI) JIIOACH B
IpYTyl0 CTpaHy WJIH MECTHOCTb, OTIUYHYIO OT MecTa
MTOCTOSITHHOTO KHUTEJILCTBA HA CPOK OT 24 4acoB /10 6 MecCAIIEeB B
TE€YEHHE OJIHOTO KAJICHJAPHOTO T0/a WM C COBEpIICHHEM He
MEHEE OJIHOM HOYEBKH B PA3BJICKATEIBHBIX, 03/I0POBUTEIIbHBIX,
CHIOPTUBHBIX, TOCTEBBIX, IO3HABATENbHBIX, PEIUTHO3HBIX H
WHBIX TeJsIX 0e3 3aHsATHS JeATeIbHOCTHIO, OTUIAYMBAcMOUN M3
MECTHOT'O UCTOYHHKA.

UYenosexka, COBEPILIAIOIIETO Takoe My TEIIECTBUE,
Ha3bIBAIOT TYPUCTOM

11



- coach & car hire
- ground handling

We deal with every travel detail and satisfy every
requirement.
Our motto is:
“BEST SERVICES AT BEST PRICES”
We are the ideal way to make arrangements for
your holidays.
Branches: USA, Europe, Middle East

13. Look at the chart and compare activities of
ADC Travel. Demiris Tours and your company. (Use
the tick ¥_mark for the activities.)

Company ADC Demiris | Your
Travel Tours company

The company
specializes in:
Incoming tourism
Outgoing tourism

11.  You are in charge of Public Relations at ADC
Travel. What will you tell the interviewer about your
company?

12. Read the advertisement of Demiris Tours.

DEMIRIS TOURS
30 YEARS IN THE TRAVEL INDUSTRY
Thousands of travelers use Demiris Tours
for their holidays and business trips.
We specialize in all aspects of the travel

- all types of accommodation
- sea cruises
- air charters

The company
offers:
Accommodation
for individuals/
groups in 1, 2, 3,
4, 5-star hotels

1,2,3,4,5

1,2,3,4,5

1,2,3,4,5

Coach tours

business: Cruises
- incoming & outgoing tourism Educational tours
- air & sea booking & ticketing Seminars

The company’s

activities include:

12
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Facilitating
aircharters

Obtaining visas

Ticketing

Air/rail/sea
booking

/'

/

/'

/

Coach hire

Car hire

Insurance

The company is
also involved in:
Ground handling

14. Now prepare

presentations

of your

travel

companies using information from the chart above.
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UNIT 2
TYPES OF HOLIDAYS

1. Read the text

Holiday is an extended period of recreation, especially
spent away from home or travelling. A break from work or a
day of festivity or recreation when no work is done is also
called the same way.

This means that holiday is a kind of tourist activity that is
not connected with work or business. Therefore, to make out
which types of tourist activity refer to holiday one should
exclude all kinds of business travelling and then it’s quite
possible to compose a list of types of holiday according to
different criteria.

Such criteria might be duration of holiday, its geography,
tourists’ mobility, their age, transportation, seasons, value for
money, etc.

But the main criterion is the aim of holiday. Different
people take holidays on various purposes. Some go hunting,
others prefer to climb mountains. A lot of people have holidays
relative to sport activities, such as hiking, cycling, horse-back
riding, rowing and canoeing, as well as scuba-diving or even
bungee jumping. There are also such purposes as recreation,
treatment and medical care. In this case people can choose
resort or a spa. Tourism for recreation is very popular in our
region. The local nature is perfectly suitable not only for
treatment but also for various kinds of adventure holiday.
Today a great attention is paid to ecological tourism and
Krasnodar territory is the very place to develop it in.

I think shop-tourism and business travelling cannot be
added to the list of types of holiday, for they are related to
work.
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No less important criterion in this classification is how a
holiday can be organized. It may be done with the help of some
travel agencies, tour operator companies, Or one can organise
his rest himself, that is, self-catering type of holiday takes place
here.

One of the tourist activities is studying. I’'m not sure if it is
a type of holiday, but one should not forget that for some
people studying is more recreating and relaxing than for
example hunting or climbing mountains.

Nowadays there are many kinds of work and each of them
requires its own type of holiday. So the number of types of
holiday is steadily growing.

2. Can you match the following types of holidays with
their definitions?

Special interest holiday a. holiday in a rented
cottage, villa or chalet when
people have to do their own
cooking and housekeeping

Winter sports b. a two-or three day holiday
Cruise c. a holiday where the tour

operator arranges both the
flight and accommodation

Incentive travel d. learning English, arts, etc.,
or taking part in excavations

Safari e. holidays that companies
give to their employees as a
reward for past success or to
motivate them for the future
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Homestay f. skiing in the mountains

Adventure tour g. a holiday above a luxury
liner

Break h. a holiday visiting a game
park

Self-catering holiday 1. a holiday like in Indiana
Jones films

Package tour j. a stay with a family as a

guest of the owners

3. What types of holidays are these?

1. a three-week expedition to Greenland to study flora and
fauna

2. a trip to Moscow with two nights at the Marriott Hotel

3. a ten-day holiday including the flight and bed-and-breakfast
stay at a two-star hotel

4. a five-day stay in a rented Swiss chalet

5. two weeks on an ocean liner with a tree-day stopover in
Barbados

4. Can you complete the following phrases with the
words from the box?

winter sports, self-catering, special interest, weekend
break, safari, cruise, adventure, package tour, homestay

1. A ten-day ........... to Mexico, including flights, deluxe
hotels, and visits to Teotihuacan and Chicken Itza.

2. A relaxing ......... holiday with old-fashioned hospitality on
a family farm.

3. A three-week ...... holiday in the Amazon rain forest.

4. A stay in Mombasa combined witha ........... in the famous
Tsavo game park

50A ... holiday for the family in a rented cottage in Finland.
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6.A........ in London to visit the British Museum and be back
in time for work on Monday.

7. Aweek’s ........ in the Caribbean Sea abroad a luxury liner
8. A....... holiday skiing on the slopes of the Alps.

9.A .......... holiday, studying arts and learning English in
London

5. Role-play. Work in three groups.

Group1l  You are Russian inbound operators "To Russia -
with love". Work out programmes for self-catering and
homestay holidays in Russia.

Group2  You work for Exotic Travel. Pick on destinations
for adventure tours and safari.

Group 3 Your company, Forever Young Holidays, offers
tours for senior tourists. Speak about your package tours and
special interest holidays.

6. Rewrite these sentences without changing the
meaning.
e.g. It takes two hours to drive to the airport.
It is a two-hour drive to the airport.

1. It takes five minutes to walk from the hotel to the beach.

2. We stayed at a hotel with four stars.

3. They returned from the Caribbean cruise which took two
weeks.

4. It took us three hours to fly to Antalya.

5. We are working on a coach tour in Europe which will take
ten days.

6. The package includes accommodation at the Hilton Hotel for
7 nights.

7. Read the text.
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TRAVEL THRU THAILAND
Travel Thru Thailand Co., Ltd. is a family-run inbound tour
operator, based in Bangkok.
The company was founded in 1980 to cater to individuals and
group travel arrangements in Thailand and the neighboring
countries.
Although small in comparison with other mass market inbound
tour operators, we use modern technology, combined with a
few well-proven systems to run a medium size business.
We understand the importance of providing tour companies
with a quick response to their requests for booking and
inquiries. Our reservation and account systems are
computerized and we have two fax machines, e-mail and eight
telephone lines for communication.
Travel Thru Thailand has its own mini-buses, equipped with
individual air-conditioning controls, plus music and video
systems.
We can arrange accommodation throughout Thailand and
Indochina, from economy class to luxury class hotels. Also,
tours of Thailand and holiday arrangements in Hong Kong and
Singapore may be made through us.
Whether your client's ideal holiday is:
- relaxing on a tropical beach, sipping a cool cocktail
- trying their hand at sports and watersports
- experiencing a fascinating far eastern culture by visiting
colourful markets and serene temples
- an adventure in comfort, visiting scenic areas of beauty, and
ruins of ancient civilisations
- choosing a wider holiday experience by including Hong Kong
and Singapore in they itinerary
Travel Thru Thailand staff and representatives will be there to
serve them. We are a member of the Association of Thai Travel
Agents and the Convention Promotion Association.
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A MESSAGE FROM THE CHAIRMAN

Most tour companies’ confidential tariffs and brochures have a
paragraph or two, informing you that they give good “service”.
We will only state that at Travel Thru Thailand giving the best
of service is our norm.

8. True or false?

1. Travel Thru Thailand Co., Ltd. is one of the largest mass
market inbound tour operators in Thailand.

2. The headquarters of Travel Thru Thailand are in Singapore.

3. The company can arrange accommodation throughout
Thailand and neighboring countries.

4. The company's reservation and account systems are
computerized.

5. Travel Thru Thailand hire mini-buses with air-conditioning
controls.

. Answer the questions.

. When was Travel Thru Thailand established?

. What equipment is used by the company for communication?
. What kinds of holiday can the clients look for?

. Travel Thru Thailand is a member of the Convention

. Promotion Association, isn't it?

. Which phrase could be used as the company's motto?

AN AW~ O

10. Which words go together, according to the text?

inbound machine
tropical country
account tour operator
neighboring temple

holiday tariff

fax system

quick arrangements
ancient areas of beauty
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serene culture

scenic beach
confidential civilization
fascinating response

11. Can you put in the right prepositions?

I. We understand the importance...providing tour
companies...a quick response...their requests...booking and
inquiries.

2. The company was founded to cater...individuals and group
arrangements.

3. Also, tours ...Thailand and holiday arrangements...Hong
Kong and Singapore may be made...us.

4. Although small...comparison...other mass market inbound
tour operators, we use modern technology, combined...a few
well-proven systems to run a medium size company.

5. The company has its own mini-buses equipped....individual
air-conditioning controls.

12. You're in charge of Public Relations at Travel Thru
Thailand Co., Ltd. Prepare a three-minute radio
presentation of your company.

14.Can you complete the following Press Release with
the words from the box?

arrangements, requests, service, accommodation,
founded, inbound, inquiries, cater, provide, based,

response, luxury, staff

TROPICAL TOURS

Tropical Tours is an tour operator in Barcelona. The

company was___ 13 years ago to to individuals and group

travel  in Spain. They can arrange throughout Spain,
21



from economy class to  class hotels. Tropical Tours

travel agencies with a quick to their for booking
and . Tropical Tours and representatives are always ready
to give the best to their clients.

14. Translate into English

1. Ber MOXxeTe 1aTh HaM OBICTPBIA OTBET HA HAIIy 3asiBKY?

2. Hama ¢upma npenoctaBiseT pa3MelleHHe B TOCTUHHIIAX
Pa3HBIX KaTeropui — ot 1* 10 Kimacca JiroKc.

3. MbI 06cyKMBaeM TOJIbKO MHAWBUYaTbHBIX TYPHUCTOB.

4. B HacrosMii MOMEHT HAllll COTPYIHUKH pabOTarOT HaJ
HOBBIMH MapLIpyTaMH aBTOOYCHBIX TYpOB.

5. Ilpuceuiaiite 3asBKy, U Mbl OPTaHU3yE€M PAa3MELICHUE Yepe3
Halero naptHepa B Taiianze.

6. Otenpb HaxoauTcs B 10 MUHYTaxX €3/1bl OT a3poIopTa.

7. Y Hac eCcTb HECKOJIBKO ABYX- M TPEXJHEBHBIX TYpOB Ha
BBIXO/IHBIE JIHU C OYEHb MHTEPECHBIMU MapIIpyTaMHU.

8. ITakeT BKIIIOYAET pa3MeEIlEHNE Ha 4 HOYM B TPEX3BE3J0UYHOM
oTeJie ¥ 3 HOYM B JIBYX3BE€3/I0UHOM OTEJIE.

9. Ha cnenyronieil Heznene s ye3xkaro B JByXHEEIbHBII KpyH3,
BKJIIOUAIOLIUI OCTAaHOBKY Ha 2 1HS Ha TauTu.

10. Ecam BBl cuMTaere, 4YTo TYypHAaKeT C AECSITHIHEBHBIM
IPOXKUBAaHUEM B TPEX3BE3JOYHOW TOCTUHHUIIE Ha 0ase
NOJy[IaHCHOHA JI0pOroBaT s Bac, TO Mbl MOXEM
NpEeUIOKUTh OTABIX B KOTTEMKe, rne Bel camu Oynere
TOTOBUTb.

15. Role Play. My Idea of an ldeal Holiday
You work in the Marketing Department at a travel
agency. Your task is conduct market research and find
out what Kkind of holiday your potential customers
prefer.

Step 1 Work in groups. Each market research group

prepares a questionnaire
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for your potential clients to find out their holiday
preferences.

