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   , , , :  

 – : 
- We’d be happy to offer you a discount of 5 per cent on your next booking. 
- Actually I had a rather higher figure in mind. My company can get 5 per cent from your main 

competitor any time. I would consider guaranteeing you my bookings for those trips if you were to offer a 
more substantial discount.  

– :  
- Good, well I think we should be able to help you. As you probably know, we’re one of the largest 

producers of titanium dioxide in Europe. We’re also the most geographically diverse, with plants in the 
UK, Holland and Spain, as well as Italy. We recently purchased a small producer in Ohio so we shall 
soon be in position to service the US market too.  

- As you know, many of our methods of training are very specific to us, and are a feature of the 
Clark-Maxwell approach. Therefore we propose that the trainers in the new company should, at least ini-
tially, all be from the British company.  

–   :  
- We’d recently acquired two factories in Spain and Portugal, and these, together with our existing 

plans, give us a good base for further market expansion. We’re interested in talking to suppliers who have 
the capacity to support and service us in these areas. 
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- Many of our clients are multinational, they’re used to doing business with us under the name 
Clark-Maxwell. Therefore we propose that the new company in France should also have the name Clark-
Maxwell.  

– : 
- We’d be happy to start with looking at your situation and your needs.  
 - We think that you are the right kind of company to discuss these needs with. 
– : 
 - Indeed, we’d also be very interested in visiting your factory at an early stage of the proceedings, 

if possible. 
-We’re really interested in getting some advice on special promotional offers.  
–  :  
- I propose that we offer the job to Edward Smyth – he’s been with us for 15 years now and knows 

the company very well. 
- You can’t be serious! This job needs someone with ideas and creativity.  
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1) ,  : 
  – How do you do? I’m Margareta Sandstorm. I’m responsible for sales over here in the Stockholm 

area. 
 – How do you do, Mrs. Sandstorm? It’s nice to meet you. 
 – Nice to meet you too.  

2) ,   : 
 – Frankly, I don’t think there’s any point in us continuing with this discussion. There are lots of 

other people out there offering exactly the same service as you and at much better prices. Either you give 
me ten per cent, or I taking my business elsewhere. Am I making myself clear?  
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3) ,   : 
 – Are there any questions you want to ask us? 
 – Well, this is a new post. We’re not quite sure which department it will be in. 
 – The thing is, I see my career developing more towards marketing.  

           
    , . .     -

 .         . 
,           ,  -

    : 
1)   ( ,  , ): 

- Could I have a quick word with you? There was something that I wanted to ask you about. I don’t 
want to say anything about this officially yet – this is just between you and me – but... 

- But you think it’s time you moved on and you’re applying for another job. 
- Well, yes. How did you know? Anyway, could I ask you a favour? Can I give your name as a refer-

ee?  
- Is everything all right? 
- Fine, thanks! Actually, to be honest, I’m a bit worried about the aptitude test tomorrow. 
- You don’t need to worry. I’m sure it’ll go well. I mean, the first part is just recognising shapes.  

2)   ( , , ); 
3)   (   ,   ,   -

) 
- Come in, Miss Barbero. I’ve got a little job for you this week. I see from you file that you’ve or-

ganised various events in the past – sales conferences, exhibitions, things like that? 
- Yes, I have. 
- Good. So I’d like you to make the arrangements for the conference of the machine manufacturers.  

4)   ( ,  ,  ) 
- It’s your holiday dates. You know everyone wants the first two weeks in August, and everyone else 

has young children. I really can’t let you have those two weeks, two years in a row. Wouldn’t you like to 
go in June instead? 

- No way. I can’t. We’ve already booked our holiday.  
- Look, I don’t know what you’re getting at here, but if there’ve been complaints about my work 

then I’d like to know what they are and who’s making them.  
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Natalia N. Shkvorchenko. Speech Influence in English Business Discourse. – Article. 
Summary: In the process of verbal interaction various forms of influence are used – persuasion, compulsion, 

suggestion, flattery, emotional appeals etc. The kinds of such interactions are divided into positive and negative 
ones, i.e. to facilitate or hinder the co-operation. 
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