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AMARUIN 0

SHOP-FLOOR WORKER JOINS THE BOARD
Read or listen to the dialogue.

Paddy O’Reilly, Westmeath’s recently elected
worker—director, is being interviewed by a
journalist, Kate Mulligan.

Mulligan Tell me, Paddy, how did you feel
when they first made you a worker-director?
A bit apprehensive?

O’Reilly That’s putting it mildly. I was scared
out of my wits. You see, I've been a working
man all my life—I joined the company as an
apprentice when T left school—and I'm also
a union man through and through. I was a
shop steward for over ten years, but...serving
on the Board, well, that’s a different kettle of
fish altogether.

Mulligan How do you mean? Did you think
the other members would give you the cold
shoulder or something? Laugh at vou behind
your back?

O’ Reilly Heavens, no! 1 wasn’t worried about
that. What I'm trying to say is, I was expecting
to be completely out of my depth I thought
I would be asked my opinion about financial
reports, profit and less accounts, cash flows,
that sort of thing. .

Mulligan Ah, you felt you wouldn’t be able
to hold your own in that sort of discussion.

O’Reilly Well, le’s put it this way. I haven't
got much of an education—I mean I haven’t

got a degrec or diplomas of any kind—I
certainly haven’t been to business school like
some of the directors, so...to be honest, I was
afraid of making a damn fool of myself.

Mulligan Ym not surprised. 1 think most of us
would have feltlike that if we’d been in your
shoes. Anyway, how did things work out?

O’Reilly Not bad at all. Actually, the Board
membcrs have bent over backwards to be nice
1o me—it’s rather embarrassing really. And
if there’s any item on the agenda which affects
the workers—the shop floor—then I'm usually
the first to be asked to give my opinion.

Mulligan Can you give me an example?

()'Reilly Oh, anything to do with pay or
working conditions; production methods; safety;
workers’ grievances...

Mulligan And what happens when they start
talking about balance sheets?

O’Reilly Ha! usually the Company Secretary
or the Financial Director is so eager to do
the tatking that no one else can get a word
in cdgeways!

Mulligan 1 don’t doubt that. So, in other words,
vou'rc happy about the contribution you've
made to discussions?

O’ Reilly Yes, am, and if all these rumours
about introducing robots turn out to be true,
the members of the Board will be hearing a
good deal more from me in the future...

1 Listen again and find as many expressions
as possible which are used to clarifty what
someone has said.

@® 2 Practise the expressions recorded after the

dialogue on the tape.

3 With the following check-list to help you,
do the role-playing exercise.
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EXPLAINING, CONFIRMING AND CLARIFY-
ING

That’s putting it mildly! T was...
You see,...

What P'm trying to say is...
Well, let’s put it this way...

1 mean...

Actually...

So, in other words...

Role playing exercise

Two of Westmeath’s senior managers think the
company needs more information about the
products and marketing strategies of rival com-
panies. It would be very useful if management

knew in advance what price changes their com-
petitors were planning, what new products they
had in the pipeline, or what technical and design
modifications they had up their sleeves.

To help them gather this type of sensitive
data, the two men wish to appoint a market
intelligence cxecutive. This person would monitor
the operations of other kitchen equipment
manufacturers, collecting information about their
activities and analysing its significance. Both
managers are now attending a meeting to argue
the case for creating the new post. They expect
to meet some opposition from colleagues who
fear the company could move into the dangerous
waters of industrial espionage.

277 In Business HZZy7 80
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AAAUIN U

STUDENT A

Brief for Negotiating

You are: Bob Newstein. You are now going to
your final meeting with Paul Scott,
where you will have to negotiate an
agreement. It is very unlikely that he
will agree to all the Union’s demands,
so you will have to compromise with
him. You should decide with your
colleagues beforc the meeting what
your upper and lower limits are. You
can also threaten a strike or a go-slow
if your demands are not met. However,
you should try to avoid a strike at
all costs.

You will have to negotiate on the following

points:

1 You still want a 20% increase in order to
give the workers a 2% increase in real terms.
You could compromise on some of the other
points in order to get 20%. If the increase

STUDENT B

Brief for Negotiating
You are: Paul Scott. You are now going to your
final meeting with Bob Newslein, where
you will have to negotiate an agree-
ment. You will have to make some
kind of compromise in order to avoid
a strike, and you should decide with
your collcagues before the meeting
what vour upper and lower limits are
for this compromise. The Union may
threaten a strike or a go-slow if their
demands are not met. You should
try to avoid a strike at all costs. Your
new contract is very important and
vou will lose it if the products are
not ready in time.
You are now prepared to offer the following :
1 A 12% increase in wages, provided the
workers agree to work overtime during the

is less than 15% the workers will almost
certainly strike.

2 You are prepared to work the two days you
want as holidays provided they are paid at
time—and-a-half.

3 Your workers will work a 40-hour week if
five of these hours are paid at time-and-a-
quarter. Otherwise they will refuse to work
any overtime at all.

4 You will only accept Scott’s three-monthly
review of wages if they are then automatically
adjusted to the rate of inflation.

You will have to negotiate on all these
points. First, get together with the other Trade
Union Representatives, and decide what your
upper and lower limits are. Then meet with Paul
Scott, and try to get a good deal for the
Union. Remember, you should at all costs try
to avoid a strike!

(ﬂ?ﬂ English for Negotiation A ?iZJy7 22)

period of the new contract. Overtime will be
paid at time-and-a-quarter.

2 No increase in holidays; but workers can
have one free day a month if they work
an extra hour a day for 8 days in the month
at the basic rate of pay.

3 You are still only prepared to reduce the
working week from 40 to 39 hours.

4 You are not prepared to adjust wages to the
rate of inflation. However, you can offer a
review of wages every two months.

You will have to negotiate on all these
points. First, get together with the other Personnel
Managers, and decide what your upper and
lower limits are. Then, meet with Bob Newstein
and try to get a good deal for the company.
Remember, you should at all costs try to avoid
a strike!

(/ﬂm English for Negotiation B mf'; 22)
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