We recommend a multiple choice system:
e.g. In which season would you like to make a

holiday?
a. in winter b. in summer
C. in autumn d. in spring

Step 2 Each market research group appoints an
interviewer which goes to question people from other
teams.

Step 3 Interviewers report back to their market
research groups.

Step 4 At a round-table session all the groups discuss
the results of their market

research and prepare a general report to the
Managing Director.

Follow-up
As a follow-up procedure you may question people

outside your classroom
and include new data in your report.
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UNIT 3
DEFINING A STRATEGY

1. Read the text.

ADC Travel are having a meeting. Mr Berger, the company's
Vice-President, M v Bright, its Managing Director, and Mr
Clown, the Marketing Manager, are discussing a new business
Strategy.

Berger Let's get started, shall we? We need to define a new
business strategy.

Bright Our main objective is to increase market share and to
do this we must reduce prices.

Berger So you're sure that if we sell our tours at reduced
prices, our market share will increase.

Bright Yes, I'm sure.

Berger But if we reduce prices, our profits will drop.

Clown I think it's time to take up outbound tourism, to move
into one of the overseas markets.

Bright I see what you mean, but we've got plenty to do in the
home market.

Clown I'm afraid I can't agree. The home market is saturated.
The company can only expand by selling tours abroad. We
can't live on our home market forever, can we?

Bright Maybe, but we can't spend too much money on sales
promotion, at least not at this stage. If we start new
destinations, our costs will be astronomical! We can't afford to
do a lot of market research, to recruit staff for the outgoing
department, to organize fam trips or to carry out an expensive
advertising campaign.

Clown That's true, but on the other hand we must stay ahead of

our competitors, mustn't we? They are looking for new
destinations, too. In my opinion, this is the right time to sell
tours abroad. Besides, we can cut our costs if we make the most
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of modern technology and use e-mail, Internet and state-of-the-
art hotel reservations systems such as Galaxy Worldwide &
Gulliver's, etc.

Berger That's exactly what I think. Yesterday I talked to
Robert Brown, a marketing consultant. He writes for Global
Travel Magazine, and runs a consultancy service. I asked him
to pick on some exciting holiday destinations.

Clown I'm sure Robert can help us.

Berger All right, then. We'll meet again when Robert comes
up with some advice. Well, gentlemen, shall we call it a day?

2. True or false?

1. ADC Travel are going to spend a lot of money on market
research.

2. The company can't afford to carry out an expensive
advertising campaign.

3. They are going to increase their market share.

4. The home market is saturated.

5. The competitors of ADC Travel are looking for foreign
markets.

6. Robert Brown runs an insurance company.

3. Which phrase is different?

to move into the export field

to break into one of the European markets
to stay ahead of the competitors

to expand by selling abroad

to start selling abroad

to market products overseas

to sell overseas

4. Speak about your company. Say what you can and what
you can’t afford:
to live on your home market forever
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to sell your products at reduced prices

to organize fam trips

to break into the US market

to recruit new staff

to use state-of-the-art hotel reservations systems

to spend a lot of money on marketing and sales promotion

to carry out an expensive advertising campaign

Talk to your partner about your company’s plans for the
next year. Write down 5 things you’re going to do and 5

things you aren’t going to do.

e.g. We are going to start selling packages for weekend

breaks.
We aren’t going to take up new destinations.

5. Give the English for:
OTpEAEIUTh CTPATETUIO

OCHOBHas 3ajJjaua

yBEJIMYUBAThH

JI0J1s1 phIHKA

MIpOJaBaTh MO CHUYKEHHBIM 1IEHAM
MpHUOBLIH

BHYTPEHHUH PBIHOK

BBIE3/IHOM TYpH3M

HACBIIICHHBIN

paciupsAThCs

KOHKYPEHT

HarpaBJIeHUE

COKpaTHUTh 3aTPaThl

COBpPEMEHHAas TEXHOJIOTUs

3¢ (HEeKTHUBHO UCTIOTB30BAThH
IIPOBOJIUTH JOPOTOCTOSNIYIO PEKJIAMHYIO KaMIIaHUIO
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6. Use the words from the box to complete the sentences.

most, share, saturated, recruit, fam, hand, reduced, objective,
define, department, carry out, outbound, expand, afford,
competitors, cut

1. Our main...is to...a new business strategy.

2. If we sell our tours at...prices, our market...will increase.
3. The home market is..., so it's time to take up...tourism.

4. This company can only...by selling tours abroad.

5. We can't...to do a lot of market research, to...staff for the
outgoing..., to organize...trips or to...an ...expensive
advertising campaign.

6. But on the other..., we must stay ahead of our...... .

7. We can...costs, if we make the...of modern...technology.

7. Can you match the two parts of the sentences?

If we start new destination a) we'll meet again.

If we reduce prices b) our costs will be
astronomical!

If we make the most of ¢) our profits will drop.

modern technology
When Robert comes up with d) we'll cut our costs.
some advice

8. Complete the sentences using the verbs in brackets in the
correct form. If/When-clauses.

1. The market is saturated. We (go)  bankrupt if we (not

start)  exporting abroad.

2. Our market share (increase)  if we (invest)  in sales

promotion.

3. Sales (increase)  if we (carry out) a good advertising

campaign.
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4. When we (reduce)  prices, more people (be able) to
buy our products.

5. If you (take)  a stand at one of the European fairs your
brands (become)  known in Europe.

6. Sales (drop) _ if we (increase)  prices.

7. When you (go) __ to Egypt, you (see) _ the pyramids.

8. We (not stay) ahead of our competitors, if we (not
start) new destinations.

9. Can you complete these tag questions?

1. Let's get started, ?

2. Our main objective is to increase market share,  ?
3. We've got plenty to do in the home market,

4. We can't live on our home market forever, ?
5. Our costs will be astronomical, ?

6. We must stay ahead of our competitors,  ?

7. They are looking for foreign markets, ?

8. Mr. Brown runs a consultancy service, ?

9. We need to define a new business strategy, ?
10. Let's call it a day, ?

10. Can you put the right preposition?
1. Who is...... charge of your outgoing department?

2. We can't afford to spend too much money ....... sales
promotion, .....least not ..... this stage.
3. We can't afford to sell air tickets.......... reduced prices.

4. It's time to move... one..... the overseas markets.

5. We've got plenty to do..... the home market.

6. We can't live........ our home market forever, can we?

7. Our competitors are looking........ new destinations, too.

8. I asked Mr. Brown to pick some...... exciting......... holiday
destinations.
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11. Translate into English.

1. BHyTpeHHuil pbIHOK HacblmeH. Camoe BpeMs 3aHATBCS
HOBBIMU HAIIPaBJICHUSIMU M YBEJTUUUTH HAIIly JOJIIO PhIHKA.

2. MbI HEe MOKEeM TO3BOJIUTh ceOe MPOBOIUTH 1OPOTOCTOSIILYIO
pEKIaMHYI0 KaMIIaHUIO, HE TaK JIu?

3. Mbl omepeauM KOHKYPEHTOB, €Clid pa3paboTaeM HOBBIE
MapIIpYThI U BIIOKUM JEHBIU B PEKIIaMy .

4. Mbl He MOXeM I03BOJIUTh ce0e MPUHATH Ha pabOTy HOBBIX
COTPYJIHUKOB B OTJEJ BBIE3THOTO TypU3Ma, HE TaK JIn?

5. Ho ¢ ogpyroi cropoHbl, Ham IOpa IIpOAaBaTh
UHAUBUAYAIbHbIE TYpbl IJIS1 KIUEHTOB, KOTOpPBHIE MOTYT
MO3BOJIMTH c€0€ TPATUTh MHOTO JECHET Ha OTAbIX.

6. Y Bac ecTb JJouepHHE KOMITAHUU 32 PyOeKoM, HE TaK JI?

. MBI cMOXeM CHHM3UTbH 3aTpaTtbl, eciu OyaeM 3((eKTUBHO

HCIIOJIB30BAaTh COBPEMEHHBIE TEXHOJIOTUU.

8. Ecnu MBI Tak mocTynuMm, TO NpUOBUIb yMaJeT, a 3aTpaThl

OyyT OTPOMHBIMH.
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12.Role Play. Marketing Consultancy Service

You work at Robert Brown’s Marketing Consultancy
Service. Your task is to help ADC Travel with their new
business strategy. Work in three groups.

Group 1 Pick on some exciting holiday destinations for ADC
Travel. Give reasons for choosing these destinations.

Group 2  Think of types of holidays which ADC Travel
should offer to their clients.

Group 3  Think of some ways of cutting costs for ADC
Travel when they start a new destination.

Marketing Consultants give their advice to ADC Travel and
discuss ways of breaking into new markets.
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13. There are different ways of reacting to other people’s
opinions.

If you want to agree with someone you can say:

That's exactly what I think.

That's just what I was thinking.

I agree.

I agree entirely.

Quite right. I couldn't agree more.

1 think that's right.

If you want to disagree with someone you can say:
1'm not sure about that.

I'm afraid I can't agree.

I can see what you mean, but...

I don't think it's a good idea.

Maybe, but don't you think...?

That's true, but on the other hand...

Here are some opinions. Do you agree or disagree?
Businessmen are all criminals.

Business is a game played for fantastic stakes.

Money is a source of freedom.

The world's largest travel companies are Japanese.

English is a very easy language to learn.

Smoking should be banned at all long-haul flights.

Tourists always buy the cheapest packages.

Tourism is in crisis today.

Price-cutting wars in tourism can't do good to travel industry.

14. Role-play. Price-Cutting War
Your airline company is involved in a price-cutting

war. Your competitors have been reducing prices for
30

air tickets since the start of the year. They have
already cut their prices by 30%! Your company can't
afford to sell air tickets at such low prices. You need
to define a new business strategy.

Work in groups.

Discuss what should be done to stay ahead of your competitors.
If you can't afford to reduce prices what can you do to attract
more passengers?

If you can't reduce the price, what benefits can be offered
instead?

What company image would you choose for your airline?

If there is no other way but reduces prices for air tickets, how
can you cut costs?
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UNIT4
DESTINATIONS.
1. Read the text.
REPUBLICA DOMINICANA

General information
Population: 7.5 million people  Capital: Santo Domingo
National language: Spanish

Geography

The Dominican Republic lies at the heart of the Greater
Antilles. It occupies two thirds of the island of Hispaniola
which it shares with Haiti. The land is washed by the Atlantic
ocean in the north and the Caribbean Sea in. the south. It has
the tallest mountains in the West Indies: Pico Duarte is the
highest peak in the Caribbean at 3,175 m.

Climate, Fauna and Flora

The dry season starts in November and ends in April while the
rainy season lasts between May and June (heavy but brief
showers). Minimum temperatures occur in January (25°C) and
maximum temperatures in April (29°C).

The flora is mainly tropical, rich and varied, with royal palms,
coconut, mango, orange and Caribbean pine trees, sugar canes,
orchids and cedars.

The fauna is also varied, includes parrots, iguanas, crocodiles,
etc... But there are neither poisonous snakes in the jungles nor
sharks on the beaches.

Practical Information

Entry conditions: Valid passport For a stay less than 90 days,
obtain a Tourist Card from a Dominican Consulate or at the
airport upon arrival (108). Departure tax: 103 at the airport.
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Vaccinations: no compulsory vaccinations. 7Time difference:
GTM hours: - 7.00

National currency: Dominican Peso (1 US$ ~ /5 Dominican
Pesos).

Electricity: 110 volts, electric plugs with flat pins.

Water: 1t is highly recommended to drink mineral or purified
bottled water.

Transport: Several means of transport are available: taxis, air-
conditioned buses for intercity travel and rented cars (a driving
license and international credit card are required).

Food

There is a wide variety of fish and seafood, meat, vegetables
and fruit.

Typical dishes: "La Bandera", the daily menu of Dominicans
composed of meat, beans, rice, salad and "fritos", fish cooked
in coconut milk, and other dishes such as "sancocho" and
"locrios".

Typical drinks: fruit juices, "ceniza" beer, rum, pina colada,
cuba-libre (rum and coke) and a very wide choice of exotic
cocktails.

Shopping

Golden amber and blue larimar (local stones), carved wood,
cigars (Davidoff is established in the Dominican Republic),
rum, pottery, ceramics, Creole dolls. Cassettes of merengue and
salsa are also a good buy. And it is not a bad idea to bargain.

2. True or false?

1. The Dominican Republic is situated in the Caribbean region.
2. The island is washed by the Atlantic ocean in the south and
the Caribbean sea in the north.

3. There are no mountains in the Dominican Republic.
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4. The best season for making a holiday in Dominicana is
between May and June.

