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	Verbessere deine Hörfähigkeiten und Aussprache.

	Lerne und übe hunderte von neuen wesentlichen Vokabeln.

	Lerne Englisch wo immer du bist.

	Lass es im Hintergrund laufen, damit du auf natürliche Weise lernst.



Wenn du dich für eine kostenlose Audible-Probeversion einträgst, bekommst du dieses Buch gratis. Du kannst vor Ablauf der Probeversion kündigen und dieses Hörbuch behalten, oder weitere Hörbücher genießen. Wenn du bereits Mitglied bei Audible bist, kannst du dieses Hörbuch natürlich mit einem deiner Guthaben erwerben.

Fang noch heute mit dem Hören und Lernen an:

Amazon: Audible

ITunes: iTunes
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Wie Ihnen dieses Buch hilft, Business-Englisch zu beherrschen.

Dies ist Buch Zwei der sehr beliebten ,Business-Englisch beherrschen' Reihe.Buch Eins finden Sie hier.

Diee Serie ist das perfekte Sprungbrett vom ,Lehrbuch-Englisch' hin zumlebensechten,Business-Englisch', dem Sie in echtenBusiness-Situationenbegegnen. In Buch 1 haben wir uns darauf konzentriert, 90 grundlegende Englische Worte und Phrasen zu erlernen, die in regulären Lehrbüchern nicht vorkommen. In diesem Buch knüpfen wir daran an, um ein tieferes Verständnis der Vokabeln zu erlangen, indem wir 14 Übungsartikel lesen, die alle Vokabeln des Vorgängerbuches enthalten.

Alle Vokabeln werden im Lauf des Buches wiederholt, um Ihnen sowohl dabei zu helfen, sie sich zu merken als auch damit Sie dazu in der Lage sind, sie in verschiedenen Kontexten anzuwenden. Die Artikel drehen sich um ,Allgemeines Business-Englisch, ,Startups', ,Onlinebusinesses' und ,Finanzen'. Alle Artikel sind unterhaltsam und ansprechend, so dass Sie ganz natürlich grundlegendes Business-Englisch lernen.



Wie man dieses Buch verwendet.

Während dieses Buch einzeln als ,Leseübung' verwendet werden kann, wird dringend empfohlen, zunächstBuch Einszu lesen. Dort finden Sie detaillierte Erklärungen zu all den Vokabeln. Das Business-Englisch Vokabular wird innerhalb des Buches auf verschiedene Arten verwendet, beachten Sie also bitte die unterschiedlichen Kontexte in denen die Worte und Phrasen angewandtwerden können.



Bitte an den Leser.

Wenn Ihnen dieses Buch gefallen hat und Sie den Autor unterstützen möchten, hinterlassen Sie bitte eine Rezension. Je mehr Rezensionen, desto besser! Es sollte nur wenige Minuten in Anspruch nehmen und ich wäre Ihnen sehr dankbar.

Wenn Sie außerdem auf der Suche nach anderen tollen Büchern sind, die Ihnen dabei helfen, Ihr Englisch auf unterhaltsame und ansprechende Weise zu verbessern,dann schauen Sie bitte hier.




Business Pioneer Profiles: David Konner; An advertising Original.



Part One



When you think about famous films, you immediately think of the actors that appeared in them or the directors that made them. You have some sort of image to place the experience of watching the film within. When you watch an advert on TV or see a poster advertising something, you have no idea of who was behind it (who made it). Even though some advertisements are extremely well made, the most important thing is the product, not the people behind the ad campaign. Even though advertising is an art form in a way, people hate to admit it, and feel that it is ‘dirty’ in some way. They feel that it is ‘art for money’ and not for ‘artistic expression’.



Words and Phrases:

Advertising campaign (ad campaign). 



Comprehension Questions:

Do people often know the names of the people who made a certain advert?

What is the most important thing in an ad campaign?

Why do some people think that advertising is a ‘dirty’ art form?



Answers:

No, people don’t often know the names of the people who made a certain advert.

The product is the most important thing.

Because adverts are made for money.








Part Two



Today’s business profile is of someone who you’ve probably never even heard of, but you would have seen his work everywhere. David Konner left school at 16 and started working in the mail room of ABC Advertising (at the time the biggest ad agency in London). He soon worked his way up through the business and was in charge of the company’s major client contracts by the age of 25. It was then that he realized that he really wanted to go it alone and start his own advertising agency. He had a lot of contacts in the industry but he didn’t have the money. Luckily an angel investor became interested in the project and offered to fund this new enterprise.