5. Tourists shouldn't be afraid of poisonous snakes and sharks.
6. One can't entry the country without vaccination.

7. Dominican typical dishes are mainly vegetarian.

8. It is recommended to bargain in local markets and shops.

3. Answer the questions.

1. What country does the Dominican Republic share the island
of Hispaniola with?

2. What can you say about Dominican flora and fauna?

3. What are the entry conditions in the Dominican Republic?

4. The voltage is 220 volts, so you don't need to bring an
adaptor, do you?

5. How can you rent a car?

6. What do you know about local dishes and typical drinks?

7. What souvenirs can tourists buy in Republica Dominicana?

8. Do you like merengue and salsa music?

4. Which words go together, according to the text?

valid water
compulsory snakes
purified passport
driving canes

sugar vaccination
poisonous plug
electric license

5. You are Felix Jimenez, Minister of Tourism of the
Dominican Republic. This is the beginning of your
speech at the presentation of the Dominican
Republic as a holiday destination:

I invite you to experience the dreams of this Paradise on

Earth, to meet 7.5 million smiles which inhabit the Dominican
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Republic, to fully enjoy the incomparable cultural and
historical heritage of its colonial past, the most complete hotel
infrastructure in the Caribbean and, of course, our unique
beaches, bright sunshine and our music: the merengue.

What else can you say about your country?

6. Countries and Nationalities. Demis Demiris is a
Greek businessman. He comes from Greece. What
about these business people? Complete the chart.

NAME COUNTRY NATIONALITY
Adam Black | The USA
John Irish
O’Connor
Akiko Japan
Suziki
Paolo Rossi Italian
Swen Sweden
Swensson
Klaus Swiss
Stronberg
Maria Spain
Romero
Jean Pascal French
Gerhard Germany
Wolf
Boris Petrov Russian
Vedat Turkey
Koseoglu
Helen Smith Australian
Brigitte The

Haas Netherlands/Holland
Hans Danish
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Andersen

Lee Tao

China

Tibor Mikes

Hungarian

7. Can you find mistakes in the chart below and
correct them?

AIRPORT CITY CITY COUNTRY
CODE
Sheremetyevo | Moscow MOW Russia
Charles de Prague PRG Germany
Gaulle
J. F. Kennedy | New York LON the USA
Fumicino Rome ROM Greece
Heathrow Tel Aviv TLV the UK
Schoenefeld Berlin BER the Czech
Republic
Capital Beijing BJS China
Hellinikon Athens ATN Italy
Juarez Amsterdam | MEX the
Netherlands
Schiphol Mexico City | AMS Mexico
Narita Tokyo TYO Japan
Ben Gurion London NYC Israel
Ataturk Paris PAR France
Schwechat Vienna VIE Austria
Ruzyne Istambul IST Turkey

8. Read the text.

Acapulco is the largest and most exciting diversion centre
in Mexico. Impressive hotel complexes, exotic night clubs and
restaurants of international caliber co-exist with the beauty of
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the tranquil beaches with tropical vegetation surrounding one of
the most beautiful bays of the Pacific. Connected by 326
kilometers of highway, it is the closest beach to Mexico city.

Acapulco is famous for its mild climate and for the quality
of its tourists services. Here you will find a wide range of
activities for the entire family. All the watersports are available
in Acapulco: surfing, snorkeling, scuba diving, water skiing,
riding water-bikes and parachute gliding. The beaches, streets,
hotels, amusements parks, night clubs and restaurants are just
some of the places where you can pleasantly enjoy yourself in a
safe and fun-filled environment.

One of the greatest attractions is La Quebrada, where divers
throw themselves into the earth from a height of 46 metres. The
CICI, one of the largest waterparks in Mexico, is an experience
you should not miss, due to its impressive water slide and its
enormous pool with giant waves. The Fort of San Diego, the
Aquarium and the Zoo are also worth seeing.

Acapulco provides nightlife just like in the movies. The
discotheques, clubs and bars open their doors to both young
and old alike.

Acapulco is a shopper's delight. What to buy? Acapulco is
recognized as the leader in high quality summer clothing. You
can also acquire silver, handicraft jewelry, leather accessories,
shoes, and charming shell ashtrays.

Don't miss the opportunity to enjoy a magical destination,
which will capture you with its spell.

9. Fill in the gaps with the appropriate words from the
text above.

1. Antalya is one of the largest and most exciting...... centres in
Turkey.

2. The Dominican Republic is....... for its ..... climate and for
the quality of its tourists services.

3. The Kremlin is...... seeing.
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4. One of the greatest....... in China is The Great Wall.
5. Don't...... the opportunity to visit Madame Tussaud's.
6. What watersports are...... in the Dominican Republic?

10. Can you match the words with the similar

meaning?
environment because of
diversion to buy
spell artisan
due to to catch
to acquire recreation
handicraft atmosphere
€normous charm
to capture large

11. You are in charge of a new promotional project for
Acapulco. What facts about Acapulco should be
stressed in your promotional campaign?

12. Look at the list of adjectives below and decide
which of them can go with the nouns in the box.

holiday, beach, water, atmosphere, landscape, view

sandy, brilliant, tranquil, secluded, uncrowded peaceful
romantic, unforgettable, exciting

transparent, crystal clear

spectacular, scenic, fascinating, breathtaking, picturesque,
impressive

- relaxed welcoming, fun-filled, carefree, safe, magic,
charming
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13. Translate into Russian.

1. [na Bwe3na B Typuuro TypuCT [dOKEH HUMETh
JIEWCTBUTEIbHBIA NAacOPT. BU3y MOXHO MOJTYYHTH MO MPUIIETY
B asponopty. [IpuBUBKY AenaTh HEOOS3aTEIBHO.

2. B kwuraiickux, TpedyecKuX, TYPELKUX U ErurneTcKux
MarasMHaX peKOMEHIYEeTCsl TOProBaThCS.

3. Onaumu u3 JOCTYTHBIX JUISt TYPHUCTOB
JOCTOIIPUMEYATEIbHOCTEN Jlonnona SIBJISIFOTCS
Bectmuncrepckoe abb6arctBo, Taysp, my3eir mamam Trocco u
Tpadansrapckas  miomans. CTOUT  Takke  MOCETHUTH
bpuranckuit mysen.

4. Bbl MOeTe Ha3BaTh TUIIMYHBIEC SAMIOHCKHUE, TOPTYTAIBCKUE U
ucnaHckue omoaa?

5. Hama bupma npeasiaraet 3aXBaThIBAIOLIUE
MPUKIIOYEHYECKUE Typhl B BelIMuYecTBeHHble [HMmanan, Ha
XKUBOMHUCHOE 03epo baiikan, B BommeOHyro mycthiHiO ['00H, a
TaK)K€ CIIOKOMHBIM OTIBIX Ha OYapOBaTENbHBIX OCTPOBAX B
Tuxom okease.

6. He ynyctTe BO3MOXHOCTh IOCETUTH BesMKojenHyto [Ipary,
ctonuiry Yemickoit Pecryonuku.

14.Role-play. Presenting a New Destination

You have recently returned from a fam trip to a holiday
resort and now have to report back on your visit. Prepare a
presentation. Talk about the resort as a new holiday
destination. Include the following:

Transport to and from the resort

The accommodation

The food

The local attractions

Shopping opportunities

The entry conditions

The climate

The price and value for money
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UNIT 5
FAM TOURS

1. Read the letter.

DEMIRIS TOURS

12, Philenion Str., Athens 105 57,
Greece tel.: 3225851-5 (5 lines),
fax: 3228031

Mr. J. O'Connor
General Manager
Forever Young Holidays 11 March 2002

Dear Mr. O'Connor

During your visit to our stand at the Berlin trade fair, we
discussed tourist interest in our destination. We both thought it
might become a very popular destination for British tourists.

Recently, the Board have been discussing the possibility of
organising FITs from the UK. We have now reached agreement
with Olympic Airways on the travel arrangements. As a result
of this, we are preparing, in association with the carrier, a
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familiarization tour of Attica region. We hope that about fifteen
British tour operators and travel agents will join the party. We
would be pleased if you would be able to participate in this
tour.

The most suitable time for us is between 17 and 21 May. [ am
enclosing a proposed itinerary. We would like to show you the
sightseeing attractions and introduce you to the wide range of
holiday types available in the region. We hope to include hotel
packages, up-market independent tours, escorted tours, activity
holidays, and special seasonal tours. We feel that the flight
costings are so reasonable that it should also be possible to
market family-oriented low budget packages. These might
include self-catering arrangements.

We should be able to give you fuller details of the tour within
the next two weeks. In the meantime, perhaps you would be
kind enough to let us know if you would be interested in
joining us and if the dates are convenient.

Yours sincerely,

Alkis Russos
Assistant Commercial Manager

2. Answer the questions.

1. Where did Mr. O'Connor first make contact with Demiris
Tours?

2. What has made it possible for Demiris Tours to arrange the
tour?

3. Who is organizing the tour with Demiris Tours?

4. Who will take part in the fam?

5. What is the purpose of the tour?

6. What would Demiris Tours like Mr. O'Connor to do before
he is given more details the tour?
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3. Which words go together, according to the text?

popular holidays
suitable packages
proposed tours
sightseeing time
up-market itinerary
activity attractions
low budget destination

4. Give the English for:
Joctuub cornaiieHus
B cotpynuuuectse ¢
[TepeBo3unk
[IpunuMmate yuactue
TToaxoasiuii
[Ipunarats
PazymHbIii
[Iponasars

YV 1o0HBII

JlemeBbie MaKeThl

5. Can you match the definitions and the words they

define?
1. Holidays offering special
activities such as walking or
cycling
2. Tours accompanied by a
tour leader
3. Tour arranged for tour
operators so that they can
inspect a region and its
facilities
4. Directed towards families
5. Together with
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a) in association with

b) family-oriented

¢) activity holidays

d) expensive
e) escorted tours

6. Travel programme f) self-catering

arrangements
7. Low cost g) itinerary
8. Up-market h) familiarization tours

9.Arrangements where guests 1) low budget
provide and prepare their own
food

6. Can you fill in the gaps with the words from the
box?

to market, agreement, destination, suitable, carrier,
arrangements, reasonable, convenient, join, familiarization,

proposed, meantime

1. We both thought it might become a very popular for
British tourists.

2. We have now reached with Olympic Airways on the
travel

3. We are preparing, in association with the , a tour

of the region.

4. We hope that about 15 tour operators and travel agents
will the party.

5. The most time for us is between 17 and 21 May.

6. am enclosinga __itinerary.

7. We feel that the flight costings are so __that it should also
be possible family-oriented low budget packages.

8. In the , perhaps you would be kind enough to let us
know if the dates are

7. You are J.O'Connor, the General Manager of Forever
Young Holidays. You've just received the letter from
Demiris Tours about a familiarization tour. Call a meeting
and inform your staff about this proposal.
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8. Write a letter to Demiris Tours informing them that
Forever Young Holidays would be glad to participate in the
fam and that they are ready to offer any kind of assistance
in forming the group for the tour.

9. You are the Marketing Director of Forever Young
Holidays. Prepare a letter inviting other tour operators and
travel agencies to join the fam.

10. Present Perfect or Past Indefinite? Choose the correct
variant.

1. I new itineraries for fams. They are on my desk.
a. received b. have received

2. When agreement with the carrier?

a. did you reach  b. have you reached

3. We  abroad. We can't afford to spend money on
travelling.

a. never were b. have never been

4. When [ was in Thailand I in a great number of
exciting excursions.

a. took part b. have taken part

5. Our Sales Manager  from a fam trip to Mexico. He is
going to report about his trip at the staff meeting at 5 p.m. Will
you join the party?

a. came back b. has come back

11.Role-play. News Bulletins.

You work for "banko travel-inform" service. Prepare news
items with information about what has happened in the
world of tourism.

12. Study the details of a survey of rooms 201-205 at the
Grand Blue Sky Hotel, Kushadasi, Turkey, dated 27 May.
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Answer the questions below using the Past Indefinite or the
Present Perfect Continuous.

room name Arr dep Reasons
May for visit

201 Ms 21 24 Conference
Wilson

202 Mr and 20 Holiday
Mrs
Lopez

203 Mr 24 Business
Koseoglu

204 Mr and 17 24 Holiday
Mrs
Chester

205 Mr 22 Holiday
Suarez

e. 9. When did Ms Wilson arrive?
She arrived on 21 May / six days ago.
e. g. How long has Mr Suarez been staying in
Kushadasi?
He’s been staying there since 22 May / for five
days.
1. On what date did the Chesters leave Kushadasi?
2. Since when have Mr and Mrs Lopez been occupying room
2027
3. For what reason has Mr Koseoglu been staying in
Kushadasi?
4. Why did Mr and Mrs Chester come to Turkey?
5. Who has been staying the longest in these rooms?
6. What has Mr Suarez been doing in Turkey?
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13. Translate into English.

1. MBI npuMeM yuyacTHe B PEKJIIAMHOM Type, €CJIM HaC YCTPOST
JaThl Typa.

2. BBl y>ke JOroBOPHIINCH C EPEBO3YUKOM?

3. Mbl He MOXEM IO3BOJUTH cebe mpoaaBaTh JCLIEBbIE
TYpHAaKeThI. Hama dupma U3BECTHA Ka4eCTBOM
IIPEJOCTABIIAEMBIX YCIIYT.

4. IIporpamMmy peKJIaMHOT'O Typa Mbl pa3padoTalli COBMECTHO C
IPEYECKUMU OllepaTOpaMH.

5. MBI HazeMcs, 4TO HalllM IIEHbI YCTPOSAT Bac M Bbl HaYHETE
MIpOoJaBaTh TYPhI AJI1 CEMEHHOr0 OT/bIXA.

6. IlepeBo3unk mpeuiaraeT pa3yMHbIE LIEHbI HA AaBUAOUIIETHI.

7. MBI npoiaeM AOPOTrOCTOSIILIME TYpbl IS UHIUBUAYAJIbHBIX
KIIUEHTOB.

8. K nmucemy MbI npuiaraeM MapuipyT peKjIaMHOTro Typa.

14. Study the following itinerary. It shows the activities and
timetable during the first two and a half days of a
familiarization tour. The activities for each of the days have
been written in the wrong order.

Decide the time when each activity should take place.

Day1  Sunday 20 May

10.00 (1) Inaugural dinner at hotel.

11.30 (2) Free time for relaxation.

19.00 (3) Turkish night at Kervansaray.

21.30 (4) Arrival at Izmir Airport. Transfer to Kushadasi
by coach.

Afternoon (5) Check into Grand Blue Sky Hotel, Kushadasi.
Day 2 Monday 21 May

08.30 (1) Departure from Grand Blue Sky Hotel.

09.30 (2) Return to Korumar Hotel.

10.00 (3) Lunch at Adakule Hotel.

11.00 (4) Inspection of hotels in Kushadasi region.

13.00 (7) Optional visit to a night club.
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Afternoon (5) Open-buffet breakfast.
16.30 (6) Some more hotels.

20.00 (8) Check into Korumar Hotel.
22.30 (9) Gala dinner at the Hotel.
Day 3 Tuesday 22 May

09.00 (1) Lunch at Selchuk Restaurant.
10.00 (2) Walking tour of ancient Efes.
10.30 (3) Open-buffet breakfast.

13.00 (4) Departure from Korumar Hotel and transfer to Efes.
14.00 (5) Own time for shopping.
14.30 (6) Transfer to Kushadasi.

15. Role-play. Fam trips. Work in groups.

Step 1 Choose a country for an interesting familiarization
tour. Consider the following:

DESTINATION

RESORT

DATES OF THE FAM

CARRIER

NUMBER OF PARTICIPANTS IN THE FAM

NUMBER OF HOTELS FOR ACCOMMODATION OF
TRAVEL AGENTS

CATEGORIES OF HOTELS FOR ACCOMMODATION OF
TRAVEL AGENTS

NUMBER OF HOTELS FOR INSPECTION

MEAL PLAN (BB, HB, FB, ALL-INCLUSIVE, ULTRA
ALL-INCLUSIVE)

TRANSPORT FOR TRANSFERS

EXCURSIONS INCLUDED IN THE PROGRAMME
OPTIONAL EXCURSIONS

TYPES OF HOLIDAYS AVAILABLE IN THE REGION

Step 2 Prepare itineraries of fams including as many activities
as possible.
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Step 3 Present your itineraries to other groups and answer their
questions.

FOLLOW-UP Discuss the following problem:
How can tour operators make sure that all the
participants in the fam trip really work in tourism?
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UNIT 6
HOTEL FACILITIES

1. Read information about three hotels in Pattaya,
Thailand.

Camelot Hotel Pattaya

Location: The Camelot Pattaya is situated in the heart of
Pattaya city, putting you right in central position to reach all
points of interest, such as Walking Street, the entertainment
areas, and the shopping areas for the best local buys. It is only a
ten-minute walk to the municipal beach.

Accommodation: 160 guest rooms all furnished with modern
amenities (air-conditioning, satellite TV, telephone, mini-bar
service, shower & bath, hair drier)

Facilities: two restaurants for both formal dining and light
refreshments at any time, a well-equipped conference room, a
small swimming pool, a snooker room, a karaoke room, a
beauty salon and a souvenir shop.

Pattaya Park Beach Resort

Pattaya Park Beach Resort is one resort hotel that is indeed
perfect for a family holiday. Its sprawling compound offers a
host of activities for the young and the old.

The hotel has at least three attractions that you won't find
anywhere else in Pattaya: the whirlpool in its large water park,
the two revolving restaurants in its 52 and 53 floors, and the
thrilling tower jump and sky speed shuttles.

Other facilities include banquet and conference rooms, a fitness
centre and sauna, jogging track, a snooker room, and a
shopping arcade.

The resort complex comprises two hotel buildings with 730
rooms all furnished with air-conditioning, satellite TV,
telephone, mini-bar, private bathroom with bath tub and
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shower, hair drier (available on request), balcony with
sea/mountain view.

The hotel is located on Jomtien secluded beach (it's only a five-
minute drive to Pattaya centre).

Royal Cliff Beach Resort

Location The resort is located to the south of Pattaya on a
headland overlooking Royal Cliff Bay and the Gulf of Siam.
General information A totally self-contained resort
comprising 4 stylish and individual hotels set in 64 acres of
tropical parkland. Extensive leisure and sports facilities. All
rooms have a cardkey system, balcony, individual air-
conditioning, bath with shower, mini-bar, satellite TV, in-house
movies, IDD telephone and private room safe.

Royal CIliff Beach Hotel: 179 Superior Rooms, 355 Mini-
Suites, 8 Executive Suites, 10 Theme Suites (1 & 2 bedrooms)
Located at the heart, of the resort, it is ideal for package holiday
makers and slightly more budget-conscious travellers.

Royal CIiff Terrace: 64 Mini-Suites, 27 Family Suites (2
bedrooms)

The Royal CIiff Terrace with its beachfront location offers a
relaxing atmosphere and is

a favourite with honeymoon couples and families.

Royal Cliff Grand: 209 Deluxe Rooms, 77 Grand Rooms, 15
Junior Suites (1 bedroom), 10 Regency Suites (2 bedrooms), 1
Royal Suite (3 bedrooms)

The elegant Royal Cliff Grand was opened with conference and
incentive market in mind and provides what the experienced
leisure or business traveller could wish for.

Royal Wing: 84 Executive Suites, 2 Presidential Suites (3
bedrooms)

Set apart from the rest of the resort with its own large private
pool and beautiful
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gardens, the exclusive all-suites Royal Wing offers the highest
standards of personalized

service.

Dining & Entertainment 9 restaurants and 4 bars

Sports & Leisure 3 swimming pools, 2 children's pools,
jacuzzi, 6 floodlit tennis courts, watersports available on the
beach, 3-hole practice golf course and 10 excellent 18-27 hole
golf courses nearby, Baan Plai Thai traditional massage, beauty
salon, shopping arcade, children's playground, sauna/steam
room, table tennis, fitness centre, resort catamaran - regular
bathing trips to the local islands.

Services & Facilities limousine service, 24-hour room
service, business centre, 2 ballrooms accommodating up to
1500 pax, 15 meeting rooms for 20-100 pax, babysitting, florist
counter, tour counter, laundry, dry cleaning & pressing service,
clinic, beach elevator.

2. Answer the questions?

Which hotel.....

1. is situated on the headland to the south of Pattaya?
2. is located in the heart of Pattaya?

3. 1s located on Jomtien beach?

4. has a large water park?

5. has a karaoke room?

6. offers regular bathing trips to the local islands?
7. provides hair driers on request?

8. offers golf courses?

9. has two revolving restaurant?

10. has a beach elevator?

3. Which words go together according to the text?

entertainment compound
modern track
sprawling beach
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budget- conscious
secluded

cardkey

jogging
beachfront
floodlit
self-contained

4. Give the English for:

ynoo6cTBa
CpeaCTBa OOCITYKUBAaHUS

tennis courts
areas

resort
traveller
system
amenities
location

indoor pool

squash courts

essentials
water slides

trouser press

twice-daily maid
service

non- allergenic
linen

TEPPUTOPUS
CKOPOCTHOM JIU(PT

OCBEILIaeMbIi KOPT

XUMYHNCTKA

npadeyHast

000pyT0BaHHBII

ABTOHOMHBI, CHAO>KEHHBIN BCEM HEOOXOUMBIM

5. Work in pairs. Discuss the following:

Which of the three hotels would you prefer to stay? Why?
Which do you think is the worst thing about each hotel?
Which do you think the best thing about each hotel?

6. Look at the hotel facilities and services below. Which of
these facilities or services would you expect to find only
in a deluxe hotel?

robes and slippers  24-hour room IDD telephone

service
in-room safe shaver outlet ceiling fan
car hire currency exchange archery
sun beds beach towels horse-riding
baby cots kids’ club nurse/babysitting
toiletries premium bath video library
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live entertainment  daily shuttle service
housekeeping
gift shop floodlit tennis tea/coffee-making
courts facilities
disco casino butler service
internet cafe doctor on call complimentary
transfer

internet/ e-mail access through in-room TV
multilingual resort TV information
facilities for handicapped guests

7. Discuss the following:
What do you expect from a good hotel? What is the most
important for you:
a. facilities b. location c. prices d. service?

8. Compare information about the Pattaya Park Beach
Resort, the Camelot and the Royal Cliff Beach Resort in
Pattaya and answer the questions.

1. Which hotel is the largest?

2. Which hotel is the most luxurious?

3. Which hotel has the widest choice of restaurants?

4. Which hotel has the fewest rooms?

5. Which hotel is the tallest?

9. True or false?

1. The Camelot is larger than the Pattaya Park Beach Resort.

2. The Royal Cliff Beach Resort is farther from the beach than
the Camelot.
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3. The Pattaya Park has better facilities than the Camelot.

4. The Royal Wing offers higher standards of service than the

Royal CIiff Terrace.

5. Sports and leisure facilities at the Royal Cliff Beach Resort

are more extensive than at the Pattaya Park.

10. Study the following file and answer the questions below.

Fame Hotel | White Rose Carlton
Hotel Hotel

Singles 55 37 10
Doubles 32 19 5
Twins 59 40 21
Rack Rate $ 50 $48, 50 $45
Full board $ 72,50 $ 67,75 $ 65
Group 15% 15% 20%
discounts

Does the Fame have fewer singles than twins?

Is the discount in the White Rose as high as in the
Carlton?

Is the Carlton's rack rate less expensive than the Fame's?
Which is the biggest hotel?

Now use the file to make ten more questions comparing
the information about the hotels.

11.Read the text and tell the hotel facilities.

Grand Hotel Superlative facilities
The hotel offers unrivalled services and facilities including
several gastronomic options, a luxurious fitness centre with
indoor pool, two outdoor pools, as well as a selection of sports
activities and children facilities.

SWIMMING FACILITIES:

54

Guests can choose between the 2
outdoor seawater swimming pools, one
indoor fresh water pool and the
beautiful pebble beach.

Beach and pool towels are available
against a deposit.

Sunbeds & umbrellas at the pool is for free and with charge at
the beach.

JUST FOR KIDS: Fun for the little ones

Relax and soak up the sun while you watch the little ones
splash around the children’s pool and make new friends at our
playgrounds.

Baby cots available on request and free of charge.

Baby sitting services available on request, at an extra charge.

SPORTS & ENTERTAINMENT: Fun for the whole family

ro | For the more active, a selection of
I",: activities 1s available at the Grand
|

} . ! ~ Hotel.

+ + Whether your vacation dream is active
or more relaxed, the Grand Hotel
includes temptations for any interest!

ar

Free of charge:

1 tennis court with free equipment. Floodlight with charge.
Tennis balls and racquets are available against a deposit.

Bridge Room

Extra charge:

Electronic games room

Gym & sauna: the Gym offers cardiovascular equipment and an
extensive range of weight-training machines and free weights.
Information at the reception:
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Water-sports centre with pedal boats, wind-surfing (valid
certificate required), canoes, catamaran sailing, water-skiing,
jet-skiing, banana boat, parasailing

Scuba-diving (lessons available)

Boat trips

12. Role-play. Hotel Grading. Work in groups.

Step 1 Each group chooses one country and discusses the
standards and facilities of one/two/three/four/five-star hotels in
this country. Prepare a report on the hotel rating system in this
country.

Step 2 Submit your reports to the class and discuss the
difference in standard hotel facilities in different locations.