Words and Phrases:

Contracts. 

Contacts.

Angel investor.

Enterprise.



Comprehension Questions:

When David was 16, what was the biggest ad agency in London?

What was he in charge of by the age of 25?

When he started his company he didn’t have a lot of money. But what did he have a lot of?



Answers:

ABC Advertising was the biggest ad agency at the time.

He was in charge of the company’s major contracts.

He had a lot of contacts.




Part Three



Like with most start-ups, money was a huge problem at the beginning. Even though he did have some funding (from the angel investor) he still needed to be careful. So instead of spending lots of money on offices he just worked out of his house. He also outsourced most of the work and only hired freelancers. He even hired a virtual assistant in order to keep his overheads as low as possible. Because he was able to keep costs down he was able to be very competitive on price when bidding for contracts. He soon had lots of clients and became very busy. After a while he realized that if the company continued to expand then he would have to move the business into proper offices and hire some permanent employees. This is where he began to run into trouble.



Words and Phrases:

A start-up. (This is a new business that has just been ‘started’). 

Angel investors.

Outsourcing.

Freelancer(s).

A virtual assistant .

Overheads.

A bid/to bid on (something).

A contract.

To expand.



Comprehension Questions:

Did he employ permanent employees from the beginning?

How did he keep his ‘overheads’ low?

If the company continued to expand quickly, what would it have to do?



Answers:

No he didn’t. He hired freelancers.

He outsourced most of the work. He hired a virtual assistant.

They would have to hire permanent employees and move into proper offices.




Part Four



Basically, instead of following his own business plan and trying to scale the company in a slow and steady manner, he took on too many clients and too many staff members and ran into cash-flow problems. He later said this regarding that experience:

“This was an absolutely ridiculous situation that I’d gotten myself into. I mean I wasn’t failing because I wasn’t successful enough, quite the opposite. I was failing because I was too successful. I had loads of clients but it was all too sudden. Generally clients don’t pay until the end of the project but my employees were expecting to get paid on a monthly basis. So I had a ton of money going out but no money coming in. I actually almost went bankrupt and had to sell my house to make sure that I could pay my employees. But after around six months the money started to pour in and things got better from there on.”



Words and Phrases:

A business plan.

To scale (a business).

Cash-flow.



Comprehension Questions:

Did he scale his business up slowly?

Was the problem because he didn’t have any clients?

What did he do in order to not go bankrupt?



Answers:

No, he scaled up too quickly.

No, he had lots of clients. He had a cash-flow problem.

He had to sell his house.






Part Five



Once he had gotten through those early problems, he soon established his firm as one of the most respected brands in the advertising world. In fact it was their ability to apply a brand to a company that really made them famous. While before they relied on offering the cheapest service around in order to win new bids, they now no longer had to bid on contracts. Clients who had heard of their excellent reputation were now lining up to hire them. When asked about his secret to building a successful company, he had this to say:

“For us, success came suddenly and it almost killed us. We had an excellent marketing strategy for getting new clients in but absolutely no idea of how to actually run a business. We had to learn the hard way. You need to have a solid business plan and then expand slowly. I would recommend that any new entrepreneur  should get a  mentor. This way you have an experienced business person on your side who can guide you through the rough times. 

Also you should really try to concentrate on both innovation and customer service. Usually companies tend to either be great at customer service or innovation with their products and services. Rarely do companies get both of these areas right. If you can get both, then that is an absolutely magic combination. People will want your services and enjoy doing business with you. There is no downside for them.”

So while it may seem that David Konner was just lucky, this is not the whole truth. He was definitely at the right place at the right time, but his determination to leave the safety of an established company and go it alone is what really led him to success. When failure was almost certain he just kept on pushing through. Now after 30 years of pushing, his company is probably the biggest and most successful advertising agency in the world.



Words and Phrases:

A firm.

Branding. A Brand.

A bid. To bid.

A contract.

A marketing strategy.

A business plan .

An entrepreneur.

A mentor.

Innovation.

To expand.

Customer service.

Innovation .



Comprehension Questions:

At the beginning, did he have to bid on contracts?

Does he think new entrepreneurs should get a mentor?

What does he think is a magic combination for business?



Answers:

Yes he did have to bid on contracts at the beginning.

Yes he does think that entrepreneurs should get a mentor.

He thinks that product/service innovation and customer service is a magic combination.
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