13. Translate into English.

1. B orene umerorcs cnenuaibHO 000pyIOBaHHbIE HOMEpA IS
MHBAaJIU/I0B.

2. JIns TpyAHBIX AeTell MpeloCTaBIsI0TCs JETCKUE KPOBATKH.

3. Ham otenp npeziaraetr OecruiaTHbI TpaHcdep uisl TocTeit
OTelIs.

4. Bo Bcex HOMepax OTessl UMEETCs KOHIUIMOHEp, TEeIEPOH C
IPSIMBIM BBIXOJIOM Ha

MEXAyHapOAHbIE JIMHUM, CIYTHUKOBOE TEJIEBUAECHUE, MHHU-
6ap, KOHAMLIMOHEP, BAaHHYI0 KOMHATy CO BCEMH TyaJIeTHBIMU
MIPUHAJICKHOCTSIMHE, (eH (TI0 3arpocy).

5. B caMbIX pOCKOUIHBIX OTEJSAX yOOpKa HOMepa MPOU3BOIUTCS
7IBa pa3a B JICHb.

6. YcnoBus Ui OTIbIXa B 9TOM TPEX3BE30YHOM OTEIE XYIKE,
YeM B YETHIPEX3BE3J0YHOM, KOTOpPbI uMMeeT Ooibiie 0apos,
pecTopaHoB, 6ACCEIHOB M OCBEIAEMbIX TEHHUCHBIX KOPTOB.

7. XamaTbl M TalO4YKU MPEIararoTcss TOJBKO B HOMEpax
"1II0KC", KOTOPBIE CTOSIT JOPOKE.
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8. Ham KypopTHBIi OTeNb MOJHOCThIO aBTOHOMEH. Ha
OTPOMHOH TEPPUTOPUHU OTEJSI UMEETCs BCe HEOOXOIuMoe JUIs
MIPEKPACHOTO OTJbIXA U 3aHITHH CIIOPTOM.

14. Role-play The Best Hotel For You. Work in pairs.
Take it in turns to play the roles of a travel agent and one
of the clients who would like to go to Pattaya, Thailand.
Role 1 You are a travel agent. Listen to your clients'
requirements and try to advise them the best hotel to stay at.
You may use the following phrases:

1f you stay at ... you'll be able to ...

The best things about ... are ...

1 think you'll find that ... is better for you because ...

Another nice thing about that hotel is ...

Role 2 You are Mrs Adams, 33. You are going to Thailand
with your husband (aged 35) for one week. It is your first
holiday without children (your mother will be staying with
them) and you are looking for an exciting holiday full of fun
and entertainment.

Role 3 You are Mr Green, 47. You are going to Thailand
with your girlfriend (aged 21). You are a budget-conscious
traveller, but you would like to impress your girlfriend and
spend your holiday at a luxurious place. You need the best
value for your money.

Role 4 You are Mr and Mrs Brown (both aged 37). You are
going to Thailand with your daughter, 8, and son, 11. You want
to be active on your holiday.

Role 5 You are Mr Smith, 27. You are going to Thailand
alone and you are particularly interested in exciting nightlife in
Pattaya.

15. Project Work. Starting a New International Hotel
Chain.
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You are going to found a new international hotel
chain. Work in groups.

Discuss the concept of your hotels (e.g. city hotels for business
travellers/beach resorts,  budget/luxury-class, etc.). Decide on
the name for your chain.

Discuss locations for your hotels.

Decide on hotel facilities and services which will be provided
by your chain. What standards can you offer? What motto will
you choose for the whole chain?

Present your hotel chain to the class.

16. Follow-up. Promoting a New Hotel. Work in groups.

1. Discuss ways or promoting a new hotel.

2. Describe one of the hotels of your new international hotel
chain.

3. Prepare a text for a brochure featuring all advantages of
staying at your hotel.
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UNIT 7
COMPLAINTS

1. Read the letter.

49 High Street
Edinburgh

The Manager

ADC Travel Agency 19.02.02
21-23 Welbeck Str

London

Dear Sir

I have recently returned from your ADC Grand Tour. I am very
upset by the standards and the organisation of this tour and I
have a number of comments about it that I would like to make.
In general, the food was extremely poor and the service was
very slow. On a number of occasions we had to wait over an
hour for our meals. In one hotel there was a problem of
overbooking. After a long and tiring journey, we discovered
that this hotel had no accommodation for us. We were
transferred to another hotel on the outskirts of the city. In your
advertisement, you stated that all your hotels were located in
city centres.

There were also a number of travel delays during the tour, and
on one occasion my luggage was left off the coach. I only got it
back a day later.

Finally, I think your staff should have handled these problems
in a better way. Some of them were very rude when complaints
were made.
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I feel that your company should consider an appropriate refund
because of the bad service that was provided.

Yours faithfully
Marry Crow (Mrs)

2. Answer the questions?

1. Why did Mrs Crow decide to write to ADC Travel?

2. What was wrong with the food service?

3. Why did Mrs Crow complain about the hotel?

4. What happened to Mrs Crow's luggage?

5. What complaint was made about the staff of the tour
company?

6. Why does Mrs Crow want some of her money returned?

3. Can you put in the right prepositions?

1. I'm very upset.....the standards and the organisation...this
tour.

2....anumber...occasions we had to wait....hour...our meals.
3. We were transferred...another hotel....the outskirts...the
city.

4. There were also a number...travel delays....the tour,
and....one occasion my luggage was left....the coach.

5. Finally, I think your staff should have handled these
problems.....a better way.

4. Can you match the words in the box with the definitions?
coach, delays, advertisements, to handle, outskirts, refund,
comments, upset, overbooking, occasions

1. notice of object or service for sale
2. comfortable bus, often used over long distances
3. things to say
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4. unscheduled periods of waiting

5. to deal with

6 .times

7. taking a number of bookings that is greater than the number
of beds available

8. repayment

9. edge; limits

10. angry and unhappy

5. You are Marry Crow who has just returned from the
ADC Grand Tour. You're being met by your husband at
the airport. You are very upset by the standard and
organisation of the tour and complain about it to your
husband.

6. Give the English for:
HECKOJIBKO pa3
nepeOpOHNpPOBKa
Ha OKpauHe
3aJepKKa

pemaTs npobdiaemy
xKanmoba
KaJIOBATHCS
paccMaTpuBaTh
COOTBETCTBYIOLIHI
KOMIICHCaIus

7. Can you make these sentences passive?

l. Coaches take the tourists to their hotels.
The tourists

2. Our representative will meet the flight.
The flight

3. The guide will escort you to your hotel.
You
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4. They transferred us to another hotel.

We

5. Your company should consider an appropriate refund.
An appropriate refund

6. Don't worry. We'll handle this complaint in the best
way.

This complaint

7. Our tourists have made a lot of complaints about this
hotel.

A lot of complaints

8. At the moment we are carrying out a new advertising
campaign.

A new advertising campaign

9. We have reached agreement with the carrier.
Agreement with the carrier

10.  Our partners can provide self-catering accommodation.
Self-catering accommodation

8. A direct complaint in English often sounds very rude. To
be polite you should 'break it gently' and use expressions
like these before you actually come to the point:

I wonder if you could help me...

Look, I'm sorry to trouble you, but...

I've got a bit of a problem here, you see...

I'm sorry to have to say this, but...

There seems to be something wrong with...

I'm sorry to have to bring this up...

It is often not enough to just say 'Sorry" and promise it
won't happen again. You may apologize like this:

Oh, dear, I'm most awfully sorry.
I can't tell you how sorry I am.
I'm so sorry, I didn't realize.
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I just don't know what to say.
I'm ever so sorry.

9. You are staying at a hotel and a lot of things have gone
wrong. Build conversations like this from the prompts
below, using expressions presented above:

Guest Excuse me, I wonder if you could help me.

Manager What seems to be the trouble, sir?

Guest Well, you see, there doesn't seem to be any hot water in

my room.

Manager Oh, I'm sorry. I'll have it seen to at once.

Guest Thanks very much.

heating air condition
pillows slow service
shower soap

10. Translate into English:

B pasrap TypuCTCKOTO C€30Ha COTHH TYPHCTOB CTaHOBSITCS
KEPTBAMH TYPUCTCKUX TIPEITPHUSITHIA, KOTOpBIC
HEZOOPOCOBECTHO  OTHOCSTCS K BBHINOJHEHHIO  CBOMX
o0s3aTenbCTB.  MHOrME  (QUPMBI, TONY4YMB TpaBO  Ha
MEXIYHAPOAHYIO TYPHUCTCKYIO AEATEIbHOCTh, HE BBIMOIHSIOT
BCE€ YCJIOBHUSA JCUCTBUS JTUIEH3HH, a TAKXKe CTaThll 3aKOHOB PD
«O crangaptuzanun», «O cepTudUKAIUU TPOIYKIUH U
ycayr», «O 3amuTe mpaB notpeourtenei», «O peximamey,
UCTIONB3YS HECOBEPIICHCTBO 3aKOHOAATETbHOM u
METOAMYECKOM 0a3bl B CBOMX MHTepecax. OOuii MoToxK xkaaob
B TypH3ME MOKHO Pa3feluTh Ha YEThIPE OCHOBHBIC KATETOPHUHU.
1) HenmocToBepHas pekiama; 2) JONOJHUTENbHbIE JIEHEKHbIE
cOopsl; 3) HUBKHI ypoBeHb cepBHca; 4) HapylleHue IpaBa
norpedurenss Ha Oe3omacHOCTh yciuyrn. C pocToM 00mIero
KOJIMUYECTBA TYPHUCTCKHUX MOE3/I0K HEYKIIOHHO PAcTeT U YHUCIO
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KOH(JINKTOB, 3aTPAaruBalONINX KauyeCTBO U O0BEM TYpPHUCTCKHUX
YCIyT.

Poct 4mcna kamo® Ha POCCHHCKOM pBIHKE Typu3Ma
oOycrnoBieHn aByMms (aktopamu: 1) TypucTel crtamu Oojee
OCBEJIOMJICHBI O CBOMX IpPaBax M OOS3aHHOCTIX TYPPHUPMBI H
Oosiee CKJIIOHHBI HacTauBaTh Ha CBOMX IPaBax; 2) BO3POCILIMMA
CIpOC Ha TYPYCIYTH CIHOCOOCTBYET BXOXKACHHIO Ha PBIHOK
HOBBIX (UpPM, MeHee ONBITHBIX M MeHee O00eCleYeHHBIX
pecypcami, a Takxke PUPM-MOILIEHHUKOB.

3HauyMTeNbHAas ~ YacThb  MNpPETEH3UH  BO3HHUKAET  M3-3a
HEJIOCTOBEPHOM peKJIaMbl, CIa00W TMOJITOTOBKH JOTOBOPHOMU
JOKyMEHTalluM ¥ HeOpekHocTH B ee odopmwiieHun. Yacrto
TYPUCT HEIOCTaTOYHO YETKO 3HACT W TIOHMMAeT, 4YTO OH
npuoOpeTaeT Ha caMoM Jiene, a Typpupma He10CTaTOYHO SICHO
dbopmynHpyeT CBOM 00S3aTENBCTBA 10  MPEAOCTABICHHIO
KOMILJIEKCA YCIyT, BXOJSIIMX B COCTAaB Typa M OIIAYMBAEMBbIX
TYPHCTOM.

11. Staff often need to say that some other person will
perform a service that a customer requests. Notice how
this is done:

- There isn't any instant coffee in my room, (send up)
I'll have it sent up.

In a similar way, say that you will have the following things
done.

1. The TV doesn't work in room 512. (fix)

2. There aren't any towels in my room. (send up)

3. My shower still isn't right. (repair)

4. You said you'd get me a hair drier. (deliver to your room)

5. Are you sure this bill is correct? (check)

6. I've left my luggage in the room. (bring down)
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12. You have just checked into a hotel. It is not surprising
that you complain about theroom given to you. The
housekeeping staff didn't do a number of things that
theyshould have done before you saw the room.

e.g. They should have changed the sheets.

They should have closed the wardrobe.

Now say what other things the housekeeping staff should
have done.

bed - to make  carpet - to vacuum ashtray - to clean
tray - to remove lamp - to replace

waste-paper basket - to empty

13. Work in groups. Discuss the following:

1. What do tourists usually complain of?

2. What can go wrong on a holiday?

3. What should a tourist do if something goes wrong?

4. What operators should do when tourists make complaints?

14. Can you reconstruct the following conversation at the
Reception putting the sentences in the correct order?

A: That's very pleasant, isn't it? My plane was four hours late.

And now you tell me that you've let my room.

B:  Good. Please take a seat and I'll soon have something

arranged for you.

A:  Good evening. My name is Smith. There's a booking in

my name. A single room, three nights.

B: I'm terribly sorry, but that is the situation. Let me see if |

can book you another room in a nearby hotel, and we'll arrange

the transfer.

A:  What do you mean, you've let the room? I made the

booking weeks ago.

B: I'm awfully sorry, Mr Smith, but we've let the room to

someone else and there are no others available.
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A: 1 think that's the least you can do. Well, all right, go ahead.
I've got to sleep somewhere.

B: I know. Sir, but you should have checked in before six this
evening. It's nearly ten now. There's a six p.m. release on all
our rooms. It was in the letter of confirmation.

15. You are Mr Smith. Write a letter of complaint to British
Airways about all the problems you had during your
holiday which were caused by the late arrival of the
plane.

16. Translate into English.

locnona, HenmaBHO s BepHysnack H3 Typa mno Poccun,
OpPraHM30BAHHOTO Bariei Gpupmoii.

JlomkHa ckas3aTh, YTO MOE€3/1Ka MEHSI IPOCTO PacCTPOMIIA.
I'ocTUHUIBI, B KOTOPBIX MBI JKWIH, ObUIM OTBPATUTENILHBIMU U
pacrnojarajgiuch Ha OKpamHax IOpOJIOB, a HE B LIEHTpax, Kak
OBbUIO YKa3aHO B JIOTOBOpE.

[Mutanne wu oOcHTy)XMBaHWE B OTHX TOCTUHUIAX OBLUTH
y’KaCHBIMH.

B HOMepax Huuero He paboTano: HU KOHAUIMOHED, HU Ay, HU
Tesie(hOH, HU TEJIEBU3O0P.

B HEKoTOpBIX HOMEpax Jake He OBLIO SJEKTPUIECTBA.

Bbl 10/mKHBI OBUIM CKa3aTh HaM, YTO BCE T'M/bl OYEHb ILIOXO
TOBOPST MO-aHTJIMHCKA U COBCEM HE IMOHUMAIOT HOCHUTENEH
SA3BIKA.

Bo Bpems moe3nku OBUIM  TOCTOSHHBIE — 3aJCpXKKH U
HEOJHOKPATHO TepsuIcs Oarax.

Hawm noctosiHHO rpyOmiIu, Korjaa Mbl 00palaiuck ¢ kanodamu.
A yBepena, uto Bamia ¢pupma oOs3aHa BEpPHYTh MHE BCE JICHBIH,
a TaKk)Ke BBITUIATUTHh KOMIICHCAIUIO 32 BCe CTpafaHus B Poccum.
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17. Role-play. Handling Problems. The Dolphin Square
Hotel in London has been chosen for shooting a new
Hollywood science-fiction film 'Aliens in London'. There
are some problems to be attended to. Play the following
roles:

Sally Brown You're a Guest Relations Manager at the Dolphin
Square Hotel. Last night a group of American film-makers
checked in. They're going to shoot a film in your hotel. You're
fond of American films and will do your best to please the
Americans. If you can not handle their problems, apply to the
General Manager. Take your chance and ask the stars for
authorgraphs.

Tom Day You're the General Manager of the hotel. Your hotel
might become the most popular spot in London when the film
is released. You try to do your best to cater for the film-makers'
needs.

Nino de Maurentis You're the executive producer of the film
'Aliens in London'. You'll be staying at the Dolphin Square
Hotel for three nights in the penthouse suite. As you have to
stay in touch with your business overseas you'll need a fax
machine, computer with on-line Internet and a personal
assistant. Your wife arrives tomorrow morning. Ask the hotel
manager to book a suite for her on the ground floor, so that you
won't have to stand her hysterics. If there are no suites available
on the ground floor, ask the manager to arrange some luxurious
accommodation with a 24-hour supply of champagne, jacuzzi,
sauna and a private swimming pool for your wife.

Jeorge Fucas You're the director of the film 'Aliens in
London'. You're going to use a lot of special effects and one of
the scenes will be shot on the hotel roof (landing of the flying
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sauce). Ask the hotel manager to remove squash courts from
the roof. You'll also need the garage and the indoor swimming
pool. Ask the manager for cooperation.

Arnold Blackenegger You're staring in 'Aliens in London'.
To be in good shape you have a four-hour intensive training
course every morning. Ask the manager about sports facilities.
You need privacy, but your work-outs usually attract hundreds
of fans.

Marry Crow You're a regular client of the Dolphin Square
Hotel. You always stay at this place when you visit London.
This time you're unhappy with your stay at the hotel as a group
of Americans is shooting a sci-fi film there (you hate science
fiction!). You're annoyed with constant noise and crowds of
fans around the hotel. You can not visit fitness center as some
star is having his work-outs there. You're afraid to enter the
hotel bar, because there are many drunk film-makers. To crown
it all, the indoor swimming pool has been closed! (They say the
Americans are shooting one of the episodes there.) Today you
were going to play squash, but when you got up to the roof
(where the squash courts were supposed to be), you found a
flying sauce! Go to the General Manager of the hotel and ask
him how he is going to rectify this appalling state of affairs.
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UNIT 8
CONTRACTS

1. Read the following contract.

COLLABORATION CONTRACT

From: 01/11/01
To: 30/10/02
Between the undersigned:
The travel agency: "MULTIVOYAGES"
Having its office at: BP 220 Republique Str.
MONASTIR, 5060
MONASTIR, TUNISIA
Represented by: Mr. DJEMAA HABIB
Directeur General
Duly accredited to this effect on one hand;
AND
The travel Agency:
Having its head office at:
Represented by:
Duly accredited to this effect on the other hand,
The following has been decided and agreed:

1. Hotels:
"MULTIVOYAGES" will collaborate
with in the following hotels:

2. Hotel prices: See copies joined here.

3. Reservations:

The reservations must reach "MULTIVOYAGES" at least
- 7 days in low season

- 14 days in middle season
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- 21 days in high season

After this time, "MULTIVOYAGES" is obliged to place one or
more clients in some other hotel, this may be not, in any event,
be of a lower category than the hotel originally proposed.

4. Transfers:

Transfers shall be carried out by "MULTIVOYGES" Cost of
transfers: See copies jointed here.

5. Excursions:

Excursions shall be carried out by "MULTIVOYAGES",

or any other local travel Agency choiced by
"MULTIVOYAGES".

6. Cancellations:

The minimum time required when modifying a cancellation by
the Agency to the hotel is 3 days before the anticipated arrival
of the client except in proven cases of force majeure;
compensation due is fixed at a set sum for each cancellation on
the basis of 3 days and transfers.

In case of an early departure or non-use of services ordered, the
whole reservation shall be paid for by the foreign Agency.

7. Services:

"MULTIVOYAGES" shall not be held in any way responsible,
should the clients bring coupon-voucher which do not comply
with the features of the rooms reserved.

8. Force majeure:

"MULTIVOYAGES" shall not be responsible for changes due
to cases of force majeure independent of its good will.

9. Payment:

One week before the arrival of clients.

10. Other special conditions:

READ AND APPROVED

Name and forename

SIGNATURE

STAMP

BANK CURRENT ACCOUNT
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2. Answer the questions.

1. What are the main clauses of the contract?

2. What are the terms of reservations, according to the contract?
3. In which cases can "Multivoyages" place clients in some
other hotel?

4. Who takes care of all the transfers?

5. Can any other local travel agency carry out excursions?

6. What is the minimum time required for cancellation without
any charges?

7. What compensation shall the foreign Agency pay in case of
an early departure or non-use of the services ordered?

8. What are the voucher-coupon requirements?

9. In which cases "Multivoyages" shall not be held in any way
responsible?

10. What are the dates of payment, according to the contract?

3. Which words go together, according to the text?
collaboration majeure

low conditions
anticipated  account
force season
early arrival
special contract
current departure

4. Find in the text the English equivalents for the following
phrases:

MEX/1y HIKETOANUCABIITUMUCS

B JIUIIE

HMMEIOIIET0 COOTBETCTBYIOLINE

IIOJIHOMOYHS

C OJIHOM CTOPOHBI

C APYroM CTOPOHBI

OCYUIECTBIISITH COTPYIHUUECTBO
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10 UICTCYCHHHU 3TOI'0 BPECMCHHU

OTelb, IPEJIOKEHHBII epBOHAYATIbHO
MpeioiaraeMoe BpeMsi MpUuObITUS
JOCPOYHBIN OTBE3]

HECTHU OTBETCTBCHHOCTH
COOTBETCTBOBATH 3a0POHUPOBAHHBIM
MecTaM

HE3aBUCSILUE OT €ro BOJIU

5. Read the text and say what you understand by contract.
A contract is an agreement entered into by two parties or
more with the intention of creating a legal obligation, which
may have elements in writing. Contracts can be made orally.
The remedy for breach of contract can be "damages" or
compensation of money. In equity, the remedy can be specific
performance of the contract or an injunction. Both of these
remedies award the party at loss the "benefit of the bargain" or
expectation damages, which are greater than mere reliance
damages, as in promissory estoppels.

6. You’re taking part in the WTM (World Travel Market)
in London. Visit the stand of MULTIVOYAGES and
discuss the possibility of collaboration with this company
in the coming season.

7. Read the general conditions of collaboration contract
with MELI TOURS, a Spanish tour operator.
General Conditions
1. Viajes MELI TOURS, S. A. shall bear the responsibility,
during the stay of the clients, of the quality of all the services
contracted by its representative.
2. The tour operator and the Agency issue a voucher for
every group and individual tourist which serves as the only
document on the basis of which the agreed services are
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provided and mutual payments are made.
3. The payment will be made by the Tour Operator in
advance to the arrival of the tourists. The money must be
remitted through the current account not less than 10 days
before the day of their stay.
4. All the excursions during the stay in Spain will be sold to
the client only by a representative of Meli Tours.
5. If any tourist has a complaint about any service in Spain,
this reclamation will be only attended to if it is made during
the clients’ stay and never after the tourists return to their
country.
6. The rooming list should be sent to Meli Tours at least 21
days before arrival. Names of hotels will be confirmed 20
days before arrival. Prices are only valid for groups of
minimum 21 participants.
7. Cancellations fees: 25 days before arrival — No fee

15 days before arrival — 10 % of the total cost

Between 15 and 3 days before arrival

25 % of the total cost

3 days before arrival 100 % of the total cost
8. This contract shall be governed by and constructed in
accordance with Spanish law.

8. Now compare the conditions above with the terms of the
contract with MULTIVOYAGES.

- terms of payment

- cancellation policy

- transfer and excursions

- issuing of vouchers

9. Find the English equivalents to the following phrases:

1. ...HeceT OTBETCTBEHHOCTh 3a KayecTBO OOCIYy>KHUBaHUS,
OTOBOPEHHOT'O B KOHTPAKTe

2. ...BBIJIAIOT Bay4ep
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3. omiaTa OCyIIECTBISETCS 10 MPUOBITUS TYPUCTOB

4. neHbI'U JOJKHBI IOCTYUTh HA CYET

5. He MeHee YeM 3a ... IHEH /10 1aThl IPUOBITHS TYPUCTOB

6. mpereH3us OyAeT paccMaTpUBaTHCS TOJIBKO BO BpEeMs HX
peOBIBaHUS B ...

7. OKOHUYATENbHBIN CIIUCOK PacCceNIeHHs TYPUCTOB

8. 1LIeHbl JAEWCTBUTENBbHBI TOJIBKO JJIsi TPYyNI HE MEHee ...
YeJI0BEK

9. mtpadsl 32 aHHYJISIUIO

10. B COOTBETCTBHH C ... 3aKOHOM

10. Match the words with the similar meanings.
complaint  collaboration terms charges
conditions reclamation fees association

11. You are a representative of MELI TOURS. Speak about
terms on which your company works with foreign agents.

12. Can you complete the sentences with words from the
box?

anticipated, comply, remitted, independent, reach, fixed,

cases, attended, features, confirmed, accordance,

advance, force majeure

1. Reservations must Demiris Tours at least 10 days
before arrival in low season.
2. The minimum time required for a cancellation is 3 days

before the arrival of the clients except in cases of

3. Compensation due is on the basis of 3 days and
transfers.

4. The operator shall not be held responsible if vouchers do
not with the of the rooms reserved.

5. The operator shall not be responsible for changes due
to of force majeure of its good will.
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6. The payment must be made in to the arrival of the
tourists.

7 . Any reclamation will be to if it is made during the
client's stay in the country.

8. The money must be through the current account not
less than 7 days before arrival.

9. Your reservation will be tomorrow.

10. This contract shall be governed by and constructed
in with Greek law.

13. Complete the sentences using one of the verbs in
brackets.

1. Payment (may/must) be made one week before the
arrival of clients.
2. In high season your reservations (can/must) reach

hotels at least 21 days before the anticipated arrival of the
clients.

3. If you cancel your reservation 25 days before arrival, you
(don't have to/mustn't) pay cancellation charges.

4. Vouchers (can/ should) comply with the features of
the rooms reserved.

5. Excursions (can/ should) be carried out by any other
local travel agency chosen by the operator.

6. You (should/ couldn't) issue travel documents unless

confirmation from the hotel is received.

7. These prices are valid only for June. We'll (can/be able
to) give you package prices for July only next week.

8. In case of an early departure or non-use of the services
ordered tourists (can't/mustn't) get their money back.

15. Work in groups. Discuss the following:
What advice would give to a tourist who is going on a
coach tour?

What things should be taken?
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What kind of clothes would you recommend?

What travel documents must be provided?

What advice would you give to a travel agent who is going
on a fam trip?

You must remember... You have to ...
You don't have to ... You mustn't ...
You should/shouldn't ... You can/may ...

16. Work in groups. You work for ADC Travel, an inbound
tour operator. Discuss with your colleagues general
conditions which should be included in the collaboration
contract with your foreign partners. Prepare a draft
contract.

17. Role-play. Discussing a Contract. Work in groups.
You are participating in Moscow International Travel
Fair. Choose the roles of foreign operators or local
travel agents.

Operators You are representatives of foreign tour operators:
ADC TRAVEL, DEMIRIS

TOURS, FOREVER YOUNG HOLIDAYS, MELI TOURS,
MULTIVOYAGES. Meet with local travel agents at your
stands and discuss possible collaboration in the coming season.
Give them information about the general conditions of your
companies' contracts.

Agents You are Russian travel agents. You are looking for
new foreign partners. Visit the stands of ADC TRAVEL,
DEMIRIS TOURS, FOREVER YOUNG HOLIDAYS, MELI
TOURS, MULTIVOYAGES and discuss possible collaboration
in the coming season. You are interested in the terms of
cooperation contracts with foreign operators.
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UNIT 9
NEGOTIATING A DEAL

1. Read the text and complete the table below.
John O’Connor from Forever Young Holidays is discussing

tour arrangements with Adam Black, the General Manager of
the Albatros Hotel.

Black Have you enjoyed your look over the hotel.
O’Connor Just fine. Now how about talking a little more
in detail about possible arrangements?

Black By all means. First; what about a drink of some
sort? Gin, whisky, Martini?

O’Connor I’ll take a gin and tonic, please.

Black Certainly.... Right. Here you are.

O’Connor Thank you. Cheers.

Black Let me see. Here’s our normal tariff. Take a look.
O’Connor OK. These are all rack rates. Right?

Black That’s right

O’Connor What’s the position on groups?

Black Well, there are some factors to consider. First,
how big are the groups going to be? Second, what time of the
year are they going to come, and, for that matter, which
part of the week?

O’Connor And I guess you’re interested in American Plan
or Modified American Plan.

Black Of course. If you only want Continental Plan
then the hotel gets used less, and there’s less in it for us.
O’Connor Well, there are different ways we ways we

could approach this. We could look at the total demand for
accommodation over the year and fix a price, or maybe
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negotiate a number of different prices according to the time of
the year.

Black Of course, but let’s take one step at a time. What
kind of numbers are we talking about?

O’Connor Well. We’re going to sell the tour April through
October. We would hope for forty-five people weekly in the
earlier part of the season, doubling that figure during the high
season, then falling back to forty-five again.

Black And for how many nights?

O’Connor That’s four nights.

Black Is that mid-week? Weekends?

O’Connor To take advantage of our fight arrangements, it
would be Friday through Tuesday.

Black I see. Tell me, what kind of guarantees are you

offering on the arrangements?
O’Connor  We’re not prepared to make any guarantees at all.

Black None at all? No deposits?

O’ Connor No. No money up front at all.

Black That’s rather a lot to ask of any hotelier.
O’Connor Come on, Mr Black. This is not unusual. And

you are dealing with a company with a good name that usually
sells what it targets.

Black I accept that. But don’t you see the risks involved?
O’Conner We’re in business. Besides, there would be a
three-month release-back clause in the contract.

Black I don’t know. I mean, ninety beds during all the

high season weekends. That’s a lot.
O’Connor  Yes. And so is forty-five in May and September.

Black Certainly. But I have to think of my regular trade.
O’Connor It’s beginning to look as if you’re not too
interested in doing business.

Black No, no. I didn’t say that. It’s just that not long

after the hotel had opened we had a rather bad experience with
this kind of block booking.
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O’Connor It depends on who you are dealing with, Mr
Black. Let me put it this way. For the kind of business we have
in mind, I think an average discount in the region of 15 to 20 %
is...

PROPOSED TOUR DETAILS

Tour season

Duration of year

Specified days

Number per tour (low season)

Number per tour (high season)

Financial guarantees offered

Length of release-back clause

2. True or false?

1. The tour operator had some complaints after his inspection of
the hotel facilities.

2. The hotelier showed their normal tariff which corresponded
to their rack rates.

3. There was one tariff for all seasons for any number of
tourists.

4. The hotelier was interested in Continental Plan.

5. The tour operator was not going to pay money up front.

6. The hotelier was impressed by the number of beds required
by the operator.

7. The hotelier said that he was not interested in doing business.
8. The hotel had already had some problems with that kind of
block booking.

3. Answer the questions?
1. What approach did the tour operator propose for fixing

prices?
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2. What advantage could the tour operator take of their flight
arrangements?

3. What kind of risks could be involved in this deal?

4. What are advantages and disadvantages of block booking?

5. Do you think that a three-month release-back clause in the
contract can be better for the hotel than any deposits?

6. How do you feel about late booking?

4. Can you match the definitions below with the words in
the box?

release —back clause, in the region of, demand for, European
Plan, Continental Plan, American Plan, Modified American
Plan, up front, rack rate, to target

1. in advance

2. clause in the contract between a tour operator and hotelier

which provides for a period of notice, e. g. two months, if the

tour operator does not need the beds he has booked

3. to aim

4. about; approximately

5. full board

6. room, breakfast and dinner

7.

8.

0.

1

bed and breakfast

bed only

individual rate for a hotel room
0.amount people wish to buy

5. Check your memory. Can you fill in the gaps with the
words from the text?

1. Well, there are some to consider.
2. Well, there are different ways we could this.
3. If you only want ___ Plan then the hotel gets used ,and
there's in it for us.
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4. We would hope for forty-five people weekly in the part
of the season,  that figure during the high season,
then back to forty-five again.

5. We're not prepared to make any at all.

6. And you're with a company with a good name that
usually sells what it

7.1 that. But don't you see the risks ?

8. But I have to think of my trade.
9. It's beginning to as if you're not too in doing
business.

10. It on who you're dealing with, Mr Black.

6. Put in the missing prepositions.

1. course, but let's take one step___ a time.

2. We could look  the total
demand  accommodation _ the year and fix a price, or
maybe  negotiate a  number different  prices

according__the time __the year.

3. To take advantage  our flight arrangements, it would be
Friday  Tuesday.

4. 1 don't know. I mean, ninety beds _all the high season
weekends. That's a lot.

5. the kind business we have mind, I think an
average discount the region 15 20 % is...

7. Give the English for:

MOJIONTH K mpobieme

CIpocC Ha

BOCIIOJIb30BAThCS IPEUMYIIIECTBOM
aBaHCOM

MPUHUMATD, TPU3HABATH

CpeaHui

CTaBUTH IIEJIb

yCTaHABIIUBATH LICHY
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3aBHUCETH OT

8. When negotiating a deal you always have to discuss
prices. Look at the hotel rates for the low season. What do
you think of these prices? Do they suit you? Do you find
the rates

reasonable competitive acceptable
fair Justified sensible
HOTEL, DBL pp | FITs GROUPS RACK
per day RATES
Golden Five 5* 35 40 30

HB (Hurgada)

HOTEL de 225 200 280
L’Europe 5* EP

(Amsterdam)

Excelsior 5* BB 175 150 145
(Rome)

Melia Juan Dolio | 60 54 72

4* Al

(DominicanR)

Rossia 3* BB 22 20 40
(Moscow)

9. Reported speech. What did they say?

1.'Our prices are competitive.'

They said that their prices were competitive.

2.'0Our company always sells what it targets.'

3. 'We've reached agreement with the carrier.'

4. 'It's beginning to look as if you're not too interested in doing
business.'

5. 'There are some factors to consider.'

6. 'Our request for booking will be sent by fax.'

They said that their request for booking would be sent by

fax.
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7. 'All travel documents will be issued on Friday.'

8. 'This handling agent will be waiting for you at the airport.'
9. 'Are the dates of the fam trip convenient for you?'

They asked if the dates of the fam trip were convenient
for us.

10. 'Can we participate in the fam trip?’

11. "What kind of guarantees are you offering?'

12. 'Have you enjoyed your look over the hotel?

10. You are John O'Connor, the General Manager of
Forever Young Holidays. Inform your colleagues about the
negotiations with the Albatros Hotel.

Breaking the Ice. It is not recommended to get down to
business straight when you are negotiating a deal. First you
should break the ice. You may offer soft drinks/ discuss the
weather, mutual friends, etc./ ask about the client's
impressions of the city, the hotel, etc.

Work in pairs. Act out the following situations and practice
breaking the ice.

You are receiving a business partner at your office.

You are taking part in a trade fair. One of your partners comes
up to your stand.

You are a secretary. Your boss is late for a business meeting
with a foreign partner because he is sitting in a traffic jam. The
partner is already in the office.

11.  Translate into English.

1. I'maBHBII MeHeKep OTeNs CKa3all, YTO OHU 3aMHTEPECOBAHbI
B pPa3MELICHUU TYpPHUCTOB Ha 0a3ze MOJHOIO IMAaHCHUOHA WU
M0JIyTaHCHOHA.

2. MHorue otenu B MeKCHKe NpeajararT pasMmelleHue 6e3
MTUTAHUS WK C 3aBTPAKOM.

3. B Hacrosmee BpeMs CyIIECTBYET OTpPOMHBIH CHpOC Ha
oTenH, paboTaroIIKUe 10 CUCTEME ""BCE BKITIOYCHO'.
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4. Bel MOXeTe  BOCIOJNB30BAThCA  IPEUMYIIECTBAMHU
OpoHupoBaHus B on-line 1 nmosryunth ckuaky 11 - 14%.

5. MBI He MOXeM cebe MTO3BOJIUTH OIUIATy HOMEPOB aBaHCOM [0
KOHIIa CE€30Ha, TIOKA HE MOJIyYUM OT OTeNsl pa3yMHbIX IIEH.

6. Typuct 3asBWI, 4UYTO CTOMMOCTh TypIlaKeTa BIIOJHE
npuemiemMa.

7. Onepatop CpOCHII, MOKET JIM areHT NPUHSTH €T0 yCIOBHSI.
8. [TopoiiTu k mpobaeme 6J104HOTO OPOHUPOBAHUS MOXKHO I1O-
pasHoMy. Bce 3aBHCHT OT TOTO, C KAKUM MApTHEPOM MBI IMEEM
neno. Eciu onepatop Bcerja npojaer Bce, YTO IUIAaHUPYET, TO
JENO3UT He TpeOyercs, a KpaWHUU CPOK aHHYJSIIIUH MOMKET
OBITb TPU HEMETH.

12.  Discuss the following:
Some negotiators say that you should never accept the
other person's first offer. Why do you think they give
this advice?

13. Role-play. Bargaining. Think of something you want to
sell. Fix two prices — the price you want to sell it for and
the lowest price you'll take. Try to sell your object to
your partner. These phrases can be used

by the Seller:

It's worth  but I ask only ...

Since you're a friend of mine... I'll take only ...

You can have it for ... It's a real bargain.

I'm sorry. ... It's my last word.

by the Buyer:
How much do you want for it?

I don't think it's worth ... I'll give you ...
No, that's still too much.

To tell you the truth, I can't afford ....
Come on, let's split the difference.
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14. Role-play. Negotiating a Deal. Russian tour operators
negotiate a deal with the General Manager of the
Albatros Hotel.

Hotelier Ask your partners about their impressions of the
hotel. Give them information about all the hotel facilities. You
are interested in more tourists from Russia but you would like
to get some guarantees from Russian operators. You are not
prepared to grant discounts for companies who can't provide
regular volumes. Discuss seasonal tariffs for groups and FITs,
meal plans, financial guarantees, a release-back clause and
possible discounts.

Tour Operators You are going to sign a contract with the

Albatros Hotel. In the course of negotiations with the hotelier

try to get better terms for your company. Try to impress the

hotelier by your plans for the coming season and inform him
about your volume of sales.
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UNIT10

APPLYING FOR A JOB

1. Read the following job ads.

965596331 Or by e-mail:

lown@com

HOTEL
CONTRACTING
Assistant Contracts
Manager

Are you fluent in
French and/ or
Spanish?

Do you have
experience in
contracting, or a
good knowledge of
the hotel trade?

Are you prepared to
be based in London,
but spend 50 % of
your time abroad?

Then send your
Curriculum Vitae in
English and in
French/ Spanish to:
J. P. Nitkowski
108 New Bond
Street

London W1Y9AA

TOUR
OPERATOR
MARKETING
EXECUTIVE
required

by expanding
travel company
operating tours of
Europe.
Applicants must
have inbound tour
operating
experience and be
able to take on key
management roles.
The ideal
applicant must be
resourceful,
literate, and
numerate, and
have a real
appetite for hard
work.
Applications with
resumes Should
be sent to Ms
Luisa Perero via
fax.

Fax number is

HELP
WANTED
SECRETARY
for busy friendly
office, to work for
Managing
Director. She
should be able to
work fast and
accurately, have
good computer
skills and a sense
of responsibility.
Foreign languages
an advantage.
Good promotion
prospects for a
career girl.

Please contact
Mr T. Lown

on 44-272-
277213

on fax or post
your C. V.

18 St. Augustines
Parade,

Bristol, BS1, UK
Fax: 44-272-
251016
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2. Answer the questions?

1. What is someone called who applies for a job?

2. What abilities must the successful candidates for the
above jobs have?

3. In what way should the candidates apply for the jobs?
4. Why do you think applicants who know foreign
languages have an advantage?

5. Which of these positions would you like to apply for?

3. What kind of characteristics would you need to be a
travel agent, a resort representative, a hotel
manager?

to be bright and intelligent

to be strong and fit

to be persistent and hardworking

to be punctual and careful at work

to be tolerant and attentive

to be well-mannered and tactful

to know local matters quite well

to know how to deal with difficult people

to know human nature

to have an agreeable personality

to have good communication skills

to have drive and ambitions

4. Forever Young Holidays are opening a new direct
sales office. You are responsible for recruiting staff.
Write an advertisement for a local newspaper about
job opportunities in your company.
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5. When you apply for a job it is necessary to present
a resume, or curriculum vitae (CV), to your potential
employer. This document should include the
following information:

- Your name, address and telephone number

- The kind of position you are looking for

- Your previous work experience

- Your educational background

- References (you may write that they will be supplied
upon request)

Start with your most resent job and work backwards.
Don’t leave out any vital information. Gaps in the dates
will seem suspicious. If you took a year out travelling,
were unemployed so. Be positive about yourself, but
don’t lie. A CV or resume should not be more than two
pages long. It should be concise, clear and brief, but sum
up your personal, educational and career history. You
may mention your outside interests, hobbies, language
skills.

Now try to write your resume.

6. When applying for a job you’ll be in competition
with a number of other candidates. So writing a
covering letter to employers can be a good idea. You
should state at the beginning why you are writing
and then try to keep the reader interested.

7. Work in pairs. You work in the Personnel
Department of Forever Young Holidays. You’ve
received a lot of applications for a job in your
company. Sort them into three piles:

1) These look promising!

2) These are possible!
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3) No, thanks!

1. My name is Sam Smith and I can do great things for
your company! I’m 25, unmarried, strong and healthy and
I’ve got all the qualifications and experience to make me
ideal for you.

2. | wish to apply for the job you have advertised. Please, send
me further details.

3. I’'m ambitious and my present job doesn’t offer me the
chance to expand.

4. If you consider that my experience and
qualifications are suitable, I would be
available for interview at any time.

5. As you will see from my enclosed CV, I have
been working for my present company for five
years. I joined them as assistant works manager
and was promoted to Production Manager last

year.

6. I'm sure | would be able to manage the department
successfully, as I'm good at giving dear instructions to people.
7. Although my present employees are first rate
and our relationship is excellent, I'm looking
for a more rewarding and challenging post.

8. I enclose a resume which gives full details of my
qualifications and work experience. In support of
my application, I should like to mention the
following points:...

9. 1 would be grateful f 1 could discuss the post
available tn person and perhaps go tnto my background
and my suitability for the post in more detail.

10. DO YOU WANT TO HAVE A HARDWORKING AND
CAPABLE EMPLOYEE? I'M VERY INTERESTED IN THE
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POSITION FOR JUNIOR SECRETARY ADVERTISED IN
TODAY’'S UNION.

8. Find job ads in a recent newspaper. Choose one of
the jobs and write a covering letter. The letter should
explain your reason for writing and ask for an
appointment.

9. Give the English for:

KaHJIUAAT Ha JOKHOCTD

HaBBIKH pa0OTHI

3asBIICHHE

BBITIOJTHSITH pabOTy OBICTPO ¥ TOYHO
IpPaMOTHBIN, 00pa30BaHHBIN
HaxO0IYMBBIN, N300peTaTeIbHbII
PEKOMEH/IAINU U XapaKTEPUCTUKH
MEPCTIEKTUBBI MTPOIABUKECHHUSI 110 CITyK0e
cioxHasi paboTa (Kak BbI30B)

XOpOIIO OIuIaynuBaemas paborta
TEPIEUBBIM U BHUMATEIIbHBIN
HAaCTONYMBBIM TPYIOTIOOUBBII
pa30uparoIUiics B MATEMAaTHKE M TOYHBIX HAyKaX

10. Read the text and make a list of do’s and don’ts.
HOW NOT TO DIE AT YOUR JOB INTERVIEW

Today, very few employers have time for long interviews. That
is why first impressions about you are very important.

If you want to get the job, prepare for the interview.

Learn all you can about the company where you are seeking
employment. You can make a better impression if you are
familiar with the company’s plans and operators.
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Arrive for the interview on time. When greeting the interviewer
wait until he moves to shake hands. You should also wait until
he offers you a seat.

The way you dress is also very important. Choose clothing in
which you’ll be comfortable. Be neat. Your shoes should be
well-cleaned and shined. If you are a woman try to be moderate
in make-up and jewelry.

Try to be relaxed and confident during the interview.

Never interrupt the interviewers.

Don’t criticize your previous employers. No matter how bad
they were. Speak about them with respect when you start
explaining why you quit.

Do’s:

Don’ts:

11. It would be wise to think of all possible questions asked
during the job interview and prepare your answers
beforehand. What do the interviewers want to find out?
They are interested in your personal characteristics.
They want to know whether you can be trusted, what
you can do for the company, how well you can get along
with people.

Work in pairs. Put the questions below in the order you
would ask them if you were the interviewer.

How would you answer these questions?

1. Why did you leave your last job?

2. Tell me about your family.

3. What things about this job do you think would be difficult
for you?

4. Do you have any experience in this type of work?

5. Why have you applied for this kind of work?

6. What do you like doing in your spare time?
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7. Why do you think you can handle this job?

(Why should we consider you for this position?)

8. What are your future career plans?

(Where do you want to be professionally, personally, and
financially, in 1, 5, 10, and 20 years?)

9. How well did you get on with your previous bosses?
10. What hours are you available for work?

11. Are you energetic?

12. Why would you like to work for this company?

13. What are your personal strengths?

14. Are you looking for a temporary or a permanent job?
15. Tell me about your experience.

16. What salary do you expect?

17. Have you had any serious illness or injury?

18. Do you prefer to work with others or by yourself?

19. What hobbies do you have?

20. Are you willing to work anywhere your company sends
you?

21. Are you willing to work overtime?

22. What are your personal weaknesses?

23. What do you expect to get from this firm?

24. What would make you happy with this job?

25. Do you consider yourself to be a leader or a follower?

12. Change the direct questions above into indirect using
“They asked me if/ whether...”” and “They wanted to
know...”

13. Translate into English.

1. 51 661 x0TEN MOMY4YHTHh paboTy B 3TOM upme. Hameroch, 4To
MOW TpPEXJIETHHH ONBIT pabOTHl B TypU3ME, IMPEBOCXOAHOE
BJIa/ICHUE KOMIMBIOTEPOM U 3HAHUE JBYX MHOCTPAHHBIX SI3bIKOB
JaayT MHE IPEUMYLIECTBO MIPU MOCTYIIJIEHUH.
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2. AHKETHBIC JTaHHBIC, XapaKTEPUCTUKA U PEKOMEHATEIbHbIC
MUCbMA MIPUIIAraroTCs.

3. C MouMH TpEeKHHUMH paboOTOAATEIsIMH Yy MEHS ObUIH
IIPEKpacHbIe OTHOILIEHUS, HO s XoTed Obl MOIy4uTh Ooiee
CIIOKHYIO pabOTy, BOCHPUHUMAEMYI0 KakK BbI30B, U, KOHEYHO,
COOTBETCTBEHHO OILUIAYMBAEMYIO.

4. UnrtepecHo, rae 3Ta pupmMa HAXOAUT CTOJIBKO COTPYIHUKOB,
CIIOCOOHBIX BBITIONHSATH Pa0OTy OBICTPO U TOUHO?

5. MBI uieM MeHemkepa Mo MpoJakaMm C ONBITOM paboThI B
KpYNHOM  omepaTopckod  ¢upMe, 3HAHHUEM  HECKOJIBKHUX
HaIpaBJICHUH, YCHEIIHO BJAJCIOIIEr0 HaBbIKaMH OOLICHUS U
CIOCOOHOCTBIO pabOTaTh C TPYIHBIMU KJIMEHTAMHU.

6. Ecau BBl pemnte, 4To MOsI KBaJU(UKALUSA U ONBIT padOThI
yCTpauBaroT Hally (pupmy, s FOTOB K coOeceIoBaHUIO B J1H000€
yA0OHOE JIJisi BaC BpeMsl.

7. 51 4ecTon00UB U 3HEPTUYEH, TPYAOIIO0OUB U HAXOAUUB.

8. MeHst cipocuii, MOTY JIU 51 3aHAThH KIIFOUEBOM IOCT.

14. Work in groups. You are recruiting employees for one
of the posts described in ex. 1. Write a short profile of what
you expect a successful candidate to be and prepare a list of
questions to ask the applicants. To make your decision on
the best person for the job, you need to find out about these
areas:

- SKILLS

- EXPERIENCE

- PERSONALITY

- EXPECTATIONS

15. Preparing for Job Interview. There are job openings in
ADC Travel and Demiris Tours. Work in Groups.

Discuss what vacancies are available and decide on
qualifications required for successful applicants.
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Prepare advertisements for job opportunities in ADC
Travel and Demiris Tours.

16. Read a text
Write a covering letter

Often companies will require a cover letter along with a
CV/resume. The letter should demonstrate an understanding of
what the company does and why you would be an asset to it.
Indicate how you heard about the company and that you are
seeking an interview. This is a chance to stand out from the
many CVs/resumes that the company is undoubtedly receiving,
so be sure to emphasize why you stand out. Effective cover
letter explains the reasons for your interest in the organization
and identify your most relevant skills or experiences. They
should express a high level of interest and knowledge about the
position you are applying for. Ask yourself, "Why do I want to
work for this organization?" Newspaper stories or magazines
article may be available at the local library. The employer may
be in the yellow pages or advertise over the radio or local
television. When we can speak intelligently about a place of
business, we have given that employer respect. By focusing on
the employer we are better able to determine if the company
can meet our needs. By focusing on the employer we are
displaying interest in the needs of the company. Also, the
purpose of the cover letter is to make sure that the CV/resume
arrives on the desk of the correct person. Take the trouble to
telephone, and find the name of the person who will be dealing
with applications or CVs/resumes, and address your letter, and
envelope, to that person by name.

18. Role — play. Job Interviews.

Candidates Choose one of the jobs advertised by ADC
Travel or Demiris Tours. You are going to
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Interviewers

be interviewed for this job. Be ready to
speak about your previous work experience,
educational background, your future career
plans, your family, hobbies and interests.
Explain your motives for applying for this
position. Make a list of your good points
and be prepared to sell yourself at the
interview. Think of the questions the
interviewers will ask you and questions you
will want to ask the interviewers. Try to
convince the interviewers that you are the
ideal candidate for this job.

Form an interview panel for ADC Travel
and Demiris Tours. Short-list candidates for
the interview. Prepare a list of questions to
ask the candidates. Interview the applicants
and give them marks out of ten in each of
the four areas:

Skills

Experience

Personality

Expectations

Compare your marks with those of others in
the interview panel and decide on the best
person for each job.
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Mommnsara E.B. Kparkuil Kypc aHIIIMHCKOro s3bIKa IS
TypusmMa ¥ TOCTENPUUMCTBA. M.: Poccuiickas
MeXAyHapoaHas akaneMus Typusma, 2004. —216c¢.
Jones L. Welcome. English for the Travel and Tourism
industry. Cambridge, 1998. — 168c.
Walker R., Harding K. Tourism I. Oxford English for
Careers. Oxford, 2007. — 143c.
I'octuHuna u pecropan: 6usHec u ynpasienue, 2011, Nel-8
Pecropanneie BemomocTu. Bceepoccmiickuii KypHanm i
npodeccuoHanoB HHAYCTpuH nutanus, 2011, Nel-12.
CoBpemenHble npoOiemMbl cepBuca M Typusma. HayuHo-
npakTUaeckuil xKypHai, 2010. Nel-4.
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